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Your sales funnel is one of the most important assets you can invest in to help grow your business. It's a 
tool to help you to focus on the right things and make strategic decisions that promote profitable 
growth. 

The 5 steps I've listed on the following pages will grow your business. The steps and numbers I've shown 
below demonstrate how you can grow your business by 44%. The steps are simple and easy to do (and 
don't require a lot of additional work!) 

And here's the best part. Once you go through this list once, you can start over and do it again and again 
and again. 

Throughout the report, you'll see the steps as well as some numbers from an example company. These 
are provided to demonstrate the impact of the change on your sales funnel and business. Let's assume 
some really simple numbers for this report… 

A business brings in 1000 leads and converts 10% of them to prospects and converts 10% of them to 
customers and sells those customers a $100 product: 

Leads: 1000 

Prospects: 100 

Customers: 10 

Product price: $100 

Total sales: $1000 

Watch for the changes to these numbers with each new step. 

 

So dive into the report. Make changes in your sales funnel, and repeat! 

Note: The numbers I'm using below to demonstrate 44% growth are reasonable, realistic numbers, and 
I've seen this method work. However, there might be other factors that could influence your growth – 
either positively or negatively. Maybe your prices are too low. Maybe you've got some bad press. There 
are countless factors. I hopefully don't need to tell you this but it's important to remember that results 
may vary and it would be impossible for me to exactly predict YOUR success. Still, these 5 steps will have 
a significant, positive impact on your business even in conditions that don't exactly match what I've 
described below. 

 

http://aaronhoos.com
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Change	#1:	Add	an	ancillary	product	and	sell	it	to	10%	of	your	customers	
Most businesses have one primary product or service that they sell. And 
even if they have more, they primarily focus on that one single sale 
throughout the entire selling relationship. No problem there. It's good to 
convince your potential customers to buy from you first. 
 
But once you've convinced them to buy from you once, it's much easier 
to sell to them again and again. 
 
In some cases, it's just a matter of saying "hey, it's time for more of what 
you've already bought" but sometimes your solution was a one-time sale 
and they don't have the problem or need that they originally had. 
 
In this case, it's important to have an ancillary product or service to offer.  
 
If you're not sure what to sell or if you don't have time to offer 
something else (which is quite frequent in the case of an entrepreneur 
selling services) then explore the possibility of offering them something 
from a different company (using an affiliate link or receiving a referral 
bonus if the customer buys). 
 
Tips for finding the right ancillary product: 
 

 It should be related to your primary product or service 
(otherwise you'll have to re-sell the customer all over again) 

 It can (but doesn't have to) extend the value of the product or 
service you already provided to them. (A much-hated example of 
this kind of sale is the extended warranty on technology 
products). 

 It should cost less than your first sale. Consider your first sale the 
"high-water mark" and ancillary sales as the less-pricey follow-
up. 

 
For a great tip on how to find and price new products and services, check 
out my blog post Product development, pricing, and sales funnel strategy 
made easy. 
 

Crunching the numbers 
 
Here are some example 
numbers to demonstrate 
the accumulated impact on 
your sales funnel and your 
business: 
 
Leads: 1000 
Prospects: 100 
Customers: 10 
Product price: $100 
Total sales: $1000 
Ancillary sale: 1 
Ancillary price: $10 
Total revenue: $1010 

  

http://aaronhoos.com
http://aaronhoos.com/2011/01/24/product-development-pricing-and-sales-funnel-strategy-made-easy/
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Change	#2:	Increase	your	close	rate	by	10%	
Businesses build up a whole bunch of leads and prospects but they don't 
close every single one. The number of prospects you have compared to 
the number of customers you have is your close rate. If you have 240 
prospects and you turn them into 12 customers, you have a close rate of 
5%. 
 
This is a good number to know because it helps you predict your 
business: You know that if you ever need more money, you can always 
increase the number of prospects you have (which is a tip we'll get to 
later in this report) and you'll end up with a predictable number of 
prospects who turn into customers. 
 
If you can increase your close rate by 10% over your current close rate, 
you can generate a ton of new customers every year. 
 
Here are some tips to increase your current close rate: 
 

 Increasing your close rate can be impacted by improving your 
marketing but it is primarily impacted by how well you sell. 

 Learn to sell. Take courses, read books. This is an essential skill 
that too many entrepreneurs overlook. (Check out my blog post 
37 ways to improve your sales skills for some really practical 
ideas). 

