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For every builder afraid to name a price.

God never whispered His promises —
He sealed them, priced them with heaven,
and made the offer with both hands open.
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What This Book Is

This book is about the fourth letter of GENESIS — E: Establish Authority.

The seven days of Creation map onto seven dimensions of a business or ministry. We have
walked through Generate Value, Engineer Distinction, and Nurture Systems in the earlier
books. Now we come to the day everything was made to be seen — the day the offer takes the
stage.

Here is the ruling this book carries: an irresistible offer establishes authority in the market. Not
the other way around. You do not wait until you feel authoritative to make an offer. You make a
God-built offer, and authority follows — because authority is not a feeling you manufacture; it is
a position the offer puts you in.
Establish Authority: the fourth E of GENESIS. Value has been generated, distinction has
been engineered, systems have been nurtured. Now the work must be offered —

presented, promised, priced, and sealed — and in the offering, the maker's authority is
established.

This book has three movements.

Part |, The Covenant, shows that God is the original offer-maker. Every covenant in Scripture —
Eden, Noah, Abraham — is offer architecture: a promise, terms, and a sign. Once you see it, you
will never again be embarrassed to present an offer. You will recognize that you are standing in
the oldest pattern in heaven and earth.

Part Il, The Architecture, builds the system: how God designed His ‘products’ (light, land, life) to
be good, named, and placed — functional, fit, aligned; and how the solar system is His original
model for marketing — one gravitational center, ordered orbits, light radiating outward,
attraction instead of chasing.

Part Ill, The Presentation, deals with the moment most builders flinch: the price, the
positioning, and the close. You will learn to price without apology, to let the offer establish your
authority instead of hype, and to present it with honor — never manipulation.

An offer is not a beggar's pitch. It is a covenant proposal: here is the promise, here
are the terms, here is the sign — and the door is open.
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The Genesis Equation

One equation frames everything in this book — and everything in this series. Learn it here; we
will stand on it throughout.

Shalom = Identity x (G+E+N+E+S+I+S)

Shalom — the solved variable. Wholeness: nothing missing, nothing broken.

Identity — the multiplier. God is the independent variable; human identity is the
multiplier. Identity at zero — undefined, fractured, borrowed — and Shalom is zero,
however strong the Days look.

The seven Days — the addends. Generate Value, Engineer Distinction, Nurture Systems,
Establish Authority, Scale Up, Impart Dominion and Legacy, Shabbat. Each contributes
something real.

This book lives inside the fourth addend — E, Establish Authority. And here is what the
equation quietly insists: identity multiplies everything — including the leaks. A price you cannot
name without shame is not a pricing problem. Money is the symptom; identity is the root. Fix
the root, and the offer stands.

The Genesis Algorithm walks through this book too — move, speak, divide, name, see, bless,
rest. God moved toward the void, spoke the light, divided it from darkness, named it Day, saw
that it was good, blessed His image-bearers with it, and rested. Every offer in this book follows
the same order: move toward the market, speak the promise, divide what you are for from
what you are not, name the price, see the evidence honestly, bless the buyer, and rest when
the work is done.

You can never DO more than who you ARE, and yvou can never HAVE more than who
you ARE or have DONE. The offer can never exceed the identity of the one who makes
it.
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PART 1

The Covenant

God is the original offer-maker. Every covenant in Scripture is offer architecture — a

promise, terms, and a sign.
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God Makes Offers

| want to honor you before | teach you. If you have ever felt embarrassed to present an offer — if

naming a price has ever made you feel like a beggar, a salesman, a fraud — this chapter is for
you. That shame does not come from God. And | am going to prove it to you from the first

pages of the Bible.

Here is the sentence that changes everything: God makes offers. Not occasionally. Not
reluctantly. Offering is His nature — ‘he that spared not his own Son, but delivered him up for
us all, how shall he not with him also freely give us all things?' (Romans 8:32). The God who

gives is the God who offers. And His offers have architecture.
A covenant is an offer: a promise proposed by the greater party, accepted or refused by
the lesser. God proposes — man disposes. Every covenant in Scripture follows the same

structure: a promise, terms, and a sign. That is not theology's invention; it is offer
architecture, older than marketing itself.

Watch it in Eden. The promise: ‘Of every tree of the garden thou mayest freely eat’ (Genesis
2:16) — abundance stated first, generosity as the headline. The terms: ‘But of the tree of the
knowledge of good and evil, thou shalt not eat of it’ (Genesis 2:17) — one boundary, clear and
named. The penalty of refusal is stated plainly, without manipulation: ‘for in the day that thou
eatest thereof thou shalt surely die'. Notice what God does not do: He does not hide the cost,
inflate the promise, or pressure the decision. The offer is complete, the terms are clear, and
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Adam is left with genuine freedom. That is honor — and honor is the shape of every God-made
offer.

Then Noah. The promise: ‘I will not again curse the ground any more for man's sake' (Genesis
8:21) — the waters will never again become a flood to destroy. The terms: ‘Be fruitful, and
multiply, and replenish the earth’ (Genesis 9:1) — the work resumes, the mission continues. The
sign: 'l do set my bow in the cloud, and it shall be for a token of a covenant between me and
the earth’ (Genesis 9:13). A sign — a visible seal on an invisible promise. Every God-made offer
ends with something the buyer can point to.

Then Abraham. The promise: ‘| will make of thee a great nation, and | will bless thee, and make
thy name great; and thou shalt be a blessing’ (Genesis 12:2). The terms: ‘walk before me, and be
thou perfect’ (Genesis 17:1) — and the sign of circumcision, ‘a token of the covenant betwixt me
and you' (Genesis 17:11). Promise, terms, sign — again. Three covenants, one architecture. God
does not improvise His offers. He builds them.

Promise, terms, sign. Every covenant: what you will receive, what is required, and the seal

that marks it. Every God-made offer since follows the same three-part structure —
because it is not a sales technique. It is the shape of how God relates to man.

And the pattern holds to the very end of the Book. The New Covenant: the promise — ‘I will
forgive their iniquity, and | will remmnember their sin no more’ (Jeremiah 31:34). The terms —
‘repent ye therefore, and be converted’ (Acts 3:19). The sign — ‘This cup is the new testament in
my blood, which is shed for you’ (Luke 22:20). Four covenants, one architecture, from Eden to
the upper room. God does not improvise His offers. He builds them — and He has never once
been embarrassed to present one.

And here is the honor in it: God never forces acceptance. The offer stands; the door is open; the
choice is real. ‘Whosoever will, let him take the water of life freely’ (Revelation 22:17). Heaven's
offers are presented with full clarity and zero coercion. If God Himself — holding eternal life in
His hands — will not manipulate a yes, then neither should you. The offer is yours to make. The
decision is theirs to own.

One question remains, and it is the deepest one: why does God offer at all? He needs nothing.
He lacks nothing. The answer is His nature: ‘God is love’ (1 John 4:8) — and love, by its nature,
proposes. It does not seize; it offers. It sets the table and opens the door. Every offer you make
in that spirit — proposing, not imposing; inviting, not cornering — carries the family
resemblance. You are not just using God's architecture. You are reflecting God's character.

So let this settle the shame question before we build anything. To make an offer is not beneath
you. It is the oldest divine pattern in the Book: propose the promise, name the terms, seal it
with a sign, and let the other party choose freely. The beggar is the one who begs. The maker of
an offer stands with God.
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“Declaration: I make offers the way God makes them — promise clear, terms named,
sign sealed, and the choice left free. Offering is not begging. It is covenant.”
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The Most Powerful Offer Architecture System

A covenant has three parts — promise, terms, sign. An offer built for the market needs six. Here

is the full architecture — the most powerful offer system in this series, and every element of it
drawn from the pattern we just walked through in Scripture.

Call them the six pillars. Every irresistible offer stands on all six; every weak offer is missing at
least one. And notice the order — the order is the system:

1. THE PROMISE — transformation, not features. God never offered features. He offered
outcomes: a garden to eat from freely, a world that will not flood again, a great nation and
a great name. Your promise is the transformation the buyer walks away with — the ‘after’
state, stated in their language. Features describe what it is; the promise declares what it
does. People do not buy drills; they buy holes. God does not offer covenants; He offers life.
Lead with the transformation.

2. THE PROOF — the sign made visible. Every covenant ends with a sign — the bow in
the cloud, the mark of circumcision — something the other party can point to. Your offer
needs the same: evidence that the promise is real. Testimonies, results, your own story,
the work already done. Proof is not boasting; it is the sign on the covenant. An offer
vx}githc&ut proof asks the buyer to believe on credit. God never did that — He put His bow in
the sky.

3. THE PRICE — named, not hidden. Every covenant has terms, and terms have cost:
obedience in Eden, fruitfulness after the flood, circumcision with Abraham. Your price is
the honest cost of the transformation — stated plainly, stated early enough to be fair,
stated without apology. A hidden price is a hidden term, and hidden terms are the
opposite of covenant. (We will go deep on this in Chapter 5 — the whole chapter exists
because builders flinch here.)
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4. THE PEOPLE — who it is for, and who it is not for. The covenant with Noah was for all
flesh; the covenant with Abraham was for a chosen line. Not every offer is for everyone —
and the ones that pretend to be, convince no one. Name your people. Say who this is for,
and have the courage to say who it is not for. ‘Divide’ is the third action of the Genesis
Algorithm: division is not rejection, it is clarity. The right people lean in when they hear
themselves named.

5. THE PENALTY OF REFUSAL — the cost of ‘no’, stated plainly. In Eden the penalty was
stated in the same breath as the promise: ‘in the day that thou eatest thereof thou shalt
surely die.! God did not threaten; He informed. Your offer needs the same honesty — what
does it cost the buyer to walk away? Not a threat, not pressure: the truthful picture of life
unchanged. The penalty of refusal is not manipulation; it is the other half of the promise. A
promise without its alternative is a half-told story.

6. THE PERPETUITY — covenant, not transaction. ‘| will establish my covenant... for an
everlasting covenant’ (Genesis 17:7). God's offers do not expire; they endure. Your offer
should be built as a relationship, not a transaction — the buyer is not a customer to be
closed, but a partner to be kept. Perpetuity is what turns a sale into a following and a
following into a legacy. Transactions end. Covenants compound.

Now watch the mathematics of it — because the system has an equation, and the equation
reveals the load-bearing wall:

Offer = Promise x (Proof + Price + People + Penalty + Perpetuity)

The promise multiplies; the rest add. Get the promise wrong — vague, feature-heavy, borrowed
from someone else's transformation — and the whole offer multiplies toward zero, however
strong the proof and however fair the price. Get the promise true — a real transformation, in
the buyer's language, that you can actually deliver — and every other pillar amplifies it. This is
why the promise is first: it is the gravitational center of the offer. (We will return to that image
in Chapter 4 — the sun does not chase the planets))

One more thing before we build: the six pillars are a diagnostic. Take any offer that is not
converting — yours or anyone else's — and run it through the six. You will find the missing pillar
within minutes. It is almost always the promise (vague) or the people (unnamed) or the price
(hidden). The system does not just build offers. It repairs them.

Watch a repair in action. A kingdom consultant comes to me: her ‘Business Breakthrough
Package’ is not selling. We run the six. Promise: ‘breakthrough’ — vague; fog, not light. We
rewrite it: ‘In ninety days, your offers, pricing, and sales rhythm rebuilt on the Genesis pattern —
so you stop discounting and start closing. Proof: none on the page — no sign on the covenant.
We add three client results and her own story. Price: hidden until the discovery call — shame at
the terms. We name it: $2,500, stated plainly. People: ‘for entrepreneurs’ — everybody, which is
nobody. We name them: faith-driven founders doing $100K-$IM who are undercharging.
Penalty: absent — the story half-told. We add it: ‘Another year of discounting your calling into
the ground. Perpetuity: none — transaction. We add the covenant: ninety days of
implementation plus a year in the community. Same consultant. Same gift. Six pillars repaired
— and the offer converts. Nothing about her changed except the architecture. That is the
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power of the system: it does not ask you to become someone else. It asks the offer to become
true.

“Declaration: My offer stands on six pillars — promise, proof. price, people, penalty,
perpetuity — with the promise as the multiplying center. Nothing missing, nothing
hidden, nothing forced.”
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Meorot: Bearers of Light, Not Sources of It

| want to honor the builders who are tired — not from laziness, but from carrying a weight they
were never meant to carry. If you have ever felt that your offer must BE the light — that you

must generate the transformation from your own brilliance, your own energy, your own
endless shining — then this chapter will set down a burden you were never asked to lift. There
is a Hebrew word that changes everything about how you see your work, and it sits in the very

verse this book is built on.

Read Genesis 1:14 slowly, the way the Hebrew reads it:

“And God said, Let there be lights [meorot] in the firmament of the heaven to divide
the day from the night.” — Genesis 1:14

Lights — meorot. Not or, the word for light itself in Genesis 1.3 — ‘Let there be light.” Different
word, different office. Or is the light. Maor — the singular of meorot — is the bearer of the light:
the lamp, the luminary, the vessel that carries what it did not create. The same root, but the
mem at the front changes everything: it marks the instrument, not the source. God said ‘let
there be light’ on Day 1— and on Day 4 He made bearers to carry it.
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Now hear the theology, because it is the whole foundation of this chapter: God IS light. ‘God is
light, and in him is no darkness at all’ (1John 1:5). The Source needs no bearer — He shines from
Himself, unmade, unborrowed, unending. But everything else that shines in the created order
— sun, moon, stars, lamps, and you — shines as a meorot: a bearer, not the Source. The moon
has no light of its own. None. It is a cold rock — and yet it rules the night, moves the tides, and
lights the traveler's road, because it bears light it did not make. Your offer works the same way.
You are a bearer, not the Source. This is the Meorot Principle, and it ends the most
exhausting lie in business: that you must BE the transformation. You do not have to be
the light. You have to bear it faithfully — the way the moon bears the sun, the way the
lamp bears the flame. John the Baptist understood his office perfectly: ‘He was not that
Light, but was sent to bear witness of that Light' (John 1:8). Not the Light — the witness.
Not the source — the bearer. And Jesus called that witness the greatest born of women.

Heaven does not measure you by how much light you generate. It measures you by how
faithfully you bear what you were given.

Watch how this reframes every pillar of the offer. The promise: you are not promising your own
brilliance — you are promising to carry the buyer toward light you have genuinely received and
can genuinely transmit. That is why the borrowed transformation (Killer 2) fails: a bearer cannot
carry what was never placed in his hands. The proof: your testimony is not a performance of
radiance — it is evidence that the light passed through you and left the room brighter. The
price: you are not charging for your own glory — you are charging for faithful bearing, for the
lamp kept clean and the oil kept full, and that labor is worthy of its hire. The whole architecture
gets lighter — literally — the moment you stop trying to be the sun.

And Scripture gives us the maintenance manual for bearers — the menorah, the
seven-branched lampstand of the tabernacle:

“And thou shalt make the seven lamps thereof: and they shall light the lamps thereof.
that they may give light over against it.” — Exodus 25:37

Beaten gold — the bearer is formed under pressure, not cast in a mold. Seven lamps —
completeness, the full spectrum of the bearing. And the command that follows is the whole
job description of the offer-maker: ‘Command the children of Israel, that they bring thee pure
oil olive beaten for the light, to cause the lamp to burn always' (Leviticus 24:2). The priest's work
was not to BE the flame. It was to keep the lamp clean, keep the oil pure, and trim the wick
every morning — ‘to cause the lamp to burn always.' Tending, not generating. Faithfulness, not
brilliance. Your offer is a lamp on the stand. Your work is the tending.

Three tending disciplines for every bearer. First — clean glass: integrity. A sooty lamp
dims the brightest flame. Every hidden term, every exaggerated claim, every corner cut is
soot on the glass — and the market sees the dimness even when it cannot name the
cause. Clean the glass: tell the truth about what the offer does and does not do. Second —
pure oil: substance. Beaten olive oil, not substitutes — the real content, the real
transformation, the real work behind the promise. Refill it daily: study, practice, stay
current in the thing you carry. Third — trimmed wick: focus. The wick trimmed burns
bright; the wick neglected smokes. Prune what does not serve the promise — the extra
tier nobody buys, the feature nobody uses, the message that muddies the light. Clean
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glass, pure oil, trimmed wick: the whole maintenance manual of the bearer.

There is a final mercy in the Hebrew. Meorot is plural — bearers, many. You were never meant
to be the only lamp. The night sky is full of them, each in its orbit, each bearing its portion, none
competing with the sun and none apologizing for not being it. Your offer does not have to
outshine every other offer in the market. It has to bear its light faithfully in its orbit — the way
the stars do, all night, without rivalry. ‘And they that be wise shall shine as the brightness of the
firmament; and they that turn many to righteousness as the stars for ever and ever’ (Daniel
12:3). Shine as the stars: bearers, many, faithful — forever.

So set down the burden. You do not have to be the Source. You have to be a clean lamp with
pure oil and a trimmed wick, placed where it is dark, burning steadily. Build the offer as a
bearer builds: promise what you have genuinely received, prove that the light passed through
you, price the tending honestly, and let the Source do what only the Source can do — shine.
The moon never apologizes for reflecting. Neither should you.

There is one more bearer in the sky, and he carries the deepest comfort in this chapter: the
moon. ‘The greater light to rule the day, and the lesser light to rule the night' (Genesis 1:16). The
lesser light RULES. Read that again — not serves, not decorates: rules. A cold rock with no light
of its own was given memshelet, dominion, over the night — and it has ruled faithfully for six
thousand years without generating a single photon. The tides obey it. Travelers navigate by it.
Lovers and poets testify of it. All on borrowed light. If the moon can rule the night by reflection,
your offer can rule its domain by faithful bearing. Ruling was never about sourcing. It was
always about bearing well.

And then Gideon — because the bearer principle has a battle story, and it is the strangest
victory in Scripture. Three hundred men against the Midianite host, armed with trumpets,
empty pitchers, and lamps inside the pitchers (Judges 7:16). Lamps — hidden inside earthen
vessels. At the signal: ‘they brake the pitchers that were in their hands’ (Judges 7:19) — and the
light blazed out, and the enemy fled. The pitchers had to BREAK for the light to shine. Your
weakness — the inexperience, the small following, the unpolished delivery — is the pitcher.
Stop trying to polish the pitcher into a lamp; the pitcher was never the light. Let it break — be
honest about what you are not — and the light you bear will do what three hundred lamps did
to an army: rout the darkness that your own brilliance never could.

The bearer's confidence: not ‘| am the light’ but ‘I carry the light faithfully.” The moon
does not apologize for reflecting; the pitcher does not pretend to be the flame. Your
offer's authority rests on the fidelity of the bearing — clean glass, pure oil, trimmed wick —
never on the pretense of being the Source. Bear well, and the night is yours to rule.
“Declaration: I am a bearer, not the Source — a meorot, a lamp on the stand. I keep
the glass clean, the oil pure, and the wick trimmed. I do not generate the light; I bear

it faithfully, in my orbit, without rivalry and without apology.”
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Otot, Moedim, Memshalah: Signs, Seasons, and Rule

The fourth day did not merely hang lights in the sky. It gave them a job description — three
offices, stated in a single verse, that every one of your offers must also fill. If Meorot told you
what you are — a bearer — this chapter tells you what your bearing is FOR. Read the
commissioning again:

“And let them be for signs [otot], and for seasons [moedim], and for days, and years.”
— Genesis 1:14

Three Hebrew words. Three offices of the light. And then, two verses later, a fourth: the greater
light was set ‘to rule [lememshelet] the day’ (Genesis 1:16) — rule, dominion, memshalah. Signs,
seasons, rule: the complete job description of every light God ever made — and the complete
job description of every offer you will ever make.

OTOT — signs: your offer must SIGNAL. An ot (singular) is a sign, a mark, a signal —
something that points beyond itself. The bow in the cloud was an ot: ‘| do set my bow in
the cloud, and it shall be for a token [ot] of a covenant’ (Genesis 9:13). The sign's whole
purpose is to point — to declare something beyond itself. Here is the ruling for your
marketing: every piece of content, every teaching, every testimony you publish is an ot. Its
jobis not to impress; its job is to point — to the promise, to the transformation, to the
door. Content that only decorates is not a sign; it is a distraction. The lights were not hung
in the sky to be admired as objects. They were hung to signal — to mark, to declare, to
point the traveler home. Audit your content with one question: does this point? If it only
performs, it is not doing the work of a light.
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MOADIM — appointed seasons: your offer must keep RHYTHM. A moed is an appointed
time — a season set on the calendar in advance. The same word names the feasts of the
Lord: ‘these are my feasts’ — literally ‘my appointed times [moadai]’ (Leviticus 23:2). Israel
did not celebrate when the mood struck; the seasons were appointed — Passover in its
month, Tabernacles in its — and the whole nation's life moved to the rhythm. Your offers
need appointed seasons too: the launch windows, the enrollment periods, the teaching
series — set on the calendar in advance, announced with honor, kept with consistency.
This is the deep answer to the pressure-close (Killer 6): manufactured urgency is a lie
about seasons; appointed seasons are the truth about them. A real window — ‘enrollment
opens the first Monday of the quarter and closes Friday' — stated plainly and kept
faithfully, is not manipulation. It is moed: the appointed time, honored by the one who
appointed it. And between the seasons, the lights keep their daily rising — the rhythm
underneath the rhythm. Appoint your seasons. Announce them. Keep them.

MEMSHALAH — rule: your offer must GOVERN its domain. The greater light was given
‘to rule the day’ — lememshelet, from the root mashal, to rule, to have dominion; the noun
is memshalah, government, rule. Notice what rule means here: the sun does not ask the
day's permission. It does not negotiate with the darkness. It rises, and the day obeys —
because that is its office. Your flagship offer must hold the same office in its domain: it
sets the terms, it sets the standard, it sets the calendar — not arrogantly, but by the
authority of a true promise kept over time. This is the E of GENESIS at full height: Establish
Authority. The builder who discounts before being asked, who apologizes for the price,
who lets the market dictate the terms, has surrendered the memshalah — the rule — of
his own day. Take it back: name the price, name the terms, name the standard — and let
the lesser lights (the competitors, the critics, the doubters) orbit or depart as they will. The
greater light does not chase the lesser ones. It rules the day.

Now watch the three offices work as one system — because they were designed to. The signs
(otot) draw the traveler's eye: content that points, testimony that declares, teaching that marks
the way. The seasons (moadim) give the traveler a time: the appointed window, the announced
opening, the rhythm the market can set its calendar by. The rule (memshalah) gives the
traveler a government: the standard that holds, the terms that do not wobble, the authority
that makes the decision safe. Signal, rhythm, rule — the traveler is drawn by the sign, arrives in
the season, and submits to the rule. That is not a funnel. That is the fourth day, applied to the

marketplace.

Run the three-office audit on your current marketing. First — signs: list your last ten pieces of
content. How many pointed somewhere — to the promise, to the proof, to the door? The ones
that only performed were not otot; they were ornaments. Convert them: every sign needs a
direction. Second — seasons: look at your calendar. Are your launches appointed — set in
advance, announced with honor, kept with consistency — or do they happen when panic
strikes? Appoint the next two seasons now, and announce the first. Third — rule: where have
you surrendered the memshalah? The price you let the buyer name, the terms you let the critic
rewrite, the standard you lowered to keep the peace. Take each one back — not with
arrogance, but with the quiet authority of the greater light: this is the day, and | rule it by the
promise | keep.

And here is the honor in it: the lights rule by serving. The sun's memshalah is not tyranny — it is
the daily, faithful, unglamorous rising that makes every harvest possible. ‘While the earth
remaineth, seedtime and harvest.. shall not cease’ (Genesis 822) — the covenant of the
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seasons, kept by the faithfulness of the lights. Your rule over your domain works the same way:
not by dominating the market, but by rising faithfully — the same promise, the same standard,
the same appointed seasons — until the market learns to plant by your light. That is dominion
the Genesis way: authority established not by force, but by faithful rising.

Let me show you the three offices running as a real calendar — because ‘appointed seasons’
stops being poetry the moment you put dates on it. Take a kingdom consultant with a flagship
ninety-day rebuild. Her SIGNS (otot), weekly: every Tuesday a teaching that points to the
promise; every Thursday a testimony — a bow in the cloud; every Sunday a plain-spoken
invitation inside the teaching. Fifty-two weeks, three signs a week: the market never wonders
what she stands for. Her SEASONS (moadim), quarterly: enrollment opens the first Monday of
each quarter, closes that Friday — announced a month ahead, kept to the hour. Four
appointed seasons a year; between them, the daily rising continues. Her RULE (memshalah):
one price, one standard, one promise — never negotiated in the DMs, never discounted from a
flinch. In twelve months she has signaled 156 times, opened 4 honest windows, and never
surrendered the standard once. That is not a marketing plan. That is Genesis 1:14 with dates on
it.
And the feasts confirm the pattern — Israel's appointed times were not suggestions. Passover
in its month, Firstfruits in its season, Tabernacles in its: ‘these are the feasts of the LORD, even
holy convocations, which ye shall proclaim in their seasons’ (Leviticus 23:4). Proclaimed —
announced in advance. In their seasons — kept on schedule. The whole nation's worship
moved to a calendar of moadim, and the calendar carried the meaning: every Israelite knew
when to remember, when to rejoice, when to rest. Your market needs the same gift — a
calendar it can trust. Appoint your seasons, proclaim them, keep them. The lights do not
improvise; neither should you.

Build your year now: take a blank calendar and appoint: the weekly signs (what points,

and when), the quarterly seasons (what opens, and the exact dates), and the standard

that rules them all (the price and terms that do not move). Write it where you will see it

every Monday. The fourth day was not a metaphor — it was a schedule. Keep yours the
way the lights keep theirs.

“Declaration: My offer fills all three offices of the light — it signals (otot), pointing
every eve lo the promise; it keeps rhythm (moadim), with appointed seasons
announced and kept; and it rules (memshalah), holding its standard, its price, and
its terms with quiet authority. I do not chase the day. I rise, and govern it.”
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PART 11

The Architecture

How God designed His products — good, named, placed — and how the solar system

became His original model for marketing.



G

LET THERE BE OFFERS

HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

The Product System

Before there was ever an offer, there was a product. And before there was ever a product, there
was a pattern — the way God Himself makes things. If you want to design products that carry
authority, study the Maker's own product line: light, land, and life.

Watch what God does with every product He makes. Three actions, repeated through the
whole Creation week — and they are the entire product system:

He makes it GOOD. ‘And God saw the light, that it was good’ (Genesis 1:4). ‘And God saw
that it was good’ — over the land, the seas, the plants, the lights, the creatures. Good is the
quality gate: the product does what it was made to do. Light illuminates. Land holds. Life
lives. Before anything is named or placed, it must first be good — it must work. A product
that does not work is not a product; it is a promise you cannot keep, and the offer built on
it will collapse at the proof pillar.

He NAMES it. ‘And God called the light Day, and the darkness he called Night' (Genesis
1.5). ‘And God called the firmament Heaven' (1:8). ‘And God called the dry land Earth; and
the gathering together of the waters called he Seas’ (1:10). To name is to define what a
thing is — to fix its identity with authority. An unnamed product is a fog the buyer cannot
grasp. Name yours: what is it, exactly? What does the name promise? A clear name is half
the offer already made.

Run the naming audit on your own products. Say each product's name out loud, then ask three
guestions. First: does the name say what it is? ‘Day’ says what it is; ‘Synergy Optimization
Protocol’ does not. If a stranger cannot guess the transformation from the name, the name is
fog. Second: does the name say who it is for? ‘Earth’ is for the grounded; ‘Seas’ are for the
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gathered waters — each name carries its domain. Third: does the name carry the promise, or
does it carry your cleverness? God named things for what they are, not for how impressive the
namer sounds. Rename anything that fails the audit. Renaming is not rebranding vanity; it is
Genesis 1.5 — the Maker's own product discipline, applied to your shelf.
He PLACES it. Light is placed in the firmament ‘to divide the day from the night’ (1:14) —
given a position and a function. The waters are gathered ‘unto one place’ (1.9). Every living
creature is set in its domain. Placement is fit: the product is put where it belongs, in the

system it was made for. A good product in the wrong place is a misfit — brilliance wasted
on the wrong shelf, the wrong audience, the wrong season.

Run the placement audit too. For each product, ask: where does this live? Before which people,
at which price tier, in which season? A flagship transformation sold to a free-content audience
is light placed under a bushel — good, but hidden where it cannot rule. An entry product
pitched to buyers ready for the flagship is a planet in the wrong orbit — it wobbles, and the
buyer feels the disorder. Placement is not a marketing afterthought; it is a Creation action. God
placed every product before He presented any of them. Place yours — then present.

Good, named, placed. That is the product system — and then Genesis gives us the portfolio
review. At the end of the week, God does not merely repeat ‘good’ over each item. He steps
back and evaluates the whole line:

“And God saw every thing that he had made, and, behold, it was very good.” —
Genesis 1:31

Very good. And here is the series' standing definition — his exact language, and it belongs on
every product you will ever make:
“Very good” means functional, fit, aligned. Functional: it does what it was made to do —
the good of each product. Fit: it sits rightly in the system around it — the placement.
Aligned: it serves the Maker's purpose — the name it carries and the mission it serves.

Functional without fit is a brilliant misfit. Fit without alignment is a cog in someone else's
machine. All three — and it is very good.

Now apply it to your own product line. Run every product you sell — or plan to sell — through
the three gates. Is it functional? Does it actually deliver the transformation your promise
claims? Be ruthless here: the proof pillar of your offer stands or falls on this gate. Is it fit? Is it
placed before the right people, at the right price tier, in the right season? Is it aligned? Does it
serve the mission God gave you — or is it a profitable distraction wearing your brand?

And then the portfolio question: look at everything you have made together. Is the line very
good — or is it a collection of goods that do not cohere? God's products form a system: light
serves the plants, land holds the seas, life fills both. Each product should make the others more
valuable. If your products compete with each other, confuse the buyer, or serve different
missions, you do not have a product system. You have a shelf of accidents.

One final note of honor: God made His products before He made His customers. The light
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shone before there were eyes to see it; the garden grew before there was a man to tend it.
Build the product in excellence first — good, named, placed — and trust that the Maker who

built the pattern will bring the people to the placement. The product system precedes the
marketing system. Always.

“Declaration: My products are good, named, and placed — functional, fit, aligned.
Each one true, and the whole line very good.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Solar System as a Framework for Marketing

On the fourth day, God built the original marketing system — and He hung it in the sky where
every builder since could study it:

“And God made two great lights; the greater light to rule the day, and the lesser light
to rule the night: he made the stars also.” — Genesis 1:16

The greater light rules the day. Rule — not chase, not beg, not hustle after attention. The sun
does not pursue the planets. It burns, and they orbit. That single image contains the entire
philosophy of God-built marketing: attraction instead of chasing.

Here is the framework — the solar system as the model for how your offers reach the world:

THE SUN — one gravitational center: the core promise. Every solar system has exactly
one center of gravity. Yours is the promise — the transformation from Chapter 2, the
multiplying core of the offer equation. One center, never two. The moment a business has
two gravitational centers — two promises, two transformations, two ‘whys’ — the orbits
destabilize and the planets scatter. Name the one promise everything orbits. Burn with it
daily: content, testimony, proof — the sun's job is to shine, relentlessly, without apology.

THE PLANETS — offer tiers in ordered orbits. Around the one promise, your offers take
their orbits — each at its proper distance, each in its proper order. The outer planets: free
value — teaching, content, generosity — wide orbit, many travelers, light freely given. The
middle planets: entry offers — the book, the audit, the workshop — closer in, smaller
commitment, the promise tasted. The inner planets: the core offer and the flagship —
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high touch, high transformation, high price — closest to the center, fewest travelers,
strongest gravity. Ordered orbits mean every offer knows its place: nothing competes,
nothing confuses, and the buyer always knows the next step inward.

