
 

The 3 Funnels Behind Every 
High-Converting Digital Product Launch 
Most creators launch a digital product the same way: post about it, drop the link, hope people 
buy. Then they're confused when 10,000 followers turn into 12 sales. 

Here's what's usually missing — not better content, not a better product, but a funnel. A funnel 
isn't a fancy marketing word for "sales page." It's the sequence of steps that takes someone 
from never heard of you to ready to pay. Skip steps, and you lose people at exactly the point 
they were about to say yes. 

There isn't just one way to build this. In practice, almost every high-converting digital product 
launch runs on one of three funnel types — and most creators only know how to run one of 
them. 

1. The Content-to-DM Funnel 
This is the one most influencers already have the raw material for, without realizing it. A piece of 
content does the convincing — not a landing page — and the "buy" moment happens in a 
conversation, not a checkout button. 

It works because it borrows the trust that's already been built in the comments and DMs. The 
mistake most people make here is treating the content as the finish line instead of the start of a 
conversation that's designed to lead somewhere specific. 

2. The Low-Ticket Entry Funnel 
This is where a small, low-risk product exists purely to turn a stranger into a buyer — because 
the psychological jump from "never paid this person" to "paid them once" is far bigger than the 
jump from "paid them once" to "paid them again." 

Creators who skip this step and launch straight into a ₹2,000+ course are asking cold strangers 
to make the biggest trust-leap possible on the very first interaction. That's a hard sell, no matter 
how good the course is. 

3. The Free-Value-First Funnel 



 
Think free workshops, masterclasses, downloadable guides — something genuinely useful 
given away before any pitch happens. The product doesn't sell itself here; the experience of the 
free thing does the selling, by proving the paid version is worth it. 

Done well, this is the highest-converting of the three. Done badly — where the free content is 
either too thin to build trust or too complete to leave any reason to pay — it converts worse than 
doing nothing at all. Getting that balance right is where most people trip. 

A quick gut-check on your current launch 
●​ Can you name which of these three funnels your last launch actually followed — or was 

it just "post and hope"? 
●​ Is there a low-risk first step for someone who's never bought from you before, or does 

your funnel ask for full trust immediately? 
●​ Does anything happen between someone seeing your content and them landing on a 

buy button — or is that jump immediate? 

If you can't answer those cleanly, that's usually not a content problem. It's a sequencing problem 
— and it's fixable. 

 

Which funnel fits your audience, how to sequence it, and what to actually say at each step is a 
build we do end-to-end for SELLIXA clients — it's not something that fits cleanly into a blog 
post. 

If you're planning a launch and want a funnel that's actually built for how your audience 
buys, reach out to SELLIXA. We help creators and influencers turn content and audience into 
a real, converting sales sequence — not just a link in bio. 
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