
 

FUNNEL BREAKDOWN 
 

 

 
 
Search > See Paid Ad > 
 
ATTENTION (Active - High Intent) Buying Window 
The ad caught my attention because from the POV of a buyer/patient dental implants are 
expensive treatments (USA Cost: $1.5k-5k/per tooth) but they are playing a price game. 
 
Attention grabbing elements: 

●​ Cheap, discounted Price ($2,699) 
●​ The additional image of implant on corner 
●​ Big AD with extra 2 sections 
●​ Ranked on top 
●​ AD Description says “20+ years of experience. Excels in the field of surgical implants 

placed” which builds trust in the dental office and the dentist plus increased belief in the 
idea/service they are offering. 

●​ Excess of financing options which kills the sales objection. (Financing Options Our 
Payment Options Include Cash, Debit And Credit & More.) 

 
Overall a great combination of offer and attention grabbing materials used. 
 
 

 



 

Search > See Paid Ad > Visit Landing Page > Book Appointment (CTA) 

 
 

●​ Aesthetic, clean and to the point image and website first impression, giving calm vibes 
●​ ATTENTION: getting it with big cheap price number & increases their desire 
●​ Further including what they get increases their desire including the 0% financing plus 

specially the Free Initial Consultation ($150* Value) 
●​ CTA (Request Appointment, Text us 24/7, direct call option) 
●​ Live chat bot increases the retention of attention span and increases the conversion rate 

by clearing their doubts and objections with ease and availability. 
 
GREAT MOVE NOTICED: And those who want to do the procedure but sometimes later, they 
are getting their contact info to secure future appointments by adding a CTA of SAVE OFFER 
FOR LATER which gives a lead form popup with a persuasive copy to give them the info 
exchange for securing the offer for later. 
 

 
 
This is a great move to secure future sales which aren't ready now by getting leads 
interested in a specific offer they want to buy later, they'll use the leads to follow up and 
get them to book appointments in future. Great Strategy never seen before. 



 

 

 
 
 
Further perfectly used some persuasive elements giving them a reason for getting the treatment 
done from their practice - Increasing the levers of belief in idea/services, desire and trust in 
them. 
 
MOVE NOTICED: They used a fixed timer attached with an offer plus CTA to build urgency & 
scarcity to make them book an appointment as fast as possible. 
 
 
Testimonial dump: 

 
 
To increase the potential patient’s trust in them. Pulling the 3rd lever up. 
 



 

FURTHER INCREASING THE BELIEF IN IDEA/SERVICES with effective persuasion & 
convincing plus increasing their desire with why this is the best solution to their 
problem: 
 

 
 
 

 
 
 

 



 

 
 

 
With each step they click it gives a summary of the overall procedure from their current painful 
state to their desired state. 
 
BEFORE AFTER CASE IMAGES TO INCREASE TRUST IN COMPANY AND BELIEF IN THE 
SERVICES THEY ARE OFFERING: Which directly amplifies their desire to get there as 
well as amplifying their pain: 

 
Tackling their objections to increase their desire and trust in the company. 

 



 

This section of the copy focuses on increasing their desire and gives a CTA: 

 
 

Giving them a pre visit experience of the office to increase their trust: 

 
 

ATLAST A BIG DEDICATED SECTION FOR CTA: 

 
 
Overall they used quality and relatable engaging images and soft relaxing colors which gave 
smooth experience and made the copy more persuasive and easy to read. 
 



 

 
Example #2 
I was looking for Luxury cars under $135k on Google. 
 
Note: Google and FB share data with each other. Snapshot 
attached of the source. 
 
So Instagram began to advertise me many luxury cars like 
BMW, Merc, Jaguar, Land Rover. 
 
ATTENTION: This BMW caught my attention because of the 
aesthetic quality image of the car and it said in the ad that 
"Drive home India's best selling luxury sedan at just 
59k-inr/m"  
 

It piqued my interest and I clicked on "Book NOW" (CTA) 
 
It lead me landing page, it was very simple, it dangled a bait in front of me which is 
"Book A Test Drive" for info exchange, which almost other landing pages didn't, SUBMIT 
"CTA" 
 
That test drive would have given me the experience of the product, and there would a 
salesman who would further persuade me to buy it, and even I didn't show up for the 
test drive and buy the product they could easily follow me up with emails, phone call, 
and text to further persuade to take the test drive > Buy the car. 

 


