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START HERE

Welcome to the guide

This guide gives you a repeatable process for creating clearer, more persuasive social media content. Use it
as a working manual: read a section, complete the exercise, and build content as you go.

Who this guide is for

« Small business owners and entrepreneurs who post regularly but want more meaningful enquiries and
sales opportunities.

* Coaches, consultants, freelancers, and service providers who need to explain their value and encourage
prospective clients to take action.

« Aspiring social media managers and freelance marketers who want a practical content process they can
adapt to different clients.

What this guide can help you do
« Choose a specific customer problem and a clear message.
« Write stronger openings that give the right audience a reason to pay attention.
* Use believable stories and plain language to explain your offer.
« Give people practical value before asking them to buy.
« Write a clear call to action and assemble a complete post.

* Review your content and learn from the response.

A realistic promise

This guide teaches a process for improving your marketing content. It cannot guarantee views, enquiries, or
sales. Results depend on your offer, audience, pricing, platform, consistency, and how well you test and
improve your message.

How to use the PDF
« Choose one product or service to focus on first.
» Complete the worksheets rather than only reading the examples.
* Adapt examples to your own audience; do not copy claims that are not true for your business.

« Publish, observe meaningful results, and improve one element at a time.
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YOUR ROADMAP

Inside this playbook

SECTION WHAT YOU WILL BUILD

Introduction Understand why posting and marketing are not the same thing.
Chapter 1 A clear customer profile and focused message.

Chapter 2 Five hook styles and a set of tested opening options.
Chapter 3 A short, believable story connected to your offer.

Chapter 4 A clear, benefit-focused message.

Chapter 5 A value-first post that helps before it sells.

Chapter 6 A clear call to action and honest urgency.

Chapter 7 A complete post using the H.O.0.K. + V.A.L.U.E. framework.
Chapter 8 A seven-day implementation plan.

Bonus 1 50 ready-to-customize hooks.

Bonus 2 One-page content builder.

Bonus 3 10 before-and-after marketing examples.

Bonus 4 Seven-day content planner.

Bonus 5 Social media post scorecard.

Your starting point

Write down the one product or service you want to promote during this guide. Staying focused on one offer

makes the exercises easier and helps you see how the framework works.

My focus offer:

The audience | want to reach:

The main result or problem | want to communicate:
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INTRODUCTION

Why your social media posts may not be
generating sales

Social media makes publishing easy. It does not automatically make a message persuasive. A post can look
polished and still leave a potential customer unsure why it matters, what problem it solves, or what to do next.

The common cycle looks like this: you think of an idea, create a post, publish it, check the likes, and then
wonder why few people enquire or buy. The problem may not be that you need to post endlessly. It may be
that your message needs to be more relevant, clear, useful, or action-oriented.

Posting is an activity. Marketing is communication designed to help the right people understand an offer and
consider taking a next step. Good content can support that process by connecting a customer's problem with a
useful solution.

Four parts matter
« Attention: Give the right person a reason to stop and notice.
e Understanding: Make the point easy to grasp.
* Value and trust: Offer something useful and communicate honestly.
e Action: Tell the interested reader what they can do next.

Attention alone is not a sale. A dramatic hook may attract views but falil if the post is irrelevant, confusing, or
disconnected from the offer. The aim is to earn attention from people who may genuinely benefit from what you
sell.

Your first exercise
Think about your last three posts. For each one, answer the questions below.
* Who was this post meant to reach?
* What one problem, question, or desire did it address?
» What useful idea did the audience receive?
» What did | want the audience to do next?
* What evidence do | have about how the post performed?

Notes:

Key principle

Do not judge every post only by likes. Depending on your goal, relevant replies, saves, link clicks, qualified
enquiries, bookings, and sales may be more meaningful.
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CHAPTER 1

Find the right message before you create
content

A persuasive post begins before you write the first line. Start by deciding who you want to reach, what matters
to them, and how your offer relates to that need.

Step 1 — Describe one ideal customer

You do not need to describe every possible buyer. Begin with one group whose needs match your offer. Be
specific enough that you can picture their situation, but avoid making unsupported assumptions about them.

