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Client Survey/Creative Brief

The following is a list of questions designed to define the overall goals of your brand. We believe information is power – the more you give us, the better work we can produce for you. Add any additional notes or comments at the end of this document that you feel are necessary.

BRAND MESSAGE:

What is the primary brand message you wish to convey to your audience?

What is the secondary messaging you wish to convey to your audience?

Who is your target audience? Is it different from your current customer profile? Please describe in detail.

How does your organization differentiate itself from competitors?

What are the key reasons customers choose your organization?

What brand messaging do you want to convey internally to employees, consultants and vendors?

BRAND PERCEPTION:

How do you want your customers to perceive your organization?

How do your customers currently perceive your organization?

SWOT: Strengths, Weaknesses, Opportunities and Threats

Strengths and Weaknesses are an internal assessment of your organization that will help determine your effectiveness and point of differentiation. Opportunities and Threats are external forces that will affect the success or failure of your organization.

Strengths: Define areas you excel in, such as your organization’s core competency.

What does your organization do well? (Please list all strengths)

How strong is your organization in the market?

Does your organization have a strategic direction?

Does your organization’s culture produce a positive work environment?



Weaknesses: Evaluate your liabilities.

What do you feel is your number one business problem? (Examples: need to change image, increase customers, promote company, etc.) 

What could be improved at your organization?

What should be avoided?

Do you have budget constraints?

Do you have any limitations that would benefit a competitor?

Opportunities: Analyze your customers and market attractiveness.

What opportunities is your organization facing?

What are the interesting trends? Is your organization positioned to take on those trends?

Is your organization entering new markets?

Is your organization advanced in technology?

Does your organization have strategic alliances?

Do you offer any product or services that are exclusive to your organization?

Threats: Check out what your competitors are doing and access other potential challenges.

What obstacles do you face?

What is your competition doing?

Are the required specifications for your products or services changing?

Is changing technology threatening your position?

What policies are local and federal lawmakers backing? Do they affect your industry?

Please list your competitors.

Please provide a list of URLs to their websites.

If possible please provide any printed material of your competitors.


VISUAL CONTENT:
Describe any visual elements or styles you feel that are important to your brand and should be utilized from your existing marketing materials or collateral.

Please include any imagery, copy or color stories you would like us to keep in mind when developing your new brand.

Please include any examples of other work that you would like us to consider when developing your brand. Including examples from out of your industry. (Examples: I really like the look of this GAP ad, Audi brochure, AT&T commercial, etc.)

ADMIN:

Who will be the primary contact for us at your organization?

Please list names, titles, email addresses and phone numbers if applicable.

What is your target launch date?

Are there additional keystone dates to keep in mind?

What are the factors surrounding this deadline?

What are you budget limitations? If you can be more specific as to how much money you have available to put towards certain aspects of the project? This way we can better plan our decisions to meet your goals efficiently.

Can this project be broken in a phased manner to help you meet your goals?

ADDITIONAL NOTES/COMMENTS
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