HIGH-TICKET SALES FUNNEL - SUPPLEMENT COMPANY

Here's a high-ticket sales funnel strategy for a Supplement Company targeting luxury retailers, boutique
health shops, and affluent consumers. This strategy focuses on creating an exclusive, high-end product line that
resonates with health-conscious individuals who are willing to invest in premium wellness products.

1. Awareness Stage (Top of Funnel) - Attracting Affluent and Health-Conscious Consumers
Objective: Introduce your high-end supplement brand to affluent consumers and premium health retailers.

Luxury Branding and Positioning: Develop a premium supplement line that focuses on rare, scientifically-
backed ingredients (e.g., adaptogens, peptides, or organic superfoods). Highlight the exclusive sourcing, clinical
testing, and health benefits of your supplements.

Key Activities:
o Create a high-end product with a luxury packaging design (e.g., glass bottles, gold or metallic accents).
o Partner with well-known nutritionists, wellness influencers, and biohackers to showcase the benefits of
your products.
o Run targeted ads on Instagram, LinkedIn, and high-end wellness platforms (e.g., Goop) focusing on the
unique benefits of your product for affluent, health-conscious customers.

Milestones:
o Launch a dedicated luxury product line with premium packaging and ingredients within 2 months.
o Generate leads from luxury buyers and premium health retailers through ads and influencer partnerships
within 3 months.
o0 Achieve a 10% increase in website traffic from affluent customers within 4 months.

Resources Needed:
0 Product development team to create premium formulations.
o Branding experts for high-end packaging and visual design.
o Advertising budget for social media and wellness platforms.

2. Interest Stage (Middle of Funnel) - Building Trust and Engagement

Objective: Deepen the interest of potential buyers by highlighting the efficacy, exclusivity, and lifestyle benefits
of your supplements.

Personalized Outreach to Health and Wellness Boutiques: Approach high-end health and wellness retailers
or luxury spa locations (e.g., boutique hotels, health clubs, holistic wellness centers) with personalized product
samples and detailed product brochures.

Key Activities:
o Send luxurious sample packages to boutique health stores and affluent individuals, accompanied by
personalized notes or product guides.
0 Host virtual wellness webinars or exclusive Q&A sessions with nutrition experts to showcase the scientific
backing and quality of your supplements.
o Use email drip campaigns that tell a story about the premium ingredients, sourcing process, and long-
term health benefits of your product.
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Milestones:
o Establish relationships with at least 5 boutique wellness retailers or spa centers within 4 months.
o0 Achieve a 20% engagement rate with email drip campaigns by month 5.
o Host 2 virtual wellness events, reaching 500+ affluent attendees within 6 months.

Resources Needed:
o0 Premium product samples for outreach.
o Nutritionists and wellness experts for content and webinars.
o High-quality email marketing platform.

3. Decision Stage (Bottom of Funnel) - Sealing the Deal with High-Ticket Buyers

Objective: Convert leads into high-ticket customers by offering personalized, high-value experiences and
products.

Exclusive Health and Wellness Packages: Develop luxury wellness packages or subscription boxes tailored
to affluent customers, which include your premium supplements along with additional wellness tools (e.g.,
meditation guides, exclusive fitness plans, or consultations with nutrition experts).

Key Activities:
o Offer private 1-on-1 consultations with nutritionists or wellness coaches as part of a high-ticket package
(e.g., "Ultimate Wellness” subscription).
o Create time-limited, exclusive offers for your premium line, with personalized packaging and gift options
for high-end clients.
o Send automated but personalized follow-up emails to leads who have shown interest, offering discounts
or bonuses for a limited-time purchase.

Milestones:
o Sell 10-20 high-ticket wellness packages or subscriptions within 6 months.
o Close 5-10 large orders from boutique wellness retailers or spas within 7 months.
o Generate $500,000 in revenue from high-ticket sales within 8 months.

Resources Needed:
o Wellness coaches and nutritionists for consultations.
o E-commerce platform with the ability to handle subscription and personalized offers.
o Sales team trained to manage high-touch, luxury customer service.

4. Retention and Upsell Stage — Maximizing Customer Lifetime Value

Objective: Retain luxury retailers and affluent consumers by offering premium after-sales service, upsell
opportunities, and exclusive offers.

VIP Membership and Subscription Model: Offer a VIP membership or subscription model where luxury

customers receive your premium supplements on a regular basis, with added benefits such as early access to
new formulations, personalized wellness plans, or exclusive webinars.
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Key Activities:
o Create aloyalty program for high-ticket customers, offering premium services like health tracking apps,
personalized wellness reports, or direct access to wellness experts.
o Upsell additional wellness tools (e.g., luxury water bottles, fitness wearables, high-end health monitoring
devices) as part of the subscription or membership.
o Send ongoing, personalized communication to VIP clients, offering health tips and sneak peeks of new
products.

Milestones:
o Launch VIP membership program within 8 months.
o0 Increase repeat purchase rates by 30% through a subscription model within 9 months.
o Generate an additional $500,000 in revenue from repeat and upsell purchases by month 12.

Resources Needed:
o Subscription platform to manage VIP and regular deliveries.
o Partnerships with luxury wellness brands for upsell products.
o Data analytics tools to track customer preferences and offer personalized recommendations.

Summary of the High-Ticket Funnel for a Supplement Company

1. Awareness: Attract affluent and health-conscious buyers through luxury branding, exclusive formulations, and
targeted advertising on social and wellness platforms.

2. Interest: Deepen engagement with affluent buyers and boutique retailers through personalized outreach,
exclusive samples, and webinars with health experts.

3. Decision: Offer exclusive wellness packages, subscription models, and 1-on-1 consultations to convert leads
into high-ticket sales.

4, Retention: Retain and upsell through VIP memberships, premium customer service, and personalized health
advice.

This funnel strategy is designed to engage affluent customers and boutique retailers with exclusive products,

high-end services, and premium customer experiences, ensuring high conversion rates and maximizing
customer lifetime value.
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