Efforts supporting discovery

Customer Journey Gaps & Opportunities

Evaluate your marketing using your customer journey

Efforts supporting interest

Efforts supporting investigation

Efforts supporting adoption

Efforts supporting engagement

Efforts supporting loyalty

KPI: New unique visitors KPI: Leads & Oauths KPI: Trial KPI: Initiated KPI: Engaged “

Our biggest gaps

Our biggest gaps

We simply aren't driving very much traffic.

Optimization opportunities

Increase regularity of Twitter activity (all
team members, not just company
account). We regularly get marketing list
signups from Twitter conversations.

New opportunities

Partner with our users for a deep-dive
into their finance management stack.
Create incentive for them to help promote
long-term (e.g...affiliate $?)

Co-marketing partnership with
complementary products

Old-school cold outreach. Email 100
qualified prospects to see whether this
could be effective in early days.

Our biggest gaps
Our website isn't clear enough on...
a) how we differ from direct competitors

b) how we differ from alternative
solutions e.g., using email marketing
tools post-signup, or hand-coding emails

c) everything we can do

Optimization opportunities

New homepage copy...OR comparison
page? Like ConvertKit's "Switching"
pages (see footer):
https://convertkit.com/

New opportunities

"Customers" page, where all the faces +
logos + customer stories we've created
can live in one place. Would make
GREAT social proof + very educational.

Would it be possible to templatize these
journeys in some way, to make our
product feel more like a turnkey solution?
(you don't have to start from scratch --
get [NAMET]'s template inside!)

Our biggest gaps

After first "thanks for signing up!" email,
trial subscribers get nothing. No
onboarding beyond this - so we don't
hear much from them, and it's easy for
them to forget about us.

Optimisation opportunities

Extend onboarding email sequence for
trial users

New opportunities

Recorded demo video

Dummy, usable demo account with
sample data that website visitors can try
out

On-site chat? Do we even want to go
that route?

Our biggest gaps

Optimisation opportunities

New opportunities

Our biggest gaps

Optimisation opportunities

New opportunities

Optimisation opportunities

New opportunities
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