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Section 1� Product Naming Psychology

Product Naming Psychology
Your product name is the first sales conversation you have with a buyer. It happens before

they read a single word of your description. Before they see your price. Before they think

about clicking anything.

A strong name communicates three things simultaneously: who the product is for, what it

delivers, and why now. A weak name communicates none of those things — and the buyer

moves on in seconds.

This section covers exactly why names succeed or fail, gives you ten practical naming

formulas, and ends with a checklist for refining whatever name you currently have.

Why Names Convert or Fail
Most beginners name products the way they would title an essay — descriptively, accurately,

and completely without the buyer in mind. The result is something like "A Guide to Email

Marketing" or "Digital Product Basics." These names fail not because the products are bad,

but because the name does not answer the buyer's first question: is this for someone like me?

Names fail for four predictable reasons. First, they are too broad — the topic is named instead

of the outcome. Second, they describe the format rather than the transformation. Third, they

use the creator's vocabulary rather than the buyer's. Fourth, they omit urgency or context,

leaving the buyer with no reason to choose this over something else.

A converting name pulls the right buyer in and lets the wrong buyer self-select out. Both

outcomes are correct. A name that tries to appeal to everyone converts for no one.
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 Audience signal — who this is for. Not a demographic, a situation. "Beginner," "first-time," "remote

worker," "freelancer in year one."

 Outcome — what changes after using the product. Concrete and observable. "First product," "first

client," "paid in 30 days," "debt-free plan."

 Mechanism — how the outcome is achieved. The system, method, or framework. "Blueprint,"

"system," "method," "protocol," "formula."

 Time frame — when the outcome happens. "7 days," "48 hours," "30 minutes," "one weekend." This is

optional but powerful when accurate.

The 4 Elements of a Strong Product Name
Every name that consistently converts contains at least three of these four elements. A name

with all four is as strong as it can be.

A name does not need to include all four explicitly. Some elements are implied by context. But

naming improves consistently when you consciously identify which elements are present and

which are missing.

10 Practical Naming Formulas
These formulas are tools, not templates to be filled in blindly. The best product name comes

from applying the formula to your specific product and then refining until it reads naturally.

Formula 1� The Time-Frame System

Pattern: The �Time Frame] �Result� System: �Subtitle for Context]

Example: The 7�Day Digital Asset System: Beginner to First Product Blueprint
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Example: The 48�Hour Beginner Launch Blueprint: From Finished Product to First Sale &

Traffic

Formula 3� The Method

Pattern: The �Adjective] �Topic� Method: How to �Specific Outcome]

Example: The Minimal Desk Method: How to Design a Workspace That Eliminates Daily

Distraction

Formula 4� The Protocol

Pattern: The �Result� Protocol: A �Number]-Step System for �Audience]

Example: The Scope Control Protocol: A 5�Step System for Freelancers Who Lose Projects to

Scope Creep

Formula 5� How to �Verb� �Specific Outcome] in �Time Frame]

Pattern: How to �Verb� �Outcome] in �Time Frame]

Example: How to Set Your Freelance Rate in One Afternoon — Without Guessing

Formula 6� The �Audience]-Specific Guide

Pattern: The �Audience]'s Guide to �Outcome]: �Subtitle]

Pattern: The �Time Frame] �Result� Blueprint: �Who It's For]

Formula 2� The Blueprint
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Example: 5 Formulas for Writing Cold Emails That Get Read — For Freelancers Without a

Following

Formula 8� The Problem-Solution

Pattern: �Problem Statement]: The �Mechanism] for �Audience]

Example: Scope Creep Is Costing You: The Boundary Framework for Early-Stage Freelancers

Formula 9� The Transformation

Pattern: From �Starting State] to �End State]: A �Product Type] for �Audience]

Example: From Finished Product to First Sale: A Platform Setup Guide for First-Time Digital

Sellers

Formula 10� The Specific Action

Pattern: �Verb� Your �Asset� in �Time Frame]: The �Beginner/Audience] Playbook

Example: Launch Your First Digital Product in 48 Hours: The Beginner's Platform Playbook

Example: The Freelancer's Guide to Client Onboarding: A Repeatable System for Solid Project

Starts

Formula 7� The Number Framework

Pattern: �Number� �Steps/Rules/Formulas] for �Outcome] — �Audience Qualifier]
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A secondary test is the search test. Type your product name into a search engine. Does the

result page show products similar to yours? Competing products in a search result confirm

that your name has the right language for the audience already searching. No results in your

niche is usually a warning sign — it suggests the terminology in your name does not match

how buyers actually search.

Common Naming Mistakes Beginners Make
 Using the product's topic as the name instead of its outcome. "Email Marketing Guide" describes a

topic. "Write Professional Emails in Half the Time" describes an outcome.

 Naming for themselves rather than the buyer. Creators often use industry terminology or frameworks

they are familiar with that buyers do not recognize or search for.

 Over-cleverness. Names that are puns, metaphors, or brand-style words with no descriptive content

confuse buyers. Clarity converts better than creativity.

 Omitting the audience. A name without an audience signal forces the buyer to self-identify — extra

cognitive work that reduces conversions.

 Making the name too long. A name that requires two lines to read is harder to process. Aim for the

subtitle to carry the detail while the main title stays scannable.