THE ORBITS — gravity, not capture. Planets are not chained to the sun; they are held by
gravity — drawn, not dragged. Your marketing works the same way: the promise pulls,
the proof warms, and people move inward by their own motion. Retention is orbital
mechanics: keep shining, keep the promise true, and the planets stay. Stop shining — go
dark on your message, dilute the promise — and the orbits decay. Nobody has to be
chased when the gravity is real.

THE LIGHT — radiating outward. The sun's light reaches every planet, near and far — the
outer planets are lit by the same fire as the inner ones. Your core promise must radiate
through every tier: the free content carries the same transformation DNA as the flagship.
This is what makes the system honest — the outer orbit is not a trick to pull people in; it is
the real light, freely given, at a greater distance. Generosity is not a tactic. It is physics.

And notice what the lights were made for, in the Maker's own words: ‘for signs, and for seasons,
and for days, and years' (Genesis 1:14). Signs — your marketing should signal, point, declare.
Seasons — there are rhythms to visibility: launches and rests, sowing and harvest. Days and
years — consistency over time. The sun does not shine once and retire. It rises every morning.
Your promise must rise every morning too — the same light, the same center, day after day,
until the market learns to navigate by it.

Build the calendar the way the lights built time — four rhythms, nested like orbits:

SIGNS — the weekly signal. Every week, the promise is declared: a teaching, a testimony,
a proof made visible. The market should never wonder what you stand for. The sun does
not take weeks off from shining; neither does the signal.

SEASONS — the quarterly movement. Four times a year, a concentrated season: a
launch, a challenge, an enrollment window — the inner planets draw near. Seasons create
the honest urgency the pressure-close counterfeits: real windows, stated plainly, then
closed with honor. And between seasons, rest — the seventh action. Even the sun has its
night; the builder who never rests burns out the center.

DAYS — the daily rising. The smallest orbit, and the most important: show up daily with
the light. Not a campaign — a rising. Consistency is gravity over time; the market orbits
what it can predict. A promise spoken once is an event. A promise risen daily is a sun.

YEARS — the long orbit. Year over year, the system compounds: the audience grows, the
proof thickens, the orbits stabilize. Most builders quit in year one and call the system
broken. The solar system was not built in a day — and neither is a market that navigates
by your light. Think in years; shine in days.

Contrast this with the chasing model — the builder who pursues customers the way a planet
might pursue the sun, burning fuel it does not have, wobbling out of orbit, begging for gravity
it cannot generate. Chasing is what happens when the center is weak: no clear promise, no
burning core, so the builder must run after every prospect. The Genesis correction is not to run
faster. It is to burn brighter — to get the promise so true, the proof so visible, the light so steady,
that the right people are drawn into orbit without being chased.

Practical orbit-building, then. First: write the one-sentence promise — the sun. Second: list
every offer you have and place each in its orbit — outer, middle, inner. Third: check the light —
does the free tier carry the same transformation DNA as the flagship? Fourth: check the gravity
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— what keeps people circling (results, relationship, rhythm) rather than drifting away? Fifth:
rise daily — the same promise, spoken consistently, until the market navigates by your light.

“Declaration: I do not chase. I burn. One promise at the center, ordered orbits
around it, light radiating to every tier — and the right people drawn by gravity, not
dragged by pressure.”
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C LET THERE BE OFFERS

HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

13

The Bronze Serpent: Look and Live

If you want to see the entire offer architecture — all six pillars — compressed into the strangest,

simplest presentation in Scripture, go with me to the wilderness of Numbers 21. Israel has
spoken against God and against Moses. Fiery serpents have come among the people. Many are
dying. And Moses intercedes — and God answers with an instruction so odd that two thousand
years later Jesus Himself would claim it as the picture of His own cross:

“And the LORD said unto Moses, Make thee a fiery serpent, and set it upon a pole:
and it shall come to pass, that every one that is bitten, when he looketh upon it, shall
live.” — Numbers 21:8

A bronze serpent on a pole. Look — and live. That is the whole offer. And before you dismiss it
as primitive, run it through the six pillars and watch every one stand:

== THE PROMISE — ‘shall live.” Not ‘might improve’ or ‘could feel better.’ Live. The
transformation stated in one word, in the buyer's language — the language of the dying.
The promise is aimed with precision at the exact need: bitten people need life. Your
promise must be this sharp. Not ‘transformation’ in the abstract — the specific life your
specific bitten people are dying without.

== THE PROOF — the pole, lifted up, in the middle of the camp. The sign was public,
visible, verifiable — set on a pole where every eye could find it. And the proof
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compounded daily: every Israelite who looked and lived became a walking testimony, a
bow in the cloud for the next bitten man. Your proof must be this visible. Not claimed in
adjectives — lifted on a pole where the bitten can see it.

THE PRICE — look. Here is the scandal of the offer: the price is embarrassingly small. Not
a pilgrimage, not a sacrifice, not a sum of money — look. Turn the head. Direct the eyes.
An act so simple it offends the sophisticated — which is precisely why Naaman the Syrian
nearly missed his own healing: ‘Behold, | thought, He will surely come out to me..." (2 Kings
511). He wanted a price worthy of his importance; God asked him to wash. The lesson for
your offer: the price of receiving must be simple — not cheap in value, but simple in
action. Complexity at the point of decision kills more offers than competition ever will.

THE PEOPLE — ‘every one that is bitten.” Named with precision. Not everyone in the
camp — the bitten. The offer divides: those who feel the venom are the people; those who
do not, walk past the pole unmoved. Name your bitten. The more precisely you name the
pain, the more powerfully the promise lands.

THE PENALTY — stated by the serpents themselves. God did not need to threaten. The
fiery serpents were the penalty, visible in every tent — look, or die. The alternative was not
hidden to make the offer palatable; it was the daily reality that made the offer urgent.
Your penalty pillar works the same way: you do not manufacture the cost of ‘no’ — you
truthfully name the serpents already in the buyer's tent.

THE PERPETUITY — ‘as Moses lifted up the serpent.’ Fifteen centuries later, Jesus takes
the wilderness offer and makes it everlasting: ‘And as Moses lifted up the serpent in the
wilderness, even so must the Son of man be lifted up: that whosoever believeth in him
should not perish, but have eternal life’ (John 3:14-15). The pole in the wilderness became
the cross on the hill — the temporary sign pointing to the everlasting covenant. Your
perpetuity pillar is the same principle at your scale: the offer is not a transaction that ends
at the look — it is the beginning of a kept life, a kept buyer, a kept covenant.

Now the framework — because the bronze serpent teaches something about offers that no
marketing book will tell you. | call it the Simplicity Principle: the power of an offer is in the
promise, never in the process. The wilderness offer had the greatest promise ever made to
dying people — live — and the simplest receiving ever commanded — look. The ratio is the
lesson: maximize the promise, minimize the friction. Every step you add between the bitten
and the pole — every form, every hoop, every ‘before you can look, you must’ — is a serpent you
have invited into your own camp. Audit your receiving process: how many actions stand
between the buyer's ‘yes’ and the transformation? Each one is a chance to die of friction. Look
— and live. That is the whole funnel.

And one more honor in the story, for the builders who feel their offer is too strange, too simple,
too unlike what the market expects. The bronze serpent was strange. A serpent — the very
image of the plague — lifted up as the cure. It offended the sophisticated and confused the
religious. And it saved everyone who looked. Do not sand down the strangeness of what God
gave you to make it respectable. The market does not need another respectable offer. It needs
a pole in the middle of the camp — lifted high, plainly visible, with a promise so clear and a
receiving so simple that the bitten can find it with their dying eyes. Lift it up. Say ‘look.” And let
the promise do what promises do.

One command in the story is easy to rush past, and it carries the whole doctrine of visibility: ‘set
it upon a POLE. Not in the tent. Not in the leader's private chamber. On a pole — lifted high, in
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the middle of the camp, where every bitten eye could find it without being told where to look.
The offer that saves is the offer that is SEEN. A bronze serpent in a box saves no one. Here is the
hard question for the builder with a beautiful offer and no buyers: where is your pole? Is the
promise lifted high — on the website's first screen, in the bio's first ling, in the first minute of the
conversation — or is it buried three clicks deep, waiting for the bitten to go searching? The
dying do not search well. Lift the pole.

And consider who first heard this doctrine explained: Nicodemus, a ruler of the Jews, who
came to Jesus BY NIGHT (John 3:2) — a bitten man in the dark, too cautious to be seen looking.
And Jesus gave him the serpent: ‘as Moses lifted up the serpent in the wilderness, even so must
the Son of man be lifted up’ (John 3:14). The pole works in the night too — the lifted sign shines
for the secret seekers, the ones who will never commment, never raise a hand, never admit the
bite in public. Your visible offer is working on an audience you cannot see: the Nicodemuses,

watching at night. Keep it lifted. Some of your best future buyers are reading in the dark right
NOW.

The visibility audit: three questions. (1) Can a stranger find your promise in under ten
seconds on your main page? If not, the pole is in the tent. (2) Is the proof lifted —
testimonies visible, not filed? The pole without the serpent is just a stick. (3) Have you said
‘look’ this week — a direct invitation, not a hint? The serpent was lifted AND the
command was given: ‘when he looketh upon it Lift the pole, speak the invitation, and let
the bitten look.

“Declaration: My offer is a bronze serpent on a pole — promise sharp as ‘live,” proof
lifted high where every eye can see, price simple as a look, people named as the bitten,

the alternative truthfully visible, and the covenant kept bevond the receiving. 1
maximize the promise and minimize the friction. Look — and live.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

Come Unto Me: The Invitations of Jesus

No one in history has made more offers than Jesus — and no one has made them with more
honor. His invitations are the masterclass: every one of them carries the full architecture, every
one of them leaves the will intact, and every one of them is still converting two thousand years
later. Study the Inviter, and you will never present an offer the same way again.

Start with the most tender invitation ever spoken:

“Come unto me, all ve that labour and are heavy laden, and I @ill give you rest. 1ake

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES

+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



my voke upon yvou, and learn of me; for I am meek and lowly in heart: and ve shall
find rest unto your souls. For my voke is easy, and my burden is light.” — Matthew
11:28—-30

Run the architecture on it — the way we ran the serpent:

THE CALLER names Himself. ‘Come unto ME." Not to a system, not to a program — to a
Person. The authority of the invitation rests on the identity of the Inviter: ‘l am meek and
lowly in heart.” Your invitation must do the same: the buyer is not coming to a funnel; they
are coming to you — your identity, your testimony, your kept promises. Identity multiplies
ever;ﬁ_hing, including invitations. The ‘come unto me’ only works because of who is
speaking.

THE CALLED are named. ‘All ye that labour and are heavy laden.” Not everyone — the
weary. The burdened. The bitten, in wilderness language. Jesus names His people with
the precision of a physician diagnosing before prescribing. Your invitation must name its
weary: who labors under the exact weight your offer lifts? Name them, and they will hear
their own name in your invitation.

THE PROMISE is rest. ‘| will give you rest... ye shall find rest unto your souls.’ Stated twice
— given and found, the gift and the discovery. The transformation in one word, in the
buyer's language: the heavy-laden do not want information; they want rest. Your promise
must be the thing your weary actually lie awake wanting — not what you think sounds
impressive.

THE TERMS are honest — and attractive. ‘Take my yoke upon you, and learn of me.' Here
is the masterstroke: Jesus does not hide that the invitation has terms. A yoke is work —
submission, discipline, a direction not your own. But He states the terms inside the
promise: ‘my yoke is easy, and my burden is light. The terms themselves carry the
transformation. This is the highest form of the price pillar: not cost minimized by hiding,
but cost transfigured by honesty — ‘yes, there is a yoke; and it is easy, and the burden is
light. Your terms should do the same: state what is required, and let the requirement
itself be part of the promise.

Now hear the second invitation — the one He shouted, standing, on the great day of the feast:

“If any man thirst, let him come unto me, and drink. He that believeth on me, as the
scripture hath said, out of his belly shall flow rivers of living water.” — John 7:37—-38

If any man thirst — the people, named again: the thirsty. Let him come unto me, and drink —
the price, simple as the serpent's ‘look’: come, drink. And the promise beyond the promise: not
just a drink, but rivers — the receiver becomes a giver, the buyer becomes a bearer. This is
perpetuity at its highest: the offer does not end at the drinking; it turns the drinker into a
spring. Design your perpetuity for this: the kept buyer who becomes the proof, the testimony,
the inviter of others — rivers flowing outward.

And the last invitation in the Bible — the standing offer of the whole Book:
“And the Spirit and the bride say, Come. And let him that heareth say, Come. And let

him that is athirst come. And whosoever will, let him take the water of life freely.” —
Revelation 22:17
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‘Whosoever will' — the people, named at the widest: the willing. ‘Let him take the water of life
freely’ — the price, stated as gift; the door, open. And notice who is doing the inviting: the Spirit
and the bride — heaven and the kept buyers, inviting together. Your perpetuity pillar, fully
grown: the ones who drank now say ‘come’ alongside you. That is the sound of a covenant
compounding.

The framework, then — the Invitation Architecture, drawn from the Inviter Himself. Every
Jesus-invitation has five elements, in order: the CALLER (named, with identity), the CALLED
(the weary, the thirsty, the whosoever-willing), the PROMISE (rest, living water, life), the TERMS
(the yoke — honest, and easy), and the OPEN DOOR (come, drink, take — freely). Write your
next invitation against these five. Where is your ‘come unto me' — the personal authority
behind it? Who are your weary — named, not ‘everyone’? What is your rest — the one-word
transformation? What is your yoke — the honest terms, stated inside the promise? And is the
door open — simple to enter, free to choose?

One final note, and it is the deepest one. Jesus never chased. ‘Come unto me’ — the invitation
goes out, and the Inviter stands still. The rich young ruler walked away sorrowful, and Jesus let
him go (Mark 10:22). The ‘no’ was received — with sorrow, with love, but without pursuit. The
solar system again: the sun does not chase the planets. It burns, it invites by shining, and the
willing come. Make your invitations the way He made His — Caller named, called named,
promise clear, terms honest, door open — and then stand still and shine. The thirsty know
where the water is.

Let us examine the yoke — because ‘take my yoke upon you' is the most misunderstood term
in the most tender invitation ever spoken. In Jesus's world, a rabbi's ‘yoke’ was his teaching —
his interpretation of the Torah, the way of life he laid on his disciples. Every rabbi had a yoke.
The Pharisees' yoke was infamous: ‘they bind heavy burdens and grievous to be borne, and lay
them on men's shoulders' (Matthew 23:4). Heavy. Grievous. Unliftable. And into that market of
crushing yokes, Jesus announces His: ‘my yoke is EASY, and my burden is LIGHT. Do you see
the positioning? Against every heavy yoke in the market, the easy yoke is not just a comfort —
it is a distinction. Engineered, not accidental.

Here is the application most builders miss: your TERMS are part of your distinction. Every
competitor in your market is laying some yoke on buyers — the twelve-month contract, the
forty-hour implementation, the shame-based accountability, the jargon you need a dictionary
to survive. Audit their yokes the way Jesus audited the Pharisees' heavy, grievous, unbearable.
Then engineer yours to be easy and light — not by removing the work (the yoke is real;
transformation requires it), but by removing the needless weight: clear steps instead of fog,
guided implementation instead of abandonment, honor instead of shame. ‘Take my yoke' —
the terms, stated inside the promise, lighter than everything else on the market. That is not just
kindness. That is the E of GENESIS: distinction, engineered into the very terms of the offer.
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The yoke audit: list every requirement your offer places on the buyer — every hour, every
task, every behavior change. Now mark each one: is this weight NECESSARY (the
transformation requires it) or is it PHARISAICAL (my process requires it, my ego requires it,
my template requires it)? Remove every pharisaical pound. What remains is your easy
yoke — real work, honestly stated, lighter than the market's. Then say so, the way He did:

‘my yoke is easy.’ Let the terms themselves be part of the invitation.

“Declaration: I invite the way He invites — the Caller named in my identity, the
called named in their weariness, the promise clear as rest, the terms honest as the
yoke and easy as His burden, the door open and the choice free. I do not chase. I

stand, I shine, and I say: come.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

Paul at Mars Hill: The Offer to the Philosophers

Every builder eventually faces Mars Hill: the room full of skeptics — the educated, the

unimpressed, the ones who have heard every pitch and believe none of them. Most builders
either water down the offer for the philosophers or shout it at them. Paul did neither. His
address on the Areopagus (Acts 17) is the finest example in Scripture of presenting an
uncompromised offer to an unconvinced audience — and it gives us a method.

The scene: ‘his spirit was stirred in him, when he saw the city wholly given to idolatry’ (Acts
17:16). Athens — the intellectual capital of the world, ‘spending their time in nothing else, but
either to tell, or to hear some new thing' (v. 21). The toughest room imaginable. And Paul's
method unfolds in five movements — the Mars Hill Method:

1. STUDY THE CITY. Before Paul spoke a word of the offer, he walked the city. ‘As | passed
by, and beheld your devotions’ (v. 23) — he had done the research. He knew their altars,
their poets, their questions. The application is direct: before you present to a new market
— a new industry, a new audience, a new city — walk it first. Read what they read. Learn
what they honor. Know the objections before they are spoken. The offer presented
without research is a stranger shouting in the square; the offer presented after study is a
physician who has taken the history before prescribing.

2. START WITH THEIR ALTAR. ‘| found an altar with this inscription, TO THE UNKNOWN
GOD’ (v. 23). Paul did not open by attacking their idols. He opened with the one altar that
confessed a gap — their own admission that something was unknown. ‘Whom therefore
ye ignorantly worship, him declare | unto you.' The method: find the unknown-god altar in
your market — the place where your audience already confesses, in its own language,
that something is missing. The burned-out executive's ‘there must be more.’ The

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



founder's ‘we've tried everything.’ Start there — not with their failure, but with their
honest confession. Honor opens what argument cannot.

3. NAME THE UNKNOWN — with their own poets. ‘As certain also of your own poets
have said, For we are also his offspring’ (v. 28). Paul quoted their literature back to them —
not to flatter, but to build the bridge from their ground to his. He did not ask them to
learn his language first; he spoke theirs. Your application: the promise must be stated in
the buyer's language, not yours. The theologian who only speaks theology to philosophers
gets a polite hearing and no converts. Translate the transformation into the words your
market already uses — then lead them, step by step, to the words they need.

4. PRESENT THE OFFER PLAINLY — uncompromised. Here is where most builders fail at
Mars Hill: they soften the terms to keep the philosophers comfortable. Paul did the
opposite. Having built the bridge, he presented the unsoftened core: ‘he hath appointed a
day, in the which he will judge the world in righteousness... he hath given assurance unto
all men, in that he hath raised him from the dead’ (v. 31). Judgment. Resurrection. No
dilution. The promise clear, the terms named, the proof stated — ‘he hath given
assurance’ — the evidence pillar, undisguised. Your Mars Hill moment will come: the room
where telling the whole truth feels risky. Tell it. The philosophers respected Paul precisely
because he did not flinch — and respect is the soil where the willing grow.

5. RELEASE THE OUTCOME. ‘And when they heard of the resurrection of the dead, some
mocked: and others said, We will hear thee again of this matter’ (v. 32). Some mocked.
Paul did not chase them. He did not soften the message for a second hearing. ‘So Paul
departed from among them’ (v. 33) — he left, with honor. And the result, stated without
embellishment: ‘Howbeit certain men clave unto him, and believed’ (v. 34) — including
Dionysius the Areopagite, a member of the very council. The method's final movement is
release: present with honor, then let the will work. Some will mock. Some will ask for
aQother réearing. Certain men will clave unto you — and the certain are worth more than
the crowd.

Notice what Paul did NOT do at Mars Hill — the negative space is as instructive as the method.
He did not open with condemnation: ‘Ye men of Athens, | perceive that in all things ye are too
superstitious’ (v. 22) — the word is better rendered ‘very religious’; he honored their devotion
even while diagnosing its object. He did not manufacture urgency: no ‘decide tonight or be
lost’ — the appointed day was stated as fact, not wielded as pressure. He did not need the
whole city: certain men clave unto him, and that was enough. The Mars Hill Method is the solar
system applied to skeptics: burn steadily, speak their language, present the uncompromised
core, and let gravity do what chasing never could.

Take the method to your own Areopagus. The skeptical industry. The burned prospect list. The
audience that has heard it all. Walk the city first — research until you can quote their poets.
Find their unknown-god altar — the confessed gap. Speak their language into the gap. Present
the offer uncompromised — promise, proof, price, people, penalty, perpetuity, all six,
unflinching. Then depart with honor among the mockers and keep the certain. ‘Certain men
clave unto him, and believed’ — that sentence has been the whole history of every true offer
ever made to a hard room. Make yours worthy of the same ending.

Stay a moment longer at the Areopagus — past the mockers, past the merely curious — to the
sentence that is the whole payoff of the method: ‘Howbeit certain men clave unto him, and
believed: among the which was Dionysius the Areopagite, and a woman named Damaris, and
others with them’ (Acts 17:34). Certain men. Not the crowd — the certain. And look who they
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were: Dionysius, a member of the council itself — the hardest room's hardest member;
Damaris, named and remembered across two millennia for one act of believing. The Mars Hill
Method does not convert cities. It finds the certain — and the certain change cities.

The word ‘clave’ is worth its weight: it means joined, glued, cemented — the same word used of
marriage (‘they twain shall be one flesh,” and ‘a man shall cleave unto his wife,” Genesis 2:24;
Matthew 19:5). These were not casual converts; they were covenant buyers — glued to Paul and
to the message. This is the perpetuity pillar, fully grown, in a single verb. And it reframes the
goal of every hard-room presentation: you are not there to move the crowd. You are there to
find the certain — the Dionysiuses and Damarises — who will cleave. Ten thousand impressions
never cleaved to anyone. Certain men clave — and two thousand years later, we are still saying
their names.
Design for the certain: before your next hard-room presentation, write down who your
Dionysius is — the one buyer in that room whose belief would matter most. Present to
HIM, in the crowd. Speak the uncompromised core (Chapter 15, movement 4) directly to
the certain, and let the mockers mock. Then, when the certain reveal themselves — the
ones who linger, who ask the second question, who say ‘we will hear thee again’ — treat

them as covenant from the first conversation: onboard like Eden, keep like the shepherd.
The crowd is weather. The certain are climate. Build for climate.

“Declaration: I take the Mars Hill Method to every hard room — I study the city, 1
start with their altar, I speak their language, I present the offer uncompromised, and

I release the outcome with honor. Some will mock;: certain men will cleave. The
certain are enough.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Wedding Feast: The Offer That Was Refused

We have studied offers that were received — the serpent looked upon, the invitations

answered. Now we must study the offer that was refused — because every offer-maker will face
refusal, and the parable of the wedding feast (Matthew 22:1-14) is heaven's own case study in
what refusal means, what it does not mean, and what the honorable offer-maker does next.

The offer, stated by the king:

“Tell them which are bidden, Behold, I have prepared my dinner: my oxen and my
fatlings are killed, and all things are ready: come unto the marriage.” — Matthew
22:4

‘All things are ready.” Run the pillars: the promise — the marriage feast, the king's own table;
the proof — the oxen killed, the dinner prepared, visible and verifiable; the price — come,
simple as the serpent's ‘look’; the people — ‘them which are bidden, the invited, named. A
flawless offer, from a flawless Offer-Maker. And the response:

“But they made light of it, and went their ways, one to his farm, another to his
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merchandise.” — Matthew 22:5

They made light of it. The farm and the merchandise — not wickedness, but business-as-usual
— outweighed the king's table. Hear this, builder: the finest offer in the parable was refused for
the most ordinary reasons. Your offer will be refused too — not always because it is flawed, but
because farms and merchandise are loud and feasts are patient. Refusal is not always
diagnosis. Sometimes it is just the noise of the field.

Now watch what the king does — because this is the framework, the Refusal Doctrine, in four
movements:

1. A REFUSED OFFER IS NOT A FAILED OFFER. The king does not recall the servants and
rewrite the invitation. He does not conclude the feast was flawed. The offer stood —
promise clear, proof visible, price simple, people named — and the refusal belonged to
the refusers: ‘they which were bidden were not worthy’ (v. 8). Not ‘the invitation was
unworthy' — they were. When your honorable offer is refused, do not immediately
dismantle the architecture. Run the diagnostic (Chapter 17) — and if the pillars stand, let
the refusal belong to the refusers. Even God hears ‘no’ (John 5:40). The covenant pattern
does not require acceptance to be complete.

2. WIDEN THE INVITATION — DON'T CHEAPEN IT. ‘Go ye therefore into the highways,
and as many as ye shall find, bid to the marriage’ (v. 9). The king's response to refusal was
not to lower the price or dilute the feast — it was to widen the people. ‘Both bad and
good: and the wedding was furnished with guests’ (v. 10). The offer did not change; the
audience did. This is the ruling for every builder facing a cold list: before you discount,
before you rewrite, before you conclude the promise is wrong — widen the highways.
New audience, same covenant. The feast was furnished, in the end, not by the first-invited
but by the highway-found — and it was still the king's feast, at the king's standard.

3. THE TERMS STAND — EVEN IN GRACE. Then the searching verse: ‘And when the king
came in to see the guests, he saw there a man which had not on a wedding garment’ (v.
1). The highways were wide — bad and good alike were gathered — but the garment was
still required. Grace widened the invitation; it did not cancel the terms. The wedding
garment — the robe provided, the righteousness required — is the price pillar surviving
inside the freest offer ever made. Your application: generosity must never become
formlessness. The scholarship, the open door, the ‘whosoever will' — all honorable — still
carry terms: show up, do the work, wear the garment. An offer with no terms is not grace;
it is fog. And fog was never the king's style.

4. THE OFFER DIVIDES — AND DIVISION IS CLARITY. ‘For many are called, but few are
chosen’ (v.14). The parable's last line is the doctrine of the people pillar: the call goes wide,
the choosing narrows — by response, not by restriction. The division is not rejection; it is
clarity. The ones who came in garments are the chosen — not because the king played
favorites, but because they answered the call on its terms. Name your people. Keep your
terms. Let the call go wide and the choosing be real. The wedding furnished with guests
is worth more than a feast forced on the unwilling.

There is a final mercy hidden in the parable for the builder nursing a refused offer. The king's
feast was furnished — in the end, the hall was full. Not with the first-invited, but with guests
nonetheless — ‘both bad and good.” Your hall will fill too, if you hold the pattern: the offer
stands, the invitation widens, the terms hold, and the division clarifies. The refusers made light
of it and went to their farms. The highways brought guests to the table. Both groups made
their choice freely — because the king, like every God-built offer-maker, presents with honor
and never manipulates. ‘All things are ready.’ Say it plainly. Widen the highways. Keep the
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garment. And let the wedding be furnished.

There is a mercy hidden in the wedding garment that changes how you read the whole
parable — and how you build your terms. In the custom of the day, the wedding garment was
PROVIDED by the host: guests arriving at a king's feast were given the robe at the door. The
man without the garment was not too poor to dress well — he had REFUSED the provision.
That is why he was ‘speechless’ (Matthew 22:12) when the king asked: there was no excuse,
because the garment had been offered freely and declined. The terms of the freest offer ever
made included a provision — and the provision refused became the judgment.

Here is the builder's application, and it is the highest form of the terms pillar: your offer's
requirements should come WITH the provision to meet them. Do not just demand the work —
equip it. The onboarding (Chapter 20) is garment-giving: the templates, the guidance, the first
steps handed to the buyer at the door, freely, so that no one can say ‘I didn't know how." The
king's terms were not ‘dress yourself' — they were ‘wear what | provide." Audit your terms: for
every requirement you place on the buyer, is the provision attached? The course requires
homework — is the workbook provided? The program requires showing up — is the calendar
invite sent, the reminder set, the path made plain? Terms with provision are covenant. Terms
without provision are just demands wearing a crown — and the market can tell the difference.
The provision check: list your offer's three hardest requirements — the ones buyers most
often fail at. For each one, write the provision you give at the door: the template, the
tutorial, the done-with-you session, the simplified first step. If a requirement has no
provision, you have two honorable choices: provide it, or remove the requirement. The

king provided the garment. Provide yours — and then hold the terms with a clear
conscience, the way he did.

“Declaration: I hold the Refusal Doctrine — a refused offer is not a failed offer; I
widen the invitation before I cheapen it; my terms stand even in grace; and I let the

offer divide with clarity. All things are ready. The highways are open. The wedding
will be furnished.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

Joseph's Grain: The Offer in the Famine

| want to honor the builders who are preparing in a season of plenty — storing, building,
getting ready while no one is watching. It feels thankless. It is not. The greatest offer in the Old

Testament was built during seven years when nobody needed it — and it saved the known
world when everybody did. Go with me to Egypt, to a young Hebrew with a
dream-interpretation and a proposal that made him the second most powerful man on earth.

Pharaoh has dreamed: seven fat cows devoured by seven lean, seven full ears by seven
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withered. Joseph interprets — seven years of plenty, seven years of famine — and then,
unasked, he makes the offer:

“Let Pharaoh look out a man discreet and wise, and set him over the land of EgypL...
And let them gather all the food of those good vyears that come, and lay up corn under
the hand of Pharaoh, and let them keep food in the cities.” — Genesis 41:33—35

Read it as offer architecture — because that is what it is:

THE PROMISE — ‘that the land perish not through the famine.’ Survival. Not
improvement — survival. The promise aimed with precision at the coming need: when
the famine arrives, Egypt will not perish. Your promise must see around the corner the
way Joseph's did — not just the buyer's present pain, but the famine coming in their
industry, their life, their market. The builder who only answers today's need is a vendor;
the builder who prepares for tomorrow's famine is a Joseph.

THE PROOF — the interpretation itself. Before a single storehouse was built, Joseph
proved his office: he told Pharaoh what the dreams meant — accurately, specifically,
verifiably. The proof preceded the proposal. When the seven plentiful years arrived exactly
as interpreted, the proof compounded daily: every harvest was a testimony. Your
application: the diagnostic IS the proof. The audit you run, the assessment you give, the
accurate reading of the buyer's situation — delivered before the proposal — is what
makes the proposal believable. Interpret first; propose second.

THE PRICE — ‘take up the fifth part.’ Twenty percent, in the years of plenty — stated
plainly, as policy, before the need. Not negotiated in the famine; appointed in the harvest.
And then, in the famine years, the tiered exchange: first their money (‘all the money that
was found in the land of Egypt,” Genesis 47:14), then their cattle (v. 16-17), then their land
(v. 20), then their service (v. 21-25). Four tiers — money, cattle, land, servitude — each one
meeting the buyer where he was, each one an honest exchange for the grain that kept
him alive. This is the tiered ladder (Chapter 18) in its oldest form: the same promise (live
through the famine), different prices for different capacities. Joseph did not turn away the
man with no money; he had a tier for the cattle-man, a tier for the land-man, a tier for the
servant-man. Build your tiers the same way: the promise constant, the price fitted to the
buyer's capacity.

THE PEOPLE — Egypt first, then the world. ‘And all countries came into Egypt to Joseph
for to buy corn’ (Genesis 41:57). The offer started with the named people (Pharaoh's Egypt)
and widened by reputation — the highways principle (Chapter 16). Your offer widens the
same way: serve the named people so well that the countries come to you. Attraction, not
chasing — the solar system again, with storehouses instead of planets.

