
The 5 Marketing Steps Every Entrepreneur must take to  
“Outsmart” not “Outspend” their competition



We are excited to share with you the

‘Ultimate Emotional Connections’  

Thank you for opting in to this extraordinary process… 
and get ready to UP-LEVEL your marketing game 
to create a powerful, differentiated and emotionally 
connected brand. A predictable lead sales funnel to 
grow business results is what we all want. This is the 
first crucial step in the Small Business Marketing 
Accelerator Program that will allow you to ‘set up’ your 
business in the right direction to give yourself the best 
chance of optimisation and success 

Checklist
This checklist and the process I teach in the accompanying video series, 
is the CONCENTRATE of everything I know that it takes to launch your 
new brand or re-ignite your existing brand into the market to help you 
‘outsmart’ not ‘outspend’ your competition by simply zigging when the 
others are zagging. When you get this piece right, you can literally scale 
your business 5 x without overspending on your marketing budget since 
you will become a brand of choice. When you become an emotionally 
connected brand you are literally changing the playing field within your 
industry. You are giving yourself leverage over your competitors since 
they might be advertising on price or product attributes (which you 
can still do), but now you are competing on a supercharged emotional 
brand perspective which allows you to outsmart those brands that are 
competing only on price or product. Unlock your real potential today so it 
rains down with leads tomorrow. 



Why does it work 
Everytime we consider a purchase of anything in any category we 
automatically and instantly visit our subconscious mind to ask 
ourselves how we feel about this category, this brand and what feelings 
we have in the folder of our personal CPU units in the back of our mind.

Emotional Connection 
personified = the creation of a 

“LOVEBOND”

I’m Simon Marmot, The Marketing 
Accelerator Coach from the Small 
Business Marketing Accelerator 
Program. For 25 years I have been 
working in Sales, Advertising, 
Marketing and mastering digital 
transformations for businesses 
globally. I was the Marketing 
Director of Mamamia, WHO & TIME 
Magazine, and the Founding Head 
of CUDO which was the fastest 

Australian start-up and business in 2011. Before that whilst at Saatchi 
& Saatchi in Sydney, Vietnam and across twelve European countries 
managing the Proctor & Gamble business, I was harnessing my craft as 
an ‘emotional connections’ specialist. 

LOVEBOND = Loyalty beyond reason = A customer in LOVE = Intimacy, 
Mystery, and Authenticity

3 
Trust

2 
Mystery

1 
Authenticity

Emotional Connections is something that I 
stand for in my business. It is about finding the 
connection between your customer and your 
brand and building a platform to fast track the 
purchase process to deliver sales fast.







What comes beyond brands?



To create the Brand Strategy that will help you 
pivot into your magical emotionally connected 
brand, here are the 5 key tools and insights for 
you to work through: 

 Create emotional connection

 Customer truth and what business  
are you really in?

 Map your white space  
- zig when the competitors zag

 Build your brand temple  
- and they will worship

 Create your own ‘lovebond’  
- future proof your business



1. Create an emotional connection
An Emotional Connection, simply put is an edge that brands like 
Apple and Nike have. All brands can create some kind of Emotional 
Connection even B2B businesses. It is therefore imperative that all 
brands need to work on that special feeling that ignites the customer 
into a personal preference to create a sense of belonging as the 
customer goes on the purchase decision making journey. 

This process is called the “LOVEBOND” and it is how brands connect 
with customers so they choose you each and every time, over and 
above your competitors. If you are an APPLE user, you will never ever 
buy another brand. When you have LOYALTY BEYOND REASON you 
have a CUSTOMER IN LOVE. When you have a Customer in Love you 
have successfully created an unfair competitive advantage called an 
‘Emotional Connection.’

