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Did you know that 95 percent of my revenue comes from 
just three basic funnels? 

I know, it’s fun to talk about all of the strategies and variations 
and cool things we can do with sales and marketing funnels. 
In fact, over the past few months, there have been dozens of 
products created on funnel strategy and even I talk a lot about 
them on my podcasts, periscopes, my blog and in my books. 
But... when I started to look closely at where the majority of 
my income comes from, it’s almost all from just three very 
specific funnels. 

The Fundamentals
When I was a wrestler in high school, every summer we 
would go to wrestling camps and learn “wrestling camp” 
moves. You know, the fun moves, the throws and the tricks 
that are fun to show off to your friends, and make you feel 

like you learned a lot... but when you look at the state, 
national and world tournaments... almost every match 
consists of just two or three moves... single legs, double 
legs... the fundamentals. 

A few years later, when I started teaching wrestling camps, 
just like everyone else, instead of focusing on teaching the 
fundamentals, I started to teach ‘wrestling camp’ moves... 
why? Because they are fun to talk about and people get so 
excited when they see them. 

Unfortunately the fundamentals are rarely as exciting... yet 
the fundamentals are what actually win matches. The same 
is true with your online sales funnels... The more you focus 
on the fundamentals and ignore the flash... the more money 
you’ll make.

I review tons of funnels, and I see people who have thousands 

Introduction
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How The Three Funnels 
Work Together

of variations based on every scenario they can think of... 
upsells, down sales, cross sales, crazy email sequences and 
more... yet most of them are making no money. 

So, I wanted to put together this report in an effort to not 
be flashy. To not give you a million ideas of cool things you 
‘could’ do... but instead give you the only three things that 
you have to do to have success. I hope that what you lose in 
flashy excitement, you’ll make up in increased clarity, focus 
and cash flow in your company. 

But please don’t dismiss the simplicity of these 
fundamentals. They are where you should be focusing if you 
want to grow in your company. With that said, let’s jump into 
the three funnels. 

If you’ve read the DotComSecrets book (and if not, you 
need to stop right now and get a free copy at www.
DotComSecretsBook.com) then you probably remember I 
talked about the concept of a value ladder. In a perfect world 
I would only offer my best result to my potential customers. 

The problem is that usually my best thing is going to cost 
a lot of money. In my company we sell $100,000 packages, 
but if I were to walk up to most people on the road and say 
something like, “Hey, my name is Russell Brunson. I know 
I look like I’m 12 years old, but I’m actually really good at 
marketing and business, and if you give me $100,000, I’ll 
change your business forever.” 

What do you think they would say...? 

Yeah, if they didn’t laugh themselves to death, then they’d 
probably call the cops. 

Why? 

Because I haven’t provided any value to them yet. They have 
no frame of reference if I’m any good at what I do, and if I 
really can over deliver for them. 

But... if they do receive value from me first (usually on a lower 
ticket product that they don’t have as big of a risk to try out), 
then if they get value, they will naturally want more. 

For example, earlier this year, I sold a copy of my book 
DotComSecrets to a guy named Tim Schmidt who owns the 
USCCA. He read the book, received value from it, and then 
called our office and within a week had sent me $100,000 
to help his team implement the concepts from the book! 
Because he had received value from my book, he knew I 
could deliver exactly what his company needed help with. 

While most of the people who purchase my book don’t 
end up giving me $100,000 that fast (unfortunately), those 
who do receive value from it, usually will start and continue 
buying things from me from that point forward (unless I 
do something to hurt the relationship). That is the key with 
everything you sell, to offer a product and an experience 
that will give people so much value, they will want to keep 
coming for more. 

Any time I start a new company, I always try to identify a 
value ladder that I want my customers to ascend. And as I 
was looking closer at the value ladders we’ve created in our 
companies, all of them ascend people up the value ladder 
through three funnels! Yes, the same three funnels I talked 
about earlier!

Let me show you what it looks like:

‒‒ Tripwire Funnel: This is the first of the three core 
funnels. Typically it’s some type of “Free Plus Shipping” 
offer focused on cold traffic (people who don’t know 
who you are). Perry Belcher nicknamed these types of 
funnels “tripwires” and the name has stuck. If you’d 
like to see Perry’s presentation at our last Funnel Hacks 
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event, you can get it for just $7 at www.TripwireSecrets.
com. (Wait Russell... did you turn Perry’s presentation 
on tripwires into a tripwire? Heck yes I did! I practice 
what I preach. If/when you buy it, purchase it slowly... 
watch what I’m doing and why). I’ve used tripwire offers 
that were free books, free CDs, DVDs, MP3 Players, 

scripts and more. In this book I’ll show you one of my 
more successful tripwire funnels as well as the numbers 
behind it. 

‒‒ Webinar Funnel: My webinar funnels are usually selling 
something from $300 to $3,000. All tripwire buyers get 
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pushed into my webinar funnels about seven to 10 days 
after they have purchased the tripwire (about how long 
it takes them to get the tripwire shipped to them). 

While a webinar funnel is usually focused on warmer 
traffic (i.e. people who have already bought your book, 
or who are already on your list), we’ve found that if you 
use the perfect webinar script (that you can get for free 
at www.PerfectWebinarSecrets.com) that many of our 
students have had great success promoting cold traffic 
directly into a webinar funnel because the 90 minute 
webinar can actually move a prospect from cold to 
warm very quickly. 

I send cold traffic into my tripwire funnels and also my 
webinar funnels. When they purchase a tripwire, then 
I immediately start to ascend them up to the webinar 
funnels... and if they go through the webinar funnel first, 
then I focus on ascending them to my high ticket funnels. 

‒‒ High Ticket Funnel: These are the funnels where I’m 
usually asking for anywhere from $3,000 to $100,000 
or more. It’s very difficult to sell someone a $100,000 
package online, so the high ticket funnels move people 
from online to offline where you can sell the higher end 
products and services on the phones. If you want to 
go deep with high ticket funnels, watch my webinar at 
www.HighTicketSecrets.com. 

In this book, I’m going to show you behind the scenes of my 
three core funnels. I’m 100 percent aware that your company 
is probably a little different than mine. Whenever I share 
these in public, there are always a few people who come up 
to me afterwards to explain to me why their company can’t 

use any of the three funnels... “But I’m a financial planner, so 
I can’t use these...” or “I’m a dentist, and none of these make 
sense for my practice.”

What...? Are you serious? 

Come on guys... it just takes a little creativity to use any of 
these funnels in your company. 

Financial planner dude – you’re selling your services on the 
phone and in person, right? Use the high ticket funnel to get 
prospects who are positioned and postured so when they 
get on the phone with you, they are begging to give you 
money, instead of you trying to sell them. 

