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Disclaimer 
 
This product is not legal or accounting advice and should not be interpreted in that 
manner. 
 
You need to do your own due-diligence to determine if the content of this product is 
right for your business. Earning claims made anywhere on this product are 
completely dependent on the effort invested and are in no way guaranteed.  
 
The author and the affiliates of this product are not liable for any damages or losses 
associated with the content in this product.  
 
While every attempt has been made to verify the information shared in this 
publication, the author and/or the affiliates do not assume any responsibility for 
errors, omissions or contrary interpretation of the subject matter herein. Any 
perceived slights to any specific person(s) or organization(s) are purely unintentional. 
 
We have no control over the nature, content and availability of the web sites listed 
in this book. The inclusion of any web site links does not necessarily imply a 
recommendation or endorse the views expressed within them. Mark Salmon takes 
no responsibility for, and will not be liable for, the websites being temporarily 
unavailable or being removed from the internet. 
 
The accuracy and completeness of information provided herein and opinions stated 
herein are not guaranteed or warranted to produce any particular results, and the 
advice and strategies, contained herein may not be suitable for every individual.  
 
The author shall not be liable for any loss incurred as a consequence of the use and 
application, directly or indirectly, of any information presented in this work. This 
publication is designed to provide information in regard to the subject matter 
covered. 

Copyrights & Trademarks 
 
This publication is the Copyright of Mark Salmon. All products, publications, software 
and services mentioned and recommended in this publication are protected by 
trademarks. In such instance, all trademarks & copyright belong to the respective 
owners. 
 
All rights reserved. No part of this book may be reproduced or transferred in any 
form or by any means, graphic, electronic, or mechanical, including photocopying, 
recording, taping, or by any information storage retrieval system, without the 
written permission of the author. 
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About the Author 
 
Mark Salmon is a member of the Warrior Forum which is a vibrant community of 
internet marketers. This eBook encapsulates his journey so far under mentors such 
as: 

 Jason Fladlien & Wil Mattos 

 Peter Garety 

 Alex Jeffrey’s 

 Dean Holland 

 Marc Milburn 
And many, many more Warriors from whom Mark has bought products and training. 
 
In ‘Sales Funnel Supremacy’ Mark now explains the fundamental importance of sales 
funnels and some rules that need to be applied in order to optimise your sales funnel 
success. 
 
With a background in corporate banking, business consulting and business 
ownership Mark brings a unique perspective to building an online business by 
combining offline business skills with what he has learnt from internet marketing. 
 
Many of the business principles of running an offline business are applicable online, 
although sometimes the terminology is somewhat different. 
 
Mark lives in Stratford-upon-Avon, Warwickshire, UK which was Shakespeare’s home 
town and he has a daughter and son and two grandchildren. When not on the 
internet or helping his family, Mark enjoys gardening – lawns and vegetable plot – 
and reading English literature. 
 
Mark left his corporate job in 2001 and is the self-styled Business Renegade, 
reflecting his release from a restrictive and compliant culture into the freedom of 
expression that is only possible by running your own business. 
 
As a consequence of internet marketing, Mark enjoys the process of creating 
valuable information products to improve the lives of entrepreneurs wishing to 
create a sustainable online business.  
 
I sincerely hope that this eBook resonates with you and informs you and inspires you 
to go on to create a successful business and freedom for you and your family. 
 

 
http://mark-salmon.com 
http://businessrenegade.co.uk 
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Introduction 
 
Many years ago I had a customer who owned a gentleman’s outfitters. His surname 
was ‘Whalley’ but, as you will see, he was anything but a ‘Wally’ at selling.   
 
The shop was several miles from where I worked and lived and I did not visit the 
shop very often.  It was located just outside the city of Wolverhampton – in a village 
that had very little passing traffic and yet the shop was highly successful as a retail 
outlet. 
 
One day I needed a sweater and decided to pay him a visit – this was around 1989. 
 
He was, of course, delighted to see me and welcomed me into his shop and asked 
me what I would like.  I told him and he then introduced me to his pretty blonde 
assistant and said that she would look after me.  As he left me with her he said that 
they would give me a very nice discount ‘if I found anything I liked and I bought 
today’!  (This implied that the offer of a discount was ‘time-limited’.) 
 
