Why and how
to map your
customer
journeys

@) <
@ ©Cust ooooo




WHY




3

@@ I

Customer

@



/0







3

©@ I

Customer

@



A

@@ I

Customer

@



91







MARGINAL GAINS

HOW THE PROFESSIONALS MAKE SMALL CHANGES TO IMPROVE THEIR PERFORMANCE
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Awareness

Referrals

Google

Website

31 party sites

Exhibitions

Networking

Email
campaign

“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




Awareness to consideration

Referrals

Customer
completes
contact
form

31 party sites

Exhibitions
Networking
Email
campaign

“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




Consideration

Referrals

Google

31 party sites
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Exhibitions
Networking
Email
campaign

Customer
completes
contact
form

Webinar
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Agrees to
buy?
Product
demo
post

“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




Purchase

Customer
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training
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Enail
campaign

“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




After they buy
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“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




Showing the issues
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Exhibitions
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training
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resolve with provider
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“People will forget what you said, people will forget what you did, but people will never forget how you made them feel.” - Maya Angelou




Back to why

25% to 50%
20% to 99%
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