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YOUR SALES FUNNEL
In the Pillar Five video course we discussed the big picture sales funnel. Now it is time to evaluate your 
current funnel and find any gaps or opportunities that you want take advantage of! 
 

YOUR  CURRENT  FUNNEL

How are you feeding your current funnel at the top? 

What is working the best to drive leads/conversions? 

Draw in your current sale/marketing 

strategies into the funnel on the left.  

YOUR  FUTURE  FUNNEL

What gaps from your current funnel do you want to 

implement into your future funnel? 

Which strategy will take the most time investment? 

Financial investment? 

Which strategy do you want to implement first? What is 

your goal/deadline? 

Draw in your future  sale/marketing 

strategies into the funnel below.  



NEED MORE SPACE? 
MAP IT OUT YOUR SALES FUNNEL HERE! You can also grab a giant poster board or white board and 
go to town! Be sure to capture your ACTION items after doing so and give each item a due date! 

YOUR  FUTURE  FUNNEL



THINKING TIME

What are you top 3 sales/marketing goals for the next 3 months? 

What strategies do you want to use to educate your potential customers? What is the most important thing you 

need to teach them in order to get them to trust and buy from you? 

If the ONLY marketing tool you had was REFERRALS how would you change how to package and deliver 

your product/service? What would you do differently? 

Now that we have a simple sketch of your new and improved sales funnel, let's dive deeper 
into your goals, and sales strategies. 



THINKING TIME

How can I increase my transaction value? 

How can I increase my purchase frequency? 

What can I bundle together to create an incredible deal with a higher price tag? 



THINKING TIME

What platform is my key demographic on? What platform has worked on ME to get ME to buy online? 

When do I want to test a paid marketing campaign? 

If my customer likes X, they would LOVE my product? 

If my customer is in this life stage _______, they are more likely to buy my product/service. 

Which ad strategy do I want to test? Upper funnel or lower funnel? 

What is my budget? 



Brand Marketing Message 
What Ted Talk on 'THE WHY" with Simon Senek and let's craft your message! 

What do you sell? What EXACTLY do they get? 
How is it delivered? What is the cost? 

THE  WHAT  

How did you design it? How did you create/source is?

How does it provide value?  
THE  HOW  

Why did you make it? Why does it matter? Why would someone buy this?THE  WHY  

START  WITH  THE  WHY  Draft a 3-5 sentence pitch of your product starting with the WHY. 



ACTION ITEMS FROM CLASS

ACTIONS DUE DATE NOTES/QUESTIONS



ACTION ITEMS FROM CLASS

ACTIONS DUE DATE NOTES/QUESTIONS