His assistant then asked me what I wanted and then referred me to their entire 
range of knitwear.  She watched closely as I sorted through all the items on offer and 
started asking me questions.  I answered rather absent-mindedly and chatted along 
just to be polite. 
 
Eventually I found one that I liked and she suggested that I went into their changing 
room to ‘try it on for size’ and that I should take several more sweaters at different 
price points ‘just to see what they looked like’.  I therefore made my way to the 
changing room with 3 or 4 sweaters. 
 
Once I was safely corralled in the changing room, what happened next was an 
education in selling technique.   
 
She started thrusting all sorts of clothing items through the curtain saying that these 
would go nicely with this or that sweater and I should just try them on for size.  
 
She would say things like ‘you will look good in this’ or ‘this is ideal when you go out 
in the evening’ or ‘this would look good on the golf course’ (- she had found out that 
I was into golf -) or ‘this will match that sweater’ etc 
 
The upshot of all this was that, instead of walking out with one sweater, I walked out 
of the shop with several matching outfits and more than one sweater. A sale of £20 
or £30 had turned into a sale of £200 to £300.   
 
Before leaving the shop, they made sure that they had my address and telephone 
number ‘to keep me informed of future sales and promotions of new season’s stock’. 
 
I realised afterwards that I had inadvertently stepped into their ‘sales funnel’ but I 
think it might be educational to examine what happened in a little more detail. 
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Examining the Selling Process 
 
In most clothing shops that you enter nowadays, you simply make your selection (or 
not) and leave.   
 
In the case of my customer, I was first carefully questioned (in a non-aggressive way) 
about what I wanted and what I would use it for, what colours I liked etc.  In other 
words they carried out a little research upfront.  Because this was not what I usually 
experienced, I just thought that they were being nice to me and my guard was down. 
 
I was then given a few initial options to try on for size. In other words, they 
expanded my range of choice at the start and then, by making additional 
suggestions, gradually opened up my mind to the fact that I needed to colour-
coordinate my sweater with the rest of my clothes.  In other words they educated 
me about the possibilities of what they could offer to improve my life. 
 
By offering me the prospect of a ‘nice discount today’ they had me ‘hooked’ and 
they ensured my compliance with their selling process, together with the fact that 
the process was very pleasant (– it is not often I get to speak to a pretty blonde that 
is interested in me! - ) and convenient (- she did all the thinking for me and brought 
the clothes to me to try on.)  
 
Also, the discount was time-limited so I knew I had to make my mind up there and 
then if I wanted the discount. 
 
Also, the sales assistant did not stop selling until I signalled that I had had enough ( - 
she had already gained far more compliance than I had ever given in any clothing 
shop both before, or since that experience, because I hate shopping for clothes!  To 
give you a measure of this, I am currently sitting in faded blue shorts that are about 
20 years old and splashed with paint.  I do not visit any kind of shop very often.) 
 
Finally, they made sure that they had my contact details in their database so that 
they could follow-up with more offers to lure me back into the shop. 
 
In my former banking and business consultancy career, I have discovered that the 
same business principles that are found to work offline also work online and the 
reason for telling you this story is to show you how this may be applied to selling 
online and specifically to ‘sales funnels’. 
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Sales Funnel Principles 
 

The Importance of Research 
 
Before the act of creating a sales funnel, it seems sensible to first carry out some 
research on your target market.  What are their problems and challenges and what 
do they say they want? 
 
Obviously, when operating online, we don’t have the luxury of having the prospect in 
front of us to ask a direct question but nevertheless there are all sorts of options for 
finding out what our target market wants. 
 
We can find out where they go – places such as Facebook groups, forums – and ask 
questions and even post surveys.  Also, by looking through the questions being asked 
on Facebook or a Forum it will soon become clear what the main problems and 
issues are in that market. 
 
Having found out that information, we then need to create a solution either by 
creating the solution ourselves or finding other people’s solutions where we can get 
a commission as an indirect salesman i.e. as an affiliate for the product. 
 
