
Today we’re talking about Understanding your marketing funnel
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But first, a quick recap. 
• Torque Media is a Burlington vt based website agency, building websites locally & 

nationally
• We’re marketers before developers 

• And we provide Managed Website Services meaning – we do this job, so you can 
do yours.

Without further delay…
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Once you see that…
• That the Marketing Funnel, is part of a 3 piece ecosystem

• And see from a birds eye view, how & why marketing works the way it does

Making marketing decisions will become much easier
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This 3 part ecosystem consists of
• The consumer purchase funnel – that covers the triggers, impulses, and process of 

making a purchase
• The marketing funnel – how a business selects and uses various marketing tactics 

to achieve specific sales goals
• And the sales funnel – how a business manages consumer intent once they have 

taken action

We’ll talk about these steps later on but, with that concept established,
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It is also important to see that, whether you sell a Product or a Service the marketing 
goal is the same these days – drive the customer to the website so they can take 

action
- Book an appointment

- Make a purchase

We do this because ….
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…. words (website URLs) are easier to remember then phone numbers! At this point, 
your website has become the best sales rep you’ll ever hire. Your website presents 

your product or service 27/7 in an appealing way, clearly articulating the customer 
benefits, and soliciting them to take action. A purchase intent action. 

- Businesses that aren’t strategic about their approach to marketing waste a 
lot of time, money, and effort trying new things when understanding the 
basics of marketing and consumer behavior will lead them to the core 
activities that will generate the most sales activity for them.

- Let’s take a look at the psychological process consumers go through when 
making a purchase, by assigning some marketing funnel lingo to these actions. 
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- TV & Radio a great mediums for introducing new concepts and building general 
awareness.

- When consumer interest is triggered, they’ll google the product, service, or 
business to learn more! 

- Maybe they’ll click around on other websites to continue learning – they’re 
considering if this is right for them! 

- But once they begin asking friends, and looking for reviews – they’re pretty intent 

on making that purchase, they just want to be reassured it’s the right purchase.

- And boom, the purchase is made

- Appealing to customers throughout their purchase process moves your business to 
“top of mind” when it comes to making the purchase.

- Let’s move these big bold marketing actions into the Marketing Funnel, and look at 
what Ad Strategies we can use to reach consumers as they shop through these 

motions…

7



The marketing funnel can have many, or few levels in it, it depends on the 
business and customer, but in my experience, these 5 sum up the primary 
customer actions of interest.
• TV & Radio are perfect for reaching a large and diverse audience, and 

introducing new ideas, concepts, and products.
• TV – Evokes emotional connections by reaching your senses of 

sight, hearing, smell, taste, and touch. The more emotional the 
connection you make, the greater the need becomes.

• Radio – Is the ultimate branding mechanism. Affordably priced, you 
can repeat the same message to a targeted audience until it 
becomes part of their personal DNA. The message can also be 
changed quickly and easily to adjust for market conditions.

• Digital Marketing – is great because you use it to create targeted campaigns 
that reach specific individuals or actions. The goal being, to capitalize on the 
awareness of TV & Radio campaigns by driving traffic to the website, and 
capturing it as a business opportunity. 

The problem here is that 
• Many businesses become hyper focused on one part of the funnel, ignoring 
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the rest. (driven by lack of time, information, knowledge, and poor sales 
reps)

• Sure budgets cannot always afford it all, but ignoring crucial steps, will limit 
the effectiveness of your campaign.

• When a business shouts sale, sale, sale, and buy, buy, buy, that message 
really doesn’t resonate with anyone beyond those in the 
”consideration/intent” phase.

• So, if you haven’t done the work to build your sales funnel, your sale 
appeals to a narrow audience
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When it comes to getting the most from your marketing efforts it’s critical to deploy a 
sales process that also supports your marketing investment 

• At a minimum, this should include processes for responding to email inquiries, 
answering the phone, and logging in person activity

• I can’t tell you how many times I’ve found the person answering the phone, 
squandering marketing & sales activities

Each business should have a process for how they want to

• Nurturing & responding to the leads and sales opportunities that are created

• And tracking the effectiveness of their sales efforts (which comes into play later 

on)
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When we squish it all together, it looks more complicated than it really is…

You’ll see, everything is in alignment so, 
• Based on the actions you want customers to take

• Select the appropriate action from your marketing plan, and get in touch with your 
marketing pro to begin planning

• The hardest part is formulating the ad copy or offer!
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Now, let’s take this one step further, and back in to your marketing plan with a 
mathematical equation:

• Lets assume you want to make 10 sales per month
• Your sales rep is closing 50% of their presentations, which means they need 20 

presentations to make 10 sales
• In order to get 20 presentations though, they need 80 sales leads to work from 

(form lead, phone call, walk in)

• And as it currently sits, the website is converting 3% of all users into a lead.

• That means, you need 2,667 website visitors to make 10 sales!

Plain & Simple, there are hundreds and thousands of ways to market a business. 
• Many are gimmicks, some will work, but like the fable of the tortoise and the hair, 

some will spend more money and frustration to get there.
• Now that you have a marketing goal, that supports your sales goal. The next step is 

working with your marketing professional to get the traffic you need!
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• EVERYTHING - Websites & digital marketing play critical roles in realizing 
the value of all your marketing investments. If you don’t understand it, then 
you can’t use it. 

• Websites are the confluence of the Art and Science, of Marketing – skills 
created over time, that are influenced, and changed regularly by 
developing technology, and trends in consumer behavior. 

• If your website is not supporting your marketing plan, then you are 
just wasting time and money by gambling on an outcome.
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