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WHAaT IS
BRANDING?

AND WHY DOES IT
MATTER?

The best description I've come across is that branding is the way other
people feel about your business. To help build a brand, | like to concentrate
on five elements: visual identity, target client persona, reputation,
consistency, and something that could be called buff-worthiness.
Branding is important because it helps you reach the right clients, those
who connect emotionally with what you have to offer, in a world where
there is way too much noise and too many options to go around.

This workbook helps you with one of the most crucial components,
creating a target client persona. Creating a persona is helpful because it
simplifies ALL the decisions you ever need to make about your business,
whether to do with your visual identity, the products you offer, or deciding
how and where to connect with your potential clients. It helps you to
forge your marketing message without having to talk to EVERYONE at
the same time.

Once you have your target client persona fully fleshed out, all you
ever have to think about is just that one specific person when making
decisions. Would they like it? If yes, go for it, if not, it's not the right
direction. That’s a weight off, right?

Have fun creating your very own persona!
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BEFORE
YOU START

You might be wondering where on earth you are supposed to find all the answers
to these questions from. It's really a combination of different things. If you're in
the very beginning, you should start thinking about how your friends or family,
or your biggest fans see you. How would they describe you? How would you
describe them? A big part of the process is figuring out who YOU think that
perfect person you want to work with is, a person who sees you and your work
in the way you want to be seen.

Then, you should move into market research. Dive deep into the industries you
wish to serve, analysing their needs, trends, and visual aesthetics. Understand
their values and their aspirations. By immersing yourself in the industry landscape,
and learning about who the decision makers are, you can align your photography
style and services with the demands of potential clients.

Another important element is identifying any clients you have already worked
with, who you'd consider your ideal clients, and find out as much as you can about
them. Actually, it's good to get into a habit of asking for information throughout
your relationship with your clients, starting from your enquiry form, through all
the verbal communication between you, and ideally ending with an anonymous
survey after you've delivered your services.

All clear? Right, | think you're all set now.

Qoo ekt




STCP

THE BASICS

DEMOGRAPHICS / who are they
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TWO

TASTES

LIKES / What are their favourite books, movies, TV shows
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HABITS

What do they spend most of their time on?
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FOUR

VALUES

What do they value?
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What are their needs!?
Need I:
Need 2:
Need 3:

Which of these needs are likely to be neglected?

What hidden needs to they have?
Need |:
Need 2:

How could you fulfil these needs!?

What do they fear?

What do they REALLY want from you?

What excites you about working with them?
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Yay!

YOU'VE
DONE IT

What you've written above is one of the most valuable things you could
have done to steer your business decisions in the right direction. Now look
at what stands out to you, and gets you excited about your ideal client, and
fill in the guideline on the next page.

Do have a print-out of your guideline at hand, whether pinned to the wall
next to your desk, or filed somewhere where you can easily find it if you
have difficult decisions to make and need to remind yourself of your target
client. In time you will get to know them well, and making decisions based
on their needs becomes second nature to you.

Remember to revise your target client if you are ever thinking of changing
the direction of your business to serve a different type of client.

Extra tip: if you work with commercial clients and wonder how you're
supposed to distil a company into just one persona - you're not, You should
concentrate on identifying who the decision makers are. Who are the people
at your ideal companies that you're actually going to be communicating and
working with. Who brings you in because they love your work, and who
keeps working with you hopefully in the long term. Remember, companies
are also made up of people and no matter what level you're working at, you
will always be working with a real life person!
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MY
cLient

AT A GLANCE

My Target Client is called
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