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Section 1: Purpose
We hope this guide will provide you with some detailed 
information on how to set up your funnel. You will also find 
useful tips on ways you can update your funnel with awesome 
content, along with content ideas to get you going. The PURPOSE 
of a marketing funnel, is that it allows you to follow a cohesive 
structure within your marketing, providing you with an advanced 
strategy. Using the Lifesycle platform will make your marketing 
journey an easy process. 
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Section 2: Funnel diagram



Lifesycle Marketing Funnel Workbook 

Section 3: Funnel section explanations, 
content ideas and “Your Turn”
 
AWARENESS
Who is this for?  
This is aimed at anyone within your local area/areas.

What are they seeing? 
The content that you should place at this stage should be generic NOT ‘SALESY’. It is designed 
to be useful for ANYONE that lives in the geographical locations you cover.

Why these people? 
The reason why you are marketing to these people is for the purpose of brand awareness 
so they know your brand and who you are. There will be no demographic bracket as the 
content is generic and could interest anyone at any age.

 TASK: Now its your turn to think up some ideas for content to pull people into this section 
of the funnel. A few ideas are: 
 
- Property décor 
- Interior design 
- What’s on guides 
- Charity stories

IDEA 1:

 
IDEA 2:

 

IDEA 3:



INTEREST
Who is this for? 
This is aimed at anyone who has shown an interest in your company or the type of services 
you offer.

What are they seeing? 
An example could be that they will see a blog ad ‘If you’re thinking of moving in the 6 next 
months, here are 5 things you should consider’.

Why? 
This piece of content will help to identify if they are a homeowner who may need an estate 
agent one day. These people are now aware of your company by reading some of your 
awareness content.

 TASK: Now its your turn to think up some ideas for content to pull people into this section 
of the funnel. A few ideas are: 
 
- What percentage deposit should you put down? 
- Keeping up to date with landlord legislation 
- What buyers are looking for in a viewing? 
- What to do if you are thinking of moving in the next 18 months.

IDEA 1:

 
IDEA 2:

 

IDEA 3:
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CONSIDERATION
Who is this for? 
This is aimed at anyone who has shown an interest in your specific company products or 
services by visiting your website or content or anyone that has shown an interest in services 
like yours by visiting sites such as Rightmove, Zoopla etc.

What are they seeing? 
At this stage we need a contact to complete a form in order to have shown enough 
commitment to be at the stage of consideration.

Why? 
You will be able to see if they are a potential customer or if they just like the content they 
are seeing.

 TASK: Now its your turn to think up some ideas for content to pull people into this section 
of the funnel. A few ideas are: 
 
- Instant valuation tool or Social distancing valuation tool 
- An E-book on the 3 things you need to know if thinking of selling in the next 3 months (or similar)

IDEA 1:

 
IDEA 2:

 

IDEA 3:
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INTENT
Who is this for? 
This is aimed at anyone who has filled in an instant valuation, social distancing valuation or 
any webforms that you have created in Lifesycle specifically for Vendors or Landlords who 
have not yet had a face to face market appraisal.

What are they seeing? 
In order to pull contacts into the stage of Intent we are trying to convert people that have 
previously filled out one of your web forms but have not yet had a market appraisal. So an 
example of content would be “Why a face to face valuation is important if you are thinking 
of selling in the next 3 months.

Why? 
This person has shown interest in your service as they have done an instant valuation, social 
distancing valuation or taken the trouble to complete one of the webforms you have 
created in Lifesycle specifically for Vendors or Landlords. This shows they are at the level of 
consideration, meaning you can now start to approach them in a sales way.

 TASK: Now its your turn to think up some ideas for content to pull people into this section 
of the funnel. A few ideas are: 
 
- Why a face to face valuation is important 
- Why instant valuation tools can be misleading

IDEA 1:

 
IDEA 2:

 

IDEA 3:
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EVALUATION
Who is this for? 
This is aimed at anyone who has booked an in-person valuation or had a market appraisal 
that has not yet instructed you.

What are they seeing? 
Here are a couple of examples of some content for this stage: 
 
- Why using the wrong agent is bad for your health 
- Let us help you in taking the next steps to a successful move

Why? 
This person has either booked in for a market appraisal and is awaiting the appointment or 
has already had one from their agent and they are thinking about it.

