
Continuity Bonus Offers
watch full video here
Key takeaways

Checklist

Continuity bonus offers give the customer an awesome thing if they sign up for continuity
today.
The bonus itself should typically have more perceived value than the first continuity
payment.
Bonuses can be one-time upfront gifts or ongoing monthly/recurring extras to help
acquisition and retention.
Bonuses and discounts are two levers: bonuses add value (add good stuff); discounts
lower cost (take away bad stuff). Use both.
Offer urgency: make the bonus available only if they join right now to increase
conversions.
Bonuses can be offered as a standalone purchase or made exclusive to continuity
buyers.
Continuity generates less cash up front, so stack offers (big front-end cash offers,
upsells, downsells) and then use continuity + prepay discounts to hit short-term profit
goals and front-load cash.
Bonuses work for products (complimentary items), services (defined programs,
onboarding, setup, features), and digital products (archives, lifetime discounts).
Use bonuses to increase signup rates massively (example: gym owner closed 70–80%
by giving a valuable challenge free when people signed up for membership).
Test pricing and distribution (how much cash now vs how many take continuity) to
choose the right percentage and balance for your business.

1. Define the bonus and its value
Identify an “awesome thing” to give (product, program, onboarding, features, past
content archive, monthly item, etc.).
Why: the bonus must feel highly valuable—often more valuable than the first
continuity payment—to drive initial acceptance and perceived immediate ROI.

2. Ensure bonus value > first continuity payment
Price or position the bonus so its perceived value exceeds the first month’s payment
(example: $600–$1,000 bonus for a $200 first payment).
Why: when the bonus is worth more than the first payment, customers perceive a
strong deal and are more likely to start continuity.

3. Choose bonus timing: one-time upfront vs ongoing monthly
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Decide whether the bonus is an up-front gift to get people in now (e.g., all past
products) or a recurring bonus to increase retention (e.g., a new toy every month).
Why: upfront bonuses increase signups; recurring bonuses help keep members and
extend lifetime value.

4. Offer discounts as complementary lever
Combine free bonuses with cost reductions (prepay discounts, lowered fees) or
present the bonus alternatively as a purchase discount.
Why: free items and discounts both influence decisions differently; using both
maximizes conversion and perceived value.

5. Add urgency to the bonus offer
Limit the bonus to people who join right now or present it as a time-sensitive
opportunity.
Why: urgency accelerates decisions and increases immediate conversions into
continuity.

6. Decide exclusivity: standalone purchase vs continuity-exclusive
Choose whether customers can buy the bonus on its own or only get it if they buy
continuity.
Why: exclusivity can drive more continuity signups; allowing standalone purchase
can capture higher upfront cash depending on strategy.

7. Sequence offers to stack cash and LTV
Structure the funnel: big cash attraction front-end offer → upsells → downsells →
continuity soft pitch with bonus → offer prepay discounts for multiple months.
Why: front-loading cash from attraction offers and upsells makes it easier to be
profitable early; prepay discounts after continuity commitment increase 30-day profits
and fund advertising while stacking recurring revenue.

8. Use bonuses for onboarding and better experience
Create bonuses that are structured onboarding programs, short-term accelerators,
setup, or VIP features.
Why: structured onboarding increases success and retention; giving a valuable
onboarding program as a bonus makes membership more attractive and leads to
longer-term members.

9. Consider framing and goodwill (gift framing)
Present the bonus as a free gift for becoming a member rather than a forced add-on.
Why: gift framing creates goodwill, increases perceived generosity, and raises signup
rates (as in the gym example).

10. Test price points and distributions
Run tests to determine the right balance between cash up front and people taking
continuity (e.g., trials vs paid monthly vs prepaid discounts).
Why: different businesses need different distributions of cash now vs recurring
subscribers; testing reveals the percentage to hit your desired cash and volume
goals.
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Examples:

Notes:

11. Monitor first-month cash and profitability
Track how much continuity contributes to initial cash and ensure overall profitability
by relying on front-end cash and upsells as needed.
Why: continuity alone often yields less cash now; you must ensure 30-day profit
goals by stacking offers and prepay incentives.

12. Replicate successful patterns (mix-and-match)
Combine structures (mid-back offers, rollover offers, lifetime discounts) as needed—
mix Lego pieces to extend LTV.
Why: many businesses combine continuity mechanics; mixing proven pieces can
optimize results and lifecycle value.

Newsletter example: Advertise “get all my courses free” framed as a $24,000 value if you
start a $399/month newsletter free trial; thank-you page upsell: pay $299/month today to
get all back newsletters and lock in lifetime discount.
Gym example: Increase the challenge price, then give the challenge free as a gift to
anyone who signs up as a member—result: closed 70–80% of walk-ins at full price.
Pet food (physical product): One-time bonus — “get every dog toy we’ve ever made free
(an $800 value) when you sign up for monthly food shipments at $59/month.” Monthly
bonus — “get a new dog toy every month as a member.”
Service example: One-time bonus — a $1,000 short-term accelerator free when you
become a $100/month member. VIP extras — first-line access to events, better/faster
support reps, longer support hours.
Digital product example: One-time bonus — “get all past 40 newsletters (valued at
$15,800) by becoming a member today for $3.99/month after a 30-day free trial.” Upsell:
pay today to lock in a lifetime discount plus lifetime bonuses.

Continuity bonuses are flexible and combinable; focus first on learning each “brick”
(single mechanics) before building complex combinations.
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