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I’m back with another funnel breakdown 
with one of my current clients, Dr. Raj.

If you’re in the health space, you’re 
gonna wanna pay close attention to this 
one. And even if you aren’t, there’s still a 
lot of gold here.

Because this is a book funnel with a 
backend stem cell offer…

And we’re scaling it like crazy on 
Facebook!

Let’s get started with some ad creatives.

Hey 
everyone
it’s Mike B. 
here again!



Ad 
Creative

This is currently our best ad creative, it’s getting book purchases at $26.11 
which is a great front-end cost per acquisition (CPA) for us. 

I’ll explain this a little later when we go over the numbers in the funnel, but 
here are the other stats of this creative:
CTR: 2.93%
CTR (all): 8.23%

These numbers are extremely good for an ad. We look for anything over 1% 
CTR as a benchmark and this creative nearly triples it.

Plus the 8.23% CTR All means that a lot of people engaging with this ad are 
clicking to play the video, reading the long copy and clicking through. 
Typically a 3:1 ratio of CTR (all) to CTR is a good benchmark. 

Alright let’s break down the rest of this ad.

#1
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The headline:

Just a straightforward offer headline. Typically with Free plus shipping 
offers, you just want to say the offer upfront. 

Now let’s look at this 
long copy.
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I really encourage you to put this ad copy in your swipe file. Instead of going 
straight to the offer here, we’re using a hard-hitting emotional story from 
one of Dr. Raj’s patients. 

We’re practically painting a picture of our ideal prospects current life with 
their pain…

Then we lay out the point of discovery (stem cells) and what their life looks 
like now.

At the end we present the offer. Notice how we didn’t really have to sell the 
offer that much. 

Goes to show what a really good emotional story can do.

Finally, let’s look at this video:
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Along with the long ad copy, we have a long video as well. This is an 18:32 
min video and is primarily educational.

So in the marketplace there’s 5 levels of awareness: 

      Unaware
      Problem aware
      Solution aware
      Product aware
      Most aware

This is taken from Eugene Schwartz’s classic book Breakthrough 
Advertising. And with this offer we’re going after people who are problem 
aware and solution aware. 

Most of our market doesn’t know what stem cells are or what stem cell 
therapy looks like.

But they know they have a problem, but don’t know how to solve it.  
(Problem aware)

And some of them also know of solutions on how to solve their problem.
(Solution aware)

Maybe even some of them have heard of stem cells before too. (Product 
aware)

But most of our customers are at the problem aware or solution aware 
stage. 

So this video educates them on the benefits of stem cell therapy and how it 
compares to the traditional methods. 

6Stem Cell Book Offer



And because we know that our prospects aren’t happy with traditional 
methods (medications, surgeries, steroid injections)...

We can hit hard on those pain points and future pace how stem cells can 
help them avoid all of those things and get their life back. 

And if you think people won’t sit down for 18 mins to watch a video or read 
a 985 word ad…

Well the numbers speak for themselves. 

Ad 
Creative

#2
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This is our second best creative right now. Just a typical image and it’s 
getting us book purchases at $41.98 each.

Now you might be thinking:

“Wait this is $15 more than your first creative? Why are you still running it?”

Because we know our numbers on the funnel. And we can afford to spend 
$41.98 for a book buyer. In fact, that’s still profitable for us.

You’ll get a better understanding when we go over the hard numbers for 
the funnel later on.

But here’s the CTRs for this ad:

CTR: 1.65%
CTR (all): 4.08%

These are still good CTRs for us. And typically for image ads we look for a 
2:1 ratio between CTR (all) and CTR. 

So headline:

Again, we’re using a straight to the point, offer headline. Don’t need to do 
anything fancy here. 

The image:

We like to include benefits in the text of image ads. It helps with stopping 
the scroll because the image is what your prospect will see first. 

Let’s go over this copy now. It’s another long one.
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So this copy formula breaks up into 8 parts:

1. Call out prospect
2. List out pain points
3. Introduce guru and credibility
4. List out traditional methods the market has tried
5. Throw rocks at those traditional methods
6. Benefits and what they’ll learn in offer
7. Give reason why for discount
8. Call to action

Again, buyers read. That’s why our CTR is over 4%. People are clicking see 
more to read this copy.

So don’t be afraid to use long copy in your ads.
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This is one of our newest creatives and it’s looking promising.

