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EXH

T 2-5

Message Strategy Brief

Client ‘(/

— Company, division, brand

IACORSACLEVENGER
Product

— Description of the product or category
Project
- Use a descriptive name
Key fact
— The single most important fact related to preparing this advertising
Consumer problem this creative must solve
— Related to the key fact. State in consumer terms. Not what the brand/product/service

needs . .. What the customer needs! (i.

. The value proposition)
Communication objective
— How this creative proposes to solve the problem stated above
Creative strategy
— Prospect profile
— Competition
~Whatis the current perception of the brand, and what perception of the brand do we
want after this contact?
—Whatis the prospect’s current behavior and what behavior do we desire after they
receive our message?
— What action do we want the prospect to take now and how?
© Whatis the call to action?
—~ Proposition
© What do prospects/customers get, and what's the incentive for them to
respond?
—Reason why
— Secondary support
~ Legal & policy considerations/Mandatory factors
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