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HOW TO GET YOUR WHOLE

ORGANISATION ON MESSAGE WHEN
SELLING HIGH-VALUE SOLUTIONS
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GET YOUR WHOLE COMPANY ON THE SAME PAGE WITH CLEAR, CONCISE, AND CONSISTENT SALES
MESSAGING. THAT MEANS EXPLAINING HOW YOUR BUSINESS, SERVICES, AND SOLUTIONS SOLVE

YOUR CUSTOMERS' PAIN POINTS.

Many business-to-business (B2B) organisations
that sell technical, high-value products or services
to the defence and aerospace sector struggle to
communicate their value in a compelling way.
Instead, they talk about the features of their
product or solution without adding the essential
context that lets potential buyers understand why
a solution is the best one for them. Often, this is
because they haven't clearly defined their value
proposition. This can cause key government and
defence buyers to feel uncertain about three
things: what you're selling; what makes you
special; and how you can help them specifically.

Even when companies do understand the problem
they're solving and who they're solving it for, they
don't always communicate it effectively.

WHAT IS A MESSAGING FRAMEWORK?

Before they can feel comfortable considering
doing business with you, your prospects want
to know that you understand their challenges
and that your solutions are a good fit for them.
More importantly, in the defence and aerospace
industry, they need to be sure that you can de-
risk their purchasing decision. They have to feel
confident that they're making the right decisions
when they choose to work with you.

A messaging framework is the ideal tool to
communicate this to decision-makers effectively.

A messaging framework is the golden thread that connects your target audience and content
strategy, summarises your brand'’s unique value proposition, differentiates you from your
competitors, and outlines tailored messages for various scenarios, all in one concise document.

Think of it as the foundation of your messaging strategy, whether for a single product or service, or
even an entire brand. A messaging framework includes the key messages and value propositions
that form the backbone of your story and can be leveraged in various contexts to communicate
your brand’s strong messaging strategy effectively.

Let's take a closer look at how messaging frameworks create effective messaging for both brands

and products/services.




MESSAGING FOR BRANDS

A strong messaging framework provides clarity
and consistency for your messaging strategy. It
aligns your team with a single, unified message
that lets you articulate your brand value to your
target audience effectively.

This is important because a clear, concise
messaging framework will help you:

> uncover customer pain points to develop
more meaningful messaging that speaks to
your value propositions

» move away from product- and feature-
based messages, and instead align your
sales and marketing messages to attract
high-value leads

» offer proof points that shift deals from
price to value conversations, ultimately
increasing the quality of your leads

» address misinterpretations of your brand
and differentiate yourself from your
competitors

» ensure that everyone in your company
speaks the same language with clear,
concise, and consistent messaging across
all channels.

MESSAGING FOR PRODUCTS AND SERVICES

There's often a big disconnect between how
different teams within a company talk about
their products and solutions. However, by
focusing on the needs and objectives of their
clients, you can show your customers and
prospects just how you can provide a solution to
their pain points.

Developing a messaging framework for your
product or service identifies:

» how your service, product, or solution solves
a problem

» benefits to your customer

» why a customer should choose this product,
service, or solution over the competition.

Once this document is developed, sales
professionals and other team members can
use it to deliver a consistent and compelling
message across all their communications.




WHY YOU NEED TO GET YOUR MESSAGING RIGHT

Without a clear and concise messaging framework, If customers don't fully understand the value you
you will struggle to uncover customer pain points, offer, and how you map to their pain points, they will
compete with confusing product messages, and default to using price comparisons to differentiate
lose out on sales. When a few companies offer your company from competitors.

similar products or services, you must differentiate

yourself by highlighting the unique expertise and To overcome this and set your brand apart, you need
added value your team can provide to solve to answer these five questions confidently:

complex problems.

What products or What problems do What makes your business
services do you offer? you solve for your unique and different from
customers? competitors?
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Who is your target What benefits do customers gain
customer? from working with your business?

If you can’t answer all the above clearly, your audience won’t see the relevance of your
solutions within their operating environments, and they won't instantly recognise your brand'’s

authority and what you bring to the table.




HOW AN INTEGRATED MARKETING AGENCY
HELPS YOU SOLVE THIS PROBLEM

Developing a key messaging framework can be
challenging, especially for B2B organisations that
sell technical, high-value products and services.

If you're struggling to explain what makes your
business unique, and why customers should choose
you over the competition, consider getting some
help from a third-party specialist in B2B marketing
for the defence and aerospace sector.

A specialist team of marketing, public relations (PR),
content, and B2B sales experts can help you craft
messaging that:

» aligns sales, marketing, and operations
teams to help you sell technical solutions

» ensures consistency across all client
interactions with your teams

» is the foundation for value-based selling.

Through a comprehensive messaging framework
program, an integrated PR and marketing agency
can identify your business's value pillars, pinpoint
key customer paint points, and align your solutions
with those pain points.

This process will help your business create
messaging that clearly articulates your
differentiators, how you solve your customers'
problems, and the value you bring to your clients'’
businesses. It will also help you move you away
from a 'features and benefits' conversation and
towards a value-focused discussion.

IF YOUR MESSAGING IS UNCLEAR, INCONSISTENT,
OR DOESN'T RESONATE WITH YOUR TARGET AUDIENCE,
YOU RISK LOSING THEIR ATTENTION, TRUST, AND,

ULTIMATELY, THEIR BUSINESS.




CRAFT MESSAGING THAT WILL RESONATE
WITH KEY GOVERNMENT AND DEFENCE
STAKEHOLDERS

Sovereign works with you to develop
comprehensive brand messaging for your sales
and marketing teams.

As part of our key message development program,
we conduct a mixture of workshops and interviews
with key stakeholders to identify your value pillars
and customer challenges. Then, we provide a
detailed report that uncovers and captures the true
customer-facing value that your company offers,
and we help you translate that into market-facing
messages that teams can use for success.

The resulting messaging framework will help you
clearly explain your value proposition and connect
customer pain points with sales and marketing
activity for greater alignment.

For more information on how Sovereign’s key message development
program can help you develop an effective key messaging framework,

contact the team today.

GET IN TOUCH »
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