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Introduction 

 

 

Hey! What's up everybody? This is Kam Jennings, a.k.a ZeroFatz coming at 

you on behalf of EpicConversions.com. I hope everybody's doing well out 

there. I want to thank you all, first and foremost, for your investment in Art of 

the Funnel: Blueprint.  It's a really good, good course. I'm really excited to 

present it to you so, with that being said, let's get on into the training. I've got 

a lot to cover today. 

 

 

 

Okay. So, Hi. I'm Kam a.k.a ZeroFatz, first and foremost, and I am a full-

time internet marketer.   I am a mid-level internet marketer.   I'm not rich. I 

don't drive a BMW. I'm just a normal guy. I drive a Dodge Caravan. That 

being said I do make a full-time living doing this stuff online.  This is what I 

do for money.  

 

You're looking at some stats of my last launch. This is Group Giants. I 

launched this January 2
nd

, 2016 and I'm not a perpetual launcher. I don't 

launch every single month. I don't launch every week. That's not my sole 

business model. I also run a membership site AdventuresontheRiver.com. I 

also run a blog, LifeandTimesofZeroFatz.AdventuresontheRiver.com. I also 

have a YouTube
©

 channel. I have two YouTube
©

 channels actually. I have a 

Face-book group. I just have lots of various things that I do. So, I don't just 

launch products but, I do launch products and I do launch them fairly 

regularly. I noticed that my sales funnel was a  big part of the revenue that 

came at launches and we're going to get into that.  

 

 

 

 

 

 

 

 



 Right there on the left, that picture is me. I'm hanging out at the park 

and I'm just kind of goofing off with my family and I'm really happy to be 

able to do that. It hasn't always been that way. I used to work a job just like 

everybody else and I used to grind it out. I didn't really care for my job. 

That's how it was. In 2010, I was fired from that job and I had to make a 

decision. My back was against the wall and I kind of had to make some hard 

decisions in my life.  

 

 

 Maybe, you out there are in the same boat as me. Maybe you're facing 

similar circumstances. Maybe your back is against the wall. I can tell you, 

looking back on it, getting fired from that job was probably the best thing that 

ever happened to me. I didn't feel like it at the time. I felt like my world was 

ending. I had a family to support. I didn't know what I was going to do but, I 

just kept fighting and I made decisions. I didn't just keep fighting. I made 

decisions. I sat down at the table and made decisive decisions of what I was 

going to do. I didn't just say, “Man, I don't know what to do. Man, it's like the 

world's against me.” I mean, I felt like that but, I made decisions and I moved 

forward. I strategized the future instead of dwelling on the past. 

 

 

 That's really important. Strategize your future instead of dwelling on 

your past, okay. Bad things happen to you, generally you can strategize a way 

out of it, you can find out what you are going to do, you can figure out what 

you're going to do. Sit down, figure it out and take action. I mean take 

relentless action. That's the only way I've achieved any kind of success is this 

taking relentless action. Now, there's going to be failure and there's going to 

be success. You measure the good with the bad and you adjust. That's the 

whole thing in a nutshell, just adjusting. You do something and you see if it 

worked and how well it worked and you learn from it.  

 

 

  

 

 

 



 

It's like this Group Giants launch that you're looking at right here. I 

launched this January 2
nd

. It wasn't perfect. It was not perfect. Not by any 

means was it perfect. Still, sold almost 500 units. Getting up to almost 5 G's 

in revenue. In about a week and a half it did that. So, I can't complain. It's 

pretty good for me. Still it wasn't perfect. There were things that didn't go the 

way I wanted them to and when  I launch my next one I'll do things a little bit 

differently. 

 

 

 That's it right! Take relentless action, learn from your mistakes, and 

adjust. It's not a big deal. It's easy. It's not really hard. You just have to grind 

it and move.  

 

 

 

 

Anyway, I just wanted to show you this picture because I wanted you to see. 

If you look, this thing made $4,699.00. You see the front end made $2,249.00 

but, then the rest of that revenue that made up the $4,699 came from my sales 

funnel: the upsell, the downsell, the congruent upsell. This all came from my 

sales funnel. Over half of my revenue came from my sales funnel. So, what 

I'm telling you is this is not some kind of special case.  This is normal. This is 

normal and that's why it's important you not only have a sales funnel for your 

stuff but, you do it the right way. It's done the right way because, if you do it 

the wrong way, you're not going to see results. Look at the last thing in my 

sales funnel. The most expensive thing in my sales funnel. You see how many 

of those coaching sessions I sold. Zero. One-hundred and forty hits and zero 

units sold. There's a problem with that. So, when I do my next launch I have 

to adjust for that. That's unacceptable. Every single item in the sales funnel 

should sell some. I had almost 5,000 hits at my front end offer. I had my sales 

funnel set up so that everyone saw just about every product in my sales 

funnel. To have zero sales on that coaching session is unacceptable. So, that's 

something I have to work on. But, that's what I wanted to show you guys. 

The sales funnel is super powerful when done right.  

 



 

 Now, listen. I've worked out a system to where it works really, really 

good for me and in Art of the Funnel Blue Print I want to lay that system out 

for you guys, how I do it and what works for me. You're going to notice that 

the way I lay it out for you guys, there's not going to be any coaching 

sessions in the sales funnel and the reason is this. 

 

 

  As you can see my coaching sessions didn't work out too well but, I 

could adjust it to where coaching sessions did work out good. I have people 

by e-mail always wanting me to coach them, so I know it's a problem with 

how I presented it in the funnel. The reason I'm not going to do coaching 

sessions in my funnels in the future and the reason I'm not going to lay them 

out for you guys in the Blueprint here is because you're trading your time for 

money, is what you're doing. The coaching session, you're trading your time 

for money and it's not as bad as working for someone else on the clock but, 

it's still kind of time intensive. You could be serving a lot more people in a 

different way besides coaching. Unless you just have a passion for coaching, 

I don't necessarily think it's the best use of your time. You're trading your 

time for money. 

 

 

 Anyway, that's what I wanted to show you guys about the picture. The 

sales funnel is super powerful. I'm going to lay out for you my new sales 

funnel and how I'm going to be taking it in the future and the reason I'm 

doing it is so you guys can do the exact same thing and make money because 

the fact of the matter is sales funnels make money and if you do them in the 

right way, no one hates you for it, people are thankful that you have the sales 

funnel in place so that they can get all the information they need. If you look 

at this Group Giant sales funnel, every single product in the sales funnel is 

congruent with Group Giants. It's all enhancing. It all makes perfect sense. 

Right? So there's a way you go about that and we're going to talk about it. So, 

let's go ahead and move on. That's enough about me. Yeah, let's go ahead and 

move on.  

 

 



“I never made a dime from finding reasons why couldn't get something 

done!” 

 

 

I wanted to start off with that little quote to you guys. I say it a lot and 

the fact of the matter is when you get in to try and make money on the 

internet and you're trying to do stuff in your free time a lot of the time and in 

between hours that you work and sleep and hang out with your family and 

stuff, as human beings, we tend to find reasons why we can get things done.  

 

“Aw man, I couldn't do that because I don't have this”, or, “Well, I was 

going to do a YouTube
©

  channel but, I don't have the right camera”,  or, 

“Well, I was going to write an e-book but I don't know how to do anything/I 

don't have any experience doing anything.”  

 

There's always a reason why you can't get something done. There's 

always going to be a reason why you can't get something done. But, the fact 

is that it doesn't matter if it's an excuse or it's a legitimate reason. Either way, 

you're not going to make any money coming up with reasons why you can't 

get it done. The only way you're going to make money is if you find a way to 

overcome those excuses or those reasons and you just work through it. Now, 

there are people out there with cancer who are working full-time. There are 

people out there with illnesses and no legs and all kinds of stuff running 

marathons.  

 

 

There are people out there all over the place that are finding ways to do 

things that they really shouldn't be able to do. By all accounts, the doctor's 

telling that quadriplegic there's no way he can drive but, this guy finds a way 

to drive anyway. So, there's a lot of people out there who are finding ways to 

do things that, honestly, they don't need to be able to do. The world has 

already counted them out from being able to do that thing. Take a guy with 

no legs running in a marathon. Well, man, if you've got no legs the world has 

pretty much counted you out. You've got a free pass. You don't need to run a 

marathon, do you, because you have no legs. But, this guy, he finds a way to 

do it anyway.  



 

 

 

 

 

 

 So, what I'm telling you is that you're going to have to be like the guy 

with no legs who runs the marathon in order to make this work sometimes 

and that's just the way it is. If you don't think you can do that, if you think 

that's too hard for you, then maybe you don't belong here. Maybe, you just 

need to go back and do something else because, I can tell you as an 

entrepreneur you're always going to face problems and obstacles. There's 

always going to be some little thing that's not going quite right that you're 

going to have to work around. Okay? It's always like that. Ever since I've 

done this full-time. It's always been like that. Whether it's my membership 

site not taking payments or one of my websites getting hacked or a launch 

flops or a YouTube
©

 channel gets terminated or whatever, there's always 

some little obstacle that's going to get in your way and mess you up. But, 

you've got to be like the guy with no legs who figured out how to run a 

marathon. That's how you've got to do it and that's the only way you're going 

to make money. So, as long as we're on the same page and you understand 

what you've got to be and what you got to do, let's get into it.  

 

Here's an overview of what we're going to talk about today. I want to teach 

you guys how to build a sales funnel and I want to teach you some of my 

methodology of why I do the funnels the way I do. Now, you saw my last 

funnel. You saw that my funnel made just as much as my front end product. 

