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Customer Journey map
The Customer Journey is a seven-step guideline used by 
businesses to help them provide the right messaging at the 
right time as their customers engage in purchasing decisions. In 
B2B marketing, it provides a roadmap for enterprises to engage 
with their partners and escort them from early decision-making 
processes to the final purchase and beyond. 

In many ways, the Customer Journey map breaks down the 
process that most people go through—either consciously or 
subconsciously—as they make a major decision. To that extent, 
the map is pretty resilient to change. 

Most journey maps end at the sale, but even during times of 
rapid change, which bolstered a lot of technology purchases, 
customers took to online platforms like social media to self-
educate. It helped them get informed, and it created new ways 
and new opportunities to engage the customer at that step. 

In this presentation, we showcase a few examples of projects 
that demonstrate how we use the map to help our clients 
successfully market to their customers at the right steps of  
their buying journey. 
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Step 1—AWARE
In the first step, the marketing challenge is to generate a need 
in the customer by making them AWARE of a new technology or 
solution that would allow them to operate their business more 
profitably, safely, and/or efficiently. 

Sample sales tools and initiatives
•	 Technical papers

•	 Technical/journal articles

•	 Seminars/webinars and event-support tools

•	 Infographics and statistical facts summaries

•	 Educational/tutorial videos and presentations

•	 Select highly targeted social media

•	 Guest speaker opportunities

•	 Email campaigns
Animated video
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Protect Your Mission-Critical 
Data from Predators 

An estimated  

33 billion records 
will be compromised by attacks 
from cyber criminals in 2023.2

The Threat of Cyberattacks
Internet of Things (IoT) creates new 
opportunities for cybercriminals 
• Every second 127 new IoT devices are connected to the Web1

• During 2020, experts estimate 35 billion IoT devices will be installed1

Malware   
is rarely discovered until activated.

Backup solutions    
can replicate corruption. 

Bad actors    
inside the firewall can create havoc.

The Cost of Being Vulnerable

$3.86 million:
The cost of average data breach 
to companies worldwide.2

Estimated $6 trillion 
in annual damages by 2021.3 

Cyberattacks by the Numbers

Unsecured 
backup systems

Backup catalogs     
that are not  
replicated 

Franchise-critical 
data     

that is unsegregated 

Unsegmented    
networks 

It’s not just revenue at stake.
Failure to fully secure data can lead to:

• Loss of compliance or standard certifications

• Loss of reputation and customer trust 

1. Security Today, “The IoT Rundown For 2020: Stats, Risks, and Solutions,”  
January 2020.

2. Norton, “10 cyber security facts and statistics for 2018,” 2019.

3. Cybersecurity Ventures, “Global Cybercrime Damages Predicted To Reach $6 Trillion 
Annually By 2021,” December 2018.

4. RSA, “RSA Cybersecurity Poverty Index,” June 2016.

5. SecureWorks, “2017 Ransomware Defense Survey: The Enterprise Strikes Back,” 
May 2016.

6. Verizon, “2018 Data Breach Investigations Report,” April 2018.

7. Microsoft, “Security: Azure helps you to keep customer data secure,”  
October 2016.

© 2020 Unisys Corporation. All rights reserved.

Unisys and other Unisys product and service names mentioned herein, as well as their respective logos, are trademarks or registered  
trademarks of Unisys Corporation. All other trademarks referenced herein are the property of their respective owners.

04/20  

Learn More About

www.unisys.com/strategic-alliance-partners/microsoft

Microsoft Azure Cloud 
• Multi-layered, built-in security controls and unique 

threat intelligence from Azure help identify and 
protect against rapidly evolving threats. 

• Microsoft invests over $1 billion annually in 
cybersecurity, including the Azure platform, and employs 
over 3,500 dedicated cybersecurity professionals.7

• Every day, 3,500 Microsoft security professionals protect 
our customers. We use advanced AI to analyze 6.5 
trillion global signals, detect and respond to threats.7 

Unisys Stealth® 
• Data breach protection extends from 

endpoints to cloud infrastructure.

• Cloaks all servers or services moved 
to the cloud, removing security 
and compliance concerns. 

• Ensures that all data in 
transit is encrypted between 
on-premises and the cloud.

