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Introduction  
 

Welcome, intrepid entrepreneurs, to "Sales Funnel Wizardry: Guiding Customers to the 

Treasure." I'm Sharon, your captain on this voyage into the heart of your business's 

treasure map—sales funnels. As the great Seth Godin once said, "Don't find customers 

for your products, find products for your customers." But how, you ask? Through the 

magic and logic of sales funnels, my friends. Let’s chart our course. 

 

 

What's a Sales Funnel? 

 

Imagine a funnel, wide at the top and narrow at the bottom. Now, picture your potential 

customers dropping in at the wide end and your loyal customers emerging, one by one, 

from the narrow end. That, in essence, is a sales funnel. It's the journey you design to 

guide potential customers from "Who are you?" to "Take my money!" 

 

 

Bricks and Mortar vs.  

Digital Sales Funnels 

 

In the physical world, this funnel might look like window displays, in-store promotions, and 

the checkout counter. Online, it transforms into website visits, email sign-ups, and that 

glorious "Complete Purchase" button. The medium changes, but the magic remains. 

 

 

Why Sales Funnels Exist 

 

Sales funnels exist for a simple reason: to create predictability in your income. They're 

about turning the chaotic universe of potential customers into a steady stream of revenue, 

creating cash on demand, and providing the stability every business craves. 
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The Components of a Sales Funnel 
 

A classic sales funnel includes awareness, interest, decision, and action. But here's 

where many go wrong—they treat it like a set-it-and-forget-it crockpot recipe. Spoiler alert: 

Your customers are more complex than a beef stew. 

 

 

Common Missteps with Sales Funnels 

 

The biggest faux pas? Launching a sales funnel before validating your offer. It's like 

inviting guests to a feast when you don't know how to cook. Without validation, your funnel 

is more of a slide into disappointment. 

 

 

Nurturing Leads 

 

Here's a gem you shouldn’t overlook: not everyone will buy right away. Shocking, I know. 

But fear not! This is where nurturing leads becomes your secret weapon. Did you know, 

according to Marketing Donut, prospects might need to hear about your brand or engage 

with it between 7 to 13 times before they make a purchase? Yes, patience and 

persistence are virtues in the sales funnel realm. Keep providing value, maintain 

engagement, and slowly but surely, you'll convert those on-the-fencers into loyal 

customers. 

 

 

Advanced Funnel Building Tip 

 

Ready to put on your wizard hat? Here’s an advanced tip: start with the end in mind. 

Picture the ultimate action you want your prospects to take, then work backward to create 

a seamless journey. Ensure each stage of the funnel is congruent with the next, using 

compelling hooks to guide your prospects closer to the treasure—making that purchase 

decision. Think of it as laying down a trail of breadcrumbs, where each piece is a 

tantalizing hint of the feast to come. 
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The Power of Lead Magnets 

 

Enter the realm of lead magnets. In an age where attention is the new currency, offering 

bite-sized, irresistible value upfront can turn the tide in your favor. But here’s the kicker: 

Don’t ask for a marathon commitment upfront. A common folly is demanding too much, 

too soon, from someone just getting to know your brand. Opt for micro-commitments—

think free guides, checklists, or short webinars. These are your lures in the vast ocean of 

the internet, enticing enough to get a nibble, but not so demanding that it scares the fish 

away. 

 

 

A Word of Caution 

 

Before you set up your funnel, ensure your offer is irresistible—a validated beacon of 

value that guides customers through their journey, not a siren call leading them to the 

rocks. 

 

 

Diving Deeper 

 

Remember, the goal of a sales funnel isn't just to make a sale; it's to build a relationship. 

Each step is an opportunity to provide value, deepen trust, and inch closer to that treasure 

trove of loyal customers. 

 

 

Now, Your Map to Treasure 

 

To navigate these waters, you'll need more than just a compass. That's where our 

worksheet comes in. "Charting Your Sales Funnel" is your guide to creating a funnel that 

not only converts but also captivates. 

 

By completing this worksheet, you're not just building a sales funnel; you're crafting a 

customer journey that leads straight to the heart of your business's treasure. Remember, 

the most successful funnels are those built with care, creativity, and a dash of wizardry. 

 