How to Test Name Clarity
A name is clear when a stranger can read it and answer two questions correctly: who is this

for, and what will they be able to do after using it?

The fastest test is the stranger test. Read your product name to someone who has no context

for your product. Ask them: "Who do you think buys this?" and "What do you think it does?" If

their answers are accurate, the name is clear. If they guess wrong or say they are not sure, the

name needs work.
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The name passes the stranger test and the search test□ 

No income claims, exaggerated superlatives, or urgency language in the name□ 

The name contains at least two of the four elements: audience, outcome, mechanism, time

frame

□ 

A stranger can identify the target buyer from the name alone□ 

A stranger can state the core outcome from the name alone□ 

The name does not use jargon unfamiliar to a beginner buyer□ 

The name fits on one line as a product title — subtitle handles the detail□ 

Read the name aloud — it sounds like a real product, not a file title□ 

Name Re�nement Checklist
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Section 2� Pricing Psychology

Pricing Psychology
Pricing is not a math problem. It is a positioning decision. The number you choose

communicates something to the buyer before they have assessed the content — it signals

what kind of product this is, what level of seriousness is expected, and whether the offer is

worth their time.

Most beginners get this wrong in the same direction: they underprice. Not from generosity, but

from anxiety. They fear that a higher price will stop sales. In practice, the relationship between

price and buyer behavior is more nuanced than that — and understanding it changes how you

approach every product you build.

Why Beginners Price Incorrectly
The most common pricing error is anchoring the price to personal affordability rather than to

buyer perception. A creator who would not personally spend $37 on a PDF tends to price their

own product at $7 — even if the product delivers significantly more value than that price

suggests.

The second most common error is competing on price without realizing it. When a beginner

sees a similar product at $17, they price theirs at $12 to undercut. This creates a race that

produces no advantage, because buyers who are making a decision based on a $5 difference

are not your target buyers.
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The Anchoring Principle, Explained Simply
Anchoring is the tendency for people to use the first number they see as a reference point for

evaluating subsequent numbers. In product pricing, this means the price a buyer sees first

shapes whether your price feels expensive or reasonable.

When you present your product at $37 alongside a bonus valued at $97, the $37 feels like a

significant discount — even though the buyer never had the opportunity to purchase the

bonus at $97. The anchor creates the perception of value.

You do not need elaborate pricing tricks to use this principle. Simply naming the value of what

the buyer receives — the core product, the bonus, the resource pack — before presenting the

price is enough. If the total described value is $97 worth of structured guidance and the price

is $37, the buyer evaluates $37 relative to $97, not relative to zero.

Entry-Level vs. Premium Positioning
These are two distinct strategies, not just two price points. Entry-level positioning means

pricing low to reduce friction and maximize volume. The product is a first-touch — the goal is

to get buyers into a funnel where they might purchase more. Premium positioning means

pricing higher to attract buyers who are ready to invest and who associate price with quality.

For a first digital product in the beginner information space, neither extreme typically serves

the creator well. Under $10 attracts volume but signals low value and low commitment. Over

$100 requires a well-developed sales page and a stronger trust signal than most beginners

can provide.

Price communicates value before the buyer reads anything. A product priced too low creates a

trust problem — not a cost problem. The buyer thinks: if this were actually useful, it would cost

more.
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The $17�$47 range is practical for beginner digital products because it is low enough to

reduce purchase friction and high enough to suggest genuine value. Within that range, the

right price depends on the specific product and its positioning.

How to Choose Between $17, $27, $37, and
$47

Rather than guessing, evaluate four factors.

 Scope: How long is the product and how complete is the instruction? A 20-page guide with light

structure belongs lower in the range. A 50-page system with checklists and templates belongs higher.

 Bundle depth: Are you selling one item or three? A 3-stack product — core guide, quick-win bonus,

resource pack — justifies the upper range.

 Audience awareness: How familiar is your buyer with paying for digital information products?

Audiences on WarriorPlus are conditioned to this price range. General audiences reached via social

media may need lower entry points.

 Funnel position: Is this a standalone product or a front-end offer with an upsell? Front-end offers in a

funnel are typically priced $7–$27. Standalone offers with no upsell can sit $27–$47.

Practical Rule

If your product is a complete 3-stack bundle with 40+ pages of structured content, $27�$37 is

the appropriate range. If it is a focused single guide under 30 pages, $17�$27 is correct. If it

includes a substantial walkthrough or system that saves real time, $37�$47 is defensible.
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Perceived Value vs. Actual Value
Actual value is what the product contains. Perceived value is what the buyer believes they will

get. These are related but not identical. A product with high actual value and poor presentation

will be undervalued. A product with moderate actual value and strong presentation will be

perceived as more valuable.

Perceived value is built through: clear naming that signals a complete system, a structured

bundle with named components, a well-written description that communicates outcomes

rather than features, and a professional delivery experience. None of these require design

skills. They require intentional framing.

The most direct way to increase perceived value without changing the product is to describe

what the buyer gets at the system level — not the component level. "A complete digital

product creation system with a main guide, a fast-start bonus, and an implementation toolkit"

reads as higher value than "a PDF and some extras."

