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Recommended Resources 

 
"Why Does This 24 Year Internet 

Marketing Veteran Want to Give You 
His Step-By-Step Systems, Answer 
Your Most Difficult Questions, and 

Coach You to Success Online?" 

www.MonthlyMentorClub.com  

 
"The Lazy Person’s Way To 

Moneymaking Sales Copy...Even If 
You’re Not A Copywriter!  How to 

craft “overnight copy” your 
customers, clients or patients will be 

POWERLESS to resist” 

www.60MinuteCopy.com  
 

"Multiply Your Profits In 7 Days Or 
Less In Any Market By 'Modeling' My 

Proven Collection Of Million Dollar 
Emails" 

www.AutoresponderAlchemy.com 

 

 
"The Quickest and Easiest Way to 

Create Passive Income Streams You 
Can Be Proud Of...Free You From 
Your Job, And Fuel Your Internet 

Lifestyle For Decades” 

www.InternetLifestyleSystem.com  
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Million Dollar Funnels 

Marketing doesn’t have to be complicated or confusing. 

It’s simple at its core. 

Find a hungry buying audience.   Ask them the desperate problems they’re trying to 
solve.  Offer them a solution to those problems using a simple persuasion formula in their own 
language. 

But simple isn’t sexy.  So, most marketing offers bedazzle you with complicated funnels 
based on 315 steps.  Each step has a catchy name to it, has to be sent on a specific day, and 
takes dozens of hours to set-up.  If they didn’t overwhelm you with all the work required to 
set-up your funnel, how would they sell you their consulting service for $30,000+? 

Here are the basics of marketing in the correct order: 

1. Audience 
2. Offer 
3. Copy 

First, you need a hungry buying audience.   They have an itch they need scratched.   
There are two reasons people purchase.  They’re either moving away from pain or they’re 
moving toward pleasure.  Pain is the stronger of these two motivations.   

For example, someone may be inspired to start an online business by seeing images of 
all the things they could potentially buy with the extra money.  But what keeps them moving 
forward is the desire for FREEDOM in their life, control of their circumstances, and no longer 
having to worry about their monthly bills, their lousy boss, and the insanity of corporate 
politics. 

Even deeper is identity, how the product or service makes them feel about themselves.  
They feel a sense of accomplishment, more attractive, more confident, more adventurous, etc.  
They buy that new suit because of how it makes them look and how it makes them feel like a 
new person.   

The first step is figuring out who the audience is, what motivates them to purchase, and 
how you can affordably reach them.  If you have the budget, you might decide to use paid 
advertising because it allows you to test your message and roll it out to a large audience fast.  
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Facebook ads and Google Adwords (this includes Youtube) are some of my favorite places for 
new ads. 

Your 2nd option for attracting a hungry buying audience is ‘free’ content marketing.  
These options include blogging, podcasting, Youtube channels, or building up one of many 
social networking sites.  The disadvantage is the time it takes to build a decent sized audience.  
Give yourself at least 6 to 12 months in the start-up phase (of course it never ends as you 
continue to grow).  Plus, you’re not able to rollout your winning campaign as fast as you can 
with paid advertising. 

The 3rd option is joint ventures or affiliate-based marketing.  Contact people who 
already have an audience (email list owners, bloggers, and social media influencers) and offer 
them a percentage of any sales made.  Digital info products are usually 50%+ commissions and 
physical products are in the 10% to 30% range based on your margins (affiliates earn 50% or 
more of the actual profits).   You can rollout a campaign pretty fast if it’s a winner, but it’s 
tough to make the initial connections if you’re unknown. 

Research these options when you choose your niche market.  Pretend you’re setting up 
a Facebook ad and see what interests they allow you to target.  Google will tell you the search 
volume of keyword phrases.  You can find blogs, podcasts, and social media influencers by 
searching for them and checking out how many comments, reviews, and followers they have.  
The first module inside the membership area of the Club talks about choosing your market in 
more detail. 

Once you’ve found a hungry buying audience, it’s time to create your offer.  What do 
they want to buy?  Find out what they’re already buying.  Communicate with them online.  
Speak to them in person or over the phone if possible.  Where is the ‘gap’ in the current 
marketplace?  What is missing?  How can you create a better solution for at least a portion of 
the audience? 

Innovation is simply coming up with a better way of solving the Desperate Problem.  My 
favorite method for innovation is pulling ideas from other industries.  For example, last month 
I talked about how we first used 30-day challenges in fitness markets, but over the past couple 
of years we’ve been implementing them into many other industries.  Continually keep your 
eye out for better systems…especially in what looks like unrelated markets.   

If you offer the same product at the same price as every other website, why would 
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buyers choose you? As the new entry into the market, you’re competing at a disadvantage.   
You need an irresistible offer.  Perhaps your product has features the competition doesn’t.  Or 
you have stronger proof.  Or you have a stronger guarantee.  Or you have a lower price.  Or 
you have an attention-grabbing story.  Find a point of difference benefit so a portion of the 
audience chooses you over every other available option. 

Finally, we have the copy.  Studying the copywriting masters was key to my success in 
the beginning (and still continue to study this topic for over two decades now).  It has fueled 
my success all these years online.  Traffic methods come and go, but conversion determines 
your success.  

The Secret to Unlimited Traffic 

A great converting funnel is the secret to unlimited traffic.  If you can turn visitors into 
income better than the competition, you won’t be hurting for traffic.  Most advertising now 
works on an auction formula.  If you’re earning more than the competition for each visitor, 
you can invest more on each visitors as well.  If each visitor is worth $4 EPC (earnings per click) 
to you, and it’s only worth $1.50 EPC to others in your market, it would be in their best 
interest to promote you for 50% of your profits! 

Get to know your audience.  Create an irresistible offer they can’t help but tell others 
about.  Practice your persuasion skills until you can create websites, videos, and emails that 
turn visitors into income.   

This is where your funnels come in.   A super-simple funnel may be just a website sales 
page with an order form.  If you attract a hungry buying audience, make an irresistible offer, 
and fill this page with strong persuasive copy, you have all you need to profit online.   

A dynamic funnel with dozens of steps including multiple emails, content pages, 
retargeting, videos, etc. isn’t going to sell the wrong offer to the wrong audience with poor 
performing copy.  Focus your attention on the most important elements.  Use simple funnels 
that turn visitors into income… 

Keep It Simple Business Models 

There is one more foundational principle to cover before we get into the profitable 
business models. Your business is going to have a… 

 Frontend: This is your first sales sequence designed to turn visitors into buyers. 
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 Backend: This is everything else you sell after the first sale.  The money is in the 
backend.   

I LOVE it when we earn a profit on the frontend.  But my most profitable clients (the 
ones doing millions and up in net profits every year) are often at breakeven or even losing a 
little money on the frontend.   

They would be net profitable on the frontend if they kept their marketing budget small 
and only advertised to the smallest selection of most likely buyers.  But as they expand their 
marketing and reach a wider less responsive audience, their ROI on a percentage basis goes 
down.  Attracting a larger volume of customers means less profits on the frontend.   

Their money comes from the backend.  For example, a client selling digital courses 
transformed his business when we added in-person workshops.  Another client sells an annual 
membership.  If he breaks even on the first year, he is doing well.  The second year and every 
year after that is net profit.  If you’re selling supplements on auto-ship, it might even take you 
a few months to get to breakeven.  

There are a few exceptions to the frontend/backend principle.  If you sell radon 
mitigation, your customers just want the problem to be fixed.  Some high-ticket consultants 
are in this category as well.  They solve the current problem, and the business isn’t likely to 
need them again.  If you sell an online study course for a specific industry test and there are no 
other tests those clients will be taking in the near future, you may have a limited backend.   

If you’re in one of the scenarios with a limited backend, you’ll have to keep your 
advertising tighter and more targeted.  And you have to be profitable on the frontend.   But 
the majority of businesses have backend opportunities including cross selling other products, 
higher ticket offers, and continuity. 

Here are some quick examples of front-end and backend business models (these are 
client business models without mentioning their industry):   

 Online membership with multiple classes for $74.99 first year.  Select the annual 
recurring option in the shopping cart for just $54.99 per year.  The backend is the 
recurring billing. 

 Digital course on the frontend with 3 pricing options: $67, $97, and $147 (the highest 
option includes a physical copy of the product).  The backend includes a $29.95/month 
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membership website along with multiple other digital products.   
 Digital course priced at $47 or $67 for the physical version.  Immediate upsell of 3 

payments of $99 for the full course package and FREE trial of $29.99/month 
membership.  Backend includes workshops priced from $750 to $10,000. 

 B2B physical course at $999 or $1,495 (basic/deluxe options).  Backend includes several 
advertising services priced at $295/month to $695/month and several other training 
courses from $999 to $3,999. 

 Kindle books (profitable frontend) to a 4-week class combined with group coaching for 
$499.  Backend includes a one-year certification class for $2,995. 

 Digital course for $179.  Backend includes $39/month print newsletter and 
$1,000/month coaching along with other digital courses. 

 $119/month supplement auto-ship.  The backend is built right into the initial sale.  
Additional backends include other supplements plus monthly coaching options. 

Simple Direct-to-Sale Business Model 

This is a simple sales model with paid Facebook traffic, a website sales page, order form, 
and one upsell.  Emails in this model are only sent to buyers (buyers are much more valuable 
than free subscribers)… 

 

All illustrations were produced using: https://geru.com. 

For this example, I’m using Facebook ads generating 10,000 visitors per month at $1 per 
click.  I’m going to stay consistent and use Facebook for the examples in this issue, but you 
could just as easily use any other form of traffic.  I choose ‘paid’ traffic because it’s easier to 
see the costs.  ‘Free’ traffic is never free.   It costs your time.   Some ‘successful’ online 
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entrepreneurs may find they’re working for less than minimum wage once they account for all 
the hours they invest in their business! 

The first product is set for a price of $49 (I set it as $5 in product costs for digital delivery 
and online support).   The upsell is set for $99 ($5 cost here as well also).  Refund rates 
throughout the examples are set to 5% (unless I mention a higher rate) with a 2.9% fee for 
credit card processing and 30 cents per transaction based on Stripe fees (merchant accounts 
will be similar).  

Out of 10,000 visitors that get to the sales page, 600 of them click over to the order 
form.  Only 30% of those who hit the order form purchase (abandonment of 70%) which 
equals a total of 180 sales per month.  This is a 1.8% conversion rate overall which is excellent 
for cold traffic.  You might beat this number, but you’re going to need to do extremely well on 
all 3 components: audience, offer, and copy.    

Of these buyers, 20% of them also purchase the upsell.  That’s 36 sales of the $99 offer.    

You now have 180 BUYERS on a list for the backend.   

The first thing you notice from this funnel is there is NO email opt-in.  There’s no lead 
magnet.  They either buy or leave.  That sounds like a big no-no based on what you’ll hear in 
many circles, but this is the most effective funnel for many products under $100 (especially 
under $50). 

It’s not as easy to get people to give you their email address as it was a few years ago.  
The next example will use an opt-in as the first landing page, and it will demonstrate why 
running direct-to-sale can be more profitable. 

I’m known as an email marketer.  So, I’m going to use my credibility on this topic to tell 
you an important truth.  Your goal is NOT to build a big subscriber list.  The majority of your 
free subscribers will never buy from you.  Your goal is to attract a hungry list of buyers.  This 
funnel attracted 180 buyers.  That’s worth more than 1,800 free subscribers (this is just a 
comparison of how much more buyers are worth).   

Now let’s look at the bad news.  With all the work you spent researching your audience, 
creating your product, writing the copy, and putting this funnel together, it’s only earning net 
profits of $249 per month.  You can see the stats on the right.  The “Other” cost would include 
the costs of digital delivery (such as Amazon S3 usage plus customer service which I estimated 
as $5 per sale).  Maybe you do all the customer service yourself and don’t value your time.   In 
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that case, you might add another $1,000/month to your 
pocket.    

Now for the good news.  You have a profitable self-
liquidating offer.  Plus, you have 180 new customers each 
month.  That’s awesome!  If nothing changes, one year from 
now you would have added 2,160 new customers.   
Remember, these are buyers, not freebie seekers. 

What if you develop a $500 back-end offer and sell just 
5% of them?  That would equal $54,000.  And that would be 
just one ‘big’ offer (many clients are selling at much higher 
price points than this).  You’re likely to put together several 
offers at different price points over the next year.  Plus, you 
can partner with affiliates where you run reciprocal 
promotions of each other’s products.   

Soon, you’re talking about a low six-figure net income with only one front-end offer 
that’s barely profitable.  And we’re only talking about one source of traffic as well.   This is an 
exciting business!  Of course, it’s NOT easy to create a front-end funnel that’s net profitable.  
You have to identify the right audience, make an irresistible offer, and create high-converting 
copy.   

Did you notice how important the upsell was in the numbers above?  It would lose over 
$3,000 per month without the upsell.  In other words, you might get the initial product offer 
running, and it would only earn back 70% of ad spend.  A beginner might want to give up!  
When I see someone who is 70% profitable on their first try, I get excited.   Sometimes as low 
as 30% initial ROI can point to a project that has life.  There are so many ways you can 
optimize a funnel for more profits… 

What If You Hired Me to Review This Funnel? 

Let’s assume for a moment this was your funnel and you hired me to help you.  You’re 
already doing well, since it’s profitable with cold traffic.  But you want to be more profitable so 
you can scale the campaign to a larger audience.   

The first thing I’d do is ask to see the Facebook ad and stats.  Are you targeting the right 
audience on Facebook?  Can we layer interests or potentially limit the audience by 
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male/female or age to maximize returns?  You’re already doing well so we’d be careful and 
look at the numbers before making changes. 

When reviewing your ad stats on Facebook, you can click the ‘Breakdown’ dropdown 
box and choose gender, age, country, or location to see if certain segments are outperforming 
others.  For example, I just reviewed a client’s campaign and saw Canada outperforms all other 
countries for his recent ads. 

How are the ads themselves performing?  It’s amazing how much of a difference just the 
image itself makes in the results.  You have to test different images, because it’s too difficult to 
predict the winner consistently.  Try to choose images that look similar to what regular users 
post on Facebook.  For example, you might post a picture of you on vacation (it’s Facebook so 
smiling faces often work well).  Illustrate your promise (you on the beach could be good for a 
business lifestyle type product).   

How congruent is the ad with the landing page?  Is it a natural transition from the ad 
copy on Facebook to the headline and image on the website sales page?  A lot of times you’ll 
be surprised by the winning Facebook ads, and you need to edit the website to better reflect 
the ad copy that won on Facebook.   

The website is already getting 6% of the visitors to click to the order form, so there may 
not be a lot of improvements possible here.  Anything you do MUST be split tested.  When 
someone brings me a funnel that isn’t performing at all, I don’t have any problem ripping it to 
shreds and redoing everything.  But when something is already profitable or close to profitable 
with cold traffic, you have to test. 

Is the headline benefit rich and curiosity inducing?  How well does it continue the theme 
from the ad?  We might write a dozen other headlines and test two of them against the 
current one.  Is any proof ‘hidden’ deep on the page or on another page of the site?  Do they 
have new testimonials they can add? The offer itself is important to test, but it isn’t the first 
test I’d do for a site that’s already profitable.   

If it’s a text only website, the headline looks good, and there is proof near the top of the 
page, then the first split test may be a video sales letter.  Use the current text as the baseline 
for the script, edit it down for easy reading, and stick the video just under the headline with an 
order button under it…and the rest of the website text still on the page.  Split test that head-
to-head against the text only version 
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The average cart abandonment rate is 69.57% according to 
https://baymard.com/lists/cart-abandonment-rate.  That means 30% conversion on the cart is 
right in line with the overall average.  And direct-to-sale promotions are going to struggle a 
little more with this than when you promote to your own subscribers and customers.  So this 
campaign already has good numbers on the cart conversion. 

There might not be much optimization available here, but I’d look for the obvious.  Are 
there any errors?  Does it look good on mobile?   Is company contact information visible (email 
and phone)?  Does the design and color scheme look congruent with the website.  Additional 
conversion tips include: 

 Add a couple of your strongest testimonials. 
 Add a trust badge if you don’t already have one.  Even a logo of SSL can be beneficial. 
 Restate your unique promise. 
 Restate the guarantee and add a short list of included bonuses. 
 Don’t make any coupon entry boxes too obvious as it can tempt people to go look for a 

coupon code instead of purchasing now.   

Bump the Profits After the Sale 

You could increase the profits by 5% to 10% by adding a bump to the order form.  In 
most cases, this is a small additional purchase that can be explained in a paragraph or two 
directly on the order form.  For example, my fitness clients add a nutrition guide.  My tennis 
client might add a bump that helps you play better at the net to his serve offer. 

Usually, we make this an easy low-cost purchase.  So, with a $49 main offer, it would be 
priced at $14 to $19.  You can expect 30% to 50% of buyers to add it in the cart.  In our current 
scenario, that would equal an extra $1,000 per month by itself!   One current client doesn’t go 
low though.  He has a $49 front-end offer.  His bump is $60 and was converting at 26% the last 
time he told me the stats (that increased the average transaction value by $15.60 alone).    

With how well this funnel is already performing, the bump offer is likely the quickest 
profit booster.  Next, we look at the upsell.  Again, 20% is good here, but there may be room 
for improvement.  I’d check to make sure the copy on the upsell page connects the offer to 
what they already purchased.  Congratulate the customer on making a good decision.  Here’s 
how to generate even faster results, get more help, or take the next step.   
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What about offering a second upsell…and a downsell for those who don’t purchase?  My 
favorite option is a continuity program such as a membership site or a print newsletter.   Since 
these customers have already invested with you, you could even give them a free or a $1 trial.  
I love to position a free trial this way, “To Say Thank You for Becoming a New VIP Customer, I’d 
like to give you a Free 30-Day membership in _______.”   

Tell them what they get immediately when they join (the instant gratification bonuses).  
Outline quickly what they get each month.    Then give them the offer, “Try it all out.  Put it to 
the test and experience ____ (primary benefits).  After your 30 free days, your membership will 
automatically renew for the discount rate of just $39 (normally $49/month)…You can cancel at 
any time simply by filling out a support ticket here.” 

