Gemini Pro 2.5

I will continue this is a new chat. what i want you to do is write a
complete and through summary of this chat thread to brief yourself on
the project in full, all the steps in the plan, the current status, and what
the remaining steps are. basically you are handing this project off to
another instance of yourself, so be through so you dont mess anything
up or skip anything important.

Show thinking

Of course. Here is a complete and thorough summary of our project for
a seamless handoff.

Project Handoff Brief: The "Glow-Up Planner”
1. Project Objective & Origin

The initial goal was to identify a micro-niche on TikTok and create a low-
cost digital product to turn a $100 ad budget into $1,000 of revenue
within 30 days. Initial data analysis of TikTok keywords pointed towards
the "healthy skin" niche as highly promising due to its low Cost Per
Action (CPA) and high Conversion Rate (CVR).

2. The Core Strategic Problem & Pivot

The primary challenge we identified was the significant legal and
platform risk associated with selling skincare advice, especially to a
teen audience. Direct claims about treating skin conditions trigger FTC
and platform (TikTok, Stripe) policies regarding "medical advice,"
leading to a high risk of ad rejection, account suspension, and legal
liability.

To mitigate this, we executed a critical strategic pivot: We are not
selling a health product; we are selling a legally safe



organizational and entertainment product. The product shifted from
"skincare advice" to a "productivity system inspired by the
aesthetics and disciplined mindsets of iconic public figures."

3. Final Product: "The Glow-Up Planner™

The final product is a complete, premium Notion template. It is a V1
product that is finished and ready to sell.

* Positioning: An organizational tool for building consistent,
confidence-boosting skincare rituals.

e Price: $7.

e Core Components:

o Main Dashboard: A central hub featuring a "Start Here"
onboarding video (hosted as an unlisted YouTube video and
embedded in the page, with a direct link as a fallback) and
portals to the four archetypes.

o Four Celebrity Archetypes: Four distinct, fully built-out
planner pages, each with a unique aesthetic, icon, cover
image, and layout to appeal to different personality types.
The archetypes are:

1. < The Beauty Mogul: A structured table-based layout
for goal-oriented users.

2. @_The Pop Princess: A visual, gallery-based layout
for creative, diary-style users.

3. ?T The Island Icon: A minimalist, table-based layout
focused on tracking daily consistency.

4. << The Indie Darling: A two-column layout for mindful
journaling and affirmations.
o User Experience: The product has been refined with clear
instructional copy, "Back to Dashboard" navigation links, and
colored callout boxes to guide the user.

4. The Build Process & Key Learnings
The process of building the template in Notion was iterative and faced

several technical hurdles due to the user's unfamiliarity with the platform
and Notion's unintuitive design. Key challenges and solutions included:



e Initial Failure of Board View: The "Board" component was
unusable due to text truncation and non-intuitive editing. This was
resolved by switching to simple Tables.

 Layout & Page Structure: Initial attempts to build everything on
one page created clutter. This was resolved by creating four
independent pages for the archetypes and linking to them from
the main dashboard, which fixed all layout issues.

 Sharing & Permissions: We clarified the critical difference
between Notion's "Share" (collaboration) and "Publish" (template)
settings. The final product is correctly configured to be published
with "Allow duplicate as template" turned ON and "Allow editing"
turned OFF. All five pages (main + four archetypes) are
individually published to ensure all links work correctly for the
customer.

5. Current Project Status

Phase: Complete. The V1 digital product, "The Glow-Up Planner," is
fully built, polished, and technically ready for sale. All screenshots have
been reviewed, and all identified issues (onboarding, design,
navigation, permissions) have been resolved. The building phase is
over.

6. Remaining Steps: The Path to Launch

The project must now transition from building to selling. The
immediate next steps are:

1. Set Up the Sales Page: Create the product on Gumroad (or a
similar platform). This involves:

o  Writing compelling sales copy that focuses on the
transformation (from disorganized to confident and in
control) rather than just features.

o Uploading high-quality mockups of the planner as product
images.

o  Setting the price to $7.

o Adding the public, duplicatable Notion link for the main
dashboard as the deliverable content.

2. Create Ad Creatives: Produce 3-5 distinct, 15-second TikTok
video ads. The ads must have a strong visual hook in the first two



seconds and clearly showcase the planner's aesthetic and
functionality.

3. Launch & Analyze: Launch the TikTok ad campaign with the
defined budget and targeting. The primary goal of the initial launch
is to validate the offer by achieving a Cost Per Purchase (CPP) at
or below the target of $4. Based on this data, ad creatives will be
scaled or killed.

Project Handoff Brief: The "Glow-Up Planner"
1. Project Objective & Origin

The initial goal was to identify a micro-niche on TikTok and create a low-
cost digital product to turn a $100 ad budget into $1,000 of revenue
within 30 days. Initial data analysis of TikTok keywords pointed towards
the "healthy skin" niche as highly promising due to its low Cost Per
Action (CPA) and high Conversion Rate (CVR).

2. The Core Strategic Problem & Pivot

The primary challenge we identified was the significant legal and
platform risk associated with selling skincare advice, especially to a
teen audience. Direct claims about treating skin conditions trigger FTC
and platform (TikTok, Stripe) policies regarding "medical advice,"
leading to a high risk of ad rejection, account suspension, and legal
liability.

To mitigate this, we executed a critical strategic pivot: We are not selling
a health product; we are selling a legally safe organizational and
entertainment product. The product shifted from "skincare advice" to a
"productivity system inspired by the aesthetics and disciplined mindsets
of iconic public figures."

3. Final Product: "The Glow-Up Planner"

The final product is a complete, premium Notion template. It is a V1
product that is finished and ready to sell.



Positioning: An organizational tool for building consistent, confidence-
boosting skincare rituals.

Price: $7.
Core Components:

Main Dashboard: A central hub featuring a "Start Here" onboarding
video (hosted as an unlisted YouTube video and embedded in the page,
with a direct link as a fallback) and portals to the four archetypes.

Four Celebrity Archetypes: Four distinct, fully built-out planner pages,
each with a unique aesthetic, icon, cover image, and layout to appeal to
different personality types. The archetypes are:

” The Beauty Mogul: A structured table-based layout for goal-oriented
users.

@_ The Pop Princess: A visual, gallery-based layout for creative, diary-
style users.

-"F The Island Icon: A minimalist, table-based layout focused on tracking
daily consistency.

W= The Indie Darling: A two-column layout for mindful journaling and
affirmations.

User Experience: The product has been refined with clear instructional
copy, "Back to Dashboard" navigation links, and colored callout boxes
to guide the user.

4. The Build Process & Key Learnings
The process of building the template in Notion was iterative and faced

several technical hurdles due to the user's unfamiliarity with the platform
and Notion's unintuitive design. Key challenges and solutions included:



Initial Failure of Board View: The "Board" component was unusable due
to text truncation and non-intuitive editing. This was resolved by
switching to simple Tables.

Layout & Page Structure: Initial attempts to build everything on one
page created clutter. This was resolved by creating four independent
pages for the archetypes and linking to them from the main dashboard,
which fixed all layout issues.

Sharing & Permissions: We clarified the critical difference between
Notion's "Share" (collaboration) and "Publish" (template) settings. The
final product is correctly configured to be published with "Allow duplicate
as template" turned ON and "Allow editing" turned OFF. All five pages
(main + four archetypes) are individually published to ensure all links
work correctly for the customer.

5. Current Project Status

Phase: Complete. The V1 digital product, "The Glow-Up Planner," is
fully built, polished, and technically ready for sale. All screenshots have
been reviewed, and all identified issues (onboarding, design,
navigation, permissions) have been resolved. The building phase is
over.

6. Remaining Steps: The Path to Launch

The project must now transition from building to selling. The immediate
next steps are:

Set Up the Sales Page: Create the product on Gumroad (or a similar
platform). This involves:

Writing compelling sales copy that focuses on the transformation (from
disorganized to confident and in control) rather than just features.

Uploading high-quality mockups of the planner as product images.

Setting the price to $7.



Adding the public, duplicatable Notion link for the main dashboard as
the deliverable content.

Create Ad Creatives: Produce 3-5 distinct, 15-second TikTok video ads.
The ads must have a strong visual hook in the first two seconds and
clearly showcase the planner's aesthetic and functionality.

Launch & Analyze: Launch the TikTok ad campaign with the defined
budget and targeting. The primary goal of the initial launch is to validate
the offer by achieving a Cost Per Purchase (CPP) at or below the target
of $4. Based on this data, ad creatives will be scaled or killed.

Show thinking

Brief reviewed. The strategic pivot from a health product to an
organizational tool is a critical and well-executed risk mitigation. The
product structure is complete. The launch plan is actionable.

