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Jeremy McGilvrey has completely disrupted the 
marketing industry with his seemingly magical abil-
ity to help entrepreneurs QUICKLY flood their web-
sites, landing pages and offers with massive amounts 
of cheap and targeted prospects that easily convert 
into leads, sales and profit. 

Using Jeremy’s innovative techniques, startups as 
well as established business owners are able to gen-
erate an endless flood of warm, cheap and targeted 
leads ON DEMAND. McGilvrey uses what he calls, 

Owner
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Losing it all? No big deal. I’ve lost it all before. In 2009, I went from 
a net worth of $10 million and managing half a BILLION (with a B) 
dollars in assets to a 40-year prison sentence due to financial impro-
prieties that took place at my wealth management firm. (Thankfully, 
a miracle took place and I was given a second chance.) So I have the 
unique perspective of having lived this before.

The first time something horrible happens, we as humans have no 
idea how to handle it. The second time the same horrible thing hap-
pens, it may not hurt any less, but at least we have some idea about 
how to cope and move forward.

Now, while someone who has never experienced this would more 
than likely spend Day 1 lying on the couch, stuffing their face with Ben 
and Jerry’s, and watching Hallmark movies or drinking Jack Daniels 
straight from the bottle, (and understandably so)…

I would IMMEDIATELY jump into action.

Day 1
First, I would immediately turn off ALL notifications—email, Face-

book, Instagram, you name it. I would not allow myself to get addict-

“word of mouth marketing on steroids” to make cold 
traffic a thing of the past. The warm traffic generated 
by McGilvrey’s new methods and techniques are ex-
ponentially easier to turn into both leads and sales. 

The Huffington Post has called McGilvrey a “bril-
liant entrepreneur,” but he didn’t earn that type of 
praise over night. It took years of pain, suffering and 
frustration for Jeremy to get where he is today, and 
now it’s his mission to help other entrepreneurs com-
pletely bypass the struggles he endured and to help 
them create massive success online in record time.
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ed to distractions. Jeff Hoffman invented the airport kiosks, and he’s 
famous for saying: “If it doesn’t have to do with airport kiosks, let’s 
chat in a year.” That would be the exact focus I’d have when turning a 
setback into a comeback.

Next, I’d figure out EXACTLY how much money I’d need to generate 
over the next 30 days. (For this example, the goal is $10,000.)

Once I had my financial goal, I would select a niche market or what 
I call an HCBA (hungry, capable, buying audience). Hungry means 
they have a big pain that needs to be solved, and capable means they 
have the money and WILLINGNESS to pay for a solution. Because of 
my vast marketing experience, I know there’s a TON of fitness profes-
sionals on Instagram (IG) who struggle to get leads and clients. I also 
know that these individuals have the money and desire to pay for a 
solution that will provide them with qualified leads on autopilot.

After that, I would determine HOW I was going to make the $10,000 
(including products, price points, and conversion numbers).

A product I KNOW that can easily generate $5,000 to $10,000 in one 
month would be a done-for-you sales funnel that I could sell to fit-
ness professionals to help them get leads and clients for their fitness 
coaching businesses.

The GENIUS part of this strategy (I’m actually patting myself on the 
back right now and typing with one hand) is that the SALES FUNNEL 
I will use to generate leads for this NEW business is the SAME one I 
will sell to the fitness professionals. All I’ll have to do is customize the 
marketing message and email follow-up sequence to fit their busi-
ness. This means I only have to build ONE funnel from scratch, and I 
can use it both as a means to generate leads AND as the product I will 
be selling.

Finally, I would use what I’ve learned from Russell in DotComSe-
crets to determine and sketch out the EXACT funnel and email se-
quences I would need to pull this all off.

Day 2
In online marketing, the easiest and fastest way to make money 

is by SPENDING money on ads. My problem in this scenario is that 
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I’m completely broke. That’s why I’d focus ALL of my energy on Ins-
tagram. When done right, you can get traffic, leads, and sales 100% 
FREE, which is pretty much impossible to do anywhere else. But it still 
requires hustle and thick skin.