It is essential to expand our thought process at this point to cater for a range of 
tastes, budgets, circumstances etc.  In other words, it is rare that a ‘one size fits all’ 
strategy is the optimal solution.   
 
We all like the option of basic, better, best offered at different price points.  So, 
when developing our solution, we need to design it accordingly if we want to 
maximise our chances of sales success. 
 
We can also carry out some research to see what other solutions there are on the 
market, what the gaps are and what we can offer that is different.  To gain 
competitive advantage all we need to be is about 15%: 

 Better 

 Nicer 

 Cheaper 

 Faster 
… Or a combination of these things in relation to our competition.   
 
Whatever product or service that you decide to offer, decide on your point of 
differentiation from the competition and then market that point of difference 
aggressively. 
 
The point of difference may be more perceptual than actual i.e. your product may be 
almost exactly the same as your competitions but you can always create a point of 
difference in your marketing to change the perception of your customer. 
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The One-Hit Wonder 
 
If you are simply selling a single product without immediately offering additional 
products and services that are relevant to that initial sale, then the likelihood is that 
you are leaving a lot of ‘money on the table’. 
 
Chances are that if you are just selling a solo product then it could be for one of 
these reasons: 

 You didn’t realise that you could create a sales funnel or you forget to do it 

 You didn’t realise the importance of creating a sales funnel 

 It is technically too challenging to create a sales funnel 

 You don’t have another relevant product to add into your sales funnel 
 
Hopefully, by the time you finish reading this eBook you will be able to overcome all 
these challenges.  
 
If you recall, I could have walked into the shop and walked out again with just one 
sweater (or nothing) but I walked out with approximately 10 times the quantity of 
goods.  Something happened after I entered the shop door and we need the same 
thing to happen when someone enters our website. 
 
This is the purpose of your sales funnel – to maximise the number and quality of 
offers that you make to your visitor so that they have the opportunity (but not the 
obligation) of buying a total solution or at least the best solution that fits their 
budget, skills or experience.  As you cannot prejudge what that is, because each 
person will have different needs and be in different circumstances, you need to offer 
a variety of options. 
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So what exactly is a ‘sales funnel’ and why you should create 
one (or more) in your business?    
 
Your sales funnel is therefore a carefully planned sequence of offers that leads your 
customer towards the best and most comprehensive solution for solving a particular 
problem. 
 
Take a membership site, for example. Let’s just say that your visitor wants to set up a 
membership site in Wordpress.  Do you just sell the membership script / plugin or do 
you also offer a membership theme, plus training on how to set up a membership 
site, plus a membership coaching programme and also a done-for-you service?  
 
The yield from one approach compared to the other will be entirely different. 
 
The yield, or the act of increasing the average transaction value, is critically 
important to your ability to increase the average lifetime value of your customer.   
 
This is also critically important to your business because if your sales funnel process 
has a high yield or earnings per click (EPC) then it increases the amount that you can 
afford to pay out for traffic and the more you can afford to pay, the more traffic you 
can bring to the front of your funnel to exponentially increase your profits. 
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What this Means for Product Design 
 
This means that no product should be designed in isolation without also thinking 
through your ultimate destination i.e. the products and services that you can add to 
your main product. 
 
It also means that the products offered in each sales funnel need to relate to each 
other in some way to maximise your chances of selling each product in the funnel i.e. 
that they are ‘relevant’ to the initial and preceding offer in the funnel. In other words 
there has to be a logical reason for offering any product in the funnel in relationship 
to the other products. 
 
If I had gone into the shop for a sweater and they had offered me a suit, chances are 
I would have got confused and walked out.  Instead they offered me a variety of 
casual wear that complemented and built on the initial item I was interested in 
purchasing.  I didn’t just walk out with a sweater but several co-ordinated outfits 
(which, as my wife will tell you, has not been achieved before or since!) 
 
Therefore when looking to create your product offering online, you should really be 
thinking in terms of a package of products and/or services in order to offer a total 
solution because there will be a percentage of your customers who will buy all you 
have to offer, particularly if you are offering high quality products at prices that are 
perceived as good value. 
 
