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MARKETING TOOLS

List UNAWARE customers

List AWARE customers 
(not yet INTERESTED):

List INTERESTED customers 
(not yet EVALUATING):

List EVALUATING
(not yet PAYING):

List PAYING customers:

U
n
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e How will you build AWARENESS?

How will you create INTEREST?

How will you encourage EVALUATION?

How will you get to a PURCHASE 
DECISION?

How will you RETAIN paying 
customers?
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FUNNEL STATUS HOW TO CONVERT

Outside of your sales funnel 
are potential customers who 
are unaware of your solution.

Awareness is when a 
customer comes to know of 
your solution.

Interest is when a customer 
is considering purchasing 
your solution.

Evaluation is when a 
customer tries to find out if 
your solution is the right fit 
for their needs.

Decision is when a customer 
purchases your solution.

● Be visible
○ Show up in search results
○ Meet customers where they’re at
○ Consistent brand look & feel

● Be helpful
○ Communicate value proposition
○ Serve as a memorable resource

● Be present
○ Become part of their routine
○ Appear at the time of need

● Be instructive
○ Explain exactly how you’ll help 
○ Provide a preview of solution and/or 

expertise

● Be convincing
○ Highlight your differentiator
○ Showcase others’ success
○ Leverage proof and evidence

● Be personal
○ Make a personal connection
○ Tailor messaging to their needs

● Be safe & easy (low risk)
○ Risk-free purchase process
○ Quick, seamless purchasing

● Be essential/irreplaceable
○ Get customers to “try on” the 

solution
● Be delightful!

○ Make your customer smile BIG!
○ Provide immediate gratification

● Be generous
○ Provide incentives to return
○ Give priority access & perks
○ Prioritize long-term relationship

● Be an essential part of their life
○ Suggest additional solutions
○ Lower the transaction barrier
○ Create too much value to leave
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SELL: GET CUSTOMERS AND CLOSE SALES

AWARENESS: Suggested Marketing Tools

Tool or Technique Resources

Create a brand identity ❏ Canva: free graphic design tool
❏ Unsplash: free high res photos
❏ 3-Hour Brand Sprint: self-guided 

branding workshop

Company website ❏ Weebly: free website builder
❏ Wix: free website builder
❏ Shopify: e-commerce store free 

trial
❏ Google Analytics: track site visits
❏ heatmap.com: free site analyzer

Social media presence ❏ Hootsuite: social media scheduler
❏ Buffer: social media scheduler
❏ CoSchedule’s Headline Analyzer
❏ Bit.ly: free link tracker

Show up in search results 
by creating searchable 
content that leverages 
popular keywords

❏ Wordstream’s Keyword Analyzer
❏ Keyword Tool for Google Search
❏ How to Leverage Blogs for Search

Make guest appearances 
on other brands’ blogs and 
podcasts; be quoted or 
featured in press releases

❏ HelpAReporter: get quoted in 
press

❏ How to Get Featured advice 
article

❏ Anchor.fm: free podcasting tool
❏ Guide for Writing a Good Blog 

Post

https://www.canva.com/
https://unsplash.com/
https://library.gv.com/the-three-hour-brand-sprint-3ccabf4b768a?gi=7f2cc5e52195
https://www.weebly.com/lp/websites/dual-tst?c=mkt_w_chnl:semb_geo:US_prtnr:ggl_camp:G-S-Brand-BMM-US_campid:1459201890_ag:Weebly_agid:53489815821_kw:%2Bweebly_mt:b_dvc:c&gclid=EAIaIQobChMIt9ucutWF6wIVzZyzCh1u3gvCEAAYAiAAEgLM5PD_BwE
https://www.wix.com/html5us/hiker-builder?utm_source=google&utm_medium=cpc&utm_campaign=213763660%5E10364712220&experiment_id=free%20website%5Ee%5E404750961754%5E&gclid=EAIaIQobChMIvNrxzdWF6wIVCaCzCh0Ngg46EAAYAiAAEgIVmvD_BwE
https://www.shopify.com/online
http://www.google.com/analytics/
https://heatmap.com/
https://hootsuite.com/plans/free-options
https://buffer.com/
http://coschedule.com/headline-analyzer
https://bitly.com/
https://www.wordstream.com/keywords
https://keywordtool.io/
https://www.wordstream.com/blog/ws/2010/07/21/blog-keyword-targeting
https://www.helpareporter.com/
https://www.printful.com/blog/7-steps-to-getting-featured-in-an-industry-blog/
https://anchor.fm/
https://blogging.com/blog/how-to-write-good-blog-post/
https://blogging.com/blog/how-to-write-good-blog-post/
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SELL: GET CUSTOMERS AND CLOSE SALES

INTEREST: Suggested Marketing Tools

Tool or Technique Resources

Send email marketing like 
regular newsletters or 
promotional emails to a 
targeted list