 Ask for the order more often. (Lots of prospects simply disappear 
because no one ever asked if they wanted to buy). 

 Embrace objections you hear while selling and collect them like 
you would collect baseball cards. Soon, you'll have a library of 
objections and you'll be able to counter each one. (Read more 
about this great tip at my blog post Objections are awesome). 

 Diligently journal everything you do when selling to each 
prospect. Then go back over your notes and figure out what 
made the successful ones successful. 

 Test your sales efforts (from phone skills to webcopy) and see 
how each one increases or decreases sales. 

 

Crunching the numbers 
 
Here are some example 
numbers to demonstrate 
the accumulated impact on 
your sales funnel and your 
business: 
 
Leads: 1000 
Prospects: 100 
Customers: 11 
Product price: $100 
Total sales: $1100 
Ancillary sale: 1 
Ancillary price: $10 
Total revenue: $1110 

 

  

http://aaronhoos.com
http://aaronhoos.com/2011/10/27/37-ways-to-improve-your-sales-skills/
http://aaronhoos.com/2010/11/09/objections-are-awesome-how-your-business-can-thrive-on-sales-killing-objections/
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Change	#3:	Increase	the	price	of	your	product	or	service	by	10%	
Prices are funny things. They're a huge mystery to entrepreneurs and a 
huge source of frustration to customers. 
 
But it's not actually price that is the problem. It's value. The value of your 
product or service should be astoundingly high. The higher the value you 
provide, the easier it is to price your product, the more you can ask for it, 
and the less frustration it is to your customers (because they know that it 
will be worth the price). 
 
So, you might have first read the title of this section of the report and 
thought to yourself that you'd like to skip this section because you didn't 
want to drive away your customers but here's my advice: Be sure to 
increase the value of your product or service by much more than 10% 
(think: 25%!) and the 10% increase will seem like nothing. 
 
As long as you add a greater increase in value than the price increase, 
you can easily ask for more. 
 
So, here are some ways to add more value: 
 

 In a lot of cases, you don't actually have to do anything extra – 
you just need to figure out how to effectively express the 
immense amount of value you already provide. Many businesses 
already understate the benefits they provide so if you can 
discover new benefits of your current service, you don't have to 
do anything extra. 

 If it's a service you provide, you don't have to spend more time. 
Instead, create an ebook or highly actionable report and give it 
away. 

 If it's a product you provide, you can either increase the value of 
the primary product or you can add value with free bonuses. 

 You might be tempted to raise the price more than 10% but in 
my opinion, customers will barely notice a 10% raise whereas 
they might notice a 20% raise. 

 Let your customers know that you are about to raise your prices 
and offer a "fire sale" at current prices just for them. 

 Check out my blog post How to price your product or service for 
my very best advice on pricing. 

Crunching the numbers 
 
Here are some example 
numbers to demonstrate 
the accumulated impact on 
your sales funnel and your 
business: 
 
Leads: 1000 
Prospects: 100 
Customers: 11 
Product price: $110 
Total sales: $1210 
Ancillary sale: 1 
Ancillary price: $10 
Total revenue: $1220 

  

http://aaronhoos.com
http://aaronhoos.com/2011/02/25/how-to-price-a-product-or-service/
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Change	#4:	Speed	up	your	sales	by	10%	
Earlier, I mentioned that you needed to increase your close rate. One 
way to do that was described in #2, basically to close more people. 
 
But there is another way to close more people that many entrepreneurs 
don't think about: Sell to them sooner. 
 
Your close rate is determined by examining how many prospects you 
turn into customers… within a given period. (It's hard to figure out your 
close rate without also having a time period in which to measure). So, if 
you want to get even more sales, you can shorten the time period that it 
takes to sell someone. 
 
Try to shorten that time by 10%. So if you used to take a month (30 days) 
to sell someone, try to close them in only 27 days. If it used to take 2 
weeks (14 days) try to sell them in 12.5 days. 
 
To do this, first figure out what your current timeline is. It's simply a 
matter of finding a bunch of customers and working backward to figure 
out when they became leads and when they became prospects then 
averaging the numbers. 
 
Speeding up your sales process is easy! Here are some tips: 
 

 Accelerate your newsletter or autoresponder from 7 to 6 days. 
 Schedule follow-up calls sooner than you used to. 
 Shorten sales calls and presentations by 10% (your prospects will 

thank you for that!) 
 Increase the aggressiveness of your reminder emails (don't be 

obnoxious. Keep it professional but be persistent). 
 Tempt your prospects to keep going by offering an enticing 

reason to advance through the sales process. 
 Look at your marketing collateral and see how it advances your 

prospects along the sales funnel. Figure out if you can double-up 
the work of one piece of marketing collateral to advance a 
prospect even faster. 

