
Stage Messaging Focus Content Types

Increase visibility and 
mindshare among your 
target audience.

Educate: Offer valuable information that helps 
your target audience understand the landscape  
of the problem they are facing.

Inform: Keep the audience updated about the 
latest trends, news, and innovations in the industry.

Blog Posts: In-depth, educational content  
that addresses common challenges or  
opportunities in the industry.

Infographics: Easily digestible visual content  
that provides valuable insights.

eBooks: Comprehensive guides that  
offer actionable advice or solutions.

Establish your brand’s 
authority and credibility 
in the marketplace.

Solve Problems: Demonstrate how your 
 product or service can solve specific problems.

Show Expertise: Position your brand as  
an industry leader with specialized knowledge.

Case Studies: Real-world examples  
showcasing how your product or service has  
solved specific challenges.

Webinars: Live or pre-recorded sessions  
that provide in-depth information and allow  
for audience interaction.

Whitepapers: Scientifically rigorous papers  
that discuss issues, solutions, and benefits in depth.

Facilitate the 
purchasing decision 
by offering detailed, 
compelling reasons to 
choose your solution.

Highlight USPs (Unique Selling Point):  
Clearly articulate what sets your product apart from 
the competition.

Compare & Contrast: Offer reasons how your 
solution is the strongest option on the market.

CTA (Call To Action): Explicit prompts  
that guide the customer toward making  
a purchase decision.

Product Demos: Live or recorded 
demonstrations of how your product or service works.

Comparisons: Unbiased comparisons between 
your product and competitors, focusing on unique 
selling propositions (USPs).

FAQs: Answers to common questions about  
your product, shipping, pricing, etc.

Retain existing  
customers and turn  
them into advocates  
for your brand.

Customer Success: Share stories or tips that 
help customers maximize the value they get from  
your product.

Continued Value: Offer ongoing resources, 
upgrades, product updates, or discounts to retain 
customers.

Referrals: Encourage satisfied customers to refer 
others, often incentivized through a referral program.

User Guides: Manuals or online resources that 
help customers get the most out of their purchase.

Newsletters: Regular updates that offer 
continued value through tips, news, or special offers.

Surveys: Collect feedback for continuous 
improvement and gauge customer satisfaction.

The B2B customer journey is a complex 
and nuanced process that often involves 
multiple stakeholders and a longer 
sales cycle than B2C. Understanding 
the different stages of this journey is 
essential for creating targeted, relevant, 
and effective content that speaks to your 
audience’s needs at each phase.

This template maps out the different 
stages of the B2B customer journey – 
Awareness, Consideration, Decision, 
and Loyalty. Each stage provides expert  
guidance on the messaging and types 
of  content that are most effective. This 
serves  as a strategic framework that 
allows for  customization based on your 
specific  industry, product, or service. 

Understanding these stages and 
applying  them effectively will 
undoubtedly result in a  more cohesive 
and successful marketing strategy.
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