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I’m back with a new auto-webinar funnel 
that is crushing it in the financial space.

First of all, it’s scaling like CRAZY on 
Facebook…

And if you know how difficult it is to run 
financial offers on Facebook...then you 
might want to pay attention to this funnel 
breakdown…

There’s definitely one or two things in here 
that can make you a boatload of money. 

So let’s take a look at some of the creatives 
that are killing it right now for us.

Hey 
it’s Mike B. 
here again!



It’s getting a 1.28% CTR and it’s gotten over 600 webinar registrations at 
$11.92 each. And so far it’s doing about 2X ROAS (return on ad spend)

Not bad for a cold traffic ad. 

Let’s talk about the video…

So in the beginning of the video, Randall immediately talks about the 3 
things a trader needs to succeed.

You have to grab the attention of the person watching in the first few 
seconds, or else you lose them.

After explaining the 3 concepts, we throw rocks at other methods and 
courses.

Ad 
Creative

#1
This is our best 
performing creative for 
this client right now.
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Immediately we’re telling the prospect what to expect when they click-
through. And we throw in some curiosity to get them to click (“Super Stock”).

To give you some context on this market, people of this audience are always 
looking for the next “big” stock.

They want to invest in Apple before it becomes Apple. That’s why financial 
newsletters that have predictions sell very well. 

Next let’s take a look 
at this headline:

Now the copy…

This is important because we’re pretty much telling the viewer it’s not their 
fault they failed before. They were just unlucky to get faulty information.

BUT if they want to learn a REAL, proven, profitable way to trade…

Then they need to sign up for the webinar. And that’s how we close this video.
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So quick tip:

We’ve seen that with images, longer 
copy does better. With videos, you 
can get away with short copy.

But remember this…

Buyers are readers. So you can’t go 
wrong with long copy unless you’re 
writing a bunch of fluff.

Call out the prospect in the first two 
lines.

Throw rocks at other methods they 
might have tried before.

Throw rocks at other courses they 
may have bought.

Give credibility for our program 
and introduce what they get.

Tell them to sign up for the webinar.

So the flow of this copy goes:

That means a lot of the people who click-through on this ad are clicking 
to watch the video and clicking “see more” to read the copy. 

This creative has a CTR ALL of 3.04%.
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Ad 
Creative

#2

So with this creative we’re getting 1.29% CTR which is pretty good for this 
space. Anything over 1% is a good sign for us. 

Using this creative alone, we’ve gotten over 500 webinar registrations at 
$11.94 a pop. 

And I’ll reveal the price of the program a bit later, but we’re also getting 
around a 2X ROAS on this cold traffic ad. (mind you, this is a high ticket 
program)
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Include a short benefit-driven 
headline in the creative

A call-to-action

Pattern interrupt image

Alright so let’s start with 
the image.

The goal of the image is to stop the 
scroll. So a technique we like to do 
with our creatives is:

This is our go-to formula for creating images that stop the scroll and get 
the click.

For the headline we’re using the same high converting headline as the first 
creative.

If we have a winning headline or copy, the first thing we usually split test is 
the actual creative (image or video).

Then we’ll try split-testing the other elements of the ad.  

The copy is still the same as our first creative since it’s a proven winner. 
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Ad 
Creative

#3

This is one of our newest creatives and it’s looking promising.

The headline and copy are still the same…

But notice the image. It’s a sunset in some place.

This just goes to show you that your image doesn’t need to be relevant to 
whatever you’re selling. Sometimes you just need to stop the scroll.

Right now it’s getting webinar registrations at $13.57 a piece…

It’s still optimizing, but here’s the cool part…
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It’s at a 10.86X ROAS. 

All on cold traffic. I expect this to go down when we scale it, but it’s looking 
good so far…

And it has the highest CTR out of all our creatives so far. Sitting at 1.63% 
CTR and 3.53% CTR ALL.

That 3.53% is great because it’s showing that pretty much everyone clicking 
through is hitting “See more” and reading our copy. 

Ad 
Creative

#4
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You’ve seen the cold traffic ads, now I want to show you one of our 
retargeting ads.

This is targeting people who’ve watched the webinar but haven’t bought yet.

In addition to our back-end email follow-up, we’re hitting them with 
retargeting ads.

You never know how close they are to buying, so it’s always good to go over-
the-top with retargeting.

