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Funnel Digital Marketing is led by 

digital marketing veterans who have 

worked with some of the world's 

largest brands in retail, travel, 

finance, and entertainment. 

Our premium services in search, 

social, video, and more allow our 

clients to achieve their goals by 

serving the right ad to the right 

audience at the right time.



What Makes Funnel Unique

• We have experience with the world’s biggest brands (Apple)
• Proven results for organizations of all sizesExpertise

• To prevent conflicts of interest, we only take one client per industry
• Access to Kenshoo, an enterprise-level digital media suiteExclusivity

• We’ll properly manage your online presence, provide two reports 
monthly, be available to address questions & requests, and more

• Easily available since we’re located in PTC (Launch And Go @ 
Highways 54/74)

Great Service



Today’s Agenda

Intro
Feeding The 

Funnel
Wrap-Up

• Summarize The 
Purchase Funnel

• Build Awareness

• Generate Consideration

• Drive Conversions

• Produce Loyalty

• Produce Advocates

• The Secret To 
Marketing… Revealed!

• Quiz (And A Chance To 
Win Free Coffee!)

• Q&A



Overview Of The 
Purchase Funnel



The purchase funnel is a consumer-focused marketing model that 
illustrates the journey a customer takes to purchasing a good or service.



Step 1 - Awareness

Before anyone can become a customer, they have to know you exist. That’s 
where the funnel begins: people becoming aware of your company.



Step 2 - Consideration

At this point, leads are very interested in you, but they still haven’t quite made 
up their mind. Some will lose interest, but others will commit to the next step.



Step 3 - Conversion

After making their way through the entire sales funnel, your 
lead has finally converted into a customer. (Congratulations!)



Step 4 - Loyalty

If the conversion experience was positive, your consumer will make more 
conversions with your company in the future.



Step 5 - Advocacy

If a consumer really loves you, they will produce referrals for you, and 
those people will then begin at the top of the purchase funnel.



How You Can 
Feed The Funnel

--------
Step 1 - Awareness



Strategies For Building Awareness

• To leave an impact with your audience, you have to present 
yourself as more than a company that sells stuff.

• Engage consumers with personality.

Be A Person, 
Not A Company

• Interact with your audience by asking questions, commenting on 
posts, and sharing content you like. 

• Post things unrelated to your product or services to prevent pitch 
burnout. 

Socialize

• Craft a narrative around your brand to humanize it & give it depth. 
• Weaving this narrative into your marketing inherently markets 

your brand alongside your products or services.
Tell A Story



Good Messaging Examples

Volvo is safe Old Spice is weirdly fun

Volvo Old Spice Warbly Parker

WP cares for others



Channels To Generate Awareness

Paid Media Earned Media Owned Media

• Facebook ads

• Radio ads

• Billboard ads

• Television ads

• Print ads

• Word of mouth

• Social shares

• Press mentions

• Website

• Facebook page

• Twitter account



Let’s Take A Deeper Dive

Awareness With Social Networks



All Age Demographics Within America Have A 
Healthy Presence On Social Networks

Source: Pew Research Center

18-29
90%

30-49
82%

50-64
69%

+65
40%



3 Social Platforms Dominate The US (But 1 Is The King)

Facebook
60.6% Of US Active 

Monthly Users

Source: Comscore, February 2020

Instagram
37.4% Of US Active 

Monthly Users

Snapchat
30.9% Of US Active 

Monthly Users



Many Businesses Are Bad With Social Because They 
Don’t Connect Well With Their Audience

Only 27% of social media user respondents will be 
prompted to purchase products after seeing content 
shared on brand social pages

51% said they would unfollow a business on social media 
if they published irritating posts

27% said they would mark/report the brand and page as 
spam and block them for irritating posts

Source: Pew Research Center



To Make Matters More Challenging For Businesses, 
Facebook Limits Reach For Organic Posts

Source: Mark Zuckerberg, 2018



Funnel Uses Paid Social To Target The Right 
Consumers & Generate Awareness

Senoia Bicycle is a full-service bicycle repair and 
retail shop located in historic downtown Senoia.