If you’re offering a free trial of the continuity program, you can use it as the 2nd upsell 
whether someone purchases the 1st upsell or not.  You would get more members if you 
promoted it as the 1st upsell, BUT our current example is earning $3,564 from the upsell.  The 
membership would take several months to replace that, meaning you’d have to go negative on 
the advertising, creating a cashflow problem.  In this scenario, we’d install the free 
membership trial as the 2nd upsell. 

What if you don’t want to do a continuity program?  Another good option that wouldn’t 
take much time to develop would be adding a consulting offer as the 2nd upsell.  Fitness clients 
have done a customized program for $299 to $499 in a funnel like this.  After purchase, send 
them over a detailed survey to state their goals, recent results, and what’s important to them.  
Create a custom routine and potentially even a nutritional plan to go with it.  Add in some 
email support and updates and you have a good program. 

You could simplify this and offer package of coaching calls with email support for a 
certain number of weeks.  This gets you on the phone with your best buyers.  You’ll come 
away with a better understanding of the market, the problems they’re facing, and the 
questions they ask.   

A potential downsell for those who don’t purchase the 1st upsell would be a cut back 
version of it.  They didn’t want the full offer at $99.  Offer them a portion of the program or 
the most popular bonus only for $39.  That way you won’t need to develop anything new as 
the content is already finished. 

Some people will recommend doing more upsells and downsells, but at some point it 
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starts feeling like Upsell Hell.  I’m done after the three (bump in shopping cart, 1st upsell, and 
2nd upsell/downsell).   But now we have our real profit center…the email list.  If you have an 
integrated shopping cart and email system like Infusionsoft you could separate the buyers up 
by whether they purchased the upsells or not.  Then email them offering them a 2nd chance at 
the upsell for a limited time. 

Let’s assume you don’t have that.  You still have an overall list of buyers.  Your first 
email will be a thank you email for their purchases.  Send out a couple of consumption emails 
over the next week telling them where to get started and how to get maximum benefits out of 
what they purchased.  Then offer the next product or service in your sequence.  Give them a 
limited time special for being a buyer.  You could even combine in a direct mail piece to new 
customers for your higher ticket backend.   

Retarget Visitors Who Don’t Buy…And Even Those That Do 

The majority of your visitors didn’t buy (9,820 out of 10,000 or 98.2%).  You should 
already have the Facebook pixel on each page of your funnel so you can create retargeting 
audiences for each step along the way.  Run retargeting ads to all these non-buyers.  Start with 
ads featuring testimonials from customers (both text and video versions).  Send visitors back to 
the sales page. 

You can also try a coupon discount or limited time discount (using a countdown timer on 
the sales page).  These ads would be direct-to-sale ads talking about the benefits of your 
product, the guarantee, and a call-to-action.  You could also test a content-rich video ad that 
demonstrates why your offer is different from the competition and links back to the sales 
page. 

Another option is running retargeting ads to an opt-in page where you give a free lead 
magnet.  Then promote your course.  This funnel would be set up like the simple opt-in funnel 
on the next page.  The ad itself would be about the lead magnet (talking about what they’ll 
learn in the free video or report).   

You could also retarget those who got to the cart, but didn’t complete the order.  The 
current funnel shows 600 total people hit the cart, and 420 of those didn’t order.  You could 
run an ad telling them they didn’t finish their checkout and they’re missing out on these 
benefits.   

If the other optimizations increase the profits and you’re able to scale up the 
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promotion, you could also run retargeting on the buyers who don’t purchase the 1st upsell.   
You’d target those who hit the 1st upsell page and exclude those who hit the 2nd upsell page.   
With this current funnel, the audience is small with only 144 potential targets who didn’t 
purchase the upsell.  But after several months or once you start driving more traffic, you could 
run ads promoting the upsell again to these buyers.   

Retargeting is awesome once you have enough traffic in your funnel.  You can test 
testimonial based ads, direct-to-sale, video content on Facebook, sending them to a content 
page, or driving them to an opt-in.  The higher ticket your offer, the more ‘touch points’ you 
need to close the sale.   

Simple Opt-in Funnel 

If you’re selling a higher ticket offer or you’re planning to earn money as an affiliate 
promoting other people’s offers, go to an opt-in first.  In addition, I personally prefer the opt-
in approach because I’m good at connecting with people by email, especially over the long-
term.   And we’ve also had better success with it with some traffic sources such as Youtube 
ads.  

This funnel relies on going for the sale immediately after opt-in.  You send them to a 
short page (often called a squeeze page) that promotes the free gift in exchange for the opt-in.  
After they enter their email address, they’re taken to your sales page with a little note at the 
top that says their free gift has been emailed to them.  But before they go, they should check 
out this special offer.  Another option is to give them a video as the free gift…and the video 
content transitions into a sales offer… 

In the model funnel on the next page, we’re assuming a 30% opt-in rate.  That’s an 
excellent rate!  You’re likely going to have to test your Lead Magnet gift offer, the headline, 
and the design of the page to get to this level.  I have clients with profitable funnels which 
consistently get 20% or a little lower opt-in rate, especially with Facebook and Youtube ads.  
On the other hand, other clients are hitting close to a 50% opt-in rate with highly targeted 
Youtube ads or being a guest on podcasts.  
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You’ll also notice I doubled the percentage of people who clicked to the order from the 
sales page (12%).  With a conversion of 30% on the order form, it gives a 3.6% conversion 
overall of opt-ins that convert to sales immediately.  This is a big jump, and it’s based on 70% 
of people already disqualifying themselves by not filling out the opt-in.   

To get this kind of conversion will require an opt-in that is directly related to your paid 
offer.  For example, maybe your free Lead Magnet is the first video of your paid video training 
series.  They have to order if they want to continue the results.  In addition, your very first 
email should send visitors to your freebie…and there should be another link on that page back 
to the sales page (which creates another shot at the sale immediately).  

These numbers are being generous.  You’d need to hit the bulls-eye with your audience, 
Lead Magnet, and your offer.  Everything has to be perfectly congruent for each step of the 
funnel up to this point, but I’m using excellent numbers to demonstrate a point below. 

This example is for a $49 product offer.  If you’re selling a higher priced offer, you’re 
going to see a much lower conversion immediately after opt-in.  The buyers will come in later, 
after you’ve had time to build your authority.  In B2B markets, where we often sell for $997 or 
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higher on our first sale, it’s not uncommon for us to experience a 30 to 90-day time from opt-
in to sale.   

Back to this funnel.  If someone purchases, they can be added to a buyer’s list.  Everyone 
else goes through a daily email sequence designed to sell them this same offer over the first 
two weeks.  Mix in infotainment along with direct sales emails.  Plan for a hard deadline where 
if they don’t purchase, they’ll miss out on your initial discount price.  This can be done with 
tools like: 

 Deadline Funnel: https://www.mymarketingcoach.com/deadlines or  
 Thrive Ultimatum: https://thrivethemes.com/ultimatum/ 

In this case, 20% of the opt-ins eventually click over to 
the sales page.  These email visitors converted even better 
with 24% of them clicking to the order form and 30% filling 
out the order form.  This gives a conversion rate of 7.2% from 
your email leads (you will get a higher conversion from your 
email list than cold advertising).   

Once you combine the immediate purchases along 
with the overall email sequence, 5% of opt-ins purchased in 
this funnel.   

Now for the bad news…even though the numbers 
being used are generous, especially on the immediate sales 
percentage…this funnel loses $992 a month! 

Imagine what would happen if you pulled out the 
immediate offer and just relied on emails?  It’s NOT pretty.  

Yet, that’s exactly what a lot of gurus would tell you to do.  They’ll tell you, “Don’t sell 
immediately.  Do an ‘indoctrination’ email sequence first.”   

As this example shows, that’s a BIG mistake in most markets!   Someone notices your 
ad.  They read it.  They click to your landing page.  You have their interest and they enter their 
email address.  You have their eyeballs now.  Don’t throw away the momentum you’ve built 
up and tell them they have to WAIT before you’re willing to fully solve their problem.  Give 
them the opportunity to buy the solution now.  Even with higher ticket offers, I lean toward 
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giving your free content through a webinar or a video which leads them into the sale.   

This demonstrates why so many clients have started going direct-to-sale, especially with 
Facebook ads, on their lower ticket offers over the past couple of years.   People aren’t as 
willing to give up their email addresses as they used to be.  You have to ‘earn’ it.  And if you’re 
paying for the traffic, it makes more sense financially to get the sale…or else you can’t pay for 
the advertising! 

The free opt-in makes more sense when you’re using ‘free’ traffic methods such as 
blogging, podcasting, Facebook groups, or a Youtube channel.  You don’t have to pay that 
advertising bill every month.  And you’re building authority with your audience BEFORE they 
join your list.   

In this example, you’re adding 3,000 new subscribers and 149 new buyers each month.  
Personally, I’d be ecstatic about a funnel that consistently produced these numbers.   Over a 
year, you’d invest $11,904 on the front-end, but gain 36,000 new subscribers and 1,788 
buyers.   That’s a way to think about this funnel.  You’re not losing the money.  You’re 
investing it in your list.  Even if you didn’t have any other products to sell, you could earn close 
to a six-figure income just with affiliate offers. 

What would I do if a client brought this funnel to me? 

The opt-in rate and sales conversion rates are already good, so there likely isn’t much 
room for optimization there.  The easiest addition will be retargeting.  You could retarget 
everyone who hits the opt-in page.  You lost 70% of your visitors right there.  Test sending 
them directly to the sales page.  Retarget those who opted in and didn’t buy back to the sales 
page or even test a $1 trial (they pay the $48 seven to ten days later).  

The next step would be adding an additional 2nd upsell and downsell in the funnel just 
like I recommended for the direct-to-sale funnel.   Add a small ‘bump’ offer in the cart itself.  
The addition of the bump, upsell, and downsell may get this funnel to breakeven. 

After this I’d be thinking heavily about the backend.  What else can they sell both to the 
free list and the buyers?  Plug-in a couple of related affiliate offers in the email sequence.  If 
you created a consulting type sale for the 2nd upsell, you could also sell this separately to the 
email list.   

What do the hyper-responsives want to buy?   These may be just 5% of your overall 
buyers, but they can equal over half of your profits.  For example, a client primarily sold online 
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courses for $49 to $199.  He now sells 1 and 2 day clinics for $1,000+ and 5-day ‘experiences’ 
in exotic locations for as much as $10,000.  Many buyers attend multiple events.  Even though 
only a small percentage of your customers take these offers, they transform your overall 
business model!   

In this example, if 89 buyers (5% of 1,788 of customers of the first year) purchased a 
$1,000 offer…you’d earn $89,000 just from that.  Plus, you’d have your other digital offers, 
your upsells, and all your affiliate commissions on top of this.  That’s why even a ‘losing’ 
campaign can be wildly profitable over the long-term.  But you don’t do it just by ‘hoping’ it’s 
going to work out.   Make a plan and do your numbers! 

Which Funnel Should You Choose? 

We’ve tested direct-to-sale most commonly with offers priced under $50.  It could make 
sense with an offer up to $100 (especially in B2B where the pricing is usually higher).  If you’re 
selling a $999 offer on the front-end, it’s NOT likely to perform well going direct-to-sale.  This 
is for paid advertising.  If affiliates are promoting for you, a direct-to-sale offer can be at a 
much higher value because of the increased authority they’re transferring to your offer. 

Going direct-to-sale forces you to create an irresistible offer.  You can’t just throw 
something together.  Do your research until you understand what your audience already 
wants to buy.  Write engaging copy or hire a copywriter to do it for you.  Lead with proof.  If 
you’re brand new and don’t have enough proof for your offer, you may have to go through a 
period where you lose money on ads until you build up that proof…or you use content 
marketing instead of paid advertising.   

Do the opt-in first if your primary monetization method is affiliate income.  Normally, 
you don’t get the list of buyers.  That means you wouldn’t be building any equity in your 
business if you were sending visitors directly from paid traffic to the affiliate offer.   Your list is 
your future income.  This is true whether it’s a free subscriber list or a buyers list.    

But here’s the reality a lot of people don’t like to talk about.  It’s extremely difficult to 
be profitable with paid traffic as an affiliate.  You’re only earning a portion of the profits on 
each sale.  A few years ago when the cost of advertising was cheaper, it was possible to profit.  
Today, not so much.  If you want to primarily promote affiliate programs, you need to ‘own’ 
your traffic source.  That means building that blog, podcast, or Youtube channel.  Position 
yourself as a trusted advisor to a hungry buying market. 
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Build your audience through ‘sweat equity’ with infotainment.  Promote your email list.  
Promote affiliate products directly from your content pieces and from your list.  Play a game 
you can win…instead of working against the numbers in paid advertising. 

Don’t get LAZY just because you’re building a list.  It’s easy to lie to yourself and say, “It 
doesn’t matter if I’m not making money today.  I’ll make money from this list down-the-road.”   

NO!  A list that doesn’t buy is worthless.  Even with higher ticket B2B offers, I expect to 
see the majority of our sales within 90 days.  With lower priced consumer products, that 
number drops to 30 days.  If your list isn’t buying in that time, you’re not doing it right (or 
they’re not the right audience). 

You can and will get some people who are on your list for months or even years before 
they buy.  I’ve had customers purchase a $1,995 product from me who have been on my list 
for 2+ years without buying anything else (not even a book).  But those are just the icing on 
your cake.  Don’t build your business on this small percentage of customers. 

Your funnel also depends on your traffic source.  Most direct-to-sale clients are using 
Facebook ads.  On Youtube, they’re currently going to opt-in.  Affiliates will often prefer to 
promote your sales page for maximum EPCs (Earnings Per Click).  Eventually you’re likely to 
have BOTH options in place. 

Retargeting 

Now let’s make a few additions to our direct-to sale funnel.  We’ll add an additional 
consultation upsell.  And we’ll add a downsell for those who didn’t purchase the first upsell.  
Plus, we’ll create a retargeting funnel that brings 2,000 visitors back to an opt-in page. 

On this funnel, I used a 10% conversion on the additional upsell and downsell, because 
you can expect lower conversions at this step.  The upsell adds $897 and the downsell another 
$546.  Just $1,000 was invested in the retargeting to bring 2,000 visitors back to an opt-in 
page.  Of those 800 of them subscribed to the email list (40% conversion on the opt-in page).    
With the email follow-up, 28 more sales were made for $1,372 on the main product and 
another $573 in upsell income.   
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This now equals total profits of $2,139 on the front-end by combining a direct-to-sale 
campaign and an opt-in campaign.  And the good news is that the backend is still wide open! 

I’m Using One Paid Traffic Source For Simplicity 

All my examples are using Facebook advertising, but that’s only for simplicity.  There are 
other great paid advertising options such as Google, Youtube, Bing, direct buys from websites, 
and so on.  And paid traffic is just one of 3 major ways you can generate traffic to your site… 
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 Paid Advertising 
 Free Organic Content Marketing 
 Affiliates/Joint Ventures 

Most of my clients have a mixture of all three.  Free 
organic includes SEO, blogging, Youtube channels, 
podcasting, Facebook groups, Linkedin direct contact (great 
for B2B), Instagram, and any other social media channels you 
participate in.   

With zero cost of advertising, it’s easy to be profitable 
on the front-end.  BUT you have to count the time you’re 
investing to produce the content!   

There are people who think they’re ‘business owners’ 
getting paid less than minimum wage for their time because 
they don’t count how many hours they’re working on their 
content!  Track your numbers.  If you don’t create funnels 
that turn visitors into income consistently…you might be 
better off getting a job at Starbucks. 

Once you have a profitable funnel, it only makes sense to tap into additional joint 
venture or affiliate traffic.  In some markets like the ‘online marketing’ niche, affiliates could 
equal up to 80% of your traffic.  In another market such as tennis or golf, it might only be 10% 
to 20% of your sales.  People in the marketing niche are ALWAYS looking for high converting 
products.   In other markets, it’s tougher to find people with large lists and websites willing to 
promote your offers.   

It depends on your market, but $1 EPC is a good minimum to shoot for (higher in B2B 
markets).  That means an affiliate can expect to earn $1 or more for every visitor they send to 
your website.  If you’re paying them 50% of the money from the first sale and all the upsells, 
that means you need to be earning $2 EPC overall (they’re getting half).  BUT you’ll see higher 
conversion from affiliate traffic than paid advertising, so $1 EPC for your funnel is a decent 
point to start partnering with affiliates.   
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Example B2B Funnel 

Let’s change direction and say you’re in a B2B market.  You’re selling a course for $999 
and you’re promoting a webinar funnel… 

 

You’re going to pay more for visitors in B2B niches, and there is less traffic available 
overall.  In many niches such as “chiropractic marketing” you’re not going to find 10,000 
visitors per month (not even a quarter of that).  But let’s say you’re in a wider niche such as 
selling to those who want to become ‘business consultants.’   You’re paying $2.50 per visitor 
and you’re getting a 30% opt-in rate for a cost per lead of $8.33.   

Of those who register, 25% attend the webinar.  Attendance at webinars has declined 
over the past few years, because visitors know you’re going to be selling something.  And 
they’re not as willing to invest an hour or more with you unless the content you deliver is 
superb.   

It’s not shown in the graphic, but you’ll need to combine email follow-up along with text 
reminders to achieve this level of attendance.  Your webinar registration page will make their 
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mobile number optional because you want to remind them of the webinar. 

You’ll also send out a recorded replay after the webinar for additional viewers.  You sell 
5% of the attendees and in this case all of them complete the order form (they just spent 60 
minutes plus on the webinar with you).  

That’s 43 sales in all.  For the upsell, you offer a private consultation option for another 
$400 with a 40% conversion rate (17 buyers take this option).  The refund rate overall is 10% 
and it costs you $50 per sale for the product and the customer service. 

It costs $416.67 for each sale.   Using the current 
estimates, you’d be earning monthly profits of $15,523. 

Seeing these numbers might make you want to do a 
webinar!  If you have a higher ticket offer in a business niche, 
it makes sense to do one!  These numbers are also based on 
paid advertising.  You could expect better conversions from 
affiliate traffic…especially if the affiliate endorses you on the 
webinar itself (hold a private webinar for their audience).   

The real reason this funnel is profitable is the $999 
price.   You can afford to spend a lot more on traffic when 
you have a higher value offer.  And it’s more likely to excite 
affiliates as well when you can pay more money for each 
sale.   

This price point is on the lower end of what can be offered in B2B spaces.  Many times 
you’ll see multi-thousand dollar products available through a webinar that goes into an 
application and then into a one-on-one sales call for those who are interested.   

