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Introduction 
How To Architect A Profitable Sales Funnel For
Your Product Or Service 

Over the past 10 years, a lot has changed when it comes to selling 
stuff online… But a lot has remained the same.  Sales funnels have 
gotten a lot more complex (despite all of the software making them 
“easier”) because there are more models in the space.

It used to be that there were Video Sales Letters (VSLs) and 
webinars…  And that’s it.  Now, there are tripwires and evergreen 
webinars and ascension series and trigger-based marketing 
automation.  What used to be a simple, straightforward process to 
setting up and executing sales funnels is anything but anymore.

That’s where this report comes in…

Thanks to technology and software, plus the ad technology we 
have today, we can deliver targeted, customized messaging to 
anyone at almost any time…

In this report, I’ll walk you through our “Funnel Framework” 
that’s been developed over the last 8 years…  Long before 
there was a ClickFunnels or Leadpages.  We’ll also talk about 
all the technology we use in our funnels, and when you should 
deploy each funnel type for your offers.

Included in this book are explanations on a lot of different types 
of sales funnels, but the big, core group of them are:

• High ticket product and service sales
⁃ Automated Webinar Sales Funnel
⁃ Multi-Video Sales Funnels
⁃ FQL VSL Funnel

• Low ticket product sales, both digital products and physical 
products 
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⁃ VSL Upsell Sales Funnel
• Specialty Funnels

⁃ Marketing Funnel (primarily advertising tech)
⁃ Free Plus Shipping Funnel
⁃ Lead Generation Funnel

We’ll also look at situational sales funnels, where your 
prospects go through something specific to the action their 
currently taking, including:

• Asking for the sale after an opt-in
• Getting the sale after a webinar signup

Plus, we’ll talk about advertising success, what that looks like, 
and what you should be doing next.

Now, what you’ll learn in the following pages took me close to a 
decade to figure out, on my own…

I’ve been selling my own stuff for close to 8 of those years and 
working with clients for 6 years, in every niche you can think 
of…  Coaching. Consulting. Services.  Physical Products.  

The bulk of our work is in the Expert and Specialist space…  
We help experts sell more of their stuff…  And we help 
Specialists generate more leads (to sell more stuff!)

What you will discover in this ebook is what’s worked for us… 
The sales funnel frameworks that we turn to as the starting point 
for ALL of our clients!

The metric we look for is simple: We want to generate 2X what 
we spend in traffic, our advertising expense. That’s when we 
know we have a winner on our hands.
So, if we spend $1 on advertising, we want to make $2.  If we 
spend $1,000 on advertising, we want to make $2,000. And..

If we spend $100,000 on advertising, we want to make $200,000!
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There are 4 sales funnels that we use depending on what we’re 
selling. And really, the product doesn’t matter as much as the 
price. The price dictates the sales method.

And that’s where the Funnel Framework comes in.

The Funnel Framework
After talking to thousands of business owners over the last 6 years 
specifically about building funnels for their business, launching over 400 of 
them, and running millions of dollars in paid traffic to them…

I’ve distilled the funnel build down into a pretty simple quadrant.

This quadrant helps point you to the Sales Funnel Framework you should 
employ using two characteristics of your offer:

⁃ How expensive is the product or service you’re selling?
⁃ How complex is it for your prospect to understand and see 

themselves in?

If you want to sell a higher price item - like $5,000 coaching or a 
$10,000 event - the sales process is both highly complex and high 
touch because your prospect needs for the offer to be customized 
for them…  To a degree at least.

There needs to be a higher level of customer interaction to get that 
sale. The sales process can’t be automated so the pitch is 
delivered 1-on-1.

If you are looking to sell a $97 product, a $497 course, or a $997 
course plus mastermind; the sales process is pretty ‘low touch’ 
as the offer isn’t all that complex.

In our world, low touch means 100% automated…

The most important thing is that the product or service is high 
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value.  It needs to solve a real problem in your customer’s life.

It doesn’t matter how good the funnel is if the product is shit. All 
you’re going to get is refund after refund, no matter how much 
money you make on the front end.

Here’s the Funnel Framework - the thing that I go through in my 
head every single time we work on putting a funnel together for an 
offer…

Now, we’re going to go through the 4 Major Foundational Funnel 
Types in a bit, including all the little supporting funnels…
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The major ones being:

⁃ The Igniter Funnel for lower priced, lower complexity 
offers.

⁃ The Rainmaker Funnel for higher price (but not too high!), 
lower complexity offers.

⁃ The ACM Funnel for lower priced and somewhat complex 
offers

⁃ The Legendary Funnel for higher priced and highly 
complex offers (think coaching, consulting, services, etc.)

Before we get into sales funnels and their inner workings though, 
we need to talk about something even more important, your 
“Quickest Path To Cash.”

Quickest Path To Cash
Do you want to make a lot of money online?  Selling your own 
products and services? Amidst all of the shiny objects and wiz-
bang product launches?  

Or takeaways and ideas you learned about at the last 
conference?  

Or a sudden bout of inspiration that got you all fired up when 
you were chatting with a friend?

The answer to focusing on on thing, your thing…  Is by constantly putting 
everything around you, every opportunity, through the frame of “Quickest 
Path To Cash.”

You need to ask yourself, “Where is my Quickest Path to Cash?”

One of my college professors taught this way of thinking to 
me and I use it everyday in my business.

We as entrepreneurs have LOTS of ideas.

And since the Internet makes it so easy to start a new project 
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or go off on a different tangent, we spend our lives not making 
ANY money from the PREVIOUS idea.

Always think: "What Can I Do Right Now That Will Get Me Paid Fastest?"

Sometimes, the answer isn't necessarily fun or fast.

• It's that book that's 80% done.
• It's that widget that has everything created except the box labels.
• It's that product that's already done and just needs an order 

form added to it.

This isn't sexy. It's not push button riches. That's not how you make 
money as a business owner and sustain  it.

You generate revenue by offering something for sale, whether it’s a 
product or service that you own, or something that you sell and can 
be paid a commission.

Not the idea that came flooding in at 2 AM.

Or the strategy that you learned at the latest meetup.

Or even the thing your friend pitched you on because they though it 
was a good idea!

Your QPC is that thing you’ve got that’s already mostly done and 
ready for you to invest one more ounce of time on so that it can 
have it’s day in the sun…

Plain and simple.
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Selling Stuff Online
In order to sell stuff online and successfully architect a profitable 
sales funnel, there are 3 pieces of the puzzle:

• Your Offer - The product or service that you’re selling.  It 
can be a mastermind, a coaching program, a digital course, 
a physical product…  

• Follow-up - Your communication with your prospect once 
they’re in your sales process (or growing in desire toward 
your offer!).

• Traffic - The people coming to your website or landing page

The sales funnel is the first thing that you need to set up, 
even if it’s just a standalone sales page…

That must quickly be followed up with your follow up sequence 
and a supply of traffic to keep sales coming through the door!

That traffic can be from an “organic source” like Google’s search 
engine or a “paid source” like Facebook Ads or Google Ads.  The 
simple fact is, you traffic (ie. human beings coming to your 
website) in order to sell ANYTHING at all.

You want to make sure you get an ROI from your sales pages, and 
consistently stoke the fire with new prospects so you can keep 
growing your business!

When you combine all three - traffic, your offer, and a follow-up 
process - you get sales!

So, to get this process started, we’re going to talk about creating 
your offer and architecting a sales funnel

…Then, we’ll get into followup and traffic.
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Understanding Micro Actions
Before we get crazy into making sales offers and selling stuff, let 
me describe something that’s incredibly important when it comes 
to sales funnels…

Specifically the way your prospect thinks about engaging with 
you and your brand…

Whenever you ask your prospect to do anything - to take any action - you 
are giving them the ability to accept or reject you.

Every time they accept - they continue building the relationship with you 
and your company…  Deepening the bond.

This includes things like:

• Clicking a video play button is someone accepting an ‘offer.’
• Filling out an opt-in form is someone accepting an offer.• Purchasing something is someone accepting an offer.

At first, this is clicking an ad or visiting a web page…  As the relationship 
progresses, it’s falling out forms, providing their phone number, entering 
their credit card into an order form.  Do not take any of these things lightly!

Here’s where things get tricky…

For an automated sales funnel to work, there are lots of Actions that must 
be accepted by your prospect in order to get to the fun part - revenue 
generation…  Or them buying something!

1. First, they need to click an advertisement or a result in Google…
2. Then the read a web page like a blog post…
3. They click a banner in the sidebar or a text link…
4. Which takes them to an optin page that they read…
5. Then they fill in an optin form for a PDF report…
6. The open that report in their email…  
7. At the end of there report is a link to a free automated webinar…  

They click.

11



8. Then, the register for the webinar…
9. Watching the presentation…
10. Taking action on the ‘offer’ made at the end of a free Strategy 

Session.
11. They visit the Strategy Session Sign Up Page
12. Fill out the application
13. Book a time in the calendar
14. Show up for the call…
15. And THEN they buy!

WOOO, right?  And this was supposed to be simple?

It is simple when you know the steps, but you also need to make damn 
well sure that you’re laying out the process as clean and succinctly as 
possible, and architecting it the whole way through with the right language 
and copy to get them all the way to the end.

There is a lot more psychology that goes into it than just ‘putting 
something for sale online…

You need to convey how your product solves a problem…  What 
features and benefits a customer receives in buying from you…  
How it’ll make their life easier…

There’s a lot that goes into it…  Which is why this book was written :0)

What To Offer
There are lots of things that you can sell online…  Some will work in 
your market. Some won’t.

You need to ask yourself what your customers will value AND what 
you have the ability to create or source.

Most people in the digital world think of ebooks and video courses 
when it comes to products. However, a growing number of business 
owners are moving toward physical goods, thanks to Amazon’s FBA 
program and sourcing portals like Alibaba.
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Still coaches and service providers have a different set of offers; 
from a monthly coaching program to mastermind to performed, 
agreed upon services.

In all senses though, an offer is an offer regardless of how 
you slice it. Here are some blanket categories that you can
think of selling:

• Digital products - ebooks, video courses, membership 
sites, audio programs

• Software products - mobile apps, hosted software 
(SAAS), downloadables, plugins and extensions

• Physical  products - shippable, manufactured goods
• Coaching  and Consulting - group training, individual 

coaching, in person consultation
• Local services  - legal, accounting, financial planning, 

insurance, contracting, remodeling
• Affiliate products - stuff that you get paid a commission 

on, but you don’t own (you send a sale, you get paid)

It’s ok not to know at this point too. You’ll need to figure it out 
before you build a funnel, but this report was put together for 
exploratory reasons as well :0)

What To Charge
Pricing is never something that’s cast in stone, so it’s impossible to 
say what you can charge for your product or service…. Your offer.

I’ve seen 20 page ebooks sell for $1,000 and 20 hour video 
courses sell for $1. Lots of times, your pricing is really about 
delivering value and filling a spot in a funnel to move customers 
and prospects into the next action…

What I mean by that is pretty simple.

The $1,000 ebook is meant less to sell and, more importantly, to 
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establish perceived value. A customer might look at the and say, “If 
his ebooks are $1,000 then his coaching at $5,000 is a bargain!”

Likewise, the 20 hour video course at $1 is meant to establish 
value in the training and catapult a boatload of buyers into 
action, meaning that there’s a great chance that they’ll take an 
upsell or purchase something higher ticket at a later time.

In both examples, the offers are more about positioning than anything 
else.

With that said, here are some general rules about pricing. You 
might follow this model. You might not. It’s totally up to you.

Physical Book

If you’re selling a physical book or are planning on selling a one, a 
good price to start $19.95. If it’s for sale on Amazon, a price 
between $12 and $15 is where you should start.

The gang buster way to position this at the moment is a Free Plus 
Shipping Funnel which we’ll touch on a little later...  Oftentimes 
these funnels convert 9% to 12% of their traffic.

Ebook

If you’re selling just an e-book standalone, on it’s own website with 
a sales video or sales page, a good price is $27-37.

If you’re selling it as a Kindle ebook or iBook, you can expect between 
$2.99 and
$9.99 usually.

Audio Product

If you are selling just an audio product with an e-book it’s going to be 
$37-97. This can also be used for audio interviews, tele-conferences, etc; 
and delivered as a .mp3 file.

Video Course / Membership
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If you’re doing a video course and an ebook…  In other words, 
a digital product that features different modalities of content, 
you can charge anywhere between $97-997.  You can also 
export the audio files from the video to create yet another 
version.

Normally, we don’t include any live sessions or Q&A calls or any 
of that in a normal video product for under $1,000… If we want to 
do something like that, we’ll charge more for it (read below!)

Big Box Course

If you want to do a big ticket “Maserclass” type of course, like a live 
training with coaching or personal 1-on-1 time...  Or a master class 
course that has some digital and some live elements to it, you can 
charge between $1,000 and $5,000.

This is usually going to feature videos, audio sessions, reports and 
something that is considered “high-touch” (which translates into 
really high perceived value!) like live, weekly classes with Q&A 
sessions.

Coaching  / Consulting

For the most part, coaching and consulting combines products 
like video courses or audio recordings, with some one-on-one or 
group help.

There aren’t any typical prices when it comes to coaching and 
consulting. You can charge $1,500 a month…  $2,500 every 3 
months… $5,000 a month.  $25,000 one-time.  $50,000 for the 
year.

It really just depends on where you want to set your prices and what 
kind of value you’re delivering.

There are some best practices here which we’re happy to walk your 
through if you set up a call here:  https://doneforyou.com/start/
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Masterminds
With a mastermind, the value is in the group. The ‘creator’ is 
usually more of a moderator than anything… The person 
responsible for bringing the group together and leading it. 

Masterminds are typically $300 a month to $5,000 a month. There 
are some that are more expensive and some that are free… It really 
just depends on the leader and what the overall goals for the group 
are… 

Software
The sweet spot for software, especially when it’s hosted and works 
as a Software As A Service (SAAS) is between $97 a month and 
$297 a month. 

Of course, there’s consumer grade software, enterprise software, 
freemium software and lots of other models…  The important thing 
in terms of software pricing is that it’s positioned in a way to be a 
solution which has value.  And then, the solution charges for 
‘access.’
For downloads, plugins, themes and extensions; typical pricing is between 
$10 to $70.

For mobile apps, you can expect 99 cents per install to $20. In-app 
purchases can be higher because users are already engrossed in 
the process.

I’ve recently seen a lot of apps that have a free X-day trial and then 
an in-app purchase for $16.99 or $39.99…  And I’ve paid that 
because the app brought value.  In this sense, the app market is 
evolving considerably past the 99 cent downloads that it used to 
include!

Also, Apple is now doing multi-platform pricing so developers can 
have one fee for multi-platform access encouraging engagement 
between devices.

Events
In person events, conferences and workshops are another great 
offer type, provided you have the ability to host it.
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Events, like Masterminds, have a lot of different price points, but are 
commonly in the $397 to $997 range.  More exclusive workshops 
can be sold at $5,000 or $10,000 a pop though, if sold through a 
sales call!

The Simple Guide To Creating A 
Customer Avatar

Although not a ‘piece of the sales funnel’ its an incredibly important 
component to your marketing online…

Creating a customer avatar is not an easy endeavor but it’s absolutely 
crucial to your business success. No matter what business you’re in, you 
need to niche down and position your product to serve a particular market 
segment. That’s a bold statement but it is actually true for most small 
businesses unless you operate in a highly-regulated market.

Before we dive into the how-to of things, let’s explain what is a customer 
avatar, how is a niche defined and what brand positioning means.

What is a niche

Whether you pronounce it “nitch” or “neesh”, one thing’s for sure: focus is 
king.  In fact, I designed this, printed it out and it’s hanging on the wall of 
my office just to remind me every single day how important, “Focus” is.
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A niche, as defined in the BusinessDictionary, is a small but profitable 
segment of a market suitable for focused attention by a marketer.

It’s important to understand that:

Market niches do not exist by themselves but are created by identifying 
needs or wants that are not being addressed by competitors, and by 
offering products that satisfy them.
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Have you ever thought of how difficult it is for business people to say what 
they do in one sentence? Instead, when you ask them what they’re working 
on, they give you a list of five or six things they do.

While as a small business owner you might be naturally multi-passionate, 
it’s of the utmost importance to know exactly what you sell and to whom. It 
is part of your success to be able to build a memorable brand by focusing 
on the one thing your business does best.

By niching down, a solopreneur or small business owner is able to give a 
proven valuable solution to a specific group of people with a certain 
need instead of trying to sell a product that pleases everyone—and we all 
know you can’t please everyone.

Ideal customer avatar defined

The ideal customer avatar or buyer persona, as HubSpot explains it, is a 
fictional character that represents 
your ideal prospect.

When complete, it will help you 
see what the motivation, fears, 
dreams, and desires are that 
influence your customer’s 
purchase decisions.

Your ideal client avatar will help you streamline your promotional efforts 
whether it be through Facebook ads, lead magnets or landing pages. It will 
also help you better understand why some offers sell better than others and 
how to do A/B testing the right way. When creating a customer avatar, it 

19

https://blog.hubspot.com/marketing/buyer-persona-research
https://doneforyou.com/6-point-checklist-for-profitable-facebook-ad-campaigns/
https://doneforyou.com/perfect-lead-magnet-ultimate-guide/
https://doneforyou.com/how-to-create-a-landing-page-that-converts/
https://doneforyou.com/a-b-testing-performance-testing-landing-page-optimization/


helps bring to surface important gaps or inconsistencies in your brand 
message.

What is brand positioning

Positioning refers to the place that a brand occupies in the mind of the 
customer and how it is distinguished from products from competitors.

(Source: Wikipedia)

In other words, brand positioning describes how a brand is different from 
its competitors and where, or how exactly, it sits in a particular market. The 
differences might be tangible, but not have any motivating qualities about 
them.

Niche, buyer avatar, positioning… they all tie-up

All three concepts, niche, customer avatar and brand positioning are 
interrelated and affect one another other. Let’s see how it all works together 
and how you can define your ideal customer avatar.

How to find your niche

Start with this question: What valuable services can you offer your desired 
audience?

Think of services and products as solutions to problems; think of them as 
experiences that create a transformation from the present state to the 
desired state. Deeply understanding your industry and niche is the first step 
before painting the picture of your ideal buyer persona.
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Here are a few prompts to help 
you through the process 
of determining your niche:

• What one word describes 
me?

• What do I want to be known 
for?

• What role do I imagine 
myself in 5 years? What are 
my natural-born traits?

• What are my learned skills?
• What would other people in my circle say are my superpowers?
• What am I not as good at?
• What do I hate doing?
• What is in demand at the moment and seems to have a good outlook 

for the years to come?
Your answers can help you solve the puzzle of finding your niche.

When determining your niche, you want to find the sweet spot, that is 
the convergence of talent, interests, skills and market demand. And 
you want to become an expert in that niche.

Creating a customer avatar

After you have defined your niche, you need to know who your ideal 
customer is.
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Defining your buyer persona will help you to understand their situation, 
feelings, and needs, thus, create better products and marketing material 
with your ideal customer’s needs in mind.

The better defined your customer avatar is, the easier it is to create a 
marketing strategy that establishes you as an expert in your niche.

Why exactly are customer avatars so important to your business?

Buyer personas make it easier for you to tailor your blog and marketing 
content, messaging, product features, and services to match the particular 
needs, behaviors, and concerns of different consumer groups.

Put simply, you may feel you understand your target audience, but, with 
buyer personas, get to know their specific needs, interests and purchase 
drives.

How exactly do I create a customer avatar or business avatar?

You can find hundreds of guides and worksheets around the web on how 
to create the ideal customer persona, but there’s something common 
among them.

The basic idea behind all of the methods is the answers to a series of 
questions that describe the character and their situation precisely.

A great tool that can help you create your ideal buyer avatar is 
Scriptly. Scripty has a lot of value-packed features, but with regards to 
buyer personas, it give you an easy-to-use wizard that helps create the 
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ideal customer avatars in minutes not hours.

Click here for a free trial or watch the following video to see how Scriptly 
tackles the overwhelming task of creating buyer personas.

With Scriptly, you can create as many customer avatars as you want, 
understand their situation and find the big concerns that they have so you 
can then build better solutions and better content.

Again, let’s list here some brainstorming questions to help with digging into 
the mind of your perfect customer. Think of your demographic.

• Are they male or female?
• How old are they?
• What do they do professionally?
• What does your ideal customer’s typical day look like?
• What’s their household income?
• What are their aspirations and dreams?
• What’s your ideal customer avatar biggest challenge?
• Where do their motivations come from?
• What do they value? What’s not important to them?
• What are their strengths? Their limitations?
• What transformation can your ideal customer avatar experience when 

they consume your product?
• What are their fears?
• What would stop them from buying your product?
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Ideal customer avatar for an existing business

If you already have an audience for an existing product or service, try to 
paint the picture with that audience in mind. Consider what type of blog 
readers or email subscribers or social media followers you already have 
and what kind of content they like to consume. How are that reader 
persona and your ideal customer avatar alike?

How about the perfect buyer for a new business?

If you’re just starting out with your business or you want to launch a new 
product, you can search on social media and find people who match your 
perfect customer. See what questions they’re asking, what problems 
they’re facing, what’s important to them and makes them happy. It may also 
help to think about people who are already in your network who may fit 
your ideal customer profile.

But wait! Is every customer the ideal customer? It’s natural that not 
every new customer you get will exactly fit your ideal customer avatar, 
but keeping your marketing focused will help you attract more of your 
perfect customers.

How to position your brand for success

Now that we’ve explained what a niche is and how to create the ideal 
customer avatar, let’s briefly discuss what positioning is and how all these 
notions—niche, customer avatar and positioning—fit together.

You have your niche, the part of the specific market that you want to serve.
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You know your ideal customer, their needs and wants.

Now you’re setting off to create a product or solution for that ideal customer 
avatar in the specific niche. But what features are you going to attach to 
that product and how are you going to market it so it attracts your perfect 
customer?

This is where positioning comes in place, and frankly, it’s very important to 
your business to get this part right.

As we previously explained in this post, brand positioning is the process 
of putting your brand in the mind of your customers. Brand positioning 
is also referred to as brand strategy or positioning strategy. It’s all about the 
image that people hold of your brand. How valuable is it to them? What 
feelings does your brand create?

To create a strong brand positioning you need to find your brand’s 
uniqueness and determine what differentiates your product from your 
competitors’.

Take a minute or two to contemplate the following brand positioning 
questions, and remember to always keep your ideal customer avatar in 
mind.

• How do I differentiate my brand?
• Does the actual experience match my ideal customer perceptions of 

the brand?
• Is my core message believable and credible?
• What’s the unique value to my customers?
• What’s a clear picture that describes my brands? How is it from my 
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competitors?
• Is my brand streamlined for my core customer’s profile?
• Is it memorable? Inspiring? Motivating? Fun?
• Is it consistent in all areas of my marketing?
• Are the value and benefits easy to grasp?
• Is my brand difficult to replicate?
• Is it designed for long-term growth?
• Does my brand have a unique voice?
• How are my products priced compared to the competition.

The answers to those questions will most likely help you solve the mystery 
of how you should position your brand to better serve your ideal audience 
in a specific niche.

Consistency wins the race in avatar marketing

Next, you need to impress your brand positioning upon your ideal 
customers. To do that, you must start from within your business.

Everything in your marketing needs to be consistent. This includes every 
member of your business that touches the customer. Each customer 
touchpoint needs to be the perfect expression of your branding.

And remember to always come back and revisit your ideal customer 
avatar when new prospects and sales data is available.  And if it’s 
something you want help with, we’re happy to work you through it.  Just 
schedule an Action Plan call with us here!
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The Best Converting Sales Funnels	
There are lots of types of sales funnels depending on what you’re 
selling, but how I like to think of them is that each sales funnel is 
made up of modular components…

For the most part, they involve relatively few components…  
Webinars.  Sales videos.  Lead magnets.  Advertorials.  Email copy.

What is different between the sales funnel types is how those 
components are arranged.

Like a Cadillac Escalade and a Chevy Tahoe.  For the most part, 
they use the same components but the body panels and badging 
signify a different brand entirely…  And a different value proposition!

Here are the main types of sales funnels, the ones we build and 
see time and time again for our DFY Clients:

The Legendary Sales Funnel
Automated Webinar Sales Funnel with Strategy Session CTA

The “Legendary Sales Funnel” is an automated webinar sales 
funnel the pitches a scheduled strategy session or consultative 
sales call as it’s call to action.

The automated webinar format keys into ‘events’ and their 
effectiveness for selling.  There are three key benefits…  

• Webinars require email registration so you can collect leads 
and market to them

• You get to bond and nurture your prospects because they get 
to spend a lot of time with you learning…

• They yield the highest conversions no matter the price point.

The Automated Webinar can be delivered in a few formats: 
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scheduled, hourly, or on-demand.  

Of the sales funnels we build, 60% of them are automated webinars 
with a Strategy Session CTA since most of our clients offer services 
above $2,000…  After all, those are the easiest to ROI!

The Automated Cash Machine Funnel
Automated Webinar Sales Funnel with Shopping Cart CTA

Like the automated webinar funnel above, the “ACM Funnel” utilizes 
an automated webinar…  But the pitch is different.

We still run them as scheduled, timed, or on-demand; but the 
transition is towards describing the product, establishing value, and 
ultimately moving someone to a purchase immediately through an 
order form.

We aren’t offering to get on the phone with them…  We simply want 
them to click through and buy right on the webinar.

Now, these direct response style webinars are best used for 
products under $1,000 and fulfilled online.  A lot of digital products, 
lower end masterminds, and groups are sold this way.  Services are 
still usually sold through a Strategy Session.

The Rainmaker Sales Funnel
Multi-Video Launch Funnel

When you’re selling something that’s below $1,000 and not very 
complex…  As in simple to understand like a digital course, common 
service, or product…  A multi-video launch funnel is the best way to 
do it!

Typically, the whole sales funnel is kicked off with an optin form of 
some kind, so you’re marketing through email to everyone who 
signs up…
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Then, you drip them through 3 or 4 videos that include case studies, 
explanations of the problem and your solution, and a compelling 
transition into your offer.

The whole process is ended by a call to action to an order form the 
purchase, and then you onboard your new customer!

One of the nicest things about these funnels is they can also double 
as a mini-course, giving value through education while transitioning 
to a sale.

The Igniter Sales Funnel
Sales Video Funnel with Upsells

The Igniter Funnel is a designed for lower ticket products like 
courses, ebooks, direct response physical products, etc…  

You are familiar with this funnel already…  Everyone uses them.  

You watch a video, click the Add To Cart button, fill out the order 
form, and then go through some upsells…  Sometimes, there are 
‘order bumps’ on the order form or the product customization form 
(think: Apple.com) that upsell you too.

There are variations of this funnel that we’ll go over in the coming 
pages, including:

• Free Plus Shipping Igniter Funnel
• Fully Qualified Leads Igniter Funnel
• ECommerce Igniter Funnel

Now, let’s get into the specifics of each of the funnels…

And if you’d like to jump on an Action Plan to talk about what kind of 
funnel your business needs, go to:

https://doneforyou.com/start/
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Building The Sales Funnel	
Now that we’ve talked about offers, sales material, and the funnel 
types, it’s finally time to talk about sales funnels… 

Finally, right?

You’re going to see why in a minute, but picking the right sales 
funnel is all about putting putting your offers together in a way that 
maximizes sales…

That’s how you make money online with your products and services 
- you build the ‘funnel’ that takes cold prospects, warms them up, 
and ultimately gets them to buy something from you!

We take a bit of a longer tail approach to sales funnels though.  We 
don’t put together a lead magnet and confirmation page..  And an 
ad and say, “IT’S A FUNNEL!”

Not so fast..

We look at ALL of the marketing material and assets, including 
email lists, email autoresponders, retargeted traffic and offers 
made weeks and months after the initial sale.

In fact, when we build a Done For You Sales Funnel, we plan and 
pre-script the first 30 days worth of interaction that a prospect is 
going to get from you…

Meaning we’ve got automation in place from the time they enter 
your funnel, for the first 30 days!  Or, until they buy which is usually 
a lot more quickly!

Click here to watch the video on those DFY Sales Funnels >>

We look at the entire project and engineer a completely unique 
marketing channel, based on return on investment and customer 
engagement.
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Now, the sales material that you’ll present in your funnel…  As 
we’ve discussed…  It actually depends more on the price and 
complexity of your product than anything else.

Selling stuff online requires that you create desire and match that 
desire with a price point. Can you sell a $37 ebook from a 1.5 
hour webinar? Sure. But why would you?

$37 is cheap.  And it’s simple to understand.  There is no 
customization of the offer…

So, put up a sales video on a sales page, link that thing to an 
order form, and print money all day long!

Now, if it was a $2,000 digital course, the method isn’t going to 
work as well because a prospect hasn’t had time to bond with you 
yet…  And they’re going to have questions about the product or 
service before they buy!

Secondly, you want to make sure that your sales funnel is 
profitable to send your own paid traffic to your offers… That’s how 
you scale.

And thirdly, perhaps optionally, you want to make sure your 
affiliates can drive traffic to it profitably!  If that’s part of your 
model…

Having the right sales funnel in place is all about making the numbers 
work!
Here are the 4 main sales funnels that we employ in our 
business, day after day…
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The Legendary Sales Funnel
Automated Webinar Sales Funnel with Strategy Session CTA

Automated webinars combined with the right webinar 
marketing consistently outperform traditional sales videos or sales letters.... 
Or at least they should when you do them right!

