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Sample Content Journey Map — Innovative Tech
Startup

This example illustrates what a strategic content journey can look like for a fast-moving,
innovation-driven startup. While every customer journey is unique, the structure shown
here demonstrates how to align content with buyer needs at each stage — from early
awareness to post-purchase growth.

You'll see how different types of content, from blog posts to product one-pagers to
onboarding guides, work together to create a cohesive flow. Use this as a reference as
you build your own map. Notice how each touchpoint is tailored to specific decision
moments, helping prospects gain clarity, build trust, and move forward with confidence.

Customer Profile

Audience: Small to Medium Business Owner / Decision-Maker

Role: Founder, CEO, or internal lead responsible for growth or marketing

Stage: Actively exploring ways to solve a business challenge or reach a growth goal
Needs: Clarity, credibility, and content that helps evaluate solutions across the funnel
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Awareness Stage (Top of Funnel)

Goal: Create awareness of the problem your innovation solves

problem impact

"Evolution of [Industry] Solutions"

Content Type Purpose Example Topics Distribution
Channels
Industry Establish "State of [Industry] Report 2025," | SEO, LinkedIn,
Research problem "The Hidden Costs of [Problem]" Partner Distribution
significance
Thought Position as "Why [Traditional Approach] Is No | Guest Posts,
Leadership innovator Longer Sufficient," "5 Trends Medium, Industry
Articles Reshaping [Industry]" Publications
Infographics Visualize "The True Cost of [Problem]," Social Media, Email

Newsletter, Website

Video Explainers

Simplify
complex
concepts

"What Is [Industry Problem]
Costing You?", "Why Now s the
Time for [Innovation Category]"

YouTube, Website,
LinkedIn

Diagnostic Quiz

Self-assessment

"[Problem] Risk Assessment,"
"Innovation Readiness Score"

Website, LinkedIn
Ads, Email Signature
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Consideration Stage (Middle of Funnel)

Goal: Demonstrate how your innovation solves the problem better than alternatives

Comparison
Guide

approach

Approaches to [Problem]," "How
[Your Solution] Differs from
Competitors"

Content Type Purpose Example Topics Distribution
Channels
Solution Differentiate "Traditional vs. Innovative Website Resources,

Email Nurture

Case Studies

Prove concept
works

"How [Client] Achieved [Specific
Result] with [Your Solution],"
"From Challenge to Success:
[Client] Story"

Website, Sales
Conversations, Email
Sequence

Demo Videos

Show solution

"See [Product] in Real-World

Website, YouTube,

methodology

Innovation]," "Why [Your
Approach] Produces Better
Results"

in action Application," "Behind the Scenes: Email Nurture
How [Product] Works"
Webinars Explain "The Science Behind [Your Registration Page,

Partner Promotion,
Email

White Papers

Deep-dive into
solution

"Complete Guide to Solving
[Industry Problem]," "The [Your
Company] Methodology
Explained"

Gated Content,
LinkedIn, Sales
Outreach
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Decision Stage (Bottom of Funnel)

Goal: Reduce implementation concerns and justify investment

Content Type

Purpose

Example Topics

Distribution
Channels

ROI Calculator

Quantify value

"[Solution] ROI Estimator,"
"Cost Savings Projector"

Website, Sales Calls,
Follow-up Emails

Implementation

Reduce fear of

"Your First 90 Days with

Sales Process,

Roadmap change [Solution]," "Implementation Website
Success Plan"

Testimonial Build confidence | Customer success stories with Website, Sales

Videos specific metrics and outcomes Presentations

Free Trial/Demo Experience Limited functionality preview, Website, Direct
value guided demonstration Outreach

Technical Address Security overview, integration Website Resources,

Documentation stakeholder capabilities, technical Sales Process
concerns specifications
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Post-Purchase Stage

Goal: Ensure successful adoption and expansion

Feature Guides

user strategies

Content Type Purpose Example Topics Distribution

Channels

Onboarding Ensure initial Getting started guides, setup Email, Customer Portal

Sequence success checklists, first steps

Knowledge Base | Self-service Tutorials, FAQs, Customer Portal,

support troubleshooting guides Support Site

Success Set Industry benchmarks, Email, Customer

Benchmarks expectations milestone achievement guides | Portal, Check-in Calls

Advanced Expand usage Beyond basics tutorials, power | Email Sequence,

Webinars

User Community

Peer learning

User forums, feature request
discussions, use case sharing

Private Group,
Customer Portal
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Integration Points and Content Flow

1. Research Report to Email Nurture: Gated research report triggers industry-
specific email sequence

2. Quiz to Solution Guide: Quiz results page recommends specific solution
comparison guide based on answers

3. Webinar to Trial: Webinar participants receive special trial access with extended
features

4. Case Study to ROI Calculator: Case studies link to customized ROI calculator
pre-populated with similar business metrics

5. White Paper to Demo: White paper readers receive personalized demo
invitation focused on their specific industry

6. Implementation Guide to Onboarding: Sales process implementation guide
transitions seamlessly to customer onboarding sequence

Cross-Channel Reinforcement

e Retargeting: Website visitors see social ads featuring related content to what
they consumed

e Sales Enablement: Sales team alerted when prospects engage with decision-
stage content

e Event Integration: Webinar participants receive follow-up with related case
studies

e Content Customization: Email content dynamically changes based on previous

engagement
KAREN © Karen Elaine Lewis LLC - Not for distribution without permission
ELAINE Need help implementing your content strategy? Contact us for a
LEWIS consultation:

www.karenelainelewis.com
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