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A Proven Marketing Strategy to 
Improve Your  Online Marketing



Sales Funnel
Understanding the Online Sales Process

Winning a new customer online is always a process. Not everyone 
who visits your site is going to make a purchasing decision on the 
spot, yet a lot of businesses unknowingly set up their sites for that 
kind of scenario. What many don’t realize is that the way they 
approach the online sales process can be turning a lot of people 
off. Thankfully, it doesn’t have to be that way.

Envision a technician changing the oil on your car. They remove 
the filter, drain the oil, and install a new filter - but the process isn’t 
complete until new oil is added back into the engine. So, they grab 
their trusty funnel, top off the oil, and hand you the keys to your 
car.
How does this apply to you?

It’s simple – your website has a natural path, or what we call a 
“sales funnel”, that works exactly like that technician’s oil funnel. 
Instead of oil, you’re attempting to push people, or “leads”, 
through your funnel until they make a purchase. To do that, you 
need to make sure everything on your site is optimized to grab 
attention and build trust as people move along the path.
At the top of your funnel, the goal is to cast a wide net and bring in 
as many leads as possible. That means building an audience 
through digital marketing, paid ads, and word of mouth. As leads 
go further into the funnel, you can start having conversations via 
social media, email campaigns, or however works best for your 
business (This is Nurturing, we’ll talk more about it later!). 

Finally, once the lead has reached the bottom of the funnel, 
they’ve made a purchase and are now a paying customer!
Effective sales funnels don’t just happen overnight. It takes a 
trained eye and some diligent measuring to completely optimize 
any sales funnel, and it’s usually a process that takes some time 
to get right. 



For those starting out though, it’s best to keep 
two big goals in mind:

1. High Quality Leads
If you’re bringing in leads, you need to evaluate how 
well they match up against your target audience. 
Are those leads converting to customers, or are your 
customers coming from other sources? This 
process entails creating “Buyer Personas” and 
finding the most effective ways to market to them. 
Once high quality leads start coming in, you’ll start 
seeing more paying customers.

2. Good Conversion Percentage
Not everyone who starts your sales funnel will 
become a customer. When leads fall out of the 
funnel, tracking how many leave at certain stages 
versus how many keep going is a great way to find 
potential pitfalls in your sales path. That’s what 
conversion percentage is – the number of people 
who go from visitor, to lead, to customer. Tracking 
and your conversion rates lets you know what to fix 
– which can help you gain more customers 
immediately.
Once you’ve established a sales funnel that does 
what you want, you’re in a prime position to focus on 
the other stages of marketing that drive in lucrative 
leads and profitable customers. How is your sales 
funnel doing?



Promote 
Build an audience  - not just a stage

A good website and sales funnel are crucial to success online – 
but how do people find your business? What makes you stand out 
from the crowd of other businesses all vying for the same 
customer you’re looking at? 

Building an online audience is the single most challenging part of 
succeeding with inbound marketing. The process entails finding 
ways to put your business in front of a potential lead, gaining 
enough interest for that person to click, and then providing 
enough substance to begin some kind of interaction with them. 
You’re having to let people know you exist – and push them make 
some kind of a decision – within seconds. That’s not easy by any 
estimation.

How you raise awareness of your brand depends largely on the 
product or service you’re providing – and there’s a myriad of ways 
to do it. Just to name a few, there’s:

● Social Media Marketing
● Email Marketing
● Cold Calling
● Networking Events
● Paid Advertising
● Word of Mouth
● Search Engine Optimization (SEO)

★

Your goal is essentially to find and optimize a cost-effective way to 

generate the leads that can turn into customers.



One absolute truth of promotion is that landing pages and sales 
pages are key players in helping you find leads and build your 
audience. 

Having engaging and compelling advertisements or social media 
marketing is one thing – but what are you sending all of those 
interested people to in order to keep the promotional process 
from falling flat?

Landing and sales pages are standalone pages on your website 
that typically act as a soft-sell for your new visitors. It’s an 
opportunity for you to provide immediate value with something 
like an eBook or promotion. It’s also a way for you to start building 
trust without asking for money or personal information, which is a 
huge win for you.

These pages are one of the best ways to start a nurturing 
campaign through email marketing. They’re also especially 
effective when you tag team them with a social media campaign. 
There are countless ways to utilize landing and sales pages for 
your business – you’re only limited by your imagination.

The thing is, if you’re looking to get new website visitors and create 
an impactful online audience, you’re also looking to get new Likes 
on Facebook, new subscriptions to your newsletter, new 
subscribers on YouTube, new followers on Instagram, or 
increased shares on all your social media sites. It all goes hand in 
hand.

Finding the best way to promote your business is worth the hard 
work that goes into it. Have you been promoting your business?



You’ve done it.
Now, let’s keep them around.