Okay. Now, that's pretty awesome. That means that if you can get a front-end 

product to make $10,000, then that means you're going to make another 

$10,000 from your sales funnel. That's pretty sweet. So, let me teach you my 

methodology and how I made that happen.  

 

 

 

 

 



 Overview. We're going to talk about a conceptual outline first. I want to 

show you just what it looks like from a birds-eye view because I think that's 

important. It's important to be able to see it and stand back and look at it 

especially when you're talking about sales funnels because they can get a 

little confusing. They can get a little confusing and it's a little complex. So, 

it's nice to stand back and take a look at it. We're going to talk about the 

ethical bribe. This is the thing that you give people for free in exchange for 

an e-mail. It can be an e-book or a little video or an audio or whatever. 

Something cool that you give to them for free. We're going to talk about the 

tripwire. This is a very small front-end product that doesn't cost very much 

money. We're going to talk about the core product. This is a little more 

expensive of a product and it's a little more in-depth and it provides a lot of 

value. We're going to talk about the downsell product and we're going to talk 

about the congruent upsell product. You might be familiar with some of these 

terms but, you might not be familiar with them from my point of view and 

how I do them and how I see them and my take on them. That's what I want 

to give you today, is my take on all of these things and why I do things the 

way I do them.  

 

 

 

 We're going to talk about the continuity package. I ran a membership 

site called AdventuresontheRiver.com for three and a half years that allowed 

me the confidence to not do anything else. I had a part-time job for a little 

while. That membership site allowed me the confidence to even quit that 

part-time job and just be online full-time. It was absolutely awesome. It was a 

blessing to me. Alright, I love membership sites and I'm going to talk to you 

about continuity. I have an asterisk right there because I'm going to be laying 

out a blueprint for a sales funnel to you guys and I don't want you to be 

overwhelmed. I don't want you to think you have to have a membership site 

from jump. You can put the sales funnel together and then strategize the 

membership site as you go. But, you might not have the membership site at 

first and that's okay but that should be part of your plan. That should be part 

of your overall strategy, to put together a membership site. I'm going to give 

you some bonus training on membership sites. Super, super awesome and 

super important.  



 We're going to talk about the follow-up series. So, when someone opts 

in to your list and go through this little sales funnel, it's cool and it's great and 

you're going to make some money but, also their e-mail is going to go into 

your list and you want a follow-up e-mail series to hit them every single day 

and we're going to talk about that. We're going to talk about each e-mail that 

would go to them and how we're going to do that. There's a strategy to that 

too, about what it means and why.  

 

 

 

 We're going to talk about the blog because all this is going to happen on 

a blog and there's a method to that madness too, and I want to go over that 

with you guys. What is the blog going to be about, how are you going to do 

the articles, how does this all get done. What's the strategy behind it. We're 

going to talk about it.  

 

 

 We're going to tie it altogether and we're going to look at it from a birds 

eye view again and kind of tie it altogether and we're going to talk a little bit 

about driving traffic and then we're going to wrap it up. Okay, guys. 

 

 

 That's an overview of what we're going to get into. So, obviously, we 

have a lot to cover but, it's going to be great. You're going to get a lot of 

knowledge out of this and I'm excited to teach it. So, with that being said let's 

go ahead and get into it.  

 

 

So, before we really get into this, I want to show you guys my old funnel 

because, maybe you guys find this stuff really easy to digest but, me, when I 

start looking at sales funnels sometimes it can get a little overwhelming. I 

totally get that but, the fact is sales funnels make you money and if you do 

them in the right way, people love you for them. That being said, I wanted to 

show you my original sales funnel and it looks stupid but, let me tell you 

something, this is the sales funnel that allowed me the opportunity to just quit 

all jobs and just work for myself. This simple little model. I had a YouTube
©

  



channel and it drove traffic directly to a membership site and that's all it did. I 

had a YouTube
©

  channel and I provided good value on my YouTube
©

  

channel  and in every single video that I did, I pitched my membership site in 

addition to giving good value in the videos.  Give some good value in the 

video then, I made sure that I promoted my membership site in the video. 

This drove traffic to my membership site and it did really good and it made a 

lot of money and it was awesome.  

 

 

 I just want you guys to know that as we get into this, and some of you 

might think, “This is really confusing, I don't know if I can do all this”, just 

remember you can take parts of it, you can use it all or, if all else fails, set up 

a little membership site and drive traffic with a YouTube channel and you can 

make good money doing that too. There's a lot of ways to skin a cat is what 

I'm trying to tell you guys. Don't let this overwhelm you. Use it, get as much 

as you can out of this training, do not let it overwhelm you. Make it help you. 

Use it for everything it's worth. Okay, let's move on. 

 

 

 So, here's a conceptual outline of what we're going to be talking about 

in this training. I want you guys to set up a blog and we're going to get into 

that later on in the training but before you even set up a blog we're going to 

create some products and the products are going to be part of the sales funnel. 

But, let's follow the sales funnel like we're traffic. The traffic's going to hit 

your blog and then there they're going to be offered a free thing and this is 

like an ethical bribe. We call it a bribe because we're bribing them for an e-

mail but, this bribe is going to be something cool that helps them. 

Immediately helps them. It's like my ethical bribe for Epic Conversions is 50 

Ways To Flood Your Website With Targeted Traffic is instant. Every shape of 

the word it is instant, instant gratification. It can immediately help them. It's 

going to help them drive traffic to something. So, pretty cool.  

 

 

 

  

 



So when traffic opts-in and gets the free bribe they are going to get 

offered the tripwire product. They're going to. As soon as they opt-in, 

BOOM, they're going to land on the sales page for the tripwire and it's going 

to offer them. The tripwire is going to be congruent with the ethical bribe. It's 

going to be something similar that really compliments it. We're going to get 

into these things individually and we're going to talk more about them but I 

want to give you this kind of conceptual thing first.  

 

 

 Now they can say yes to that offer or they can say no. If they say no, 

then, boom, they go to the download page and they get their freebie but, also 

they get put on your auto-responder and you're going to send them an e-mail 

sequence. So, they're going to be hit with those offers again during that 

sequence. And, we're going to talk about that sequence and how to do it and 

what we do and it's fine. We're going to get into that.  

 

 

 So, if they say yes to the tripwire offer-- and we call it the tripwire offer 

because it's a low monetary product, it doesn't cost very much. Five to twelve 

bucks. If they say yes to this, then we're going to offer them a core product 

and many times the core product is a more in-depth version of that tripwire 

product. We're going to talk more about that but as a conceptual outline we're 

going to show you the path of the traffic. 

 

 

  Now, if they say no to this core product, what's going to happen is they 

get offered a downsell product. If they say yes to the core product, they're 

going to get offered a congruent upsell product. After that, they are going to 

go to the download page with their products and they're going to put on a 

buyer's follow-up series.  

 

 

 

 

 

 



 So, that's the end of the funnel. One, two, three, four. Right, so, if they 

say no to the core product, they're going to be offered a downsell product. 

This product is going to be of equal value to this tripwire product. We're 

going to talk more about what this is but it's going to be of equal value and 

this product right here is going to be cool. It's going to be something in 

addition to what this does and we're going to talk about all of these a little 

more in-depth but just for an example, this downsell, let's say, if this ethical 

bribe was traffic driving tactics and this tripwire product that they paid for 

was a list building course and this core product was the whole video version 

of the list building course and this downsell was a course on effective e-mail 

marketing because if this tripwire product was a course on list building then 

it makes sense that our downsell would be very, very congruent with what 

that is because they bought the tripwire and they didn't want to spend on the 

upsell for the tripwire but they might be interested in an e-mail marketing 

course because it's going to be cheap and it's going to be very congruent with 

the tripwire. So, pretty cool.  

 

 

 So, if they say yes to the downsell what we're going to do is offer the 

congruent upsell. And the reason we're doing it is because we want them to 

see everything in our sales funnel. We want to get our traffic to see as many 

things in our sales funnel as possible.  

 

 

 Now, if they say no to the downsell that's fine we're going to send them 

on to the stuff they bought and we're going to put them on a buyers follow-up 

e-mail series. Now this is just a little bit different from a normal follow-up 

series because the people on this list haven't bought anything from us yet. 

The people on this list have bought something from us. So, it qualifies them a 

little bit differently. Their in a little bit different category from these people.  

 

 

 

 

 

 



 

Now, a lot of people you might hear them say that the buyers list is the best 

kind of list. I don't put as much stock into that as some people, especially 

when I know it depends a lot on where your traffics coming from. If your 

pulling a lot of traffic from other peoples list, from affiliate offers, then the 

buyers list isn't quite as valuable. You have to warm those people up. So, I'm 

not going to say that this buyers list is way, way, way better than this follow-

up freebie list. What I will say is that it's a little bit different. You know a 

little more about these people than about these people. We know these people 

here will spend money. That's a good thing to know.  

 

 

 

 Anyway, that's the conceptual of this. That's the conceptual and if you're 

wondering, 'how do I set all this up. I don't know how to set up all these 

pages. I don't know how to do all this stuff', all I can tell you is if you're using 

a platform for these products like JVZoo or WarriorPlus make it very easy to 

set up a sales funnel. Make it very, very simple.  

 

 

 

 The second thing I want to tell you guys is this product, this Blueprint 

Product, it's a talk through. I'm going to present you guys a blueprint, a 

PowerPoint presentation blueprint, I'm going to walk you through my 

process, why I do what I do and how I do it but, I do want you to know 

there's a supplemental to this training and it's called Art of the Funnel Digital 

Takeover.  

