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“So as you can see it's less of a sales funnel,
and more of a sales funnel cake.”
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The Problem and

The Problem

Most Companies have zero clue about their desired customer. They have a
vague idea of who they are, but not how they think.

< The Solution

S You will take a deep dive into defining your ideal customer (avatar) - minimum 250
words think of all the variables
age, weight, income level, desires, motivators, outcomes, city, urban, country,

drinks, eats, sleeps, nationality, current product purchases, similar companies that
they like
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Hello, I'm your
Potential Customer.

I'm Jane Customer, I'd like to buy something from you.

| am hoping you can catch my
attention that makes it feel unigue to
me and my situation, so | can become
interested in your product or service
and decide that | need to take
immediate action.



Value Ladder
PDF document in exchange for an email

address
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" Courses / Steps to avoid problems

Audio File - Podcast no commitment
from them

®
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T Group Coaching / Mastermind
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One on One Coaching

"And then you'll close the sale.”
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Ways to Funnel

DM Me Funnel Pages

* Send me a DM with your email and | * Incorporated website and payment collection

will send you the information R
« www.joinbuilderallnow.com

Messenger Social Media
« WhatsApp * Refer them to the link in bio
« Telegram « Social Media Scheduler -

joinwoofy.com

Link Page Custom URLS

* | use Taplink from AppSumo - « Create an easy to remember URL so
|oinappsumonow.com that you are not dependent on

complicated links
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