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In 2026, NVBDC is launching new international initiatives to expand global market 
access and exporting opportunities for certified veteran-owned businesses.

Connects NVBDC-certified 
Veteran-Owned Businesses with 

global buyers and distributors.

Offers financing, insurance, 
and loan guarantees to help 

VOBs compete globally.

Supports veteran-owned businesses 
with export loans and international 

training.

Expands NVBDC’s international 
network across 195 countries.



Today’s Webinar Includes Live Polls
Polls will appear in a Slido pop-up throughout the presentation. 

When prompted, please keep the pop-up open and join the conversation!



Meet Our Presenters

Paul Mara
Founder & CEO
Diverse Supplier 
Development Corp.

Mark Hollingshead
President
DeltaPoint Partners



Creating a High-Converting Website Funnel Page
“Turning Website Traffic Into Revenue”

Presented By
Mark Hollingshead (DPP) and Paul Mara (DSDC)



• What a funnel page is

• Why funnel pages outperform standard websites

• How to build funnel pages step-by-step

• How funnel pages support revenue growth

• How to measure funnel success

• How to continuously improve conversion rates

Agenda



1. What's your biggest website challenge right now?
 – Generating More Leads – Converting Visitors Into Calls/Forms

 – Improving Google Rankings (SEO) – Building Trust & Credibility

2. How are most of your new customers finding you?

 – Google Search – Referrals/Word of Mouth

 – Social Media – Paid Advertising

Survey
When prompted by Slido, please answer the following questions!





A funnel page is a strategically designed webpage 
built to guide visitors toward ONE specific action.

Examples:

• Book a consultation

• Download a guide

• Register for a webinar

• Request a quote

• Purchase a product

What is a
Funnel Page? 



Traditional Website Funnel Page

Multiple pages Single focused journey

Multiple choices One primary action

Information heavy Conversion focused

Visitors browse Visitors take action

Funnel Page vs Traditional Website

What is a
Funnel Page? 



Buyer Behavior Has Changed

Modern buyers:

• Research before talking to sales

• Expect instant value

• Have shorter attention spans

• Need clarity and trust quickly

Why Funnel Pages
Matter Today



Businesses Without Funnels Often Experience:

• Website traffic with no conversions

• High bounce rates

• Low lead generation

• Long sales cycles

• Poor ROI from marketing efforts

Why Funnel Pages
Matter Today



The Business Case for Funnel Pages: 
Why Funnel Pages Grow Revenue

1. Capture Leads Automatically

Funnels allow businesses to collect:

• Emails

• Phone numbers

• Appointment requests

• Buying intent data

2. Shorten Sales Cycles
• Funnels pre-educate prospects before they speak with sales.



3. Increase Marketing ROI

Funnels allow tracking:

• Cost per lead

• Conversion rate

• Customer acquisition cost

• Lifetime value

4. Create Predictable Sales Pipelines
• Funnels turn marketing into a measurable system.

The Business Case for Funnel Pages: 
Why Funnel Pages Grow Revenue



Funnel Page          
Strategy & Planning

Step 1: Define Your Funnel Goal

Choose ONE conversion action.

Examples:
• Free consultation
• Free audit
• Free guide
• Product purchase
• Webinar registration



Step 2: Identify Your Target Audience

Define:

• Industry

• Role

• Pain points

• Goals

• Buying triggers

Funnel Page          
Strategy & Planning



Step 3: Identify Customer Pain Points

Example Framework:

• Pain → Solution → Outcome

Example:

• Pain: Disorganized data systems

• Solution: Integrated data platform

• Outcome: Faster research & better decisions

Funnel Page          
Strategy & Planning



Step 4: Craft Your Core Offer

Every funnel must answer:

• Why should someone take action NOW?

Funnel Page          
Strategy & Planning



Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework

Section 1: Attention-Grabbing Headline

Must:
• Identify problem
• Promise outcome
• Be simple and clear

Formula:
• "How to Achieve [Result] Without [Common Frustration]"



Section 2: Problem Awareness

Make visitors feel understood.

