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L ❤ V E  Y O U R  S A L E S  F U N N E L  

HELLO WORLD: BRAND AWARENESS AND ATTRACTION 

LOOKY HERE, A NEW VISITOR AT YOUR SITE 

SHOW YOU’VE GOT THE GOODS AND PROVIDE VALUE 

OFFER WHAT YOUR PEOPLE NEED & BUILD A BRIDGE 

FOLLOW UP WITH MORE THINGS ACTUALLY NEEDED 

SALE. NOW WHAT? 

KEEP SHOWING UP & GROWING UP 

THANK YOUR TRUE BLUES  



HI. I’M 

JEN W. O’DEAY 

Writer and owner of Feel These Words 
writing services business. Thanks so 
much for downloading “L❤VE Your 
Sales Funnel”. Let the “wild rumpus 
start” and the learning begin. 

At Feel These Words, I work to propel 
passionate entrepreneurs through 
growth stages by teaching, advising, 
and writing for clients. I find that newer 
entrepreneurs to seasoned business 
owners trip over what the sales funnel 
is, and how learning and adding
elements within the funnel can help 
them achieve their business growth 
goals. 

The goal of “L❤VE Your Sales Funnel” 
is to give you a map to help you 
understand more clearly the broad 
view of the sales funnel, and to identify 
where you’re doing well within the 
funnel and where you’ll likely want to 
focus on strengthening next for 
continued business growth. 

Let’s get started. 

L ❤ V E  Y O U R  S A L E S  F U N N E L  
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THE FTW 

BOTTOM LINE 

Because when they zig, you zag, and 
sometimes you put the bottom right up- 
top in creative business, the goal of 
the sales funnel defined in one line: 
to guide a stranger to sale(s). 

You did get into business to make 
sales, correct? You seek to serve your 
people, of course, and inspire a 
movement and change lives, but also 
to make income through sales, yes? 
(Did I just define business in one line, 
too?) Yes. 

Do you know why the sale funnel 
confuses so many entrepreneurs? 

Because, while 2016 reports from the 
U.S. Bureau of Labor of Statics show 
that approximately 55,000 passionate
people with entrepreneurial dreams are 
entering the realm of Internet business 
ownership monthly (yes, fellow English 
majors, the math = more than half a 
million at roughly 660,000 new 
entrepreneurs each year), not all of 
them have a degree in business and/or 
marketing. Hell, many have chosen to 
forgo college altogether, and are 
instead learning on the fly from the 
University of Google and the school of 
hard knocks. Business strategy and 
elements of business growth aren’t 
strengths within their wheelhouse 
{yet}.  
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How many professional photographers 
or brilliant life coaches consider sales 
funnel know-how their lead skillset?  

Do you know why some other 
entrepreneurs choose to bypass 
learning about the sales funnel? 
Because it feels derived from the 
corporate business world they’re 
looking to escape or avoid, and they 
want to do things differently. Right? 

Feel These Words: Anyone who 
doesn’t invest time into learning the 
concept of the sales funnel is flat-out 
missing out (and likely wondering why 
no one is coming to their website 
they’ve poured their heart and soul 
into). You don’t have to have a 
business degree or speak corporate- 
sounding jargon in order to take a nod 
from the roadmap that is the sales 
funnel—and you don’t need to reinvent 
the wheel in order to grow your 
business either. What you DO need to 
do is understand the concept of the 
sales funnel and then apply it 
creatively and complimentarily to 
your brand, as I’m about to do right 
meow. 
   
Let’s go.   

F E E L  T H E S E  W O R D S
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HELLO WORLD: BRAND AWARENESS AND ATTRACTION 

LOOKY HERE, A NEW VISITOR AT YOUR SITE 

SHOW YOU’VE GOT THE GOODS AND PROVIDE VALUE 

OFFER WHAT YOUR PEOPLE NEED & BUILD A BRIDGE 

FOLLOW UP WITH MORE THINGS ACTUALLY NEEDED 

SALE. NOW WHAT? 

