[bookmark: _9e887cqsz2ly]Customer Lifecycle Marketing Strategy Template
Use this template to document an end-to-end marketing strategy that engages customers from product awareness to post-purchase support. It’s focused on helping you think through three things: 

1. Which problems or pain points a customer might face throughout the buying process.
2. Which messages you need to communicate to customers.
3. Which tactics and channels are best to reach customers at each stage of the customer lifecycle.


[bookmark: _a1bftev4w1ac]Stage 1: Awareness
At this stage, your goal is to make potential customers aware your brand and products exist. 

	Key Pain Points

	Pain Point 1
	

	Pain Point 2
	

	Pain Point 3
	

	Pain Point 4
	




	Key Brand Messages / Content Topics

	Message 1
	

	Message 2
	

	Message 3
	

	Message 4
	




	Top-of-Funnel Content Strategy

	Tactic / Channel 1
	

	Tactic / Channel 2
	

	Tactic / Channel 3
	

	Tactic / Channel 4
	



Stage 2: Consideration

At this stage, customers are aware you exist, and are comparing your products against competitors. Your content should assist with their product research.

	Key Pain Points

	Pain Point 1
	

	Pain Point 2
	

	Pain Point 3
	

	Pain Point 4
	




	Mid-Funnel (MOFU) Brand Messages / Content Topics

	Message 1
	

	Message 2
	

	Message 3
	

	Message 4
	




	Mid-Funnel (MOFU) Content Strategy

	Tactic / Channel 1
	

	Tactic / Channel 2
	

	Tactic / Channel 3
	

	Tactic / Channel 4
	


[bookmark: _ae8gc1qp6jn5]
Stage 3: Purchase 
At this stage, customers are ready to make a purchase. Your content should encourage taking action to purchase your product or service.

	Key Pain Points

	Pain Point 1
	

	Pain Point 2
	

	Pain Point 3
	

	Pain Point 4
	




	Bottom-Funnel (BOFU) Brand Messages / Content Topics

	Message 1
	

	Message 2
	

	Message 3
	

	Message 4
	




	Bottom-Funnel (BOFU) Content Strategy

	Tactic / Channel 1
	

	Tactic / Channel 2
	

	Tactic / Channel 3
	

	Tactic / Channel 4
	



[bookmark: _23vgenk7qy5t]Stage 4: Support 
At this stage, prospective leads have made a purchase and become your customer. Your content should focus on helping them be successful with their purchase.

	Key Pain Points

	Pain Point 1
	

	Pain Point 2
	

	Pain Point 3
	

	Pain Point 4
	



  
	Post-Purchase Brand Messages / Content Topics

	Message 1
	

	Message 2
	

	Message 3
	

	Message 4
	




	Support Content Strategy

	Tactic / Channel 1
	

	Tactic / Channel 2
	

	Tactic / Channel 3
	

	Tactic / Channel 4
	



[bookmark: _rm0hhny13vo6]Stage 5: Retention
At this stage, customers have purchased from you in the past. This content should encourage them to purchase again and become a loyal customer.

	Key Pain Points

	Pain Point 1
	

	Pain Point 2
	

	Pain Point 3
	

	Pain Point 4
	




	Retention Brand Messages / Content Topics

	Message 1
	

	Message 2
	

	Message 3
	

	Message 4
	




	Retention Content Strategy

	Tactic / Channel 1
	

	Tactic / Channel 2
	

	Tactic / Channel 3
	

	Tactic / Channel 4
	