High Ticket Offer With Opt-in Sequence & Retargeting 

You wouldn’t run paid traffic direct-to-sale for a higher ticket offer like this, but let’s set 
up an opt-in funnel using the same options.  We’ll use a Deadline Funnel and create an email 
sequence that shares 3 contrarian content videos followed by a sales video on the main sales 
page.   

We’re using a cost of $2.50 per visitor and $1 per visitor on the retargeting (the 
retargeting will be going directly to one of the video content pieces instead of to an opt-in 



 

 

ULTIMATE GUIDE TO MILLION DOLLAR FUNNELS 

 Copyright @ 2020 MyMarketingCoach, LLC 25 
 

page).   

 

The first video content piece is delivered immediately after the opt-in.  There is a link 
under the video that takes them to the sales video page.  Every content video has a link under 
it to the main sales page.  We’re using a low conversion rate on day one of just 1% to the order 
form and 30% completing the order form (total conversion of 0.3%).   

The consultation upsell is still converting at 40%.  The email sequence will promote the 
content videos over the first week.  Day one and two emails will promote that first thank you 
page content video.  You’ll send out the 2nd video in day three and four.  The 3rd video will be 
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day five, six, and seven.   

On the second week you’ll point heavily to the sales 
page video with the deadline set for two weeks after opt-in.  
We estimated 20% of email subscribers either click directly 
to the sales page or make it to the sales page from one of 
the content video links.  

The majority of sales are made through the emails, 
videos, and deadline sequence with the higher ticket offer.  
With 12% of sales page viewers making it to the order form 
and 30% of those converting into sales, we’re expecting a 
3.6% conversion overall of unique visitors through the emails 
to buy.   

There is also a retargeting sequence that is taking both 
the email subscribers and those who didn’t opt-in to the 3 content videos.  Send retargeting 
visitors to video #1 for 3 days, video #2 for day 4 to 6, and video #3 on day 7 to 9.  If your main 
sales page is Facebook friendly, you could run it for day 10 to 14.  We projected 6% conversion 
of those who made it from a content page to the sales page to go to the order form and 30% 
to buy (for a 1.8% conversion here).   

Overall this funnel is earning $8,182 total profit per month.  Selling higher ticket offers is 
more profitable to the right audience, but they often require more complicated funnels.  

Combine Paid Traffic With Affiliates 

Partner with affiliates once you have a profitable funnel (yes, I’m going to say that 
multiple times in this issue).  It’s like free money!  And it works both ways.  Get related 
businesses to promote you in their backend, and you promote them in exchange on your 
backend.  I don’t care how prolific you are, you won’t come up with as many products and 
sales funnels as your customers can consume.   

Affiliates are sending you 10,000 visitors per month.  We’re selling the $49 product 
again.  Your conversion is higher at 12% going to the order form and 30% completing it for an 
overall conversion of 3.6%.  We upgraded the upsell and are selling it for $199 now with 20% 
conversion with a $299 2nd upsell and $39 downsell (each at 10% conversion).  
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There is no traffic cost, but I added the 50% 
commissions as a fee inside the “Other” box.  You could also 
pay for some retargeting traffic to maximize the revenue 
from these visitors also, but I didn’t want to include it on this 
estimate.   

The profits here are $14,231.  Best of all, there was 
virtually no risk.  You didn’t pay out the 50% affiliate 
commissions until after sales were made.  This is why you 
hear online marketers talk so much about affiliate 
promotions.  You get higher conversions, higher profits, and 
less risk. 

The 3 risks you do have to watch out for on an affiliate 
focused business model are: 

1) Test your funnel with your own list, paid traffic, or a 
small launch with an affiliate you already know well 
first.  Affiliates want to see good EPCs. 
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2) Watch out for affiliate fraud from brand new affiliates who generate a lot of sales 
quickly using stolen credit card numbers.  I manually approve affiliates to avoid this.  In 
addition, call and confirm a few orders if you see an affiliate you don’t recognize making 
a large number of sales. 

3) The majority of sales will come from a handful of large affiliates.  Losing one of them can 
equal a big drop in revenues that you have no control over (similar to being suspended 
from a major ad network like Facebook).  

eCommerce Subscription Boxes 

Let’s shift gears and do something for an ecommerce continuity business.  Any of the 
funnels already shared could just as easily apply to ecommerce products as they do for digital 
information products.   The ‘other’ costs of product delivery will be higher, but often 
conversion rates will be higher as well.   

In this example we’re going to put together a funnel for the imaginary company “Big 
Dog Box.”  A subscription box is a service that bills you each month and sends you a box of 
items inside their theme.  It might be women’s clothing, new 
shoes, wines, beauty products, razors, etc. 

Our “Big Dog Box” company sends out a box full of dog 
toys and treats to you each month for $39.  This company 
uses high quality products and organic treats so their overall 
product costs each month including shipping comes out to 
$20 (recorded in the ‘Other’ category).   

The average member sticks for 6 months.  We’re doing 
a direct-to-sale offer with a retargeting funnel that goes to an 
opt-in.  We’re paying $1 per visitor for 10,000 visitors a 
month and 50 cents per visitor on retargeting with 2,000 
visitors a month.   

Since this is a continuity, we’re going to plan for only 4% of visitors to make it to the cart 
with a 30% cart conversion or 1.2% conversion overall.  On the retargeting, we’re expecting a 
30% opt-in rate, 12% to get to the order form, 30% to convert, for 2.4% overall (I didn’t follow 
out the email sequence in this diagram).   
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The overall numbers for this funnel look good on the previous page, right?  It’s 
profitable at $3,701 per month even without accounting for their email sequence.  They could 
of course sell other dog products separately and partner with other companies such as dog 
food or trainers also for additional profits.  

But Big Dog Box has a BIG problem!  The stats include the profits of all 6 months the 
average member stays.  They have serious negative cashflow.  They’re spending $11,000 a 
month on traffic, but only generating 141 new customers each month.  With $19 net profit per 
month on each of these customers, that means $2,679 total income the first month with 
$11,000 outflow (plus merchant fees and company expenses). 

If you have millions in venture capital behind you, no problem.  You can ramp up and 
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grow the company a lot faster once you prove the numbers work.   This is how MANY 
ecommerce companies grow during their first few years.  They’re investing in customers for 
the future. 

For example, I spoke to one of the marketing directors of a popular email marketing tool 
years back.  If I remember correctly, their average customer was worth about $19 a month to 
them at the time.  And the average cost of obtaining that customer was $140.  They had the 
budget to make this work for several years as they grew their customer base.   

Most kitchen-table entrepreneurs and small business owners can’t afford to do this!  
That’s why you don’t often see me recommend continuity as the front-end offer.  I like putting 
a continuity program, especially as a free 30-day trial, in the first or 2nd upsell spot.  Pay for the 
advertising with the first sell, and plug as many people into continuity as possible in the upsell 
or on the backend. 

This strategy won’t grow the subscription business as fast, but it allows you to stay in 
the game until you grow!  Subscription first is more practical if your traffic primarily comes 
from our own organic content marketing efforts (you still need to run the numbers to make 
sure you’re not working for peanuts).   

I had a client who ran into a severe cashflow issue like this, and there was another 
solution for him.  He offered a $2,000 service, but only a small percentage of his customers 
could pay up front.  Most needed to go on $99/month payments.  His advertising costs meant 
it took him 7 months to get to break even.   

What he did was partner with a financing company who agreed to handle the payment 
plans.  The total fees charged were higher for those on the payment plan, and the company 
shared 70% to 85% of the value of those customers with my client (the exact percentage 
varied by the customer’s credit rating).  This solved the cashflow problem and gave him the 
money he needed to grow the business. 

Key Takeaways For Your Million Dollar Funnel 

We’ve covered a LOT of funnels here, and your brain may be going tilt.  What should 
you do?  Which funnel is right for you?  How should you get started?  The first key takeaway 
from this issue is that a single product, no matter how exciting, is not a business on its own.  A 
good business model includes a front-end offer, often with several upsells opportunities, and a 
backend.  
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We didn’t cover the backend here.   That’s where the big money is.  You should have 
some backend possibilities in mind before you create your funnel, even if those products 
aren’t ready yet.   

Your goal on the front-end is to buy a customer at breakeven or better.  I have clients 
who blow these numbers out of the water and are doing 8x or better on the front-end with 
paid advertising.   

But don’t plan on that.  It’s NOT normal.  Clients who do this often have an advantage 
that allows them to tap into lower cost traffic…and even they are planning for the future when 
their costs will rise.  In addition, those same clients are often in smaller markets where they’re 
limited on rolling out.    

The default model I recommend for products under $50 is direct-to-sale.  Concentrate 
on putting together an offer that attracts hungry buyers.  Put one upsell in place as soon as 
possible to help make it profitable. Starting small and tightly targeted with your advertising 
often allows you to profit from cheaper traffic and higher conversions in the beginning.   

You’ll need to put the other elements in place such your 2nd upsell, retargeting, bump 
offer, and email follow-up as you roll-out to larger audiences. 

Start with an email opt-in funnel with a product over $50 or if you’re in a B2B market.  
Don’t get lazy.  The goal is NOT building a large email list. It’s attracting customers.  Track the 
number of sales that come in.  Even if you don’t have any products of your own, I’d still 
recommend immediately offering an affiliate product to new subscribers.   

Boost the initial sales from subscribers by using an evergreen “New Subscriber Special” 
deadline.  Send infotaining content in your emails that lead people to your initial product 
offer.   

If you’re offering a higher ticket product, consider a webinar in the beginning.  Doing a 
live webinar is scary and takes time to put together, but it will allow you to interact live with 
your audience.   

You’ll see the questions they ask and you can even take a poll to gauge what they’re 
interested in.  Plus, you can test slightly changing your presentation and offer over the first 
few live webinars.  Once you have a high converting webinar, then you can think about 
automating it and making it evergreen. 
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You can also transform an email opt-in funnel into a survey funnel by adding a few 
simple questions to the opt-in form.  This complicates the funnel, because you need to make 
slight edits to your thank you pages and sales pages to match the customer segments you 
discover in the survey.  In addition, you would need to copy your email sequence and make 
slight changes to it as well.     

In the beginning, you’ll want to focus on ONE source of traffic such as one advertising 
source or using one content marketing method (like blogging).   

Once you’ve established a profitable funnel, then expand out to another source of 
traffic.  My favorite next step is affiliate partners once you have a decent ROI, because you 
have a high upside potential with limited risk. 
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Ultimate Guide to Funnel Optimization – Part 1 

“The reason most people do not recognize an opportunity when they meet it is because it 
usually goes around wearing overalls and looking like Hard Work.” 

I’ve personally coached and seen the inner workings of hundreds of highly profitable 
internet businesses...and I’ve influenced thousands of others through products, reviews, and 
direct advice. 

These experiences have given me a lot of insight into exactly what works when setting 
up, optimizing, and profiting from your internet business.  Let’s say right up-front.  It’s NOT 
easy.  There’s a very good chance the first paid ad funnel you set-up…no matter how well 
you’ve researched your audience and planned the launch…will not be profitable on day one. 

But that first funnel can have the ‘seed’ inside it to create a multi-million-dollar Internet 
Lifestyle business for you.  Just like a 300+ foot redwood tree comes from a seed only 3 
millimeters long, your very first ‘cheap’ ad sending visitors to a simple website can become the 
seed that grows into a dozens of profitable products, multiple email sequences, and more than 
enough income to take care of you, your family, and help charities you care about. 

There are two huge mistakes that could keep you from building the momentum and 
turning those first ‘seeds’ into a long-term profitable empire: 

1) You’re so afraid to fail or overwhelmed by all the possibilities that you never get started. 
2) You get frustrated and give up when you don’t get the results ‘gurus’ promised.   

I’ve talked to way too many people who spend years in ‘research’ mode before they get 
started.  They’re trying to get all their ducks in a row before they launch, putting every piece in 
the perfect place…hoping it all works like clockwork from day one.  Not going to happen.   

Setting up a new business is messy.  It always seems like something is out of place.  If 
you do get everything in order, another piece will break.  You have to embrace a little 
uncertainty to make it as an entrepreneur! 

If you’re getting started…and you feel overwhelmed by all the different moving 
pieces…you’re probably doing something right.  As a beginner, don’t try to copy someone 
else’s funnel that they spent the last 3 years building and testing every step along the way.   

Sure, you might soon build something like that, but trying to put every piece in place 
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before you start is a recipe for confusion and overwhelm.  Start simple.  Make sure you can 
attract visitors with your initial offer and turn them into leads or sales.  Look at what’s working 
and what’s not in your initial funnel.  Then expand from there. 

That’s what this report is about.  It’s about starting with a simple funnel, adding steps 
along the way, and making little tweaks that multiply your results.  Over the past two decades, 
I’ve seen a lot of tests that produced huge returns.  I’ve seen a lot more tests that produced 
little or no change.  That’s probably the biggest misunderstood factor about testing.  The 
majority of tests you run will have little or no effect on your overall return.  In this issue we will 
be focusing on the little levers that move big doors. 

Consider this a ‘Cheat Sheet’ of ideas to improve your funnel and profits.  Don’t try to 
implement everything at once.  That would drive you crazy…and wouldn’t even be possible!  
Instead, read through this issue today and look for a maximum of 3 things you could apply to 
your current funnel.  When you’re finished with the issue, mark them in order of importance: 
Step 1, Step 2, and Step 3.  Implement these steps as soon as possible.   

Wait a week or a month.  Come back to this report and go through it again!  Look for 1 
to 3 more steps you can implement at that time.  Wait another week or month.  Pull this issue 
out in the future as you start building your next funnel.  What can you do differently?  Which 
ONE step could you implement right now for the greatest improvement to your current 
results?    

The Japanese word kaizen simply means, “change for the better.”   It implies continuous 
improvement. What are you doing this week to improve efficiency in your current systems?  
How are you eliminating waste every step along the way?  What will you do next to maximize 
the value and leverage of every asset in your business?   

The Facebook ad that’s sending traffic to you is an asset.  How can you improve the 
conversion rate…earn more from each buyer…better communicate with your 
buyers…generate more referrals…and earn additional steams of income on the backend?   

Don’t think about everything you’re not doing.  Simply take one step and apply it 
immediately.  Continue to improve for weeks, months, or years into the future.  Your business 
is either growing or it’s dying.  It’s not staying the same.  Your daily actions determine the end 
results.     
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Get Started With the Minimum Viable Funnel 

Let’s define what a ‘funnel’ is so we’re all on the same page.  A funnel is a client-focused 
series of steps someone goes through to take the desired action.  That definition sounds a 
little like marketing gooblygook so let’s look at it with a simple funnel example.   

 They see your ad on Facebook (it could be Youtube, an affiliate partner, or a blog post). 
 They click the ad to go to your website. 
 They click the order link on your page. 
 They fill out their credit card information on your shopping cart and click “Submit.” 

That’s what I’d consider the minimum viable funnel.  First, they have to hear about you.  
It could be a paid ad on any network, it could be a referral from someone else’s list, or it could 
even be seeing your website in Google’s organic search after entering a relevant keyword 
phrase.  You’re going to lose ‘prospects’ at every step along this funnel.  Our goal is to first 
optimize your basic funnel and then add additional steps which produce even more income for 
you. 

Let’s say you have a 2% link clickthrough rate on Facebook. That means 98% of people 
who see your ad don’t respond.  Of the small portion of visitors who clickthrough to your 
website, let’s say 5% of them click your order button.  The other 95% of them weren’t 
interested enough in your product or service to go any further (there’s lot of ways we can 
optimize this which we’ll talk about later).   

Once they get to your order form, maybe 80% of them leave without completing their 
order.  Shopping cart ‘abandonment’ where people go to your order form but don’t complete 
their order averages 69.57% overall (https://baymard.com/lists/cart-abandonment-rate). 

If it currently costs you $1 per visitor, then 100 visitors would equal 5 people getting to 
the order form and 1 person completing their order.  If your product costs $50…you’re losing 
$50 on EVERY sale.  That’s a big problem!  But guess what?   

If you brought a funnel to me like this, it’s likely I’d be ecstatic, especially if I see some 
obvious ways to improve your conversion.  Rarely is a funnel profitable right out of the gate.  If 
your ‘first try’ gets even a 30% return on your investment ($30 back from every $100 invested), 
there will be multiple ways to boost your numbers and your profits.   

What happens if we double your link clickthrough rate to 4%...get 10% of your visitors to 
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click your order button…and 40% of them complete their order?   Out of 100 visitors, 10 of 
them get to the order form, and 4 of them complete their order.  That’s $200 from every $100 
you spend on advertising.  But the higher clickthrough rate means the cost of traffic also went 
down.  Doubling the clickthrough rate wouldn’t necessarily drop the costs in half, but it would 
lower overall costs and likely allow you to expand your ads to reach a larger volume of people 
(costs often increase as you expand out to slightly less relevant audiences). 

And we’re only just getting started.  Next you’d add a one-click upsell.  The best time to 
offer something else is while the customer’s credit card is still in their hands.  And they don’t 
even need to enter their credit card information again.  All they need to do is click the “YES” 
button to add this to their order.  If 25% of buyers also purchase your $99 upsell, you’ve just 
added an extra $24.75 per order.  Next you add another 2nd upsell to increase the order value 
even more. 

You add a buyer’s email follow-up sequence where you offer the upsells which weren’t 
purchased in the initial sale.  You also become an affiliate with several related products and 
offer those in your emails.  You add a phone follow-up sequence to promote your high-end 
workshop for even more profits.   

You add a retargeting pixel to your sales page, order page, and thank you page.  You run 
additional ads to those who hit the sales page but didn’t order.   You run another campaign to 
those who hit the order form but didn’t complete the order.  Perhaps you offer them a $1 trial 
of the same offer.   

Did you notice that we didn’t even use a Lead Magnet or a free email list in this 
example?  If you have a truly irresistible offer, you can go directly for the sale.   This is most 
often true for lower cost products (under $20 or a trial offer) which are easy to understand.  
For example, there are a lot of ‘book funnels’ where you can buy a book for $7 or less 
(including shipping)...and the real product and/or service they want to sell is in the upsells and 
in the backend.  That $7 book may lead to a $97/month trial membership offer and a $20,000 
done-for-you service.   

