
Buyer Journey Mapping Worksheet
Buyer Persona

Describe the target buyer persona...

Journey
Stage

Buyer's Thoughts
& Questions

Buyer's
Actions

Touchpoints Opportunities/Content
Ideas

Awareness
What is the buyer thinking/do they realize they have a problem?What actions do they take at this stage?Where do they interact with us? (e.g., ads, blog, search)How can we help/educate/inform?

Consideration
What are their needs, concerns, and questions now?What research or comparisons do they make?What channels or content do they engage with?How can we position our solution?

Decision
What are the final questions or objections?How do they decide to purchase?What support, demo, or information do they access?What can we provide to assist closing the deal?

Post-
Purchase How do they feel after purchasing?What onboarding or support do they seek?How do we follow up or engage?Opportunities for retention and advocacy

Additional Notes

Other observations or insights...
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