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Mastering the art of funnel building 
JOURNEY EPIPHANY AND TURNING POINT 

Steve started college thinking he was going to be a software guy 
but it wasn’t for him. Decided he needed to go into marketing 
instead. 

“Pretty soon I was learning more outside of the class than in it.” 

Created a campaign that yielded more results than the rest of 
class combined that lead to him starting to work with Paul 
Mitchell. 

Got obsessed with conversions, found Russel Brunson and 
started reading Dot Com Secrets.  

Started building more funnels to prove to himself and the market 
that he could do it. With a few tweaks they started blowing up 
and started working. 

Bootstrapped his way to Funnel Hacking Live while he was in 
army, in college, married, and had a kid. 

It was never his plan to work at Clickfunnels – it was never even 
on his radar. 

He received five job offers from Funnel Hacking Live, then 
received the call to be Russel Brunson’s funnel builder. 

Clickfunnels was an intense work environment, and he built 
almost 500 funnels in two years while he was there. 

Built funnels for Marcus Lemonis for the show “The Profit” on 
CNBC. 

Created the original 2 Comma Club Coaching Program and helped 
a lot of people become millionaires. 

Eventually took over the Funnel Hack-a-Thon event, which was 

He realized he was teaching webinars… but had never done one 
himself, which felt like heresy. 

That’s what made him make one of the hardest decisions he has 
ever made: 

He decided to leave Clickfunnels. 

While he had a pregnant wife, two kids and a mortgage. 

Received a ton of hate mail from people telling him he was an 
idiot for leaving, but he knew it was the right thing to do. 

Decided to document every step of his journey from that point 
forward. 

It exploded. He left Clickfunnels with no funnel, no sales product, 
no extra revenue streams… 

But he knew he could do it and he has built multiple money-
making funnels since. 

Succeeded and Got featured in the 30-days book by Clickfunnels. 

He’s still contracted with Clickfunnels as a coach and on other 
projects, like the One Funnel Away Challenge, which has 7,500 
people. 

He’s the only coach because he’s good at yelling at people 
without actually yelling at them. 

STEVE’S FORMULA: CHANGING BELIEFS ABOUT FUNNELS 

The biggest mistake people make when they are starting to build 
funnels is that they believe that the success of the funnels is 
because of the pages. 

But it’s not based on the pages. We need to redefine what a 
funnel actual is. If you’ve sold something ever, you have a funnel. 

“Most people’s funnels suck because they don’t build them with 
intent.” 

This three day process happens all the time with his clients: 

Day 1: “Look how many sales are coming in, this is so crazy 
cool!” 

Day 2: “Wow this is still a lot of sales!” 

Day 3: “Turn it off! You’re going to bankrupt my business!” 

The first time this happened is when he learned that “a funnel is 
not a business.” 

So he’s trying to redefine what a funnel even is. 

The internet is just the method for sales. The funnel is an offer 
and a sales message. That’s all. 

“If you want to be a great funnel builder, it actually means you 
have to be a fantastic sales message writer and fantastic at offer 
creation.” 

One of the biggest reasons people won’t be successful is that 
they believe a funnel is something on the internet, that it has to 
look good, and that the product is the thing that makes it sell. 

If you think the product is what puts cash in your pocket, you’re 
wrong. It’s all about the offer and the messaging. You don’t even 
have to have a product yet. 

All the best marketers launch things by perfecting the sales 
message and then building the product. 
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STEVE’S SUPERPOWER: OFFER CREATION 

The key is to develop a sales message and the offer at the same 
time. It allows you to design a category that’s never existed. 

“Whoever can define a red ocean’s problem the best, we assume 
they have the solution, too.” 

It has more to do with marketing positioning – designing the 
market itself. 

It’s not about logos or color schemes. Branding without category 
is garbage. 

Design a category, create an offer good enough that it gets 
people excited to leave a red ocean security, and come into your 
brand-new category… that’s the key. The rest is very formulated. 

 

“Continuity is not hard to sell, it is expensive to sell. Continuity is 
best sold when it’s not the focus of the sale.” 

For example: Funnel University. If it’s $69 a month, the sale 
would be extremely low. 

Instead, focus the attention on something else: Buy the starter 
package for $20 and we’ll give you the first month for free. 

Regardless of what you’re selling, continuity needs to be part of 
the offer, not the focus.  

The key with continuity: Prepay for 4 or 5 months of your product 
upfront as part of the purchase of something else (like training), 
then it kicks over to the monthly billing for the main product. 

That’s easiest way to sell continuity. 

“Perfect the sales message, then make the product.” 

"At the core of it, a funnel is just an offer and a message" 

BUILDING SYSTEMS 

The worst thing you can do is begin another revenue funnel just 
because your first one works, because the current one will die. 

Just because you have a funnel it doesn’t mean you have a 
business. 

He didn’t have a business because he had no systems. He was 
treating every support ticket, every fulfillment as something 
different. There was no business, he was the business. 

“I cannot be the company, I have to be external to it.” 

So he voluntarily reduced his revenue so that he had enough 
time to build up all his systems, and now he spends maybe an 
hour a week on it. 

To be successful, your systems need to be self-sustaining on 
their own, without every decision having to come through you. 

The structure required for a 2 Comma Club idea is very different 
from a 1 Comma Club idea. 

Build a system that can withstand the revenue so you’re not the 
business. 

"Everything I had built before would’ve failed if I took the Tony 
Robbins gig. Because no systems were in place." 

Business building is the easy part. The hard part is figuring out 
what the market will buy. 

You need to understand how people like to have their problem 
solved in the red ocean, and then BE DIFFERENT. Not better. 

“When you become different, not better, and build a business, a 
market and a product and a marketing message around that, 
that’s the ticket. The rest of it is super easy.” 
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