Step 2 — Name the problem in the customer's words

Customers often care less about a product category than about a problem they want to solve. Instead of
leading with a long list of features, describe the challenge, desired result, or decision they are facing.

Step 3 — Connect the problem to your offer

LESS CLEAR CLEARER

| sell social media management. I help small businesses plan and publish consistent social content.

We offer business coaching. We help business owners work through a defined business challenge with structured
support.

Our planner has 12 monthly sections. Use the planner to organize priorities and review your month.

The clearer versions communicate a practical use. They should still be tailored to what the business genuinely provides.

Step 4 — Choose one message per post

A single post rarely needs to explain everything about your business. Choose one idea: a problem, a helpful
tip, a benefit, a common mistake, a customer question, or one offer. A focused message is easier to follow and
easier to improve.

The Customer Message Builder

My ideal customer is:

The problem or goal they care about is:

They want to achieve:

My product/service helps by:

The one message this post should communicate is:

The next step | want them to take is:

Chapter 1 checkpoint

Before moving on, you should be able to explain who the post is for, what matters to that person, and how
your offer relates to it—in plain language.
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CHAPTER 2

Create hooks that make the right people stop
scrolling

A hook is the opening line, image, or moment that gives someone a reason to pay attention. Strong hooks are
relevant and specific; they do not need to be exaggerated.

Five useful hook approaches

TYPE WHAT IT DOES EXAMPLE

Problem Names a recognizable frustration. Posting often but still struggling to get enquiries?
Curiosity Introduces a useful idea the post will Your posts may need a clearer message—not more words.
explain.
Mistake Points to a common error. One common mistake that makes a product post harder to
understand.
Desired result Connects with a practical outcome. Want to make your next offer easier for customers to
understand?
Contrarian Challenges an assumption with a fair More posts do not automatically mean more sales.
point.

How to improve a hook
* Be relevant: The right audience should recognize why the topic matters.
« Be specific: Replace vague claims with a concrete situation or outcome.
* Be clear: Avoid confusing words or a long build-up.
* Be honest: Do not promise results the post cannot support.

« Deliver: The body of the content must fulfil the expectation created by the opening.

The five-question hook test
« Does this speak to the intended audience?
¢ Is the meaning clear on the first read?
< Does it give a genuine reason to continue?
» Does it connect to the offer or topic?

 Can the rest of the post deliver what the hook suggests?

Hook workshop
1.

2.
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My strongest hook is number: Why it is strongest:

Avoid this trap

A hook that attracts everyone but the people who need your offer can produce attention without business
value. Aim for relevant attention, not shock for its own sake.
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CHAPTER 3

Tell a story that makes your message
memorable

Stories can help people understand why a problem matters and how a lesson connects to an offer. Your story
does not need to be dramatic; it needs to be relevant, believable, and easy to follow.

Use the four-part Problem-to-Discovery story

PART QUESTION TO ANSWER EXAMPLE DIRECTION

1. Situation What was happening? A customer needed a bag for daily work and errands.

2. Problem What was difficult? Some bags looked good but were inconvenient to use.
3. Discovery What did you learn or change? Practical details mattered as much as appearance.

4. Lesson What can the audience take away? Choose a bag based on both style and everyday needs.

Where to find story ideas
* A mistake you learned from.
« A customer question you answer often.
* A problem your product or service was designed to address.
A behind-the-scenes decision or process.
¢ A myth or misconception you can explain.

« A lesson from a project, provided you protect private information and represent events accurately.

Example: from announcement to story

Announcement: “I sell handmade bags. Message me to order.”

Story-led version: “Have you ever bought a bag that looked beautiful but was awkward to use?
That is why | think about more than appearance when choosing a design. | want a bag to look good
and work well in everyday life. If practical style matters to you, explore the designs in my
catalogue.”

The story-led version gives the reader a situation to recognize, a point of view, and a natural route to the offer.
It does not guarantee a sale; it gives the offer more context.