Having a variety of product and services to offer also gives you increased flexibility 
and the ability to offer ‘mix and match’ solutions i.e. you can create a variety of 
different sales funnels and see how each one converts in the marketplace.   
 
Product creation (or sourcing) is therefore a very important part of being in business. 
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The Big Advantage of Doing Business Online 
 
Whereas my retail customer had worked out a system for selling that was probably 
based more on intuition and experience, it is much easier to take a more scientific 
approach in online business.   
 
The reason for this is that, in internet marketing, we have the ability to monitor and 
track each part of the sales process in precise terms and even to reverse engineer 
the sales result or profit that we want to create.  No longer do we have to guess or 
estimate what works or does not work, we can measure everything accurately – 
traffic, conversions, EPC – everything. 
 
We can even split-test two approaches and find out which works best and then 
create another test using the winner as our ‘control’ in the next experiment.  This 
enables us to continually improve our results in the marketplace.    
 
There is a saying in consulting that ‘what you can measure, you can manage’.  In my 
business experience, those business owners who bother to know their numbers are 
the ones that are most likely to succeed.  So make sure you know what the critical 
success factors are in your business and have a system for monitoring them. 
 
Critical success factors include: 
 

 Sources of traffic 

 Amount of traffic 

 Cost of traffic 

 Conversions at each point in your funnel 

 Sales revenue 

 Profit 

 Earnings per click 

 Cost per click 
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Leads Are More Likely to Convert When Fresh 
 
Over the course of a year, one of my mentors built a list of 12,000 people based on 
offering them free stuff.  At the end of the year when he offered them some paid 
products, he had zero buyers.  Why do you think that was? 
 
My mentor believes that he had conditioned his list only to expect free stuff and 
when he offered them a paid product they didn’t expect this from him because 
everything he had offered to them before that was free. 
 
Whilst, I think there is a lot of truth in that conclusion, I have a slightly different 
theory.  That is that you are more likely to convert a ‘prospect’ to a ‘buyer’ when 
they first enter your business particularly if you can create an element of urgency or 
scarcity in your offer. 
 
In other words ‘you have to strike while the iron is hot’.  My retail customer 
instinctively knew that he had to close the sale on the day of my visit – had I been 
allowed to leave ‘to think about it’ then I could easily have persuaded myself not to 
spend the money.  But the time-limited discount was a clincher. 
 
In internet marketing, we use similar devices to close the sale quickly – time limited 
offers, dime sales, limited seats available and so on. 
 
This is why it is important to add immediate offers into your funnel after your 
prospect enters the front-end of your funnel.  
 
Also, it is important to follow up regularly and immediately after they join your list 
because your list will gradually become less responsive over time unless you are 
bringing fresh new leads into it on a daily basis.  
 
Waiting for a while before you make an offer to your list will usually not convert as 
well.  You know as well as I do, that once you have your wallet out to buy something, 
you are at your most susceptible to buy something else, particularly if there is a 
possibility of losing out if you don’t make an immediate decision.   
 
You have to take advantage of this psychology when you construct your sales funnel 
because, after all, you went to all the time and expense to get them into your 
business in the first place! 
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Sales Funnel Pricing 
 
Through countless tests online, it has been demonstrated that it is important to start 
with low pricing and then lift the prices of your offers in the funnel. 
 
Therefore, we usually start with a free or low priced offer just to get them onto our 
list so we can follow up if they then leave immediately.  Thereafter, we offer a 
sequence of higher priced offers (and downsells) in an attempt to maximise the yield 
from our funnel. 
 
The general principle of going ‘low to high’ is a good one but there are exceptions to 
every rule and you need to test what works in your marketplace. 
 
It is also ‘popular’ to use the following price points online: $7, $17, $27, $37, $47, 
$67, $97, $197, $997, $1,997. 
 
It is often assumed that $7 will convert better than a $17 price-point but that may 
not be true in your market-place so it is important to test your prices to find out not 
only what converts the highest numbers of units but also the highest revenue. 
 
