
1. Why Walk-In Traffic Is 
Only Step One
When someone walks into your space, 

your goal isn't just to serve them. It's to 

give them a reason to stay connected. 

Whether they buy something or not, you 

should offer them a way to keep the 

conversation going.

2. Capture First, Convert 
Later
The first step is collecting contact 

information in a way that feels natural 

and non-invasive. This can be as simple 

as a sign-up form for a freebie, a 

giveaway, or a contest entry form at the 

checkout counter. Once they opt in, 

they're no longer just walk-ins. They're part 

of your audience, and your funnel can 

take over.

3. Nurture the Relationship 
with Email Automation
After someone enters your funnel, don't hit 

them with a hard sell. Use email 

automation to deliver a series of short, 

helpful, and personal emails that remind 

them who you are and what you offer, 

show them how you solve specific 

problems or improve their life, and invite 

them to take simple next steps like 

ordering online or joining a membership.

4. Let Your Funnel Do the 
Selling
Your funnel doesn't need to be aggressive. 

Instead of saying "Buy now!" in every 

message, use your physical product sales 

funnel to teach, inspire, and offer value. 

Show how your product or service fits into 

your customer's life. Offer tips, how-tos, or 

behind-the-scenes content that builds 

belief in what you do.

5. Use Special Offers to 
Move Offline Buyers Online
One smart way to encourage repeat 

business is to incentivize online behavior. 

After a walk-in visit, your funnel can 

deliver a coupon code for an online-only 

deal, a free bonus for signing up for a 

subscription, and a thank-you gift for 

referring friends via email.

6. Measure What Matters
The beauty of a funnel is that you can 

track every click, open, and conversion. 

Unlike word-of-mouth or printed flyers, 

you'll know precisely how your funnel 

performs. Your funnel builder should show 

you what's working and what's not so you 

can adjust, improve, and grow with clarity.

7. Don't Let Walk-Ins End at 
the Door
You work hard to bring people through 

your doors. Don't let those interactions 

end with a smile and a receipt. Give them 

a next step and a reason to stay 

connected. Give them a funnel. Turning 

walk-ins into email subscribers, repeat 

buyers, and loyal fans means your 

business can grow even when your doors 

are closed.
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