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BRANDING 
IS ABOUT 

THE 
CUSTOMER 

EXPERIENCE
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VISUAL BRANDING 

1. Do you have clear brand colors? What are they? 

2. Do you have clear brand fonts? What are they? 

3. Do you have a logo/symbol that represents your brand? 

4. Is everything that a client interacts with visually branded? 

5. Is your website branding clear? 
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SPECIALTY 

1. What does your business do best? 

2. What is your style specialty? 

3. What is your client specialty? 

4. What is your service specialty? 

5. Looking at the above questions, what is your specialty? 

6. Who are you targeting? 
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SPECIAL SAUCE 

1. How are you different? 

2. What is your Fascination Advantage? (www.howtofascinate.com) 

3. What are your signature strengths? (https://www.gallupstrengthscenter.com/) 

4. What are your character strengths? (http://www.viacharacter.org/) 

5. What do your friends and family say are your strengths?  

6. What patterns do you see? 

http://www.howtofascinate.com
https://www.gallupstrengthscenter.com/
http://www.viacharacter.org/
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SOCIAL PROOF 

1. Read this article: https://www.capellakincheloe.com/blog/
getting-testimonials 

2. Are you utilizing social proof? 

3. Where can you add more social proof? 

4. Write a list of people who can provide you with testimonials/
reviews. 

5. Craft your survey & send to at least three people to provide 
you with testimonials.   

https://www.capellakincheloe.com/blog/getting-testimonials
https://www.capellakincheloe.com/blog/getting-testimonials
https://www.capellakincheloe.com/blog/getting-testimonials
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EXECUTION 

1. Homepage: Do your clients know who you are? 

2. Homepage: Do your clients know what you do? 

3. Homepage: Do your clients know what problems you solve? 

4. Homepage: What are your clients pain points?   

5. Homepage: What is your call-to-action? 

6. SEO: Are you using SEO to your branding advantage? 

7. SEO: What keywords are relevant for your branding? 
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8. SEO: How can your SEO be improved? 

9. Desire: How are you driving desire? 

10. Desire: What are your top values? 

11. Desire: What are you really selling to clients? 

12. Service: What is your service brand? 

13. Are you actually executing that service or do your actions say 
otherwise?


