
TARGET GROUPS COMPETITORS

EXPERIENCE

TA.COM.E

• Core target
• Psicotype
• Purchase Model
• Consumer Model

*what makes you
different
Define personalised core 
value

• Direct
• Indirect
• Alternative
• New Trends

*Objections
Which ones

Of the product



PRODUCT
IDEA

SERVICE

Competitive 
Advantage

1

Call to 
actions

7

WOW 
effect

6

Promise

5

Reason to 
believe you

4

Satisfactor

3

Reason
why

2

No emotion
No motivation

Social proof
Proof of concept

Addressing pain point

I have to listen to 
you