Your Four-Part Story Builder

Situation:

Problem:

Discovery or lesson:

What the audience can learn:

How this connects to my offer:

I Keep it credible
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Use true experiences, accurate examples, and authorized testimonials. Do not invent customer stories,
earnings, credentials, or results. If you use a composite or hypothetical example, label it clearly.
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CHAPTER 4

Make your message simple and easy to
understand

A reader should not have to decode your post to understand what you mean. Plain language helps people see
the problem, the benefit, and the next step.

The clarity rules
* One main idea: Decide what the reader should remember.
e Short sentences: Break long thoughts into smaller steps.
e Familiar words: Explain specialist terms or remove them when they are not needed.
» Concrete benefits: Show how a feature helps in a real situation.

» Useful details: Be specific where it helps the reader decide.

Feature versus benefit

FEATURE POSSIBLE BENEFIT

A planner has weekly priority pages. Plan the week and keep key tasks visible.

A course includes practice exercises. Apply the lesson instead of only reading about it.

A service includes a monthly review. Review progress and identify what needs attention.
A bottle has a carry loop. Carry it more conveniently while travelling or working.

The plain-language edit
Draft: “Our integrated multi-channel content solution facilitates consistent brand communication and
audience engagement.”

Clearer: “We help your business plan content and keep your message consistent across the
channels you use.”

Use the following edit pass before publishing:
« Underline the one point the post needs to make.
* Remove sentences that do not support that point.
« Replace vague phrases with a concrete explanation.
» Check that the offer and next step are easy to find.

* Read the post aloud. If it sounds unnatural, revise it.

Clarity makeover

Rewrite this message in plain language: “Our bespoke strategic solutions optimize customer acquisition
outcomes.”

My rewrite:

10
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Chapter 4 checkpoint

A person who is unfamiliar with your business should be able to understand the post without asking you to
translate it.

11
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CHAPTER 5

Give people areason to care before you ask
them to buy

Useful content can demonstrate that you understand a problem and can help the audience take a practical
next step. The value should be real—not a vague promise that more information is coming.

Four ways to give immediate value

1. Share a tip. Give one action the audience can try.

2. Demonstrate a process. Show how to use a product, complete a task, or approach a decision.
3. Offer a tool. Provide a checklist, template, tracker, or short guide.

4. Explain a choice. Help the audience compare options or understand what to look for.

Example: a value-first post for a budgeting service

Hook: “Not sure where your money goes each week?”

Practical value: “For seven days, record each purchase in three columns: what you bought, how much it cost,
and whether it was planned. At the end of the week, look for one category you want to manage differently.”

Offer connection: “If you want help building a fuller spending plan, my budgeting service helps you organize
your income, expenses, and goals.”

The free tip gives the reader a useful starting point. The paid offer provides further support. Do not make the

free content so vague that it has no value, or imply that one tip will solve every part of a complex problem.

The Value-First Content Planner

The problem my audience faces:

One useful tip | can share:

A practical resource or demonstration | can provide:

How my paid offer provides further help:

The next step | want the reader to take:

Value is not the same as giving everything away

Share a complete, useful small step. Your paid offer can then provide deeper guidance, customization,
convenience, accountability, tools, or service—provided those are genuinely included.

12



STOP SCROLLING, START SELLING

CHAPTER 6

Turn attention into action with a clear call to
action

Once a reader understands your message, make the next step obvious. A call to action (CTA) should fit the
content, the offer, and how ready the audience is to act.

Match the CTA to the reader's next step

CONTENT TYPE POSSIBLE CTA

Educational post Save this checklist and try it this week.

Free resource Send me “CHECKLIST” and | will share the details.

Service explanation Message me to discuss whether this service fits your needs.
Product demonstration View the available options in our catalogue.

Time-limited event Register before the stated deadline: [date].

Write a clear instruction
« Use one main action rather than several competing instructions.
» Say what the person should do and, where helpful, what happens next.
* Make sure the link, message channel, booking process, or payment route actually works.

* Do not ask for more personal information than you need.