Here are my Day 2 steps:

1. Choose an Instagram username that lets my followers know EX-
ACTLY WHO I am and WHAT I offer just by reading it. Something 
like FitnessFunnelPros (Funnels for Fitness Professionals).

* Pro Tip: I would also go buy a website domain name, as simi-
lar to my IG username as possible. (I literally bought the do-
main FitnessFunnels.com while I was writing this.)

2. Set up an Instagram page that will resonate with my perfect 
prospects. This includes designing an eye-catching profile im-
age and a bio that builds authority, creates curiosity, and makes 
them want to click the link at the bottom. I would also develop 
and deploy a highly engaging content strategy to make people 
feel like they are missing out by not following me to see what I 
post next.

Here’s the 100% FREE and simple process I would use to create con-
tent for my page.

First, I’d search the three websites listed below for high-quality, 
eye-catching fitness images.

•	 FreeImages
•	 Pexels
•	 Unsplash

Next, I’d upload the images I chose to Canva. In order to make the 
text POP, I would create a light black overlay to place on top of im-
ages. After that, I’d google “top fitness quotes” and then add the best 
ones as text to the images.
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Finally, I’d post 12 crystal-clear fitness quote images on my page 
with captions (text below the post) that expounded on the quotes and 
added value to my followers or potential followers.

I’d also make a checklist that details all of the daily tasks I’ll need 
to do in order to quickly grow and monetize my page. Even though I 
have all of these Instagram growth hacks memorized, by writing ev-
erything down, I will make sure nothing gets left out from day to day, 
because things are going to be crazy. This checklist will also make a 
cool bonus I can add to my STACK when I start pitching my done-for-
you funnels to fitness professionals.

Day 3
Nothing—and I mean NOTHING—I do in online business will mat-

ter unless I have a crystal-clear customer avatar. Knowing exactly 
WHO my customer is, what makes them “tick,” and the words and 
images that will capture their heart and captivate their mind is ul-
timately what will determine my success. People fail online because 
they think there is a magical marketing tactic that will create success 
for them. Truth is, the MAGIC is in the messaging.

On Day 3, I would…

1. Create detailed demographic and psychographic profiles as well 
as document things such as which gurus my prospect follows on-
line and what products or services they currently use.

2. Figure out what other solutions are currently being offered in 
this niche, to understand what may or may not be working for 
the competition and also to determine how I can uniquely posi-
tion myself as the “logical” choice to do business with.

3. I would take everything that I learned in previous steps and use 
it to decide what JUICY BAIT I could use to attract my perfect 
prospect.

4. Because I have ZERO time to waste creating my own BAIT, I’d 
go to a private-label-rights (PLR) website like Master-Resale-
Rights (a site where you’re able to purchase the rights to high-
quality, ready-made content for less than $7 and use it however 
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you choose). I’d borrow $7 from a friend (because I’m broke) to 
buy an e-book that would be irresistible to my perfect prospect. 
Once I start driving traffic to my IG page, I’ll use this e-book to 
get prospects to opt in to my funnel.

Day 4
Just because I have the same steps as a funnel that made the 2 Com-

ma Club doesn’t mean my funnel will have that same level of success. 
Funnel architecture is FICTION; funnel messaging is FACT.

Poor funnel design with compelling copy will beat amazing funnel 
design with crappy copy every time. That’s why Day 4 will be 100% 
dedicated to developing a laser-focused marketing message that will 
make attracting and converting my ideal clients easier than shooting 
fish in a barrel.

Here’s what I’d do:

1. Craft a series of headlines and sub-headlines using psychologi-
cal triggers like curiosity, urgency, scarcity, benefits, and proof.

2. Next, I would write a series of bullet points relating to the BAIT 
I selected on Day 3, in order to add value and create curiosity. (I 
will later use these things to craft a compelling argument around 
why people NEED to download and consume my BAIT.)

3. Look into my past and create a simple “hero’s journey” story I 
could use in my copy to create rapport with my prospect. Also, 
I’d search for other true stories, so I have examples not just per-
taining to me.

