Gemini Pro 2.5

we are going to continue this project. following is the debrief. please
criticze the current plan and delineate the next most logical steps. be
extremely concise without extra verbiage--get to the poin. what i am
most focused on is whether Gumroad is the way to go for the main
landing page, with its 10% commission, and 2.9% + $0.30 per
transaction). plus Discover Fee Sales made through Gumroad's
marketplace (Discover) are subject to a 30% fee that includes
processing. is this the viable option. and what other avenues are worth
exploring (notion marketplace etc.).

Project Handoff & Status Report: The Glow-Up Planner
Last Updated: July 1, 2025

1. Project Objective & Core Strategy

* Initial Goal: To validate a low-cost digital product in a high-
engagement TikTok niche, with an initial objective of turning a
small ad budget into profitable revenue.

 Core Strategic Pivot: The project began by targeting the "healthy
skin" niche. A critical risk analysis identified significant legal and
platform policy risks associated with selling anything perceived as
"medical advice." To mitigate this, the project executed a decisive
pivot.

* Final Positioning: The product is not a health or skincare advice
product. It is a legally safe organizational and entertainment
product. The core value proposition is providing a premium, pop-
culture-inspired productivity system for users to organize their
existing skincare routines, track habits, and feel in control. This
positioning dictates all marketing language and product features.

2. Final Product Suite (V2 - Visually Overhauled)

The project has resulted in a two-tier product funnel. The product build,
including a significant visual overhaul to compete in the marketplace, is
100% complete.

* Front-End Offer ($7): "The Glow-Up Planner"



A premium Notion template featuring four distinct, visually-
branded planner pages based on celebrity archetypes.

Archetypes: ¥ The Beauty Mogul, @_The Pop Princess,

fg The Island Icon, &< The Indie Darling.
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UpseII Offer ($27): "The Ultimate Glow-Up Planner"

An immediate one-time offer presented after the initial
purchase. It is a "Complete Edition" that includes all content
from the $7 product plus exclusive premium additions.
Core Content: The four original archetypes plus five new,
exclusive archetypes:

. The Supermodel Reset

& The Rockstar Recovery

‘& The Silver Screen Siren
A The Aligned Artist
() The Seoul Star

Value-Add Bonus #1: My Custom Ritual - A blank,
beautifully structured template for users to build their own
planner.

Value-Add Bonus #2: ||| The Skincare Glossary -An
A-Z dictionary of common skincare ingredients with factual,
non-advisory definitions.

Value-Add Bonus #3: Digital Stickers - A page of

35+ aesthetic, copy-and-pastable PNG stickers for planner
personalization.

3. Sales Funnel & Economics

Platform: Gumroad will be used for payment processing, product
delivery, and one-click upsell functionality.

Customer Journey: TikTok Ads -> $7 Product Sales Page ->
Purchase -> $27 One-Time Upsell Offer.

Pricing: $7 Front-End, $27 Upsell.

Target Unit Economics:

Customer Acquisition Cost (CAC): $4.00
Upsell Conversion Rate (CVR): 10%
Customer Lifetime Value (LTV): $9.76



o Return on Ad Spend (ROAS): 2.44x
Contingency Models: Financial scenarios for Conservative (5%
CVR, $6 CAC) and Aggressive (15% CVR, $3 CAC) outcomes
have been acknowledged as necessary for responsible planning.

4. Project History & Key Learnings

The build process was iterative and revealed several critical lessons
that must inform future actions.

Notion Databases are Unreliable: Repeated attempts to use
Notion's Database feature (for board views, galleries, etc.) failed
due to buggy, non-intuitive Ul and outdated knowledge of its
features. Future development should avoid complex database
features. The project's success came from pivoting to simpler,
more reliable blocks: Columns, Callout Boxes, Simple

Tables, and manually placed Image blocks.

Functionality is Not Enough: The initial V1 product was
functional but not visually competitive. Competitive analysis and
feedback from other LLMs proved that a premium aesthetic is
non-negotiable. This led to the "V2 Visual Overhaul," which
included designing custom headers for all pages and building a
professional, visual grid-based dashboard.

Value Stacking is Crucial for Upsells: The initial upsell offer ("5
more planners") was deemed weak. The offer was significantly
strengthened by adding a "value stack" of three high-value
bonuses (Custom Builder, Glossary, Stickers) to create a "must-
buy" impulse.

5. Current Project Status

Phase: Go-to-Market.

Product Status: 100% Complete. The V2 visual overhaul is
finished. All nine archetypes and all three bonus assets are fully
built and polished. All known technical and design issues have
been resolved. The building phase is over.

6. Remaining Steps: The Go-to-Market Action Plan

The project must now transition entirely from building to marketing. The
following steps are to be executed in order.