Right now this ad is getting buyers at $217.78 each…

That’s a whopping 13.76X ROAS.

Not too bad for a high-ticket program. 
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So for the video…

The content is based around the FAQ. It’s the same FAQ we presented in 
the webinar, but normally the FAQ is at the very end.

And people who are on the fence usually leave before the FAQ or they 
forget.

So a good retargeting ad we always use is a FAQ video that answers the 
common objections of the webinar. 

Again, it’s getting us a 13.76X ROAS so the numbers speak for themselves.

We make it known in the headline what’s inside the video. Instead of using 
the curiosity or benefit driven headline to click…

Our goal here is to have them watch the video because that’s what will drive 
the sale.

Plus this ad links directly to the checkout page. 

So for the copy…
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In the copy we want to remind them 
of the benefits of the program…

We want to remind them of the 
4-step strategy that you can repeat 
to profit as much as you want.

We’ll talk more about this later, but 
it’s the unique mechanism for our 
program.

And lastly, we want them to watch 
the video because the FAQ handles 
any objections they have or forgot 
about.

Ad 
Creative

#5

12Stock Option Coach



Here’s the last retargeting creative 
we’re using with a lot of success.

It’s a simple testimonial video from 
Randall’s students. They briefly talk 
about their background, what they 
learned inside Day Trading Mastery 
and what their results were.

Most importantly, each of these 
testimonials are emphasizing how 
EASY the system is and how anyone 
can implement it and start making 
money.

But as you can see, each of these 
creatives are in different styles…

The first testimonial video is a high quality sit-down with Hershell. Nothing 
fancy about it, it’s like an interview quality based video.

The next one…



Here we’re being a little creative. We’re placing a CTA image inside the 
video and we’re surrounding the testimonial in a pattern interrupt style. 

The copy for these ads are pretty 
much the same. We just swapped 
out the names for each person 
respectively.

The angle is on the lines having 
a proven strategy to win at stock 
trading. Then it gives a brief 
background of the person’s success.

The headlines are similar. Just a small change in wording.

So for results?

The creative with the pattern interrupt style is doing slightly better…

But the creative with Hershell has much higher CTRs and CTR Alls. In the 
end, sales is all that matters.

Jay Pattern Interrupt: 3.31% CTR, 5.51% CTR All
Hershell Interview: 4.17% CTR, 7.99% CTR All
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Still, these ads are pulling 4.69X ROAS. And we haven’t spent that much on 
them yet, still relatively new.

So I expect these numbers to shoot up as soon as more sales come rolling in. 
Alright now you know how we’re getting people into this funnel…

Now let me show you the auto-webinar funnel that’s making 5 figures a 
month selling a high-ticket financial program...

The Funnel Overview

Ad

Webinar registration

Retargeting Ad #1 Retargeting Ad #2 Retargeting Ad #3

Webinar room Checkout page
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So let’s start with the webinar registration page.

Immediately, the prospect knows exactly what to expect in the webinar by 
reading the headline:

“Learn the 3 Keys To Day Trading using Options for Massive Leverage & 
Profits!”

And the subheadline that lays out the ultimate benefit our prospect wants…
“We have one mission and one mission only...to teach you how to be a 
winning trader so you can ditch the day job.”

So you might be wondering why we’re using such a straightforward 
headline…

Shouldn’t we use something that’s more curiosity based?
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Normally we would use something with a little more curiosity or sell some 
type of mechanism…

But there’s 2 reasons why our headline is this:

      It’s Facebook compliant

It’s hard to get financial offers approved through Facebook so we have 
to write our copy in a way that follows Facebook guidelines and gets our 
message across.

      We know exactly who we want to target for our webinar

We’ll dive into the offer a bit more later, but this autowebinar sells a high 
end course/coaching program.

We want people with money and who are willing to invest.

And usually people in this market KNOW whether or not they want to day 
trade for a living or not.
So we don’t need to convince them that day-trading is the way to leave their 
job. They already know and want that.

We only have to sell Randall (the guru) on why he’s the guy that will help 
them. 

Once they read the headline and subheadline, there’s a call of action to 
register for the webinar.

Here’s what happens when you click “Reserve my free spot”
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The prospect will see a pop-up that 
lets them schedule their webinar 
session.

Currently, we have a session running 
every 15 minutes. 

We’ll go over the numbers on this 
page in a bit, but let’s go over the 
last part of this page first.

