Tripwire Offer

Convert Cold Traffic With \rresistible Low-Ticket offers

22 TARGET ¢ REPORT . .. c TIMEFRAME
Acquisition

‘@ Conv.Rate 45 min

& DiRECTIONS € INGREDIENTS

Atripwire offer is a page that uses a low-price, high-value product to Page Views
convert cold traffic into paying customers. Shifting from “stranger” to Products
“buyer” changes the mental relationship between the person and Tags

your brand. Now it’ll be easier to sell them something bigger.

In addition, tripwire offers can be useful tools for rapid customer @3 PREREQUISITES
acquisition, achieving breakeven on your ad spend earlier, and 300+ Visitors
qualifying high-intent leads.

Price positioning is your biggest lever for tripwire optimization. The
goal isn’t to be “cheap”, but to present a value proposition that feels VARIATIONS
10x greater than the price. A tripwire offer should feel like a no-
brainer to the cold prospect. Test to find the price and product that
appeal the most.

Free + Shipping
Two-Step Form
VSL Tripwire

PERFORMANCE CALCULATION METRIC TARGET
Determine Your Conversion Rate 2~8%

) /offer/book-name 2450
! Track everyone who lands on your tripwire offer page from ads or organic traffic.

o Book Bundle - Tripwire 154

E Track completed purchases of your tripwire product only.

Customers + Visitors 6.3%



SALES FUNNEL TRIPWIRE OFFER

Breakdown Your Tripwire Conversion Rate

4 ways to segment your traffic to find what kills conversions and what prints money.

PRICE POINT TESTED

[ FREE + SHIPPING | $7 | $17| $27+

Compare conversion rates at different price

points. Lower prices don't always win. A $7 offer

can feel cheap and low-value. A $27 offer with
massive value stacking often converts better
than $7 with weak positioning.

TEST PRICE INCREASES & DECREASES
If conversion is high but you're not breaking

even on ads, test raising the price. If
conversion is low, fix the value perception
before dropping price.

4 TRAFFIC SOURCE

m CHANNEL | UTM SOURCE | AD CAMPAIGN
Compare channels to see where qualified
buyers come from. YouTube traffic often
converts higher than Facebook for info
products. Instagram works for physical
products. LinkedIn crushes for B2B offers.
Different sources bring different intent levels.

SCALE WINNERS, PAUSE LOSERS

Kill underperforming sources monthly.
Double spend on channels converting above
5%. If a source converts poorly, test different
ad angles before abandoning the channel.

SEGMENT OPTIMIZATION EXAMPLE

Offer Optimization

Free + Shipping C$ua5)
$3 offer

$13 offer

$273 offer

&: TRAFFIC TEMPERATURE

Bl [0 COLD TRAFFIC | WARM TRAFFIC | HOT RETARGETING

Cold traffic converts 50-80% lower than warm
traffic. They don't know you and assume your
offer is a scam. Warm traffic already consumed
your content. Hot retargeting traffic saw the
offer before and needs a nudge.

MATCH TRUST SIGNALS TO TEMPERATURE
Cold traffic needs aggressive social proof,

guarantees, and credibility markers. Warm
traffic converts on value alone. If cold
underperforms, add trust elements or
require VSL view first.

NEW VS RETURNING VISITORS

m CONTACT CREATED DATE | SESSION COUNT

New visitors converting well signals strong
hooks and clear value. Returning visitors
converting better than new visitors means your
remarketing works. Returning visitors
underperforming means your page lacks clarity
or trust for people who need more time.

OPTIMIZE FOR HESITANT RETURNERS
If returning visitors underperform, add FAQ

addressing objections. Add testimonials with
specific results. Test exit-intent popup with
guarantee reminder for abandoners.

FOCUS SEGMENT
Price Point

o 13 14%
220 12 5.5%
150 16 244%

525 U7 .5%
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Optimize Your Tripwire Offer Page

Four elements that make low-ticket offers feel like no-brainer decisions.

@ ¢ vibEO

Your sub-headline that clarifies
your main promise or adds intrigue

This is your main persuasive copy block. Write in short, punchy sentences that

keep momentum.

Each paragraph should advance your argument. Use bold fc
underline for critical claims.

