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Introduction 
What if I told you that there’s an easy way you can triple your revenue for each and every launch 
you run, or even every affiliate promotion you promote?  
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What I’m about to reveal to you is the exact method that I use in my own business. 

This single technique has allowed me to, during the launch of JVZoo Academy, turn each and every 
$19.60 we got paid into $66.63 for every single sale we made.   

We were able to do this with what’s called a Sales Funnel.  

It’s perfectly legal and anyone can do it even if you’re just putting together your first product. 

In fact this strategy isn’t anything new.   

McDonald’s has been using it effectively for years. Some businesses even rely on it to generate 
a profit.   

“Loss Leader” have you heard that term? It describes making a loss on your initial sale in order 
to generate a profit from the additional products that someone might buy. It’s a common 
business practice today.   

Maybe turning $30 into $90 doesn’t sound 
too appealing, but what 

  if we’re talking 
turning $3,000 into $9,000  or even 
turning $30,000 into $90,000?

Do I have your 

attention?
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So McDonald’s came up with this genius idea years ago. They are very systems-oriented so they 
trained every employee working at McDonald’s to ask anyone who was ordering a burger:  

“Would you like fries 
with that?”

Have you heard it before? I have.  Try ordering a burger without fries next time you go to 
McDonald’s and you’ll probably hear it too. McDonald’s realized that in order to make a 
substantially larger amount in their business they needed to ‘upsell’ their customers.   

We use this same tried and proven strategy in online marketing.  

The advantage about the way that we do it is that because we’re dealing with digital products, 
we can use new technology to enhance our ability to convert more sales based on what our 
customers do or don’t buy.  

Here is why this strategy is so important. 

Let’s start with JVZoo. Over JVZoo you’re competing against a large number of vendors. Each 
and every day a new launch will hit the market. So how do you compete? Well you need to 
make sure that your launch is MORE ATTRACTIVE than other people who are launching.   

One of the key ways of doing that is obviously having a good product. 

A good product with bad marketing though isn’t attractive to an affiliate deciding who to 
promote.   
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For example if you have only one product and no sales funnel in place, no upgrades and your 
products price is $37 it’s going to be very difficult to compete against other vendors that have a 
front end product of $37 and then 3 products with a total cost of $297.   

Let’s look at it from the affiliates’ perspective.   

Your product is good and so is the other product. 

They can potentially earn $18.50 promoting your product (affiliates usually get 50% commissions 
on a launch of a $37 product).   

Or they can potentially earn $167.09 (18.50 + $148.59 i.e. 50% of $297). 

Who do you think they would prefer to promote?   
What product is likely to make them the most money? $18.50 or $167.09? 

Obviously the second one with upgrades. That is what you’re competing against.
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In a marketplace like JVZoo if you want to be successful you MUST use upsells if you’re selling a 
product that’s less than $197 in order to simply compete.   

Affiliates can see as soon as they apply for your link whether you do or don’t have upgrades. 

It’s likely they will not promote or take your launch seriously if you don’t have upgrades.   

Now let’s take a look outside of JVZoo.   

For example if you decide you want to instead use Facebook as a traffic source instead of 
affiliates. You still have the same issue that you’ll need to deal with. Here’s why:  

Over Facebook you’re bidding for clicks. 

If you have one product on the front end and you’re selling it for $37 then you have $37 to spend 
in order to get a new sale to at the very least break even.   

Let’s say that again you’re competing against a number of other marketers for these clicks.  If 
your competition is selling a front end product of the same price ($37) but they also have a 

$37
Revenue = Maximum Ad Spend 

$37  
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number of upgrades within their funnel meaning the total amount that they make of each 
sale is $334 then they could make a possible $334 per sale.   

$197 $334 
$37 

More Revenue  
$67 = More Ad Spend 

Let’s say they convert 30% of people who buy their front end product into an upgrade. 

100 people purchase your product at $37 
100 x $37 = $3,700  

30 go on to purchase ONE of the upgrades.   
The average of the three upgrades can be calculated as: 
($197 + $67 + $33) / 3 = $99   
30 x $99 = $2,970  

that purchases an upgrade 

On average they make $99 from their funnel each time they gain a new $37 customer. 

They can afford to bid $136 towards a new customer because they know that 30% of people 
will purchase an upgrade, and they can use part of their product revenue to fund advertising to 
those who don’t buy any upgrades.   

$ 99  $ 37  

$136
Revenue from each customer 

$ 33  
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They can outbid you, and Facebook will send more clicks to them because they have a higher 
amount per sale if a conversion happens. In this scenario on Facebook you’re probably 
competing against a large amount of other marketers for the same customers and because they 
have a funnel they will be able to outbid you. You might be able to make it profitable MAYBE 
however other marketers will be doing much better than you and they can afford to drive more 
traffic because they have more to make.   

Are you now seeing why this is so important and even critical to your business? The good news 
is that with a bit of time and the right strategy it’s not difficult to create a sales funnel. In this 
guide it’s my goal to teach you everything you need so you can compete in any market while 
providing more value to your customers and making even more money. Let’s get started.  

Chapter #1:  
What Is A Sales Funnel? 

A sales funnel is a combination of upgrades that are offered to your customer after their initial 
purchase.   

You can in many cases double or even triple the amount of money you make by creating a sales 
funnel around your front end product.  

I’ve said in the past that creating an entire funnel is not necessary for your first launch, but you 
should aim to include at least one upgrade in your second or third launch once you’ve had a 
chance to understand the launch process and have tested how it works.  

As I demonstrated in the introduction of this training, sales funnels are of critical importance to your 
success as an online marketer.   

They are usually an extension of your front-end product that you can charge more for. 
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Sales funnels give you a way to add more value to the product that your customer has just 
purchased.   

Plan in advance to add upgrades into your sales funnels as part of your marketing strategy and 
take just as much time to develop your upgrade offers as you did for your front-end product.   
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If you’re successful in creating a good and valuable sales funnel for your audience you’ll make 
more money much faster in online marketing.  

Sales funnels come in many different shapes and sizes. 

Here are some examples of the most popular Sales Funnels that are traditionally used for 
training, software and coaching funnels.  

https://ibeginmarketing.com/funnelspdf


Page 12 

Chapter #2:  
Sales Funnels on JVZoo 

It’s very easy to demonstrate the value of creating a sales funnel over JVZoo. Simply look at the 
JVZoo ‘Top Seller’ list. Each and every product on that list has a front end product and a sales 
funnel attached to that product. Take this example of when we first released JVZoo Academy.   

We decided that we would sell a strategy guide on the front end for $17. 
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This gave us an opportunity to have lots of people purchase our front end product without 
much resistance. Sure, we were giving away a lot of value and we could have probably sold 
what we had for a lot more.   

But, you’ll see our average price for this front end product is $19.60. That’s because the price 
increased throughout the launch.   