Use urgency honestly

Urgency can help people prioritize an offer when there is a genuine reason to act by a certain time. It should
not be fabricated. Do not invent countdowns, false scarcity, fake deadlines, or claims that a product is almost
sold out when that is not true.

Legitimate reasons may include a real event date, an actual enrollment deadline, a genuine seasonal need, or
a limited number of appointment slots that reflect real capacity. If the offer is always available, explain its value
without pretending that access is about to disappear.

The CTA Builder

The action | want the reader to take:

Why this action fits this post:

The exact CTA wording:

Where the reader should go or what they should do:

If there is a deadline, the genuine reason and date:

Chapter 6 checkpoint

A reader should know exactly what to do next. If there is no honest reason to act immediately, do not
manufacture one.

13



STOP SCROLLING, START SELLING

CHAPTER 7

Build a complete post with the H.O.O.K. +
V.A.L.U.E. framework

This guide uses a simple, original teaching framework to combine the ideas into a repeatable process. Itis a
practical adaptation for this PDF, not a claim that the acronym comes from the source material.

The nine elements

LETTER ACTION CHECK YOURSELF

H — Hook

O — Open the problem

O — Offer a simple
explanation

K — Keep the promise
with value

V — Value the reader's
time

A — Align with the offer

L — Lead to one next
step

U — Use honest
urgency

E — Evaluate

Open with a relevant problem, question, observation, or
result.

Describe the situation, question, or misconception.

Make the main idea easy to follow.

Provide a useful tip, example, or demonstration.

Remove unnecessary words and details.

Connect the message naturally to your product or service.

Use one clear call to action.

Mention a real reason to act now only when one exists.

Check relevance, clarity, value, and accuracy.

Full example: reusable water bottle

Hook: Keep forgetting to drink water during your workday?

Would the right person see why this
matters?

Does the reader recognize the context?

Can it be understood quickly?

Is there something practical here?

Can anything be cut without losing

meaning?

Is the connection relevant and truthful?

Does the reader know what to do?

Is the deadline or limit genuine?

Does the post deliver what it promises?

Problem: When meetings and tasks pile up, simple habits can be easy to overlook.

Simple explanation: Keeping a water bottle within reach can serve as a reminder to drink throughout the day.

Practical value: Try placing your bottle beside your laptop before you begin work.

Offer: Our reusable bottles are designed to make carrying water convenient.

CTA: Explore the available sizes and colours in our product catalogue.

Notice that not every post needs to spell out all nine elements as separate paragraphs. Combine them when it
makes the post more natural. For a short video, the hook may be spoken and shown on screen; the practical
value may be a demonstration; the CTA may appear at the end.

Your post draft

HOOK:

PROBLEM / CONTEXT:

SIMPLE EXPLANATION:
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PRACTICAL VALUE:

OFFER CONNECTION:

CALL TO ACTION:

15
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CHAPTER 8

Your seven-day implementation plan

Use the next seven days to practise the method. The aim is to create, publish, and learn—not to demand
instant results from a single post.

DAY TASK DELIVERABLE

1 Describe your target customer, their problem, and your offer. One customer profile and message.
2 Write five hooks and score each one. Five openings; one selected hook.
3 Write a short story connected to the offer. One story-driven post.

4 Simplify a confusing message and highlight the benefit. One clear offer explanation.

5 Create a useful tip, checklist, or demonstration. One value-first post.

6 Combine the strongest elements and add a clear CTA. One complete post ready to publish.
7 Publish or schedule the post, then review meaningful signals. One post and a short review.

Your Day 7 review
* What was the post trying to achieve?
« Did it reach the audience | intended?
* What did people do—reply, save, click, enquire, book, or buy?
» What questions or objections appeared?
* What one thing will I change next time?

My main observation:

One thing that worked:

One thing | will improve:

My next test:

Measure what matters

Choose measures that match the goal. For awareness, reach and relevant engagement may help. For lead
generation, qualified enquiries and link clicks may matter more. For sales, track purchases and conversion
rate where you can. One post is a data point, not a final verdict.