How Underpricing Hurts Trust
In markets where the buyer cannot evaluate product quality before purchasing, price is one of

the few available trust signals. A product priced at $3 triggers a question in the buyer's mind:

why is this so cheap? What is wrong with it?

This is not irrational behavior. It mirrors how buyers evaluate physical products. A $3 steak

raises questions. A $35 steak raises fewer. The price signals production quality, material

quality, and seller confidence — even when none of those signals are logically derived from

the number.
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For digital products, pricing below $10 typically works only when the seller has established

trust through other means — a large audience, a well-known brand, or a high-volume launch

strategy. Without those elements, underpricing often reduces conversions rather than

increasing them.

Price sits within $17�$47 for a beginner 3-stack digital product□ 

No income claims or earnings projections appear alongside the price□ 

Price has not been set lower than a competing product purely to undercut□ 

Price Validation Checklist
Price is set before the sales page is written — not adjusted while writing copy□ 

Price reflects the bundle as a whole, not just the core product□ 

Price is consistent across all platforms where the product is listed□ 

Platform transaction fees are factored into the chosen price□ 

Described value of the full bundle is stated before the price in the listing□ 
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Section 3� Sales Page Psychology

Sales Page Psychology
A sales page has one job: give the right buyer enough information to make a confident

decision to purchase. That is all. It is not a brochure. It is not a performance. It is a structured

answer to the question every buyer is silently asking: is this worth my time and money?

Most beginner sales pages fail at one of two extremes. Either they say too little — a short

description with no structure — or they say too much in the wrong order, leading with features

instead of the buyer's problem. This section gives you the structure that works and explains

why each element is where it is.

What Actually Makes People Buy
Buyers do not purchase products. They purchase outcomes they believe the product will

deliver. The job of your sales page is to make that belief credible and specific.

Credibility comes from specificity. Vague promises — "transform your productivity," "achieve

financial freedom" — create skepticism because they have been used too many times to mean

anything. Specific outcomes — "a complete product skeleton built in under two hours" or

"three named files ready for platform upload by Day 5" — create credibility because they

describe something observable.

Clarity outperforms persuasion every time. A buyer who understands exactly what they are

getting and why it solves their problem will purchase without being pushed. A buyer who is

confused but persuaded will purchase with doubt — and is far more likely to request a refund.
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The Structure of a Simple Converting Sales
Page

The Headline

The headline is your product name plus a one-line clarification of who it is for. It is not a

tagline. It is not a mission statement. It answers: what is this and who should keep reading?

Strong headline structure: �Product Name] — �One-line statement of what the buyer will

achieve and for whom]. Keep it under twenty words. Every word should do work.

The Problem

Before describing your solution, name the problem the buyer is in right now. Not in abstract

terms — in specific, recognizable terms. If the buyer recognizes their exact situation in the

first two sentences of the problem section, they will keep reading.

Write the problem from the buyer's perspective, not the creator's. Do not analyze their

psychology. Describe their situation. "You finished the product. Now you need to figure out

how to list it, price it, and get it in front of buyers — and you have no clear map for any of

that." That is a problem statement. It is specific, recognizable, and free of judgment.

The Solution

State clearly what the product is and how it resolves the problem. One to two short

paragraphs. This is not where you list features — that comes later. This is where you name the

transformation at the system level.

"This blueprint walks you through naming, pricing, listing, and launching a digital product in 48

hours — with a written step-by-step walkthrough for both WarriorPlus and Gumroad." That is a

solution statement. Specific, complete, free of hype.
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The System Explanation

Briefly describe how the product works — the structure, the sequence, the logic. Buyers buy

systems more readily than they buy collections of information. Showing that your product has

a defined sequence and a clear progression from start to finish increases confidence.

This section does not need to be long. Two to four sentences describing the internal logic of

the product — what order the buyer works through it, what each section does, and what they

have at the end — is sufficient.

What They Get

List the components of the bundle with a one-sentence description of each. Use the

component names exactly as they appear in the product files. This section should feel like an

inventory, not a marketing pitch.

Example format: Component name / What it contains and what it does for the buyer. Repeat

for each component. Bullet points work well here. Short sentences. No adjectives that do not

add information.

Risk Reversal

State your refund policy clearly and simply. Do not hide it. Do not bury it. A buyer who sees a

clear, fair refund policy is more confident purchasing — not less. The presence of a visible

guarantee signals that you believe in the product.

Keep it one to two sentences: "If you complete the system and it does not deliver what is

described here, contact us within 30 days for a full refund." Plain language. No conditions that

read like legal fine print designed to prevent refunds.
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The Call to Action

The call to action is the button and the sentence immediately above it. The sentence should

name exactly what happens when the buyer clicks: "Get instant access to The 48�Hour

Beginner Launch Blueprint for $37." No mystery, no pressure, no countdown timers.

The button label should be active and specific: "Get Instant Access" or "Download Now" or

"Start the Blueprint." Avoid labels like "Buy Now" — they name the action from the seller's

perspective, not the buyer's.

Logical Persuasion vs. Emotional
Manipulation
The distinction is simple. Logical persuasion gives the buyer accurate information and lets

them make a well-informed decision. Emotional manipulation uses pressure, false urgency, or

exaggerated claims to override the buyer's judgment.
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Cut these on your first revision pass: "In this comprehensive guide," "packed with value,"

"everything you need to know," "life-changing," "revolutionary," "a must-have for anyone

who..." Replace each cut phrase with a specific fact about the product.