You’ll see in the second column under the front end product it says ‘Sales Funnel’. While our 
front end product sold for an average of $19.60, our sales funnel made $66.63.   

So in total with 4000+ sales our sales funnel averaged $66.63 per person who purchased from 
us. This number includes both front-end and backend. Our sales funnel on average made an 
additional $47.03 per person who purchased.   

Without the sales funnel we would have only made $19.90 per sale.  With 
the sales funnel we made $66.63 per sale.  

Here’s how that affected the overall numbers of our launch:  

Overall Revenue Generated With Front End Product was only: $67,135.78 

Overall Revenue Generated With Sales funnel: $300,467.97 
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In total our sales funnel made us $233,332.19 more than if we had just sold the one front end 
product.  

That’s over 3X the revenue generated 
as a result of having a sales funnel. 

You can see why creating a sales funnel is going to result in a significant difference in the 
amount of money you make.  

Not only that, your customers are also able to choose for themselves if they want additional 
help or if they don’t. They are given an opportunity to upgrade.   
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They can either upgrade or they can choose not to. 

If you create your sales funnel correctly it can generate you a substantial amount of money and 
also provide your customers with a way that they can learn more from you.  
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Chapter #3:  
How To Create A Sales Funnel 
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JVZoo makes it really easy to create sales funnels and later on in this guide we’ll be looking at 
how you can create your sales funnels within JVZoo. First let’s focus on constructing a ‘high 
converting’ sales funnel. The key here is planning.   

You’ll need to correctly plan out your sales funnel beforehand, sometimes even months in 
advance if you want to maximize conversions and value for your customers.  

There are many different ways you can plan out a sales funnel. What I have found to work best 
for me is to use a mind mapping software. Depending on whether it’s a training product or 
software I’ll usually approach each differently. Let’s look at each of them in the next lessons.  

Chapter #4:  
Front-End: Training Product 

If you have a training product that you’re creating, then it’s important to make sure that the 
product is clear and easy to follow.   

A mind map can really help to get all of the ideas for your training into one place so you can see 
whether anything is missing or needs to be added.   

As you probably already know, JVZoo Academy offers some very in-depth training about this 
particular step so check out the content in there if you’re interested in the mind mapping side 
of things.   

Now, before you start creating your product think about what can complement the product 
that you’re creating. What additional value could you offer?  

For example if you’re creating a product about “How to create high quality sales videos” you 
might then start to plan out a product such as “How to create high quality sales pages” because 
your customers are going to need to add their videos that they create onto a sales page.   
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You can make a good case that this is a valuable course to anyone who purchases your initial 
offering of ‘Creating Sales Videos’.  

Another example might be that you’re selling a product about “How To Create A Wordpress 
Website” where you show people how to create a nice looking Wordpress website. You could 
then offer a complementary training on “How to create a recurring membership website within 
Wordpress”.  

Or another example might be: You’re selling a product about “How To Create A Facebook Page” 
then you might also sell a product on “How to generate traffic over Facebook”.  
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Are you starting to see the pattern here? 

There’s a bit more work required creating upgrade products instead of having a single front end 
product. The returns make this process very worthwhile. In Chris Hitman’s interview inside of 
JVZoo Academy for example, he talks about how he was able to create upgrade products, use 
them for a launch as an upgrade and then launch them later on as a front end product. These 
products you create don’t need to be restricted to one launch and really shouldn’t be. Now let’s 
look at software products.  
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Chapter #5:  
Front-End: Software Product 

Much like training products software products can also be split up or added in order to create 
an upgrade product.   

Once again it all comes down to planning. 

Decide with your developer how your upgrades can be completed and what is possible to add 
in as an upgrade product.   

Adding an upgrade to a software can take a bit more attention because you’ll need to 
incorporate ‘Membership Levels’ for different sections of the software itself. That brings us to a 
common mistake that newbies can fall into over JVZoo.  

They don’t have any upgrades to offer for their sales funnel. 
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So instead of creating a new product or a new add-on to the software they take their existing 
software and then cut out features for the upgrade.   

This isn’t bad and it’s possible to do however there is one big problem that frequently happens 
when newbies do this. If the features you cut out for the upgrade are required in order to get 
any real use from the software then that is bad. It’s likely going to lead to some upset 
customers that purchased the front end and then feel forced to purchase the upgrade because 
the software is not much use without it. This is never a good practice to follow.   

Your front end software should always be valuable on its own. The upgrade or add-on is just 
that – an upgrade to the software itself. It’s an improvement but shouldn’t be 100% necessary 
in order for your users to have any success with your software.  

When I’m brainstorming upgrades for a software I usually use a mind mapping software. 

For a software it’s a bit more complicated because often you’ll need to also think about how the 
upgrades might look inside of the software as well as how it will operate.   
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Brainstorm the features and then I’d recommend creating some mockup images for your 
designer that show your designer how the upgrade features might look and operate within the 
software. You can use a software like Adobe XD for this step.  

Here are some ideas of how a sales funnel could be created around a software. 

You might create a software that does Facebook updating for 
example. Your software allows your users to update their 
Facebook pages easily within the software and even schedule 
posts. A complimentary upgrade for a software like this might be 
adding another Social Network to the software as an upgrade. It 
could be Twitter, Instagram or LinkedIn. This add-on would allow 
your customers to update to Facebook and the new social 
network.  

Another example might be that you’re creating a software that 
allows users to write sales scripts. The software allows a user to 
enter in their information and then from there the software 
generates a sales script for them. You might consider adding an 
upgrade to the software that allows a user to create a sales page 
after generating the script. Or it could be that you allow a user to 
export their ‘Video Scripts’ specifically to a PowerPoint 
presentation and make that an added upgrade feature.  
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Another example might be that you create a software that allows 
users to create images. Users of your software can immediately 
create images with your drag and drop editor. An upgrade you 
could offer with this software might be a way of users being able 
to access a wide range of useable ‘stock images’ to speed up the 
process of creating their image designs.  

As you can see there are a number of options when it comes to software upgrades. The most 
important thing to ask is “What Would My User Want?”. It always comes back to this important 
point. Think about the user and what they might be most interested in then create it.  

Chapter #6:  
Other Upgrade Offers 

There are a number of additional upgrades that are regularly added into both training and 
software funnels with a good success rate. Some are at times even added on the front end 
before any upgrades are offered. In the next lessons, we cover a few of the more popular ones: 

Software Upgrades – adding a relevant software upgrade to your customers’ initial 
product purchase  
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Tools & Resources Upgrades – adding extra tools for your customers to use if they 
want extra information to the initial purchase  

Agency Package Upgrades – adding the ability to use your product for your customers’ 
own services execution for their clients  

Whitelabel Upgrades – the ability to use your product to sell to their own customers 

Facebook & Skype Group Upgrades - creating a community around your product  
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Chapter #7:  
Software Upgrade 

Adding additional software to your front-end product is a great way to add value for your 
customer. If your front-end product is a written, video, or audio training product, this upgrade 
will work wonders if it helps your customers to better implement the software.   

