Hello and welcome to Video #1. This is the introduction to Smart Sales Funnels. The whole premise of this video course as a reminder is to help you pinpoint the areas of your sales funnels in relation to your list and figuring out why, maybe, your list isn’t converting as much as it should be. 
If you follow step-by-step throughout this process and you implement this, you're more likely to be able to create a list that is more high converting than usual. Most people overlook this area and fall short on it and then once they build a list, it’s like, “Why in the world is my list not converting?”
So, first things first, before we actually jump into the meat, I want you to focus on your mindset. The reason why is because once you get your mindset down, it’s just easier to implement things. So, as far as building lists go, a lot of people think, “Well, if I have a list of a thousand or ten thousand or even fifty-thousand customers, I'm going to make more sales when I promote affiliate products or my own products” or anything that you're trying to promote, they think that. But the reality of that is that if you don’t really know exactly what your buyers want and what level they might be on, then it’s going to be harder to give it to them.
 For example, we want to think quality over quantity obviously. So, this course is about, smaller lists are better than bigger lists. The reason being is because if you have a premium buyer who buys just about everything in your sales funnel, their mindset often times is a lot different than a person who just buys your front-end product. Because that person who buys your front-end product may just buy it because it just intrigues them. The person who might buy through your whole sales funnel maybe like serious and they're thinking, “I really need to get this done. I really need to get it done fast. I want the end result faster.” That’s not to say that the person who only bought the front-end is not serious. There could be other reasons why and you could build them up to that. But right off the bat, you definitely want to set up your system to segment those buyers. If you're already doing that, that’s great. But there's a different system that I'm going to show you that integrates them into this to show you why a lot of sales funnels just are not converting as well. 
So, obviously,  customer is better than a prospect. Having a list of a hundred thousand prospects versus a thousand customers, I’d rather take a thousand customers any day or even a hundred customers any day versus a list of a hundred thousand. Because those customers have put you their trust in you to say, “Hey, I trust you. I put my faith in you. I bought your product and I like your product. I'm going to get more” versus the person who is kind of like, “I don’t know if I want to buy from you.” So, think quality over quantity. Don’t focus on the amount of the list; focus on the smaller but quality list so that you could invest in their lives.
What happens when you do this is this leads to higher conversion and higher engagement. Think about the people that are premium buyers. They tend to be a lot more high engaging. They've invested more so that they're going to tend to expect whatever that they bought – and they're serious buyers. It’s interesting but a lot of times, you can tell that the people that want everything tend to buy less; the people that buy more, they tend to be serious and they have serious expectations. But you have to find them and if you don’t set it up correctly, you will not find them. It’s not that hard and I will show you step-by-step how to do that.
But let’s first talk about how to do it and what to do. You basically need to segment them and then you need to give them  value. You don’t expect that just because you do this, it’s going to be the magical pill, the magical way to getting high conversions. You have to give them value, you have to think about them, and their interest as well.
Just to give you a quick videos overview, we’re going to dive in – this is Video #1. Number 2, we’re going to talk about the typical funnel. Basically, this includes how one-time offers generally are set up. Because this is generally how the majority of software systems set their one-time offers up, this creates a problem for you in the long run. So, I'm going to show you this. It’s going to be a really quick video but I'm going to make sure that you're aware of what's out there. 
Number 3, we’re going to talk about common mistakes and then we’re going to jump right in to show you what exactly you should do as far as mapping this out. And how to set up a smart one-time offer (OTO) 2.0 – this is what we called smart one-time offers, which will allow you to segment your premium buyers and offer other one-time offers to your premium buyers. 
The problem with all this is that this is great knowledge to have but unless you have the software tools in place, you're not really going to b able to implement this. So, I'm going to show you exactly what technology that you can use and then of course how to set it up using this technology. And then we’re going to integrate it into WordPress. I'm going to give you a free plugin that will integrate into this technology. 
And then of course, Video #9, we’re going to talk about profit checkout bumps. In addition to one-time offers and back in the sales, obviously, this is on the front-end but I wanted to throw this in to show you how to double, quadruple, or even more – multiply your front-end product so by the time they get to your checkout page, they want more even before you present them with a one-time offer. I'm going to show you a site that does this really, really well and how you can do it too.
What I want you to do now is just go ahead and jot this down. I want you to write down and map out your sales funnel. I want you to start brainstorming and thinking – what does your sales funnel look like right now and what do you need to do to improve on it basically? Because otherwise, as you go through this, you're not really going to know. If you don’t have a product or service yet and you're still in the process of maybe mapping out your sales funnel, that’s fine. This will be good knowledge for the future. When you get to that point, I want you to make sure you jot stuff down so you have it in writing because the goal is to pinpoint areas of improvement in terms of back-end sales and how your one-time offers are laid out so that you can segment and use the technology that I'm talking about to segment your premium buyers, okay? Great! So, now that we have covered the basics, let’s move onto Video #2. 