And that’s what makes the Legendary.

There are 4 reasons why webinars consistently outperform sales videos 
online:

• Your webinar is an event.  Scheduling a webinar to start at 3PM 

EST or 6PM PST forces folks to carve out time and schedule it in 

their calendars.  If they miss it, they also lose out on the chance to 

ask questions!  Increasingly, we use on-demand or timed events 

though to encourage attendance!

• You naturally increase likability. Being that webinars are often 

imperfect, you show off your human side.  Since webinars, at least 

start out being delivered live - there is a certain amount of content 

that is unscripted!

• You'll deliver valuable content through your presentation and by 

answering questions.  By sharing your processes, beliefs, teachings 

or systems; you are helping solve real problems in your attendees 

lives...

• By the time you get to your pitch, you have a captive 
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audience!  It's true that not everyone will stay for your pitch.  But 

those who do are there because they want to be!

After writing and doing hundreds of webinars, both live and automated, for 
our stuff and for clients, I've found that the hardest part of the process isn't 
the content or the offer... It's figuring out what the right Call To Action, or 
CTA, will be for your webinar..

The more seamless the transition, the better your overall conversion will 
be.

I've wrote previously about the things you can do to really supercharge 
your sales through automated webinars including bonuses, downloads and 
increasing engagement from your attendees...  That'll help you add a few 
extra sales.

The true hallmark of a solid webinar is linking up the good, 
educational content to the right offer, and then presenting the call to action 
type that'll trigger the most buyer response.

When An Automated Webinar Is A Good Fit

Before you decide that spending time writing a webinar (or having us get it 
done for you), it's important to understand what automated webinars can 
do for you and your business...

33

http://doneforyou.io/
http://doneforyou.com/start/
http://doneforyou.com/start/


By doing a webinar, you're:

• Educating your audience, whether that's showing them something 

that's working, relating part of your experience to their situation, or 

delivering valuable tips on something that you're both interested in.

• Bonding with your audience because they're able to see your screen, 

hear your voice, ask questions, and sometimes get a glimpse of you 

through your camera (and webinar software!)

• Engaging with your audience more intimately, outside of videos, 

audio, podcasts, blog posts and all the other one-sided media 

channels.

The goal, ultimately, is to move as much of your audience as possible into 
a product or a service that you offer, by presenting an offer at the end....

Typically, it doesn't make sense to sell something below $1000 on a 
webinar.  For the hour and a half that you spend presenting and the hours 
you spend promoting, oftentimes you're better served to just send the same 
traffic to Sales Video Funnel or Multi-Video Launch Funnel.

And the pricing and complexity is where the Legendary Funnel and the 
Automated Cash Machine funnel split…

This funnel, the Legendary Funnel, caters to highly complex offers like:

• A digital, home study course that offers group coaching, individual 
coaching, or is for a specialized target marketing.
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• A customizable service like an open ended coaching program or 
consulting engagement that needs to be personalized to sell at the 
higher tickets.

• A service that involves complex quoting procedures or more customer 
management, like manufacturing or enterprise software platforms.

• … Anything that is higher touch and higher price.

In all those cases, you’re going to use “Book A Strategy Session” as 
your call to action!

Base Architecture
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Legendary Sales Funnel Checklist

Sales Copy

Webinar Presentation (live/replay video)
Lead Magnet

Core Pages

Lead Magnet Lander
Lead Magnet Confirmation
Webinar Registration Page
Webinar Room Page
Webinar Replay Page
Strategy Session Scheduling Page

Email Copy

Lead Magnet Fulfillment
Webinar Promo Sequence
Webinar Replay Sequence
Strategy Session Promo Sequence

Tips for Maximizing Conversion

Automated webinars are incredible sales tools when you know how to use 
them successfully. There was a time when we had a webinar that going like 
gangbusters. We used affiliates to promote the live webinar, as many 
people who do webinar marketing do...

Ultimately, we ran this webinar so many times that my fiance at the time 
started calling herself a “Webinar Widow,” because every night, around 9 
PM eastern, three to four nights a week, I was running this live webinar.
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Unfortunately, automated webinars weren’t really out yet.  The systems of 
that were created didn't work very well.  They didn't feel like a 
webinar.  They just felt like a video that was playing on a page. And, more 
than anything, the conversion kind of sucked on them.

So, I figured that we’d just run them live while we could.

Now though, there are better options because automated webinar 
technology has become much more mainstream.  Automated sales funnels 
with webinars in them have made massive impacts on our clients and in 
our business.

There are three strategies to our webinar funnels that I want to share with 
you.

The Framework

The automated webinar is great for generating leads, bonding with that 
audience through content, and ultimately converting them into buyers.

The call to action, should drop around 45 minutes after the webinar starts.

• There's a very brief intro section - ten minutes.
• Then, you move into some questions to get the audience thinking and 

engaged.
• Then, you move into content - 20 or 30 minutes is usual.
• Then, you get to the call to action...  The thing you want to sell.

Finding The Right Call To Action
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So many of our clients sell high ticket products and services; whether it's a 
mastermind, a consulting package, a coaching package, a service, or a 
digital product.  Most of the time, the offers are above $2,000.

There is only one call to action that makes sense and gets conversions a 
those price points…  Inviting attendees to schedule a Strategy Session call 
or Discovery call with you or your team.

That strategy session is the sales call.  A lot of coaches, consultants and 
service providers use the term, "strategy session." It can be a consultative 
sales call, a demo, an or action plan call. That strategy session is designed 
to get them on the phone and talking.  You're able to help them with things 
in their life or in their business, and if it makes sense, then you make the 
offer.

That's really one of the biggest kind of challenges we've seen with a lot of 
potential clients who call us and say, "Well, I'm trying to do this on a 
webinar. It's just not working."

... Well, your call to action might be wrong.

Next, we’re going to talk about what to do when your offer is below $1,000.

To schedule an Action Plan call, go to: https://doneforyou.com/start/
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The Automated Cash Machine Funnel
Automated Webinar Sales Funnel with Order Form CTA

In the last chapter, you learned about Automated Webinars in the 
Legendary Funnel.

The same technology and strategy applies in the ACM with one 
exception…  Your Call To Action (CTA) for the webinar is pointed directly to 
an order form…

Which means the slides of the webinar need to build value, explain price, 
etc…  In other words, the webinar does the hard work of selling your stuff!  
Not the sales person on the Strategy Session call (or you!).

Use this if your offer is less than $1000

If you're selling something below $1,000, you're best served sending your 
folks right to a sales page or order form.  

On your sales page, you'll need:

• Video Sales Letter

• Recap the features and benefits of the offer

• Product images

• Testimonials from buyers

• Specific details about what customers will be receiving, and when.
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• Restate the price and the terms of purchase

• Include the 'Buy Now' or 'Add To Cart' button

• State the guarantee (if you have one)

You can either collect credit card details right on that page by placing an 
order form where your buy button would be (preferably two-step form), or 
you can use a second shopping cart page to handle the order form.

This Automated Cash Machine funnel that links directly to an order form is 
best used for these kinds of offers since they’re easy to understand:

• Your digital, home study course

• Inexpensive, well understood services like credit repair, home 

appraisals, etc.

• Membership sites or digitally based masterminds (like Facebook 

Groups)

• Low-priced coaching or term consulting

In each case, your Call To Action is going to be to go to an order form to 
purchase your product!

Base Architecture
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Automated Cash Machine Sales Funnel Checklist

Sales Copy

Webinar Presentation (live/replay video)
Recap-style sales page
Lead Magnet

Core Pages
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Lead Magnet Lander
Lead Magnet Confirmation
Webinar Registration Page
Webinar Room Page
Webinar Replay Page
Sales Page and/or Order form

Email Copy

Lead Magnet Fulfillment
Webinar Promo Sequence
Webinar Replay Sequence
Product Promo Sequence
Flash Sale Sequence (optional)

Dialing In Your Automated Webinar

14 years ago, I got started online trying desperately to start an Internet 
business...  Then, webinar marketing, sales webinars, and automated 
webinars were in their infancy, as were everyday technologies 
like Myspace, Facebook, and Youtube.  The very first success I had 
though, in terms of promoting a product online, was a half-baked live 
webinar that had 4 attendees and 3 sales, generating my first 4-figure day 
online...

The thing is, the deeper I got into "Internet Marketing," the more I realized 
that selling online is very similar to selling offline.  You need prospects.  You 
need a pitch.  You need an offer.  What webinar marketing lets you do 
though, is sell to many people at the same time rather than organize a 
launch and sell to one or a few people.

The medium is different when you use sales webinars.
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Online, a 'nobody' can have a following of tens of thousands, even 
hundreds of thousands of people given all the ways that we can generate 
leads these days, from email marketing to Instagram to organic website 
traffic.

You wouldn't know it to see him or her walking down the street - but that 
doesn't change the fact that it's true.

And being that the marketing medium is different, so are the tools you use 
for the selling process.  After all, with a following online, you need a way to 
get them to take action in a way that doesn't involve them leaving their 
house.

Rather than sell one-to-one, you can sell one-to-many.  And that 'many' can 
be located anywhere in the world that doesn't have a language barrier!  Our 
Done For You clients are all over the world, from the US to the UK to 
Australia and New Zealand.  The world is truly flat when it comes to using 
sales webinars in your business.

You don't need to drive down the street or into the neighboring town, have 
two or three meetings, and then (hopefully) get a sale...

Now, you can put hundreds of people on a webinar and sell them ALL at 
the same time without leaving your office!

At the end of the day, selling on a webinar really only boils down to a few 
things...

Your Sales Webinar Must Solve A Problem
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This goes without saying...  You need to sell stuff that solves problems. 
 The bigger the problem, the more you can sell.

There's a catch-22 there though.  Sure, you might have the best solution on 
the planet, but you still need to make sure that your your sales webinar is 
out in front of your audience...  The folks who are both willing and able to 
buy from you!

Many, many good products and services have died a slow death because a 
business's advertising is never dialed in...  Because their webinar 
marketing wasn't getting the exposure that was needed or because the 
sales copy didn't receive enough views from targeted prospects.

Know Who You’re Marketing To

You have to know exactly who your ideal customer is (and who they 
aren't!).  We can talk all day about defining your perfect customer avatar, 
but at a minimum, you should know:

• Their gender
• How old they are
• What they do for a living
• What they're interested in
• Where they live
• What languages they speak
• What devices they use

That, my friends, just gets you started.  In order to write sales copy and 
really make them feel like you're talking to them, you should have a pretty 
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good idea about:

• What they do in their free time
• What their biggest aspirations are
• What they fear the most
• What they eat
• What time they wake up / go to bed
• What they enjoy doing on vacation
• What kind of car they drive

In short, you should know so much about this person, that you should give 
them a name...  And, every time you sit down at your desk to write anything 
even remotely sales related, you should be trying to figure out how to best 
communicate with "Bob" (or Mack or Angela or Buddy).

To make this easier, we've got a customer avatar builder inside 
Scriptly that'll help you pinpoint your ideal client, and use that data to speak 
directly to them through emails and webinars!

PRO TIP: If you need help writing sales copy effectively targeting your ideal 
audience - your ideal customer - schedule a free Action Plan call with our 
team and we'll help you out…

Create A Structured Sales Process

The Internet and what is has done for business folks like us is pretty 
marvelous, but the absolute biggest advantage we have now is in how 
easy it is to create a structured sales process.

Between having dedicated sales mechanisms like webinars, sales 
videos and email autoresponders; it's relatively easy to create a 
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standalone, automated sales webinar in your business that welcomes 
every new lead in while funneling revenue out.

That's why we created Axis - to make webinar marketing easy from start to 
finish, and to handle all of the copy that needs to be in place to make that 
happen in your business without needing to hire a copywriter or sit at your 
desk for hours, glued to your computer screen wondering where you'll get 
the inspiration to make things happen.

The Call To Action Must Be Clear

Every piece of content, every blog post, every Facebook post, and every 
email that goes out to you audience should have a clear call to action 
(CTA) in it.

... And if it doesn't, you need to have a reason why it wasn't included.

Now, I'm not talking links to just sales messages either.  You should always 
ask your audience to do something like:

• Clicking a link to watch a Youtube video.
• Signing up for your next webinar.
• Liking a new blog post.
• Subscribing to your Youtube channel.
• Opting in for a new report.
• And, of course, clicking a link to go check out a sales video

Inside Axis, you'll find everything from bonding sequences to product sales 
sequences and the common element between them ALL is that we're 
asking audiences to take action.
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Every email is structured so that they A) get opened, B) get read, and C) 
get clicked.

Which leads me to the last part...  Creating a webinar marketing system.

Systematize Your Sales Webinar

I'm a big believer in marketing systems.  Why?  Having built hundreds of 
them for clients and for my businesses...  Having a system, or a machine, 
that turns leads into sales is the absolute most powerful thing that you can 
do and will be responsible for helping your business hit the heights that you 
want it to.

When you can spend one dollar and get back two - you're on to something 
big!

To this day, one of the most profitable 'marketing systems' to employ is an 
automated sales webinar:

• Your new leads sign up for your webinar
• On the webinar, you bond with them, teach them and ultimately pitch 

them (resulting in some sales)
• After your webinar, you mail them a replay of the presentation (getting 

more sales)
• After 4 or 5 days, you shut down the webinar replay (which results in 

another sales spike)
• ... And then you have a bunch of leads to mail your next offer!

How To Put A Webinar Marketing Plan And Sales Funnel 
Together
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The challenge with webinars, automated webinars especially, is marketing 
them successfully. How do you drive traffic filled with prospects who are 
interested in the thing you're selling? Those folks sign up for the webinar, 
attend the webinar, learn from you, and ultimately purchase.

Where are THOSE folks?

One of the things I like the most about webinars is they actually do three 
things.

• They're fantastic at generating leads.
• They're fantastic at bonding or nurturing your prospects. You can 

really give them a lot of value in the 45 minutes or an hour that they 
spend on the webinar with you.

• And, webinars convert better than almost any other sales material.

Webinars traditionally convert much better than sales videos because it's 
an event. People sign up for the webinar to get education, training, tricks, 
a-has, tips, and otherwise, glean some valuable insight.

NOTE: Your automated sales funnel is the key for booking sales, filling up 
your calendar, and pulling in leads every single day.  Click here to watch a 
video where you'll discover how to get a sales funnel that'll convert clicks 
into customers…

You Need A Presentation (Of Course!)

We're going to walk through how our webinar sales funnels are built so you 
can see the different steps of the webinar conversion process.  This works 
equally well, better even, for automated webinars  Then, we're going to talk 
about marketing your webinar sales funnel with paid traffic and from a JV 
traffic standpoint.
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Inside a webinar sale funnel there are a couple of things that you need to 
have. Of course, you need to have a webinar done.

The webinar needs to be up, whether it's an automated webinar, or it's 
something that you've scheduled and you're going to present live. You need 
to have a slide deck, the webinar sales presentation that you're going to 
take a prospect though, so it either needs to be planned or set up.

Webinar Marketing: The Prospect Flow

Your prospect flow is important. You're going to have some sort 
of Facebook ad, Google ad or Instagram ad that people see, click on, and 
ultimately use to learn about your webinar.  This paid advertising strategy is 
always one of the first things we do for clients.

Email traffic can also be used. It might be your own list, email lists that you 
rent or purchase, or a friend's email list.

You can have JVs or affiliates running traffic for you.  Your affiliate mails 
their list and you pay them in affiliate commission on whatever sells.  The 
affiliate commissions you pay are normally around 40% to 50%, but you 
only pay when something is sold.

Or you can run retargeted traffic - retargeted banner ads - which show up 
to people who have been on your website before or watched a video on 
social media. They know your brand. They know what you stand for. When 
they see an ad up on Google or CNN or where ever for your webinar, they'll 
click it and register.

Webinar Marketing: Landing Pages
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So once they click on the ad or an email, they're going to hit a webinar 
registration page. That webinar registration page is VERY important. You 
want it to convert well. The better it converts, the more folks you'll have 
signed up for your webinar.

So most of the webinar landing pages that we use for our clients convert 
between 28% and 35% with paid traffic.

In terms of conversion, email traffic is going to convert a little bit better than 
paid advertising, because they already have a relationship with the email 
sender. Some of that goodwill passes off onto you and your promo because 
it's a 'sponsored mailing.'

Webinar Registration Process: After They Register

Once someone signs up for your webinar, there are two different ways you 
can deliver it - immediately or delayed.

• If you're delivering the webinar quick, like an automated 
webinar, it'd start 15 minutes or so after they register.  They'll be 
redirected to the webinar room where they actually watch the webinar 
itself.

• If you want to delay the webinar by a few days, it gives you a 
perfect opportunity to sneak in additional pieces of content - like 
videos!  You send video one, which introduces you gives them some 
value.  Then, you send video two, showcasing case studies or 
testimonials.  By the time they get to your webinar, they're already 
primed for you and what you'll be talking about! 

I've seen both work really well. They depend largely on your prospect, how 
much time they have, how urgently they need to solve a problem, and what 
the topic of the webinar's going to be.
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It's good to test both strategies though.

The Decision Matrix: Did They Attend?

After your prospect registers for the webinar, regardless of whether you 
start immediately or not, they're going to either be on the webinar or not...  
They attend or they don't.

At that point, you can run some marketing automation that puts these 
prospects in different campaigns.

When they attend, there are three groups you can put them in:

• They attend up until the point that they saw your call to action (your 
offer)

• They left early, before your call to action.
• Or, they saw the whole thing! 

You can run different marketing automation based on how much of the 
webinar somebody watched...

 
If they didn't attend the webinar, you can reinvite them to sign up for the 
webinar again. Usually what we'll do for people who don't attend - we'll just 
send them right to the replay, anyway.  We'll include a little text in the email 
though, saying, "Hey, so sorry you missed the webinar, but here's a link to 
the replay."

Webinar Replay Promotion Campaign

Once everybody is sent to the replay, we send three emails promoting the 
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replay.  (Here's a template with our webinar replay sequence!)

• Email 1: is normally, "Hey, here's the replay."
• Email 2: is, "Did you miss yesterday's email with the replay?"
• Email 3: promotes the webinar replay and also the offer that was in 

the webinar.
• Email 4: promote the offer.
• Email 5: promote the offer.
• Email 6: promote the offer. 

After the replay, we try to close out the offer strong. The people who buy 
then go to fulfillment. The people who don't, go into a nurture sequence. So 
that's the makeup of the webinar sales funnel.

Webinar Marketing Plan: Getting Started

In terms of marketing the webinar...

We always start off with Facebook marketing through their ad platform. 
Facebook tends to give us really high quality traffic and it's rather cheap.

Then we'll usually do some split testing one-on-one with Google Ads. We'll 
split the traffic down the middle, 50% Google, 50% Facebook, all to the 
webinar registration page.

Facebook usually sends cheaper webinar leads. Google usually sends 
higher quality webinar leads. So you might spend a couple of extra bucks 
per lead on Google, which is fine if the leads are higher quality. You can 
track your leads coming in from the ads with UTM variables.

That ends up working out really nicely to see which ads are working, what 
keywords are working, all the way back to the source.
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JVs And The Webinar Marketing Circuit

If you're going the email and JV route in terms of your webinar marketing, 
emails are very effective methods of promoting webinars. If you have your 
own list, awesome. Mail them. Use it as the first test so you get some good 
data about the webinar itself.

If you are using affiliates or friends' email list, you can offer to give them an 
affiliate commission. There are entire affiliate networks dedicated to 
promoting webinars.  You will have no shortage of JV traffic there.

There was one time we had a webinar that was doing really well.  We 
ended up running that webinar live 60 or so times over the course of about 
3 months. For each of the affiliates, we would give them a 50% 
commission.

Something interesting happened though.

So once we got like past 10 or 15 webinars, I started seeing that the people 
who signed up for the webinar were actually the same! This was their fourth 
and fifth time signing up for it. They were on everybody's lists.

What ended up happening was the more webinars we did, the less money 
per attendee we made, because we weren't actually engaging new people. 
We were just going after the same people again and again!

Automated Webinars Have A Place In Your Marketing Plan

Now, with automated webinars, you don't have to do them live in order to 
get the benefit of the presentation.
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Automated webinars are definitely the way to go when you're driving traffic 
or working with affiliates, because you don't have to be there live every 
time!

People have been pretty hit to automated webinars for a while now.  They 
know that very few webinars are performed live anymore.  For a while, 
people were turned off when it was an automated webinar, but that seems 
to have diminished over the years.  Now, it's perfectly acceptable to 
automate your webinars.

Need Some Help Getting Started?

We've built hundreds of Automated Webinar Sales Funnels and would be 
happy to design one up for you.  Click here to watch a video and tell us 
about your project...  We'd be happy to jump on a free Action Plan call and 
talk through an easy automated solution for getting you traffic and sales!
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The Rainmaker Funnel
Multi-Video Launch Funnel	

Invented and popularized by Jeff Walker’s Product Launch 
Formula, the launch funnel should be used with products under 
$997 (usually).

This funnel includes 3 high quality, professionally done, 
professionally scripted videos that walk prospects through the 
problem, features, benefits, and case studies of folks who have 
fixed the problem using the proposed solution (the product).

Executing a ‘Product Launch’ is a time intensive process, 
between planning, creating and copywriting but the revenue 
that these funnels generate can be off the charts!

You can think of it as one long sales presentation, executed 
through 4 videos, all leading up to the inevitability of a product 
launch.

I have seen people run similar launches, without videos though.  If 
you don't have the skill necessary to create the videos, you can do 
something similar with blog posts and other pieces of content…  
They have to be presented sequentially where one builds on top of 
the other, all culminating in a pitch at the end…

This type of sales funnel is best used for:

• New product launches, both digital and physical
• Existing digital products like memberships, higher ticket 

courses, and even assisted services (course + services)
• Coaching programs
• Easy to understand services
• ... Something that gets closed down, as in the sale is complete 

after 2 weeks or so.

Base Architecture
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The Rainmaker Sales Funnel Checklist
Sales Copy: 4 Video Sales Letters or Sales Presentations

Proof
Testimonial
Program
Offer

Additional Creative	
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Lead Magnet
Webinar (optional)

Core Pages

Lead Magnet Lander
Lead Magnet Confirmation
4 Launch Style Sales Video Pages
Sales Confirmation Page

Email Copy

VSL Promo Sequence for EACH video
Lead Magnet Fulfillment
Upsell Ascension Sequences (multiple?)
Product Fulfillment Sequence

Capitalize On Urgency In Your Next Product Launch

Should you have a membership that you leave open forever, like for all year 
long? Or should you close up the membership and create urgency because 
the membership is closing? And then relaunch the membership twice a 
year?"

There’s a lot of ways to do it, but urgency is the key that drives a LOT of 
sales online and it’s the biggest component of The Rainmaker Funnel.

If you have a product that you launch once or twice a year, multi-video 
launches work tremendously well for releasing the sales material, building 
demand, and then closing the offer down.

With this kind of evergreen product launch formula, you can drive incredible 
demand and buyer awareness that closes down with the clock hits zero, 
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driving sales…

Then, when you’re not actively promoting and getting new members, your 
mission switches to building your email list so that when it’s time to go live 
again, you simply blast everybody to this multi-video launch sequence 
when you open it up to the public. 

If you would like to learn more about putting together these multi-video 
product launch sequences, or any of the other eight types of sales funnels 
that we have, just exhaustively taught inside funnel formula, click here to 
check out Funnel Formula.

And if you would like us to map out and build your sales funnel, run your 
traffic, or at least give you an idea about how it call comes together - click 
here to watch the Sales Funnel Build video and book a call with us!
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The Ignitor Funnel
Sales Video Funnel with Upsells

The Ignitor Funnel is for your lower priced, lower complexity offers.  It’s 
designed to ‘upsell’ your buyer through the purchase process.

It makes extensive use of sales videos or, as they’re called in the Internet 
marketing industry, Video Sales Letters or VSLs.

Typically, these VSLs are simply videos that have a voice narrating 
powerpoint slides.  Recently though, the VSLs that have been converting 
well are those that also feature full-motion video and b-roll to cut up the 
monotony of the VSL format.

The first offer, or front end offer, is usually less than $100 and gradually 
increases in price for two products.

For example, pricing is typically $37, then $97, and then $297.  Each upsell 
is roughly 3X the price of the previous sale.

There is a school of thought here where you offer an extremely discounted 
front end offer - sometimes $1 or $7 - so that you can get more buyers 
through the upsell process and maximize profitability.

We’ll talk more about the variations of the funnel in a minute.  Let’s first get 
into what the Ignitor Funnel is…

This type of sales funnel is best used for:

• Digital Products like courses, audio products, and ebooks
• Common, easily understood, cheap services
• Memberships of all kinds
• Low end continuity services
• Software and SAAS products
• Physical products like supplements, box services, etc.

Here’s what the Base Ignitor Funnel looks like…
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Base Architecture

And a bigger, more intricate version.
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The Ignitor Sales Funnel Checklist

Sales Copy

Video Sales Letter
Upsell Video Sales Letter (multiple?)
Downsell Video Sales Letter (multiple?)
Lead Magnet

Pages

Lead Magnet Lander
Lead Magnet Confirmation
VSL Sales Page
Upsell VSL Page
Downsell VSL Page
Sales Confirmation Page

Email Copy

Lead Magnet Fulfillment
VSL Promo Sequence
Upsell Ascension Sequences (multiple?)
Product Fulfillment Sequence
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Specialized Variations

FQL Ignitor Funnel

One of our most in-demand sales funnel types right now is this, the 
Fully Qualified Lead Sales Video Funnel.  

Why?  Well, it turns cold and moderately warm traffic into Fully 
Qualified Leads for service businesses who close on the phone…  
It works great for agencies, mortgage brokers, working capital 
lenders, realtors, and anyone else who needs phone leads online.

Click here to learn more and book a call about the FQL Funnel >>

Best used for:

• Anything sales call related
• Coaching / Consulting
• Complex Services
• Real Estate (Cash for Houses)
• Business Funding
• Business Development

The Framework
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FPS Ignitor Funnel

The next variation is the Free Plus Shipping Sales Video Funnel...

In this funnel, the front end offer is a free book or physical product 
that needs to be mailed.  Usually, there is a $3.95 or $4.95 
shipping and handling fee that’s paid by the buyer, which means 
we get their credit card.  From there, we march them through a 
series of one-click upsells that get them spending much more than 
the ‘free’ thing they originally purchased.

Click here to learn more and book a call about the FQL Funnel >>

Best used for:

• Physical books
• Ecommerce
• Autoship products
• Major Components

The Framework
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What Is A Video Sales Letter and How To Create One

You have seen a million Video Sales Letters or VSLs…

Basically, a VSL is a video that works through a very specific sales 
psychology and is presented as a video as opposed to long-form sales 
copy. 

Now, years ago this guy by the name of John Benson, the godfather of 
video sales letters, took long-form sales copy and turned it into this video 
format.  It worked so well back in the day because it forced a visitor to listen 
to the entire pitch before they got to the actual offer.

Then, when the offer dropped and the buy button appeared, people would 
take action on that offer and at an incredible conversion rate as compared 
to long-form sales copy. 

Inside a VSL, every slide has one line of text and the person reading it 
goes through slide by slide by slide by slide. Because our our buyer culture 
today, video sales letters are often these hybrid videos that have full motion 
graphics and b-roll video. They still let a prospect focus on the content that 
is on the screen, but the content is broken up on occasion making it more 
dynamic.

The video sales letter page is your sales page.  It should have one sales 
video, a very strong headline, body copy, and a buy button.

The headline is usually one of the things that we test vigorously in our sales 
funnels. The video sales letter itself is a scripted sales copy that is turned 
into a PowerPoint presentation. That PowerPoint is then recorded as a 
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voiceover. We use ScreenFlow or Camtasia to record and edit the videos. If 
we're going to add B roll shots on top of it, then we basically add it in after 
the fact.

And then the video is embedded on a page. with a private video service like 
wistia.com or Vimeo Pro.  With those two tools, you can actually see how 
much of the video somebody watches and find out where it's trailing off or 
leaving.

Then underneath that video is an appearing “add to cart” button. So, once 
the pitch, the add to cart button shows up underneath the video!

Now, on some pages, we just make the add to cart button show up the 
whole time. And other times, we make it appear. Videos oftentimes aren't 
auto-playing like they used to because of the browser, so a lot of times, 
we’ll set the button to be a standard part of the page.

There are lots of ways that you can split test video sales letters, but the 
premise is the same… You start with a sales script, then you create the 
PowerPoint video and then you overlay shots on top of that. So, if you 
would like to learn how to incorporate these video sales letters in your sales 
funnel and build a sales funnel from scratch, click here to learn about our 
Funnel Formula program.

If you would like us to sit down and architect a sales funnel for you 
including VSL's, upsells, etc; then click here to schedule an Action Plan 
with us!
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How Do Design Self Liquidating Offers

The holy grail of marketing is designing a self-liquidating offer into your 
sales funnel so you get paid on the first offer AND get massive 
monetization through the upsell path!

A self-liquidating offer is where you spend less to acquire a customer than 
you make on the first offer. 

What I mean by that is if your first offer was selling a $27 widget and you 
only spend $20 to acquire that customer, you’d be $7 positive immediately. 

