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With Greg Hickman 
Too many online entrepreneurs sit down to setup 
their email sequence and make a huge mistake… 

They go to their inbox, and they see what everyone 
else is doing. 

What ends up happening is a whole-lot of nothing. 

If you want for your email funnel to impact your 
audience, you have to take a personalized, strategic 
approach. 

That’s why I brought Greg Hickman back on to the show. 

Greg knows the entrepreneur hustle, and struggle, better than most - and has 
prevailed in pivoting his business based on market feedback.  

You heard the 6 steps to creating your first TRUE email marketing funnel on the 
show, now it’s time to put it into action! 

PS. If you have any questions or comments on this eGuide, please feel free to reach 
out to me anytime on Twitter, @chrisducker 

Building Your First TRUE Email 
Marketing Funnel

http://www.chrisducker.com/118
http://www.twitter.com/chrisducker


With Greg Hickman 
 www.greghickman.me 

Step #1: Think “Picture Perfect” 

You need to get a bird’s-eye-view of what you think the perfect customer journey 
would look like in your business, so that you can start to map it out.  

Get out some paper and a pen, sit down, and start answering these questions: 

• Where do they find you? 
• What comes next? 
• When do you make them an offer? 
• What happens when they buy? 

http://www.greghickman.me


• What if they don’t purchase?  

Remember: It can take 7-12 ‘touch-points’ with a potential customer before you can 
get them to take 1 simple action. That’s why you’ll want to create an engaging 
funnel for your audience to experience. 

Step #2: Simplify 
After sitting down to map out your funnel, chances are high that you’ve thought it 
out to be much more complicated that it needs to be.  

It’s time to sort through the funnel to see what sticks, what needs to stay, and what 
needs to be taken away. 

A lot of us will drum-up a 30-part email series, forgetting that even 3 emails can be 
considered a funnel. 

Here are some of the best insights for 
keeping it simple early on: 

•Think simple. Get fancy later. 
•If you’re subscribed to other email lists, 
you probably just went to see what they 
were doing and maybe borrowed some of 
it. For now, don’t worry about others - 
those people are at different stages and 
will only cloud your funnel’s potential at 
this step. 
•Don’t over automate. If you’re a person: 
be personal. 
•Automation is for recurring behaviors 

that are already happening over and over in your business. It’s not for creating a 
new behavior that never existed.  

• Have a welcome series for your email list 
• Could be 3 emails, 7, or 10+.  
• Put a “PS” in your first email that mentions who you help and how you help 

them 

Need a great email marketing 
platform? Checkout Aweber – 
The EXACT email marketing 
service I use. Click to use my 

affiliate link and sign up free for 
30 days.



• Consider parts of your personality in your funnel. Nathan Latka sends out what he 
stands for by sharing what he stands against: big business. 

• After your first and second emails, email 3, 5, 6, should share your best “core” 
content.  
• In email 7, give them an offer.  

• Your lead magnets need to align with the different stages of where people are at 
in your customer journey. If you’re making an offer around using the paleo diet for 
weight loss, and you are educating them on what paleo is… A lead magnet might 
be “the 5 things you need to know about paleo” -  Email follow up would continue 
to teach them, show them how to get started, and ask “did you do it?”  

• If your leads are showing they are ready, you shouldn’t wait 7 emails to make an 
offer.  

• Here are 3 questions to ask yourself to find out what to offer your audience as a 
lead magnet to match your offer: 

1. What do most people come to my site hungry for?  
2. What’s the problem they are aiming to solve by coming to my site?  
3. How am I going to capture that lead? 

• When you create lead magnet - you want to capture a tiny sliver of what they’ll 
feel when they make the buying decision.  

• Go backwards from what you're going to offer as a way to know what your 
initial lead magnet and email follow up should be 

Step #3: Match Your Offer 

Have an offer that aligns with the intent your audience is opting-in with. 