For example, if your product is all about how to make money using Facebook, a logical software 
upgrade would be a software that searches Facebook for the top performing pages, or 
automates posting, or anything else that is in line with the strategies your front-end product 
teaches.   

If your front-end product is a software however, by offering either additional features or a 
software upgrade that will help automate a manual task your customer must execute after they 
use your front-end software, you will be able to sell more copies of this kind of upgrade.   

Think about what it is that will easily complement what techniques you are teaching in your 
front-end product, and find a software that will allow them to execute your suggested tasks 
more easily. You can create your own software using the training we have in a separate course, 
find a whitelabel software you can purchase access to, or get as a bonus from someone 
promoting an affiliate offer, or find a developer with a ready-made software and partner with 
them.  

Chapter #8:  
Tools & Resources Upgrade 
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You can offer a tools or resources package. This could include ‘Done For You’ documents that 
you’ve pre-created to make life easier for your customer. There are many ways that this could 
be incorporated into your sales funnel.   

For example if your front end product is “Email Marketing” training then you could offer some 
pre-created swipes that someone could buy as an upgrade.   

Another example might be if you’re selling a Social Media software. You could include 
documents to help your customers approach businesses and sign them into Social Media 
services.   

Another example could be if you’re selling a product about “How to create software” you could 
offer your customers the documents they will need to quickly and easily plan their software, 
what questions to ask developers and other documents they will need to get a software up and 
running as fast as possible.  

Chapter #9: 
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Agency Package Upgrade 
An agency package, or sometimes what is referred to as the developer rights package can 
include a number of different features to help your customers use the product with offline 
businesses. Usually this will give your users the ability to use your product as a service to help 
businesses. This is most commonly used with software but can at times be used with training or 
tools packages as well.   
Here are some additional resources that are worthwhile adding into an agency package that 
can increase it’s value and use for a customer:  

Agency Package Rights: this is a downloadable one-page PDF document which gives some 
bullet points of what the customer can and cannot do with the product. This document is 
usually displayed on a customer Welcome Page that your Agency OTO customers will be 
redirected to after purchase. Check out an example of such a document below the video.  

Agency Package Training: a way to add value to the agency package is to add in some training 
made by yourself. Usually your agency customers will be purchasing this package to use for 
their clients, so any sales-related training will be perceived as good value. These can be a series 
of 3-5 short training videos or 3-5 short written guides, with content related to how they can 
sell the service of the software they have purchased to online and/or offline customers.  
Agency Package Tools/Resources: another way to add value to your customers’ Agency 
purchase is to offer some resources. These resources should ideally help your customers with 
signing up clients for their business. These may be products similar to ones you use for 
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bonuses, or they may be some templates of sales letters, phone scripts, email texts – anything 
you can supply your customers that will be of value to them should be included.  

Agency Package Software Capabilities: if your agency package includes any extra software 
features, this should be discussed with your developer so this can be built in and tested well 
before the launch date. Examples of such features may be: removal of restrictions on a certain 
feature of the software, or simply more ‘back-end’ space in the software so the agency account 
can keep up with potential traffic your customer will send.  

Agency Package Terms and Conditions: this is a downloadable PDF document that has a more 
legal nature, which covers the legally binding terms between you and your customer and their 
use of your front-end product, with this upgrade. An example of this document can be found 
below the video.  

Agency Package Sub-User Accounts: if your agency package included an option to add subusers 
to your front-end product, you’ll need to decide how you are going to deliver these. Usually, 
this kind of upgrade is made for a software, so your developer should be able to easily build in a 
way for customers who purchase your Agency upgrade to be able to issue a set number of 
accounts to connect to their master account.  
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Sometimes we might offer two options for a user when they are purchasing a training or 
software.   

The first option might be for $27, for example where the visitor can purchase our product 
without Agency Rights.   

This means that if someone isn’t interested in helping businesses with your product then they 
can still buy it without those features.   

Then you might also have a $47 offer that a visitor can claim which includes the product WITH 
developer rights. So for visitors that do have an interest in helping businesses they can 
purchase this package to get all that they need to do that.  

Some examples of an Agency package being used are: 
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You have a social media updating tool that you want to sell to businesses. The tool is for 
personal use and you’re selling it with personal use on the front end. You want to find another 
upgrade that would be valuable to your customers. You decide to offer Agency rights as an 
Upgrade 1 option for your customers for $37. When a visitor purchases your front end product 
they are presented with the ability to get agency rights with your software after making a 
purchase.  

Another example of this could be that you’re selling a resources package that includes a wide 
range of Video Backgrounds. You want to offer an additional upgrade for this package so you 
decide to offer Agency Rights as Upgrade 1. When a customer of yours purchases your Video 
Backgrounds package they are immediately presented with an upgrade offer to purchase 
Agency Rights to your product.  

Finally another example might be that you are selling a training product about how to get 
better at selling from webinars. You decide that you want to give your customers the ability to 
sell your training product but only to offline businesses they are helping. You add in an Upgrade 
1 where a customer can purchase the ability to sell your training program to offline businesses.  

These are three different scenarios. 
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There are many different approaches that you can take when you sell Agency Rights to a 
product.   

The most important thing to keep in mind is that it’s really important to be very clear what 
‘rights’ a customer will receive and in your ‘Agency Document’ make sure you include all of the 
details about what a customer of yours can and can’t do.  
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Chapter #10:  
Whitelabel Upgrade 

This is another type of package that can be valued in your sales funnel. ‘White Label Rights’ 
basically means that your customer will get access to the rights to sell your product as their 
own keeping 100% of the profits.   

There are different types of this type of upgrade. White Label Rights is the most commonly 
used however there are also: Resell Rights, Private Label Rights and Giveaway Rights.   

You can choose which is best for you. We try to always offer ‘White Label Rights’ as it’s 
perceived as the most valuable of all of the packages. This is different from Agency Rights 
because your customers will have full rights to sell your product online and not only as a service 
to businesses or to businesses offline. A customer will have the same ability you have right now 
to sell your product to customers online.  
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White Label Rights can be offered for both a training product, a tools product or a Webinar 
Package. Anything you sell online can be ‘White Labeled’. There is some important planning 
that should go into making your product ‘White Label Rights’ so we’ll cover that now.    

White Labeling Training Products: when you decide that you want to add ‘white label rights’ 
into a package for a training product it’s important to first of all decide how the white label 
rights will look and how your customers will access them to sell. For a training product the best 
way is to package all of your training up into a single downloadable folder. Zip the folder and 
upload it to Amazon S3 for your customers to download within your membership area. Include 
a document with the given rights a customer receives and include any marketing material a 
customer might need in order to sell the product. The marketing material usually should 
include a PSD (Photoshop Document) of your sales page and a copy of your sales video. If you 
don’t want your customers to use your name when they sell the product then make sure you 
remove your name and face from the marketing material before zipping your files up so your 
customers don’t need to edit you out – you’re already edited out of the marketing material. 
From there when a customer purchases your white label training package they can download 
all of the training and marketing material to sell. Include a document with the rights a customer 
has and how these documents can be used and what minimum price they must be sold.  