So, you make $27, you spend 20. Well now what you do is you put a 
couple upsells behind that, so upsell one, upsell two, and so on.

Maybe upsell one is $47 and upsell two is $97. 

Now not only are you making $7 per transaction, profit, but you're also 
making $47 and $97 off the upsells, all of which is pure profit. We want to 
peel buyers off as quickly as possible because when we're spending 
money for traffic, we don't want to hold that cash on a credit card. We want 
to liquidate that purchase as quickly as possible. 

That's one of the reasons why the self-liquidating offers are so important 
because if you're able to send traffic, get a lead, and then flip that lead into 
a sale all in the same day or all in a day or two, then you're able to turn all 
that revenue back in to more traffic, and then you're able to scale faster.

The longer you spend between generating the lead and getting the sale, 
and the more money you have invested in traffic, which means the longer 
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it's going to take to scale the offer, the longer it's going to take to flip it and 
scale it that way. We're trying to get them to opt-in for something like a lead 
magnet.

…Then we're sending them to a sales video which will generate some cash 
flow and hopefully provide a self-liquidating offer. You're not going to get a 
self-liquidating offer on the front side, the front end offer, isn't going to be 
self-liquidating if you're giving it away for free… But if you're selling it for 
$27 or $19 or $37 or something like that, and you can reasonably self-
liquidate on the first offer, which means the second offer is all money in the 
bank.  That’s profit.

If you’d like to learn more about building self liquidating offers into your 
sales pipeline, make sure to check out the Funnel Formula course for an in-
depth masterclass on architecting and scaling sales funnels!

Or if you'd rather talk with us about putting together your sales funnel for 
you, go here to schedule a call with us!
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Pitching Your Offer
Now that we know what we’re going to sell, we need to actually 
make the offer to our prospects.  In short, we give them the 
opportunity to say, “Yes” or “No.”

As we said earlier in the Funnel Framework, there is a correlation 
between price and complexity…  So we’re going to talk about a 
few different sales methods here, both:

• High touch for highly complex and expensive offers
• Low touch for less expensive, less complex offers.

As you’ll discover, low touch usually uses automated sales material 
and workflows pushing a customer through the entire purchase..  
Things like like sales videos and sales pages.

Higher touch sales methods are meant to be used for higher priced 
offers!  Things like sales calls and survey segmentation.

Webinars For High Ticket Sales
My #1 recommendation for selling stuff online is to put together a 
webinar for their product or service…

Here are some of the benefits of running a sales webinar:

• They’re simple to put on if you have a traffic source
• Webinars are forgiving, in that you can screw them up and STILL 
make

sales!
• You can price products from $97 to $25,000 and sell a LOT 

(the higher the price, the higher touch the sales process is.)

The biggest reason I like them is you can test out different sales angles 
and see how they work!

If you think one hook will work, test it out!  If it does, awesome! 
You know you just connected with your market.

If it doesn’t, rework it and try again!
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The main benefit of having a webinar is much more apparent after 
you run one though.

You see, a normal Video Sales Letter will convert about 1% of 
the people who watch it… Sometimes, it’s a little bit higher.

A good webinar?

A good webinar will convert anywhere between 6% and 51% of 
the folks on the call!

We’ve done webinars where we sell a $97 product, and we’ve 
converted 51% of the webinar attendees.

We’ve sold stuff for $2000 and converted 6% of the attendees.

I can tell you, after running hundreds upon hundreds of 
webinars, there is no better sales medium!  Plus, there’s two 
additional benefits to webinars, besides the sales…

They’re a great lead generation tool…  People register for 
webinars all the time, which puts them on your email list.

Secondly, they’re GREAT for bonding and nurturing prospects 
and allowing them to see and connect with you!

In this sense, webinars truly are a triple threat…

If you’ve got a higher ticket product or service, or sell something 
that’s more complex, make sure you grab an Action Plan call 
here:

https://doneforyou.com/start/

We’ll shorten your implementation curve considerably and give 
you some incredibly valuable tips and insights after launching 
more than 400 of these things :0)
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Webinar Tools: What You’ll Need To Sell On 
Webinars

Webinars are a remarkably powerful way to sell your products or 
services. No matter what niche you’re in, live or automated webinars are a 
game-changing marketing method that can increase your sales fast. You 
need the right webinar tools to make it happen though.

And, if you haven’t already, attend a few webinars yourself, to see first-
hand how other business owners use webinar marketing in their operation.  
A good one to get a behind the scenes look is our Digital ROI webinar.

The reason why webinars work so well for sales is because they provide 
a platform which allows you to earn trust before you ask for the sale. On a 
live webinar, you get to interact with and educate your target audience 
which, in turn, makes selling to them easier.

You don’t need to do live webinars only; You can also post them as 
evergreen, which means that you can run the same webinar over and over 
again on autopilot.

To maximize conversion you need the right webinars tools. There is 
definitely some equipment and software required to host a sales webinar.

In this article, without getting into too much detail, we’re going to 
recommend some of the webinar tools you’ll need to sell on a webinar.

Microphone and camera
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For your microphone, there are numerous options. Two microphones that 
work well for webinars are the Blue Snowball and the Blue Yeti.

Blue Snowball                    Blue Yeti                    Logitech HD Pro
 
For your camera, you can use any high-definition camera, including the 
one built into your laptop, but we recommend the Logitech HD Pro 
Webcam C920 to crush your sales webinar.

Webinar lighting is probably more 
important than the camera if you plan 
on capturing the video of you 
presenting. Video quality is only as 
good as the illumination on the scene. 
To look your best, you need soft, 
directional lighting.

For a single-speaker webinar, one light 
on a stand next to the camera will do 
the trick.

For a more professional result, you will need at least two softboxes on the 
presenter that will eliminate shadows.
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A lighting kit that we recommend is the Fovitec StudioPRO – 3x 20″x28″ 
Softbox.

Webinar software

You will need appropriate software to run, record and replay your live or 
evergreen webinar. Use any of the following webinar programs, after you 
compare their features.

• Webinar Jam / EverWebinar
• Go To Webinar
• Zoom 

Email marketing software

You would want to sign up people to list and contact them before and after 
the webinar, right?  Webinars are great list building tools and you can mail 
to the list long after the webinar is over.  To do that, you need to have email 
marketing software.

Whether these people buy on the webinar or skip your offer, they will 
remain on your list. Over the long haul, you can remarket them via email.

Here are some email marketing services to choose from:

• Triggers.app (our CRM!)
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• MailChimp
• Aweber
• Get Response
• Active Campaign
• MailerLite
• Convert Kit 

Webinar email sequences

Now the hard part is to know what to say in your email communication.

To build the best email sequences for your webinar we recommend you 
use Scriptly’s proven email autoresponder sequences.

What Scriptly does is generate a sequence of emails for you to copy and 
paste into your autoresponder, for whatever webinar promotion you’re 
looking to run!

With the webinar templates and the easy-to-use wizard, you can create all 
of your webinar emails in minutes. In Scriptly, you get at least 5 different 
pre-written email sequences:

• Pre-webinar emails
• Post-webinar emails
• Evergreen webinar promo
• Evergreen webinar replay
• Webinar replay sequence

Simply create an account, choose which type of webinar autoresponder 
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sequence you’re looking to create, start the wizard and it takes care of the 
rest!

Two laptops (optional)

To host your live webinar, you may want to use two separate laptops, but of 
course, that’s completely optional. It won’t affect your sales on the webinar 
if you use only one computer.

In case you want to use two of them, one laptop would be for sharing your 
presentation slides on your screen, and the other one would be for keeping 
an eye on the live chat and for following the webinar presentation script.

Which brings us to the next webinar tool on your list.

Presentation software

For an effective sales webinar, you will need to have prepared a 
presentation using Keynote, PowerPoint or Google Slides.

You can use a slideshow presentation only, or a combination of webinar 
styles, like slideshow presentation, face-to-face presentation or screencast 
to demonstrate programs or certain tasks.

The Sales Presentation Itself

To create a slideshow presentation in an effective way, we highly 
recommend Scriptly’s webinar wizard.
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Using Scriptly’s webinar wizard, your next sales webinar will only take 
minutes to create, not days. With Scriptly, you don’t need to know how to 
write a sales script for a webinar. You don’t even need to create the slides 
of your presentation. Scriptly creates the optimal structure and copy for 
your sales webinar.

Watch this video to learn more about how it works.

Sell on your next webinar

Are you ready to host your next live webinar and make sales?

With the webinar tools outlined here above, you’ll be ready to sell on a live 
or evergreen webinar faster than you’ve ever thought possible.

Just set up each tool and follow the instructions. Your next sales webinar is 
only a few clicks away.
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Video Sales Letters That Convert On 
Autopilot

The Video Sales Letter (VSL) is the current standard in terms of 
sales material, as of the last few years.

You’ll know them when you see one.  Generally, it’s a voiceover of 
a PowerPoint presentation, where the product owner just reads 
the slides on the screen, slide after slide, recording the process 
as they go.

They work well, because you force the prospect to both read and 
listen. The Add To Cart button is often delayed to pop up the 
moment the pitch occurs…  But recently we’ve been getting better 
results when it’s up the whole time (on cheaper products!).

… Sometimes this is because people come back and don’t want to 
wait through the whole video to process their order.

VSL’s have been upgraded recently though…

One thing that was being added were hand drawn animations 
over top of or in addition to the slides.  It’s quite expensive per 
minute of video, but could be worthwhile after your video has 
been tested extensively.

What we’ve been doing a lot of recently is combining full-motion 
video of our expert and creator clients, slides from a 
Powerpoint, and b-roll video to create something truly engaging.

They convert WAY better than traditional VSLs, clients love 
them because they’re branded, and they’re much easier to 
create than full motion sales content.
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Long Form Sales Letters That STILL Hold 
Strong
A long form sales letter is one of those excruciatingly long sales 
pages, that go on and on forever, that sell something…

You know the kind - the ones that take like 30 minutes to read!

Long Form Sales Letters (LFSL’s) used to be the standard way of 
selling digital products online…  They were a wall of text that 
someone needed to read through in order to buy.

For a while, they’re largely out of style as video became more 
popular.  For a few years, you didn’t see them much.

Now, they are making a comeback in a BIG way which one 
change - sales videos have been added to the LFSL’s!

So, a prospect has the ability to watch the video, read the long 
form sales copy, or both!  Exciting, right?

What it does is give more people what they’re looking for in terms 
of personal preferences, and…

It gives us media buyers a shitload more room to throw our 
keyword phrases so Google can pick it up for their PPC and 
Organic algorithms…  Giving us cheap and free clicks right to our 
sales pages!

Pretty cool, right?

You can always throw an exit pop on that sales page too, for built 
in lead generation.
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Strategy Session Selling: The Key To High 
Ticket Sales	
Strategy Session Selling, or S3 for short, is one of the most 
powerful ways of getting high ticket sales online.

Good sales funnels often combine more than one sales medium, to 
increase the chances of conversion. 

Maybe someone doesn’t want to watch a video, but they’ll get on a 
call…

Or perhaps they’d rather interact with a chatbot, sales videos and 
order forms as opposed to speaking to another human being…

It’s important to have the sales modalities that’ll influence the 
greatest number of buyers for your business.

If you’re selling something above $1,000 or more complex, as in it 
requires more explanation or more customization, you’ll need to 
sell it on the phone.

.. A strategy session!

Strategy Sessions are interesting in the sales process because 
there’s an implied benefit to your prospect. They’re able to get on a 
call with you and pick your brain for free…

Some people run these Strategy Sessions as straight up sales 
calls with high pressure tactics, following a script, battling every 
‘no’ like their life depending on it… 

I prefer calls that are much more passive.

The way I see it, someone’s getting on a call with me.  I want to 
make 100% sure that they’re receiving value by way of insight, 
focus, strategy or process.  If, and only if, there’s a way that I can 
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help them get where they’re going faster, I’ll make an offer. In our 
case, it’s a Done For You sales and marketing solution, so they can 
concentrate on growing their business.

Other coaches/consultants/product owners are much more 
aggressive, and that works for them.

The key to a Strategy Session is to establish credibility and trust, 
before making your offer.

You can sell anything you want - coaching, consulting, high ticket 
products, and services that are a bit more complex (think financial 
management).

The important thing is to make sure that only qualified folks sign up.

Inside our Axis CRM (https://triggers.app/), which does email 
marketing, SMS broadcasts, etc…  We have a “Strategy Session 
Autoresponder Sequence” that you can mail out to your list to get 
call signups.  There are 24 additional sequences in there too!

Click here to watch the video >>

For Strategy Sessions, we want to:

• Qualify the folks we're going to talk to, to make sure they're a good fit 

for our offer

• Get their contact details, like phone number, email address, Skype 

ID, etc

• Ask them why they're booking a time to for a call, specifically. 

 Figure out what troubles or roadblocks they're currently experiencing 

so that you know how to best help them.

• Do some discovery...  Ask what they've tried in the past, what 
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they're goals are, what they desire and want...

• Future-pace your prospect by alluding the benefits they'll be 

getting on your call...

• Dollars and cents.  Find out if they're willing and able to invest the 

kind of money that you'll be asking for.

After your prospect fills out the Strategy Session form, then all that's left is 

handling the sales call!  Most of our Done For You Clients sell exclusively 

through these types of sales funnels...

You can call back each and every person, you can cancel the appointments 
that don't seem to fit, or you can redirect redirect them to a different offer. 
 Once you're getting fully qualified leads, how to handle them is up to you!

When you're getting started, I'd say keep everyone's calls, regardless of 
how qualified they are.  Lots of times, the most unqualified person on paper 
ends up being the best client and customer you could ever ask for!

If you need anything or if we can help, schedule a time to talk to us here!
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The Ultimate Guide To Creating The Perfect 
Lead Magnet

If you're looking for lead magnet ideas you'll also find it quite valuable to 
first learn the basic features of the perfect lead magnet. After all, what 
would a good lead magnet idea be worth if no one wanted to download and 
implement your solution?

Putting together the perfect lead magnet funnel to persuade website 
visitors to join your email list can be a roadblock for coaches, online 
entrepreneurs, experts, bloggers and service providers.

Questions like "What do I offer?", "Will people read it?", "How long should 
the lead magnet be?", and "can I get done for you lead magnets?" often 
cause confusion to business owners who end up stalling instead of growing 
their online audience.

In this post, we'll show you how to create the perfect optin offer. We will 
break it down into 5 simple traits that will make your lead magnet 
irresistible.

What is a lead magnet

But first, let's explain what a lead magnet funnel is all about. Those who are 
just starting out with online lead generation may not be familiar with what 
lead magnets are and how they can help them boost their lead generation 
process.

A lead magnet is some freebie you're giving away in exchange for a 
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person's email. In other words, if you're looking to subscribe a website 
visitor to your mailing list, you need to have some kind of incentive in place.

Such an incentive, namely a lead magnet or, otherwise called, an email 
optin offer, could be a report, a video, a cheat sheet, a checklist, a 
template or practically anything else that your audience will want to get 
their hands on.

A perfect lead magnet will be the ethical bribe for people to give up their 
email, and we're going to share 5 important tips on creating a high-
converting lead magnet.

Are There Lead Magnet Templates?

There are...  Sure.  But the best thing you should really do is decide what 
you want to write...  Then find the best format to convey that information.

There are lots of different styles of lead magnets.  Lead Magnets for 
coaches might be an 8 page PDF that teaches a 4-step breathing pattern 
that'll get client's minds right.

Similarly, a B2B business might have a one-page checklist that includes all 
of the things you need to account for before rolling out a Window's based 
email server.

In both cases, a lead magnet template doesn't really apply...  But the 
material itself lends itself to the format.

Ya know?
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Why Your Lead Magnet Title Matters

The first thing we need to get out in the open is that most lead magnets 
suck.  The reason you can't get more than 15% conversions on landing 
pages doesn't have anything to do with the page itself...

It's your lead magnet!

Anyone can write a report titled "7 Ways To Double Your Revenue," or "8 
Conversion Hacks For Your Website."  Take 5 minutes and cruise around 
online and you'll be surprised how many similar titles you'll find.

The key is to be specific - to let a prospect know exactly what they're 
downloading - and make sure that the material is unique enough that the 
only way for them to consume it is to actually go through the lead magnet 
funnel!

Because let's face it...  If your lead doesn't at least look at your stuff, they 
sure won't be on your list for very long!  How many times have you 
downloaded something and never opened it up?

My point exactly :0)

So, rather than totally start from scratch, let's just see if we can give the first 
title, "7 Ways To Double Your Revenue," a makeover...

• 7 Secret Persuasion Tricks To Increase Webinar Conversion

• 7 WordPress Plugins That Increase Visitor Engagement (Without 

Them Even Realizing It!)
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• 7 Passive Ad Networks That'll Increase Website Revenue In The Next 

15 Minutes

• 7 Email Templates To Re-Engage The Email Subscribers Who Have 

Already Written You Off...

See how that works?

Be specific.  Deliver value.  Get the lead.

Now, you're smart so I'm sure you've already picked this up...

What does a super-specific lead magnet title let you do on the thank you 
page?!

Add an upsell!

That's right...  If someone just downloaded a report titled, "7 Secret 
Persuasion Tricks To Increase Webinar Conversion," what do you think 
they're interested in?

Webinars!!

Which means, you can sell webinar courses, done for your services, 
coaching, and anything in between...

Welcome to the magic of creating sales funnels.

Now, let's get back to lead magnet funnels...  There are 7 different types of 
lead magnets that we use, with a very strong preference to #1 and #5...
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(NOTE For a full tutorial on how to create a lead magnet - click here!)

1. Give a specific solution for a laser-targeted market

The perfect lead magnet needs to provide a clear solution for a problem 
a particular audience faces.

Put simply, you don't want to go vague with the content of your optin 
freebie.

For example, “How To Make Money Online” sounds too generic, doesn't it. 
It doesn't let the reader know if it's just for them, if it's something they can 
do and if it will get them results.

Although the idea is big and interesting to most people, the headline is so 
incredibly vague.

Such lead magnets are not targeted to a specific niche and they don't 
present a crystal-clear solution.

On the flipside, instead of saying "How To Make Money Online" you can 
use a title such as "How To Use The World's Leading Freelance 
Marketplace To Make Up To $10,000 A Month As A Beginner Web 
Designer".

Now, that is a lot more specific. And of course, you can rephrase the title if 
you want to remove earning claims or mention the name of that specific 
freelance marketplace—which is UpWork.

See how instead of tackling the entire subject of making money on the 
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internet, we have narrowed it down to a specific topic that gives a solution 
to a specific audience—beginner web designers who want to make money 
freelancing.

And here's an example of a specific freebie offer in a totally different, but 
well-defined, niche.

 
Let's see another example of a bad lead magnet funnel. "How To Speed 
Up Your Website".
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Who is this for? A solopreneur? A blogger? A developer? Is it good for a 
blog? How about a large ecommerce site? Is it suited for HTML websites or 
WordPress only? These are only few questions that a potential lead can 
have before they decide to download your lead magnet. You get the 
picture... And because the headline is too vague a lot of visitors will leave 
your site without taking action.

Transform that into "The Non-techie's Guide To Doubling The Speed Of 
Your WordPress Blog" and you have a specific topic for a laser-targeted 
audience.

Keep in mind, when brainstorming on the perfect lead magnet topic, that 
you need to abandon the idea of a big overarching market. It's hard for 
some people to do that because they feel like they will close fewer deals 
with clients. But the truth is that narrowing down to a particular niche will 
help you create high-converting lead magnets, better products and 
generate more sales because your marketing messages will speak to these 
people's needs.

As Tim Paige of LeadPages put it, “If you want a lead magnet that really 
draws in the folks that you would want to become customers, then you 
always need to think about their wishes, their desires, their biggest pains, 
or their biggest pleasure. "

2. The perfect lead magnet promises one major result

An effective lead magnet would need to give a big promise and sell 
people on a big idea. You don't want to promise that your lead magnet will 
deliver on a ton of things.
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You want to show your prospect that, after they consumed and 
implemented the content of the optin offer, they will have arrived at a 
specific, measurable result.

 
At the same time, you're inspiring your audience to believe that the 
solution is totally possible. You want to give them hope, examples, and 
strategies to help them believe they can get the same good results.

You're not giving necessarily the whole "how to" process and you're not 
giving up your expertise. You don't need to go and create a 70-page ebook 
on the entire subject–in fact, you shouldn't be doing that.

All you need to do is focus on one basic result you want your potential 
customers to get. One thing that will demonstrate that your solutions will 
work for them. If you were to make a lot of promises, your leads wouldn't 
have the time or energy to implement them, and, in turn, they wouldn't get 
results. Then, they will be under the impression that your methods don't 
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work.

If you take our original example of "The Non-techie's Guide To Doubling 
The Speed Of Your WordPress Blog", the content of your lead magnet 
could be about this: How to install a free plugin from the WordPress 
repository, set it up with two or three clicks, and how to measure their blog 
speed before and after installing the plugin. Give them images, examples 
and practical tips along the way.

When you limit the promise to a known, specific result it's more likely that 
the reader will actually implement your ideas and be happy with the 
outcome.

Always keep in mind that people are looking for results; that's why they'll 
google something like "how to speed up my blog". They want to find a DIY 
way to get the best result possible.

Answer their question in a specific way, and you have your perfect lead 
magnet funnel. Give people measurable outcomes, like percentages, 
numbers or timeframes, e.g. such as to accomplish something within 1 
hour or within 3 days, and so on and so forth. Whatever is most appropriate 
to your offer.

Build that specific result into the title of your email optin offer to attract 
more people who want fast, measurable results.

3. Will give immediate gratification

This takes us to the next point, which is that the perfect lead magnet 
funnel will give your audience instant gratification.
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You know as well as we do that patience and attention span are constantly 
diminishing due to a ton of information we receive every day, mostly on the 
internet and on our smartphones. We all spend hours consuming content 
and we all feel more often than not that we need quick and easy solutions 
to our problems.

We won't judge it but it's a fact that people are accustomed to immediate 
gratification on social media, and that fact has altered our behavior. Instead 
of resisting the trend for instant gratification, what you should do instead is 
to use it to benefit your online business.

For example, the following offer promises results in under 5 minutes.

 
This characteristic of a perfect lead magnet goes hand in hand with the 
previous point we talked about. The major difference with this is that you 
don't want your lead magnet to deliver on something huge.
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To build your list, you don't need to create anything big, like an ebook on 
how to create a complete sales funnel from top to bottom. Such a monster 
tutorial will take time and effort to implement, so it won't give people 
immediate gratification.

Think for a minute; When people land on your page they are warm already. 
That's because they've either searched on Google or clicked on your ad. 
They are so in the mode of finding an answer right now!

Then, they go enter their email to download your seemingly perfect lead 
magnet funnel. They feel like they have the solution in hand and it's only a 
matter of seconds before they read all about it. They are now even warmer 
and in the mode of taking action. They download and open your lead 
magnet.

They are curious to start consuming the content. This is exactly when they 
need to feel that your solution is something they can implement right away. 
They also need to believe that you will deliver on your promise.

So, you want to move the new subscriber down the pathway of belief right 
from the very beginning. You want to amplify their hopes that they can get 
the result they crave. They need to believe that a solution is actually 
possible.

Again, mind that you can't solve all of people's problems with one PDF. 
What you want instead is to take them one step further to transforming their 
current state to a ideal new state.

You want to have them realize that they have actually took the first 
important step, that they made that headway. Simply put, you want to give 
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your new lead a quick win.

You want to give them a link to go to your site and see more of your 
services, share a testimonial about you or just tell you about their results. 
This way they will acknowledge the fact that your methods work, and this 
can spark a conversation. This perfect done for you lead magnet funnel is 
going to help your business when people get results and engage with you 
because they are now going to think of you when the need similar services 
or solutions.

FREE BONUS: Download the Ultimate Lead Generation Template if you 
want to grow your list fast, following a proven plug and play system!  Click 
here >>

4. Can be consumed in just a few minutes

We have kind of touched on this but it's important to stress this idea 
because it is essential to a perfect done for you lead magnet; You need 
to make sure that your email optin offer can be consumed in less than 30 
minutes (ideally in less than 15 minutes) and on any device.

Long videos, 30-day challenges, or 70-page ebook won't do the magic 
trick. It's not necessary to have extensive introductions and conclusions. 
No need for much detail about the topic. You want your leads to be able 
to consume your content fast, on their computer or mobile device and be 
able to start seeing results quickly.

Use images or screenshots that demonstrate what you want to explain. 
This will help you make your paragraphs shorter and easier to read. 
Checklists and cheat sheets are preferable over the typical ebooks 
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because the user can quickly scan the whole content.

Other ideas for perfect, easy-to-consume done for you lead magnets are 
resource lists, email swipes, newsletter templates, lists of ideas, short 
screencasts or audio files.

You don't need to impress people with size because the longer your lead 
magnet the fewer people will read it anyway. If you definitely want to give 
them more content, you can them direct them to an additional resource 
from within the free ebook. Now that these leads have entered your funnel 
you can communicate with them and provide them as much content as you 
want.

As we mentioned before, internet users are overwhelmed with information. 
You need to keep that in mind if you want to publish the perfect done for 
you lead magnet out there. You don't want your work to be another PDF 
collecting dust on the user's hard drive.

Your top priority is to get people to download the lead magnet, and your 
next goal is to motivate them to instantly consume your content, instead of 
filing it on their computer. If they leave it for later, that later will most likely 
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never happen.

5. The perfect done for you lead magnet has a high perceived value

Marketers say that videos are products with a high perceived 
value compared to ebooks.

That makes sense because everyone understands that a video requires 
equipment and technical know-how while an ebook can be created using 
any word processor. Of course, perceptions change over time as 
technology and marketing tactics evolve.

A perfect lead magnet doesn't necessarily need to be a video but it needs 
to have a high perceived value. This doesn't have to do with a dollar 
amount; The perceived value is completely different that the price. In terms 
of how users perceive it, the lead magnet needs to seem valuable because 
they will expect it to solve a nagging issue.

Some marketers rely on psychology when they say that their ebook is 
"Valued at $17, now available for free." In most cases, this is a marketing 
trick because they never really sold the ebook for that price. They're just 
amplifying the perceived value.

You don't need to play games like that though; you can increase the 
perceived value of your perfect lead magnet by stressing the benefits of 
using it. If you can convince your targeted audience that you can give them 
a reliable solution with this lead magnet, then you have a winning case.

To accomplish that you need to know exactly who your ideal customer is. 
Paint the picture of your customer avatar as clearly as possible.
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7 Types Of Done For You Lead Magnets
Of all the lead magnets we do for our Done For You clients, these are the 
most popular…

If you want to profit from your email list, you need to get the lead...  There's 
no better way to do that than to start solving problems for your prospects 
and packaging the solution up into something that folks will opt-in for...

Once you start getting leads, then you can start having Scriptly write your 
emails for you!

1) Report or Guide

The 'report' is the standard done for you lead magnet for good reason - it 
works!  In fact, we've found that oftentimes a report or a guide will get 
cheaper, higher quality leads than a video ever will.

Things to watch when it comes to PDF downloads are:

• You MUST, MUST, MUST deliver value.

• Your reader should have the ability to DO something contained in the 

report that will give them gratification of some kind.

• There should be at least a little bit of bonding that takes place in the 

report, so your new lead gets to learn a little more about you!

• A good length for a free report is 8 to 12 pages, normal spacing and 

typefaces.

• Most important of all - it needs to focus on ONE specific, clearly 
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identified problem!

• And...  Make sure it contains some kind of call to action at the end of 

it!

With reports, the more clearly you state the benefit, the better your 
conversions and lead costs will be.

2) Cheat Sheet or Process Map

I love process maps, because they cut through a lot of BS real quick.  More 
to the point - your prospects will love process maps even more!

In a lot of instances, the sequence of events is what trips people up when 
they're trying to accomplish a certain task, be it setting up a website or 
editing a perfect black and white photo.

By outlining a complicated process and breaking it down into small, easily 
understandable chunks you're doing your folks an incredible service. 
 They'll know that you:

• Have the 'process' down to a science (increasing trust...)

• Are able to perform that process for them or teach them how to do it 

themselves

Both of those outcomes lead to more sales for you, in a very short amount 
of time!

3) Software
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Software was what I was meant to do with my life, and I'm just now finding 
that out.

One of our software applications is TimeSlots, a sales call scheduling 
software...  It has a 14-day free trial.  I don't need to tell you how awesome 
that is for getting us leads!

The beauty of software is that it's core function is to solve a problem for 
users, instantly.  Plus, there's an immediate gratification element to it that 
can't be matched.

The best way to turn your software into a lead magnet is to have a 'Free 
Trial' set up.  They get full access to all of the features of your software, 
and after 7 days or 14 days they need to join to keep using it.

4) Checklists

Much like 'Process Maps,' checklists are awesome tools for describing a 
set of actions that someone needs to take to accomplish a task correctly, 
without actually giving them the tools and the training to do it...

The 2X checklist is what we gave away on some of our live webinars.

(After all, we do want to convert them to a sale at some point, right?)

With a well thought out checklist, you can demonstrate that you know the 
material inside and out, and also point out things that your prospect might 
be missing!

This is great for getting them to raise their hand and say that they need 
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your help!

