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Greg Hickman is the founder of System.ly. He helps people grow their business without 

growing their workload through the power of marketing automation. 
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What Is Marketing Automation? 

Greg explained marketing automation in the simplest sense as “how to use technology 

to enable your sales and marketing and fulfillment strategy.” 

An example is using a tool to welcome new people to your email list or thank them for 

signing up for a service. Some common platforms that facilitate marketing automation 

include Infusionsoft, Ontraport, ActiveCampaign, and ConvertKit. 

There is a lot of buzz around using funnels in Internet marketing right now. A marketing 

automation tool can be used to create a funnel, as well as automating the other steps 

involved in turning a stranger into a paying client. 

Starting with Lead Magnet Delivery 

Lead magnet delivery is often where people first interact with a marketing automation 

tool and Greg shared what lead magnets are working well for him right now. 

Depending on your business there may be multiple points of entry. Most businesses are 

looking to capture an email address and will most likely get there through a lead 

magnet. 

Almost all of Greg’s clients sell some sort of productized service, productized service, or 

coaching, typically ranging between $2.5k-20K. 

For sales over $2k Greg says the sale is typically going to be made over the phone, and 

his job is to make sure he’s getting the right people on the phone to make the sale. 

Greg likes to use webinars as his main lead magnet. “I look at webinars more as 

conversion methods than acquisition methods,” Greg said. 

His webinars are not live either. They are part of his marketing automation, Greg 

recorded the webinars with evergreen, value-driven content and potential clients can 

watch them at their convenience. 

You can build a good rapport over the duration of a webinar, using a call-to-action at the 

end to schedule a phone consultation.  

While Greg says that webinars are an integral part of his own sales funnel, if you just 

want a low friction email signup you might be better off offering a blueprint, check-list, or 

free template type of lead magnet. 

Greg’s business is doing 6-figures a month and to show you how straightforward his 

funnel sequence is, it looks like this: 

Facebook Ads  Webinar  Phone call  Sale 

His automation series includes 4 emails leading up to the webinar, 7 daily emails 

afterward if the person doesn’t take the call-to-action from the webinar, then 6 more 

emails before leaving the person on his newsletter. 

https://www.infusionsoft.com/
https://ontraport.com/
https://www.activecampaign.com/
https://convertkit.com/


Creating a Lead Magnet 

If you’re struggling for ideas for your lead magnet Greg said try working backwards from 

what your offer is. 

“The lead magnet should contain a sliver of the exact same intent that would be 

required for them to purchase your product,” Greg said. 

Greg talked about “splintering,” a term used by Digital Marketer to describe splintering 

off a piece of your paid product and making it a lead magnet. 

Your goal is to get your customer to say “Wow!” at the lead magnet, so they know they 

will be getting something of value if they pay for the whole service or product. 

Using Onboarding Sequences 

Onboarding sequences are steps designed to follow up with a customer and make them 

more likely to buy from you. 

Greg says he weaves in the delivery of his onboarding emails along with the lead 

magnet that secured him the email signup. 

You need to ask yourself, “What is the next logical step to make them more likely to be 

a buyer?” Greg said. 

You can use the Jeff Walker product launch formula of, pain, agitation, and solution. 

That could mean solving the pain-points of your customers with your lead magnet 

though training videos, webinars, and so on. 

Ask yourself, “How big is that gap between your customers having the answer and 

being ready to buy your product?” Greg said. “Most people that create lead magnets 

don’t think through that.” 

List Cleansing and Re-Engagement 

A lot of people hesitate to delete emails from their list on the off-chance they lose a 

potential paying customer. But holding on to emails that are not being opened harms 

your deliverability and doesn’t look good to your email host Greg said. 

Once a quarter Greg goes through his list and puts people who never open or click his 

mails through a 1-2 day re-engagement sequence as a last chance to check if they are 

interested. If they still do not respond he removes them from his newsletter list. 

His goal is to have a 40% open rate. He said he doesn’t always hit it, but many other 

marketers average 20%, so you can see the results from actively cleaning his list. 

Another tip Greg shared to improve deliverability is to never give your lead magnet 

away on the thank you page. Keep it to the body of the email and ask the person to click 

it from there. 

https://www.digitalmarketer.com/
http://jeffwalker.com/


(Opens, clicks, and replies to your first message are really important for deliverability.) 

At What Point Should You Start Worrying About Marketing Automation? 

If you’re an entrepreneur or small business owner and looking for ways to turn strangers 

into paying clients or are trying to use your email list to make money you could benefit 

from marketing automation. 

“You need to ask yourself, what is the one path that I can feel confident about sending 

people through that will give me the best chance to get a customer or a client? Work on 

that one until it works before you create any others,” Greg said. 

It doesn’t need to be complicated. Remember Greg’s own funnel is just 4-steps: 

Facebook ads > webinar > phone call > sale.  

This is what works best for his business, and most of the well-known entrepreneurs 

Greg has worked with got to 7-figures with just one funnel. 

Greg’s #1 Tip for Side Hustle Nation: 

“Fall in love with the problem, not the solution.” 

More Info: 

• http://system.ly/ 
• http://www.sidehustlenation.com/270 

 
Until next time! 

-Nick 
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