THE PENALTY — the famine itself. Joseph never had to manufacture urgency. The seven
lean years were coming whether Egypt prepared or not — the penalty of refusal was
written in the dream. Your penalty pillar works the same way when you have done the
prophetic work: name the coming famine honestly — the trend, the shift, the cost of
unpreparedness — and let reality do the persuading. Manufactured urgency is
manipulation; interpreted reality is ministry.

THE PERPETUITY — ‘thou shalt be over my house.’ ‘Thou shalt be over my house, and
according unto thy word shall all my people be ruled’ (Genesis 41:40). The offer
established Joseph's authority — the E of GENESIS, acted out in Egypt. And the keeping:
Joseph fed the nations through all seven years, sustained his own family, and settled
them in Goshen. The covenant compounded into generations. Build your keeping for the
same horizon: not the quarter — the generation.

Now the framework — the Famine Doctrine, four rulings for offer-makers:

1. BUILD IN PLENTY. The storehouses were built when grain was cheap and nobody was
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afraid. Your offer — the promise written, the proof gathered, the tiers designed, the
keeping calendared — must be built BEFORE the launch, before the need, before the
pressure. The builder who builds during the famine builds in panic; the builder who built
in plenty sells in peace. What is your current season — plenty or famine? If plenty: build. If
famine: build anyway, and sell the first tier while you store for the rest.

2. STOREHOUSES BEFORE STOREFRONTS. Joseph built storage before he opened sales
— the delivery system (Chapter 21, Day 3) preceded the invitation (Day 5). The order is
load-bearing: promise without storehouses is a famine of your own making — buyers
arrive and find empty shelves. Before your next launch, audit the storehouses: is the
onboarding ready? The delivery mapped? The keeping calendared? Open the storefront
only when the storehouses are full.

3. TIER THE EXCHANGE. Money, cattle, land, service — Joseph met every buyer at his
capacity. Your ladder must do the same: the free tier for the moneyless, the entry tier for
the cattle-man, the flagship for the landowner. And the ethics of it: every tier was an
HONEST exchange — grain for value, life for livelihood. Never confuse tiering with
trapping: the tiers serve the buyer, not the seller's extraction.

4. KEEP THE FAMILY TIER FREE. Here is the mercy hidden in the story: when Joseph's
own brothers came, he ‘commanded to fill their sacks with corn, and to restore every
man's money into his sack’ (Genesis 42:25). The covenant family received the grain AND
their money back — generosity inside the system. Your application: the inner circle — the
loyal, the long-kept, the covenant partners — gets the family tier: over-delivered,
under-charged, sometimes free. The market pays the price; the family receives the grace.
Both orbits, one sun — and the kept family becomes the loudest testimony on the pole.

Seven years of plenty. Seven years of famine. One young Hebrew who built in the first and ruled
in the second — not by predicting better than others, but by PREPARING better. The offer was
the preparation made visible. Build your storehouses now. Tier the exchange honestly. Keep
the family tier free. And when the famine comes — in your market, in your buyers' lives — you
will not be scrambling. You will be, like Joseph, already standing in the storehouse, with the
grain, the tiers, and the open door.

One more movement in Joseph's story — past the famine, into the long game: Goshen. When
the family arrived, Pharaoh gave them ‘the best of the land’ (Genesis 47:6), and ‘Israel dwelt in
the land of Egypt, in the country of Goshen; and they had possessions therein, and grew, and
multiplied exceedingly' (Genesis 47:27). The offer that saved Egypt became the TERRITORY that
raised a nation. This is the Goshen Strategy: build the offer not just for the transaction, but for
the territory — the space your kept buyers grow in, multiply in, become exceedingly fruitful in.
Your community, your client family, your covenant circle: Goshen is the perpetuity pillar grown
into geography.

And the deeper miracle of the keeping: the brothers who sold him. Joseph didn't just feed
them; he KEPT them — through the testing, the revealing (‘I am Joseph’, Genesis 45:3), the
forgiveness (‘ye thought evil against me; but God meant it unto good,” 50:20), all the way to
Goshen. The offer-maker's keeping sometimes means keeping the very people who buried
your talent — the partners who left, the clients who doubted, the brothers who sold you. ‘Be
not grieved, nor angry with yourselves, that ye sold me hither: for God did send me before you
to preserve life’ (45:5). The famine you prepared for may be the very thing that seats your
betrayers at your table — fed, forgiven, flourishing in Goshen. Build the storehouses big enough
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for them too.

The Goshen audit: look at your kept buyers today. Is there a Goshen — a place
(community, circle, ongoing partnership) where they are growing and multiplying
exceedingly? Or only transactions, scattered? And who are your brothers — the ones who
sold you, doubted you, left you — that the famine-season may yet bring to your
storehouse? Prepare the territory. Keep the table long. ‘God did send me before you to
preserve life’ — the offer was never just about the grain. It was about the nation the grain
would raise.

“Declaration: I build in plenty — storehouses before storefronts, promise written
before the pressure. I tier the exchange honestly, meeting every buyer at his capacity.
I keep the family tier free. And when the famine comes, I am already standing in the

storehouse, with grain for the nations.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Talents: The Parable of the Invested Offer

Every builder | have ever coached has a buried talent — the offer written in a notebook, the
course half-recorded, the promise prepared but never presented. This chapter is the excavation
crew. Jesus told the parable of the talents (Matthew 25:14-30) about the kingdom — but it
reads, line by line, as the theology of the unlaunched offer. Hear it with builder's ears:

“For the kingdom of heaven is as a man travelling into a far country, who called his
own servants, and delivered unto them his goods. And unto one he gave five talents,
to another two, and to another one; to every man according to his several ability.” —
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Matthew 25:14—15

Delivered unto them his goods — the offer, the gift, the promise — placed in their hands. And
the distribution: ‘to every man according to his several ability. Not equal — FITTED. Five, two,
one: tiered by capacity. Heaven itself tiers the distribution. Your ladder (Chapter 18) is not a
marketing invention; it is the parable's own structure — the same goods, portioned by ability,
every servant entrusted with what he could carry.

Then the two fates — and they are the two fates of every offer ever built:

THE TRADERS — ‘traded with the same, and made them other five talents.’ The
five-talent servant and the two-talent servant did the same thing: they put the goods TO
WORK — traded, invested, deployed. Note what they did NOT do: they did not wait until
they felt ready, did not polish the talents for a year, did not bury them until the market
was perfect. They traded — imperfectly, at risk, in real markets — and the goods
multiplied. Your offer multiplies the same way: deployed, not perfected. The course
Ia_urgckk\]ed to ten buyers teaches you more than the course polished for ten months. Trade
with the same.

THE BURIER — ‘digged in the earth, and hid his lord's money.’ One talent. Buried. And
when the master returned, the burier had his speech ready — the most honest excuse in
the parable, and the most damning: ‘| knew thee that thou art an hard man...and | was
afraid, and went and hid thy talent in the earth’ (vv. 24-25). AFRAID. Name it, builder: the
unlaunched offer is not waiting for the right season. It is buried by fear — fear of the price,
fear of the presentation, fear of the ‘no, fear of being seen trying. The master's answer is
the verdict on every buried offer: ‘Thou wicked and slothful servant’ (v. 26). Wicked — not
for failing, but for HIDING. Slothful — not for resting, but for burying. The buried talent is
not safe; it is judged.

And then the verse that ends every excuse — the minimum viable deployment, coommanded

by the master himself:

“Thou oughtest therefore to have put my money to the exchangers, and then at my
coming I should have received mine own with usury.” — Matthew 25:27

‘Thou OUGHTEST — the master's word for the minimum. Not the brilliant trade, not the
doubled five — the EXCHANGERS. The most basic deployment: put it where it can work, even
minimally. The application is direct and inescapable: the imperfect launch beats the perfect
burial, every time. The book published with flaws outperforms the manuscript perfected in a
drawer. The $197 audit offered this week beats the $5,000 flagship planned for ‘someday.’ The
exchangers are the entry tier (Chapter 18): put the goods there — today — and let them earn
their usury while you build the rest. Minimum deployment is not mediocrity; it is obedience.
The master COMMANDED the minimum. Bury nothing.

The framework — the Investment Doctrine, four rulings:

1. DEPLOY ACCORDING TO ABILITY. Five, two, one — the master tiered by capacity, and
so must you. Don't bury the one talent because it isn't five: the one, traded, earned the
same ‘well done’ as the five (vv. 21, 23 — read them; the commendation is IDENTICAL).
Your entry tier, faithfully deployed, receives heaven's full applause. The size of the
deployment is not the measure; the faithfulness of it is.
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2. TRADE, DON'T POLISH. The traders didn't attend a seminar on trading; they traded.
Every week your offer sits unlaunched is a week it cannot multiply — and multiplication
only happens in the market, never in the notebook. Set the launch date (moadim —
appointed seasons, Chapter 12). Keep it. Trade.

3. THE EXCHANGERS ARE ENOUGH TO START. Overwhelmed by the flagship? Start at
the exchangers: the smallest honest tier — the audit, the assessment, the single session.
Put the goods there this week. The master will receive ‘mine own with usury’ — the
minimum, deployed, earns. Perfectionism is just fear in a work ethic's clothing; the
exchangers are the antidote.

4. MULTIPLICATION COMPOUNDS TO JOY. ‘Enter thou into the joy of thy lord’ (vv. 21, 23).
The end of traded talents is not just profit — it is JOY. Shared joy: the master's and the
servant's, together. The deployed offer, kept in covenant, harvested in testimony, ends
where every God-built offer ends: not in a metric, but in a feast — the wedding of Chapter
16, furnished with guests. Trade toward the joy. It is the whole point.

So: what is buried in your field? Name it — the notebook, the half-recorded course, the price
never spoken. Then dig it up this week: appoint the season (the launch date), deploy at the
exchangers (the smallest honest tier), and trade. ‘For unto every one that hath shall be given,
and he shall have abundance: but from him that hath not shall be taken away even that which
he hath’ (v. 29). The buried talent doesn't stay buried — it gets TAKEN. The traded talent doesn't
stay single — it gets DOUBLED. Dig it up. Trade it. Enter the joy.

Let me make the exchangers concrete — because ‘put my money to the exchangers' is only
obedience if you know where YOUR exchangers are. The Exchangers' Ledger: every builder has
minimum viable deployments — small, honest, launchable THIS WEEK. Yours might be: the
single diagnostic session (not the flagship program). The paid audit (not the ninety-day
rebuild). The workshop (not the certification). The book (not the course). The template pack
(not the done-for-you). Write your ledger now: list every talent in your field, then mark each one
‘exchanger-ready’ (could launch in 7 days) or ‘still buried’ (waiting for perfect). The buried ones
are not humble; they are disobedient — the master COMMANDED the minimum.

And measure the usury — because the exchangers pay interest, and the interest is data. Every
minimum deployment returns three currencies: REVENUE (the smallest honest price, paid —
proof the market values it), RESPONSE (what buyers asked, what confused them, what they
wanted more of — the market's free consulting), and REFERRAL (the first kept buyers, the first
testimonies — the seed of the proof pillar). “Then at my coming | should have received mine
own with usury’ — the master expected the INTEREST, not just the principal. Your exchangers
are not lesser work; they are the interest-bearing accounts of the kingdom. Deploy the
minimum. Collect the usury. Then — and only then — build the bigger.

Write the ledger today: three columns: the talent, exchanger-ready or buried, the launch

date (within 7 days for the ready ones). The buried column is your excavation list — one

per week until the field is clear. ‘Thou oughtest’ — the ought is still standing. The
exchangers are waiting. The usury is accruing to whoever deploys.

“Declaration: I bury nothing — my talents are deployed according to my ability,
traded in the real market, put to the exchangers at minimum, and multiplied toward
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jov. The unlaunched offer is excavated this week. Well done awaits the trader, not the
burier.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

Nehemiah's Wall: Building with Sword and Trowel

Every offer gets built under opposition. The moment you lift the pole (Chapter 13), the critics
gather — the Sanballats and Tobiahs of your market, mocking the work: ‘What do these feeble
Jews? will they fortify themselves?’ (Nehemiah 4:2). Most builders either stop building to fight
the critics, or stop listening entirely and build deaf. Nehemiah did neither. His method —
building the wall with a trowel in one hand and a sword in the other — is the doctrine of
building your offer under fire:

“Fvery one with one of his hands wrought in the work, and with the other hand held a
weapon.” — Nehemiah 4:17

One hand for the WORK. One hand for the WAR. Both at once, for fifty-two days, until the wall
was finished. Here is the doctrine, four movements:

1. BUILD ANYWAY — the trowel hand never stops. The opposition's first goal is not to
win the argument; it is to STOP THE WORK. ‘They conspired... to fight against Jerusalem,
and to hinder it' (Nehemiah 4:8). Hinder — the enemy's verb is delay, not defeat. Your
critics, your doubts, your bad launch, the market's indifference — their victory is your
pause. Nehemiah's answer: ‘So built we the wall’ (v. 6) — past the mockery, past the
conspiracy, past the fear. The trowel hand works WHILE the sword hand guards. Build the
offer WHILE handling the objections — not after. The wall was finished in fifty-two days
(6:15) because the building never stopped for the battle.

2. ANSWER MOCKERY WITH MASONRY. When Sanballat mocked — ‘if a fox go up, he
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shall even break down their stone wall’ (4:3) — Nehemiah did not write a rebuttal. He
prayed (4:4-5) and KEPT BUILDING. The wall was the answer. Your application: the critic's
review, the competitor's sneer, the prospect's ‘who are you to charge that' — answer with
masonry, not manifestos. Every testimony harvested is a stone. Every kept buyer is a
course. Every repaired pillar is a tower. ‘And the wall was finished... and all the heathen...
perceived that this work was wrought of our God' (6:15-16). Finished work is the only
argument that converts mockers — and some of them, seeing it, will perceive God in it.

3. HOLD THE SWORD — guard the standard. The sword hand is not cruelty; it is
conviction. Nehemiah guarded the WORK — the wall's integrity, the builders' safety, the
mission's purity. Your sword hand guards the standard: the price that doesn't flinch, the
promise that doesn't dilute, the terms that don't bend for the mocker. ‘Be not ye afraid of
them: remember the Lord, which is great and terrible, and fight for your brethren’ (4:14).
Fight for the buyers — the ones the diluted offer would fail. The sword is not for attacking
critics; it is for defending the covenant from compromise. Hold it while you build.

4. FINISH IN FIFTY-TWO DAYS — appoint the completion. The wall had a finish date —
not ‘someday,’ but the twenty-fifth day of Elul (6:15). Your offer needs the same: the
appointed season of completion (moadim). The 7-day plan (Chapter 21) builds it; the
second week proves it; the first public season proclaims it. Builders who never appoint
completion build forever and launch never — their wall is eternally ‘almost.” Nehemiah's
builders were tired, threatened, and outnumbered — and they finished, because the
trOWﬁ| never stopped and the day was appointed. Appoint yours. Build with both hands.
Finish.

And the deeper identity word, for the builder under fire: Nehemiah was a CUPBEARER — a
servant in a foreign palace, not a builder by trade, not a leader by title. He wept over Jerusalem
(1:4), prayed, planned, and then BUILT — because identity, not résumé, was the multiplier. ‘You
can never DO more than who you ARE." Nehemiah WAS a builder before he ever laid a stone —
the wall just made it visible. You are an offer-maker before the offer is finished — the building
just makes it visible. The Sanballats cannot see it yet. Build anyway. In fifty-two days, the wall
will testify — and ‘they perceived that this work was wrought of our God.'

“Declaration: I build with both hands — trowel in one, sword in the other. I build
anyway, I answer mockery with masonry, I guard the standard while I work, and I
appoint the completion. The wall will be finished, and the finished wall will testify.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Sower: The Offer and the Four Soils

Every offer-maker eventually asks the anguished question: ‘| presented the same offer to ten

people — three bought, seven didn't. What's wrong with my offer?’ Jesus answered that
guestion in advance, with a parable about a sower, some seed, and four soils (Matthew 13:3-9).
The parable is usually taught about evangelism. Read it with a builder's eyes, and it becomes
the deepest teaching in Scripture on why the same offer produces different results — and what
to do about it.

The parable, compressed: ‘Behold, a sower went forth to sow; and when he sowed, some seeds
fell by the way side... some fell upon stony places... some fell among thorns... but other fell into
good ground, and brought forth fruit, some an hundredfold, some sixtyfold, some thirtyfold’ (vv.
3-8). Jesus then interprets it Himself (vv. 18-23) — a mercy, because we don't have to guess. The
seed is ‘the word of the kingdom' — the promise, the offer, the message. The soils are the
hearers — the buyers. And here is the ruling that reframes everything: THE SEED NEVER
CHANGES. Only the soils differ.
SOIL 1— THE WAYSIDE: the distracted. ‘When any one heareth the word... and
understandeth it not, then cometh the wicked one, and catcheth away that which was
sown in his heart’ (v.19). The seed never penetrated — snatched before it could settle.
Your wayside buyers: the scrollers, the skimmers, the ones who heard the promise but
never UNDERSTOOD it. The correction is not a better offer — it is clearer signs (otot):

simpler language, sharper promise, the transformation stated until it cannot be
misunderstood. ‘Understandeth it not' is a commmunication problem, and communication
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problems are solved by clarity, not by discounts.

SOIL 2 — THE STONY PLACES: the emotional. ‘He that received the seed into stony
places... anon with joy receiveth it; yet hath he not root in himself, but dureth for a while:
for when tribulation or persecution ariseth... by and by he is offended’ (vv. 20-21). The fast
yes, the quick fade. Your stony buyers: the ones who buy in excitement and vanish at the
first hard week. The correction is in the TERMS (Chapter 14's yoke): state the work honestly
UP FRONT — ‘take my yoke' BEFORE ‘my yoke is easy.’ The stony buyer wasn't lied to; he
was never told about the rocks. Tell them. The buyers who stay after hearing the terms are
the rooted ones — and rooted buyers become the hundredfold.

SOIL 3 — THE THORNS: the divided. ‘He also that received seed among the thorns is he
that heareth the word; and the care of this world, and the deceitfulness of riches, choke
the word, and he becometh unfruitful’ (v. 22). Not bad people — DIVIDED people. The
cares and the riches, choking together. Your thorny buyers: the ones who want the
transformation AND the farm AND the merchandise (Chapter 16) — and the thorns win.
The correction is the PENALTY pillar, stated truthfully: ‘you cannot keep everything and
gain this; something must be laid down.' The thorns are not removed by softer offers but
by clearer choices. ‘No man can serve two masters’ (Matthew 6:24) — say it with love, and
let the divided decide.

SOIL 4 — THE GOOD GROUND: the certain. ‘But he that received seed into the good
ground is he that heareth the word, and understandeth it’ (v. 23) — and brings forth ‘some
an hundredfold, some sixty, some thirty.' The certain (Chapter 15): the Dionysiuses, the
ones who cleave. Note the TIERS even in the harvest: hundred, sixty, thirty — not every
good-soil buyer yields identically, and heaven doesn't rank them. Your hundredfold
buyers are the kept ones (Chapter 20): onboarded, walked with, harvested — their
testimonies become the seed for the next sowing. Tend the good ground FIRST: the kept
hundredfold buyer is worth more than ten wayside impressions.

Now the framework — the Soil Doctrine, four rulings that settle the anguished question:

1. DON'T CHANGE THE SEED FOR THE SOIL. The sower never bred a special seed for the
wayside. The promise — the transformation, the price, the terms — stands. When seven of
ten don't buy, the temptation is to dilute: lower the price, soften the terms, fog the
promise. Resist it. The seed that fed the hundredfold is the SAME seed the thorns choked.
Change the SIGNALS (clearer), the SEASONS (better timing), the SOIL-TENDING (better
keeping) — never the seed's integrity. ‘The grass withereth, the flower fadeth: but the
word of our God shall stand for ever’ (Isaiah 40:8).

2. SOW GENEROUSLY ANYWAY. ‘A sower went forth to sow’ — and he sowed on ALL four
soils, knowing three would underperform. The solar system again: the sun shines on the
wayside too. Your signs (otot) go out generously — the teaching, the testimony, the
invitation — to the many, while your KEEPING goes deeply to the certain. Generous
sowing, focused keeping: that is the rhythm. Never shrink the sowing because the soils
vary; the hundredfold only comes from seed scattered wide.

3. TEND, DON'T JUST SCATTER. The parable's sower scatters — but the farmer of the
parable's APPLICATION tends: the stony ground gets its rocks named (honest terms), the
thorny ground gets its thorns addressed (clear choices), the good ground gets its
cultivation (keeping). Sowing is the invitation; tending is the perpetuity. Most builders are
all scatter, no tend — and then they blame the seed. The seed is fine. Tend the soils:
onboard the emotional, choose with the divided, cultivate the certain.

4, MEASURE THE HARVEST, NOT THE SCATTERING. ‘Some an hundredfold, some

sixtyfold, some thirtyfold’ — the parable measures by FRUIT, not by seed thrown. Your

metrics must do the same: not impressions, not clicks, not even initial sales — but

transformed buyers, kept covenants, harvested testimonies. The hundredfold is the only

number heaven counts. Build your dashboard around it: how many buyers reached the

ﬁromised transformation this quarter? That — not the size of the scattering — is the
arvest.

So the anguished question gets its answer: there is nothing wrong with your offer when seven
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of ten don't buy — there are four soils, and only one of them was ever going to bring forth fruit.
Your work is not to convert the wayside by diluting the seed. Your work is: sow the true seed
generously (signs), name the rocks and thorns honestly (terms and penalty), and tend the good
ground devotedly (keeping) — until the hundredfold comes in. ‘And other fell on good ground,
and did yield fruit that sprang up and increased’ (Mark 4:8). Spring up. Increase. That is the end
of the parable, and the end of every God-built offer: the good soil, well tended, bringing forth —
some thirty, some sixty, and some an hundredfold.

End each year with the Harvest Audit — the sower's annual review, counting what the parable
counts: fruit, not scattering. Four questions, answered with numbers: (1) THE HUNDREDFOLD:
who are my hundredfold buyers this year — the transformed, the kept, the testifying? Name
them. Thank them. (They are the harvest; everything else was sowing.) (2) THE SOILS: where did
most of my seed fall? If 80% of my effort went to the wayside (broad, distracted audiences) and
5% to the good ground (the certain), the ALLOCATION is wrong — not the seed. Reallocate next
year's sowing toward the soils that bore. (3) THE TENDING: which soil got my best keeping? The
stony buyers who needed honest terms — did they get them? The thorny — did | force the kind
choice? The good ground — did | cultivate, or just harvest and move on? (4) THE SEED: is the
promise still true — still lived, still deliverable, still clear? The seed doesn't change for the soils;
but the sower must ensure the seed is still SEED — alive, not a museum piece. ‘And other fell
on good ground, and did yield fruit that sprang up and increased’ (Mark 4:.8) — spring up,
increase: the audit's only verdicts that matter.

Then plan the next year's sowing from the audit — not from habit, not from envy, from
HARVEST DATA. More seed to the good ground (deeper keeping, higher tiers for the certain).
Clearer signals for the wayside (sharper promise, simpler language). Honester terms for the
stony (the yoke, stated upfront). Kinder ultimatums for the thorny (the choice, forced in love).
The sower who audits harvests more every year — not because the seed improved, but
because the SOWING did. ‘While the earth remaineth, seedtime and harvest... shall not cease’
(Genesis 8:22) — the rhythm is guaranteed; the yield is cultivated. Audit the harvest. Sow the
learning.

“Declaration: I sow the true seed — unchanged for the soils, scattered generously,
tended devotedly. I clarify for the wayside, I name the terms for the stony, I force the
choice for the thorny, and I cultivate the good ground until the hundredfold. The seed
stands forever; the harvest is coming.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Shunammite's Oil: Vessels Not a Few

There is a miracle in 2 Kings 4 that every offer-maker should study — because it reveals the
hidden law of multiplication: the supply is unlimited, but the VESSELS determine the harvest. A

widow, in debt, with creditors coming for her sons. One pot of oil. The prophet Elisha. And an
instruction that sounds like business advice from heaven itself:

“Go, borrow thee vessels abroad of all thy neighbours, even empty vessels; borrow not
afew.” — 2 Kings 4:3

Borrow vessels. Not a few. Then: ‘shut the door upon thee and upon thy sons, and pour out into
all those vessels' (v. 4). She poured — and the oil flowed, vessel after vessel, until: ‘Bring me yet a
vessel. And he said unto her, There is not a vessel more. And the oil stayed’ (v. 6). The oil STAYED
— not because the supply ran out, but because the VESSELS ran out. Then: ‘Go, sell the oil, and
pay thy debt, and live thou and thy children of the rest’ (v. 7). The Vessel Doctrine — five rulings:

1. CAPACITY DETERMINES MULTIPLICATION. The oil was unlimited; the vessels were not.
The miracle filled exactly what she had borrowed — ‘not a few' became the measure of
the harvest. Your offer works the same way: the promise (the oil) is unlimited, but your
VESSELS — the tiers, the delivery systems, the keeping capacity, the team, the calendar —
determine how much of it you can actually carry. Builders pray for multiplication while
borrowing few vessels: the offer with no onboarding, the launch with no keeping system,
the flagship with no delivery team. ‘Borrow not a few' — build the vessels BEFORE you
need the oil: the tiers designed (Chapter 18), the keeping calendared (Chapter 20), the
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systems nurtured (Book 3). Capacity first; multiplication follows.

2. SHUT THE DOOR — BUILD BEFORE YOU BROADCAST. ‘Shut the door upon thee and
upon thy sons’ — the miracle happened in PRIVATE. No audience, no livestream, no
‘building in public’ — just the widow, her sons, the vessels, and the pouring. Your
application: the 7-day build (Chapter 21) is shut-door work. The offer is BUILT in private —
promise written, price named, systems mapped — before it is PRESENTED in public.
Builders who broadcast the building invite opinions into the miracle; opinions are not
vessels. Shut the door. Borrow the vessels. Pour. Then open the door with the oil already
flowing — ‘go, sell’ comes AFTER the filling, never before.

3. THE OIL FLOWED WHILE SHE POURED. Read it carefully: she didn't pray the vessels
full — she POURED, and as she poured, the oil kept coming. The multiplication happened
IN THE PRESENTING, not before it. This is the deepest encouragement in the doctrine:
you don't need the full supply before you start pouring. Start the pouring — present the
offer, teach the teaching, serve the buyer — and the oil flows in the act. ‘Give, and it shall
be given unto you... pressed down, and shaken together, and running over’ (Luke 6:38).
The running-over happens to the giver, in the giving. Pour first; the flow follows the
pouring.

4. ‘THE OIL STAYED’ — WHEN VESSELS RUN OUT. The saddest sentence in the miracle:
‘There is not a vessel more. And the oil stayed.’ The supply didn't fail — the CAPACITY did.
Audit your vessels honestly: where is your oil staying right now? The waitlist you can't
serve (no delivery vessel). The buyers you can't keep (no keeping vessel). The demand you
can't meet (no team vessel). Every ‘stayed’ is a vessel to borrow: hire the help, build the
tier, systematize the onboarding. The oil is still flowing — heaven's supply has not
diminished. Borrow more vessels. ‘Not a few.’

5.‘GO, SELL THE OIL, AND PAY THY DEBT.’ The miracle ended in the MARKETPLACE —
not as a monument, but as merchandise: sell the oil, pay the debt, LIVE of the rest. The
offer must do the same: the transformation, multiplied in private, is SOLD in public —
priced without apology (Chapter 5), presented with honor (Chapter 7) — and the proceeds
solve the REAL problem (the debt) and fund the REAL life (‘live thou and thy children of
the rest’). An offer that multiplies but never sells is a miracle without a mission. The oil was
for the selling. The selling was for the living. Build the vessels, pour in private, sell with
honor, and live of the rest.

Borrow vessels. Not a few. Shut the door. Pour. Sell. Live. That is the whole doctrine — and it is
the whole business, from first promise to final keeping: capacity built in private, multiplication
released in the pouring, the harvest sold with honor, the debt paid, the children living of the
rest. The widow came to Elisha with a pot of oil and a death sentence for her sons. She left with
vessels full, debts paid, and a future. ‘And the oil stayed’ — only when the vessels ran out. See to
it that yours don't.

“Declaration: I borrow vessels, not a few — capacity built before the pouring, systems
before the selling. I shut the door and build in private; I pour, and the oil flows in the
pouring; I sell with honor, pay the debt, and live of the rest. The supply is unlimited.
My vessels will not run out.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Offer Architecture Audit

Reading about the architecture is Day-1 light. Now diagnose yours. This chapter is an
instrument, not a teaching — the six pillars turned into a scored audit you can run on any offer
in under an hour. Print these pages. Take your best offer — the one that should be converting

and is not — and score it honestly. The killer you flinch at is usually the one running your
numbers.

How to score: for each statement, give yourself O, 1, or 2. Zero — missing entirely. One — present
but weak, vague, or inconsistent. Two — clear, strong, and provable. Five statements per pillar;
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each pillar scores out of 10; the whole audit out of 60. Score fast and honest — the audit only
works on the truth.

PILLAR 1 — THE PROMISE (out of 10)

The promise multiplies; everything else adds. Score this pillar first, and score it ruthlessly — a
weak promise zeroes the whole offer no matter how strong the rest.
1. | can state the transformation in one sentence, in the buyer's language. Not features,

not process — the ‘after’ state. (O = | describe what it is; 2 = | declare what it does, in their
words.)

2. A stranger could picture Tuesday morning living in the ‘after.’ Concrete beats
abstract: ‘breakthrough’ is fog; ‘your pricing rebuilt and your close rate doubled'’ is light. (O
= abstract nouns; 2 = a picture.)

3. The promise is one — a single gravitational center. One sun, not two. If the offer
promises three different transformations, the orbits wobble. (0 = multiple competing
promises; 2 = one clear center.)

4. The promise is mine to make — lived, proven, deliverable. Not borrowed, not copied
from a mentor's page. (O = someone else's transformation; 2 = walked and evidenced.)

5. The promise aims at the buyer's deepest need, not my favorite feature. The
heavy-laden want rest, not information. (O = my language; 2 = their longing.)

PILLAR 2 — THE PROOF (out of 10)

The sign on the covenant. An offer without proof asks the buyer to believe on credit — and God
never did that; He put His bow in the cloud.

1. Testimonies or results are visible before the price appears. Evidence first, then
exchange. (0 = no proof shown; 2 = proof precedes price.)

2. 1 have at least three specific, verifiable results. Names, numbers, before-and-after —
not adjectives. (O = claims only; 2 = three or more specifics.)

3. My own story demonstrates the transformation. The bearer's testimony: the light
passed through me. (O = my story is absent; 2 = it is told and tied to the promise.)

4. The proof matches the size of the promise. A ‘life-changing’ promise needs life-sized
evidence. (0 = small proof, huge promise; 2 = proportionate.)

5. Proof is gathered continuously, not once. The priest trimmed the lamp daily. (O = stale
proof; 2 = a rhythm of gathering.)

PILLAR 3 — THE PRICE (out of 10)

Named, not hidden. If this pillar scores low, re-read Chapter 5 slowly — the wound is upstream,
in the identity.
1. The price is stated plainly — one number, no apology. No preemptive discount, no

nervous laughter, no hiding until the last call. (O = hidden or apologized; 2 = named
plainly.)

2. Value is established before the price appears. Promise clear, proof visible, people
named — then the number. (O = price first; 2 = value first.)

3. The price reflects the transformation’'s worth, not my insecurity. Priced by what it is,
not by what | think the buyer can afford. (O = priced from fear; 2 = priced from worth.)
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4. | have a written, honorable discount policy — or none at all. Strategic and stated,
never reactive and hidden. (O = discounts from flinching; 2 = policy or firm price.)