5) Videos

One of the ways that a lot of marketers try to get leads is to give access to 
a 'free video.'  From experience, I can tell you that sometimes it works... 
 And sometimes it doesn't.

If you're demonstrating something that's highly visual, like training a dog, 
swinging a golf club, adjusting a camera for the best portrait, or building 
something out of 2x4's, then video is a good medium to share that content.

If you're doing something that's NOT visual, like talking about marketing 
strategy, explaining the big benefit of life coaching, or teaching someone 
how to ward away panic attacks - a video lead magnet is a bad way to go.

The point of video is to move them along in the sales process, and it's 
almost impossible to do if the video isn't engaging.  You're far better served 
to choose some kind of PDF download that you can give away...

6) Tutorials

I'm a big fan of point and click tutorials for teaching like we have in Lead 
Fire - and they make excellent done for you lead magnets.

In fact, I can't tell you how many people have emailed me saying the 
printed them out and rely on them every time they need to set up a new 
campaign or a new website.

As further evidence of this, one of the biggest tutorial sites online is Envato 
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Network's TutsPlus.  For years, they've put together incredible tutorial sites, 
and now they've got so much content that they've put a big ecourse kind of 
wrapper around it, making it a HUGE challenger in the digital course space!

7) Quiz or Survey

And finally, quizzes and surveys, like what we have at Askly.

What's funny is that quizzes and surveys have been around forever, and 
marketers are just now touting them as the 'best way to engage users' 
because you can get feedback from your readers a bit differently and 
immediately segment them into buckets.

Years ago, we called this list segmentation...  When someone fills out a 
survey and selects (A) as their choice, they get put into one autoresponder. 
 If they select (B), they get put in another autoresponder.

That's the crux though...  When you use a survey as a lead magnet, your 
lead conversion will most likely drop...  But your engagement will be a lot 
higher, meaning you'll have better quality leads!

It's worth A/B testing.  I've seen campaigns that use surveys so effectively 
that it doubles optin rates.  I've also seen campaigns where conversions 
were below 10% (which is dismal!)  It's all in how you set them up!

(NOTE: Once you get your lead magnet set up, the next step is to add one 
of these Lead Magnet Plugins to your site to start converting traffic to 
leads!)

Some Niche Lead Magnet Use Cases:
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We work in a log of niches and even have a Lead Magnet Creation Service 
of sorts..  We just write them for all our funnel clients :0)  A sales funnel 
never gets published without a lead magnet - they're that important.

With that said, here are some niche thoughts.

Lead Magnet Ideas for Coaches

We do a ton of work with coaches - building sales funnels and driving ad 
traffic to their automated webinars.

Lead magnets for coaches are where a LOT of the heavy lifting is done in a 
sales funnel.  Coaches need to solve one problem clearly, concisely, and 
quickly before the prospect will do anything else.

Here are a few examples for lead magnets:

• 4 Foods You Can Buy At The Grocery Store Have Instant Energy
• 3 Steps To Changing ANY Habit (No Matter How Addicted You THINK 

You Are)
• 5 Tips For Increasing The Quality Of Your Clients
• 16 Things That'll Improve Your Relationship With Your Spouse In 7 

Days Or Less

Now, you can write about anything you want...  But depending on what kind 
of coach you are, those are a great start!

Now, let's get to work in creating your lead magnet...
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So, let's put in some time on getting your lead magnet set up...  It's pretty 
easy and once you've done it a time or two, you can whip them out in 
record time!

The first type of lead magnet funnel that we're going to use for your 
campaign is a 'report' or a 'guide.'

Special Reports or Guides get great for generating leads, they're easy to 
create, and you've already got all of the software that you need to get one 
set up on your computer.

Plus, we've found that oftentimes a report or a guide will get cheaper, 
higher quality leads than a video ever will.
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CRM Software: Deploy Email Marketing & 
Automation

Email marketing software is the glue that makes everything work.  It’s how 
you send emails to the folks on your list.

To put it simply, if you’re collecting names and email addresses for the 
purpose of marketing, you’ve got to be CAN-SPAM compliant…  Meaning 
every email needs to have an unsubscribe link, the email addresses need 
to be double opt-in, and lots of other stuff.

You CAN’T just collect  their email addresses  and mail them messages 
from
Gmail!

I know a lot of business owners who think that’s the right thing to do, but it’s 
not. And really, I don’t know why you would!  Email marketing software is 
super cheap, and it keeps you out of the doghouse in terms of being legal 
and compliant…

At the end of the day, whether you're selling coaching, consulting, physical 
products, digital products…  Anything really; you are in the lead generation 
business.

Being able to reach out to those leads when you want to market your 
product or market your services is really the biggest key to success.

To do that, you need CRM software.  More specifically, you need a CRM 
Stack that'll handle your email automation.  You need something that has 
email marketing automation built in that warms up and nurtures your 
list while you're concentrating on growing your business.

Choosing The Right CRM Software
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CRM software really should be simple enough that you don't need a team 
to do what you need to do.

Picking the right one is totally about what you need it to do. The marketing 
that you need to pull off in your business is what that software should be 
capable of.

The way I see it is there's really three classes of CRM software

Class 1 CRM software is very easy to use. Email is a primary the 
message medium, meaning it's really great at email and sucks at 
everything else or it can't do anything else. These email marketing software 
platforms usually have some good campaign builders. The problem is they 
don't have rules, so you don't necessarily have any way to trigger 
automation for the most part. There's no phone, no text, no print, and no 
marketplace, so you can't add functionality very easily.

AWeber, ConvertKit, Drip, ActiveCampaign would all be considered Class 1 
CRM software tools.

Then you have Class 2 CRM software apps, which use rules as triggers. 
There's task management oftentimes. There also usually a marketplace 
with some integrations. Most of those integrations are third-party 
middleware though, and you have many message mediums...  You can 
send text,  send emails, send direct mail pieces, and even call from within 
the customer record.

Class 2 CRM software tools are usually much more difficult to set up and 
understand. You actually need the onboarding. You need a team to be able 
to support you in that. (In fact, we do a lot of CRM setups in our sales 
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funnel builds!) There is also very little by way of sales pipeline, and they're 
difficult for phone sales. If you're selling something that is more 
complicated, then you're not able to get what you need out of the Class 2 
CRM software.  Infusionsoft and Ontraport are two examples of those kinds 
of apps.

Then you have you Class 3 CRM software tools, which can do 
everything. They have great sales pipelines, very visual sales workflow, 
and very extensive APIs and functionality, meaning you can tie anything in 
the world into it... But they're expensive, they've got a super high learning 
curve, and they need implementation. Salesforce and HubSpot would be 
two examples there.

But the biggest problem with each of these tools is that they focus on and 
are built around the functionality.  And oftentimes, what you do in your sales 
funnel remains outside of them.

Email Marketing Automation That's Built Around The Customer

When you look your business, fundamentally, you're selling to one person - 
your customer...  An end user.  The entire goal of an email marketing 
automation platform is to move that lead, that prospect, towards being a 
customer. Once they're a customer, the email marketing automation should 
support you by increasing the value of that customer over the lifetime 
they're with you.  It should be able to extend the journey with that person so 
that they can continue to buy your stuff, consume your services, pay your 
subscriptions, and generate referrals.

Whatever your business model is - It's moving a lead to a customer and 
then a customer into the future.
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Stop Migrating Your CRM And Customer Data

In looking at the CRM software that's out there, the biggest challenge hits 
when your business grows... You need to move from one CRM tool through 
the next, through the next.

As we got to building Axis though, it was so cool because when you take 
the customer-centric philosophy of what CRM software should look like...  
Then you start to realize how a CRM can be extensible and grow with a 
business through a marketplace, so you never have to migrate, it gets 
exciting!

If you look at a garage/basement startup business to a 5, 10, 15, 20 million 
dollar company, you're at least looking at three migrations before you can 
effectively service your customer base!  It shouldn't be that way!

Adding Functionality To Your CRM Software

What we did in Axis was build around the customer record.  Sure, you can 
start with just a CRM, just email, and just campaigns.

You still get that great contact record that's extensive and customizable...  
You can do everything you need to for your customers by way of email 
marketing automation.  And this is what your marketing automation 
agency should be setting up for you.... Then when you're ready to grow, 
when you're ready to add functionality, you just drop in new apps!  All of a 
sudden, your CRM software is ready to take you to the next level...  You 
have a page builder for your sales funnel.  You have email copy.  You 
have advanced analytics with AI built in it. You have bots. You have all 
kinds of other additional stuff that ready and waiting for you to add. You 
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don't migrate. You just add the tools, add the software, add the technology.

Then when you do go from the Class 2 CRM software to Class 3, and you 
pick up a phone sales team who needs comprehensive sales pipelines and 
workflows...  Just drop in the new apps and all of a sudden, you can move 
over.

That is why we built Axis the way we did. That is why we built the 
functionality. That is why we took so long in building our own platform so 
that it can grow your business so that it can be extensible, and so that it 
can be easy to use. You don't need some expert certified consultant in 
order to run it.

Email Marketing Automation That Increases Lifetime Customer Value

In putting together a CRM that works with smaller businesses and also 
works with larger businesses, we needed complete contact records.

There's a human being on the other side of every email and every text 
message you sent. There's a human being who is pulling out their wallet to 
give you money. Our view of a CRM is that it needs to be built around a 
customer. It needs to be built around that lead, that person. It needs to be 
scalable so that whether it's one lead or 10,000 leads or 100,000 leads, 
you're still focusing on that one person 100,000 times. That's really the 
fundamental piece.

When we started building Axis, we said, "This is what we need to do. We 
need to build it around the customer."

We need easy-to-use automation. We need something that is extensible 
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through a marketplace so you could functionality to it by just clicking a 
button as opposed to needing to upend your entire world and then learn 
another platform.  We needed something that was easy to use that could 
grow with your business. We had to be able to bolt on whatever 
functionality that you needed without any middleware.

If you’d like a hand in setting up your CRM software, writing copy, handling 
your automation, etc…  Click here to schedule a call with us!
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Successful Drip Email Marketing

Email marketing is one of the most trusted online strategies used by 
businesses to connect with customers and take their marketing game to the 
next level.

In a recent survey , it was found that more than 82% of companies are 
using email marketing and are able to monetize it.

In fact, you would be surprised to know that 72% of people prefer to receive 
promotional messages through email than other channels.

Today, there’s a plethora of companies using email marketing. With this 
level of competition, it has become difficult to reach your customer’s inbox 
and to make your brand stand out. However, smart marketers always find a 
way to help their brand engage with its target audience in an effective way.

Drip email campaigns come across as a perfect solution to send 
personalized and targeted emails to subscribers without making your 
messages too salesy. Drip email campaigns have emerged as a top choice 
for businesses to generate sales and build customer loyalty on auto pilot.

What is drip email marketing?

Drip email marketing is a digital marketing tactic. It involves sending 
automated sequences of emails to prospects (or subscribers) on a 
predetermined schedule. With drip campaigns, you can set a specific 
delivery time frame or just tie messages to a trigger. A trigger could be 
anything from an email subscription to page visit on your website.
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Drip email marketing is also known by different names in the digital 
marketing world such as automated email campaign, autoresponder 
sequence, lifecycle emails, email marketing automation etc.

Just like a farmer sows a seed which then grows to a sapling, marketers 
are developing a relationship with users by nurturing them with the relevant 
information.

How to use a drip email campaign?

 

Your drip email marketing will be successful if it is executed the right way.

Here are a few ways companies use drip email marketing to achieve more 
conversions and sales:

• nurturing leads,
• welcoming new subscribers,
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• onboarding new customers,
• recovering abandoned carts,
• getting recommendations,
• subscription renewals,
• driving engagement,
• getting confirmations,
• delivering courses,
• and bringing unsubscribed users back.

	

Important things to take care of in drip email marketing
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Timing and scheduling

Smart marketers always know when and how to make the most of email 
marketing. They are fully aware of the fact that successful email marketing 
is all about sending pre-written or automated emails to customers on a 
fixed schedule.

You can’t just bombard your list with emails about your product. You have 
to understand and figure out the schedule for it as the timing is what is 
going to make all the difference.

The good news is that there is no fixed way to do it.

As a business, you should take the pain to understand the right balance 
between making a connection and not annoying your following.

Content

Quality content can have a great impact on your customers. It won’t be an 
exaggeration to say that the content of your drip campaign could actually 
be the deal-maker or deal-breaker.

Whether you are nurturing leads, welcoming a new customer, or sending a 
new feature update, make sure it is valuable, engaging, and well-
presented.

The key is to provide fresh and error-free content that is providing useful 
information to customers along with some compelling images. Every detail 
might push your customers to make a purchase.
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Subject line and layout

The first thing that catches the attention of a customer whenever they 
receive an email is the subject line. After that comes the layout. And mind 
you, first impressions always last long.

Talking about the subject line, it better be unique and on point, because no 
matter how great or useful the content is, if you’ve got a dry subject line, 
your chances are already small.

Your layout is as important as the content and the subject-line, so make 
sure it is simple, effective, and actionable. Review your graphics and 
colors. Be mindful of the fact that most the subscribers are using their 
smartphones to check their emails. Make sure your content is optimized for 
mobile to give your audience a nice experience.

Analytics

At the end of the day, the success of your email campaigns is all about 
numbers and results.

It is essential to keep a tab on the numbers and analytics to gauge how 
well your drip email marketing is doing in reality.

Keep a keen eye on factors such as the number of emails being clicked 
and opened, actual conversions through email campaigns, the total time 
spent by customers. These valuable insights will be helpful to determine 
what is working and what should be improved.

For instance, if analytics indicate that prospects are opening up the email 
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but you aren’t getting any results, it could be an indication to look into the 
content or design or whether you are bombarding customers with too many 
emails or not.

Over to you

One can only make way for successful drip email marketing with the right 
approach and tools. Only then, drip marketing can provide your sales team 
with a continuous supply of warm leads.

With successful drip email marketing, you can make way for a powerful 
communication to reach your prospects on auto pilot. Plus, businesses are 
opting for drip email marketing to build credibility and nurture relationships 
without human involvement.

It’s time you started gauging the effectiveness of your drip campaign to up 
your game and to increase your revenue.

That’s how you create a successful drip email marketing campaign.

Now, if you’d rather hand the work over and get it done for you, 
our Managed CRM program does just that.  We’ll automate your marketing 
inside your CRM, write your emails, configure your workflows and build the 
marketing processes for you!
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Email Marketing Tips: How Frequently You 
Should Send Email

Today, we've got some email marketing tips for you...  And what we're 
going to get started with is how often you should be sending email blasts!

First and foremost - The term "email blast..."  These are your customers 
and your prospects...  Sometimes, describing an email blast as "sending an 
email" or "mailing to your list" is a little more palatable.  But, I've talked to 
hundreds of business owners who want to blast their list!

With that, we're going to dive in.

When you're setting up email marketing campaigns and drip email 
sequences, you want to make sure that you're emailing your 
prospects frequently enough without going crazy, without making them 
want to unsubscribe, mark you as spam, or just generally fall out of touch.

In short - send out your "email blast" frequently enough WITHOUT 
upsetting your subscribers.

Unfortunately, there's no magic answer to how often you should mail. I 
can't tell you that 4 times a week is the optimal number of times a week or 
a month. It 100% has to do with your niche, your audience, your offers, 
your tone, and your content. There are so many X factors in terms of what 
you mail your list and how often you can mail them.

What you have to do is get a very, very good understanding of what your 
list expects and actually mail it to them!  Send your email list emails and 
see what the open rates are, what the engagement is, what the 
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unsubscribes are, and deliver what they want!

Email Marketing Tips: Have A 30-Day Plan

Now there are some general rules of thumb that we like to follow.

Let's say a new lead hits your website and they sign up for your landing 
page today, what happens?

We always plan for the first 30 days of email marketing campaigns, focused 
around what we're trying to get a prospect to do.   We have a plan for at 
least the first month. (I know that's quite a lot, but it's what our Done For 
You Sales Funnel Client have come to expect - largely because of the best 
practices we employ for them.)

Typically that plan goes like this.

• Day 0, which is the very first day, 10 minutes after they opt in, 
is fulfillment. In short, we deliver the ebook or the thing they 
requested when they opted-in.

• Day 1, which is tomorrow, ask them what they thought of the PDF 
or lead magnet that you sent them.  You could also include a content 
marketing piece, blog post or Youtube video.  Send them something 
that is high content, high value, that you know people like because 
other people commented on it already.

• Day 2, is bonding. Send an email, linking to your social profiles.  Talk 
about your experience in the industry, showcase a case study or 
testimonial.  Explain how you helped somebody do something in the 
world and it made the world a better place.

• Day 3.  Continue bonding (more of the ^^^)
• Day 4.  Continue bonding (more of the ^^^)
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• Day 5.  Don't send anything.
• Day 6. Don't do anything.
• Day 7, do a promotion.  Send emails promoting a product or offer that 

you have in your repertoire. Send them an email saying, "Buy 
this." (write it a little better than that though!  My point, you want to 
kick off a promo on Day 7 and beyond.)

Email Marketing Tips: Get The Click

Each email you want them to open, read and click a link. You want them 
actionable.

You want them clicking the link in the email to go somewhere because that 
is training them to continue clicking the links in the emails that you send.

If they just open an email and don't ever do anything, you're never going to 
generate any revenue from them. You don't make money from email 
opens...

Email Marketing Tips: Go With The Flow In Blocks Of Three

You want to read your list.  Go with the flow.  If they respond to webinars, 
do some webinar marketing.  If they respond to sales videos or video sales 
letters, send more sales videos or video sales letters.  If they need more 
content and education, send more blog posts!

When you're promoting something, always do blocks of three.

If you're promoting a product through a webinar or sales video, do email 
blasts in blocks of three. Mail three days in a row, then give them two days 
off.
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You also want to make sure you send multiple emails linking to the same 
thing.  Not everybody opens their email all the time. Send multiple emails. 
Track the links and the opens. Sort based on who's opening and who's 
clicking links.

Email Marketing Tips: On Your OFF Days

During the two "off" days, you will probably want to add some goodwill 
boosting content... Content marketing type stuff that people are going to 
like. For example, blog posts, videos, podcasts, workshops; they're all 
great to mail.

You don't need to send multiple emails for content either - one email's 
going to do it. If you write a blog post once a week then send that email, 
make sure to send an email out with a link to the blog post.

Email Marketing Tips: Two Promos Per Month Max

Max out at two big promos a month.  More than that, people will get upset.  
Less than that and your revenue is less than it should be.

If you do, one per week, your list will be aggravated.  It'll seem a bit 
aggressive.

The better way is to do one big promo email blast, then send a few pieces 
of content, then another promo.

The content that you send out in between promos reestablishes goodwill 
and faith in your business!  Then, it's easier to walk into the next promo 
because your email list will be 'preframed' for the offer...
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Email Marketing Tips: How Many Emails Per Month?

From an email frequency standpoint, you'll get pretty far with two big 
promos separated by bonding content.

If the frequency is too high, which sometimes happens, send fewer emails. 
If you have a list of people who enjoy sewing, 10 to 15 emails a month 
might be too much!  They might log in to look at their emails once every 
three or four days and they see four emails from you. They're going to 
say,"Meh, they send too much email.  I'm going to unsubscribe."

So just make sure to watch your numbers and you should be fine.

So if you need to lighten it up, that's awesome. And if you need email 
heavier, that's fine too.

I will tell you that the longer you go without emailing your list, that next 
email, unsubscribes are going to be through the roof. After that, it calms 
down. If you mail two or three days in a row, the unsubscribes and spam 
complaints will go down.

The simple fact is, people forget about you in four to five days. It's kind of 
crazy to think about, but if you have 20,000 people on your email list and 
haven't emailed them in 10 days...  They've already started forgetting they 
signed up in your email broadcast list! You will get unsubscribes.

The more often you mail, the lower total unsubscribe rate you have.
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Email Marketing Tips: Unused Hotel Rooms?

I know a lot of marketers who think of the people on their email list as 
"unused hotel room."

They send email blasts out each and every day because for every day that 
they don't mail them, they're missing out on revenue. So it really just 
depends on the type of relationship that you want to have with your 
customers, with your prospects.

Personally, we treat our email list like family.  We want to send them 
content, videos, webinars and lots of stuff that'll make their business better.  
We don't send email blasts for affiliate promotions and a bunch of random 
stuff.  That's us, though.  You may want to grow a list, mail the heck out of 
it, and let those people go sooner than later.

Need Some Help?

If you want to talk about email marketing campaigns, frequency, 
campaigns, sales funnels, or any of that kind of stuff; set up an action plan 
call with us or click the button below.

Book An Action Plan Call

 

119

https://doneforyou.com/dfy-application/
https://doneforyou.com/dfy-application/


How To Create A Landing Page That 
Converts

If you're looking for how to create a landing page that converts, you've got 
a lot more options than were available even a few years ago.  And the good 
news?  They're all pretty easy to roll out!

As an email marketer, there is one page on your website that is at the 
epicenter of your entire business, your landing page.  Single handedly, your 
landing pages predict your success or failure when it comes to sales and 
conversion.

You want to make sure you've got sales pages that convert, of course.  
Generating revenue is important to grow your business!  Having lead 
capture pages that convert though runs a close second...

It's not your home page.  It's certainly not your contact or support pages...  
Nor is it your blog or the countless articles that you spent hours putting 
together.

Now, your landing page goes by many different names, depending on who 
you're talking to.  It might be a 'squeeze page' or a 'lead capture page,' or 
even an 'optin page.'  Regardless, the point is that the landing page's 
purpose is to take a visitor and turn them into a bonafide lead (or sale) for 
your business!

Today, I'm going to walk you through what you'll need to do to get a landing 
page set up, with or without a website...

You'll also want to reference this article on email marketing software to 
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make sure you've got what you need to tie your landing page with your 
email list, to get your drip email and email automation rocking further down 
the page as well...

Do You Need A Landing Page?

Now, you may be asking yourself, "Do I really need a landing page?  I've 
got an optin box in my sidebar - that should be enough..."

Collecting leads in the sidebar of your website or at the bottom of your post 
is effective, but it’s going to be hard to build a huge list that way unless you 
have hundreds of thousands of visitors a month.
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Let me put it this way.

When you put your lead optin box in your sidebar, it’s easy to miss.  A 
reader will check out your content and unless they really want to hear from 
you again, just leave.  If your content is stellar, then they might sign up if 
you give them an incentive.

That means that your ‘conversion’ rates are going to be really low!  So let’s 
start with that…

Understanding Conversion Rates

Conversion rates are pretty easy to understand when it comes to landing 
pages.

Very simply, your landing page conversion is the number of people who 
SEE your optin form compared the the number of people who FILL IT OUT.

So, if 100 visitors see your optin box and 50 fill it out, you’re conversion 
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rate is 50%.

If 100 visitors see your optin box and 5 fill it out, you’re conversion rate is 
5%.

Well, typically when you put your email optin box in the sidebar, you’ll get 
less than a 1% conversion rate; meaning that less than 1 person out of 100 
want to hear from you again!  That's pretty dismal considering that we use 
a landing page that gets 52% conversion on average (available inside the 
Axis Page Builder).

With landing pages, there are really very few places to go if you don’t enter 
your email address…  That’s the idea.  If the person wants the information 
on their other side, they have to give up an email address!

That begs the next question, “Jason, what can I give someone to make 
them sign up?”

I’m so glad you asked :0)  We’re getting to that…  But first, let’s talk about 
landing page psychology.
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Landing Page Psychology

 
Landing pages (or squeeze pages as they’re called) do something very 
simple – they collect email addresses from people who may or may not be 
willing to spend money with you in the future.

They give you their email address with the express consent that you can 
contact them in the future through email…

You give them some kind of something that incentivizes the prospect to 
sign up.  That ‘something’ is called a Lead Magnet.

Lead Magnets can be:

• A special report that talks about something they’d be interested in.
• A free video or a series of videos that are related to a problem that 

they’re facing…
• A mini-course or tutorial series delivered through email helping them 

overcome some of the roadblocks they’re facing.
• Answers to a question that they’re struggling with… 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It goes a little deeper though.  If you read the book “Influence: The 
Psychology of Persuasion” by Dr. Robert Cialdini, you start to see 
something else at work…

That something is reciprocity.

Basically, the Law of Reciprocity says that if you do something for someone 
else, they are morally committed to doing something for you.  They feel like 
they have to…

So, by giving you a free download, you are committing them to read a 
report, watch a video, or otherwise spend money with you.

That, my friends, is the biggest key behind why squeeze pages convert 
visitors to prospects.  Sure, you have the person’s name and email 
address…  But the true power lies in the Law of Reciprocity.

Landing Page Setup

If you went through the email marketing software article that we linked to 
above or you know how to get your 'lead form' code from your email 
marketing platform or autoresponder platform, then it's time to create a 
landing page!

There are quite a few ways of doing it from custom code to WordPress 
plugins to standalone landing page tools like Axis's Page Builder, but I’ll 
keep this simple.

If you want one piece of software that you can use for all of your landing 
pages and your marketing automation CRM, sign up for Axis.  Not only do 
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the landing pages, sales pages and webinar registration pages convert 
really well; Scriptly's also got other apps for writing email 
autoresponders and webinars.

If you’d rather work with WordPress, there is a Page Builder plugin that you 
can add to your website so all of your pages look like their hosted right on 
your website!

You can of course code up your own if you know HTML and have 
Photoshop!  I’m sure not that ambitious though…

Self-Hosted vs. Landing Page Hosting

There are two different ways to set up a landing page - on your own 
domain with your own web hosting (AKA. self-hosted)...  Or with a landing 
page hosting service that is run by the landing page provider.  In other 
words, it's a function of the landing page software to host your pages for 
you.

There are advantages and disadvantages to each, and you'll have to 
decide for yourself which you're more comfortable with.  After all, the leads 
that you get will be going into your own email marketing software, so those 
are yours for good...

First, let's talk about self-hosted landing pages, or setting up and 
maintaining your own website....

Self-Hosted Landing Page Builder

To create and host your own website, you absolutely need two things:
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• A domain name

• Website hosting

Website hosting and having your own domain answers the question about 
where to host landing pages...

The easiest and fastest way to get set up is to go through HostGator. 
 Choose the domain that you want for your website, pick a hosting 
package, and then install WordPress.

Now, once you have WordPress installed, adding landing pages is as 
simple as activating your free Scriptly account, setting up your landing 
pages and installing a plugin!

Click here to download the SCR Page Plugin >>

There are other landing page builder scripts like OptimizePress, which we 
use on occasion.  ThriveThemes has some lead generation plugins as well.

That brings me to my next point...  App-Hosted Landing Pages.

Landing Page Hosting

At the end of the day, we know that setting up and maintaining a website is 
difficult (albeit a very valuable skill if you take the time to learn it!)...  Not to 
mention all the issues with backups, corrupted databases, faulty code, and 
poorly constructed themes...

We've worked with a number of clients who run into issues either in terms 
of compatibility of plugins, or the simple fact that a theme can't do what it 
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needs to do to convert traffic into leads.

So, what we did is create software inside Axis that makes setting up 
landing pages and sales pages that convert much easier and way more 
effective.  And, of course, the landing page hosting is done for you if you'd 
like...  You can also install the landing page on your own website.

Click here to learn about Axis's Page Builder >>

To put it simply, it's squeeze page builder software or lead capture page 
software that'll make lead generation easier.

Here's how simple setting up a converting landing pages is…

Other Necessities For Landing Pages...

Once you start building an email list, there are some things that you need 
to do to take care of it...

Not many people do ‘email list management’ justice.  Just 
because someone opted into your newsletter doesn’t mean that they want 
to hear from you three times a day!  Here are a few things you’ll need to 
pay attention to make sure your emails get delivered, make you money, 
and keep you out of the doghouse.

• A/B Testing - Do split testing on your landing pages and make sure 
to always be improving your landing page optimization.

• Double optin – make sure that people click a verification link in their 
email to actually optin to your list.  This is BIG when it comes to spam 
complaints.

128

https://doneforyou.com/software/page-builder/
https://doneforyou.com/email-list-building-smart-less-annoying-ways-to-build-your-audience/
https://doneforyou.com/advanced-lead-generation-tactics/
https://doneforyou.com/a-b-testing-performance-testing-landing-page-optimization/


• Non active subscribers – In OfficeAutoPilot we have it set up so 
that after 120 days of not taking action, subscribers are automatically 
deleted off of our lists.  We do this for two reasons: it keeps our costs 
down and only people who care about our content actually read our 
stuff!

• Relevant subject lines – Make sure the subject line of the email is 
relevant to what’s in the email (and stay away from ‘Notification of 
Payment Received’ subjects’)

• Advertisement announcement – Include somewhere in the email, 
preferably the extreme bottom, that the email message is an 
advertisement, and for the reader to assume that you are somehow 
making money from anything that they do.

• Email frequency – take note of how often you email, and what your 
responses are from your list.  Some lists mail daily.  Others a few 
times a week.  We’ve found that it’s best to take breaks, and then 
follow that up with a 3 or 4 day sequence of emails.

What To Give Away To Get The Lead

The next thing need to talk about is what we need to give someone in 
exchange for their email address...  In other words, we're going to need 
a lead magnet.   So, we need to talk about how to create them, distribute 
them, and find an interested group of folks who will sign up for them.

