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SIMPLE MICRO FUNNEL OVERVIEW 

 
Sustainable Online Businesses (SOBs) are built from the MIDDLE OUT, NOT from the front to 

the back. Gurus teach the front to back because:  easy sell, plays on emotions not 

intelligence, NOT because it is what is best for you. 

Start by creating the MIDDLE FUNNEL item – the recurring income product – the micro 

continuity newsletter (or other digital item).   

Build your business the same way you would eat an elephant. One bite at a time.  Don’t 

give up.  Don’t eat all at once.  Break down each part and do each sub-step. 

How to find CONTENT for your business?   

1. Look at COMPETITOR sites and see what THEY are doing.   

2. SET UP GOOGLE ALERTS.  (Go to alerts.google.com. Type in search words for your 

niche.  You’ll get items found on the internet sent to you in your email. 

Look at what is hot, what is cool, what is new in your niche.  Have an expert look and 

see it.  If you are the expert, it has to come from you or hire someone to write it for 

you.  See what is hot.  GOOGLE search.  If you see what you like, DON’T take it.  Make a 

spin off. 

[An aside. Tanner was asked about his Art Poetry Couple – if he had an idea of percentage of 

their ad spend.  Their retention rate for the micro-continuity is 8.5 months.  So their ad spend 

now is less than $5K a month.  They are heavy in retargeting.  It’s a passion niche, but not 

passionate buyers.  So they had to do a lot retargeting.   

TRACKING 

TOOL:   Improvely.com the current best tool.  $29/month   

Metrics:  Focus on the front end.  What is your Lead Acquisition rate?  Conversion rate?  What 

can we tweak to increase?  We are positioning our continuity as an upsell.  We ALWAYS do 

that.  

So there is only a percentage of those we get to take the first action, who will take the second 

action, so the more we get to take the first action, we know the percentage will increase who 

will take the second.   

We’re going to repeat the offer of the continuity multiple times to them in the life cycle.  

Basically we’re going to hit them until they are dead or they buy.  At the BEGINNING, anything 

you can do to get more people to take the first offer is best.  Once you get people converting, 

you leave it.  You can’t tweak everything at once. 
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The MAIN POINT is to get the offer (the micro continuity product) converting to a sale, 

whatever the rate is, then tweak the front end.  Typically you want the conversion to be 

ABOVE 15%.  Sometimes, especially with micro continuity, it should be about 30% without any 

tweaking.   

This is assuming with market research, that you actually have your demographics. And you 

actually KNOW who your Avatar and your customer is.   

Resource article:  https://ryanbattles.com/post/defining-customer-avatars  

Customer Value Metrics:  Other things are, once your funnel is up, you want to know your 7, 

14, 30 and 90 day customer value and numbers. You may find, 7 days or 14 days are 

unprofitable, but if look at 45 and 60 you could find it SHOOT up.   

 

SIMPLE MICRO FUNNEL 

Overview the Basics 

 

 

 

 

 

 

 

 

 

 

NICHE Selection 

• Most people think niche selection begins and ends with Google keyword search. The 

problem is that is the WORST way to find a niche. 

• Difference between MARKET vs NICHE.  (niche is a narrow, sub category) 

• Here is the catch.  Most stop at “weight loss”. If you want sustainable, you need to go 

further.  Niche down.  Further define.  

• TARGETED SUB NICHE or “weight loss 

for diabetic dads” 

• If you try to talk to a broad audience 

it WILL NOT WORK.  E.g. talking to 

both men and women about dating.  
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You want to speak directly to your targeted audience.   

 

Go Deep Not Wide – Business example 

• Could have a market and niche by topic also.  See to the right. 

• You want a TARGETED sub niche (4 levels down) for it to work!   

 

 

7 niche validation questions you should use. 

 

1. Is it one of the Big 3 (health and fitness, Business (Make TT about Business Success / 

Career Enhancing / Business Building) and Money, Dating and Relationships).  High 

likelihood to support a funnel. 

2. Is it a “one and done niche”.  If they buy your product once, they don’t need you.  E.g. 

curing depression, curing shingles 

3. Long term potential? 

4. Acceptable traffic for this niche?  Use Facebook or YouTube to determine traffic 

potential.  EASILY establish if there is traffic here. 

5. Are people spending money in this niche?  Cheap skaters?  People who go out of their 

way not to spend a dime.  (Sales!) 

6. Are competitors paying for advertising?  That means they are making money on this. 

How consistently are they doing this? 

7. Is there potential for selling Physical products?  Easier to sell them NOW.  Amazon FDA, 

Shopify, Arbitrage, eBay,   You need to start mixing in physical products.  Using 

someone else, like Amazon or whatever, but with both digital and physical you have a 

veritable gold mine in any business you have in mind. 

 