For example, it may be easier to sell and service one customer at $997 than 100 
customers at $10 or even 1,000 customers at $1. To find out, you have to at least 
give the marketplace the ‘opportunity’ to decide. 
 
In fact, as a consultant I would say that the biggest mistake that small businesses 
make is not to charge enough for their products and services.   If you have a good 
reputation and are busy, then probably you need to increase your prices.    
 
Even if you are short of business, increasing your prices positions your business as a 
premium service provider.  Most businesses over-estimate the price sensitivity of 
their marketplace so doubling your prices might be the smartest thing you can do! 
 
Alternatively, you might go for a huge influx of sales by making an incredible offer, 
well-below the established market price for your product.  An example of this was 
that a new membership plugin was launched recently that had more features, a free 
membership theme, and a developers licence at a price that was a fraction of their 
competitors prices – such an offer attracted 1,000’s of buyers who can all recognise 
a no-brainer bargain when they see it! 
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How to Reverse Engineer your Income Goal 
 
Let’s assume that you have an income goal.  If you don’t, it might be a good idea to 
have one because Seneca said ‘When a man does not know what harbour he is 
making for, no wind is the right wind.’ 
 
So set your goal.  For example, let’s assume your goal is an income of $100,000 per 
annum.  
 
Now let’s play around with some assumptions.  
 
You next need to know which products you will sell and the prices.  Then assume an 
achievable conversion rate.   
 
Knowing what your income goal is, your product prices and your conversion rates, 
enables you to work out the amount of traffic you need. 
 
Of course, you may not know your actual conversion rates at the outset but an 
expert marketer will give you a reasonable assumption to start with.  You just then 
need to test and tweak your funnel until you meet or exceed your target conversion 
rate. 
Here is an example scenario for making $100,000 per annum: 
 

 



http://mark-salmon.com Page 15 
 

 
This funnel diagram shows that if 1,000 people come into the funnel, assuming 2% 
convert on the front-end offer, 43% convert on Product 2 and 40% convert on 
product one, assuming that I have to split my income 50% with affiliates who are 
driving the traffic, this will earn me $319.  
 
This means that with this funnel I have to drive 313,000 visitors to my site each year 
or approximately 860 visitors per day to reach my income goal unless I either:  

 increase product prices and/or  

 increase conversions and/or  

 add additional items into my sales funnel and/or  

 I set up additional sales funnels. 
 
Doing this kind of planning may seem a little like ‘pie in the sky’ but now you know 
that you have to achieve these objectives to get to $100,000 p.a.: 
 

 Create 3 products at the price points indicated (and associated cheaper 
versions as a downsell) 

 Create a funnel that converts at these assumed low rates 

 Find a way to drive the required traffic by sacrificing 50% of your income to 
your affiliate sales force. 

 
This is something that is altogether more achievable.  You can bring the required 
traffic targets down if you can add in a high-priced product or service or perhaps a 
recurring income membership site to the funnel. 
 
Another way of looking at this problem is this: 
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Create 3 products at $27 and sell just 500 copies of each and maintain an average of 
500 people in a $10 per month membership site and you can achieve your income 
target of $100,000 per annum.   
 
Can you find 500 people in the world that want to follow you and buy your high-
quality products?  I’m sure that you can. 
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The Front-End of Your Sales Funnel 
 
The front-end of your sales funnel can either be a squeeze page, offering a free 
incentive for the visitor to part with their contact details, or a sales page with a 
payment button on it. 
 
You can either drive traffic to the squeeze page or directly to the sales page.  The 
problem is that ‘cold’ traffic (i.e. traffic that doesn’t yet know who you are) will not 
convert well if they hit the sales page.   Therefore, the strategy that most marketers 
use is to offer a free gift on a squeeze page at the front of the funnel. 
 
If you have an attractive gift and a compelling headline or offer on the squeeze page, 
then optin rates of 50% or higher are possible with ‘cold’ traffic.  Most marketers will 
then take the person opting in directly to a paid offer, in an attempt monetize the 
traffic immediately.   
 