This ad is getting book buyers at $24.58 and is doing the best in terms of 
CPA. Here’s the other stats:

CTR: 2.63%
CTR (all): 7.32%

These stats are looking good, we haven’t started scaling this ad just yet…

But I expect these numbers to be similar once we start raising the budget 
with this creative.

For the copy and headline, we’re using the same copy from ad creative #2 
and a proven headline. But let’s go over the video here.

It’s a short 5 min video of Dr. Raj walking around a park in St. Louis and he’s 
leading this video with a story.

Ad 
Creative

#3
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So the video breaks down into these 5 major parts:

1. Background story of Dr. Raj’s parents
2. How it led to him discovering stem cells
3. What life looked like after his parents received stem cells
4. What they can expect in this book
5. Call to action

Again, we’re seeing some good numbers on this ad right now before we 
start scaling.

Ad 
Creative

#4
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We use a lot of our winning creatives on cold traffic as retargeting ones too.

But I just wanted to show you an example of a new creative we just launched 
for retargeting. 

So for images, it’s okay to have an image that has nothing to do with your 
offer. Sometimes you just need to stop the scroll.

But for this we wanted to use an emotional image to see how it does.
Since a lot of our narrative is based around emotional stories of Dr. Raj’s 
parents and experiences of other patients…

We wanted to test out a congruent image. So far…

It’s getting purchases for $12.12 and the CTRs are:

CTR: 2.55%
CTR (all): 7.45%

So far, so good. 
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Alright so this retargeting ad is for people who BOUGHT the book.

You’ll see later on, but one of the upsells is a consultation call with Dr. Raj for 
$120. 

And on this retargeting ad we’re getting people to book a call with an 
appointment setter to sell the $120 consultation call with Dr. Raj.

Then once they’re on the phone with Dr. Raj, he’ll sell them on stem cell 
injections that range from $5000 to $10,000. 

Again this is only for people who BOUGHT the book and DID NOT take us 
up on the $120 upsell. 

So far here’s what the numbers are looking like…

We’re booking calls for $27.29 (this is a free call and then we sell them the 
$120 one).

Ad 
Creative

#5

14



These numbers are really good for us. It means they only need to close 
about 1 out of 4 people to break even. 

And then most of the revenue will come from the stem cell injections 
themselves.

CTR: 1.36%
CTR (all): 4.22%

CTRs are looking good as well, we’re slowing scaling these ads but these 
retargeting ads will be the major money maker for this client. 

The headline:

On this call they’re going to get in touch with someone from Dr. Raj’s team (a 
stem cell liaison). 

And while the goal is answer questions and educate the prospect, this team 
member will be responsible for setting the appointment for Dr. Raj. 

So we make the headline pretty straightforward for what they can expect.

This is our best creative that we’ve tested so far. Again our goal is just to 
stop the scroll, so we have some creative pattern interrupt going on here. 
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Alright let’s look at the copy. 

We’re pretty much doing 3 things in this copy here:

      1. Calling out the pain of prospect
      2. Explaining the benefits of the offer
      3. Call to action

We want to get one message across.
They should NOT be trying to learn this by themselves. And they don’t have to.
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The Funnel Overview

Ad

Sales page

Retargeting Ad Ad Creative #5

Upsell #1 Upsell #2 Thank you page

Consult page
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Sales page

So here’s a quick 101 on health claims on Facebook…

Facebook doesn’t like claims that “cure” anything. And they don’t like claims 
that promises a result in a specific amount of days.

For example:

“Lose 10 lbs in 10 days with this special method”
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So we had to play around with the headline and subheadline to get the 
benefit across WHILE staying compliant.

And here’s the workaround…

Posing the claim as a question.

“Are Stem Cells The Key To Relieving Pain and Promoting A Healthy Body”

We’re not directly promising a benefit…

But we’re alluding to the fact that stem cells might be a solution for pain. 

Since this is a FREE plus shipping book offer, we want to lay out the offer 
right away:

“FREE BOOK! Stem Cells, The Healing Revolution”

And again, for the final subheadline, we worded it for compliance and to get 
a benefit across to our prospect.

“How to Get The Upperhand On Knee, Hip, Shoulder, and other forms of 
pain”

On top of that, we have a piece of social proof as the pre-headline…

“Amazon #1 International Best-Selling Book”

And I’ll break down the video in just a second…

But you can see we placed the order form in the hero portion of the sales 
page. This makes sure that our prospect can order right away after they 
watch the video by Dr. Raj.
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Below the video we lay out the ultimate benefit they’ll learn from getting the 
book. Along with a call to action to grab their free book.

