Downsell Offer

Recover Revenue From Declined upsells

TARGET e REPORT c TIMEFRAME

AOV a4 Orders 30 min

& DiRECTIONS € INGREDIENTS

A downsell is an offer that appears after someone declines your Page Views
upsell or one-time offer. Because you’re selling to someone who just Products
said “no”, focus on offering something at a significantly lower price Tags
point. This is a final attempt to increase Average Order Value (AQV)
before your buyer completes their checkout.

PREREQUISITES
There are two popular downsell strategies. Offer a “lite” version of 0TO/Upsell Page
the original upsell that reduces scope, features or duration but keeps 20+ Declines
the core promise. Or offer a payment plan for the original upsell to
make it more affordable. In all cases, your downsell should be

relevant to the upsell. VARIATIONS

- . Product Downsell
To optimize your downsell, focus on positioning. It should be an

. . . Lower Tier
alternate solution — not a consolation prize.

Payment Plan

PERFORMANCE CALCULATION METRIC TARGET
i
Determine Your Average Order Value +1.2x
+) Course bame - Pro Tier 45
Track people who declined your OTO and see the downsell offer
o Course bame - Pro Tier + Downsell $3,234

E Track completed downsell purchases before thank you page

Revenue + orders $43.20



SALES FUNNEL DOWNSELL OFFER

Breakdown Your Downsell AOV

4 ways to segment downsell performance and find what's blocking recovery

DECLINED UPSELL TYPE

u HIGH-TICKET OTO | MID-TICKET OTO | SERVICE UPGRADE

Which upsell did they decline before seeing the
downsell? People declining $2k offers behave
differently than those declining $297 offers.
High-ticket declines might accept lower
alternatives. Quick low-ticket declines signal
price isn't the issue.

MATCH DOWNSELL TO DECLINE REASON
If high-ticket declines accept downsells well,

your OTO might be overpriced. If low-ticket
declines reject downsells too, they're not
interested in the category. Try something
different.

QD TIME ON UPSELL PAGE

[ UNDER 10 SEC | 10-30 SEC | 30-60 SEC | 60+ SEC

Fast decliners didn't read the offer. Slow
decliners considered it carefully. Time spent
signals interest level. Someone who declined
after 60 seconds is more persuadable than
someone who declined in 5 seconds.

MESSAGING FOR DIFFERENT DECLINERS
Fast decliners need education on the

downsell. Slow decliners need reassurance
and price justification. If fast decliners
dominate, fix your upsell page first.

SEGMENT OPTIMIZATION EXAMPLE

Initial Order Optimization

$ar Tripwire
$9% Core Product
$293 Premium

$93+ Hi3h~Ticke+

INITIAL PURCHASE VALUE

[ UNDER $50 | $50-$200 | $200-$500 | $500+
Your customer's initial purchase signals their
buying capacity. Someone who bought a $997
product has different price sensitivity than
someone who bought a $27 tripwire. Downsell
pricing should scale with their initial
investment.

SCALE DOWNSELL PRICE TO INITIAL ORDER
If high-value buyers reject your downsell,

price it higher. If low-value buyers reject it,
you may be asking too much too soon. Test
20-40% of declined upsell price.

P 4 PRODUCT CATEGORY MATCH

~ u SAME CATEGORY | COMPLEMENTARY | UNRELATED

Does your downsell match what they initially
bought? Selling a lower-tier version of the same
product converts better than an unrelated
alternative. A lite version of your course beats a
random bonus product.

KEEP DOWNSELLS TIGHTLY RELATED
If unrelated downsells underperform, switch

to lite versions or payment plans of the
declined offer. If same-category downsells
underperform, they truly don't want more of
that solution.

FOCUS SEGMENT
Order Value
U $4,200 $43.20
22 $1,250 $56.00
35 $41,240 $4%00
52 $4,160 $H.00



SALES FUNNEL DOWNSELL OFFER

Optimize Your Downsell Page

Four elements that turn "no" into "yes" without feeling desperate

WAIT! Special
ONE TIME ONLY OFFER

n Do not close this page...

