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What do you do?



Your message has a mission

Engage Assess Remember



Is this what you say?

• Reduce - cost, risk, exposure, errors
• Improve - efficiency, retention, brand awareness 
• Expand - reach, insight, automation capabilities
• Grow - revenue, customer base, brand loyalty, etc.

“We help _______________ …[CUSTOMERS LIKE YOU]



Marketing technology landscape 2023

Sea of Sameness



Experience Asymmetry: A Hidden Challenge



Sell The Way You Buy



We buy solutions
feelings



No feelings = No decisions

“Neurologists have discovered that 
when emotions and feelings are 
impaired, we actually lose the 
ability to make decisions. We have 
no signal of what to pursue and 
what to avoid.”



Your solution
Another solutionDo nothing

Your customers have 3 choices



Problems drive 3 types of feelings

Priority Clarity Conviction



A Simple Messaging Story



Polarization



The Power of a common enemy

“One of the fastest and most powerful 
ways to bind people together in both new 
and existing relationships is by 
establishing common enemies.

A common enemy puts the people in the 
relationship in the same foxhole together. 
Parties that are bound together against 
someone or something feel closer.”



Polarizing messages communicate your value quickly!



Who is your enemy?
(Hint: it should be your ideal customer’s enemy too)



Things that make good enemies

1. Old, outdated processes and systems

2. Wasted time, money, resources

3. Fear and risk

4. Lack of visibility

Warning: Avoid the sea of sameness!
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Polarizing Statement Builder

“We speak to __________ all the time 
who tell us that they love __________ but 
hate __________.”

Customer persona/title goes here

“Value” statement goes here
Enemy goes here



In summary…

• Your message’s mission: Engage, Assess, Remember

• Solutions and benefits are easily ignored

• People buy feelings 100% of the time

• Problems invoke feelings

• Use enemies to highlight compelling problems 
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