
 

 

How do I identify what my 
marketing key messages are? 
 

To identify your marketing key messages, you should start by defining your brand's unique value proposition and positioning statement. This 
involves understanding your target audience and what sets your brand apart from your competitors.  

 

When crafting your key messages, keep in mind the following: 

• Focus on the benefits your product or service provides, rather than just the features. 

• Use language that resonates with your target audience. 

• Keep your messages simple and concise. 

• Make sure your key messages are consistent across all of your marketing channels. 

 

Once you have developed your key messages, test them with your target audience to ensure they resonate with them and effectively 
communicate your brand's value proposition. You can also refine and adjust your key messages based on feedback from your audience and 
performance data from your marketing campaigns. 



 

 
 

Determine who your ideal customer is and 
what their needs and pain points are. 

Example: 
• Busy professionals: Ideal customer: Busy professionals who work long hours and have 

limited time for personal tasks. Needs and pain points: They need time-saving solutions, 
convenience, and efficiency in their personal and work lives. Pain points may include lack 
of time, stress, and overwhelm from managing multiple responsibilities. 

• Health-conscious individuals: Ideal customer: Health-conscious individuals who prioritize 
their physical and mental well-being. Needs and pain points: They seek products or 
services that promote their health and well-being, such as nutritious food, fitness 
programs, mental health resources, and stress-relief solutions. Pain points may include 
health concerns, desire for improved self-care, and challenges in maintaining a healthy 
lifestyle. 

• Small business owners: Ideal customer: Small business owners who are looking to grow 
their businesses. Needs and pain points: They need cost-effective and efficient solutions 
to market their business, improve their online presence, generate leads, and drive sales. 
Pain points may include limited budget and resources, competition, and marketing 
challenges. 

• Eco-conscious consumers: Ideal customer: Eco-conscious consumers who prioritize 
sustainability and environmental impact in their purchasing decisions. Needs and pain 
points: They seek environmentally friendly products, services, and initiatives that align 
with their values and reduce their ecological footprint. Pain points may include concerns 
about environmental degradation, climate change, and the impact of consumerism on 
the planet. 

• Parents of young children: Ideal customer: Parents of young children who are looking for 
products and services to support their parenting journey. Needs and pain points: They 
need products or services that cater to the needs of their young children, such as baby 
care products, educational toys, child-friendly services, and parenting resources. Pain 



 

 
points may include sleep deprivation, parenting challenges, and finding reliable and safe 
products for their children. 
 

These are just a few examples of ideal customers and their needs and pain points. It's important 
to conduct market research and truly understand the unique characteristics, preferences, and 
pain points of your specific target audience to effectively tailor your marketing messages and 
strategies to meet their needs. 
 

Identify your brand's unique selling 
proposition (USP): Identify what sets your 
brand apart from your competitors and 
what value you offer to your customers 
that they can't get elsewhere. 
 

Example: 
• Emphasise the exceptional quality of the products, highlighting the premium materials, 

craftsmanship, and attention to detail that sets them apart from competitors. Positioning 
the business as a go-to choice for discerning customers who value superior quality. 

• Highlight the above-average customer service provided by a dedicated team that goes 
the extra mile to understand customers' needs, provide personalized solutions, and offer 
outstanding support throughout the buying process. Positioning the business as a trusted 
partner in delivering exceptional service. 

• Emphasise the business's unwavering commitment to customer satisfaction, backed by a 
satisfaction guarantee or a no-questions-asked return policy. Positioning the business as 
customer-centric and trustworthy, with a focus on building long-term customer 
relationships. 

• Highlight the business's knowledgeable and experienced team that provides expert advice 
and guidance to customers, helping them make informed purchasing decisions. 
Positioning the business as a trusted authority in their industry and a reliable source of 
expert information. 

• Highlight the business's genuine care for every customer, treating them with respect, 
empathy, and understanding. Positioning the business as a compassionate and customer-
centric brand that values the relationship with its customers. 



 

 
• Highlight the business's commitment to supporting local communities and promoting 

sustainability, such as sourcing products locally, using eco-friendly packaging, or donating 
a portion of profits to environmental causes. Positioning the business as a socially 
responsible choice for customers who care about supporting local businesses and 
protecting the environment. 

 
Remember, a USP should be unique to your business and resonate with your target audience. 
It should effectively communicate the value proposition of your business and set you apart 
from competitors. It's important to thoroughly understand your target market and tailor your 
USP accordingly to create a compelling and differentiated message that resonates with your 
customers. 

 
Develop your positioning statement: Craft a 
clear, concise statement that 
communicates your brand's value 
proposition and differentiators. 

Example: 
 
"AdventurePro NZ is the go-to choice for outdoor enthusiasts who demand the best. Our 
premium gear, combined with expert advice from our experienced team, ensures you're equipped 
for epic adventures. With a commitment to customer satisfaction and a passion for outdoor 
exploration, AdventurePro NZ is your trusted partner in conquering the great outdoors." 
 