 

 

 

 

 

 

 

 

 



That is me showing you how to do each and every one of these things. 

It's module by module; There's a module for the blog; There's a module for 

the ethical bribe; There's a module for the tripwire. So, it's a whole lot of 

value and it walks you through every single thing. Some of you guys learn 

better that way. Some of you guys are cool with just this talk-through and I 

can appreciate both of those kinds of people. I'm kind of a visual person 

myself so, I kind of appreciate getting to see someone do something. But, 

that's up to you guys. It's different for everybody. So, I wanted to present this 

training in two different ways. I wanted to present the actual training right 

here in the blueprint but, then I wanted that supplemental training that goes 

really into depth on each thing so people can see what to do and how to do it. 

So, it just depends on how you learn the best. So,  this is it. This is it right 

here. This is the conceptual outline. This is the birds-eye view. Let's move on.  

 

This is my last sales funnel. In the beginning here, I showed you this, this 

Group Giant sales funnel. Now, I want to show you what it looks like when 

we have it mapped out.  

 

 

 So, this is the Group Giant sales funnel. These were the prices. Right 

here I have the seven dollar front end. When people bought that, they were 

offered the $19.00 video walk-through. This was basically the more in-depth 

training that went along with this. So, they could get this one and they could 

get this to get the in-depth training that's with it. Now, if they said no to this 

they would get offered this downsell. This is an affiliate product. This is not 

an affiliate product like affiliate. It was my product but it was showing them 

how to do affiliate marketing and that was a very congruent offer with Group 

Giants. So, this one plus this one is only $14.00. It made sense for them to 

buy this. So, as a result a lot of people picked this up. So, if they turned this 

down and they felt like they didn't need the video walk-through, they were 

good with just the e-book, and it was good and fine, they were in for seven 

here and they turned down the nineteen and then they were offered another 

seven that was highly congruent with this one. So, now in their mind, in the 

mind of a customer, 'well, that's only 14 bucks. I'm good with that. That'd be 

good training. Cool.' That works out. Now, once they buy this. They've 

already been offered two products. So, if they say yes  to this, they get 



offered this, The Affiliate Command. This tools an upsell of $27.00. Now, the 

Affiliate Command is kind of like a way more in-depth training to be an 

affiliate marketer. This is a way more in-depth training. This is $27.00. So, 

they get offered this. So, if they bought this, we know they're interested in 

affiliate marketing a little. Right? Cool. So, let me offer you a really cool 

affiliate marketing course at $27.00 and a lot of people took up on that. So, if 

they say yes to this, I offer them the coaching. If they say no to this I offer 

them the second downsell which is the Affiliate Agenda. It's another seven 

dollar course. Do you see a pattern here? This is an Affiliate product. They 

say no to the more expensive Affiliate product then, they might say yes to the 

cheaper affiliate product. Now they got this Affiliate product and this 

Affiliate product, both of them are really congruent with this front end offer. 

As a result, I get a lot of sales in my sales funnel because I'm hitting 

everybody at every point and I'm keeping my offers very congruent. I hope 

this makes sense to you guys. I know it might seem a little complex or 

confusing. I hope it doesn't. You guys saw the results of my sales funnel. You 

saw I had no sales right here. People saw it, they weren't really buying. So, if 

I wanted to repeat this funnel, it's important that I change this offer. And let 

me tell you guys something. If you're thinking that $97.00 is the problem, 

trust me it's not. That's normally what I'd think too. “That's too much money, 

that's why it's not selling.” That's nonsense. That's absolute nonsense. It's the 

way you present it. You have to present it in the right way and it'll sell. 

Obviously, this wasn't presented right. I didn't present it in the right way or it 

would have sold more.  

 

 

 The reason I'm not going to do coaching in sales funnels anymore is 

because, number one, coaching-- when you're going to be dealing with 

people one-on-one, it's really important that you're dealing with the right 

people. You don't want to coach just anybody who needs to be coached. You 

really have to qualify people for coaching. You don't want to just be working 

with any weirdo because a lot of people are flaky and a lot of people don't do 

the things you tell them to do. It's just a nightmare. Some of them don't even 

show up for their coaching sessions. It's just nonsense. So, if you're going to 

do coaching you really want to qualify those people and make sure they're the 

right people and when you put coaching in a sales funnel you don't get to 



qualify anybody. Anybody can buy the coaching. I'll tell you a little side story 

to that. It's not quite accurate. The sales funnel that you saw there, the stats on 

Group Giants is not quite accurate. What you don't see on those stats is that I 

actually had three sales on the coaching and they all ended up being refunds. 

And let me tell you something. All three of those people who brought the 

coaching, they bought every single item in my sales funnel, they never 

opened anything and a month later wanted refunds. They never contacted me 

for the coaching. Never did anything. They bought everything and never did 

everything. So, it was kind of crazy. That's the true story on that. However, 

I'm telling you guys, if you put coaching in a sales funnel, there's a good 

chance it's going to bite you in the butt. That's just the way it is. Do what you 

want to do but, if I position that a little bit better, I'll sell more $97.00 and I'll 

have more of a nightmare for that $97.00. It won't be worth it. You're better 

off putting something else right there.  

 

 

 Anyway, that's enough on my last sales funnel. I just wanted to show 

you guys what it looks like. This right here. This is something that is mapped 

out in WarriorPlus. I did this in WarriorPlus and you see things just like this 

in WarriorPlus. This is a screen capture from WarriorPlus. So, this is how 

easy it could be to put the sales funnel together. You can see it really nice and 

easy just like this. So, don't be intimidated by how this stuff comes together. 

It's not that hard. They make it easy for you. So, I'll tell you how it goes for 

you guys. If you have a blog and you have a free offer, as soon as someone 

opts-in for your free offer, instead of sending them to the download page for 

the free offer what you're going to do is you're going to send them to the first 

sales page for your sale offer, like the Group Giant sales page right here. 

Obviously it's not going to look like a normal sales page. It's going to be like 

a video or something and you're going to be like, “Hey, thanks for picking up 

my free product. I really appreciate your interest in my blog and my stuff”, 

and then offer them this next thing and that's what the sales page is going to 

look like right here and then you're going to be on into the sales funnel. 

Pretty cool. Pretty awesome. You're going to make a lot more money from 

your e-mail subscribers this way. Very, very important. Let's move on. 

  

 



The first one. The first thing. The ethical bribe. Price. It's an e-mail, 

right? Price for the ethical bribe is a simple e-mail. Five things that are really 

important in the ethical bribe, it has to have a little entertainment value. You 

can do this simply by adding a little bit of a story in your product. Tell a little 

bit about yourself. Tell a little bit about yourself. This provides entertainment. 

Since the dawn of time we have been conditioned as humans to love stories. 

This is how we entertain each other since the caveman days, telling stories. 

So, it's in our nature to love stories. Tell a little bit of a story is all you need to 

do to provide entertainment value. Pictures are entertaining. There's a lot of 

different things you can do to add a little entertainment value to your stuff but 

you want to make sure you're being conscious of it and you're doing it.  

 

 

 The next thing is Branding. You really want to brand your stuff. Look at 

this stuff you're watching right now. If you look in the background right now 

it says Epic Conversions. It's on every slide. I'm branding my blog right now. 

You want to do this on your ethical bribe. 

 

 

 Then you want to provide actionable content. What I mean by 

actionable content is you want to provide a kind of step-by-step thing. You 

want to show them what to do. Okay, I'm giving you guys a lot of content 

right now and a lot of information but, I haven't given you a step-by-step 

course to take yet, have I? As soon as I do that, as soon as I say, “Okay, this is 

what you want to do. First, you're going to do this, then you want to do this 

and then you're going to do this and then you're done.” As soon as I do that, 

as soon as I take it to that level, it becomes very actionable and that makes 

the course even that much more valuable. So, this is something you need.  

 

 

 The next thing you want to make sure you're solving a specific problem 

with this ethical bribe. Make sure you're solving a specific problem. Look at 

the ethical bribe for Epic Conversions. 50 Way to Flood Your Website with 

Targeted Traffic. It solves a very specific problem and this is important. Also, 

whatever it solves, it should qualify your e-mail list. What I mean by that is if 

you're doing a blog on dog training, your ethical bribe needs to be really, 



really targeted to people who are interested in dog training. You're going to 

be selling these people products on dog training, you're going to be doing 

affiliate promotions for people who are selling products for dog training. You 

only want people on your list who care about this one thing. If you're putting 

the wrong people on your list then you're not going to be doing good with 

your e-mail marketing. So, the right people need to be on this list. So, your 

freebie, your ethical bribe needs to qualify the people right off the bat. You 

need the people to be very targeted. 

 

 

  So what's the purpose of the ethical bribe; to build your list obviously 

but also to bond with your prospects. The people who are reading on your 

blog, the people you're driving traffic to your blog to, you want to bond with 

them a little bit. That's why you brand it. That's why you provide the 

entertainment value. You want to build trust with them. A part of building 

trust is getting to know them. A part of building trust is giving them things 

that will help them. That's where the actionable content comes in. That's 

where solving a specific problem comes in because when you help people 

they tend to trust you a little bit more. Then, obviously, you're qualifying 

your prospects with the ethical bribe. You're qualifying them. You're making 

sure they're the right people. If I'm doing a blog on dog training and I know 

I'm going to be selling stuff about dog training, I don't want some cat on my 

list that likes hot air balloons. It doesn't make any sense. I only want certain 

kinds of people on my list and I'm going to use my ethical bribe as a way to  

get just those kinds of people on my list.  