“But... I have all sorts of regulations, I can’t sell financial 
products online...” Then don’t sell financial products online... in 
a high ticket funnel, you’re selling you – we never mention the 
product... ever. 

Okay... rant over.

Oh wait, I forgot about the dentist and everyone else who 
said it won’t work in their business because (fill in the blank 
with your excuse here) ________________________. 

Dentist – a free teeth cleaning is a tripwire, now use the stuff 
I share in this book so you can break even before they ever 
come in to your office. 

And everyone else – I hope that I’ve just pulled out all other 
excuses you could have. There is no company online that 
these three funnels won’t work for. As long as your company 
can benefit from leads and sales (and that should be everyone 
in business) – then at least one of these three funnels will work 
for you (and typically all three will work even better). 

Okay, let’s start to dig deep. 

Will This work in my
Business?



The first funnel I want to share with you is my ‘free plus 
shipping’ tripwire funnel. I’ve been using variations of this 
funnel for almost 10 years now, and every time I do it, I’m 
blown away by how well they work. When I was launching 
my book, DotComSecrets, I knew I was going to do a tripwire 
funnel, so I spent a long time working to get it perfect. I 
funnel hacked dozens of other book funnels to create this 
one. I’m going to walk you through each page in this funnel 
as well as the actual stats so you can get some perspective 
on approximately where your numbers should be. 

The key metric I’m looking for in my tripwire offers, is my 
Average Cart Value (ACV). That is how much money I make for 
every tripwire I give away. You’ll see by the end of this chapter 
that in this book funnel, we actually average $32.10 for every 
book we sell. That means I can spend up to $32.10 to get a 
lead and still break even! My number one goal is to break 
even on my tripwire funnel, because if I do, then everything 

bought from funnel number two and number three is pure 
profit!!! But... if you do your tripwire right, you can usually 
make a nice profit from this front end funnel as well. 

You can see in the screenshot on the next page that the first 
page of this funnel contains a two-step order form. I initially 
modeled this after some very successful offers in the CPA 
networks. They often use tripwire offers, however, typically 
the large CPA offers are very questionable in their ethics and 
attach hidden forced continuity offers into their funnels. 

While I’m not a big fan of how they operate, I am a big fan 
of how much they test their pages. Variations of this format 
are on almost all successful CPA offers, so I can see that it 

Chapter #1
The Tripwire

Page One: The Free Plus
Shipping Page
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works. When we use this model (and do it ethically) – it is 
super powerful. When we were developing ClickFunnels, one 
of the first elements I begged my team for was this two step 
order form element (yea!) so it’s really easy for anyone to 
now create these types of pages.

The first step on the order form asks “where should we ship 
your book?” Then the second step asks for the person’s credit 
card information. When I first saw these forms, I would have 
assumed that the conversions would be horrible. They are 
asking for eight plus fields of information, yet, because of 
the psychology behind how it’s laid out, we typically get 20 
to 50 percent or more of the people who hit page one to fill 

out the form! Yes, this often gets a higher optin rate than a 
typical squeeze page!

Check out the stats from this page under the screenshot.

When we took this screenshot, we had over 200,000 visitors 
hit the page, and over 17 percent of them filled out all of 
step one (yes, phone number, address, etc...). This is a little 
bit lower than normal, but we’ve sent a lot of traffic to those 
pages, some that didn’t convert well, and so we’ve cut most 
of those losers out.
 
Then from that, we had over 27,000 people actually purchase 
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Page #1: The Free Plus Shipping Page

VISITORS

200K
Purchases

27,636

Contacts

35,352
Purchases Conv rate

14%

The Numbers...
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the product on step two of the form. So, that means that 14 
percent of the people who hit the page, pulled out a credit 
card and bought something! (If that doesn’t excite you, then 
you’ve never looked at your numbers before, or you haven’t 
created your first tripwire offer yet). 

One of my first mentors used to tell me that if you can get 
two percent conversion rate (meaning 98 percent of the 
people who see your page never buy) – that you’ve got a 
million dollar a year business. So 14 percent is... well, it’s 
insane. And it happens over and over and over again for 
business owners who create awesome tripwire offers. 

Many of you will overlook this step and not think much of 
it. Yet, I would say that its discovery might be one of the 
greatest gifts we’ve ever given the marketing world. One of 
our Inner Circle members who just launched his first tripwire 
offer last month didn’t include it in his offer. A few days after 
his launch, he decided to add it back in. Look at what he said: 

So, what is an order form bump? Let me show you the 
example of what I did on the DotComSecrets book funnel. 
On step two of the order form, after (and this is the key) they 
fill out the credit card form, we add a quick little offer that 
they can add to your order. Similar to McDonald’s old “do 
you want fries with that?” pitch. For this, I made a special 
offer to get the audio book plus bonus chapter for just $37. 

Page Two: The Order 
Form Bump
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Note: One thing we added that increased customer 
happiness and decreased refunds was putting the price 
in the bold, red text: one time offer – only $37. We didn’t 
include the price there at first, and conversions were a lot 
higher, but so were refunds. So we added that to make sure 
people knew they were getting billed.

Unfortunately, at the time of this writing, ClickFunnels 
doesn’t show the percent of people who bought the order 
form bump (I’m working on getting that stat added), 
but I dug through our analytics, and we had 28 percent 
conversion on the bump offer. 

That means that of our 27,636 book buyers, 7,738 people 
purchased the audio book bump offer. That’s an additional 
$286,306 in free cash so far from this funnel. 

Are you starting to see why this is so exciting!?! 

Average Cart Value (ACV) So Far:

‒‒ From Shipping: $219,706.20
‒‒ From Bump: $286,306 
‒‒ Total Revenue: $506,012.20
‒‒ (ACV) Revenue Per Tripwire Sold: $18.31

After someone purchases your tripwire, the next page in 
the funnel is the upsell, or the One Time Offer. Before I share 
with you our upsell pages, I wanted to talk for a brief minute 
about upsell psychology, because most people (including 
me) will do this wrong. 

The key to upsells when selling information products, is you 
can not sell them more of the same thing they just bought. 
(This is not true in supplements... in fact, despite all logic, 
with supplements, the best upsell is more of the same thing 

From Shipping

$219,706.20

From bump

$286,306 

Average Cart Value 
(ACV) So Far...

Total Revenue

$506,012.20
(ACV) Revenue Per Tripwire Sold

                    $18.31

Page Three: The One Time 
Offer (OTO) #1
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they just bought... but with info products, it will kill your 
conversions). 