1. Final Quality Control Check: A thorough, end-to-end review of
both the $7 and $27 products. Click every link, test every feature,
and proofread every page to ensure a flawless customer
experience.

2. Marketing Asset Creation: Produce a suite of high-quality visuals
for use in ads and on the sales page. This includes:

o Polished, aesthetic screenshots.
o Lifestyle mockups (planner shown on a laptop).
o  Short, animated screen recordings of the product in use.

3. Influencer & UGC Outreach: Before spending on ads, gift the
final product to 10-15 micro-influencers in the target niche to
generate authentic reviews and User-Generated Content (UGC).

4. Launch Week Strategy Design: Formalize the launch plan.

o  Define the specific Urgency Offer (e.g., a launch-week
discount on the upsell).

o Define the Social Proof Plan (how to capture and showcase
early testimonials).

5. Gumroad Sales Page Setup: Build the product pages on
Gumroad, write compelling sales copy, and configure the one-click
upsell funnel.

6. TikTok Ad Creative Production: Produce a suite of 10-15 distinct
video ads, incorporating the marketing assets and any UGC from
the influencer outreach.

7. Launch: Execute the ad campaign and begin the process of
validating the funnel economics.

Critique of Plan

The strategic pivot to an "organizational and entertainment product” is
sound, mitigating significant risk. The product suite is well-structured
with a clear, value-stacked upsell. Your analysis of visual importance
and the unreliability of Notion databases is a critical operational insight.

The primary weakness is the reliance on Gumroad without fully costing
its fee structure against your unit economics. Your business model is
driven by paid ads with a thin initial margin. High transaction fees are
the greatest threat to its profitability.



Gumroad Viability

Gumroad is viable for market validation due to its simplicity and
integrated upsell function. It is not optimal for scaling.

 Fees: A 10% base fee plus payment processing (~2.9% + $0.30)
is substantial. On your $7 front-end product, this is ~$1.00, or 14%
of your revenue. On the full $34 funnel value, it's ~$4.00. This fee
directly reduces your Return on Ad Spend (ROAS).

* Discover Fee: The 30% Discover fee is the critical risk. Even with
direct ad traffic, you cannot guarantee a customer won't search for
your product on Gumroad's marketplace, subjecting that sale to
the higher fee and destroying the economics of that specific
conversion.

Alternative Platforms
Your focus must be on maximizing take-home revenue per conversion.

Platform  Fee Structure (g Upsell Verdict
standard Stripe/ Capability
PayPal processi

Gumroad 10% Platform F¢ Yes (1-clic Suboptimal. Simple to start, bu
fees will erode ad-driven profits.
30% Discover fee is a major liat

Lemon 5% + $0.50 Plat Yes Superior Alternative. Halves tt

Squeezy Fee primary platform fee of Gumroa
Merchant of Record, handling s:
This is a strong contender.

Payhip 0% Platform Fe¢ Yes Scalable Option. Eliminates pe
$99/mo based fees. Best for when sales
is high and predictable enough

the monthly cost.



ThriveCai $495-$690 One- Yes Professional Standard. Highes

Time Fee (Lifetit (Advance( cost, but zero ongoing platform
is the most profitable long-term
you are committed to the digital
model.

Export to Sheets

Notion Marketplaces: These are distribution channels, not sales funnel
platforms. Use them for supplemental visibility by linking out to your
chosen sales platform (Lemon Squeezy, etc.), not as the primary point
of sale.

Delineated Next Steps

1.

Select Sales Platform: Choose between Lemon Squeezy for a
lower-fee start or ThriveCart for a long-term investment. The cost
savings over Gumroad are immediate and significant.

Update Financial Model: Recalculate your LTV and target ROAS
using the exact fee structure of your chosen platform. Your target
CAC of $4.00 becomes more viable with lower transaction fees.
Refine Influencer Strategy: "Gifting" is insufficient. Offer a
30-50% affiliate commission via your chosen platform's affiliate
system. This incentivizes content creation and provides a
trackable performance metric.

Execute Go-to-Market Plan: Proceed with your remaining steps
(QC, Asset Creation, Sales Page Build, Ads) on the new, more
profitable platform.

Claude Review:

Gumroad Analysis - Critical Issues:

Gumroad's fees are prohibitive for your economics:



« 10% + 2.9% + $0.30 = ~13% total fees on $7 product
» 30% Discover fee destroys profitability
*  Your $4 CAC + 13% fees = break-even at best

Superior Alternatives:

1. Stripe + Simple Landing Page - 2.9% + $0.30 only (~7% on $7)
2. Lemonsqueezy - 5% + processing (~8% total)

3. Notion Template Gallery - 0% fees, built-in traffic

4. Etsy Digital - 6.5% fees + massive organic reach

Immediate Next Steps:

Pivot to Stripe integration - Build simple checkout page

List on Notion Template Gallery - Free traffic source

Test Etsy - List templates there simultaneously

Skip influencer outreach - Resource drain with uncertain ROI
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Critical Gap: Your plan lacks organic traffic strategy. TikTok ads alone
won't scale profitably with current margins.