16
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BONUS 1

50 ready-to-customize social media hooks

Use these as starting points, not as claims to copy blindly. Replace the bracketed text with accurate details
that matter to your audience.

Problem-focused hooks

1. Struggling with [specific problem]? Start with this.

2. Posting about [topic] but not getting the response you hoped for?

3. If [task] feels harder than it should, check this first.

4. Still dealing with [frustration]? Here is one thing to try.

5. Does [common situation] keep getting in your way?

6. One reason [desired result] may feel out of reach is [relevant issue].
7. If you keep running into [problem], this may help.

8. Before you spend more time on [task], review this.

9. Are you making [process] more complicated than it needs to be?

10. Here is a simple place to start if you want to improve [outcome].

Curiosity hooks

1. What if the simplest fix for [problem] is to change this one step?
2. Here is the part of [topic] people often overlook.

3. A small change to [process] can make it easier to manage.

4. Before you choose [option], consider this question.

5. One detail worth checking before you [action].

6. Here is why | approach [task] differently.

7. What | would check first when working on [problem].

8. This is a useful way to think about [topic].

9. The question | would ask before investing in [solution].

10. Want to see how [process] works? Here is a simple example.

Mistake-focused hooks

1. One common mistake when trying to [desired result].
2. Check this before you publish your next [content type].
3. Are you explaining [offer] in a way customers can understand?

4. Avoid this simple mistake when choosing [product/service].

17
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5. One detail people can miss when planning [task].

6. If your [process] is not working well, review this step.
7. Do not overlook this when comparing [options].

8. A common reason [message] can be hard to follow.
9. Before you repeat [habit], ask yourself this.

10. Here is a mistake to watch for when starting [activity].

Desired-result hooks

1. Want to make [task] simpler? Try this starting point.

2. Here is a practical first step toward [desired outcome].

3. Looking for a clearer way to [task]? Start here.

4. Make your next [process] easier with this checklist.

5. Trying to save time on [task]? Review these steps.

6. Here is one way to make [offer/process] easier to understand.
7. Want to feel more prepared for [situation]? Use this prompt.
8. Build a simple routine for [goal] with this approach.

9. Here is a quick way to compare [options] more clearly.

10. Ready to improve [specific outcome]? Start by checking this.

Contrarian / assumption-checking hooks

1. More [activity] does not automatically mean better [result].

2. You may not need more [resource]; you may need a clearer [plan/message].
3. The most expensive option is not always the best fit.

4. Being busy with [task] is not the same as making progress.

5. A longer explanation is not always a clearer one.

6. Not every trend is right for your business or audience.

7. Attention is useful—but attention alone is not a sale.

8. A discount cannot fix an offer people do not understand.

9. Consistency helps, but repeating a weak message will not improve it by itself.

10. Before you copy what works for another business, check whether it fits yours.
Customize every hook

A hook is a promise about what follows. Make sure the body of the post answers the question or delivers the
value implied by the opening.

18
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BONUS 2

The one-page social media content builder

Copy this page into your workflow and complete it whenever you need to create a post. It is designed to
reduce guesswork, not to make every post sound identical.

1. AUDIENCE

Who specifically is this post for?

2. PROBLEM / GOAL

What problem, question, or desired result matters to them?

3. HOOK

What opening will make the right person want to continue?

4. CONTEXT / STORY

What situation, example, or explanation makes the message relevant?

5. SIMPLE MESSAGE

What is the one point they should understand?

6. PRACTICAL VALUE

What useful tip, demonstration, or resource will they receive?

7. OFFER CONNECTION

How does my product or service relate to this need?

8. CALL TO ACTION

What is the one next step?

9. HONESTY CHECK

Are all claims, examples, deadlines, and limits accurate?

Final draft:
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BONUS 3

10 before-and-after marketing examples

The “before” versions are intentionally generic. The “after” versions show one possible direction; adapt them to
your real product, audience, and evidence.