Remember that when someone buys your product, it is 
because they have an itch. As soon as they order (even 
before they receive it), in their mind, they have scratched 
their itch. There is no longer any reason for them to ever 
buy any information related to that thing again (especially 
in the next 30 seconds) because they believe what they 
bought from you will scratch that itch. So if your first upsell 
is more of that same thing (like if they bought a Facebook 
advertising book, then upselling them on more Facebook 
advertising) will not work. Your conversions will be almost 
non existent. 

What will convert is the next thing. What’s the next thing 
they need after they just purchase your product? If they 
just bought weigh loss, maybe they need a weight lifting 
plan. If they just bought a product on website conversions, 
then maybe they need information on how to get traffic to 
their website. It has to be a logical next step... the next thing 
they need in their journey. If you get that part right, you’ll 
instantly see a jump in conversions. 

Now, with any funnel, you have two options...
 

‒‒ First, go more expensive, and get lower conversions... 
but maybe collect more money.

‒‒ Second, go less expensive, and get higher conversions... 
and hopefully collect more money.

For this funnel, I went with higher price points, and had 
a smaller conversion percentage. With other funnels I 
have had success with lower price points. For this funnel, 
I picked these prices because they were the prices of the 
products that were “next” for my audience and because 
I felt that for this campaign it would get me the highest 
Average Cart Value. 

Okay, with that said, I’ll show you my upsells. 

Upsell #1: Keeping the buying loop open

VISITORS

28,458

Upsell #1 Numbers...
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The first step on an upsell page is to keep the buying loop 
open. If you start with “thanks for your order,” in their mind 
they have finished the process and automatically you’ll see 
a huge drop in conversions. I keep the buying loop open 
by leading with the headline: “Wait! Your Order Is Not Yet 
Complete...” I then have a video thanking them for their last 
purchase, and then telling them about the next thing they 
need. You can see the script I use for the videos inside of the 
Funnel University members area (called Upsell Script). 

I then make an irresistible offer, and give them a huge 
discount and an “Upgrade My Order” button. When they click 
on that button, it will bill them $197 right then. I include that 
in the button text, because we had issues of people clicking 
on it and not knowing they were getting billed. This helped 
to lower refund rates and increase customer happiness. 

Then under the button, we had a “no thanks” link that 
focuses on what they lose if they choose no. Notice the 
text says: “No Thank You, Please Don’t Add Instant Traffic 
Hacks To My Members Area At This HUGE Discount.” In the 
past we would have the no thanks like say something like: 
“No Thanks, Take Me To The Members Area.” The problem 
was that sounded like a huge benefit, so we had a lot more 
people clicking there than on the upgrade button. You can 
see our stats for OTO #1 below.

Yes, you can see the conversions were a little lower than I 
normally like at just four percent, but because the price point 
was high ($197) the metrics turned out really nice. 1,274 
customers at $197 each was an additional $250,978 in revenue. 

Purchases

1,274
Purchases Conv rate

4%

Average Cart Value 
(ACV) So Far...

New (ACV) Revenue Per Tripwire Sold

                    $27.39
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Average Cart Value (ACV) So Far:

‒‒ Total Revenue: $506,012.20
‒‒ (ACV) Revenue Per Tripwire Sold: $18.31
‒‒ + $250,978 From OTO #1
‒‒ New Total Revenue: $756,990.20
‒‒ NEW (ACV) Revenue Per Tripwire sold: $27.39

Are you starting to see where we are going with this? 

Okay, on to OTO #2.

So, before I get into “what should I do for the next upsell...” 
and “how many upsells should I have...” and “should I have a 
downsale...?” The answer is... it depends. 

About eight years ago, when I was young and stupid, I made 
a lot of bad choices. One of them was that I should give 
all of my customers a minimum of three upsells and three 
downsales. That was our rule, and that is what all of our 
funnels did. 

Yes, that means if you said no to everything you’d have 
to say no six times before you got to the product you had 
ordered. Back then we didn’t have Facebook or other social 
media that would have taught me the errors of my ways a lot 
faster. You see, when you upsell too much, it makes people 
mad... I found this out when one of my friends had me add 
a “review” pop-up on my thank you page to get customer 
reviews right after they purchased, which should have been 
the best time, because they should have been the happiest 
with me right after they purchased... right? 

Well, that is how it should have been, but after they went 
through upsell hell, very few of my customers were leaving 
me positive feedback. In fact, most were down right angry. I 

watched the reviews come in and quickly I realized that I had 
put my needs for money, in front of my customers’ needs. 

Luckily for me I repented of my ways and made a new 
rule for myself. The most upsells I would ever have in a 
sales funnel was two. There could be one upsell and one 
downsale. Or two upsells, but for me, it would stop there. In 
fact, that’s how we discovered the order form bump, trying 
to figure out a cool way to add in an upsell that didn’t get 
anyone upset.

So, for me the rule is two or less... for you, you’ve got to 
decide what you’re comfortable with. 

In some funnels, I decide to go with the downsale. I didn’t 
in this funnel, but if I would have, it would have looked 
something like the screenshot on the following page.

Yes, my downsales are pretty simple. I usually offer a 
payment plan. I assume that if they didn’t buy it then the 
only logical reason was they didn’t have the money. So I offer 
them a payment plan, and then bribe them one last time to 
buy in full. They can then choose one of those two options, 
and then my funnel is done. 

The only other variation of a downsale that I’ve had success 
with is when my upsell is a physical product, and the 
downsale is a digital version at a discount. 

Some people believe that if they say no to upsell number 
one, that it means they don’t have money, so you should 
shift to a lower ticket downsale. 

I don’t tend to agree with that. In some cases it’s true, but I 
think the main reason people don’t buy your first upsell, is 
they don’t want it. So having upsell number two be the right 
product that they want (even if it’s more expensive) is more 
important then having a lower priced offer.

Page Four: OTO 2 (Next 
Offer Or Downsale?) The Downsale
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Example Downsale
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OTO #2: The Next Offer

Headline

Video

Urgency & Scarcity 

Call To Action

“No Thanks” Link

Keeps the buying loop 
open by leading with 
the headline: “Almost 
Complete... Stop 
Everything! Do Not miss 
this limited-time offer...”

Video thanks them for 
their last purchase, and 
then tells them about 
the next thing they need. 

For an irresistible offer at 
a huge discount. 

Focuses on what they 
lose if they choose no. 
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I structure this offer in a very similar way to OTO #1, but 
I don’t want people to think it’s the same page. So I use 
different colors and images to make sure they know this is 
a new offer, and that their page didn’t just get stuck and 
refresh (a big problem I had back in the day when each upsell 
page looked the same). 

