


It’s All About
The Message



Art Director’s
Club,
circa 2006



H&M
Kids Line



https://youtu.be/g_u_-OD1_z0

Helineken


https://youtu.be/g_u_-OD1_z0
https://youtu.be/g_u_-OD1_z0

Pepsi circa 2017


https://youtu.be/uwvAgDCOdU4
https://youtu.be/uwvAgDCOdU4

Your message IS what grabs your prospect’s attention,
tells them how you can solve their problem,
why they should trust you, and

why they should choose to do business with you over

and above any and all other choices they might have.

http://media-studies.mrshollyenglish.com/print-media/analysing-advertisements/deconstructing

https://blog.bannersnack.com/emotional-advertising-examples/

https://www.apifonica.com/en/blog/marketing-message/
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Your marketing message should “speak” to your prospect.

This is done by appealing to your prospect’s "hot buttons” or

those sensitivities that trigger an emotional reaction.

The following is a simple five-step method

for creating your marketing message.



5> Steps to Creating
Your Marketing Message

STEP 1 - Identify your target market.

The first step starts out by asking, *"Who is my target market?”

Once you have narrowed this down then it’s easier to

craft a message to that market.



STEP 2 - Identify the problems that your target market experiences.

The second step starts by asking,

“What problems do my target market have and how does it make them feel?”

Each market experiences its frustrations and pains. The secret to crafting a
marketing message that will make your market sit up and listen is to identify their

problem and the pain and suffering they feel as a result of that problem.



STEP 3 - Present your solution to your market’s problem.

The third step starts by asking,

“What is the solution that | have to offer my prospect?”

Present your solution as a simple cure for all the pain and suffering your
market is feeling as a result of their problem. This step is important in that most

people won't lift a finger unless they feel an urgent excruciating pain.



STEP 4 - Present the results you’ve produced for
other people in the same situation.

The fourth step starts by asking,

“What are the results that my solution has produced?”

It's not enough just to tell people you have a solution; you have to prove
to them that your solution works. And you can talk all day about how you
solved this and that problem, but people are skeptical and

don’'t automatically believe you.



STEP 5 - Explain what makes you different from your competitors.

The fifth step starts by asking, "How am | different from my competitors?”

You need to communicate your differences!



Homework

— Continued refinement of Project One

— Prepare a draft outline of Project Two using the supplied template
and upload to the supplied Dropbox link by Mon., November 30 by Spm

— Post your thoughts about the question posted
on the discussion board in Open Lab



Pricing
Your Work




HOW much
for alogo!

| READ ONLINE
THAT THIS
BROCHURE

SHOULD ONLY
COST $25.

If this branding costs
$1,500, canljust get
this guidelines instead
of the logo?

Can'tljust get my
website done for $257?
That's what | found
this site full of websites?



HOW WOULD YOU PRICE YOUR WORK?

S0, what would you do to find out pricing for a project?
Do you guess?
Is It by the hour? Or perhaps by project?

Is the fee the same for the same types of projects?






The Graphic Artists Guild Handbook: Pricing & Ethical Guidelines nuSchool-How Much



https://graphicartistsguild.org/product/the-graphic-artists-guild-handbook-pricing-ethical-guidelines/
https://graphicartistsguild.org/product/the-graphic-artists-guild-handbook-pricing-ethical-guidelines/
https://thenuschool.com/how-much/#/start
https://thenuschool.com/how-much/#/start

https://www.underconsideration.com/brandnew/archives/new_logo_and_identity for fiverr by koto.php


https://www.underconsideration.com/brandnew/archives/new_logo_and_identity_for_fiverr_by_koto.php
https://www.underconsideration.com/brandnew/archives/new_logo_and_identity_for_fiverr_by_koto.php

SO, HOW DO | FIGURE OUT MY HOURLY RATE?

A common approach to figuring out an hourly rate is to divide the salary

you want by the number of hours worked each year:

o 40 hours/week x 52 weeks/year = 2,080 hours

e $100,000 desired salary + 2,080 hours = roughly $50 per hour

https://jenniferbourn.com/calculate-freelance-hourly-rate/

https://www.shillingtoneducation.com/blog/freelance-graphic-design-rates/

https://thefutur.com/content/pricing
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https://leyeondesign.aiga.org/starting-a-successful-design-studio-is-a-lot-like-making-a-really-shitty-quilt/
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WHAT SHOULD | CHARGE?

Consider these factors:

e the type of projectitis

e your client’s size and business type

e what market the projectis for

e the regional market you're based at as well where your client is based at
e what, if any, overnead expenses you have

 how much time you estimate it will take to bring it to completion