PN Loco PN Loco

n PRICE ANCHORING & VALUE STACK
A MAKE THE PRICE LOOK ABSURDLY SMALL
Show the retail value versus what they're
paying. Stack everything they get with bullet
points and visual breaks. For Free + Shipping,
emphasize "only pay shipping" and show the
product's retail value. For paid offers, show
total value ($197) versus price ($27). Make the
math feel ridiculous in their favor.

RISK REVERSAL

A REMOVE EVERY REASON TO SAY NO
Make your guarantee prominent and specific.
"Try it risk-free for 30 days" beats "satisfaction
guaranteed." For Free + Shipping offers,
consider "keep it even if you return it" to
remove all friction. The better your guarantee,
the fewer refunds you'll get: confident buyers
don't refund.

sand

PN Loco

Your Attention Getting Headline

Only Pay Shipping!

Only 23 remaining!

Where should we
send your THING?

I- 2]

Yes! Give me the thing!

E SCARCITY & URGENCY
A GIVE THEM A REASON TO BUY NOW
Use countdown timers for offer expiration.
Show limited quantity remaining for physical
products. Add "while supplies last" messaging.
But be authentic: fake scarcity destroys trust
faster than it creates sales. Real deadlines and
real inventory limits work. Made-up ones
backfire when discovered.

TRUST SIGNALS EVERYWHERE

A PROVE YOU'RE LEGITIMATE, NOT A SCAM
Add security badges near payment fields. Show
testimonials with real photos and specific
results. Include "As seen on" media logos if you
have them. Display customer count: "Join
12,487 customers who love this." Cold traffic
assumes you're fake until proven otherwise.
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How to Optimize Tripwire Offer Pages

for your Business

Tailor your low-ticket strategy to your business model and audience.

i.g COACHES
9 USE TRIPWIRES TO PRE-QUALIFY SERIOUS BUYERS

Offer a mini-course, workshop recording, or
assessment tool at $17-$47. This filters tire-
kickers who want everything free. Your tripwire
should demonstrate your methodology and
create a quick win. Use the thank you page to
pitch your main coaching program. Track which
tripwire buyers convert to high-ticket — that's
your ideal customer profile.

E-COMMERCE
@ FREE PLUS SHIPPING DOMINATES

Offer your best-selling product or a sample
bundle for free when they cover shipping
($4.95-$7.95). Show retail value prominently.

Use lifestyle images showing the product in use.

Add urgency with limited inventory counters.
Your thank you page should upsell
complementary products or subscriptions to
immediately increase customer lifetime value.

m B2B & SAAS
@ USE LOW-TICKET TOOLS TO DEMONSTRATE ROI

Offer templates, calculators, or starter tools at
$47-$97 that solve a specific business problem.
Frame as "implementation shortcut" not
"cheap version." Use company logos and ROI-
focused testimonials. Qualify leads during
checkout with company size questions. Your
tripwire buyers become your warmest demo
requests for the full platform.

j CREATORS
L od @ PERSONALITY-DRIVEN PRODUCTS THAT CONNECT

Your audience follows you for who you are.
Create tripwires that feel personal: a favorite
template pack, behind-the-scenes course, or
curated resource bundle. Use conversational
copy and show your face throughout the page.
Price at $7-$27 to keep it accessible. Gate your
community or exclusive content behind the
purchase.

@ COURSE CREATORS

9 PROVE YOUR TEACHING ABILITY BEFORE THE BIG SELL
Offer a mini-course or starter module from your
main program at $17-$37. This demonstrates
your teaching style and creates a quick win that
builds trust. Address "another course" fatigue
by showing specific student results. Use tripwire
purchasers as a warm audience for your main
course launch campaigns.

4 PROFESSIONAL SERVICES
4

Q POSITION AS AUDIT, NOT A CHEAP VERSION

Sell an audit, checklist, or diagnostic tool at
$47-$197 that surfaces the problems your
service solves. Frame as "discover if you need
our full service" positioning. Use professional
imagery and credentials prominently. This
tripwire qualifies serious prospects while
generating revenue. Serious buyers will
purchase your full service after seeing the audit
results.