Read your sales page aloud. If you would not say a sentence in a direct conversation with

someone interested in your product, cut it or rewrite it. Copy that sounds like a person wrote it

converts better than copy that sounds like it was assembled from a swipe file.

Fake countdown timers that reset. "Only 3 spots left" on a digital product with unlimited

inventory. "This price is going away forever" when the price is permanent. These tactics

produce short-term conversions and long-term distrust. They also attract the highest refund

rates, because buyers who purchase under pressure often regret it.

The alternative is not a passive, underconfident sales page. It is a clear, well-structured one

that makes the case for the product honestly. Confident, specific, accurate — this converts

better over time than any manipulation tactic.

How to Avoid Robotic Copy
Sales page copy sounds robotic when it is written in the passive voice, uses filler phrases that

add no information, or strings together adjectives without making a point.

Sales Page Self-Review Checklist
Headline includes the product name and a one-line audience/outcome statement□ 

Problem section describes the buyer's current situation in recognizable, specific terms□ 

Solution section states the transformation at the system level — not the feature level□ 

System explanation shows the product's internal logic and sequence□ 



Page 21

The 48�Hour Beginner Launch Blueprint

What You Get section lists all components with one-sentence function descriptions□ 

Refund policy is present, visible, and written in plain language□ 

Call to action names the price and what the buyer receives — no mystery□ 

No fake urgency — no artificial countdown timers or false scarcity claims□ 

No income claims or earnings projections anywhere on the page□ 

Sales page reads naturally aloud — no robotic transitions or filler phrases□ 
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Section 4� WarriorPlus Complete Setup

WarriorPlus Complete Setup Guide

WarriorPlus is an affiliate marketplace and payment processor used primarily for digital

information products. It is the dominant platform in the beginner-to-intermediate digital

product space — which means buyers already browse it, affiliates already promote on it, and

the infrastructure for running a launch is already in place.

This walkthrough covers every step from account creation to a tested, live product listing.

Follow each step in order. Do not skip the testing phase.

Creating Your Account
Go to warriorplus.com and click the sign-up link. You will be asked for a full name, email

address, username, and password. Choose a username that is professional — it appears on

your product listings and affiliate communications.

After submitting your registration, check your email for a confirmation link. Click it to verify the

account. Once verified, log in and complete your profile. At minimum, set your profile photo or

brand logo, your display name, and your country.

Your account begins as a buyer account. To sell products, you need vendor approval, which is

the next step.
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The review typically takes one to three business days. During this period, you can continue

setting up your payment processor and preparing your product files. You cannot activate a

product listing until vendor approval is confirmed, but you can create the listing in draft form.

If you are asked to provide a sample or additional information, respond promptly and

professionally. A clear, specific description of your product accelerates approval.

Connecting Your Payment Processor
Before creating a product, connect a payment processor. Navigate to Settings, then Payments.

WarriorPlus supports PayPal and Stripe. If you are using PayPal, you need a PayPal Business

account — a personal account will not work for receiving commercial payments. If you are

using Stripe, you need a Stripe account with your bank details fully configured.

Click Connect next to your chosen processor. You will be redirected to that platform's

authorization page. Grant WarriorPlus permission to process payments on your behalf. Return

to WarriorPlus and confirm the connection shows as active.

Test the connection before proceeding. Some accounts show as connected but have a

configuration issue that only surfaces during a transaction. WarriorPlus has a test mode — use

it.

Vendor Approval Process
WarriorPlus requires sellers to apply for vendor status before listing products. This is a manual

review process. To apply, navigate to the Vendor section in your dashboard. You will find an

application form asking for your planned product type, price point, and a brief description of

what you plan to sell.
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In the Price field, enter your chosen price from Section 2. If you want to test a lower price for a

launch period, you can adjust this later, but set it at the intended price now to avoid confusion

during testing.

In the Product Description field, paste your sales page copy or a condensed version of it. This

appears to affiliates reviewing your product. Keep it accurate and specific — affiliates use this

to decide whether to promote.

Uploading Your Product and Con�guring
Delivery
WarriorPlus does not host your product files directly. Instead, it redirects the buyer to a

delivery page after purchase. Your delivery page is a URL you provide — it can be a page on

any hosting service, Google Sites, Carrd, or a simple link page.

Creating a Product Listing

In the product setup form, locate the Thank You Page URL field. Enter the URL of your delivery

page here. This is the page the buyer lands on immediately after a successful purchase. The

page should contain the product name, a brief welcome message, and direct download links

for all three product files.

Navigate to Products in your vendor dashboard. Select Create New Product. You will be taken

through a multi-step product setup form.

In the Product Name field, enter your exact product title as finalized in Section 1. In the Product

Type field, select Digital Product or Software — for most information products, Digital Product

is correct.
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Setting Up Funnel Steps
A funnel on WarriorPlus is the sequence of offers presented to a buyer after they complete a

purchase. For a first product, you may have a single product with no upsell, or you may have a

main product and one upsell.

To configure a funnel, navigate to the Funnel section within your product setup. Set your main

product as the Front End. If you have an upsell, add it as OTO 1 �One Time Offer 1�. Each step

in the funnel has its own price, thank-you page URL, and commission settings.

