
W H E R E  A R E  Y O U  N O W ?
What is your product or service current status? Give some background 

information.
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Y O U R  G I F T !

Place a picture of your product or draw it. Be as creative as you want. 
The important thing to do here is to be able to visualize it and fall in 

love with it. Probably you already love it.
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W H Y ?
Why are you doing this?  Be honest to yourself.  Be personal! Identify 

the emotions that will make you stay focused.

M E A N I N G
What does your product/service represent to you? What emotional 
strings are connected to your product-/service? What is your legacy 

with this product/service? How it helped you?
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F U N C T I O N A L
VA L U E W h a t  d o e s  i t  d o ?

W h a t  m a k e s  y o u r  a u d i e n c e / c u s t o m e r  f e e l ?

W h a t  d o e s  y o u r  p r o d u c t  t e l l s
a b o u t  y o u r  a u d i e n c e / c u s t o m e r ?

( H o n o r / p r e s t i g e / r e c o g n i t i o n )

S Y M B O L I C
VA L U E

E M O T I O N A L
VA L U E
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F U N C T I O N A L
VA L U E

C O S T
T O

P R O D U C E

F I N A L  VA L U E

S Y M B O L I C
VA L U E

VA L U E

P R O P O S I T I O N

E M O T I O N A L
VA L U E

Fill the circles with the corresponding values of your product or service.
Write 3 values per circle.

Before going to the next circle, underline the value that is more 
important for your customer.

Fill the price box at the begining and continue working counter 
clockwise.

Multyply the last number by 1.8

Multyply the last number by 1.8

Multyply the last number by 1.8

Either percieved or priced.

$

$

$

$

1
2

3

S TA R T  H E R E !
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C U S T O M E R  R E S E A R C H

S E G M E N T :

A G E :

D E M O G R A P H I C S

G E N D E R :

E D U C AT I O N :

O C U PAT I O N :

L O C AT I O N :

S TAT U S :

P E T S :

R A C E  O R
E T H N I C  O R I G I N :

H O B B I E S  /  I N T E R E S T S

P S Y C H O G R A P H I C S

T V  S H O W S :

B O O K S :

M U S I C :

W E B S I T E :

M A I N  P R O B L E M :

C O N C E R N S  A N D  A N X I E T I E S :

T U R N - O F F S :
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E M PAT H Y  M A P

S E E

T H I N K

S AY  &  D O

H E A R
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WA N T S

N E E D S
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Map the top 3 needs of your costumer. Circle the 3 basic needs your 
product covers.

Then, draw a rectangle on 2 needs that you can target using marketing, social 
media, and advertising. 

use social media to increase awerness of the new needs.

S E L F - A C T U A L I Z AT I O N

E S T E E M

L O V E  &  B E L O N G I N G

S A F E T Y

P H Y S I O L O G I C A L

P Y R A M I D  O F  N E E D S

WAT E R

S E C U R I T Y  O F  R E S O U R C E S
B O DY FA M I LY

E M P L O Y M E N T
P R O P E R T Y

M O R A L I T YH E A LT H

S L E E P

F O O D S E X

S E X U A L
I N T I M A C Y F R I E N D S

FA M I LY

C O N F I D E N C E
A C H I E V E M E N T

M O R A L I T Y
C R E AT I V I T Y

P R O B L E M  S O LV I N G

S E L F - S T E E M

R E S P E C T  O F  O T H E R S

H O M E O S TA S I S

B R E AT H I N G
E X C R E T I O N

P R I C E  R A N G E  
e i t h e r  t a g g e d
o r  p e r c e i v e d
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H E L L O !
M Y  N A M E  I S

Draw or place a picture.

@NowriseBusinessEspanolNowriseBusinessEspanolNowriseBusiness.com @NowriseBusiness 



M A R K E T I N G  B R I E F

B R A N D

O B J E C T I V E

TA R G E T I N S I G H T S  A N D  C O N S I D E R AT I O N S

M A I N  I N S I G H T  ( W H AT  I S  T H E  M A I N  P R O B L E M )

S I N G L E  M I N D E D  T H O U G H T  ( H O W  T H E  B R A N D  H E L P S )

B R A N D  V O I C E
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D R I V E S  A N D  M O T I VAT I O N S  F O R  S T O R Y