White Labeling Software Products: for White Label software it can take a bit more preparation 
and work to prepare everything. It can also be different for Wordpress software and SAAS 
software. For example Wordpress software is much more difficult to rebrand. Realistically you’ll 
want to offer resell rights if you want to give users the ability to sell your Wordpress plugin as 
their own. If you have a SAAS software you’ll want to decide with your developer what the best 
way to allow customers to have access will be. Your developer will likely need to create a 
separate admin dashboard where customers can rebrand the software, edit, add or delete their 
own users and create their own unique registration from. You can also give them a way to use 
their own domain through what’s called ‘Domain Mapping’ within the dashboard. This is usually 
what a user will expect when they purchase your White Label Rights package. Include a 
document with the rights a customer has and how these documents can be used and the 
minimum price the product must be sold for.  

White Labeling Tools & Resources: if you’re wanting to White Label tools and resources, then 
it’s quite easy to do. Depending on what format these tools and resources are in, you should 
provide the raw files to your customer. This would usually be in the form of a Word Document. 
Leave spaces where people can rebrand your tools with their own logos, colors and branding. 
Include a document with the rights a customer has and how these documents can be used and 
what minimum price they must be sold.  
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Chapter #11:  
Coaching/Webinar Series Upgrade 

This is one of the more expensive upgrades you can add into your funnel, and when done in the 
right way, can generate a lot of sales for you. A coaching package is just that: your customers 
will be gaining access into a series of coaching sessions run by you. These sessions can be 
delivered in a number of ways; these can be written sessions you send to them, Skype calls, or 
mastermind-type webinars you run for all coaching package clients. Because of the nature of 
this package, it is priced quite high because there is a lot of time involvement from you that will 
require you to organize the sessions, and ensure you are helping your customers as much as 
possible to reach the results you promised them.  

Creating a coaching package may seem like an easy option, but in terms of your time and 
customization, it is likely to be the most hardest one. As it should be, the coaching package is 
usually priced higher, therefore more work must go into it.  

Before you offer a coaching package, you should clearly plan on what it will entail so you can 
sell it.  
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Again, put yourself into your customers’ shoes: they have purchased your front-end product, so 
what can you offer them in terms of customized coaching that will help them achieve their 
goals faster?  

A good coaching program usually lasts about 6-10 weeks, and includes at least one weekly 
group webinar. In between these webinars, you may choose to send out extra resources to 
your customers, as well as hold personal one-on-one calls. The amount of extra resources you 
give in between group webinars is completely up to you.  

Here is a standard coaching course that you may choose to use as inspiration to create your 
own:  
à 6 weekly 2 hour group webinars
à 3 one-on-one 1 hour coaching calls to catch up about where the customer is at
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à Daily emails of steps to take, inspirational quotes, or check-ins about how progress is going
à Supplementary resources such as software, guides and training to fast track success for
customers

What you would need to prepare for such an upgrade would be the following: 

1. A strict 6 week plan of the topics you plan to cover during the 2 hour webinars. These
should be created as slides, with any supplementary information or websites you want to
showcase – all planned out and ready to do. You should also create to include any extra
handouts you plan to ask your customers to download and use during the training sessions.

2. Next, you will need to schedule these 6 webinars inside your webinar platform such as
GoToWebinar, and post the link to the registration form onto a custom welcome page for
coaching customers only.

3. On your welcome page, you should also post a note about how the one-on-one
coaching sessions will run – do your customers need to schedule in a time with you? How do
they contact you about scheduling this time? What are the terms if either party cancels the
call?

4. On the welcome page, also supply any additional reading materials or resources you
want your customers to download. You may wish to give some initial bonuses for getting access
as well – these should be listed and available to be downloaded here.

The one key point is that your coaching course does not necessarily have to include one-on-one 
calls. The reality is that you may find that you have a large number of customers, and you 
simply will not be able to fulfil the demand.   

Think about this when you set out the terms of the coaching upgrade. 

One way to add a customized feature without one-on-one calls is to offer an initial one-on-one 
call to lay out some goals for the coaching course ahead.   

That way, you will spend one-on-one time with every customer, without having to commit to 
weekly or monthly calls to each.  
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Chapter #12:  
Facebook & Skype Group Upgrades 

Another easy but very valuable upgrade to your customer that you can upgrade is a Facebook 
group or Skype group. These types of groups are a popular add-on or upgrade that you can 
easily put together. Customers love them because they can connect with people within the 
same course as them. It’s good for you to because you can keep in touch with what your 
audience wants moving forward to support your customers.  

The two biggest things that can be a downside of an upgrade like this are: 

1. Customer Complaints/Support
If you’ve opened a group and customers are having problems with your software or training 
then it can cause issues. If it’s during a product launch this can become a major problem. For 
that reason, I always recommend that you don’t open a Facebook group during a product 
launch so you give yourself time to catch up on support and you’re not creating another 
channel that you’ll need to keep up with. When you open your group make sure you add some 
rules and specify exactly what the group is for and how it should be used. If you don’t want it to 
become a group for support then make it really clear within your rules that members should not 
post support queries or complaints inside of the group. This is a common issue that all group 
owners face. It can be prevented by making sure you’ve posted within your Facebook group 
description what the rules are. For a skype group this can be more difficult because there’s no 
specific place that you can post rules. If someone does post a support query, complaint or 
anything else that isn’t what you want within the skype group have some rules ready to post to 
remind them what is and what isn’t ok within the group.  
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Here is an example of some rules that you can use within this type of group: 

PLEASE READ FIRST  

This is a private community for [Insert Product name] members ONLY. 

There are a few rules all members need to read and abide by.  

These rules are:   

** No support requests here **  

This is not a group for 'support'. If you have a support query relating to JVZoo Academy please 
post it to [Insert Support URL]  

** Don't 'Hate on' or fight with other members ** 

Everyone here wants to make money in their business and connect with like minded people. We 
will not put up with any putting down or hating on other people or other marketers within this 
community. Lets keep it positive.  

** This is not a place to promote your products ** 

Ask questions, get help for your product but do not directly and intentionally promote your 
product to other members either via PM or by posting to the Facebook group.   

