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Core Brand Story / Mission Statement

So they achieve success and avoid failureWe solve the problem by...Connect with their current context; validate 
their experience
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Micro 
Conversion Goal

Help them become a successful, 
transformed customer by delivering on 
your promise and guiding them until 
they've completed their transformation

To go from product aware to the point of
conversion, your prospect needs to fully 
trust your solution and be held 
accountable to the commitment they 
made to themselves to pursue their 
transformation

This is where you specifically overcome 
objections, and uniquely position your 
solution to tackle the root cause of their 
problem and deliver personal and 
professional benefits

To go from problem aware to solution 
aware, your audience needs to 
understand the solution landscape and 
why the "old way" wasn't working for 
them

To go from unaware or symptom aware 
to problem aware, your audience needs 
to understand that their perceived 
problem is a symptom of a greater 
(solvable) problem and they need to 
recognise what that problem is.
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