
 

10 STEPS TO CREATING A HIGH PERFORMING  
SALES FUNNEL 

 
The first thing you need to decide is what service and why? Why do we need a 
funnel, what part of our existing sales process can become partly automated?  
 
STEP 1 -  Who are you talking to?  
Then who, who are we going to make this funnel for?  
This is vital, like all marketing knowing exactly who you are talking to will 
determine the type of content you share and the messaging to go with it.  Read this 
blog to find out about Customer Avatars: Why An Avatar Will Boost Your Sales. 
 
For example if we talk to the Chief Marketing Officer about our Automated Webinar 
service, they will want to know about the ROI and the effect it will have on the 
business goals; the marketing administrator wants to know who needs to be 
involved, the steps and how she can demonstrate the value to her manager. Same 
product, different messaging -and this will affect the whole funnel.  
 
Question 1:  
Who are you going to talk to?  
 
______________________________________________ 

 
______________________________________________ 

 
 
STEP 2 - SET YOUR GOALS 
Of course we all want to make more sales, but think a bit further, how can you 
create a positive brand experience? How can you really benefit and be useful to all 
of your prospects? 
 
For example in one of our niches we want to work with businesses that are brave 
enough to think long term, to help them build high functioning communities that 
become customers. So our job here is to inspire them first, then educate them on 
how to go about doing just that, and show them why it matters.  
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Question 2: 
What is our goal for this service and how does it benefit our customers? 
 
______________________________________________ 
 
______________________________________________ 
 
 
STEP 3 - FIND THE RIGHT CHANNELS  
Where are you going to get traffic from? Your audience that you defined in Step 1, 
where are they? The channels you need to think about:  
 

● Social channels they talk on - both work and leisure (list them all and tick) 
● Blogs they read and enjoy.  
● Search channels they use -include Bing, Pinterest etc 
● What brands do they follow? What are these brands saying to them?  
● Who are their influencers, they often follow them on channels too.  

 
Question 3: 
Where are my audience hanging out on-line (DON’T assume!) 
 
______________________________________________ 

 
______________________________________________ 
 
 
STEP 4 - USE THE RIGHT CHANNELS  
Your audience needs to be spoken to so they can visit your channel and there are a 
number of channels to do this including:  
 

1. Email  
2. Text  
3. Messaging 
4. Blogging 
5. Social Media  
6. Promoted posts 
7. Paid ads (think each channel) 
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8. Video  
9. SEO  
10. Other 

 
There really isn't a one answer fits all; it's about thinking where your ideal customer 
is and how they like to receive information.  Do they have a group on LinkedIn or a 
Facebook group that you could explore to see how many of them there are?  
 
Considering this is a crucial step to succeeding with your funnel and following 
marketing content, it’s vital to take your time and plan out this step. If you don’t 
have the budget to get visitors to your site, you could consider using social media 
to build a following and give away your content. Start writing a blog or work on 
basic SEO. For faster results, paid options like Google Adwords and Facebook ads 
are great solutions. 
 
Question 4:  
What channels are we going to use to communicate with our audience?  
 
_____________________________________________________ 

 
_____________________________________________________ 
 
 
STEP 5 - PREPARE SOME GOOD CONTENT  
Making a first impression is as important online as it is offline, so start thinking 
about the Free content you are going to offer your prospects. Always start by 
offering your customers the very best thing you have for free, it should be related 
to what you are going to sell them, and REMEMBER this step takes people from 
being a visitor and turns them into a lead, a precious lead to nurture, so make it 
count! 
 
Ideas that work well are impulse type information - small bites, like a cheat sheet, 
lists of tools, a piece of valuable research, a free template, easy step by step guides, 
a mini course or report, but it needs to make people feel they have received value, 
it's NOT a place to market to people.  
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Coming up with the right content might seem daunting, but all you need to do is 
really put yourself in your prospects shoes. Think FAQ’s, ask sales what customers 
need, brainstorm with the team… think the biggest problems your customers have 
and how you solve them. We have a great cheat sheet and video that can help too. 
How To Research Lead Magnet Ideas 
 
Question 5:  
What great piece of FREE content can we give away? 
 
_____________________________________________________ 

 
_____________________________________________________ 
 
 
STEP 6 - START GETTING LEADS  
You have the Free Content, now it's time to attract people to it so you can start 
giving it away. How?  
 
Now that you have your content created and your channel selected, it’s time to give 
it away in exchange for an email address and perhaps a name (it’s not the time to 
ask for all their details).  
 
The best way to do this is to set up a landing page. You can use Wordpress for free 
or tools like LeadPages or use the amazing ClickFunnels .  
 