 

 

 I hope that makes sense to you guys. That's the whole thing on ethical 

bribes.  

 

 

 

 

 

 

 



Now, I'm putting these things in the order you should be doing them. 

So, step one we're going to go for the blueprint here. We're going to go for 

the sales funnel. We're going to go to the Art of the Funnel blueprint. Your 

first step is to create an ethical bribe. I mean before you build a blog, before 

you do anything else get this ethical bribe together. Understand who you're 

trying to target and put together this product that's actually going to help 

them. Now, it just needs to solve one problem. You don't want to solve the 

universes problems in this ethical bribe. That's not the point. You just need to 

solve one specific problem. Now, you look at the ethical bribe for Epic 

Conversions. It solves one problem: how to get traffic to your properties; 

Doesn't teach you about e-mail marketing; Doesn't teach you about blogging; 

Doesn't teach you about creating products. It doesn't teach you about 

anything else except how to get traffic to something. It solves one specific 

problem. It's very, very important that you think about it like that. So, let's 

move on to the next thing: step two.  

 

 

 Step two, you're going to create a second product. This is going to be 

the tripwire product. It usually ranges from five to twelve bucks. Right? Now, 

it's going to be very congruent with your ethical bribe. It should be a natural 

progression from the ethical bribe. If your ethical bribe is how to drive traffic 

in 50 different ways, then a great progression from that would be how to 

build an e-mail list. You're driving traffic to something, naturally you want to 

put them on an e-mail list. That's a natural progression. So let's make the 

tripwire product about how to build a list. That makes perfect sense. A lot of 

people who want to drive traffic are probably going to be interested in how to 

build a list too and that's going to further qualify people. If we know we're 

going to be selling things about e-mail marketing and list building and stuff 

like that we don't really want people who just want to drive traffic to Amazon 

or something. We don't really want those people unless we can change them 

to our way of thinking. So, all these products are going to be qualifying also. 

 

 

 

 

  



 Anyway, it's a natural progression right. Now, this product, you should 

over deliver to the point that it's a no brainer. Over deliver to the point that it's 

a no brainer. How do you accomplish that? Listen, here's my general rule of 

thumb. If I am going to sell a product for seven bucks, I want at least $14 to 

$20 dollars in there. I want twice the value of my product versus what I am 

selling it for. How do you represent value in a product? A lot of people think 

value is more stuff. We have to be careful with that. We've got to be very 

careful with that because you're going to have other products in your sales 

funnel and if you put to much crap in your tripwire, you're going to 

overwhelm people and they're not going to want anything else. You got them 

with too much stuff in the tripwire. It's too much. Yes, you provided a lot of 

value that's great but you have overwhelmed them with too much stuff and 

two things are going to happen: one, they're not going to buy anything else 

off of you, and number two they're probably not going to take action on your 

stuff. That's not good. You want them to take action on your stuff and you 

want them to succeed because there's no better way for people to see you as 

an authority thank when they take action on your stuff and it works. There's 

no better way to see you as an authority. That's the ultimate success. So, you 

want to be careful about putting too much junk in there.  

 

 

 The way I provide value in my products is this. I provide entertainment 

value, number one. I put actionable content in there, number two. These are 

the two big things. I need some entertainment value, I need some actionable 

content. Very, very important. It's kind of a cross between those two things. It 

can be long or it can be short but don't make it too long. You can make the 

main training long but don't put a bunch of extra stuff in there. I mean you 

can put some extra stuff in there. Some extra stuff in there is good but not too 

much. Don't put like twenty bonus things in there because that's too much. 

You're giving them too much stuff. You're overwhelming them and they're 

not going to buy anymore of your stuff. Give them enough to solve their 

problem to where it equals a good value. If you're selling a $7.00 product 

give them $14 to $20 of value. Give them value. So, it should be a walk-

through to solve their problem but not a modulated in-depth training.  

 

 



 What do I mean by that? I mean exactly what you're going through right 

now. Right now, what you are going through right here, Art of the Funnel 

Blue Print is a tripwire product. It is a walk-through that solves a problem 

but, it's not an in-depth modulated training that's really huge. It's not that. It's 

a walk-through. So, someone who is willing to watch some YouTube videos 

and learn how to do each thing individually, they can do good with a 

blueprint. They can do really good with a map like this. Then I'll tell them to 

do this and this and this and they'll be like, “Wait a minute. I don't know how 

to set up that thing in JVZoo. I don't know how to set up a blog but I can 

watch a YouTube video and figure out how I can do that part of it.” The 

important thing was that I had a map and that I new what to do and that's the 

tripwire. The tripwire is building the map and then people can get the 

technical stuff somewhere else. We're going to talk about the modulated in-

depth stuff and that's going to come later in your sales funnel. So, your 

tripwire is going to be a walk-through to solve your problem but not a 

modulated in-depth training. Now, also the tripwire should pitch the core 

product. The core product is going to be a modulated in-depth training and 

the tripwire product should pitch that core product, a more in-depth 

supplemental to the tripwire at some point because you always want to be 

sponsoring yourself.  

 

 

 Now, if you notice in this training you're watching right now, I've 

already talked about Digital Takeover. That's the core product of Art of the 

Funnel. Art of the Funnel: Digital Takeover. That's the modulated in-depth 

training that is for Art of the Funnel, right? It's great training. It's an in-depth 

look of what we're talking about right here. It's awesome and it's great and it's 

going to help people a lot but, you see how I have broken it up because 

different things for different people. Different people need different things. 

Our goal with the sales funnel is to meet a lot of different peoples needs and 

give them options. In doing this you make as much in your sales funnel as 

you do in the front-end. That's how  you do it. Pretty cool.  

 

 

 

 



 So, the tripwire can be a video, an audio, an e-book, and it could be all 

three if you're smart. The product you're watching right now is a video, a 

presentation. Now what I'm going to do is take my slideshow presentation 

and I'm going to turn it into an e-book and then also, I'm going to rip the 

audio from this presentation and I'm going to have that as an audio. Pretty 

cool. All three of them are going to be presented and on top of that I'm going 

to give them a bonus, Memberships Site 101. So, you guys will have 

Memberships 101 in this training as well. That's a good amount of training. 

That's really good for the tripwire and it works right. Pretty cool. That's the 

tripwire. It's a typical part of your sale funnel.  You want to make sure you're 

over delivering but not too much and not too little. There is a line there. Not 

too much but not too little. If you put too much in there, you're going to 

overwhelm people, they're not going to do it and they're also not going to 

take. They're just going to be overwhelmed and it's not going to be good. Put 

too little in there and you're going to increase your refund rates. People are 

going to feel like they got cheated, subconscious level they're going to feel 

like they got cheated if you didn't put enough in there. So, there is a happy 

medium there.  

 

 

 A good way to achieve it is to give a good hour to hour and a half 

training with the tripwire, giving them a bonus, giving them three different 

versions of the training and that works really, really great. 

 

 

 Another thing you can do if you want, you can sponsor your blog a little 

bit. If you have a blog and you've done some great articles on your blog, you 

can put in a secondary bonus on your download page. Your secondary bonus 

can be a blog article from your blog, secondary bonus donated on behalf of 

EpicConversions.com or something like that. You're basically sponsoring 

your own blog and you're putting something from your blog on your 

download page but, you're putting the information right there where they can 

see it. They might not have otherwise ever saw that information. It's a great 

way to put something extra in there for your buyers but, it's also a great way 

to sponsor your other stuff. You're sponsoring yourself again. Alright, that's 

the Tripwire Product.  



 

We're moving on to the core product now. This is the next step in your 

sales funnel. If they buy the tripwire offer and it's like seven bucks or 

whatever you charge for it – between five and 12 dollars feels right – then 

they're going to be offered this core product. This is between $19 and $47. 

When I did Group Giants I set it at $19 and sold a lot of them. Now this is the 

more in-depth version of the tripwire product and what you're going to do - 

it's a modulated step-by-step course -is instead of like right now I'm just kind 

of walking you through the whole thing and I'm telling you what to do but in 

this core product I'm actually going to show you what to do. I'm going to do a 

screen capture video and I'm going to actually show you how to do all this 

stuff. That's the more in-depth version of the tripwire product. It's the core 

product, the modulated core product. It's very, very cool and you can make a 

lot of money and it provides a lot of value.  

 

 

 Now, you don't tell them what to do here. You show them how to do it. 

You don't tell them what to do, you show them how to do it. Now, there 

should be no reason why someone should have to go to YouTube and look up 

how to do something if they just bought your core product. The core product 

should show them how to do everything.  It's a walk-through. It shows you 

how to do everything. Now, you position this as a supplemental to the 

tripwire training. You're positioning it as something that adds value to the 

original thing they bought. It's almost like if I buy a book and someone says, 

“Hey, did you know that that book has a supplemental, like a prequel to the 

book?” and if I really liked the book, I'm going to be like, “Really, that's 

awesome. I want to get that. I want to see what's in that.” So, you position it 

as a supplemental to the tripwire training. Supplemental. It's a more in-depth 

video walk-through of the tripwire training. These are generally videos. You 

need to walk people through stuff on the core products and you need video to 

do that. You can also rip the videos and have the audios. You can have PDF 

notes at each module. Each module can have PDF notes in there. This is very 

easy to do.  

 

 

 



 The point is you want a lot of value in this core product. It's critical that 

there is a lot of value with the core product. Remember what I said, you're 

charging $19 to $47, that means you need to have $40 to $100 in value in 

there. So, that includes some audios, that includes some PDF files. PDF notes 

can be a lot of different things.  

 

 

 For instance let's say I'm doing an effective e-mail marketing course. 