Strengthen Your Security Posture

When hunting, predators use all of their skills and instincts to locate and  

single out vulnerable prey. Stealth(cloud)™ for Azure uses microsegmentation 

technology to help you quickly detect and isolate a threat so when an inevitable 

attack occurs, we stop it before it becomes newsworthy. 

of organizations report 
at least one security 

incident that negatively 
impacted operations.4

of enterprises are still 
immature in capabilities 

involving incident 
response and recovery.4

92%
of organizations can’t detect 

cyberattacks quickly.6

67%
of organizations had incidents 

with a negative impact in 
the past 12 months.3

70% 72%
of malware attacks 

resulted in data loss.5

39%

What Predators Look For 

Unisys Stealth® expands on the security that 
Microsoft built into Azure, adding protection to data 
and applications on the Azure cloud platform. Stealth 
adds encryption and identity-driven microsegmentation 
to divide physical networks into small logical 
microsegments. This assures that even if one 
microsegment is compromised, the hacker cannot 
access other parts of the enterprise environment. 

Nowadays you can’t be too careful. 
It’s a jungle out there.

Survive the Jungle by Expanding 
Your Protection Level in Azure 

Step 1—AWARE 
Examples

Email campaigns 
Email campaigns can be used to 
increase awareness of messaging 
and engagement solutions 
among your target market.

Infographics 
By delivering high-level messages at a glance and 
enticing viewers with interesting visuals, infographics 
can be an effective awareness-building tool.
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It’s not just revenue at stake.
Failure to fully secure data can lead to:

• Loss of compliance or standard certifications

• Loss of reputation and customer trust 

1. Security Today, “The IoT Rundown For 2020: Stats, Risks, and Solutions,”  

January 2020.

2. Norton, “10 cyber security facts and statistics for 2018,” 2019.

3. Cybersecurity Ventures, “Global Cybercrime Damages Predicted To Reach $6 Trillion 

Annually By 2021,” December 2018.
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Step 2—INFORM
When a customer is aware they have a problem, it’s natural to 
begin looking for a solution. In this step, the objective is to help 
INFORM the customer about solutions that address their needs. 
This isn’t the time to push a single solution, but rather just let the 
customer know that solutions do exist and to begin building an 
association between your brand and the solution. 

Sample sales tools and initiatives
•	 Case studies showcasing other successful customers

•	 Technical articles in key journals/publications

•	 Infographics and statistical facts summaries 

•	 Customer success story articles and/or videos

•	 Website resources page (educational focus)

•	 Opt-in newsletters

•	 Tutorial videos

•	 Conference/event presentations

•	 Interactive technology demonstrations

Animated video
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Step 2—INFORM 
Examples

Videos 
Videos are an engaging way to help inform the 
world of your organization’s solution. 

Infographics 
Infographics can also be leveraged to 
inform business decision-makers of 
recommended best practices.

3 2 1

AVOID BEING A DATA-LOSS STATISTIC  
BY TRUSTING YOUR I.T. INFRASTRUCTURE TO HPE. 

Learn more visit  
hpe.com/us/en/solutions/business-continuity

1 2

3 4

Your data is only as safe as where and how you keep it. That is why HPE Cloud Volumes on HPE Nimble Storage has proven 
availability of 99.9999%—guaranteed for every customer and every array. Customers using Cloud Volumes Backup benefit 
from deduplication and compression, and can seamlessly backup data from on-premises arrays to the safety of the cloud 
while minimizing storage costs.

Unleash the power of HPE Cloud Volumes

Protect data against unplanned deletions, corruptions, server failures, and 
other incidents. HPE cloud-ready solutions let you easily lift and shift from the 
data center to your cloud compute of choice. Employ secure multi-cloud or 
Hybrid Cloud solutions that fit your development and production needs, and 
scale with the click of a button. Hybrid disaster recovery lets you run in one 
cloud and recover to another, or run on-premises and recover in the cloud. 

Awards
Avoid being a data-loss 
statistic by trusting your IT 
infrastructure to HPE. 

Backup 
critical infrastructure 

off-site

Restore  
data directly to  

HPE Cloud Volumes Block

Use existing backup software 
and workflows to run cloud 

backup jobs

Recover  
backups to on-premises 
storage or to the cloud

Say goodbye to the anxiety and disruption of lost data. 
With Cloud Volumes Backup, you can:

© Copyright 2020 Hewlett Packard Enterprise Development LP. The information contained herein is subject to change without notice. The only warranties for Hewlett Packard Enterprise products and 
services are set forth in the express warranty statements accompanying such products and services. Nothing herein should be construed as constituting an additional warranty. Hewlett Packard Enterprise 
shall not be liable for technical or editorial errors or omissions contained herein.

a00100041enw, June 2020

WHAT IS THE  
3-2-1 DATA BACKUP RULE? 

