[image: image1.png](¢ designbull



[image: image1.png]

[image: image2.jpg]O designbull

Free
Brand Promise
Worksheet

- To help formulate your Brand Strategy -





This worksheet is designed to help you evaluate the three key strategic elements of your business: your company, your customers and your competitors. 

The worksheet is divided into three sections: Company, Customers and Competitors. In each section you should be able to identify:

1. Company: your strengths and weaknesses, your values and vision, what makes your product/service unique and the benefits your business offers.

2. Customers: their profile, the key benefits they seek and what they expect from a product/service like yours.

3. Competitors: the key competitors, their positioning and what makes sets you apart from them.
After evaluating these three elements, you can consider what to action and what benefits to communicate on your brand promise. Once defined, other brand elements such as a visual identity and tone of voice should be created accordingly to enforce it.
OK, let’s start:
1.YOUR COMPANY 
	Background: how was it all started and by whom?
	

	How many people work in the company?
Who's responsible for different functions of the business?
e.g. customer service, marketing, production

	

	What’s your product/service?

	

	If there's more than one product/service, describe the product range/portfolio.

	

	What’s the pricing structure?
e.g. low-cost, premium

	

	What are the functional benefits offered?
e.g. saves time

	

	What are the emotional benefits offered?
e.g. feeling in control

	

	How do you promote your company – online and offline?
e.g. online(e-mail, social media), offline(leaflets, exhibitions)

	

	What are the strengths of your company?
e.g. unique product or expertise

	

	What are the weaknesses of your company?
e.g. lack of resources, gap in customer journey

	

	What are the opportunities that exist in your market?
e.g. new consumer trend favouring the product

	

	What are the threats that exist in your market?
e.g. . a new competitor with improved product, the economic recession

	

	Describe the values you hold (what you believe in and how you behave)
e.g. providing great customer service, establishing trust

	

	Describe your vision – what you want to become (be specific)
e.g. To launch a new e-commerce website within the next six months 

	


2.YOUR CUSTOMERS
	Age, gender, location, income, life-event stage (single, retired…), education, employment

	

	Lifestyle
e.g. has a dog, socialise with friends and family at weekends

	

	Buying habits
e.g. Shop on the high-street and online. Discuss products with friends and reads reviews online before purchase. 
	

	Needs
e.g. Limited time therefore efficiency, convenience and speed when buying online
	

	Aspirations
e.g. To raise happy, healthy and successful children. To continue with own self and professional development. 
	

	Values
e.g. Social and family connections. Being part of a local community. Making ethical and environmental friendly buying decisions. 
	

	Expectations
e.g. Expects personalised service, a customer service that understands his needs and delivers them smoothly. 
	

	Concerns over a product/service like yours
e.g. Is it good value for money? Is it going to help me with my need?
	

	Who’s influencing their buying decisions?
e.g. Family and friends, online communities, reviews
	

	What social media channels are the actively using?

	

	What marketing channels they might be using to search for your product/service?
e.g. local magazines, online forums

	


3.YOUR COMPETITORS
	Who are your key competitors?
e.g. local, national
	

	Are they offering unique benefits?
e.g. local corner shop offering home delivery service
	

	How are they positioned?
e.g. premium brand, local expertise
	

	What’s their market share?
e.g. market leader
	

	What’s their brand image?
e.g. the experts, established
	

	What’s their pricing structure?
e.g. low-cost, premium
	

	What marketing channels do they use to promote themselves?
e.g. presence in local media, active on LinkedIn
	

	Are they targeting the same customer group as you?

	


Additional notes:
	


Congratulations!
You’ve reached all the way through this worksheet. Ready to take it to the next stage?
We can help. If you’re looking to get started with your brand promise and set the foundations of your brand, we’re offering a FREE 30 MINUTE CONSULT to help growing businesses. 
Just click to book a slot below, and we’ll chat about your brand and website to see how we can help you build it for success!

Schedule a FREE 30min Consult
Created by Secil Fuller of Designbull, 2016.









2
1