My core product is Effective e-mail Marketing. So, I'll do the videos and the 

videos will walk them through how to write  effective e-mails. Module 1 

would be the Pros and Cons of e-mail: “Let me show you how to write a Pros 

and Cons e-mail that will get you sales.” So, in the video, I will actually go 

through the process of writing one of these e-mails so that they can see me 

doing it and see how I create it and how it's helpful for them. Then below the 

video I might put the actual e-mail that I just wrote so they can reference it 

and see it. That would be an example of a PDF note. I might also create a 

second document where I show the anatomy of that e-mail. Here's this 

section, this section and this section. I diagram it out so I can see it. I'm 

adding extra little things in there because with the core product it's okay to 

add a bunch of extra stuff. You don't want them to be overwhelmed but you 

do want them to feel like they got their money's worth, $100 of value.  You 

don't want them to be overwhelmed but you do want them to feel like they 

got their money's worth. It's okay to add more with the core product. That's 

the point I'm trying to make.  

 

 

 The core product is critical. You're going to make a lot of money off the 

core product. It's a profit maximizer. You make a lot of money with this 

product. It's a core product. It's kind of a bread and butter thing. This is where 

you make a lot of money. If you figure that the tripwire product is covering 

your expenses, from auto-responders to things you have to buy to hosting, et 

cetera then a lot of your profit is coming from this core product. It's awesome 

and it's great. It works. Proven things that work.  

 

 

 



 Next is the downsell. Look the got that tripwire but they don't want that 

upgraded core product. They are good with the tripwire product so, I'll offer 

them a downsell. So, what's that going to be? It's going to be the same pricing 

as the tripwire so, if the tripwire is $7 we want the downsell to be $7  too 

because this offer right here, this core product, is an in-depth awesome 

version of the tripwire. So, if they say no to this it's because they don't feel 

like they need the extra training on that thing and maybe it's a little too much 

money. They don't want to spend that much. So, we are going to take care of 

both of those problems with the downsell and we're going to move on to 

something else besides that training and we're also going to lower the price 

back down. The price is going to go back down to $7 or between $5 and $12. 

Whatever, you charged for the front-end, charge for the downsell. This is 

going to be very congruent with the tripwire.  

 

 

 Let's say, your tripwire was going to be a course on list building and 

your core product was an in-depth course on list building now, your 

congruent product, the downsell, can be  like Five Simple e-mails that Will 

Make You Money Right Now, or let's over-deliver. If that's a dollar an e-mail, 

let's make them 50 cents an e-mail. If we're going to charge $7 for it, let's put 

14 e-mails in there; Fourteen Proven e-mails that will Make you Money. 

They have made people tons of money in the past. These e-mails are proven. 

If they've made money for other people, there's no reason why they can't 

make money for you too. Fourteen proven. That puts them at about 50 cents 

an e-mail and that's a great value and the downsell is very congruent with the 

tripwire. If your tripwire is how to make a list and the downsell is fourteen e-

mails that will make you money, they are trying to make a list and they just 

bought how to make a list and this downsell is perfect with that and it 

enhances that. 

 

 

 

 

 

 

 



 It's almost a no brainer and it has a cheap price and it's additional 

training. It's a no brainer and it makes sense so, you sell a lot of them. This 

should be a walk-through to solve a problem but not a modulated in-depth 

training. Does that look familiar to you? It's the same as the tripwire. You are 

just solving a different, congruent problem to the tripwire. So, if your 

tripwire was How to Build an e-mail List and your core product was 

modulated videos on that subject, your downsell can be how to do effective 

e-mail marketing like we just talked about. So, you over-deliver. Follow the 

same rules as the tripwire but for a congruent problem. With the downsell, 

you've moved on to a different problem but, it's a problem they will face. 

Whoever bought your first product, they are going to face this problem too.  

 

 

 Do you remember at the beginning of this how I said that as an 

entrepreneur you're going to face problems all the time? That's the life of an 

internet marketer. That's the life of an entrepreneur. You have to problem 

solve. There's lots of problems out there. No matter what niche you end up 

fitting into, there are lots of problems surrounding it. So, you just pick a 

congruent problem and that becomes your downsell.  

 

 

Now we're going to talk about the congruent upsell. This is a more expensive 

product from $47 to $197. Those are just example ranges. You guys can set 

this as high as you want to set it. Whatever makes sense to you. Just 

remember my rule that however much you charge make sure you're providing 

twice as much value; Twice as many stories, twice as many pictures; Twice as 

much entertainment,  twice as much content. Content doesn't always equal 

value. Just remember that. It doesn't always equal value. Sometimes too 

much content is overwhelming but, you need more content if you're going to 

charge $200. You have to have more content but more of everything else too.  

  

 

 

 

 

 



I hope that makes sense. It's something that requires practice. The more 

you do it the better you get at it. Then you find your sweet spot, you find 

your range, and you figure out what's working for you. As a general rule, 

more of everything.  

 

 

 So, the congruent upsell. This is going to be a congruent product with 

the core product. Does that sound familiar to you? It's kind of like the 

downsell. As the downsell was to the tripwire, the congruent upsell is to the 

core product. So, if your core product was on How to Build a List and it's an 

in-depth version of the tripwire  then your congruent upsell – we talked about 

how your downsell can be fourteen proven e-mails that can make you money 

– can be an in-depth e-mail marketing course. That wasn't like you giving 

them fourteen e-mails, you walked them through fourteen e-mails that will 

make them money on a slideshow presentation like this. Maybe that 

congruent upsell you'll boost that up instead of just fourteen you'll boost that 

up to 30. Then instead of just having a walk-through PowerPoint presentation 

you're going to have a module for each one. So, now you have 30 videos 

talking about 30 different kinds of e-mail proven to make you money. That's 

awesome. Then you charge money for it. Then, you rip the audios from the 

videos and then you have notes for each one and you're going to have some 

bonuses in there and you're just going to have a lot of different stuff in there.  

You're going to brand it. You're going to have some entertainment value in 

there and you're going to provide actionable content. That's the congruent 

upsell and you charge a lot of money for this, between $47 and $200.  It's 

very, very cool and it totally makes sense with what's already been bought 

through your funnel. They all work together and they're all very congruent 

with each other. It's important.  

 

 

 

 

 

 

 

 



 As an example here, and I've kind of talked about this a little bit, if your 

downsell was talking through the ideas of effective e-mail marketing then 

your congruent upsell can be the step-by-step video walk-through of you 

actually writing the various styles of e-mail so they can watch you do it. We 

are doing the same thing that we did with our tripwire and our core product. 

We're doing the same thing with the downsell as the congruent upsell. We're 

doing the same thing. You don't have to do the same thing but this is an easy 

way to do it. Keep in mind, everything enhances the original tripwire product 

as well as the ethical bribe.   

 

 

 So, the ethical bribe pulls people into your funnel. The tripwire 

compliments the ethical bribe. Everything else in your funnel is 

complimentary to that initial thing that they did.  

 

Now continuity. We're going to talk about continuity and I want to tell you 

guys don't let this overwhelm you. If you need to do continuity at first get 

yourselves set up without continuity. Running a membership site is an art in 

and of itself. I can do a whole course on running membership sites. In fact I 

have already done two courses on membership sites and I'm going to give 

you guys one right here as a bonus. It's called Memberships 101. So, I'm 

going to give you that bonus right in this training. But, don't get 

overwhelmed thinking that you have to get this continuity right off the bat. 

Keep in mind that you want that as part of your plan. Now, the pricing varies. 

It's whatever you want, recurring monthly, low to high. Let me give you two 

examples.  

 

 

 

 

 

 

 

 

 

 



 I like the low ticket membership site. I like charging people $5 to $10 a 

month for membership and I'll tell you why. Because - and I talk about this 

more in that membership 101 training but, let me just touch on it -  let's say I 

have a membership site that charges people $1000 a month and I have like 10 

members and I'm making $5000 a month, it's cool. Let's say I get up to 10 

members and now I'm making $10k a month. Now, let's say that I lose two 

members because it's a membership site, people don't stay forever. You lose 

them. They stay for a little while you lose them and now you have an average 

for how long people are staying. As you go on a year or two, my members 

stay between four and six per month. So, let's say you have this membership 

site and you're making $10k then you have ten members. If somebody leaves, 

you just lost one-tenth of your revenue. You just lost 10% of your revenue 

with one person. That's a huge jump. Two people leave, you just lost 20% of 

your revenue. That's huge. Now, let's say you have 10,000 members that are 

paying you a dollar a month. Ten thousand members that are paying you a 

dollar a month. Now what happens if two of those people leave. It's nothing, 

right? It doesn't even matter. So, your income is very fragmented. It's very, 

very fragmented when you only charge a tiny amount and have a bunch of 

members and what that means is that it's a lot easier to predict. If you have 

ten members and they're all paying $1000 a month, if just one of them leaves, 

it really hurts to lose a thousand bucks a month but with the low ticket sites it 

doesn't matter as much if they leave. They're still a part of your audience, 

they just didn't want to pay you money anymore. Something happened, 

people have lives, they're not going to be able to pay you money forever. That 

needs to be okay that they leave. You need to put yourself into a position that 

it's okay if people leave. So with the membership sites I like the low ticket 

ones. I like to do $5 to $10 a month and then I can predict my income a lot 

easier with a membership site because, remember I told you guys, you can 

average how long people stay, four to six months for some, then you have 

some that stay for a really long time and then some who leave after a month. 

