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Stages Of Awareness Worksheet

Stages Of Awareness & Ads:
If you’ve never heard of the Stages of Awareness, you’re not alone.  There aren’t many 
people in the marketing world that talk about it and there are even fewer who talk about 
it in relation to advertising.

At AdSkills, we believe it’s an absolutely CRUCIAL construct to help you create offers that 
turn prospects into customers AND utilize paid traffic networks to drive people in the right 
frame of mind.

To do that, I’m going to start from the beginning:

The Stages of Awareness were introduced by Eugene Schwartz, world-famous copywriter 
and author of Breakthrough Advertising, back in 1966. Schwartz recognized that when writing 
copy, there were lots of people with different levels of the problem a product solved and 
with the product itself; he determined there were five (5) stages in all.

1. Totally Unaware - No knowledge of anything relating to the problem or product

2. Problem Aware - Feels there’s a problem but doesn’t know there’s a solution

3. Solution Aware - Knows the result he wants but not the product to get it

4. Product Aware - Knows what you sell but isn’t sure it’s right for him

5. Most Aware - Knows the product and just needs to know about “the deal”

This categorization helped him create some of the best sales letters the world had ever 
seen because he took the time to think about where his prospects were at and used the 
words he needed to lead them to his product.

If all you did was know these stages and used them to create better copy, your results 
would improve dramatically...but I want to help you take this one step further.  I want to 
show you how combining these stages of awareness (with a few tweaks) with paid traffic 
can help you produce offers and campaigns that will bring TONS of profit into your business.

If you’re interested, I’ll lead you through the process in the remainder of this document.
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Reframing The Stages For Modern Day:

Now that you’ve got a general idea of the Stages of Awareness, I want to update them a 
bit so your understanding will flow nicely with the remainder of our trainings.

Since 1966, there’s been an explosion in competition in nearly every market and niche which 
makes the categorization of “Product Aware” too narrow so we’ve expanded it to “Niche 
Aware.”  Finally, we’ve changed the name “Most Aware” to “Offer Aware” as we feel people 
who are most aware are already your customers.

This is what our final AdSkills Stages Of Awareness look like:

What To Do With These Stages:

Now that you’ve got the standard diagram that we’ll be using throughout our trainings, it’s 
time to talk about how you are going to use them to build profitable paid traffic campaigns.

Over the next few pages, you are going to learn a few things about each stage:

1. The mindset of people in these stages

2. The type of campaigns and components of effective offers that appeal to this stage

For examples of campaigns and offers that appeal to each stage, make sure to check out 
our courses where we’ve gathered a library of successful campaigns that fall into each 
stage for you to model yours after.
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Totally Unaware

Problem Aware

Solution Aware

Niche Aware

Offer Aware

Note: While this diagram correctly portrays 
that these stages each have a different scale 
to them, the scales are not accurate.

The “Totally Unaware” stage is massive while 
the “Offer Aware” stage is very tiny.
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The “Totally Unaware” Stage:

People in this stage of awareness have no knowledge of any problem or opportunity in 
their lives relative to what you’re selling.  In regards to the “hell” you determined in your 
Customer Research process, they haven’t been made aware they’re in hell...so it’s your job 
to introduce them to the problem/opportunity in front of them.

As people in this stage of awareness have ZERO intent to buy something, you will have to 
do a great deal of selling to get them to pull out their wallets AND you will have to make 
sure the offer you are putting in front of them is LOW RISK.  They don’t know you and don’t 
trust you...this is your opportunity to earn their trust.
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Unaware Campaign #1: “Opening Their Eyes”

Description:

This campaign is constructed to educate people about a problem or opportunity they have 
but are completely blind to.  You need to explain the issue/opportuntiy and demonstrate 
your product/service can help them alleviate the pain immediately.

Common Conversion Actions:

The campaign typically directs to an offer to buy the product (and the product usually costs 
less than $100).  While you COULD generate leads, the idea is to create CUSTOMERS at scale.

Requirements For Success:

1. It’s important for these types of campaigns to convey how much value is at stake and how 
the price of the solution is so small in relation (and it must be easy for consumers to make 
this decision on their own [AKA it must be BELIEVABLE]).

2. Typically these types of campaigns are NOT profitable by themselves.  Most businesses 
require a solid backend of additional products and services to sell to their customers in order 
to make a profit off of them.