Watch the video here

Questions you need to ask as part of this initial 
step in the process:
•  ‘What’ does your brand stand for, what is the ‘why’ you exist 

and ‘how’ do you deliver the outcome to your audience

•  What business are you really in

•  What are your key messages

•  How are you different to all other players in your space 
(emotionally and physically) and why should anyone care

•  What is your core essence and your single minded proposition 
that you can own and hang your hat on

https://player.vimeo.com/video/261668699/


Humans are powered by emotion

“We now know that emotion, 
intuition, long-term memories, 
and the unconscious make up 
85% of our motivations”

 - ANTONIO DAMASIO

Dornsife Professor of Neuroscience at the University of 
Southern California, USA

“The essential difference 
between emotion and reason 
is that emotion leads to 
action while reason leads to 
conclusions.”

 - DONALD CALNE

Former Director of the Neurodegenerative Disorders Center 
at the University of British Columbia, Canada



2. The customer truth and what business are 
you really in? 
Now that we know that purchase decisions are made using emotions, 
and it’s not just about price and product, we as marketers need to find 
out the real truth about why our customers will buy from us. Customers 
don’t purchase what you are selling based on price and product only. In 
fact they purchase based primarily on the brands story - the What, the 
Why and the How.

This then lends itself to ask the big question that not many businesses 
really get to;

What business are you really in?

Here is how we do it  

Interactive Exercise / Your Homework -  We segment the customers into 
groups based on how, what, when and why they will purchase from us:

And if we do this process correctly, typically we will uncover the ‘real 
truth’ of what is the actual problem we are solving for the customer and 
what is emotional about this purchase decision.

WHO

WHAT

WHEN

WHY

WHERE

Customer need states - the 5 Ws

Think about the fact that Apple is not just in business to sell computers 
or phones, they are actually in the “human communication and human 
connections” business.

So what business are you really in?  If you are not selling phones and 
computers what are you really selling.  What is the higher problem you 
are solving for your customers?

https://player.vimeo.com/video/263322049/


3. MAP YOUR WHITE SPACE  
- Zig when your competitors zag
Creating your whitespace literally means mapping out a circle around 
what you can own either physically or emotionally so you can stand for 
something against your competition and then go and own it in all your 
marketing and communications to build a real differentiated business.

Interactive Exercise / You Homework

Let’s map your white space and do this together now.

Step 1)  Draw an axis on a piece of paper or a white board or simply use 
this one below

Step 2)  Consider the axis of both the horizontal line and the vertical 
line. This step is the most crucial in the whole process because if we 
get this wrong we may as well not do the exercise at all. Think ill matter 
against your competitors that will allow you to help create your white 
space. Please think a little bit deeper than price or quality to really 
uncover what is driving the industry and what is the real emotion or 
truth that creates sales and loyal customers.

Step 3) Once you have drawn up your axis and carefully selected your 
attributes for each axis , now you can go ahead and map out where all the 
competitors are with an “X” and brand name against each X right across 
the category i.e. your direct and indirect competitors.

•  Hopefully you will notice there are several groupings in and around 
the place

•  Hopefully you will see a nice gap or break in between these groupings 
and that this space is owneable and realistic for you to either stand 
up for what you are already doing or pivot into this space to fill the 
gap in the market (now you know there is indeed a gap in the market)

Interactive Exercise / You Homework

Key Attribute

Key Attribute

Key AttributeKey Attribute

Watch the video here

https://player.vimeo.com/video/261663658/


 4. BUILD YOUR BRAND TEMPLE  
- And they will Worship!
The Brand Temple is another fantastic planning tool that used in 
conjunction with the other 4 tools in this checklist will fast track your 
business success and get you closer to creating the ‘raving fan base’ you 
have been searching for. A raving fan base in turn will future proof your 
business.

Questions you need to answer for your brand:
•  What are the feelings and words that describe your brand that 

you will talk about to your customers and your colleagues and 
something that you will hang your hat on for everything you 
stand for and everything you actually do.

