Digital marketing funnel infographic

PROBLEM IDENTIFIED

Exposure to brand through
social media adverts, SEO/SEM,

blogs, YouTube video, traditional AWAREN ESS

advertising, word of mouth.

Learns about the brand for the first time
Website provides useful, relevant, data
rich content. Social media posts are

engaging, encourage sharing and a

conversation is started in the comments. Visits the website, interacts on social media

INTEREST

The consumer has identified ‘

their problem and are looking for
solutions. Clear call to action leading - .
to purpose built landing page. Visits the CTA landing page

Th d loads fi
content, signs up to newsieter MICRO CONVERSION

makes direct contact via email. Downloads information

The consumer books a consultation, Purchases MAC RO CO NVE RSION

enrols in a workshop or purchases
premium content available on website. Service

ADVOCACY AND RETENTION

Client is delighted with services and products. Tells everyone about product or service. Their testimonial is used on the website. On-going support is offered.



