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Developed a sales funnel leading to a substantial 330% increase in course
enrollments.
Attained an 8-figure campaign revenue for the client.
Accomplished a noteworthy 9.1% conversion rate.
Achieved a 389.3% return on investment (ROI) while keeping marketing
costs at just 6% of the total revenue.
Maintained 80% profit margin throughout the campaign.
Implemented a multi-channel approach to increase website leads to 756%
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My Client, Mrs Abimbola, the co-founder of the renowned food company, SoFresh and
an HR expert running AB Consults, approached me with a specific goal - to amplify the
sales of her high-ticket program, "Building Great Teams," priced at ₦200,000.

 The business provides consulting services and courses related to HR and people
management. The goal was to register a substantial increase in student enrollment,
marking a significant advancement from previous enrollments that consistently
remained below 10. 

The primary challenge she faced was the lack of a structured sales strategy present in
her business, leading to inconsistent enrollment in her high-ticket program.
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To kickstart the campaign, I delved into a thorough investigation of their target
audience. This involved understanding who they are, what they need, and how they
engage with similar offerings. Following this, I conducted a careful analysis of their
competitors, aiming to discern industry trends, successful strategies, and areas for
differentiation.

Next, I examined their past efforts. A close look at their previous endeavours allowed
me to identify what worked well and what needed improvement.
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Adding another layer to the analysis, I performed a SWOT analysis. This involved
evaluating their strengths, weaknesses, opportunities, and threats in the market. By
understanding their internal capabilities and external challenges, I gained valuable
insights into how we could leverage strengths, address weaknesses, capitalize on
opportunities, and mitigate threats.

After our detailed strategy session, it led to the realization of the need for an end-to-
end sales funnel. The strategy we used was to host a paid live webinar at an
accessible price point of ₦5,500 to attract qualified leads. The aim was to convert at
least 10% of these paid webinar attendees into participants in the high-ticket program.
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During the implementation phase, we strategically deployed the sales funnel across
multiple channels, employing a comprehensive approach to maximize reach and
engagement. Here's a breakdown of the key channels we utilized and the
corresponding strategies:

1. Emails:
- Audience: Leveraging on my client’s existing subscriber base comprising both cold
and warm audience segments.
- Strategy: Employed diverse email copy strategies, including expertise-focused
angles, addressing pain points, testimonials, objections, and urgency. High-converting
emails were sent at strategic intervals, increasing frequency closer to the campaign's
end.
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2. Facebook and Instagram Ads:
- Targeting: Created targeted ads for both cold and warm audience segments. We
ran two types of ads: one for direct sales for the webinar and another to generate
leads for the WhatsApp Group.
- Ad Creatives: Used visually appealing and conversion-focused creatives, ensuring
alignment with the campaign objectives.
- Ad Spend: Managed an effective budget to optimize ad performance while
maximizing ROI.

3. WhatsApp Group:  - Community Building: Established a dedicated WhatsApp
group, serving as a waitlist and community hub for nurturing.  - Strategy: Initiated
discussions, shared valuable content, and created a sense of community. Nurtured
participants with targeted messages addressing pain points and building
anticipation for the webinar.
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1. Webinar Waitlist Sign-Up Page:
Introduced a strategic waitlist sign-up
page, ensuring early access and
priority registration for individuals
eager to join the webinar

We created the following dedicated pages and leveraged various tools to execute the
funnel:

PAGES BUILT
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2. Webinar Sales Page:
- Developed a dedicated page providing comprehensive details about the webinar,
its benefits, and a clear call to action to attract registrations for the paid live webinar.
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3. Payment Page:
- Implemented a secure and user-friendly payment page, facilitating
easy transactions for those enrolling in the paid webinar.

4. Thank You Pages:
- After signing up, participants were directed to a Thank You page to
acknowledge registrations, providing clear instructions for the next steps
and expectations.
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The flow then continued seamlessly to the post-webinar phase:

6. Course Sales Page: A dedicated page highlighting the features and benefits of
the "Building Great Teams" program.
 
7. Payment Pages (For course): Secure payment pages allowed participants to
enroll in the high-ticket program effortlessly.
 
8. Course Thank You Page: Participants were directed to a Thank You page,
expressing gratitude for their enrollment and providing the next steps.
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Tools:
- Utilized email automation tools to seamlessly
communicate with participants, delivering relevant
information, and nurturing their interest.

Tools such as analytics software, marketing
automation, and secure payment gateways were
integral to optimizing the funnel.

The sales funnel was designed to attract, engage,
and convert leads. Each stage addressed specific
challenges in my client's sales process.
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The results were compelling, with 473 paid webinar registrants and a 9.1% conversion
rate, translating to 43 participants in the high-ticket program. The campaign achieved
a remarkable 4x ROI (389.3%) with an 80% profit margin.

473 Paid webinar Registrants
9.1% Conversion rate
43 high-ticket program students which is a 330% increase in course enrollments.
389.3% Return on Investment (ROI)
Achieved 80% Profit Margin

RESULTS
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“Kindness, You are Amazing! The absolute best I could have
partnered with on this project. 

You know your onions very well. It was a successful
Campaign, I am so happy! This is the first time I have gotten
this number of students since the launch of BGT program. It

is triple the amount of students I have gotten before put
together!

You sabi this funnel thing well! You are a pro! Thank You.”

WHAT CLIENT SAYS
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ABIMBOLA BALOGUN
Co-Founder, SoFresh

ABIMBOLA BALOGUN
Co-Founder, SoFresh
Founder, AB Consults



LET’S WORK TOGETHER

KINDNESS ANIH

Do you want similar success in your business?
Contact me for a tailored sales funnel service.
Reach out to me: 

Kindness Anih
Founder & Strategist
Tecspike Technologies
Whatsapp: +2349166069284
Email: info.tecspike@gmail.com
Website: https://www.tecspike.com
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