5. 1 can say the price aloud without my voice changing. The body keeps the score the
spreadsheet hides. (O = | flinch; 2 = steady.)

PILLAR 4 — THE PEOPLE (out of 10)
Divide: the fifth action of the Genesis Algorithm. The offer that is for everyone is for no one.

1. | can name my buyer in one specific sentence. ‘Faith-driven founders doing
$100K-$1M who are undercharging’ — not ‘entrepreneurs.’ (O = ‘everyone’; 2 = named.)

2. | have named who this is NOT for — and | say so. The courage to divide is the courage
to lead. (O = afraid to exclude; 2 = stated plainly.)

3. My content speaks their language, not mine. Their poets quoted back to them — the
Mars Hill rule. (O = jargon; 2 = their words.)

4. 1 know where my people gather — and | am there. The gate, the highways, the
Areopagus: placement matters. (O = shouting into fog; 2 = present where they are.)

5. The right people lean in when they hear themselves named. Test it: say the naming
sentence aloud. Does it pull? (O = no reaction; 2 = recognition.)

PILLAR 5 — THE PENALTY (out of 10)
The honest cost of ‘'no,’ stated plainly — never as manipulation, never hidden to be palatable.

1. I can state the cost of walking away in one truthful sentence. The other half of the
promise. (O = never stated; 2 = clear and true.)

2. The penalty is honest — real, not manufactured. No false urgency, no invented
scarcity. (O = pressure tactics; 2 = truthful alternative.)

3. The penalty fits the promise — proportionate, not inflated. ‘Another year of
discounting your calling’ fits; ‘your life is over’ does not. (O = inflated or absent; 2 =
proportionate.)

4. | state it once, plainly — then release it. Said, not wielded. (O = repeated as pressure; 2
= stated and released.)

5. | believe the alternative is real — | am not performing concern. The buyer can tell. (O
= performed; 2 = genuine))

PILLAR 6 — THE PERPETUITY (out of 10)

Covenant, not transaction. Transactions end; covenants compound.

1. I have a designed ‘after’ — onboarding, not abandonment. The morning after the sale
is planned. (O = nothing after the close; 2 = designed onboarding.)

2. 1 check the fruit — follow-up is calendared. Did the transformation land? | ask, on
purpose. (O = never; 2 = rhythmic check-ins.)

3. Kept buyers become proof — | harvest testimonies. The perpetuity pillar feeds the
proof pillar: the cycle compounds. (O = testimonies never asked; 2 = harvested.)

4. There is a next orbit — the buyer knows the path inward. From entry to core to
flagship: the journey continues. (O = dead end; 2 = clear next step.)

5. | treat buyers as partners to be kept, not customers closed. The covenant mindset,
operationalized. (O = transactional; 2 = covenantal.)
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SCORE AND PRESCRIPTION

Add the six pillar scores. Your total is out of 60:

50-60 — COVENANT GRADE. The architecture stands. Present with honor, keep with
faithfulness, and widen the highways. Your work now is visibility, not repair — more signs
(otot), kept seasons (moadim).

35-49 — REPAIRABLE. One or two pillars are murdered. Circle the lowest-scoring pillar —
that is your killer — and rebuild it before you spend another dollar on visibility. A repaired
pillar multiplies the whole offer.

20-34 — REBUILD. The architecture cannot hold the promise. Do not launch; do not
discount; do not hustle harder. Return to Chapter 2, rebuild pillar by pillar, and re-audit.
The time spent rebuilding is cheaper than the reputation spent launching broken.

Below 20 — RETURN TO THE PROMISE. The multiplying center is fog. Stop everything
and answer one question: what transformation — lived, proven, deliverable — can |
promise in one sentence? Build outward from the answer.

Now the prescription lines — write the repair before you forget the diagnosis:

My total score (out of 60):

My strongest pillar (keep tending it):

My weakest pillar (the killer) — and the one repair | will make this week:

The single sentence | will rewrite first (promise, price, or people):

Competitor audited — their strongest pillar (learn the clarity, not the copy):
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My re-audit date (30 days from today):

Run this audit every season — identity is settled, not frozen, and offers are too. The architecture
you repair today is the authority you stand in tomorrow.

Two more uses for this instrument before you close it — because an audit you run once is a
diagnosis, and an audit you run as a discipline is a system. First: the SECOND SCORING. Repair
your weakest pillar (the prescription lines above), wait thirty days, and re-audit — same
statements, same honesty, new scores. The delta is your report card: did the repair hold?
Builders who re-audit quarterly catch killers while they are small — a vague promise caught in
month one is a sentence rewritten; caught in year two, it is a brand rebuilt. ‘Examine
yourselves, whether ye be in the faith; prove your own selves’ (2 Corinthians 13.5) — the
examined offer, like the examined life, is the one that endures.

Second: the COMPETITOR AUDIT. Run these same thirty statements on your strongest
competitor's offer — from the outside, as a buyer would experience it. You will learn more in
one hour than in a year of wondering why they win: their promise is clearer (steal the clarity,
not the copy), their proof precedes their price (note the order), their penalty is stated while
yours is hidden. The audit is not just a mirror; it is a window. And the honorable rule: learn
everything, copy nothing — your pillars must be built from your own walked transformation
(Killer 2 still applies to borrowed architecture). Study the city the way Paul studied Athens
(Chapter 15) — then build your own altar, with your own fire.

REPAIR PLANS — write the work

“Declaration: I audit my offer without flinching — promise, proof, price, people,
penalty, perpetuity, each scored honestly. What is murdered, I resurrect. What is
weak, I strengthen. My offer will stand on six pillars, covenant-grade, with nothing
missing and nothing hidden.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Tiered-Offer Ladder

A single offer is a tent. A tiered ladder is a house — with rooms for every traveler, stairs between

them, and one foundation under all. Chapter 4 gave you the solar system: one sun, ordered
orbits. This chapter turns the orbits into a buildable ladder — every tier named, priced, and
placed, with the transitions between them designed instead of hoped for.

The doctrine first, because the ladder has a theology: God builds in tiers. The tabernacle had
the outer court, the holy place, and the holy of holies — three tiers of nearness, one dwelling
(Exodus 26-27). The parables have the thirtyfold, the sixtyfold, the hundredfold — three tiers of
fruitfulness, one seed (Matthew 13:23). Heaven is not offended by levels; it designed them. Your
ladder is not upselling. It is architecture — giving every traveler the right room at the right
distance from the center.

THE SUN — the one promise everything orbits. Before a single tier is named, write the

one-sentence promise — the transformation, in the buyer's language. Every tier below

must carry this promise's DNA: the free teaching tastes it, the entry offer delivers its first

fruits, the flagship delivers it whole. If a tier cannot trace its lineage to the sun, it is not part
of the system — it is a shelf of accidents. One center, never two.

TIER 1— THE OUTER ORBIT: free value. Teaching, content, generosity — the light freely
given at the greatest distance. Its job is not to convert; its job is to signal (otot) — to point,
to declare, to let the traveler navigate by your light. The outer orbit must be genuinely
valuable — the same transformation DNA as the flagship, freely given — because
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generosity is not a tactic; it is physics. Name it: what is your free tier, exactly? (The
teaching series, the weekly letter, the open workshop.) And check the light: does it carry
the real promise, or is it a trick to pull people in?

== TIER 2 — THE MIDDLE ORBIT: entry offers. The book, the audit, the workshop, the
assessment — low price, low commitment, high clarity. Its job is the first transaction of
trust: a small ‘yes’ that lets the buyer experience the promise at low risk. Price it for
decision-ease, not for revenue — the middle orbit's revenue is trust, which compounds
into the inner orbit. Name each entry offer, and for each one write the single
transformation it delivers — entry offers fail when they try to deliver the flagship's promise
at the entry's price.

== TIER 3 — THE INNER ORBIT: the core offer. The flagship transformation — high touch,
high depth, high price. Its job is the full promise, delivered whole: the ninety-day rebuild,
the complete system, the guided transformation. This is the tier the whole ladder exists
for — the outer and middle orbits are its testimony and its on-ramp. Price it at the
transformation's worth (Chapter 5) — never apologized, never discounted from shame.
Name it with the weight it carries: the name should sound like the promise kept.

== THE TRANSITIONS — stairs, not cliffs. Between every two tiers there must be a designed
step — not a leap the buyer has to make alone. From free to entry: the invitation inside
the teaching ('if this helped, the audit goes deeper’). From entry to core: the diagnosis
inside the entry offer (‘the audit revealed the gap; the ninety days close it'). Each transition
is a small, honest ‘next’ — stated plainly, never pressured. Cliffs lose travelers; stairs keep
them. Design every stair before you need it.

Now build it — the ladder worksheet. Write it out; what is written is established:

MY LADDER

THE SUN — my one promise (one sentence, buyer's language):

TIER 1 (outer orbit) — my free value: what it is, and how it signals the promise:

TIER 2 (middle orbit) — my entry offer(s): name, price, and the single transformation each delivers:

TIER 3 (inner orbit) — my core/flagship offer: name, price, and the full transformation:
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STAIR 1— the designed step from free to entry (the invitation inside the teaching):

STAIR 2 — the designed step from entry to core (the diagnosis that opens the door):

THE LADDER CHECKS

THE LIGHT CHECK: does the free tier carry the same transformation DNA as the flagship?
If the outer orbit is a trick, the inner orbit inherits the distrust. Generosity must be real —
the physics depends on it.

THE GRAVITY CHECK: what keeps travelers circling inward — results, relationship,
rhythm? If nothing pulls, the ladder is a staircase nobody climbs. Gravity is built from kept
promises: every kept promise increases the pull.

THE ORDER CHECK: does every tier know its place — nothing competing, nothing
confusing? The entry offer must not try to be the flagship; the free tier must not try to be
the entry. Ordered orbits, each in its distance, each in its glory — ‘one star differeth from
another star in glory’ (1 Corinthians 15:41).

THE SUN CHECK: one center — never two. Read every tier's promise aloud. If two different
transformations emerge, the system has two suns, and the planets will scatter. Merge or
remove until one promise remains.

A final word of honor about the ladder: never build a tier you would not buy yourself, and never
price a tier to trap. The ladder serves the traveler — each room right-sized, each stair honest,
the whole house ordered. ‘In my Father's house are many mansions’ (John 14:2) — many rooms,
one house, one promise at the center. Build yours the same way: many tiers, one sun, and every
traveler one honest stair closer to the transformation.

Watch a ladder fully built — a real one, so you can feel the orbits. A business coach,
kingdom-minded, serving founders. Her SUN: ‘Founders stop discounting and start closing —
pricing rebuilt on worth, not fear.! TIER 1 (outer orbit): a weekly letter, ‘The Priced Right Post,
free — each issue one pricing truth, one testimony, one invitation. The light is real: readers
forward it because it actually helps. TIER 2 (middle orbit): ‘The Price Audit’ — $197, a 90-minute
diagnostic: your offers scored, your price reset, your discount policy written. One
transformation, delivered whole: you leave knowing your number. TIER 3 (inner orbit): ‘The
Ninety-Day Rebuild’ — $5,000: offers, pricing, sales rnythm, and keeping system, built with her.
STAIR 1. every letter ends, ‘If this helped, the Price Audit goes deeper — 90 minutes, your
number, $197." STAIR 2: every audit ends with the diagnosis — ‘here is the gap; the ninety days

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



close it. One sun, three orbits, two stairs. Nothing competing: the letter never tries to rebuild;
the audit never tries to be free; the flagship never apologizes. In eighteen months: 4,000
readers, 200 audits, 31 rebuilds — and the flagship's proof pillar fed by the kept buyers of every
tier. That is the ladder, working.

And when do you ADD a tier? Three honest signals — and only these: (1) Travelers are stranded:
a real group keeps asking for something between two orbits (‘I loved the audit but I'm not
ready for ninety days') — build the bridge tier they are asking for. (2) The flagship is full:
demand exceeds your capacity honestly — add a group tier (the same promise, delivered to
many) rather than raising the drawbridge. (3) The sun has grown: your promise now covers
ground the ladder doesn't reach — extend an orbit, don't build a second sun. Never add a tier
from boredom, from a funnel template, or from envy of someone else's ladder. ‘One star
differeth from another star in glory’ (1 Corinthians 15:41) — but no star needs to be two stars, and
no ladder needs a tier nobody asked for.

Draw it on one page: sun at the center, three orbits, two stairs — names, prices, and the
single transformation each tier delivers. Pin it where you work. Every new offer idea must
earn its orbit on that page: which travelers does it serve, which stair leads to it, and does it
carry the sun's DNA? If it cannot answer, it is not a tier — it is a distraction with a price tag.
“Declaration: My ladder stands ordered — one sun at the center, free value signaling
in the outer orbit, entry offers building trust in the middle, the flagship delivering the
whole promise within, and honest stairs between every tier. One promise, many

rooms, nothing competing, nothing confusing.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

Pricing with Authority

Chapter 5 healed the wound. This chapter builds the practice. Pricing with authority is not a
feeling — it is a sequence: a set of steps, done in order, that produces a number you can name
without flinching. Work it here, on paper, with your real offer — and the number at the end wiill

stand, because you will know exactly what it stands on.

The sequence has five steps. Do not skip, do not reorder — the order is the authority:

STEP 1 — THE TRANSFORMATION INVENTORY
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Write what the buyer walks away with — not features, the ‘after.’ Be exhaustive; this inventory
is the evidence your price will stand on:

The transformation (one sentence):

Three concrete ‘after’ states the buyer will live in:

What does this transformation save them (time, money, pain) — be specific:

What does this transformation earn or unlock for them — be specific:

STEP 2 — THE PROOF INVENTORY

Evidence first, then exchange. List every proof the promise stands on — your story, client
results, years in the work:

My own testimony of this transformation (2-3 sentences):

Three verifiable results (hames/numbers where honorable):
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Years, reps, and rooms: what my authority in this is built from:

STEP 3 — THE NUMBER

Now — and only now — the price. Read your two inventories aloud, then answer:

What is this transformation WORTH to the right buyer (not what | fear charging)?

My price (one number, written plainly):

Why this number is honest (tie it to the inventories above):

STEP 4 — THE DISCOUNT POLICY

Decide from conviction, in advance — never in the moment, never from a flinch. Write your

policy now, while you are strong:

My honorable discounts (founding cohort, scholarship, real deadline — with reasons):

What | will NEVER discount for (hesitation, haggling, guilt):
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My exact words when asked for an unplanned discount:

STEP 5 — THE REHEARSAL

Authority is a muscle; rehearse the lift. Say each line aloud — voice steady, no apology — until it
sounds like the truth it is:

Say it: ‘The investment is [your number]." — how did it feel (1-10)?

Say the value first, then the price — write the two sentences you will actually speak:

The penalty, truthfully: ‘Without this, the honest cost is ...":

Now the objections — because they will come, and the builder who has answered them on
paper answers them with authority in person. Write your responses in your own voice, honest
and unpressured:

== ‘It's too expensive.’ Never argue; translate. ‘Compared to what?' — then restate the
transformation's worth from your inventory. The pearl of great price (Matthew 13:46): the
merchant did not haggle the pearl down; he measured it truly and sold all. Your answer:
acknowledge the weight of the number, restate the worth, and let them measure. Write
your version:

My answer to ‘it's too expensive’

== 'Let me think about it.’ Honor it — then make the thinking concrete. ‘Of course. What
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specifically do you need to think through — the fit, the timing, or the investment?’ The
vague ‘think’ hides a specific question; your job is to surface it with kindness, not to
pressure past it. Write your version:

My answer to ‘let me think about it”:

‘Can you do any better on the price?’ Your discount policy — written in Step 4, while you
were strong — answers for you. If the ask fits the policy, grant it with clarity; if not, decline
with honor: ‘| keep one price for everyone, so the promise stays whole." Never invent a
discount in the moment; the moment is where shame negotiates. Write your version:

My answer to ‘can you do better on the price”

One last ruling, and it is the whole chapter in a sentence: the price is set by the inventories,
defended by the policy, and delivered by the rehearsal — never by the mood of the moment.
Worth established on paper, number named aloud, objections answered in advance: that is
pricing with authority. The laborer is worthy of his hire — and now you know, to the dollar, what
the hire is.

Three final tests before the number goes public — run all three, and the price that passes is the
price that stands. THE SLEEP TEST: can you sleep the night after naming it — no 3 a.m.
renegotiating with the ceiling? If the number keeps you up, it is either too high for your current
proof (shrink the promise or strengthen the evidence) or too low for your worth (and the
resentment will poison the delivery). A price you can sleep on is a price your identity has
accepted — and identity multiplies everything. THE SAY-IT TEST: say the number to a mirror,
then to a friend, then to a stranger — voice steady, eyes up. The mirror tests shame; the friend
tests conviction; the stranger tests reality. If your voice changes, the wound is upstream
(Chapter 5) — heal it before you launch. THE SERVANT TEST: can you defend this price to the
buyer AS SERVING THEM? Not ‘| deserve it' — ‘this number protects the promise: it funds the
keeping, it keeps the cohort serious, it honors the transformation.” A price you can defend as
service is a price without apology. A price you can only defend as deserving is a price still
negotiating with shame.
‘l need to ask my spouse / partner.’ Honor it completely — then equip it. ‘Of course —
this should be a together decision. What will you tell them about it?' Then give them the
words: the one-sentence promise, the proof, the price — written down, so the buyer
doesn't have to translate your offer from memory at the kitchen table. Most ‘ask my
spouse’ deaths happen because the buyer couldn't retell the promise. Write the retelling

for them: a one-page summary they can hand over. Your invitation should survive being
repeated by someone else — if it can't, the promise is still fog. Write your version:
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‘Send me some information.’ Send the smallest true thing — not the brochure, the sign.
One page: the promise in one sentence, three proof points, the price, the next step. ‘Here
is the one page; the full conversation is the next step — when shall we have it?’
Information without invitation is just content; the otot must POINT somewhere. And set
the follow-up date before you hang up: ‘I'll call Thursday — will mornings or afternoons
find you?' The information is the sign; the appointment is the season. Write your version:

Sleep test, say-it test, servant test — then the number goes public, and it stands. Not because
you are stubborn, but because you know what it stands on: inventories counted, policy written,
objections answered, tests passed. ‘The labourer is worthy of his hire’ — and now the hire has

been weighed, examined, and found worthy. Name it.

My answer to ‘send me some information”.

My answer to ‘| need to ask my spouse’:

“Declaration: My price stands on inventories, notl insecurity — Iransformation
counted, proof gathered, number named plainly, discounts decided from conviction,
objections answered in advance. I say the number with a steady voice, because I know

what it stands on.”
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PART 111

The Presentation

‘The moment most builders flinch: the price, the positioning, and the close — done with
honor, never manipulation.



HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

Price Without Apology

| want to honor you again, because this is the chapter where most builders need it. If naming a
price has ever made your stomach tighten — if you have ever discounted before anyone asked,
apologized for your own rates, or hidden the price until the last possible moment — hear me:

you are not greedy for wanting to be paid. You are carrying a wound, and wounds can be
healed.

Here is the diagnosis, straight from the master equation: price guilt is not a pricing problem.
Money is the symptom; identity is the root. Identity multiplies everything — including the leaks.
If your Gate — your belief — says that charging is unspiritual, that money is dirty, that a
kingdom builder should give everything away, then no pricing strategy will hold. The leak is
upstream. Fix the belief, and the price stands.

So let Scripture reset the belief. Start here:

“The labourer is worthy of his hire.” — Luke 10:7

Worthy. Not tolerated — worthy. The worker's pay is not a concession to greed; it is the
recognition of worth. When you refuse to name a fair price, you are not being humble. You are
declaring your own labor unworthy — and calling God a liar about the worth He assigned.
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Then the merchant and the pearl:

“The kingdom of heaven is like unto a merchant man, seeking goodly pearls: who,
when he had found one pearl of great price, went and sold all that he had, and bought
it.” — Matthew 13:45—46

Read it carefully: the pearl had a great price — and the greatness of the price did not repel the
merchant; it proved the pearl. He sold everything to have it. Price, in the kingdom's own
parable, is not the enemy of value. Price is the evidence of it. The right buyer does not flinch at
a great price for a great pearl. He flinches at a cheap price for a pearl — because cheapness
whispers that it might be glass.

And then Mary, with the alabaster box — ‘very precious’ ointment poured on the feet of Jesus,
and Judas doing the math out loud: ‘Why was not this ointment sold for three hundred pence,
and given to the poor?’ (John 12:5). The voice of price-shame is always religious, always
reasonable, always counting someone else's devotion as waste. And Jesus answered it forever:
‘Let her alone.! Worth is not decided by the critic's arithmetic. It is decided by the devotion it
answers — and by the transformation it carries.
Value is established before price is named. This is the sequence, and the sequence is
everything. In Eden, the garden's abundance was stated before the boundary. In your
offer, the transformation must be established — promise clear, proof visible, people
named — before the price appears. A price named before value is established sounds like

a cost. The same price named after value is established sounds like an exchange. Never
name the price first. Establish the value; then name the price, plainly, without flinching.

Charge what the transformation is worth. Not what your insecurity will tolerate. Not
what the cheapest competitor charges. Not what you think the buyer can afford — that is
the buyer's arithmetic, not yours. What is the transformation worth? A marriage restored,
a business reborn, an identity found — what is that worth? Price is not a number you
invent; it is a worth you recognize. The pearl was not priced by the merchant's budget. It
was priced by what it was.

And the apostle Paul reaches all the way back to Moses for the principle: ‘Thou shalt not muzzle
the mouth of the ox that treadeth out the corn’ (1 Corinthians 9:9; Deuteronomy 25:4). The ox
that does the work eats from the work — not as a bonus, but as a law of the field. Then Paul
applies it directly to kingdom laborers: ‘Let the elders that rule well be counted worthy of
double honour, especially they who labour in the word and doctrine’ (1 Timothy 5:17-18). Double
honour. Not single, not grudging — double. If the kingdom's own teachers are worthy of
double honour, then the kingdom's builders are not thieves for charging what the
transformation is worth. They are oxen, unmuzzled by heaven's own law.

A word on discounting — because there is an honorable kind and a shameful kind, and the
difference matters. Honorable discounting is strategic and stated: a founding-member price
for the first cohort, a scholarship you choose to fund, a fast-action recognition with a real
reason and a real deadline. It is a decision, made from conviction, announced with clarity.
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Shameful discounting is reactive and hidden: the price drops the moment the buyer hesitates,
the apology precedes the number, the discount is really a confession — ‘| don't believe it's
worth it either.! Never discount from shame. If the price is right, hold it. If the price is wrong,
change it from conviction, announce the change plainly, and hold the new one. The market
can tell the difference between a strategy and a flinch.

Practical pricing, then — the guilt-free sequence. First: write the transformation in one
sentence — the ‘after’ state. Second: list the proof — every testimony, result, and evidence that
the transformation is real. Third: name your people — who is this for, specifically. Fourth: name
the price — one number, stated plainly, no apology attached. Fifth: state the penalty of refusal
— the honest cost of walking away. Sixth: present it the way God presents covenants —
promise, terms, sign — and let the buyer choose freely.

And when the old shame rises — when the voice says ‘who are you to charge that' — answer it
with the equation. You can never HAVE more than who you ARE or have DONE. The price is not
a claim about your worth as a person. It is a measure of the transformation you deliver. The
laborer is worthy of his hire — and the hire is worthy of the labor. Both are true. Name it, and do
not apologize.

“Declaration: I price without apology. Value established first, price named plainly —
what the transformation is worth, stated with honor, and the choice left free.”
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

The Offer That Establishes Authority

We have arrived at the letter of this book — E: Establish Authority. And here is the ruling | want

you to carry out of this chapter: authority is not the prerequisite for the offer. Authority is the
product of the offer.

Most builders have it backwards. They wait to feel authoritative — more credentials, more
followers, more proof — before they dare to make a serious offer. But authority does not come
from waiting. It comes from offering. The moment you present a God-built offer — promise
clear, proof visible, price named, people chosen — you have taken a position in the market. And
a position, held with honor, is what authority is.

Scripture draws the line between authority and its counterfeit:

“For he taught them as one having authority, and not as the scribes.” — Matthew 7:29

The scribes had credentials. They had lineage, training, position — everything the market says
creates authority. And the crowds were not astonished at them. They were astonished at Him
— because authority is not the volume of your claims. It is the weight of your substance. The
scribes quoted authorities. Jesus was one. Your offer establishes authority the same way: not by
how loudly you claim it, but by how truly it is built.

Authority vs. hype. Hype is volume without substance — big promises, thin proof,
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pressure at the close. It borrows authority it has not earned, and the market always
collects the debt. Authority is substance without noise — a true promise, visible proof, a
fair price, a free choice. Hype chases; authority attracts. Hype needs the sale; authority can
afford the ‘no.' Hype is a planet trying to be a sun. Authority is the sun, burning — and the
orbits form on their own.

Now watch how each pillar of the offer architecture builds authority — because the six pillars
are not just a sales system; they are an authority system:

The promise establishes authority by clarity. A vague promise positions you as a vendor
— one of many, interchangeable. A precise promise — a named transformation, in the
buyer's language — positions you as the one who understands the problem. Clarity is
authority: the one who can name the destination is assumed to know the road.

The proof establishes authority by evidence. Authority that rests on claims is rented;
authority that rests on evidence is owned. Every testimony, every result, every visible sign
is a brick in a position no competitor can talk you out of. This is why the proof pillar comes
before the price: evidence first, then exchange.

The price establishes authority by conviction. A builder who discounts before being
asked, apologizes for the number, or hides it until the end is telling the market: | do not
believe this is worth it. And the market believes him. A price named plainly — value
established, number stated, no flinch — tells the market: this is worth it, and | know it.
Conviction is contagious. So is doubt.

The people establish authority by division. ‘Divide’ — the Genesis Algorithm's fifth
action. The offer that is for everyone is for no one, and the maker of it stands nowhere. The
offer that names its people — and has the courage to name who it is not for — takes a
position. Positions are what authority stands on. The courage to divide is the courage to
lead.

The penalty establishes authority by honesty. Only the honest can afford to name the
cost of ‘no.’ The manipulator hides it; the hype-merchant inverts it into pressure. The
authority states it plainly — ‘in the day thou eatest thereof thou shalt surely die’ — and lets
the truth do the persuading. Honesty about the alternative is the mark of someone who
does not need the sale.

The perpetuity establishes authority by endurance. Transactions end; covenants
compound. The builder who treats buyers as partners to be kept — not customers to be
closed — builds something the market cannot ignore: a following, a reputation, a legacy.
Endurance is the final proof of authority. Hype is loud for a season. Authority is still
standing after it.

Run the authority audit on your own offer — five questions, answered honestly:

1. Can a stranger state my promise back to me? If not, the promise is fog — and fog has
no authority. Clarity is the first throne.

2. Is my proof visible before my price? Evidence first, then exchange. Authority that rests
on evidence is owned; authority that rests on claims is rented.

3. Do | name my price without flinching? The market believes your conviction or your
doubt — whichever you show it. Conviction is contagious.

4. Have | named who this is not for? Division is position, and position is what authority
stands on. The courage to divide is the courage to lead.

5. Am | building buyers or closing customers? Covenants compound; transactions end.
Endurance is the final proof of authority — hype is loud for a season, but authority is still
standing after it.

So here is the E of this book, stated plainly: you do not establish authority and then make offers.
You make God-built offers — promise, proof, price, people, penalty, perpetuity — and the
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authority establishes itself. The offer is the throne; the maker sits down in it by building it well.
Build the offer, and the market will do the crowning.

“Declaration: My authority is not claimed; it is established — by a promise kept
clear, proof kept visible, price kept honest, people kept named, and buyers kept as
covenant partners. I do not hype. I build.”
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

Make the Offer

Everything in this book converges on a moment: the presentation. The promise is written, the

proof is gathered, the price is named, the people are chosen — and now you must do the thing
the whole book exists for. You must make the offer.

And | want to honor you one last time, because this is where the fear lives. Not the fear of
building — you have built. The fear of asking. The fear that presenting the offer makes you a
pressure-merchant, a manipulator, a taker. Hear me clearly: the fear is lying to you. God makes
offers. The covenant is the original offer. You are standing in the oldest pattern in heaven and
earth — and the pattern has a way of being presented. With honor. Never manipulation.

Here is the practical close — when and how to present the offer, step by step:

WHEN: when the value is established. Never before. The sequence from Chapter 5 is law:
promise clear, proof visible, people named — then the price. Present the offer at the
moment the buyer can see the transformation, not a moment earlier. To present early is
to ask for trust you have not earned; to present late is to hide the terms of a covenant
already half-made. Watch for the signs: the buyer is asking how it works, what it costs,
how to begin. Those questions are the door opening. Walk through it.

HOW, first: state the promise once more, plainly. Begin the close where the offer

began: the transformation. One sentence. The ‘after’ state, in their language. This is not
repetition; it is the covenant's promise restated at the signing — so that both parties know
exactly what is being sealed.

HOW, second: name the terms — including the price — without flinching. Plainly. One
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number. No apology, no preemptive discount, no nervous laughter. The terms of a
covenant are stated, not negotiated downward out of fear. If you have built the value
honestly, the price is simply the honest cost of the transformation. Name it the way God
named His terms in Eden: clearly, completely, and without manipulation.

HOW, third: state the penalty of refusal — honestly, not as pressure. \What does it cost
to walk away? Say it truthfully and briefly. This is not a threat; it is the other half of the
promise, the ‘in the day thou eatest thereof that makes the choice real. A choice without
a visible alternative is not a choice — it is a fog. Clear the fog with truth, and let the truth
persuade.

HOW, fourth: make the ask singular and clear. One ask. Not three options, not a maze

of tiers at the moment of decision — the orbits were for the marketing; the close is for the

covenant. ‘Here is the offer. Here is what it costs. Here is how we begin. Will you?' Elijah at

Carmel did not offer the prophets of Baal a menu; he drew the line and let the fire decide.

]Eilargty at the close is kindness: it respects the buyer's intelligence and honors their
reedom.

HOW, fifth: release it — bless, don't pressure. This is the line between honor and
manipulation, and it is absolute. After the ask, stop. Do not chase, do not corner, do not
manufacture urgency that is not real. God presents His offers — ‘whosoever will, let him
take' — and leaves the will intact. You do the same. A ‘no’ received with grace keeps the
orbit intact; a ‘yes' extracted by pressure poisons the covenant before it begins. Bless the
buyer either way. Then rest — the seventh action of the Genesis Algorithm. The offer is
made; the work of presenting is done.

A word on timing and silence. After you make the ask, there will be a silence — and the silence
will feel like an emergency. It is not. It is the sound of a free will working. Do not fill it. Do not
rescue the buyer from the decision you just honored them with. The silence is the most
honorable part of the close: it says, without words, ‘| trust you to choose, and | trust the offer to
stand.’

And a word on the ‘no.” You will hear it — every offer-maker does, including God. ‘Ye will not
come to me, that ye might have life’ (John 5:40) — heaven itself has heard ‘no." A refused offer is
not a failed offer. The covenant pattern does not require acceptance to be complete; it requires
only that the offer was made with honor — promise clear, terms named, sign sealed, choice
free. Make it well, release it fully, and let the orbits do their work. Some planets take time to fall
into place.

And after the yes — because the close is not the end of the covenant; it is the beginning.
Perpetuity, the sixth pillar, starts the morning after the sale. Onboard with honor: welcome the
buyer the way God welcomed Adam into the garden — everything prepared, everything
named, the work explained. Check the fruit: follow up, measure the transformation, ask where
the promise is landing and where it is not. Keep the relationship: the buyer is a partner now,
not a closed customer. This is where most builders quietly abandon the architecture — the
offer was beautiful, and the after was nothing. But covenants compound precisely here: the
kept buyer becomes the proof pillar of your next offer, the testimony that puts the next bow in
the cloud. The close makes the sale. The keeping makes the legacy.