You can see the layout of OTO #2 on page 22. 

You’ll notice that the page structure is similar because it 
works. We made an offer for our $297 webinar program, 
and as you can see from the stats, about two percent of 
our customers took that offer which gave us an additional 
$130,383 in revenue:

OTO #2: The Next 
Offer

VISITORS

24,615
Purchases

439
Purchases Conv rate

2%

OTO #2 Numbers...

Average Cart Value 
(ACV) So Far...

New (ACV) Revenue Per Tripwire Sold

                    $32.10
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Average Cart Value (ACV) So Far:

‒‒ $250,978 From OTO #1
‒‒ Total Revenue: $756,990.20
‒‒ (ACV) Revenue Per Tripwire sold: $27.39
‒‒ $130,383 From OTO #2
‒‒ NEW Total Revenue: $887,373.20
‒‒ NEW (ACV) Revenue Per Tripwire sold: $32.10

Okay, you have made it through the core, immediate 
trackable parts of the funnel. I want to point out a few very 
important things in case you missed them:

1.	 I used this process to sell 27,636 copies of my book and 
make it a best seller.

2.	 During that process we generated $887,373.20 in 
revenue while most book authors make almost $0 
selling their books.

3.	 We made on average $32.10 for each book we gave 
away! That means, we could have:

a.	 Spent up to $32.10 on Facebook ads to give away 
free books and still have broken even (we didn’t, we 
averaged $12.60 per book on Facebook during this 
campaign).

b.	 Paid affiliates up to $32.10 to give away a book (we 

didn’t, we paid affiliates $20 for each free book they 
gave away)!

c.	 In all other traffic sources, we could easily outspend 
any other author consistently and still be profitable 
on the front end!

And while all of that is super cool... we’re just getting started! 
As you’ll see when we transition to Funnel #2 and Funnel #3, 
the 27,636 new customers we brought into our company at 
a profit, haven’t been worth just $887,373... No, in just the 
past eight months since we launched this funnel, we have 
made over $6 million in trackable sales (on top of the original 
$887,000 reported above) from those customers... 

If you were to break it down to our Average Cart Value 
across the three core funnels (which is kind of hard to track, 
even for me), right now we are well over $249 per book 
sold. And that number will continue to go up over the 
coming months and years. 

You can see why I quoted Dan Kennedy in the introduction 
of the book “DotComSecrets:” “Ultimately, the business that 
can spend the most to acquire a customer wins.”

The last page in this funnel for me is the “Thank You Page” 

The Offer Wall

The key to a good tripwire offer is to first think about who 
your dream clients are. What would they want? 

What would get them to stop in their tracks, raise their 
hands and let you know that they are your dream 

customers? If you can figure out what that bait is, then 
you’ll have a successful tripwire funnel.” 
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where we thank people for their order, and give them access 
to the digital products they bought. In the past I would thank 
them, and then let them go. For this launch, we decided to 
create what I call an “offer wall” at the bottom of the page. 
You can see what it looks like above.

I just posted links to other tripwires, webinars, or high ticket 
funnels on this page. I tracked sales closely during the initial 
launch, but I haven’t looked up the exact stats recently. I 
know that during that launch we added over 1,000 people to 
our monthly continuity program (at $50 per month), we gave 
away over 3,500 of our “perfect webinar” trip wire (and sold 
over $100,000 in upsells), added tens of thousands of people 
into our webinar funnels and got countless applications for 
our high end coaching. 

I place these offers on the thank you page so our hyperactive 
buyers can keep on buying for as long as they would like. Over 
the next few days, weeks, months and years, we will have 
follow up systems in place to move them up through the three 
core funnels and introduce them into new tripwire offers to 
help re-engage customers who haven’t purchased recently. 

If you don’t have a book, don’t worry. These type of tripwire 
offers work with all sorts of low ticket front end offers:

•	 Trey Lewellen built a multi million dollar a year company 
giving away free gun targets.

Thank You Page “Offer Wall”

What If I Don’t Have 
a book?

Trey Lewellen’s Free gun Target Offer
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•	 French Cuffy gives away free cuff links to attract their 
dream clients for their custom suit design company.

•	 Survival Life uses a free credit card knife to get tens of 
thousands of people into their monthly membership sites.

The key to a good tripwire offer is to first think about who 
your dream clients are. What would they want? What 
would get them to stop in their tracks, raise their hands 
and let you know that they are your dream customers? 
If you can figure out what that bait is, then you’ll have a 

successful tripwire funnel. 

In the DotComSecrets book I talk about the secret formula. 
You can see the info graphic for it again in the image on the 
right. Step one is identify your dream customer... who are 
they? Step two is figuring out where they are congregating 
online... Step three is creating the right bait or Tripwire offer 
that will get them to stop and raise their hands, and pull 
out their credit card... Then you can use the other funnels 
to ascend them to step four, the results you can help them 
achieve at your highest levels. 

French Cuffy Offer
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Survival Life Offer
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Webinar Funnel
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Webinar funnels are one of my favorites, because typically 
I can set one up really quickly and often times they will 
have higher optin rates than a regular squeeze page. Also, 
because you’re typically selling a more expensive product, 
it’s a lot easier to be profitable on the front end. For most 
people, I recommend starting with a webinar funnel. 

Because we normally do the webinar live a few dozen times, 
it gives you the ability to perfect the pitch, the offer and 
figure out exactly what your audience will respond to. 

This funnel works amazingly well if you have a webinar 
that converts. I spent almost 10 years trying to learn how to 
master a webinar (or a stage) pitch. 

While it seems really easy, you’ll find quickly that how you 
sell on a webinar is different from any other type of selling. I 
learned this the really hard way. 

The very first internet marketing event I ever went to, I had 
assumed that I was going to learn internet marketing. I saw 
the first speaker get up and talk for 90 minutes, and at the 
end he told people to buy his course at the back of the room 
for $2,000. I remember watching people run to the back of 
the room to signup. I started counting the people at the back 
table, and quickly realized that guy had just made $60,000 
from a 90 minute presentation!

Then the next speaker got up, he did the same thing, 
but his course was $5,000, and within 90 minutes he had 
collected over $100,000! I was shocked! After seeing this 
happen over and over all weekend long, I knew that I had 
to learn that skill. 

A few months later I got asked to speak at a seminar! The 
promoter told me I had 90 minutes to speak and that I could 
sell my product at the end! He asked if I had ever sold from 



30  |  Funnel University

stage before, so of course I told him yes, haha... After going 
to the other events, I knew that I knew more and could share 
way cooler stuff than any of the other speakers. And with 
that, I started to craft my presentation. 