**Language** 

Lets keep it clean. There are young users trying to learn within the group. Let’s keep the 
language clean and respectful  

If any of these rules are broken you will receive 1 warning. If it happens a second time then you 
will be removed from the group.  

https://ibeginmarketing.com/funnelspdf


Page 40 

Whenever you open up a community group or a place where people can connect and share 
ideas around your product there is going to be some on-going maintenance that you’ll need to 
keep up with. This might be that you respond to questions your customers ask, it could be you 
provide advice or maybe you keep your customers engaged within the group. Plan in advance 
how much time you have to keep up with the group and make sure you have a strategy in place 
to manage your time before opening the group. If you can’t commit some time to posting 
yourself or come up with a system for someone else to help you to do it then it’s best not to 
offer this as an upgrade option. One good option if you’re limited on time yourself is to find 
someone who can manage your Facebook group for you. For example we have a Facebook 
account called ‘iGloo Man’ that manages our iGloo Facebook group. This means that members 
can get in touch with iGloo Man if they need a reply and iGloo man can post updates and keep 
members engaged. You can do the same for a Skype group also to manage communication 
within that Skype group.  

2.  Ongoing maintenance
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If you are confident you can manage these two major issues that affect groups then a Facebook 
group or Skype group is something that can add additional value to an upgrade offer or it could 
be an upgrade by itself that you can easily incorporate into your sales funnels.  

Chapter #13:  
Advanced Pricing Strategy 

It’s really important that when you decide to launch over JVZoo that you get your pricing right.  
If your pricing is wrong it can kill your launch before you’ve even started, even if your product is 
really good.   

A recent example of this is a membership software that 
launched on JVZoo not long ago.   

They decided to do a promotion and have a higher yearly fee for 
their software of $297.   

The first 2 hours went by and there was next to no sales coming 
in.   

They had everything in place correctly, they had all of the top 
affiliates sending emails out about their launch, they had put 
together a nice sales page and an attention-grabbing sales 
video. The software itself had been years in the making and 
solved a bit problem for people.   

After the first 5 hours of the launch it became very clear that if 
they didn’t make a change to their launch then it was be a 
complete disaster. They made the decision to change the price 
from a yearly to a one time price.   

Suddenly sales started coming in.  

Within 5 days the launch ended and after a very slow even 
disastrous start they had managed to bring in over $500,000 in 
revenue.   
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One simple change in deciding to make the price a one-time cost instead of a yearly cost 
resulted in probably $400,000 more in revenue.   

This price change resulted in affiliates making more money and customers getting in for a one 
time cost which they were really happy about.   
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Would they have made more if they had 
started off with a one-time cost? 

YES! 
If they had kept the price at a yearly cost it might have taken them 8 years to make $500,000 
from the members who decided to pay yearly instead of getting those users through the door 
within the launch period.  

Sometimes your price needs to take ‘the market’ into consideration. In this example they 
decided to price their product based on what they wanted for it, probably what it was worth. 
The problem was though that they hadn’t taken into consideration the audience they were 
selling to and what it was worth to them.  
When it comes to pricing there are a number of things you should consider when making a 
decision on what to charge because it’s such an important decision. Here is the most 
important list:   
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1. What is your audience willing to pay:
This is probably one of the most important factors. If your 
audience is not willing to pay the price that you’re asking for 
your product then you have a pricing dilemma. Your 
audience, who they are, how much money they have and 
how important your product is to them should be at the 
core of your choice when it comes to pricing your product 
correctly. What your audience is willing to pay is affected by 
a number of additional factors that we will cover here also.   
The first question in your mind should be ‘What is my average visitor willing to pay for this 
product?’.  

2. How good is your sales funnel?
This is an important consideration. You’ll notice that when we launched JVZoo Academy for 
the first time we actually added JVZoo Academy Mastery to the OTO1 upgrade and decided to 
add a product for $17 on the front end. Why would we do that? Well we knew we had a really 
strong sales funnel. The key and the only risk factor we had is that our front end product 
doesn’t sell well. If your front end product doesn’t sell well then you can forget about having a 
successful launch. We lowered our front end pricing to $17 which was a VERY low cost for 
what we were offering. We did that to make it a no brainer for 
our customer so we knew that a large amount of our customers 
would see all of our upgrades and because our funnel is strong 
we would be fine. As you heard about earlier on in this training, 
this strategy worked very well for us. We made 3X the amount 
we did on the front end from our funnel taking the launch over 
$300,000 in 6 days. For a training product the numbers we 
achieved were unheard of. It was only made possible by 
sacrificing the front end and charging less than we probably 
should have to ensure as many customers as possible went 
through our funnel. That brings me to the next consideration.  
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3. How good is your training/software/product? You need to look at your product and
very honestly establish how much your product is
worth. If you’re not sure then find someone who you
can ask to answer you honestly. Look at what else is
out there on the market and take into consideration
how in-demand what you have is. Sometimes you’ll
only have a small group of people who are interested
in your solution. There are two options you have in
this scenario.

Make the decision that most people are not going to buy and focus on your market.  Because 
you’re dealing with a smaller market make the product really valuable to that market and raise 
the price up to a higher amount. This means that people who don’t have a genuine interest in 
the product itself or the problem that it solves won’t even consider purchasing. The alternative 
is you do the opposite and you charge much less than the product is worth and then work on 
your sales funnel. This is also a good strategy because it brings in people who are curious or 
new and looking for something they can use online. You’re charging a lower amount so it 
means that they will consider purchasing even if they don’t know if they need it or not. We 
used this second option with JVZoo Academy. The product was new and we didn’t know how 
big our audience would be if we charged what we had assessed the product would be worth on 
the front end ($197+). We wanted to prove to people how valuable the product was and why 
their business couldn’t go without it. For that reason having a lower cost meant that more 
people were able to get access than they might have previously so we had an opportunity to 
show those customers how good our product was. If we had charged $97 on the front end then 
it would have been a much more difficult decision for those people they probably wouldn’t 
have bought.  Because they did decide to buy, because we had made the price a good price for 
them many saw how good the content was and decided to buy more of the upgrades when if 
we had charged a higher amount on the front end they may never have experienced how good 
what we had was.  

4. What comparable solutions or
competitors are out there in the
marketplace?

Is there another solution out there that has 
what your product has at a lower cost? 
What other products have recently 
launched or are about to launch that would 
change the perceived value of your product 
in the eyes of your potential customer?  
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If you’re competing against other solutions that have launched in the past or are launching 
when your product launches then you need to take that into account because your customer 
will be doing just that. The best way that you can do that is to find another angle, add 
something else to the product that your competitors don’t have. In this circumstance I don’t 
like to compete on price. The reason is that while you might be able to sell to people who are in 
the position they are ‘deciding whether to buy your product or not’ it’s difficult to sell your 
product to people that have already purchased your competitors’ products. Ideally you want to 
be able to sell your solution to a wide audience. If you can add in some additional features or 
come up with a new angle then you can not only sell to new people but you can also sell to 
your competitors’ customers as well.  

I’ve done this several times as both a vendor and an affiliate. 

One time there were two non-unique products launching over at the same time. They were two 
opt-in pop up software that were launching on the very same day. Both were comparable with 
very few features separating them. This is probably the worst scenario you can have when 
you’re launching or promoting a product. Most people chose to promote one over the other. 
What this meant is that over JVZoo there was a large percentage of people who were 
promoting both one or the other.   