•  What do customers think of you

•  What words and expressions do you want your customers to 
conjure up when they come in contact with your brand

•  How is your brand different to all other brands

•  What can you own



There are three parts to the temple so simply draw it out 
on a piece of paper or on a whiteboard or just use our 
blank Brand Temple below to fill in the blanks.

1. The Foundation - What you do as a business. What are the nuts and 
bolts of what you do, what you produce, what you are good at, how you 
make money and how you differentiate yourself in a sea of same same 
in regards to your competition

2. Pillars - emotional and physical elements of what we do and what we 
stand for. What are the key attributes of your offering that you can and 
should be proud of

3. Roof - What is the single minded ‘core essence’ of what you offer as a 
brand (i.e. the high end benefit of why customers in your sector buy 
from you or your competition).  What is the category attribute that you 
want to rise above the rest to own.  This could be physical, emotional or 
both simultaneously.

The test is then you use the brand temple as your compass and your 
filter. So before you push live a piece of content, an ad, a blog post, some 
design or anything at all you should firstly bench test it against the 
brand temple and if it supports these words and feelings then run with 
it. If it does not, then re-do the work until it fits into your brand boat. 

Watch the video here
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https://player.vimeo.com/video/263322220/


5. Tell your Brand Stories - “LOVEBONDS”  
Make them fall in love with you
Stories are the things that connect us as humans.  
We hear a story and we can instantly relate or not 
relate to it 
To create this love connection, one needs “Loyalty beyond Reason”

And to create loyalty beyond reason you need only these three elements:

How do we create authentic brand stories. We do this by bringing 
to life real stories at the heart of  your brand temple. There are 
typical ‘ways in’ to fast track this emotional connection with 
your customers, and it starts with real people telling the real 
stories, warts and all. Customers these days don’t want more 
‘corporate’ stories, they just don’t trust this content any more. 
People these days are really connecting with brands that are 
keeping it real and saying it like it is.

TIP: Don’t write or communicate via video or email using ‘corporate 
speak,’ our recommendation is to write or speak just like you would 
typically talking to someone in a cafe telling your real story. This 
will come out so much better than a business trying to be all prim 
and proper with no soul or emotion.

3 
Trust

2 
Mystery

1 
Authenticity

Interactive Exercise / Your Homework

Consider one or two of your best most loyal customers.  Give them a 

call and kindly ask them to do a testimony for you so can go ahead and 

shoot a short video on your smart phone, edit this and place it on your 

homepage of your website to create some ‘social proof’ and credibility.

Watch the video and get the tips

https://player.vimeo.com/video/263322652/


We hope you have nailed and mastered these marketing fundamentals 
so you can now move straight into creating results for your business. 

Thanks and see you on  
the other side!   

I am the Marketing Accelerator Coach. I coach business owners, 
entrepreneurs, managers, and marketing folks. I coach them to be 

marketing rock stars and help them master digital transformations 
across their business. I help them to create an ‘emotional connection’ to 
help them ‘outsmart’ not outspend their competition so they can scale 

their business fast. 



We are INVITING those of you who feel truly ready to accelerate 
their business using tried and tested tools to make it rain with 

leads quickly. Those who are ready to UP-LEVEL their brand to win 
the hearts and minds of their customers and to establish a potent 

formula with more clients, more sales and more authority.

1)  Create YOUR OWN powerful Brand using all or some of what we have shared 
here, THEN… 

2)  POST IT it on our Facebook Page here for real FEEDBACK so Simon can personally 
support you to go the next level of growth; fast! What was the biggest insight you 
learnt from this process? Remember to tag us in your post so we see it

3)  Work with Simon directly to help you put a rocket under your business and grow and 
scale your tribe, community and your customer base. Call Simon on 0404 451 335 
or email simon@marmot.com.au directly

Your Invitation

https://www.facebook.com/pg/The-Small-Business-Marketing-Accelerator-Program-208781466597844/posts/?ref=page_internal

