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WHAT IS A
MARKETING
FUNNEL?
Many small business owners assume a marketing funnel is
just for the really big guys, or only for those who sell online or
have a very generous marketing budget. This is not the case!
Essentially, a marketing funnel is a process that takes your
potential clients or potential referrers from discovering you to
trusting you to paying you for your services or referring their
clients to you.

TIPS
1) The very first step to marketing is understanding your
ideal client and what their problems are... then you can
create a funnel to lead them from their problem to your
solution.
2) The average consumer needs to see your message 7 to
10 times before they purchase your product or use your
service.
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1-ATTRACT
The first step you want to take is to ATTRACT.
The way you attract your clients and referrers is through your
branding and your marketing message.
This is where your branding needs to appeal to your target
market and your message needs to identify the problem
they’re experiencing.
Your branding and your message can be used via social
media, your website, your brochures, through interviews,
name badges,uniforms, email signatures - these are all ways
to attract.
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2-ENGAGE
Once you've attracted clients and referrers, you want to
ENGAGE them and this is the second step of the funnel.
Think about what would encourage your target market to
give you their phone number or email address.
This needs to be a good enough offer for them to want to
hand over their details.
It could be a free download on your website which they have
to opt-in for.
You could host Topic Nights or a Networking Breakfast,
Webinars where they have to provide their contact details to
attend.
Or engaging them could be as simple as having a great pitch
when you meet someone which hopefully leads to you
exchanging numbers.
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3-EDUCATE
EDUCATE is the third step.

This is where you share high-value information relating to
your business and your services.
Sharing high-value information also raises your credibility.
Some ways to educate your audience is through
* social media
* blogs
* newsletters
* podcasts
* webinars
... and of course making sure there is high-value content in
whatever it was they gave you their contact details for in the
ENGAGE step.
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4-CONVERT
CONVERT when you make the sales offer.

Using the example of a free download they have opted-in for,
you would create an email sequence to educate them and
build rapport with them through a few follow-up emails and
then on the last email you would make a sales offer to them.
Or you could make a sales offer at the end of a Topic Night or
Networking Event because of course, you’ve educated them
with such high-value information during that event that why
wouldn’t they want to accept your sales offer?
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5-RE-ENGAGE
Many businesses end their marketing funnel at convert, but
really the final step should be RE-ENGAGE.
Now that you’ve converted your clients or referrers. We want
to make sure they continue to use your services.
Depending on your area of speciality your clients may not
need your services on an ongoing basis. But maybe you
have products that could be interested in.
Your referrers, on the other hand, we want them to keep on
referring to you. So we need to be continually engaging with
them and educating them and providing great customer
service.
Even little things like having thank-you cards or branded
merchandise-type items such as pens, magnets, notebooks
all help with re-engaging.
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Marketing can be a really complex and overwhelming topic
but I do hope that this resources has helped.
If you do have any questions or would like to discuss your
marketing with me connect with me via one of the below
options:
Free discovery call:
calendly.com/letitiagrzes/30min
LinkedIn
linkedin.com/in/letitiagrzes/

Facebook Group
facebook.com/groups/marketingsuccessforsmallbusiness
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