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CONTENT PLANNING & CTA TRACKING TABLE SHEET

**IMPORTANT: YOU MUST MAKE A COPY OF THIS LIVE DOCUMENT AND SAVE IT IN YOUR GOOGLE DOCS FOR YOUR OWN PERSONAL TEMPLATE. THIS IS A SHARED FILE. IF YOU DO NOT DO THIS ALL OF YOUR CHANGES WILL BE LOST. TO MAKE YOUR OWN PERSONAL VERSION WHICH YOU CAN TYPE OVER, GO TO
“FILE” “MAKE A COPY” AND USE YOUR COPY.**    

Now we are going to combine the two tables from OPS 2.5 into One Table. 

Here’s a recap from last lesson:

PATH 1:
FACEBOOK (AWARENESS CONTENT 1)  > FACEBOOK GROUP (CONSIDERATION CONTENT 2) >PHONE CALL (DECISION CONTENT 3)

We have 3 options after this path is complete:

1. After we test this path and get good results, we can replace the content pieces in the parentheses with other content on the table when we want the buyers to reach a DIFFERENT decision. For example, instead of them deciding to call us, we can have them make a purchase.

2.  To form a different path, all we have to do is replace the CHANNEL(Facebook, FB Group, Phone Call) with different ones. 

For example:

WEBSITE (AWARENESS CONTENT 1) >E-MAIL (CONSIDERATION CONTENT 2) > LANDING PAGE (DECISION CONTENT 1)

By knowing what stage of the journey your content piece is in, you can plan the best Call to Action for your posts. Practice using the tables below to plan your social media content ahead of time.


STEP 1: JOURNEY PLANNING TABLE

Use the the table below to map out campaigns that will be the path for your buyers on their journey.

***BY PLANNING OUR CTAs FIRST, WE CAN EASILY GUIDE OUR CONTENT CREATION AND KNOW THE FOLLOWING:

· WHAT THE POST TOPIC WILL BE
· WHAT THE POST WILL OFFER (INSPIRATION, SPECIAL SALE, INVITATION TO NEXT LEVEL ENGAGEMENT, ETC.)
· WHERE THE POST WILL BE POSTED
· WHERE THE PEOPLE ARE GOING AFTER THE POST
· WHERE THE PEOPLE ARE COMING FROM BEFORE THE POST

***BY KNOWING ALL OF THIS INFORMATION UPFRONT, WE ARE TRACKING CONTENT PERFORMANCE BASED ON:

· THE CTA WORDING
· THE CUSTOMER JOURNEY FLOW  (Which channel FLOW performs best - for example, from IG > FB > CALL or from FB  > Email > Call
· In the marketing world, this is called A/B testing. By creating more than one pathway on social media we can test more than one path at once. The one that gets the most results performs best.

· TESTING PARAMETERS:
· FOR A PERIOD OF 2 WEEKS 
· SAME CTA BEING USED TO PROMOTE SAME SPECIFIC NEXT STEP FOR FOLLOWERS
· MUST POST SAME CTA  AT LEAST 2X PER DAY AND 4X PER WEEK ON EACH PLATFORM)

Now, we are no longer GUESSING or HOPING this works. Now we actually have a way to see what works best. Once we see what works best we place what is called “stagnant posts” or “parked pages”  i.e. landing pages on different online channels, so you can:

1. Create conversations and generate leads in one place instead of all over DMs
2. Let the parked posts work for you instead of Calling-to-Action everytime you post

Simply put, you are everywhere online now, without having to be everywhere online! 


Practice the first table below:  


PATH 1 - SCHEDULED POSTS
	CHANNEL 1 / AWARENESS 
	CTA *TO LEAD TO CHANNEL 2*
	CHANNEL 2/CONSIDERATION
	CTA *TO LEAD TO CHANNEL 3*
	CHANNEL 3/DECISION

	FACEBOOK : 

ENTER POST TEXT LEADING UP TO CTA HERE
	JOIN US LIVE IN X GROUP TO LEARN HOW I MADE $1,500 IN 7 DAYS
	FB GROUP 

ENTER POST TEXT LEADING UP TO CTA HERE
	SIGN UP FOR YOUR FREE CONSULTATION HERE
	PHONE CALL 

	FB
	
	
	
	

	LI
	
	
	
	

	IG
	
	
	
	

	 Campaign 1 - Prospects
	
	 
	 
	 

	Campaign 2 - Follow up for Leads who say no or maybe
	
	
	
	

	Campaign 3 - Enrollment for people who are customers
	
	
	
	




Need help? Post your questions here!

Finish Step 2 & 2a of the course to learn how to use the second table below:

Capture Tracking Info here:


	CHANNEL 1 / AWARENESS 
	# CLICK THRUS OR CONVERSIONS
	CHANNEL 2/CONSIDERATION
	# CLICK THRUS OR CONVERSIONS
	CHANNEL 3/DECISION



	POST DATE:
	
	POST DATE:
	
	POST DATE:
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