MATCHING CONTENT MARKETING TACTICS WITH THE SALES CYCLE
SAMPLE TEMPLATE

STAGES OF THE SALES CYCLE*

STAGE 1: UNAWARE : STAGE 2: TENTATIVE : STAGE 3: ENGAGED STAGE 4: INVESTED

The buyer is not explicitly in ¢ The buyer is considering : The buyer is in dialogue with ¢ Buyer is a customer. Content
the market but should be. ¢ entry or taking first small ¢ your company. Content ¢ should be exclusive. :
Content should be « steps. Content should be : should be validating .

interruptive. ¢ educational. :

TARGET AUDIENCE

...................................E..................E..................E.................;

Target 1

Target 2

...................................s..................s...Q..............s.................;

Target 3

*Four stages of the buy cycle from Paul McKeon’s whitepaper, .
How to Create a Content Strategy for B2B Nurturing Campaigns. SOlO POthOllO
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