4. I would compile everything in steps 1–3 into a swipe file that I can 
use when I’m building out my funnel.

Days 5–6
Now that the “facts” that make the funnel work are in place—cus-

tomer avatar, copy, and BAIT—I’ll use ClickFunnels to build the fun-
nel (including email sequences) for getting leads and making sales, 
and ALSO as the product I’m selling (done-for-you funnels).

Here’s what the funnel will look like:
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 The landing page would have a 100% FREE (private-label-right e-
book) about how to get clients and leads for online fitness professionals.

The thank-you page would have a short message from me acknowl-
edging the last action they took and thanking them for downloading 
the e-book, and some copy designed to add perceived value and curi-
osity about the e-book and also to prescribe next steps.

At the same time, they would start to get emails adding more value 
and creating rapport on an unadvertised bonus page.

After a few days, they’d be sent to an application page to apply for 
a FREE strategy session with me. (This is where I’ll pitch them on the 
done-for-you funnel.)

Next, there would be an application submitted page that acknowl-
edges their past action and gives next steps.

Finally, if their application is approved, they would be sent to a free 
online scheduler to set up a time for their strategy session.

Days 7–8
Even though the online marketing dream is to “make money while 

you sleep,” sitting back and waiting for my first sale to come in would 
be a MASSIVE mistake. This is why my #1 focus on Days 7 and 8 is to 
“pound the online pavement” and go GET my first sale instead of wait-
ing for it to come to me.

Here’s how.

1. I would find 50 Instagram pages owned by low-follower-based 
fitness influencers (10K–20K followers) and I’d direct message 
(DM) them to start a conversation. People with more followers 
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will never see the message or won’t need what I’m selling. Based 
on our conversation (and what I learned from creating my cus-
tomer avatar), I’d determine whether they would need or be in-
terested in my done-for-you funnel.

2. Once I had qualified them as a potential buyer, I would use the 
strategy I read about in DotComSecrets. I’d say, “Listen, I built 
this awesome sales funnel for someone who was looking to get 
leads and clients for their fitness business using Instagram. I 
charged them $1,500 and they can’t make the second payment, 
but if you want it, I’ll sell you the funnel for $750 right now.”

3. It may take me throwing in some bonuses, hopping on a Skype 
call with them, or even making this pitch to several people if the 
first person doesn’t take the offer, but based on my sales and 
marketing experience, I know I can close at least ONE person out 
of the 50 I messaged.

4. BOOM! I’m no longer broke, and I did it without spending a single 
dollar. (I do have to pay my friend back the $7 I borrowed to buy 
the PLR e-book). The best part is, I have $743 for paid advertising. 
This will allow me to drive traffic into my funnel without having 
to go out and interact with my prospects one by one.

Day 9
On Day 9, I would quickly get to work on turning the $743 into $2,000.
Now that I have a little cash and proof of concept, I’m going to raise 

the price of my done-for-you funnels from $750 to $1,000. I’m not go-
ing to stop the DM strategy (because when you’re doing something 
that works, you need to do MORE of it, not less) but I’d also use the 
$743 to buy Shoutouts from Instagram influencers.

Without going into extreme detail, an IG Shoutout is like word-of-
mouth marketing on steroids. Followers of FAMOUS Instagram pag-
es already know, like, and trust these pages (and the people behind 
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them). When these pages “shout you out,” it’s like a word-of-mouth 
recommendation from a trusted friend instead of interruption mar-
keting like Facebook-sponsored ads.

I would find Instagram pages where I believe my target audience 
hangs out and purchase Shoutouts from them. (There is an art and 
a science to negotiating and crafting powerful, PROFITABLE Shout-
outs, but I don’t have enough room to go into detail on that here.)

While it’s important for the Shoutouts to build my email list and get 
more people going through my funnel, the ONLY thing I really care 
about is earning more money to buy Shoutouts. Because of this, I’m 
not overly concerned with opt-in rates or other metrics just yet. If I 
get my $2,000 at the end, I win, no matter how few people actually 
opted in.

Also, because it will take a person going through my funnel a few 
days to get to the application and Skype call, it may take until as far 
as Day 14 for a lead to get to the point where they’re ready to be sold.

