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The awareness phase of 
the digital sale cycle is the 
first stage of the buyer’s 
journey. This stage is 
when the market first
becomes aware of your 
brand and your offerings. 

1. TAKING A CLOSER LOOK AT THE AWARENESS STAGE



At the awareness stage of 
the cycle, you’ll need to…

• Position your brand in places 
where your target audience 
is going to go searching 

• Explain who you are and 
what you do

• Illustrate the problem or 
need your business can 
resolve 

• Demonstrate the 
transformative potential of 
your offerings

1. TAKING A CLOSER LOOK AT THE AWARENESS STAGE



Any content you create for the purposes for awareness should: 

✓ Not put any selling pressure on the buyer 

✓ Be short and sweet and offer as much upfront value as possible 

✓ Consistently reflect your company’s values 

✓ Demonstrate potential solutions to a need/problem 

✓ Be easy to understand and answer initial questions 

2. GUIDING RULES FOR CREATING AWARENESS CONTENT



3.AWARENESS BY BEING INFORMATIVE

• Fast answer (no clicking or 
scrolling required)

• No selling pressure applied 

• Easy to understand and 
consume (video or dot 3 step 
guide) 



3. AWARENESS BY BEING INFORMATIVE

• Google prioritizes the simplest 
answers that don’t require 
further clicking. 



4.AWARENESS THROUGH BRANDING AND LIFESYLE IMAGERY



5. AWARENESSTHROUGH NEWSWORTHYNESS AND CROSS 
PROMOTION

Make yourself newsworthy by: 

• Introducing a new or novel 
product or event 

• Tapping into the zeitgeist 
(vaccinations, picnics) 

• Have a clearly defined product or 
service that can be advertised in 
a sentence or two

• Reach out to brands your 
audience engages with (can’t 
hurt)



5. AWARENESSTHROUGHTOOLS 



Workshop tasks:

• Put yourself in your customer’s shoes. 
If you were aware that you had a 
problem or need what questions 
would you ask and where would you 
ask them? 

• Find a competitor and write down 
what they are doing in the awareness 
space. 