And if you didn’t notice we also placed a little piece of copy telling them 
when they’ll expect to get their book.

This reinforces in the prospect’s mind that this isn’t a scam, and they can feel 
safe pulling out their credit card here.

Alright let’s break down this video…
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So here’s our template for creating high converting short sales videos:

Introduce the opportunity as NEW 

In the pain relief space there are a lot of options for our prospects. They can 
get over-the-counter medicine or get prescription drugs…

Or they can get surgery or other treatments…

So immediately we present this opportunity as something NEW and 
secretive…

But now it’s widely available to them. This grabs their attention right from 
the start of the video. 

MAJOR benefits they’ll get with the offer

We call out the specific pains that our prospects are suffering from (knee, 
ankle, hip, back, shoulder...etc).

Then we hit them with the ultimate benefit or outcome - with our solution, 
these pains will be a thing of the past.

Introduce the guru

After making all these big promises and claims, we need to provide proof. 
This is where we introduce Dr. Raj Banerjee.

We give a brief description of his accomplishments and background to 
position him an authority in the eyes of the prospect.
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Present the offer

Tell them what they’re going to get and give a reason why if you’re 
discounting it.

In our case we showcase the book then tell them they can get it for free 
today. Then we price anchor it with the Amazon listing price to reinforce the 
deal they’re getting. 

Tell them what they’re going to get or learn in the offer

After we present the deal, we’re telling them what they’re going to learn 
inside the book. 

Present any social proof

After laying out all the amazing benefits of the book, we switch over to real 
live testimonials from customers. 

Dimensionalize the pain

Immediately after they see the testimonials from happy customers, we go 
straight into the pain.

We paint a picture of the things they won’t be able to do or enjoy if they 
don’t solve their pain.

Present fascinations

After laying out the pains, we lay out bullets of what they’ll learn inside the 
book. 
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The bullets are laid out as “fascinations”. We’ll go over that in detail later on 
in this report. 

Put prospect at a crossroads

Now we present the viewer with options. What happens if they do nothing? 
What happens if they invest in this new option?

Future pace the benefits

Paint a picture of what life will be like when they invest in this book today. 

Final CTA

We summarize the offer again and tell them to order now.

More social proof

After the final CTA, we show more video testimonials to push people who 
are on the fence to take action. 
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Alright so with the video out of the way, let’s break 
down the rest of this page.

In this section of the page we’re laying out the copy in a push/pull style.

First we lay out the pain points of our prospect, then we future pace what 
life would be on the other side.

Then we present the opportunity (stem cells) as something new and 
groundbreaking. We also provide authoritative proof (John Hopkins) to 
make it believable.

Finally we address one of their major fears (surgery) and other objections 
before showing them an image with a CTA.
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Below this part of the page, we present scarcity and layer in testimonials 
from the sales video.
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After that we bring in real reviews from Amazon as more social proof. 

Alright, let’s look at some of these bullets.

Most of these bullets are laid out as “fascinations”. Meaning they are 
presented as curiosity based and benefit driven.

In the sales video, Dr. Raj was “speaking fascinations” when he told the 
viewer all the things they would learn inside his book.

And if you noticed, all the benefits he presented are left as open-loops. And 
the only way they can find the answer is inside the book.
In this section we lay out A TON of bullets. The reason we do this is because 
it takes just one bullet to make someone buy.

So let’s go over a few of these…

Doesn’t this bullet pique your curiosity? 

This is called a “Why” bullet. The point of this type of bullet is to build 
intrigue and promises to present information that relates to:

      Something your prospect is curious to know more about
      Something directly beneficial in their lives

This is called a “Number bullet”. For obvious reasons, it’s presenting multiple 
ways of doing something or multiple secrets. Here we’re going to present 
them 14 health ailments that Stem Cell Therapy solves. 
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This is the “Warning bullet”. The point of this bullet is to present a danger 
ahead and help your prospect avoid a loss. 

This bullet is really effective in eliciting the fear emotion. 

This is the “Are You” bullet, and it’s meant to address a topic you strongly 
believe your prospect is doing. 

Then in the second half of the bullet, you present them the benefit. This 
bullet is effective because if they answer yes to the question, it builds 
momentum towards the sale.

This is a “Direct Benefit” bullet. This is where you make a big claim and 
follow it up with adding benefits or curiosity in the next sentence. 

