Funnel Management

Funnel management is the process of optimizing each stage of the customer journey to increase
conversions and revenue for a business. For small businesses, this typically involves identifying key
touchpoints where potential customers are most likely to drop out of the funnel and finding ways

to keep them engaged and moving forward.

A common way to visualize a funnel is as a series of stages, starting with the top (or widest)
stage, where the most people are initially engaged, and narrowing as the customer moves
through the funnel to the bottom (or narrowest) stage, where the customer makes a
purchase.

Some examples of stages in a funnel for a small business might include:

1. Awareness: This is the stage where potential customers first become aware of your
business or product. It might include things like online advertising, social media, or
word of mouth.

2. Interest: Once customers are aware of your business, they may start to research and
show an interest in what you have to offer. This might include visiting your website,

reading reviews, or signing up for a newsletter.

3. Evaluation: At this stage, potential customers are considering whether your product
or service is a good fit for their needs. They may look at pricing, compare options, or

request a demonstration.
4. Purchase: This is the stage where the customer makes a decision to buy.

5. Repeat/ Referral: This final stage where customers who have made a purchase may

return for more, refer friends or family and be your brand advocate.
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To optimize each stage of the funnel, small business owners should consider things like:

o Creating clear, compelling messaging that addresses the specific pain points and
interests of potential customers.

e Making it easy for customers to take the next step, whether that's signing up for a
newsletter, scheduling a demonstration, or making a purchase.

o Testing and experimenting with different approaches to see what works best.
« Having a good CRM to track customer behavior and help inform strategy.

It's also important to remember that the funnel is not a one-time journey for customers,
but a continuous engagement cycle, and maintaining a relationship with customers is
important.

Overall, by understanding and optimizing each stage of the funnel, small business owners
can increase conversions and revenue, and ultimately help their business grow.

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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