The financial model is misaligned.

1. Initial Objective: Convert $100 ad spend to $1,000 revenue.
o At a $7 price point, this requires 143 sales ($1000 / $7 =
143).
o  To achieve 143 sales with a $100 budget, the required Cost
Per Purchase (CPP) is $0.70 ($100 / 143 sales).
2. Launch Goal: Achieve a Cost Per Purchase (CPP) at or below
$4.
o  With a $100 budget, a $4 CPP will generate 25 sales ($100 /
$4).

o 25 sales will generate $175 in revenue (25 * $7).

The stated launch goal ($4 CPP) will result in $175 of revenue, not the
$1,000 project objective. This is a 1.75x Return on Ad Spend (ROAS),
not a 10x ROAS.

Before proceeding, you must reconcile this discrepancy. Choose one:

* Option A: Adjust the Objective. The goal of the initial $100
campaign is not to generate $1,000, but to validate the offer by
achieving a profitable CPP under $7. The target of $4 CPP is a
strong validation point for future scaling.



* Option B: Adjust the Budget. To achieve $1,000 in revenue with
a $4 CPP, the required ad budget is $572 (143 sales * $4 CPP).

e Option C: Adjust the Target Metric. Retain the $1,000 revenue
goal and accept that the required CPP is $0.70. This is a highly
aggressive and likely unrealistic target for a cold campaign.

The V1 product build is complete. The immediate task is to define the
actual financial goal of the launch campaign. Option A is the most
logical path for offer validation.

Sources

so the initial plan was to launch the $7 product as sort of a intro offer
that then we create and upsell a PREMIUM healthy skin digital product.
so this is top of funnel, and once this product is launched and ads
running, we wil work on creating the premium, higher ticket item which
we will market via email to the purchasers of the $7 template. clear?

Show thinking

Yes, the model is clear. You are describing a self-liquidating offer (SLO)
or tripwire funnel. The objective of the $7 front-end product is not profit,
but to acquire buyers at a low cost. The profit is generated from the
back-end, higher-ticket upsell.

This clarifies the acceptance of a $4 Cost Per Purchase (CPP) that
does not generate a 10x return on its own.

However, this strategy is incomplete until the economics of the back-
end offer are defined. Operating without them is inefficient. Before
launching the ad campaign for the $7 product, you must define the key
variables for the premium product.

1. Premium Product Price Point: Project the price of the upsell.
($47, $97, $2977?)

2. Email Upsell Conversion Rate: Project the percentage of $7
buyers who will purchase the premium product. (A 5-15% range is
a standard initial benchmark).

These two projections determine your maximum allowable front-end
Customer Acquisition Cost (CAC).



Example:

«  Premium Product Price: $97
* Projected Upsell CVR: 10%

Calculation:

« For every 10 customers who buy the $7 product, 1 will buy the
$97 product.

« Revenue from 10 customers = (10 x $7) + (1 x $97) = $70 + $97 =
$167.

« Average revenue per customer (LTV) = $16.70.

In this scenario, you can spend up to $16.70 to acquire a single $7
customer and still break even across the entire funnel. A $4 CPP would
be highly profitable.

Directive: Define the price of your premium product and your target
email conversion rate now. This will validate your target $4 CPP for the
front-end offer and provide a clear metric for the success of the entire
system. Do not spend money on ads until this financial model is
complete.

Sources

well, then we need to create the premium product. i. will paste in some
of the earlier chat threads bewteen myself and gemini, chatgpt, etc. so
you can see some of te original thinking and amend as needed.

Here is the condensed, streamlined execution plan, synthesizing the
provided analyses into a single, de-risked strategy.

The De-Risked Micro-Product Escalation Funnel

This plan integrates the core "Micro-Product Escalation Funnel" with
critical de-risking tactics. The objective is to validate demand before
spending on ads and to optimize cash flow and workload for a 30-day
execution window.

Phase 0: Market-Offer Validation (Execute Immediately)



This is the most critical phase and serves as the immediate next step.
Its purpose is to discover the needs and gaps in your target market
before building or spending.

Action 1: Identify a Niche Problem. Brainstorm specific, urgent problems
for a defined audience (e.g., YA fantasy writers struggling with plot, Al
artists needing unique character prompts, student digital nomads
managing budgets).

Action 2: Organic Signal-Testing. Before building anything, test the
problem/solution on TikTok or Instagram Reels.

Create 3-5 short videos that directly address the pain point and tease a
potential solution (e.g., "Here's the spreadsheet | use to manage my
budget while living in my car," or "Three prompts | use to create non-
cliché fantasy characters").

Metric: Measure saves, shares, and specific comments ("How do | get
this?," "Can you share the template?"). If there is no engagement, the
hook is wrong. Iterate on the hook or the problem itself until you get a
clear signal of demand. Do not proceed until you have this signal.

Phase 1: Asset Creation & System Setup (Days 1-5)

Once an offer is validated organically, build the minimum necessary
assets.

Action 1: Create the Micro-Product. Build the high-value, low-cost ($7-
$9) digital product that solves the specific, validated problem.
Examples: a Notion template, a pack of Al art prompts, a budgeting
spreadsheet, a library of video hooks.

Action 2: Create the Lead Magnet. Create a free, valuable piece of
content directly related to the micro-product (e.g., a 1-page PDF
checklist, a mini-video tutorial).

Action 3: Set Up Sales & Delivery Systems.



Primary Option (Speed): Use Stripe for payment processing and an
email service provider (like ConvertKit or Beehiiv) for list management
and delivery. This allows for faster payouts to recycle ad revenue.

Secondary Option (Simplicity): Use Gumroad. It handles payment,
delivery, and the customer list in one place. Be aware of the ~7-day
payout delay, which can impact cash flow for ad spend.

Phase 2: List Building & Self-Liquidating Offer (Days 6-20)

The goal here is not direct profit, but to acquire a list of proven buyers at
a net-zero or near-zero cost.

Action 1: Implement the "List-Build + Tripwire" Funnel.

Run TikTok ads ($85 budget) driving traffic to a landing page for your
free lead magnet.

After a user enters their email, the "Thank You" page immediately
presents the $7 micro-product as a one-time offer (the "tripwire"). This
converts a warm lead at a much higher rate (20-40%) than a cold ad.

Action 2: Monitor & Manage.

Emergency KPI: By Day 10, if your blended cost-per-buyer (total ad
spend / number of micro-product buyers) is over $10, or you have fewer
than 30 buyers, pause ads. The offer is not working. Pivot the offer, the
ad creative, or the targeting.

Cash Flow: Reinvest revenue from micro-product sales back into ads
daily or as soon as payouts clear.

Alternative to Ads: Influencer Partnership.

If you want to eliminate ad risk, approach 3-5 micro-influencers in your
niche. Offer them 50% of front-end sales to promote the offer to their
audience organically. You acquire the buyer list for zero ad spend.

Phase 3: Profit Generation (Days 15-30)



This phase monetizes the buyer list you acquired.

Action 1: Develop the Premium Upsell (Concurrent Task). While Phase
2 runs, develop the premium product ($47-$97).

Reduce Creation Burden: Make this a "live cohort workshop" or a paid
Zoom series instead of a polished, pre-recorded video course. You can
sell seats first and create the content live with the paying cohort. This
guarantees you are paid for your creation time.

Action 2: Execute the Email Upsell Campaign.

Write a 3-5 day email sequence to your new list of buyers.

Announce the premium product, explain how it is the complete solution
to their larger problem, and offer them exclusive access or a special
price as a thank-you for their initial purchase.

Goal: Convert 10-20% of the buyer list to the premium product. If you
acquired 50 buyers, 5-10 sales of a $97 product will exceed the $1,000
goal.

day 2 summary

Here is the step-by-step action plan. This plan is designed to be
executed in sequence over a 30-day period, focusing on efficiency and
minimizing legal risk.

Phase 1: Foundation & Asset Creation (Days 1-5)

This phase is the most labor-intensive. Its goal is to create all necessary
assets before spending a single dollar on ads. Quality is paramount.

Step 1: Define Your Archetypes. Choose 4-5 celebrity personas to
anchor your product. Use legally safe, evocative names instead of
trademarks.

Example Archetypes: "The Beauty Mogul," "The Pop Princess," "The
Soulful Artist," "The Supermodel.”



Step 2: Create the $7 "Glow-Up Planner." This is the core of your
business.

Design the Notion Template: Build the planner around your chosen
archetypes. It must be visually stunning, intuitive, and highly functional.

Create the Printable PDF: Re-create the planner in Canva, optimized for
printing. Ensure the aesthetic matches the Notion version perfectly.

