JOURNEY

BUYER ACTIONS

The Updated Buyer Journey
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Adapting The Coverage Model — The Catalyst
for CRO

Traditional Model

Legend: X% = % of Total Headcount Costs

5% 75% 15% 5%

Pre Purchase Post Purchase

Customer Land Expand: Adopt,
Engagement Cross/Upsell, Service
15% 40% 40% 5%
New Model
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