HlGH_TICKET Discover my essential blueprint to successfully closing high-ticket
o F F E Rs sales, the very techniques that sealed 4-5 figure deals. Learn to pick

the ideal niche, build credibility, and craft a standout high ticket
BLUEPRINT offer that distinctly sets you apart.

BY PATRICK GAMALIEL
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@ PICK YOUR NICHE ’
@3 { MY NICHE © <
CroTToommmmmmEmmmE Rt , : lchose to focus on coaching creative
@ Choosea Ispecn‘lc area where you can provide ! entrepreneurs. This niche was a natural fit -
unique valve. g for my expertise and the growing demand -
® Ensure it's a niche with demand and where you have | for personalized ecommerce solutions. @
expertise. '
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BUILD HIGH-TICKET OFFER | CRrAFTING MY OFFER
----------------------- i After acquiring certifications in business
© Identify Unique Value Proposition: Clearly define . hi 9 q g ce | medi keti
what makes your offer stand out. »  coaching and social media marketing, .
: researching existing coaching programs, e
® Package Services/Products: Bundle them in a way ! & reading lots of books, | crafted an offer ] I
that delivers maximum value to clients. ¢ thatintegrated advanced social media -
' . : ope .
® Set aPrice: Ensure it reflects the value provided : Strut:?'es W'th_ tru'dltlonul'bu;mess K
while remaining competitive. : coaching, setting it apart in the market.
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BUILD CREDIBILITY 'g)j ' MY CREDIBILITY RESUME ()
_______________________ :  YouTube: | posted videos offering insights into
0 . . .
® YouTube: Share valuable content and insights to s relevant trends and strategies, which helped build
build authority. : trust and showcase my expertise. o
® Social Media Posts: Consistently engage with your i  Social Media Posts: Posting engaging content on L)
audience using platforms like LinkedIn and : social media attracted an interested audience.
Instagram. s
® Facebook Groups: Create or join groups related to i Facebook Groups: | participated in conversations in 0
your niche to connect with potential clients. i 9groupsdedicated to entrepreneurship, sharing
s valuable advice and connecting with potential clients.
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BONUS CRED|B|L|TY @ : | authored the Amazon Bestseller,
. . . . "Artist to Entrepreneur" which provided
) rrllnte ztBloolé: Authoring a book positions you as a . a guide for launching a 6-figure
oughtieader. : business. This book positioned me as a
® Create aPodcast: Reach a broader audience and i  thoughtleader and attracted serious
establish your expertise. : inquiries from potential clients. S
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BUILD A LEAD MAGNET i@ : MY INFOGRAPHIC BUNDLE
(]
....................... i loffered FREE infographics,
© Offer something valuable for free in exchange for ' worksheets, & cheat sheets that put
contact information. s new business owners on the fast track |
. . i tosuccess. Thislead magnet was £
¢ Tﬁpeil'?f High-Converting ]!'“'d Muglllets; E-books, : highly effective in collecting contact
checklists, webinars, and free consultations. ' information from prospects.
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CREATE LOW-TICKET Elg § MY COURSES
& FREE COURSES N s ldeveloped low-cost courses and
i free mini-courses on topics like Print
"""""""""""" : onDemand for Passive Income and
) P;gvide affordable courses to introduce your ' YourFirst 1100 Sales Blueprint.
orterings. i Thesesessions demonstrated my
® Use them to demonstrate your value and attract ' value and helped convert leads into
more leads. s paying clients.
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NURTURE LEADS @ ' MY NEWSLETTER
....................... i Imaintained regular communication
(] . . .
° Communlico;cje regularly through emails and | Z)vétzgr?(;(le'n;ljatle(r:nlltjlnstsotfzreoynggh‘ns'ghts
personalized messages. ' r iz ils, ring insi
o . andupdates. This consistent
© Offer vuluul:le content and updates to maintain | engagement kept them interested and
engagement. s informed about my services.
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@ INTERVIEW POTENTIAL : MY DISCOVERY SESSION
HIGH TICKET CLIENTS Q> + When approached by a prospective client interested in
= - i mycoaching, I conducted a thorough interview to assess
"""" ST ' B their business goals and challenges. This process
© Conductinterviews to assess if they are therightfit. | o< red a mutual fit and set clear expectations.
0
©® Ensure their needs align with your offerings. e ccccccccccccccccmccccmcccccmmcena .
: : % Pro Tip: Prepare a short email for prospects who aren't a match, ]
° Pro Tip: Don't accept every client; focus on those who truly : + ©2" explaining why and offering helpful resources. This maintains '
-5 benefit from your services. . '\s professionalism and adds value. B
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@ FOLLOW UP @ i MY CLIENT RETENTION
(]
....................... s After successfully closing the deal, |
® Stay connected with past clients through : f(:‘llozed up V‘gth mly clientf’;hro:igh regular
newsletters and exclusive offers. + check-ins and exclusive offers for
' _ _ . additional coaching sessions. Providing
) Pr%wdfe excleptlonal service to encourage loyalty ' exceptional service and staying connected
andreterrais. i encouraged her to refer new clients.
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Pttt smTEEESSSesssssessse- Leccccccccccccceas N C2ubututateieiaiiitiatait ittt .
' @ ProTip: Continuously improve | | _g- Pro Tip: Leverage testimonials and case | i .g- Pro Tip: Be patient and persistent; |
! “2" your skills and offerings. !} 2" studies to showcase success stories. $ :\ ‘2" building trust takes time. s
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