Show:
• Challenges
• Risks
• Hidden costs of doing nothing

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



Section 3: Your Solution

Explain:
• What you do
• How you help
• Why you are different

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



Section 4: Benefits & Outcomes

Focus on results, not features.

Example:
• Feature: Data integration platform
• Benefit: Faster decision-making & compliance confidence

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



Section 5: Social Proof

Examples:
• Testimonials
• Case studies
• Statistics
• Client logos
• Industry credibility

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



Section 6: Call-To-Action (CTA)

Clear, simple, visible.

Examples:
• Book Your Free Consultation
• Download The Guide
• Schedule A Demo

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



Section 7: Risk Reversal

Reduce hesitation.

Examples:
• Free consultation
• No obligation
• Money-back guarantee
• Easy cancellation

Funnel Page Structure & Layout: 
High-Converting Funnel Page 
Framework



QUESTIONS



1. Simplicity Wins
• Too many choices reduce conversions.

2. Above-The-Fold Messaging

Visitors should immediately understand:
• Who you help
• What you do
• Why it matters

Funnel Page Design & Psychology: 
Key Conversion Principles



3. Visual Hierarchy

Use:
• Headlines
• White space
• Icons
• Short paragraphs
• Bullet points

Funnel Page Design & Psychology: 
Key Conversion Principles



4. Trust Building Elements

Include:
• Certifications
• Awards
• Client logos
• Security badges
• Professional photography

5. Mobile Optimization
• Over 60% of visitors are mobile users.

Funnel Page Design & Psychology: 
Key Conversion Principles



Funnel Page    
Technology & Tools

Popular Funnel Builders:

• GoHighLevel

• ClickFunnels

• WordPress + Elementor

• HubSpot

• Leadpages

• Wix-Templated Site



Integrations           
Needed

Funnels should connect to:

• CRM

• Email automation

• Appointment scheduling

• Payment systems

• Analytics tracking



Traffic Sources 

Organic:

• SEO

• Social media

• LinkedIn

• Blogging

Traffic Generation Strategies: 
Funnels Need Traffic To Work



Paid:

• Google Ads
• Facebook Ads
• LinkedIn Ads

Traffic Generation Strategies: 
Funnels Need Traffic To Work



Direct Outreach:

• Email marketing
• Referral campaigns
• Networking

Traffic Generation Strategies: 
Funnels Need Traffic To Work



Metric What It Means

Conversion Rate % of visitors who take action

Cost Per Lead Marketing efficiency

Appointment Rate Sales readiness

Lead Quality Revenue potential

Funnel ROI Profitability

Average Funnel Conversion Benchmarks

• 2% = Needs improvement

• 5% = Good

• 8%+ = High performing

Measuring
Funnel Success 

Key Performance Indicators (KPIs)



How often do you review or update your website?
1. Monthly

2. Quarterly

3. Once a Year

4. Only when something breaks

5. Can’t remember the last update

Poll
When prompted by Slido, please answer the following question!



Step 1: Measure Results
• Track visitor behavior.

Step 2: Identify Drop-Off Points
• Where are visitors leaving?

Funnel Optimization – Continuous: 
Funnel Improvement Process



Step 3: Test Improvements

Test:
Headlines
CTA placement
Offer messaging
Page layout
Form length

Step 4: Repeat
Funnels improve through consistency and testing.

Funnel Optimization – Continuous: 
Funnel Improvement Process



Common Funnel          
Mistakes

• Too many calls to action

• Weak headlines

• Too much text

• Poor mobile experience

• No follow-up automation

• No tracking or analytics



Exercise 1:
• Define your funnel goal

Exercise 2:
• Write your funnel headline

Exercise 3:
• Create your offer

Exercise 4:
• Map your funnel layout

Exercise 5:
• Select your funnel technology

Practical Workshop 
Exercises



Why Funnel Pages Are   
Critical to Business Growth

Funnels create:

• Predictable lead generation
• Measurable marketing ROI
• Shorter sales cycles
• Scalable growth
• Automated prospect nurturing
• Stronger customer experiences



How Funnels Support a 
Balanced Growth Strategy

IMPLEMENTATION ROADMAP

Week 1
• Strategy + Messaging

Week 2
• Design + Build

Week 3
• Launch + Traffic

Week 4+
• Testing + Optimization



QUESTIONS



Sample Funnel Pages



Sample Funnel Pages



Sample Funnel Pages



Sample Funnel Pages



Sample Funnel Pages



We can offer:
• Funnel page checklist
• Funnel planning worksheet
• Funnel headline template library
• CTA template library
• Funnel ROI calculator
• Funnel performance scorecard

How Funnels Support a 
Balanced Growth Strategy



We can offer:
• Funnel strategy consulting
• Funnel build services
• Funnel traffic generation
• Funnel analytics reporting
• Fractional marketing support

PROGRAM OPTIONS
• “Turn Website Traffic Into Sales Opportunities”
• “Stop Building Websites… Start Building Revenue Engines”
• “Funnels: The Missing Link Between Marketing and Sales”

How Funnels Support a 
Balanced Growth Strategy



DeltaPoint Balanced Attack Integration

Social media strengthens:

• Email Marketing Campaigns

• Referral Development

• Event & Networking Follow-Up

• Outbound Sales Prospecting

• Brand Authority

The DeltaPoint “Consistency 
Creates Opportunity” Model



QUESTIONS







Please Feel Free To Contact Us 
For Any Questions You May Have!

Mr. Mark Hollingshead 
DeltaPoint Partners

315-766-8906

mthollingshead@deltapointpartners.com

deltapointpartners.com 

Mr. Paul F. Mara (Army Veteran)
Diverse Supplier Development Corp & National Veteran Business Development Council
612-889-5887

pmara@dsdcpro.com

info@dsdcpro.com



Q & A



NVBDC Events
Upcoming Digital Readiness Webinars:

o Cybersecurity 201: Building Your Security Posture                                                                     
Tuesday, June 16 – 11:00 a.m. to 1:00 p.m. ET

o AI Advantage: Using Artificial Intelligence To Grow and Scale
Tuesday, June 23 – 11:00 a.m. to 1:00 p.m. ET

Upcoming Mastering Resources Webinars:
o From Foundation to Growth: Building Talent with H.O.P.E. and Vanguard Rising  

Thursday, June 25 – 11:00 a.m. to 12:30 p.m. ET

Missed a webinar or want to rewatch? Access recordings at NVBDC.org!

Stay tuned, more powerful webinars are on the way! 
We’re continuing to equip veteran business owners with the digital training, tools, 

resources and insights needed to scale both domestically and internationally. 

NVBDC.org/event
s



Veteran-to-Veteran 
LinkedIn Group

A place for NVBDC Certified SD/VOB’s to 
connect, build relationships and share business 
successes and challenges.

Corporate Members are encouraged to join 
and participate in the conversation!



We value your feedback!
Please take a moment to complete 
our post-event survey. It only takes 
a few minutes and helps us improve 
future programming, resources and 
engagement opportunities.

Your input helps us better serve the 
Veteran business community!

Scan here or visit 
bit.ly/49cMMKn



John (“JT”) E. Taylor
Services Committee Chairman 
NVBDC Board of Directors

Annette Stevenson, US Army 
Veteran, CPSD, C.P.M.
NVBDC Board of Directors
Services Committee

Tammi Hart
Senior Vice President, NVBDC
Services Committee

Toni Moses
Relationship Manager, 
Certification Committee
Services Committee

Meet the Team

LTC (Ret) Kathryn M. Poynton
Director, MVO Task Force
NVBDC Board of Directors

David Brazda
Co-Treasurer, NVBDC
NVBDC Board of Directors



Thank You For Joining Us Today!

Turning Website Traffic Into Revenue:
Creating High-Converting Funnel 

Pages

NVBDC.ORG (248) 648-3500
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