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COURSE MATERIAL
Message Hypothesis Worksheet
Your message is a hypothesis until the market confirms it. Draft it, test it against 20 to 30 real prospects, and let their language refine it.
PART I   Pre-Market
1. What is the niche?

	Type your answer here — this space expands as you write.





2. What is their current situation?

	Type your answer here — this space expands as you write.





3. What is their desired situation?

	Type your answer here — this space expands as you write.





4. What version number is this hypothesis?

	Type your answer here — this space expands as you write.





5. Does this niche have its own language? Capture the key words, phrases, and statements they use.

	Type your answer here — this space expands as you write.





6. Define your message in one or two sentences using the Message Equation.
I help [niche] to [get result] by [your offer], without them having to [problem or pain].

	Type your answer here — this space expands as you write.





7. Rate your message hypothesis from 1 to 10 for how well you expect it to resonate, before any feedback.

	Type your answer here — this space expands as you write.





PART II   Live Market Feedback
1. Make the offer. Cross off a number each time you test this hypothesis with a real prospect. Make at least 20 to 30 offers before judging it.
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2. What words or phrases do you hear prospects repeat, over and over?

	Type your answer here — this space expands as you write.





3. What stories do prospects tell that recur across multiple calls?

	Type your answer here — this space expands as you write.





4. What metaphors and analogies do they use?

	Type your answer here — this space expands as you write.





5. What topics leave your prospect flat, bored, or deflated?

	Type your answer here — this space expands as you write.





6. What topics make your prospect light up?

	Type your answer here — this space expands as you write.





7. What language of yours did NOT resonate?

	Type your answer here — this space expands as you write.





8. What language of yours DID resonate?

	Type your answer here — this space expands as you write.





9. What are your best metaphors and analogies for your key points?

	Type your answer here — this space expands as you write.





10. Rate the hypothesis again, 1 to 10, after feedback.

	Type your answer here — this space expands as you write.





11. Based on all of the above, how will you improve the next version?

	Type your answer here — this space expands as you write.






	After 20 to 30 offers: collect the feedback, form your improvements, write the next hypothesis, and run it again. The market writes your message. Your job is to listen and iterate.
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