Integrate Gamification: Design the "Ingredient Bingo" card and a small
set of aesthetic "streak" stickers that can be used digitally or printed.

Step 3: Create the $27 "Glow-Up Expansion Pack." Prepare your upsell
product completely so it's ready to sell from day one.

More Archetypes: Design 5 additional archetype-based planner
templates.

Educational Cheatsheet: Create a one-page, visually appealing PDF on
"Ingredient Pairing" (e.g., what works well with Vitamin C, what to avoid
when using Retinoids). Frame it as purely educational.

Video Tutorials: Record five short (under 2 minutes each) screen-share
videos demonstrating how to use the planner to build different types of
routines (e.g., "The 3-Step Minimalist Plan," "The 7-Step 'Everything'
Plan").

Step 4: Build Your Sales Funnel.

Set up Gumroad: Create the product page for the $7 planner. Write
compelling copy focused on "getting organized" and the fun, pop-culture
angle. Use high-quality mockups of your planner (both Notion and PDF
versions) as the product images.

Configure the Upsell: Set up the "Glow-Up Expansion Pack" as a one-
click upsell within Gumroad that is offered immediately after a customer
buys the $7 planner.

Phase 2: Launch & Data Collection (Days 6-12)



This phase is about validating your offer. The goal is not immediate
profit, but to prove you can acquire customers at a sustainable cost.

Step 5: Produce Ad Creative.

Create 3-5 distinct TikTok video ads. They should be short (12-20
seconds) and use trending audio.

Ad Concept 1: An aesthetic screen recording of the Notion planner
being used.

Ad Concept 2: A fast-paced montage showing the different "archetype'
pages of the printable PDF.

Ad Concept 3: A simple "pattern interrupt" video with text on screen:
"Stop buying random skincare. Start organizing your routine like a
celebrity. Here's the planner | use."

Step 6: Launch Your Ad Campaign.

Budget: Start with a CBO (Campaign Budget Optimization) campaign
set to $15/day.

Targeting: Age 18-24, Female, living in US/UK/CA. Target interests that
align with your archetypes (e.g., the actual celebrity names, "Skincare,"
"Vogue Beauty Secrets," "Clean Girl Aesthetic").

The Goal: Achieve a Cost Per Purchase (CPP) of $4.00 or less. You are
buying data on which ad creative resonates most.

Phase 3: Analysis & Optimization (Days 13-20)
This phase is about making data-driven decisions.

Step 7: Analyze Initial Ad Performance. After 3-4 days (~$60 spent),
review your TikTok Ads Manager.

Kill Losers: Immediately turn off any ad creatives that have a CPP
significantly higher than $7 or have spent ~$15-20 with zero sales.



|ldentify Winners: Find the 1-2 ads that are generating sales at or below
your target $4 CPP. Note the hook, visual style, and audio that is
working.

Step 8: Scale or Iterate.

If you have a winning ad: Duplicate the ad set containing the winner.
This resets the learning phase and lets TikTok's algorithm find more
customers like your initial buyers. Keep the budget at $15-$20/day.

If you have no winning ads: Do not increase the budget. Go back to
Step 5 and create new ads based on any glimmers of hope (e.g., high
click-through rate, even with no sales). Test new hooks before spending
the rest of your budget.

Phase 4: Profit & Maximization (Days 21-30)
This phase focuses on maximizing revenue from your validated funnel.

Step 9: Manage the Profitable Funnel. As long as your ads are bringing
in customers for less than the $7 front-end price, let them run. Your
front-end sales should now be covering your daily ad spend.

Step 10: Evaluate the Upsell. Track your upsell conversion rate inside
Gumroad. The industry average is 10-30%. Your goal is to be in this
range. Every upsell you get is pure profit.

Step 11: Implement a "Second Chance" Email.

Set up a simple, two-email automated sequence in Gumroad that goes
to customers who buy the $7 product but do not buy the upsell.

Email 1 (24 hours post-purchase): A simple thank you and a question:
"What's the #1 thing you're excited to track?" This builds engagement.

Email 2 (72 hours post-purchase): "Your 'Glow-Up' isn't complete.
Here's a one-time offer to get the Expansion Pack." Link them directly
back to the upsell offer page. This can capture an additional 3-5% of
buyers.



ChatGPT said:

Complete Micro-Offer Build Plan: "Teen-Glow v3 — Celebrity Glow-Up
Planner"

{0 Positioning:
“Organize Your Routine Like a Celebrity”
This is not skincare advice. It's a celebrity-inspired productivity system

for teens. It's a legally safe entertainment/lifestyle product framed
around public archetypes, not medical claims.

STEP-BY-STEP IMPLEMENTATION PLAN

PHASE 1: Build & Prep (Days 1-5)
1. Define the Celebrity Archetypes (1 Day)

Create 4 themed characters based on public personas without using
real names or brands.

Examples:

“The Barbados Boss” (Rihanna)

“The Pop Princess” (Ariana Grande)

“The Billionaire Blueprint” (Kim Kardashian)

“The Glow Witch” (Doja Cat)

2. Build the $7 Front-End Offer: “Celebrity Glow-Up Planner” (2 Days)
Deliverables:

Notion Template with 4 drag-and-drop archetype routines

Printable PDF version (built in Canva)



Gamification:

Ingredient Bingo — visual checklist for common ingredients (no
recommendations)

Glow Streak Story Stickers — 20 drag-and-drop Canva stickers (e.g., "3-
Day SPF Streak ¢%")

3. Build the $27 Upsell: “Glow-Up Expansion Pack” (2 Days)

5 more archetype templates (e.g., “The Rare Routine,” “The
Supermodel Reset”)

1-page Ingredient Pairing Cheatsheet (purely educational PDF)
5 short video tutorials (Loom or CapCut, <2 min each):

“Build a 3-Step Routine”

“Track an AM/PM Split”

“‘Use Glow Stickers Effectively”

“Organize Like a Celebrity Assistant”

“‘How to Stay Consistent for 21 Days”

PHASE 2: Funnel Setup (Days 6-7)

4. Set Up Gumroad

Upload the $7 planner with clean copy & mockups

Include upsell at checkout (1-click bump: “Want the Expansion Pack for
$277?")

Add disclaimer:

“For entertainment and organizational use only. Not medical advice.
Consult a dermatologist.”



5. Record a 5-Minute Loom Walkthrough
Show how to use the planner

Highlight the “celebrity vibe” + Ingredient Bingo
PHASE 3: Launch Ads & Validate (Days 8-12)
6. Create 3-5 TikTok Ad Creatives

Ad 1: Aesthetic Notion walkthrough (“Organize your skincare like a
celeb”)

Ad 2: Before/after of a boring notes app vs. your planner
Ad 3: Ingredient Bingo close-up (“What's in YOUR routine?”)
Ad 4: Glow-Streak Stickers timelapse

Ad 5: Pattern interrupt hook (“Stop buying random products. Start
organizing like this.”)

7. Launch Paid Campaign
$15/day TikTok ads, CBO
Target: Women 18-24, US/UK/CA

LL N1}

Interests: Celebs, “Clean Girl Aesthetic,” “Vogue Beauty Secrets,” etc.
Goal: <$4 CPP

PHASE 4: Optimize & Grow (Days 13-20)

8. Evaluate Ad Performance

Kill ads over $7 CPP or no conversions at $20 spent

Scale ads under $4 CPP by duplicating ad set



Focus messaging around the winning hook

9. Review Upsell Metrics

Goal: 10-30% of buyers take the Expansion Pack
Below 10% = rework upsell copy/design

Above 25% = consider testing $37 price point
PHASE 5: Maximize Profits (Days 21-30)

10. Implement 2-Step Email Recovery

Email 1 (24h): Ask what they love about the planner
Email 2 (72h): One-time offer for Expansion Pack
11. Optional Affiliate Strategy

Offer 30% Gumroad affiliate commission to micro-influencers with teen
skincare audiences

& LEGAL & ETHICAL STRUCTURE

No trademarked names (no "Fenty," "r.e.m.," etc.)
No celebrity images or likenesses

No before/after skincare results

Clear disclaimer on all assets

i

Categorize as “Organizational Tool / Digital Planner’

p DELIVERABLE SUMMARY

$7 Front-End:



Notion Template (4 archetypes)
Printable PDF

Ingredient Bingo

20 Canva Glow-Streak Stickers
Loom Walkthrough Video

$27 Upsell:

5 More Archetype Templates
Ingredient Pairing Cheatsheet
5 Tutorial Videos

One-click delivery on Gumroad

./ OUTCOME

Entire funnel is front-loaded and requires no live work post-launch
Strong product/market fit for TikTok-native teen buyers

Safe legal territory using commentary + archetype positioning
Validates a potential 6-figure mini-brand using digital goods

This is a productized entertainment funnel with maximum viral hooks,
minimum risk, and highly leveraged delivery.