Check out our courses for examples of “Opening Their Eyes” campaigns that have driven 
customers at scale for businesses.
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Unaware Campaign #2: “Shock & Awe”

Description:

This campaign utilizes polarizing claims to capture people’s attention and use hard-selling 
sales materials to convert customers.  This type of campaign typically requires experienced 
sales-focused copywriters and lots of optimization to become profitable.

Common Conversion Actions:

The campaign typically directs to an offer to buy the product (and the product usually costs 
less than $100).  While you COULD generate leads, the idea is to create CUSTOMERS at scale.

Requirements For Success:

1. It’s important for these campaigns to have extremely strong claims that are drive clicks to 
well crafted written or video sales letters.  Examples are headlines like “Harvard expert says 
this unknown stock would be like buying Amazon at $3.99”

2. Typically these types of campaigns are NOT profitable by themselves.  Most businesses 
require a solid backend of additional products and services to sell to their customers in order 
to make a profit off of them.

Unaware Campaign #3: “The Disruptors”

Description:

This campaign is a sub-set of the eye-opener but has been so successful for some companies 
that it needs its own category.  This campaign introduces a product or company that is 
disrupting an entire industry with its revolutionary approach or technology.

Common Conversion Actions:

The campaign typically directs to an offer to buy the product (and the product usually costs 
less than $100) or sign up for a free account (free trial).

Continued On Next Page ->
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Unaware Campaign #3: “The Disruptors” (Cont)

Requirements For Success:

1. These campaigns are reserved for products and services that ACTUALLY are disrupting 
an industry...trying to create a disruption story for a product or service that is simply an 
iteration will result in DISMAL results.

2. Typically these campaigns need a backend or continuity program to be profitable by 
themselves BUT several startups have created great acquisition programs that are not 
profitable by themselves but are desirable for investors to acquire to inject growth into their 
more complete businesses.

Check out our courses for examples of Totally Unaware campaigns that have driven customers 
at scale for businesses inside of each ad network.
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The “Problem Aware” Stage:

People in this stage of awareness have stumbled across the “hell” that you identified in the 
your market research process but they’ve ONLY been feeling the pain.  They have no idea 
that there’s a solution for this problem, only that it’s something they’re battling....so it’s your 
job to show them that you understand their pain and lead them to your solution.

While people in this stage of awareness aren’t actively looking for a problem, they have felt 
what “hell” feels like so if you can show them that you understand their issue and have 
helped others like them escape it, you have a great chance of getting them to pull out their 
wallets.
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Problem Aware Campaign #1: “The Challenger”

Description:

This campaign is constructed to show your market that you understand their pain using 
vivid descriptions and imagery of the problems they’ve experienced, challenging their beliefs 
about what can be done, and then introducing them to your product that can get them out 
of their current hell.

Common Conversion Actions:

The campaign can either drive people straight to a sale (products that typically cost $100 
or less) or into a lead funnel where they can get more information (for more expensive 
products or services).  Lead funnels can include reports, free access to sections of reports, 
product trials, dropship products, and more.

Requirements For Success:

1. It’s important for you to be able to articulate the problems customers are experiencing 
VIVIDLY...and the more specific the descriptions, the better you’ll do.

2. Having a clear paradigm shift is crucial to getting them to pull out their wallet...you HAVE 
to be able to convince them that they’ll be in hell unless they buy your product.

3. Proof is vital to show that you’ve helped other people in the same situation overcome 
their problems and get to the “heaven” you’re promising.

https://www.adskills.com/?utm_source=course_resource&utm_medium=adskills_resource&utm_campaign=universal_stages_of_awareness_worksheet&utm_content=footer


Stages Of Awareness Worksheet

COPYRIGHT ADSKILLS.COM 2017  | ALL RIGHTS RESERVED | SUPPORT@ADSKILLS.COM

Problem Aware Campaign #2: “Call Out”

Description:

This campaign calls out the pains of your market, twists the knife as to the struggles they’re 
so familiar with, and then introduces your solution that has removed all of those problems.

These campaigns often call out the insufficiencies of existing products and the headaches 
their team hasn’t alleviated and introduces a product that overcomes all of those issues 
quickly and efficiently.

Common Conversion Actions:

These campaigns either drive someone to a purchase page (for physical products) or to a 
free-trial for SaaS products so the buyer can experience the additional ease they’ve been 
hoping for.

Requirements For Success:

1. You have to actually eliminate the problems people have been having with other products 
or services...if you don’t, you’ll be labeled as a “false advertiser.”