Build the offer. Name the price. Present it with honor. Release it with blessing. Keep the
covenant after the yes. That is the whole practice — and it is the oldest practice in the Book.
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“Declaration: I make the offer with honor — promise restated, terms named,
alternative stated truthfully, one clear ask — and then I release it with blessing. No
chasing, no pressure, no manipulation. The offer stands: the choice is free.”
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LET THERE BE OFFERS

HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

The Seven Offer Killers

| have diagnosed hundreds of offers — in Genesis Sessions, in audits, in the quiet conversations
a teaching when a builder finally admits what is not working. The failures are never

after

mysterious. They are the same seven, every time. | call them the offer killers, because each one
murders a pillar of the architecture — and the system from Chapter 2 tells you exactly which

one.

Run your offer through all seven. The killer you flinch at is usually the one running your

numbpers.

KILLER 1 — The Vague Promise. The offer says ‘transformation,’ ‘oreakthrough,’ ‘success’
— words so wide they mean nothing. A vague promise is fog, and fog was the state of
Genesis 1.2 before the light: ‘darkness was upon the face of the deep.’ God did not market
the fog. He spoke light — specific, named, divided from darkness. The correction: write the
‘after’ state so concretely the buyer can picture Tuesday morning living in it. If they cannot
see it, they cannot buy it.

KILLER 2 — The Borrowed Transformation. The promise is real — but it is someone
else's. You are selling a transformation you have not walked, proven by testimonies you
did not earn, in language you copied from a mentor's sales page. The market can smell
borrowed goods: the promise multiplies, remember — and a borrowed promise multiplies
toward zero because you cannot answer the buyer's questions from the inside. The
correction: promise only what you have lived or can demonstrably deliver. Your own story,
however small, outsells a borrowed story, however large.

KILLER 3 — The Hidden Price. The price appears nowhere until the final call — or it
appears wrapped in apology, preemptive discount, and nervous laughter. Every covenant
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in Scripture names its terms plainly; a hidden term is the opposite of covenant. And the
buyer knows it: a hidden price does not build curiosity, it builds suspicion. The correction:
establish the value, then name the number — one number, stated plainly, no flinch. (If this
killer is yours, re-read Chapter 5 slowly. The wound is upstream.)

KILLER 4 — The Everybody Offer. No people named. No division. The offer is ‘for
everyone who wants success' — which is to say, for no one in particular. ‘Divide’ is the fifth
action of the Genesis Algorithm, and the offer that refuses to divide refuses to position.
The correction: name your people, and name who it is not for. The right people lean in
when they hear themselves named; the wrong people leaving is not a loss — it is the
system working.

KILLER 5 — The Proof-Free Claim. Big promise, zero sign. No testimonies, no results, no
visible evidence — just the builder's word that it works. God put His bow in the cloud; He
did not ask Noah to take the covenant on credit. The correction: gather the proof before
you scale the promise. One real testimony outweighs ten adjectives. If the proof does not
exist yet, shrink the promise until the proof covers it — then grow both together.

KILLER 6 — The Pressure Close. False urgency, manufactured scarcity, the countdown
timer on an evergreen offer — pressure wearing the clothes of persuasion. This is the
anti-covenant: God presents — ‘whosoever will, let him take’ — and leaves the will intact.
Pressure can produce a ‘yes,’ but it poisons the perpetuity pillar before the relationship
begins: the buyer arrives already regretting. The correction: state the penalty of refusal
truthfully, make one clear ask, and release it with blessing. Real urgency — a genuine
deadline, a truly limited seat count — stated plainly is honor. Manufactured urgency is
manipulation, and the market remembers.

KILLER 7 — The Transaction Mindset. The buyer is a customer to be closed, not a partner
to be kept. The sale ends the relationship instead of beginning it — no follow-up, no
fruit-checking, no covenant keeping. ‘| will establish my covenant... for an everlasting
covenant’ (Genesis 17:7): God's offers endure because God keeps His. The correction:
design the after — onboarding, check-ins, the ongoing relationship — before you design
the close. Transactions end. Covenants compound. The lifetime value of a kept buyer
dwarfs the one-time value of a closed one.

Notice the pattern: every killer is a pillar murdered. Vague promise kills the promise. Borrowed
transformation Kills it again. Hidden price kills the price. Everybody-offer kills the people.
Proof-free kills the proof. Pressure Kills the penalty's honesty. Transaction-mindset Kills
perpetuity. The six pillars are not just a building system — they are a diagnostic instrument.
Run any failing offer through them, and the killer confesses within minutes.

And notice the deeper pattern: every killer is a leak in the multiplier. The vague promise is fog
in the Gate — unbelief about what you actually deliver. The hidden price is shame in the
identity. The pressure close is distrust of God's sovereignty over the outcome. Killers are never
just tactical; they are theological. Fix the root — identity, belief, belonging — and the tactics
correct themselves.

“Declaration: 1 hunt the killers in my own offer — wvague, borrowed, hidden,
evervhody, proof-free, pressured, transactional — and I replace each one with its
pillar. My offer stands on six, with nothing murdered and nothing missing.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Offer at the Gate

If you want to watch a God-built offer presented in real time — promise, proof, price, people,
penalty, perpetuity, all six pillars, in a single scene — turn to Ruth chapter 4. It is the finest offer
presentation in the Old Testament, and it ends with the very thing this book is about: authority
established.

The setting matters. Boaz does not make his offer in private. ‘Then went Boaz up to the gate,
and sat him down there’ (Ruth 4:1). The gate was the public square — the place of business, of
legal witness, of reputation. Boaz presents his offer where everyone can see it. Honor has
nothing to hide; the God-built offer is made in the open, before witnesses.

Then he calls the other party by name: ‘Ho, such a one! turn aside, sit down here. And he
gathers ten men of the elders — witnesses. Before a single term is named, the presentation is
already honorable: public, witnessed, and addressed to the right person. The nearer kinsman —
the one with first right of redemption — is the named people of this offer. Not everybody.
Somebody, specific.

Then the proposition, stated plainly:

“Naomi, that is come again out of the country of Moab, selleth a parcel of land, which
was our brother Elimelech’s.” — Ruth 4:3
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The promise: the land — Elimelech's parcel, redeemed and restored to the family name. Clear.
Concrete. No fog. Then Boaz names the full terms — and this is where most modern
offer-makers fail, and Boaz shines:

“What day thou buyest the field of the hand of Naomi, thou must buy it also of Ruth
the Moabitess, the wife of the dead, to raise up the name of the dead upon his
inheritance.” — Ruth 4:5

The whole cost, disclosed upfront. Not just the land — Ruth, the Moabitess, the obligation to
raise up the dead man's name, the impact on his own inheritance. No hidden terms. No price
revealed in stages. Boaz lays the complete covenant on the table in one honest statement, and
lets the other man count the cost. That is the honor of Chapter 7, practiced three thousand
years before this book.

And the nearer kinsman does what an honest buyer does when the terms exceed his
conviction: he declines. ‘| cannot redeem it for myself, lest | mar mine own inheritance: redeem
thou my right to thyself; for | cannot redeem it’ (Ruth 4:6). Notice — Boaz does not pressure
him. No manufactured urgency, no guilt, no ‘this offer expires when you stand up.' The ‘no’ is
received with grace, exactly as Chapter 7 commands. And the penalty of refusal falls where it
falls: the kinsman walks away from the land, from Ruth, from the name — and history forgets
him so completely that Scripture does not even record his name. He is ‘such a one’ — literally,
in the Hebrew, Mr. So-and-so. The cost of ‘no’ was real, and Boaz never had to threaten it. He
only had to state the terms truthfully.

Then the sign — the seal on the covenant:

“Now this was the manner in former time in Israel concerning redeeming and
concerning changing, for to confirm all things; a man plucked off his shoe, and gave
it to his neighbour: and this was a testimony in Israel.” — Ruth 4:7

The sandal, handed over in public — the ancient equivalent of a signature, a seal, a receipt.
Proof made visible. Witnesses watching. Nothing deniable, nothing vague. Every God-built
offer ends with something the parties can point to.

And then — the part this book exists for. Boaz turns to the elders and the people, and the offer
becomes his coronation:

“Ye are witnesses this day, that I have bought all that was Elimelech's... Moreover
Ruth the Moabitess... have I purchased to be my wife, to raise up the name of the dead
upon his inheritance.” — Ruth 4:9—-10
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‘Ye are witnesses.’ The public declaration. And the elders answer with a blessing that reaches
further than anyone in that gate could have imagined: The LORD make the woman... like
Rachel and like Leah, which two did build the house of Israel: and do thou worthily in Ephratah,
and be famous in Bethlehem' (Ruth 4:11). Be famous — let your name be established. And it
was. Boaz married Ruth, and their line ran through Obed and Jesse to David — and to the

manger of Bethlehem itself.

The offer established the authority. Boaz did not wait to feel authoritative before he

went to the gate. He went to the gate, made the offer with honor — promise clear, full

terms disclosed, sign sealed, witnesses watching, the ‘no’ received with grace — and the
elders blessed his name into fame. The E of GENESIS, acted out in a barley-field town: you
??l not establish authority and then make offers. You make the offer, and the authority
ollows.

Take the pattern to your own gate — whatever your marketplace is. Present in the open: no
hidden terms, no back-room pressure. Name the right person: the offer is for somebody
specific, not everybody hopeful. Disclose the full cost: the whole covenant on the table, counted
honestly. Seal it with a sign: something visible, something witnessed. Receive the ‘no’ with
grace and the ‘yes’ with covenant-keeping. And watch what happens to your name in the gate.
The market crowns the honorable offer-maker — not always in a day, but always in the end.
Boaz is still famous in Bethlehem.

“Declaration: I make my offers at the gate — in the open, terms fully disclosed, sealed
with a sign, before witnesses. The ‘no’ I receive with grace: the ‘ves’ I keep as
covenant. And I trust the pattern: the offer establishes the authority.”
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

The Ultimate Offer

Every offer in this book has been a shadow. Now we come to the substance — the offer against

which all offers are measured, the covenant that all covenants were pointing to. If the six pillars

are the architecture, then Calvary is the building. Run the system on the cross, and watch every

pillar

stand at full height.

THE PROMISE — ‘should not perish, but have everlasting life.’ ‘For God so loved the
world, that he gave his only begotten Son, that whosoever believeth in him should not
perish, but have everlasting life’ (John 3:16). Not features — transformation. Not an
improved life — an everlasting one. The promise is stated in the buyer's language, aimed
at the buyer's deepest need: perishing exchanged for life. Every promise you will ever
write is an echo of this one. Make yours as clear, as concrete, as aimed at the real need.

THE PROOF — ‘many infallible proofs.’ God did not ask the world to take the promise on
credit. To whom also he shewed himself alive after his passion by many infallible proofs,
being seen of them forty days’ (Acts 1:3). Declared ‘to be the Son of God with power... by
the resurrection from the dead’ (Romans 1:4). The sign on the covenant is an empty tomb
— the most witnessed, most costly, most irrefutable proof ever presented. Your proof will
never be this absolute; but the principle is absolute: never ask for trust you have not
evidenced. Put your bow in the cloud.

THE PRICE — ‘ye are bought with a price.’ The price of the ultimate offer was not
hidden, not discounted, not apologized for: ‘ye are bought with a price’ (1 Corinthians 6:20)
— ‘the precious blood of Christ, as of a lamb without blemish and without spot’ (1 Peter
1:19). Heaven named its price in blood and paid it in full. And the terms on our side are
named with equal plainness: ‘whosoever he be of you that forsaketh not all that he hath,
he cannot be my disciple’ (Luke 14:33). The pearl of great price, again — the merchant sold
all. When heaven itself will not hide the cost, what excuse has any builder for hiding his?
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THE PEOPLE — ‘whosoever will.’ ‘Whosoever will, let him take the water of life freely’
(Revelation 22:17). The people are named: the whosoever — the willing. And by the same
naming, who it is not for is clear: ‘ye will not come to me, that ye might have life’ (John
5:40) — the unwilling exclude themselves. The most inclusive offer in history still divides —
because division is not rejection; it is clarity. Name your whosoever. Let the unwilling walk,
the way heaven lets them walk.

THE PENALTY — ‘the wages of sin is death.’ Stated plainly, never as manipulation: ‘he
that believeth not is condemned already, because he hath not believed’ (John 3:18). ‘For
the wages of sin is death; but the gift of God is eternal life’ (Romans 6:23). The alternative is
not hidden to make the offer more palatable; it is declared so the choice is real. A choice
without a visible alternative is not a choice. Heaven tells the truth about ‘no’— and so
must you, in your measure, with your offer.

THE PERPETUITY — ‘an everlasting covenant.’ ‘The God of peace, that brought again
from the dead our Lord Jesus, that great shepherd of the sheep, through the blood of the
everlasting covenant’ (Hebrews 13:20). ‘| will never leave thee, nor forsake thee' (Hebrews
13:5). The ultimate offer does not end at the close — it begins there. The buyer is not a
closed customer; he is a kept child, an heir, a partner in an unending covenant.
Transactions end. This covenant compounds through eternity. Build your perpetuity in its
shadow: onboard, keep, bless, and never treat the ‘yes’ as the finish line.

And now — the E of this book, at its highest. What did the ultimate offer establish? ‘All power is
given unto me in heaven and in earth’ (Matthew 28:18). The resurrection morning did not
merely prove the promise; it crowned the Promiser. The God who made the offer — promise
clear, proof infallible, price paid in blood, people named, penalty stated, covenant everlasting —
was established in authority over all things, forever. If that is what a God-built offer does at the
cross, imagine what it does in your marketplace. The pattern holds at every scale: make the
offer with honor, and authority follows. It cannot do otherwise — it is the architecture of
heaven.

So here is the final word of the book's theology, and the ground under everything practical in it:
you are not imitating a sales technique. You are participating in the nature of God. He
proposes; man disposes. He promises; He proves; He prices — in blood; He names His people;
He states the alternative; He keeps the covenant forever. Every honorable offer you make is a
small echo of the great one. Make it well. The echo carries further than you know.

“Declaration: My offers echo the Ultimate Offer — promise clear as life itself, proof
honest, price named without apology, people called by name, the alternative stated
truthfully, the covenant kept beyvond the close. I offer the way heaven offers. And 1
trust the architecture: the offer establishes the authority.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Widow's Mite: When Small Is Great

| want to honor the builders starting small — the ones with the $27 book, the single session, the
tiny list, watching the giants and wondering if small counts. Jesus answered that question
forever, sitting across from the temple treasury, watching what everyone put in. Read it slowly:

“And there came a certain poor widow, and she threw in two mites, which make a
farthing. And he called unto him his disciples, and saith unto them, Verily I say unto
you, That this poor widow hath cast more in, than all they which have cast into the
treasury.” — Mark 12:42—43

Two mites. A farthing — the smallest coin in circulation. And heaven's audit: MORE than all the
rich men's abundance. ‘For all they did cast in of their abundance; but she of her want did cast
in all that she had, even all her living’ (v. 44). The Mite Doctrine — four rulings for the builder

who feels small:

1. WORTH IS MEASURED BY SACRIFICE, NOT SIZE. Heaven's scale weighs differently
than the market's: the widow's farthing outweighed fortunes because it cost her
everything. Apply this to your price pillar: the value of your offer is not in the size of the
number — it is in the size of the SACRIFICE behind it and the transformation before it. A
$27 book that cost you three years of wilderness and delivers a genuine turning point
carries more weight than a $2,700 program assembled from other people's slides. Don't
apologize for the small number; testify to the great cost. The market measures size.
Heaven measures sacrifice. Price from the second scale.
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2. ‘SHE CAST IN ALL’ — TOTALITY BEHIND THE TIER. She didn't give a portion; she gave
her living. The application for your entry tier (Chapter 18): the small offer must not be a
small EFFORT. The $27 book, the $197 audit, the free teaching — give them your all, the
way she gave hers. Builders despise their small tiers — dashed-off, half-hearted, ‘just the
tripwire’ — and then wonder why the ladder doesn't hold. The widow's mite was small in
size and TOTAL in devotion. Make your smallest tier total: your best thinking, your cleanest
delivery, your full honor. ‘Though thy beginning was small, yet thy latter end should
greatly increase’ (Job 8:7) — but only if the small beginning was given wholly.

3. JESUS WATCHED THE TREASURY. ‘And Jesus sat over against the treasury, and beheld
how the people cast money into the treasury’ (Mark 12:41). He WATCHES — the offerings,
the prices, the exchanges. Your pricing is not a private negotiation between you and the
market; it is an offering observed by heaven. The hidden surcharge, the manipulated
urgency, the promise you know you can't keep — all cast into the treasury under His eyes.
And the flip side, the comfort: the honest price, the over-delivered tier, the scholarship
given quietly — He sees those too. ‘Thy Father which seeth in secret himself shall reward
thee openly’ (Matthew 6:4). Price as one who is watched — because you are, and the
watching is not surveillance but fatherhood.

4. SMALL BEGINNINGS ARE HEAVEN'S SPECIALTY. The mustard seed (Matthew 13:31-32).
The widow's mite. The boy's five loaves (John 6:9). David's sling. Gideon's three hundred.
Heaven has a pattern: it takes the small, the overlooked, the ‘only’ — ‘only two mites,’ ‘only
five loaves’ — and makes it the most. Your small list, your small offer, your small beginning
is not a disadvantage to overcome; it is the raw material of the pattern. Don't wait until
you're big to build with honor. Build the mite-tier now, give it wholly, let heaven do the
multiplying — ‘who hath despised the day of small things?’ (Zechariah 4:10). Don't you
despise it. Neither does He.

And one more honor for the small-tier buyers — because the Mite Doctrine cuts both ways. The
widow was not a lesser giver; she was the GREATEST giver that day, by heaven's own audit.
Your entry-tier buyers are not lesser buyers — the $27 reader, the $197 audit client, the free
subscriber who devours every letter. Keep them like the widow was kept: with honor, with
attention, with the full covenant. Some of them will grow into flagship buyers. All of them are
being watched by the same Jesus who watched the treasury — and He is still, today, calling His
disciples over to look: ‘Verily | say unto you..." The small, given wholly, is the great. Build it so.

“Declaration: I honor the small — my entry tier is given wholly, my price is weighed
on heaven's scale, my offerings are cast under His watching eves. I do not despise the
day of small things. The mite, given all, is more than abundance given in part.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

Firstfruits: Honor the Lord with Thy Substance

There is a pricing doctrine hidden in the harvest laws — one that governs not just what you
charge, but what you GIVE, and in what order. It is the doctrine of firstfruits (bikkurim): the first
and best of the increase, given FIRST — before the barns are full, before the outcome is certain,
before you know how the season ends:

“Honour the LORD with thy substance, and with the firstfruits of all thine increase:
so shall thy barns be filled with plenty, and thy presses shall burst out with new wine.”
— Proverbs 3:9—10

The order is the doctrine: honor FIRST — then the barns fill. Not ‘when the barns are full, I'll

honor' — the firstfruits go first, by definition. The Firstfruits Doctrine for offer-makers, four
rulings:

1. GIVE THE FIRST, NOT THE LEFTOVER. ‘The first of the firstfruits of thy land thou shalt
bring into the house of the LORD thy God’ (Exodus 23:19). The FIRST — not the surplus, not
the expired, not the tier that didn't sell. Apply this to your outer orbit (Chapter 18): the free
tier must be first-quality — your best thinking, not your scraps. Builders stock the free tier
with leftovers and wonder why the ladder doesn't pull. The firstfruits principle says the
opposite: the free teaching should be so good it creates the hunger for the flagship. Give
the first of your increase — the freshest insight, the clearest teaching — and watch the
barns. ‘So shall thy barns be filled with plenty’ — the promise is attached to the ORDER:
first given, then filled.
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2. FIRSTFRUITS IS PROPORTIONAL — A SYSTEM, NOT A SPASM. ‘The firstfruits of ALL
thine increase’ — all, proportional, systematic. Not a dramatic one-time gift followed by
eleven months of grasping — a rhythm, a percentage, a law of the field. Your generosity
needs the same systematizing: the tithe of the business (decided in advance, given first),
the scholarship seats per cohort (numbered, not improvised), the free value calendared
(the weekly letter, the open workshop — moadim, appointed). Spasmodic generosity is
emotion; systematic firstfruits is government — memshalah over your own substance.
Decide the percentage. Give it first. Every season.

3. GOD GAVE HIS FIRSTFRUITS FIRST. ‘But now is Christ risen from the dead, and
become the firstfruits of them that slept’ (1 Corinthians 15:20). Before you ever gave
anything, He gave the First — the only Begotten, the best of heaven, given first, while we
were yet sinners (Romans 5:8). Your firstfruits giving is not innovation; it is imitation — the
family resemblance of the Ultimate Offer-Maker (Chapter 10). The business that gives first
— the free tier excellent, the scholarship real, the over-delivery systematic — is not being
clever. It is being His. ‘Freely ye have received, freely give' (Matthew 10:8).

4. THE BARNS-FILLED PROMISE. ‘So shall thy barns be filled with plenty, and thy presses
shall burst out with new wine.’ This is the economics of the outer orbit, stated as covenant:
generosity precedes plenty — not as manipulation (‘give to get’), but as physics (the sun
radiates before the planets warm). The builder who hoards the best teaching for the
flagship starves the outer orbit — and a starved outer orbit pulls no one inward. The
builder who gives the firstfruits freely — excellent, systematic, first — sets the physics in
motion: the light radiates, the travelers navigate by it, the barns fill. Not bribery. Botany.
Sow the first; reap the plenty.

A practical firstfruits audit for your business — run it this week: (1) What is my free tier, honestly
— firstfruits or leftovers? Would | be proud to call it my ‘first’? (2) What percentage of my
increase is given — decided, systematic, first — versus spasmodic? (3) Where am | hoarding the
best for the flagship while the outer orbit starves? (4) What would change if | gave the
firstfruits first — the best teaching free, the scholarship seats numbered, the tithe decided —
and trusted the barns-filled promise? ‘Honour the LORD with thy substance’ — substance, not
sentiment. The honor is in the substance, given first. The plenty follows — it cannot do
otherwise; it is the physics of the kingdom.

“Declaration: I honor the Lord with my substance — the firstfruits first, not the
leftovers; proportional and systematic, not spasmodic; the free tier excellent, the
scholarship real. I give as He gave: the First, freely. And I trust the covenant physics
— s0 shall the barns be filled with plenty.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Good Samaritan: The Offer of Mercy

We have studied offers of transformation, of invitation, of grain and talents. Now the offer of
MERCY — because some buyers come to you not ambitious but broken, not seeking growth
but rescue. The parable of the Good Samaritan (Luke 10:30-37) is heaven's case study in the
offer made to the wounded — and it carries, hidden in its details, the most complete picture of
pricing-with-compassion and keeping-beyond-the-close in all of Scripture.

The scene: a man stripped, wounded, half dead. The priest passes. The Levite passes. Then the
Samaritan — the unexpected offer-maker — and watch the sequence, because it is the six
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pillars in mercy-form:

THE PROMISE — ‘he... bound up his wounds.’ Not a lecture on road safety. Not a seminar
on avoiding robbers. Oil and wine, bandages, hands-on healing — the transformation the
wounded man actually needed, delivered at the point of pain. Your mercy-offers (the
scholarship, the crisis session, the rescue tier) must do the same: meet the wound, not the
theory. The broken buyer doesn't need your framework; he needs your oil and wine.

THE PROOF — the Samaritan's own journey. He was ON the road — a traveler himself,
not a theorist. ‘As he journeyed’ (v. 33): the proof of the mercy-offer is the maker's own
road — ‘| have been where you are; | know this ditch.' The wounded trust the
wounded-healed more than the never-wounded. Your testimony is the oil: ‘this is what
bound MY wounds.’

THE PRICE — ‘he took out two pence, and gave them to the host.’ Two pence — two
days' wages. Named, counted, PAID — by the offer-maker, not the buyer. Here is the
mercy-pricing doctrine: some offers are priced to the HEALER, not the wounded. The
scholarship you fund, the crisis call you give, the rescue tier priced below cost — the two
pence comes from YOUR substance (firstfruits, Chapter 29), and it is still a price: counted,
deliberate, honorable. Mercy is not the absence of price; it Is the TRANSFER of price —
from the wounded to the willing. ‘Take care of him; and whatsoever thou spendest more,
when | come again, | will repay thee’ (v. 35). Read that: an OPEN-ENDED commitment —
whatever it costs beyond the two pence, | will cover. That is perpetuity priced in advance,
signed without a cap. The keeping (Chapter 20) has no finer picture: the healer
pre-authorizes the full cost of the after.

THE PEOPLE — the half-dead by the road. Named by condition, not by category: the
wounded, the stripped, the overlooked-by-priests. Your mercy tier must name its
wounded honestly — ‘for founders in crisis,’ ‘for the burned-out builder,’ ‘for the one the
other programs passed by." And the courage of it: the Samaritan crossed the deepest
division of his world (Jew/Samaritan) to reach his wounded. Your mercy offer may require
crossing a division too — serving the buyer who can't pay your flagship, the niche the
market ignores. Cross it. The priest and the Levite kept their purity and lost the point.

THE PENALTY — ‘half dead.’ Stated by the ditch itself: without intervention, the wounded
die. Your mercy offer doesn't manufacture this urgency — the ditch is real, and naming it
truthfully is what moves the healer to act and the wounded to receive. ‘He had
compassion on him’ (v. 33) — compassion, not calculation, is what the penalty pillar
produces in the mercy offer: the honest sight of the cost moves the heart to the two
pence.

THE PERPETUITY — ‘when | come again, | will repay thee.’ The Samaritan didn't just
bandage and leave; he ENTRUSTED the after to the innkeeper, PRE-PAID the overage,
and PROMISED HIS RETURN. That is the keeping system (Chapter 20) in one verse:
onboarded (set him on his own beast — carried, not dragged), entrusted (take care of
him), pre-funded (whatsoever thou spendest more), and promised (I will come again).
Your mercy tier's after must be this complete: the wounded don't need a transaction; they
need an inn, a keeper, and the promise of return.

The framework — the Mercy Doctrine, three rulings for the offer-maker:

1. PRICE SOME OFFERS TO THE HEALER. Not every tier is priced to the buyer. The
scholarship, the rescue session, the crisis scholarship fund — price these to YOUR
substance: ‘two pence’ from your increase, counted and given (firstfruits). The market calls
it a loss leader; heaven calls it the Samaritan's purse. Both the priced tier and the mercy
tier are honorable — the dishonor is only in confusing them: charging flagship prices for
mercy work, or giving away the flagship from guilt. Name which tier is which. Price each
to its payer.

2. PRE-AUTHORIZE THE AFTER. ‘Whatsoever thou spendest more, when | come again, |
will repay thee." Before you launch the mercy tier, pre-authorize its keeping: who tends
the wounded after the intensive? What does the follow-up cost you — in time, in
substance? — and have you counted it? Mercy without keeping is the priest's passing-by

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



with better branding: a moment of compassion, then the ditch again. The Samaritan's
greatness wasn't the bandaging; it was the ‘I will come again.’ Build the return into the
offer before the first wounded traveler arrives.

3.‘GO, AND DO THOU LIKEWISE.' The parable's last line is its commissioning — and
Jesus spoke it to the lawyer who asked ‘who is my neighbour?’ The mercy offer is not a
strategy; it is the ANSWER to the neighbor question. Your wounded — the burned-out,
the passed-by, the half-dead by the market's road — are your neighbors. The two pence is
ready. The inn is prepared. ‘Go, and do thou likewise' — not when the flagship is perfect,
not when the calendar clears. Now. The ditch is full, the priests have passed, and the road
is waiting for its Samaritan.

“Declaration: I make the offer of mercy — oil and wine for the wounded, two pence
from my substance, the after pre-authorized, the return promised. I price some tiers

to the healer and keep every tier like the innkeeper was watching. Go, and do thou
likewise: I go.”

ELDER JAMES /DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES

+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

The Rich Young Ruler: The Offer He Walked Away
From

We have studied the offer refused by the many (the wedding feast) and the offer received by
the certain (Mars Hill). Now the hardest case: the offer refused by the ONE — the ideal buyer,

the perfect prospect, the young man with everything — who heard the full terms from the
perfect Offer-Maker and walked away grieving. If Jesus can lose a sale, you can survive losing
one. And the way He lost it teaches everything about honorable pricing.

The scene (Mark 10:17-22): a young ruler runs to Jesus, kneels — eager, respectful, hungry: ‘Good
Master, what shall | do that | may inherit eternal life?” The PERFECT prospect: motivated,
reverent, asking the right question. Jesus answers in stages — and watch the architecture
tighten with each one. First, the commandments — the man qualifies: ‘all these have |
observed from my youth. Then Jesus does the most loving and most terrifying thing an
offer-maker can do:

“Then Fesus beholding him loved him, and said unto him, One thing thou lackest: go
thy way, sell whatsoever thou hast, and give to the poor, and thou shalt have treasure
in heaven: and come, take up the cross, and follow me.” — Mark 10:21
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‘Beholding him LOVED him"— and THEN named the full price. The Costly Offer Doctrine — four
rulings:

1. LOVE DOESN'T DISCOUNT THE TRUTH. ‘Jesus beholding him loved him, AND SAID" —
the love came first, and the love did not soften the terms; it SHARPENED them. The
sentimental offer-maker reasons: ‘| care about this buyer, so I'll lower the price, soften the
terms, make it easy.’ Jesus reasons the opposite: ‘| love this man, so | will tell him the exact
truth — the one thing he lackest, the full price, nothing hidden.’ The highest form of the
price pillar is love that refuses to discount: the terms stated completely BECAUSE the
buyer is loved, not in spite of it. When you soften the price from affection, you are not
being kind — you are withholding the one thing he lackest. Love names it.

2. THE PRICE TARGETED THE ACTUAL OBSTACLE. ‘Sell whatsoever thou hast'— not a
generic price, but a SURGICAL one. The man's riches were his chain: ‘for he had great
possessions’ (v. 22). Jesus didn't price the offer at ‘everything’ for everyone — He priced
THIS offer for THIS man at the exact point of his bondage. Your application: the price pillar
at its highest is diagnostic — the cost of the transformation should touch the buyer's
actual obstacle. For the ruler, it was possessions. For your buyer, it might be time (‘the
program requires five hours a week — the Netflix hours are the price’), or pride (‘the audit
will expose what's broken — the comfort of vagueness is the price’), or control (‘you'll
implement my system, not yours — your way is the price’). Name the real price — the one
thingfhe lackest — not the generic one. The generic price is safe; the surgical price
transforms.

3. THE GRIEVED ‘NO’ WAS RECEIVED. ‘And he was sad at that saying, and went away
grieved: for he had great possessions’ (v. 22). Jesus did not chase him. Did not call after
him with a discount: ‘wait — how about half your possessions?’ Did not soften the terms
for the perfect prospect. He let the ruler walk — grieved, loved, and FREE. This is Chapter
7's release at its hardest: the ideal buyer, the full pipeline, the testimony that would have
been — released with blessing. ‘Ye will not come to me, that ye might have life’ (John
5:40): heaven's own lost sale, received without manipulation. Your grieved walk-aways are
not failures of the offer; they are the price of honor. The offer that chases the ruler down
the road is no longer an offer — it is a pursuit. And the sun does not pursue.

