
LEAD GENERAT ION CUSTOMER JOURNEY

GOAL

Direct customer acquisition

DESCRIPT ION

Provide information that helps people 
evaluate your organization and your 
offerings. How can you help the prospect?

DESCRIPT ION

Publish content that educates and builds trust with 
your audience, rather than making a sales pitch.

What are their wants and needs?
What are their pain points?

TACTIC

Education content, viral content (Thought leadership 
over selling your product/service)

CONTENT

Blog posts, webinars, big content (tools, templates, long-form content), 
comprehensive guides, videos, email newsletter

METRICS

Number of people reached; number of impressions; cost per impressions; 
video views; number of clicks; cost per click; click-through-rate

KPI

Traffic

GOAL

Brand awareness; Indirect customer acquisition

CONTENT

Case studies, testimonials, how-to content that 
showcases your products, demo videos, product 
descriptions, and data sheets

TACTIC

 Solutions to their pain points

Acquisition 

DESCRIPT ION

At this point in the customer journey, your 
prospect is interested and reassured. Make a 

direct pitch to incite action.

TACTIC

Product descriptions and unique 
value propositions

CONTENT

Testimonials, reviews, a streamlined, 
comprehensible and trustworthy sales process.

METRICS

Cost per acquisition; return on ad spend; 
conversion rate per funnel stage

KPI

Leads generated

METRICS

Number of leads; cost per lead; 
conversion rate per funnel stage

KPI

GOAL

Transaction with customers

AWARENESS DECIS ION

CONSIDERATION

Generat ing  
Awareness  

Acqu i r ing  Leads

Qua l i fy ing  Leads

Nur tur ing  
Qua l i f ied  Leads

Conver t ing  the  
Qua l i f ied  Leads

Awareness to Prospect: 

Prospect to Qualified Lead: 

Qualified Lead to Member:




