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Marketing Syntax - The Language of Marketing

Marketing has a language. The purpose of this language is to get attention, generate interest, arouse desire, and stimulate action.

But most of us don’t understand this language or even realize that it exists. I call this language Marketing Syntax and this is how it works: It’s simply a matter of putting your marketing communication in the right order. The correct order of your marketing ideas always gets better results than if the ideas are in the wrong order.

Here’s the Marketing Syntax that seems to work the best:

1. Target - Who are your ideal clients? 

2. Problem – What is your prospect’s issue or challenge? 

3. Outcome –What result or outcome would they prefer? 

4. Story (Proof) – Stories or case studies of moving from problem to outcome. 

By using Marketing Syntax, your marketing effectiveness will increase automatically. You now have a simple structure and system for attracting more clients to your business.

Correctly used, Marketing Syntax is what gets your prospect’s attention. It’s the language that makes sense out of your offering; it interests prospects in what you have, and makes them want to know more.

The best way to understand Marketing Syntax is through practicing a marketing conversation. On the following page you’ll be taken through the use of the “Audio Logo” and Ultimate Outcome. You’ll discover that although simple in theory, actually employing marketing syntax in practice can be quite challenging!

Your Marketing Message

Target Market - Ideal Client Who are your ideal clients for this service? Industry, position, needs, situation, etc. What’s the “personality profile” of an idea client?
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
Issues/Challenges What is your prospect’s issue or challenge? Why do your ideal clients need this service? What’s not working or could work better? What’s missing? What’s broken? What’s frustrating or what are they struggling with?
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
Ultimate Outcome What actual results will your clients be left with? What is the actual want? What ultimate result will make them happy?
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
Success Story Stories or case studies of moving from problem to outcome. Who else has used your service and what were the results? What’s an actual story of working with a client and moving them from where they were to your ultimate outcome?

_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
Marketing Syntax - The “Audio Logo”®
What do you say when someone asks you what you do? This is a great opportunity to use Your Core Marketing Message, utilizing Marketing Syntax. The combination of Target - Issue - Outcome - Story will typically get more attention and interest than talking about your process, benefits and features.

The formula is:
What do you do?
We work with _______________ (This Target Market ) _________________

Who ________________ (Have this Issue or Challenge) ________________

How do you do that?
We help them get _____________ (Ultimate Outcome) _________________

Tell me more
A good example is ______________ (Success Story) ___________________

Construct your own:
What do you do?
We work with __________________________________________________

Who _________________________________________________________

How do you do that?
We help them get ______________________________________________

Tell me more

A good example is ______________________________________________

_____________________________________________________________
_____________________________________________________________
________________________________________________________________________ 






� This handout is adapted from Robert Middleton's Marketing Plan Workbook, which can be found here: � HYPERLINK "http://www.actionplan.com" \t "_blank" ��www.actionplan.com�.
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