Marketing Hourglass
Stage 2: Like

What are all of the ways that a prospect who becomes aware of you

begins to decide if they like what they see and want to know more. (usually these are first
impressions) Use the left column to audit and make note of your current level of activity in this
stage and the right column to note ways you could add to or enhance your activity in this stage.
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Stage Audit Stage Action Plan

User Experience User Experience

[ ] site speed

| | Ease of navigation

[ ] Contact ease
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