However, again conversions may be relatively low with cold traffic but you now have 
your visitors contact details so you can follow up with them via email to educate 
them and to build a relationship prior to retrying them with a paid offer.   
 
It is said that it can take multiple ‘touches’ or contacts with your prospect before 
they are ready to buy so, without a follow-up sequence in place, you are sacrificing a 
lot of potential sales. 
 
Of course it is difficult to predict in advance what ‘an attractive offer’ might be to 
any particular visitor – one man’s junk, is another man’s gold.  However, if our initial 
offer our squeeze page fails to get an optin, there is one more strategy we can try – 
we can use an exit pop-up to deliver and alternative offer. 
 
An exit pop-up is a page or light-box that appears as your visitor goes to exit the 
page without opting in.  Optimize Press theme has exit-popup functionality built into 
the theme or you can use one or other of the free and paid plugins available.  An 
example of a free exit popup plugin is the ‘Pinoy Popup on Exit’ plugin: 
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After taking the time and expense to get a visitor to your squeeze page you do not 
want them to leave without trying everything you can to get their contact details 
into your database.  If they respond to the exit popup, you then have the 
opportunity to guide them back into your sales funnel but, if they leave, without 
opting in then the chances are that they are lost forever. 
 
The squeeze page is therefore a critical part of your sales funnel and list-building 
strategy and you need to invest in it accordingly by split-testing the results of your 
squeeze page and working diligently to improve conversions. 
 
However, it is not always appropriate to send all your traffic to a squeeze page.  For 
example, your affiliates will much prefer to send their traffic to your sales page.  
They already have a relationship with their list and if they recommend your product, 
the traffic has been ‘warmed up’ in advance for your offer.  In these circumstances, 
sending the traffic to a squeeze page simply puts one more step in the way of the 
paid offer and will reduce conversions on the paid offer. 
 
Another example of ‘warm’ traffic is the people that you already have on your list 
with whom you have already developed a relationship.  You don’t want to send them 
to a squeeze page because you already have their contact details – it makes more 
sense to send them to your paid offer (and perhaps offer another free bonus if they 
buy through your link!) 
 
On the other hand solo ad traffic, whilst coming from another list, is usually 
relatively cold traffic so you may want to send this traffic to a squeeze page but you 
need to discuss this first with the list owner to determine your optimum strategy or 
indeed carry out a split-test! 
 
Once again, it is difficult to determine in advance what the optimum strategy is 
without testing but these guidelines are at least sufficient to get you started.  Some 
of the uglier squeeze pages convert better than the ‘pretty’ ones so you can never 
pre-judge these matters, which is why testing is so critical. 
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Split-testing Your Sales Funnel is Vital 
 
The word ‘split-testing’ may immediately place a big technical barrier in your mind.  
The fact is that it is surprisingly easy to accomplish when you have the right tool for 
the job. 
 
A/B split-testing is simply the process of creating two web pages, squeeze pages or 
sales pages, making one change on one of the pages (such as a change of headline, 
button, or call to action etc)  and driving the same amount of traffic to each one and 
seeing which one converts better i.e. persuades your visitor to take the primary 
action on the page. 
 
With a squeeze page the primary action is the optin and on a sales page the primary 
action is a sale. 
 
You therefore need a tool that rotates incoming traffic between your two test pages, 
so each gets an equal share of the traffic, and then it needs to measure how many 
people arrive on your ‘goal’ page.  
 
With a squeeze page, the ‘goal’ page may be your download page for the free gift 
(after they have confirmed their subscription to your list) and, with a sales page, it 
will be the download or thank you page of your product. 
 
There are free and paid tools available for split-testing.  Google Analytics contains 
something called ‘Experiments’ – this is their free split-testing tool (which used to be 
called Website Optimizer.)  It is more than adequate for the job and there are many 
free videos on YouTube that will show you how to use Google Experiments. 
 
Alternatively, you can use a paid plugin like Instabuilder or Hybrid Connect that 
integrates split-testing functionality with your ability to create squeeze pages and 
sales pages with the plugin. 
 