KEEP SHOWING UP & GROWING UP 

THANK YOUR TRUE BLUES  

HELLO WORLD: BRAND 

AWARENESS & ATTRACTION 

Let’s say I walk into Target wearing a 
t-shirt that reads “Professional Badass 
Business Writer” on the front and “Feel 
These Words” on the back. 

A fellow shopper notices my shirt, and 
she’s been struggling with what (oh 
what) to write in her blog and feels 
unsure of whether her website even 
says what it should … because, 
struggling.  

BOOM. She walks right over to me and 
hires me on the spot for content writing 
and a website copy refresh. 

Ha ha. I mean it’s possible, but not 
likely right? 
But, she definitely notices my t-shirt, 
my service, and my business. 

Feel These Words: What are you 
doing to get your business noticed? 

F E E L  T H E S E  W O R D S



cont 'd.

That’s what the top of the sales funnel heart IS: Getting noticed with the intent of 
getting known. 

Social media platforms and posting, from saying hello to targeting with ads, 
creating content (see more on content in “Show You’ve Got the Goods”), hosting 
or attending local events or trade shows, joining and partaking in Facebook 
groups, opportunities and options are vast—and depend on who you want to 
notice you. 

   
The woman in Target didn’t notice my hair. Well, maybe she did (branding has 
many elements), but the point is that she noticed my t-shirt declaring that I’m a 
professional writer and she noticed my business. DO make clear, even at the top 
of your funnel heart, what your business is about. Inspirational posts on 
Instagram are great, but make sure your bio is crystal clear. (Had my t-shirt said 
“Writers Are Awesome” and nothing more was made clear—it wouldn’t have been 
nearly as strong of an experience.) Who is your brand, what do you offer, who 
do you seek to help, and how? 

My t-shirt at Target would have read, “Professional Badass Business Writer Who 
Helps Passionate Entrepreneurs Soul-Stretch and Get Through Growth Stages by 
Providing Concrete Know-How”, but that’s coming on a little strong. *wink* 
Listen, with a firm understanding of who your ideal client is and what they seek 
that you provide, you can transform the top of your sales funnel from a “spray 
and pray” (wherein you whip out anything and everything and hope to attract 
somebody, dear God, who needs what you offer) into a more honed funnel 
beginning.  

L ❤ V E  Y O U R  S A L E S  F U N N E L  

THINK  

HONE  IN  HERE  

IDEALLY  
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LOOKY HERE, A NEW VISITOR 

AT YOUR SITE 

I once asked an entrepreneurial group this question: Which is the most 
important element for your business: Website, social media, content? 

The answers received were fairly mixed, but my opinion is not: Website. Listen, 
there are a few exceptions to the rule and businesses who base their whole 
business model on social media platforms, but the rule stands stronger than a 
few exceptions. Social media and content are, no doubt, powerful tools … best 
utilized to bring your interested person to your storefront and strategic element of 
your sales funnel: Your website. 

The woman at Target who noticed my shirt (service and business) decides to 
check out Feel These Words. 

Maybe she checks me out @feelthesewordswriter on Instagram, connects and 
follows me, we share a few friendly comments → and she visits my site 

L ❤ V E  Y O U R  S A L E S  F U N N E L  

EXAMPLE:  

Maybe she checks me out at Feel These Words on Facebook and notices The 
FTW Blog on a topic she needs help with→ and visits my website 

Feel These Words: Maybe your person sees you on Twitter, or LinkedIn, or 
YouTube, or listened to you on a podcast or read an article about you? What is 
your business doing to get in front of and entice your people into checking out 
your website?   

F E E L  T H E S E  W O R D S

https://www.instagram.com/feelthesewordswriter/
https://www.facebook.com/feelthesewords/


SHOW YOU’VE GOT THE 

GOODS & PROVIDE VALUE 
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EXAMPLE:  
The woman from Target is now at my Feel These Words website. 

Feel These Words: Does your website provide your visitor a clear definition of 
who you are and how you can help them? And, does the idea of people coming to 
your website make you feel happy? If you feel more cringe than cool, it’s time to 
tweak your site. 

Branding, strategy, design, development, photography, copywriting—websites are 
large projects, crucial to business success, and the experience you deliver to 
your “interested stranger” at your website is make-or-break. 