So immediately we’re telling the 
prospect what to expect. The 3 
lessons he’ll learn once he attends 
the webinar.

Next we’re introducing Randall 
himself…

Remember, we’re only trying to 
convince the prospect that Randall is 
the man. 

We don’t need to spend time 
teaching them about how great day-
trading is. They already want to day-
trade, they’re looking for the right 
help. 
The story begins with building 
Randall’s credibility.

We also want to tease the 
mechanism and position as 
something NEW and EASY.

He’s an ex-Wall Street guy that 
turned $30,000 into $120,000 in 1 
year...from one stock.
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This was all possible because of a simple system that he developed himself. 

It goes on to tell how he STILL day-trades for a living and how he’s surpassed 
over 10,000 trades.

This is important for our positioning because most day-trading guys out 
there focus on selling their training instead of actually trading.

So to differentiate Randall, we wanted to emphasize that he’s STILL doing 
this today for a living...whether or not you buy his program or not.

This gives the impression to our prospect that Randall will be teaching them 
what he’s currently doing…
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And kind of addresses an objection of whether or not he’s teaching 
outdated, old material. 
The last part of the copy gives social proof, Randall has taught tens of 
thousands of students.

But then introduces an irresistible benefit to why they should register the 
webinar…

Showing you actual student trading statements.

We know in this market, a lot of the guys seem “secretive”. And because of 
this, there’s a lot of skepticism in the space.

But by being FULLY transparent, we’re positioning Randall in higher 
authority compared to everyone else teaching day-trading. 

Finally, the page ends with a final call-to-action to register for the webinar.

Alright let’s move onto the webinar page…

Once you register for the webinar, you’ll be taken to this page:

You’ll see exactly when the webinar 
starts and the link to it.

And we also send a reminder email 
with the link to the webinar room 
too.

Alright, let’s move on...
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This is the waiting room for the webinar. Prospects will see this page once 
they click through on the link. 

Alright, let’s break down this webinar…

Webinar Page
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The Webinar
To give you an idea of 
how a typical webinar 
flow goes…

Content #1 Content #2 Content #3 Content #4

One big idea
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We want to weave each of our content pieces back to the core idea of the 
webinar. I’ll talk more about this in detail later on.

But let’s start from the beginning…

So at the start of the webinar, we want to establish 3 things.

      1. We want to remind the prospect what they’re
           going to learn in this training
      2. Randall’s credibility and why they should 
           listen to him
      3. Reason why he’s hosting this training

This is close to a 2 hour webinar, so it’s our job to hook someone’s attention 
from the start and keep it.

When we establish these 3 things in the very beginning, it initially gives the 
prospect reasons why they should keep watching.

Next, we throw in some social proof to establish Randall as the expert.

For a minute or two, Randall goes over all the success stories he’s had inside 
his program.
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This future paces the possibilities that are available once the prospect 
becomes successful at stock options trading. 

Next, we give a live testimonial from one of Randall’s most successful 
students.

We’re doing 2 things with this:

      1. We’re showing them that this program actually 
           works and is not a scam
      2. We’re planting the seeds of belief that they need
           to buy this to successfully trade stock options 

It’s important you make the prospects see their end goal in mind in the very 
beginning.

Which is why we spend a few seconds giving a glimpse of Randall’s life.
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? ? ?
Pete, you 
learned a specific 
methodology in the 
training, can you 
tell us about it?

How would you 
describe Stock 
Option Coach 
to a friend?

Do you feel 
like you’ve 
taken your 
last course?

Pete talks about the proprietary trading method he learned inside Stock 
Option Coach and talks about how EASY it is to apply what he learned.
We want to make the program sound like it’s done-for-you as much as 
possible.

And we’re also answering objections here. Pete is answering questions that 
are probably in the minds of the people watching this webinar.



Next, Randall starts diving inside the content of the webinar. I’ll go over the 
flow of the content and save you the details.

How many hours a day are we normally trading?

The 3 Keys

1. The entry 2. Risk Control 3. Exit Strategy

It’s a good idea to mix up the content that is being presented, so instead 
of only hammering them with facts, we throw in questions that answers 
objections.

The prospects want to day trade for a living, but they don’t want to sit in 
front of a computer screen for 8-10 hours a day.

So immediately Randall tells them that they won’t be doing that. In fact, the 
biggest trades happen in the first 3 hours.