❏ MailChimp: build/send free emails
❏ Hubspot: build/send free emails
❏ Hubspot CRM: customer 

relationship manager for 
organizing

❏ MailMerge: easily send and track 
personalized email through Gmail 

Create free, useful 
content like tools or 
resources that your target 
market will enjoy

❏ Visual.ly: free infographic creator
❏ CoSchedule: free content planner 

with lots of helpful, free blog posts
❏ YouTube: upload & share free 

videos
❏ BuzzSumo: free content analytics

Lead webinars to 
showcase your expertise 
and solution in action

❏ YouTube Live Stream: free 
streaming

❏ SplashThat: free event registration

Create short a explainer 
video for your website, 
social media account, or 
email campaign

❏ Powtoon: explainer video creator 
tool with free trial

❏ Renderforest: free video creator

Share customer case 
studies and success 
stories that prove your 
solution works

❏ Guide for Creating Case Studies
❏ 25 Case Study Examples
❏ Free Case Study Template

https://mailchimp.com/
https://www.hubspot.com/products/marketing/email
https://www.hubspot.com/products/crm
https://gsuite.google.com/marketplace/app/mail_merge_with_attachments/223404411203
http://visual.ly/
https://coschedule.com/
https://www.youtube.com/
https://buzzsumo.com/
https://support.google.com/youtube/answer/2474026?co=GENIE.Platform%3DDesktop&hl=en&oco=0
https://splashthat.com/
https://www.powtoon.com/
https://www.renderforest.com/video-animation
https://neilpatel.com/blog/creating-a-great-case-study/
https://blog.hubspot.com/marketing/case-study-examples
https://try.alexa.com/offer/ebook/marketing-case-study-template
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SELL: GET CUSTOMERS AND CLOSE SALES

EVALUATION: Suggested Marketing Tools

Tool or Technique Resources

Competitive comparisons ❏ Competitive comparison 
examples

❏ Free class: Competitive 
Advantage

Testimonials and reviews ❏ Yelp: free online review platform
❏ The Brand Grader: free online 

reputation assessment
❏ How to Get More Customer 

Reviews
❏ Testimonial Request Template

Demonstrations ❏ Google Hangouts: free video 
conferencing with screen sharing

❏ Quicktime: free video recording + 
screen recording capabilities

❏ Google Slides: free presentation 
software with template designs

❏ FilmoraGo: free video editing app

Scheduling 1:1 
conversations

❏ Calendly: free appointment 
scheduler

❏ Use WhatsApp for Conference 
Calls up to 8 people

❏ Google Calendar: free calendar 
tool with integrated video calling

https://www.crayon.co/blog/great-competitive-comparison-pages
https://www.sba.gov/course/competitive-advantage/
https://www.sba.gov/course/competitive-advantage/
http://www.yelp.com
https://onlinereputation.io/brand-grader/
https://blog.hubspot.com/service/get-customer-reviews
https://blog.hubspot.com/service/get-customer-reviews
https://blog.hubspot.com/service/testimonial-request-template
https://hangouts.google.com/
https://support.apple.com/downloads/quicktime
https://www.google.com/slides/about/
https://filmora.wondershare.com/filmorago-video-editing-app/
https://calendly.com/
https://www.theverge.com/2020/4/9/21210345/whatsapp-group-call-how-to-video-audio-text-android-iphone
https://www.theverge.com/2020/4/9/21210345/whatsapp-group-call-how-to-video-audio-text-android-iphone
https://www.google.com/calendar/about/
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SELL: GET CUSTOMERS AND CLOSE SALES

DECISION: Suggested Marketing Tools

Tool or Technique Resources

A good eCommerce 
experience

❏ List of Free eCommerce Builders
❏ WooCommerce: free eCommerce 

add-on for Wordpress sites
❏ drip.com: follow up with 

customers who are close to a 
purchase decision, free trial

❏ Responsinator: test the 
appearance of your store on 
different devices

❏ Conversific: free analytics tool for 
Shopify that optimizes conversion

Free trial or guarantee ❏ Free Trial & Freemium Pricing 
Considerations from databox.com

❏ 7 Types of Satisfaction 
Guarantees

❏ Free Trial Strategy from 
optinmoster

Promotional code or 
discount

❏ Promotion Code Basics from 
bigcommerce

❏ eCommerce Promotion Strategy 
from CoreDNA

A quick and easy delivery 
method for your solution 
(keep in mind shipping cost 
and estimated arrival)

❏ AfterShip: free delivery estimates 
& updates

❏ OpenBoxes: free shipping 
platform

❏ Freightos: free shipping 
calculator

https://www.websitetooltester.com/en/blog/best-free-ecommerce-website-builder/
https://woocommerce.com/
https://www.drip.com/features
http://www.responsinator.com/
https://www.conversific.com/
https://databox.com/freemium-vs-free-trial
https://databox.com/freemium-vs-free-trial
https://sleeknote.com/blog/satisfaction-guarantees
https://sleeknote.com/blog/satisfaction-guarantees
https://optinmonster.com/free-to-paid-conversion-strategy/
https://www.bigcommerce.com/ecommerce-answers/what-are-promotional-codes-and-how-do-they-work/
https://www.coredna.com/blogs/ecommerce-promotion-strategy
https://www.aftership.com/
https://openboxes.com/
https://www.freightos.com/freight-resources/estimate-shipping-cost-international-shipping-cost/
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SELL: GET CUSTOMERS AND CLOSE SALES