But, as an average, you can estimate that most people are staying for this long 

and it's different for everybody's membership site. If you think about that and 

everybody is paying a small amount, what happens is they aren't paying as 

much so they tend to stay longer, number one, and, number two, you're going 

to have a percentage of people leave every month. Now, because they're 

paying such a small amount that percentage doesn't affect you as greatly. 



You're going to lose so many people a month and it's not really going to 

matter because the income is so fragmented. I hope that makes sense to you 

guys and I hope I explained it in a way that makes sense. The income is very 

fragmented so it doesn't matter if people leave as much. When you have large 

amounts of money wrapped up in one person it hurts a lot more when they 

leave.  

 

 

 So, this continuity program, this membership site is about building a 

solid foundation of revenue. It's more reliable, it's more consistent, it's more 

predictable especially when you're doing the low ticketed membership sites. 

It's more predictable than launching products. That's all there is to it. It's more 

predictable. It's easier to predict your monthly income. It's very awesome. 

You don't need to start with this however, it is a goal. As I was saying earlier, 

it's definitely a goal you want to strive to attain. 

 

  

 Now, with me, when I did AdventuresOnTheRiver.com, I did  about 

five to seven pieces of content per month. Sometimes it would be a little 

more but never less than five to six pieces of content per month. It's always 

five to seven pieces of content per month, always. That was the sweet spot. 

People seem to like that pretty good. Now, with adventures on the river, I 

release content once a month. Now, I don't recommend that. I recommend 

releasing content once a week. Now if you're releasing five to seven pieces of 

content, you may as well make it ten and you might as well say I'm going to 

release two new pieces of content a week. Or make it eight. Two, four, six, 

eight.  I'm going to release two new pieces of content a week and that's how I 

would do it. And the reason I would do it like that is because with my 

membership site, I noticed that I had a vacuum in the middle of the month 

and then towards the beginning of the month, right when I released new 

content at the beginning of the month, I would have an influx of traffic to my 

membership site and that was all my returning members coming to check out 

what was new. Then, they'd consume that content in about a week and then 

they would be gone about two or three weeks. So, there was a giant vacuum 

there when people weren't really visiting your website and what happens is 

that it's hard to build a community when people aren't coming there regularly. 



They're just checking in once a month to see what the new stuff is. So, what I 

would do is drip out content every week if I was going to do it over and I do 

plan on doing a new membership site and I'm going to be releasing it every 

week for that reason, because it helps build community easier. 

 

 

 So, what I would do is plan a years worth of content for your 

membership site. You don't need to do a years worth of content. I just mean 

conceptually. Sit down  and write down what you would do. The first month 

I'd do this, the second month I'd do this and the third month I'll do this and if 

I'm going to release content once a week, I think that this would kind of look 

like this and this. Write down a conceptual outline of what a year would look 

like for it and see if it works out for you. That's really going to build your 

confidence on actually doing it. It's not that hard to create content when you 

have a plan on what you're supposed to be doing. Just so you know, you can 

outsource some stuff. There's a lot of tricks to membership sites. I'm going to 

let you get into Membership 101 for that. I'm not going to dwell on it too 

much. I could talk about membership sites all night.  There's a lot to talk 

about.  

 

 

 Just keep in mind that this is a really, really good way to make money 

online. It's worth your time to learn this stuff and when it comes to your 

funnel, I don't mean put it on the back burner and never return to it. Once you 

start making money with your funnel you want to start strategizing this 

membership site and plugging it in there. You can plug it in right here where 

the congruent upsell is. Make it a membership site. Make it a loaded ticket 

membership site.  So, it's going to be cheap but it's going to be reoccurring. 

Some people it's easier to pay $200 once than $5 or $7 a month because that 

reoccurring requires a little bit of faith. So, you can easily plug the 

membership site right there.  

 

 

 

 

 



 Anyway, it's worth your time to learn it. You don't need to do it right 

now. Don't let it overwhelm you but definitely learn the stuff and plug it in 

when you learn it.  

 

 

Next up: the follow up series. The opts-in on your list. They've opted in, 

they've turned down your tripwire but they have gotten your freebie and now 

they're on your list. In your auto-responder, you want five e-mails set up to 

go out to them. One e-mail a day. What this is going to do is this is going to 

warm them up a little bit. The product that you gave them, the free product, 

should have some entertainment, it should have some branding in there, and 

it should have some actionable content in there and that's great but you want 

to further warm them up. Now, what they've done is gotten your freebie but 

turned down your tripwire and they really didn't go in your sales funnel. So, 

there's a couple things you want to do. The first thing is on your download 

page for your freebie you want to offer those other products in your sales 

funnel. You want to offer those other sale products on your download page 

for your freebie offer. The second thing you want to do is setup this e-mail 

sequence in your auto-responder.  

 

 

 The first e-mail goes like this. It's an introduction and a thank you for 

joining. This is like, “Hey, I just wanted to say thanks for joining my e-mail 

list, thanks for picking up my Fifty Ways to Flood you Website with Targeted 

traffic. I really appreciate that. I'm Kam. I wanted to tell you a little bit about 

me. I started out doing internet marketing back here and it was a struggle at 

first...” You just tell a little bit of your story but not too much. A paragraph of 

your story and you just say thanks for joining. A really light e-mail.  

 

 

 

 

 

 

 

 



 

 The second e-mail the next day is going to be the free gift. You're going 

to want to give them something else like another e-book. It could have been 

something you wrote. It could have been something you got. If it's something 

you got make sure you brand it a little bit. Make sure you somehow brand 

this thing with you business and your name and face. Make sure things are 

branded when you give people things. That's the next thing. e-mail two is 

about the second free gift.  

 

 

 The third e-mail is a story to a lesson to a value. So, here's an example. 

An example would be a YouTube video. You can just point them at a 

YouTube video but, here's an example. It can be a story. I want to tell you 

guys about the time I first experienced the hurricane named GaryV.  I was 

just web surfing on YouTube and I was watching all kinds of videos and I 

ended up in this weird dark alley with cat videos. Then all of a sudden I got a 

advertisement from one of those videos and it was GaryV. It was really 

weird. It was something about his passion that really struck me. That 

reminded me to have passion for what you do. I think that is really important 

to remember, how to have passion for what you want to do because if you 

don't have passion for something then you're just treading water all the time. 

 

 

 Do you guys see what I did? I took a little story and took it into a 

lesson. Then what I want to do is say: “So, anyway, I wanted to show you 

guys the video that I was watching that night and what reminded me of that. 

It really inspired me and I thought I'd just share because maybe it'll inspire 

you too.” Then I'll give them a link to the video. That's it. It's a story to lesson 

to value. So, you're giving them something for free  and it could be a simple 

YouTube video that inspired you in some way and, not only are you giving it 

to them for free, but you're adding with the story and the lesson a myth or a 

legend to it. It makes it more than what it is.  

 

 

 

 



 Do the same thing on day four: story to lesson to value. With this one 

you can do like a blog article or a podcast.  It's the same kind of idea behind 

it. Story to lesson to value. Then with the fifth e-mail you're going to 

transition.  This is going to be story to lesson to pitch. So, what happens is 

you're dealing with people who got your free offer, your ethical bribe, but 

they didn't buy anything in your sales funnel.  So, what you are going to want 

to do is pitch a sales funnel product. The story could be about this product in 

your sales funnel. You can start the story with, “Hope you're enjoying 50 

ways to Flood your website with targeted traffic. I know I've used a lot of 

those methods to drive a lot of traffic to my website. The funny thing was I 

was driving a lot of traffic to my website but I wasn't really making any 

money until I started figuring out about sales funnels. That really changed 

everything. I've actually learned a lot about sales funnel and I do a really 

good job with sales funnels now. You may or may not know this, but I 

actually built a full course teaching you guys the stuff that I know about the 

sales funnel and I've put together this system to where you can recreate it 

easily. So, it's story to lesson to pitch. Then you pitch them with the sales 

funnel product. What's happened now is you get people, they get your 

freebie, they turn down the offer – so, that was the first time they got offered 

something – then on your download page where they got the freebie offer, 

you're going to have to items for sale on that page as well.  So, its the second 

time they get offered. Then in e-mail five you're going to pitch them a third 

time. They are going to see your offers, not once, not twice, but three times.  

So, that gives you three chances to get them.  I don't really think I should say 

get them. That gives you three chances to sell them something that can help 

them. So, three chances. That's what all this is all about. Now, every single 

person that goes on your e-mail list  is going to go through this sales funnel. 

They're going to go through this sequence and you're going to set the 

sequence up one time.  Every person that's going to go on this list is going to 

go through this five e-mail sequence and some of those people are going to 

buy from you.  All of those people are going to be warmed up from your cool 

e-mails. This is the follow-up series. It's a very, very important part and you 

need to make sure it gets done.  

 

 

 



 So, some of those people did buy your tripwire product. Some of the 

people did buy some of the stuff from your sales funnel.  They're going to go 

on a separate list. Now when they buy don't forget to take them off the free 

list and put them on your buyers list. Now this is very easily done. If you've 

got an auto-responder, you basically have two lists. You've got the freebie's 

list and you've got the buyers list.  Now, what just happens is you just set a 

parameter in your auto-responder that says, “Hey, when someone when 

someone goes on the buyers list take them off the freebie list. So, when 

someone buys something from you they are going to go on the buyers list and 

when they go on the buyers list they automatically get taken off the freebie 

list. Make sure that parameter is set up in your auto-responder. It's easy to do. 

If you don't know how to do it, look up a YouTube video or you can get the 

more in-depth training in Art of the Funnel, which is Digital Takeover and I'll 

show you how to do it myself.  