KEEP YOUR DATA SAFE—IN ANY SCENARIO

Information security professionals and government authorities recommend 
the 3-2-1 data backup rule as a best practice to ensure  

the availability and stability of your data.1

3-2-1 DATA  
BACKUP RULE 

Create and maintain at 
least two backup copies of 

your primary data,  
ideally on different storage 

types (e.g., disk, tape, 
removable devices,  
or cloud backup). 

Maintain a copy in  
the secure cloud  

to ensure it is protected 
from losses due to 
fire, power outages, 
or localized natural 

disasters. 

Keep your backup copies in 
different physical locations. 
One copy should be on-site 
to provide fast and simple 

recovery in case of failure. The 
other should be off-site to 

strengthen your data security.

COPIES LOCATIONS
IN THE 
CLOUD

of data loss episodes are due to a 
malfunctioning hardware system.2

$7900 

Data loss costs U.S. businesses  
an average of 

$3.92 million.4
The average total cost of a  
business data breach

per minute during a data 
center outage.3

THREATS TO BUSINESS DATA  
ARE PERVASIVE AND EXPENSIVE

Threats
include equipment failure, theft,  
fire, natural disasters, viruses and 
malware, hackers, ransomware,  
rogue employees, and human error.

57%

HPE IS HERE TO HELP YOU KEEP YOUR DATA SAFE 

1 US-CERT (United States Computer Emergency Readiness Team), “Data Backup Options publication.”
2 WeRecoverData.com, “How much data loss can really cost you.”
3 InvenioIT, “Do you understand the real cost of data loss?” December 2019.
4 IBM, “2019 Cost of a Data Breach Report.”
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Step 3—CONSIDER
Now that the customer knows there are solutions available, they 
will begin to CONSIDER which solution is the best fit for them. The 
strategy here is to introduce a single product as the best solution 
for the client, based on the knowledge of their current situation  
and needs. 

Sample sales tools and initiatives
•	 Campaign mailers (direct or email) and campaign landing pages

•	 Product service brochures/guides

•	 Product videos

•	 Competitive comparisons and infographics  

•	 Customer testimonial videos

•	 Interactive product demonstrations / product tours

Collateral
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Step 3—CONSIDER 
Example

Product guides 
Prospects at the CONSIDER step are ready to consume more detail  
about specific solutions, such as in-depth product guides.
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Step 4—EVALUATE
When the customer reaches this step, they already know what they 
need and why they need it, and they are already sorting out which 
solution might be best. They are likely to EVALUATE their specific 
needs against the available solutions to make sure they are truly 
getting the right solution for their situation. 

Sample sales tools and initiatives
•	 Product/solution benchmark results reports

•	 Interactive product demonstrations

•	 Product comparison data sheets and infographics  

•	 Competitive comparison guides and evaluation checklists

•	 Virtual demo center/online product tour

•	 Customized assessment offers

•	 Brochures

Interactive product 
demonstration
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Step 4—EVALUATE 
Examples

Brochures 
Targeted brochures help describe 
customer challenges and how 
your company can help solve 
those challenges. 

Business papers 
Educate your prospects on specific 
business challenges and provide  
your insight on how to companies 
can resolve challenges.

SOLUTION BRIEF

The Leader in  
Robotic Process 
Automation for  
the Civilian Sector
Stay on top of changing regulations, automate data processing, and speed through redundant tasks to decrease backlog—all to increase your mission readiness and deliver better citizen services.
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Step 5—DECIDE
It’s time to DECIDE. At this step, the customer has all the 
information they need, has evaluated all the relevant solutions out 
there, and is ready to pull the trigger. This is a great time to throw 
in an incentive, such as a free upgrade, lower financing costs, cash 
back, extended support, etc. 

Sample sales tools and initiatives
•	 Sales messaging focused on your superior expertise, support, 

and personal attention

•	 “Why act now?” presentations and supporting collateral

•	 Competitive product trade-in program collateral (for product 
upgrades and end of life programs)

•	 Digital campaigns

ebook
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Step 5—DECIDE 
Examples

Presentations 
Customer presentations remind prospects in the DECIDE step why 
they should choose your company and why they should act quickly.