At this point, you’ve successfully promoted your brand and have 

created a high-conversion sales funnel – but what comes next? It’s 

tempting to rest on your laurels at this point. Besides, you have your 

new customer, and you’re certain that your promotions and website 

will continue to be effective at bringing in new business. What more 

could you want?

All of that is true to a point – but we stand by the principle that the 

only thing better than a customer is an advocate. You may have 

won over a lead or two, but think about the potential for your 

business if you turn those new customers into advocates for your 

brand. Word of mouth is alive and well, and it’s by far one of the best 

ways to grow your business. You need to make some advocates.

Once a lead becomes a paying customer, engagement is more 

important than ever. 

Have you considered how you interact with your current customers 

online? Are all of your promotions geared toward new customers, or 

do you have some promotions in place to encourage repeat 

customers? Do people know about them?

Once you have a customer, you should still emphasize providing 

value through your marketing to keep them coming back. Simple 

touches like targeted email campaigns or referral bonuses can be 

huge factors in gaining a repeat customer. Everything you do 

should continue to educate and entertain your audience – and 

eventually push them back to your website to close the sale.

Not all of your communication should be audience building. You 

need to mix in some audience maintenance as well to create 

powerful advocates for your brand. Do you have any advocates?



Nurture = Success
It doesn’t happen overnight.

Not every lead will immediately buy, and not every customer will 

stick around forever. Chances are you’ve got a healthy amount of 

leads who have said they’re interested in your product or service 

but have never take action. 

What can you do about that? You need to have a strategy in mind 

for the tough sells and skeptics in your lead pool, which is where a 

nurturing campaign kicks in.

Really getting to know your customers is the key to a nurturing 

campaign. You’re essentially forced to think outside the box and 

remarket your brand in a way that’s more appealing to your target 

audience. Done effectively, this can take stagnant leads and turn 

them into customers that come back again and again. 

If you know who your perfect customer is, what she wants, who she 

trusts, and her pain points and problems – then you can 

understand how to position your product or service as the solution. 

It sounds simple, but digging into your business like that can be 

difficult sometimes. Do you know who your perfect customer is?

Once you find your perfect customer, you have one more question 

that needs to be answered: Where do they hang out online? You 

need to make sure that you’re saying the right things in the right 

places. Once you do that, all you need to do is start the 

conversation.

If you hit the mark, your new customer will not only give you her 

business, she’ll subscribe to your emails and promotions as well. 

She’ll refer family and friends, and maybe even drag them to your 

store to show off how great you are. If you miss the mark, don’t fret 

– just regroup and try again. This kind of success really doesn’t 

happen overnight. 



Rinse, Wash and Repeat
Things only get better from here.

When all is said and done, it’s very tempting to simply take your new 

customers and leave things be. You’ve seen a return on your 

investment, you have new cash flow for your business, and you 

have effective marketing tools in place moving forward. What more 

could you want?

Success in digital marketing has an elusive definition. A huge 

reason for that is that search engines and Social Media sites are 

constantly changing and updating to provide stability and a good 

user experience. It’s currently estimated that 33% of clicks from 

search engine results go to the #1 listing on Google. That means if 

you’re not on top, you’ve already missed out on a third of the people 

looking for businesses like yours. 

If you don’t adapt with the changes, there’s a good chance you’ll be 

left behind.

Adaptation begins with measuring and evaluating the performance 

of your current digital marketing. You need to ask some tough 

questions about your business:

● How engaged are people with your brand?

● How many people are taking the action you want them to take? 

● Is your organic traffic improving?

● Are high authority sites linking to your site?

● Are you getting the best and most relevant results given the time 

and resources you’re investing?

● Are some methods working better than others?



Getting a feel for these questions can make or break your digital 

marketing efforts in the long run. It may seem nitpicky, but when 

you’re spending money to promote your business you should 

absolutely know what you’re getting in return from that. Take some 

time to answer these questions and get a feel for how your brand is 

moving.

Once you have answers to these questions, you’re equipped to 

make the decisions necessary to create better and more powerful 

marketing campaigns moving forward. You’ve put yourself in the 

position to both recycle effective content and create powerful new 

content in the future. It’s all part of a process that eventually 

establishes you as an industry expert and a go-to for trends in your 

area of expertise. 

When all is said and done, there’s always opportunity to climb in the 

ranks – or fall to the bottom. The ultimate direction or your business 

is up to you.



Visit Spynr While You’re At Clean

BOOTH 2186

Spynr will be offering free give-a-ways and 
sharing a great deal of information about 
marketing and technology you can use to 

improve your business. To get started you can 
implement the S.P.Y.N.R. Cycle at your 
business and let us know how it goes. 

In addition, you will be automatically entered 
to receive free stuff!