You can read all about that here >>

The idea with a lead magnet is to give something (of value!) away for free 
in exchange for their email address.  And yes, this strategy has been 
around for ever.
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Think about the last infomercial or commercial you watched that offered a 
'Free DVD' or 'Free Brochure' for signing up?

Guess what?

That's a lead magnet.

Recap: How To Create A Landing Page That Converts

To recap, the number one page on your website is not your homepage.  
Nor is it your about page, your contacts page, or even a blog post.

The number one most important page on your website is your landing 
page. And the reason being, your landing page is really the gateway into 
your digital world. When somebody hits your website, clicks an ad, hits a 
button, or follows an in-post link; they should be directed to a landing page 
where they have the opportunity to download something for free.

That, my friend, is a lead magnet.

Lead generation in most industries is the number one marketing activity. 
Your sales pages are important because your sales pages and webinars 
are what generates revenue. More than anything though, you want to be 
able to reach out to folks whenever you want to release something new.  
You want to be able to send an email out to your list, engaging them in 
whatever new offer you have to sell.

That's why your landing page is so important.
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3 Options For Landing Pages That Convert

Now, when it comes to landing pages, there are a few ways you can go 
about creating landing pages that convert.

• Self-hosted landing page. Your self-hosted landing page is really the 
page that you have on your website kind of natively. You can install 
WordPress, install a landing page plug-in, and get it built out.  That 
landing page will be hosted by you and native to WordPress.

• You can also go the more complicated route and you can hire a 
developer or a designer, or both in some cases. And they will put 
together the pages for you. It's more expensive. It's a lot longer 
process. It's much slower to test it.

• (BEST OPTION) Creating landing pages with a landing page builder 
sofware, like Axis.  The Page Builder app inside Axis creates 
marketing pages, landing pages, confirmation pages, sales pages, 
and webinar registration pages. It even has an automated webinar 
function to it.

Any of those three options are very good solutions for building sales pages 
and marketing pages that convert.

Why Landing Page Software Is The Best Option

The big thing with landing page builder software is that it hosts the landing 
page for you, as part of the service. The same as Axis.  The Axis Page 
Builder hosts the landing page for you. So you have a page that you can 
just link right to and it's already set up for your business, ready to accept 
leads from the traffic you're driving. From there, it all ties into marketing 
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automation.

Now, with a landing page builder that has hosted landing pages, you don't 
have to worry about the technology or the tech setup. Nor do you have to 
worry about the page design. All that stuff is done for you. You've just got to 
go in and you change the text, images, the opt-in box and all the other stuff 
that you want to make it a little more personal to you. As soon as you hit 
publish, it is live on the internet, ready to start accepting leads.

So that's the beauty of a landing page builder. You can deploy more quickly, 
so you can test stuff more rapidly.

You don't necessarily need to go and learn a new plug-in, mess around 
with themes, get your own graphics, or any of that stuff because all of it is 
already built into the landing page builder itself. That's really the big 
difference between self-hosted landing pages versus landing pages that 
are hosted by the software company themselves.

What We Use For DFY Clients

98% of the time, we use a landing page builder, especially when we're 
deploying campaigns at first.  We don't just deploy one landing page. We 
deploy four or five and then we test them against each other. Usually, it's 
easier to create those on a landing page builder, alter them slightly, and roll 
them out with paid traffic.

With the landing page building software, it's equally easy to install the 
pages on a client's website or our own website, as opposed to creating 
brand new landing pages from scratch every time.
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The most prominent landing page inside the Axis Page Builder, we have 
actually done over 45 split tests on.  We've spent over $50,000 just testing 
that one page, and we cannot find a page that actually converts better... 
Including any other landing page builders or pages that we have designed! 
That page just rocks when it comes to a PDF lead magnet. It tests better 
than anything else we can find.

So that's why it is in our page builder, and it's always the control that we 
launch clients with. It's always the first page that we put out there. We 
might test some other pages, depending on the niche or the vertical or the 
category, but that is the one that ends up converting the best, most often.

In terms of building landing pages that convert, your choice of self-hosted 
landing pages or using landing page software is totally up to you.

For now though, go ahead and grab a Scriptly account and get your first 
landing page set up.  And when you're doing with that, it's time to get 
cracking on your lead magnet!
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Landing Page Checklist: Ready For Leads 
Yet?

Recently we published a 27-point landing page checklist (with a 
downloadable sheet) because we wanted to provide you with a handy tool 
that you can use every time you create a new page for your sales funnels.

Now in this article, we want to get deeper into some technical aspects of 
creating an optimized landing page.

Some businesses are in a rush to launch paid campaigns or start sending 
some traffic to landing pages to start generating leads. Other businesses 
tend to build complicated funnels trying to reach perfection before they start 
driving traffic to the top of the funnel.

The palpable excitement and rush are understandable. The tendency for 
perfection as well. But without due diligence and a well-thought-out plan, 
you are likely yo end up wasting time and money.

While there are a lot of success factors that are out of your control when 
launching a campaign, it’s inexcusable to be clumsy with the essential 
aspects of a landing page that you are indeed control of.

To help you build a solid foundation for a successful lead generation 
campaign, and before you start changing creatives, optimizing, and 
engaging in on-going split testing), here’s a simple landing page checklist.
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Click here to download this landing page checklist in a PDF format. 

Unmissable landing page elements

Be sure to have some of those design best practices, conversion 
optimization hacks, and insert appropriate landing page elements:

• Use a singular form and a button (one Call to Action per page)
• Have as few form fields as possible.
• Be sure to have a clear and large headline. Learn more about 

writing headlines that work.
• If possible, put some real faces on the landing page (like team 

photos, headshots of the founding members, images of previous 
customers), etc.

• Add social proof in the form of client logos or testimonials or both.
• Ensure that your landing page is mobile responsive (there’s just no 

excuse for leaving this one out). 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Collect and insert tracking tags and scripts

 

Depending on the traffic source, there are various tracking tags or scripts 
that you need to inject into your landing page code to facilitate website 
tracking. Website tracking, by the way, can help you monitor the behavior of 
the visitors to your site.

Let’s say you choose to run Facebook ads. You’ll need the base Facebook 
Pixel code to go on every page that visitors are likely to visit. Such pages 
are: the main landing page, the form lightbox modal, the thank-you page, 
and interstitial pages if any.

Then, you’ll have to add the “event” code of the Facebook Pixel to your 
“thank you” page or the page that shows up after leads sign up. this way 
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you’ll be able to track successful conversions (opt-ins in this example).

If you choose to use Google Adwords, you’ll need to insert the Google 
remarketing tag. With remarketing,  you are able to run campaigns that 
target people who have already visited your site at least once.

Are you using third-party services such as Adroll or Perfect Audience for 
retargeting? You’ll then have to add these tracking pixels to your landing 
page code too, as advised.

For Facebook Ads, Google Adwords, and for third-party services like Adroll, 
you’d also want to attribute a numerical value to your leads and sales 
“event codes” so that you have an accurate record of leads and sales.

It also makes sense to add Google Analytics — while using UTM tracking 
— to track each of your landing pages so you have a holistic view of traffic 
being sent to your landing pages.

One URL, two versions
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If you had only one landing page for your campaign, and let’s say you got a 
20% conversion rate at the landing page level, how would you know this is 
the best result you can get? You couldn’t know.

That’s precisely why you need to run split tests for your landing pages. By 
doing A/B testing or split testing, you can test and compare two variations 
of the same page.

Every landing page will have a single URL but this URL will show different 
content to each visitor at random. For example, 50% of the visitors will see 
“CTA A” and the rest will see “CTA B.” Then you will be able to tell which 
CTA (and landing page variation) performed better in terms of conversion.  
This is can be accomplished with A/B testing.

Start by testing a single element of your landing page (such as the 
headline, the CTA button, or the CTA button color, or a background image).

Gather data and make an informed decision to continue with the champion 
while discarding the losing versions.

Connect with your email service provider

One of the most important aspects of your sales funnels is the series of 
autoresponders that you’ll send out to new subscribers or segments of your 
email list.

Your autoresponders trigger immediately after leads sign up, and they 
continue to nurture your new subscribers with automated messages, like a 
simple welcome email, a strategic autoresponder created for sales, or a 
full-fledged customer onboarding series.
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To set up and connect your landing pages with your email marketing 
platform you can either use some integration plugin or a piece of code that 
the platform will provide. This is a case-based scenario and the difficulty of 
implementing such an integration depends on the technology you choose. 
So please think about this factor before you decide on the exact software 
you will use for building landing pages and sending marketing emails.

Once you connect, sign up on your own landing page to test if everything 
fires up alright and that if you are receiving your email messages, 
notifications, etc.

Trace the path from traffic source to email

You’d want a complete picture of everything that happens in your sales 
funnel for every user that has your cookie in their browser. What you want 
to track is every aspect of the user behavior throughout their journey from 
the source of the click all the way to your email autoresponder, and the 
users’ reactions to your messages.

For instance, after a click on the ad, you’d want to check whether or not 
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your Google Audiences is building up. You’d also want to see if your 
Facebook Pixel is firing correctly and is recording conversions for 
your Facebook and Instagram ads.

Is your landing page loading fast enough? Are all the interstitial pages and 
the final thank you page loading? Are your email marketing workflows 
triggering correctly?

Get to active optimization, after the campaign goes live

Soon after your campaign launches, you’ll start getting all sorts of 
feedback. Your landing pages might seem to not convert at all. Is it 
because have missed one of the steps on this landing page checklist? 
Revisit the tips we listed in this post, go right into your setup, deep dive, 
and fix what’s not properly configured.

You’d want to tweak headlines, copy, CTA button copy, replace images, add 
tracking codes or maybe work on the mobile version of your landing page.

If one of the steps on the landing page checklist is missing altogether, it is 
advised that you stop your campaigns and go build what’s not there.

If everything is working fine, gather enough data to fine-tune your 
campaigns; Get busy with optimizing, A/B testing, and using the numbers 
you have to optimize every stage of your sales funnel.

Taking care of these steps will ensure that you don’t miss out on any of the 
necessary due diligence.

Click here to download this landing page checklist in a PDF format.
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How are your campaigns performing? If you’d like to talk to us about your 
funnels, landing pages, marketing campaigns or strategy, get on a strategy 
call with us. We’ll be happy to discuss how we can put together a Done For 
You Lead Generation System for you or help deploy a high-
converting Done For You Sales Funnel.
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Lead Magnet Action Plan

1: Figure Out What You're Lead Magnet Will Be About

The first thing you need to think about is what your lead magnet will be 
about...

There's a fair bit of strategy that comes into play here, because you want 
your lead magnet to stand out among all of the other ones out there...

... And you want to use your lead magnet as a way to position you and your 
products correctly, since you're going to be selling to these leads through 
email!

A friend of mine, Ryan Deiss, says that lead magnets should be 'splinters' 
of what you're selling.  In other words, they should be small, little sections 
of the bigger product.

For example:

• If you have a course on real estate investing, your lead magnet might 

be a report on "3 Ways To Find Cheap Investment Opportunities 

Using Free Tools."

• If you have a coaching offer on webinar marketing, you have a lead 

magnet titled, "7 High Intensity Closing Strategies That'll Increase 

Webinar Conversions By 120 Percent." 

• If you've got a brick and mortar shop - a car dealership - your report 
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might be "5 Things To Look For That'll Maximize Your Resale Value."

In each of those examples, the lead magnet is a small, microscopic part of 
the larger, overall picture!

A side benefit is, since you're just giving away a piece or a splinter of a 
bigger picture, your lead magnet will be ultra-focused and easily 
understood by cold traffic...  Which means your conversions will be through 
the roof.

2: Open Up Your Editor

Now that you've decided on what your lead magnet will be about, it's time 
to open up your word processor...

Depending on your computer and operating system, there are three 
different programs that you can choose from:

• Microsoft Word

• Apple Pages

• Google Docs

It doesn't matter to me which one you use.  I'm a Mac guy and prefer 
Pages, but it's completely up to you.  From a functionality standpoint, they 
each do the same thing.

In terms of style and logistics, just use the default settings for margins and 
spacing.  Don't worry about making the font bigger or changing the style.

Some notes:
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• Include an intro section.  Talk about what's going to be in the report, 

introduce yourself to your new reader, and make sure to talk about 

why what they're about to read matters.

• Include subheadings.  Break up longer sections of your lead magnet 

into sections and give them sub-headlines.  This encourages 

consumption.

• Write like you would to a friend.  Lead magnets serve three purposes 

- to educate, to bond your new visitor to you, and to sell.  Don't write 

them like you would a research paper or a corporate memo... 

3: Write 8-12 Pages

We've found that your lead magnet reports should be between 8 to 12 
pages long...  That might sound like a lot, but it goes by fast!

In fact, here's a little breakdown that you can use as a model for yourself:

• Introduction: 1 Page

• About You: 1 Page

• Report Core: 5 Pages (this is the meat of your report)

• Summary: 1 Page

• Call To Action: 1 Page

And really, the title of your lead magnet is going to give you everything you 
need to beef up that Report Core section.
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If you're writing a report titled, "7 High Intensity Closing Strategies That'll 
Increase Webinar Conversions By 120 Percent," simply devote a page to 
each of those 7 strategies and your golden!

Again, make sure to include sub-headlines to break each section up :0)

4: Include Calls-To-Action

At the end of your report, you'll want to include a call to action to your sales 
video, webinar signup page, affiliate link, or whatever you're promoting...

You want to give your reader the opportunity to read the report and then 
click through to continue deeper into your sales funnel.

Usually, the very last section in our reports is a "What's Next?" section.

In that section, I invite a reader to continue on the journey by signing up for 
a webinar, filling out a strategy session form, or watching a video.  In each 
of those examples, they continue deeper on the path.

The person who opts-in, downloads your report, then reads through the 
entire thing and clicks through a link is an extremely hot lead.

They liked you.  They liked what you had to say.  And they're willing to take 
the next step with you - which means you're about to generate some 
revenue!

These are your buyers, which we talked about yesterday.

5: Add Images

145



After you include your call to action, it's time to pretty up your report a little 
bit.

I'm not huge on adding images to every page of a report, but I do try to 
make my stuff at least a little bit graphically appealing.  You can go off the 
deep end fast, by hiring an editor and having them mock up a design for 
the whole report...

Typically, what I'll do is look for Creative Commons or Royalty-Free images 
that correspond to the sections of my report, and drop them in.

One thing you do want to make sure to include is a picture of you!  Your 
readers want to learn more about you, and there's no better way of 
fostering a bond than including an image of yourself...

6: Export As A PDF

In Step 2, we listed 3 different word processors you can use to write your 
report...  Each of them has the functionality of exporting your document as 
a  PDF.

PDF's are the standard when it comes to reports.  They lock the editor so 
that a reader can only read what you wrote, and Adobe Reader (the 
program that opens up PDF's) is on almost every computer known to man.

Plus, your more technologically proficient readers will be able to put their 
PDF on their iPad or Android tablet, and consume your content from there.

Not to mention, with Amazon Kindle and iBooks getting so popular, ebooks 
and digital files have more value associated with them.  That's a good thing 
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in the mind of your prospect!

7: Upload Your PDF To Share Online

The last step is to upload your PDF online somewhere, so you can share it 
by posting a link.

There are a lot of ways to do this...  You can upload your PDF to 
Dropbox.com and share it with a public link.  You can upload it to Google 
Drive and give it a public link.

Or, my favorite, you upload your document as a media file to your 
WordPress website and get your link from there.

After You Get The Lead...

After you get the lead, what do you do?  Do you sell them something?  Do 
you give them a bunch of free content and build a relationship with them?

The best answer - both!

Inside Axis, we have an Email Copy App with 26+ email templates that'll 
move prospects from just getting to know you to buying your stuff as soon 
as you send out an email.  It's all copy and paste.  Click here to learn more 
>>

Ready to craft your next lead magnet?
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So these are our top 5 tips for creating the perfect lead magnet. Put 
them to use when you're in the process of creating a new freebie to entice 
subscribers to join your list.

You can also implement these practical ideas to transform your existing 
low-performing lead magnets to new exciting lead-grabbing offers. Now, 
creating the perfect lead magnet sounds a lot easier, doesn't it?

And as a parting piece of advice; don't forget to include a call to action 
(CTA) in your lead magnet. It should be a CTA that helps the new lead go 
deeper into your sales funnel to eventually become a customer. So, as an 
example, a CTA could revolve around a paid product that would 
complement the freebie at hand. If you decide to use a CTA in your lead 
magnet, make sure you don't reverse the traction they've already gained.

You want your readers to implement your solution and get results. And, you 
can still email them anytime in the future to promote your products.

If you'd like to look into having us set up a lead generation system or 
a sales funnel that includes a Done For You Lead Magnet for you, go 
ahead and tell us a bit about your business here!
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Confirmation Pages: How To Transition 
From A Lead To A Sale

Getting leads to sign up for your email list is pretty straightforward.  You put 
together a lead magnet… Set up a landing page…  And drive 
whatever traffic you can to that lander.  What we haven’t talked about much 
are confirmation pages which play an even bigger role.

Where do they go after they opt-in though?

What do your prospects do immediately after they sign up on your list?

Well, my friends…  Immediately after your folks sign up on your list, you 
should be making them an offer.  And that offer is presented on 
the confirmation page.

Your new lead, the lead that you worked tirelessly to get, is never more 
engaged with you than they are immediately after downloading your 
lead magnet.

NEVER.

If you miss the opportunity to pitch them something, it’s going to be the last 
time that you’ll be seeing a lot of those folks.

Think about this.  Open rates for the first week after someone signs up for 
your list are typically 40% to 55% – give or take depending on the market 
or niche.  That means, roughly HALF of your new leads sign up for your 
lead magnet and never open any more emails from you.
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So, if you’re paying for traffic, you can legitimately wipe 5 out of every 10 
leads away…  You got their email address, but you won’t be getting 
anything else.

Some of them might unsubscribe.  Some might report you as spam. The 
rest will be disengaged and will end up unsubscribing from your list over 
time.  We’ve got an entire list of things that you should never do when 
you’re marketing through email…

The remaining half, the engaged, active part of your new list…  They’ll 
open your emails, click your links, and they’ll buy eventually; but that 
doesn’t do anything for the ad budget that you just spent to get them!

So today, what I want to talk about is making an offer on the Thank You 
Page, the Confirmation Page, of your list building campaign.  (NOTE: I call 
these ‘Thank You Funnels’ for future reference!)

Here’s how to do it:

Your confirmation page is the 2nd most important page on your site 
(following your landing page, of course).

Here, I’m going to show you how to make an offer on your confirmation 
page that moves a new prospect over into being a fully-fledged buyer pretty 
quickly…  That way, you can turn that new revenue back into ad spend so 
you can keep scaling your campaign.

And just so you know, this is preferably done with a video sales letter 
(VSL), but it can be accomplished in a text-based sales letter too.
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Step 1: Thank Your Prospect On The Confirmation Page

 
The first thing you want to do is thank your new prospect for taking the time 
to download your lead magnet.

This is easy enough to do with a headline or the opening of the video 
being:

Thank you so much for downloading (insert Lead Magnet here).

You can even do it in a news bar across the top of the page.

Just make sure there is a confirmation on the page or in the video 
somewhere where you’re expressing your gratitude for this person opting 
into your email list.

Step 2: Confirm Arrival Times

Next, you want to tell your prospect what to expect by way of arrival…

Are they downloading the lead magnet from the page they’re on?  Are they 
going to receive it in their email?  What I generally do is send it as a link 
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through email, and I tell them when to expect it:

Your download link will be in your inbox in 5 to 10 minutes!

Most autoresponders will send your first email instantly, but sometimes it’ll 
take a few minutes to get to your prospect.  A lot of that depends on 
network congestion, times of the day, etc.

Ideally, you want your prospect to watch your video or read your entire 
Confirmation Page before they go check their email though.  Telling them 
that it’ll be ready in a few minutes serves two purposes – it keeps them 
there for a few minutes and it gives your email platform a chance to send 
that first email.

Step 3: Position And Pivot

This step, Position And Pivot is the most important when it comes to your 
Confirmation Page working or not.

When you put yourself in your prospects shoes, they’ve just downloaded a 
report that they hope will help them solve a problem or do something 
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better…  They haven’t seen it yet though.

So, it’s important to position the video that they’re watching as a way of 
achieving their desired result faster!

You can do this by using simple language like:

Now that you’ve downloaded the 100 Most-Opened Subject Lines Report, 
you’ve got a proven set of plug and play phrases that’ll get you better open 
rates in your emails…

When you watch this video until the end, you’ll also be able to access the 
email autoresponder sequences that’ll get your list buying your products 
and services!

Another way of doing this is by posing a question:

The first question I guess asked by people who download the Lines 
Report is how to write the body of the email copy…  What to put where…

And when you watch this video until the end, you’ll know what the best way 
of writing copy is…  In fact, by the time you finish this video, you’ll know all 
about a piece of software that’ll write your email autoresponders for you!

In this example, the pitch, would be Scriptly’s Autoresponder Engine, but 
we’re not there yet…

First, we need to deliver some content.
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Step 4: Deliver Content & Value

 
Before we can make the pitch on the confirmation page, we have to deliver 
some content and value.  This is where your “Video Sales Letter” turns into 
a full on sales pitch.

The normal story arc in a sales pitch is this:

• Establish that there is a problem

• Introduce yourself (and how you were faced with said problem)

• Relate the problem to yourself in 'story form.'

• Describe your journey in solving the problem for yourself

• Introduce the product or service that contains the soluion (with full-on 

features and benefits)

Now, I realize that your product or service might not lend itself to this sort of 
a sales scenario.  If you’re selling software, you might want to put a demo 
video here.  If you’re selling a video course or a membership, it might be 
beneficial to dig right into the benefits of what you’re selling.
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It’ll take some creativity and split-testing to pull this off, but it’ll be well worth 
your time.  We can take a look at doing it for you here too.

NOTE:  Inside Scriptly, there's a Video Sales Letter Builder that'd be 
perfecting for writing your Confirmation Page Sales Videos quickly...  
Usually in 20 minutes or less!
 

Step 5: Make The Pitch

Now that we’ve positioned our video and pivoted away from the lead 
magnet, it’s time to ask for the sale.

Ideally, pricing for this Confirmation Page offer is below $50, and serves as 
the first product that your prospects can buy from you.  If they go through 
the order process, they’ll they hit a few one-click upsells ranging from $50 
to $300.

Depending on your market, products below $10 work very well for the first 
offer.  These markets include business, marketing, survival, dating and 
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health.  This is also known as a “Tripwire.”

In some markets though, you want to be closer to the $50 range. Examples 
for the higher tier pricing include investment information and photography.

In the photography market, your buyers are used to spending $1000 for a 
camera, $200 for a tripod, $40 for text book style education… So, the 
higher end pricing is justified.

In other markets where there is information everywhere, in every form (like 
business), you’ll need to stay below $10 for your front end sale.

At the end of the day, you want to turn your leads into revenue as quickly 
as possible, and this Thank You Funnel does that.  It turns your most 
engaged prospects into customers, and marches them through an upsell 
funnel without betraying them or shoving products down their throat.

That way, you can take your newly generated revenue and drive more 
traffic with it!

Inside Scriptly, there are autoresponder sequences that’ll help automate 
the backend of this process for you as well, with the Product Sales 
Sequence and the Ascension Sequence being the ones you’ll use :0)

The Product Sales Sequence is the set of emails that you send out 
following the download link…  And the Ascension Sequence are the emails 
that you queue up for anyone who buys your front end product!

If you’d like to take a look at getting this kind of sales funnel built for 
you, schedule a call with us and we’ll take a look at it!
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Getting Traffic 

Website traffic is the lifeblood of your business.  It doesn’t matter how people 
find your site, through search engines, social media, or paid ads; they’ll be the 
ones who buy what you’re selling. 

The goal of the sales funnel is in converting those prospects into customers. 

There are hundreds of ways to get traffic.  Some free.  Some paid. The trick is 

to find a traffic source that works for you, and then going as deep as you 
possibly can in that segment.	

When you have a sales funnel that generates an ROI, you’re never really 
paying for traffic… By spending $100 and making $100, you technically got a 
bunch of free leads!	

And if you make more than $100, you’re getting free leads and getting a 
return on investment!	

I’ve tried hundreds of different traffic sources.  Here are some of the best ones 
to get started with. 

Actionable SEO Strategies For Organic 
Traffic

Search engines are constantly evolving, and so are SEO strategies. Every 
year, there is a lot of speculation around the changes in SEO and the 
upcoming trends. Isn’t it time for you to consider some actionable SEO 
strategies?

Today more than ever, SEO is the most effective medium for achieving 
better website ranking and grabbing adequate website traffic. It is not about 
ranking in Google per se, it is more about making your business visible to 
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the world with the right SEO.

Planning your SEO strategy for the future

Today, Google enjoys a 76% search engine market share – a steady rise 
from 65.5% in January 2016. In the next three positions are Baidu, Bing 
and Yahoo! which have a combined market share of 21.6%. It is obvious 
why it is critical for a business to follow Google-oriented SEO strategies 
carefully.

You can only choose a SEO strategy after a thorough analysis of your 
website. An analysis would help you to pinpoint the scope of improvement 
and areas to improvise.

Unless you know where you want to get, you shouldn’t make any changes 
to your website. In the initial planning phase, you should examine all the 
elements and pages of your website. Find out the issues, bugs or errors 
affecting the rankings of the website.

SEO techniques – What you need to know to rank high  

There are two types of SEO techniques:
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Black Hat SEO

Black Hat SEO involves techniques that are completely against search 
engine guidelines. They are basically low-quality bulk-action practices that 
focus only on improving web page ranking. Content may be overstuffed 
with keywords to force rank in search engines. This type of content 
provides no real value and often deceives users.

Although such techniques may improve ranking fast, Google will soon find 
out and bring your pages down. Your website will most likely be banned 
and you won’t be able to rank it again in SERPs (Search Engine Result 
Pages).

White Hat SEO

On the other hand, White Hat techniques have several advantages. They 
are considered to be an excellent SEO strategy for 2018, 2019 and 
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beyond. White Hat techniques are all about creating genuine and unique 
content that offers value to the reader. Google won’t ban you for White Hat 
SEO techniques, although it doesn’t recommend any doing SEO at all, 
because they just can’t prove that you are actively doing SEO.

Time for Action

SEO is continuously evolving, and the process is likely to continue. As 
Google is continually changing its algorithm for improved user experience, 
SEO landscape must change. Because of the algorithm changes, two 
things are affected – web page ranking and its visibility.

Here are the elements to pay 
attention to and stay ahead in the 
SEO game (especially in the on-
page SEO domain):

1: Content is the indomitable 
King

Quality content can help your web 
page earn four times more than 
seasonal content per year. Did you 
know this? Data shows that the 
average length of content on 
Google in the past had 2,000 
words. This clearly indicates that 
long-form articles and blogs can 
help you to achieve a higher 
ranking.
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Tips

• Quality content is the key area of focus
• The intent of users’ search is crucial
• Don’t add too stylish fonts or colors
• Content should be easy to read, free-flowing, and understandable
• Maintain length of 1,500-2,000 words to get better ranking  

2: Attention-grabbing title and description

You want your website to have better visibility, improved ranking, and 
greater returns!

But how?

An attractive web page title and a small description is the trick to success. 
In fact, catchy titles have the power to freeze your visitors.

A compelling title is so much more expressive that it can tell what your web 
page or content entails. In fact, title tags benefit across social platforms too. 
As social networks use title tags for determining what to display and when 
to share blog posts, it is crucial.

Tips

• Improve website visibility with researched keywords and key phrases 
that receive a relatively better impression

• To get more clicks, add keywords and key phrases in the title as well 
as meta description
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• Make the web page SEO friendly but don’t overstuff the title with 
keywords

• Keep the title length under 60 characters, including space
• For better user experience, create an impactful title that conveys a 

clear message to users

3: Mobile-friendly websites are the new normal

Did you know that mobile users have already surpassed desktop users 
globally?

While 57% of users do not recommend a business having a bad mobile 
website, 40% of users have moved to a competitor’s website after 
encountering a bad experience with the mobile version.

Most users access websites through mobiles. So, if they face difficulties 
using the mobile version, they would not mind moving to other websites.

Is your web page mobile friendly? Click to Run Test.

Websites with mobile device compatibility have better chances of targeting 
users. This would also increase the traffic of websites by targeting more 
and more genuine people.

According to the Mobilegeddon algorithm update of 2015, “Priority will be 
given to those websites which are compatible with mobile phones and other 
devices.”

Ultimately, this would boost SERP ranking.
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Tips

• Test your website for mobile-friendliness using any of the latest tools
• Use readable, large fonts
• Choose a pleasant color scheme and theme for the mobile version
• Use high-quality images for better clarity

	

4: Use lengthy content to add more value

Lengthy content has never been as important as it is today. Long content 
ranks better than short ones. As long content are more detailed, they have 
higher readability. For instance, content with a word count between 1500 to 
2000 words tend to rank higher compared to content with less than 1,500 
words.

Moreover, lengthy content contains more keywords, which ultimately drives 
the content to rank for multiple keywords. As a result, your website visibility 
increases and you lead towards more clicks and more conversions.

Data suggests that long content has a greater possibility of ranking higher 
in the SERPs. Why so?

Because it enhances the user experience, attracts social shares, and gets 
quality links.