Between the DM strategy and Shoutouts, closing at LEAST two new 
clients at $1,000 in the next five days is very attainable. I could prob-
ably do more.

Days 10–11
By Day 10, the fitness funnel would be in somewhat of a “holding 

pattern,” because it takes around three days for leads to work their 
way through to the application and strategy session (sales call).

Rather than taking a break, I would use this time to start a second 
revenue stream and to build out a similar strategy to the one I used 
in the fitness professional niche, in a different yet powerful niche on 
Instagram: motivation and goal setting.

Some people might argue that I should use this time to build out 
the next step in my fitness funnel value ladder. I completely disagree. 
I do not believe in stacking a new funnel on top of another funnel that 
is not fully optimized.

Because I have no choice but to wait for the data from the fitness 
funnel, building out something NEW and profitable is my best option.

Here’s what I’d do:
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1. Set up a new Instagram page in the motivation niche.
2. Go to a private-label-rights website and buy a variety of high-

value e-books and video content, which I can bundle together as 
a free giveaway and a paid product.

3. Use ClickFunnels to build out the lead-generation funnel and 
offer the paid product on the thank-you page and also through 
email follow-ups.

4. Once the funnel and email sequences are built, I would run Shou-
touts to this NEW funnel and start building my email list and get-
ting sales in this new niche.

Yep, that’s right—in just TWO days I’ve created a separate income 
stream (without creating my own products or promotional assets), 
which I can use to reinvest in my business.

Here’s what that funnel would look like:
 

Day 12
Now that the front end of my motivation funnel is working, I want 

to make sure that I nurture my list and maximize profits on the back 
end. To do this, I’ll find great free content by googling phrases like 
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“goal-setting tips” and “common entrepreneur mistakes.” This will 
give me content that will add value to my list, and I will then schedule 
it to go out as an email broadcast two or three times each week (mak-
ing sure to credit the source).

Then what I’d do is go to ClickBank and find relevant affiliate offers 
I could send to my list ONE time per week (after I’ve already sent the 
value emails for that week). I could set this up and schedule it out as 
far as I’d like (or have time for) on Day 12.

After everything is in place, all I’d have to do is drive traffic into the 
front of my motivation funnel with Instagram influencer Shoutouts. 
This strategy should easily bring in $1,000 or more every 30 days.

Note: I skipped the in-depth customer avatar work with this be-
cause many affiliate products, including PLR, already have the copy 
written for you. I could have done this for the fitness niche, but be-
cause I needed it to be a home run, I went the extra mile to get it right.

Day 13
As strange as it sounds, no good Instagram strategy is complete 

without a STRONG Facebook component. 
Where Instagram is more personal and great for establishing one-

to-one relationships, Facebook is great for establishing a community 
around your BIG idea.

So on Day 13, I’d create a Facebook Group where the fitness profes-
sionals on my email list could “hang out.”

I would invite everybody on my email list to join this group. Aside 
from creating community, I would also highlight some of the more 
Instagram-famous people in the group.

Not only would this inspire the newbies, it would also allow me to 
catch the attention of the fitness influencers who I may not have been 
able to reach through DM. People care MOST about themselves, so 
when they find out they are being featured in my group, that will be 
my foot in the door.

Days 14–20
The first two weeks of my 30-day comeback was all about quick-
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ly building systems I could use to generate leads, clients, and sales 
(money) as QUICKLY as possible.

Days 14–20 are going to be completely dedicated to WORKING and 
refining the systems I put in place on Days 1–13.

My Instagram tasks would include posting, sending, and replying 
to DMs and reaching out to Instagram influencers to negotiate Shou-
tout prices.

On Facebook, I would post one value-based or conversation-start-
ing post per day. I’d also continue to highlight other fitness pros who 
are on my list of potential done-for-you funnel clients.

During this seven-day period, it would also be my goal to generate 
enough money for Shoutouts to enable me to spend as much money as 
possible during Days 22–28, to ensure I hit my $10,000 in 30 days goal.