 Identify your Chain of Agreement in selling and shorten it. 
 Highlight the problem or challenge that your prospects are 

feeling and do it sooner and more frequently than you have in 
the past. 

 

Crunching the numbers 
 
Here are some example 
numbers to demonstrate 
the accumulated impact on 
your sales funnel and your 
business: 
 
Leads: 1000 
Prospects: 100 
Customers: 12 
Product price: $110 
Total sales: $1320 
Ancillary sale: 1 
Ancillary price: $10 
Total revenue: $1330 

  

http://aaronhoos.com
http://aaronhoos.com/2011/08/15/how-to-succeed-in-selling-with-the-chain-of-agreement/
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Change	#5:	Increase	leads	by	10%	
Increasing leads seems to be the most obvious choice but I put it last for 
a reason: You can increase your leads a lot but if you aren't working on 
some of the other stuff deeper in your sales funnel, you'll end up losing 
most of your leads. But if you work on your product price and close rate 
first, you'll capture more sales and profit when you LATER increase your 
leads. 
 
So work backwards through your sales funnel and increase your leads 
last. 
 
Increasing leads is a favorite effort of every entrepreneur I've ever met 
because it involves more marketing (and let's be honest: we all love to 
do more marketing)! 
 
Remember how your close rate was the percentage of prospects you 
turned into customers? Well you have a capture rate or a lead 
generation rate, which is the number of your audience members you 
turn into leads – through various online marketing efforts. This number is 
harder to measure but it still exists. If you can't easily figure out what it 
is, try using a simpler and easier-to-find number like subscription sign-
ups to your newsletter. If you can increase that number by 10%, great! 
 
At the very least, figure out how much time and effort you spend on 
marketing and try to increase THAT by 10%. You may end up with the 
same net effect, even if you haven't been able to measure the results. 
 
Here are some tips to increase leads by 10%: 
 

 Find your best lead-generation effort (i.e. articles or guest posts 
or press releases or social media) and commit to increasing your 
efforts by 10%. If you write 10 guest posts a year, try writing 11. 
If you write 100 articles a quarter, try writing 110. 

 Identify 6 new lead-generation efforts you've never done before. 
Then, spend one week on each one. At the end of each week, 
you'll be see the impact of your effort and at the end of 6 weeks, 
you can measure the results. The great thing is, most of that 
marketing effort will still work even if it didn't offer the best 
results. 

 Don't forget to look at how someone tells you that they are a 
lead. Examine whether that can be improved to capture more 
leads.  

Crunching the numbers 
 
Here are some example 
numbers to demonstrate 
the accumulated impact on 
your sales funnel and your 
business: 
 
Leads: 1100 
Prospects: 110 
Customers: 13 
Product price: $110 
Total sales: $1100. 
Ancillary sale: 1 
Ancillary price: $10 
Total revenue: $1440 

 

http://aaronhoos.com
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There are so many additional ways you can improve your sales funnel to increase business. Bookmark 
http://aaronhoos.com and follow me on Twitter at @AaronHoos to discover additional ways to grow 
your business. 

Interested in learning more? Check out the following blog posts: 

How to retrofit a sales funnel to your business 

Identifying the steps in your sales funnel stages 

6 quick sales funnel tips to make more money today 

Sales funnel paygates (series) 

How your sales funnel can predict the success or failure of your business 

How to grow your business by replicating your sales funnel 

 

http://aaronhoos.com
http://aaronhoos.com
http://www.twitter.com/AaronHoos
http://aaronhoos.com/2011/01/13/how-to-retrofit-a-sales-funnel-to-your-business/
http://aaronhoos.com/2011/03/18/identifying-the-steps-in-your-sales-funnel-stages/
http://aaronhoos.com/2012/01/27/6-quick-sales-funnel-tips-to-make-more-money-today/
http://aaronhoos.com/2010/11/22/sales-funnel-paygates-a-new-series/
http://aaronhoos.com/2011/02/04/how-your-sales-funnel-can-predict-the-success-or-failure-of-your-business/
http://aaronhoos.com/2011/08/05/how-to-grow-your-business-by-replicating-your-sales-funnel/