Show thinking

The documents have been reviewed. You do not need to create a new
premium product concept. A complete plan for the premium product
already exists within the materials you provided.

The "Day 2 Summary" and the "ChatGPT" plan specify the exact
premium product to build.



The Premium Product is Defined:

 Name: "Glow-Up Expansion Pack"
* Price: $27
e Core Components:
1. Five Additional Archetype Templates: Design 5 more
celebrity-inspired planner pages.
2. Educational Cheatsheet: Create the one-page PDF on
"Ingredient Pairing."
3. Video Tutorials: Record five short (under 2 minutes) videos
demonstrating planner usage (e.g., "Build a 3-Step Routine,"
"Track an AM/PM Split").

This completes the financial model as requested:

« Front-End Price: $7

« Upsell Price: $27

* Projected Upsell Conversion Rate: 10% (a conservative industry
benchmark mentioned in your plan)

Calculation:

« Forevery 10 customers who buy the $7 planner, 1 will buy the $27
expansion pack.

« Total revenue = (10 x $7) + (1 x $27) = $70 + $27 = $97.

« The average Lifetime Value (LTV) of each customer is $9.70.

Your maximum allowable Cost Per Purchase to break even is $9.70.
Your target of $4 is a valid, profitable goal.

The strategic planning is finished. Your next action is to build the three
components of the "$27 Glow-Up Expansion Pack."

Sources

do we do this before launching the $7 offer and running ads? like do we
launch first and build the product while we test the performance of the
$7 offer and ads? of do we design the premium product first--the reason
i ask is i am not sure if we should invest time in creating a premium
product if we dont have any success with the initial offer. or is it
necessary to hit th e customer who buys the $7 offer wit hthe premium



offer immediately so they can impulse buy. the initial plans showed to
launch the SLO first and thne we develeop the premium offer while
gettingthe SLO sales. please advise.

Show thinking

You have identified the correct strategic dilemma. The previous plans
contained two different sequences. The most recent, detailed plans are
superior.

Build the premium product first. Do not run ads until the full funnel is
complete.

Here is the reasoning:

1. You Must Capture Impulse. A customer is most likely to make a
second purchase immediately after their first one. An automated,
one-click upsell on the confirmation page captures this peak
buying temperature. Conversion rates for immediate upsells are
drastically higher (typically 10-30%) than for offers made via email
days later (typically 3-5%).

2. Your Ad Spend Is Based On It. Your decision to accept a $4
Cost Per Purchase is based on the financial model that includes
the $27 upsell. To validate that model, the upsell must be part of
the test. Running ads without the upsell in place invalidates your
LTV calculation and means you are flying blind.

3. The Risk of Wasted Time Is Low. The "$27 Expansion Pack" is
not a monumental task. It involves creating five more Notion
pages (a skill you have mastered), one PDF cheatsheet, and five
short videos. This is a finite, manageable workload. The risk of
losing thousands of dollars in potential upsell revenue by not
having it ready is far greater than the risk of spending 1-2 days
building it.

The plan has evolved from the initial concept. The superior strategy is to
have the complete, automated machine ready before you fuel it with
paid traffic.

Directive: Build the "$27 Glow-Up Expansion Pack." Set up the full
funnel in Gumroad with the immediate one-click upsell. Then, and only
then, launch the ads.



Sources
ok, lets start creating the rest of the personas and notion pages.

Show thinking

You stopped this response

ok, lets start creating the rest of the personas and notion pages. first,
please tell me what the remaining 5 personas will be and their
descriptions such as the existing:

¥ The Beauty Mogul@_The Pop Princess?}" The Island Iconv The
Indie Darling"The Billionaire's Blueprint"'The Sweetener Schedule"" The
Barbados Boss Routine"" The Soulful Routine"A structured, goal-
oriented layout for the ambitious spirit. Focuses on efficiency, high-tech
ingredients, and tracking your "Return on Investment."A whimsical,
dreamy layout for the creative soul. Focuses on glow, hydration, and
connecting your routine to your daily mood and energy.A luxurious,
consistent layout for the disciplined icon. Emphasizes barrier support,
daily non-negotiables, and unwavering SPF application.A minimalist,
calming layout for the gentle spirit. Focuses on simple formulas, self-
acceptance, and mindful, daily affirmations.The Beauty MogulThe Pop
PrincessThe Island IconThe Indie Darling

then ask if i approve or want any changes, and pause pending my reply

Show thinking

Here are the five personas for the "$27 Glow-Up Expansion Pack."
They are designed to be distinct from the original four and appeal to
new user segments.

The Supermodel Reset: A minimalist, "clean girl" aesthetic layout.

Focuses on foundational health, de-puffing rituals, and achieving a
"glazed," healthy glow with a less-is-more but high-impact product
philosophy.

& The Rockstar Recovery: A bold, high-contrast layout for the rule-

breaker. Emphasizes bulletproof makeup removal, barrier repair after a
long night, and overnight recovery masks to erase the evidence.



é The Silver Screen Siren: An elegant, timeless layout focused on

red-carpet readiness. Prioritizes proven, classic ingredients and
treatments that create a perfect canvas, ensuring you are always
camera-ready.

4 The Aligned Artist: A serene, holistic layout for the wellness

devotee. Integrates skincare with diet, supplements, and mindfulness,
with space to track how your inner state affects your outer glow.

() The Seoul Star: A detailed, multi-step layout for the "glass skin"

perfectionist. Focuses on the art of layering hydration, essences, and
serums to achieve a flawless, poreless, and luminous complexion.

Review this list. Do you approve or want any changes?

this is great. remember the original 4 were based on existing celbeirties
although we arent naming them. Ariana Grande was pop princess,
rihanna was the island one, beauty mogil was kim kardashian, and indie
was undetermined (billie eilish?). who is the secret celebrity behind the
5 you suggested, so we can use their "vibe" a bit more obvioulsy but not
to the point we infringe.

Show thinking
Here are the celebrity archetypes behind the five new personas. Use
this as the "vibe" for the design.

. The Supermodel Reset: The inspiration is Hailey Bieber. The
entire aesthetic is her "clean girl," off-duty model look, centered
around the dewy, "glazed donut" skin she promotes.

* & The Rockstar Recovery: The core inspiration is Doja Cat.

She is known for bold, artistic, and often heavy makeup looks for
performances and events, making a robust recovery and repair
routine essential.

° ﬁ The Silver Screen Siren: This archetype is based on

Zendaya. She consistently embodies timeless, elegant, red-carpet
glamour, representing a classic yet modern approach to beauty.



* & The Aligned Artist: The primary inspiration is Gwyneth
Paltrow. Her brand, Goop, established the blueprint for integrating
high-end skincare with a holistic, and sometimes spiritual,
wellness lifestyle.

* () The Seoul Star: This is inspired by the collective aesthetic of

K-Pop idols, most famously BLACKPINK. Their global influence
popularized the multi-step, hydration-focused routine required to
achieve flawless "glass skin."

By v 3 \‘ \\_s
Ay 20 N
LW .y \ \‘
Ken A ’ ;
&"} g2 \Y;'_ /‘\ \ \
The Beauty Mogul
The Bilonaire’s Dalv RoLtin: Takbia
¢ 4 T fer ey .
A e ¥ waw |
ot ] Ve \2)

I Wseky ROI{Ratum on hvestmant)
0 oe wreyp wid v taoed Sk aer € 0a vent
| ) O L epeancce ary imitadon o lreaiouk?
2] Dic | petice whch acoduct 1ol the bess ce my; skin®

) 0ic 1 sk 1o the pan at beass 5 ot of 7 chys

Opens in a new window



https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4dma1zpU40jBJgX9pc92Y9__HgFhuDpMV44DbBZDkyLooIQ_nVJ7jprH7MNEovzupeVkINFCfEq0dOlrvKgNcRyRe6DI4iXMA99Qg2tp-CQP-Pfx-iL5AK20CISbNwTrlC1Xn3738dc_7r-7cvzLVdm95L37xCB1L3jvivDl3_8PkmxJowns0NIqhKG9Qrjh_sYAv5eUkELr5E00fSRJ3Xk90HWU6CQWQYCvl_BJE2zQwWMcHmkJ3DasKRgDx9MhOmd0ptfL7w3bmEOcG2WrasAZqedQ7-E__s=d&ep=bia
https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4dma1zpU40jBJgX9pc92Y9__HgFhuDpMV44DbBZDkyLooIQ_nVJ7jprH7MNEovzupeVkINFCfEq0dOlrvKgNcRyRe6DI4iXMA99Qg2tp-CQP-Pfx-iL5AK20CISbNwTrlC1Xn3738dc_7r-7cvzLVdm95L37xCB1L3jvivDl3_8PkmxJowns0NIqhKG9Qrjh_sYAv5eUkELr5E00fSRJ3Xk90HWU6CQWQYCvl_BJE2zQwWMcHmkJ3DasKRgDx9MhOmd0ptfL7w3bmEOcG2WrasAZqedQ7-E__s=d&ep=bia

new window

The Pop Princess

The Weekly Clow Diary

s Shk v ¢ Oy

Sre e POCARSANY Doat wth Lanle OO TR, 20 S YOUN Ouet PO The, g o

g ot

KNG YOUr Ra0e Sver tirw

New galery

;&?fi%
:

- 4l ’3

S Ry
W Sorviny

Opens in a



https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4dWxsKMr1agA5zfL7p0kbTRbbkJ5wPRucjh84FL4eu14vKzPD5EzFoP7C9kVOYTIZZsR3SzX2H4Y6OIdAf4Q4YHr5_TCUrP_J8xVLvbDdv2n-FV27CB5cB5mjCKkApEtFIe2kpIQPNsNbWPH-qS6iiIvao5UlAYJThuiRM_J9OoR3FVRzAJBtZvvrTrTf5xIDth9KTOGfiEZmxDQ6O1nnesq8ypNdlRk5vZ_rOuRl6ljw3KAJZmaFuys8OS_TO91ux75GlGkVCRFiwnWvGa43hkgf-kGvJqFGU=d&ep=bia
https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4dWxsKMr1agA5zfL7p0kbTRbbkJ5wPRucjh84FL4eu14vKzPD5EzFoP7C9kVOYTIZZsR3SzX2H4Y6OIdAf4Q4YHr5_TCUrP_J8xVLvbDdv2n-FV27CB5cB5mjCKkApEtFIe2kpIQPNsNbWPH-qS6iiIvao5UlAYJThuiRM_J9OoR3FVRzAJBtZvvrTrTf5xIDth9KTOGfiEZmxDQ6O1nnesq8ypNdlRk5vZ_rOuRl6ljw3KAJZmaFuys8OS_TO91ux75GlGkVCRFiwnWvGa43hkgf-kGvJqFGU=d&ep=bia

© Cremec Ao, 2005 KM

1E Tugs Crgty

« AM Glaw-Up
o Cunthe Cloarae

o Hpdating Tetr
¢ ViamnC

o Mohitwizer

. 5DF

_ PM Wind-Down
o Cloarse

o Exiobating Secum
o g Mask

o Nighe Cream

Today's Energy?

o [Reckipet, Tiod Stresescd Bouncy, Qalm, nie)

2 Journal:

THoe your thouphts fore. Whad producrs dVo you wse? Did anytiang soocul facoen roaay? How
M your w2 feal?

Opens in a

new window



https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eSRzNZoQ-nbv2cibWm-JIdosRJlfrSmneD3h3SwY7PdOwP29i1XPaHqX0BEXb3Kqx3oxPLCARDLGw7zAEiLUc4L4hqpj57Zc5ndkjuXqgXOEJUmMg0g7dap_ToubzK6txXC1atcYFP26_s0ZuHHxz1E9xuQCvyQyBmhU2IsfLfOuUdpeFeYTWsPSyT9hMC-67XxDpX_MCfqAWO_nJPE_dyR4t6_0m31iyzSwLUkA9UW0RzRqJ6PAB1xLRUlIL1NH0JMOvXhIyQzU_G-Y-kMUgeRw0wKsBDDok=d&ep=bia
https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eSRzNZoQ-nbv2cibWm-JIdosRJlfrSmneD3h3SwY7PdOwP29i1XPaHqX0BEXb3Kqx3oxPLCARDLGw7zAEiLUc4L4hqpj57Zc5ndkjuXqgXOEJUmMg0g7dap_ToubzK6txXC1atcYFP26_s0ZuHHxz1E9xuQCvyQyBmhU2IsfLfOuUdpeFeYTWsPSyT9hMC-67XxDpX_MCfqAWO_nJPE_dyR4t6_0m31iyzSwLUkA9UW0RzRqJ6PAB1xLRUlIL1NH0JMOvXhIyQzU_G-Y-kMUgeRw0wKsBDDok=d&ep=bia

Thelsland Icon

The We:kly Consktency Loo

4 o msemmbeting e tw decnined icon Tas dvirae icdal socand s Tt Aon-

Magripte” o bal ey tNCE STARAATID DTS TAANTy Id [PD0ET pIuT AKTY) Bare s
200wy W slee

¥ +/ Daly Non-Negatakies
[T 59F 540~ Apaied & Ensppibed: Mo sacirsm. THA 1 ¥ w5
12 ttersal ¥ate: Insakn: Hpater saris o theinede
] Gertle MM Clnanses Barmove the dyy, rasgect b dan sarrne

The Weeldy Conateney Log
Sovww B weds trn purs vae s priaiant

Produs: Yoe Voo Ty Vecress Thorway Frsy
SA8 NS
AN tatem

Moty roo
oo |

PV Cvaren I deerawt|

Opens in a new window



https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eTu-mN7wQyLJXdh8rYWXJUVp3hUifKZxSJwx8myh37a8FSEMNG5yVhsdkmAVg_WCw42F2lKSS0xKSu3zBt0zVWcRM24opVQJqwgIOOLHFgfibDogQofaPk28OZkqPPMl3dyL-ia7Eeq34vt705Xq6LKrKcgY8a14eGylv6QKel58t38Sj0KwqvKQI6dyWF6LlfjizPCxSrUG-Rir9R4vu4SstC_BEESRijKXvT0cNeeInNsaAu4GnwZBNMiYff-GgW6S7JjkYJ0-2pqQ_hxfsu48ft7Vyxf50=d&ep=bia
https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eTu-mN7wQyLJXdh8rYWXJUVp3hUifKZxSJwx8myh37a8FSEMNG5yVhsdkmAVg_WCw42F2lKSS0xKSu3zBt0zVWcRM24opVQJqwgIOOLHFgfibDogQofaPk28OZkqPPMl3dyL-ia7Eeq34vt705Xq6LKrKcgY8a14eGylv6QKel58t38Sj0KwqvKQI6dyWF6LlfjizPCxSrUG-Rir9R4vu4SstC_BEESRijKXvT0cNeeInNsaAu4GnwZBNMiYff-GgW6S7JjkYJ0-2pqQ_hxfsu48ft7Vyxf50=d&ep=bia

1)
v
Vs

The Incie Darling

Tre Vol Rve' Jovned

:.\:‘.-: Tomoy o refecten
AN RiTsal My Daiy Sho Alfirsation
Wy S A e vy

PMioLa Rirchecrand Mt

Opens in a new window



https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eil-R1-SZVfEtbFK_TBTOd2D2Qtk8p2IpTMw8DjpZuCh0iAPKbdSWYfxE5Sq5HeSb4wkip_SBr9Ic_rvOMNmmvDab9_0_j2G2pVPMjpPwEoBdfNVbRsDfBIlh_SgnTFXsstHZMpI52OJZQuvznpKbD3iG-qLLiejIrCUeDILuMpRy_s80stnLfx9qpFzAatG0aXxvAcjxazaiIfx2H28HhfZLAY67txyehrEmVAx8AEmz97P_KsC43zZ9e4WtpcdNIzidMHqoNiore6FNdtJQHqWfhNO9geg=d&ep=bia
https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4eil-R1-SZVfEtbFK_TBTOd2D2Qtk8p2IpTMw8DjpZuCh0iAPKbdSWYfxE5Sq5HeSb4wkip_SBr9Ic_rvOMNmmvDab9_0_j2G2pVPMjpPwEoBdfNVbRsDfBIlh_SgnTFXsstHZMpI52OJZQuvznpKbD3iG-qLLiejIrCUeDILuMpRy_s80stnLfx9qpFzAatG0aXxvAcjxazaiIfx2H28HhfZLAY67txyehrEmVAx8AEmz97P_KsC43zZ9e4WtpcdNIzidMHqoNiore6FNdtJQHqWfhNO9geg=d&ep=bia

=
2
o - ﬂ E‘. , ! |
. < - Ax : '_ o
The Glow-Up Planner: Celebrity
Edition

R et h i e L e

A& W

Shul am T o 8w s sy T

®

WY M0 o 30 Lis Nous P

= SR -

®
¥ The Cefebety Schedule Board
e v i
o - Sntngne it e it i
— B e
®

Opens in a new

window

fantastic. please make sure each template reflects the vibe of each
archetype. attached are screenshots of the complete existing product.
this new product must KNOCK THE CUSTOMER'S SOCKS OFF! : )

let's build each page one at a time, step by step

Show thinking
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Understood. The existing pages are excellent. The goal for the new
pages is to introduce unique layouts and components that offer a
distinct, elevated experience while matching the specific archetype.