 

 

 Let's talk about the five e-mails for the buyers follow-up. These people 

are a little bit different. We know they buy things. They are qualified a little 

bit more so, their e-mails are going to be a little bit different. The first one is 

going to be an introduction, very similar, and this time it's going to be 'thank 

you for your investment. Thank you for taking the chance on me and 

investing in yourself.' That's basically your first e-mail. You're going to 

introduce yourself and thank them for taking a chance on you and for 

investing in themselves. That's the first e-mail. Short. Just, thanks a lot and 

also, you want to let them know that if they have any questions feel free to e-

mail you at any time. Leave some contact information in the e-mail, to your 

Face-book, to your blog, to your YouTube©. To whatever you've got.  

 

Whatever social media you got leave it there so they can contact you at any 

of those places. That's also going to help you build your audience in those 

places.  

 

 

 

 

 



 The second e-mail on the second day is going to be the free gift e-mail. 

Just like in the freebie, you're going to give these guys a free gift too. It's the 

same thing. It can be the same free gift. The third e-mail is the story to lesson 

to value just like the other one. The forth e-mail is story to lesson to value, 

just like the other one. The fifth e-mail is different.  

 

 

 In this one, you're not going to pitch them something in the fifth e-mail. 

They've already bought things off you. You're not going to pitch them in the 

fifth e-mail. It's too soon.  In the fifth e-mail, you're going to go story to 

lesson to question. Story to lesson to question. Tell them just a little bit of a 

story about something, give them a lesson and then ask them a question.  

 

 “Guys, I was just watching a video today and it kind of reminded me of 

how important e-mail  marketing is. It kinda reminded me of when I first 

started I had a membership site for, like, two  years before I ever even e-

mailed any of the people in my membership site. I was afraid to  

 

 

 contact them. I was afraid I was going to annoy them and bother them 

as I was e-mailing them.  So, it was a really funny thing. It took me two 

years to figure that out, man. Then, once I  actually started e-mailing them, I 

doubled my revenue. It was crazy but it took me two years to figure it out. 

The way I figured it out was I took this e-mail marketing course and it was a 

free  course. I took it and it really changed my perception on things. Anyway, 

I thought that was interesting and I guess I just wanted to ask you guys this 

question because I'm getting ready to  do another course and I just wanted to 

know what you guys thought. What would you guys like to learn about more? 

List building? E-mail marketing? This, that or the other?” 

 

Or, you could be like,  

 

 “What's you guys top problems with e-mail marketing? I guess that's 

what happened to me. It took two years to learn it and I guess I just wanted to 

ask what's your fears about e-mail marketing? What do you have the most 

trouble with? What do you think is holding you back?” 



 

The reason you're doing it is because you're trying to learn a little more about 

your list because, the more you know about them, the more you know what to 

sell to them. If they say that their main problem is time management and they 

can't seem to find time to do anything, if 300 people just told you they don't 

have time to get anything done, you should know that your next product 

should be how to get things done in a short amount of time or very quickly or 

how to manage your time better. If you're going to cater to these people you 

better know about them. That's why you go story to lesson to question. So, 

pretty similar to just a normal follow-up series but, some differences. Now, 

let's talk about the blog.  

 

So, I talked about this last and you may think that seems backwards but, the 

fact is, when you launch the blog you want the sales funnel in place. You 

already want the sales funnel in place when you launch the blog. That's why I 

took you through all the other stuff. You want the five e-mail sequences set 

up. The two e-mail sequences with five e-mails a piece set up. You want the 

sales funnel set up and some variation. You can have one freebie to one 

tripwire product if you want to. I really don't think it's a big deal to go freebie 

to tripwire to core product to downsell. Personally, I think I would line those 

up at least before you launch the blog. You're going to make more money that 

way. That's just the way it is. If you want to make money, spend the extra 

time and put those things together first.  

 

 

 Once you have those things done and you launch your blog, here's what 

I would do and here's what I did with Epic Conversions. Write ten articles 

right off the bat before you open the blog. You're going to lay this foundation. 

You're going to publish all ten articles at the same time. You're going to lay a 

foundation on your blog and the reason is, is so that when people land on 

your blog they're going to have more than one thing to read. There's not 

going to be one article there. There's going to be at least ten articles right 

there. Now, I want to talk about three kinds of articles that work really, really 

well.  

 

 



 So, the 300 to 500 word articles, they're like relevant jabs. If we're 

talking about boxers here, just a little punch. Boomp! Boomp! Boomp! 

Boomp! They add up though. They don't do a ton of damage but, the add up. 

You get hit with enough of them, it can really affect you. So, the 300 to 500 

word articles and the relevant jabs have their place. The 500 to 1500 word 

articles, they're like punches and they should get attention. And they get 

attention. If someone punches you and it's a solid punch, it gets your 

attention. It's not knocking you out but it's getting your attention. Then, you 

have these 1500 to 3000 word articles. They are just knockout, epic punches. 

They are impossible to ignore by your readers because they provide so much 

value. These are three different kinds of articles and they all have a place in 

your blog. All of these things have a place in a strong blog. Every article 

doesn't need to be 3000 words and a knockout punch. All of them don't need 

to be 300 to 500 word articles either. Here's what they all need to do: they all 

need to have impact. Everything on that blog needs to have impact.  

 

 

 Now, listen. The blog that I made was part authority and part affiliate. 

With Epic Conversions, as I'm recording this right now, hasn't launched yet. 

By the time you see this training, Epic Conversions will be a thing and it will 

have launched. I have a plan to make that part authority and part affiliate as 

well. With my last blog, it was about 50/50. With my new blog, Epic 

Conversions, it's going to be more authority and some affiliate. What that 

means is I'm going to have some affiliate reviews on there for products but a 

lot of it is going to be authority blog. It's going to have a lot of cool articles 

and be very authoritative in nature. That's what I want and that's what I want 

to do. You have to define what you want to do and that's all there is to it.  

 

 

 

 

 

 

 

 

 



 The fact of the matter is, you don't need to have any affiliate marketing 

on your blog if you have the sales funnel I just showed you in place because, 

what's going to happen is, if you just right a bunch of articles that's going to 

help people and your blog starts getting a following being something that 

helps people and you've got this sales funnel in place, you're going to make 

money on the blog. They're going to opt-in to your list and you're going to 

make money. Then you're going to follow that up with good e-mail marketing 

and you're going to make more money and that's going to be great. You put 

that continuity package in place and you're going to make even more money. 

So, you don't need affiliate reviews on your blog if you don't want to.  

 

 

 Now, I just happened to have some luck on affiliate reviews on my last 

blog and I don't mind having a few of them in place. But, for the most part, I 

want to make Epic Conversions an authority blog. So, a little bit more on 

blogs. 

 

 

 What works. I mean, it's fine that we have these three different article 

lengths: 300 to 500, 500 to 1500, 1500 to 3000. Here's Kam. He's talking 

about boxing and jabs and knockouts and all this stuff, what am I supposed to 

put in these articles. So, here's what works really, really good. These work 

really good. Lists are very powerful. Like, Top Ten Ways to Build a List in 

2016 or The 30 Most Money-Making Niches in Internet Marketing. The 30 

Most Money-Making Sub-niches in Internet Marketing. Boom! Lists, right?  

Lists of things. People love those. They just love them. Think about, if you 

go to YouTube© and you can see so many channels that are just like Top Ten 

This, Top Ten That, Top 15 That, Top 30 This, Top 40 That, and you're just 

finding all these list and these videos have tons of views. They have like 

thousands and thousands of views and people just love these lists. So, lists 

are very powerful. Whenever you take an article and you put it in a list form 

you're going to get more views and people are going to be more attracted to 

it.  

 

 

 



 Famous name drops.  I had a blog to show, as an example, people how 

to build a blog. On that blog I put a little article and I used Frank Kern name 

in the title. I think it was How to Decipher Your Target-- How to Find Your 

Target Market in the Words of Frank Kern. Something like that but, I name 

dropped a really famous internet marketer and the article was targeting 

internet marketers so, that attracted a lot of people who were interested in 

Frank Kern. So, name drops are powerful. Whenever you drop a name in a 

title it always increases your views.  

 

 

 Linking out increases time spent on the blog. I put those on different 

hyphens but they go together. Linking out increases time spent on blog. So, if 

you have an article and you sat, “ So, here's what you want to do”, if you're 

doing an instructional article the first step is you're going to go to YouTube©-

- I'm going to show you guys how to create a YouTube channel to make some 

money right now. The first thing you want to do is go to YouTube© and 

create an account”, and then you have a link right there to YouTube©. So, of 

course they're going to open up YouTube© in a separate tab and they're going 

to go to YouTube© and they're going to be reading your article and following 

along as you do this stuff. What it means is they're spending more time on 

your blog. This is going to lower your bounce rate. People are going to be 

staying there longer. So, linking out is a good thing if you can link out to 

relevant places that make sense.  

 

 

 

 

 

 

 

 

 

 

 

 

 



 Titles are make or break important. If you have a bad title people aren't 

going to read your article. So, the titles are important and that's going to tie 

into the lists and the famous name drop thing. If you're looking for 

inspiration on titles go to Huffington Post or go to some of those big 

authority websites and look at some of their titles and think about how you 

might be able to adapt something like that to what you're doing. Or 

[dig.com?], you find a lot of cool titles on dig.com and just look at some of 

those titles and see what's popular and getting a lot of views and think about 

how you might be able to adapt that title to what you're doing. That's a great 

way to do especially if you don't feel like you're super creative. Take 

something that's already proven and already works and try to adapt it to what 

you're doing.  

