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In the desire phase, the customer 
has decided that they want a 

particular product or service, but 
they are comparing brands to 

find the best offer 
(price/quality/location/customer 

service/customisation etc.).

1. TAKING A CLOSER LOOK AT THE DESIRE STAGE



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

• Convince your customer 
that your brand is the right 
choice

• Showcase the key benefits of 
your product/service

• Make it easy for them to
communicate

• Make your best offer 

• Make the purchase process 
as simple as possible
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Any content you create for the purposes for interest should: 

✓ Sell! Sell! Sell! 

✓ Have a clear call to action

✓ Focus solely on your brand

✓ Highlight why your product is superior to competitors (unique selling 
points) 

✓ (Optional) create a sense of urgency/scarcity 

✓ (Optional) make your best offer 

2. GUIDING RULES FOR CREATING DESIRE STAGE CONTENT



Marketing techniques : 

• Email marketing

• Free trial/sample/consultation

• Offers

• Case studies 

• Testimonials 

• Remarketing (Google Display Network) 
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5. TRIGGERING FOMO

FOMO stands for fear of missing out. It’s a psychological 
marketing device that triggers action by making a lead 
fearful that they are going to miss out due to scarcity or 
limited time. 

• Show what people are buying 
• Show top rated items 
• Show quantity levels (i.e., low stock alert/2 tickets left etc.) 
• Highlight sold out stock on your site 
• Make a time sensitive offer



5. TRIGGERING FOMO



Workshop tasks:
• Look again at the unique selling points you 

put down after Seminar 1. Now look at your 
web, email and social media presence. 

1. Map out where you display your unique selling 
points. 
2. Ask yourself: 
- Are they all together in one place? 
- Are they easy to find?
- Are they easy to see and understand?
- Do they align with the values of my target

audience?
- Are the benefits of my brand clear to 
someone at the desire phase of the sales 
cycle?