Think about how John Lee Dumas does this: 

1. He offers the “Free Podcasting Course” (via a podcast) in iTunes 

2. The podcast leads you to an email series with the same name, that helps you 
along your journey 

3. The common theme in “Free Podcasting Course” is creating, growing, and 
monetizing your podcast 



4. John’s flagship product is “Podcasters’ Paradise: Create, Grow, & Monetize Your 
Podcast” 

See what he did there? ;) 

No the important takeaway here is this: 

John didn’t start with “Free Podcasting Course”… He started by building Podcasters’ 
Paradise and THEN built the lead magnets around his offer. 

Starting backwards is a powerful way to make sure your offer matches your lead 
magnet and the intent your audience is coming to you for in the first place. 

Step #4: Addressing New Customers 

Now that you’re starting to make sales from your funnel, you can take a break, right? 

Wrong! 

The work is just getting started! 

Think about what needs to happen from your new customer’s perspective in order 
for their experience to be a pleasant one: 

• Is there a ‘welcome’ email? 
• Do they need login info for a membership site? 
• Should you touch base to see if they’re enjoying the product? 
• Would their friends like to hear about their purchase? 

If you want to lower the likelihood that you’ll get returns, and heighten the chances 
of your new customer remaining one, and possibly buying more from you down the 
road… 

Then you have to automate this! 



Start back at #1: Simplify, in this guide, and now think about your new customer.  
Keeping it simple here is key, and you can get more advanced as you grow and learn. 

Step #5: How do you engage the non-buyers?  

Sending a simple email asking “why you didn’t join”,  or “why wasn’t this the 
membership for you?” will help you find out why they didn’t buy.  

If you spot trends in what your non-buyers are telling you, you can work towards 
fixing those things.  

Step #6: And Then What??? 

What happens after they buy or didn’t?  

Regardless of the scenario, you need to keep building and fostering the relationship 
you have with your email list. 

This applies for paid, as well as non-paid interactions. 

If you’re offering content upgrades – where 
your podcast episode, blog post, or video 
has a specific download just for that piece 
of content – you should follow up and treat 
the situation much like a paid interaction. 

Too many times I see content creators offer 
a product, and when you don’t buy, that’s the last you hear from them. 

If you have a weekly newsletter – keep sending it. Send over your best and newest 
content so that you can continue the relationship… and maybe, just maybe you’ll 
have a chance to change their life with one of your products the next time around. 

“Market like a magnet. Attract 
the best, repel the rest.”  

Chris Ducker 
< Tweet This! >

http://ctt.ec/bka05
http://ctt.ec/bka05


ACTION ITEMS 
(YES, THAT MEANS A LITTLE WORK!) 

1. If you don’t have a funnel in place already, go through these steps 
and outline your first three emails 

2. Put a “PS” and who you help/how you help them at the bottom of 
email #1 

3. Brainstorm your offer, or match your offer from the beginning of the 
funnel to setup your sale for success 



Small Business Owner, Blogger, Solopreneur 
Speaker, Podcaster, Coach… Author? 

The Entrepreneurial Community 
Where Nobody Gets Left Behind 

The majority of entrepreneurs today are fighting their business 
battles alone. They’re stressed, over-worked and tired. We also 
struggle to stay on track with all our project ideas and often burn 
out before getting our first real business off the ground! 

It’s easy to see why most entrepreneurs embark upon one failed 
business idea after another. It’s because they simply don’t have 
the support and knowledge needed to get it done right! 

The Youpreneur Community Changes ALL That! 

Private Members Only Forum 
Live Monthly Mastermind Call 

Expert ‘Chit-Chat’ Learning Library 
‘Done For You’ Process Blueprints 

Monthly Member Spotlights 
Member-Only Resources 

BONUS: Entire ‘Tropical Think Tank’ Keynote Archive 

BECOME A YOUPRENEUR TODAY! 
youpreneur.com

http://www.youpreneur.com