1. Clothing
Before: We sell beautiful dresses. Message us.

After: Looking for an oultfit for [occasion]? Browse our current styles and check the size and fabric details to
find an option that suits your plans.

2. Coaching

Before: | am a life coach. Book a session.

After: Feeling stuck on a decision or goal? My coaching sessions provide structured space to clarify what
matters and identify practical next steps. Message me to ask whether the service fits your needs.

3. Online course
Before: Our course is now available. Buy today.

After: Want to learn [specific skill]? The course walks you through [key steps] and includes [real resource or
practice]. Review the outline to see whether it matches your learning goal.

4. Food business

Before: We sell tasty cakes. Order now.

After: Planning a birthday or gathering? Explore our cake flavours and sizes, then message us with your date
and serving needs so we can confirm what is available.

5. Consulting

Before: We offer business consulting services.

After: Working through [specific business challenge]? We help clients assess the situation, identify priorities,
and plan next steps. Contact us to discuss your needs and see whether we are a fit.

6. Beauty product

Before: Buy our skincare products for glowing skin.

After: Choosing skincare can be confusing. Start by checking your skin needs, the product ingredients, and
the directions for use. Read our product details to decide whether this option suits you.

7. Fitness service

Before: Join my fitness programme today.

21
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After: Want a more structured exercise routine? The programme includes [actual components] and is
designed for [appropriate audience]. Review the details and consider your needs before joining.

8. Digital planner

Before: My planner is available for download.

After: If your tasks are scattered across notes and messages, this planner gives you a place to organize
priorities and review your week. Preview the pages before deciding whether it fits your workflow.

9. Photography

Before: Book me for your events.

After: Planning an event and want the key moments documented? View the portfolio, check the package
details, and send your event date to ask about availability.

10. Social media service

Before: We help businesses grow online.

After: Need a clearer content routine? We help businesses plan posts around their audience, message, and
goals. Send a brief description of your business to discuss the kind of support you need.

Why the improved versions are stronger

They give context, identify a customer need, explain a practical benefit or next step, and avoid unsupported
guarantees. They are not guaranteed to convert better; test the versions with your actual audience.

22
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BONUS 4

Seven-day content planner

Use this planner to turn the guide into a week of purposeful content. You do not have to publish every day;
adjust the schedule to your capacity and the needs of your audience.

CONTENT GOAL TOPIC / HOOK VALUE + CTA RESULT TO REVIEW
1

Understand a customer

problem

2 Teach one useful tip

3 Share a story or lesson

4 Explain a product
benefit

5 Answer a common
guestion

6 Demonstrate or
compare

7 Invite a relevant next
step

Weekly reflection

The topic that seemed most relevant to my audience:

The question or objection | heard most often:

The action people took:

The change | will test next week:

Remember: use content goals that match your business. Educational posts, product demonstrations, stories,
and direct offers can play different roles in the customer journey.

23
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BONUS 5

Social media post scorecard

Score each item from 1 to 5 before publishing. One means “not yet”; five means “strong and clear.” Use the
score to guide editing—not as a promise of performance.

CRITERION CHECK SCORE (1-5)

Audience Is this relevant to the intended audience? o
Hook Does the opening give a real reason to continue? -
Clarity Is the main message easy to understand? .
Value Does the post offer a useful idea, example, or resource? o
Offer fit Does the offer connect naturally to the message? -
CTA Is the next step specific and easy to follow? -
Accuracy Are claims, testimonials, prices, and deadlines truthful? -
Total score: / 35

As a practical editing rule, consider revising a post that scores below 25. This is a working guideline for this
toolkit, not a scientifically validated threshold or a reliable predictor of sales.

Final check before publishing
 Does the first line match the content that follows?
¢ Is the post relevant to the audience | want to reach?
« Is the offer understandable and accurately described?
« Is the call to action appropriate and functional?
« Have | checked spelling, links, prices, dates, and other key details?

e Can | identify what result | will review after publishing?

24
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KEEP GOING

Your next step: publish, observe, improve

You now have a simple process you can repeat. The work does not end when you publish: use real audience
responses to learn what to clarify, what to test, and what to keep.