@ ¢ vibEO

B YES! Add to My Order Now...

Add to Order - Just $XX

No Thanks, | don’t need this now.

FRAME AS AN ALTERNATIVE
A\ POSITION IT AS SMART CHOICE

Never say "since you didn't want that..." Instead
use "many customers prefer this option." Frame
your downsell as a different path to the same
outcome, not a lesser version. Use phrases like
"streamlined option" or "fast implementation"
instead of "cheaper" or "basic."

LIMITED SCOPE, SAME OUTCOME
A\ LESS WORK, SAME DESTINATION

Explain what they're NOT getting compared to
the upsell, but emphasize they still reach the
core outcome. "Get the same results with fewer
modules" or "Reach your goal with streamlined
implementation." Reduce scope, not
effectiveness.

CLEAR PRICE CONTRAST
A\ SHOW THE VALUE DROP VISUALLY

Display both the declined upsell price (crossed
out) and the downsell price. Show savings: "You
just saved $X by choosing this option." Make the
price reduction obvious but don't apologize for
it. Lower price should feel like smart shopping,
not desperation.

TRUE ONE-TIME-ONLY URGENCY
A\ MAKE IT UNREPEATABLE

Use countdown timers and explicit language:
"This offer disappears in 5 minutes" or "Only
available right now, never again." Add an exit
intent popup if they try to leave. Make the skip
button visible but small. Don't trap them, but
make saying no feel like a loss.



SALES FUNNEL DOWNSELL OFFER

How to Optimize Downsell

Offers for your Business

Tailor your downsell strategy to your business model

i.g COACHES
9 REDUCE SCOPE, NOT TRANSFORMATION

Your downsell should be fewer sessions or

group instead of private, not a weaker outcome.

If they declined 12 weeks of private coaching at
$5Kk, offer 6 weeks of group coaching at $1,997.
Frame it as "faster implementation with peer
support" not "cheaper option." Include
payment plans prominently.

E-COMMERCE
@ BUNDLE REDUCTION OR PAYMENT PLANS

If they declined your premium bundle, offer a
core bundle with fewer items. Show exactly
what they're saving and what they're getting.
Use "start with essentials" framing.
Alternatively, offer a payment plan for the
original bundle - spreading $297 into 3
payments often works better than a $147
downsell.

I:j B2B & SAAS
@ LOWER TIER OR EXTENDED TRIAL

If they declined your professional plan, offer
starter plan with upgrade path. Or extend their
trial period with premium features as the
downsell. For service businesses, offer monthly
retainer instead of project-based pricing, or
smaller scope deliverables. Focus on "start
small, scale later" messaging.

'j CREATORS
Dol @ OFFER COMMUNITY INSTEAD OF ACCESS

If they declined your premium tier with 1-on-1
access, downsell to community-only access at a
lower price. Frame as "learn with others" rather
than "less access to me." Consider offering a
payment plan for the original upsell as the
downsell rather than a different product. Your
audience wants you - make it affordable.

m COURSE CREATORS

9 LITE VERSION OR PAYMENT PLANS

Offer a streamlined version with core modules
only if they declined the complete course. Or
offer the same course with a payment plan
instead of a different product. Frame lite
versions as "fast-track to results" with fewer
time commitments. Show completion rates for
both versions to reduce decision anxiety.

4 PROFESSIONAL SERVICES
4

Q REDUCED SCOPE OR PAYMENT PLANS

Offer audit-only instead of full implementation.
Or consulting-only instead of done-for-you.
Frame as "strategic guidance" vs "full
execution." Many professional buyers prefer to
implement themselves if price is the barrier.
Payment plans work exceptionally well for
services over $2k - test 3-month plans before
offering cheaper alternatives.