Carefully consider one main point of your website: 

Referred to as the highest second click at websites, which means it’s the first 
chosen click by visitors as the first is considered them landing onto your site (and 
may include an opt-in, closing of box, etc.). But, then, your visitor is at your site 
and choosing what to click next—and About is the number one place they go. 

Your About is both the definer of who your business is and the separator of your 
business from competitors. It’s essential that your About page anchors your 
brand while connecting your audience to your unique story about what only your 
business can bring to the table. 

Are other elements of a website not important then? No, of course not, but 
talking websites is a book unto itself, and this is “L❤VE Your Sales Funnel”. 
Onward. 

F E E L  T H E S E  W O R D S

YOUR  ABOUT  PAGE:  



OFFER WHAT YOUR PEOPLE 

NEED & BUILD A BRIDGE 

L ❤ V E  Y O U R  S A L E S  F U N N E L  

Fancy terms: Offer a lead magnet or value proposition. 
Everyday speak: Give a “freebie” and/or a low-cost offering. 

Build a bridge that allows future relationship-building. (How? Namely by gaining 
your visitor’s email address.) 

Do your visitors know and expect this when they visit your website? In 2017, 
most likely yes. Most consumers and potential clients are familiar with the 
exchange of email address for X ← X is your opt-in, your lead magnet/value 
proposition, your thing you have or do or offer that they need, can’t live without 
and want to kiss you through their computer screen for offering—and for free no 
less! 
  
Just in case you’re thinking that there’s “gotta be something better than email 
marketing”, there is and there isn’t. Are there many ways to grow your business 
outside of email marketing? Yes. But, is email marketing a straight-arrow option 
that goes directly to your people (versus maybe they’ll see your FB or IG post, 
maybe they’ll catch that podcast you spoke on)? Yes. You’ll compete in cluttered 
inboxes and your people won’t open every single everything you send, but your 
people on your list have already shown interest in your business: Email 
marketing, then, is a hella strong bridge to build and your best shot at walking 
right over it, easily, into a group of people who are already interested in your 
business. 

Woman from Target visits Feel These Words, likes what she sees—and she’s 
intrigued by my opt-in offer that makes her feel understood. 

“Here’s someone who finally gets me and my passion for business growth and my 
growing pains because of it,” she thinks. “She writes a blog aimed at helping me 
through this entrepreneurial growth stuff? And she offers a free PDF called “L❤ 
VE My Sales Funnel”? Good God, thank God! I SO NEED THIS.” 
She decides to provide her email address in exchange for the value proposition 
I’ve created, and she looks forward to getting Grit & Grace on Business Growth 
via The FTW Blog. 

Feel These Words: A bridge has been built between the two of us and our 
connection and relationship begins to strengthen right here. The woman has now 
become (fancy term) a lead. What do you offer your people to create further 
connection, and is your website designed to build that bridge? 

THE  GOAL:  

F E E L  T H E S E  W O R D S

EXAMPLE:  



FOLLOW UP WITH MORE THINGS 

ACTUALLY NEEDED 
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The woman from Target, who now I know is named Laura, receives “Five FTW 
Face-downs for Business Growth and “L❤VE Your Sales Funnel” which she 
downloads and studies because she wants know-how. She feels more confident 
than ever in her understanding of how the overall, long-game sales funnel works, 
and can identify where she needs to improve and grow within hers. 

She then begins to receive The FTW Blog every so often in her inbox, discovers 
helpful content about business growth and writing advice, and Laura is becoming 
(fancy term) a nurtured lead, or a person brought further down the sales funnel
heart toward becoming a customer or client. 

FTW: How does your business continue to ensure that your people are made 
aware of what you provide that they seek? 

An email marketing campaign, a.k.a. automated nurturing sequence (FTW 
Definition: a set of one-after-the-other emails, pre-written and delivered in 
sequential order, designed to further guide your person into your core services 
and products; creativity and connection are key) 

An occasional, helpful blog post and/or a creative newsletter 

A personal email from you and possibly an invite to better address custom 
needs 

Quizzes and courses to help your people better understand something about 
themselves or their business 

Options are limited only by your creativity to “Following Up With More Things 
They Actually Need” 

EXAMPLE:  

F E E L  T H E S E  W O R D S
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SALE! NOW WHAT? 