I still remember the sick feeling I had in my stomach when I 
finished my pitch, offered what I thought was a no brainer 
offer... yet no one moved. Not a single person went to the back 
of the room. It was so awkward as I slowly walked off stage, 
to the back of the room where some people told me good 
job, and then into the elevator, up to my room where I locked 
myself in for the next two days, too embarrassed to come 
down. I had so much pain associated with that experience, 
that I told myself that I’d never speak from stage again. 

Luckily for me, that fear turned into anger over the next few 

weeks and I decided I had to learn how to do it. So I went to 
about a dozen different “how to sell from stage” seminars, 
and spent over $100,000 learning this craft. I then went on 
the road for years and practiced and perfected my pitch, 
learning something new at each event. 

Then, two years ago, I had a new student who I thought 
would be perfect for a webinar pitch. Her name was Liz 
Benny, and I really wanted her to succeed with it. So I spent a 
few days trying to map out the process I used over and over 
for my webinar script. I eventually created the script on the 
next page. 

After I gave this to Liz, she was able to use it to make almost 
$1 million her first year! I then gave it to Jason O’Neil and 
watched as his startup went from $0 to seven figures within 
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a year! And I’ve seen literally hundreds of other people use it 
to make more money in 90 minutes than they used to make 
in a year. It’s one of the things I’m most proud of. 

Now, going over this webinar script is outside of the context 
of this book, but I wanted you to know that 90 percent of 
the webinar funnel is mastering the script. You can get a free 
copy of the script and the training DVD where I go over how 
to use it at www.PerfectWebinarSecrets.com. 

Okay, so now you have the script, but you’ve got to do the 
webinar live to get the real time feedback to make this script 
perfect for your audience. 

And yes... I recommend doing the webinar live a few dozen 
times before you ever make it automated, and here is why. 
When I first did the “Funnel Hacks” presentation that made 
me almost $10 million in the year after I wrote it - the first 
time I delivered it we closed 33 percent of a live audience. 
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Not too shabby, right? 

But the next day as I was leaving the event, one of the 
women who heard the presentation came and told me that 
she loved it, but that she was a coach, and didn’t have a 
supplement, so she couldn’t use ClickFunnels. 

“What?” I asked?

She then told me that all of the examples I showed were 
people selling supplements and she didn’t have one. I then 
told her that I use ClickFunnels for my coaching business and 
I showed her a few of my funnels. She got so excited that 
she went and signed up, and so did three of her friends who 
were sitting with her and hadn’t signed up before! So on my 
flight home, I tweaked my presentation and added in a few 
slides showing my other funnels and giving examples about 
how other industries can use ClickFunnels. 

The next week I did the presentation live to about 600 
entrepreneurs on a webinar. When it was over we sold about 
$30,000, which wasn’t too bad, but I knew it should have been 
more. I had four hours until my next webinar, so I exported all 
of the questions that people had asked, reviewed them, then 
changed my slides based on their feedback. 

Four hours later I delivered this new presentation to about 
500 entrepreneurs, and this time we sold $120,000 live!!! 
I then did this same process 30 times over the next eight 
months, doing a live webinar, exporting questions and 
tweaking the presentation. It’s probably why Joe Lavery said 
this after watching my presentation (see right).

So yes, eventually I will allow you to automate the webinar, 
but not at first. You need to get people’s feedback, make 
changes based on it and perfect your webinar. It can be a lot 
of work, but the end result could be worth tens of millions to 
you over time. 

With that said, let’s jump into the essential pages in this funnel. 

This funnel is based off of a live event schedule. For me, my 
favorite day to do webinars is Thursday, because I feel like 
it gives me adequate time to promote, but not so long that 
people forget about my webinar. 

I start my promotions on Monday, and keep pushing hard 
until Thursday before the webinar. When the webinar starts, I 
stop all promotion to the event because the rest of the week 
is about converting those prospects into buyers.

I am sending emails... I am driving Facebook ads... I am doing 
joint ventures... and a whole bunch more. Whatever I can do 
to get people onto this live event profitably, I’m going to do 
it. Oftentimes, I’ll use different registration pages based on 

The Perfect Webinar
Funnel
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the different traffic sources. For example I may have a custom 
page with a JV partner’s face on it for one page, but on my 
own emails I may send people to a different registration page.

Every market is different, but I like to only spend $3 to $5 per 
webinar registrant. If the costs are getting above that, then 
my landing page isn’t right, or my message isn’t interesting, or 
I’m targeting the wrong people, or something else is wrong - 
because as your costs get up to the $7 to $8 range, it becomes 
very hard to stay profitable on the front end. Here are my 
personal goals from this funnel each week. Your goals may be 
different, but this will give you an idea on what to shoot for: 

‒‒ $3 Per Registrant => 1,000 Registrants Per Week 
‒‒ ($3k Ad Spend) => 25% Show Up Rate (250 People) => 

10% Close rate @ $997 (25 Sales / $25k) => 
‒‒ Double Sales On Follow Up (Additional $25k)

So with that formula, I’m putting $3,000 a week into ads, and 
making $50,000 a week back in sales while adding 1,000 new 
people to my list! That is our goal each week. Some weeks 
we don’t get the full 1,000 registered, other times we’ll get 
2,500 people or more! But setting that as the goal, and doing 
a webinar every week (yes, the same webinar over and over 
again) – is the recipe for new consistent leads and cash flow 
into your company. 

The key to a high converting webinar registration page 

Webinar Registration Page



34  |  Funnel University

is this... curiosity. That’s it. If your registration page isn’t 
converting very well, it’s because you’re showing too much, 
and people assume they know the answer. If they think 
they know what you’re going to talk about, then they are 
not going to register or show up. If they can’t figure out 
what it is without registering... then you’ll get them to 
register and show up. 

You can see the main registration page we’ve used for the 
Funnel Hacks webinar on the previous page.
Here are a few things to notice: 

First – the picture makes no sense. When you look at it, you 
have no idea what it is or why I’m doing it. It causes pure 
curiosity. If you can find a picture of you that’s kind of related 
to the topic, but is kind of strange (usually you’ve already 
posted this pic on Facebook hoping to get your friends to 
‘like’ it) – it will dramatically help.

I do not recommend putting video on a webinar registration 
page. Rarely (if ever) will it beat a strange image. If you do a 
video, be sure to test without a video as well. For example, 
I’m about to launch a new webinar and I’m testing a video vs. 

a strange image. I’ll bet you $50 the image wins, but it’s still 
always fun to test. 

