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DIGITAL MARKETER
DigitalMarketer.com is a community where
marketers, growth hackers, entrepreneurs
and small business owners come to get ideas
on: 
• Driving More Traffic 
• Increasing Conversion Rates 
• Boosting Social Engagement 

In a sea of marketing and business growth
blogs, Digital Marketer is unique because it’s
owned and operated by real marketers who
actually sell their own products and services
online. 

In other words, they aren’t journalists or so-
called “researchers”… 



Digital Marketer offers several lead magnets
that drive prospects to a sale. 

There’s a process they take prospects
through for each of their follow-up
campaigns including a lead magnet, trip-
wire, main offer and profit maximizer. 

They use PlusThis to create expiring offers
and countdown timers on some of their core
offers. 

The campaign includes: 
• Their complete process of converting a
lead to a customer 
• How they track their sales throughout the
funnel 
• Expiring offers and countdown timers for
their core products. 

This is a model that works really well for
their business and their clients. 

It’s a model that anyone can adapt to their
business and start seeing results quickly. 

THE CAMPAIGN

www.plusthis.com
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THE JOURNEY
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THE JOURNEY

Someone starts their funnel by downloading one of
their lead magnets. 

They can do this on Facebook, their website, etc. 
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THE JOURNEY

Each lead magnet has a landing page similar to the
one below. 
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THE JOURNEY

Once someone opts in, they are taken to their ”trip-
wire” upsell. 

A trip-wire is a low dollar offer that is typically a
lighter version of the core offer.
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THE JOURNEY

Once they’ve opted in, they send them their swipe
file. 
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THE JOURNEY

They then follow up with three emails over three
days following a Gain-Logic-Fear sequence. 

Watch the following video to learn more about this
method for selling.

www.plusthis.com
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https://www.youtube.com/watch?v=z7dI0f3jp3E


THE JOURNEY

Once they’ve delivered value and built up some
relational equity, they start asking for a sale. 

They add urgency by using PlusThis features
including an expiring offer and countdown timer.

www.plusthis.com
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HOW THEY 
BUILT THE 

AUTOMATION



THE BUILD

www.plusthis.com
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PlusThis Features Required

Smart Links1.
Countdown Timer2.



THE BUILD
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Each one of their 'Acquisition' funnels starts out
with a webform opt-in for a lead magnet. 

The moment that the lead opts-in, they then send
them the welcome mail with the file link, and
segment them.



THE BUILD

For the sake of clarity, their sales funnels for
acquisition usually flow like this: Lead Magnet,
Tripwire, Core Offer, Profit Maximizer.

Experientially, you as the contact would experience
one opt-in, one order form, and 2-3 one-click upsell
pages within their sales funnel. 

www.plusthis.com
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THE BUILD

The next workflow is
where they begin to
specifically
communicate with them
about any items in the
funnel that they didn't
purchase. 

They first start by
talking about the
tripwire. 

Because they make sure
that their tripwire (or
low dollar offer) is a
lighter version of their
core offer, if someone
doesn't want their
tripwire, then they don't
talk to them about
anything else that
follows in the funnel.

www.plusthis.com
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THE BUILD

They typically deploy
three emails over the
span of three days that
comprise what they term
a Gain-Logic-Fear
sequence. 

Russel Brunson covers
the Gain, Logic, Fear
pitch for selling more
clients in this excellent
2 minute reel with a real
example he used on
stage.

Check it out here.

www.plusthis.com
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https://www.facebook.com/reel/1120852625242492
https://www.facebook.com/reel/1120852625242492


THE BUILD
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For “Gain” you’re
looking at how to
convert emotional
buyers. 

Russel did this by
taking photos with the
people who bought, so
they could have a keep
sake to inspire them to
work toward their
goals.

Digital Marketer
painted a picture of
what their world will
look like once they’re a
member of lab.

“No more hunting for
answers, people who
are there to help you
succeed...etc”



The logical people we just have to show them the
math of what it takes to 2x their sales.

We break down how we can help them get “x” more
leads, convert “x” more sales, or add “x” more
revenue from profit maximizers. Then show them
where they can get these answers in our Lab
Program.

That just leaves the people who are holding back
due to fear. And the best way we do that is by using
PlusThis for urgency and scarcity.

THE BUILD
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You’ve all heard the facts. 

People are more afraid of what they have to lose
than what they have to gain.

So the best way to do this in marketing is to use
scarcity and urgency.

Digital Marketer used PlusThis Countdown Timers
and Smart Links to pull this off.

We’ll show you more details of how in the video
walkthrough.

THE BUILD
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For Smart Links,
this is what the
setup looks like.

The link in the
email above expires
if they don’t take
action in a few
days. 

Smart Links route
people to different
pages based on
when they click the
link. 

THE BUILD
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This is the business model Digital Marketer still uses
today.

It’s proven, it works, and it’s consistent.

PlusThis and HighLevel are powerful tools for saving time
and multiplying the number of people we can convert to
customers.

Give it a try, you won’t be disapointed.

CONCLUSION
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