L ❤ V E  Y O U R  S A L E S  F U N N E L  

You’ve made a sale! Congratulation, you can now retire. 

Riiiight. And, yet, unfortunately, many business owners drop the ball here. Maybe 
they let their nurturing sequence run its course and that’s it, or they ride the
struggle bus over content strategy and send nothing, or, in one way or another, 
they don’t follow up after a sale. 

This goes back to the “Five FTW Face-downs” and “Where do you see your 
business in 10 years?” One sale is great, but: 

• Business is long-game 
• Business is personal 
• You’ve forged an actual connection, which is crucial to business success, and 
you you’ve moved a stranger through your sales funnel to a sale = conversion = 
first goal 
• Your person will continue to be introduced to many other businesses similar to 
yours. Follow-up to make sure your nurtured lead, who has already purchased 
from you, keeps returning to you for future needs. 

Laura enjoys The FTW Blog every time she receives it. She’s fascinated to be 
learning about elements within the sales funnel that she wants to strengthen. 
(She’s also learned even more about what I provide at Feel These Words, things 
she might not have known if I hadn’t continued to follow up with her.) 

When it comes time for Laura to implement X for continued business growth, she 
reaches out to me at Feel These Words because she’s aware of what I offer, 
knows me better than strangers on the Internet, and trusts my delivery as we’ve 
already worked together.  

Feel These Words: How do you stay connected and nurture opportunity for your 
next sale? 

F E E L  T H E S E  W O R D S

EXAMPLE:  



KEEP SHOWING UP & GROWING 

UP: BUILD TRUE LOYALTY 

L ❤ V E  Y O U R  S A L E S  F U N N E L  

Because one-time shots won’t sustain long-term business growth and success, 
and because true brand loyalty is built over time, when you keep showing up— 
also keep growing up. Keep growing your own business and evolving, adding 
products and services based on what you learn from the people you’ve serviced. 

Send a follow-up questionnaire to your clients at the end of any sale, project, 
service. Listen to their answers and learn. 

Follow your clients on social media platforms, and stay present with their 
evolving needs. 

Watch, listen, and learn to continually tailor your new product or services to 
what you discover about what your people genuinely need. 

Laura and I have worked together twice now, each project adding another 
element within her sales funnel to help her achieve her growth goals. In one Feel 
These Words follow-up questionnaire, Laura expresses trouble understanding 
SEO and where that falls into her sales funnel. She also asks questions in a 
social media group we’re both in about “keywords” and “Google Analytics” 
(related to SEO). 

Guess what blog topic I might next write? Or, even, which service I might provide 
next at Feel These Words? And if and when I do—I’m going to notify Laura in 
some manner, because I’m going to “Keep Showing Up & Growing Up” and 
continually address her ever-changing business growth needs. And Laura is 
going to be over the moon that someone she knows, likes, and trusts is offering a 
service that she actually needs! 

Feel These Words: Do you follow up with your clients and ask for specifics? Do 
you listen to hear what your clients need? Do you see the benefit, for both 
parties, in doing so? 

F E E L  T H E S E  W O R D S
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THANK YOUR TRUE-BLUES 
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This is the final step in the sales funnel, the heart is full. This person who was at 
one time a stranger is now a long-term client, a True Blue. You’ve connected and 
developed a trusted relationship with this person and business, she’s purchased 
from you several times, and the two of you will skip merrily through life together. 
The end. 

But, in all seriousness, bringing your prospect to this part of your sales funnel is 
the goal of the sales funnel itself, but it doesn’t end there. A True Blue client is a 
natural advocate of you and your brand. She will gladly provide testimonial about 
your services (because she loves everything you’ve done together or she’s 
purchased from you) and certainly refer your business to others (because she 
trusts you). A True Blue deserves special recognition for her loyalty to you and 
your business. 