That said…most of my clients still do a free Lead Magnet to get visitors to join their free 
email list upfront.  Our offer isn’t quite irresistible enough to stand on its own to cold traffic.  It 
takes time to demonstrate what makes us different from the competition.  So the more 
common funnel we use is: 
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 They see your ad on Facebook (it could be Youtube, an affiliate partner, or a blog post). 
 They click the ad to go to your landing page offering a Free Lead Magnet. 
 They subscribe to your email list – and the thank you page offers your initial product for 

sale (emails are sent in the background).   
 They click the order link on your thank you page. 
 They fill out their credit card information on your shopping cart and click “Submit.” 

We program an email autoresponder sequence that goes out close to daily over the first 
couple of weeks.  It shares our origin story, what makes us different, provides contrarian 
content, and makes a personal connection with our readers.  You can add an ‘evergreen’ 
deadline that moves people to purchase over the first couple of weeks.  But in many markets, 
such as B2B and coaching, it’s not uncommon for the majority of buyers to be on our email list 
for 30 to 90 days before they purchase. 

Know the Audience and Network You’re Targeting 

When a member or a client asks me to review their funnel, the first two questions I 
always ask are: 

 Who is your Ideal Client Avatar?  Tell me as much about your perfect buyer as possible. 
 Where are you advertising or marketing? 

The audience changes EVERYTHING in your funnel.  Let’s say that 90% of your buyers are 
female, but the majority of your testimonials are male.  That can create a disconnect.  Move 
the female testimonials higher on your page so they’re more obvious.   

What desperate problem is top-of-mind for your audience (something they’re already 
thinking about and actively looking for a solution to)?  What other solutions have they tried?  
One of the best ways to break through the ‘ad blindness’ is to figure out what your audience 
already suspects about the problem and the current solutions…but hasn’t quite been able to 
put into words.  Become an advocate for your audience. 

For example, my friend Doberman Dan knows a lot of entrepreneurs are tired of ‘giving 
away content’ and not seeing results from it.  They suspect something is wrong with this 
common guru advice because it doesn’t seem to be working for them.  Dan came out with a 
book that tells you to just go for the sale, “Just Sell The Damn Thing: The proven, contrarian 
formula to GROW your business FASTER than ever”.  And as you probably guessed, he’s 
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selling it as a book funnel with multiple upsells. 

The more you know about your audience, the easier it is to connect with what’s already 
going on inside their heads.  Visit Facebook groups, Linkedin groups, and website discussion 
boards.  Watch videos on Youtube with the most views in your market.  When you search for 
topics in Facebook, which Facebook pages are the most popular?  Who continues to advertise 
month-after-month on Adwords (www.ispionage.com)?  Run an email survey.  Talk to 
prospects on the phone or in person.   

How old is your Ideal Client Avatar?  Are they male or female?  Are they married or 
single?  What do they do for a living?  What do they do for fun?  What blogs do they read? 
What podcasts do they listen to?  What are their most desperate problems?  What do they 
daydream about?  Your buyers aren’t just ‘numbers.’  They’re individuals with real hopes, 
dreams, and pains.  Develop empathy for them! 

In addition to knowing your audience, you also need to know the traffic method you’re 
going to use.  If you’re going to use Facebook or Adwords, you might have to tone down your 
landing page.  Neither one likes to see big direct promises to their audience (they don’t want 
to be liable for claims you make). They’re especially sensitive about make money, weight loss, 
and natural health claims.   

For example, one of my clients uses a Facebook video ad that says, “Saskatoon 
Restaurant has helped thousands of local Greenville residents lose weight and keep it off with 
delicious, healthy low carb meals.”  In the video itself, the spokesperson talks about how she 
lost 64 pounds while eating delicious meals.  That ad has run for over a year.  If we said, “You 
will lose 15, 30, or even 60 pounds…” the ad would have likely been declined (and possibly his 
account could have even got banned).  But we’re not making a direct promise.  We’ll telling the 
readers what other people have already done. 

Avoiding big direct promises doesn’t just apply to your ad text.  It also applies to your 
landing page.  And in the case of Google, they require navigational links and will visit some of 
your linked pages as well.  You’ll also want to make sure any testimonials have the words 
“Your Results May Vary” or similar text nearby (to let these networks know you’re not 
promising those exact same results to the visitors).   

Facebook and Google are NOT the only fish in the sea.  There are a LOT of networks you 
can use for advertising including Exponential, Adcash, Taboola, Outbrain, BuySellAds, and 
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dozens of others.  Bing is a great place to get started if you want to advertise in search.  It has 
less traffic than Google, but it’s also cheaper and the reviewers are less picky.  And of course, 
you don’t have to worry about reviewers at all if you focus on recruiting affiliates or attracting 
visitors through content marketing.  

Facebook Optimization Basics 

Obviously, we can’t cover all the ways you can optimize your traffic source, because 
every network has its own rules and leverage points to pay attention to.  Let’s use Facebook as 
an example since it’s one of the easiest traffic sources to get started with.  You can find more 
details about optimizing your Facebook ads in the ‘Facebook Advertising’ issue which was 
published in February of this year (and still available inside the member’s area).   

Some of the biggest clues to the optimization of your Facebook ads are your Quality 
Rankings, Engagement Rankings, and Conversion Rate Rankings.  You want to be “Above 
average”, preferably on ALL of these.    Facebook doesn’t reveal everything behind these 
scores, but “Quality Ranking” is judging the feedback on your ads and how people react at 
your website (for example do they immediately click back to Facebook).   Are people hiding 
your ad or claiming it’s spam?  That’s a big negative.    

Your “Engagement Ranking” is looking at clicks, likes, shares, and comments.  Facebook 
likes to see ads that people engage with.  Your “Conversion Rate Ranking” is how your ad is 
doing on whatever metric you’re optimizing for (clicks, conversions, etc.).   

Your scores are compared to other ads that are running to the same or similar 
audiences.  The exact same ad might have a completely different scores based on the 
audience you show it to.  How responsive is the audience to your overall marketing message?   

These ratings aren’t everything.  They’re simply a signpost. If you’re generating a lot of 
leads and making profitable sales from an ad with average or even below average rankings!  
Keep it running.  But also test other ad copy, images, and audiences as there is room for 
improvement.  Here are a few of the ways clients have optimized their Facebook ad 
campaigns: 

 Install the Facebook Pixel to track conversions and create custom audiences of those 
who watch your videos, visit your landing page, opt-in, hit your shopping cart, and 
purchase.  Exclude those who’ve already responded to a specific campaign. 

 Start with a lower daily budget.  You’re usually better off with more ad groups targeting 
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different audiences with a smaller budget than one large campaign with a large budget. 
 Slowly increase your budget when rolling out.  Increase budget by 50% or so every few 

days.  Lower a budget back down if it becomes unprofitable at higher ad spend. 
 Turn off audience network initially.  It can increase your reach, but can hurt your overall 

ROI. 
 Continually test new ad copy and images.  Ads burn out quickly as the frequency 

increases (at high volume it can be difficult to keep an ad running for more than 3 to 4 
weeks at a time). 

 Narrow your audience with intersecting interests.  For example, I’ve targeted people 
who like ‘Frank Kern’ and I narrowed that audience to business owners.  Smaller, 
targeted audiences. 

 Even Lookalike audiences can be narrowed.  A golf business could load their buyers 
email list into Facebook and create a Lookalike audience of 2+ million.  When they 
advertise, they can narrow that audience to those who also like the general interest of 
golf and may reach 500,000.  

 Test new interests separately first to prove their value. Combine in future campaigns. 
 Break desktop and mobile into separate groups.  Desktop traffic is expensive on 

Facebook, and there is a LOT more mobile traffic available.  
 Review demographics. Are males or females more responsive?  What age groups are 

best? 
 After your ads have run for a while, you could use dayparting to only target the most 

responsive times of the day for your audience.  
 Stop thinking ‘split tests’ with Facebook ads.  You want multiple ad winners so they can 

rotate on and off.  The best case scenario is you have multiple winners in each group so 
profitable campaigns can continually run. 

 Does your ad look more like a personal post or like an ad?  Use personal language, 
individual examples, and emotion instead of feeling like a corporate copywriter. 

 Share a case study or testimonial from a client.  Stories usually beat claims.   
 Test images that illustrate the problem, promise, or credibility.  Grab attention with 

curiosity. 
 Test unique photos when possible instead of ‘stock photography.’  People’s faces are 
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often high performers (it is called Facebook after all). 
 If your offer is irresistible, make the offer right in the ad itself. 
 Try using a fun quiz instead of a traditional lead magnet.   
 Change the delivery of your lead magnet.  A client recently changed a webinar to a ‘free 

video’ you could watch immediately after opt-in – and a flood of leads poured in. 
 Flip the ad order of a successful ad.  Headline copy trades with first sentence and so on. 
 Exclude non-responsive segments.  Example: paleo restaurant client had much better 

results after excluding vegetarians (who complained his meat wasn’t healthy). 
 Add a call-to-action.  Tell people to click here, watch the video, etc. 
 Encourage and participate in discussion in the comments.  Only delete ‘aggressive’ 

comments that call you a scam or attack others. Interaction can improve relevance and 
lower costs. 

Many of the steps above could apply to any ad network. I’d always recommend starting 
with a lower daily budget and increasing over time (although it’s not always as important as it 
is with Facebook).  Target a tight niche audience in the beginning and expand out as your 
campaign proves to be profitable.  Reviewing who is responding and when can help you limit 
your costs (male/female, age, time of day and days of week).  Add calls-to-action.  Test ads.  
Exclude those who don’t respond.     

Comparing Facebook to Adwords Search 

Don’t try to create campaigns on both Facebook and Adwords at the same time.  You’ll 
be overwhelmed.   While there are similarities, there are enough differences between these 
systems to confuse you.  Facebook is interruption marketing.  You choose a target audience 
and you show ads to them while they’re socializing, enjoying themselves, and wasting time on 
Facebook.   

Google search marketing is all about putting your message in front of people who are 
searching about your topic right now.  It’s also the most competitive marketplace as they’ll see 
4 ads all grouped together at the top of the listings…followed by the organic results on the 
topic…and more ads at the bottom. 

Facebook advertising interrupts your audience, but your message is essentially by itself 
without any visible competitors.  Google advertising reaches people as they’re thinking about 
your topic, but you’re surrounded by tough competition.  I have clients who earn a great ROI 
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on Facebook but find Google search leads too expensive.  And I have clients who earn a great 
return on Google but Facebook leads haven’t been ready from them.  Other clients do well on 
both marketplaces. 

I’d recommend starting with Facebook if you’re in a ‘passion’ type business (golf, tennis, 
vegan, fitness, pets, etc.).  If you need precise demographic targeting, Facebook is a winner 
here as well (you need people who just had a baby or just turned 65).  Go with Google search 
first if customers are specifically searching for your product or it’s a ‘problem’ type business 
(continuing education for CPAs, plumbing supplies, or a new washing machine).  

With Google search, it’s not about interests.  It’s about keywords (you’ll need an 
Adwords account to access their Keyword Planner: 
https://adwords.google.com/aw/keywordplanner/). What is your audience specifically 
searching for?  But many of the same rules for Facebook apply here as well.   

Instead of throwing a whole bunch of keywords together, break them into small 
targeted groups.  That allows you to create ads specifically targeted for that audience.   I have 
clients with hundreds of ad groups where each group simply has a broad match, phrase match, 
and exact match of the same keyword phrase.  One ad group might include just these 3 
versions of “math homework help”: 

 +math +homework +help (Modified Broad Match) 
 “math homework help” (Phrase Match) 
 [math homework help] (Exact Match) 

The ads will be specific to those who need help with math homework.  Other subjects 
and searches will be separate groups with ads focused just on those terms.  One of the secrets 
of optimization is specificity.  Know your audience.  Target the exact keywords they’re 
searching for.  Use ad copy that specifically targets what they’re thinking about right this 
minute.   

You often don’t have the time to break every single keyword phrase into a separate 
group.  So you put a bunch of related keywords together.  Once you see which keywords have 
the most impressions, you then ‘peel-and-stick’ those keyword phrases into separate groups 
by themselves.  Then you can concentrate your ad copy just on those phrases and maximize 
your CTR (lowering your cost per click). 

On Facebook you may exclude interests you don’t want to target.  In Adwords, you can 
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view the “Search Terms” people are using when they view your ads.  You can then add terms 
you don’t want to target as “Negative Keywords.”  If you’re using broad match in your groups, 
you might add hundreds of negative keywords.  But even with modified broad match and 
phrase match, you’ll still find quite a few terms to add as negatives.   

For example, with the above example, maybe people looking for “free math homework 
help” aren’t profitable.  So, we add “Free” as a Negative Keyword.  Perhaps people are looking 
for apps so “apps” gets added as another Negative Keyword.  Routinely check out the “Search 
Terms” to see what people are searching to find your ads…and add unrelated terms as 
negatives. 

These are only the basics of getting started with Google Search.  In addition, you’ll find 
the Google Display Network and Youtube as almost entirely different animals as well.  Google 
does have some free training you can access through their partners program.  It’s designed 
specifically for those who want to manage accounts for others and get certified with them, but 
the training can help you when managing your own accounts as well: 
https://www.google.com/partners/.  

Optimizing Your Free Squeeze Page 

Minimize distractions when you’re going after the email address first.  A squeeze page is 
a landing page where the primary option is to join your list. You’re not providing content.  
You’re not giving several different options.  They either subscribe or they leave.  You’ll also 
include bottom navigation (hidden out of the way) for your Terms of Service and Privacy Policy.   

If you’re advertising on Google Adwords, you’ll also have to provide links to additional 
content, about us, and contact us.  I’m not going to go into everything involved in the Google 
Quality Score here as I have an upcoming issue about Youtube advertising.  It will not only 
cover exactly what you need to do to ‘please’ the Google reviewers, but it will also show you 
why Youtube produces higher quality buying leads for me than any other ad source right now. 

You have TWO goals from your squeeze page.  You want a higher percentage of visitors 
to opt-in, and you want to prepare those new subscribers for your core offer.  Your Lead 
Magnet (the free gift for opt-in) should be a bridge from what your visitors are already thinking 
about into your paid offer.   If you sell a series of art classes, your Lead Magnet might be your 
first class for free.  It’s a ‘taste’ of your paid product.  If you sell a digital course to improve 
your golf game, your Lead Magnet may be a video lesson to add 5 to 15 yards to your drive.  If 
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you sell a group coaching program for chiropractors, your Lead Magnet may be a case study 
showing the results from one of your most successful clients. 

A couple of clients have Lead Magnets which don’t give any ‘free information’ at all.  For 
the restaurant serving paleo weight loss meals, they get access to the weekly menu sent by 
email (the same menu they can order that week).  For fitness courses, we’ve had people 
register for details about the upcoming 30-day challenge and we’ve also used a ‘weight loss 
calculator’ that helps them figure out how much weight they can lose and in what time frame. 

When comparing Lead Magnets, pay attention to both your opt-in rate and the numbers 
of leads that convert to sales.  A 20% opt-in rate where 5% of leads convert to sales is better 
than a 30% opt-in rate where only 1% of the leads purchase.  Yes, that means if you’re testing 
two different Lead Magnets, you must track the sales conversions as well.  Pay the most 
attention to immediate sales…those who purchase within the first 24 hours after they opt-in.  
If necessary, you could even use copies of your sales page and segment your email list initially 
for each Lead Magnet so you can track those initial sales.  

Here are a few of the ways we’ve optimized squeeze pages recently: 

 The more your Lead Magnet relates to your first paid offer, the more likely those leads 
convert into sales.   The transition from freebie to sale should be natural on the thank 
you page. 

 My favorite Lead Magnets for generating sales are short video content pieces (where 
you give a demonstration of your content) or Cheat Sheets/templates which can be 
consumed quickly. 

 Shorter squeeze pages often beat longer ones.  In many Facebook ads, we’ve cut all the 
way down to just headline, opt-in box, and button (with a business logo and related 
background image).  Example: https://www.mymarketingcoach.com/email-
cheatsheets/  

 Test your ad copy and then match your squeeze page headline to the best performing 
ad (make your message congruent from one step to the next in your funnel). 

 Test a short testimonial above the fold.  In one of our tests, getting the right testimonial 
on the top of the page was more important than any of the headlines we tested.   

 Add additional testimonials and other social proof (1,025 Facebook Likes, 45,238 
Subscribers). 
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 Test a credibility photo (you with famous expert, lab coat in health, holding your book,  
etc.). 

 Make your squeeze page mobile responsive: https://search.google.com/test/mobile-
friendly  

 Test a 2-step call-to-action button that pops up your opt-in box instead of featuring the 
email address box directly on the page.  Get them to click your button first before 
entering their email. 

 Use a call-to-action button that highlights the benefit or what they get: “Get Instant 
Access” – “Add 15 Yards to My Drive!” – “Watch the Video Now” 

 Test without a video.  Video usually decreases our opt-in conversion rate although a 
demonstration video can be used to increase credibility for an upcoming sale. 

 Include the opt-in box above the fold on desktop.  Limit scrolling on mobile as well.  
Make your irresistible offer fast and then show the opt-in. 

 Visually highlight the call-to-action button.  Use a contrasting color.  If using a photo of a 
person, have their eyes aimed toward the button.  Your eyes are drawn to headline and 
CTA button. 

 Use bullet benefit copy instead of long paragraphs.  Make the page easy to scan.   
 Google likes ‘longer’ landing pages so create a short version visible above the fold with 

extended content and proof below the fold (visitors don’t need to scroll but reviewers 
are happy).  

 Reduce the form fields.  Removing the name field and asking for email address only can 
bump subscriptions by up to 20%. Only use additional fields if segmenting audience. 

 If you sell ‘higher ticket’ products, include a phone number in the top right.  It increases 
credibility for your offer, but answering calls needs to fit your business model. 

 Run a quiz funnel with https://bucket.io/ or https://thrivethemes.com/quizbuilder/.  
Your Lead Magnet is a custom video to fix their biggest challenge (segment the 
audience). 

 If you use a quiz, make the first question easy to answer such as male/female or age. 
 If a traditional squeeze page isn’t working for you, test a ‘reverse squeeze’ page, 

especially for social media.  Put ‘long’ interesting video content (like 10 to 60 minutes) 
and offer a Cheat sheet call-to-action button immediately under the video (they opt-in 
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to get the message faster). 
 Make sure the opt-in form works.  Seriously, this is the first thing I check if a client says 

they’re not getting opt-ins. 

