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How to Develop your Messages

It takes great marketing and creative skill to develop and deliver the messages

that will achieves the outcome you want, and this is what makes messaging such

a fascinating part of marketing communications. It’s where the rubber finally

meets the road.

You use the work done in developing your market positions and positioning

statement to develop your messages.

• Identify the precise target customer.

• Define the customer’s behaviours, attitudes and values.

• Describe the value you deliver.

- What customer problem does my product solve?

- Why does it solve this problem better than the competition?

- How does the customer perceive the value I deliver?

• Describe how the customer will decide which product to buy (or company

to buy from).

Use this information to craft your messages.

Develop a core message, the message that re-enforces your market position

and will influence your target customer the most. Make sure the message is tight

and focused. Then develop a set of supporting messages. These should include

the elements that will encourage the behaviour you want, make the message

believable and answer customer doubts.