We want to present our unique mechanism as soon as possible.

This mechanism will differentiate our program from everyone else’s program 
on day trading. So one of the very first pieces of content is the features of his 
proprietary method.

An SOC trader always knows 
what to do. No guessing, 
wishing, or hoping.
He just follows our "Rule 
Based" system!
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Covered Calls

Iron Condor

Long Collar

Debit Put Spread

Bull Call Spread

Protective Call

Iron Butterfly

Debit/Credit Spread

Bear Call Spread

Straddle

Married Put

And many, many more!

Stop the madness
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After going through the features that make up SOC’s proprietary trading 
method, we want to throw rocks at other methods that are taught in the 
industry. 

There’s a quote from persuasion master Blair Warren that goes:

“People will do anything for those who encourage their dreams, justify their 
failures, allay their fears, confirm their suspicions, and help throw rocks at 
their enemies.”

So whenever possible, it’s a good idea to position other methods in the 
market as “enemies”. 

Again, we mix up the content to keep the prospect’s attention. We throw in 
some social proof and testimonials in between for the program. 

So each webinar needs ONE big core idea that will:

      Give prospects an epiphany moment
      Make them buy

If you’ve ever followed any of Russell Brunson’s work, he has something 
called the “Big Domino Statement”.
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It goes something like this:

“If I can get someone to TRULY believe that opportunity is the key to 
getting what they desire the most, and they can only get it through the 
vehicle, then they have no other options but to buy.”

All your messaging and webinars need to make your prospect understand 
this statement.

So in our case with SOC, it’ll look something like this:

“If I can get someone to TRULY believe that Stock Option Trading is the 
key to quitting their job and making a full-time living day trading, and 
they can only get it through Day Trading Mastery, then they have no other 
options but to buy.”

So to give a little more context about our market…

There are many ways to day trade. Earlier you saw a slide of some of the 
methods you can use.

But in SOC, we want to convince the prospect that stock option trading is 
the BEST method... 

And the ONLY way to get what they really want in life.

So we have to spend some time educating the prospect on why stock 
options is the best.

And to make your sales argument even more powerful…

What’s the real story about options?
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You want to introduce a “unique mechanism of the solution”. I’ll tell you what 
that is in just a second with stock options…

That is the unique mechanism of stock options. And why it’s better than all 
the other methods out there.

To avoid getting into specific details, leverage is how a trader can trade large 
capital stocks like Netflix or Amazon WITHOUT having millions of dollars.

NO... never!

NO... never!

And whenever a new concept is introduced, a common objection is “is this 
easy?”

So we need to always reinforce that our method is easy and safe.

Do we scan stocks daily?

Do we do homework at night?

Option trades can yield massive gains 
campared to Stocks due to Leverage
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At this point, we’re not even halfway through the webinar yet…

So we want to give the prospect a reason to stay watching. We do this by 
giving them a bonus if they stay till the end.

Which also means they’ll have to watch our pitch too. 

During the webinar, we want prospects to feel like they can NEVER succeed 
with other methods.

But we also want them to know it’s not their fault. And we want to give them 
a reason why they’ve failed in the past.

This is important once we transition into our pitch because during the pitch, 
we will give them a feeling of hope. Hope that they can finally succeed with 
the help of Randall’s program. 
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One of the goals of this webinar is to make stock option sound way easier 
than any other methods…

So like I said earlier, we spend a lot of time throwing rocks at other methods.

Candlesticks is a common term used in the trading world when identifying 
patterns. And it does take some time to learn.

BUT in SOC, our prospect doesn’t even need to know candlesticks to be 
successful. In fact, it’s useless. They only need 3 things - Close, High and Low. 

We want to make our prospects feel like they are dangerously close to 
achieving what they want.

So we position it in a simple concept that they’ll understand.

“Once you’re able to hit 3:1 ratios on your trades (winners:losers), then you’ll 
be financially free.”
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We also want to throw in some proof straight from the program. Having 
different kinds of proof is important and increases the believability.

So while having testimonials is good, sharing screenshots of actual trades 
boosts the credibility of this program.

Remember, these prospects have to pay $2997 for this program…

So we need them to know this investment is worth every single penny. 

Besides our trading method, we also go into tools that are provided to 
members of this program.