If you want to carry out multi-variate testing i.e. test multiple changes to your page, 
then a tool like Virtual Website Optimizer or the MIST plugin are good choices. 
 
What should you test?  The answer to this question is ‘everything’ although you 
might want to prioritise your tests by starting with ‘say’ the headline or call to action 
first.  You will be surprised by the improvements in conversions that can be made by 
relatively small changes. 
 
Many top marketers advocate that you should spend a lot more time on split-testing 
and improving your conversions because if you can get your conversions up to a high 
level, traffic is no longer a problem because affiliates will want to drive their traffic to 
a high-converting page.  (Also, you can get the same profit with less traffic if you can 
increase conversions.) 
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One of the other things to bear in mind with testing is to test small before you scale-
up your marketing.  By this I mean, send just a limited amount of traffic to your 
funnel to start with to test it out before you invest a lot of time or money in traffic 
generation.   
 
Once you are satisfied that you can get a consistent return from your funnel, then it 
is time to start scaling up whilst continually trying to improve that return through 
testing.   
 
It is OK to fail often as long as you fail small but once you are onto a winner, you 
then have the opportunity to win big!  This is your payoff for your diligence in the 
testing phase – a limited downside but an almost unlimited upside if you have a 
source of good quality traffic. 
 
By the way it makes no sense to worry about driving traffic to your website until at 
least a part of your sales funnel is setup, even if it is just the squeeze page to start 
with.  Traffic comes last, after your sales funnel is set-up so that you have a way of 
monetising it.   
 
I mention this because many internet marketers spend a lot of time on learning to 
drive traffic before they have any offer in place that will enable them to capitalise on 
the traffic when it arrives at their site.  It is very easy to ‘lose sight of the wood for 
the trees’ in internet marketing! 
 
Indeed, if you have a high-converting sales funnel, affiliate marketers will be very 
happy to drive traffic to your offer for you! 
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Sales Funnel Set-up 
 
The technical aspect of sales funnel set-up is definitely one of the barriers to setting 
up your first funnel.  It is difficult to get you mind around what you need to do in 
order to make a working funnel. 
 
Like any project, it is easy to over-complicate matters from the outset by thinking 
that you have to get your whole funnel in place from the outset.  So it is comforting 
to know that you can build out your sales funnel, one offer at a time, over a 
prolonged period if necessary, (unless of course you want to launch your product 
with the optimum funnel in pace at launch.) 
 
However, to start with it is probably sensible to start with just a squeeze page and 
then one paid offer, or alternatively your front-end offer and one upsell.  Once you 
have achieved this, you simply have to repeat that process to build out your funnel. 
 
It is best to plan out your funnel on paper first, and even write in the page URL’s on 
the plan, so you know exactly what pages you need to create and how you will direct 
your customer from page to page and then deliver your products to them by way of 
a download page or membership site. 
 
Here is a diagram of a simple sales funnel: 
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As you can see, this simple sales funnel involves setting up 5 separate pages 
(although the exit pop might just be a light-box over squeeze page 1).  Once the 
pages are set up, it just a question of getting the pages linked together.  For 
example, after optin on the squeeze page, making sure the visitor is redirected to the 
OTO sales letter and so on. 
 
Once the funnel is set-up, it is important to ensure that the flow of the funnel is 
correct by testing the funnel yourself.  (If necessary, change your payment button to 
$1 during your test.) 
 
If you cannot offer your own products in the sales funnel then you will obviously 
have to redirect your traffic to someone else’s sales page using an affiliate link so 
that you get a commission for the referral.  (If you do this, you are giving your 
customer away to someone else but you also need to act in the best interests of your 
visitor by offering them the best solution you can.) 
 
Setting up separate download pages is the simple way to set up your sales funnel, 
but I like to deliver my products via a membership site rather than multiple 
download pages.  With your membership software you can create multiple 
membership levels in the place of multiple download pages. 
 
This strategy enables your customer to have just one login to your site to get all their 
products and it gives you a better platform for selling an upgrade or additional 
products.  In my mind, delivering your product in this way has higher perceived value 
for the customer. 
 