My subscribers are on both mine and other peoples’ subscriber lists. I decided to promote both 
to my subscribers. I created a review explaining the pros and cons of each. Then I talked 
specifically about what I would do to add value to each of the software. I combined each with a 
product of mine that was great value. My subscribers would get my bonuses when they 
purchased one or the other. The bonuses I offered for each were different and just as valuable 
as the software being sold. I ended up outselling everyone in both products. The reason is 
because I had found a unique angle and offering for each. I had added enough value to justify 
my subscribers in some cases buying both software from me. This is an extreme example 
however it’s what you might have to deal with at times. The best thing to do when it comes to 
competing with other similar solutions is to find other ways of adding value to your offer. Yes 
you could use price however I would strongly suggest adding value in the forms of bonus 
addons, software, products or training.   
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5. Customer numbers VS price
The final consideration you should make is what I call ‘Customer Numbers VS Price’. In many 
cases over JVZoo it’s a good idea to consider how many people are going to buy at what price. 
For example let’s say you do two launches of two very similar products. You launch the first 
product and you sell 1000 copies of your product at $27 each on the front end. In total you 
make $27,000. The second launch you do you instead sell the product at $197 and you sell 200 
copies. You make $39,400. Do you see what I mean? Price can also come down to what your 
goal is. Sometimes if you want to continue to sell your product long term and your product is a 
really good product, you can charge a higher price. Depending on how many sales you can 
realistically generate at that price it could be better or worse for you.  

It’s not so simple though.  
In one example we were selling the front end product for either $27 or $197 on the front end. 

Clearly in this scenario if making money is your goal, the best option is to sell your product on 
the front end for $197 right?  

Not exactly…think about it. 

If you sell your product for $197 you are getting only 200 people to go through your sales 
funnel. You’ve got 800 less customers. Sure you’ve made more money however you’ve got 800 
less people going through your sales funnel. If you have a good sales funnel on both launches 
then I can guarantee that the $27 product is the better option because you make more money 
throughout the funnel and across the entire launch. You also have a larger customer base that 
you’ve gained from the launch that you can promote future products to making even more 
money.  
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You need to decide for your launch what your goal is and choose your price based on that. 
Some people like to sell their products for higher amounts and as a result they develop a 
reputation for that. Others like to sell their products for less and generate more customers.  
There is no right or wrong answer here – both are different but have positives and negatives. 
My preference is to always have a lower end product on the front end to generate more 
customers then let my funnel do the work making money for affiliates and ensuring the launch 
makes as much as possible.  

Here is the key question you need to ask: 

“What is the price where I make the most sales 
possible and generate the most money possible?” 

What price is that? Is it $27 is it $67? 

It all comes down to the factors I mentioned earlier, how good your sales funnel is, how good 
your marketing is, how good your product is.   

On a final note, something to consider: if you find that your product is selling very well at a 
lower price you can always increase the price.   

If you find your product isn’t selling well at a higher price then you can’t lower the price 
midlaunch. Make sure if you do choose a higher price that it works and it will sell well.  
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Chapter #14:  
How To Plan Out Your High Converting Funnel 

So you’ve created your upgrade/add on products and you’re ready to go.   

How do you decide what products go where within you funnel and for what prices? 

When it comes to pricing and where products go it really depends on what the product is that is 
on sale, whether it’s a training or a software and how much of a problem that it solves for the 
user.   

Usually when we offer upgrades within a funnel the goal is to generate at least 2X within the 
funnel than we did on the front-end offer.   

In order to achieve those kind of numbers it can help to include higher priced items within the 
funnel if you have something that you can charge a higher amount for.  

What I’ll do here is lay out 3 popular funnels that if you use correctly should work every time. 
See you in the next chapters to dissect these.  

Chapter #15: 
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Proven Software Funnel 

This sales funnel involves a front end software that might be priced at around $37.  $37 
is a common and proven price for a good software.  

OTO1 – Pro Features Package  
A Pro features package usually takes some planning. A common price for this upgrade is $67. If 
you’re able to sell this product successfully for $67 it will mean that your average cost per sale 
will increase substantially. Usually if you’re selling a product on the front end for a price of 
around $37. If the Pro features are valuable enough it’s usually not too difficult to charge $67 
for the upgrade package. If your product is a bit weak or your upgrade isn’t clearly worth $67 
one way to increase the price is to add ‘Agency Rights’ with this Pro features package as an 
option. So you might have $47 for the Pro features only and another buy button for $67 that 
includes Agency Rights to lift the value of the product itself. We talk more about adding 
multiple buy buttons to a single upgrade more in the advanced section within this course.  

OTO2 – White Label Rights Package  
When you’re offering white label rights you’re giving someone the rights to sell your product 
keeping 100% of the profits for themselves. You’re also devaluing your product and creating 
additional competition for yourself. Because this is often an easy upgrade to demonstrate the 
value for the price we usually charge minimum is $197. I have seen people charge much less 
and others charge much more. For us we’ve found $197 is usually the sweet spot that brings in 
the biggest return for customers going through the funnel. With this upgrade we’ve found it 
works well as an upgrade #2. The reason is that people get an opportunity to get pro features 
or another lower upsell before going to this OTO2 upgrade. There is always a higher chance it 
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will be bought here in my experience. This could also be sold as a separate upgrade on 
webinars or used as a 3rd upgrade as well.  

OTO3 – Agency Rights Package  
Agency Rights can be used to bump up the price of another product within your sales funnel or 
it can be used on it’s own. This is a good and popular upgrade to include within your sales 
funnel. The main reason it’s so popular is because a lot of marketers offer services to 
companies. You can charge $47 stand alone for agency rights for software quite easily.  

Chapter #16:  
Proven Training Funnel 

This sales funnel starts off usually with a lesser version of the training system. It might be that 
you offer training guides for $17 or something similar to that. It’s a good introduction to the 
idea and if people want to learn from the training guides they can.  

OTO1 – Full Product With Video Training  
This could also be referred to as an ‘upgraded training package’ if it’s training that you’re selling. 
A common strategy that marketers selling training products use is to sell ‘guides’ of the product 
on the front end and then sell ‘videos’ that describe what’s happening within those guides as 
the first upgrade. One was of describing this upgrade is that the front end product shows the 
‘what’ and the OTO1 shows the ‘how’. People can follow along to the videos much easier than 
they could a guide. You can also show step by step how to apply the method with training 
products. Price ranges for this type of upgrade again depending on what’s included and how 
much the FE product cost. I’ve seen this type of upgrade selling well at a price of anything 
between $37 and $197.  
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OTO2 – 6 Week Coaching Program  
This is a common and easy to fulfill upgrade. You can charge a higher amount because the 
perceived value of time on webinars with you is high. You’re the creator of the training product, 
an expert and your customers want to get closer to you in order to learn more. For that reason 
you can offer an upgrade like this for between $97 and $197 and achieve a good conversion 
rate. This usually works best as an OTO2 offer right after a pro features package or video 
training upgrade. As part of this offer you can include 6 live coaching webinars that go on for 2 
hours each and on top of that you can send out a replay. Customers will have the ability to 
jump onto the webinar live and ask any questions they want throughout the call. As an added 
bonus it can be a good idea to combine an upgrade like this with a private group specifically for 
members of this call.   

