Hot V.S. Cold Audience

How to adjust your copy to increase conversions



Buyer’s Journey

@ §
Same offer. Same niche.

Different audience temperature = different
RESULTS.



What determines audience temperature?

v Awareness of the problem
v Awareness of the solution

v Trust in you specifically



Cold

Warm

Hot

3 Temperatures

Knows Problems Knows Solution
No No

Yes Maybe
Yes Yes

Trusts You

No

Maybe

Yes



Cold Audience = Education + Curiosity

They're thinking:

= “|s this even a real problem?”

= “Who are you again?”

Copy Goal: Create awareness + new possibilities

Do: intrigue, storytelling, stats, visuals
Don’t: push the offer immediately



Warm Audience = Trust + Proof

They're thinking:
= “This is my problem.”
= “But why should | believe YOU?”

Copy Goal: Case studies + credibility + quick wins
Lead them toward solution awareness



Hot Audience = Decision + Urgency
They’re thinking:
= “| know you, | know the solution.
Should | do it NOW?”
Copy Goal: Remove risk + urgency + clarity of outcome

Do: scarcity, guarantee, bonuses
Don’t: educate. SELL



“Temperature Mismatch” = No Sale

Examples of wrong message / wrong time:

Y Hot pitch to a cold audience — spam
X Educational content to a hot buyer — boredom
X Emotional storytelling to a proof-seeking warm buyer — mistrust



Ask Yourself These Questions:

Who am | speaking to? (Cold/Warm/Hot?)
What do they believe today?
What must they believe next to move forward?



Examples:

For Cold Audiences

b ”

“The real reason you're struggling isn't . It’s

For Warm Audiences

“Here’s the step we changed that created  resultin __ time.”

For Hot Audiences

“Enroliment closesin . Sayyesto  today.”