However, there are many people who prefer to use download pages and so it is 
quite alright to start out this way with your first product, particularly if it helps you to 
take action on setting up your first sales funnel. 
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The KISS Principle 
 
I quite realise that a lot of what I am advising you in this little eBook can seem 
somewhat overwhelming, particularly if you have never built a sales funnel before. 
 
However, build a sales funnel you must if you want to be successful online so, to 
start with, it is best to keep things as simple as possible.  The biggest mistake you can 
make is to be overly ambitious with your first sales funnel design which can lead to 
paralysis and no action. 
 
As I’ve said before, your sales funnel is not ‘set in stone’ – you can go back later and 
add additional elements to the funnel.  The saying is ‘don’t get it perfect, just get it 
going!’ 
 
There is plenty of time later to build out more ambitious sales funnels.  I just need 
you to get your first sales funnel in place, however simple, as the first step on the 
road to making a lot more money. 
 
Once you master this skill of building funnels then you have a really useful and 
saleable skill simply because so many people are intimidated by the process, just as 
you may have been before you read this eBook.  So I urge you to take action on what 
I have told you and to keep it as simple as possible to start with. 
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Conclusion 
 
At the heart of internet marketing is the ability and skill to put together a sales 
funnel using the formulae outlined above.   
 
This requires a number of skills: 

 Product creation / selection 

 Copywriting for your squeeze pages and sales letters 

 Conversion tracking and testing 

 Traffic generation to the front-end of your funnel 

 Product delivery and customer service 

 The technical skill to put it all together (or hire someone to do it for you!) 
 
Hopefully by now I have persuaded you that if you really want to maximise your 
ability to make money online, you really must find a way to implement a sales 
funnel.  It doesn’t have to be a long sales funnel.  Much depends on your income 
aspirations, the quality of your offer etc but it is easily doable now that you have the 
‘Sales Funnel Supremacy’ in your hands. 
 
Oh, and one final story about Mr Whalley and his shop.   
 
I was promoted to another region shortly after the visit I described and I arranged to 
see him to say goodbye.  Knowing that he might try to sell to me again, I arranged to 
visit at the end of the day, just as the shop was closing down, so he wouldn’t have 
the opportunity to sell to me again. 
 
He offered me a quick drink and thanked me for the support I had given him and we 
chatted pleasantly about what the future would hold for both of us.  I was nice and 
relaxed when I realised he wasn’t going to sell to me and I was making my final 
farewell when he asked me if I had a dinner suit because my new role would require 
me to attend black-tie functions. 
 
To cut a long-story short I walked out with 2 suits and he had another hefty sale! 
Doh!   
 
It’s a good job I moved about 60 miles away – he was just too good a salesman for 
me because he had just sold to me on the exit pop-up (and long before exit-popups 
had even been invented)! 
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Mark Salmon’s Products 
 
Here are some of Mark’s other products: 
 

The Sky Inside – Vision, Mindset & Time Management 

 
WP Website Wizard – Wordpress systems & processes 

 
 

http://theskyinside.com/
http://wpwebsitewizard.com/
http://theskyinside.com
http://wpwebsitewizard.com
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Product Creation Renegade – digital product creation strategies 

 
 

Free Software You Can’t Live Without – sources of free software 

 
 
 
 
 

http://productcreationrenegade.com/
http://marksalmon.info/freesoftware
http://productcreationrenegade.com/
http://marksalmon.info/freesoftware/free-software-you-cant-live-without/
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WP Blueprint – free Wordpress resources 

 
 
Coming soon: 
 

Business Storyboards – online business strategy 

 
 
 

http://wpwebsitewizard.com/wpblueprint/wpblueprintoffer/
http://businessstoryboards.com/
http://wpwebsitewizard.com/wpblueprint/wpblueprintoffer/
http://businessstoryboards.com
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List Building Renegade – list building 

 
Measure ‘n’ Manage – the critical success factors 

 
 
 
 
 
 

http://measurenmanage.com/
http://measurenmanage.com
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Business Creation Mastery – coaching to build an online business 

 
 
 

http://businesscreationmastery.com/
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