If you are launching without an upsell, leave the funnel as a single step. You can add upsells

later without affecting the main product's setup.

Commission Settings and Af�liate
Management
In the product setup form, locate the Affiliate Commission field. This is the percentage of each

sale paid to affiliates who promote your product. Standard commission rates on WarriorPlus

range from 50% to 100% for front-end products — 50% to 75% is most common.

Keep the delivery page simple. A clear heading, two to three sentences of instruction, and the

download links are all that is needed. The buyer just purchased — they want the product, not a

marketing message.

For a $37 product at 50% commission, affiliates earn $18.50 per sale. At 75%, they earn

$27.75. Higher commissions attract more experienced affiliates. If your launch depends on

affiliate traffic, 75% is worth considering on a front-end offer where your revenue comes

primarily from upsells.

Test the delivery page URL independently before entering it into WarriorPlus. Open it in a new

browser window and confirm all links work and all files download completely.
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Refund Settings
Navigate to the Refund Settings section within your product. Set your refund period — 30 days

is standard and expected in this market. Select whether refunds are processed automatically

or require manual review.

Automatic refunds reduce administrative overhead but remove your ability to offer alternatives

to an unhappy buyer before the refund is issued. Manual refunds allow you to respond to each

request, which can resolve some issues without a refund. For a first product, manual review is

recommended.

Testing the Checkout
Before activating the listing, complete a full test purchase. WarriorPlus provides a test mode in

your payment settings. Enable test mode, then go to your product page and complete a

purchase using test credentials.

Verify: the checkout page loads correctly, payment processes in test mode, the thank-you

page loads and all download links work, and the buyer confirmation email arrives. Disable test

mode after the test is complete. The product is not ready to activate until every part of this test

passes.

Activating the Listing

In the Affiliate Approval section, you can set affiliate access to automatic approval or manual

review. Manual review means you approve each affiliate individually before they can promote.

For a first launch, manual review gives you control over who is sending traffic to your offer.

When vendor approval is confirmed, payment is connected, the funnel is configured, the

delivery page is tested, and the test purchase passes, set the product status to Active. Your

product listing is now live on WarriorPlus.
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Before sharing the link publicly, open the live product page in an incognito browser window

and review it as a buyer. Confirm the page looks correct, the price is right, and the purchase

button works.
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Section 5� Gumroad Complete Setup

Gumroad Complete Setup Guide
Gumroad is a direct-sale platform designed for simplicity. There is no built-in marketplace, no

affiliate network, and no approval process. You create an account, upload your files, configure

your product page, and share the link. The platform handles payment processing and file

delivery automatically.

This makes Gumroad the fastest platform to get live on — and the most appropriate choice

when you are driving your own traffic rather than relying on platform discovery or affiliates.

Account Setup
Go to gumroad.com and click Sign Up. Enter your email address and create a password.

Confirm your email address using the verification link sent to your inbox.

After logging in, navigate to Settings. Set your creator name — this appears on your product

pages and in buyer receipts. Upload a profile image if you have one. Set your bio to a one to

two sentence description of what you sell and who you help. Keep it factual.

Navigate to Payouts in Settings. Enter your bank account details or connect PayPal for

receiving payouts. Gumroad holds funds for a short period before releasing them — review the

payout schedule in your settings and select the frequency that suits your situation. Set up the

payout method before creating a product, as some configurations take time to verify.
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Set your support email address. This appears on buyer receipts and product pages. Use an

email address you monitor regularly — buyers contact it for download issues, questions, and

refund requests. Missing buyer messages creates negative reviews.

In the Appearance section, you can customize your Gumroad profile page with a cover image

and color scheme. This is optional for a first product — prioritize getting the product live over

visual customization.

Creating a Product
From your Gumroad dashboard, click New Product. Select Digital Product as the product type.

Give the product a name — this is the name that appears on the product page and in buyer

receipts. Use the exact product title finalized in Section 1.

In the Price field, enter your chosen price. Gumroad allows you to set a fixed price or a

minimum price with a "pay what you want" option. For a first product, use a fixed price. The

pay-what-you-want option works well for established creators with an existing audience — it

introduces unnecessary variability for a first launch.

In the Summary field, write a short one to two sentence description of the product. This

appears in search results and link previews. Make it specific — state the audience and the

outcome in plain language.

Pro�le Settings
In the Settings section, review the default VAT and tax settings for your region. Gumroad

handles VAT collection for EU buyers automatically, but confirm this is configured correctly for

your account before your first sale.
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If you choose to offer a discounted launch price, set a higher original price and use Gumroad's

Offer Codes feature to provide a discount code for the launch period. This creates a visible

original price on the product page, which provides the anchoring effect described in Section 2

without false advertising.

File Upload
In the product editing page, scroll to the Content section. Click Upload Files. Upload all three

product files: the core guide, the quick-win bonus, and the resource toolkit. Gumroad stores

the files and delivers them automatically after each purchase.

Wait for the upload confirmation on each file before proceeding. Do not close the browser tab

during upload. After all files upload, open each one through the preview function to confirm it

renders correctly.

File order in the product delivery matters. Reorder the files if necessary so the quick-win

bonus appears first, the core guide second, and the resource toolkit third. Buyers receive files

in this order, which reinforces the consumption sequence.