These tools provide templates to build from and make it a lot easier as all you have 
to do is add content.  
 
Question 6: 
What landing page tool will we use to create our first lead capture page?  
 
_____________________________________________________ 

 
_____________________________________________________  
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STEP 7 - SET UP AN EMAIL AUTORESPONDER TO NURTURE 
LEADS 
Someone has downloaded your amazing free offer - thats fantastic! Now we need 
to start the process of telling them what to expect from you, a little about your 
brand, the vision and begin nurturing them and putting the next offer in front of 
prospects.  
 
You need to plan the emails, and then arrange them using an autoresponder 
sequence. This is so vital to get right or when you start receiving leads, you’ll be 
spending your whole day manually sending out emails, you can start with a Free 
tool like MailChimp, others are Aweber, Active Campaign etc. These tools let you 
set up a basic series of emails that are sent to every person who downloads your 
content. 
 
The emails don’t have to be over complicated to start  
 
Welcome series:  First mail to say hello and welcome perhaps join us on Facebook. 
Then email 2, tell them what to expect from you and the value they will get going 
forward and how it will make a real difference to their business or lives.  
 
QUESTION 7:  
WHAT AUTORESPONDER AND WRITE THE FIRST 2 EMAILS.  
 
______________________________________________ 

 
______________________________________________ 
 
 
STEP 8 - PREPARE AN UPSELL OR TRIPWIRE 
Like real life, it's about taking one step at a time leading the prospect from a cold 
lead and turning them into a sales prospect. And now it's time to turn them into a 
paying customer.  
 
Remember to become a customer someone doesn't need to make a big purchase. 
Just a small purchase changes the psychology of the relationship, so at this point if 
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you can make them take an incremental step of a high value offer at a low price of 
between £5 -£50, depending on your product.  
 
We know a Webinar or a Free Trial can also be a great offer, although its free you 
are asking for a time commitment.  
 
Question 8: 
What can you offer to turn leads into buyers? 
  
_____________________________________________________ 

 
_____________________________________________________ 
 
 
STEP 9 - OFFER YOUR CORE OFFER  
At this stage it's looking good. Your prospect/customer has gone though a few 
stages of the funnel and received a few Emails, they have paid for something, or 
made a big time commitment. It's time to make them an offer.  
At this point you may want them to book a call or buy a ticket for an upcoming 
event you are running where you can get in front of them. Remember they are 
interested, they have invested, but it may not be the right time to buy at the 
moment, keep them in a nurture cycle, share valuable tips and invite them to offline 
and online events.  
 
For starters make them a core offer using a series of 3-7 well designed emails that 
land in their inbox over a few weeks… these should be emails designed to help 
people buy, so think about answering their likely concerns, share testimonials etc. 
 
Question 9: 
What Core Offer can you make and how will you make it? 

 
_____________________________________________________  

 
_____________________________________________________ 
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STEP 10 - CAN YOU CREATE REPEAT PURCHASERS? 
Once people have bought from you, a percentage of those will be keen and able to 
buy other services or products that you offer. So it's vital you map out each product 
or service and understand if any of them would be a good offer to make your 
customers.  
 
You need to understand your customers, their challenges and how your service or 
product will help to solve the problems. This is where you will see real revenue 
growth by being able to sell multiple products to the same customer. 
 
Aside from your main offering what can you give existing customers that will help 
them? Here are a few examples: 
 

● Dedicated customer service or a key account manager.  
● Continued support or maintenance.  
● A Premium version of your product.  
● Online training and development courses.  
● Access to a VIP Club or membership site.  
● A monthly subscription. 

  
 
So add these 10 steps, but think about these too:  
 
Referrals  - how can you get your customers to refer customers to you, perhaps 
making an offer that benefits both the referee and the prospect. Ideas can include 
commission, a gift card, a discount coupon, or a free trial of your service.  
 
Keep a check for Funnel leaks and make sure you send out broadcast emails 
regularly that keep reminding people who have visited your checkout page that 
their order is still waiting for them. 
 
If they don’t reply, send a few more emails or follow up with a phone call to see if 
there are any questions you can answer to get them to buy. The reasoning is, if 
someone clicked the purchase link or visited your checkout page, they must be 
interested in buying. Life can always get in the way of a purchase, but if you remind 
them about it, you have a better chance of making the sale. 
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Takeaway  - Start running your funnel and look where people are falling off. 
Implement an abandoned cart email to catch hot prospects. 
Always monitor your stats and look for ways to improve. 

 
 

We can help with the ideation, design, build and 
optimisation of your sales funnel.  

 
Simply email us helen@makedigitalwork.com 
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