
WHAT  IS  YOUR  OFFER?

'WHO '  ARE  YOU? -  DEFINE  YOUR  PERSONA .

WHO  IS  YOUR  TARGET  AUDIENCE? KEEP  THIS  IN

MIND  FOR  THE  FOLLOWING  QUESTIONS .

WHAT  ARE  THE  MAIN  BENEFITS  OF  YOUR  OFFER?

GET CLEAR ON YOUR PRODUCT OR SERVICE
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WHAT  MAKES  YOUR  OFFER  UNIQUE  COMPARED

TO  OTHERS?

WHAT  ARE  YOUR  SHORTCOMINGS? YOUR  MESSAGE

SHOULD  SEPARATE  TRUTH  FROM  ASPIRATION  -  LEAVE

YOUR  SHORTCOMINGS  OUT .

You may have the best product or service, but if customers can’t understand your offer, then you
risk them buying from someone else. A lack of clarity about your offer can also affect your brand
trust. It is important to communicate a clear message that encapsulates your vision, story, and
value. Keep it simple and keep it consistent at all touch points.