Pricing Structure and Tiers

Writing the Product Description

Gumroad supports pricing tiers within a single product through its variants feature. You can

offer a standard version and a premium version at different price points. For a 3-stack bundle,

one price tier is appropriate unless you have a meaningful reason to separate components.

In the Description field, paste your sales page content. Gumroad's description editor supports

basic formatting — headings, bold text, bullet points. Use this formatting to structure your

description clearly.
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Delivery Automation and Post-Purchase
Settings
Gumroad handles delivery automatically once files are attached. After a buyer completes a

purchase, they receive a confirmation email from Gumroad with a download link that provides

access to all attached files. You do not need to do anything manually for each delivery.

Navigate to the Product Settings section and find the Thank You Note field. Write a short post-

purchase message here — two to three sentences. Include the consumption sequence: start

with the quick-win bonus, then move to the main guide, and use the resource toolkit

throughout. This message appears in the buyer's confirmation email alongside the download

link.

You can also add a redirect URL to send buyers to a specific page after checkout. This is

optional. If you have a welcome page or an upsell page you want buyers to see immediately

after purchase, enter the URL here. If not, leave it blank — the default Gumroad confirmation

page is clear and functional.

Checkout Con�guration
In the Checkout Settings, review the required fields. Gumroad requires buyers to provide their

email address at minimum. You can optionally require a full name and mailing address — for

digital products, requiring a mailing address is unnecessary friction. Keep the required fields to

email address only.

The description appears on the product page below the product name and price. Buyers scan

it before deciding whether to purchase. Follow the sales page structure from Section 3:

problem, solution, system explanation, what they get, risk reversal, and call to action. Adjust

length based on the platform — Gumroad product pages work well with descriptions of 300 to

600 words.
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Review the receipt settings. The receipt email contains the product name, price paid, and

download link. Confirm the product name displayed in the receipt matches the finalized

product title.

Testing the Purchase
Before publishing the product, use Gumroad's preview function to review how the product

page appears to a buyer. Then complete a test purchase. Gumroad allows you to purchase

your own product for $0 using an offer code with 100% discount. Create a test offer code,

complete the purchase, and verify the confirmation email arrives with all file download links

working correctly.

Download each file from the confirmation email. Open each one and confirm it is the correct

file and renders without errors. Only after this test passes is the product ready to publish.

Publishing the Product
In the product editing page, toggle the visibility from Unlisted to Public. The product is now live

and accessible at its public URL. Copy the URL and open it in an incognito browser window.

Review the page as a buyer would see it — confirm the title, description, price, and purchase

button are all correct.

Share this URL when you are ready to begin sending traffic. Gumroad also provides an embed

option if you want to place a buy button on an external page.
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File Delivery and Checkout Optimization
The purchase experience does not end when the buyer clicks the buy button. It ends when

they have the files in hand, understand what they received, and feel confident about what to

do next. A poor delivery experience — broken links, confusingly named files, no guidance on

where to start — is the most common cause of unnecessary refund requests.

How to Organize Files Professionally
Every file the buyer receives should have a clear, descriptive name that tells them exactly what

it is before they open it. A file named "Final_v3_FIXED.pdf" communicates nothing useful. A file

named "7�Day Digital Asset System — Main Guide.pdf" communicates the product name and

the component type immediately.

Use the naming convention established in the bundle assembly phase: �Product Short Title] —

�Component Name].pdf. Apply this consistently to all three files. The buyer will see these

names in their downloads folder, in the delivery email, and on any delivery page. Consistency

across all three locations builds confidence.

Keep the file names under 60 characters. Longer names truncate on some devices and email

clients, which can confuse buyers about what they downloaded.

None of the work in this section requires technical skills. It requires attention to the buyer's

experience at each step after the purchase.

Section 6� File Delivery & Checkout Optimization
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ZIP Packaging — When and How
On most platforms, you can upload individual files or a single ZIP archive containing all files.

Individual file uploads are generally preferable for digital product bundles because they allow

the buyer to download each component separately and in their preferred order.

ZIP packaging is appropriate when: the product contains more than five files and individual

links would be unwieldy, the product includes folder structure the buyer needs to maintain, or

the platform's file size limit requires compression.

The Instructions Page
For any bundle with three or more components, an instructions page at the start of the delivery

experience significantly reduces confusion and refund requests. This is a single, short

document — one to two pages — that does three things.

First, it confirms what the buyer purchased: names each component and describes it in one

sentence. Second, it provides the consumption sequence: which item to start with and in what

order. Third, it tells the buyer what they should be able to do when they finish: the concrete

outcome that completing the full bundle produces.

This document can be a separate PDF included in the delivery, a section at the start of the

delivery page, or the post-purchase thank-you note. The format matters less than the

presence of the content.

If you use a ZIP archive, name it clearly: �Product Short Title] — Complete Bundle.zip. Include

a read-me file inside the ZIP as the first item, with instructions for which file to open first. A

buyer who unzips an archive and finds seven unnamed PDFs with no guidance is not having a

good experience.
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Avoiding Refund Triggers
Most refunds from legitimate buyers fall into three categories: product did not match the

description, product did not deliver the promised outcome, and buyer could not access or use

the product. The first two are content issues. The third is a delivery issue — and it is entirely

preventable.