This lets us differentiate ourselves even more from the competition AND 
makes it feel like it’s more done-for-you.
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We show more proof from inside the program of these tools working. 
And we also throw rocks at traditional methods at the same time. (traders 
typically get information from the news)

So there’s something in marketing called “damaging admission”. It means 
that you are being transparent about the flaws of your product or service.

And by showing cases of damaging admissions, it can be very powerful. 
Because it increases believability and trust in your prospects

Here we’re showing a trading log of a student directly from the program. 
And do you see the numbers in red?

Those are losses.
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Meaning, this system is NOT guaranteed to give you wins. BUT you don’t 
always need to win to day trade full-time.

Like I said earlier, they only need to have a win ratio of 3:1 to be financially 
free. So we back that statement up with solid proof here. 

But when the prospect SEES that there are losses, it’s not going to turn 
them off.

In fact, it’ll do the complete opposite. It’ll make them feel like this is the real 
deal. Because everyone knows it’s impossible to win every trade.
We do this multiple times with our testimonials and proof throughout this 
webinar. And if you haven't already, consider throwing in some instances of 
damaging admission in your messaging too.

Towards the end of the content portion of the webinar, it’s always good to 
recap what they’ve learned so far.

And I want to put emphasis on WHAT…

Because here’s one killer webinar mistake I see a lot of people making…

It’s by teaching TOO MUCH. OR by giving away the HOW.
The HOW is what the prospects are paying for. If you give it away, then they 
DON’T need to buy whatever you’re selling.
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So whenever we’re teaching in our webinars, we teach them WHAT not HOW.

Let’s put this in terms of this specific webinar…

The viewer knows:

     What stocks to trade
     What time of day to trade
     What methodology to follow (Entry, Risk control, Exit)

But they don’t know HOW. They need to know the HOW to be successful in 
day trading options.

So when we pitch, we’re going to pitch them the HOW.

Now we’re entering the pitch of the webinar. We’re telling them exactly what 
they get and what they’ll learn inside the program.
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In the middle of presenting what they’re going to get, we also want to 
answer any objections they may have.

One of the limiting beliefs/objections our prospects have is that you need a 
lot of money to trade successfully.

Maybe with other methods you do, but not with trading stock options.

Now we’re getting into the part of the webinar where we reveal the price. 
This is called the Value Stack.

We’re going to systematically list out each individual value of what’s inside 
the offer and total it for the prospect.

Before this slide, Randall even price anchors the value of what he’s giving 
you. 

He does this by saying that clients pay him $20K+ and fly to him just to learn 
from him.
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Every time we list out an individual value of the program, we need to re-
summarize it right away. This is an important part of delivering the Value 
Stack because people generally only remember the first and last things 
someone says.

By delivering the stack this way, we hammer in the value piece by piece into 
their heads.

This is the final Value Stack of the offer. Generally we try to aim for the value 
to be 5-10X the price of the program.

So since this program will be at $2997, we’re right around that mark. 

This might be obvious but always remind the prospect that you won’t be 
charging that much. And they’ll be able to get in at a small one-time fee or 
however your payment terms go.

Remember, these people aren’t marketers. You gotta hold their hand 
through each thing.

Now this next part is important…
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You need to justify that price of that Value Stack.

We do this by anchoring it against the end-result our prospects are after. 

Would you pay $11K to be a winning trader for life?

Then we share some examples of student successes who made well over 
$11K by investing in this program. (Randall speaks these out loud, there’s no 
slide)

And here’s a small psychology trick you should know about…

People are more motivated to avoid loss than to acquire gains. So we put 
that into perspective with the next slide.

They can avoid 10 years of testing and work that’s already been done inside 
the program. AND they can start making $3K a month.

Now at this point we haven’t revealed the price yet, but we’re letting the 
prospect go through some numbers in their head.

Generally whenever someone invests in a course, they want to know how 
fast they can make their money back.

By giving them this little bait of $3K/month and only revealing the Value 
Stack price…
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They can do some quick math inside their head and assume they can make 
their investment back in 4 months. 

We’re just about ready to reveal the price, but before we do that…

We ALWAYS want to give a reason why. Take note of this, whenever you give 
a discount, always give a reason why you’re doing it.

It makes it more believable. If you just slash away the price from the Value 
Stack with zero reason, your prospect will think your product is lower quality.

So Randall’s reason is that he is on a mission to help as many traders as 
possible make a full-time income day trading.

Now we finally reveal the price.