 

 

 Next, Motivation beats inspiration and instruction. So, inspiration is 

great, instruction is awesome. Obviously, if you can show someone how to 

do something-- If you can motivate people, it beats these other things. People 

find a lot of value in things that motivate them. So, it's just something to keep 

in mind. Motivation trumps inspiration and instruction. Motivation, get 

people going, right? Get people to take action. So, this is something that has a 

high perceived value. Just something to keep in my. I think all three of these 

things have a place on a valuable blog but, there is a perceived value with 

motivational content. Just keep that in mind.  

 

 

 Next, have a plan for content. So, when you get this blog and you 

launch it have a plan for your content. What I mean by that is say, “Okay, I'm 

going to have a blog post at least once a week and what I want to do is I want 

at least one epic blog post, one 3000 word article, a month. Then, what I'm 

going to do is do one blog post a week, one three to five hundred word 

article, then I'm going to do one 500 to 1500 word article the second week, 

then the third week I'll come back to another three to five hundred word 

article, then I'm going to do an epic blog post on the fourth week.” So, every 

month I'm going to be putting out two articles that are like jabs, I'm going to 

put out one strong punch, and one knock-out punch every single month. So, 

one article a week and the rest of the week I'm going to spend networking 



with my peers and get guest posts in other places to drive traffic to my blog. 

Then I'm going to be sharing my blog posts. That's a big thing. Sharing my 

blog post on social media. Putting my blog post everywhere so I can get the 

word out there about my blog. I'm going to be promoting and networking the 

rest of the week but, once a week I'm going to be producing content for my 

blog and this is how I'm going to do it.  

 

 

 So, that's kind of what I mean by having a plan for content. Then, also, 

what are these blog posts going to be about, what am I going to write about. 

So, you plan that out and schedule it. You could do it a month in advance. 

You could do it two months in advance but, you schedule it so you know 

what you're doing. This is how you get things done.  

 

 

 Next, don't be afraid to invest in good writers. You're doing a piece of 

content a week but you may not always feel like writing or you might not be 

a good writer. That might not be your strong point. Your strong point might 

be sales funnels or your strong point might be marketing. You might not be a 

good writer. Don't be afraid to invest in good writers. Where do you find 

them? On other awesome blogs in your niche. You find the people that are 

writing for them and you contact those people and you talk to them about 

writing on yours. You ask. You ask and if that doesn't you offer to pay them. 

You offer to pay them. I'm not going to lie to you. Good writers cost money. 

You could pay $100 for a good article. You could pay $100  for a good article 

on your blog, you absolutely can, however, you can stand to make a lot more 

than that by people coming to your blog because of that article and then by 

opting into your list and then going through your sales funnel. So, you stand 

to make a lot more than a hundred bucks. You need to have quality writing on 

your blog because the whole point is to pull people in and have people check 

back in and visit your blog regularly. That's the whole point. So, you need the 

good writing so, don't be afraid to invest in good writers once you start 

making a little money. So, that's all in blog.  

 

 

 



So, let's tie is altogether. I just covered a lot with you guys. In closing, your 

traffic is going to enter your blog, they're going to be offered the ethical 

bribe. They're going to say yes to the ethical bribe and they're going to be 

offered a tripwire. They're going to say yes or no. If they say yes, they're 

going to go to your core product, which is like the upgraded version, the 

supplemental training, the more in-depth training of your tripwire. They're 

going to go to that. They're going to get offered that, if they by this. If they 

say no, they go to the follow-up series, the freebie follow-up series, the five 

e-mail sequence we talked about. If they say yes, they go to the core product 

and if they say yes on the core product they're offered the congruent upsell 

and we know what the congruent upsell is. It's like the more expensive 

version of the downsell. It has a lot in there. It's jam packed. It's kind of an 

expensive product but you're providing just as much value. If they say no to 

the core product, they go to the downsell. If they say yes to the downsell, 

they're going to go to the congruent upsell. If they say no on the downsell, 

they're going to go to the buyers follow-up e-mail. This is going to be the last 

thing in the funnel. They're going to get that and they're going to go to the 

buyer follow-up email and then they're going to get their products as well, 

obviously. So, that's kind of the jist of it.  

 

 

 

So, how does this all work for you guys:  

 

Step one: Build your ethical bribe.  

 

Step two: Build the Tripwire offer. 

 

Step three: Build the Core Product  

 

Step four: Build the Downsell 

 

Step five: Build the Congruent Upsell 

 

 

 



Step six: Give yourself a pat on the back because you just did a ton of work 

but, you got it done. Get it done quick.  

 

Step seven: Create the follow-up e-mail sequence  

 

Step eight: Create the buyers follow-up e-mail sequence. Now, remember, a 

couple of those e-mails are exactly the same. You should be able to do this 

one and this one at the same time. They are pretty much the same. They are 

very similar. So create the e-mail sequences is step seven. Very, very cool. 

 

Step nine: You're going to get the blog articles together. You want ten of 

them. Ten blog articles lay the foundation. It can be a happy mix of the jabs, 

the regular punches, and then the knockout punches. A combination. You 

need ten articles. So, that's step eight. Then you launch the blog and that's the 

end of it. Then what you do is you use that freebie product I gave you, 50 

Ways to Flood Your Website with Targeted Traffic, and you flood your 

website with traffic and you get people in the sales funnel and you start 

making money and that's the way it goes.  

  

 

Two places that are very easy to make sales funnels is WarriorPlus and 

JVZoo. JVZoo is a little bit easier. If you've never done a sales funnel before 

and you want to jump right on this and try it out, I recommend doing it with 

JVZoo. It's a little easier. Anyway, that's tying it altogether. 

  

 

The next step is you're going to be driving traffic to it all and like I said, 

50 Way to Flood Your Website with Targeted Traffic. I just gave it to you 

right at the beginning. So, use these ways to drive traffic to your stuff. There's 

organic ways in there to drive traffic and there's paid ways to do it and both 

of them are effective. Now, organic ways is a little slower. Traffic is going to 

trickle in a little bit slower and it's also going to be a little more conditioned. 

They're going to be a little more preconditioned to like you because they 

already figured out who you were and learned about you on social media and 

your free sources wherever that was, whether it was in a forum or whether 

that was on YouTube© or that was on Facebook©. They already got to know 



you there so, when they show up on your website they already know you a 

little bit. So, there's already a stronger bond, you don't have to warm them up 

as much. So, the organic traffic builds slower, it builds your list slower, but 

it's stronger. You have a stronger connection with those people and what that 

means is your conversion rates are going to be higher. With the paid traffic its 

a lot quicker, you pull people in a lot faster, you can turn it on and turn it off 

very quickly but, you're going to have to work a little bit harder to win those 

people over. So, that's why I taught you to build your products in a special 

way, with the entertainment value, with the branding and with the actionable 

content. Because, you're going to get some people that are cold that don't 

know you. Especially, if you're doing paid traffic it's important that you kind 

of warm those people up and get them to know you.  

 

 

 So, pretty cool. The funnel I just showed you is designed to warm those 

people up. It's designed to make you money. You have your e-mail sequences 

in place that are designed to keep people warm and keep them interested in 

what you're doing and it's also designed to make you money. So, that's the 

whole thing on driving traffic. I hope this has been very, very helpful to you 

guys. Don't forget guys that if you're having trouble with any of these parts 

that I talked about make sure you check out Art of the Funnel: Digital 

Takeover. That is the extremely in-depth version of Art of the Funnel Blue 

Print You just went through Art of the Funnel: Blue Print It is a walk-through 

of everything in a sales funnel that I use. Art the Funnel: Digital Takeover is 

me showing you everything that I just talked to you about. I will show you 

how to set up the sales funnel. I will show you how to do the e-mail 

sequences. I will show you how to create the ethical bribes and how to do the 

core products and how to do all that stuff. We're going to go through it 

module by module and I'm going to show you how to do it. That is Digital 

Takeover. It's a great product. If you think you can use it, do pick it up. It's 

well worth your time and effort. 

 

 

 

 

 



Anyway, let's wrap this thing up. It's been a long one. I want to thank 

you guys for spending this time with me first and foremost. I want to remind 

you to take action on this stuff. Any kind of money I have made online, I'm 

telling you guys, it came from taking relentless action. You saw in the last 

launch that I just did, Group Giants, my coaching package sold three and they 

got refunded. So, I am not a perfect dude. I'm not perfect by any means but, 

let me tell you something. I take relentless action and I get results. You get 

results by taking action. So, the things I told you in this training are 

extremely proven. I showed you. You saw it yourself. The sales funnel 

accounted for over half the revenue of my launch. That's not uncommon. 

That's normal if you're doing it right and you know how to make a sales 

funnel the right way. Now, I just showed you how to do it the right way. So, 

take action on this stuff and get it set up and make some money.  

 

 

Now, look. I look forward to hearing the success stories from everyone. I 

want to hear everybody's stories. Make sure you hit me up at 

KamJenningsPro@gmail.com . I will see you all on the web writers 

Facebook group.  It's my Facebook group. You're all invited. I'll put a link in 

this training. Web Writers Facebook group. I hope to see you all  on my 

YouTube© channel, TheZeroFatzReturns. It's my YouTube© channel. It's got 

over 10,000 subscribers right now. It's awesome, I love it. And, of course, I 

hope to see you guys on the Epic Conversions Authority blog. Thanks, 

everybody. I'll see you in the next one. That's a wrap. I'll see you guys in Art 

of the Funnel: Digital Takeover.  

 

 

Peace everybody.  

 

Kam 
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