Making Buyers Feel Con�dent
Confidence in a digital product purchase is built before, during, and after the transaction. The

sales page builds pre-purchase confidence through clarity and specificity. The checkout

builds mid-purchase confidence through a clean, professional experience with no unexpected

friction. The delivery builds post-purchase confidence through immediate, organized access

to exactly what was described.

The post-purchase communication is where most sellers miss an opportunity. A brief,

professionally written thank-you message — two to three sentences confirming what the

buyer purchased, reminding them where to start, and offering a support contact — turns a

transaction into a relationship. It reduces buyer's remorse before it forms.

 Broken download links are the single most common delivery issue. Test every link before activation

and retest after any changes to the delivery page or file hosting.

 File format incompatibility — sending a .pages file to a Windows user, for example — generates

refund requests. Use PDF for all documents. PDF opens on every device without special software.

 Missing files — delivering two of three promised components — creates immediate distrust. Audit the

delivery against the product description before activation.

 No guidance on next steps — a buyer who downloads three files with no instruction on which to open

first often does nothing. Inaction leads to dissatisfaction even when the product is good.
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Payment Processing Setup
Payment processing is the infrastructure that converts buyer intent into revenue. A

misconfigured payment processor means completed checkouts that produce no funds, failed

purchases that send buyers away, or delayed payouts that create cash flow problems. None of

these issues are complex to prevent — they all come down to completing the setup correctly

before the first transaction.

Connecting Stripe or PayPal
Both Stripe and PayPal work with WarriorPlus and Gumroad. The choice between them

depends on your location, your buyers' typical location, and your preference for payout speed.

Stripe is generally faster to set up and provides cleaner transaction reporting. It requires a

bank account for payouts and typically releases funds within two business days of a

transaction. Stripe is available in most countries — verify availability in your region at

stripe.com before beginning setup.

PayPal is more universally available and some buyers prefer it for familiar trust. The setup

requires a PayPal Business account — not a personal account. Business accounts allow

commercial transactions and provide access to seller protections that personal accounts do

not. If you have a personal PayPal account, convert it or open a new Business account before

connecting it to your platform.

Section 7� Payment Processing Setup



Page 37

The 48�Hour Beginner Launch Blueprint

Connecting to WarriorPlus

In your WarriorPlus dashboard, navigate to Settings then Payments. Click Connect next to

Stripe or PayPal. You will be redirected to the payment platform's authorization page. Log in

with your existing Stripe or PayPal credentials, review the permissions being requested, and

confirm the connection.

Return to WarriorPlus and confirm the connection status shows as Active. Then navigate to a

test product and run a test transaction using the test mode provided. Confirm the test payment

processes and that funds appear (in test form) in your connected account.

Connecting to Gumroad

In your Gumroad dashboard, navigate to Settings then Payouts. Select your payout method —

bank account or PayPal. For bank account payouts, enter your routing number and account

number. For PayPal, enter the email address associated with your PayPal Business account.

Gumroad processes payouts on a weekly basis by default, with a minimum payout threshold.

Review the threshold amount in your settings. If your initial sales are low-volume, the first

payout may take longer than expected simply because the threshold has not been met — not

because of a processing problem.



Page 38

The 48�Hour Beginner Launch Blueprint

Common Mistakes
 Using a personal PayPal account instead of a Business account. Personal accounts have commercial

transaction limits and lack seller protections. This creates refund complications and potential account

restrictions.

 Skipping the test transaction. Many payment connection issues only surface during an actual

transaction attempt. Test mode exists specifically to catch these before real buyers encounter them.

 Not monitoring payouts after the first sale. The first few payouts confirm that the connection is working

end-to-end — from purchase through processing to your account. Check the first three payouts

manually.

 Connecting the wrong Stripe account. If you have multiple Stripe accounts for different projects,

confirm you connected the correct one to each platform.

How to Test Properly
A complete payment test has four stages and is not finished until all four are confirmed.

1. Enable test mode in your platform's payment settings

2. Complete a full purchase using the platform's test purchase flow

3. Verify the test transaction appears in your payment processor's test dashboard

4. Verify the buyer confirmation email arrives with the correct product delivery information

What to Double-Check Before Going Live
 Payment processor account is fully verified — not pending review or requiring additional

documentation

 Bank account or PayPal email is correctly entered — a single-digit error in routing or account

numbers will misdirect payouts

 The connection status in the platform dashboard shows Active, not Pending or Error

 Test transaction has been completed and funds appeared in test mode

 Currency is set correctly for both the platform and the payment processor

 VAT and tax settings are configured for your region — incorrect settings can cause transaction

failures for certain buyer locations
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After passing all four stages, disable test mode. Your payment processing is ready.

Note on Refunds

Configure your refund policy in the platform before your first real sale. A buyer who requests a

refund before you have configured the refund process creates an awkward manual situation.

Set it to 30 days, manual review. This is the standard expectation in this market.
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The 48-Hour Launch Checklist
This checklist breaks the 48 hours from setup to live listing into five phases. Each phase has a

defined output. Complete each phase before moving to the next — the phases are dependent.

A gap in an earlier phase creates a problem in a later one.