Second – write a headline that causes a ton of curiosity, like 
“My Weird Niche Funnel That’s Currently Making Me $17,947 
Per Day... And How You Can ETHICALLY Knock It Off In Less 
Than 10 Minutes!” This headline gives you a hint about what 
it’s about, but it leaves so many unanswered questions... 

‒‒ What niche is it? 
‒‒ Is it really possible to make $17,947 per day? 
‒‒ Can you really ETHICALLY knock it off? 
‒‒ How? 
‒‒ In just 10 minutes? 

Now, compare that headline against the one I posted above 
for my supplement webinar: “The Supplement Secrets 
Training Web Class Is For You!”

No curiosity... You know exactly what it is, and so those who 
want to start a supplement company will register and show 
up, but for everyone else, I pretty much have pushed them 
away. Right? 

Video Strange Image (Projected Winner)
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This page will not convert as well as the other one, unless I 
change the headline (and I will be). 

Third – Add urgency and scarcity. Nothing gets people to 
act (register, show up, buy) faster than urgency and scarcity. 
These are your secret weapons – use them. 

After they register, then we take them to a ‘Thank You’ page 
where we give them the information for the webinar. On 

Webinar Registration 
Thank You Page

Webinar Registration Thank You Page
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this page I do like to have a video talking about why I’m so 
excited for the webinar. I both want and need them to feel 
my passion, or they won’t show up. 

Remember, the registration page is about curiosity... the 
thank you page is about your passion and excitement for the 
webinar. 

Now, one of the biggest secrets on the ‘Thank You’ page is 
that you can (and should) actually sell people something! 
We call this a ‘self liquidating offer’ or SLO. There are a few 
reasons for that:

‒‒ First, Self Liquidating Offer means it liquidates your ad 

ClickFunnels trials

15,000+
Still active

4,500+
Monthly Recurring Income

$450,000

Thank You Page 
Numbers Over 1 Year...

costs. Yes, often times you can completely cover your 
ad costs from the product you offer on your thank you 
page! That means everything you sell on the webinar 
can be pure profit!

‒‒ Second, if they buy something that compliments what 
the webinar is about, then they are more likely to show 
up live. 

‒‒ Third, buyers in motion tend to stay in motion unless 
you do something to offend them. Yes, that means that 
if they buy from you before the webinar, they are a lot 
more likely to buy from you on the webinar!

I like my SLO offers to be lower ticket, usually $37 to $47 or a 
free (or $1) trial to a membership site. When we launched the 
Funnel Hacks webinar, we decided to give away a free trial to 
ClickFunnels on the “Thank You” page. Honestly, it was more 
of an after thought, but we did it anyway. 

Looking at the stats over the past 12 months, more then 
15,000 people have created ClickFunnels trials from that link, 
and over 4,500 are still active! If you do the math on that, 
we have over $450,000 a month in recurring cash coming in 
from our “Thank You” page. 

Between the time that someone actually registers for the 
webinar, and when they show up live, there are about 10 
million distractions that could keep them from showing up. If 
you’re not careful, the people you paid for will not remember 
who you are by Thursday. 

So, during the time they register and the time they show up, 
I start sending them videos to help indoctrinate them, get 
them excited and presell them. 

Here is an example of my indoctrination campaign that I 
send people after they register:

Indoctrination Pages
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Indoctrination Page - Subject Line: Video #1 Inside - The BIG Secret (Funnel-hacking)
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Indoctrination Page Step 2
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That email will take them to the screen shown on page 38. 
Each day leading to the event they get one video, and they 
can see the titles of the other videos coming up, so it gets 
them excited and keeps their attention. Notice a few things: 

‒‒ I push my SLO again on each of these video pages. I 
want to get them buying, because we know that a buyer 
in motion tends to stay in motion

‒‒ I also like to have comments on the page for social proof
 

‒‒ I give them gifts to build reciprocity

The one concern I always get from people when I show them 
the indoctrination sequence is this: “Russell, what if they 
register on Wednesday and they only get one or two of the 
indoctrination emails before the webinar.”

The answer is simple... The indoctrination sequence is not 
essential to the sale. It’s an amplifier. If they only see one 
video, and then they are on the webinar, that’s okay. Often 
videos two and three come after the webinar, and that’s 
okay as well. Often those videos will be the thing that pushes 
them over the edge in the follow up sequences or gets them 
to actually watch the replays when they happen. 

So don’t stress about them not getting all of the videos 
before the webinar. Most people won’t, and that’s okay 
because it’s an amplifier, not an essential part of the sale.

Most of the information about the actual webinar you’ll 
learn when you buy the Perfect Webinar scripts at www.
PerfectWebinarSecrets.com, but here are a few of the core 
numbers to look for. 

First, the webinar should be about 90 minutes long. The first 
60 minutes you are focusing on their false belief patterns, 
breaking them and then rebuilding them. This is typically 

the hardest part for people to get right. They try to teach, 
they try to share cool stuff – but the core is identifying their 
false belief patterns. If you do this right, the product will sell 
very easily. If you do it wrong, you’ll struggle. Re-watch the 
Perfect Webinar training a dozen times until you understand 
and master the section on belief patterns. 

Second, the last 30 minutes is the pitch. We do that through 
the stack, and adding in our closes. When the 90 minutes is 
over, I usually spend the last 15 to 30 minutes going through 
Q&As and closing people between each question. 

Third, the time of day depends a lot on your market. I do 
my webinars during the day, because most of the people in 
my market are entrepreneurs who work for themselves, and 
usually have more of their disposable time during the days. 
In markets where people have jobs, doing the webinars at 
night time is better. When you do the webinar will be very 
specific to your audience.

Fourth, I still like doing my live webinars on GoToWebinar.
com. Many of my friends have also been using WebinarJam.
com. Both systems have pros and cons, so you’ve got to 
figure out what’s best for you. 

Fifth, typically we’ll get about 25 percent to show up on the 
webinar. There are a lot of things you can do to increase 
that number. If you’re below 25 percent, focus a lot on the 
indoctrination sequence, sending test message reminders 
before the webinar, emails one hour before and again 15 
minutes before. 

You’ve paid a lot to get them registered, and you’re going 
to have to push hard to get them to show up. Here is the 
text message I send out 15 minutes before the webinar: hey 
- we're starting 'Funnel Hacks' webclass in 15 mins. Check 
email, I sent you the info - Russell.

Sixth, focus hard on creating an amazing offer. The first 
thing I do when I create a webinar is make my “Stack” slide. 

The Live Event
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You can see an example of the Funnel Hacking one in the 
screenshot above.

I want to create something that is worth at least 10 times 
what they are going to pay for it. It has to be sexy and it has 
to be something they want. Focus a lot of effort here, and it 
will dramatically help how well you close.