OTO3 – Facebook Group & Additional Training  
Another great training upgrade that you can offer is a Facebook group or alternatively if there is 
more training that fits in with your main offering you can add that in as an upgrade 3. Over 
JVZoo what works best if it’s a training or a Facebook group here is if the offer is priced at $27 - 
$47 max. Usually the final upgrade on the training product is a hard sell if you move above that 
price. $27 for a Facebook group and $47 if you’re offering additional training possibly combined 
with that Facebook group.  

Chapter #17:  
Proven Sales Funnel Mix 
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If you have both software and training that you want to sell or if the software itself is the type 
of software that really needs training for someone to use it effectively (like a Facebook Ads 
software for example) then it can be a good idea to mix the two within the same funnel. For 
this you might start off with software on the front end for $37 or even $67 depending on 
what’s included.  

OTO1 – Training that complements the software  
If you have some training that can complement your software or the other way around 
(software that complements your training) then this can be a really good place to add it. OTO1 
will give you a chance to make a good case as to why your training is complementary and really 
a ‘must have’ for the software. It’s usually a bit more difficult to charge a higher price here for 
training after a software front end product. It’s a challenge if you’re wanting to sell this at over 
$47.  

OTO2 – White Label Rights  
Then from there you can offer for example White Label Rights to your software at $197 if 
you’re selling software on the front end. It would be more difficult to make as much doing this 
if you have a training product on the front end.  

OTO3 – Agency Rights  
Again if you’re offering software on the front end a good mixed upgrade you can offer is Agency 
Rights to that software within this style of funnel. You can charge $47 and even $67 if you 
include a Facebook group with this offer.    

Always remember the psychology of your customer once they go through the sales funnel. 
Because they purchased your front-end product, consider what would be most useful for them 
to spend their money on based on the problem you know your front-end product is providing a 
solution for. Think about what value you can add through your upgrades to ensure your 
customer can fast-track their success.  

Chapter #18:  
Creating Funnels Within JVZoo 
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Once you have created your OTOs, you have your sales materials ready, and have decided on 
your pricing, it’s time to insert your upgrades into your JVZoo Funnel.  

As you may have seen in JVZoo Academy if you got access to it, you’ll need to add in the sales 
page URLs into the funnel into each respective upgrade you plan on offering, as well as adding 
the ‘No Thanks’ links at the bottom of each page to guide your customer through the funnel. If 
you need to refresh your memory, you can find out how to create a sales funnel correctly by 
clicking HERE.  

The more important question however is how you will deliver your OTO and where. 
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You can deliver OTOs in three ways: 

If it’s a software, your developer should be able to ensure that the extra features of the 
software get automatically updated inside the customer’s Front-End account.  

If it’s a downloadable product, you can create a stand-alone page, or add the link to download 
it onto a custom Welcome Page and add this into the Delivery URL section of the product’s 
listing inside the JVZoo products list.  

If it’s training, you can add these videos into a locked tab inside a membership site that your 
customers will get automatic logins to access the Front-End and upgrades through locked tabs. 

Be sure to get the delivery process right for your customers right from the start. 

One more thing to add in here, is that usually with upgrades, we like to give customers a 
Welcome Page they can access directly after purchase. Depending on which upgrade they 
bought, they will usually see a different Welcome Page each time they go to access their 
product.   

These Welcome Pages should look exactly like your front-end Welcome Page as you would have 
seen inside JVZoo Academy. However, two things change.   
One: the instructions for how to access the upgrade. In this section, if it’s a software or 
membership website that requires extra logins that will be getting sent to the customer, remind 
the customer to check their inbox. If it’s a downloadable product, you can add the download 
right here.   

Two: the ‘other upgrades’ section at the very bottom of the page should exclude the upgrade 
they just purchased that they are seeing this Welcome Page for.   

It just makes sense, because it shows that you are not trying to sell your customer into the 
same upgrade again. On your regular Welcome Page for all customers, you may list 2 upgrades 
inside the funnel at the bottom of the page.   

Say, your customer purchased the first upgrade, therefore on the Welcome Page  for their 
first OTO purchase, they should only see information and links to the pages that sell 
Upgrade 2 and 3.  

Chapter #19:  
Funnel Ideas & Spying On Your Competition 
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Once you’ve created one funnel you should always look to improve your upgrades and make 
them better. If you’re taking your product further than just doing one launch on JVZoo then you 
can continue to add additional products into your funnel and enhance your funnel.   

Your sales funnel itself doesn’t need to stop once someone has visited the upgrade pages. It can 
continue through your email sequence (which we will talk about in a later chapter). Continue to 
work on improving your funnel and ensuring it converts as best as it possibly can. Remember 
the more money you can make from your sales funnel the more you can afford to spend on 
advertising or recruiting more affiliates. If you’re able to create a better and higher converting 
funnel than your competitors you’re going to have more money to spend to make sales 
because you can afford to spend more.   

If you’ve decided you want to launch another different product to JVZoo learn from your initial 
launch and improve your funnel for your next launch.  
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Another great way to improve your sales funnels is to see what others are doing. What pricing 
are they using and how well is it converting for them?   

Pay attention to what products are being launched over JVZoo and what their stats look like. If 
you see a product that’s converting really well throughout its funnel, purchase the product to 
go through the funnel.   

Take screenshots of the different pages and take a look at the product and pricing of the offer. 
This can help you to learn what is working for other people and apply what you learn to your 
own funnels. In my case I have a file on my computer that I update every time I find a good 
funnel either over JVZoo or on Facebook.   

I take screenshots of all of the pages, I download any of the sales videos and I write a few notes 
of how the funnel looks. From this process I’ve been able to learn a significant amount about 
funnels and what is working right now in the marketplace.   
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Continually doing research and keeping up with what’s working over JVZoo is the best way to 
guarantee your sales funnels always convert.  

Chapter #20:  
Advanced Funnel Tactics 

One of the secrets to becoming one of the top and most recognized marketers out there is by 
creating an advanced funnel.   

Advanced funnels take a lot more work to put together but they also deliver a better 
experience for your customers and affiliates make more money.   

An advanced funnel is something you might want to work towards or you can incorporate parts 
of ‘advanced funnels’ into your marketing strategy for launches effectively.  

We applied two of these strategies to the launch of JVZoo Academy and I believe it increased 
our conversions by double within the funnel.  