4. ‘WITH MEN IT IS IMPOSSIBLE, BUT NOT WITH GOD.’ The disciples, watching the
perfect prospect walk away, despaired: ‘Who then can be saved?’ (v. 26). Jesus answered:
‘With men it is impossible, but not with God: for with God all things are possible’ (v. 27).
The door STAYS OPEN. The ruler's ‘no’ was real, grieved, and final for that day — but not
final for eternity. Your application: the kept orbit (Chapter 20) includes the grieved
walk-away. Bless them (Chapter 7), keep the signs shining (they still see your content),
leave the door genuinely open. Some rulers return — when the possessions become the
burden Jesus said they were, when the grief ripens into readiness. ‘With God all things are
possible’ — including the second coming of the one who walked away. Keep the light on.
The road back is still there.

And a final word for the builder who sees himself in the ruler — because some of us are not the
offer-maker in this story; we are the young man. You have heard the full terms of YOUR calling:
the price of the builder's life — the comforts to sell, the cross to take up, the following to begin.
And you are sad at the saying, because you have great possessions: the excuses, the delays, the
smaller ambitions. Hear the love in the beholding: ‘Jesus beholding him loved him' — the full
price was named BECAUSE he was loved. The one thing thou lackest is not a condemnation; it
is a diagnosis from a Physician who loves you. Sell it. Give it. Come, take up the cross, and follow
— ‘and thou shalt have treasure in heaven.' The offer stands. The road back is open. ‘With God
all things are possible’ — including you.

Now the answered prayer — because ‘with God all things are possible’ got its illustration two
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chapters later in Luke's Gospel: Zacchaeus. ANOTHER rich man. The same call to totality (‘the
half of my goods | give to the poor’ — his own ‘sell all'). The opposite response: not grief, but
JOY — ‘he made haste, and came down, and received him joyfully’ (Luke 19:6). The ruler walked
away grieving from the price; Zacchaeus ran home rejoicing into it. Same Lord. Same totality.
Different soil — and the difference proves the doctrine: the price was never the problem. The
VISION was. The ruler saw his possessions; Zacchaeus saw his Saviour. ‘With men it is
impossible, but not with God' — and Zacchaeus is the ‘with God’' made flesh, climbing a tree to
prove it.

So keep the door open PRACTICALLY — the grieved walk-away is not a closed case; he is a
Zacchaeus in waiting. The 90-day blessing: at ninety days after the ‘no,’ send the genuine word
— no pitch, no ‘just checking in' theater — a real blessing: ‘thinking of you; the door is open; |
hope the season is kind." Then keep the signs shining (he still sees your content — the pole is
still lifted). Then trust the Possibility: some rulers become climbers. Not by your chasing — by
God's ripening, in God's season. ‘And Jesus said unto him, This day is salvation come to this
house' (Luke 19:9) — some houses take longer. Keep the light on. The tree is still there. And
‘with God all things are possible’ — including the grieved walk-away, come back climbing.

“Declaration: I name the full price in love — the one thing lacking, stated completely,
never discounted from affection. I target the actual obstacle, I receive the grieved ‘no’
without chasing, and I keep the door open: with God all things are possible. The offer

stands; the road back is lit.”
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

Zacchaeus: The Offer That Came to His House

The rich young ruler walked away grieving. Now his mirror image: another rich man, another
encounter with Jesus — but this one ended at a dinner table, with salvation coming to his
house. Zacchaeus (Luke 19:1-10) is the case study of the offer that FINDS the seeker — and it
resolves the deepest tension in this book: if the sun doesn't chase (Chapter 4), how did Jesus
end up at Zacchaeus's house?

The scene: ‘he was rich’ (v. 2) — a chief tax collector, wealthy and despised. He wanted to see
Jesus: ‘he sought to see Jesus who he was; and could not for the press, because he was little of
stature’ (v. 3). So he RAN ahead and CLIMBED a sycamore tree. Picture it: a wealthy, dignified
official, running like a child, climbing a tree in his robes — undignified, unstoppable, drawn.
And Jesus, coming to the place: ‘Zacchaeus, make haste, and come down; for to day | must
abide at thy house’ (v. 5). The Seeker Doctrine — four rulings:

1. HONOR THE CLIMB. Zacchaeus moved FIRST — he sought, he ran, he climbed. Jesus
didn't chase him up the tree; the seeker came to the Seeker by his own motion. Your
application: the buyers who climb — who read every letter, who attend every teaching,
who ask the second question, who fill the application fully — are your Zacchaeuses.
HONOR THE CLIMB: answer their emails first, invite them personally, notice their motion.
‘Draw nigh to God, and he will draw nigh to you' (James 4:8) — the drawing is mutual, but
the buyer's motion comes first. Your marketing (the signs) doesn't create seekers; it
REVEALS them — the ones already climbing. Watch the trees. The climbers are there.

2. ‘l MUST ABIDE AT THY HOUSE' — GO WHERE THE SEEKERIS. ‘For to day | MUST
abide at thy house’ — must! Necessity, not strategy. Jesus went to the seeker's house —
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into his world, at his table, on his ground. This is not chasing (pursuing the unwilling); it is
RESPONDING (coming to the willing). The difference is everything: chasing pursues those
who haven't moved; responding comes to those who climbed. Your application: when the
seeker reveals himself — the application submitted, the audit requested, the ‘I've been
following you for a year’ message — GO TO HIS HOUSE: the personal reply, the custom
proposal, the conversation on his ground, about his situation. The mass invitation is the
sign; the personal coming is the covenant. ‘| must’' — let the seeker's climb create your
necessity.

3. ‘SALVATION IS COME TO THIS HOUSE’ — VERIFY BY FRUIT. ‘And Zacchaeus stood,
and said... Behold, Lord, the half of my goods | give to the poor; and if | have taken any
thing from any man by false accusation, | restore him fourfold’ (v. 8). The transformation
VERIFIED itself — unprompted, measurable, costly: half his goods, fourfold restoration.
Jesus didn't have to audit the fruit; the fruit announced itself. Your application: the kept
buyer's transformation should become this visible — the testimony that needs no
prompting (Chapter 20's harvest). And the deeper ruling: the offer's success is measured
at the HOUSE — not in the excitement of the tree (the emotional yes), but in the
economics of the household (the changed life). ‘This day is salvation come to this nigh
house’ (v. 9) — the house, not the tree. Measure there.

4. ‘THE SON OF MAN IS COME TO SEEK AND TO SAVE.’ The mission behind the offer (v.
10) — and the resolution of the tension. The sun doesn't chase the planets — but the SUN
CAME TO JERICHO. The distinction: Jesus's coming was MISSION, not desperation — He
came to seek (the motion is His purpose), not to chase (the motion is not anxiety). Your
offer carries the same mission: ‘to seek and to save that which was lost’' — the lost buyers,
the passed-by, the climbed-tree seekers. Go to Jericho — the market, the gate, the
highways — on MISSION: signs shining, invitation open, response ready. Not chasing the
unwilling (the ruler walked, and was let go). Seeking the willing (Zacchaeus climbed, and
was come to). Mission seeks; desperation chases. Know which one you are doing.

Two rich men, two endings: the ruler walked away grieving from the full price; Zacchaeus ran
home rejoicing with the full transformation. The difference was never the Offer-Maker — the
same Jesus, the same love, the same honor. The difference was the SEEKER: one clung to his
possessions, the other climbed past his dignity. Your work is not to convert rulers into climbers
— only God does that (‘with God all things are possible’). Your work is: shine the signs (the
climbers are watching), honor every climb (the motion is precious), come to the house
(respond to the willing), and measure at the household (fruit, not feelings). ‘For the Son of man
is come to seek and to save that which was lost’ — and the seeking, done His way, ends at a
dinner table, with salvation come to the house.

“Declaration: I honor every climb — the seekers revealed by my signs, I come to their
house; I verify at the household, fruit not feelings. I seek on mission, never chase in
desperation: the unwilling walk free, the willing are come to. Today, salvation comes
to some house through my offer.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Labourers in the Vineyard: The Owner's Right to
Price

There is a parable Jesus told that offends almost everyone who hears it the first time —and it is
the most liberating pricing teaching in the entire Bible. The labourers in the vineyard (Matthew
20:1-16): a householder hires workers at dawn, at the third hour, the sixth, the ninth, and the
eleventh — and pays them ALL the same penny. The dawn workers, who bore the heat,

grumble. And the householder answers with the sentence every offer-maker needs written
over his desk:

“Is it not lawful for me to do what I will with mine own? Is thine eye evil, because I am
good?” — Matthew 20:15

The Householder's Right — four rulings on pricing that settle the question forever:

1. TERMS AGREED ARE TERMS KEPT. ‘And when he had agreed with the labourers for a
penny a day, he sent them into his vineyard’ (v. 2). AGREED — the price was stated,
accepted, and then HONORED: ‘they received every man a penny’ (v. 9) — including the
dawn workers. The householder never shorted the agreed price to fund his generosity; the
early workers got exactly what was promised. Your application: the price you agree is the
price you keep — no bait-and-switch, no shrinking the delivery after the close, no ‘the
price was X but the value is Y.! Covenant pricing means the agreed terms are sacred. The
market's trust in your future prices is built entirely on your fidelity to past ones. Agree
plainly; pay (and deliver) fully.
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2. ‘WHAT | WILL WITH MINE OWN’ — THE OWNER SETS THE PRICE. The householder's
defense was ownership: the vineyard is MINE, the penny is MINE, the terms are MINE to
set. Your offer is yours the same way: the promise you built, the transformation you carry,
the price you name — yours to set, by the worth you recognize (Chapter 5). Not the
competitor's to set (‘but they charge less’). Not the critic's (‘who are you to charge that').
Not the buyer's (‘I'll pay X'). YOURS. ‘Is it not lawful for me to do what | will with mine own?’
— the question is rhetorical because the answer is obvious: yes. Lawful. Right. Yours. The
builder who lets the market set his price has surrendered the memshalah (Chapter 12) —
the rule of his own day. Take it back: the price is the owner's prerogative, exercised with
honor, stated without apology.

3.°‘IS THINE EYE EVIL, BECAUSE | AM GOOD?’ — GENEROSITY IS NOT INJUSTICE. The
dawn workers' real complaint was not about their penny — it was about the
eleventh-hour workers' penny: ‘thou hast made them equal unto us' (v. 12). Someone got
MORE grace than they did, and it felt unfair. Your application, two directions. First, toward
your buyers: the scholarship seat, the founding-cohort price, the mercy tier (Chapter 30)
— some buyers will get more generosity than others, and the full-price buyers may
grumble. The householder's answer stands: the agreed terms were kept; the generosity is
the owner's prerogative. Don't apologize for grace. Second, toward YOURSELF: stop
comparing your price to others' generosity. The competitor's discount, the mentor's free
tier, the market's race to the bottom — ‘is thine eye evil, because | am good?’ Their
generosity is their business; your price is yours. An evil eye — resentful comparison — will
poison your pricing faster than any competitor.

4. ‘THE LAST SHALL BE FIRST' — THE TIERS SERVE ALL. ‘So the last shall be first, and the
first last’ (v. 16). The eleventh-hour worker — one hour of labor — received the full penny:
the same promise, the same reward, fitted to his coming. Your ladder (Chapter 18) works
the same way: the late buyer, the small buyer, the eleventh-hour seeker — each receives
the promise WHOLE at his tier. The entry tier is not a lesser promise; it is the full penny for
the eleventh hour. And the dawn worker — the flagship buyer, the long-kept covenant
partner — receives the full penny too, plus the honor of the long day. No tier is cheated;
every tier is whole. ‘For many be called, but few chosen’ — the call went out ALL DAY, to
the marketplace, again and again (vv. 3, 5, 6). Keep calling. The eleventh hour still has
workers waiting.

And the deeper comfort for the builder accused of overcharging: the householder was accused
of OVERPAYING — and his defense was ownership and goodness. Your defense, when the
price is questioned, is the same two words: OWNERSHIP (‘this is my vineyard; the price is mine
to set’) and GOODNESS (‘the promise is true; the keeping is real; the generosity is mine to give').
Not arrogance — the householder went OUT to the marketplace, again and again, seeking
workers; he was not hiding. Not apology — he never explained the penny; he declared it.
Ownership and goodness: the two pillars your price stands on, deeper than any spreadsheet. ‘Is
it not lawful for me to do what | will with mine own?' Yes. It is lawful. Name the penny.

“Declaration: I hold the householder's right — terms agreed are terms kept, the price
is mine to set, my generosity is not others' injustice, and every tier serves whole. I do
not apologize for the penny, and I do not answer the evil eve. The vinevard is mine;
the price is lawful; the goodness is real.”
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LET THERE BE OFFERS
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Book 4 of How to Create Like God - E — Establish Authority

The Hidden Treasure: The Buyer's Joy in the Price

We have studied the price from the maker's side — named without apology, set by the owner,
defended with honor. Now turn the parable around and study the price from the BUYER'S side

— because there is a parable about a buyer who heard the price and didn't haggle, didn't
hesitate, didn't walk away grieving. He REJOICED:

“Again, the kingdom of heaven is like unto treasure hid in a field; the which when a

man hath found, he hideth, and for joy thereof goeth and selleth all that he hath, and
buyeth that field.” — Matthew 13:44

‘FOR JOY THEREOF' — the price was everything he had, and he paid it JOYFULLY. Not grieving
like the rich young ruler (Chapter 33) — rejoicing like a finder. The Joyful Price Doctrine — four
rulings that change how you think about what buyers feel:

1. THE RIGHT BUYER REJOICES AT THE PRICE. ‘For joy thereof goeth and selleth all’ —
the selling was not extracted; it was EXULTED in. Here is the truth most builders never
grasp: the price is not the buyer's enemy. The price is the buyer's PROOF — proof that the
treasure is real. The kingdom of heaven is like unto a merchant man, seeking goodly
pearls’ (Matthew 13:45): the merchant SOUGHT the pearl; the price proved the find. Your
right buyers — the certain, the climbers, the good soil — do not want the cheapest offer.

They want the TRUEST one, and the honest price is how they recognize it. Stop fearing the
number. The finder rejoices at it.

2.‘SELLETH ALL' — TOTALITY, GLADLY GIVEN. He sold ALL that he had — not a portion,
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not a payment plan, everything. Compare the ruler (Chapter 33): the same totality,
opposite emotion — grief there, joy here. The difference was never the price (both were
‘all'). The difference was the VISION: the ruler saw what he was LOSING (his possessions);
the finder saw what he was GAINING (the treasure). Your application: the price objection
is almost never about the number — it is about the vision. ‘Where there is no vision, the
people perish’ (Proverbs 29:18): where the buyer cannot SEE the treasure, any price feels
like loss. Your work is not to lower the number but to LIFT THE TREASURE — the promise
so clear, the proof so visible, the transformation so vivid, that the buyer sees what he's
gaining. Vision turns ‘all’ from grief into joy.

3. HE HIDETH IT — THE BUYER PROTECTS THE VALUE. ‘The which when a man hath
found, HE HIDETH' — the finder protected the treasure before he bought the field.
Strange detail, deep truth: the buyer who recognizes value GUARDS it. Your buyers should
feel the same about your offer — not ‘| got a deal’ but ‘| found something precious.’ This is
why discounting from shame (Chapter 5) is so destructive: it teaches the buyer the
treasure is common. The pearl of great price was never on clearance. Price with honor,
deliver with excellence, and your buyers will ‘hide’ the treasure — protect the
community's integrity, honor the terms, speak of the transformation with reverence. The
hid treasure is the kept covenant's first sign.

4. HE BOUGHT THE FIELD — THE WHOLE, NOT THE PIECE. He didn't buy the treasure;
he bought the FIELD — the whole domain, the entire system, everything the treasure was
buried in. The flagship buyer (Chapter 18) does the same: not the tip, not the taste — the
whole transformation, the full ninety days, the complete system. Your application: build
the flagship as a FIELD, not a feature — the whole domain of the promise, everything the
buyer needs to unearth and keep the treasure. And price it as a field: the number should

feel like ‘all’ because it delivers ‘all’ — the complete transformation, nothing missing
(shalom). The buyer who finds the field doesn't negotiate the furrows. He sells all — for joy
— and buys.

Two buyers, two ‘alls’: the ruler, asked for all, went away grieving; the finder, seeing the treasure,
gave all rejoicing. The price was identical in size and opposite in reception — because price is
never about the number. It is about the VISION: what the buyer sees he's gaining versus what
he sees he's losing. Your entire pricing task, reduced to one sentence: LIFT THE TREASURE until
‘all' sounds like joy. The promise clear (the treasure seen), the proof visible (the treasure
verified), the people named (the finder knows it's for him) — and then the price, named
without apology, received with joy. ‘For joy thereof’ — that is the sound a God-built price makes
in the heart of the right buyer. Build for that sound.

“Declaration: I lift the treasure — promise clear, proof visible, transformation vivid
— until the price sounds like joy, not loss. My right buyers rejoice at the number; they
sell all gladly; they hide the treasure reverently; they buy the whole field. For joy
thereof: that is the sound my price makes.”
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Book 4 of How to Create Like God - E — Establish Authority

After the Yes: Keeping the Covenant

Most books on offers end at the close. This one does not — because the sixth pillar does not
end at the close, and neither does the covenant. ‘| will establish my covenant.. for an
everlasting covenant’' (Genesis 17:7): the signature is not the finish line; it is the starting line of
the keeping. This chapter is about the after — the part most builders abandon, and the part

where legacies are actually made.

Hear the keeping in God's own voice:
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“I will never leave thee, nor forsake thee.” — Hebrews 13:5

That is perpetuity — not as a pillar on a page, but as a Person who stays. And the whole of
Scripture is the record of His staying: the shepherd who goes after the one (Luke 15:4), the
Father who runs toward the returning son (Luke 15:20), the Christ who says ‘he which hath
begun a good work in you will perform it until the day of Jesus Christ’ (Philippians 1:6). The
ultimate Offer-Maker does not close and disappear. He keeps. Your keeping is not customer
service. It is the family resemblance.

The Keeping System has four movements — onboard, walk with, correct in love, harvest. Each
one is a pasture the shepherd tends:

1. ONBOARD — welcome like Eden. When God placed Adam in the garden, everything
was prepared in advance: ‘And the LORD God planted a garden eastward in Eden; and
there he put the man whom he had formed’ (Genesis 2:8). Planted — then put. Prepared
— then placed. Your onboarding must do the same: before the buyer arrives, the garden
is ready — the welcome, the first steps, the map of the journey, the way to reach you. The
first seven days after the ‘yes’ decide whether the buyer feels placed in a garden or
dropped in a wilderness. Design the welcome: a personal word, a clear beginning,
everything named — the way God named everything before Adam needed it.

2. WALK WITH — check the fruit. The shepherd does not sell the sheep a field and walk
away; he walks the field with them. ‘He leadeth me beside the still waters. He restoreth
my soul’ (Psalm 23:2-3) — leading is ongoing, restoring is repeated. Build the check-ins
into the covenant: at thirty days, at sixty, at ninety — ask where the promise is landing and
where it is not. This is not surveillance; it is shepherding. The buyer who is checked on
becomes the buyer who is kept — and the buyer who is kept becomes the proof pillar of
your next offer. The fruit-check is where perpetuity feeds proof, and the cycle compounds.

3. CORRECT IN LOVE — the rod and the staff. Thy rod and thy staff they comfort me’
(Psalm 23:4). The rod corrects; the staff guides — and both are comfort, because both
mean the shepherd is paying attention. Some buyers will drift: skip the work, miss the
steps, quietly disengage. The transaction-minded builder says nothing and keeps the
money. The covenant-keeper reaches out — with honor, never with shame: ‘| noticed you
paused; the promise is still on the table; how do we get you moving again?’' Correction in
love is the rarest form of keeping, and the most powerful: it tells the buyer they were not
purchased — they were taken on. There is a difference, and every kept buyer knows it.

4. HARVEST — the testimony is the crop. Every harvest in Scripture is gathered on
purpose: ‘the earth bringeth forth fruit of herself; first the blade, then the ear, after that
the full corn in the ear’ (Mark 4:28) — and then the harvest is put in. Your kept buyers are a
field: when the transformation has landed — blade, ear, full corn — ask for the testimony.
Not as an extraction, but as a harvest: ‘your story is the bow in the cloud for the next bitten
traveler; will you let me lift it on the pole?’ The harvested testimony becomes the proof
pillar of your next offer — which draws the next buyer — who is kept — whose testimony...
The covefnant compounds. This is perpetuity as physics: the kept become the keepers of
the proof.

Build the rhythm — the 30/60/90 of keeping. Thirty days: the welcome check — ‘are you
placed? Is the garden clear? What is your first win?’' Sixty days: the fruit check — ‘where is the
promise landing? Where is it stuck? What do we correct, in love?’ Ninety days: the harvest —
‘tell me the story; may | share it?’ — and the next orbit: ‘here is where we go from here!
Calendar all three the day the ‘yes’ is spoken. Keeping that is scheduled is keeping that
happens; keeping that is hoped for is keeping that dies in the busy.
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And a hard, honest word about the buyers who leave — because some will, even from the
best-kept covenant. The son left the father's house (Luke 15:13) — and the father let him go,
watched the road, and ran when he returned. Keeping is not clutching. When a buyer walks,
bless them the way Chapter 7 taught: release with grace, keep the orbit intact, leave the door
genuinely open. Some departures are temporary — the road has a way of teaching what the
shepherd could not. And the shepherd who blessed the leaving is the one they remember
when they decide to return. Perpetuity outlasts the transaction even when the transaction
ends: the relationship, kept with honor, is the asset that compounds beyond any single sale.

Here, then, is the full arc of the offer, from first light to lasting covenant: you moved toward the
market, spoke the promise, divided your people, named the price, saw the evidence honestly,
blessed the buyer — and now you keep. Move, speak, divide, name, see, bless — and the
keeping is the blessing extended through time. The close makes the sale. The keeping makes
the legacy. And the kept buyers — their testimonies lifted on poles, their stories saying ‘come’
alongside yours — are the everlasting covenant at your scale: ‘| will never leave thee.’ Say it with
your keeping, and mean it.

Let me make the keeping concrete — a ninety-day calendar for a flagship offer, week by week,
so ‘keeping’ stops being a value and starts being a schedule. DAYS 1-7 (ONBOARD): the Eden
week — personal welcome (not automated, or automated AND personal), the map of the
journey, the first small win engineered for day three. Everything named; nothing for the buyer
to figure out alone. WEEKS 2-4 (WALK WITH): the first fruit-check at day 30 — a real
conversation: where is the promise landing? Where is it stuck? Correct in love, early, while
corrections are small. WEEKS 5-8: the deep work — this is where buyers quietly disengage;
watch for the silence, and reach out BEFORE it hardens: ‘| noticed you paused; the promise is
still on the table! WEEKS 9-12 (HARVEST): the day-90 review — measure the transformation
against the promise, name the wins specifically, ask for the testimony (‘your story is the bow in
the cloud for the next traveler’), and open the next orbit (‘here is where we go from here’).
Twelve weeks, four movements, every touch calendared the day the 'yes’ was spoken.

And the testimony harvest — because most builders never ask, and unasked testimonies are
proof left in the field. Ask at the height of the win, not at the end of the program: the week the
buyer reports the breakthrough is the week to say, ‘would you tell that story — in your words,
two minutes, on video or in writing — so the next bitten traveler can see the pole?’ Make it
easy: three prompts (where were you before / what changed / what would you tell someone
considering it), no pressure, genuine gratitude either way. Then — and this is the compounding
— LIFT IT: the testimony goes on the pole (website, socials, the next invitation) within the week.
Fresh proof is warm proof. The kept buyer becomes the sign; the sign draws the next buyer; the
next buyer is kept. ‘And they overcame him by the blood of the Lamb, and by the word of their
testimony' (Revelation 12:11) — the word of THEIR testimony. Harvest it, lift it, let it overcome.
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Calendar it now: take your flagship offer and write the 90-day keeping schedule — the
Eden week, the day-30 fruit-check, the week-6 silence watch, the day-90 harvest — with
actual dates for your next (or current) cohort. Keeping that is scheduled is keeping that
happens. The covenant is in the calendar.
“Declaration: I keep the covenant after the yves — I onboard like Eden, I walk the field
and check the fruit, I correct in love with rod and staff. and I harvest lestimonies as

the crop. My buyers are partners, not transactions. I will never leave them; I will

never forsake the keeping.”
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The 7-Day Offer-Building Plan

Theory without a build date is decoration. This chapter is the build — seven days, one day per
Genesis Day, each day with a focus, a scripture, and actions that end with something written,
named, or built. Clear your week. By the seventh day, your offer will stand — and you will rest,
because the work will be done.

The pattern is the Creation week itself: each day builds on the last, each evening is reviewed —
‘and God saw... and it was good’ — and the seventh day is holy rest. Work the plan in order. Do
not skip ahead; the days are load-bearing.
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DAY 1 — GENERATE VALUE: write the promise. ‘Let there be light' (Genesis 1:3). Today's
work is the multiplying center — the one-sentence promise. Actions: (1) Write ten ‘after’
states your buyer wants — concrete, Tuesday-morning concrete. (2) Circle the one that
makes your chest tighten with recognition — that is the promise. (3) Rewrite it in the
buyer's language until a stranger could picture it. (4) Test it aloud: does it sound like light,
or like fog? Evening review: read the sentence once more. If it is fog, divide it tomorrow —
today, let there be light.

DAY 2 — ENGINEER DISTINCTION: gather proof, name your people. ‘Let there be a
firmament... and let it divide' (Genesis 1:6). Division day: divide your proof from your claims,
and your people from the crowd. Actions: (1) List every testimony, result, and evidence —
the bow for your cloud. (2) Write your own 3-sentence transformation story. (3) Name your
buyer in one specific sentence. (4) Name who this is NOT for — write it down, out loud,
without flinching. Evening review: proof separated from adjectives; people separated from
‘everyone.’ The firmament holds.

DAY 3 — NURTURE SYSTEMS: build the delivery. ‘Let the earth bring forth’ (Genesis 1:11).
The systems day: the promise must have soil to grow in. Actions: (1) Map the buyer's
journey from ‘yes’ to transformation — every step, in order.}Z) Design the onboarding: the
welcome, the first seven days, the map. (3) Calendar the 30/60/90 keeping rhythm
(Chapter 20). (4) Draw the orbit map: place every tier you have around the one promise.
Evening review: the system can carry the promise — the earth is ready to bring forth.

DAY 4 — ESTABLISH AUTHORITY: name the price. ‘Let there be lights... to rule’ (Genesis
1:14-16). The day of this book: the lights are set to rule — and so are you. Actions: (1) Work
the Pricing Worksheet (Chapter 19) end to end — inventories, number, policy. (2) Write the
penalty of refusal in one truthful sentence. (3) Rehearse saying the price aloud — five
times, steady voice. (4) Write your three objection answers (too expensive / think about it /
discount). Evening review: the price is named, the terms are honest, the voice is steady.
The greater light rules the day.

DAY 5 — SCALE UP: write the invitation. ‘Be fruitful, and multiply’ (Genesis 1:22). The
invitation goes out. Actions: (1) Write the invitation using the five elements (Chapter 14):
Caller, called, promise, terms, open door. (2) Design the signs: your next ten pieces of
content — each one pointing (otot). (3) Appoint your seasons: the next two launch
windows, dated and announced (moadim). (4) Name your first ten invitees — real names,
real people. Evening review: the invitation is written, the seasons are appointed, the
names are listed. Be fruitful.

DAY 6 — IMPART DOMINION: present it. ‘Let us make man in our image’ (Genesis 1:26).
The image-bearers receive the commission — and today, you present. Actions: (1) Make
the offer to one real person — the first name on yesterday's list. Promise restated, terms
named, one clear ask. (2) Seal it with a sign: the written summary, the agreement, the
visible 'yes." (3) Receive the answer with honor — ‘yes’ kept as covenant, ‘no’ released with
blessing. (4) Record what happened: what landed, what wobbled, what to strengthen.
Evening review: the offer was made — not perfected in private, but presented in the open.
Dominion is exercised, not theorized.

DAY 7 — SHABBAT: rest and review. ‘And God blessed the seventh day, and sanctified it:
because that in it he had rested from all his work’ (Genesis 2:3). Shabbat — the Hebrew
verb ‘to stop, to cease.’ Not collapse from exhaustion; completion rest. Actions: (1) Review
the week: read every page you wrote — promise, proof, people, price, invitation,
presentation notes. (2) ‘And God saw every thing that he had made, and, behold, it was
very good' (Genesis 1:31) — run the very-good test: functional (does it work?), fit (is it placed
rightly?), aligned (does it serve the mission?). (3) Repair one thing — only one; the week's
weakest joint. (4) Then stop. Cease. No tweaking, no rehearsing, no anxious refreshing.
The work is done; the orbits are set; the lights will rise without your pushing. Rest is the
seventh action of the Genesis Algorithm — and the builder who cannot rest does not trust
the system he built.

Seven days. That is the whole plan — and it is the whole book in miniature: value generated,
distinction engineered, systems nurtured, authority established, the invitation scaled,
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dominion imparted through presentation, and Shabbat sealing it. ‘And the evening and the
morning were..! — each day closed with review, each review closed with rest. Work the plan
once, fully, and you will hold in your hands what most builders only talk about: a God-built offer,
priced without apology, ready to present with honor.

And when the week is done, do what the Maker did: ‘And God blessed the seventh day, and
sanctified it.” Bless the work. Sanctify the rest. Then go to your gate — the offer is built, the price
is named, the invitation is written — and make it. With honor. Never manipulation.

And when the seven days are done — the offer built, presented to one real person, reviewed
and rested — work the SECOND week. The first week built the offer; the second week proves it.
DAYS 8-12: present to five more people — real names, real conversations, the honorable close
each time. Record every response: what landed, what wobbled, which objection appeared
twice. DAYS 13-14: refine from the evidence — strengthen the wobbling pillar (the audit tells
you which), sharpen the foggy sentence, adjust the stair that nobody climbed. Then appoint
the first public season: the enrollment window, dated and announced (moadim). The pattern of
the weeks: build (week 1), prove (week 2), proclaim (week 3 — the first appointed season). ‘And
God blessed them, saying, Be fruitful, and multiply’ (Genesis 1:22) — the blessing of the fifth day
follows the work of the days before it. Fruitfulness is not the first week's job. It is the faithful
weeks' reward.

One caution for the second week, from the Refusal Doctrine (Chapter 16): some of the five will
say no — and the temptation will be to rebuild the offer after every ‘no. Don't. Five
conversations are data, not a verdict. Refine from PATTERNS (three people confused by the
same sentence) — never from single rejections (one person's farm and merchandise). The offer
that wobbles with every wind has no memshalah; the offer that learns from every season rules
its day. Build, prove, proclaim — and let the certain cleave.

“Declaration: I build in seven days — promise, proof and people, systems, price,
invitation, presentation — and I rest on the seventh, because the work is complete.
My offer stands: functional, fit, aligned. Very good. And I go to my gate to make it.”
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LET THERE BE OFFERS

HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

Offer Questions, Answered Honestly

In every Genesis Session, after the teaching, the real questions come — the ones builders are
almost embarrassed to ask, the ones that keep them up at night. This chapter is those
guestions, answered the way | answer them in the room: honestly, biblically, practically. Find

yours.

1. ‘What if | have no proof yet?’ Then shrink the promise until your proof covers it — and
grow both together. The proof-free claim is Killer 5; the answer is not to fake proof but to
right-size the promise. What HAVE you lived? What transformation have YOU walked?
Promise that — your own story, however small, outsells a borrowed story, however large.
Deliver it to the first buyers with everything you have; their results become your next
proof; the promise grows as the proof grows. Every bearer started as a single lamp. ‘Thou
hast been faithful over a few things, | will make thee ruler over many things’ (Matthew
25:21) — faithfulness over few is the doorway to many. Start small, keep covenant, harvest
testimonies, expand.