Honor your True Blues. I never take lightly that Laura continues to choose Feel 
These Words over competitors, or that she kindly refers business my way. 
I send Laura a Christmas card every year, and a special discount only available 
to her 

I notify Laura first when I’m offering a new service or product, before I open it to 
the public; I give her first dibs at availability 

I refer business to Laura, too, as business is two-way streets and I’ve come to 
like and respect her and her business as well 

Feel These Words: From loyalty cards to referral links, personal discounts 
to affiliate kick-backs, how does your business recognize and reward your 
True Blues? 

F E E L  T H E S E  W O R D S
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FINAL “L❤VE YOUR SALES FUNNEL” 

THOUGHT: DON’T FLAIL & FAIL   
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Tune in here: One final example, a saved-the-best-for-last kind of example. 

The sales funnel is not designed to happen all at once, you cannot rush building 
sustainable business relationships, and you cannot force a person through your 
funnel; nor is every person at the top going to end as a True Blue. 

It’s when you find yourself wanting to push, push, push (because cash flow—you 
need it yesterday along with validation you seek that this business you’re trying 
so hard to make work is actually working) that I see what I call “The Flail & Fail”. 

Remember when I walked into Target with my “Professional Badass Business 
Writer” on the front and “Feel These Words” on the back, and the woman (Laura)
noticed and was interested in checking out Feel These Words? 

Let’s say on that Target trip, I ALSO walk up to a stranger, wave my hand in front 
of her face, and yell, “Hi! I’m a writer, and my website is Feel These Words and I
really, really hope you’ll check it out because solid messaging and genuine 
connection are the key to conversion, and that’s what I provide and I’m so 
passionate about it! Here’s 15 of my business cards, but you can sign up here 
with your phone so I can begin emailing you and we’ll become friends and I AM 
THE WRITER YOU NEED!” 

This woman, who isn’t an entrepreneur and doesn’t need a writer, calls security, 
am I right? That’s how disturbed she feels at the experience I’ve just pushed onto 
her. AND.   

AND! Laura watched the scene unfold, and she no longer has any interest in Feel 
These Words. Too pushy. 

Another example of rushing and pushing—which actually pushes people away. 

Person follows me on Instagram. 
Leaves one comment like, “Great page! I really like your stuff.” 
Person sends me a private message that reads: “I’ve got this really cool thing, 
you want to join/purchase/buy?” 

Whoa. Do we know each other? I’m at the top of your sales funnel, just being
made aware of you and your business, and you’re pushing a sale at me? Now, an 
invitation for a business chat over coffee? I’ll probably take you up on that, 
thanks for asking! But a sale? Eeeee. 

F E E L  T H E S E  W O R D S
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cont'd. 

L ❤ V E  Y O U R  S A L E S  F U N N E L  

The FTW Bottom Line: Statistically, it takes seven “touches” before a 
person will purchase anything from a person/business. I sometimes assume 
that every person in business knows this rule, but it’s broken so often that it’s 
worth being the bottom line of “L❤ve Your Sales Funnel”. Within each of the 
levels of your sales funnel are multitudes of “touches”—or ways and options to 
make an impression, provide value, keep showing up and being available to your 
people with things they need—and each of the levels, together, are the long- 
game roadmap that is: “L❤ve Your Sales Funnel” to achieve your next level 
of business growth by systematically guiding strangers to sales with you.   

Feel These Words: What elements of the sales funnel does your business 
have in place and you’re doing well with? Which areas do you realize that 
you need to begin bettering to build your business growth? 

Please look forward to The FTW Blog when you see it in your inbox, and visit 
Feel These Words for advised options and writing services on elements within 
the sales funnel that you’re interested in building. Also, if you know the sales 
funnel like the back of your hand, but are now looking to begin launch-sequence 
marketing campaigns, creating polls and quizzes with multi-tiered, automated 
sequencing, and developing sales pages for courses, products, and services with 
customized email sequencing—the Twisted Sisters and The Perfect Storm of 
sales funneling—please contact me directly here for further discussion, subject: 
TWISTED SISTERS. 

I sincerely hope “L❤ve Your Sales Funnel” has provided you with insight and 
know-how. 

Grit & Grace, 

F E E L  T H E S E  W O R D S

FROM  HERE:  

http://feelthesewords.com/work-with-me

