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Welcome to Week #7

Deep breath, Sherpas. 

We’re going to take it easy this week.

Even though this training is on the shorter end (and there will be no homework 
assignment this week), what I have to share with you this week is extremely important!

Upsells, Downsells, and One-Time-Offers are aspects of the sales funnel that so many 
business owners do not take advantage of, and it ’s not hard to see why.

Putting the actual offer together requires a lot of effort, building out a sales funnel is a 
huge project, and launching a funnel quickly is always a priority. 

Because adding upsells, downsells, and one-time-offers adds quite a bit of complexity 
(and cost) to the overall funnel, many business owners see omitting them as the path of 
least resistance. 

But not adding upsells, downsells, and one-time-offers is a huge mistake. When a 
business doesn’t include these features, they ’re leaving a lot of money on the table.

As a funnel copywriter, I encourage you to inspire your clients to include upsells, 
downsells and one-time-offers in their funnels. 

Help them come up with offer ideas, come up with compelling hooks that will increase 
conversions, and show them what ’s possible from an additional revenue point of view. 

Not only will your clients thank you, but in short, this week’s training has the potential 
to increase your value as a copywriter!

Tina Lorenz
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THE ANATOMY OF Sales Funnel

THIS WEEK: Upsells, Downsells & OTO

“The probability of selling to a new prospect is 5-20%. The 

Probability of selling to an existing customer is 60-70%”.

via Marketing Metrics

WHY YOU NEED UPSELLS, DOWNSELLS & OTOs

• Upsells, one-time offers (OTOs), and “Order Bumps” have 
the potential to help you increase order value.

• Downsells help you recover a potential lost sale.

• All help you increase the lifetime value of a customer!
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THE Upsell
DEFINITION: 
An offer you make to a customer to buy something additional or more expensive (than 
the original offer).

WHERE TO OFFER AN UPSELL:
You can offer upsells directly on the sales 
page along with the primary offer.

EXAMPLE:
Yearly Access vs. Lifetime Access

DETERMINING YOUR UPSELL OFFER:
As a copywriter, it ’s not necessarily your 
job to determine upsell, downsells and 
OTOs, but knowing this info will not only 
help you create great copy, but will make 
you more valuable to your client when you 
help them make more money!

THINGS THAT MAKE GREAT UPSELLS:
• More access (i.e. yearly access or VIP access, etc)

• More features (i.e. 64gb of storage instead of just 34gb)

• More of the same product (i.e. 3 widgets instead of 1)

• Symbiotic bundled products (i.e. shampoo and conditioner)

COPY ELEMENTS OF AN UPSELL:
You will want to clearly differentiate your upsell offer from the original. A lot of this will 
be how the page is designed, but you can also differentiate with copy:

• Create a hook for your upsell. Why should they take it?

• Make the name of your upsell compelling and in contrast to the original offer:

• “Yearly” vs “Lifetime”

• “Regular Access” vs “VIP Access”

• “Individual” vs “Bundle”

• List out features of upsell so they know what ’s included
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THE Downsell
DEFINITION: 
An offer you make to a prospect after they decline your original offer. 

WHERE TO OFFER A DOWNSELL: 
You usually present a downsell offer as a pop-up when a prospect is leaving a page, 
or you can send it via email to people who do not take you up on a previous offer (i.e. 
when they “abandon cart”).

EXAMPLE:
Just one part of the original offer at a special 
price.

DETERMINING YOUR DOWNSELL OFFER:
Your prospect had an objection to buying 
your original offer. If you figure out the main 
objection, you can create a great downsell 
offer to squash it. For most products and 
services, price is an objection you can 
address with a downsell.

THINGS THAT MAKE GREAT DOWNSELL:
• A modified (i.e. “light”) version of the original at a reduced price.

• Just one aspect/feature of the original offer at a reduced price.

• A free trial of the original offer.

• An enhanced and/or highlighted guarantee of the original offer.

COPY ELEMENTS OF AN DOWNSELL
You will either present your downsell as a pop-up or in an email. Regardless, they should 
each contain the minimum copy elements:

• Pattern interrupt (i.e. “Before You Go” or “WAIT”)

• Offer Headline

• Include words that acknowledge the downsell (i.e. “Just want…”)

• A hook to bring them in. Why should they take this offer? Why now?

• A choice of CTA. Let them either take the offer or click to decline. This makes the 
downsell offer seem less aggressive.
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THE One-Time-Offer (OTO)
DEFINITION: 
An exclusive and one-time upsell offer of a product or service to buy made to a 
customer after they ’ve committed to purchase a related product or service BEFORE they 
checkout and pay. 

WHERE TO OFFER AN OTO:
When someone clicks the “Buy Now” button in your funnel, you may decide to present 
a OTO offer on its own landing page prior to redirecting your customer to the cart to 
complete their purchase. You can also present your OTO as an “Order Bump”.

ORDER BUMP:
A quick upsell OTO you make on the credit card checkout page. An Order Bump is a 
feature of some software (i.e. ClickFunnels) where the customer checks a box to take the 
offer. This is a text only offer and usually a short paragraph at most.

OTO EXAMPLE:
Additional product or relevant product to the original purchase.
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THE One-Time-Offer (OTO)
ORDER BUMP EXAMPLE:
An alternate format to the original offer 
like an audio book version if the original 
purchase is a physical book - or templates 
as is the case here. 

Taking the order bump should be a “no 
brainer” yes and shouldn’t be too expensive 
as it relates to the original offer price.

DETERMINE YOUR OTO: 
There is a lot of overlap between an upsell 
and an OTO, and many times it comes 
down to how and where you want to 
present your upsell offer in a funnel. For 
high ticket upsells, it is often beneficial to 
present them on their own landing page 
as an OTO.

THINGS THAT MAKE GREAT ONE-TIME-OFFERS:
• Time sensitive events

• Bonus and/or supplemental trainings

• 1:1 coaching

• Product Bundles (where more explanation and selling is needed)

COPY ELEMENTS OF AN OTO
An OTO lives on its own landing page, so while it should definitely not be nearly as long 
as a sales page, it still needs to sell!

• Include a pattern interrupt and let people know they are on their way to the checkout 
page (to avoid confusion)

• Headline with a great hook

• Clearly outline the offer you are making

• Video is great to include

• CTA like “Add to My Order”

• Reason why they should take you up on your CTA
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YOUR HOMEWORK This Week

We’re heading into an Implementation Week next week, and to give you a 
bit of a head start, there is no homework this week!
 

Take lots of deep, cleansing breathes this week!

Focus on self-care this week. Take extra time for yourself and do things like 
meditate, exercise, and get sun (Vitamin D!). Also - be sure to carve out time for things 
you enjoy doing like hobbies or spending time with those you love.

Catch up this week. If you still are working on your assignments from previous weeks, 
use this week (and next week) to complete them.

Ask questions this week. If you have questions related to the homework assignments 
and/or want feedback from other Sherpas, post them in our Facebook group.

Optional to-do this week. If you want to create copy for an upsell, downsell or OTO 
for your avatar, go for it!




