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Big Idea / Central Promise

Give patients one clear reason to care.

Unique Mechanism / Differentiator
Show what makes your approach different.

Proof of Concept
Show evidence that supports your message.

Offer Clarity

Make the offer easy to understand.

Pain Connection
Recognize the problem they want solved.

Future Self Vision
Help them picture the outcome they want.

Emotional Activation
Connect with what matters to them.

Simplicity of Message
Use words people understand quickly.

Lead With Contrast

Make the important difference clear.

Credibility Anchors

Give people reasons to trust you.
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Points of Marketing Clarity™

Build understanding. Earn trust. Make the next step clear.

Specificity

Use concrete details instead of vague claims.

Logical Pathway
Lead each idea into the next.

Risk Reversal
Address what makes people hesitate.

Urgency Drivers
Explain honest reasons to act now.

Call to Action Focus
Make the next step clear and easy.

Message-to-Market Match
Match your message to patient needs.

Story-Based Proof

Use real stories to support the message.

Repetition of Key Points
Reinforce the ideas people need to remember.

Structural Persuasion Layering
Arrange the page to support a decision.

marketingclarityarchitect.com


https://marketingclarityarchitect.com