Seventh, when I transition from the content to the pitch, I 
look at how many people are still on the webinar, and I base 
my closing stats on that number. 

So if I have 250 people who are still on the webinar when I 
start the pitch, then I know that for my webinar I typically 
close 15 percent. So I know that with 250 people, I’ll make 
about $37,500. 

What will your close rate be? At first, probably pretty low. 
That’s why you need to do it live so many times. 

•	 When you have a five percent close rate, you have a 

Funnel Hacking “Stack Slide”

profitable on Front end

live webinar Close rate 
(what to shoot for)...

$1 million/year webinar

$10 million/year webinar
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Email sent immediately after live webinar - subject line: your discount link (get 
Clickfunnels for FREE for 6 months!)
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good webinar, and you are likely going to be profitable 
on the front end. 

•	 When you get it to 10 percent, then (I believe) you have 
a million dollar a year webinar. 

•	 When you get above 10 percent... well, at 15 percent, we 
did just shy of $10 million the first year. So it pays to test 
and tweak your presentation each week. 

After the live webinar is over, I like to send out the email 
shown on the previous page immediately to everyone who 
attended the webinar. Before I sent this email, sales would 
immediately stop when the webinar was over. When I 

started adding it in, we’d get sales coming in all through the 
night and into the next morning. 

As soon as the webinar is over, then we shift focus to the 
replay campaign. Some people get really intense with their 
replay campaigns, but the basics again here are urgency and 
scarcity. That is what gets people to take action. 

Friday morning I usually send out the first email about the 
replay. Here is an example of an email I send to those who 
didn’t see the webinar: 

subject line: miss the ‘Funnel Hacks’ webclass? replay link online next 36 hours only)

The Replay Sequence
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That email would push them to a simple replay a page like 
the one shown above.

Saturday morning I want to push them again to the replay 
again, but I like to try to mix up the messaging a little 
so that they don’t get annoyed. I had someone take my 
webinar and write up a “Cliff Notes” version that I could 
send to the readers. You can see what my email says, the 
page it takes them to when they click, and what the actual 
cliff notes look like on the next pages.

Now, Sunday is the day that the majority of your post 
webinar sales will come. Today is the day we really put in the 
urgency and scarcity. Email #1 I send out Sunday morning. 
That email is shown on page 46. 

But Email #2, sent six hours before midnight is the one that 
gets the most sales. It’s very simple, but pushes the urgency 
and scarcity. At midnight I pull away the special offer for 
those who registered this week, and it’s gone for them 

forever. We then can go back and look at our stats. If we’ve 
done it right, we should have doubled our sales from the live 
webinar on Thursday from our replay campaign on Friday 
through Sunday.

There is nothing better to build a relationship with your 
audience than a well crafted webinar and webinar funnel. 
This model has helped us to scale hundreds of companies in 
almost every market you can dream of. 

For us, the goal of our tripwires is to at least break even – and 
then push people into a webinar funnel. And the goal of our 
webinar funnels is to make a huge profit. 

After they have gone through the webinar funnel, they will 
have spent 90 minutes with us, hopefully become a buyer, 
and probably seen three or four videos, so there will be a 
relationship with us. Once we have started to build that 
relationship of trust, we can start moving people into our 
third funnel, the High Ticket Funnel!

Webinar Replay page
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Cliff Notes Email - subject line: want the Cliff Notes? (Funnel Hacks)
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Webinar Cliff Notes Page (above) and the actual cliff notes (below)
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sunday Morning Email - subject line: (cliff notes) PLUS ‘Funnel Hacks’ Webinar going offline 
TODAY (expires at midnight)
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sunday Email 6 hours before midnight- subject line: [6 Hours Left...] Funnel Hacks is 
CLOSING TODAY!





Chapter #3
high ticket Funnel
As you can see, all other funnels eventually should be flowing 
to your high ticket funnels. There are two reasons for this. 

First, the most important reason, is that this is where you 
can give the biggest impact and results to your clients. 
When people pay more, you have the ability to serve them 
at a higher level. Also, at higher prices, people are typically 
more invested and more likely to have higher levels of 
success. 

Second, this is where you make the most money. Typically 
higher ticket products are almost all profit, especially when 
the lead acquisition costs have been covered in the lower 
funnels. 

There are times that you can drive traffic directly to a 
high ticket funnel, but usually the first time someone is 
introduced to our high ticket funnel is with a very soft offer 

on the thank you page of all of my tripwire and webinar 
funnels. I don’t sell it hard but I want them to be aware of 
it and have it available for my hyperactive buyers who are 
ready for more.

The hook for the “thank you page” ad is this: Would you like 
my help implementing what you just purchased? 

That’s the big secret. It’s pretty simple, but it will get the 
right people to immediately raise their hands. It won’t be 
a lot, usually only one to two percent of your buyers will 
move immediately to that option, but those people are often 
laydown sales. 

Then over the next 60 days, our goal is to go from one to two 
percent of our buyers applying to 10 percent. At 10 percent 
applications, we have a formula that will give our high end 
program the ability to scale quickly.
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Here is an example of the “thank you page” ad: And then usually 10 to 14 days after someone has gone 
through the webinar funnel, I start inviting them to apply 
for our high ticket offers. The screenshot on the right shows 
an example of the email I send 10 days after the finish the 
webinar funnel. You can see another one on page 52. 

I will start sending emails like this consistently for the next 30 
to 60 days, or more inviting them to apply for our high ticket 
programs. One thing you’ll notice in each of these emails is 
that they are results of my students. They are not me talking 
about how great I am. 

There are two things that sell high ticket products...

•	 Social proof of others doing what they want to do...
•	 Proper positioning and posturing of the person behind 

the program...

I’ll explain each of these in more detail. 
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Subject: (true story) watch Liz’s story... $0 to 6 figures
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Subject: Matthew quit... Mike didn’t => results? (new video)
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Most entrepreneurs create a product first, and then start 
trying to sell it. I think that is completely backwards. Your first 
goal should be to get someone a result from your product or 
service, even if that means working for free. 

I saw an example of this concept last summer with one of my 
friend’s sons. He’s a high school kid who was looking for a 
summer job. After dozens of applications and no responses, 
he decided he needed to change his approach. 

The next day he went to his favorite clothing store, one that 
he would love to work for, but knew that they weren’t hiring. 
He walked in and immediately asked the manager if he could 
help fold clothes. 

Confused, the manager asked him why he would do this, and 
when he said that he thought folding clothes was fun and 
that he enjoyed it, she finally agreed and allowed him to help. 
He spent two to three hours helping and then went home.

