
Sample M.A.P.S  
(Marketing Automation Plans)



The Perfect Customer Lifecycle

Attract leads to your site with 
great content like webinars, 
reports, case studies and 
blog posts.

Encourage leads to sign 
up to receive your content. 
Be sure to include opt-in 
language in your Web form.

Create a consistent, valuable 
nurture campaign with 
automated, personalized 
follow-up messages.

Turn browsers into buyers 
with e-commerce tools 
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management strategy.

Deliver on what was 
promised. Then go above 
and beyond to really wow 
your customers.

Develop a long-term upsell 
strategy to help grow 
recurring revenue over time. 

Encourage referrals with a 
great customer and partner 
referral program. 
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Product Service 911 Low 
Price

Med 
Price

High 
Price

Local 
Services X X X X X

Online 
Services X X X X X

E-Comm X X X

Influenc. X X X X X
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Example: Local Service (Plumbing)
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Example: Local Service (Med Spa)
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Example: Influencer
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Example: E-Commerce
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Low Price
• Direct Offers, Guarantees, Stack Value (reduce buying friction) 

• Coupons 

• Bonuses 

• Money-Back Guarantees 

• BOGO (Buy-one, get-one free) 

• Use urgency & scarcity



Medium Price
• A relationship of trust MUST be in place BEFORE the purchase happens 

• Trust can be developed via: 

• Purchase of a low-priced product 

• Educational nurture process (emails, videos, etc) 

• Endorsement 

• Events (live events, webinars, etc)



High Price

• A PERSONAL relationship of trust MUST be in place BEFORE the purchase 
happens 

• That personal relationship will required a conversation over the PHONE or 
IN-PERSON 

• Setting up a sales process and sales pipeline technology will help sales 
operations & communications immensely


















