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CONTENT PLANNING TABLE

**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. IN ORDER TO GAIN PERSONAL ACCESS, GO TO “FILE” “MAKE A COPY” AND USE YOUR COPY.**

What is a customer journey?

The path you lay out for your followers to go on in order to become a paying customer.

There are 3 stages in this journey: Awareness, Consideration, Decision.

Social media followers start on the Awareness stage. 

The goal of content is to lead them through a series of content to nurture them in the consideration stage.

After their consideration stage, you lead them into 1:1 engagement with you to make a decision.

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.

PATH 1
	CHANNEL 1 / AWARENESS 
	CHANNEL 2/CONSIDERATION
	CHANNEL 3/DECISION

	FACEBOOK            
	FB GROUP 
	RESOURCE

	 DETOX DUDES INTERVIEW
	FB Group 
	Your landing Page for call

	 
	
	Call OR Subscribe to 

	  
	
	

	

	
	

	
	
	

	
	
	




STEP 2: QUICK CONTENT BRAINSTORM TABLE


Use the table below to plan content ahead of time to meet your buyers whereever they are on their journey.

AWARENESS CONTENT
	TITLE (HEADLINE)
	CALL-TO-ACTION

	
	

	
	

	
	

	
	

	
	

	
	

	
	



CONSIDERATION CONTENT
	TITLE (HEADLINE)
	CALL-TO-ACTION

	
	

	
	

	
	

	
	

	
	

	
	

	
	



DECISION CONTENT
	TITLE (HEADLINE)
	CALL-TO-ACTION
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