Content valuable to users is equally valuable to Google.
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Tips

• Do not compromise on content quality while only focusing on length
• Do not present long-form content with no sections. Break it into short 

paragraphs, simple sentences, and an engaging format.
	

5: Voice search will lead the show

 
In a keynote, Sundar Pichai, Google’s CEO, announced that one-fifth of all 
Google queries are voice searches.

The savviest voice search users are teenagers. However, according to 
Thrive Analytics report, people of all age groups use a mobile assistant.

Today, businesses should optimize their voice search. If they do not, 
chances are that they might outsmart the ones that do.

Voice search also improves website ranking. It holds a large percentage in 
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all searches. Hence, there is a demand for voice search optimization, which 
you must consider for SEO.

According to the Google Hummingbird Algorithm update, “Focus will be on 
the meaning of phrases rather than individual keywords.” That shows 
Google’s concerns about the future of voice search.

Tips

• Fast web page loading is very important
• Average loading time for voice search is ideally 4.6 seconds
• Use simple content that is easy to understand
• Always opt for long format content for voice search optimization

	

6: Aim for impeccable user experience

When it comes to SEO, user 
experience is everything.

Google rewards user-friendly 
websites in many ways. Instead 
of optimizing a website only for 
Google bots, focus on user 
experience to get a higher 
conversion rate and better 
ranking.

You can provide an optimum user experience by ensuring the loading 
speed of your website. At any cost, deliver a speedy website. A website that 
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takes too long to load is likely to be abandoned by visitors without a second 
thought.

Make your website visually appealing. It increases users’ dwell time, i.e. 
time spent on websites before heading back to SERP.

Ensure the website has simple navigation. Users don’t want complex 
menus. It only builds confusion and hinders their actions.

Let’s see some statistics here – 53% of users bounce immediately after 3 
seconds because of poor experience with a website. That’s excessively 
much of a risk to take!

Tips

• Optimize the website for faster loading
• Optimize images for speed
• Add slides and infographics to make the website visually appealing

7: Increase your web ranking with backlinks

Links pointing back to your web pages are the best off-page SEO tactic you 
can deploy. Google determines how important and relevant your website is 
(for a given keyword) based on how many backlinks you have from other 
sources. Backlinks will also help to increase domain authority.

Creating amazing content that bloggers and journalists will want to link to is 
the best way to go. You should also consider doing guest posts by actually 
writing up high-quality content on other blogs. Now, there are a few other 
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ways to build links but we advise you to focus on these do. If performed 
well and consistently, they will do the trick!

Choose the best SEO strategies

SEO is definitely an integral part of your online presence. If done right, your 
SEO strategy can take your business to places and help you survive and 
rank higher.

However, the effectiveness of your SEO strategy depends on the kind of 
decisions you choose to make. Over time, Google Algorithm, trends and 
SEO tactics change. That is why you should keep your knowledge up-to-
date or hire an expert team to help you with your content strategy.

With the best SEO strategies, you can stay ahead of your competitors in 
this virtual marketplace. Whatever you do, don’t forget that creating quality, 
informative and engaging content that your readers will love and appreciate 
is the best SEO technique you can implement right now.

Are you looking for more growth marketing ideas? Here are the fastest 
ways to increase sales!
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7 Free But Powerful SEO Tools For Your 
Toolkit

With over 1.2 trillion searches per year conducted on Google Worldwide, 
optimizing your website for search just makes sense, doesn’t it?

If done right, your search optimization efforts could bring in a constant 
stream of traffic. Devise a plan to engage with incoming visitors using 
proper sales funnels, and this can help you generate leads, make your 
phone go ringing off the hook, and bring in revenue (and profits).

 
SEO, however, can take a huge amount of time, resources, and money. As 
a business, you’d have to think of Search Engine Optimization as an 
ongoing, long-term effort that pays off dividends in the long-term (expect 
nothing for short-term).

While Search Optimization Strategies and implementation take time, you 
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don’t have to waste time searching for the best free SEO tools.

Here’s a complete list of free SEO tools you should have in your toolkit.

1. Pagespeed Insights
2. Google Keyword Planner
3. Ubersuggest
4. Keywordtool.io
5. Mozbar
6. Moz Keyword Explorer
7. Yoast SEO Plugin  

Let’s look at these tools in more detail.

Pagespeed Insights

You already have a website. You have some content on the website. 
Maybe you are also blogging regularly and trying to optimize for search. 
Before you go looking for keyword research tools or free SEO tools, the 
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first call of the day is to do a quick semi-audit of your website.

Does your website load fast enough? (Page speed now matters more than 
ever for better search ranking)? What are some of the design related, 
technology related, or specific website related issues you could have? Are 
there any issues related to SEO right now? Is your website mobile-friendly?

A quick answer to all those questions (and a nice way to self-audit your 
website) is to use Page speed Insights by Google (originally built for 
developers).

Your goal is simple: try to score as high as possible.

Google Keyword Planner

 
 
Google Keyword Planner comes straight from Google and If you had to just 
pick one free SEO tool from this entire list, this would be it. Google has tons 
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of data about keywords that being used to search for everything under the 
sun.

If you have a Google AdWords account (you can use your existing Google 
account to signup, if you don’t), log into the AdWords console, go to the 
keyword planner, type in the keyword(s) that your business represents and 
Google will dig out an entire list of keywords and keyword groups that 
people are actually typing for — along with other data such as keyword 
volume, possible cost per click (the amount that advertisers are willing to 
pay for that keyword), and more.

Search, organize the most relevant keywords for your business, create a 
content marketing strategy around those keywords, and you are all set to 
go.

Ubersuggest

 
Neil Patel now owns Ubersuggest and it’s a web-based tool that’s free and 
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incredibly easy to use.

Instead of you having to login to Google AdWords and use the Google 
Keyword Planner (which is still clunky and slow, by the way), Ubersuggest 
allows you to look for variants of your main keyword quickly, easily, and on 
the web.

Instead of complicating your keyword research with data that you won’t 
know what to do with, Ubersuggest only lists out keywords, search volume, 
and a competitive index ratio for each keyword (to show you how 
competitive that particular keyword is).

Keywordtool.io

 
Wouldn’t you love it if you could just put in a single keyword that relates to 
your business and you get at least 700+ ideas off a single tool?

Keywordtool.io allows you to do just that. But it doesn’t stop there.
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Instead of just showing you what kind of keywords are popular on Google, 
you can also do a parallel search for keywords people use on other search 
engines (there are others, even if some are Google-owned) such as 
Youtube, Bing, Yahoo, Amazon, eBay, and App store.

Keywordtool is also one of the rare ones on this list that also incorporates 
the best from Google Suggest, Google Trends, and Google Autocomplete. 
Now, that’s powerful.

Mozbar

Toolbars are passe, to be honest. But Mozbar is something else (although 
it’s still a toolbar). While it sits on your browser, it’s a free, all-inclusive, and 
very handy toolbar to check on SERP (Search Engine Results Page) 
listings, DA (Domain Authority), and PA (page authority) of any site 
(including yours).

While using the Mozbar, you could do custom searches (specific locations, 
by search engines, etc.); quickly glance at only the metrics that matter; find 
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and highlight keywords on any page by the link type (follow, nofollow, etc.); 
get insights on page overlay (such as whether or not the page is https://, 
general attributes of the page, markup, etc.; and finally, you can export data 
into excel sheets for further analysis.

For a toolbar, that’s a lot of value packed into a free SEO too, eh?

Moz Keyword Explorer

Yet another one from the Moz stable, The Moz keyword Explorer helps you 
discover and target precise keywords (explore by domain, subdomain, root 
domain, or by keywords) that you could use for a comprehensive content 
marketing strategy.

The first step is to enter your own URL into Keyword explorer to check for 
the specific keywords you are already ranking for — this immediately tells 
you the pages you need to work on to rank better.

Using the “compare sites” feature of Moz Keyword Explorer, you can 
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quickly check to see how well you are doing against your competition and 
get tons of keyword suggestions that your competition is ranking for. You 
can then work on those keywords to create more content to rank for.

Yoast SEO Plugin

 
If you are using WordPress, you can just forget about the rest of the list and 
only use Yoast SEO plugin for WordPress.

Simply put, this plugin is all that you’d ever need to optimize your 
WordPress site for SEO. Work on your page titles, optimize each blog post 
for SEO (and don’t publish until the plugin gives you the “green” signal).

The plugin will automatically ask you to pick a primary keyword that you 
want to optimize a page or a blog post for. Depending on that, it actually 
monitors your content for title tags, meta information, keyword density, URL 
structure, and many other parameters that are crucial for the page (or post) 
to rank well on SERPs.
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While either redundant, non-existent, or maybe paid, we know that there 
are many more tools available for SEO. What are your favorites?

176



6 Tips On How To Increase Blog Traffic

Today, you're going to discover how to increase blog traffic no matter what 
niche or vertical you're writing in.

If you have an idea and transform it into a blog, that doesn't guarantee you 
success. It doesn't matter if the idea is unique and you're the first one to 
think about it. In the blogging world, there are some things you have to 
cross off your checklist to have a profitable and highly trafficked blog.

If the point of your blog is just to write stuff with no plan for the future, don't 
read any further, but if you want to get income from your blog and make it 
profitable, please go ahead and apply the following proven tips.

You may think it's easy to make a blog and start writing but that's not even 
half of your work if you plan to be seen as an experienced blogger with a 
valued opinion and a steady blogging income. This is a chapter from 
Blogging 101, containing tips for starting bloggers who want to achieve 
more and get rewards for their hard work.

6 Proven Tips On How To Increase Blog Traffic

You may see these tips as being easy to apply to your blogging strategy 
but you'd be amazed by how many people fail to even take them into 
consideration. Here's what new & trending bloggers should work on for a 
profitable blog.
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1. To Increase Blog Traffic, Try To Be The Best In Your Niche.

More often than not, you'll start a blog for a hobby or for a niche you feel 
attracted to write about. In the other scenario you find a niche that can 
convert big time and you start a blog for the sole purpose of making money.

Either way, you have to do your research, learn and apply that to your blog 
posts. It may be easier for those who started blogging by following their 
passion but others shouldn't be too disheartened about this. People say 
you start an appetite by eating and I think the same thing can be said about 
writing. To some extent, you'll develop an appetite for writing as soon as 
you start doing it, even if it's not your hobby.

Being the best in a niche will help others see you as an expert in that field 
and they will recommend you to others.

2. Target Your Blog Posts To Your Readers.

Many new or trending bloggers will do the mistake of writing for SEO and 
not for their readers. My honest advice is to start writing for your readers 
and start building a community.

I'm not telling you to avoid SEO tactics for your blog, not at all. I'm just 
saying you should take a moment and analyze what are your readers' 
preferences and expectations. What are they interested in? What 
information are they asking for? Don't just write what you think it will be a 
good blog post.

If you want to have a profitable blog, make sure you pay attention to your 
readers and write for them.
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3. How To Increase Blog Traffic? Make Your 
Content Easy To Read.

You may write great content but if people have 
trouble reading it, you can't make it convert to 
income. When you start your blog try to choose a 
reader-friendly template. You will need to use a 
simple contrast, avoid to fill your page with ads and improve typography by 
choosing a good font and a reasonable size for it.

Another great I found on profitable blogs is the way authors write their blog 
posts. If you want to make your content easy to read then use short 
sentences, use paragraphs and don't forget about headings, subheadings 
and bullet lists.

4. Spice Up Your Blog Posts.

When adding great content to your blog, make sure you also spice up your 
blog posts by adding compelling visuals. Videos, infographics, gifs are your 
content's salt and pepper. They make your visitors spend more time on 
your blog and interact with your content.

Using  visuals in your blog posts can help you have a profitable blog by 
increasing the number of clicks you get on each post.

5. Make Your Content Sharable

Another thing you'll want to do on your blog is to optimize the blog posts for 
shareability. The way you create your blog posts and how you want to 
attract visitors is entirely up to you but if you want more, you should 
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optimize how your posts look on social networks to make people more 
interested. There are several ways you can do this:

SEO information - Using a SEO plugin add compelling meta titles and 
descriptions for your blog posts. This is the text people will see when your 
content is shared on social networks.

Most WordPress SEO plugins will allow you to change how your post looks 
on Facebook or Twitter.

Featured image - Try to research and see what are the best image sizes 
for your targeted social networks. Add a relevant featured image that 
people find interesting enough to click on your links and share it with their 
friends.

6. Participate In The Conversation

The blogging process doesn't end when you press the Publish button. You 
have to do some other things to ensure that your blog becomes profitable. 
First of all, start by sharing your content on Social Networks and follow-up 
on the discussions.

Then you can move on to blogs who wrote posts on the same subject and 
leaving comments, trying to redirect people to your own content. If you get 
links to your article from other people on blogs or forums, use this to create 
your visitors base by participation in the discussion.
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Developing A Content Strategy That Brings 
Traffic

When developing a content strategy, smart marketers & bloggers know 
that content marketing is much more than writing blog posts and sharing 
them on Facebook pages. When they set up their content marketing 
strategy they have specific targets and clear ways to achieve them. So why 
shouldn't you try to do the same?

Content creation is a big part of your overall marketing strategy and sales 
funnel...   And shouldn't be taken lightly. Don't just write blocks of text and 
expect visitors to rush to your website - take care of all marketing-related 
aspects.

Every website and online project are different but when it comes to 
developing a content strategy and overall content creation, you should 
always try to do the following:

• Create a visitor/buyer persona (your visitor's profile) and see what are 
they interested in.

• Put together a list of important topics for that persona.
• Write great content in a timely manner.
• Analyze the results and make changes. 

4 Tips for Developing a Content Strategy

If your current goal is to  increase website traffic fast  to your website, 
content creation should be your primary target. Your content will spread out 
around your website, other blogs and social networks that bring you the 
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most benefits. For example, if you're specialized in B2B services, you'll 
probably have more success with content targeted for LinkedIn rather than 
Pinterest.

How does your content help you get more targeted website traffic? Well, 
just adding text to a web page won't help you get more visitors - you'll need 
a strategy (like we share a few moments ago) and some content creation 
tips such as:

1. Create content that adds value

Except for a small part of your traffic (direct), the rest of your visitors want 
to find out certain things about your products or your project's niche. You 
should always focus on useful content so your visitors feel they get the 
information they are looking for and come again or recommend your 
services.

There are several ways you can create valuable content. You should 
always create a persona for your niche and build up a list of topics they 
would be interested in. This will be the core content of your website next to 
which you'll add fresh content.

2. Update your old content

Take a look at your existing content and see what brings you the most web 
traffic. By looking at your Google Analytics statistics you will be able to 
create a list of top-performing web pages and update that content 
(ie.  content optimization). Content creation shouldn't only be focused on 
adding new web pages to your website but also adding value to your old 
blog posts.
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Have a list of tips & tricks from a few years that is still bringing you a lot of 
visitors? Update that page so it will be relevant for your current visitors as 
well.

3. Feature specialists from your niche

One of the best ways to get more web traffic is to interact with experts from 
your niche and feature their content on your blog or social media accounts. 
You can choose to do the following:

• Interviews with experts
• Guest blogging
• Tagging them on Social Media  

If you choose to feature their content or mention them on your blog, don't 
forget to add a link back to their website. Sometimes this will result in a 
mutual benefit, meaning that they will also mention you and send traffic 
your way.

When you interview experts from your niche, there is a high chance that 
they will share those articles with their followers.

4. Don't be afraid to try new types of content

Content creation shouldn't be just creating blog posts and sharing them on 
your social media profiles. In developing a content strategy, focus on 
delivering various types of content your audience can interact with. You can 
choose to start a podcast, a Youtube channel or use the new Facebook live 
video function.
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Don't forget to analyze your content and see what works best for your 
project.

And if you'd rather talk with us about putting together your sales funnel for 
you, go here!
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How To Drive Traffic To Your Sales Funnel 
Using Social Media

If you plan to create a profitable business on the internet, you’ve got to put 
a sales funnel in place. A sales funnel takes your random web visitors 
(coming in from social media or other sources) and turns them into leads 
and then customers.

Imagine how a funnel is used in food preparation: Because it’s large at the 
top, it’s simple to pour in ingredients. As these components fall down 
through the funnel, they pile up at the bottom, and after that slowly drip into 
the container underneath the funnel.

Likewise, the purpose of your sales funnel is to move all your incoming 
leads through your online sales process. It does that by pushing qualified 
prospective customers further down the sales process, and ultimately 
leading to sales — the lowest part of your sales funnel.
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We’ve described how a sales funnel can turn social media (or other) traffic 
into leads and sales. But, this can only do the job if you’re actually 
attracting site visitors, right?

One of the most effective methods to accomplish that is through social 
networks, as this way will both enable you to funnel engaged visitors, and 
also enhance your social media presence — which consequently will make 
it possible for you to pull more potential customers into your sales funnel in 
the months, years and weeks to come.

In this article, we will talk about how to exactly do that — drive more traffic 
to your sales funnel using social media.

1. Publish and promote your blog posts on your social media profiles

This method is a no-brainer, and is the way most people drive a large 
portion of their web traffic to their web pages and sales funnels.

Promoting your landing page where users can directly purchase is unlikely 
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to generate much traffic, as promo content tends to perform poorly on 
social networks. People are on Facebook, Twitter and Instagram to connect 
and to get useful info for free (in most cases). A link to a sales page just 
won’t do the trick!

Instead, try promoting your blogs to your social media following. You 
shouldn’t have a problem getting these people to click through to your 
website if your blog posts are suited to your target market.

In order to literally move these prospects deep into your sales funnel, you’ll 
need to ensure you have a strategy to capture the prospects’ emails once 
they’ve landed on your website.

That’s where a free opt-in offer or lead magnet is so important, and we’ll 
explain more later in this post. You should place a call to action in your blog 
posts, on your sidebar and in a pop-up window to catch the visitor’s 
attention. With this modification, you will minimize the number of bounces, 
i.e. lost traffic.

Discover exactly how to get traffic to your website and landing pages, even 
if you don’t have an ad budget! Click here to download our free Funnel 
Factor report!
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2. Create Facebook and LinkedIn groups

 
Social media groups are a great way to drive traffic to your sales funnels by 
bringing together like-minded individuals who have expressed interest in 
something related to your offer. And so, find those people who are 
interested in what you do and start conversing with them.

Even better, start your own Facebook or LinkedIn group and start pulling 
members in. It is essential that you don’t use groups to post salesy low-
value content as then your following will get annoyed and leave the group. 
What you need to do instead is really aim to help people by giving tips, 
advice, examples, and by asking questions that will help people find their 
way to the solution they’re seeking.

An active and valuable group will hopefully grow naturally, as will traffic to 
your sales funnel. Then, occasionally you can push an offer or a product 
that you’re selling, one that you expect to be of interest to your group 
members.
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3. Advertise a lead magnet to your social media following

 
A free lead magnet can prove to be the best entry point to your sales 
funnel. Having people giving up their emails in exchange for a free ebook, 
email course, video series or practically anything of value, is an effective 
method to drive more top-of-funnel leads.

In fact, this is one of the most reliable methods to propel traffic to your 
sales funnel using social media. 
Here’s how lead magnets work: Create a complimentary digital or 
downloadable product that your social media fans would find irresistibly 
valuable.

Promote this digital product to your social media followers; a large portion 
of your following will excited to visit your opt-in page and hand over their 
email in exchange for a freebie that is highly targeted.
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4. Use eye-catching social post images

 
The primary thing users see on social media is a picture. The images you 
choose to post have to get the users’ attention.

If they don’t, then the rest of your absolutely fantastic content won’t make a 
shred of difference since people will never see it. Therefore, get fantastic 
images– and ideally ones that everyone else hasn’t already used a million 
times.

Many stock photo websites only ask for a tiny amount of money for you to 
get access to wonderful imagery which, if your social fan base is big 
enough, will get you a hoard of new site visitors.
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5. Draft attention-getting titles

When posting to Facebook, Twitter or other social media, keeping an eye 
on your titles can make all the difference. Your headlines should be one or 
two short phrases (often your opening sentences), which are intended for 
catching the attention of your fans and getting them to click on your post 
through to your sales funnel or post page.

Here’s an article we wrote about how you can actually draft catchy 
headlines.
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6. Drive traffic using social media snippets

 
What are social snippets and how can you use them to drive more traffic to 
your sales funnels? A small sneak peek of your web content (description, 
image and title) instantly appears when you publish a link on social 
networks.

This is called a social snippet, and it’s remarkably essential for getting click-
throughs to your sales funnel or website. Without optimized social snippets, 
your links are unlikely to even catch the busy social media users’ eye, 
never mind clicked.

To make sure your social snippets are as tempting as possible, see to it 
that your blog posts have an illustrative title tag and meta tag. Use an SEO 
plugin, like Yoast SEO if you have a WordPress website, as these plugins 
make it super simple to tailor those important tags.

You’ll also want to make sure that your blog posts have an eye-catching 
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images. Usually, social media will pull either the first image in the post or 
the featured image (if you’re using WordPress). Again, using a plugin will 
allow you to set a custom image for social snippets.

Need to generate social media traffic?

Social media is arguably the most effective means of driving traffic to your 
sales funnel. Using the tips above to drive traffic using social media is your 
best bet for attracting top-of-funnel leads to your landing pages and blog 
posts, and ultimately turning them to into paying customers.

We can help you pull more targeted, high-quality visitors into your sales 
funnel, so you can get an endless flow of high-conversion traffic to feed 
your sales process. See how!
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Facebook Ads Sales Funnels For High 
Conversion

The newest type of advertising funnel is the Facebook Ads sales 
funnel which gives you access to both cold and warm buyers. Here's how 
to set it up.

Every month there are more than 2 billion people who are active on 
Facebook.  That's a LOT of people that could be in your Facebook Ads 
sales funnel. These users go to Facebook in search of something. Some 
come to connect with friends and families. On the other hand, some of 
them are in need for information about certain products or services.

With this huge number of users, Facebook creates a great marketing 
opportunity. Better still, Facebook’s average CPC (cost per click) is still low 
compared to other advertising platforms.

Facebook Ads, for instance, is one of the marketing tools you can use to 
reach your campaign objectives and goals, whether they be acquiring fresh 
leads or increasing sales.

For example, a sales funnel that is fed through Facebook Ads can help you 
create brand awareness. It can also have as a goal to attract new leads or 
just boost traffic to your business website (although traffic only is not a well-
thought sales funnel goal). Note that Facebook Ads can give customers the 
opportunity to redeem your offers instantly. That means instant sales!
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Ads can boost engagement between these customers and your business 
too. Most customers are attracted to companies that respond to their issues 
and give solutions on the same. Therefore, you should take advantage of 
Facebook Advertising to keep customers updated.

How is Facebook Ads different from other PPC platforms?

When you compare it to Google Ads, Facebook needs to be approached in 
a different way. Facebook is not about buying impressions for keywords 
that people search. It goes beyond that. It can target behaviors, 
demographics and interests.

The truth is that the majority of people will not make instant purchases 
when they come across your ad on Facebook. So, relax, do not try to yell at 
people "buy now!"

Instead, craft a Facebook Ads sales funnel. However, your funnel should be 
as smart and authentic as it can be. By doing so, you’ll be successful with 
Facebook Ads.
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But what is a Facebook sales funnel all about?  And how do you sequence 
up the advertising funnel to convert more buyers?

What does a sales funnel (ie. advertising funnel) entail?

There are many businesses offering the same products as yours. Have you 
ever wondered how customers connected with your business in the first 
place instead of choosing your competitors? Maybe you can do some 
research here and find the origin.

Take a moment and think of how customers found your business. It could 
be that you shared content from your site, or a piece of content went viral 
or, simply, a Facebook advert caught their attention.

Either way, there are some steps you can follow for people to connect with 
you and for them to notice your business. These steps include:
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• Awareness in terms of engagement, tips and sharing content. 
• Consideration through videos, long/detailed content, and special offers. 
• Conversion via webinars, testimonials, trials and remarketing.

Then, there is retention and upselling by providing more value through 
consistent marketing efforts.

Having listed these basic automated sales funnel steps, let’s now check out 
how you can build your Facebook Ads sales funnel.

Step 1. Start Your Facebook Ads Funnel by Installing The Facebook 
Pixel

The first step is to download the Facebook Pixel and install it. Facebook 
Pixel comes in the form of a code snippet that you place on your site. Its 
role is to track the activities of your visitors on your website. This tool is 
highly powerful in retargeting and tracking traffic – you can’t afford to miss 
it.

Apart from tracking traffic, your Pixel will collect data as well. It will do so 
even when you don’t have any ad.

Any person who visits your website, the Pixel will track their activity. Hence, 
you’ll be able to know how many people visit your site and what they do. 
Further, you’ll learn of the interaction you get in all of your social profiles 
and it'll basically timestamp prospects in your advertising funnel.

Do you need an advanced analytics tool with behavioral tracking features 
that can map out exactly what people do along all the steps of your funnel?

Is tracking visitors the only thing the Pixel can do?
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Of course not! The Pixel will guarantee that your Facebook adverts are 
visible only to the right audience. Therefore, you'll be able to segment your 
audiences and utilize Facebook Ads in your Facebook Funnel in a more 
sophisticated way.

Watch the following video to see how to install the Facebook Pixel to work 
with your complete Facebook Ads sales funnel.

Step 2. Develop captivating content for your Facebook Ads sales 
funnel

For leads to progress through your sales funnel with the lowest friction 
possible, you need to facilitate the leads' journey with captivating content. 
There are different content needs for each stage of the Facebook Ads sales 
funnel. Read this post about how to create the right content.

You need to content specifically for different audience segments. For 
example, the way you address cold traffic is different from warm leads. 
Promote your top-ranking content to cold audiences, and narrow down to 
problem-specific solutions as you start to define the interests and behaviors 
of cold leads.

Now, apart from installing the Pixel and creating some kind of content, you 
should actually create epic content. Read this post on how creating 
captivating content will, undoubtedly, attract people’s attention.

Step 3. Concentrate on warm audiences

With regard to warm audiences, that is audiences that know your brand 
and have indicated that your product might be a good fit for them, are 
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audience that you could possibly advertise directly to.

You can start with your warm audiences. Add them as custom audiences 
in Facebook Ads and include them in your marketing campaigns.

Here's a video about what custom audiences are and how you can create 
them to serve your Facebook Ads sales funnel.

Here you can try a few things. For instance, you can send people directly to 
your product page. Then, see what trend your conversion rate takes. Or 
maybe send them to a limited-time offer page. As a result, you’ll note that 
certain products yield great results – especially when you're aiming for an 
intuitive low-price purchase.

Nevertheless, you shouldn’t take the same approach with all of your 
products - specifically if they are expensive and people know little about 
them. Typically, people won't buy spontaneously, so running a campaign 
that sends traffic directly to your sales page won't help your bottom line, 
instead it could consume your advertising budget in a jiffy.

What you can do instead is what we are describing in this article; create a 
Facebook Ads sales funnel. And in the next section we will explain how that 
looks.

Step 4. Attract similar audiences

So, you have installed the Facebook pixel and have created amazing 
content for every step of the funnel. You have also separated warm leads 
as custom audiences.
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Now, it's time to take advantage of lookalike audiences to reach out to a 
larger group of people on Facebook.

You can use your custom audience data to classify your visitors and build 
lookalike audiences. Read this guide to learn how to build these expanded, 
yet targeted, audiences.

See the power of similar audiences? Users in the new audience will have 
similar interests and attributes to those already buying and interacting with 
you. Facebook knows the characteristics of your buyers (from your custom 
audiences) and can expand this group to include more people with similar 
demographics, interests and behaviors (lookalike audiences).

Now, to paint the picture, your Facebook Ads sales funnel should look like 
this:
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EXAMPLE OF A FACEBOOK ADS SALES FUNNEL

Top of Funnel

Cold traffic to your epic content coming from basic demographic and 
interest targeting.

Middle of Funnel

Warm traffic to conversion-optimized content that provides a solution.

Traffic is coming from custom audiences that have already visited your 
pages.
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Bottom of Funnel

Hot traffic to a conversion-optimized product or sales page.

Traffic is coming from lookalike audiences and has the purchase as an 
objective.

This indicative Facebook Ads sales funnel will help convert cold traffic into 
warm leads and eventually buyers.

But is there one more step in the Facebook Ads sales funnel that is 
missing?

Step 5. Focus on retargeting

If you stopped in our previous step, you would miss out on a great 
opportunity. Remarketing.

Most of the time, even if people have gone through your complete sales 
funnel, they are not yet ready to buy. Sometimes, force majeure makes 
them leave products in their shopping cart. And you don't want them to 
forget to come back.
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By the way, we have a done-for-you cart abandonment email 
sequqence readily available for you to download and plug into your 
autoresponder. This can work in parallel with your Facebook Ads 
remarketing to get forgetful buyers back to your checkout page.

Also note that, as some marketers say, people will see your products and 
brand at least 7 times before they make a purchase decision. Buyers are 
also hesitant to even enter their card information.

This is exactly why you need to add another step to your Facebook Ads 
sales funnel. Retargeting campaigns that will show ads to people who have 
interacted with your other campaigns. For example, you can set ads for 
abandoned carts or other bottom-of-funnel audiences, e.g. people that 
have visited a product category page. Also, you can run ads for middle-of-
funnel leads to inform them of new, interesting content that you just 
published.
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Here's a guide by Facebook that explains how you can create remarketing 
ads for your products. And this is a piece we wrote about advanced 
advertising strategies to build a high-conversion Facebook Ads sales 
funnel.