 TASK: Now its your turn to think up some ideas for content to pull people into this section 
of the funnel. A few ideas are: 
 
- Success stories 
- Any accomplishments e.g. awards 
- Your USP 
- Why you are the best agent in your area 
- The dangers of not using your company to sell their property

IDEA 1:

 
IDEA 2:

 

IDEA 3:
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Section 4: Your funnel of content
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Section 5: Example facebook ad funnel

EXAMPLE VENDOR FUNNEL

At this point a customer is already aware of you and has shown interest as they have 
visited your website and interacted with your previous content. It is time to know  

who that customer is!

From this stage onwards you want your unknown user to become a known user  
in your database. The way to do this is by providing a web form. Examples of  

this can be an instant valuation, an e-book, or a questionnaire.

 If you’re thinking of moving in  
the next six months.

How to get more involved in  
the local community.

Instant valuation.

No interests, no demographic bracket.
Not a Lifesycle audience, created directly on Facebook. 

Advert 1

Advert

Advert 2

CONSIDERATION
At this stage of the funnel we know who our customer is as they have filled  

in a web from. We now want to target them with something more  
specific to your business. 

This is aimed at anyone who has had a market appraisal but has not won yet.   
The content at this stage of the funnel should be salesy and brand related.  
You want to express to your customer why you are the best in what you do. 

Advert

Advert

Why a face to face valuation is important. 

Let us help you take the next steps to a successful move.

Audience: A Lifesycle audience with the status of anyone  
who has filled in an instant valuation or any web form. 

A Lifesycle audience with the status of: has had a market appraisal, 
status complete, booked an appointment, instructed a competitor, 

and marked as long term prospect. 

This is aimed at anyone who is unaware of you but has come across your content. These people  
will be within your local areas that are interested in off the shelf / soft content. 

Content at this stage of the funnel is important because it shows to people you exist 
and that you have some knowledge about your local area.

Audience: Anyone who has visited your website with a Facebook 
pixel, has shown interest via Rightmove and Zoopla and are  

in the interest audience within Lifesycle. 

AWARENESS | INTEREST

INTENT | EVALUATION

ZERO | AWARENESS | INTEREST 



Section 6: Frequently asked Q&A

1. How do Facebook and Lifesycle work together? 
We have created an awesome system where Lifesycle will communicate all your 
audiences to your Facebook ads manager. Therefore, when you want to create a 
campaign on Facebook, your audience will automatically appear there. HOW AWESOME 
(we’ve dealt with the challenging bit).

2. How often should I update my funnel? 
Whenever you want! We recommend you update your ads quarterly as this is enough 
time to achieve good statistical data.

3. How much should I spend on Facebook? 
The million dollar question! You can spend however much you want on Facebook 
starting from £1 a day per ad. There is no magic number on how much you should spend; 
Facebook is simply a distribution tool that provides you with data on who is interacting 
with your brand. Think of it like this; the more you spend the more people you will reach. In 
order to get the sales funnel to run properly, we would suggest spending at least £300 per 
month to have ads running cohesively in each stage. So maybe start there and see how 
that goes but remember, just like leaflets, the more you spend the more people you will 
hit, but unlike leaflets, don’t worry, if there is no one to target, Facebook won’t spend all 
of your budget.

4. I have no knowledge of Facebook, is there anyone that can 
guide me? 
Absolutely! We have produced a list of our preferred suppliers who can help you with 
content creation, social media management and design. Of course, this is not forgetting 
that Google and YouTube are a great source of information with lots of how to guides etc.
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Section 7: Facebook tips

1. New to Facebook advertising? Follow the beginners guide at: 
https://www.facebook.com/business/help/2143111205939601

2. How to create a Facebook ad, click here: 
https://www.youtube.com/watch?v=n1YutFxI580

3. How to edit a Facebook ad, click here:  
https://www.facebook.com/business/help/2169779963333459?id=281239296137284

4. If you are having any issues with your Facebook e.g. your ads not 
delivering, an issue with your business page, billing etc., you can 
contact Facebook support at: www.facebook.com/business/help   

5. Need to learn more about your ads and audiences click here:  
www.facebook.com/business/help/169249477193317

6. Want to learn more about your statistics on Facebook and how 
to measure and understand your results, click here:  
www.facebook.com/business/help/2094583417443686
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