Work through this checklist sequentially. Each checkbox represents a completed action, not an

attempted one. If a box cannot be checked, the step is not done.

HOURS 1�4 Platform Setup

Account and Access

Create seller account on chosen platform �WarriorPlus or Gumroad)□ 

Confirm email address via verification link□ 

Complete profile: name, bio, profile image□ 

Section 8� The 48�Hour Launch Checklist

Apply for vendor approval �WarriorPlus) or skip if using Gumroad□ 
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Payment Connection

Open PayPal Business account or Stripe account if not already done□ 

Connect payment processor to platform — status shows Active□ 

Confirm currency setting is correct□ 

Review and configure tax and VAT settings for your region□ 

Product File Preparation

All three product files are in final PDF format□ 

All file names follow the naming convention: �Product Short Title] — �Component].pdf□ 

Open each PDF and confirm it renders correctly on screen□ 

Delivery page built and all download links tested �WarriorPlus)□ 

Files uploaded to Gumroad product and upload confirmed �Gumroad)□ 

HOURS 5�12 Sales Page Finalization

Copy and Description

Product title finalized — passes the name refinement checklist from Section 1□ 

Problem section written — describes buyer's current situation specifically□ 

Solution section written — states transformation at system level□ 

What You Get section lists all three components with function descriptions□ 
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Refund policy stated clearly — 30-day period, plain language□ 

Call to action names the price and exactly what the buyer receives□ 

No income claims anywhere on the listing page□ 

No fake urgency — no countdown timers or false scarcity language□ 

Listing Con�guration

Product title entered in the platform's product name field□ 

Price set correctly — matches the decision from Section 2□ 

Sales page description pasted into the platform's description field□ 

Funnel configured — upsell added if applicable, single product if not□ 

Affiliate commission rate set �WarriorPlus)□ 

Affiliate approval type selected: manual review recommended□ 

Post-purchase thank-you note written and saved□ 

HOURS 13�24 Testing and Corrections

Test Purchase

Test mode enabled in payment settings□ 

Full test purchase completed through the product page□ 

Test transaction appears in payment processor test dashboard□ 
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Thank-you page loads correctly after test purchase□ 

All download links on the thank-you page are functional□ 

All three files download and open without errors□ 

Buyer confirmation email arrives with correct product name and download links□ 

Post-purchase thank-you note appears in confirmation email□ 

Test mode disabled after test passes□ 

Corrections

Any errors found during testing have been corrected□ 

Corrected elements have been re-tested — not assumed correct after the fix□ 

Product page reviewed in incognito browser window — all elements display correctly□ 

HOURS 25�36 Soft Activation

Soft Launch

Vendor approval confirmed �WarriorPlus) — do not activate before approval□ 

Product status set to Active□ 

Live product page URL copied and opened in incognito browser□ 

Live page reviewed as a buyer — title, description, price, and purchase button all correct□ 

One live test purchase completed — not in test mode, using actual credentials□ 
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Live purchase confirmation email received and all download links functional□ 

Refund policy is visible on the live page□ 

Support email address is visible to buyers□ 

Monitoring Setup

Transaction notifications enabled in platform settings□ 

Support email is checked — any buyer messages arrive and are visible□ 

Payout schedule confirmed — first payout expected date noted□ 

HOURS 37�48 Official Go-Live

Pre-Launch Final Review

All checklist items from Hours 1�36 are completed and confirmed□ 

Product name, price, and description are final — no pending changes□ 

All three product files are confirmed in the delivery system□ 

Payment processor is active and payout method is configured□ 

Refund settings are configured — 30-day period, manual review□ 

Go-Live Actions

Product is set to Active or Published on the platform□ 

Product URL is ready to share with traffic sources□ 

If using affiliates: affiliate approval queue is active and monitored□ 
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Analytics or sales tracking noted — first sale notification set up□ 

If every box above is checked, the product is live, tested, and ready. The listing is accessible,

delivery is verified, payment is configured, and the buyer experience has been confirmed end-

to-end. The 48-hour build is complete.

Educational Disclaimer

Purpose of This Guide
This guide is provided for educational and informational purposes only. The content is

intended to explain practical processes related to naming, pricing, positioning, and listing

digital information products on third-party platforms.

Nothing in this guide constitutes professional business, financial, legal, or marketing advice.

The reader is solely responsible for their own decisions regarding product creation, pricing,

platform use, and any related business activities.

No Earnings Representations
This guide does not guarantee, promise, or imply any specific financial outcome, sales result,

or level of income. Individual results depend on factors outside the scope of this guide,

including product quality, marketing effort, platform choice, and sustained execution.

No earnings claims, income projections, or business success guarantees are made or implied

at any point in this guide.

Platform Information
References to WarriorPlus, Gumroad, Stripe, and PayPal are included for educational context

only. Platform features, fees, policies, and interfaces are subject to change. Readers should

consult the current terms of service for each platform before creating an account or listing a

product. Inclusion of any platform or service name does not constitute an endorsement.
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Accuracy
Every effort has been made to ensure the accuracy of the information at the time of writing.

No warranty is made regarding completeness, reliability, or ongoing accuracy. The author and

publisher accept no liability for any loss or adverse outcome arising from use of this material.

The reader assumes full responsibility for their use of the information provided.
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