This is an example of a “What” bullet. What bullets can serve two powerful 
purposes:

     They can give your prospect a specific action to take
     Offer elusive information

It’s a good way to bump up the perceived value of the info.
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Here we have a typical “Secret” bullet. Pretty straightforward, it’s presenting 
your information as some kind of secret that could benefit the prospect’s life.

Be careful not to overdo this bullet, or else you’re going to kill the 
believability in your audience.

This is the “Single” bullet. You’re presenting one powerful piece of 
information and you have proof of it. 

This is your standard “How To” bullet. You can present a benefit or 
build curiosity.

The reason why this bullet works so well is because our minds are wired for 
“How to” information. 

At the end of the bullets there’s another call-to-action. And more curiosity is 
built by saying it’s only in the first 265 pages.
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Now in this section we’re handling some of the objections prospects have 
about the offer. 

You have to remember, people buying online are skeptical.

You gotta remind them that this is legit and it’s safe.
So always with a free plus shipping offer, remind them there’s no catch. 

And a lot of people are also afraid of being tricked into a subscription 
program. So this is a good objection to address upfront too.
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Also it’s always a good idea to give a reason why you’re offering a discount.

By giving a reason why, you build trust with your audience and reassures 
them of their purchase. 
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Now we push the urgency for people who are still on the fence. 

We give scarcity here and a reason why. ALWAYS do this with your 
scarcity claims.

Then we give our guarantee and reinforce the scarcity again.
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Most people reading your page are going to skim it. So it’s always a good 
idea to put a summary of the offer inside the P.S. 

Always restate the risk reversals again and end with a final CTA. 
Alright let’s take a quick look at the order form:



It’s a 2 step order form, so when you 
first enter your information, you’ll be 
taken to this step.

The purpose of a 2 step order form 
is for us to follow-up with emails and 
calls if a prospect decides to not 
buy.

So on the billing info step, you’ll see 
2 options for shipping. The more 
expensive shipping option is for 
international customers.

Now let’s look at this 
bump offer.
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Keep in mind good price points for bump offers are always $27-$47. 

I’ll go over the numbers for this page and bump offer in a bit. But first, let’s 
take a look at the offer.

The offer is an additional ebook and we basically gave them 5 fascination 
bullets to pique their curiosity.

And we anchor the value of the ebook by telling them how much work it 
took to create this.

People appreciate the effort and value put into something. So this is another 
way to create value in your offer instead of just naming a price. 

So here’s how this front-end is doing…

Numbers For Sales Page

On the front-end we’re averaging a 4.56% conversion rate on the book. 
This means for every 1000 clicks we get through our ads, around 45 
people buy the book.

To make it simple I’ll use our regular shipping and handling fee:
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45 buyers x $7.95 = $357.75

We’re paying around $1.50 per click, so that leaves us at:

$357.75 - $1,500 = -$1,142.25

BUT we still have our bump offer…

And right now we’re getting around 26% take rate on the $27 bump.

So out of the 45 people, about 12 of them will take us up on the bump.

12 x $27 = $324

Gross revenue = $357.75 + $324 = $681.75

Net = $681.75 - $1500 = -$818.25

Alright let’s look at the first upsell…

Upsell

#1
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Again, our prospects aren’t marketers and probably aren’t online savvy. So 
the first thing we have to tell them is that they’re in the right place.

We do this with the line of copy:

Now we lead with the headline telling them exactly what they’re getting 
inside this upsell.

The best upsells always fall into these categories:

      More of the same thing (typical with supplements)
      Faster (helps speed up the time to get to their desired result)
      Solves the next step (I’ll talk about this below)

This upsell falls into category #1 and #3. They’re getting more of the same 
thing because we’re giving them the audio version of the book they just 
bought.

Most people can’t sit down and finish a book. So they prefer to listen to 
audio while they’re driving or at the gym, it’s convenient for them.
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Let’s break down the video:

Always thank the customer in the first seconds or congratulate them. It’s a 
way of lowering buyer’s remorse.

You want to remind them that they made a great choice and the benefits 
they’ll see because of it.

And also tell them when they should expect their order. So in our video, 
we remind them we’re preparing their order to be shipped out in the next 
couple of days. 

And the info product is positioned to help them get even better results 
from what they learn in the book. It’s what they need next after learning the 
basics outlined in the book. 
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Next we go into why we’re offering this upsell…

So we position it as something people have been wanting and asking for. 
We say that people keep asking Dr. Raj for an audiobook version.

And in the past it wasn’t available...but now it is.