Transition From Free Lead Magnet to the Sale 

Clients in consumer markets commonly see 30% to 50% of their front-end sales within 
24 hours of a new subscriber joining their list.  Go for the sale immediately.  Provide content 
mixed with personality and pitch over the first couple of weeks as you keep pushing back 
toward this initial offer.   

In B2B markets, it takes longer to make the first sale, but we’re also usually selling at a 
much higher price point.  Our front-end in consumer markets is often between $19 and $99 
while in business markets we’re often in the several hundred to several thousand dollar range.  
A lot of those higher ticket sales come in business markets during the 30 to 90 day range. 

Here’s an example of a thank you page after someone opts-in on your squeeze page: 
https://www.mymarketingcoach.com/xfactor-short-thank-you/  

I thank them for subscribing, and tell them their free gift is being sent by email in a few 
minutes.  They’re shown a screenshot of what the email will look like in their box (and I 
purposely moved my email to the Promotional tab on Gmail for the photo to hint it could be in 
the promotional folder).  Then they’re offered a ‘secret’ to attract more premium clients.   
Clicking either the image or the button will take them over to my sales page and video.   

They’re automatically sent an email that takes them to their free gift.   When they click 
the link in the email, they’re taken to a 2nd thank you page where they can either download 
their Lead Magnet (reports, Cheat Sheets, templates) or watch their free video.   The same 
‘secret’ will be offered under the free content here as well.  They can click the image or the 
button to go to the sales page. 

Yes, the goal is to get them to the sales page!   Some gurus will tell you to wait to make 
an offer.  Build up your credibility first.  That may be true with a high ticket B2B offer, but it 
makes zero sense with a low-ticket consumer offer.    You grabbed someone’s attention and 
got them to click over to your site.  They were interested enough to ‘buy’ your freebie with 
their email address.  Continue the conversation. Take them to your initial offer.  Make the sale.   
Don’t throw a monkey wrench in the process by telling them they have to wait to fully solve 
their problem!  Offer them the solution now.  
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We are successfully testing going directly to the sale without an opt-in in some markets, 
but email follow-up can multiply the overall sales (and ROI of each visitor).  The 30% to 50% of 
sales within 24 hours includes both immediate sales and those who purchase later through the 
first email.  If you’re generating just 30% of your sales today, that means you’re leaving 70% of 
them on the table if you don’t continue the email follow-up. 

Optimizing Your Initial Product Offer 

Let’s break the process into separate steps as we move into your sales page.  A hungry, 
buying audience is the most important element to a profitable online business.  The next 
component is your offer.  A great offer with OK copy will outsell an OK offer with great copy.  
Don’t just offer a good solution to your prospect’s problem.  Offer the most powerful, risk-free 
solution available in the marketplace.   

 Price your product just under common price resistance in your market.  Some common 
price points we use are $19, $49, $99, $199, $499, and $999. 

 Use payment plans to get your ‘monthly’ price down. For example, several clients have 
sold in markets where there was sales resistance above $99.  We offered 3 to 5 
payments of $99.  In one case a client even offered his product with 24 payments of $99 
(2 years of payments).   

 Use a trial.  Pay $1 today and $48 in 7, 10, or 30 days (for a total of $49).  One client 
currently sells his product for $1 today, $99 in 7 days, and another $99 30 days later 
(total $199). 

 Increase sales by an extra 10% with a $1 trial AFTER your initial email sales sequence.  
Make all the sales you can at the full price, and then give non-buyers a chance to try it 
out. 

 Feature a valuable bonus.  Autoresponder Alchemy includes my email templates.  
Several clients offer free email support and/or video reviews with their low cost 
products.  The personal help is worth significantly more than the price of the product 
(only a small percentage use it).  

 Repeat your unique promise when writing your guarantee.  “If you don’t see remarkable 
changes in your sore and achy joints, energy levels, brain fog, circulation and digestive 
health - simply return it for a full refund. No questions asked!” 

 Offer a conditional better than money-back guarantee in addition to your normal 
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guarantee.  If they can show you they implemented your system you’re giving them an 
extra $100 for their trouble (or double their money back). 

 Use an apples-to-oranges comparison. What is the value of this product if they attended 
a workshop or paid your hourly rates?  

 One client answers every question a customer asks in his membership area, does a 
monthly training video, and keeps a running log of his ‘stock trades’ but didn’t mention 
this.  We put a value on each of these coaching components to demonstrate the 
incredible value of his offer. 

 Use a ‘hard deadline’.  They save 25%, 40%, or even 50% if they order before X.  Connect 
an evergreen deadline to an autoresponder using 
https://thrivethemes.com/ultimatum/. 

 Offer several option prices such as basic/deluxe or silver/gold/platinum if you can make 
each level easy to understand.  Deluxe includes everything in basic plus these extra 
benefits. 

 If you sell digital products, offer a physical version for 20% more.  Some older customers 
want a physical version and you’re missing out on these sales. 

 Add a comparison chart of your available packages.  Write ‘Best Value’ or something 
similar on the most popular option.  Example: https://synergyspanish.com/cb/synergy-
spanish/  

 Tell why you’re making such an irresistible offer: lower overhead, upcoming tax bill, 
customer appreciation, 10th year anniversary, etc.  

Rarely will you double your sales by changing the color of your order button (unless 
customers can’t find it when scanning your website).  But you can double or even triple sales 
by changing the offer.  Instead of worrying so much about what you need to ‘say’ to get 
people to buy…figure out what you need to ‘offer’ to earn their money.   Here’s an example of 
an offer combined with a Reason Why for a bodybuilding supplement from Doberman Dan… 

I’m So Convinced You’re Going To Love How You Feel While Taking Hyper 
Gain...I’m Giving You A Bottle Absolutely FREE! 

Here’s the deal... 

A 90-capsule bottle of Hyper Gain normally retails for $89.95. 
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But for a limited time you can get Hyper Gain exclusively from this promotion for only 
$39.95... that’s a $50.00 savings! 

And as part of this special promotion, I’m giving you a second bottle absolutely FREE! 

Why am I giving you such a generous $50 discount and a second bottle FREE? 

Because I want you to have a full two month supply to prove to yourself that Hyper Gain 
is everything I’ve promised. 

And the truth is, I’m hoping to get you “hooked.” Since 90% of my customers become 
loyal repeat customers, I’m pretty confident you’ll become a repeat customer, too.’ 

Create Headlines That Grab Your Visitor’s Attention 

What can you say that will stop someone in their tracks and get them to read more?  
That doesn’t mean making the biggest, most outrageous promise in the market.  Depending on 
what others promises are being made, making an even bigger promise may just set off your 
prospect’s BS detector.  In Eugene Schwartz’s Breakthrough Advertising, he talks about the 5 
stages of market sophistication: 

 Stage 1: You’re First to the Market – Just make a big promise and people will buy: “Take 
This Pill And You’ll Reverse the Aging Process.” 

 Stage 2: You’re 2nd to the Market – Copy the Direct Claim and Enlarge it: “Why This New 
Pill Reverses the Aging Process and Gives You More Energy in 7 Days Or Less” 

 Stage 3: Competitors Are Making Bigger Promises – Add a ‘unique mechanism’ to your 
claim: “Unique Metabolic Enzyme Pill Reverses the Aging Process and Gives You More 
Energy in 7 Days or Less” 

 Stage 4: Competitors Are Focusing on Unique Mechanisms – Enlarge on the unique 
mechanism: “NASA Scientist Discovers Metabolic Enzymes That Reverse the Aging 
Process and Make You Look 10 Years Younger in Just 7 Days” 

 Stage 5: Your Market is Jaded and Doesn’t Believe Any of Your Claims – Resonate With 
Your Prospects’ Emotions and Create a New Identity For Them: “Why Anti-Aging 
Supplements, Vitamins, Prescription Drugs, and Even Healthy Eating Can’t Reverse the 
Aging Process…And What This 55 Year Old Grandma Did Instead to Look 15 Years 
Younger in Just 30 Days” 
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Here are a few more headlines that fit the stage 5 category.  Can you feel the emotion 
behind them?  If you had high blood pressure, would this headline from Carline Anglade-Cole 
grab your attention? 

New England Journal of Medicine breakthrough study shatters the… 

120/80 “normal” blood pressure MYTH! 
It’s call the Systolic Blood Pressure Intervention Trail (SPRINT) - 

and the eye-popping results are about to change your life FOREVER. 

This headline taps into the dominant emotion of the financial market.  One way to 
connect with your prospects is to voice a suspicion they already had in the back of their minds 
but couldn’t quite put into words.  Here’s a headline from Gary Bencivenga that does just 
that… 

Lies, Lies, Lies! 
Why we investors are fed up with everyone lying to us!   

But getting RICH is the best revenge!! 

Clayton Makepeace taps into a similar dominant emotion and drives it in with the fear 
investors are feeling in this headline… 

7 HORSEMEN OF THE COMING STOCK MARKET APOCALYPSE 
These 7 emerging crises have now GUARANTEED that the most painful stock crash of your 

lifetime is STILL AHEAD! 

Remember, these headlines were for stage 5 markets.  The prospects no longer believed 
any of the common claims.  These headlines had to tap into the dominant emotion.  Once they 
grabbed the prospects’ attention, they quickly transitioned into the benefits they offered.  In 
the majority of cases, you’ll want to include both the BENEFIT and strong curiosity together.   

Know your audience.  Where is your average buyer in these 5 stages?  What do they 
already know about the problem and the competitive solutions?  What types of headlines are 
your competitors using?  You don’t want to be just another me-too voice saying the same 
thing prospects have heard half a dozen times already.  You need a unique hook.  Refer back to 
last month’s issue inside the membership area for more information about finding a hook, 
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especially in competitive information markets.   

Even after you have a successful promotion running, you’ll still have to go back and 
check the competition.  Eventually others will copy you.  And your best ads stop working 
because you sound just like everyone else again (even though you were the original).  When 
that happens, you have to move to the next of the 5 market sophistication stages.   

 Does your headline include both BENEFIT + CURIOSITY?  Some of the best headlines are 
strong promises that sound like a news story they’d play on the 6 o’clock news. 

 What is the strongest credible promise you can back up with proof?  Review your proof 
including testimonials, case studies, scientific studies, and your own story to find a 
headline. 

 Use a client’s exact words or testimonial to create your headline. Let them brag about 
you instead of doing it yourself! 

 Forget your product completely.  Tell an emotional human interest story of how 
someone goes from failure to success…which eventually ties into your offer. 

 Flip your headline into a question instead of direct promise (this can make it feel more 
believable): “What If You Could Completely Systematize Your Online Business in 48 Hours 
or Less...Plus Get 41 Critical Business-Building Strategies Running on Autopilot?" 

 If your offer is truly irresistible, lead with it (we’ve often done this with our $1 trials): 
“FREE Book Reveals The Fastest Way To Go From Struggling Hard Gainer... To HUGE, 
Ripped and Respected” 

 Play the “Paradoxical Solution Game.”  Invest 5 minutes coming up with horrible 
headlines that would drive away your prospects.  Then spend the next 5 minutes 
flipping those headlines around into good headlines.  Fun frees your creativity.  Laugh.  
Do this exercise with a partner. 

 Break up your headline into a pre-head, main headline (largest font), and post-headline 
to get your full message across instead of creating a monster headline with 20 or more 
words. 

 Use a pre-head to call out the audience and their desperate problem, “Attention 
Comfort Eaters, Binge Eaters, and Yo-Yo Dieters:” 

 Test removing words from your headline to see if it retains its impact (try to remove 
adverbs and use words like ‘things’). 
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 Can you make your headline more specific (7 Days instead of just a few days)? 
 Are you hitting the #1 dominant emotion in the market (good or bad)? 
 Collect an ‘Idea File’ of headlines that grab your attention.  My “60-Minute Copy” course 

includes headline swipe files, bullet swipe files, and complete sales letter swipe files to 
help you create copy fast: https://www.60minutecopy.com  

Include a Video Sales Letter or Video Demonstration 

Test a video on your sales page.  Video often loses when we test it on squeeze pages, 
but it wins most of the time on our sales pages.  Video slows down that ‘instant’ decision of 
joining our email list on an opt-in page.  But making a purchase is a much bigger decision, and 
video gives you that extra credibility you need to make the sale. 

One client converted his already profitable written page into a video version and saw 
close to a 50% bump in conversion.  He then tested another product, and the video didn’t 
produce any statistical change in the numbers.  Same audience.  Same style of video.  Same 
presenter on the video.  One video improves the results by 50%.  The other video generates no 
improvement.  We aren’t positive why this was true, but it stands out that video made the 
biggest difference in the first sale to a new prospect.   

That points to the credibility factor again.   They hear your voice.  If you’re on camera, 
they see your face.  You can create a more personal bond than written text alone.  As 
prospects get to know you better through emails and other content you share over time, the 
additional credibility from video doesn’t make as big of a difference. 

There are four types of videos we commonly use on our sales pages: 

 Ugly Video Sales Letter (UVSL): This is just your sales letter text on slides with a few 
images added.  You can do the whole thing with Powerpoint and Camtasia or Loom.  If 
you’re going to create a lot of VSLs, you could use software like https://easyvsl.com to 
speed up the process. 

 On-Screen Video: Use a webcam, camcorder, or iphone along with a mic as you read 
from a teleprompter such as PromptSmartPro for the iPad/iPhone.  Or even better, 
write your script and hire a videographer to shoot a high quality video of you.  Make 
sure you’ve tested your script as an UVSL before paying for a videographer.  

 Demonstration Video: Show the product in action.  For a digital product, you could log 
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into your membership area and give them a tour.  With a physical product such as a pair 
of hiking boots, wear them, show the soles, describe the benefits, etc.   

 Testimonials: Get your customers to record video testimonials of themselves on their 
webcam or mobile device.  Or interview a customer over Zoom to get their testimonial.  
Several clients connect video testimonials together as part of a testimonial video.   

You can also combine the above methods.  The video on 
https://www.MonthlyMentorClub.com starts with me on screen.  I do the basic introduction 
and talk about the benefits.  Then I transition into a demonstration video where I show you 
the inside of the site.  When it comes time for the offer, it changes to an UVSL using 
Powerpoint slides.   

The intro with me on screen is designed to increase the credibility and personal 
connection (this is my Club so you get to know me).  The demonstration video shows just how 
much content is already inside the membership area.  And the UVSL is used at the end to make 
it easier to change the offer if necessary.  I can reshoot just that section for a different offer 
without messing with the rest of the video.  I don’t have to worry about what I was wearing, 
the lighting, or anything else. 

You could combine in several video testimonials as well.  Clients commonly edit in 2 to 5 
short video testimonials as part of the overall video sales presentation.  Or you could create 
cartoon based or whiteboard videos to share your message using tools such as 
https://goanimate.com or https://www.videoscribe.co/.  None of my current client’s controls 
are based off these tools though.   

Our most common ‘winners’ right now include on-screen video.  My client or a 
spokesperson is on screen for at least a portion of the video.  But you don’t have to start here.  
Test an UVSL first.  Or simply show people a demonstration of your product.  Test that.  Try a 
couple of different scripts in this test phase.  Then upgrade to the on-screen video version for 
another test. 

Here are few ways to optimize your sales page conversion with video: 

 Start with the exact same copy if you already have a written sales page.  Read it outloud.  
Cut anything that doesn’t flow naturally for you.  Limit yourself to only the strongest 
bullets as they can get boring with a long string of them (which were intended for 
scanning – not fully reading). 
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 The more you tell, the more you sell.  We’ve tested shortening our sales videos multiple 
times, but longer sales videos continue to win in our tests.  Our full sales videos are 
commonly 10 to 20 minutes in length.  Testimonial based and demonstration based 
videos are shorter. 

 Video is even more important when selling to mobile traffic.  Reading a long sales page 
is difficult on your phone, but watching a video is easy!  Especially important for 
Facebook traffic. 

 Use a pattern interrupt in the introduction of your video.  This relates back to the 5 
stages of market sophistication.  If your audience has already heard all the promises, 
you need to change direction with an emotional story that illustrates the problem and 
the pain.   

 Open loops are powerful in videos since you ‘control’ the presentation.  You’re going to 
reveal the big solution in just a few minutes, “But before I share the 3 secrets that 
attracted an extra 45 new clients...”  Use that exact line as a model in your own 
presentations, “But before I share BENEFIT…”  Keep the curiosity at a fever pitch 
throughout your presentation.   

 Gary Bencivenga said, “Make your advertising itself valuable.” Use an interesting story 
or reposition the problem in a new light to ‘educate’ people about why your solution is 
different. 

 Test delaying your order button and the rest of your sales page until your offer starts on 
the video.  Simple rule.  Delay on first visit.  No delay on later visits.  Many website 
builders include a delay option or you can use a plugin like this: 
https://wordpress.org/plugins/timed-content/  

 Don’t use a delay when broadcasting to your email list.  Many of your subscribers will 
buy without watching the video.  Don’t delay on upsell pages after the 1st purchase 
(your results may be different but that’s what has worked best for us). 

 Youtube is the easiest way to guarantee your video plays well on all devices.  Using 
www.wistia.com or www.vimeo.com provide you with in-depth stats about your 
viewers and give you the ability to restrict people from skipping ahead in the video. 

 Tone down your sales page if you’re driving traffic directly from Facebook or Adwords.  
A stronger benefit rich sales video combined with a shorter sales page that mostly 
provides details about the product fits the model many cold visitors expect to see on a 
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website. 

Multiply the Results From Your Sales Page Itself 

One of the most valuable skills I’ve learned in my online business is the ability to write 
persuasive copy.  This comes into play for every website I create, every email I write, and most 
of my client consultations. More than half of my private coaching sessions include some form 
of writing or editing copy for emails, videos, or sales pages.  We talk about strategy, 
outsourcing, accountability, and more.  But eventually we get into the copy…changing 
headlines, looking for ‘speed-bumps’ on a website, finding ways to add additional proof, and 
closing the sale. 

Even a small change on a website can make a huge difference.  Sometimes the solution 
is obvious.  For example, a friend recently asked me to look at his website during a webinar 
mastermind group.  It had been selling well until he had to raise his prices slightly (required by 
his distributor) and his sales dropped 20%.  The increase in price could have reduced the sales, 
but there was a much more obvious problem.  When his web designer updated the website to 
change the prices, he made a few other changes.  He didn’t think much about them, but one of 
the changes was huge!   