The point is, you should keep on remarketing to people who visited your 
site but never made a purchase, until either they do or you decide you don't 
want to deal with them anymore.

Warm Traffic VS. Cold Traffic in your Facebook Ads sales funnel

Keep tabs of how 'hot' your folks are inside your advertising funnel is 
interesting...  Largely because you ad funnel starts off with cold 
traffic.They're cold when they first see an ad or first experience your brand.

Then, the advertising funnel warms them up, so ...

The Cold Traffic Progression

We build all of our advertising for our clients this way. Basically, there is 
always a set of ads that is specific cold traffic.  Your cold traffic audience is 
made up of those who they don't know who you are. They've never heard 
of you. In the Facebook world, they aren't necessarily even searching for 
the solution that you provide. They're not going to Google and typing in a 
keyword phrase, because Facebook traffic is all interruption-based.

In the Google world, they are going to Google and searching for the 
keyword phrase that you are advertising for or that is related to your 
business . So that is kind of one of the differences between Google and 
Facebook and how they are similar in the cold traffic sense.
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But this cold traffic person doesn't know who you are. They've never heard 
of your business, because if they'd heard of you, then they'd be a little bit 
warmer. You know what I mean?

Warming Your Target Market Up

The way the advertising funnel works is that folks an ad as a cold prospect. 
Then they take some sort of an action... That action might be:

• Watching a video that for 50% of its length or more, 75% or more...
• It might be clicking on the ad and going to your website.
• It might be opting in for a report for a lead magnet.
• It might be just full-out buying something. 

But that cold prospect is, in their action, warming up to you... Warming up 
to your brand. So that is what the advertising funnel is all about, because 
when we warm them up, then we can do additional things with them.

Now The Transition In Your Advertising Funnel

So after they do something, they are no longer cold prospect.

They move past that cold traffic ad, and now they are seeing a retargeted 
ad, because they did something... They watched the video. They clicked 
the link. They landed on a page. They opted in. They bought something. 
They're no longer cold. They are warm, and, because they are warm, they 
are seeing a different type of ad from you.

So with Facebook Advertising, it might be a welcome back ad, or a 
shopping cart abandonment ad. It might be telling them about a product 
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that they might be interested in that they didn't already purchase.

So there's lots of ways that you can carry out this retargeting campaign. 
 One of the things that we really like to do is, once they move from cold 
traffic to warm to a retargeted ad, then we also acknowledge that they are 
probably getting warmer or colder within our sphere of influence. So we 
might have a retargeted ad that shows a lead magnet for days 1 
through 4.

So if they land on our website, then, for this four day period, they see 
something on our ... They see a Facebook  Video Ad, talking about a lead 
magnet, and then if they don't do anything, then, days 5 through 8, we 
give them something else. Maybe it's a checklist or we promote a 
different product or newsletter.

Then day 9 through 13, we do something a little different.

When Prospects Cool Off

With the understanding that they're getting colder. The longer they go 
without doing something, the colder they are getting. They are moving past 
what we do because a buyer is only really hot for a very short amount of 
time. It might be a week, it might be three days, it might be three weeks, 
but they usually buy and consume a bunch of stuff in the same period of 
time, and then they move on.

Think about your own experience. Let's say you're looking for a piece of 
software, like a video-hosting platform. Chances are, you recognize the 
need, that you need a video-hosting platform like Wistia or Vimeo or 
whatever.
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...So you do a little bit of research, you find all of the companies in the 
market.  That might not have even been triggered by you internally, but by 
an ad. Maybe you saw a Wistia ad, and then you think, "Wait, this kind of 
makes sense. I need to keep my videos private. So who else has this 
technology?" Then you do a little bit of research, and then you buy. You do 
free trials and everything, but you've come to your decision in the first week 
or two, typically.

You've settled on one, you've canceled everybody else, and now you are 
done. You've moved on. You're past that. So you might still open some 
emails and do something, but you're kind of done signing up for free trials 
until you're dissatisfied with a Wistia, and then you're moving on to 
something else.

How It Relates To Your Buyers

So that's typically how buyers react. That's how your buyers react. So 
understanding that they're cold, and then they're warm, and then they're 
leaving you...  And you can engage those customers differently through 
your advertising funnel with different ad types.

Now, Facebook is a little bit different when you're doing these advertising 
funnels, because:

1. You can do a lot with Facebook Video Ads.
1. You get cheap clicks.
2. You can do video views campaigns and then target people 

based on how much of a video somebody watches...  Which is 
really important for capitalizing on momentum and moving 
somebody through this advertising funnel.
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But it all comes back to the targeted website traffic you get from the 
Facebook pixel. Thats how you increase website traffic fast...  It's by 
utilizing paid traffic sources the right way.

So, on the Facebook ... You add the Facebook pixel to your website, and 
then that pixel tracks:

• Which pages your prospects visit
• Where they go on your website
• What your conversion events are
• Which ads are sending you leads, sales, and ultimately conversions.

	

So the pixel is really, really important in this entire makeup, and that's how 
we actually set up the staggered Facebook Ad Funnel process where you 
target different creative for:

• Day 1 through 4
• Day 5 through 8
• Day 9 through 13
• And so on...

	

We actually go in and say, "Okay, if somebody is brand new to this 
audience because of the pixel, show them this ad. If they're between five 
and eight days, then show them this ad. If they're between 9 and 13 days, 
show them this ad."

Progressive Lookalike Audiences Based On Your BEST Segment

It's all based on the pixel and the audience that that pixel creates.
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And from that audience, we create lookalike audiences of our most 
successful segment of folks. So if first, if we have no data whatsoever, then 
we're creating a lookalike audience based on the people who watch 50% or 
more of a video or 75% or more of a video.

Then, if we get a significant population of people who hit a webpage or opt-
in for a report or buy, that's always the next lookalike audience that we're, 
we're engaging with. We're always creating a new lookalike audience 
based on our best set of data, and then we're moving all of the ads to that 
lookalike audience. So we're always optimizing the audiences and letting 
Facebook know exactly who we want to get in front of.

So all of this stuff is really, really important for your own advertising funnel. 
Now, the ad funnel itself, as it's moving prospects through, it needs to tie in 
with your sales funnel. The sales funnel, your landing pages, your 
automated webinars, your VSLs, all of that stuff really comes out to party in 
these Facebook ads. We like video a lot. We do a lot of video views, 
campaigns.

DIY or DFY Facebook Ads sales funnel

As you try out different strategies and mix up sales funnel elements to 
create the perfect recipe, always keep track of your conversion rate. 
Conversion rate is arguably the best indicator of the success level of your 
campaigns.

If you just want to run your business and you are not a DIY kind of person, 
then our team at DoneForYou is equipped with all the skills and tools to 
create high-conversion sales funnels for you, ones that start with Facebook 
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Ads and end with filled-up shopping carts.

Schedule a call with us to discuss how we can create a funnel that serves 
your business goals and adds to your bottom line.
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Facebook Ads: Record Video Ads With Your 
Mobile Phone

Today, I’m going to show you how to record simple Facebook Video Ads 
that reduce click costs and help you create both retargeting and lookalike 
audiences.

First, video views campaigns in Facebook are incredible. There are so 
many different things you can do with them, but the main two benefits are:

1. You get cheaper clicks, which will increase website traffic fast (and 
who can say no to that?!)

2. You can assemble a retargeted audience using all of Facebook’s 
data, based on how much of the video someone watched.

3. Using that retargeted audience (or custom audience) you can create 
a lookalike audience which means more targeted website 
traffic immediately. 

What that means…

Using Facebook’s Audience Data When You Don’t Have Your Own

If you are just starting a new company or if you are starting ads on 
Facebook fresh, then you’re able to post video and segment out who 
watches that video.  When someone watches 25%, 50%, 75% or more of 
that video you can put into a “custom audience.” Then, using that custom 
audience, you can create a lookalike group for any future ads!

PLUS, you can retarget those folks with another ad campaign.
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So, one Facebook Video Ad Campaign gives you some very real 
advantages in finding ideal prospects for your lead magnets and digital 
products.

Example Facebook Video Ads Scenario

Let’s say a fitness product or a membership site that you’re looking to sell.  
You put a promotional video up as a Facebook Video Ad for prospects to 
watch…. They click the video and then they go over to your sales page.

Good so far.

Well, at that point, you’ve got some good data already.

Whoever watches more than 25% or 50% of that video, you can be 
reasonably sure that they are interested in fitness, that they are interested 
in digital products, that they like you. With the video views data, you can 
put an audience together that targets people just like them for your next 
promotion.

So, when you’re starting cold or when you don’t have a whole lot of data, 
Facebook Video Ad Campaigns represent a fantastic strategy to bootstrap 
that data.

Facebook Video Ads Script

For our Ad Management clients, we write their Facebook Video Ad scripts 
for them. We figure out the two or three things that they’re promoting, then 
write a script, and send it to them.
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If you’re not a client, then obviously we can’t write a script for you…  But 
you’re welcome to jump onto a Strategy Session to talk about becoming 
one!

The rest of this holds true.

Every video has one action – one thing – that you’re really trying to get 
somebody to do.

That one thing is going to a landing page and entering an email address for 
a lead magnet…

Or going into a sales page, watching a video and then buying something…

Or going to a survey and completing it…

Whatever that action is, you want pre-frame that action inside the 
video.

Two MOST Popular Facebook Video Ads Campaigns

Of all the types of Facebook Ad Campaigns we do for clients, there are two 
that end up being the most popular…

Lead Magnet Promo Campaign

This is very simply a video talking about a lead magnet and then telling 
somebody to click the button below to go and download the lead magnet. 
The material itself is very similar to what’s on the landing page.
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You start with a question and then you talk a little bit about the lead 
magnet, and then you deliver some language around the features and 
benefits… Followed by the call to action at the end is click the button below.

If you don’t have a Lead Magnet done yet, go here.

Sales Video Promo Campaign

This is another one that’s not too fancy..  It’s basically a short video to get 
someone to click through and watch a longer sales video (or sign up for an 
automated webinar)

Typically, this kind of Sales Video Promo Campaign is going to be used is 
a retargeted ad…

But the content of the commercial is going to be same format.

Open with a question.  Add a bit of content.  Talk about what a prospect is 
going to experience if they click through the video and watch the sales 
presentation…  And close by encouraging them to click the button 
underneath the video.

PRO TIP: You can see how these kinds of ads lend themselves to a sales 
funnel.  If you'd like to speak to us about building an Automated Sales 
Funnel or Optimize the Sales Funnel you have - click the respective links!

How To Record Your Facebook Video Ads
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To record this video, I am actually talking to my computer. This is a webcam 
at a standing desk in my office. For me, I’m at the standing desk for three, 
four hours a day, and it is a nice way to talk to a camera and record stuff.  
I’m already here and I can record some thoughts and then hit export it, and 
then boom. It goes up into Facebook and YouTube and blog posts and all 
that other stuff.

If you have a laptop, you can do it on your webcam; that’s totally fine too. 
You can be sitting at a desk. I like standing because it ends up being eye 
level.

Another way you can do it is by having a selfie stick if those things are even 
around anymore…

Or a 3-Axis Gimbal.

When you turn it on, it keeps your mobile device nice and straight no matter 
how you position it.

You can either record yourself looking at the camera, or you can have 
somebody else record you. So it really just depends on however you want 
to do it.

At the very minimum, you can have somebody record you…  Or you can 
just hold your mobile phone out in front of you and hit the record button.

For our ad management clients, just ship us the video and we will get 
everything edited.

Facebook Video Ads Tricks
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There are a couple of tricks with Video Ads on Facebook.  Anything that is 
over a minute or two, you almost want to change the background up.

People respond to movement, and one of the best ways to move is to 
change the background or change the scenes inside of the video.

What you can do is record the same script in two or three different 
locations.  Maybe one in your office, one in a library and one outside.  Then 
you edit those shots to make for a seamless video that’s a bit more 
engaging. That’s one trick that we do.

If we’re working with you, you can film in three different places, send us the 
Dropbox link or whatever you’re comfortable with, and we will splice it 
together for you.

The most important thing for the video views campaign is that you are 
comfortable delivering the material… That you’re comfortable speaking 
to a camera. It’s really the biggest thing, and also it helps if you’re not 
reading lines on a computer.

Ideally, we want the video ads to be less than 60 seconds because they 
can be used on the greatest number of platforms if they’re under 60 
seconds.

If they’re over 60 seconds, that’s fine… We might just not be able to use 
them on Instagram or we’ll have to edit a shortened version just for 
Instagram…  But we want to make sure the video ads can play on as many 
platforms as possible. That way we can utilize the audiences created by 
those platforms.
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Live-Action Video VS. B-Roll With Voiceover

A big one…  Live-action or live-motion videos versus a B-roll style video 
with a voiceover.

Unfortunately, B-Roll is an easier way.  But it is much less effective.

From a live-action standpoint, at the very least, you need to introduce the 
video. You need to be in front of a camera for the first 10 seconds, then it 
can go to B-roll.  An audience wants to be able to bond with somebody. 
They want to see somebody in the video.  Then it can go to B-roll. You can 
clip up the rest of it with B-roll type shots or stock footage with a 
voiceover…

But you need to at the very least need to have someone introduce the 
video.

If you don’t have a live-action person at the beginning of that video views 
campaign, there isn’t anybody to bond with. There’s nobody for a viewer to 
relate to. It’s just stock image, after stock image, after stock image with a 
voiceover or with an audio track on top, and it doesn’t get the job done.

Sure, somebody might watch the video… If they’re pausing, the video 
might play on their phone, but they’re not engaging with somebody. They’re 
not engaging with the video, and that’s really the bigger part of the video 
views campaign.

Think about it – this ad is showing up on social media.  Social media is 
social.  They’re there to connect.
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Need Help?

If you have any questions at all on creating Facebook Video Ad Campaigns 
or having us set them up for your business, click here or the button below.  
Fill out the quick action plan form and we’ll jump on the phone and talk 
through your ad campaigns, your products, your business, and your 
goals… 
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Facebook Lead Ads: How To Generate And 
Manage Leads

Facebook Lead Ads was launched in 2015 with a specific purpose: 
Generate leads by targeting people and giving them exactly what they care 
about. The goal was to generate high-quality leads at a fraction of the cost 
compared to other channels.

According to Facebook, car manufacturer, Mazda managed to get 5X more 
leads while reducing their cost per lead by 85%.

Secret Escapes acquired twice as many leads at 52% less cost than 
regular Facebook advertising.

Peloton — a lifestyle and fitness product company — used lead ads to 
drive 15% more leads for their products while massively benefiting from 
67% lower cost per conversion.

Lead Ads, as a product, has evolved from a simple form to a complete suite 
of options available for businesses and advertisers to generate leads.

Facebook Lead Ads can be shown as a context card (as an extra tile before 
users get to a form), on Desktop on Mobile, leading to a native form built on 
Facebook, as a part of Canvas Instant Experience.
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Lead Ads work great when you have something of value to give away (also 
called as lead magnets or lead magnet funnels).

The objective of lead ads is simple: make your targeted users take a very 
specific action, with a clear offer.

Clicking on the ad will reveal either a context card and a form, or just a form 
with each facebook users’ information pre-filled into the form.

As Facebook puts it,

“Unlike other ad types, lead ads include a contact form, called an “instant 
form,” that lets people show their interest in a product or service by filling 
out the form with their details and allowing a business to follow up with 
them.

On your lead ads instant form, you can request email addresses or contact 
information from people who click on your ad. You can ask people custom 
questions. Lead ads can be used to collect sign-ups for newsletters, price 
estimates, follow-up calls, and business information.”
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With two clicks or less, leads are generated and passed on to you.

The advantages of Facebook Lead Ads are huge: you don’t need a 
separate set of landing pages, the instant forms or contact forms are built 
within Facebook or Instagram and are tied in together with your ad, native 
to the platform.

Here’s how and why you should use Lead Ads campaigns:

Start with a strong and clear offer (Hint: Provide value)

You are well aware of how to use lead magnets and offers to generate 
leads. You are probably using some of those tactics right now.

Unlike regular Facebook advertising or Google Ads (or any other 
advertising platforms), with Facebook Lead Ads you can’t just have an ad 
that requires people to click through to a landing page. Instead, you have to 
make specific offers right away. Your Facebook target audience is going to 
sign up for the offer by filling out the form that’s attached to your ad or your 
instant experience on Facebook.

Here’s an example of a lead ad from The HOTH

Put in the work for Facebook Lead Ads

Clicking a few buttons, creating a form, adding an image, and launching a 
Facebook Lead Ad campaign makes it easy but not necessarily effective.
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Facebook would want you to believe that it is easy enough.

But just like regular Facebook Advertising, your Facebook Lead Ad 
campaigns will take work, investment resources, planning, optimizing, and 
split testing to get you the results you seek.

As Rikke Thomson of Sleeknote writes, 
you’ll need to prepare to make a strong offer, 
use relevant images, write impactful copy, 
and place a strong call-to-action button to 
make your Lead Ads work well.

Ask the right questions

Simplicity and minimalism are key to be sure 
that your forms will work on lead ad 
campaigns.

The number of questions and the exact type 
of questions you’ll ask will depend on the 
campaign idea, campaign objective, the offer 
you are making, or the kind of leads you are 
looking to generate.

Here’s what Facebook recommends:

• Don’t ask for anything you don’t need
• Just because you can add form fields 

and questions doesn’t mean you 
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should.
• As with any kind of good old conversion principles, fewer questions 

means less friction which in turn means higher conversions.
• Keep Instant forms minimalistic

Use Lead Ads with Instant experiences

Facebook Canvas campaigns have been rebranded as Facebook Instant 
Experiences. They are a great way to make your campaigns work harder 
for your business.

Given that Instant Experiences are visual, built for mobile, they get you 
higher CTR (click-through rates).

This falls directly in line with Facebook campaign best practices such as 
using relevant content to show to your target audiences, using thumb-
stopping creative, and to be mobile ready.

Don’t forget to make it clear from the start as to what you are offering and 
what you want your potential audience to do.

Further, since you are asking for information (like email addresses and 
phone numbers) from your audience, be sure to keep your brand identity 
front and center.

Manage audiences right

As you’d do with any Facebook ad campaigns, spend a lot of time trying to 
create the best possible audiences for your campaigns.
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Don’t rush through this. Don’t pick audiences at random. Do your research 
with Facebook Audience Insights, your own Google Analytics data, and use 
common sense to try to identify the best target audience for your campaign.

Opt for “extended reach” for your audiences while setting up your targeting.

If you have already run Lead Ads for a while and have generated leads or 
managed to make sales happen, exclude these audiences from your new 
campaign.

However, be mindful of audience overlap. Audience overlap happens when 
you try to show your ads to more or less the same audiences as with your 
existing ad sets.

Respond to tour leads

There’s really no point collecting leads through a done for you lead 
magnet if you don’t have a way to nurture them from the minute they sign 
up. The time it takes you to follow-up has a significant impact on 
conversions and your bottom-line.

If your campaigns (and hence lead forms) require phone numbers and 
instant follow-ups, be sure to run your campaigns during your business 
working hours by using day-parting features within your Facebook 
campaign setup.

Make use of one of the native CRM integrations that Facebook provides to 
connect your CRM or your email marketing autoresponder so that an email 
can trigger each time leads signup with your form.
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If your existing CRM or email marketing tool isn’t a part of Facebook’s 
native CRM integrations, make use of Leadsbridge, Connectio, 
Automate.io, or Zapier.

Are you running Facebook Lead Ads? How are they performing? If you 
need help with your lead generation campaigns, feel free to contact our 
experts and we’ll help you craft an effective strategy.  We can even build 
out a Done For You Lead Generation System for you so you can watch the 
leads roll in (and convert to sales) while you focus your energy on running 
your business!
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How To Build Your Audience Using 
Facebook Live Streams

Facebook Live Streams or "Facebook Streaming" isn't new.  Not by a long 
shot. There are several services online that allow you to stream live video. 
You can do this on Youtube, Twitch, Livestream and other similar websites 
but you'll have a limited audience since (almost) everyone is on Facebook.

This is probably the only advantage people who stream live video on 
Facebook have - you can reach a bigger audience and build up 
engagement rates by making fans and friends react to your live streams.

There is a good way to start using Facebook Live Video for your business 
so read on to find out how to use this service to grow your fan base and 
boost the engagement rate.

Before learning how to do this, let's talk about the mistakes you should 
avoid while streaming live on Facebook.

Check your surroundings.

Don't worry about being perfect or having the perfect room or backdrop.  
You do want to make sure that there isn't anything behind you that you'd 
rather not be there...   I've had our cat run around behind me, jump on the 
desk, etc.  That's no problem.

Don't use a low-end mobile device.

Before you start streaming, ensure that your mobile device is capable and 
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the video is reasonably high quality. You want a good internet connection 
too.   And, of anything, audio is probably the most important aspect!   Keep 
background noise to a minimum.

Have a clear reason for live streaming.

Don't just use Facebook Live Video and stream for 2 minutes just to say hi. 
Your live videos should be more complex and have specific goals for your 
business.

How to build up Engagement 
Rate with Facebook live 
video

Facebook users seem to have 
some fun using Facebook live 
video but as a business, you 
should have specific goals what 
you're trying to accomplish. You 
can try to redirect people to 
your website, grow the number 
of your fans or build up your engagement rate by encouraging your viewers 
to leave comments.

We use live streaming to build an audience of people we can retarget 
and create lookalike audiences with.

Here's the right way to live stream on Facebook and get the most out of it.

Start by doing your research, before you start your Facebook Live 
Stream.
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You should have a goal for each live video event you host on your 
Facebook page. In the week before your live video, ask your fans what 
would they be interested in seeing. Maybe they would like a Q&A session 
or they would like to see how you do business.

These things are different from business to business and research makes it 
easier to understand your fans' behavior.

Create a schedule for Facebook live videos.

Just like you make a calendar for your Facebook posts, you should 
consider creating one for your live streams. I wouldn't recommend going 
live each day but limit the number of broadcasts to 2, max 3 per week.

Creating a schedule will allow you to boost your engagement rate since 
your fans will have a clear picture of the live video broadcast time frame.

Find the sweet spot of video length.

Your live streams are limited to 90 minutes but you don't need to be online 
that much. Usually, it's better to have live videos longer than 5 minutes so 
most of your fans can start watching but you'll see the number of viewers 
will decrease over time.

Have specific targets for your live videos.

As in, specific calls to action.  When a business starts a live video event on 
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Facebook, it should a clear goal for that broadcast. You should find ways to 
promote your services, your products or even convince people to sign up to 
your email list.

Use CTAs during your Facebook live videos.

Call-to-actions help you boost engagement on your Facebook page. 
Encourage people to leave comments and ask questions and remind them 
to subscribe to your live events. Seeing how you can't add other buttons on 
that page, use audio CTAs to redirect people to your website.

Connect with communities by using live videos in groups and events.

A good way to build up your Facebook page engagement rate with the help 
of live video is to start these broadcasts within relevant groups or event 
pages. You can do this if a group administrator allows you so do your 
research and check to see if you're allowed to do this.

Starting a live video in a relevant group can bring you more Facebook fans 
and spark up really interesting conversations.

Check Facebook live video insights.

As soon as you tap on the finish button, you'll have the option to save your 
broadcast as a video post for your Facebook page allowing people to watch 
it even after it's finished.

Take a look at the video statistics and match them up with what happened 
during your broadcast. See after how much you reached your highest 
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number of viewers and when that number started to decline. This will allow 
you to create better broadcasts in the future.
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7 Surefire Ways to Get Traffic for Your 
Website Quickly!

Okay, so you have finally got a website created for your business. Now 
what?

Can you just sit down there and wait for the traffic to come? Of course not. 
You need to obviously employ some strategies so that traffic pours in to 
your website, and fulfils the ultimate motive behind you creating it.

The question is – how to achieve that?

In this post we are going to talk about seven surefire ways that will help you 
get traffic to your website – quickly.

Without wasting too much time, let us jump to the first point –
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Optimize your website for search engines

Google is the biggest source of traffic for your website. Therefore, getting 
your site ranked on top of the search results is something you need to work 
on. Using state of the art on-page and off-page search engine optimization 
techniques can get your website to the top of Google and you can start 
getting serious traffic for the keyword phrases that people search…

From creating internal links to new content to updating meta descriptions 
and what not – you need to shift your entire focus towards Google for a 
while and wait for the magic to happen.

Get on with your social media game

A layman might look at Facebook as a means of entertainment, but in the 
eyes of an online marketer, social media is a lot more than that. Channels 
like Facebook, Instagram, and Twitter are a goldmine for business; where 
they can easily get traffic and qualified leads as well.

So, in order to get your website to perform well in terms of traffic, you need 
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to speed up your social media game. Build a community by sharing 
engaging content. Use paid advertising to funnel traffic to your website. 
Once you have community, you can easily engage with them and introduce 
them to your brand.

Find opportunities to guest blog

One of the easiest and the smartest way to get quick traffic on your website 
is guest blogging. Rather than waiting for things to happen on their own, 
you can simply place your content in a place where there is already a lot of 
traffic. This will not only bring your brand into the limelight…  It’ll also 
increase the chances of you getting more traffic from the place you posted 
the content AND Google!

In order to get some amazing opportunities to guest blog all you need is 
quality content with genuine links and that’s about it. You can easily put 
your website in front of an already established community and get more 
traffic flooding towards your website.
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Rope in influencers to vouch for you

Somewhat similar to guest blogging, online influencers are also a channel 
where you already have a wide pool of people coming in daily.  If you can 
get an influencer to vouch for you or your new website, chances of the 
traffic hitting your site skyrock.

If you are wondering how to find influencers or how to approach them, 
social media is the most powerful way to do so. Follow and connect with 
them using social channels and build a relationship by sharing their 
content. Once they know who you are, you can eventually ask them to 
share your content as well (being respectful of course). It might take a little 
more time than the strategies mentioned above, but the results are going to 
be overwhelming.
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Don’t forget about paid marketing

One sure way to get more traffic to your website is my using paid 
advertising. Paid advertising ensures that you get an upfront stream of 
genuine traffic. The traffic, however, will only continue to flow as long as 
you are investing money. Once you stop paying for traffic – it stops.

At DFY, we prefer paid traffic because it’s something that can’t be taken 
away from you (ie. Google’s algorithm updates) and you can build a strong 
foundation under your business that’s predictable and scalable.  There are 
lots of ways to get free traffic, like what’s mentioned above, but they all take 
time…

So, it depends on the investment that you want to make – time or money.  
One of two will be needed to grow your business online.
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Email marketing is still alive

It has become a popular adage that emails marketing is dead. The reality, 
however, is otherwise. Email marketing is very much alive. In fact, it is one 
of the easiest and most preferred way for marketers to get more traffic to 
their website…  When you have a list, you simply email your subscribers 
and boom – traffic!

A well-targeted and well-designed email marketing campaign can work 
wonders to get your website traffic up instantly. With simple things like 
creating personalized email campaigns, utilizing the power of creative and 
engaging content, you can convert those subscribers into paid customers 
quickly.

Need help with creating powerful email marketing campaigns? Check 
out this Ultimate Lead Generation Template.
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Don’t overlook the power of word-of-mouth

Last but not the least, use “word of mouth” marketing. I know that might 
sound a little ridiculous as we’re talking about free traffic and paid traffic 
strategies, but how many times have you told a friend about a cool website 
you just found or shared a link through Messenger with a friend?

How can you employ WOM marketing? By blending in the power of digital 
marketing with promotions and offers.

Run campaigns and giveaways. Create a referral program. Leverage the 
power of community building to get folks engaged with your website. Once 
you achieve this, you can get a continuous flow people, bringing great 
traffic that you can build lists with and get sales from.

Those were some of the easiest ways you can get high quality, quick traffic 
to your website. Some of the strategies are quicker than others, but if 
implemented correctly, they can prove to be effective for long time.

So, what are you waiting for? If you have created a website and are looking 
for ways to promote it, get started with one or two of the strategies above!  
Do more of what works and less of what doesn’t!
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How To Run Paid Traffic Campaigns That 
Are Built To Perform

You can’t bake half a bread loaf. You can’t get away with rice half-cooked.

If you pick up a gig and leave it halfway, you won’t get paid.

If all of that is true, how do you suppose you can get away with paid traffic 
campaigns that are not completely implemented?

How is it possible for you to:

• Create just one ad and point it to a website and wait for sales to roll 
in?

• Launch a random paid traffic campaign on Facebook or Google, 
throw money at it, and expect it to get you results when your potential 
audience has no guidance or a workflow to follow?

• How can you make sales when there’s no call to action for your 
potential audience to follow through?

• How do you get results in the very instant someone clicks on your 
ad? What were you expecting? That your potential customer sits on a 
chair with his or her wallet wide open, a credit card in hand, waiting to 
buy right off of your ad?

• Not everyone buys today and right now. Many people buy later, when 
the time is right, and when they need your products. So, where’s the 
pipeline for your business? What happens to everyone who sees your 
ad but doesn’t take action while your campaign is live?

	

This is how most paid traffic campaigns are set up.
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Be it Google ads, Facebook ads, or LinkedIn ads — most businesses and 
even full-fledged “ad experts” don’t set up campaigns the right way.