Warning: Before you seasoned marketers see my 65% opt-in rate 
and call “bullsh**t,” you have to remember that Shoutouts are word-
of-mouth marketing (warm traffic) and NOT cold traffic like Face-
book-sponsored ads. Because the distrust and skepticism levels of my 
traffic are lower, since I am getting a personal endorsement by an In-
stagram influencer, my opt-in rates are MUCH higher.

Here’s how the numbers work out.
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Since most of my processes are automated, it would allow me time 
to focus on optimizing my funnels and email sequences for both the 
fitness and motivation niches. Also, I would use this time to perfect 
the sales pitch I use during my strategy sessions. Because I’ll be raising 
my prices, I’ll have to add in more value to justify the cost. This means 
creating an irresistible STACK, like Russell teaches in Expert Secrets.

Day 21
At first, making a TON of money online is really exciting. Quickly 

though, you come crashing back to Earth and are hit with the harsh 
reality that you actually have to FULFILL those orders.

Because of this, the FIRST half of Day 21 would be dedicated to mak-
ing sure that my new done-for-you funnel clients had everything 
they’d need to be successful and my motivation customers received 
everything they’d paid for.

At this point, the NEED to hire somebody would become apparent, 
but because I don’t have time to look for or train anybody right now—
I’m stuck doing EVERYTHING, even if it’s “below my pay grade.”

The second half of the day would be focused on perfecting the 
scripts and presentation that I would use to close two new done-for-
you funnel clients at $2,500 each over the next 10 days.

In order to do this, I would use a modified version of the Perfect We-
binar that Russell teaches in Expert Secrets, as well as create an even 
more valuable and an irresistible STACK (also taught in his book), 
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which would be essential to me closing sales at this higher price point.

Days 22–28
“I fear not the man who has practiced 10,000 kicks once, but I fear 

the man who has practiced one kick 10,000 times.” — Bruce Lee
Once you have a funnel that is “kinda” working, there is an irresist-

ible temptation to move on to something new, or to build out the next 
stage of your value ladder and just let the funnel run, but in my ex-
perience you can lose out on insights and optimizations that can put 
your profits through the roof.

That’s why in the last full week, I would repeat what I did in Days 
14–20, but this time all of the funnels, systems, and processes would 
be much better optimized.

This would allow me to either increase my Instagram influencer 
Shoutout spend even more because I would KNOW that the funnels 
work, or to spend the same amount of money but know that the re-
turn will be greater than before.

In addition to continuing the Instagram and Facebook tasks that I 
listed on Days 14–20 (and have done every day since then), on Days 22–
28, I would run the next round of Shoutouts to drive MASSIVE traffic 
into my funnels.

Keep in mind, at this point I would have roughly $4,800 to work 
with. Because my funnels and sales scripts are optimized, I’m going 
to invest $1,500 in Shoutouts, leaving me with $3,300. This means 
that this round of promotions needs to NET $6,700 to reach my goal 
of $10,000.
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Here are the numbers.
 

 
Between the $3,300 I had before, the $4,000 I netted from the last 

two done-for-you funnels I sold, and the $2,022 I netted from selling 
the motivation/goal-setting upsell, I would have a total of $9,322.

Now you may be thinking, That’s not $10,000. And you’re right. 
BUT I’ve also been selling motivation and goal-setting affiliate prod-
ucts to my motivation email list, AND I still have two DAYS left to sell 
ONE more done-for-you funnel!

My Secret Weapon: Inexperienced marketers are so focused on 
front-end sales conversions and creating a positive return on invest-
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ment right away, they forget about the long-term value of an email lead. 
After all of my Shoutouts, I quickly built a 4,000-person+ email list.

Russell taught me that email leads should be worth a MINIMUM of 
$1 per person per month. That’s another reason why being $675 short 
of my goal on Day 29 doesn’t matter. Earning $675 in two days from a 
4,000-person email list is easy. I could definitely earn that much from 
ONE subscriber, but if you do the math, it breaks down to just $.17 
per person.

Day 29
The second-to-last day of my 30-day scramble would be 100% dedi-

cated to making that LAST done-for-you funnel sale that would push 
me over the top to reaching my $10,000 goal. I would go HARD on 
DMs, sending email blasts with heavy urgency and scarcity to my list, 
as well as leveraging my Facebook Group.