They removed the large order button they had near the top of the page and included a 
tiny little order button near the bottom.  To order you either had to find this tiny order button 
or click a “Buy Now” link in the top navigation.  I was surprised they were still getting 80% of 
their previous sales!  My ‘prescription’ was to add an obvious order button near the top and 
another one near the bottom.  There were a few other things he could test on the page, but he 
didn’t need to test this suggestion.  He needed to make his call-to-action buttons a lot more 
obvious immediately! 

Always put yourself in the mind of the customer when reviewing any website.  Where 
do your eyes go first?  Is the main headline obvious and does it speak to you?  Is it easy to read 
and understand?  If there is a photo near the top, does it grab your attention and make you 
want to read more?  Are the first few seconds of the video good enough to keep you 
watching?  Once you’re into the copy, is it easy to see the call-to-action?  Is there ANYWAY you 
could miss the order button?   

A good web designer can be an invaluable member of your team, but a bad one can ruin 
your conversion.  The purpose of the design is to draw attention to the most powerful 
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elements of the copy.  Your headline should stand out.  Your images should match up with the 
message.  The call-to-action button should contrast with other elements of the page.  If the 
dominant color of the page is red, the order button shouldn’t be red.  It should be a 
contrasting color such as a big green button.   

Yes, the page should look professional.  That builds credibility for you and your message.  
But design takes a backseat to the customer journey.  Design serves the copy.  The copy does 
not serve the design.  Another example of this was when a client’s designer added a bunch of 
different colors to the background of his bullet section.  There were yellow, pink, blue, and red 
backgrounds…with all the bullets in white reverse type.  It was ‘pretty’ but next to impossible 
to read.  Reverse type should be used sparingly and only for very large fonts such as subheads.  
The page must be easy to read. 

Here are some additional ways we’ve improved the conversion of the sales page itself… 

 Review your website using the 5 fingers of the Golden Glove (Desperate Problem, 
Unique Promise, Overwhelming Proof, Irresistible Offer, Reason to Act Now).   

 The finger most often missing is PROOF.  Online buyers are jaded, because they’ve 
been lied to so many times.  Include testimonials, case studies, scientific studies, 
demonstration videos, photos, etc.  If you claim the ‘root problem’ is different, prove 
that as well.   

 Move proof earlier in your copy.  Try putting your strongest testimonial right under the 
headline.  Run testimonials in a sidebar all the way down your page.  Use a quote from a 
recognized expert upfront (www.AutoresponderAlchemy.com starts with 2 expert 
quotes above the headline and 3 testimonials directly beneath it). 

 Focus on one BIG IDEA.   It should be stated multiple times in different ways as you 
keep coming back to it.   Everything supports the one big idea.   

 Illustrate the BIG IDEA with your own story, a case study from a client, or the origin 
story behind the product itself (you created it because of the weakness of current 
solutions). 

 Delete the introduction.  Drop a prospect into the action immediately.  No slow 
windups.  I’ve deleted the 1st and 2nd page of many clients’ rough drafts and video 
scripts.   

 Double Readership Path: A visitor gets the full story if they read every word OR they can 
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simply scan subheads, photos, and bolded points for a fast version of the big idea. 
 Create a slippery slide.  Read your website (and your video script) outloud multiple 

times. Edit anything that doesn’t flow naturally.  Anywhere you stumble is a ‘speed 
bump’ to the sale. 

 Answer objections.  Think like your prospect.  As you read, what objections come to 
their mind?  Answer questions in your copy as you ‘feel’ them being asked. 

 Optimize load speed.  57% of visitors will abandon a page that takes 3 seconds or more 
to load.  Check your page speed: 
https://developers.google.com/speed/pagespeed/insights/  

 Use specifics. You didn’t earn $500,000.  You earned $515,235.  You didn’t have a 
headache.  You had blinding pain on the right side of your temple.   

 Make sure every bullet includes a benefit.  Ask yourself “So What?” or “What’s In It For 
Me?”  A feature is what something is.  A benefit is what it does for your customer. 

 Remove weasel words.   Every time you see these words, make sure they are required: 
“That, Like, Could, May, Actually, Possibly, Mostly, Things, Though, To Be, Learn.” 

 Sell - Don’t Teach.  Every line is leading visitors toward the sale.  More clients have 
fallen into this mistake in their sales video than the website itself. 

 Add Emotional Words.  Search for synonyms of weak words.  Include powerful words 
such as Betrayed, Humiliate, Murderer, Banned, Astonished, etc. when they fit. 

 Match the Word Choice to the Audience.  The words used when speaking to 
bodybuilders will be quite different than to expectant mothers.  Look for ‘disconnect’ 
words. 

 Easy to read.  Use the free http://www.hemingwayapp.com to check readability, 
passive voice, difficult sentences, etc. 

 Looks Easy to read.  Not only should the website be easy to read, it should also look 
easy to read.  One-word sentences and one sentence paragraphs are OK.  Cut long 
paragraphs in half. 

 Eliminate “I” Problems.  Flip “I” to “You” statements.   Your story will use “I” statements 
when talking about the problem, but transition into “You” statements as you talk about 
the solution. 

 Limit the width of lines from 45 to 75 characters (including punctuation).  Long lines of 
text cause eye fatigue.  Use sidebars or images to break up the text.   
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 Use white space and call-out boxes.  You can call attention to a headline, image, or call-
to-action button by putting white space around it or using a call-out box to highlight it. 

 Mobile Responsive.  Check your website on multiple devices and browsers.  I’ve seen 
weird characters show up on a different browser.   

What’s Coming In Part 2 of Ultimate Guide to Funnel Optimization… 

This is just the beginning.  We haven’t even made it to the end of the first sale yet.  In 
Part 2 we’ll dig into your shopping cart.  Shopping cart abandonment averages 69.57% and I’ve 
seen much higher numbers from a poor shopping cart experience.   

You might be doing all the work to get visitors to click the order button…they hit your 
shopping cart…and 8 or 9 out of 10 LEAVE without giving you the order. You can double your 
sales by adding the right elements to your order form…and you can boost your average 
transaction value by an extra 11.7% with a decent order bump (we’ll cover exactly how to do 
both next month).   

Then we’ll go into the upsell sequence.  How much money are you leaving on the table 
right now by not adding 1 or 2 ‘slippery slide’ upsells?   Do them wrong, and you annoy your 
buyers.  Do them correctly and your buyers appreciate the additional benefits you offer…while 
giving you a lot more income. 

In addition, we’ll cover email sequences (including evergreen deadline funnels) for both 
the non-buyers and buyers.  Plus, we’ll talk about how to do ‘easy’ email segmentation that 
increases profits without taking much time (don’t use dozens of segmented lists if you want 
maximum profits in minimum time).   

We’ll also cover retargeting for visitors, subscribers, and buyers.  And when to take your 
buyers off the Internet (one client added an extra $30,000 with a direct mail piece to just 500 
buyers).   And we haven’t even gotten into the additional advanced optimization strategies 
you’ll see in the next issue… 
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Ultimate Guide to Funnel Optimization – Part 2 

“The reason most people do not recognize an opportunity when they meet it is because it 
usually goes around wearing overalls and looking like Hard Work.” 

You’re going to want to save this as a reference for every funnel you create.  I almost 
wrote “every new funnel you create” but that would be wrong.  You’re not going to put all 
these techniques into action immediately.  That would overwhelm you.  In fact, it would likely 
mess you up so bad that you’d never even get started. 

Instead, focus on improving one piece of your funnel.  Last month we focused heavily on 
your audience targeting, your squeeze page (if you use one), your offer, your sales page, and 
your sales video.  This month we’re going to dig deeper in your funnel as we look at your order 
form, your immediate upsells, your email follow-up sequences, retargeting, and even taking 
your buyers off the Internet. 

Some clients come to me and they haven’t been tracking anything.  They’ve been 
running their business almost entirely based on their feelings.  That can be good to a point. I 
find a lot of business owners make good decisions based off their intuition.  And I’ve often told 
a client when reading their emails or their sales page that something just doesn’t ‘feel’ right.  
And I’m almost always right when I feel this way.  But we don’t stop at the feeling.  We dig 
deeper into the copy.  I ask questions.  I reword that section in a different way.   

If they’ve been tracking all the numbers, we dig deeper into those numbers.  And that’s 
the key.  Your intuition can alert you.  It can give you some ideas to test.  But you need to 
combine it with observable facts.  There have been way too many times clients have told me 
they don’t feel like their website is selling as well as it used to.  Something is wrong.  But we 
look into their numbers to see where the problem is.  Maybe traffic is down.   Why?  If the 
sales page is getting traffic, but they’re not converting as well as they were before, has 
anything changed?   Have competitors made changes to their offers?   

Just last month I was talking to a client who felt like his business was ‘falling apart’ but 
when we looked at the actual numbers…the sales over the first few months of the year…there 
was only a small dip.  And there was a really good reason for that decline (which he had no 
control over).  That ‘feeling’ could have led him to make some big mistakes in a very profitable 
business.   
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I’ve seen the same issue with businesses that have seasonal trends.  If you’re in the 
weight loss market, your volume is going down in late December.  You can run specials and 
you can still make sales, but December is not going to be as profitable as January in that 
market.  Instead of ‘crying’ about a poor December, prepare yourself for an outrageous New 
Years and January.  Keep those buyers flooding in through May.  You’ll see another smaller 
drop over the summer with a bump again in September. 

Many businesses have seasonal trends like this.  Less people play golf and tennis in the 
winter months.  Even B2B sales vary during the year (there’s often a dip going into Christmas 
with a bump immediately after).  With long-term clients we often look at their stats year-over-
year. That means we’re comparing their traffic and sales this July versus last July.  Otherwise 
they can feel like they’re on an emotional rollercoaster as even minor trends affect their 
overall numbers (a 10% drop in sales volume over a month is pretty noticeable when you have 
a 7 or 8 figure business). 

Know your numbers.  For example, one client has been tracking his key indicators on a 
spreadsheet over the past year.   This was important as we made changes in his funnel.   He 
saw a drop in conversion on his front-end sales page by close to 30%...and it would have 
scared us except it happened when he opened up the doors and started attracting a lot more 
visitors who were a little lower quality to the page.  His conversion rate went down, but the 
number of overall sales almost doubled.   

His first upsell was converting too low at only 9.9% during a 3-month period.  We 
changed some of the copy in the upsell and we bumped the upsell percentage up to 13.2%.  
But that still wasn’t good enough.  If you modify the copy and don’t get the results you want, 
what else should you try?   We put together a different offer as the upsell…getting a 25% 
upsell rate the last month. 

Of course, he is tracking all his emails as well.  We review which emails have the best 
open, click, and sales rates.  Those get plugged back in as autoresponders in his sequence.  
When an autoresponder doesn’t perform, we pull it out and replace it.   

End the confusion by tracking your numbers.  Write down changes you make to your 
website and funnel…along with why you made those changes.  You’ll see your progress over 
time.  Every test won’t give you an increase, but some of them will work.  Each month you’re 
putting something new in place and increasing the overall value of every visitor and buyer.  
You’re not blindly groping around in the darkness hoping something works out.  You know 
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where you’ve been and where you’re going.  You have a personal roadmap to your own 
success. 

As you read through this report, look for 3 steps you can implement this week.  Are 
there improvements you can make to your order pages?   There is a lot of leverage available 
here, especially if you haven’t paid attention to it previously.  Do you have a couple of upsells 
in place?  I had a very experienced client with dozens of products hire me.  And my very first 
suggestion was pretty simple…even though he was an experienced direct marketer with 
millions of dollars in past sales.  He needed to add upsells to his 3 most popular products.   

I didn’t want to overwhelm him by telling him to add it to all his products.  The biggest 
bang for the buck would simply be to plug them into the current best sellers.  Once he added 
the upsells to those products, we could judge the results and expand the winning upsells to 
the other products.  A simple change like this could add 20% to 40% to each transaction in his 
business…and that equals some pretty big numbers when you already have a lot of sales 
coming through. 

Maybe you have upsells in place but they’re not converting. Pay attention to how you 
can optimize those upsells in just a few minutes.  Maybe the most profitable steps for you to 
implement come after the first sale.  You need to put a higher ticket backend in place.  
Promote it through your buyer email sequence.  Contact buyers by phone or direct mail.  Get 
them off the Internet for even better sales.   

Look for 3 steps to implement in your funnels this week.  Then come back to both this 
issue and the previous issue one month from now.  Look for additional steps to implement.   
You’re not going to pick up everything in this issue on your first read through.  Put some steps 
in place now.  When you get stuck in the future, come back again and you’ll pick up new tricks.  
Onward and upwards! 

How Much Money is Your Order Form Leaving On the Table? 

Overall shopping cart abandonment averages 69.57% (that’s the average abandonment 
rate across 37 separate studies: https://baymard.com/lists/cart-abandonment-rate).  That 
means 7 out of every 10 customers who put something in their shopping cart will never 
complete the order.  That’s scary!  You paid for that lead.  Your sales page was persuasive 
enough to get them to add the product to their order.  But you never closed the deal.  
Something distracted them.  They had second thoughts.  They thought about coming back 



 

 

ULTIMATE GUIDE TO MILLION DOLLAR FUNNELS 

 Copyright @ 2020 MyMarketingCoach, LLC 62 
 

later.  Or something in your shopping cart scared them off. 

Obviously, you can’t save all these orders.  If someone is just browsing, there’s not a 
whole lot you can do about that.  But what if they leave your site because the order form is 
too long or confusing?  Or what if they just don’t trust your order process?  Or what if they 
couldn’t find your guarantee policy?   

There are a LOT of things you can do to maximize the number of sales completed.  What 
if you save just 1 or 2 out of every 10 orders?  Dropping the abandonment from 7 out of 10 to 
5 out of 10 would increase your profits by over 66%.  That’s HUGE! 

Here are some of the ways you can boost your shopping cart conversion… 

 Check for errors.  Any HTML errors, weird looking symbols, or any poor formatting can 
lower the credibility of your order page. 

 Make your shopping cart mobile responsive.  Test it on both iPhone and Android.   
 Add trust badges to verify your security.  You can usually get these from the same 

company that provides the SSL for your shopping cart. 
 Show your company branding at the top left of your website.  Match the design of your 

website and sales page (keep your branding consistent across your website and 
shopping cart).     

 Bundle the cost of shipping into the product so you can offer FREE shipping.  Amazon 
has trained people in the US to expect free, fast shipping. 

 Simplify the order process.  Don't force new customers to create an account before 
they order.  Allow them to checkout as a guest if possible.  This applies to membership 
scripts as well.  Get the order first.  Then set-up their account. 

 Show your company contact information including address and phone number.  The 
phone number gives additional credibility.   

 Restate your benefit rich guarantee and include a 100% guaranteed trust symbol. 
 Add short testimonials (before/after photos in fitness). 
 Accept all major credit cards and Paypal. 
 Show an image of the product or a professional box shot of a digital product. 
 Restate the offer including the core product (primary modules for a digital product) 

and your strongest bonuses. 
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 Show the full value/regular retail price along with the discounted price they get. 
 Tell people when they will receive their order (big retailers tell you your specific 

delivery date right in the shopping cart). 
 Limit the number of fields customers have to fill out.  Only ask for required 

information.  Also reduce the number of steps/pages they have to go through to 
complete their order. 

 If you have a coupon box, have it pre-filled with a coupon code if possible (this 
demonstrates the incredible value they’re getting).  Coupon boxes can make customers 
delay ordering as they search for a coupon to enter in the box. 

 Test a countdown timer on your order page.  This works best on products with hard 
deadlines.  You could add a 10-minute countdown when someone hits the order page. 

 Test live chat on your order form.  Each sale needs to be worth the cost of staffing the 
live chat, but this can be an excellent way of providing last second support (make sure 
the chat interface is fully secure or it will cause a warning message).    

 Install a retargeting pixel on your shopping cart page. 
 Send abandonment emails.  This depends on your shopping cart solution but you can 

integrate an email sequence in for those who clicked from your list to the order form 
and didn’t purchase.  And you can also potentially follow-up on people who entered 
some of their contact details but didn’t complete the order. 

 If you can’t do abandonment emails, consider adding an email form as the first step in 
the checkout so you can follow-up on orders that aren’t completed. 

 If you use Clickbank, hire a programmer to help you optimize your order form.  Add 
your logo and company name.  Add testimonials and your guarantee.   

There are many good shopping cart services that include a lot of the above features 
such as https://thrivecart.com and https://samcart.com.  Many of the larger toolsets 
(including page builders, email list management, etc.) such as https://www.clickfunnels.com, 
https://www.zaxaa.com, and https://www.infusionsoft.com give you the ability to customize 
your order forms as well.   

Add 25% or MORE to Your Income With an Order Bump 

What do you see in the checkout lanes of the local grocery store?  Magazines…candy 
bars…and perhaps even a small fridge for sodas and energy drinks.  These are all impulse 
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purchases someone can toss in their cart while they’re waiting.   You can use impulse add-ons 
in your shopping cart, and I’ve seen them convert as high as 30% to 60%.  It should be 
something low cost, easy to explain in just a few sentences, and directly relates to what the 
customer is currently buying.   

Here’s a screenshot of one.  The little red arrow was blinking as it pointed to the 
checkbox.  The main product was a $29 course about bodyweight fitness.  A meal plan is a 
natural addition to a course like this and it was priced at only $19.  The line “72% of our 
customers…” takes advantage of social proof. 
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In this example, it’s impossible to miss.  You see it after entering your credit card 
information (notice how they have the credit card logos there for additional credibility) but 
before you “Complete Your Order.”   It’s not a big decision.  It’s an impulse purchase.  And it 
doesn’t compete in anyway with the original product being sold (you wouldn’t want them to 
second guess their purchase).   

What order bump could you add?  Remember to keep it simple and low cost (under $20 
is a good guideline to start with).  A nutrition guide would be an obvious bump for a fitness 
course.  A course about improving your golf drive could add a putting course.  A ‘make money 
online’ course could have a Beginner’s Guide to Facebook Advertising.  Your cookbook could 
add a specialized set of recipe books.  A supplement could include a bump for a related lower 
cost supplement. 