We will build each of the five new pages sequentially.
Step 1: Build "The Supermodel Reset" Page

This page is inspired by the Hailey Bieber "clean girl" aesthetic. The
vibe is minimalist, organized, and focused on foundational wellness
habits that create the "glazed glow" from within.

Here is the build plan for this Notion page.

Page 1: The Supermodel Reset

1. Header:

o Jcon:

o Cover Image: Select a high-quality, minimalist aesthetic
image. Think clean architectural lines, neutral tones (beige,
cream), or a texture shot of a dewy, glazed surface.

o Title: The Supermodel Reset

o Subtitle: The 'Glazed Glow' Daily Log. A minimalist planner
focused on foundational habits, de-puffing rituals, and
achieving that 'less-is-more' radiant skin.

2. Core Layout (Two-Column):

o  Create a two-column block on the page. This immediately

provides a different structure from the existing templates.
3. Left Column (Approx. 60% Width): The Daily Log

o  This section is for the day-to-day product tracking. It is
designed to be clean and expandable.

o Create seven Toggle Headers, one for each day of the
week (e.g., » Monday).

o Inside each toggle, place the following:



= A sub-header for AM Routine with a checklist for
products.

= A sub-header for PM Routine with a checklist for
products.

* Asub-headerfor » Skin Notes: with a line for

brief journaling.
4. nght Column (Approx 40% Width): The Foundation Tracker
This is the page's signature feature, tracking the wellness
habits that create the glow.

o Create aCcallout Box with the title .. The

Foundation.

o Inside the callout box, create a simple table or a series of
checklists for the week to track non-negotiable wellness

habits.
= Habit1: () Hydration: (Checkbox for 2 Liters)
* Habit2: ! De-Puffing Ritual: (Checkbox for

Gua Sha / Ice Roller)

= Habit3: & clow Foods: (Checkbox for Healthy
Fats / Greens)

= Habit 4: % Beauty Sleep: (Checkbox for 8+
Hours)
5. Navigation:

o At the bottom of the page, add a [ Back to Main
Dashboard link.

This structure provides a clean, minimalist front-end via the toggles, but
reveals a detailed tracking system. The dedicated Foundation Tracker in
the second column is a unique feature that directly embodies the
"Supermodel" ethos of beauty from within.

Execute this build. Once completed, we will proceed to the next
persona.

Sources



ok--where exactly am | building this. as part of the existing notion
template? as part of a totally new template? where am i putting this stuff

Show thinking
You are building this as a new, separate Notion template.

This "$27 Glow-Up Expansion Pack" is a distinct product delivered only
to customers who purchase the upsell. Adding these pages to your
existing $7 template would mean giving them away for free.

Here is the exact workflow:

1. Go to your existing "$7 Glow-Up Planner"” dashboard page in
Notion.

Duplicate it. This creates an identical copy.

Immediately rename the duplicate to "Glow-Up Expansion
Pack". This is the main page for your new $27 product.

On this new "Expansion Pack" page, delete the links/portals
to the original four archetypes. You will replace these with the
five new ones.

5. Create a new sub-page within your "Glow-Up Expansion Pack"

page.
6. Name this new sub-page "  The Supermodel Reset" and
build it there according to the plan we just outlined.

h wbd

You will have two separate, publishable Notion products: the original $7
planner and this new $27 expansion pack.

Sources

ok--are we sure we shouldnt keep the existing 4 in the expansion pack
so the customer has all 9 in one spot? or would it be more satisfying for
them to have 2 separate items because then it doenst render the first $7
basically useless if they purhcase the upsell?

Show thinking
This is a critical strategic question. Your instinct is correct to question it.

Combine them. The $27 expansion pack should contain all nine
personas.



Here is the reasoning:

1.

It Creates a "No-Brainer"” Upgrade. The value proposition is not
"buy another product.” It is "upgrade to the complete edition." A
customer who liked the first four is highly likely to pay to get all
nine in a single, ultimate version. This framing significantly
increases the upsell conversion rate.

It Provides a Superior User Experience. A single, unified
dashboard is a premium feature. Forcing the customer to manage
two separate Notion links is a worse experience and makes the
product feel disjointed. The goal of a premium upsell is to make
the customer's life easier and better.

It Does Not Devalue the First Purchase. The $7 purchase is the
key. It validates the customer and gives them access to this
exclusive upgrade offer. They are not replacing their first
purchase; they are completing it. They had a choice: stay with the
4-persona starter pack, or upgrade to the 9-persona complete
edition.

This is the correct path. It creates a more valuable product, a better
customer experience, and a more compelling offer.

Revised Directive:

1.

I

Duplicate your original "$7 Glow-Up Planner" dashboard
page.

Rename the duplicate to "The Ultimate Glow-Up Planner".
This is your new $27 product.

Keep the existing four archetypes and their links on this new
"Ultimate" dashboard.

Build the five new persona pages (starting with "The
Supermodel Reset") as sub-pages within this "Ultimate"
dashboard.

Add links/portals for the five new pages to the dashboard,
creating a single, unified hub with all nine options.

Sources

ok. one other thought --wont that cause a conflict in the mind of the
buyer that--shoudint they just have somehow bought the $27 one
instead of wasting money o n the first $7 product--if they get the entire



thing for $27 and have bought a $7 for no reason then if they had
known about the bigger product? i just want to make sure we market
this correctly and have happy people. maybe we price the $27 product
for $37 but if they bought the original template they get it for basically
$34 ($7 + 27). think this iver carefully--maybe keeping them searate IS
the better play. what do other creators do--what is successful in the
market?

Show thinking
This is the most important question in this entire strategy. Your concern
is valid. Thinking it over carefully is the right move.

The answer is clear based on proven market data: Keeping them
separate is the wrong play. The combined "Ultimate Edition" offered
as an immediate, exclusive upsell is the industry standard and the most
profitable model.

Your fear comes from thinking of these as two publicly available
products. That is not the case. You are building a sales funnel, not a
retail store shelf.

Here is how it works and why it does not create unhappy customers:

The Psychology of a Funnel vs. a Store

What you are describing—showing a customer a better offer after they
bought a lesser one—is only a problem if they could have chosen the
better offer from the start. They cannot. The "$27 Ultimate Edition" does
not exist to the public.

1. The $7 Offer is the Filter: The purpose of the $7 front-end
product is to solve one major problem: converting a passive
browser into a paying customer. The price is low to minimize
friction and risk. At this stage, a higher price would scare people
away. By buying, a person identifies themselves as a serious
customer who trusts you.

2. The Upsell is an Exclusive Opportunity, Not a Public Product:
The "$27 Ultimate Edition" is a One-Time Offer (OTO). It is
presented only to people who have just purchased the $7 planner.



It is a reward and an opportunity presented to them because they
became a customer.

What Successful Creators Do
This model is the bedrock of the digital product economy.

» Software: You buy a "Basic" plan. The moment you pay, you get a
one-time offer to upgrade to the "Pro" plan for a discount.

e Courses: You buy a $47 mini-course on a topic. On the thank you
page, you are offered the full $997 masterclass with a special
"new student" bonus.

» E-commerce: You buy a pair of shoes. On the checkout page,
you are offered a one-time deal to add a set of waterproof
cleaning spray and premium laces for 40% off.

In none of these cases does the customer get angry. They understand
they are being presented with a special, context-sensitive offer based
on the action they just took.

The Correct Marketing Language
The key is how you frame the upsell offer.

Wrong Framing: "Wait! You could have gotten this better thing
instead." Correct Framing: "Congratulations & Welcome! As a new
customer, you've unlocked a one-time opportunity to upgrade your
purchase. Add our 5 premium planners and get the complete 9-in-1
'Ultimate Edition' for just $27. This offer is not available to the public."

Final Directive:
Stick to the plan. It is psychologically sound and market-proven.

1. The product is "The Ultimate Glow-Up Planner" containing all
nine archetypes.

2. The price on the upsell page is $27.

3. The marketing language must frame it as an exclusive, one-time
upgrade available only to new customers.



This structure creates happy customers who feel like they got access to
a special insider deal, which is exactly what happened.

Sources

ok great--so we will never present the premium one to the general
public then? or is there a time window where it becomes acceptabel to
offer just the $27 offer to people. i guess i have a lot of questions
because i never did this before and want happy customers. i also want
to be able to squeeze every bit of sales from the product.