M A I N

H U M A N  D R I V E S T O R Y  T H E M E

V S

S U B C O N S C I O U S
I N S T I N C T

A Q U I R E

B O N D

L E A R N R EWA R D P U N I S H M E N T

A P P R O VA L S E G R E G AT I O N

D O M I N AT I O N O P R E S S I O N P O W E R

E N V Y

L U S T

L U S T

P R I D E
E N V Y

G R E E D
G L U T O N Y
W R AT H

W R AT H

Physical  safety

Comfort

Health

Secur ity

Environment

Wo r r i e s S t r e s s C o p i n g

Money

Food  and  nu t r i t i on

Ove rwork ing

Ove rbuy ing

Ove reat i ng

Ove rs l eep ing

Ove r i ndu l g i ng

L O V E

M E A N I N G

P R O T E C T

F E E L P L E A S U R E S A C R I F I C E

SA F E T Y D A N G E R GROUP SURVIVAL

GROUP SURVIVAL

GROUP SURVIVAL

J U S T I C E

H A P P I N E S S

SELF PRESERVATION

SELF PRESERVATION

S
E

L
F

 P
R

E
S

E
R

V
A

T
IO

N
G

R
O

U
P

 P
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E
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E
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V
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SELF PRESERVATION

GROUP PRESERVATION

REPRODUCTION

REPRODUCTION

REPRODUCTION

WA N T S S I N S

Intense exper i -
ences .

Connect ion with 
others .

People .

Attract ions that 
produce adrena-
l ine .

A sense of 
personal value
Accompl ishments .

Secure a place 
with others .

Status .

Approval .

Being admired .

Knowing what is 
going on in the 
world .

Lack  o f  menta l  o r  
emot iona l  s t imu la -
t i on .

Lack  o f  pe rsona l  
connec t i ons

Ad jus t i ng  to  
o the rs .

Be ing  accep ted .

Avo i d i ng  i n t imate  
s i tuat i ons .

Scat te red  at ten -
t i on  and  l ack  o f  
focus .

Sexua l  p rom iscu i -
ty .

Avo i d i ng  o the rs

Thr i l l - seek ing

Ant i soc ia l  
behav iou rs .

Poo r ly  deve loped  
soc ia l  sk i l l s .

S tubbo rnness .

Resentment .

Avo i dance .
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B I N A R Y  C O R E  VA L U E S

T R U T H / L I E

L O V E / H AT E

G E N E R O S I T Y / S E L F I S H N E S S

H A R D  W O R K / L A Z I N E S S

L O YA LT Y / B E T R AYA L

L I F E / D E AT H

C O U R A G E / C O WA R D I C E

H O P E / D E S PA I R

M E A N I N G F U L N E S S / M E A N I N G L E S S N E S S

M AT U R I T Y / I N M AT U R I T Y

J U S T I C E / I N J U S T I C E

M O R A L I T Y / I N M O R A L I T Y

U N I T Y / B R E A K  U P

H O N E S T Y / D I S H O N E S T Y

G O O D / E V I L

S A C R E D / P R O P H A N E

B E A U T Y / U G LY N E S S

PA S S I V E / A G R E S S I V E

R E B E L L I O N / S U B M I S S I O N

L I B E R T Y / C O M P L I A N C E

C R E AT I V E  T H I N K I N G / R O T E  T H O U G H T

S U C C E S S / FA I L U R E

I N N O VAT I O N / I M I TAT I O N

E F F I C E N C Y / I N E F F I C E N C Y

R I S K / S A F E T Y

L E A D E R / F O L L O W E R
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T H E M E  /  C O R E  VA L U E S  M A P

T H E M E
H U M A N
D R I V E

C
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L
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M
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A
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CONTRARIETY

CONTRADICTION

CONTRARIETY

C
O
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L
E

M
E

N
T

A
R

Y
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D
E

S
IR

E
 A

X
IS

A C TA N T I A L  M O D E L

H E L P E R

S E N D E R

O P P O N E N T

R E C E I V E R

S U B J E C T

O B J E C T

WANT

BRAND PROBLEMAUDIENCE/
CUSTOMER

Magic (product)

Mentor (Service)
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E X P O S I T I O N

WA N T S N E E D S S O L U T I O N

A C T  I A C T  I I A C T  I I I

C A L L  T O  A C T I O N B R A N D

C O N F L I C T

S T O R Y  S T R U C T U R E
F O R  D I R E C T  R E S P O N S E
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