Recommendation: Build multi-platform presence (Notion Gallery +
Etsy + direct sales) before heavy ad spend. Test organic reach first.

Grok Review

Critique of Current Plan

1. Gumroad as Main Landing Page: Questionable Viability
o High Fees: Gumroad’s 10% commission + 2.9% + $0.30 per
transaction is steep, especially for a $7 front-end product.
For a $7 sale, Gumroad takes ~$1.00 (10% + $0.30
processing), leaving ~$6. With a $4 CAC, margins are razor-
thin (14% net margin before upsell). The 30% Discover fee is
prohibitive, making marketplace visibility uneconomical.



o Limited Customization: Gumroad’s simple design restricts
branding and sales funnel optimization (e.g., no advanced
upsells or analytics), which could hinder conversion rates for
a visually-driven product like The Glow-Up Planner.
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o Payment Issues: Recent PayPal issues (cut ties in Oct
2024) limit payment options, potentially reducing

conversions.
o  Scalability Concerns: As sales volume grows, fees scale
linearly, eroding profits for high-volume sellers.
2. Strengths of Current Plan
o  Product positioning and visual overhaul are strong, aligning
with market demand for premium aesthetics.
o  Value-stacked upsell ($27) with bonuses is compelling and
likely to drive conversions.
o TikTok ad strategy and influencer outreach are well-suited for
the target audience.
3. Weaknesses
o Over-reliance on Gumroad without exploring lower-fee or
more customizable platforms risks profitability.
o No contingency for Notion Marketplace waitlist delays or
rejection, which could limit distribution.
o Lack of email marketing integration to nurture leads post-
purchase.

Next Logical Steps
1. Reevaluate Platform Choice

o Test Alternatives: Explore platforms with lower/no
transaction fees and better customization:



= Payhip: 0% transaction fees on paid plans ($29-$99/
month), robust customization, affiliate tools, and VAT

compliance. Ideal for scaling.
= Lemon Squeezy: 5% + $0.50 per sale, no monthly fee,
strong marketing tools, and tax handling. Good for low

to mid-volume sellers.
= Sellfy: No transaction fees, subscription-based ($19-
$129/month), supports PayPal/Stripe, and offers email

marketing.
= Notion Marketplace: Lower fees (e.g., 20% vs.

Gumroad’s 30% for marketplace sales), native copy

protection, and targeted audience. Apply immediately

and plan for waitlist (1-3 months) ga

o Action: Set up parallel sales pages on Payhip or Lemon
Squeezy to A/B test against Gumroad. Monitor conversion
rates and net profit over 2 weeks.

2. Enhance Marketing Infrastructure

o Email Integration: Integrate Mailchimp or ConvertKit with

the chosen platform to capture leads and nurture post-

purchase upsells.
o Social Proof: Prioritize influencer outreach to generate UGC
before ad spend. Aim for 5-10 authentic reviews to boost
credibility.
3. Optimize Sales Funnel



o Landing Page Testing: Create multiple landing page
variants (e.g., video vs. static visuals) to maximize
conversions. Use A/B testing tools like VWO.

o Urgency Tactics: Implement a countdown timer or limited-
time discount on the $27 upsell to boost CVR.

4. Launch and Monitor

o  Soft Launch: Start with a $500 ad budget on TikTok to

validate CAC and CVR assumptions. Adjust creatives based

on performance.
o Track Metrics: Monitor LTV, ROAS, and platform fees
weekly to identify the most cost-effective platform.

Recommendation

Gumroad’s high fees and limited features make it suboptimal for long-
term profitability, especially with a low-price front-end. Test Payhip or
Lemon Squeezy for lower fees and better customization while applying
to the Notion Marketplace for targeted reach. Prioritize email integration
and influencer UGC to maximize conversions.

chatGPT review

Gumroad Viability

« 10% + 2.9% + $0.30 = Too High for a $7 front-end offer. You lose
~$1.30 on the initial sale, and 30% fee on Discover sales = non-
starter unless you're scaling organically there.

* Upsell math suffers too—your ROAS will compress rapidly under
any ad inefficiency or discounting.



2. Platform Alternatives Worth Exploring

o Lemon Squeezy: 5% flat + processing. Upsell-friendly. More
margin.

o Payhip: 5% free plan, or $29/month for 0% fee. Clean,
Notion-friendly.

o  Stan Store: Designed for creators, TikTok-integrated. Higher
monthly fee, but lower take.

o Notion Marketplace: Low discoverability, but passive funnel
if you treat it as one of many side channels.

o Podia/ ThriveCart: Better for long-term growth if you plan
to add courses/memberships, though steeper learning
curves or monthly fees.

