The Micro-Funnel Credibility Ladder™

How to Increase Trust Step-by-Step

As Real Signals Start to Appear

What This Bonus Helps You Do

After you launch a micro-funnel, something new happens.

You may get:

Clicks

Replies

Questions

Even your first sale

And then the confusion starts:



“What do I add now?”
“Is it too early to show proof?”

“How do I increase trust without exaggerating?”

The Micro-Funnel Credibility Ladder™ answers that — clearly
and safely.

What This Is (In Simple Terms)

This guide shows you how to layer credibility over time, based on
what’s actually happening — not what you wish was happening.

You'll see:

What to say when you have no proof yet

What to add when you see early signals

What to introduce when you get real validation

All shown with real examples, not theory.



Why This Matters

Most people either:

Add proof too early (and sound fake), or

Never add proof at all (and stay invisible)

This guide keeps you in the right lane, at the right time.

SECTION 2

The Credibility Stages
What to Say Based on What’s Actually Happening

You don’t add credibility all at once.

You earn it in stages.



Below are the three stages most micro-funnels go through — with
exact examples of what to say at each stage.

Do not skip ahead.

Match your stage — copy the example — adjust a few words.

|1 STAGE 1 — NO PROOF YET

(Brand New / First Launch)

What This Looks Like

You just launched

No testimonials

No results yet

Maybe a few views or clicks

This is normal.

X WHAT MOST PEOPLE SAY (DO NOT USE)



“This proven system gets results.”

Sounds fake. Triggers skepticism.

("4 WHAT TO SAY INSTEAD (COPY THIS)

“This is a simple, first-step approach designed to test one idea
before you invest more time or money.”

Why This Works

Honest about where you are

Frames the offer as testing, not promising

Feels safe for beginners

? Where to place it:

Under your offer description or near your CTA.



|1 STAGE 2 — EARLY SIGNALS

(Clicks, Replies, Questions)

What This Looks Like

People click links

People DM you

People ask “Is this for me?”

No purchases yet (or just one)

These are credibility signals, even if they’re quiet.

X WHAT MOST PEOPLE SAY

“People are loving this!”

Vague. Unbelievable.

("4 WHAT TO SAY INSTEAD (COPY THIS)



“This has already sparked interest from people who’ve been stuck
planning funnels and want a simpler starting point.”

Why This Works

Reflects reality

Uses interest, not results

Builds momentum without exaggeration

? Where to place it:

In updates, follow-up messages, or under the offer.

|1 STAGE 3 — REAL VALIDATION
(First Sales or Completions)

What This Looks Like

Someone buys



Someone completes the process

Someone tells you “This helped”

Now you can safely add proof.

Y WHAT MOST PEOPLE DO

Overhype after one result.

("4 WHAT TO SAY INSTEAD (COPY THIS)

“After running this with a small group, it became clear that
simplifying the funnel down to one offer and one action removed
a lot of confusion.”

Why This Works

Focuses on insight, not income

Uses learning-based credibility



Still honest and compliant

? Where to place it:

Near your offer explanation or on a short page.

- HOW TO USE THIS SECTION (IMPORTANT)

Pick one stage only

Copy one example

Adjust the wording to your situation

Re-evaluate when new signals appear

Do not stack multiple stages at once.

. ASIMPLE RULE TO REMEMBER

Never claim:



More than you’ve seen

Results you can’t explain

Authority you haven’t earned yet

Credibility compounds when it’s honest.

SECTION 3

When & Where to Upgrade Your Credibility
How to Add Trust Without Breaking What’s Already Working

This section answers one critical question:

“Where do I add credibility as things start to work — without
overdoing it?”

You’'ll see exact placement examples so you know when to
upgrade and where to put it.



¢ UPGRADE POINT #1

After Your First Real Interaction

What This Looks Like

Someone replies

Someone asks a question

Someone engages more than once

This is not the time to add testimonials.

Y WHAT NOT TO DO

“People are getting amazing results!”

Too early. Sounds forced.

("4 WHAT TO ADD INSTEAD (COPY THIS)



“This started as a simple way to help people stop planning funnels
and actually launch one. The response confirmed that this was a
real problem.”

? Where to place it:

In a follow-up message

Under the offer explanation

As a short update line

Why this works:

You're validating the problem, not exaggerating outcomes.
* UPGRADE POINT #2

After Your First Sale or Completion

What This Looks Like

One or two purchases

One person completes the process



One piece of positive feedback

This is where most people overreact.

Y WHAT NOT TO DO

“This is a proven solution!”

One result + proof.

("4 WHAT TO ADD INSTEAD (COPY THIS)

“Running this with a small group showed that simplifying
everything down to one offer and one action removed a lot of
confusion.”

? Where to place it:

Near the explanation of why it works

On a short page



In a clarification section

Why this works:

You're sharing an insight, not selling a result.

¢+ UPGRADE POINT #3

After Repeated Consistency

What This Looks Like

Multiple people complete the process

Similar feedback appears more than once

Patterns become clear

Now you can upgrade credibility safely.

Y WHAT NOT TO DO

“This guarantees results.”



Never necessary. Never safe.

("4 WHAT TO ADD INSTEAD (COPY THIS)

“What keeps showing up is that focusing on one audience, one
offer, and one action helps people move forward faster — without
overcomplicating things.”

? Where to place it:

In the core explanation of the offer

Near the top of the page

As part of your main positioning

Why this works:

Patterns feel more believable than promises.

- THE “DO NOTHING” RULE (IMPORTANT)



If something is working:

Do not rush to add proof

Do not stack credibility

Do not rewrite everything

Let clarity do the heavy lifting.

Credibility grows best when it’s earned slowly.

"4 FINAL CHECKLIST

Before adding any credibility, ask:

Is this based on something that actually happened?

Am I explaining, not exaggerating?

Does this reduce doubt instead of creating pressure?



If yes — add it.

If no — wait.



