Whop 2026 - Execution Checklist

By www.filiato.com

Use this checklist before launching, after launching, and monthly to stay aligned with reality instead of
emotion.

This is not about speed.
It’s about building something that compounds.

1. Platform & Expectation Reset

Before using Whop, confirm:

Ol understand Whop is infrastructure, not a business model
¢ [1lam not expecting Whop to create demand for me

e [dlam selling access, outcomes, or ongoing value

e [l accept that subscriptions require consistency

o [llam building an asset, not running an experiment

If any of these are unchecked, pause.

2. Whop Fit & Timing Check
Whop makes sense for me because:
e [l knowwhat problem I’m solving
e [1My value exists over time, not just once
e [dlwantto sell access, not just files
¢ [1Managing payments and access manually would slow me down
e [1lunderstand who my buyer is

If most are unchecked, Whop may be premature.

3. Business Model Alignment
My Whop business modelis:
e [JIBased on access, not hype
¢ [JEasytoexplaininone sentence
e [1Focused on a specific audience
o [1Designed for retention, not spikes

e [JAligned with how Whop is structured


www.filiato.com

| am not relying on:
e [OTrends
e [OViral moments

¢ [Copy-paste offers

4. Offer Clarity Check
My offer clearly answers:

O Who this is for

e [ What problemit solves

e [ What access the buyer gets

e [1What happens after purchase

o [ Why staying subscribed makes sense
| am not:

e [1Overpromising outcomes

e [1Bundling everything | have

e [ISelling “potential” instead of value

5. Discovery & Traffic Reality Check
| understand that:

e [IWhop marketplace exposure is assistive, not guaranteed

e [ Most traffic must come from outside Whop

e [1MyWhop listing is a conversion endpoint, not a traffic engine
| have at least:

e [10ne external traffic source

e [10One clear message that leads to my Whop offer

6. Pricing & Revenue Alighment
My pricing:
o [JReflects ongoing value
o [lAttracts intentional users
e [1Does notrely on constant discounts
e [JFeels sustainable for delivery

e [JSets clear expectations



| am not:
e [dUnderpricing out of fear
e [1Raising prices emotionally

e [1Changing pricing weekly

7. Fulfillment & Access Experience
After someone joins, they immediately know:
e [1Where they are
e [IWhatthey have access to
e [IWhatto do first
e [IWheretoget help
My access setup is:
e [dSimple
e [ICalm

e [1Not overwhelming

8. Subscription & Support Readiness
| have clearly defined:

e [IBillingterms

e [JCancellation process

e [JRefund policy

e [1Support expectations
| treat:

e [1Refunds as feedback

e [JSupport as a signal

e [ Churn asinformation

9. Retention & Community Design

My Whop business gives people a reason to stay because:
e [1Value continues over time
e [1Expectations are clear
e [dThe environmentis purposeful

e [dLeadershipisvisible but not chaotic



| am not chasing:
e [JConstant engagement
e [INoise

o [Artificial urgency

10. Trap & Advice Filter
Before acting on any advice, | ask:
e [Does this fit my model?
e [IDoes thisreduce confusion?
e [dDoes this improve retention?
e [IDoes this support long-term trust?

If not, lignore it.

11. Long-Term Asset Check
| am treating Whop as:

e [JAdelivery layer

e [1A monetization system

o [ Atrust-building environment
Not as:

e [1My entire identity

o [ Atraffic shortcut

e [JAtemporary hustle

Final Reality Check
e [dlam building for clarity, not speed
e [Jlacceptuneven progress
¢ [lamwilling to stay consistent longer than most

If most boxes are checked, you are operating like a real Whop builder in 2026.