RETENTION: Suggested Marketing Tools

Tool or Technique Resources

Outstanding customer service ❏ ZenDesk: free online ticketing 
system

❏ Pure Chat: live chat, free version
❏ 50 Customer Service Email 

Templates from Hubspot

Collect customer feedback ❏ SurveyMonkey: free survey tool
❏ Google Forms: free feedback forms
❏ Yelp: free online review platform

Loyalty programs and 
discounts

❏ How to Create a Loyalty Program
❏ Square Loyalty Program: free trial
❏ Venngage Free Coupon Maker
❏ How to Use Discounts & Sales

Upsell customers into 
“bundles” of multiple 
products; share trials of new 
solutions that they might like

❏ How to Use Product Bundling from 
BoldCommerce

❏ Pixlr: free product photo editing tool
❏ Personalized Recommendations: 

free plug-in for Shopify platform

Create customer accounts or 
profiles to make shopping 
easier

❏ Customer Accounts vs Guest 
Check-Out: from bigcommerce

❏ SnipCart: inexpensive shopping cart 
for any site with customer accounts

https://www.zendesk.com/
https://purechat.com/
https://offers.hubspot.com/customer-service-email-templates?hubs_post-cta=author&hubs_signup-url=blog.hubspot.com%2Fservice%2Fcustomer-service-email-templates&hubs_signup-cta=cta--medium
https://offers.hubspot.com/customer-service-email-templates?hubs_post-cta=author&hubs_signup-url=blog.hubspot.com%2Fservice%2Fcustomer-service-email-templates&hubs_signup-cta=cta--medium
https://www.surveymonkey.com/
https://www.google.com/forms/about/
http://www.yelp.com
https://blog.hubspot.com/service/customer-loyalty-program
https://squareup.com/us/en/townsquare/successful-loyalty-program
https://venngage.com/features/coupon-maker/
https://www.shopify.com/blog/discounts-and-coupons
https://blog.boldcommerce.com/how-to-use-product-bundling
https://pixlr.com/editor/
https://apps.shopify.com/recommendation-kit
https://www.bigcommerce.com/ecommerce-answers/customer-accounts-vs-guest-checkout-how-use-each/
https://www.bigcommerce.com/ecommerce-answers/customer-accounts-vs-guest-checkout-how-use-each/
https://snipcart.com/
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SELL: GET CUSTOMERS AND CLOSE SALES

Next Steps, Part 1  Establish at least one marketing 
tool for each stage of your sales funnel (from page 1) 
and start using it with customers. 

Start with free tools (pages 3-7) and get them to a 
usable point (not a perfect point).

AWARENESS tool you will use:
● Cost:
● Date it will be usable:

INTEREST tool you will use:
● Cost:
● Date it will be usable:

EVALUATION tool you will use:
● Cost:
● Date it will be usable:

DECISION tool you will use:
● Cost:
● Date it will be usable:

RETENTION tool you will use:
● Cost:
● Date it will be usable:
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SELL: GET CUSTOMERS AND CLOSE SALES

Next Steps, Part 2  Create a 12 month sales goal 
by identifying the number of sales you want to 
make in the next year.

Starting at the bottom of your funnel, work 
backwards to hypothesize the number of 
customers you will need in each section of the 
funnel to reach your final sales goal.

Awareness

Interest

Decision

Evaluation

Step 1: How many sales 
will you make in the next 
year?

Step 2: How many 
evaluating customers will 
you need?

Step 3: How many 
interested customers will 
you need?

Step 4: How many aware 
customers will you need?

Keep in mind 
that many 

customers will 
not proceed 

down the 
funnel!
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Next Steps, Part 3  Create a funnel conversion tracker 
to measure the conversion rate for each marketing tool 
and at each stage of the funnel.

For example: a tea shop that has 50 followers on social media (aware) were 
able to convert 80% of their followers, 40 people, to opt-in to their monthly 
newsletter (interest). In the last newsletter, 50% of recipients, 20 people, 
clicked a promotional link to visit their online tea store (evaluation). Then, 25% 
of those who clicked the promotion, 5 people, made a purchase decision and 
bought the tea. Of the 50 people who were initially aware, 5 people 
eventually purchased.

STAGE DATA EXAMPLE WEEK 1 WEEK 2 WEEK 
3

Awareness # of Aware 50

Interest

% Conversion 
of Aware to 
Interested

80%

# of 
Interested 40

Evaluation

% Conversion 
of Interested 
to Evaluating

50%

# of 
Evaluating 20

Decision

% Conversion 
of Evaluating 

to Paid
25%

# of Paid 5
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