
THE  
QUICK 
STORY 
STARTER 
Discover what’s important to your 
brand’s story. 



Are your Ready? 

LET’S GO!  
This series of questions 
are designed to help you 
identify and understand 
why your company is 
unique and how it offers 
value to your clients?  

Be encouraged to write 
anything that may be 
useful to help you refine 
your brand's story.

Why did you start your business doing what you do? 

Who is your business targeted at? 



How does your company bridge the gap 
between your clients problem and your 
promise?  
described your process.  

How would you describe the problems you 
are solving? 

In one sentence, “what” and “how” are 
you promising to solve this problem for 
your client? 



What do your clients think is the most 
valuable part of your service?  
I.e What are the common responses from your clients after they 
have engaged with your service? 

What would you like your clients to do 
immediately after watching the video?  
I.E. Book a consultation or buy a product. 

Are there any key components of your 
service which is unique and should be 
highlighted within your message? 

Where do you think the most value comes 
from within your service or product? 



All done 

WHAT NOW? 
These questions have hopefully have helped you 
discover the essentials of what you are trying to 
communicate with your audience. 

With the answers you have written above, try arranging 
them into a script that conveys your brand’s message 
from the most important information to the call to action. 

Remember, you can always partner with Joos 
Productions to refine your message and create your 
content. 

Good luck!



About Us 

At Joos Productions, it's 
our purpose to create 
effective and efficient 
media. We believe in 
partnering with brands 
to creatively hero and tell 
their story. We hope that 
your brand is next. 

www.joosproductions.com
info@joosproductions.com
Joos Productions
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