2. ‘My people are poor — should my price be low?’ Price the transformation, not the
buyer's wallet — and then build the ladder so the poor can enter honestly. The error is not
the high flagship; the error is having ONLY the flagship. The outer orbit (free value,
Chapter 18) serves those who cannot pay; the middle orbit serves those who can pay little;
the inner orbit serves those who can pay fully. Jesus fed the five thousand free AND
taught the disciples deeply — different orbits, same promise. What you must never do is
price the flagship from guilt and then resent the buyers who pay it. Serve the poor with
the outer orbit generously — and charge the inner orbit what the transformation is worth,
without apology. Both are honor.

3. ‘Is it unspiritual to charge for kingdom work?’ The laborer is worthy of his hire (Luke
10:7) — and Paul claims the principle reaches back to Moses: ‘Thou shalt not muzzle the
mouth of the ox that treadeth out the corn’ (1 Corinthians 9:9). The Levites lived from the

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



work of the tabernacle; the elders who rule well are worthy of ‘double honour’ (1 Timothy
5:18). Charging is not unspiritual — WHAT you charge for, and HOW, can be. Charge for
the transformation, the labor, the keeping — never for the gospel itself, never with
manipulation, never with the buyer's desperation as leverage. The line is not between
charging and not charging. The line is between covenant and exploitation — and this
whole book has taught you which side to stand on.

4. ‘How do | answer ‘it's too expensive’?’ Translate, don't argue. ‘Compared to what?' —
asked gently — surfaces the real comparison: usually the cost of the transformation is
being weighed against the cost of everything except staying the same. Restate the worth
from your inventories (Chapter 19): the time saved, the pain ended, the future unlocked —
then let them measure. And hear the deeper truth: ‘too expensive' sometimes means ‘|
don't believe the promise yet’' — which is a proof problem, not a price problem.
Strengthen the sign on the covenant before you touch the number. The pearl was not too
expensive for the merchant; it was exactly priced — and he sold all, joyfully.

5. ‘Should | discount to get my first buyers?’ Only from conviction, never from
desperation — and only with a real reason, stated plainly. A founding-cohort price (‘the
first ten, at this number, because you are building the proof with me’) is honorable: it is
strategic, stated, and time-bound. A discount blurted the moment someone hesitates is
shame negotiating — and it teaches the market that your price was never real. Better
than discounting: shrink the scope honestly (‘the full ninety days is this; the thirty-day
intensive is that') — different orbits, same promise DNA. Never discount the flagship from
a flinch. If the price is wrong, change it from conviction, announce it plainly, and hold the
new one.

6. ‘What if competitors charge less?’ Then let them — and be the greater light, not the
cheaper one. Competing on price is competing on the one dimension where the
cheapest always wins and everyone else starves. Compete on the promise: clearer
transformation, stronger proof, deeper keeping. The moon does not compete with the
stars by being cheaper moonlight; it rules the night by faithful bearing. And remember
the pearl: the merchant passed many pearls to buy the one of great price — the market
contains buyers who are not shopping for cheap; they are shopping for true. Name your
promise so clearly that the comparison becomes promise-to-promise, not price-to-price
— and the cheaper competitor becomes irrelevant to the buyer who wants the real
transformation.

7. ‘Is marketing manipulation?’ Marketing is otot — signs. Manipulation is pressure
wearing the clothes of persuasion. The difference is the will: does your marketing leave
the buyer's freedom intact? God markets constantly — ‘the heavens declare the glory of
God' (Psalm 19:1) — the greatest sign-campaign ever run, and not one will violated by it.
Your content should do the same: signal the promise, show the proof, name the price,
open the door — and let the willing come. The moment you manufacture urgency that
isn't real, hide terms, or chase the ‘no’ — you have crossed from signs into sorcery. Stay on
the sign side: point, don't push. The sun does not manipulate the planets into orbit.

8. ‘How many offers should | have?’ As many as the orbits require — and not one more.
Most builders need three: the free tier (outer orbit), one entry offer (middle orbit), one core
offer (inner orbit). Add a tier only when a real group of travelers is stranded between two
orbits — not when you are bored, not when a mentor's funnel template says seven. Every
tier must pass the sun check (one promise's DNA), the light check (real generosity in the
free tier), and the order check (nothing competing). A ladder with three strong tiers
outperforms a staircase of twelve wobbling ones. ‘One star differeth from another star in
glory’ (1 Corinthians 15:41) — but no star needs to be two stars.

9. ‘When do | raise my prices?’ When the proof has outgrown the price — and not
before. Three signals, and you need at least two: (1) Your calendar is full at the current
price — demand exceeds supply honestly, not theatrically. (2) Your proof has deepened —
new testimonies, stronger results, a promise you can now make bigger because you have
kept it longer. (3) You feel the old price misrepresents the transformation — not greed,
but the quiet conviction that the number no longer tells the truth. Raise from conviction:
announce it plainly, honor existing buyers at their covenant price (perpetuity keeps its
word), and hold the new number without flinching. The greater light does not apologize
for rising higher.
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10. ‘What if nobody buys?’ Then diagnose before you despair — in order. First, the
promise: is it fog? (Run the audit, Chapter 17.) Second, the signs: are you actually signaling
— or only hoping? The sun rises daily; the builder who posted twice and quit has not
tested the system. Third, the seasons: have you appointed a real window, or is the offer
perpetually ‘available soon'? Fourth, the people: are you at the gate where your bitten
gather, or shouting in an empty square? And finally, the deepest question — the identity
one: have you actually made the offer? Many ‘nobody buys' stories are really ‘Il never
presented’ stories. The bronze serpent saved no one until it was lifted on the pole, in the
middle of the camp, where the bitten could see it. Lift it. Say ‘look.’ Then diagnose what
the lifting reveals.

11. ‘What if my offer fails publicly?’ Then you will be in the company of Noah (a century
building an ark for rain no one had seen), of Paul (mocked at Mars Hill), of Jesus (‘ye will
not come to me’). Public failure of an honorable offer is not shame — it is tuition. The
shame is in the offer never lifted: the pole left in the tent, the serpent never set up, the
bitten never given the chance to look. ‘For God hath not given us the spirit of fear; but of
power, and of love, and of a sound mind'’ (2 Timothy 1:7). And practically: fail small first —
the five conversations of week two, not the stadium launch. Small public is where the
lessons are cheap and the refining is honest.

12. ‘How do | price when I'm starting over in a new field?’ Price the transformation you
CAN deliver today — not the one you delivered in the old field, not the one you hope to
deliver in three years. The bearer principle (Chapter 11): promise only what is actually in
your hands. Your price will be lower than the veterans' — and that is honest, not shameful:
say so plainly (founding cohort pricing, because we build the proof together’). Then let
the proof pull the price up over time: every harvested testimony is a reason the number
rises. Starting over is not starting from zero — your identity, your work ethic, your
covenant-keeping transfer fully. Only the field-specific proof restarts. Price the
today-transformation; grow the number with the evidence.

13. ‘Should my prices be on my website?’ If the value is established on the page —
promise clear, proof visible, people named — then yes: the hidden price is Killer 3, and the
website is the most common place it hides. A stated price pre-qualifies: the right buyers
lean in, the wrong ones self-select out, and your conversations start at the terms instead
of circling them. The exception: the flagship with a genuinely custom scope — there, state
the STARTING price (‘flagship partnerships begin at X') and name the conversation as the
next step. Never ‘contact for pricing’ as a trap to capture emails — the gate is for business,
not for ambush. Price stated is covenant; price hidden is suspicion.

14. ‘What if someone copies my offer?’ Bless them and out-bear them. The architecture
can be copied; the bearing cannot — your walked transformation, your kept buyers, your
harvested testimonies, your voice. ‘He was not that Light, but was sent to bear witness of
that Light' (John 1:8): the witness is inimitable because the walk is inimitable. And
practically: keep moving — the copier photographs where you WERE; the bearer keeps
tending the lamp (clean glass, pure oil, trimmed wick) and the light keeps advancing. The
moon never sued the stars for shining. Shine on — faithfully, in your orbit — and let the
copiers orbit you.

Those are the twenty | hear most. Yours may be the twenty-first — bring it to a Genesis Session,
and we will answer it the same way: honestly, biblically, practically. The questions are not the
enemy of the offer. Unasked questions are — they sit in the dark and grow into killers. Ask
them in the light, answer them with the Book, and build.

15. ‘What if my spouse or partner doesn't support the price?’ Then the price
conversation starts at home, not in the market — and it is won the same way every price is
won: with the inventories (Chapter 19), not with insistence. Sit down together and walk
through the transformation inventory and the proof inventory aloud. Most spousal
resistance is not about the number — it is about the FOG: ‘| don't see what we're actually
selling.’ Clear the fog, and the number usually stops sounding crazy. And hear the deeper
ruling: a house divided on the price will flinch in the presentation — the buyer hears the
hesitation you carried from the kitchen table. Get aligned first: ‘Can two walk together,

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



except they be agreed?’ (Amos 3:3). Agree on the number, the policy, and the season —
then present as one.

16. ‘How do | handle a buyer who wants everything customized?’ Customization is the
flagship's shadow: honor the desire, but protect the system. The ruling: customize the
APPLICATION, never the ARCHITECTURE. The promise, the price, the terms, the keeping
rhythm — these stand; how they apply to this buyer's situation flexes. ‘To every man
according to his several ability’ (Matthew 25:15): the talents were portioned, not reinvented
per servant. Practically: offer the ‘tailored intensive’ as its own tier — named, priced
(higher, honestly: customization costs), with its own keeping design — rather than
bending the flagship for every ask. The buyer who needs true customization will pay the
custom tier gladly; the buyer who just wanted a discount will choose the standard. Either
way, the architecture holds.

17. ‘Should | offer payment plans?’ Yes — as architecture, not as apology. A payment
plan is a legitimate tier (Chapter 18): the same promise, portloned over time — ‘according
to his several ability.’ The honorable rules: (1) The TOTAL reflects the worth — plans portion
the price; they don't discount it (a modest structuring fee is honest: administration is real
labor). (2) The terms are written — amounts, dates, what happens on a missed payment —
covenant, not handshake fog. (3) Never offer the plan from a flinch — ‘well, | could split it
up’ blurted at hesitation is Killer 3 in installments. Offer it as designed: ‘the investment is X,
in full or in three portions of Y." Stated, structured, honorable — the plan serves the buyer's
capacity without surrendering the price's integrity.

18. ‘What if | feel called to give it all away free?’ Then discern the calling carefully —
because there are two voices that say ‘free,’ and only one is God. The first voice is CALLING:
a genuine commission to a people who cannot pay — the missionary's commission, the
widow's pastorate. If that is yours, embrace it fully: build the support system HONESTLY
(partners, donors, the tentmaking trade — Paul made tents; he didn't pretend the mission
funded itself). The second voice is FEAR wearing holiness: ‘if | charge, they'll think I'm
greedy' — which is price-shame (Chapter 5) in a prayer shawl. Test the voices: does ‘free’
come with a sustainable system, or with resentment six months later? ‘The labourer is
worthy of his hire' stands even for the called — the Levites lived from the work. And
remember the ladder: ‘free’ can be the outer orbit (generous, firstfruits, real) while the
inner orbits are priced with authority. Calling and charging are not enemies — confusion
is.

19. ‘How do | know when my offer is ‘done’?’ When it passes three gates — and not
before. CATE 1, THE SHALOM TEST (Chapter 23): nothing missing (all six pillars present),
nothing broken (all six honest). GATE 2, THE VERY-GOOD TEST (Chapter 3): functional (it
delivers the transformation), fit (placed rightly in the ladder), aligned (serves the mission).
GCATE 3, THE FIELD TEST (Chapter 21, week 2): presented to real people, with real
responses recorded — not perfected in private. An offer that passes all three is done —
and ‘done’ means PRESENTABLE, not perfect. The perfectionism that keeps polishing
past these gates is not excellence; it is fear (Chapter 26: the buried talent). Ship at ‘very
good.' The market — and the testimonies — will tell you what ‘excellent’ looks like.

20. ‘What if my market is saturated?’ Saturation is almost always saturation of the
GENERIC — a thousand interchangeable offers making the same foggy promise. The
answer is not a new market; it is a sharper promise (Chapter 2): the more crowded the
field, the more the CLEAR offer stands out. ‘A city that is set on an hill cannot be hid’
(Matthew 5:14) — in a flat market, the hill wins. Practically: (1) Name your people narrower
— the crowded market serves ‘everyone; you serve the named. (2) Sharpen the
transformation — one concrete ‘after’ beats ten vague ‘breakthroughs.’ (3) Deepen the
keeping — saturated markets compete on promises; almost no one competes on
perpetuity. The builder who keeps covenant in a transactional market is the city on the
hill. And if the market is truly, structurally exhausted — then widen the highways (Chapter
16): same covenant, new audience. The feast doesn't change; the invitation travels.

“Declaration: I ask the hard questions in the light — about proof, price, compelition,
and refusal — and I answer them with Scripture and honesty, never with flinching.
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Unasked questions grow killers; asked questions grow builders. I am a builder.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

The Shalom Offer: Nothing Missing, Nothing Broken

We have walked the whole architecture — covenant, pillars, products, orbits, price,

presentation, keeping. Now we come to the word the entire series is named for, and the test
every offer in this book must finally pass. Shalom: completeness, soundness, welfare, peace. His
definition, the one that frames everything: nothing missing, nothing broken. This chapter runs
your offer through the shalom test — and shows you what an offer looks like when it passes.

The shalom test has two questions, and they are the two halves of the definition:

NOTHING MISSING — is every pillar present? Run the six: promise — is the
transformation stated, clear, in the buyer's language? Proof — is the sign lifted where eyes
can see? Price — is the number named, plainly, without apology? People — are the called
named, and the not-called released? Penalty — is the honest alternative stated?
Perpetuity — is the after designed, the keeping calendared? A missing pillar is not a
minor gap; it is a leak in the vessel. The audit (Chapter 17) scores this precisely — but the
shalom question is simpler and deeper: can you look at the offer whole and say, ‘nothing
is missing'? If not, name what is missing — and build it before you present.

NOTHING BROKEN — is every pillar honest? Presence is not enough; a pillar can be
present and broken. A promise present but borrowed — broken. Proof present but
inflated — broken. Price present but apologized into a flinch — broken. People present
but really ‘everyone’ — broken. Penalty present but manufactured into pressure —
broken. Perpetuity present but abandoned after the close — broken. Brokenness is harder
to see than missingness, because the pillar appears to stand. Inspect each one the way
the priest inspected the sacrifice: ‘without blemish’ (Leviticus 1:3) — not perfect in the
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sense of flawless performance, but whole in the sense of honest substance. What is
broken, repair. What cannot be repaired honestly, remove — a cleanly missing pillar,
named and being built, is stronger than a broken one pretending to stand.

And now the deeper exegesis — because shalom has an offering named after it, and the
offering teaches the offer. The shelamim, the peace offering of Leviticus 3: unlike the burnt
offering (wholly consumed) or the sin offering (wholly solemn), the peace offering was a shared
meal — part burned to God, part given to the priests, part eaten by the offerer and his
household in fellowship. The shalom offering was communion: God, the priesthood, and the
people at one table, sharing one meal. Do you see it? The God-built offer, at its shalom height,
is not a transaction across a counter. It is a table — the maker, the buyer, and heaven itself,
sharing the transformation as a meal. ‘Behold, | stand at the door, and knock: if any man hear
my voice, and open the door, | will come in to him, and will sup with him, and he with me’
(Revelation 3:20). Sup with him — the offer as supper, the close as communion. Build your
offers toward the table, not the counter.

The master equation returns here, solved: Shalom = Identity x (G+E+N+E+S+|+S). The offer lives
inside the fourth addend — E, Establish Authority — but shalom is the product of the whole.
And the multiplication has the zero rule: identity at zero, shalom at zero. This is why the entire
book kept returning upstream — price guilt is identity, the hidden price is shame, the pressure
close is distrust. You can build all six pillars with technical perfection, and if the maker's identity
is fractured — performing instead of bearing, chasing instead of shining, apologizing instead of
ruling — the shalom leaks out through the multiplier. *You can never DO more than who you
ARE, and you can never HAVE more than who you ARE or have DONE. The shalom offer
requires the shalom maker: settled, not frozen; a child before a servant; His before the
assignment. Tend the multiplier, and the addends multiply.

The priestly blessing is the benediction over every shalom offer — speak it over your work when
the build is done:

“The LORD bless thee, and keep thee: the LORD make his face shine upon thee, and
be gracious unto thee: the LORD lift up his countenance upon thee, and give thee
peace [shalom].” — Numbers 6:24-26

Bless — the promise, given. Keep — the perpetuity, held. His face shine — the proof, visible.
Gracious — the price, honest and kind. His countenance lifted — the people, seen and named.
And peace — shalom: nothing missing, nothing broken. The whole architecture, in six lines,
spoken over Israel every Sabbath. Speak it over your offer. Then present it — and let the shalom
do what shalom does: make whole.

Make the test an instrument — seven checks, one per pillar plus the multiplier. Score each O
(broken/missing), 1 (present but weak), 2 (whole). Twelve is shalom; below nine, repair before

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



presenting.

1. PROMISE — whole? The transformation stated in one sentence, in the buyer's language
— lived and deliverable. (2 = light; 1 = fog; O = borrowed or absent.)

2. PROOF — whole? The sign lifted where eyes can see — specific, verifiable, fresh. (2 =
bow in the cloud; 1 = adjectives; O = nothing.)

3. PRICE — whole? The number named plainly, without apology — worth established
first. (2 = steady voice; 1 =flinch; O = hidden))

4. PEOPLE — whole? The called named, the not-called released — division with courage.
(2 =named;1=vague; O = everyone.)

5. PENALTY — whole? The honest alternative stated once, plainly — never manufactured.
(2 = truth; 1= hinted; O = hidden or pressured.)

6. PERPETUITY — whole? The after designed — onboarded, walked with, harvested. (2 =
calendared keeping; 1= intentions; O = abandonment.)

7. IDENTITY — whole? The multiplier: am | bearing or performing? Chasing or shining?
The child before the servant? (2 = settled; 1 = striving; O = fractured.)

My shalom score (out of 14):

The pillar to make whole this week:

THE SHALOM AUDIT

“Declaration: My offer passes the shalom test — nothing missing, every pillar
present; nothing broken, every pillar honest. It is not a transaction across a counter
but a table set for communion. And I tend the multiplier — my identity settled in Him
— so that the shalom holds. Nothing missing, nothing broken.”
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

The Maker's Rest

There is one action left in the Genesis Algorithm, and this book cannot close without it: rest.
Move, speak, divide, name, see, bless — we have done them all across these twenty-four
chapters. Now: rest. Not as collapse. Not as quitting. As the Maker did it — completion rest, the

crown of the work:

“And on the seventh day God ended his work which he had made; and he rested on the
seventh day from all his work which he had made.” — Genesis 2:2

He rested. The Hebrew is shabbat — the verb 'to stop, to cease.’ Not rest as passivity, not rest as
recovery from failure — rest as the deliberate cessation of a finished work. God was not tired;
He was done. And the stopping was so significant that He blessed the day and sanctified it —
set it apart as holy (Genesis 2:3). The rest was part of the Creation, not the absence of it. Your
offer-building needs the same sanctified stopping — and this final chapter is about when, how,

and why the maker rests.

REST AFTER THE MAKING — the seventh day of the build. Chapter 21 gave you the
7-day plan; its seventh day was Shabbat: review the work, see that it is very good, repair
one thing — then stop. No tweaking, no rehearsing, no anxious refreshing. The builder
who cannot stop revising does not have high standards; he has unbelief wearing a work
ethic. ‘And God saw every thing that he had made, and, behold, it was very good' (Genesis
1:31) — the seeing came before the stopping. See your work honestly: functional, fit,
aligned — then sanctify the stopping. The offer is built. Cease.
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REST AFTER THE PRESENTING — the silence after the ask. Chapter 7 taught the
honorable close: make the ask, then release it — bless, don't pressure. That release IS
shabbat: the deliberate cessation of striving over an outcome you do not control. The
silence after the ask will feel like an emergency; it is not — it is the sound of a free will
working, and your striving cannot improve it. ‘Be still, and know that | am God' (Psalm
46:10). Be still: stop manipulating the silence. Know: the outcome belongs to the One who
never manipulates either. Rest after presenting is not passivity — it is the theological
statement that the offer was God's pattern, the presenting was your obedience, and the
result is His jurisdiction.

REST AS RHYTHM — the weekly ceasing. The fourth commmandment ties the rhythm to
the Maker's own: for in six days the LORD made heaven and earth... and rested the
seventh day: wherefore the LORD blessed the sabbath day, and hallowed it" (Exodus 20:11).
The builder who never ceases — never a day without content, never a week without a
launch, never a season without striving — is preaching with his calendar that the orbits
depend on his pushing. They do not. The sun rose this morning without your help. Build
the weekly ceasing into the business: one day where the signs are silent, the seasons are
unappointed, the metrics unopened — and the soul remembers who the Source is. ‘Come
unto me...and | will give you rest’ (Matthew 11:28): the invitation of Chapter 14 is also the
rhythm of the builder. The bearer who never rests forgets he is a bearer — and starts
trying to be the Source again.

And here is the final economics of rest — the part the market never teaches: rest is a signal of
authority. The builder who can stop — who can close the laptop on the seventh day, who can
release the ‘no’ without chasing, who can let a season pass without a launch — is telling the
market, without words, ‘| am not desperate." And nothing establishes authority like the absence
of desperation. Hype cannot rest; it must keep shouting, because the shouting IS the product.
Authority can rest, because the promise stands without the shouting. The memshalah of
Chapter 12 — the rule of the greater light — includes the night: even the sun has its setting, and
the setting does not diminish the ruling. Rest, builder. It is the most authoritative thing you will
do all week.

So here is the whole book, from first light to final rest: God makes offers — covenant, promise,
terms, sign. The architecture stands on six pillars, with the promise as the multiplying center.
The products are good, named, placed. The marketing is a solar system: one sun, ordered
orbits, light radiating — attraction, never chasing. The price is named without apology. The
authority is established by the building, never by hype. The offer is made with honor and
released with blessing. The covenant is kept after the yes. And the maker — the bearer, the
lamp-tender, the inviter — rests. ‘And God blessed the seventh day, and sanctified it.

Build the offer. Name the price. Present it with honor. Keep the covenant. And rest — because
the work is finished, the pattern is heaven's, and the outcome was never yours to manufacture.
Shabbat: to stop, to cease. The seventh action. The crown.

There is one more rest in the law, and it governs the long game: the Sabbath of the land. ‘Six
years thou shalt sow thy field... but in the seventh year shall be a sabbath of rest unto the land’
(Leviticus 25:3-4). The LAND rested — no sowing, no pruning, no striving. And the promise
attached: ‘I will command my blessing upon you in the sixth year, and it shall bring forth fruit
for three years’ (Leviticus 25:21). Rest the field, and heaven covers the gap. The application for
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the builder: let offers lie fallow. The product line needs pruning seasons — the tired tier retired,
the stale lead magnet laid down, the campaign that no longer converts given its Sabbath. Most
builders add and never subtract; their field is exhausted from endless sowing. ‘To every thing
there is a season... a time to plant, and a time to pluck up that which is planted’ (Ecclesiastes
3:1-2). Pluck up. Retire. Rest the land. And trust the sixth-year blessing: the field you rested will
outproduce the field you flogged.

And the Jubilee beyond it — the fiftieth year, when debts were released and inheritances
restored (Leviticus 25:10). Build Jubilee into the long vision: the offer system so sound, the
keeping so faithful, that seasons of release become possible — debts forgiven, scholarships
given, the outer orbit widened in pure generosity. ‘Proclaim liberty throughout all the land’ —
the business that can proclaim liberty is the business that has truly rested. Start with the
seventh day. Grow toward the seventh year. Dream of the Jubilee. The Maker's rest, at every
scale: stop, cease — and watch what heaven does with the stillness.

“Declaration: I rest the Maker's rest — after the making, I cease, seeing the work is
very good; after the presenting, I release, still before the outcome; and weekly, I cease
striving, remembering I am the bearer and He is the Source. My rest is my authority:
I do not shout, because the promise stands. Shabbat. It is finished — and it is very
good.”
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

Build Your Offer — The Worksheet

Reading about offers is Day-1 light. Now build yours. Work through the six pillars in order — one
true sentence each — and then the orbit map. What is written is established; what stays vague
stays in darkness.

The Six Pillars

1. PROMISE — the transformation (not features), in the buyer's language:

2. PROOF — the evidence: testimonies, results, your story:

3. PRICE — one number, named plainly:

4. PEOPLE — who this is for (and who it is not for):

5. PENALTY — the honest cost of walking away:

6. PERPETUITY — how this becomes covenant, not transaction:
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The Orbit Map

Place every offer you have in its orbit around the one promise. Outer orbit: free value. Middle
orbit: entry offers. Inner orbit: core and flagship.

THE SUN — my one core promise (one sentence):

OUTER ORBIT — free value (content, teaching, generosity):

MIDDLE ORBIT — entry offers (book, audit, workshop):

INNER ORBIT — core offer and flagship (high touch, high price):

Now read it back and run the diagnostic: is the promise a transformation, or a list of features? Is
the price named, or hidden? Are the people named, or is it for ‘everyone™ Fix the weak pillar
before you present. Then make the offer — with honor, never manipulation.
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The Covenant Checklist

Before you present your next offer — at the gate, on the call, in the letter — run this checklist.
Every line is a pillar inspected before the covenant is proposed. Print it. Keep it where you
prepare.

BEFORE YOU PRESENT

PROMISE — one sentence, buyer's language, lived and deliverable. Read it aloud.
Light, not fog?

PROOF — visible before the price. Three specifics minimum. Bow in the cloud?
PRICE — one number, named plainly. Value established first. Voice steady?
PEOPLE — named, and the not-for-named. Division with courage?

PENALTY — the honest alternative, stated once. Truth, not pressure?
PERPETUITY — the after designed. Onboarded, walked with, harvested?

PROVISION — every requirement has its garment. The terms come with the
equipping?

PRAYER — the Offer-Maker's Prayer prayed. Multiplier tended?
RELEASE — the ‘no’ pre-blessed. Can you receive it with grace?

Nine checks. If all nine hold: present — with honor, never manipulation. If any fails: repair first,
present second. The checklist is the gate before the gate — and the offer that passes it carries
the shalom it promises: nothing missing, nothing broken.
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The Offer-Maker's Declaration

Read this aloud before you present your next offer. Identity multiplies everything — including
the offer. Establish the maker, and the making follows.

“I am a maker of offers, the way my Father is a maker of covenants.”
“My promise is a transformation, not a list of features — light, not fog.”
“My proofis visible — a sign on the covenant, a bow in the cloud.”

“My price is named without apology — value established first, the number stated
plainly.”

“My people are named — I divide with courage, and I let the unwilling walk.”

“My penalty is stated truthfully — never a threat, never pressure, only the honest

alternative.”

“My perpetuity is covenant, not transaction — I keep the buyer as a partner, beyvond

the close.”

“I present at the gate — in the open, terms fully disclosed, sealed with a sign, before
witnesses.”

“I do not chase; I burn — one promise at the center, and the right people drawn by

gravily.”
“I receive the ‘no’ with grace and the ‘ves’ with covenant-keeping.”

“My authority is not claimed; it is established — by the offer, built well.”
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“I offer the way heaven offers. Nothing missing, nothing hidden, nothing forced.”

Sign it. Date it. Then go to your gate and make the offer.
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Appendix A — Glossary of Hebrew Terms

Every Hebrew word in this book carries its English meaning where it first appears. This glossary
gathers them in one place — the word, its literal meaning, its key verse, where it works in this
book, and the builder's takeaway. The Hebrew is transliterated; the meaning is plain.

LIGHT AND ITS BEARERS

OR (‘light’) — Genesis 1:3. The light itself: ‘Let there be light." Uncreated in its source —
‘God is light, and in him is no darkness at all’ (1John 1:5). Appears in Chapter 11. The
takeaway: you are not the or. Stop trying to generate what only the Source shines.

ME'OROT (‘luminaries; bearers of light’) — Genesis 1:14-16. From the same root as or,
with the mem of instrument: the lamp, the vessel that carries what it did not create. The
sun, moon, and stars are me'orot — bearers, not sources. Appears in Chapter 11. The
takeaway: your offer is a me'orah, a lamp. Keep the glass clean, the oil pure, the wick
trimmed — and bear faithfully.

THE THREE OFFICES OF THE LIGHT

OTOT (‘signs, marks, signals’; singular ot) — Genesis 1:14. The first office of the lights: ‘let
them be for signs.” A sign points beyond itself — the bow in the cloud was an ot of the
covenant (Genesis 9:13). Appears in Chapter 12. The takeaway: your content must signal —
point to the promise — not merely perform.

MO'ADIM (‘appointed times, seasons’; singular mo'ed) — Genesis 1:14. The second
office: the lights mark appointed seasons — the same word names the feasts of the Lord
(Leviticus 23:2, 4). Seasons set on the calendar in advance. Appears in Chapter 12. The
takeaway: appoint your launch seasons, announce them, keep them. Real windows,
honored — never manufactured urgency.

MEMSHALAH (‘rule, dominion, government’; verb mashal, ‘to rule’) — Genesis 1:16. The
greater light was set ‘to rule [lememshelet] the day.’ Rule as office, not arrogance: the sun
rises, and the day obeys. Appears in Chapter 12. The takeaway: your flagship offer holds
memshalah over its domain — the price, the terms, the standard, unflinching.

REST AND WHOLENESS

SHABBAT (‘to stop, to cease’) — Genesis 2:2-3. The verb behind the Sabbath: not rest as
passivity, but completed-work rest — God rested because He was done, not because He
was tired. Appears in Chapters 21 and 24. The takeaway: rest is the seventh action of the
o;:fer cgg:le — after the making, after the presenting, weekly as rhythm. Cease, and trust
the orbits.

SHALOM (‘completeness, soundness, welfare, peace’) — Numbers 6:26; the series'
cornerstone. Nothing missing, nothing broken (H7965). The solved variable of the master
equation: Shalom = Identity x (G+E+N+E+S+|+S). Appears in Chapter 23 and throughout.
The takeaway: run every offer through the shalom test — every pillar present (nothing
missing), every pillar honest (nothing broken).

SHELAMIM (‘peace offerings’) — Leviticus 3. The fellowship offering: shared meal — part
to God, part to the priests, part to the offerer and his household. Communion, not
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transaction. Appears in Chapter 23. The takeaway: the God-built offer at its height is a
table, not a counter — maker, buyer, and heaven sharing the transformation as a meal.

GIVING

BIKKURIM (‘firstfruits’) — Exodus 23:19; Proverbs 3:9. The first and best of the increase,
given FIRST — before the barns are full. ‘Honour the LORD with thy substance, and with
the firstfruits of all thine increase.’ Appears in Chapter 29. The takeaway: the free tier must
be first-quality, not leftovers; generosity systematic, not spasmodic. First given, then filled
— the physics of the kingdom.

Nine words. One pattern: God names things precisely, and the precision carries the practice.
When a builder knows what me'orot means, he stops performing as the source. When she
knows what mo'adim means, she appoints her seasons. The Hebrew is not decoration — it is
the Maker's own vocabulary for the work. Learn it, and build in His language.