2. You’ll want to make sure you have thoroughly researched the pain points of your market 
and can effectively call out the problems and/or pains people have had.

3. The “twisting the knife” portion of your sales pitch is extremely important; describing 
someone’s pain is useful but being able to describe WHERE THEY’RE HEADED and why it’s 
such a big problem is paramount to showing them how you can help them avoid those 
issues in the future.

It’s a feeling of “we’ve already made the mistakes so you don’t have to.”

Check out our courses for examples of Problem Aware campaigns that have driven customers 
at scale for businesses inside of each ad network.
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The “Solution Aware” Stage:

People in this stage of awareness are thoroughly aware of their problem and are starting 
to research solutions to it.  They are gathering familiarity with the solutions in the market 
but have not committed to a specific type of solution yet.

At this stage, people are looking for a type of solution that fits their needs AND for someone 
they can trust.  People have heard so much about all of the scams and bad purchases in our 
world that they are looking for someone to help guide them through the decision making 
process and get them to where they’d like to go.
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Solution Aware Campaign #1: “Beginner’s Guide To”

Description:

This campaign is built to educate people new to a market about all the available options, 
the pros and cons of each, what to watch out for, and connect them with good resources

These campaigns are great if you provide different options for helping potential customers 
(products, services, tools, etc).  If you DON’T have an all-encompassing solution, partner with 
other great tools to build a “product set” that people can trust.

Common Conversion Actions:

The campaigns help people learn more about the solutions that are available to them so the 
goal is to guide them to trusted resources they can buy/sign up for today.  

Requirements For Success:

1. You need a great deal of content to explain the available options, the pros and cons, and 
help your customers determine which solution is the best fit for them.

2. If possible, creating this content on a third party website can add credibility to your links 
as it doesn’t appear to serve first party interests.  You can do this by having a content 
focused website OR by working with an authority figure in the market to create this content.
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Solution Aware Campaign #2: “The Authority Figure”

Description:

This campaign should reveal some of the biggest problems people encounter when entering 
a new market.  In this type of campaign, you want to demonstrate your experience in a field 
and demonstrate your authority and trustworthiness by helping them navigate it.

These campaigns are great for products, services, and software as you can shorten people’s 
learning curve and clearly pitch why they should give you a shot.

Common Conversion Actions:

We’ve found that softer conversion actions work well with these types of campaigns as 
people are intrigued by your message but don’t fully trust you yet. 

Free trials, free consultations, low dollar products, and audits are great tools you can use to 
build a deeper relationship and show off your expertise. 

Requirements For Success:

1. The phrase “where most people go wrong” is magical in these campaigns as everyone 
wants to know where other people have gone wrong so they can avoid the same mistakes.

2. The more proof you have to show of the immense damage that comes with making these 
mistakes, the better chance you have to get a chance to sell to your prospects

This is where the phrase “do well while doing good” comes into play.  If you have the best 
interest of your customers at heart, show them where most people go wrong.  You will 
attract loyal customers in the process and get a nice “Thank you” from those who choose 
the DIY route.

Check out our courses for examples of Solution Aware campaigns that have driven customers 
at scale for businesses inside of each ad network.
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The “Niche Aware” Stage:

People in this stage of awareness are thoroughly aware of their problem and have made 
themselves familiar with the solutions in the market.  They’ve decided based on their 
circumstances that they want to pursue a particular type of product or service...now they’re 
just going to decide on which one.

At this stage, people are doing a lot of comparison to figure out which product and/or brand 
has the best features, pricing, and reviews.
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Niche Aware Campaign #1: “Honest Comparison”

Description:

This campaign allows you to do a true apples-to-apples comparison between your and your 
competition’s product.  In order to do this, you can’t only talk about what makes you great 
and them terrible...you need to give them props for their best features and call out your 
warts.

These campaigns earn a lot of trust if done correctly as customers feel you’re doing all you 
can to provide them with the best info possible.

Common Conversion Actions:

We’ve found low dollar conversion actions work great for these types of campaigns as they 
allow you to create a CUSTOMER while also having them experience what it is you do.

Requirements For Success:

1. Call out the pros of your product that your customer market is most in love with and that 
you do FAR better than your competition.

2. Use your cons to weed out the wrong types of people.  We allow our marketing to 
eliminate people who are the wrong fit BEFORE they ever give us their credit cards.

