Marketing Message Form
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Simply fill out the answers to the following questions right below the questions. Do the best with what you know. Study the Marketing Mastery Module in the Club Fast Track Program for guidelines on this. 
1. Who are your ideal clients? Describe them in as much detail as possible, both external descriptors (male/female, size of company, etc.) and internal descriptors (progressive, creative, etc.) Be so clear that if you told this to someone, they’d know who you were talking about. 
	


2. What is the key problem, issue or challenging facing your ideal clients? What do they need they don’t have now? What are they struggling with, what do they want? What is missing for them?

	


3. What is the Ultimate Outcome you can help them achieve? Don’t talk about how you do what you do, but specifically what they will get as a result of working with you. I.e., more profits, better peace of mind, ability to play violin, etc. The more specific, the better.
	


4. What is it about your service that makes it different, unique or special? It can be many things – the way you work with clients, your level of expertise, a special process, the target niche (ideal clients) you work with, etc. Needs to be interesting and relevant. 
	


5. Write an Audio Logo – “I help X kind of clients get Y kind of results.” You might use words like “work with, facilitate, assist, empower, etc.) Needs to be concise and attention-getting. 

	


6. Write a Unique Client Advantage – The thing that makes my business different is X. Remember, it has to stand out in a meaningful way. Exercise your creativity.
	


Once you have completed this form, email it as a Word attachment to 
Robert Middleton – action@actionplan.com 
Rename this document:
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