Because they sell expensive specialized bikes, 
Senoia Bicycle wanted to establish relationships 
with serious bikers with strong household 
incomes. These individuals are not too numerous 
and are spread out across Georgia (we were 
targeting as far away as Carrolton and Macon).

Targeted ads were responsible for increasing the 
store’s awareness by 50% over a year within the 
desired audience. The client estimated they 
received +$5 in revenue for every $1 spent 
cultivating those relationships.



How You Can 
Feed The Funnel

--------
Step 2 - Consideration



Strategies For Generating Consideration

• Show how you can be meaningful to consumers by serving a 
specific need in the market.

• Being too generic won’t create any differentiation for you when 
consumers consider their next purchase.

Position Your 
Brand Well

• Show how you can provide something to the customer that no one 
else can (i.e., lowest price, superior service, great location, etc.)

Highlight Your 
Value Prop

• Be consistent in the way you’re presenting your business.
• Communicate consistently with your target audience.
• Don’t overpromise on what your business can deliver.

Strong 
Communication



A Business Great At Generating Consideration
Apple Highlighting The 
Original iMac’s Value

Apple Positioning The 
Brand For Its Turnaround



How You Can 
Feed The Funnel

--------
Step 3 - Conversion



It’s critical to have high visibility in 
search engine results pages (SERPs) 
because these listings appear 
against individuals actively seeking 
your product or service.

Search Is The Best Conversion 
Channel For Your Business



There Are Two Dominant Search Networks

3.5 billion searches every day

88% 
US Marketshare

10% 
US Marketshare

398 million searches every day

Source: Statcounter.com, February 2020



Fewer People Are Clicking On Natural Links

2016: 63 out of 100 people click on natural links
2018: Only 60 out of 100 click on natural links

Desktop Mobile

2016: 40 out of 100 people click on natural links
2018: Only 30 out of 100 click on natural links

Source: Jumpshot, Q2 2019



Paid Search Is Capturing Natural’s Missing Clicks

Paid Search increases a 
website’s visibility within 

search engine results pages 
(SERPs) by placing text ads 

above natural results.

These ads perform 
particularly well as they 
appear against searchers 

actively seeking a product or 
service.



Studies Have Shown These Ads Can Be 
Incredibly Profitable

Businesses make an average of $2 in 
revenue for every $1 they spend on 
Paid Search ads. 

This makes sense because you only pay 
for traffic from queries you strategically 
decide to display your ad against.

Source: Google Economic Impact Report, 2017



Sweet Tea Yoga opened in early 2018 and sought to 
acquire new members in the south Atlanta area. 

In order to accomplish this, Funnel Digital Marketing 
implemented a robust marketing campaign to reach 
online users who were actively seeking information 
related to yoga. 

Once Funnel's campaign went live, Sweet Tea Yoga 
immediately experienced a +30% increase in visitors 
engaging with its online class schedule and an 
increase in client registrations. 

These new sign-ups were more cost-efficient than 
the price of a traditional mailer that reaches an 
untargeted audience, and overall advertising costs 
were reduced by 20%.

Paid Search Has Been Effective For Funnel



How You Can 
Feed The Funnel

--------
Step 4 – Loyalty

Step 5 – Advocacy



Strategies For Building Loyalty & Advocates

• Offer deals & emphasize that they are only for special customers.
• Keep the offers relevant by keeping track of what your customers 

most need.
Reward Loyalty

• Acknowledge that they’re engaging with you in-person & online.
• Reach out to them on special occasions (birthdays, holidays, etc.)
• Act on their triggers (i.e., major life event, major world events, etc.)

Engage Your 
Customers

• Ask them how you can serve them better (and offer them a 
reward if possible)

Encourage 
Feedback



A Business Great At Building Loyalty

$ale Mail 
Program



Smith And Davis Produces Advocates Online



The Secret To Marketing…



Serve The Sweet Spot!
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