ELDER JAMES / DR GENESIS - FOUNDER & CEO, GENESIS KINGDOM ENTERPRISES
+1289 776 5793 - shalom@thegenesisbrand.com - www.thegenesisbrand.com



LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

Appendix B — Scripture Index

Every verse cited in this book, gathered by chapter — for study, for preaching, for the builder
who wants to check the exegesis. All quotations are from the King James Version.

THE COVENANT (Chapters 1-2, 11-12)

Genesis 1.3 — ‘Let there be light’ (or). - Genesis 1:14 — the me'orot commissioned; otot, mo'adim.
- Genesis 116 — the greater and lesser lights; memshalah. - Genesis 2:16-17 — Eden: promise and
terms. - Genesis 8:21 — Noah: the promise. - Genesis 9:1, 13 — Noah: terms and the bow, the ot. -
Genesis 122 — Abraham: the promise. - Genesis 171, 7, 11 — Abraham: terms, everlasting
covenant, the sign. - Genesis 1.2 — the fog before the light. - Exodus 25:37 — the menorah: seven
lamps. - Leviticus 24:2 — pure oil; the tending. - Leviticus 232, 4 — the moadim proclaimed in
their seasons. - Genesis 822 — seedtime and harvest shall not cease. - Jeremiah 31:34 — the
New Covenant promise. - Acts 3:19 — the terms: repent. - Luke 22:20 — the sign: the cup. -
Revelation 22:17 — ‘whosoever will." - 1John 4:8 — ‘God is love’: love proposes. - 1 John 1.5 — ‘God
is light. - John 1.8 — the Baptist: not the Light, the witness. - Daniel 12:3 — ‘shine as the stars.” -
Judges 7:16, 19 — Gideon's pitchers: the breaking.

THE ARCHITECTURE (Chapters 3-4, 13-19, 25-27)

GCenesis 1:4, 5, 8, 10 — good, named: light, firmament, earth, seas. - Genesis 1.9 — waters
gathered: placement. - Genesis 1:31 — ‘very good': functional, fit, aligned. - Numbers 21:.8 — the
bronze serpent: look and live. - John 3:2, 14-15 — Nicodemus; the serpent lifted. - 2 Kings 511 —
Naaman: the simple price refused. - Matthew 11:28-30 — ‘Come unto me'": the invitation. - John
7:37-38 — rivers of living water. - Matthew 22:4 — ‘all things are ready.’ - Mark 10:22 — the ruler
walked away: the released ‘no.’ - Matthew 23:4 — heavy burdens: the Pharisees' yoke. - Acts 17:16,
21-23, 28, 31-34 — Mars Hill: the method. - Genesis 2:24; Matthew 19:5 — ‘cleave’”: the certain. -
Matthew 225, 8-12, 14 — the wedding feast: refusal, garment, division. - 2 Corinthians 13:.5 —
‘examine yourselves. - Exodus 26-27 — the tabernacle tiers. - Matthew 13:23 — thirty, sixty,
hundredfold. - John 14.2 — ‘many mansions’: many rooms. - 1 Corinthians 15:41 — stars differ in
glory. - Genesis 41:33-35, 40, 57 — Joseph: the proposal, the authority, the nations. - Genesis
42:25 — the brothers' money restored. - Genesis 47:14, 16-17, 20-21 — the tiered exchange. -
Matthew 25:14-16, 21, 23-27, 29 — the talents: deploy, don't bury. - Nehemiah 1:4; 4.2-4, 6, 8, 14, 17,
6:15-16 — the wall: trowel and sword.
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THE PRESENTATION (Chapters 5-10, 20-24, 28-30)

Luke 10:7 — ‘the labourer is worthy of his hire.! - Matthew 13:45-46 — the pearl of great price. -
John 12:.5 — the alabaster box: price-shame answered. - 1 Corinthians 9:9; Deuteronomy 25:4 —
the unmuzzled ox. - 1T Timothy 5:17-18 — ‘double honour." - Matthew 7:29 — ‘as one having
authority.” - John 5:40 — heaven's ‘no.’ - Ruth 41, 3, 5-7, 9-11 — Boaz at the gate. - John 3:16, 18 —
the promise; the penalty stated. - Acts 1.3 — ‘many infallible proofs.’ - Romans 1:4 — declared by
the resurrection. - 1 Corinthians 6:20 — ‘bought with a price.’ - 1 Peter 119 — ‘the precious blood.’
- Luke 14:33 — the terms: forsake all. - Romans 6:23 — ‘the wages of sin is death.’ - Hebrews 13:5,
20 — never forsaken; the everlasting covenant. - Matthew 28:18 — ‘All power is given unto me.’ -
Genesis 2.8 — the garden planted before the man. - Psalm 23:2-4 — the shepherd's keeping. -
Psalm 4610 — ‘Be still! - Luke 154, 13, 20 — the shepherd, the son, the running father. -
Philippians 1.6 — ‘will perform it." - Mark 4:28 — blade, ear, full corn. - Revelation 1211 — ‘the word
of their testimony.’ - Genesis 1.6, 11, 22, 26 — Days 2, 3, 5, 6. - Genesis 2:2-3 — shabbat: He rested. -
Exodus 20:11 — the Sabbath commanded. - Leviticus 25:3-4, 10, 21 — the land's Sabbath; Jubilee.
- Ecclesiastes 3:1-2 — a time to plant and to pluck up. - Numbers 6:24-26 — the priestly blessing:
shalom. - Leviticus 3 — the shelamim. - Leviticus 1:3 — ‘without blemish.’ - Revelation 3:20 — ‘I
will sup with him." - Mark 12:41-44 — the widow's mite. - Matthew 6:4 — ‘seeth in secret. -
Matthew 13:31-32 — the mustard seed. - John 69 — the boy's loaves. - Job 8.7 — small
beginning, great increase. - Zechariah 410 — the day of small things. - Proverbs 3:.9-10 —
firstfruits: barns filled. - Exodus 23:19 — the first of the firstfruits. - 1 Corinthians 15:20 — Christ the
firstfruits. - Romans 5:8 — while we were yet sinners. - Matthew 10:8 — ‘freely give.' - Luke 10:33,
35, 37 — the Samaritan: compassion, two pence, ‘go likewise.' - Romans 8:32 — ‘freely give us all
things.'- 2 Timothy 1.7 — no spirit of fear. - Matthew 25:21 — ‘faithful over a few things.’

Eighty witnesses, one architecture. The exegesis in these pages stands on every one of them —
check them, the way the Bereans checked Paul (Acts 17:11). The Book can carry the weight. It
always could.
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Appendix C — The 30-Day Offer Challenge

The 7-day plan (Chapter 21) builds the offer. This 30-day challenge PROVES it — in the market,
with real people, measured by fruit. Thirty days, four weeks, one rule: no zero days. Each day has
a focus, actions, and a checkpoint. Work it straight through. On day 30, you will hold something
most builders only talk about: an offer tested, priced, presented, and kept.

WEEK 1 — FOUNDATION: PROMISE, PROOF, PEOPLE

DAY 1— Write the promise. ‘Let there be light’ (Genesis 1:3). Actions: write ten ‘after’
states; circle the one that tightens your chest; rewrite it in the buyer's language until a
stranger could picture Tuesday morning. Checkpoint: can you say it in one sentence
without explaining?

DAY 2 — Gather the proof. Actions: list every testimony, result, and evidence; write your
3-sentence transformation story; identify the three strongest proof points. Checkpoint: is
the proof visible BEFORE the price in your materials?

DAY 3 — Name your people. ‘Divide' (Genesis 1:6). Actions: name your buyer in one
specific sentence; write who this is NOT for; list where your people gather. Checkpoint:
would the right person hear themselves named?

DAY 4 — Audit the architecture. Actions: run the Offer Architecture Audit (Chapter 17)
end to end; score all six pillars; circle the killer. Checkpoint: total score out of 60 — and the
one repair scheduled for this week?

DAY 5 — Repair the weakest pillar. Actions: rewrite the foggy sentence, gather the
missing proof, or name the hidden price — whichever pillar bled. One repair, done fully.
Checkpoint: re-score that pillar. Did it move?

DAY 6 — Write the invitation. Actions: draft the invitation with all five elements (Chapter
14) — Caller, called, promise, terms, open door. Checkpoint: read it aloud. Does it sound
like rest, or like pressure?

DAY 7 — Shabbat. ‘And God blessed the seventh day’' (Genesis 2:3). Actions: review the
week's pages; run the very-good test (functional, fit, aligned); repair ONE thing; then stop.
Checkpoint: can you cease without anxiety? The orbits hold.

WEEK 2 — ARCHITECTURE: PRICE, LADDER, SEASONS

DAY 8 — Work the pricing worksheet. Actions: complete the Pricing Worksheet
(Chapter 19) — both inventories, the number, the discount policy. Checkpoint: the
number, written plainly. Sleep test tonight.

DAY 9 — Rehearse the price. Actions: say the number aloud five times — mirror, then a
friend; write the value-first sentences; answer the three objections on paper. Checkpoint:
steady voice? If not, the wound is upstream (Chapter 5) — journal it honestly.

DAY 10 — Build the ladder. Actions: draw the orbit map — Sun, three tiers, two stairs —
with names and prices; run the four ladder checks (Chapter 18). Checkpoint: one sun?
Light real in the free tier?

DAY 11 — Strengthen the free tier. ‘The first of the firstfruits’ (Exodus 23:19). Actions: audit
your outer orbit — is it firstfruits or leftovers? Upgrade one piece of free value to
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first-quality. Checkpoint: would you be proud to call it your ‘first’?

DAY 12 — Design the keeping. Actions: write the 90-day keeping calendar (Chapter 20)
— Eden week, day-30 check, week-6 silence watch, day-90 harvest — with real dates.
Checkpoint: is every touch calendared, or only intended?

DAY 13 — Appoint the seasons. ‘Proclaim them in their seasons’ (Leviticus 23:4). Actions:
date the next two enrollment windows; write the announcement; set the weekly signs
rhythm (what points, and when). Checkpoint: the calendar — appointed, announced,
keepable?

DAY 14 — Shabbat. Actions: review week two; test the ladder on one honest friend (‘can
you state my promise back?’); repair one joint; rest. Checkpoint: the architecture — does it
stand without you pushing?

WEEK 3 — PRESENTATION: TEN CONVERSATIONS

DAY 15 — List ten names. Actions: write ten real people — seekers, climbers, the bitten —
who need this promise. Not ‘my list: names. Checkpoint: ten names, written. (If you can't
name ten, spend today sowing signs — the seekers are revealed by the light.)

DAY 16 — Present to two. Actions: make the offer — promise restated, terms named, one
clear ask — to the first two names. Record what landed and what wobbled. Checkpoint:
two presentations done, notes written. (Refine from patterns, never from single
rejections.)

DAY 17 — Present to two more. Actions: same honorable close, names three and four.
Begin harvesting language: which sentences pulled? Which confused? Checkpoint: four
down. What ONE sentence needs sharpening?

DAY 18 — Sharpen and present to two. Actions: rewrite the wobbling sentence; present
to names five and six with the sharper version. Checkpoint: did the sharpened sentence
land better? (This is the proving — data, not verdict))

DAY 19 — Present to two more. Actions: names seven and eight. Practice the silence
after the ask — do not fill it, do not rescue. Checkpoint: eight down. How did the silence
feel? (It is the sound of a free will working.)

DAY 20 — Present to the last two. Actions: names nine and ten. Full honor: the ‘yes’ kept
as covenant, the ‘'no’ released with blessing. Checkpoint: ten conversations complete.
Count the yeses — and the lessons.

DAY 21 — Shabbat and score. Actions: tally the ten: yeses, nos, maybes; run the audit
again — what did the market teach?; rest. Checkpoint: the offer, proven in the field —
what is its truest strength now?

WEEK 4 — KEEPING AND MULTIPLYING

DAY 22 — Onboard like Eden. Actions: for every ‘ves' from week three — the personal
welcome, the map, the first win engineered for day three. Checkpoint: does each buyer
feel placed in a garden, or dropped in a wilderness?

DAY 23 — Tend the soils. Actions: review your ten conversations through the four soils
(Chapter 31) — who was wayside (clarify the signals)? stony (were the terms honest)?
thorny (was the choice clear)? good ground (cultivate!)? Checkpoint: one tending action
per soil, scheduled.

DAY 24 — Harvest the first testimony. ‘The word of their testimony’ (Revelation 12:11).
Actions: ask your happiest buyer for the story — three prompts, no pressure; lift it on the
pole within the week. Checkpoint: one testimony harvested and published?

DAY 25 — Borrow more vessels. ‘Borrow not a few' (2 Kings 4:3). Actions: audit capacity —
where is the oil staying? The delivery bottleneck, the keeping gap, the missing tier.
Borrow one vessel today: the hire, the system, the template. Checkpoint: the bottleneck,
named — and the vessel, borrowed.
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DAY 26 — Bless the walk-aways. Actions: write to the grieved nos — genuine blessing,
door open, no pitch. (‘With God all things are possible.") Checkpoint: every ‘no’ blessed?
The orbits stay intact.

DAY 27 — Give the firstfruits. Actions: deliver one act of firstfruits generosity — the
excellent free teaching, the scholarship seat, the over-delivery — systematic, not
spasmodic. Checkpoint: given first, from the best — not the leftovers?

DAY 28 — Count the harvest. Actions: measure by fruit, not scattering (Chapter 31) —
transformed buyers, kept covenants, testimonies harvested. Write the 30-day report: what
was built, what was proven, what multiplied. Checkpoint: the hundredfold — where is it?

DAY 29 — Appoint the next season. Actions: date the first PUBLIC enrollment window;
write the announcement; set the 90-day horizon. The private proving becomes the public
proclaiming. Checkpoint: the season — appointed, announced, on the calendar?

DAY 30 — Shabbat. The crown. ‘And God blessed the seventh day, and sanctified it’
(Genesis 2:3). Actions: read the whole 30-day record; see that it is very good — functional,
fit, aligned; bless the work; sanctify the rest. Then — go to your gate. The offer is built,
priced, presented, kept. The next thirty days are the harvest of these. Checkpoint: rest. You
have done what the Maker did — moved, spoken, divided, named, seen, blessed. Now:
rest.

Thirty days. No zero days. The challenge doesn't end on day 30 — it COMPOUNDS from it: the
kept buyers become the proof, the proof draws the seekers, the seekers climb, and the offer —

built in seven days, proven in thirty — establishes the authority it was made to carry. Begin

today. ‘This is the day which the LORD hath made; we will rejoice and be glad in it' (Psalm
118:24).

“Declaration: I take the thirty days — foundation, architecture, presentation,
keeping — no zero days, every checkpoint honored. My offer will be built, proven,
and kept. And on the thirtieth day, I will rest — seeing that it is very good.”
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Appendix D — The Offer-Maker's Prayer

Pray this before you build, before you price, before you present. Identity multiplies everything
— including the offer — and prayer is where the multiplier is tended. Read it aloud. Mean it.
Then go to your gate.

“Father, You are the original Offer-Maker — Eden, Noah, Abraham, the upper
room, the cross. Teach my hands Your architecture: promise clear, terms named,
sign sealed, the choice left free.”

“Let my promise be light, not fog — a transformation I have lived and can deliver,
stated in the buyer's language, aimed at their deepest need.”

“Let my proof be visible — a bow in the cloud, a serpent on a pole, testimonies lifted
where the bitten can see. No borrowed transformations; only walked ones.”

“Heal my price. Where shame has whispered, let Your word answer: the labourer is
worthy of his hire. Give me the courage to name the number — value established first,
stated plainly, never apologized.”

“Name my people to me — the weary, the thirsty, the bitten, the climbers. And give me
the courage to release the rest: division is clarity, and the unwilling walk free.”

“Keep me from manipulation. Let me state the honest alternative and then be still.
No manufactured urgency, no hidden terms, no chasing. I present; You persuade.”

“Teach me to keep the covenant — to onboard like Eden, walk the field, correct in
love, and harvest testimonies. Let my buyers become partners, and my partners
become proof.”

“Make me a bearer, not a performer — clean glass, pure oil, trimmed wick. I am the
moon, not the sun; the pitcher, not the flame. Let me bear faithfully and rule the
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night You've given me.”

“And when the work is done, teach me to rest — shabbat, to stop, to cease. The silence
after the ask, the seventh day after the building, the trust that the orbits hold without
my pushing.”

“I offer the way heaven offers. Nothing missing, nothing hidden, nothing forced.
Shalom — nothing missing, nothing broken. In Fesus' name. Amen.”

A PRAYER BEFORE THE PRICE

Pray this in the quiet before the conversation where the number will be named — in the car, in
the green room, in the minute before the call connects:

[Father, the number is named in heaven before it is named on earth. You have
counted the transformation; now steady my voice to count it.]|

[Let the value go first — the promise clear, the proof visible — so the price arrives as
an exchange, not an ambush.|

[Take the apology out of my mouth. I will not flinch, discount from fear, or laugh
nervously at my own worth. The labourer is worthy of his hire — and I have done the
inventories.|

[If they hesitate, give me kindness without collapse: the objection answered, the policy
held, the door open.]

[1f they say no, let me bless them genuinely — the orbit intact, the light still shining,
the road back still lit.]

[And if they say ves — let me keep the covenant as I made it: onboard like Eden, walk
the field, harvest the lestimony. The price was the beginning of the keeping, not the
end of the selling.|

[The number is Yours before it is mine. I name il now, without apology. Amen.|
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Pray it until it stops sounding like a prayer and starts sounding like you. Then the offer you
make will sound like Him — and that has always been the whole architecture.
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Appendix E — The Genesis Equation Worksheet

The master equation governs the offer-maker as surely as the offer: Shalom = Identity x
(G+E+N+E+S+1+S). This worksheet turns the equation into a diagnostic — score the multiplier,
score the Days, and find where your shalom is leaking. Work it honestly; the equation only
answers the truth.

THE MULTIPLIER — IDENTITY (score 0-10)

God is the independent variable; your identity is the multiplier. Multiplication has a zero rule:
identity fractured, and the Days multiply toward zero.

Do | know | am His before | am His servant? (belonging before allegiance)

Can I name my Gate — what | believe about God — in one sentence?

Am | bearing (faithful vessel) or performing (anxious source)?

IDENTITY SCORE (0-10):

THE SEVEN DAYS — score each o-7
G — GENERATE VALUE (Book 1). Is the transformation real, lived, deliverable? Score the
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promise's substance.

G score (0-7):

== E — ENGINEER DISTINCTION (Book 2). Is the offer clearly distinct — named, positioned,
unmistakable? Score the clarity.

E score (0-7):

== N — NURTURE SYSTEMS (Book 3). Are the delivery, onboarding, and keeping systems
built — vessels borrowed, not a few? Score the systems.

N score (0-7):

== E — ESTABLISH AUTHORITY (this book). Run the Offer Architecture Audit (Chapter 17):
are all six pillars standing? Score the architecture.

E score (0-7):

== S — SCALE UP (Book 5). Are the signs going out, the seasons appointed, the seekers
found? Score the reach.

S score (0-7):

== | — IMPART DOMINION AND LEGACY (Book 6). Are buyers becoming bearers —
testimonies harvested, partners raised? Score the multiplication.

| score (0-7):
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S — SHABBAT (Book 7). Is there rhythm — work and rest, sowing and ceasing? Score the
rest.

S score (0-7):

THE SHALOM READING

Add the seven Day scores (out of 49). Multiply by the identity score's weight: if identity is 8-10,
the total stands; 5-7, the total leaks — tend the multiplier first; below 5, stop building and
return to the Gate — no Days can compensate for a fractured multiplier.

Days total (out of 49):

Identity score (out of 10):

My lowest Day — the leak — and the one repair this month:

My identity tending — the one practice (prayer, rest, belonging) | will keep:

WORKED EXAMPLE — THE EQUATION SOLVED FOR A SAMPLE BUILDER

Meet Amara (a composite of many Genesis Sessions): a kingdom business coach, three years in,
flagship offer ‘The Ninety-Day Pricing Rebuild’ at $3,000 — converting, but she feels the leak.
Her worksheet, worked honestly:
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IDENTITY: 6/10. ‘| know I'm called, but | still apologize for the price in the DMs. Belonging
is settled; the Gate leaks — | believe charging is ‘a bit unspiritual.’ Bearing, mostly — but
performing when the calendar is empty.’

G (VALUE): 6/7. The transformation is real — twelve clients repriced, average revenue up
40%. Lived and deliverable. One point off: the promise sentence is still foggy.

E (DISTINCTION): 4/7. ‘Business coach’ — interchangeable. The pricing angle is distinct
but unnamed; the brand doesn't say it before she does.

N (SYSTEMS): 3/7. Delivery is solid; onboarding is a welcome email and hope; keeping is
‘Il check in when | remember.’ Vessels: few.

E (AUTHORITY): 4/7. Audit score 38/60: promise vague, price hidden until the call, people
‘entrepreneurs.’ Proof strong — the one bright pillar.

S (SCALE): 5/7. Weekly letter going out (signs); no appointed seasons — launches happen
‘when | feel ready.’

I (LEGACY): 2/7. No testimony harvesting; no next orbit; buyers graduate into silence.

S (SHABBAT): 3/7. No weekly ceasing; launches bleed into rest days; the silence after the
ask is filled with follow-up spam.

Days total: 27/49. Identity: 6/10 — leaking, not fractured. THE READING: the multiplier holds (6),
so the Days are the work — and the lowest Days are | (2) and N/S-shabbat (3). But the
equation's wisdom: the identity leak (Gate: ‘charging is unspiritual’) is UPSTREAM of the
E-authority score (hidden price). Amara's prescription, in order: (1) Tend the Gate — re-read
Chapter 5 until the belief shifts; target identity 8. (2) Repair I-legacy: harvest the twelve
testimonies (they exist!) and design the next orbit. (3) Repair N-systems: calendar the keeping.
Ninety days later, re-solved: identity 8, Days 36/49 — and the revenue followed the shalom, the
way symptoms follow roots.

Run this worksheet every season — identity is settled, not frozen, and the equation is re-solved
every season. Shalom: nothing missing, nothing broken — in the offer, and in the offer-maker.
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

Appendix F — Topical Scripture Index

The chapter-by-chapter index (Appendix B) shows you where each verse was taught. This
topical index shows you where each THEME lives — for the builder preparing a teaching,
answering an objection, or settling his own heart. All references King James Version.

PRICE, WORTH, AND HIRE

‘The labourer is worthy of his hire’ (Luke 10:7) - ‘Thou shalt not muzzle the ox’ (Deuteronomy
25:4; 1 Corinthians 9:9) - ‘Double honour’ for ruling elders (1 Timothy 5:17-18) - The pearl of great
price (Matthew 13:45-46) - The alabaster box: ‘let her alone’ (John 12:5-8) - The penny agreed and
paid (Matthew 20:2, 9-10) - ‘What | will with mine own’ (Matthew 20:15) - The treasure bought
‘for joy' (Matthew 13:44) - Two pence for the wounded (Luke 10:35) - The widow's two mites
outweighing abundance (Mark 12:42-44)

PROMISE AND COVENANT

Eden: ‘of every tree thou mayest freely eat’ (Genesis 2:16) - Noah: ‘I will not again curse the
ground’ (Genesis 8:221) - Abraham: ‘| will make of thee a great nation’ (Genesis 12:2) - ‘An
everlasting covenant’ (Genesis 17:7; Hebrews 13:20) - ‘| will never leave thee, nor forsake thee'
(Hebrews 13:5) - ‘He which hath begun a good work will perform it’ (Philippians 1:6) - ‘How shall
he not freely give us all things?' (Romans 8:32)

INVITATION AND THE OPEN DOOR

‘Come unto me, all ye that labour’ (Matthew 11:28) - ‘If any man thirst, let him come’ (John 7:37) -
‘Whosoever will, let him take’ (Revelation 22:17) - ‘All things are ready: come’ (Matthew 22:4) -
‘Behold, | stand at the door, and knock’ (Revelation 3:20) - ‘Compel them to come in’ (Luke 14:23)
-‘To day | must abide at thy house' (Luke 19:5)

REFUSAL AND THE RELEASED ‘NO’

‘They made light of it’ (Matthew 22:5) - *Ye will not come to me’ (John 5:40) - The ruler ‘went
away grieved’' (Mark 10:22) - ‘Some mocked... so Paul departed’ (Acts 17:32-33) - ‘With God all
things are possible’ (Matthew 19:26) - ‘Many are called, but few are chosen’ (Matthew 22:14)

SIGNS, SEASONS, AND VISIBILITY
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‘Let them be for signs, and for seasons’ (Genesis 1:14) - ‘Proclaim them in their seasons'’
(Leviticus 23:4) - ‘The heavens declare the glory of God' (Psalm 19:1) - ‘Set it upon a pole’
(Numbers 21:8) - ‘A city that is set on an hill cannot be hid' (Matthew 5:14) - ‘Let your light so
shine’ (Matthew 5:16)

KEEPING, SHEPHERDING, AND HARVEST

‘He leadeth me... he restoreth my soul’ (Psalm 23:2-3) - ‘Thy rod and thy staff they comfort me’
(Psalm 23:4) - The shepherd seeks the one (Luke 15:4) - The father runs to the returning son
(Luke 15:20) - ‘The word of their testimony’ (Revelation 12:11) - ‘First the blade, then the ear, then
the full corn’ (Mark 4:28) - ‘Some an hundredfold’ (Matthew 13:23; Mark 4:8)

GENEROSITY AND FIRSTFRUITS

‘Honour the LORD with thy substance, and with the firstfruits’ (Proverbs 3:9) - ‘The first of the
firstfruits... thou shalt bring’ (Exodus 23:19) - ‘Christ the firstfruits’ (1 Corinthians 15:20) - ‘Freely ye
have received, freely give' (Matthew 10:8) - ‘Give, and it shall be given... running over’ (Luke 6:38)
-'‘God loveth a cheerful giver' (2 Corinthians 9:7)

REST AND THE SEVENTH DAY

‘And he rested on the seventh day’' (Genesis 2:2) - ‘The LORD blessed the sabbath day, and
hallowed it' (Exodus 20:11) - ‘Come unto me... and | will give you rest’ (Matthew 11:28) - ‘Be still,
and know that | am God' (Psalm 46:10) - The land's Sabbath (Leviticus 25:4) - ‘There remaineth
therefore a rest to the people of God' (Hebrews 4:9)

IDENTITY, THE MULTIPLIER

‘Before | formed thee... | knew thee' (Jeremiah 1:5) - ‘He was not that Light, but was sent to bear
witness' (John 1:8) - ‘For God hath not given us the spirit of fear’ (2 Timothy 1:7) - ‘Thou art my
beloved Son' (Mark 1:11) - ‘If God be for us, who can be against us?’ (Romans 8:31)

SEVEN VERSES TO MEMORIZE — ONE PER PILLAR, ONE FOR THE MAKER

Carry the architecture in your heart, not just your files. One verse per pillar — the sword of the
Spirit, ready for every hard room:
PROMISE — John 3:16. ‘For God so loved the world, that he gave his only begotten Son,

that whosoever believeth in him should not perish, but have everlasting life." The promise
at full height: transformation, buyer's language, deepest need.

PROOF — Acts 1:3. ‘He shewed himself alive after his passion by many infallible proofs.’
Never ask for trust you have not evidenced.

PRICE — Luke 10:7. ‘The labourer is worthy of his hire." The price-shame killer, in seven
words.

PEOPLE — Revelation 22:17. ‘Whosoever will, let him take the water of life freely." Name
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the willing; release the rest.

PENALTY — Romans 6:23. ‘For the wages of sin is death; but the gift of God is eternal life!
The honest alternative, stated plainly.

PERPETUITY — Hebrews 13:5. ‘| will never leave thee, nor forsake thee.' The covenant kept
beyond the close.

THE MAKER — John 1:8. ‘He was not that Light, but was sent to bear witness of that
Light." Bearer, not Source — the identity that steadies every price.

Twelve themes, one Book. When the objection comes — ‘it's too expensive,’ ‘nobody buys,’ ‘I
have no proof' — don't reach for a tactic. Reach for the theme: the verses are the arsenal, and
the arsenal is full. ‘The sword of the Spirit, which is the word of God’' (Ephesians 6:17) — the
offer-maker's weapon, sharpened topically, ready for every hard room.
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LET THERE BE OFFERS
( HOW TO CREATE OFFERS LIKE GOD

Book 4 of How to Create Like God - E — Establish Authority

The Bottom Line

Three movements. That is the whole book.

The Covenant: God makes offers — Eden, Noah, Abraham: promise, terms, sign. Offering
is not begging; it is the oldest divine pattern. Present yours the way He presents His:
clearly, completely, and with the choice left free.

The Architecture: Six pillars — promise, proof, price, people, penalty, perpetuity — with
the promise as the multiplying center. Products that are good, named, placed: functional,
fit, aligned. Marketing as a solar system: one sun, ordered orbits, light radiating —
attraction instead of chasing.

The Presentation: Price without apology — value established before price is named;
charge what the transformation is worth. Authority established by the offer, never by

hype. And the close: promise restated, terms named, one clear ask, then release with
blessing.

Now the E of GENESIS, one final time: Establish Authority. You do not wait for authority to
make an offer. You make a God-built offer — and authority follows. The offer is the throne; build
it well, and the market will do the crowning.

Shalom = Identity < (G+E+N+E+S+I+S). Nothing missing, nothing broken — and the
offer, made with honor, establishes the maker.
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HOW TO CREATE OFFERS LIKE GOD
Book 4 of How to Create Like God - E — Establish Authority

c— LET THERE BE OFFERS

About the Author

v

I'm Dr Genesis. | help people and brands discover their identity to unlock income, impact, and

influence.

Elder James / Dr Genesis is the Founder & CEO of Genesis Kingdom Enterprises and the
architect of the Genesis System — a framework drawn from Genesis 1:1-2:3 that turns the seven
days of Creation into a pattern for building businesses, ministries, and lives that succeed, raise

successors, and bring people into rest.

His conviction is simple: Shalom — nothing missing, nothing broken — and everything rests on
who you are before God. You can never DO more than who you ARE, and you can never HAVE
more than who you ARE or have DONE.
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HOW TO CREATE OFFERS LIKE GOD

c— LET THERE BE OFFERS

Book 4 of How to Create Like God - E — Establish Authority

About Genesis Kingdom Enterprises

Genesis Kingdom Enterprises exists to help kingdom businesses and ministries thrive through
the Genesis Equation — the Creation pattern for building what lasts.

Through Genesis Sessions, Genesis Audits, the Genesis Score and Shalom Score, and
implementation partnerships, Genesis Kingdom Enterprises walks builders through all seven
Days in order — with identity as the multiplier over them all.

Build the way God builds.
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Book 4 of How to Create Like God - E — Establish Authority

Your Next Step

Reading about offers is Day-1 light. Now make yours.

Book a Genesis Session: a guided walk through the Offer Architecture System — your promise,
proof, price, people, penalty, and perpetuity — ending with your offer built, priced without

apology, and ready to present with honor. You will leave with an offer that establishes your
authority in the market.

Book your Genesis Session

Elder James/ Dr Genesis
Founder & CEO, Genesis Kingdom Enterprises
+1289 776 5793
shalom@thegenesisbrand.com

www.thegenesisbrand.com
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LET THERE BE
OFFERS

“An irresistible offer establishes authority.”

The covenant as the original offer. The six pillars: promise, proof, price, people,
penalty, perpetuity. The solar system as marketing. The price without apology.

Book 4 of the How to Create Like God series — E: Establish Authority.

Elder James / Dr Genesis

Founder & CEO, Genesis Kingdom Enterprises

“Nothing missing, nothing broken.”