To make sure that I was using REAL urgency and scarcity, I would let 
everybody know that after MIDNIGHT, the price for my done-for-you 
funnels would be going up to $10,000 each, and they would have the 
rest of that day to get in at $2,500 before that offer went away forever.

In my experience, this kind of REAL scarcity and urgency ALWAYS 
generates sales (sometimes MASSIVE AMOUNTS), so on Day 29, sell-
ing my last done-for-you funnel is inevitable.

Day 30
On Day 30, I would begin work on the next step in my value ladder.
On Day 29, when I told my online community I was raising my done-

for-you sales funnel price to $10,000 each, it wasn’t because I want to 
build $10,000 funnels for clients. Instead, it’s because the next rung 
on my value ladder would be a done-WITH-you funnel coaching pro-
gram for which I’d charge $2,500. I would do this for two reasons.

1. As an entrepreneur, it’s always my goal to stay as close to the VI-
SIONARY side of the business as possible. And as much as I love 
building funnels, I can’t focus on building my own business if I’m 
busy building someone else’s. At first, I would run the coaching 
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program, which would help to leverage my time. But after that, 
I would hire and train a team member to do it and only make 
small “cameos” on the coaching calls.

2. In order to properly position the value of the done-with-you pro-
gram, the done-for-you funnel needs to be significantly more 
expensive. Nobody would join the done-with-you program for 
$2,500 if they could get a done-FOR-you funnel for the same price.

This next rung would allow me to generate (at least) another 
$10,000 over the NEXT 30 days but will require much less of my time.

I feel like it’s really important for me to point out that NOTHING 
I did to go from ZERO to $10K in 30 days was anything I invented or 
some shiny-object “ninja hack.” All I did was apply what I learned 
from the people who came before me and combined it with the natu-
ral laws of successful business—clear customer avatar, hungry buy-
ing audience, and fixing a painful need in the marketplace.

Remember, there is no magical funnel structure in ClickFunnels or 
“easy button” inside of the Facebook Ads Manager that will suddenly 
cause millions of dollars to flood into your bank account. All you re-
ally need to do is find a teacher, follow the plan, don’t give up when 
things get tough, and realize that success can feel a lot like failure 
until that day when you pick your head up, look around, and realize 
you’re somewhere more amazing than you could ever have imagined.

Final THoughts
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RESOURCES
•	 Canva (canva.com)
•	 ClickBank 

(clickbank.com)
•	 DotComSecrets by 

Russell Brunson
•	 Expert Secrets by 

Russell Brunson
•	 FreeImages 

(freeimages.com)

•	 Instagram Shoutouts
•	 Master-Resale-

Rights.com
•	 Pexels (pexels.com)
•	 Skype (skype.com)
•	 Unsplash 

(unsplash.com)



You’ve heard from 30 of the TOP successful entrepreneurs in your 
community, and what they would do from Day 1-30 to get their 
business back on track... Now It’s YOUR Turn!

How Would You Like 
Us To Help You 

CUSTOMIZE And EXECUTE 
Your 30 Day Plan…
...With LIVE Coaching And 

Accountability From A Two 
Comma Club Coach Every 

Single Day, From Day 1 To Day 30?  

What results could you achieve in your business if you had a coach 
to take you by the hand, hold you accountable, and help walk you 
through a custom plan that gives you daily tasks to implement each 
day of the ‘One Funnel Away’ Challenge?

< Join Now >

The ‘One Funnel Away’ Challenge is a 30-day intensive step-by-step 
plan designed to help you: 

https://www.30days.com


•	 Discover and build your first (or next) funnel 
for your business

•	 Start thinking like a marketer (so you’re only 
focusing on the profitable ideas)

•	 Get more accomplished in your business in 
ONE MONTH than you have all year!  

By the end of the 30 Day Challenge, you will have your tailor-made 
funnel created, finished, and LIVE...so it can start generating you 
consistent leads and sales!  

Join The ‘One Funnel Away’ 
Challenge Today!    
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