We already anchored that they could be making $3K/month earlier…
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The best way to do this is to show more social proof. Here we show a 
screenshot of a student’s successes inside the program. We reinforce the 
idea that they could make their full investment back in 1 month…

And the rest will be money in their pockets.

And now when they see this price, they’ll see that they can recoup their 
investment within 1 month.

On the price reveal, you want to lead with a strong call-to-action (CTA) and 
tell them to go to the link and hit Buy Now.

The rest of the webinar is designed to push the people who are on-the-
fence into buying…
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To make the offer even more enticing, we’re going to reveal the bonuses to 
get people off the fence. 

And after every bonus, we gotta show them the Value Stack once again.

After we ask for the sale again, we introduce something called the 
“crossroads close”.

Basically we’re telling the prospect that they have a couple choices here.
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We present this slide multiple times throughout the webinar.

That’s because we want the prospect to know that this is all they need. Once 
they understand this idea, then they need to join Day Trading Mastery.

They can continue doing whatever they were originally doing and get the 
same results…

OR they can join our program and finally start making money.

The next section is the FAQ. We want to re-summarize some of the 
objections of the webinar as questions. 
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Getting close to the end here…

So we want to just hammer in more student success stories, just reinforcing 
the idea that they can make back their investment easily.

After one more Value Stack slide, we give one more call-to-action and then 
we end.

Let’s go over the order form now…
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Order Form

Now after they’ve watched the entire webinar, we send them to an order 
form to buy.

On this order form, we wanted to layer in as much social proof as possible. 

This makes the prospect feel assured that they’re making a good 
investment. And since this is a high-ticket offer, we need them to feel as safe 
as possible.
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Here’s the order form:

Typical value stack on the side with bonuses and the price.

We don’t do 2 step order here because we’ve already collected their 
info for the webinar. And people who don’t order will get follow-up email 
sequences from us to get them off the fence. 

46Stock Option Coach



Here’s the bottom half of the page:
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Again, just hammering them with social proof. The prospect is about 
to invest $3000, so we need them to see how they can make back their 
investment and more.

Post Webinar Follow-up

Alright so we send a number of emails to people who viewed the webinar, 
watched halfway or didn’t watch it.

For the people who missed their scheduled webinar time, we send them to 
a replay page.
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The goal is obviously for them to watch the webinar. Normally there’s a timer 
on that page for how long they have left to watch it.

And we have elements of social proof and what they’re going to learn to 
finish off the page. 

Once they’re done, we have multiple CTAs laid out through the page so 
they can enroll immediately into Day Trading Mastery. 
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Bonus Training Page
For people who watched the 
webinar and haven’t ordered yet…

We send them the FREE bonus 
training we promised for watching 
the entire thing. 

The value given during the video will 
hopefully push them over the edge 
to enroll into Day Trading Mastery. 

On the side of the page we have 
video testimonials from successful 
students. 

Basically, we want to keep throwing 
stuff at them until they tip over to 
a customer. When people are on-
the-fence, it usually just takes a little 
push to get them over.
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Testimonial Page
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Finally, this is the last page we send in our post-webinar sequence. 

It’s just a testimonial page layered with a ton of social proof from the program. 
Usually people in this market NEED to see other people like them making 
money.

So this is our final attempt at getting the people who are MAYBEs into a YES.

Cool, now let’s talk about the fun part...
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Numbers
So you know how our ads are doing.

Let’s talk about the funnel numbers.

So our registration page is at a 31% opt-in rate. That’s extremely good for 
us considering we’re selling a program worth $2997. 

In terms of revenue, we’re hitting around $30K+ a month using ONLY ads…

But the numbers are much higher because Randall has a sales team that 
calls people who have watched the entire webinar without buying. 

I see a lot of people in groups saying that you can’t sell high ticket programs 
through a webinar anymore…

And that you need a sales team to get them on the phone…

Now there is some truth to that. It’s easier to close someone on a high ticket 
program over the phone…

But we’re proving that the high ticket auto-webinar funnel isn’t dead yet. 
We’re still raking in a cool six figures for our client.

Alright that’s the end of this funnel breakdown.

I hope you took away a lot of valuable insights from this. Make sure you 
apply it to your business and I have no doubt you’ll see results.

And if you want us to help set up a webinar funnel for your business and run 
all the traffic…
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Feel free to reach out to me at 
Mike@mikebuontempo.com

See you on the next funnel breakdown!
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