Lead in your market
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Who are your people? Know your people .
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Attract your people Speak to your people
e What is your niche? o Brand personality
o What are your advantages? o Communication strategy
e How/where can you lead? o Brand asset development
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Competitor* analysis
Industry research P y
- o What are they doing well?
o Best examples in industry y g
. . e What are their weaknesses?
o Direct competitors .
Industry resources * Find pattems
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e *Opportunities for collaboration
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User-centered design User journey
What does your customers want/need? e Map the entire customer journey and
How do they want to interact with you? touch points for each persona
What are their expectations?  Prioritise touch points to improve
What are their barriers? o Plan what tools, tasks and resources to
How can you reduce friction? improve touch points
How can you increase efficiencies? e How can you apply your personality to
the journey?
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