
Early, Middle and Late Stage 
Content Cheat Sheet 

The prospect is experiencing and expressing symptoms of a problem or opportunity. They’re doing 
research to understand their problem. In this stage your audience doesn't know about you. They 
aren't even searching for you. They are just browsing the topic, gathering information. 

Use this this guide to build effective content for each stage of your customer's journey.
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Early Stage Content 

Focus 

Goal 

Frequency 

Litmus Test 

Content Types 

Awareness 

Build credibility, demonstrate empathy, and gain the reader’s 
trust, and prove you can actually solve their problem. 

70% of your content 

Content needs to be useful and entertaining even if they never 
buy. It should not be gated. 

Entertaining videos/posts 
Curated lists 
Articles with a vague notion of a possible solution 
Thought leadership content 
Best practices 
Disruptive customer insights: “Why you’re losing 75% of your 
deals,” “Top 10 reason you’re not getting enough leads,” etc. 
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Troubleshoot 
Resolve 
Upgrade 
Issue 
Improve 
Resolve 
Optimize 
Risk 
Prevent 

“Selling Your Business? Don't Fall Victim to These 5 Obstacles” 
“Why You’re Losing Out on 75% of Deals” 
“The Top 5 Business Grow Mistakes Everyone Makes” 

Key Terms 

Examples 

Middle Stage Content 

Consideration 

Turn readers into leads, nurture them by solving more 
problems, and positioning your brand as an expert. 

20% of your content 

Content should be practical and actionable. It should mention 
what your business has to offer. 

Webinars 
Tutorials 
Testimonials 
Ebooks 
Case studies 

Focus is getting the prospect to understand the problem and what types of solutions are available. 
They're trying to understand if this is something they can handle themselves (and many will) or if 
they need to pay someone else to solve it for them. 

Focus 

Goal 

Frequency 

Litmus Test 

Content Types 



Closing and retention 

Build back the customers confidence in a new solution. Show 
them a new framework for addressing the problem implicitly 
tied to your key value propositions. 

10% of your content 

Content should be well supported and action-oriented. It should 
help them answer the question “Should I buy this?” 

Buyer guides 
RFP templates 
Industry information to help structure research 
Branded content 
Your product/service VS competition 

Solution 
Tool 
Provider 
Device 
Service 
Supplier 
Software 
Appliance 

7 Questions to Evaluate New Marketing Opportunities 
Does Your CRM do Everything You Need? 
How to Tell if Your Web Designer is Overcharging You

Key Terms 

Examples

Late Stage Content 
This is the content that reaches the prospect when they are ready to make decision and/or have 
already made contact with you. It should also reaffirm the decision once the customer made the 
choice to go with you.  

Focus 

Goal 

Frequency 

Litmus Test 



Pricing info 
Product showcases and demos 
Info about company 
Success stories 
Pricing guides 
Company specific information 
Comparison charts 
Product reviews 

Compare 
Versus 
Pros and cons 
Benchmarks 
Comparison 
Review 
Test 

[Your Product] versus [Competitor’s Product] 
How ABC Company Earned $225K Using the Inbound Method 
Implementing a CRM Into Your Business is Easier Than You 
Think 

Content Types 

Key Terms 

Examples

Fluxe Digital Marketing helps companies create quality content to reach 
their target audience and position themselves as thought leaders. 

Need Qualified Leads?
Your audience is craving your expertise. We craft 
content in your voice and promote it to your ideal 

customers to build your authority. 
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