Your repeatable process

STEP YOUR ACTION

1. Choose Choose one audience, one problem, and one message.

2. Open Write a hook that earns relevant attention.

3. Explain Use a simple explanation, story, or example.

4. Help Give practical value that fits the topic.

5. Connect Show how the offer relates to the audience's need.

6. Invite Give one clear next step and use urgency only when genuine.
7. Learn Review relevant signals and improve one element at a time.

My commitment for the next seven days

The offer | will focus on:

The audience | will speak to:

The day | will create my first post:

The result | will measure:

The date | will review what | learned:

One final reminder

You do not need to make every post perfect. You need a clear audience, a useful message, an honest offer,
a next step, and a willingness to learn from what happens.

STOP SCROLLING, START SELLING

From Posts to Profits

A practical content guide for creating clearer, more useful, and more action-oriented social media marketing.

Educational note: This guide provides general marketing education. Examples are illustrative, not guarantees of results. Adapt all
advice to your product, audience, platform, applicable laws, and business circumstances.
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Market-Specific Examples

The principles in this guide can work across markets, but the details should sound familiar to the people you
want to reach. Use the Nigerian examples when they fit your customer base; use the international examples
when you serve customers across countries. Always adapt prices, delivery promises, payment methods,
language, and regulations to your actual business.

Example 1: Nigerian small business

Offer: A small business selling ready-to-wear oultfits.
Hook: “Need an outfit for an owambe, wedding, or work event—and want to check the details before ordering?”

Value: “Before you order, confirm the size chart, fabric, delivery timeline, and exchange policy. These four
checks can help you choose with more confidence.”

CTA: “Send us your preferred style and event date to check available options.”

Why it works: It uses a context that may be familiar to some Nigerian buyers and gives practical buying
guidance. Use “owambe” only when it fits your audience.

Example 2: Nigerian service provider

Offer: A social media manager serving local businesses.
Hook: “Are you posting for your business every week but still unsure what is bringing enquiries?”

Value: “For your next five posts, record the goal, the CTA, and the result—such as relevant messages, link
clicks, bookings, or sales. This gives you more useful information than likes alone.”

CTA: “If you want help building a content plan around your business goals, message me to discuss the service.

Example 3: International digital product

Offer: A downloadable weekly planning template.
Hook: “If your tasks are scattered across notes, emails, and messages, try giving your week one home.”

Value: “Choose your three priorities, list the next action for each, and block time for the first step. Keep the plan
visible and review it at the end of the week.”

CTA: “Preview the template pages to see whether the layout fits your workflow.”

Example 4: International consultant

Offer: A consulting service for small businesses.
Hook: “Before you invest in another marketing tactic, check whether your current offer is clear.”

Value: “Ask a person unfamiliar with your business to explain who the offer is for, what it helps with, and what
the next step is. Any point they cannot explain may need rewriting.”

CTA: “If you want a structured review of your offer and messaging, contact me to discuss scope and fit.”



STOP SCROLLING, START SELLING

Localization Checklist

Before publishing for a specific market, review these details:

e Language: Use the words your customers actually use; avoid slang that may confuse a wider audience.
e Currency and pricing: State the correct currency, what is included, and whether extra fees apply.
 Delivery or access: Be accurate about delivery zones, timelines, downloads, and support.

« Payment: Mention only payment options you genuinely accept and can support.

e Proof: Use real testimonials, accurate product images, and claims you can substantiate.

* Urgency: Use genuine deadlines or capacity limits only—never fake scarcity.

e Customer questions: Address the questions buyers in that market commonly ask before purchasing.

« Compliance: Check relevant advertising, privacy, consumer-protection, and platform rules.

Use the example as a structure, not a script

The strongest version is the one that fits your real offer, customer language, and service capacity. Replace
every illustrative detail with facts you can stand behind.

A simple rule for any market

Be specific about the customer's situation, give a useful next step, explain your offer clearly, and make it easy to
act. The framework stays consistent; the examples should change with the audience.