Earn An Extra 63% or More From Every New Buyer 

If you’re not offering at least one upsell immediately after the first purchase (also called 
a one-time offer), you’re leaving a lot of money on the table.   One of my clients sells a $47 
digital product as the first sale to a new customer.  We collected the majority of his other 
digital products into a ‘Complete Training System’ package and he offers that for 3 payments 
of $99 immediately after the first purchase.  A little under 10% of his customers take this 
upsell.  Usually we like to see 20% to 30% of customers take the upsell, but we’re happy here 
because of the price point. 

With only 10% of buyers ‘upgrading’ to the full package, he is adding close to an extra 
$29.70 to every $47 order making a new customer worth $76.70.  That means he can afford to 
spend 63% more on paid traffic…opening up a much higher volume of traffic!  While 
competitors are trying to figure out how to limit their traffic to just ‘cheaper clicks’…he is 
reaching out to larger audiences.   

We then do a downsell that includes just one of these additional courses for $67 for 
those who didn’t purchase the upgrade.  And finally, there is a Free 10-day trial of his 
$29.95/month continuity program as a 2nd upsell for everyone.  Each of these offers add more 
value to every new buyer. 

There’s a 2nd reason to add at least one upsell to your funnel that’s just as important (or 
even more important) than the additional income.   SumAll studied returning customers and 
found customers who buy once have a 27% chance of making a second purchase.  A customer 



 

 

ULTIMATE GUIDE TO MILLION DOLLAR FUNNELS 

 Copyright @ 2020 MyMarketingCoach, LLC 66 
 

who has made two purchases from you has a 45% chance of making a third purchase.    A 
customer who has made three purchases has a 54% chance of making a fourth purchase.  
Buying from you becomes a habit! 

Amazon has mastered the art of bumps, upsells, and return purchases.  Go there and 
look at any product page.  What do you see?  You see a “Frequently Bought Together” section 
where Amazon recommends two other products that would go well with this order.   

Scroll down a little and you see a row of products with the subhead: “Customers who 
viewed this item also viewed.”  There may be another row called, “Customers who bought this 
item also bought.”  And there could even be a third row called, “Sponsored products related to 
this item.”  These are ads Amazon gets income from while promoting more products.   Scroll 
down even further and there could be additional rows based on your previous purchases or 
your recently viewed items. 

Throw something in your shopping cart and you’ll have a right column of other related 
products.  Go all the way through checkout and you’ll have a chance to share your purchase on 
social media…and see several more rows of related products Amazon thinks you may be 
interested in.   And that’s not even counting how effective of a tool Amazon Prime is to 
creating loyal customers (Prime customers spend more than double the average non-prime 
customer yearly).   

If you have an ecommerce store with hundreds of product options, follow Amazon’s 
model.  Make recommendations based on a customer’s previous purchases and viewing 
history.  But most of my clients have a limited selection of products.  Instead of offering a 
‘bunch’ of options we zero in on the best option for a customer at that time…a product or 
service that directly relates to what they just purchased. 

If you’re selling a higher ticket offer upfront, I’d offer a lower ticket upsell.  ‘High ticket’ 
varies depending on the market you’re in and what your competitors cost.  An example of this 
would be a $500 training course.  Try an upsell that costs 25% to 50% of the original price…or 
around $200.  This price point should be a pretty easy decision if it matches up well with the 
original product and you’re looking at 30% to 50%+ conversion to purchase.   

On a lower ticket front-end, we’ll usually go higher priced on our first upsell.  For a $47 
product we might offer something at $99 or even 2 payments of $99 (3 payments in the 
previous example).  If you get 25% of buyers to take the $99 upsell, you just added an extra 



 

 

ULTIMATE GUIDE TO MILLION DOLLAR FUNNELS 

 Copyright @ 2020 MyMarketingCoach, LLC 67 
 

$24.75 to every $47 purchase.   

What should you offer as your first upsell? 

1. The next ‘obvious’ step they will take after the original purchase. 
2. Templates, Tools, or other done-for-you components that match the original purchase. 
3. Software that automates the process of the original purchase. 
4. Consulting/Coaching or some type of personal help to accomplish the goals of original 

purchase. 
5. More of the original purchase… 

Next Obvious Step: You offer a guide on creating your first information product.  Your 
first upsell is a guide showing how to find, approach, and get affiliates with large lists to 
promote your new product.   They need to sell their product as the next obvious step.  You sell 
a guide on house training your new puppy.  You offer a complete dog training guide about 
walking on a lease, sit, down, stay, etc. as the upsell.  You sell a fat burning supplement.  You 
offer a protein meal replacement in the upsell.  The next obvious step needs to be a natural 
transition from the original purchase. 

Templates and Tools: You sell a web design training course.  You offer landing page 
templates, sales pages, and Wordpress themes they can use with their own clients.  I’ve sold 
an internet marketing course and the upsell was ‘licensing rights’ to that same course so they 
could sell it (giving them their own product to sell).  You sell a fitness cooking guide that 
includes a bunch of recipes.  Your upsell is a collection of specific recipes such as vegan, 
ketogenic, low carb, etc.   

Software: First you teach them how to do it. Then you offer software that does it for 
them.  You teach how manage a Facebook group.  Your upsell is software that automates 
many of the tasks of growing and managing your Facebook group.  You teach how to find, 
contact and get joint venture partners to promote you.  You sell software that creates lists to 
contact, allows you to send sequences, and manages the connections you’ve made. 

Consulting/Coaching: This is the easiest upsell to create if you don’t already have 
another product to sell.  You sell a fitness program.  Your upsell is a customized routine where 
the customer fills out a form and you help them create personalized routine.  They purchase 
your copywriting product, and you offer ‘reviews of their copy’ in the upsell.  You sell pretty 
much anything and offer a 45-minute phone consultation to help them accomplish that goal in 
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the upsell. 

More of the Original Purchase: This one surprised me the first time, but I’ve seen it 
work multiple times now.  You sell a supplement and a customer buys one bottle.  You sell a 
package of multiple bottles at a discount price in the upsell.  Many supplement sellers are 
finding it more profitable to sell 3, 6 or even 12 months’ worth of a supplement upfront 
compared to a monthly continuity program.  You could also apply this to just about anything.  
A customer buys a custom suit.  Sell a 2nd and 3rd one.  They buy one digital course.  Sell them a 
‘Total Package’ of all your other courses. 

 Turn Your 1st Upsell Into a Slippery Slide 

Remember, your upsell page is also the Thank you page for their original purchase.  
Start the page by thanking them for their order.  Confirm that they made a GOOD decision to 
order and your product will fulfill the promise you’ve made (restate your unique promise).   

Connect your upsell with their original purchase.  How does it add additional value…or 
help them reach their original goals even faster and easier?  Here’s an example of what that 
would look like on your upsell page… 

Thank you!  Congratulations on choosing the Internet Lifestyle Retirement System. 

Soon you too can create passive and consistent monthly income streams that free you 
from your job and fuel your Internet Lifestyle for decades to come.   

And as you know, one of the most powerful ways to promote your new evergreen 
product is through email.  Below is a one-time offer to save 50% on my complete step-
by-step email marketing course.  Simply scroll down and click the “Buy Now” button to… 

“Multiply Your Profits in 7 Days or Less in Any Market by ‘Modeling’ MY 
Proven Collection of Million Dollar Emails” 

After you’re ‘slippery slide’ intro, go into the sales pitch for your upsell product.  If you 
sell the same product separately, you’re going to give an irresistible discount to get them to 
order it right now.  Go through your original sales page, and shorten it down for the upsell 
copy.  Usually I’ll cut the intro to a minimum, using only the most relevant portion of the story 
that’s needed to understand the benefits provided by this product.  Then I’ll go into bullet 
benefits and product details…exactly what they get.  Add the guarantee.  List a few 
testimonials if they’re extremely strong.  In many cases, my clients and I don’t run any 
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testimonials on our upsell page. 

This page is designed to get to the point quickly and make the sale.  Many of my front-
end ‘long copy’ sales pages are 10 to 20 pages in printed length, but upsell pages are often 
around 2 to 4 pages long.  You’ve already established your credibility during the original 
purchase.  You’ve told your story.  The upsell is designed to be quick and to the point.  

If you used a sales video on your original offer, you can use one on the upsell page as 
well.  But very few people want to watch a 20-minute plus video on an upsell page.  Get your 
message across quickly. Most clients have upsell videos in the 3 to 5 minute range.   

Shorten your video or page, but make sure to give all the relevant details to make the 
sale.  The higher the price point, the more you have to tell.   In most of my tests, the shorter 
upsell pages beat the longer ones that we’ve tested (this is in direct contrast to the initial sales 
pages where longer usually wins). 

 Choose an upsell that naturally connects to what the buyer just purchased. It makes 
achieving the same benefits easier or faster…or it is the next logical step in the process. 

 On low priced front-end offers (under $100), use an upsell that’s similar in price or 
higher priced than the original purchase.  On higher ticket offers, test an upsell that’s 
25% to 50% off the price of the original purchase (it’s an easy add-on). 

 Always thank your buyer for their purchase and confirm what a great decision they’ve 
made, along with repeating the core benefit of your initial offer. 

 Quickly transition to your upsell and share how this offer expands on the original 
purchase without taking away from it (not doing this is why people complain about 
upsells). 

 Shorten the copy or video by getting to the core promise and offer quickly.  Potentially 
remove your origin story, testimonials, and anywhere else the presentation slows down. 

 Test multiple payments if your upsell is priced significantly more than the original 
purchase. 

 The upsell page should be easy to scan, using primarily bullets and images to get your 
offer across quickly. Don’t make a ‘confusing’ offer here. 

 Make this an irresistible offer where they save a significant amount on one of your 
normal products or a product only available here.  You need SCARCITY to the offer. 

 Test several different offers till you find one that converts.  Clients have tested 3 or 
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more upsells until we found one that added enough additional value to the original 
purchase. 

 For a fast upsell, create a very short page with just the offer details and LINK over to 
your full sales page for the upsell product (the link should open a new browser window).  
Tell them not to order from there so they can get the discount available only on the 
upsell page.   

 If you don’t have any products to offer as an upsell, put together some type of coaching 
or service offer to help such as a video review, email coaching, consultation, or 
templates. 

Add a 2nd Upsell or Downsell For Additional Profits 

Have you ever suffered through Upsell Hell where you get hit with what feels like a 
never-ending sequence of upsells?  And even worse, these upsells don’t directly relate back to 
the original purchase.  They’re just trying to get as much money out of you as possible.  One 
upsell is an easy way to add extra income.  You can add a second upsell (or a downsell) if it 
directly relates back to the initial purchase.  Here are a few of the 1st and 2nd upsells clients 
have used successfully in their sequences… 

 The original purchase was a fitness product at $29 with a $99 upsell to an annual 
membership with even more support.  We added a $499 customized coaching plan as a 
second upsell.  It had a low conversion rate but the price point still made it a valuable 
addition to the sequence. 

 The original purchase was a $47 course with an upsell for 3 payments of $99 that 
included a majority of his other digital products.  There was a downsell for just one of 
these products for $67.  Then there was a $29.95/month continuity with a 10-day free 
trial (pay nothing today). 

 The original purchase was a supplement package for $119.  The upsell was another of 
the exact same offer for just $99.  The 2nd upsell was for a related supplement for $99. 

 An ebook was priced at $19.95 with a course upsell for $49 and a second upsell for a 
$14.95/month continuity with a 10-day free trial. 

One of my favorite 2nd upsells is the ‘free’ continuity trial.  I don’t like offering free trials 
of memberships because you end up attracting a lot of freebie seekers.  You get a lot of 
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cancellations from people who never intended to stay a member.  Low cost trials are safer 
because a customer has to invest something and you’ll confirm their credit card when 
processing the trial fee.  But you can offer a free trial in an upsell funnel because they already 
gave you money for the first purchase.  You know their credit card is valid, and they’ve proven 
they’re a buyer.   

You offer them a ‘free gift’ (the continuity trial) for being a VIP customer instead of 
asking for even more money now.  They can try out your Club plus get all these free bonuses 
as a new member just for saying maybe.  No cost.  Try it today and simply contact our support 
to cancel if it’s not right for you. 

We initially tested this as a 30-day trial, but we found 7-day and 10-day trials converted 
at close to the same rate…getting money in your hands faster.  In several cases, we’ve also 
found it easier to sell a free trial to our monthly continuity as an upsell than selling the 
continuity upfront!   

Let’s say your primary goal is to get people into a $49/month membership.  You could 
run ads, get the opt-in, and then go immediately for the continuity offer.  But you’re not going 
to have many takers when people first join your list.  Most of your members will join after 
receiving emails for several weeks or months.  Continuity is a tough sale, especially before 
you’ve fully established your credibility and value.  Here’s another path that likely would be 
much more profitable for you. 

Set-up a book funnel with a book priced at $7.99 with shipping included.  Do an upsell 
for a full course at $199.  Then go for a 10-day free trial of your $49/month membership as the 
2nd upsell.  You’d get more members if you skipped the course sell entirely and did the 
continuity as the first upsell.  But you also need to pay your advertising costs.  The one-time 
$199 purchase is more likely to get you close to breakeven.  The continuity will take 4 months 
to produce the same level of income…making it difficult to scale your advertising fast.   

Now you have two entry points into your membership.  You have this front-end funnel 
which you promote immediately and over the first couple of weeks of your email sequence.  
Then you can transition into offering the membership either at full price or on a discount trial.  
They may not be interested in your book, but they want to join the membership.   

1st Email to New Subscribers 

In Part 1, I talked about how you would go for your initial offer immediately after 
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someone subscribes to your email list.  The thank you page after they opt-in tells them to go 
open their email for a link to the free gift you promised them.  But while they’re waiting they 
can take a look at this offer: 
https://www.mymarketingcoach.com/xfactor-short-thank-you/ 

Here’s an example of what the initial email may look like.  The subject line matches the 
gift they requested.  The first few sentences of the email remind them about the free gift they 
requested and gives them the link to download it.  After this, I usually share several benefit 
rich bullets about the upcoming emails.  You’re reselling them on paying attention to your 
upcoming emails.  They joined for the immediate gift, and many new subscribers may 
unsubscribe immediately after receiving it.  Or even worse…they could simply ignore your 
upcoming emails.  “Sell” them on what’s coming…  

Subject: 7 Email Stories to Double Profits – Info You Requested 
 
Thank you for requesting a complimentary PDF version of my $39/month hard copy 
newsletter. 
  
You can download "7 Unique Ways to Create Profitable Emails…Even If You’re NOT a 
Writer" plus the bonus cheat sheets here… 
 
https://www.mymarketingcoach.com/thank-you-xfactor/  
 
Print it out.  Keep it as a reference.   
 
This makes creating emails much easier.     
 
Over the next few weeks, I'll be sending you even more free tips and techniques to help 
you attract more visitors, convert them into customers, and create long-term 
customer value. 
 
Here's just a taste of what you will receive... 
 
- Why "passion" is a horrible way to choose a market and a much better method for 
tapping into a buying market.   
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- Why content isn't king...and what is even more powerful for grabbing attention and 
attracting buyers. 
 
- 21 conversion boosters you can use to convert more visitors into sales.   
 
- The devastating business mistake that almost made me quit online marketing for good. 
 
- 5 Keys to successful websites - how to virtually eliminate overwhelm by focusing on 
what's really important.  
 
- How to use both free and paid traffic to grow your business...and why you may be 
focused on the wrong one. 
 
Wait till you see the other gifts coming soon. 
 
If at any time you don't feel I'm 100% over delivering and earning the trust you've 
shared with me, simply scroll to the bottom of any email and remove your name from 
my list. 
 
Hopefully you'll never leave as I have so much to share with you about online marketing 
and email marketing. 
 
Your Marketing Coach, 
Terry Dean 
 
When they click the link, they’re taken to a page where they can watch or download 

their free gift. Follow the same model as the initial thank you page and create a link over to 
your initial offer again.  Or you could go even further and simply make a copy of your sales 
page underneath the free downloads.   

 
Yes, you’re making the initial offer twice: 
 

 Input Email: Thank you.  Tell them to confirm.  Check out this special offer! 
 Confirm Email: Thank you.  Watch or Download Free Gift.  Check out this special offer! 

Delaying the offer is a mistake.  Yes, you have to give the value you promised.  But use 
your Lead Magnet as a bridge to your offer.  Your initial sequence of emails will continue to 
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provide value while telling your origin story.  And each email will lead them back to this initial 
offer.  It’s not a ‘one-time’ offer.  It’s a new subscriber offer to earn their trust and 
demonstrate your value. 

Even my higher ticket B2B clients run their initial right upfront after opt-in.  They don’t 
get a lot of $1,000+ sales during the first 24 hours after someone subscribes, but there is a 
small percentage of new subscribers who are immediately ready to order.  You grabbed their 
attention and made an irresistible offer at just the right moment.  How much money are you 
currently leaving on the table if you don’t give hungry prospects the ability to buy 
immediately? 

Give New Subscribers the Opportunity to Buy 

Several clients use a ‘video launch sequence’ where they deliver 3 content-rich videos 
followed by a 4th sales video.  We tested the traditional approach a lot of internet marketers 
tell you to use.  Someone subscribes and you give them access to video #1.  They get a follow-
up email that leads back to that first video.  A few days later they receive an email that takes 
them to video #2.  And so on with video #3.  Eventually, around two weeks in, they send video 
#4 and go for the sale. 

This type of sequence works, especially if you’re offering a high-ticket product.  It’s 
based on building credibility and anticipation in advance of sending out your offer.  And it 
works when you’re doing a big live launch to your list or to joint venture partners’ lists.  
Multiple clients have set-up evergreen video launch sequences using the same model.   

But then we made a simple discovery that bumped the response.   All we had to do was 
add a link to video #4 (the sales video) under each of the first 3 videos.  So someone watches 
the content and story in video #1.  Underneath that video there is a link to the sales video 
allowing them to purchase immediately.  The same is true of video #2 and #3.  In an evergreen 
email funnel, we allow our new subscribers to purchase on day one, day two, day three, and 
so on. 

In some campaigns, our initial irresistible offer is good forever.  If you’re selling a B2B 
offer that’s priced at $3,000, you’re not going to get a whole lot of sales that first day or even 
the first week.   It takes time and credibility to make the sale.  Many clients with higher ticket 
front-end offers ($500+) find the majority of their sales come in during the 30 to 90 day 
window.   A prospect is still excited about the possibilities, and you’ve had enough time to 
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build a relationship by email. 