Show thinking

This is the final piece of the strategy. Your questions are correct. The
desire to maximize sales and keep customers happy is the central
tension of business. Here is the standard, successful model.

You are correct. For the launch, and for the foreseeable future, you will
never present the premium one to the general public.

Think of your product suite in phases.

Phase 1: The Launch Funnel (Duration: At least 90 days)

This is your current phase. The rules are rigid to ensure maximum
conversions and happy early adopters.

* Public Offer: The only product advertised and publicly visible is
the $7 "Glow-Up Planner" (4 archetypes).

* Exclusive Upsell: The "$27 Ultimate Glow-Up Planner” (9
archetypes) is only accessible as a one-time offer immediately
after purchasing the $7 product. It does not have a public sales

page.

Why this keeps customers happy: The people who support you early
get the best possible deal. They pay a total of $34 ($7 + $27) for the
complete product. They are rewarded for their trust with an exclusive
price. This is your core promise to them.

Phase 2: The "Evergreen" Public Offer (Duration: After
90+ days of proven success)



This is how you "squeeze every bit of sales" later, after your funnel is a
proven success.

* Condition: You only move to this phase once you have
consistent, profitable sales from the launch funnel for several
months.

 The Change: You can now create a public sales page for "The
Ultimate Glow-Up Planner."

» The CRITICAL Price Adjustment: The public price for this
product will be $37.

Why this keeps everyone happy:

1. It Protects Your Early Buyers: Anyone who bought in your
launch funnel got the complete package for $34. The public price
is now higher. They will feel smart and validated because the
exclusive deal they received was real. You have maintained their
trust.

2. It Creates a New, Clear Offer: New customers who find you later
see a premium product for $37. It's a clear, standalone value
proposition. You can market this directly to your entire social
media audience or email list.

Directive:

Your entire focus is on Phase 1. For the next 90 days, do not consider a
public offer for the ultimate edition. The only way to get it is through the
exclusive $7 -> $27 funnel.

This is the proven method to maximize sales while creating a loyal,
happy customer base. You establish your funnel, reward your early
adopters, and then create a higher-priced public offer later.

Sources

okat, break down, based on the economics we already know, what this
entire funnel will look like in order to hit $1000--how much we will spend
on ads to reach x number of people, to convert x of them to buy x SLOs
and of those x will buy the premium. dont overly explain, just show me
the numbers.



Show thinking
Based on the established economics, here is the numerical breakdown
to achieve ~$1000 in revenue.

Goal: ~$1,000 Gross Revenue
* Total Ad Spend: $400

!
* Front-End ($7) Sales Needed: 100 (Achieved at your target Cost
Per Purchase of $4)

!
* Upsell ($27) Sales Achieved: 10 (Based on a 10% upsell

conversion rate from the 100 front-end buyers)

Financial Summary:

 Front-End Revenue: 100 sales x $7 = $700

* Upsell Revenue: 10 sales x $27 = $270

 Total Gross Revenue: $700 + $270 = $970

* Net Profit: $970 (Revenue) - $400 (Ad Spend) = $570

adjust that to NET $1000 profit

Show thinking
Based on a goal of $1,000 net profit.

The calculation is based on a net profit of $5.70 per front-end customer
acquired. ($9.70 average revenue - $4.00 ad cost = $5.70 profit). To
achieve $1,000 profit, you need to acquire 176 front-end customers
($1000 / $5.70).

Here is the funnel breakdown for that goal.
Goal: ~$1,000 Net Profit

e Total Ad Spend: $704
!



* Front-End ($7) Sales Needed: 176 (Acquired at your target Cost
Per Purchase of $4)

!
» Upsell ($27) Sales Achieved: ~18 (Based on a 10% upsell
conversion rate from the 176 front-end buyers)

Financial Summary:

* Front-End Revenue: 176 sales x $7 = $1,232

 Upsell Revenue: ~18 sales x $27 = ~$486

 Total Gross Revenue: $1,232 + $486 = $1,718

e Net Profit: $1,718 (Revenue) - $704 (Ad Spend) = $1,014
break down then, for te $1000 profit scenario, the major marketing
metrics such as CAC, CTR, CVR, etc. bascially all the fancy KPIs

Show thinking
Here are the major marketing KPIs for the scenario targeting ~$1,000 in
net profit.

The list is structured from high-level business metrics down to specific
advertising performance metrics.

Core Business & Funnel KPIs

« LTV (Customer Lifetime Value): $9.76
o (The average total revenue generated per customer across
the entire funnel)
« CAC (Customer Acquisition Cost): $4.00
o  (The target ad spend to acquire one new customer)
 ROAS (Return on Ad Spend): 2.44x
o (Forevery $1 spent on ads, you generate $2.44 in gross
revenue)
« AOV (Average Order Value): $9.76



o (The average revenue per transaction, which is the same as
LTV in this funnel)
* Upsell CVR (Upsell Conversion Rate): 10%
o (The percentage of front-end buyers who also purchase the
upsell)

Top-of-Funnel Advertising KPIs (Projected)

These metrics are projected based on achieving the required 176 sales
with the $704 ad spend and assume typical ad performance.

« CPM (Cost Per Mille): ~$20.00
o (The estimated cost to show your ad to 1,000 people)
« CTR (Click-Through Rate): ~1.5%
o  (The estimated percentage of people who see your ad and
click it)
« CPC (Cost Per Click): ~$1.33
o  (The estimated cost for a single click on your ad)
+ Landing Page CVR (Landing Page Conversion Rate): ~33%
o (The percentage of people who click your ad and then
purchase the $7 product)

ok lets start the build then, step by step. you must literally tell me what |
need to type, because | dont know notion very well. i already duplicatd
the main page and renamed the duplicate to Ultimate... what is next

Show thinking

Excellent. Let's begin the build. | will give you the exact steps, one
chunk at a time. Do not move to the next step until you have completed
the previous one.

Step 1: Create the New Page and Set the Header
You are currently on your "Ultimate Glow-Up Planner" dashboard page.

1. Find the "The Celebrity Schedule Board" section. You will see
the links to the original four archetypes there.

2. Click on an empty line under that header, or press Enter to
make a new line.

3. Type the following text exactly: The Supermodel Reset



4. Click the six-dot block handle (::) that appears to the left of the
text you just typed. A menu will pop up.

5. From that menu, click on Turn into, and then select Page. You
have now created the new page and linked to it from the
dashboard.

6. Click on the The Supermodel Reset link you just
created. This will take you to your new, empty page.

7. At the top of the new page, click on Add icon. In the emoji

search bar, type sparkles and select the emoji.

Next, click on Add cover. A random image will appear.

Hover over the image and click the Change cover button.
10. A new window will appear. Click on the Unsplash tab. In the
search box, type minimalist beige or aesthetic cream

and press Enter.

11. Select an image that fits the clean, minimalist vibe.

12. The page title is already correct. Click on the first empty line below
the title.

13. Type the following subtitle text exactly: The 'Glazed Glow'
Daily Log. A minimalist planner focused on
foundational habits, de-puffing rituals, and
achieving that 'less-is-more' radiant skin.

©o®

You have now created the page and set up its header. Let me know
when you have completed this, and | will give you the next set of
instructions for creating the two-column layout.

done. also added divider, made the first sentence of subtitle an h3, and
made rest of subtitle italic. next

Show thinking

Excellent. The custom styling is a good enhancement. Now we will
create the core layout.

Step 2: Create the Layout and Build the Left Column

This is the most involved step. Follow the commands precisely.



Part A: Create the Columns

1.
2.
3.

Click on the empty line below your divider.
Type /column and press Enter. A menu will appear.

Click on the 2 columns option. You will now see two empty
columns side-by-side.

Part B: Build the "Monday" Toggle in the Left Column

1.

O NO O R WN

10.

11.
12.

13.
14.

15.
16.
17.

18.

Click your mouse inside the left column.

Type /h3 and press Enter.

Type the heading: The Daily Log

Press Enter to make a new line.

Type /toggle and press Enter. A toggle arrow (») will appear.
Type Monday next to the toggle arrow.

Press Enter. Your cursor is now inside the toggle.

Inside the toggle, type /h3 and press Enter, then type . AM
Routine.

Press Enter. Type /todo and press Enter. A checkbox will
appear. Type [ Your Cleanser].

Press Enter again. Another checkbox will appear. Type [ Your
Serum].

Press Enter again. Type [Your Moisturizer].

Press Enter twice to create a clean space below the checklist.

Type /h3 and press Enter, then type PM Routine.

