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Branding: What is it? 

Identity Creation

Creating a unique identity 
for your company that 
differentiates it from 

competitors and resonates 
with your target audience

Consistent Messaging

Maintaining consistency 
across all channels, 

ensuring that your values, 
mission, and voice are 
clearly communicated

Emotional Connection

Creating an emotional 
connection with customers, 

fostering loyalty and 
long-term relationships

Visual/Verbal Elements

Designing logos, color 
schemes, typography, and 
your tone of voice to create 

a cohesive and 
recognizable image

Reputation Management

Shaping the perception of 
your company in the 

market, helping to build and 
maintain a positive 

reputation

Customer Experience

Ensuring every customer 
interaction is aligned with 

your brand values and 
promises, enhancing overall 

customer satisfaction

Market Positioning

Positioning your company in 
the market, highlighting your 

differentiators and why 
customers should choose 
you over someone else

Value Communication

Communicating your value 
proposition, making it clear 

why your offerings are 
beneficial and worth 

investing in
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Branding Example: Nike

Nike’s tagline “Just Do It” has stuck with the brand for three 
decades. It stems from Nike’s positioning statement which states:

The tagline “Just Do It.” is compelling and actionable. It creates a 
connection between the brand and its fans.

Because the tagline speaks to people at the individual level, they 
can interpret it in whatever way they like, and for whatever 
hurdles they face.

Nike also inspires through its storytelling. If you see an ad from 
Nike, the emphasis is usually not on their products but on telling 
meaningful stories and using the right emotions that help people 
connect to the brand.
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Branding Example: Amazon

Amazon is guided by four principles: customer obsession rather than 
competitor focus, passion for invention, commitment to operational 
excellence, and long-term thinking.

The company’s business is built around the following core values 
which stem from its positioning strategy:
● Extraordinary convenience
● Instant access
● Comprehensive selection,
● Low prices

So basically, Amazon’s competitive edge is about low pricing and 
customer experience, and this has helped the company avoid stiff 
competition. As a company with an obsessive customer focus, 
Amazon has also continued to innovate new solutions to make 
things easier, faster, better, and more cost-effective for the customer.
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Branding is More than Just Looks

Visibility Google’s Zero Moment of Truth (ZMOT) research indicates that B2B customers 
perform an average of 12 searches before engaging with a specific brand’s site.
 

Research A survey by Forrester Research found that 74% of B2B buyers conduct more than half 
of their research online before making an offline purchase. A strong brand can help 
your company stand out during this research phase.

Trust According to the Edelman Trust Barometer, 81% of potential B2B customers need to 
trust the brand to do what is right before engaging.

Influence According to a study by LinkedIn and Edelman, 56% of B2B buyers are more likely to pay 
a premium for products from a company they believe to be a leader in their industry.

Revenue A study by Lucidpress found that consistent brand presentation can increase revenue 
by 33% in the business tech 
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Brand Building

01

02

03

04
Valued

The audience has received value from 
working with you.

Credible
The audience understands what you do 

and trusts that you can do it for them.

Understood
The audience has learned what you 

stand for and what you do.

Exist
You are known to your audience.
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Ask yourself….
1. What do we do better than anyone else?

2. What separates us from the competition?

3. How do people hear about you? 

4. What are we doing to reach out to new potential clients? 

5. How do we validate our position in the market?

6. What are we doing to stay ahead of the competition? 

Self Reflection
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Brand Validation Tool: Search Console 
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Brand Validation Tool: Search Console 
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Brand Validation Tool: Keyword Planner
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Brand Validation Tool: SEM Rush 
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Brand Validation Tool: LinkedIn
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Brand Validation Tool: Google Analytics 
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Brand Validation Tool: Google Analytics
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“We can’t solve problems by using the same kind of 
thinking we used when we created them.”  

– Albert Einstein 

Ask Me Anything



Next Steps & 
Contact

Schedule a Follow-Up 
Consultation!

Joel Coen
President
(720) 474-5723
Joel@trunorth-advisors.com