Here’s why… 

ONE:  
Email Follow-up Sequence 
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An email sequence should be part of any launch that you do. Once a customer has registered 
there are software like markethero.io that will give you the ability to send email follow-ups to 
customers based on what upgrades they decided to buy or did not buy. You can choose to 
create what’s called an ‘advanced follow-up sequence’ where the software gets notified by 
JVZoo what a customer has or has not purchased. Based on that information you can send 
emails to the customer about different upgrades that are available they still have not yet 
purchased. You can experiment with other angles and if they do buy one of the upgrades then 
the software can move the customer into the next sequence that advertises the next upgrade. 
Can you see why this is such a powerful tool? You can email customers about the offers they 
have not yet bought to remind them to buy and present them with different angles or scarcity. 

TWO:  
Different Content Webinars Promoting Upgrades 
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Another great way to increase funnel sales is to run a live webinar once every day with unique 
content. Depending on what you’re product is that you’re selling you can create a new webinar 
for each day of launch and deliver a new strategy or more information about your product. 
Your current customers will be motivated because they know they’ll learn something new on 
each webinar. During the webinar make sure that it’s valuable to people, share a new strategy 
and answer questions. On the same webinar mention your upgrades, why your customers 
should want the upgrades and encourage them to get access to the upgrades. As you move 
towards the end of your launch each day remind your customers of the scarcity at the end of 
the launch, whether your prices will increase or products will close down. What you’ll notice is 
a huge increase in the uptake of upgrades. We applied this as one of our core strategies on the 
JVZoo Academy launch. It had a huge impact on why our funnel converted so well.  

THREE: 
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Automated Webinars 

Another common way you can increase conversions throughout your funnel is with automated 
webinars. This is an easy solution if you don’t want to spend time on a live webinar. This can 
also be a good solution long term. It’s very difficult to appear on a webinar every single day 365 
days every year. That’s where automated webinars can be really useful. They create an event 
that your customers won’t want to miss and you can have webinars scheduled on autopilot 
each day of the year within the time zone that best suits your audience. There are a number of 
current software that offer this feature and JVZoo also has this feature added within it’s 
dashboard.  
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FOUR:  
Live Chat Selling & Support Selling 

If you have a live support or support desk in place, an easy way to increase conversions is to 
train your team about how to sell upgrades to your audience. When someone emails your 
support desk it’s an opportunity to solve a problem for your customer and do a soft sell at the 
same time. One of the ways we engage our audience is we use Intercom live chat to help 
customers using our websites. Once their problem has been resolved we will either inform 
them of an upgrade they don’t have access to but might be a good fit or we will at times offer a 
temporary discount coupon for the customer depending on the situation. We also add a footer 
advertising our upgrades or other products within every support thread that gets open within 
our support desk. This results in consistent sales each and every day for us for other software. If 
you use a software like Zendesk it gives you the ability to add these footers in agents’ 
signatures.  



Page 64 

FIVE:  
Retargeting through your sales funnel 

Another great way to convert customers throughout your sales funnel is by retargeting your 
upgrades within your sales funnel. You can add a Facebook pixel to each and create separate 
ads for each of your upgrades. You can drop a pixel when a customer purchases your front end 
product and then retarget them for the upgrades. They will see ads about each of your 
upgrades over Facebook and you can also alert them of scarcity to increase the urgency.  

SIX:  
Scarcity through your sales funnel 

I’ve mentioned this a few times already but scarcity is the best way to increase conversions and 
ensure any customers that are realistically going to take action will take action.  

SEVEN:  
Downsells throughout your funnel 

One of the features that JVZoo allows for is what’s called a ‘downsell’. This is basically where if 
someone refuses your offer of say ‘White Label Rights’ for example then you can offer them an 
alternative deal. It might be that you discount the price and remove one feature or it could be 
that you offer a trial in order to attempt to sell the product. A downsell is a good way of 
converting your visitors into high priced items you strongly believe that they need. Sometimes 
it can be a money issue for a customer and in those situations offering an alternative lower 
priced package so they don’t miss out on a core feature they can really benefit from, a payment 
plan or trial can help to make a sale when it would have previously been a straight NO.  

https://ibeginmarketing.com/funnelspdf
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EIGHT:  
Multiple Buy Buttons 

Another way that we increase conversions throughout our sales funnels is with the use of 
Multiple Buy Buttons. These buy buttons can be used to help a customer make a decision that’s 
best for them. They aren’t necessarily to give a customer options within the funnel, they are 
more used in order to make the higher priced package look like a ‘no brainer’. For that reason 
you might include 3 prices. One might be a monthly cost of $47 per month. Another price might 
be $197 per year. Then you might have $197 One Time as your third price and you make this 
third price available ONLY during the launch period. It makes the $197 look like a no brainer in 
the context of the other prices. Not only that it reinforces that you’re serious about lifting the 
price after launch. We will usually use multiple buy buttons for this reason and it does help 
conversions. You can also use multiple buy buttons if you genuinely have more than one option 
and you want to give your customer the option to pick up one or the other. A recent example 
where we did this was within the Revamply launch. The Upgrade #1 that we had for the launch 
converted better than any other OTO1 we’ve ever had. We gave users two separate options to 
pick up the Upgrade 1. They could either pay $37 per month or $197 yearly. We had a lot of 
people picking up the $197 yearly (over 50% of customers in fact) and we had about 20% of all 
customers picking up the monthly fee. The major question that you need to ask yourself here is 
what your goal is. For us we wanted to achieve yearly sales. It’s money though the door 
immediately instead of monthly money coming in that’s not guaranteed after the first payment. 
We wanted to make the monthly an option only under the circumstance that someone couldn’t 
afford the $197 package. Your monthly should be affordable but clearly not the best option if 
you want to push the higher priced option. You should always look to push the higher priced 
package as well because its money through the door now and it’s guaranteed.  

Conclusion 
Congratulations! You’ve now reached the end of this training and can give yourself a pat on the 
back for going through it. The most fun part begins now – now is the time for action. You have 
absolutely all the information and knowledge that it’s taken us, and many other marketers 
years of trial and error to find out, so all you need to do is follow through on what we’ve gone 
through.  
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Building the perfect sales funnel is an art form. Of course, over time you will gain new ideas and 
inspiration from others around you, you’ll listen to your customers about what they would like 
to see, and you may change around the order of your sales funnel, but start from the basics 
we’ve given you in these last few lessons first. Become a master at the way good sales funnels 
work, so you feel confident going into launches knowing you are not leaving any money on the 
table.  

Keep your customers at the forefront of your mind. Granted, yes, a good sales funnel will make 
you money, but if you’ve built it right and your upgrades are of value, your customers will be 
buying them because they will be able to create value for themselves ten fold as a result. They 
will be able to not just make the money back that they spent with you, but gain the solutions in 
their life that they truly need.  

With this, we’d like to genuinely thank you for taking the time to go through this training. Now, 
go out there, and make your sales funnels and most importantly have fun!  
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