Digital campaigns 
Social and sponsored digital campaigns are a 
great way to reinforce your message to a very 
targeted audience during the DECIDE stage. 
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Step 6—USE
Congratulations… the customer has purchased your product. Now 
it’s time to think about how you can help them USE it. Are there 
add-ons, upgrades, enhanced services, or training available? Let 
them know the benefits they’ll realize by moving ahead with one of 
your offerings.  

Sample sales tools and initiatives
•	 Customer tutorial webinars

•	 Customer training videos

•	 Application use notes and articles

•	 Customer newsletters (tips and techniques)

•	 Customer testimonials and success stories

•	 Customer videos (specific to application/use)

•	 Customer use awards program 

•	 Customer interest groups/councils (e.g. blogs)

Product launch video
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Step 6—USE 
Examples

Success stories 
A curated series of success stories can help new 
customers visualize and plan for implementing 
your solution or completing their successful 
passage through your training programs.

Interactive virtual tours 
With virtual tours and 
demonstrations, you can help 
new customers make the best use 
of their new solutions.

VMware, Inc. 3401 Hillview Avenue Palo Alto CA 94304 USA Tel 877-486-9273 Fax 650-427-5001 vmware.com. Copyright © 2020 VMware, Inc. All rights reserved. This product is protected by U.S. and international copyright and 
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Learn more  
Discover more about how VMware IT Academy students can align with the leader by visiting us at  
www.vmware.com/company/research/it-academy.html. 

HCC student
Last semester I learned VMware technology with VMware  
IT Academy using the NDG NETLAB+ virtual environment. 

 “Working with VMware vSphere caught my attention  
early on.”

Focusing on vSphere data center has really been a fun and 
exciting way to learn. I believe this is the best way to teach 
students on the operational intricacies of how to install, configure 
and manage a vSphere virtual environment. 

If I had to learn about the application in a traditional way,  
I don’t think I would have had much interest at all. It gave  
me the hands-on experience needed to not only put the  
book into context, but also a chance to dive into the world  
of virtualization. 

I learned that a company running vSphere data center 
virtualization can compress their resources into files that replicate 
a physical network. Once deployed and configured correctly, a 
vSphere data center will allow a much quicker response to 
changing needs and opportunities in an organization. 

When I graduate in the spring, I hope to get a job working with 
VMware technology so I can put what I learned into action. 

I want to add that my training in the NDG NETLAB+ learning 
environment has really fired me up. If they ever came up with 
another program that taught the process of scaling, I would be  
the first to sign up.

Trevor Chandler, HCC instructor 
The value of teaching VMware to my students is tremendous. 
The need for virtualization knowledge and skills is becoming 
increasingly more of a requirement with the adoption of  
cloud computing. 

I provide instruction in four levels of Linux, and I use VMware 
Workstation™ in each of those courses. With the hands-on  
intensity in which I deliver my courses, virtualization is a 
requirement, and the resources provided by the VMware IT 
Academy make this possible.

Virtualization is not my primary subject matter. However,  
when I was asked to teach the virtualization course that my 
department offers, I knew the resources that I was going to  
turn to. The curriculum provided by the VMware IT Academy 
made my delivery of the subject matter incredibly easy.  
Also, because I’m such a big proponent of vendor and industry 
certifications, the course materials made available through the 
VMware IT Academy helped me to prepare students for the  
VCA certification. 

 “That semester, 10 students attempted the certification 
exam, and 8 were successful in passing.”

Whether I’m teaching my Cisco courses, Linux courses or 
cybersecurity, I require a virtualization product. For over  
10 years, the choice at Houston Community College has  
been VMware.

Here’s one of my  
favorite sayings: 

 “Anything you do to 
improve your talents 
and make yourself more 
valuable will get paid off in 
terms of appropriate  
real purchasing power. 
Anything you invest in 
yourself, you get back 
tenfold, and nobody can 
tax it away or steal it  
from you.” 

WARREN BUFFETT

 “As we know, there can  
be no cloud computing 
without virtualization. In  
the virtualization space, 
VMware is not just a leader, 
but the leader!”