Now we present the urgency of the upsell. We tell them this is the ONLY 
place where they can get the audiobook. It’s not on Audible or Amazon.

Then we remind them of the benefits of the audiobook - listening in traffic, 
driving or working out. 

But that’s not all they’re getting…

We transition into bundling the info product along with the audiobook.
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And we start listing out exactly what they’re getting.

Again, we keep the urgency high. We tell them this is the only place where 
they can pick this up.

AND we price anchor it. Dr. Raj explains the only other way they could’ve 
gotten their hands on this course is if they spent $5000 or more with his 
practice.

But this is their chance to get it FREE! As a bonus for upgrading to the 
audiobook version of the book.

Next we go into the benefits of the course, telling them what they’ll learn like:
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We’re really trying to position this offer as the next thing they need.

So once they get stem cell treatments, this course offers a way to enhance 
the healing effects for the rest of their lives.

After that, we remind them of the scarcity….this is the only place they’ll see 
this course. Unless they want to spend $5000.

Finally, we lay out each video module in the course.

Just so these prospects know EXACTLY what they’re getting.

To end, we tell them to click the button below and they’ll get instant access 
to the audiobook and course.
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So below the video we have the call-to-action button.

We price anchor the value of this offer at $2,272. But it’s theirs right now for 
only $47. 

We also tell them they’re getting an additional discount. It was once $97, 
but it’s $47 today.

Plus we’re hitting the urgency hard with the timer there.
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For this upsell we found that video + long copy tested better. It might be 
because our audience likes to read, but it’s always a good idea to test.

I’ll go over the numbers in a bit, but let’s quickly look at this copy.

The headline reminds them of exactly what they’re getting and the lead of 
the copy tells them why we’re offering this.
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Next we’re introducing the course again, selling its value. Below we list out 
each module and exactly what they’ll learn.
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Tell them what the module is about and list out a benefit stack to the side. 
And we always put a price on each module.

After the modules we’re reminding them of exactly what they’re getting again.

We demonstrate the value of the deal they’re getting. It’s 2.5% of the 
actual price.

And we tell them why they’re getting this massive discount again. Any time 
you offer a discount, give them a reason why.
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Finally, at the end of the page 
we lay out the value stack. So 
they can see a summary of what 
they’re getting with this upsell. 

Numbers for Upsell #2

Alright so before this upsell, we’re still at a loss of -$460.75.

This upsell is currently converting at 11.29%! That’s really good for us and 
adds a big bump to our average order value for each customer.

So for the 45 people, around 5 people will buy this upsell for $47.

5 x $47 = $235

New gross: $681.75 + $235 = $916.75 

New net: $916.75 - $1500 = -$583.25

Let’s move onto upsell #2
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Upsell #2

Here we want to do anything we can to prevent them from closing the page.

Again, there’s a high chance these people have no clue what a funnel is or 
seen any upsells.

So we give them a glimpse of what to expect in the sales video below with 
the main headline.

This is also a higher ticket offer so we want to make sure they watch the 
entire video.
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This is a longer video because we are selling a high ticket consultation with 
Dr. Raj. 

So the video begins with us reassuring the prospect they’re in the right 
place and to NOT close this page or press the back button.

And express the fact that this is a one-time deal and they need to watch this 
entire video.

So the flow of this video goes:

      1. Tell them the major benefit (saving money with a
          consult)
      2. Call out the major pain points our prospects are
          experiencing
      3. Tell them there’s another way outside of the traditional methods
      4. Introduce Dr. Raj
      5. Tell them how Stem Cells work and the mechanism
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    6. Present social proof
    7. FAQ answering objections
    8. Introduce price of treatment
    9. Introduce price of special offer on this upsell
  10. Future pace the benefits or pain in their life depending on what they choose
    11.End with call-to-action

The price of this offer can range up to $5000+ depending on how many 
injections they need. 

So we make it clear to them they have many options to get this offer: financing, 
monthly plans, discounts on payment in full...etc.

So we’re letting prospects book a call with Dr. Raj for $120. We tell them 
they’re saving $277 off this upsell.
This is doing really well and I’ll go over the numbers in a bit. But we made 
this call paid because we want to get rid of any tirekickers.

Dr. Raj runs a clinic and is a busy guy so we don’t want him bombarded with 
people who are just window shopping. 
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Plus by making these calls $120, there’s a good chance these people are 
serious.

And the probability they will turn into thousands of dollars in revenue is 
much higher.
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Here we’re helping the prospect identify themselves as the perfect 
candidate for stem cell therapy. 