It’s almost embarrassing but it’s no fun to watch a business losing money 
just because they did not take the time out to set up their campaigns 
properly.

Here’s how to plan your paid ad campaigns (regardless of the platform):

Ask yourself the right questions

 
Remember: If you have a crappy product, no amount of advertising can 
help. Just saying, so this is out of the way.

You don’t think about ads, campaigns, funnels, and landing pages first; you 
must think about your own business.

Not all businesses are the right fit for either of the leading platforms such as 
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Google and Facebook.

If it costs you $2 per click on Google Ads, your dropshipped products with a 
profit margin of $12 per product might not be a good fit.

You’ll never make money promoting products with low-profit margins using 
paid advertising channels. Some business types are not even allowed 
(firearms, alcohol, etc.). Particular platforms might disapprove your ads if 
they contain certain words or specific kind of language style.

So, ask yourself:

• What’s the price point at which you sell your products on average? 
Have multiple products? Calculate this value for each.

• What’s the average profit margin for each product you sell?
• What’s the cost of your customer acquisition? Take all overheads, 

business costs, cost of producing goods (including ad budgets, 
actuals spent on marketing tools, etc.) into account.

• What’s the cost of acquiring a lead?
• How many sales should you make to break even and to profit?
• What might be the right platform for marketing your products? 

Facebook? Pinterest? Google? Twitter?
• What’s that juice offer that you can give away for free to entice your 

customers?
• What’s the singular action you want your potential customers to take?
• How will you communicate all this on an ad, followed by a landing 

page, and then followed by a sequence of emails?
	

Don’t even start your campaigns without answering these questions for 
yourself or with your team.
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Choose your platform

 
Depending on where you are located, your budgets, products, and by 
taking all of your answers (above) into consideration, you’ll now have to 
choose one or more platforms for paid traffic campaigns.

Facebook is passive advertising and works great for practically all kinds of 
business, but it’s even better for B2C type of businesses. If you sell 
products that individuals can buy (including events, entertainment, tickets, 
etc.) or if you are launching completely new products within a new niche, 
Facebook is where you should advertise.

Google is more intent-based and works great for all businesses that people 
might be looking for by using search.

Pinterest is more image-driven and Twitter or Quora is best if the niche you 
are in brings out a lot of conversations among social communities.
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Perry Marshall has handy tools to help you decide which platform (at least 
between Google and Facebook) might be the best fit for your business.

Google Ads Scorecard 
Is FB For Me?

Just a point to note: You can test out any number of platforms available to 
see what works for your business and what doesn’t.

Here’s a much more detailed guide on when to use Google or Facebook

In fact, if you wanted to up your game, you could certainly use both Google 
and Facebook to make the most out of both the platforms.

Create your paid traffic campaigns

Ads are always created in pairs.

Not 12 or 15. Not just 1.

When Ads are in pairs, it’s easier to split test your ads (or A/B testing as it’s 
called). Now, not everything has to be tested.

Also, you’d need enough data to come to any meaningful conclusions from 
your tests, assuming you started out by testing the right things and with a 
viable hypothesis.

When there are two ads pitted against each other, it’s easier to see what’s 
working and what’s not.
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Build landing pages or funnels to match your ads

Don’t point ads to your website — there’s just no point in doing that. There 
are way too many distractions on your website or e-commerce store and 
people clicking through ads to reach your website don’t have the patience 
to browse through every page on your website.

Eliminate distractions by pointing traffic to a landing page, multiple landing 
pages in sequence, or sales funnels.

This way, you’ll be able to match the offer on the ad with the right copy on 
your landing page, allow your audience to take action (such as signing up 
for your offer), and then have an opportunity to nurture your audience.

Link up email marketing or messenger bots

If you think setting up funnels and landing pages is a complex affair, you 
have the new age methods of sending people straight to a conversation by 
using Facebook messenger chatbots.

Using Facebook Chatbots allows you to automate parts of the 
conversation, help build a separate and dedicated list of Facebook 
Messenger subscribers (to whom you can send out regular messages, 
promotional campaigns, and more).

Finally, you may also use other live chat software on your website or 
landing pages.

For instance, you can use Drift to instantly engage with your website 
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visitors. Or you could use Freshmarketer, Intercom or GoSquared.

How you really connect the dots is up to you, and also depends on your 
business, but you can see that your campaign isn’t just based on the ads 
by themselves.

There’s a full sales machinery at work here beyond the click, so to speak.

Tracking & analytics

You’d want to make the most use of Google Analytics (and other analytics 
tools you’d be using) in combination with your traffic sources (such as 
Google Ads and Facebook Ads).

To do that, the most basic tracking you should be using is UTM (Urchin 
Tracking Modules) which produce a messy tracking link on top of your main 
landing page link or website URL link that you’ll use for your ads.

Use this free UTM builder or UTM.io to create your tracking links for 
absolutely everything — from the links you use for your ads all the way to 
regular links you might place within your blog posts and other places 
online.

Be sure to link your Google Ads to Google Analytics and use UTM links to 
track incoming traffic from Facebook to see all the incoming data within 
Google Analytics after your campaigns go live.

Without this, you’ll have a hard time trying to figure out where your leads 
and/or sales come from.
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This is the basic setup you need to make your paid traffic campaigns to 
work. Without doing this work up front, don’t expect your ads to perform as 
well you expect them to. Too many businesses and agencies miss out on 
this setup and hence don’t perform.

We know that paid traffic management such as Google Ads management 
or Facebook ads management is a full-time job.

If you’d rather focus on your business and let professionals handle paid 
traffic campaigns for you, fill out this form and we’ll discuss the best way 
forward.

245

https://doneforyou.com/dfy-application/


8 Paid Traffic Sources You Should Seriously 
Consider

In terms of paid traffic sources, Facebook and Google are the 
indisputable big bad boys on the media buying scene, there are several 
other great paid traffic marketing channels that are available to advertisers 
and marketers if you know where to look.

To kind of give you a little bit of history on me though...  And my convoluted 
journey into paid traffic marketing.

I've been doing this for 14 years and I literally thought for a very long time 
that I was allergic to paid traffic marketing. I gamed the search engines as 
hard as I could possibly game them.

Despite going through all of the paid traffic training and paid traffic 
courses out there, I just couldn't get myself to spend money on traffic...

I mean, we literally had EIGHT of the TEN rankings on the first page of 
Google for one keyword phrase back then.  Just pure domination. And then 
Google got smart and updated their algorithm - ie. the Penguin update and 
the Panda update.

For those of you who have been around for awhile, you know what I'm 
talking about because everybody's dreams shattered at the very same 
moment, all across the globe, when those updates went live.

Basically I had websites that were making $20,000 a month that just 
disappeared. That was the reality of those updates. So ever since then, I 
became very wary about building a foundation for business on anything 
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that I didn't directly control.

Search engine traffic is fantastic, but if and only if it is thought of as a 
bonus. Your business should be built on paid advertising that you control, 
and not 100% built on free traffic and things you luck into.

Now content marketing and content optimization has changed. To rank and 
get quantifiable free traffic (when all you're doing is organic SEO), you 
need:

• Hundreds of blog posts
• Hundreds of videos on YouTube
• Hundreds and hundreds of pieces of content in order to get any kind 

of economy of scale in terms of free traffic.
	

That content needs to be optimized to the hilt. It needs to be shared 
socially. There are lots of things that make SEO and search rankings very, 
very difficult anymore.

So we turned to paid traffic marketing to scale our client's 
businesses.

With paid traffic marketing, you set up an ad, it gets approved in a couple of 
hours, that ad gets turned on...  Then you're live!

After that, it's just making sure that the ad campaign and automated sales 
funnel is optimized. It's reading the analytics, making sure people are 
moving through the sales funnel the way they should, opting in, purchasing 
from a sales video, converting in the shopping cart, and getting fulfilled as a 
customer.
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According to Ana Gotter of Adespresso, the average CPC (Cost Per Click) 
of Facebook Ads for all countries is about $0.97.

Of course, for some countries, it’s higher and for others, the CPC is lower.

If you are in countries that do see a higher CPC for Facebook (and likewise 
for Google), you’ll do well to have alternatives. Furthermore, if your 
business ads do not comply with Facebook’s or Google’s Ad policies, you 
are out of luck.

Also, for discerning business owners and tight-fisted marketing budgets, 
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there’s a world of paid traffic sources outside of Facebook Ads and Google 
AdWords that you should consider.

 
We've totally gotta get into Facebook and Google though...

1. Facebook Advertising

With most of our clients, we're BIG on Facebook advertising.  Facebook 
advertising, in our opinion, is one of the best paid traffic sources there is 
because it gives you instant access to great prospects and buyers. It is not 
as good as it used to be, though...

Facebook ads are much more expensive than they used to be, even a year 
ago. A lot of the targeting that we used to use, they took away. There's 
been a lot of ways that they've made the platform less reliable than it was 
previously.

Facebook advertising, however, still is fantastic, BUT only if you are using 
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video campaigns. Video views campaigns are our bread and butter. I 
actually just recorded a little Facebook Video Ad example here.  We 
create video view campaigns or video conversion campaigns for our 
clients, and there are two things we are looking for:

• Cheaper clicks from a video views campaigns
• A quick way of putting together lookalike audiences and retargeting 

audiences
	

Facebook's Video Ad Campaigns are great for both.  When somebody 
watches 50% or more of the video, they then get put into an audience and 
we can build lookalike audiences based on that.

That is why we love video campaigns. All of our clients, we run video 
campaigns on, especially for the cold traffic ads. Sometimes it will be cold 
traffic as a video view campaign, and then the retargeted ad will be an 
image-based ad. It really just depends on as much video as we can 
possibly run, we run.

2. Google Advertising

About a year and a half ago, we started pushing our clients to move some 
of their ad budget off of Facebook because ad approval and overall 
campaign effectiveness started getting convoluted.  If you've run Facebook 
Ad Campaigns in the last few years, you know that it's a lot more expensive 
now than it was previously.

So, we started to move clients back to our Google Ad Management 
Service.
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Now, Google is our number two platform.

Google Ads represent a different type of traffic to advertisers.

Facebook Advertising is 100% interruption-based. Somebody is scrolling 
through their newsfeed, and then they're interrupted by your ad video / ad 
image / story, they click it, and then they're off and going down 
your automated sales funnel.

It's 100% interruption-based, and Facebook relies on interest targeting to 
make sure that it is serving the ad that people want to see.

Google Advertising is keyword-based.

So if somebody goes to Google and type a query into the search box, they 
are hoping to find an answer to their problem.  They're interested in a 
solution.  Then, your ad pops up and they assume that Google showed 
them that ad because your company fixes problems like theirs.

So everything on Google search intent-based.

Somebody has a problem, they search for an answer, and then 'boom' your 
ad shows up.

At the end of the day, Google Advertising is a solution-based ad network as 
opposed to Facebook Ads which is interruption-based.

... Which means two different types of traffic.

Neither is better. Google tends to be a little bit more expensive, usually, on 
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a fully qualified lead basis than Facebook is...  But you usually get a better 
lead on Google. So it really depends on what you're looking for.

I think the best strategy is to do both. To have a Google campaign, a 
Facebook campaign, and then you're hedging your bets by leveraging two 
of the biggest ad platforms in the world.

And then, we add in a third platform for retargeting.

3. Banner Retargeting

One of the platforms we use for our retargeting ad management clients 
is Adroll.

Adroll is a retargeting network. It's all they do - banner retargeting.

Inside Adroll, you throw your banners up and then they serve the banners 
to your retargeted audience through 70 or 80 other ad networks...   Your 
banner ads then show up when somebody has your cookie in their browser 
and visits most other websites online.

Now, Adroll does also has Facebook retargeting advertising. We generally 
do not do Facebook retargeting in Adroll.  It's cool, but the features pale in 
comparison to what's available inside FB.

... The nice thing about Adroll is it's an independent platform. So even if 
Facebook was to shut down your ad account, you don't lose all your 
retargeted data.  You'll still have it in Adroll.
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4. LinkedIn Advertising

The next paid traffic sources that are useful for this article is LinkedIn.

LinkedIn has some really awesome new retargeting behaviors and that are 
coming out, like retargeted InMail. When somebody lands on your website, 
you can send them an InMail a couple of days later.

LinkedIn advertising is also interruption-based, but the prospect that you're 
getting in front of on LinkedIn is so good when you're selling a B2B 
product.  The downside is LinkedIn Advertising is expensive. Ad costs are 
start very high per click, which means it might cost you 18 or $20 just to get 
an email lead.  (Not all the different from radio and TV advertising 
prices!)  In Facebook, it might cost $3 to get an email lead.

If your business serves other businesses, you are in luck with LinkedIn 
Advertising. For a long time, LinkedIn has been quietly building a massive 
and active database of professionals, employees, and business owners.

While LinkedIn appears largely passive (compared to Facebook, Instagram 
and Twitter), it’s the single largest database of working professionals, 
company founders, and self-employed professionals in the world.

LinkedIn Ads has a self-serve ad platform allowing you to easily launch 
campaigns and target your relevant buyer persona. While LinkedIn might 
seem expensive at first glance, using appropriate sales funnels, staying 
tight with your budget, optimizing, and testing will get you the results you 
seek.
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5. Twitter Advertising

While Twitter isn’t really like Facebook when it comes to the “stickiness 
factor,” it’s still a large network and is incredibly active.

Twitter Advertising is as good as new since there aren’t many advertisers 
on the platform yet, meaning that there’s a large inventory available for you 
to do paid advertising (just how many personal Twitter feeds did you think 
you could reach?).

Twitter Advertising was also the pioneer of the Facebook Lead Generation 
type campaigns where all that Twitter advertisers have to do after they see 
your ad (or offer) is to click on a button to sign up as a lead.

6. Mobile Advertising

 
Almost all of your customers have a mobile device. In fact, even for 
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Facebook, Google, Instagram, LinkedIn, and Twitter, a large percentage of 
engagement -- with ads or otherwise -- happens on mobile.

But that’s not what we are talking about. Social mobile PPC is one thing; 
but there’s more mobile advertising inventory available out there -- more 
than you'd know what to do with.

Large mobile advertising networks such as Chartboost, AdMob, Adcolony, 
Leadbolt, Unity Media are available -- with their own inventory of mobile 
publishers (apps, games, mobile websites etc.).

You also have access to real-time bidding networks for mobile; self-serve 
mobile ad platforms, such as PocketMath, and so much more are there for 
you to use, if you wanted to.

7. Native Advertising & Native Traffic

Two of the biggest native ad networks, or native traffic sources, are 
Outbrain and Taboola.

Outbrain and Taboola actually just published that they are going to be 
merging, creating an absolutely huge ad network for native ads.

If you're not familiar with native ads... Native ads show up at the bottom of 
blog posts and articles, disguised as 'related content.'  They look like 
featured content or related posts on a blog.

One of the nice things about Outbrain and Taboola is that their policies are 
really pretty lax. You can get some things approved in Taboola and 
Outbrain that you just can't get approved anywhere else.

255



At the time of writing this, native advertising has also gone on to mobile in a 
big way and now has more formats than ever.

You could easily get started with native advertising by promoting a piece of 
content, blog post, or an article to get more targeted traffic instead of an 
actual ad.

As a paid traffic source, native advertising has potential simply because 
ads looks like “article recommendations.” Popular native advertising self-
serve networks include Outbrain, Revcontent, Taboola, and Gravity.

8. Social Forum Advertising

 
If you’ve ever tried to get on Reddit (or one of its sub-reddits) and post a 
link to an article or a blog post in the hope of getting some traffic, you know 
just how snooty online community forums and communities can be if you 
tried to do that without first providing value.
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As such, using online communities and forums such as Reddit and Quora 
requires a lot of time, effort, and altruism.

But with social forum ads such as Reddit Ads and Quora ads, you don’t 
have to spend time writing or trying to build a community. Just use their 
respective ad platforms and have access to millions of like-minded, 
passionate people.

The key to making your paid traffic sources work -- regardless of which 
traffic source you choose -- is to use proper sales funnels along with a 
judicious application of design, copywriting, and more.

If you’d like to learn more about lead generation (through AdWords or other 
paid traffic sources), be sure to check out our ultimate lead generation 
template.

Check out our Funnel Blueprint Series, and also be sure to check out 
our Attract. Engage. Profit Webinar

Would you like to get on a call to discuss your AdWords Management, 
Funnels, or Marketing? Get in touch with us now!

Which of these platforms or paid traffic sources will you be working with 
next?

So with that, if you have any questions at all on driving traffic, managing ad 
budget, and you want us to do it for you, click below!
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LinkedIn Traffic For Coaches & Service 
Professionals

LinkedIn is the largest business-oriented social network. In fact, it has 
evolved to become much more than a network; it’s a complete professional 
platform with invaluable capabilities.

If you’re a B2B professional, LinkedIn is the ideal place for you to connect 
with your target audience, develop relationships, and drive traffic back to 
your blog. With over 500 million professional members, LinkedIn makes it a 
great opportunity to generate traffic and new leads for consultants, 
coaches, and B2B service providers.
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LinkedIn traffic compared to Facebook traffic

Why choose LinkedIn over Facebook if you’re looking to increase traffic? 
Everybody is on Facebook, right?

Well, the atmosphere and the intention are different between the two 
networks. LinkedIn is a professional community, so when people are 
around they’re talking business. On Facebook, however, people tend to be 
more relaxed, look for fun stuff and catch up with their friends and family.

Also, LinkedIn can be a better source of targeted traffic, because it has a 
set of powerful tools for generating leads, enhancing the overall online 
presence for your brand, gaining new customers, and building brand 
awareness.

Finally, LinkedIn allows you to see extensive information on users, while on 
Facebook, profiles are most of the time incomplete and sometimes even 
fake.

If you’re a consultant, coach, a course creator, an agency or any sort 
of business service provider, LinkedIn is where you can connect with 
your market.

To put it in real-world terms, what LinkedIn essentially does is bring 
business networking online. To connect with high-paying clients for your 
coaching or consulting business, you’d be attending conferences and 
business networking events.

LinkedIn traffic for consultants, coaches, and B2B service businesses
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Likewise, when online, you’d be using LinkedIn Groups, Sales Navigator, 
Articles and other amazing features that we’ll discuss in this post.

 

1. Company page

To increase brand awareness and drive more LinkedIn traffic to your B2B 
website, your professional profile is not enough; You need to build a 
company page too. Your page will give you space to define your brand and 
showcase your products or services. Designing a company page can boost 
traffic back to your coaching or consulting website, and enhance user 
engagement.

Setting up a company page is easy to do. Visit this link to learn more about 
it.
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It’s important to add a detailed description and overview to your page.

Also, keep in mind that you need to optimize for search. Company pages 
are SEO-friendly. They appear in Google search results and on search 
within the LinkedIn platform. Make sure that your description leads with 
powerful, keyword-rich copy of fewer than 160 words. That would be the 
part which will appear in Google search results.

Add your logo, banner and product images for a stunning visual result.

Current employees

To attract your ideal customer avatar to your page you first need to create 
traction. Begin with your company’s staff and have them add your LinkedIn 
page and company details to their LinkedIn profile. Motivate them to like, 
comment and share future business updates to increase your brand reach.
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Post timely and relevant updates

Just like other social networks, it is adviced that you post company page 
and profile status updates consistently. Updates work as a reminder of your 
brand and help strengthen relationships with your network of professionals. 
Aim at publishing meaningful, relevant, and unique content.

Regular updates can directly boost your potential audience reach and end 
up being viral. Viral posts will bring more traffic to your coaching or 
consulting practice. You can also share third-party news and articles if 
you feel they contribute to your brand message. Your updates will appear 
on the company feed page and your connections’ homepage.

Advanced tools for traffic

Moving away from a basic presence like a Company Page, LinkedIn has a 
pool of awesome marketing tools that are hard to find on any other 
platform. Out of all the features that LinkedIn has to offer to consultants, 
coaches and B2B service providers who want to generate traffic, we are 
going to focus on the following:

• Ads
• Groups
• Articles
• Sales Navigator, and
• SlideShare

	

Before you get started with these advanced features, as with any marketing 
strategy, you need to first define your audience, goals and marketing 
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funnel.

Define your customer avatar

LinkedIn profiles are a rich source of information. Before initiating an 
outreach campaign for your coaching or consulting practice, you need to 
know who your potential customers are.

Define your ideal customer avatar using their location, industry, name, 
position, age, gender, skills, experience etc.

A great idea is to use Scriptly’s wizard to create your ideal customer avatar.

Scripty has a lot of value-packed features, but when it comes to buyer 
personas, it gives you an easy-to-use tool that helps you define your ideal 
customer avatar in minutes not hours.

Create landing pages

After determining your prospect profile, you must decide on how you’re 
going to market the services of your consulting or coaching business. 
To do that you need a sales funnel in place.

A sales funnel is comprised of a set of pages and tools for capturing your 
leads and communicating with them.

Scripty does an amazing job in helping you design landing pages fast even 
if you are a complete beginner.

Landing pages need to be audience and service-specific and to 
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demonstrate the benefits for people who will take you up on your offer. 
Usually, the entry point for a funnel is a squeeze page where you offer your 
leads a freebie in exchange for their email address.

Promote your squeeze page by sharing the URL on your profile, company 
page or LinkedIn groups. You can also run paid campaigns to attract a well-
defined audience to your lead magnet.

2. LinkedIn Ads

This point brings us to Ads as an effective traffic source for the small 
business owner, coaches, consultants and entrepreneurs.

LinkedIn Ads are an excellent marketing tool for B2B service 
providers, like coaches or consultants. You can engage in precision 
targeting by using demographics such as location, job title, function, 
company size, industry, or seniority, among others. There are different 
types of campaigns you can create. You can use:

• Sponsored Content, which essentially boosts your posts,
• Sponsored InMail, which is all about contacting professionals directly 

through LinkedIn Messenger,
• Text Ads -these are the typical pay-per-click (PPC) or cost-per-

impression (CPM) ads
• or a mix of all three.
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As with all advertising channels, there’s no one best option for your ad 
format. What campaign type you choose depends on your goals, budget 
and target audience. For example, you can use sponsored updates to raise 
brand awareness and build strong relationships with potential customers, 
while at the same time you might want to bid for text ads to reach out to 
an extended pool of leads and drive quality traffic to your coaching or 
consulting business.

Try different advertising mixes to find what works best for you. No matter 
what type of LinkedIn promotion you choose, it will help drive more traffic 
and subscribers to your coaching, consulting or other service 
business.

To create a LinkedIn Ads campaign, go to www.linkedin.com/ads, and click 
on the “Create Ad” button.
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3. LinkedIn Groups

Groups are one of the most powerful networking and marketing tools for 
consultants, coaches, and entrepreneurs on LinkedIn. They’re also 
completely free to create or join.

A single LinkedIn group can help you get your message across thousands 
of highly-interested people, and build an entire business. Groups are 
perfect for you, if you intend to market B2B services, sell tickets to paid 
events, and be established as an authority in your chosen niche.

You can create your own groups or join interest-based groups of 
professionals by visiting this page www.linkedin.com/groups.

Choose the group name carefully, since it’s an important aspect that can 
help attract the right audience. When deciding on a group name, consider 
the different keywords that people are likely to search. Do some research 
yourself to discover other competing groups that exist on LinkedIn and see 
how they use relevant keywords in their title.

When you join groups that were created by other professionals, be sure to 
contribute to discussions. Be active by commenting and answering 
questions, or start your own discussion to boost awareness of your brand 
or survey potential customers for your consulting or coaching B2B services. 
Keep interacting with others and provide as much value as you can to 
present yourself as an expert in your field.

To facilitate quality and reduce spam, LinkedIn has implemented some 
limitations. Here’s more information about group limits.
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4. LinkedIn Articles

LinkedIn became a powerful publishing platform when they introduced 
Articles a couple of years ago. With LinkedIn Articles, influencers and 
professionals, like owners of service-based businesses, can clearly 
demonstrate expertise and establish authority in their community.

The ability to publish articles is not available in all geographic locations, but 
once you’re given publishing capabilities, you’ll have access to Articles from 
your LinkedIn homepage.

 
When you publish an original article, your content is displayed in the 
Articles section of your professional profile. Your current and future 

267



connections will be able to see it. Also, your article is visible to your 
followers in their news feeds, and sometimes through notifications.

Members who aren’t already connected with you can start following you 
from your article, which in turn helps you expand your reach. Your next 
article will appear in more people’s feeds.

Accordingly, your article should be optimized for SEO, since it is 
discoverable both on and off LinkedIn, depending on your settings. Having 
your public profile visibility set to “everyone” will allow your articles to be 
crawled by the search engines.

5. LinkedIn Sales Navigator

Now, let’s talk about another powerful tool that service businesses use to 
discover new leads and close sales. It’s called LinkedIn Sales Navigator 
and it makes prospecting easier than ever. It is part of LinkedIn’s premium 
plans which are outlined in more detail on this page.

LinkedIn Sales Navigator helps you discover the right B2B prospects fast. 
With LinkedIn’s sophisticated algorithm, this prospecting and sales tool 
gives you the ability to use filters and narrow down searches in a tailored 
way.

You can easily save leads, and contact them with direct InMail messages to 
warm them up. With Sales Navigator, you also get access to insights on 
your accounts, like job changes, company growth, and more.

LinkedIn Sales Navigator is basically designed for sales professionals. 
Having said that, every solopreneur is required to be involved in sales, 

268

https://business.linkedin.com/sales-solutions/compare-plans


right? Even if you don’t like sales and cold calling, LinkedIn Sales Navigator 
makes it easy for you to find new targeted leads for your service business 
and contact them on the spot. That way you can build lasting relationships 
with a broad network of professionals.

The more customized your initial message is the better response rate you 
will get. Instead of trying to sell something from the first contact, aim at 
building a relationship by providing valuable content.

Why not send your prospects a link to an interesting piece of content that 
you’ve published on your site? Not only will that action increase traffic, but 
also your connections will appreciate the information and will want to learn 
more about how you can help them.

It’s common knowledge that the sales cycle for coaching and consulting 
services can be long; make sure you nurture your relationships and be 
there when the prospects are actually ready to purchase.

6. SlideShare presentations

Last but not least, there’s one more traffic tool in LinkedIn’s arsenal that 
you can start using right now. It’s called SlideShare. SlideShare is a 
standalone service which was acquired by LinkedIn back in 2012.

LinkedIn SlideShare is today a global hub for professional content. It’s one 
of the top most-visited websites in the world, with over 80 million users and 
18 million uploads. On SlideShare, you can view and upload:

• Slide decks
• Infographics
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• Other document formats, and
• Videos 

 
If you’re looking to increase traffic to your consulting or coaching 
website, SlideShare should be one of your top picks.

Presentations are one of the basic ways through which service businesses 
demonstrate authority and trustworthiness. Coupled with a popular search-
engine-optimized site like SlideShare, you get a huge source of free, 
high-quality traffic for your small business.

SlideShare presentations also enable small business owners, like coaches, 
agencies or management consultants, to seek and discover new 
connections with experts, gain the insights they need to become more 
productive and successful in what they do. This is why SlideShare aligns 
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perfectly with LinkedIn’s mission to provide professional networking tools.

On the side of the publisher, individuals and businesses all over the world 
use SlideShare to:

• Reach a large audience,
• Share insights,
• Attract new leads and
• Drive traffic to their site.

	

Most importantly, with SlideShare you can reach a laser-targeted 
audience because most of your SlideShare viewers will come from the 
search engines, which means they’re actively searching for information on 
your subject matter.

With SlideShare you also create powerful backlinks, SEO-wise, which will 
boost your site authority and search-engine visibility.

LinkedIn: A powerful toolset for coaches, consultants and service 
businesses to generate traffic

So, that was it! Let’s wrap up! If you’re selling any kind of B2B 
services, LinkedIn is the place to look for high-quality leads. LinkedIn is 
the largest professional network, and a comprehensive platform for traffic 
and lead generation.

Also, LinkedIn provides a handful of professional tools you can use 
to increase traffic and grow your consulting or coaching business. 
These tools are basically ideal for any type of service-based business 
that wants to grow their LinkedIn traffic and lead generation process.
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The basic traffic-generating tools that you get access on LinkedIn are:

• Profiles
• Company Pages
• LinkedIn Ads
• Groups
• LinkedIn Articles
• LinkedIn Sales Navigator, and
• SlideShare  

A basic membership for LinkedIn is free but if you want to get access to 
advanced features, like the Sales Navigator, or you want to create 
advertising campaigns, you need to invest a monthly budget.
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Next Steps 
From here, getting your sales funnel set up and leads flowing through the 
system is largely based on what you prefer… To do it yourself or to have my 
team do it for you. 

If you’re more of a Do It Yourself kind of person, and comfortable working 
with technology, building (or re-building your website) and writing content, 
the best place to start is by signing up for a free trial of our Axis CRM 
platform here: 

Click here to activate your account for free >> 

And also jumping into our Funnel Formula Course which features extensive 
video training and tutorials on putting all of these sales funnels together (and 
scaling them using the same best practices we do!) 

Check out the Funnel Formula Masterclass today!  >>	

Or… 

If you’d rather just offload the work onto a professional team, so that it gets 
done right and is built in a way that’s 100% automated and hands-off for you, 
then your best option is to get on an Action Plan call and I can talk you through 
it. 

Click here to schedule a call with the Done For You Team!  >>
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