PROFESSOR TREVOR LEE CHANDLER*  

*CISSP, CCSP, CCSK, CASP CERTIFIED 
ETHICAL HACKER (CEH) CCNP (R&S), 
CCNA (R&S/VOICE/SECURITY/DATA 
CENTER) CLOUD+ VCA6-DCV, EMC 
PROFESSIONAL, BROCADE CERTIFIED 
VROUTER ENGINEER LPIC-1 SUSE 
CERTIFIED LINUX ADMINISTRATOR 
HOUSTON COMMUNITY COLLEGE 
SYSTEM COMPUTER SCIENCE 
DEPARTMENT

S U C C E S S  S T O R I E S  |  2

HCC student
I decided to learn VMware because, from what I know,  
VMware appears to be the world leader in virtualization. 
Understanding VMware technology would provide me more 
career opportunities for more business enterprises than any  
other virtualization platform. 

 “My preference is always going to be to work on a  
VMware platform.”

Currently, I work for a banking information systems provider. In 
my role, I remotely access the servers of financial institutions all 
over the world to install my company’s banking systems. Since 
the beginning of virtualization, I have not encountered a single 
client that has used a virtualization solution other than VMware. 
Having hands-on access to VMware labs is extremely beneficial. 
Once I began working through the labs, everything began to 
come together and make sense. Without the lab portion, in  
my opinion, the course would not be worthwhile.

Overall, it’s an excellent course, provided the labs are  
available. Completing this course gave me another tool in  
my tool belt that will make me a sought-after candidate to  
future potential employers.

HCC student
Virtualization is currently playing an essential role in today’s  
modern technology, for both enterprise and personal use. 
VMware® vSphere® is the perfect platform for providing a virtual 
environment. It has been the backbone of virtualization for cloud 
computing, network and hardware testing, and research in many 
companies. Companies like Cisco, Amazon and Arista use 
vSphere. Right now, there is no need to choose an alternate 
platform because vSphere provides the service for almost every 
scenario you would need.

 “This class gave me a chance to become more familiar  
with VMware. The curriculum and syllabus were very  
easy to follow.”

The student and  

teacher experience

In their own words, three 

students and one HCC  

instructor share their real-life 

experience in learning and 

teaching VMware technology.

LOCATION

HOUSTON, TEXAS

Houston Community College and IT Academy 

Prepare Students with Real Applications for  

Today’s Business World

Who we are

Houston Community College is an open-admission, public institution of higher education  

offering a high-quality, affordable education for academic advancement, workforce training,  

career development and lifelong learning to prepare individuals in our diverse communities  

for life and work in a global and technological society. VMware is headquartered in Palo Alto, 

California, and IT Academy is a global, public-private partnership with institutions around the world. 

VMware IT Academy helps students lead in a digital future by teaching the application of VMware 

technology. This fosters career development, creates a pipeline of diverse talent and helps to lead a 

positive change around the world. 

IT ACADEMY
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Step 7—RETAIN
There’s nothing more valuable than the customer you can RETAIN. 
In this final step, the goal is to let the customer know they are a 
valued part of your team. Think about ways you can keep your new 
products in front of your existing customers, for example through 
loyalty programs, newsletters, workshops, and webinars—and of 
course exceptional service.

Sample sales tools and initiatives
•	 Upgrade programs and incentive promotions

•	 Loyalty programs

•	 ROI/savings assessment tools

•	 Customer satisfaction surveys

•	 Product roadmap presentations/webinars

•	 Customer council/steering committee 

•	 Beta test/free-trial use programs

Customer survey
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Step 7—RETAIN 
Examples

Free trial 
Providing customers with free trials and beta 
testings of your new solutions will keep your 
organization in front of them and help retain 
them for the long run. 

Webinars 
Workshops and webinars can help you keep customers engaged with your 
current and future offerings.



It’s all about the journey.  
If your current crop of sales tools isn’t supporting your selling 
effort across the entire customer journey, you’re missing out on 
key business opportunities. MarketReach can help you audit 
your current sales tools to make sure they are up to the task. 
We’ll help you assess your messaging and provide a solid content 
development strategy to fill in any gaps in the buyer’s journey 
and even accelerate the process. Weak sales tools only sap 
your resources. At MarketReach, we know how to provide your 
customers with the right decision-making information they  
need—at exactly the right time. 

Let’s talk: 
inquiry@mreach.com 
603-645-1300

MarketReach, Inc. 
410 Amherst Street, Suite 110 
Nashua, NH  03063 USA
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