We’re positioning the call as a no-pressure educational call, not a sales call. 
And we tell them what to expect on the call.
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Next we took the top 3 questions people have asked about this type of 
treatment and created a mini-FAQ answering each one. 
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On the bottom half of the page we layer in a ton of social proof. And instead 
of having the typical one sentence testimonials you normally see…

We actually wrote out the stories of these people. This is way more powerful 
when you can make your testimonial into a story.

Stories resonate with people more and it gets their emotions going. And 
everyone knows people buy with emotions. 

Basically the format of these testimonials are a before and after. We paint a 
picture of their background and how life was like before and after stem cell 
treatment. 

Finally we end the page with a final CTA.
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Numbers for Upsell #2

So right now we’re at a loss of -$583.25 for every 1000 clicks.

This upsell for a $120 consultation is converting at 2.06%.

Now out of our 45 original buyers, 1 will take this upsell.

New gross: $916.75 + $120 = $1036.75

New net: $1036.75 - $1500 = -$463.25

Even though we’re still in the red coming towards the end of the funnel it’s 
okay.

Because the people who do book a consultation call with Dr. Raj are sold 
stem cell treatments for around $5000 to $10,000.

And we’ve found people who do book this paid call are SERIOUS about 
getting stem cell injections.

Which is exactly why we constantly retarget them to book calls with Dr. Raj’s 
team.
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Thank You 
Page
Normally I wouldn’t show the Thank 
You pages of these funnels unless 
there was something valuable.

Before we go into the survey on this page, let’s quickly look at the 
video.

First, we congratulate and thank them for purchasing the book. This is an 
obvious step but it’s a good reminder. This helps lower their buy remorse.

Then we do a lot of future pacing of what they can do with what they learn 
inside the book or any courses they might’ve bought throughout the funnel.
And lastly we tell them about the free discovery call they qualify for because 
they purchased the book. 

At any time, they can hop on a call with a Stem Cell Liaison from Dr. Raj’s 
team to go over any questions and any help they may need. All they have to 
do is fill out the survey below.

So let’s look at the survey.
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The survey is 4 questions:
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Here’s the options for that dropdown:
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Now if you remember from Upsell #2, that offer was to get on a consultation 
with Dr. Raj. 

The difference between this survey and that upsell is that on this survey, Dr. 
Raj’s team will reach out to people who fill out the form. 

Just because they weren’t willing to pay $120 to get on the phone, doesn’t 
mean they can’t be closed.

And you can’t know for sure until you get them on the phone. This is our way 
of generating a lot of backend revenue from all our leads.

So here’s the scheduling page…
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Here they can select any time that’s available to speak with someone from 
Dr. Raj’s team.

In this short video we give some urgency for booking the call. We tell them 
it’s first come first serve, and spots fill up fast.

And we also stress that they need to fill out the questionnaire completely on 
the survey before booking the call or else they can’t qualify. 

This is our way of collecting info on our prospects and also making the call 
more personalized. 

The 
Consult 
Page
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So the thank you page is not the only time we let our customers schedule a 
consultation call.

These consult calls are an important step in selling the core offer (stem cell 
injections) so we do a lot of retargeting back to this page.
This page is basically a copy of Upsell #2. And it’s the main target for our 
retargeting for people who bought the book. 

The bottom half of the page and the video are exactly the same from Upsell 
#2.

Alright let’s talk numbers for this page.

We’re booking calls for around $30.27 right now on average. And it’s 
converting at about 5%.

The point of this free consult call is to sell them on the $120 consultation 
with Dr. Raj.

So that means we only have to close 1 out of 4 to breakeven.

And people who book the paid call are then sold a $5000 to $10,000 stem 
cell injection. 

So far, ever since we started working with Dr. Raj recently…

We’ve generated over 100 booked calls for him.

And even if he closed 3 people on future stem cell injections…

That’s an extra $15,000 to $30,000 in revenue for his business. 
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And the best part is, all these leads and customers are coming in on 
auto-pilot. 

All because we have a well-oiled sales funnel with good offers.

Alright, that’s the end of this book funnel breakdown, I hope you enjoyed it.

Hopefully you got a lot of nuggets out of here you can use to apply to your 
own funnels.

And as always, if you need help creating your own book funnel…

Or if you want my team to create one for you and take care of all the traffic, 
feel free to reach out to me at 

Mike@mikebuontempo.com

See you on the next breakdown!
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