The We(e) Test

No, it's not what you're thinking. It's a test we do every time we put out content. And you should
too.

You see, your marketing messages shouldn't be all about you. They should be about your customer.
Too often we all fall into the “We’re so amazing, we've won this, we've done that, | won £10 in a
beauty contest, | had spaghetti for dinner” trap and forget that the important people here are our
customers. Don't worry, it's normal, it's in our DNA and there’s a simple solution...

Think about: What your customers want to read?

What do they want to see?

How can you put them at the centre of your messaging?

How can you make them feel special?

What can your product/service help them achieve?

It's actually quite easy to take what you've written and flip it...

You should have a ratio of at least 3x as many ‘you’ and ‘yours’ as ‘we, us, | and ours’.

When you take on board The We(e) test, you're Does gour‘

forced to write your copy from the customers

perspective — with their needs in mind and it'll Mariketing Need - —

make your writing a lot more compelling.

So, give it a go... Take a look at your latest email a we(e) TeSt?

campaign, your website or printed collateral and
make sure you're not all ‘we’ and try to be more

’
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And if you'd like some help coming up with a
topic to write about to send out to your audience
(and making sure it's all about them, not you),
then give us a call.

thebestof

Call pavid Ruddle on 01323 406060 if you would like to PR T—
discuss marketing your business with thebestof astbourne