In this positioning statement, the key elements include: 
 
Target audience: Outdoor enthusiasts 
Unique selling proposition: High-quality gear, expert advice, commitment to customer 
satisfaction, and passion for outdoor exploration 
Benefit to customers: Being equipped for epic adventures and having a trusted partner in 
outdoor pursuits 
Brand personality: Adventurous, knowledgeable, and customer-centric 
 



 

 
This positioning statement effectively communicates the value proposition of the business, sets it 
apart from competitors, and establishes the intended brand image in the minds of the target 
audience. It conveys the unique qualities of the business and why customers should choose it 
over other options in the market. Remember, a positioning statement should be clear, concise, 
and resonate with your target audience to differentiate your business and create a memorable 
impression. 

Identify the key benefits that your products 
or services provide to your target audience. 

Example: 
 

1. Premium Quality Products: Your customers can trust that they are getting products of 
the highest quality, crafted from premium materials and built to last. Highlight the 
durability, functionality, and reliability of your products, and how they provide long-term 
value and satisfaction to your customers. 

2. Exceptional Customer Service: Your customers can expect outstanding customer service 
from a dedicated team that goes above and beyond to meet their needs. Highlight how 
your business prioritizes customer satisfaction, provides personalized solutions, and 
offers responsive and reliable support, creating a positive and memorable experience for 
your customers. 

3. Expert Advice and Guidance: Your customers can rely on your knowledgeable and 
experienced team for expert advice and guidance. Highlight how your team is well-
versed in your products and industry, and can provide valuable insights and 
recommendations to help customers make informed purchasing decisions, ensuring they 
get the right product for their needs. 

4. Reliable and Committed Approach: Your customers can count on your business to 
consistently deliver on its promises. Highlight how your committed approach to every 
customer, from initial inquiry to post-purchase support, ensures reliability, consistency, 
and accountability, building trust and loyalty among your customers. 

5. Personalized and Customized Solutions: Your customers can expect personalized and 
customized solutions that meet their specific needs. Highlight how your business takes 



 

 
the time to understand each customer's requirements and preferences, and provides 
tailored solutions, creating a sense of exclusivity and customization that sets you apart 
from competitors. 

6. Trustworthy and Credible Brand: Your customers can trust your business as a credible 
and reputable brand. Highlight any certifications, awards, or industry recognition that 
your business has received, as well as testimonials or reviews from satisfied customers, 
showcasing your trustworthiness, reliability, and credibility. 

7. Support for Local Business: Your customers can support a local business that contributes 
to the local economy and community. Highlight how your business is locally owned and 
operated, supporting local suppliers, and contributing to the growth and sustainability of 
the local economy. 

 
By emphasizing these key benefits, you can effectively differentiate your small New Zealand 
business and appeal to your target audience who value high-quality products, exceptional 
customer service, and a committed approach to customer satisfaction. 
 

 
  



 

 

Building Your Key Message 
Strategy…  
 
Based on the above steps, craft key messages that communicate your brand's unique value proposition and key benefits to your target 
audience. These messages should be simple, clear, and memorable. 
 
 
Key Message #Example 
What  Why  (why is it important for consumers / what does this mean for your customers)  
  
Natural Ingredients   
  
  

  
Sustainable production, and more refined finished product.   

Call To Action   Link   
  
  
See what our customers think   
  
  

  
  
Yourwebsite.co.nz/customer-reviews   
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Key Message #5 
What  Why   
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Key Message #6 
What  Why   
  
  
 
 
 
 
 
  

  
  

Call To Action   Link   
     



 

 

Why is it important to identify my 
key marketing messages? 
 

1. Consistent Communication: Your key messages serve as the foundation for all your marketing communications. They provide a 
consistent and cohesive messaging framework that ensures your brand's value proposition and key benefits are effectively 
communicated across all marketing channels, including your website, social media, email campaigns, advertising, and more. Consistent 
messaging helps to reinforce your brand identity, build brand recognition, and create a unified and memorable impression on your 
target audience. 

2. Differentiation from Competitors: In a crowded market, it's essential to differentiate your brand from competitors. Your key messages 
help you highlight what sets your brand apart and what unique value you bring to your customers. By clearly communicating your 
brand's unique selling proposition (USP) and key benefits, you can differentiate yourself from competitors and position your brand as 
the preferred choice for your target audience. 

3. Targeted Messaging: Your key messages are tailored to resonate with your specific target audience. By identifying and understanding 
your audience's needs, pain points, and preferences, you can craft messages that speak directly to them. This targeted messaging 
creates a more personalized and relevant experience for your audience, which can lead to better engagement, increased trust, and 
higher conversions. 

4. Brand Consistency and Recognition: Consistent key messages across all marketing channels help establish and reinforce your brand 
identity. It ensures that your brand's core messaging and positioning remain consistent, regardless of where your audience encounters 
your brand. This consistency builds brand recognition and helps your audience form a clear and memorable perception of your brand. 



 

 
5. Improved Marketing Effectiveness: Clear and compelling key messages make your marketing efforts more effective. They help you 

communicate the value of your products or services in a concise and compelling manner, making it easier for your audience to 
understand and connect with your brand. Effective messaging can lead to higher engagement, increased conversions, and improved 
overall marketing performance. 