3. Execution Risk Areas

o TikTok Ad Risk: If CAC creeps to $6 or conversion slips to
<5%, you're breakeven or worse.

o Gumroad Aesthetics: Sales page is rigid. You're relying
heavily on visuals to sell a Notion template. Gumroad won'’t
let you build real interactivity or tiered experiences like a
mini-site might.



Next Logical Steps (No Filler):
1. Platform Decision: Benchmark Gumroad vs Lemon Squeezy vs
Payhip based on:
o Fees under your funnel math
o Upsell/checkout flexibility
o  Aesthetic customization

2. Run a 3-hour timed test:

o Build identical pages on Gumroad + one alternative (e.g.,
Lemon Squeezy).

o Use identical assets + copy.

o Compare: aesthetic, upsell UX, page load, backend
analytics, branding control.

3. Finalize platform. Lock in. Move.
4. skip “UGC gifting” delays: Instead:

o Hire 2 TikTok UGC creators on Fiverr or Billo for $25-$50
each.



o  Control script. 3-day turnaround.

- Launch assets:

o 10 vertical video variants + 3 hooks per video.

o  Focus: “emotional transformation” not “organizing skincare.”

. Launch minimum viable ads:

o $20/day — 5 days — test CAC + CVR fast.

o Kill or scale. No guessing.

- Track live ROI daily. Use a Google Sheet KPI tracker (ad spend,
CAC, CVR, LTV).

- Parallel task: Submit product to Notion Marketplaces, Digital
Product Reddit threads, Girlboss or TikTok planner hashtags. Low-
effort, slow-burn trickle traffic.

Terminate Gumroad unless testing proves it's best.

Gemini Pro 2.5 Concatenates all
opinions



Based on a synthesis of all critiques and the constraints of a $100
budget, the previous plans are flawed. Relying on paid ads from the
start with such a small budget is too risky. High platform fees will negate
any potential profit.

Here is the single, consolidated plan to turn $100 into $1000.

The $100 Glow-Up Planner Launch Plan

This plan pivots from a "paid ads first" model to an "organic first, paid
amplification" model. The $100 is not for testing; it is for scaling what is
already proven to work.

Phase 1: Zero-Cost Setup & Organic Validation (Budget Spent: $0)

1. Platform Selection:

o}

Action: Immediately discard Gumroad. Sign up for Lemon
Squeezy.

Reasoning: Its 5% + $0.50 fee structure provides the best
balance of low cost and professional features (including one-
click upsells and affiliate management), maximizing your
profit on every sale.

2. Sales Funnel Construction:

(o]

Action: Build your two-tier product funnel on Lemon
Squeezy: the $7 "Glow-Up Planner" leading to the $27
"Ultimate Glow-Up Planner" as an immediate post-purchase
upsell. Write compelling copy focused on the feeling of
control and aesthetic organization.

3. Organic Marketing Blitz:

(o]

Action A (Content Saturation): Create 20 short-form videos
(TikToks, Reels, Shorts) using your existing assets.
Showcase the planner's aesthetic and the feeling of
achieving a "glow-up." Post 2-3 times daily across all
platforms using relevant trending sounds and hashtags
(#notiontemplate, #digitalplanner, #glowup,

#thatgirl, #planneraddict).

Action B (Free Distribution): Submit your Lemon Squeezy
product link to Notion template galleries, relevant subreddits
(e.g., r/Notion, r/digitalplanners), and Facebook groups



dedicated to planning and aesthetics. This is your baseline
for generating passive, free traffic.

o Action C (Zero-Cost Influencers): Do not gift products or
pay for User-Generated Content (UGC). Instead, use Lemon
Squeezy's affiliate feature to set up a high commission
(40-50%). Manually DM 50 micro-influencers, offering them a
partnership with a significant revenue share, not a freebie.

The goal of Phase 1 is to secure your first 10-20 sales and gather
testimonials without spending any money.

Phase 2: Data-Driven Amplification (Budget Spent: $100)

1. Identify the Winner:

o Action: Analyze your organic video posts. ldentify the single
video that generated the most views, engagement, and click-
throughs to your sales page. This is your proven creative.

2. Deploy the Budget:

o  Action: Take your single best-performing organic video and
put the entire $100 budget behind it as a TikTok ad. The
audience and creative are already validated, dramatically
reducing the risk of wasted spend.

3. Track and Reinvest:

o  Action: Monitor your Customer Acquisition Cost (CAC) daily.
Your target LTV per customer is approximately $9.27 ($7
sale + 10% upsell rate of $27 = $9.70 average revenue,
minus Lemon Squeezy fees).

o Rule: If your CAC is profitably below your LTV, reinvest
100% of the revenue from ad-driven sales directly back into
the ad campaign. This is the mechanism for exponential
growth from the initial $100 stake.



