
Customer Awareness Stages
A copy-targeting tool: matches your message to how aware the reader already is,
from unaware to ready-to-buy. Origin: Eugene M. Schwartz (Breakthrough
Advertising, 1966)

FRAMEWORK TEMPLATE

UNAWARE

›

PROBLEM-AWARE

›

SOLUTION-AWARE

›

PRODUCT-AWARE

›

MOST-AWARE

UNAWARE: Make the invisible problem visible. PROBLEM-AWARE: Name and agitate the felt pain. SOLUTION-AWARE: Explain the mechanism / category.

PRODUCT-AWARE: Differentiate and handle objections. MOST-AWARE: Lead with the offer and remove friction.

Full guide, worked examples & generator: selfstorming.com/tools/libraries/frameworks/customer-awareness-stages Selfstorming.com