The next day he came back in and helped them fold clothes 
again for a few hours, and then helped to sweep up the floor 
and clean the bathrooms. On his way out the door that day, 

Social Proof - you may 
need to work for free
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the manager pulled him aside and asked him if he’d like a 
job. And that is the key. He provided results first, and then 
they wanted him. 

The same is true for anything you’re going to sell, but 
especially high-ticket products. 

When we relaunched our coaching program a few years ago, 
instead of telling people why I was great, I found someone 
who I wanted to help, and I worked for free. His name was 
Drew Canole, and I loved his company FitLife.tv – so I flew 
out to his offices and helped them with their funnels, their 
new supplement launch and anything else I could do to 
serve them. 

I never asked for a penny, because I was working for free 
to help prove that I could get someone a result. After we 
got them amazing results, then we went and captured it 
on video. That became our first video selling our coaching 
program when we went live!

So the first step is to work for free and get a result for 
someone, and then the next step (that most people forget) is 
to capture that result in a way that you can share with others. 
Those results will be the fuel that drive your business. 

The entire sales funnel as well as the backend phone calls 
are all setup and structured in an a way to position and 
posture you. 

Dan Kennedy used to tell me that you need to create your 
business so you are like the Guru on the mountain, and the 
more people pay, the closer they can get to the guru. This 
high-ticket funnel, when structured correctly will put you 
on the top of the mountain and be the path that people 
ascend to get to you. 

There are two types of application pages that I use. My 
favorite (as I mentioned above) is the “Third Party Result” 
where I have a video from one of my success stories telling 
people why they joined, and what results they received 
(shown on the right).

The second type (that I typically only use when I don’t have 
an awesome video of their result) is a video showing a 
really cool case study of my results, or better yet one of our 
members. You can see an example on page 56.

The goal on both of these pages is to have people give you 
a “shy yes” – before they get to the full application. If they 
have to fill out the full application on this page, you will lose 
around 50 percent of your applications. 

When you have their email, you’re able to keep following 
up with them until they have filled out the application. 
Adding in this step and a follow up to get them to actually 
complete the application has increased our completed 
apps by over 50 percent. 

 

This page has a few core goals:

1.	 To help people fill out the application. When they are at 
this point, they could be scared, nervous or just second-
guessing their commitment to continue the process. I 
have a video on this page that addresses the fact that 
they could be nervous and then I show them videos of 
other people just like them who were in this same spot, 
had applied and now had awesome results because they 
took that leap of faith.

2.	 To resell them on why they need to apply. They may be 

Posture and 
Positioning

Application Page

Desire Amplifier Page
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“Third Party Result” Application Page
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“Case Study” Application Page

seeing this page in an email sequence a few days after 
they first opted in, so you have to remind them about 
why they started the application process to begin with.

An example of my “Desire Amplifier” page and application is 
shown on the right.

Sometimes I offer a bribe to get them to finish the 
application, but often times this actually hurts conversions 

on the phones (because they may have applied just to get 
the gift) – so for most of my high ticket funnels I no longer 
bribe people with anything to apply. 

Up to this point in the funnel, they have mostly heard from 

The Homework and
Connection Page
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Desire Amplifier Page and Application
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The Homework and Connection Page
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other people about why the program is awesome. This is 
really the first time that I have a chance to connect with 
them, and help them to understand why I care so much 
about them.

You can see I have a video of me here telling my story. 

First - when people come into your funnels and into your 
company, they are inherently going to have their guard up, 
and probably not trust you. So my goal in this video was to 
build rapport so they will trust me. No one will write you a 
check for $25,000, $100,000, or more unless they trust you.

The second thing I do on this page, is tell them what to 
expect. Are they getting a call? If so, when? Who are they 
talking to? What should they do to prepare? 

Third, I try to create an inbound call. We found when we ran 

large call centers that our revenue from leads that called 
us were worth 4.5 times as much as the ones we outbound 
called. So from this point forward in our funnel, my number 
one goal is to get them to initiate a phone call before we call 
them. They will see this in emails, on the thank you pages, in 
other follow-up pages and more. 

Fourth, I give them homework assignments to watch videos 
and training that I’ve done in the past. The more time they 
invest now into our training, the better candidate they will 
be for our program. So the last big focus of the page is to get 
them to start consuming our content and get indoctrinated 
into our world.

You can see examples of homework pages that I sent out to 
them after they have finished the application on the next 
page. Notice that I am giving them training and trying to 
cause an inbound. 
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The Homework and Connection Page
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Similar to the perfect webinar script, going into the full 
details of what to say on the phone is outside the context of 
this book, but I do want you to understand that the positing 
and posturing we started in the funnel flows into the two 
step phone script. 

For this process we use two people - one we call a 
“Setter” and one we call a “Closer.” The diagram from the 

DotComSecrets book showing how these two calls are 
structured is shown on page 59.

If you don’t have your copy of the book yet, you can get one 
free at www.DotComSecretsBook.com. Re-read the chapter 
where I teach you how to use this Two-Step script to easily 
close sales for your high ticket products and then use it to 
train your sales people. 

I also have a webinar at www.HighTicketSecrets.com that 
will show you exactly how we run our mini two-person call 
center to sell our high ticket products and services. 

The Homework and
Connection Page





Chapter #4
Funnel Stacking

You have now seen my three core funnels. These are the 
primary building blocks of my (and now your) online business. 

As you start to really understand the value ladder concept, 
you’ll realize that the power isn’t in having just one funnel. 
Obviously the main goal initially is to get one funnel that can 
at least break even. But the power in your company comes 

from stacking together multiple funnels that will naturally 
ascend people up your value ladder. 

We call this concept “Funnel Stacking.” If executed correctly, 
it will give you a business that will allow you to outspend 
your competitors, provide more value to your clients than 
ever before, and predictably scale your company. 
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Your Funnel U 
Blackcard

•	Intro to Funnel Hacking
•	 Introduction to Funnel Hacking (Video)

Example Funnels
•	 Supplement Funnel (Video)
•	 Info Product Funnel (Video)
•	 High Ticket Coaching Funnel (Video)
•	 Webinar Funnel (Video)
•	 My Book Launch Funnel (Video)
•	 Trey’s Continuity Funnel (Video)

Ready for more? Your Funnel U Blackcard is preloaded with 
training from Russell, including over five hours of videos to 
help you continue growing your own funnels.

Directions: To access training, gently slide USB outwards 
and flip. Insert gold side up into your USB drive to view the 
following contents: 

9 Funnels Training
•	 9 Funnels Training - The DotComSecrets Ignite 

Webinar (Video)
•	 9 Funnels Presentation Slides  (PDF)
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