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Introduction
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Whatever you're trying to sell on the web, a sales funnel is the best way to do it. This is the most systematic way to build trust, a relationship, and encourage people to want your brand before making a sale – and it is extremely powerful when done correctly.

Take a look around the web, and chances are you've come across a plethora of sales funnels without even realizing it. So, exactly what is a sales funnel? How does it function? And how can you harness its power for your own benefit?

These are the questions we will pose and answer in this guide. By the end, you'll understand what an eBook is and why it's so valuable. You'll also be able to create your own sales funnel from scratch, which you can use to capture leads and convert them into paying customers.

Once you understand the science behind it, you'll understand why it's the most effective way to build profits and how you can turn any product or service into a massive success.
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What Exactly Is A Sales Funnel?

Before we go any further, it might be helpful to define what a sales funnel is and what you'll be using it for.

A sales funnel can be thought of as a funnel for customers. You begin with a broad opening in order to capture as many leads as possible, and then you gradually narrow those leads down to only the most engaged and interested customers in order to sell to them. All the while, you'll be building trust, engaging them, and priming them for a sale.

Consider this a ladder, with each rung bringing your customers closer to the top, where you'll eventually try to sell to them.

In practice, this entails a variety of marketing strategies, each of which is designed to generate more and more targeted leads for your company. So you could start with a simple advertisement or a blog post, then build an email list, then a 'free report,' then a seminar, then a small product sale, and finally a large sale.

Each of these marketing stages is a rung on a ladder that takes you a little further down the funnel. And each time a customer clicks on the next link or follows you to the next step, they become more likely to purchase from you.

As previously stated, there's a good chance you've come across various sales funnels while browsing the web, and you may even have purchased products from others using this method. You may have come across a blog and signed up for the mailing list, for example, and then been told to click on a link in the blog to view a free seminar. Then, perhaps, the free seminar asked you to sign up for the next seminar, which would be a little more expensive.

You might have seen it on YouTube as well. Tai Lopez, for example, is an enigmatic businessman who is willing to use any means possible to generate new leads and sales – even if it means outright lying (that's not his car and not his garage!).

He does, however, use a sales funnel very effectively. When you go to YouTube to watch a video, his ad will almost always appear.

The guy then goes on to talk about his cars or his massive house, which makes you want to watch – even if it irritates you.

He offers to show you how to get his three most important money-making tips at the end of the video. And why wouldn't you click it if it's free? Only at this point are you becoming increasingly involved with his brand and, as a result, more likely to become a paying customer. When you watch this 'free' video on his site or YouTube channel, you'll be told that you can get even more information by signing up for a free report. In fact, this report is critical to comprehending the video. If you do this, Tai now has your contact information and confirmation that you're interested in what he has to offer!

You've progressed from a 'cold lead' (someone on YouTube who was targeted based on your video watching habits) to a 'warm lead' (someone who has shown an interest) to a 'qualified lead'.

Tai's approach is a little transparent and cynical, but it's how all the big names operate, including Tony Robbins, Tim Ferriss, and Pat Flynn. And it's exactly what you should be doing if you want to make sales. Please keep in mind that this does not imply that you must con people like Tai! Simply put, you must plan your marketing strategy in stages and understand the psychology of how you interact with people.
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Chapter 1: Why Sales Funnel? Recognizing The 5 Touches
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Imagine if someone approached you in the street and asked if you wanted to buy a $5,000 watch.

99.9999% of the time, you would say no to that offer.

Why? Aside from the fact that you may not want a watch (you are a 'cold lead' in that regard), there is also the minor issue of trust, recognition, and authority. You have no idea who this person is, you have no reason to trust them, and you are unlikely to want to hand over any money.

That is why businesses do not do it. They instead give you fliers. Fliers are things you can choose to accept or discard – in either case, they don't cost you anything and you won't feel pressured into doing anything.

Other stores take a different approach: they give away freebies. If you walk past Starbucks, you'll notice that they frequently give away free samples of their new drinks and cakes for you to try. Again, if you're not interested, you can easily walk away and won't feel pressured. If you like the free sample, you can come in and try whatever else they have.

If you try to sell to people right away on your website, you're the equivalent of someone selling thousand dollar watches on the street. And if that's the only thing you're offering and the only way for your visitors to interact with you, they'll simply say 'no thanks' and leave, leaving you with no way to contact them again or get them back. As you might expect, this is a bad strategy!

Consider it from their perspective: they typed 'fitness tips' into Google, stumbled upon your page by chance, and now you're trying to sell them your training program for $500. Unless they're flush with cash, people don't make decisions on that basis. They'll notice you're trying to sell them something, dismiss you as spam, and then leave.
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The Alternative
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Consider the alternative: the sales funnel method.

They all do the same thing: they type in 'fitness tips' and land on your site, where they immediately find useful information. That information is unique, interesting, and useful, but it also informs the audience that if they want more great tips – your '5 Most Powerful Tips' – all they have to do is enter their information to receive your free report.

There's very little reason for them not to: you've proven your ability to provide value, and you're offering something for free. The only cost they pay is allowing you to contact them in the future – but, as you will point out, they can always unsubscribe if they don't want to hear from you anymore.

They receive their free report and, once again, find it to be very good. At the same time, they're getting emails from you – emails with highly engaging and interesting subject lines. People who click on those emails are now showing very high levels of engagement, indicating that they are the type of people who would be willing to buy from you.

On an automated basis, those people will receive an email inviting them to an exciting free conference where they can listen to you talk about fitness online. This is a fantastic, once-in-a-lifetime opportunity, and they should definitely get involved if they like what you've done so far.

They do that, and because they went out of their way to hear you and listen to the entire thing
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