Press Enter. Type /todo and press Enter. Type [ Your
Cleanser].

Press Enter again. Type [Your Treatment].

Press Enter again. Type [ Your Moisturizer].

Press Enter twice.

Type /h3 and press Enter, thentype » Skin Notes:. Press
Enter one more time and leave the space below it blank.

Part C: Duplicate for All Days

Now we will efficiently create the rest of the week.



Click your mouse outside of the toggle so you are back in the
main left column.

Hover over the » Monday toggle you built and click the six-dot
block handle (::).

From the menu, click buplicate. An exact copy will appear
below.

Change the title of the duplicated toggle from Monday to
Tuesday.

Repeat this process—click the handle on your original Monday
toggle, duplicate it, and rename it—five more times for
Wednesday, Thursday, Friday, Saturday, and Sunday.

You should now have a list of seven toggles, one for each day of the
week, in your left column.

Let me know when this is complete, and we will build the right column.

Okay, that's completed. What's next?

Show thinking
Perfect. The left column is done. Now for the signature feature of this
template.

Step 3: Build the Right Column (The Foundation Tracker)

Part A: Create the Callout Box

1.

2.

3.

4.

5.

Click your mouse inside the right column, which should be
empty.

Type /callout and press Enter. A gray box with a lightbulb icon
will appear.

Click on the lightbulb icon. In the emoji search bar that appears,

type ice and select the ! emoji.

Inside the callout box, where it says "Type something...", type the

title The Foundation.
Highlight the text "The Foundation" and make it bold.

Part B: Create the Habit Tracker Table



Press Enter while still inside the callout box to create a new line
below your title.

. Type /table and press Enter. A simple 2x2 table will be

created.
We need 8 columns total (1 for habits + 7 for days). Hover over

the right edge of the table and click the + button six times to add
the necessary columns.
We need 4 rows for the habits. Hover over the bottom edge of the

table and click the + button two times to add the necessary rows.
Now, fill in the table headers. In the top row, from left to right, type:

Habit | Mon | Tue | Wed | Thu | Fri | Sat | Sun
In the first column, fill in the habits from top to bottom:

o () Hydration

° J De-Puffing

° @5 Glow Foods

° (& Beauty Sleep

/. The empty cells are now ready for the end-user.

Part C: Add the Final Navigation Link

1.

2.
3.

Click your mouse on an empty area below the two-column block
to create a new, full-width line at the very bottom of the page.

Type /divider and press Enter.

On the new line below the divider, type Q Back to Main

Dashboard.

Highlight all of that text. A menu will pop up. Click the link icon (it
looks like a chain link).

In the box that says "Paste link or search for a page...", start
typing Ultimate Glow-Up Planner. Select your main
dashboard page from the list that appears. The text will now be a
link.

This page is now complete. Let me know when you are done, and we
will begin the build for the next persona: ¢¢ The Rockstar Recovery.

done



Show thinking

Excellent. Page one of the expansion pack is complete. Now for the
next persona, which will use a completely different Notion feature to
give it a unique feel.

Step 1: Build "The Rockstar Recovery" Page

This page is inspired by the Doja Cat "rule-breaker" vibe. The focus is
on tracking bold looks and the heavy-duty recovery routine required
afterward. The layout will be a powerful, flexible database.

Part A: Create the Page and Header

1.
2.

Navigate back to your "Ultimate Glow-Up Planner" dashboard.
On a new line under the "The Celebrity Schedule Board" header,

type the following text exactly: ¢¢ The Rockstar Recovery

Click the six-dot block handle (::), select Turn into, and then
click page.

Click on the ¢¢ The Rockstar Recovery link you just created
to open the new page.

Click Add icon and select the ¢& emoji.

Click Add cover. Click Change cover, go to the Unsplash
tab, and search for terms like neon lights, concert stage,
ordark edgy texture. Select an image that fits the vibe.
Click on the first empty line below the title. Type /h3 and press
Enter.

Type the heading: The Post-Show Skin-Saver

Press Enter. Type the subtitle text: For the rule-breaker
who goes all out. This planner tracks your daily
looks and, more importantly, the bulletproof

recovery routine that follows. Make this subtitle text
italic.

Part B: Build the Core Database

1 . Click on the empty line below your subtitle.



2.

3.
4.

5.
6.

7.

8.

Type /database - inline andclickthe Inline database
option that appears. A new table will be created.

Where it says "Untitled Database", name it weekly Log.
This database has two default columns (Properties): "Name" and
"Tags". We will customize them.

Click on the Name property header. Rename it to Day / Look.

Click on the Tags property header. Rename it to Routine Type.
Click on an empty cell in this column, and you can add options.

Add two options by typing their names and pressing Enter:

°© Normal Day (choose a standard color)

© Recovery Night (choose a bold color like red or pink)
Click the + sign to the right of the "Routine Type" header to add a
new property.
From the menu, select select for the property type. Name it

Skin Status. Click on an empty cell in this column and add the
following options:

© Calm

© Irritated

© Breaking Out
© Glowing

Part C: Create the Routine Templates (The "Magic"
Feature)
This allows the user to add a pre-filled routine with one click.

1.

o Hr0 N

At the top-right of the database you just built, find the blue New
button. Click the small down-arrow v right next to it.

Click on + New template. You are now editing a template for
the database.

Name this template (at the top of the page) New Normal Day.
In the properties section of this template page, set the Routine
Type t0o Normal Day.

In the main body of the page below the properties, build the
standard AM/PM routine checklists just like you did for the
Supermodel template ( AM Routine, PM Routine).
Once done, click the back arrow to exit the template editor.



Click the down-arrow v next to New again and select + New
template to create the second one.
Name this template New Recovery Night.

Set the Routine Type property to Recovery Night.
O In the body of this page, create a different, more intense routine
structure. Use H3 headings or bold text for each step:
o STEP 1: MELT IT OFF (OIL CLEANSE)
o STEP 2: DEEP CLEAN (GENTLE CLEANSER)
o STEP 3: REPAIR (SOOTHING MASK / SERUM)
o STEP 4: HYDRATE (HEAVY MOISTURIZER)
11. Click the back arrow to exit the template editor. Your two
templates are now saved.

—‘“3.00 ~

Part D: Add the Final Navigation Link

1. Click below the database to create a new, full-width line.

2. Adda /divider.

3. Below the divider, type [ Back to Main Dashboard and link
it back to your Ultimate Glow-Up Planner page.

This page is now complete. It is a powerful and flexible planner. Let me
know when you are ready to proceed to the next persona.

Los Angeles, CA, USA

Opens in a new window

i changed the Name thing to Day / Look but thre2nd colum doesnt
match what you say. see screenshot

Show thinking

You are correct. Thank you for the screenshot. It shows that your
version of Notion created a cleaner database with only the essential
"Name" property. My instructions assumed it would create a "Tags"
property by default.

This is a good thing. It just means we have one less thing to delete.

Let's proceed with the corrected steps for building the properties.

Corrected Instructions for Part B


https://lens.google.com/uploadbyurl?url=https://lh3.googleusercontent.com/gg/AAHar4ea93srmgvndx49HzHCYIEc2n-bpoWvd1xl4n2ZnNvx4P6k-gXNlDYKRqWzHU9ATsDD7VqY5x0sROjbgcrjQlEYvIpyX0lKjSQq4RsTuVCEFmyJH0JtNaxXQz-6UosBSOhxjh-Q_4uaIGEaAgkHDGKucVsJF7BgEkKSovs6khGN2tV3Egqj02rNG4hWR4gUDwEQXXCyNb0ra84PQikTesTHC8LMCVrtoN4vA-6Ndo2bokzBwmYqty1SWfqW18X20yBNmpL0oZPzC9F_RUuoBp6lllw0QEohNyI=d&ep=bia

You are looking at your weekly Log database with one column: "Day /
Look".

1. To the right of the "Day / Look" header, click on + Add
property.

2 . Amenu of property types will appear. Click on select.

3 . Anew column will appear. Name it Routine Type.

4 . Now, click on an empty cell within that new "Routine Type"
column. An input box will appear.

5. Type Normal Day and press Enter.
6 . Type Recovery Night and press Enter. You have now created
the two options. You can change their colors if you wish.

7 . Now, let's add the last property. Click the + sign to the right of your
new "Routine Type" column.

8 . From the menu, again click on select.
9 . Name this new column skin Status.

10 . Click on an empty cell within the "Skin Status" column and add
the following options one by one:

°© Calm

© Irritated

© Breaking Out
© Glowing

The database properties are now correctly set up.
The instructions for Part C (Create the Routine Templates) and Part D

(Add the Final Navigation Link) are still correct. Please proceed with
those steps.



