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CharlieByMz.com

Product Discovery and Purchase Research
Customer explores 
CharlieByMz.com

(Day 1 – 2)

2
Engagement

Customer creates an account 
and signs up 

for notifications 
(Day 1 – 2)

3

Action - Purchase
Customer attempts 

to purchase. Desired 
Item in customers 
size is unavailable

(Day 1 – 2)

4

Discovery
Customer discovers product 

through social media
(Day 1)

1

6

Action
Customer 2nd attempt to 

purchase. Desired Item in 
customers size is unavailable

(1 week later)

8Fading Interest
Customer stops 

checking emails due to 
disappointment with size 

not being available
(2 weeks later)

9

Re-Engagment
Customer is re-engaged 

by email or another social 
media post

(4 – 5 weeks later)

Action
Customer receives purchases 
(6 weeks after initial discovery)

11

Action - Purchase
Customer attempts to purchase. 
Desired Item in customers size 

IS available 
(4 – 5 weeks later)

10

MOBILE

WEB MOBILE

WEB MOBILE

EMAIL

EMAIL

WEB MOBILE

MOBILE

WEB MOBILE

WEB

Goal: Place a filter 
so customers are 
notified when their 
size is available. 

EMAIL WEB

Critical

Re-Engagement
Customer receives 
promotional email

(1 week later)

5

7
Action

Calls Customer service
(1 week later)

PHONE CALL

SNAIL MAIL

Critical

Critical




