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Content types: Rational/Emotional; Content objectives: to entertain/to educate/to inspire/to convince

AWARENESS

o
=
z
2 -~
o @) z
= 3
u
COMPETITIONS &
CELEBRITY
ENDORSEMENTS
QuIZzZES
WIDGETS
GAMES
COMMUNITY
VIDEOS FOURMS
ARTICLES EBOOKS ENEWS EVENTS
_—
t
=
- PRODUCT
INTERACTIVE FEATURE:
PRESS DEMO
INFOGRAPHICS ~ RELEASES DEMO VIDEOS

CHECKLIST
TRENDS

o
oog

REPORTS WITH =ae

WHITEPAPERS

GUIDES

CACULATIONS

RATIONAL

PURCHASE

REVIEWS

RATINGS

s CASE STUDIES

A
PRICE LIST

SOURCE: HUBSPOT

Rail Europe Experience Map Example
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Table - Communication Funnel Strategy for the AccorHotels.
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