
10-9-20 Funnel and Sales Pillars
 Wed, 9/30 7:12PM  9:15

SUMMARY KEYWORDSSUMMARY KEYWORDS

pillars, sales, framework, customer, tools, strategy, business, marketing funnel, generate, marketing,

offers, sell, create, funnel, buy, hand, successful, give, marketing strategy, harris teeter

 00:01

Welcome to another episode of legendary leaders, we have been going through the nine
fundamental pillars of business, right? We are talking about what we do here at legend
leaders, which is mastering the nine, to become part of the eight team mastering the nine
fundamental pillars to become part of the 18%. of brand new business leaders, first time
business founders to create a successful business. There are a lot of us who have never
created businesses before. And so the reality of it is, is that only 18% of us will ever be
successful at creating a good, sustainable solid, again, successful business. And that's
because we just don't focus on the right work at the right time, we don't lay the pillars in
our business to create a sustainable business, we're a one and done, right, we have one
huge couple of weeks of sales, and then we can not replicate it or reproduce it, or
continue to grow our business, we just can't, because we don't have a foundation. And so
that's what these pillars teach you. And that's what we at legend leaders arm you with,
okay? Right legend leaders, we're not here to do it for you. We can help you with a few
things. But ultimately, it's up to you, you create the non pillars in your business, we just
arm you with the strategies and the knowledge to help you do it. Right, we give you the
manual. And so what I'm trying to do over these last few episodes, and even today, I'm
trying to give you a high level view of these pillars because I want you to walk away from
these episodes, knowing what the pillars are, and then saying, Okay, look, I know the
pillars. I'm not afraid of them. But I don't know exactly how to do all this right? Or, hey,
pillars make sense to me. I'm already rolling through these. This is great. This is reconfirms
everything that I'm doing. I feel fantastic. So let me run faster, because I know I'm working
on the right things. Either way, it's exactly where I want you to be right, I want you running
faster on what you being successful in your business. And then I want you reaching out for
help if you need us. Okay, that's what we're here for. So with that said, let's go ahead and
dive into the next two pillars. The next few pillars are the sales and marketing funnel, and
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then your overall sales framework. So let's talk about sales and marketing high level,
that's what we're going to dive in overarching Lee today. First, is the funnel, right? The
marketing of the sales funnel. Now, the marketing the sales funnel, most people when
they hear a funnel, they think tools only right like Click Funnels or something like that.
That is part of it. Your tools are part of this pillar, but it's also the strategy that you use
within the pillar that matters. Okay, you have to have a marketing and sales funnel to find
your ideal customer, push them to your landing page and generate a sale. Right? To
generate revenue. But if you don't have a strategy around how you're going to do this,
how you're going to use the tools, then you're not going to make any money. And that's
where I see a lot of people fail is they think, Okay, let me just line up all these tools. Let me
just connect them all. Boom, okay, I should be making money. Oh, absolutely not, I mean,
you might get lucky and get a few sales. And that's awesome for you. If you do I'm ecstatic
for you, I always want you to get sales. But what I want you to get is sustainable
reoccurring sales. And to do that you have to have a strategy, you have to have a
strategy that works relative to where your customer is. Right? Otherwise, your marketing
piece won't work. The tools are only going to be half of your pillar. And the bigger you get,
the further along you get into your growth, the more tools you're going to want to use.
And the bigger your strategy is going to have to be.

 03:57

Make sense.

 03:59

You have to have a strategy on how you're going to use the tools. Are you going to start
off with just a lead magnet, right? give something away for free? You just going to try to
build your email list. And then are you going to try to sell to your list or you're going to try
to send them to something that you're selling rights in? Or, you know, are you going to
start off trying to sell your bottom tier low dollar item? Or are you going to start with your
high tier, you know your high ticket item that goes hand in hand with what I'm going to
talk about next. Okay, and I'm leading into it, which is your sales framework. Okay. The
tools and strategy the advertising strategy, the marketing strategy that you use the Kay in
conjunction with their your communication style and your brand and all of those other
pillars. lead your customer to your landing page. Your marketing strategy will lead them
to the tools you've started to use.

 04:55
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Okay, but

 04:58

how you generate the sale Is your sales framework? Okay? Now a lot of people get these
two confused. So I'm going to try to go through this at a high level and not generate
confusion. This is more so the sales framework is more so the sales methodology that you
use, what are your price points? Exactly? How many types of programs or products or
services or offers Do you present? Most people have a low middle and higher tier, right? So
the way in which you sell those is your sales framework. The way in which you use the tools
in the marketing to get them to see that is your funnel. Another thing that goes in the
sales framework are things like seasonal products or offers or special offers or, you know,
buy one, get one, whatever those things are. That's your sales framework. It's the way in
which you generate sales. Right? It's a way in which you put that that offer out there in
front of your customer. So that they can say, Oh, well, let's let's think of an example. Think
about the grocery store, right? You see flyer from what Kroger's, Harris Teeter, all these
different things. I'm in the south, right? So we have those out here. And so they always
have buy one, get one, and you know, buy two, get three or buy three, get two, bath and
Bodyworks. That's exactly their style, right? Buy three candles, get to buy three hand
soaps, whatever. That's their sales framework.

 06:33

It's how they do it.

 06:37

Okay, think about that. So that's your sales framework. In addition to these, there's also
the way you support your customer. And so their questions, provide details of customer
needs in order to feel secure in buying what you're selling. And part of your framework is
your money back guarantee, do you have a 30 day guarantee or a lifetime guarantee or a
one year warranty? What are those as part of your sales framework? Right? It goes with
your selling technique, because you're building trust as part of your sales framework, that's
not a tool. Okay, as nothing to do with marketing. That's how you're creating the sale
you're building trust. You can see how this can get really confusing. But when I when you
think about the funnel, I want you to think about moving people through a process. When
you think about sales framework, I want you to think about all the ways in which you
present your offer and all the offers that you have in the price and what you're known for.
Okay, how you typically present your items for sale and how you generate a sale. Do you
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do it solely online? Do you do it on a phone call? How do you do that?

 07:51

All right. Okay.

 07:54

Now, your goal throughout your business, but especially as a startup, remember, we said
this before, is to generate revenue. These are the two pillars that start this process. But
again, remember, your communication style connects your marketing with your customer.
Your brand explains why your customer needs their problem solved. You have to be
productive and execute on the work to get a sales and marketing funnel, put together,
right the strategy of how you're going to move people through the funnel, and then create
a sales framework. Without the other pillars, you're not going to stand these two pillars
up. They all depend on each other. Okay? The funnel and the sales framework are critical
to revenue generation. And they go hand in hand with the other pillars to create your
successful, sustainable long term business. So I want you to think about it. Do you have a
marketing funnel that you move your target audience through? And do you have a sales
framework that defines how you sell to your customer? If you don't, you're missing your
pillars. Think about how you get that put together. We've got one more pillar I look
forward to tackling that with you tomorrow. Go and be legendary.
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