**Cons don’t have to be a bad thing...just show what you DON’T focus on!
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Niche Aware Campaign #2: “3rd Party Reviews”

Description:

This campaign pushes your actual customers’ reviews directly to prospects so they can be 
aware of a few things:

- Why your customers love you
- Which other products they’ve tried
- Who you consider your competition

Common Conversion Actions:

The goal with these campaigns is to weed out the wrong people and to create CUSTOMERS 
so creating offers that get them to pull out their credit card and start building loyalty to 
you is VITAL.

Don’t push the free trials because there’s no customer relationship.  Push for beneficial 
offers that force them to pull out their wallets

Requirements For Success:

1. Third party testimonials are absolutely vital.  First party reviews get skipped...you need 
other people to create the content and allow you to promote it.

2. The more proof you have to show of the immense damage that comes with making these 
mistakes, the better chance you have to get a chance to sell to your prospects.

This is a type of campaign that a lot of people AREN’T using and that’s because they’re not 
actively collecting reviews from their customers.  Reviews are “the gifts that keep on giving” 
so find a way to get your customers to build review materials.

***These materials don’t have to be pretty (in fact, it’s better if they aren’t!!).

Check out our courses for examples of Niche Aware campaigns that have driven customers 
at scale for businesses inside of each ad network.
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The “Offer Aware” Stage:

People in this stage of awareness know about your business, your offerings, and a fair 
amount about you.  At this point, they just need a great deal to pull the trigger.

People who fall into this stage take a long time to make decisions and are motivated by 
great deals and deadlines.  In our experience, these people will always find a reason to wait 
unless you set a hard deadline on a great offer.
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Niche Aware Campaign #1: “Deadline Campaign”

Description:

This campaign allows you to put out a special promotion (lifetime subscription, early bird 
pricing, special financing, bonus resources, etc) with a timer attached to it.

Marketers have overused the countdown clocks with stages of awareness that are scared 
off by them; this is THE stage of awareness you want to use them with as it provides the 
swift “kick in the pants” they need to be ready to pull the trigger.

Common Conversion Actions:

The only action you care about in this step is sales.  Find a way to make it a great deal for 
customers but a high ROI activity for you!

Requirements For Success:

1. Keep the deadline to a maximum of 72 hours.  Shorter windows mean more tension and 
everyone wants to resolve tension...the only way to do that is by purchasing.

2. Don’t use fake deadlines.  Customers can be fooled once but if you start re-opening stuff 
people won’t take you seriously.

3. Don’t give in to late requests; every time you run a promotion like this, people will ask you 
a day later if they can still get the deal.  Stick to your guns and train your customers that 
your words mean something.
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Offer Aware Campaign #2: “Co-Creation”

Description:

This campaign allows you to sell something that doesn’t even exist yet but makes your 
customers feel like they are part of the invention.

Do your research to figure out a need that your customers have and then come up with an 
idea of how to solve it.  Then, build a landing page with a description of the offer and pre-
sell it so you’ve got cash to make it happen.

Your customers feel included and you don’t have to fund a project and hope it sells.

Common Conversion Actions:

The only thing you care about is sales.   Create an offer that’s appealing (lifetime access at 
rock bottom prices).

Requirements For Success:

1. Make sure part of the customer’s purchase agreement include feedback on alphas and 
betas so you can continue to create a product they really desire.

2. Utilize graphic design resources and, if possible, create a working MVP so your customers 
can visualize what it is they’re buying.  The more real you can make it, the more orders you 
will end up receiving.

This is a great way to monetize your existing customer base and show them you are working 
hard to continue serving them.  

Check out our courses for examples of Offer Aware campaigns that have driven customers 
at scale for businesses inside of each ad network.
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Closing Notes:

Now you should have a better understanding of the different stages of awareness, the 
types of campaigns that fit into them, and the offers that get people to take action.

Please note that these aren’t the only types of campaigns you can run, they’re just a few 
we’ve seen to continually produce great results for our company and others.

Now that you understand how customer bases are segment by their stages of awareness, 
it’s time to pair that information with the different ad networks and types of targeting to 
create campaigns that will drive people into each of your funnels.

And that is exactly why we created the AdSkills Network Funnel.

That resource (along with our courses) will help you figure out how to create the most 
relevant, highest converting campaigns possible and build a layered, scalable paid traffic 
acquisition system that any company would envy.

By reading this document, you are putting yourself WELL AHEAD of most other advertisers...
but you won’t be able to make profitable campaigns a reality until you learn about proper 
account structure!
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