Messaging House

Elevator Pitch /

These seven Messaging House templates Umbrella Message

will give you the key information you need
to start creating your own Messaging
House. Notionally, you can go through
them one by one, but we have found that
you will often revisit earlier work as you
discover more along the way.
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Value Prop 2
Value Prop 3
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CONTEXT SETTING

The Industry Shift
Big, relevant,
undeniable change in
the world

Every (target) company is trying to achieve this

The Current State
How are things done
today

Some companies do this, they are stuck in the
past, unable to change

The Challenge

Most companies
experience one of
these

Because of this shift, and inability to a

Challenge 1:

e.g., Not generating enough X

The undeniable shift in the world that creates both (a) big stakes and (b) huge urgency

Some companies have made progress and do
this

dapt, companies are likely facing these

Challenge 2:

e.g., Inability to prioritize budget / resources

Each takes a unique path ...

Some companies have embraced and adapted
to the shift and do this

challenges (or missed opportunities)

Challenge 3:

e.g., Inability to scale and grow

template adapted from Latané Conant
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PRODUCT POSITIONING

For Target customer
What do they want to do
Who
What is the name of your product / service
Our
What is the solution category it fits into
Is
What it does
That
Why it is different from the alternatives
Unlike
Provides the following benefits
It
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TARGET MARKETS

Age Years in business
Size Number of Employees / Locations
Financial Sales / Profits / Credit Rating
Ownership Headquarter / Subsidiary / Branch
Market Market Size / Number of Potential Customers / Market Structure
Position Market Share / Industry Position
Product Life Cycle / Industry Life Cycle
Stage
Growth / Decline / Stability
Trends

Customers

B2B/B2C/B2G

Soft Characteristics / Attributes

Non publicly available / derivable information

e.g. - Highly regulated, highly competitive, technology savvy etc.

Technographics
Any technologies you want to see in place before
they are a valid target
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SCIPAB DEVELOPMENT

What is the current state of affairs?

Situation

What is undesirable about that state of affairs?

Complication

What will happen if that situation continues?

Implication
Why should we change how we do things today?
Position
What should we do about it and when?
Action

What is the favorable outcome we expect if we carry out this course of action?

Benefit
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PERSONAS & USE CASES

Name

Age

Title

Education

Typical report line

Role in Customer Journey
Sign Off / Decision Maker / Influencer / Detractor

Responsibilities
What responsibilities does NAME have, what are her/his key deliverables, how is she/he
measured

Pain Points
What makes NAME's job difficult

Values

What is important to NAME when selecting a vendor to work with, what does she/he value, what
is she/he cautious of, what does she/he view negatively
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ALTERNATIVES

Alternative 1 Alternative 2 Alternative 3
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OUTCOMES

Feature Benefit to 1 Benefit to 2 Benefitto 3
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Messaging House

——————————————————————————————— 100 - 200 word pitch

Elevator Pitch /
Umbrella Message

What value do you provide? (Messaging pillars)
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Value Prop 2
Value Prop 3

_- What's your proof?

e

e Who have you done this for? What are the outcomes
el you achieved? What's in it for me?

e
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