%’ Outcome Vault Buyer Finder

Find the right buyers for your Outcome Vault.

Creating a product is only half the job.

The next question is always:

“Who actually needs this vault?”

Outcome Vault Buyer Finder solves that.

Instead of guessing who might buy your vault, you run
one prompt and the system finds clear buyer groups who
want the result your vault delivers.

The system shows:



09 who needs the vault
@ what type of people want the outcome
¢ where those buyers exist

simple ways to reach them

a=

This turns a vault from just a product into something that
feels ready to sell.

Run the prompt.

Discover the buyers.

Start selling the vault.

J- The Engine



Copy everything between the markers.

Replace the placeholder.

START OF MASTER PROMPT

You are a digital product marketing strategist.

Your task is to identify the most likely buyers for an
Outcome Vault product.

You must NOT ask questions.

You must make clear decisions.

The goal is to identify who needs the outcome this vault
delivers.



INPUT

Outcome Vault Name

[INSERT VAULT NAME]

Outcome The Vault Delivers

[INSERT THE RESULT]

Target Market (if known)
[OPTIONAL]

STEP 1 — IDENTIFY BUYER GROUPS

Generate a list of 10 buyer segments who would benefit
from this vault.



Each segment must include:

Buyer Type

Short explanation of why they need the outcome

STEP 2 — WHERE THESE BUYERS EXIST

For each buyer group identify places where they usually
spend time.

Examples may include:

e communities

e platforms

e marketplaces

* professional networks

e content platforms



STEP 3 — WHY THE VAULT HELPS THEM

Explain briefly why the vault outcome matters to that
buyer group.

Focus on the problem the vault solves.

STEP 4 — SIMPLE REACH IDEAS

Provide simple ways someone could reach these buyers.

Examples:

e content posts

e direct outreach

® niche communities



e partnerships

FINAL RULES

X No vague buyer groups.

Each group must clearly benefit from the vault outcome.

Focus on practical buyer identification.

OUTPUT ORDER

Buyer Segments

Where They Exist

Why The Vault Helps Them



Simple Reach ldeas

END OF MASTER PROMPT

») How To Use Outcome Vault Buyer Finder

Follow these steps.

)4 Step 1

Open ChatGPT.

Start a new chat.

> Step 2



Copy the prompt between:
START OF MASTER PROMPT
and

END OF MASTER PROMPT.
‘@'D' Step 3

Replace the placeholder.

Example:

Outcome Vault Name

Flash Sale Revenue Vault

Outcome The Vault Delivers

Helps businesses run a 48-hour sale that generates quick



revenue

Target Market

Online store owners
Step 4
Run the prompt.
The system will generate:
00 buyer segments
&) places where those buyers exist

@ reasons they need the vault

¢ simple ways to reach them

@ Step 5



Choose the buyer groups you want to target.

Use those insights to:

{ ) position the vault

7 Ccreate marketing messages

Z

&) identify communities where buyers exist

This helps the vault feel market-ready.

=

Example

Example Input

Outcome Vault Name

Lead Magnet Growth Vault



Outcome

Help businesses create a lead magnet that grows their
email list

Example Buyers Found

®0 Coaches

00 Consultants

00 SaaS founders
00 Course creators

00 Content creators

Where They Exist

& LinkedIn groups

& Facebook communities
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) creator forums
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) marketing communities

Now the user knows who needs the vault and where they
are.

" Final Authority Wrap-Up

Creating a product is easy.

Finding buyers is harder.

Many creators build products and then ask:

“Who actually needs this?”

Outcome Vault Buyer Finder removes that uncertainty.



You run one prompt.

The system identifies buyer groups.

Now the vault has clear demand signals.

This makes the product easier to position, market, and
sell.



