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TELOS commits

What is the most thorny problem that advertisers and agencies place at the centre of their
relations?
Often it is that of accomplishing a “unique” relationship focused on the perfect identity
nature of the client company or institution.
Indeed, how is it possible to produce relevant (and strategically well founded)
advertising without a knowledge of and a truly in-depth relationship with the “client
company”? And regarding the “strategic positioning of its brand”?

So as not to get caught up in the little masochistic game of assigning to the interlocutor
the blame for a possible (and, so it seems, frequent) lack of knowledge, it is better to get

our commercial relationship off to a good start.

A 10-point questionnaire guide is presented to you here, so that – for example – you can
arrive at an in-depth briefing.
Often in our profession there is no lack of agencies – even famous ones among the most
widely recognised – that disassociate themselves from the fact that brand development is
already seriously compromised in their introductory briefing and debriefing.
A large share of the profession even thinks that brand construction is the specific and exclusive
work of the client!
In this way, the accusation against clients who are judged as "incapable of intelligently and
intelligibly describing” their brand is very common behind the scenes in

advertising... TELOS, on the other hand, assigns itself the task of investing in and
assisting the client so that they can enucleate their brands and build (transform) them.

They will thus have a unique identity compared with their competitors and will also be
subject to good communication.

Please therefore use this guideline checklist to start to put together, or complete,
your briefing.

Thank you.

The TELOS management
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Diagram showing the path

from the first contact with Telos

up to the completion of the project
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A good diagnosis always begins with the active cooperation of the patient vis-à-vis their
expert, the general practitioner (in a manner of speaking).
So as to identify and construct the distinctive character of the brand and,
above all, with a view to laying the foundation for an articulate communication
centred on sales, the agency must obtain a highly in-depth briefing and
debriefing for its recommendations.

These can only be realistic and creative on condition that there is a relationship without
mistrust, objections and obstacles, and which is founded at the start of the commercial
relationship.

In short, everything must contribute to commencement on putting together a high quality
complete briefing. Here are the 10 prior and essential points in a presentation for a
modern company or institution.

1. The client company or institution

Description of history, shareholders, management and decision-making structures, the
current and past genetic code of its corporate culture and its institutional purpose.
Presentation of the self-portrait of the client and the definition of the object at the
base of the process which justified the action of entering into a possible partnership
with TELOS.

2. Brands, products and current (and future) services in play Their
creation and lifetime notably vis-à-vis the technologies and expertise that generated
them. Description of current obsoleteness, use in the various market segments, prices
and their competitiveness in use. Presentation of the general objectives of envisagable
commercial trends and hypotheses. Existing market studies and comparisons, market
shares, deviation analysis.

3. Current demand markets (B2B)

Description of sales history (possibly to include figures), bordering and substitution
markets, and foreign markets to be entered. Structures (and possible statistics) for past
and future distribution. Possibilities to influence the demand market with new offers,
new products-services and product offers integrated into other products or services.

4. Consumption (B2C)

Presentation of buyers and their motivations, developments underway, possible forecasts,
buying behaviours, loyalty behaviours, recognition levels for the brand in question and
possible extensions of past uses. Distribution and retail networks. Possibilities for
modification of uses and users, possibilities for markets abroad and even on other
continents.
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5. Competition with regard to the market

Description by segment of the positionings of competitors both on the national and
international market. Presentation of direct and indirect competitors with their
differentiations, specificities, developments in progress and positionings. Scanning of their
advertising and offers. Analysis of their sales price policies.

6. Elements of positioning and repositioning on the markets

Strategic analysis of the markets, assessment of crisis effects, repositioning of the close
competition. Description of developments underway in the economically advanced
supply markets abroad. New professional expertise beginning to assert itself in the sector.
Hypotheses for the repositioning of activities or products.

7. Strategic lines for products and services

Originality in identity and the product or service concept. Differentiation vis-à-vis the
competition. Differentiation in design and productions, divergence in commercial
positionings. Development vis-à-vis the demand markets and the key concepts to be
developed or quietly played on. New products or services to replace the current or future
competition.

8. Commercial and environmental structures (above all in the short and medium term)

Distributors, retail, Internet/e-Business, B2B, B2C, new channels, POS, merchandising,
direct promotion and websites used (and to be considered). Internal and external
sales forces, salespeople (agent agencies) and franchising (master franchising). Network of
marginal sales, prescribers, professional environment, world of human training and stockholders
(opinion makers).

9. Communication means and formats

Logotypes, websites, Web 2.0, Intranet/Extranet, e-Commerce, forums, blogs, printing,
booklets, leaflets, presentations, corporate newsletters, house organs, trade fairs,
workshops, special offers, films, spots, press advertisements, radio advertisements,
advertisements in the specialist press, posters, incentives, competitions and bonuses,
couponing, samples, free gifts, sponsoring, recordings, events, press conferences,
animations, corporate advertising, public relations, direct marketing, marketing mix.

10. Sales (SWOT)

Sales analysis based on Strengths, Weaknesses, Opportunities and Threats. Also an analysis
of past programmes and productions, deviations, ratios with advertising investment and
special offers produced.

NB: Naturally this standard checklist is in no way intended to be exhaustive. Moreover,
the client (advertiser) could even do without it. Often mastery of one’s company or institution,
brands and product services does not necessitate any memos for the detailing of a briefing for the
marketing and advertising agency.
What is more, TELOS recommendations are always subject to an in-depth briefing before
arriving at a mutual final validation.
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