But there’s another way to further optimize your offer.  Give subscribers a Reason to Act 
Now.  They can save 50% on XYZ, but only until July 15th.  After that, it goes back to the normal 
price.  Rarely do I send an email that doesn’t link to something I have for sale.  And sales come 
in regularly.  But the emails which pull in a lot more money are the ones with a hard deadline!   

It’s so powerful that many of my clients try to do at least one 4 to 7 day limited time 
special to their list every month.  They rotate their products through these specials.  Many of 
these are discounts, but they don’t have to be.  You could do a 2-for-1 sale where they get 
another of your products free.  You could add other additional bonuses.  Or you could only 
make a product available for a limited time period.  The special has to be enticing.  Saving 10% 
wouldn’t usually do it.  Come up with a super-enticing bonus instead. 

Get on a few retailers’ email lists.  They have new specials virtually every week.  
JCPenny’s almost drove their business into the ground when they tried to run ‘everyday low 
prices.’  Their customers are bargain shoppers.  Their whole business model is based off having 
higher retail prices which they discount constantly.  You save 25%, 30%, 50%, or even more, 
but only until the 4th of July.  How many other retailers operate the same way?  The Gap, 
Macy’s, Aeropostale, Sears, and so many others have almost permanent sales.  But there is 
always a deadline even if a brand new sale starts the next day. 

Obviously, it’s easy to create a special on one of your products for the next 7 days.  
Simply mark down the price on your website and in your shopping cart.  Set it to automatically 
switch back to the normal price when the special is over (or you could even do this manually if 
you had to).   But you can also set an evergreen deadline that offers a limited time special for 
every new subscriber to your list. 

For example, one of my clients follows the system outlined on the previous pages.  
When you join his list, you’re told to go check your email in a few minutes, but first you can 
check out his sales video.  When you confirm your email, you’re taken to a thank you page 
where you can watch the free video you were promised.  Under the video is a link to his sales 
page.   

The regular price of his offer is $147.  And if you click over to the sales page from his 
main website, that’s the price you’ll see.  But the new subscriber is offered this product on a 
special sales page for just $47.    Emails are sent almost every day for the first two weeks.  The 
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first weeks’ emails link over to content rich videos that give tips and case studies.  Each one 
gives value viewers can use immediately.  And there is a link under each of these videos back 
to the sales page. 

Scarcity comes into play the 2nd week.  The $47 special ends 14 days after someone has 
joined the list.  This week’s emails become more about the origin story behind the product and 
case studies from previous clients.  Each day subscribers receive an email that furthers the 
story.  This is what makes it different from the competition.  A couple of stories from clients 
and what it has done for them.  Then the last few days push the offer heavily with the scarcity 
going into the final day.   

You’re going to need software that helps you create evergreen deadlines like this.  There 
are several options including having it custom programmed or using off the shelf software like 
Scarcity Samurai.  One of my favorites currently is Thrive Ultimatum available at 
https://thrivethemes.com/ultimatum/. 

It goes beyond most other scarcity scripts because you can lockdown the countdown 
even if someone visits your sales page using a different device or browser.   Set-up your page 
using the ‘evergreen’ option and then use the link provided by the software everywhere you 
link to the sales page.  Apply the same scarcity that makes limited time specials work so well in 
email broadcasts. 

But we’re not done yet.  This same client generates close to an extra 10% in sales by 
running a trial special on the same product for just 2 days after the initial sale is over.  You can 
try it out for 7 days for just $1 and pay the other $46 at the end of the trial.  Simply cancel 
anytime in that first week and you won’t be charged.  Plus you get your full 60 day money back 
guarantee after you buy. 

The ‘reason why’ behind the trial offer is basically this, “I understand how difficult it is to 
trust someone online.  And it’s impossible to see just how much difference these videos will 
make in your life.  That’s why I want to let you try it out for the next 7 days for just $1.  No risk 
to you whatsoever.  And if you don’t receive this BENEFIT and this BENEFIT like so many of our 
other clients…just let us know you want to cancel and you owe nothing.”   

How to Optimize Your Follow-up Emails For Non-Buyers 

Some email marketers recommend doing daily email broadcasts to all subscribers 
instead of an autoresponder sequence.  After the initial email, every new subscriber gets the 
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same email broadcasts as the rest of the list.  That’s NOT the model I use.  Instead, I 
recommend an autoresponder sequence where you introduce people to your message, your 
origin story, a few of your strongest case studies, and an irresistible product/service offer.   

There are two different ways you can do this: 

 Introduction Sequence Only: A new subscriber only gets the autoresponder emails for a 
set period such as 2 weeks to 2 months.  At the end of the sequence they start getting 
the same email broadcasts as everyone else.  The sequence I described on the previous 
page is like this so it can focus just on the limited time specials offered in the 
autoresponders. 

 Email Mixture: You have a set autoresponder sequence but specific days are blocked 
off.  The autoresponders might go out any day except Tuesday and Thursday.  Those are 
the days you send new broadcasts out to everyone.  You can create a very long email 
sequence based on your previous broadcasts using this model.   

If you’re doing an evergreen irresistible offer upfront, the introduction sequence makes 
the most sense.  It’s also the model where you can best track how much you’re earning from 
each new subscriber.  If a subscriber joins your list and starts receiving your normal broadcasts 
immediately, it’s tougher to track the results.  But if every new subscriber gets the same 
emails initially, you can test which emails produce the most sales and income…optimizing your 
initial funnel for maximum value. 

Here are some tips to help you optimize your email sequence… 

 Give an opportunity to buy immediately by linking your thank you page to your initial 
offer.   

 Mix stories, contrarian content, and offers to your new subscriber immediately. 
 Use evergreen scarcity to increase your conversion and profits from your list. 
 More frequent emails.  One of the easiest ways to optimize most sequences is 

scheduling autoresponders closer together until they’re being sent daily. 
 Tell your origin story early.  Why are you in this business? What problem or opportunity 

caused you to offer yet another option in a competitive marketplace?  What makes you 
different? 

 Subject Lines: Interest = Benefit + Curiosity.  Predictability kills interest.  Here are a few 
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subject lines that did great for me the past year.  Notice how they’re short and make 
you curious: 

Hopeless and $700,000 in Debt     
Bruce Lee’s Marketing Wisdom  
Solves your most complex problems    
THANK YOU  
From Employee to Millionaire Entrepreneur   
6 Words That Poison Your Business  
Your Fun and Profitable Mission    
Your First $100 Online  
Multiply Your Self-Confidence Instantly    
I need your help  
The Forgotten Traffic Source    
Stumbling Into a Wide-Open Market 
#1 Secret Behind Million Dollar Infoproducts  
Simple Secret to Implementation 

 There must be ‘mystery’ and ‘curiosity’ when selling infoproducts.  Deliver great content 
in your emails while leaving subscribers curious about what’s behind your pay wall. 

 One of the easiest ways to boost your ‘open’ rate is to resend the exact same email the 
next day with a new subject line to everyone who didn’t open the original email. 

 Keep your email design SIMPLE.  The percentage varies by report, but Hubspot recently 
reported over 46% of all emails are now opened on a mobile device.  

 The best time and day varies by your market.  My best days are Tuesday thru Thursday 
around 10 AM, but your results could be different.  Watch open rates and especially 
sales numbers. 

 My emails are often 400 to 600 words but most clients do better with 200 to 400 words.  
Longer content pieces can be linked to a blog (along with multimedia like video and 
audio). 

 Always add a call-to-action with multiple links to the same website/sales page.  There is 
a small bump in clicks by matching the subject line with your call-to-action text. 

 Add a short email early in your sequence where you ask a question such as, “What is the 
biggest challenge you’re facing with X right now?”  Get subscribers to reply to start a 
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dialogue. 
 Never apologize for selling.  Your products/services solve problems.  Be bold about what 

you offer, who it can help, and what it can do for them. 

Segment Your Email Lists for Even More Money 

Keep it simple in the beginning.  Focus on one primary subscriber list.  Send frequent 
emails.  Optimize your offers.  Don’t get overwhelmed trying to create multiple different 
sequences for all possible customer segments.  The first segments to create are ‘buyer lists.’  
Someone buys Product A from you.  Tag them as a buyer of that product or add them to a 
buyer’s list.  That way they can be excluded from mailings promoting that product.   

When NOT to Exclude Buyers: It makes sense to exclude buyers who purchase one time 
products like Autoresponder Alchemy from mailings for that product, but I don’t exclude 
Monthly Mentor Club members from promotions for this Club.  These include teasers 
which sell the upcoming issues.  You could create a whole separate set of broadcasts for 
members, but clients find it easier to include members UNLESS they’re sending a special 
trial offer. 

Here are some additional times you may want to segment your lists… 

 Quiz Funnel: Create a quiz for your initial lead magnet using tools such as 
https://bucket.io or https://thrivesthemes.com/quizbuilder/. Give a custom video 
solution that leads into your initial product offer.  Start by writing emails for the most 
popular segment only, and slowly build out other segments IF they’re worth it (until 
then they get the same emails as the primary segment).   

 Quiz Email: Send a one question survey to your email subscribers.  Whatever response 
they click ‘tags’ them or segments them onto a separate list while taking them a page 
with content on that topic.  For example, my tennis client asks if they’re most interested 
in the serve, forehand, backhand, volleys, etc. and then segment them for content 
about that specific stroke.   

 Specific Launch Segment: A client selling natural health products sent emails to his large 
list about an upcoming launch on “How to Make a Living in the Natural Health 
Movement.”  The majority of people on a ‘health’ list aren’t interested in this, so he 
created a smaller sublist from everyone who clicked on these emails.  
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There are a LOT of ways you can segment out subscribers for a launch sequence.  Many 
clients send ‘pre-launch’ video content a week or two before they release any new product.  
They then tag/segment every subscriber who clicks any of these content links.   

When it comes time to promote their limited time special offer, they send emails out to 
both their main list and this smaller sublist.  Their main list may get an email the first day, 
middle of the week, the 2nd to last day, and the last day.  The sublist gets all those emails plus 
an additional email the first day, emails every day that week, another email on the 2nd to last 
day, and up to half a dozen emails on the last day.   

This is the way we segment most often!  We’re segmenting out those who prove to have 
an interest in a topic (by clicking the link in the emails).   We’ll send a few emails about our 
offer to the entire list, but we’ll send a LOT more emails and content to those who prove 
responsive to that topic.  This keeps you from burning out the rest of your list while sending a 
high volume of emails! 

Advanced Tactic: In some email list providers such as Drip.com, Infusionsoft.com, and 
ActiveCampaign.com, you can send out a shopping cart abandonment email an hour 
after someone visits your shopping cart if they don’t purchase.  You could track 
subscribers who click to your shopping cart OR you could use a shopping cart that asks 
for the email first.  Remind them of the benefits of your product offer and save some of 
those sales! 

The REAL Money is in Your Buyer’s List 

A buyer is a buyer.  That phrase simply means that someone who buys from you once is 
much more likely to buy again compared to your average subscriber.  Depending on your 
audience and your price point, maybe 5% of your subscribers buy your initial offer.   

Being the smart marketer you are, you know how important it is to make multiple 
offers.  Over the next few weeks, months, and years they receive limited time offers at all 
different price points (never forget the power of scarcity and a limited deadline in making sales 
online).   Maybe 20% of them buy something from you over time.  But even with that excellent 
sales percentage, it means 80% of your free subscribers never spend a penny with you.  The 
big money is in your buyer’s list. 

Send buyers a thank you after they purchase.  Make sure they know how to get support 
if they need it.  Tell when and how their product will ship if it is physically delivered.   Resell 
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them on the core benefits.  Send several follow-up emails telling them how to maximum value 
out of their purchase.  With an information product, you can highlight the ‘Quick Start’ 
information that helps them get results fast.  With SAAS (Software as a Service), those emails 
will show the step-by-step set-up process.  The quicker they start using your software, the 
more likely they are to stay with it.   

Does your product include a bonus that leads people into buying more from you?  For 
example, one of my clients has found that clients who use his video reviews are much more 
likely to spend more with him.  Your buyer emails can remind them of this bonus and how 
easy it is to use.  Could you offer a free webinar or video recording that adds value while 
leading to a backend product? 

If you’re careful about how you word your upsells (talking about the discount and 
limited scarcity instead of saying “they’re only available till you close the page”), you could 
even offer your discounted upsells again in the buyer sequence.  Or you could go even higher 
ticket here such as a full coaching package.  Let’s say your original product was priced at 
$199….and you have a larger complete study course with certification and private coaching 
calls for $999.   You could offer to credit the full $199 they already invested toward the full 
certification package for the next 30 days (using evergreen scarcity). 

I prefer to hold off on selling for a few days and send out your ‘consumption’ emails 
first.  Let them know what a good decision they made.  Show them how to use your product.  
Get them a ‘Quick Win’ if possible.  Then ask them to buy more!   

Get Your Buyers OFF the Internet! 

I love email, but it’s also unreliable.  What if you sent a direct mail sales letter to all your 
US buyers?  Your email might get an open rate of 20%...and people spend a minute skimming 
through it.  What percentage will open your direct mail piece?  The majority will.  How long 
will they look over it?  It depends on how enticing your headline and offer are.   

Your email is surrounded by dozens of other offers in their email.  Your direct mail piece 
arrives with a few bills and offers from local car dealers.  They set the bills aside, skim the local 
promos, and read more about what you have to offer.  Remember, they’re buyers…not lookie-
loos who just joined your free list.  

If you have a large buyers list, you could even segment it.  What if you only mailed to 
people who’ve spent over $500 with you and purchased something in the last 3 months?  
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What are the odds that will be profitable?  It’s almost foolproof as long as you have an 
irresistible offer and a reason to act now. 

What if you called all buyers on the phone to confirm their address, let them know their 
product is shipping today, and offer them the opportunity to grab 50% off another popular 
item?  Sure, you’ll hit a lot of voicemails but this is going to add value to every sale.   

What if you send out the same confirmation as a text?  Then follow it up with an offer 
by text.  The open rate on text messages is close to 99%!  Several software tools such as 
Clickfunnels, Kartra, Ontraport, and others integrate with https://www.twilio.com for text 
messaging.  And https://zapier.com makes it possible to integrate Twilio with many more 
services.  I discovered several years ago just how valuable text messaging was in getting 
people to attend webinars they registered for.   Are you using it as another way to connect 
with your audience yet? 

Retargeting – the Easiest Way to Boost Your Ad Results 

Google, Facebook, Sitescout, Twitter, and many other services have in-depth retargeting 
features allowing you to target email lists you upload, anyone who visits your website, and 
people who visit specific pages of your site.  You could also use a service such as 
https://www.perfectaudience.com that lets you advertise on multiple ad networks all at once 
(personally I prefer advertising direct though).   

Add the service’s tracking pixel to your entire site and then create multiple audiences 
across your site.  Create an audience of those who hit your squeeze page, those who hit your 
sales page, those who hit your shopping cart, those who hit the after purchase page, etc.  Now 
you can target people who hit one page such as your shopping cart and exclude those who hit 
the after purchase thank you page. 

 Blog Visitors: Take blog visitors to a squeeze page or directly to your sales page.  They 
already know you and the value you deliver, but they haven’t become buyers yet. 

 Squeeze Page: Send squeeze page visitors who didn’t opt-in a different squeeze page or 
a reverse squeeze page where you share content first and then ask for the opt-in.   

 Sales Page: Offer limited time specials to bring sales page visitors who didn’t purchase 
back.  Use scarcity to close the sale.  Or advertise a case study demonstrating your 
product in action. 

 Shopping Cart: If someone hits your shopping cart and doesn’t order, you could do a $1 
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trial or free shipping.  You could even try a ‘downsell’ of something similar but lower 
cost. 

 Thank You Page: You could target those who purchased but didn’t purchase your upsell 
with ads offering them another chance at the upsell discount with a very limited time 
window. 

A Few Advanced Optimization Techniques 

The ways to optimize and pull more money out of your funnel never end.   Clients have 
been with me for years and we’re still testing new techniques to maximize their visitor value.  
That’s why I started off this two-part series talking about how you could never put all these 
strategies in place in the beginning.  Instead, you get started with a basic funnel, and you add 
additional pieces along the way.  Here are few advanced strategies to leave you with… 

 If you have an ecommerce site with hundreds of products, use ‘Advanced Search’ 
functions to make it easy for a visitor to narrow down to exactly what they’re looking 
for: www.zappos.com  

 Add Live Chat to your sales page and shopping cart for additional credibility.  Find 
objections you didn’t even know about:  www.mylivechat.com or www.tawk.to  

 Heatmaps can be used to see where people focus their attention and what they’re 
clicking on - https://www.hotjar.com or https://www.smartlook.com/  

 You can also view video recordings of specific visitors’ actions on your website to see 
what they do, where they click, and where they may be getting stuck: 
https://www.hotjar.com 

 In Google Analytics, there is a section called ‘Behavior Flow’ where you can see the path 
visitors take through your website including their entry page, which pages they go to 
next, all the way to the order, or where they exit.  I’ve often used this feature to help 
clients spot problems with how visitors are navigating their website. 

 Be memorable.  This is the ‘ultimate’ optimization tip.  Be unique.  Use humor, offer 
bigger discounts, or use a logo/design that stands out from the competition.   
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Recommended Resources 

 
"Why Does This 24 Year Internet 

Marketing Veteran Want to Give You 
His Step-By-Step Systems, Answer 
Your Most Difficult Questions, and 

Coach You to Success Online?" 

www.MonthlyMentorClub.com  

 
"The Lazy Person’s Way To 

Moneymaking Sales Copy...Even If 
You’re Not A Copywriter!  How to 

craft “overnight copy” your 
customers, clients or patients will be 

POWERLESS to resist” 

www.60MinuteCopy.com  
 

"Multiply Your Profits In 7 Days Or 
Less In Any Market By 'Modeling' My 

Proven Collection Of Million Dollar 
Emails" 

www.AutoresponderAlchemy.com 

 

 
"The Quickest and Easiest Way to 

Create Passive Income Streams You 
Can Be Proud Of...Free You From 
Your Job, And Fuel Your Internet 

Lifestyle For Decades” 

www.InternetLifestyleSystem.com  
 

 


