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The Five Drivers of 

Customer Brand Insistence 
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Going Beyond Loyalty 
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Awareness 





+ 

Relevant Differentiation 









+ 

Value 





+ 

Accessibility 



+ Coca-Cola 



+ 

Emotional Connection 



http://www.youtube.com/user/patagoniavideo




+ 
Brand Benefits in Decreasing Order 

of Effectiveness 

 Shared values 

 Self-expressive benefits  

 Emotional benefits 

 Experiential benefits 

 Functional benefits 

 



+ 
The Most Powerful Sources of 

Brand Differentiation 

 Values alignment 

 Brand as a badge – self-expression 

 Noticeably superior product purchase/usage experience 

 Superior customer expertise – anticipating and 
proactively meeting needs 

 One-stop shopping – superiorly bundled 
products/services 

 Best overall value 
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Values Alignment 
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Brand As A Badge 
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Superior Experience 
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Superior Customer Expertise 



+ 
Superior Customer Expertise 

 Customer intimacy 

 Co-creation of the brand with your customers 

 Living the brand with your customers 

 Anticipating your customer’s needs 

 Growing by offering an increasing number of highly valued new 

products and services to your customers 
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One-stop Shopping 
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Best Overall Value 
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Creating Customer Loyalty 



+ 
The Sources of Real Brand Loyalty 

 Shared values 

 Consistency - no surprises, always meet or exceed customer 

expectations 

 Appeal to the heart 

 People want to be treated with dignity and respect 

 Constantly strive to achieve legendary customer service 

 Relationships are reciprocal 

 Customer loyalty starts with employee loyalty 

 



+ 
The Most Important Brand Loyalty 

Measures 

 The brand has never disappointed me. 

 Given all of my experiences with the brand, if I could go back to 

my original purchase decision, I would choose this brand again. 

 I would recommend this brand to a friend or colleague. 
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Beef Industry Concerns 



+ 
Factors Influencing Beef Purchasing 

Decisions 



+ 
Beef Industry Concerns 

 Human health concerns 

 Food safety 

 Antibiotics, hormones, pesticides, GMO foods, implants, feed 
additives 

 E. coli, salmonella 

 Mad cow disease (bovine spongiform encephalopathy or BSE) 

 Contributions to greenhouse gases and global climate change 

 Animal welfare 

 Branding, castration, dehorning, cannulation 

 Digestive pain 

 Freezing 

 Transportation and slaughter issues 



+ 
US Beef Export Concerns 

 Beef fat content (grain-fed cattle) 

 Growth hormones/promoters 

 Estradiol, progesterone and testosterone 

 Ractopamine 

 BSE (Mad Cow Disease) 





+ 
Methods for Addressing Issues 

 Listen to and try to understand concerns 

 Create a productive, ongoing dialog 

 Address issues 

 Co-create solutions 

 Aggressively communicate the handling of these issues from 

the industry’s perspective 











+ 

Focus on the Positives 



+ 
Flavor 





+ 
Nutrition 

Also: 

Creatine 

Carnosine 

Omega-3 (DHA, EPA) 

 



+ 
Emotional End Benefits 

 Entertaining family and friends, socializing with family and 

friends 

 The joy of grilling outdoors 

 Successful, tasty meal 

 Satisfying meal 

 Supporting local farmers 

 

 





+ 
Linking Beef to Other Things 

Beef 

The 

West 

Ranchers 

Grilling 

Family 

Gusto 

Indepen-

dence 

Flavor Macho 

Hearty 

Friends 

Satis-

fying 

Primal 

Instincts 

Feeling 

Alive 

Craving 
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Sometimes Sex Sells 
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Emotional Appeal 
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Humorous Approach 
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Humorous Approach 
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Reassuring Consumers 
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Branding Commodities 



+ Differentiating Commodities 

 Superior product or service consistency (quality 
control) 

 Ability to customize the product or service to a 
customer’s specific needs 

 Superior responsiveness (order fulfillment, technical 
support, customer service) 

 Unique bundling/unbundling of products/services 

 Superior range of products and services 

 Value chain integration 
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+ Differentiating Commodities 

 Identify your most important/profitable customers 
 Conduct conjoint analysis to determine what they value the most 

 Tailor your products and services to meet their specific needs 

 Ingredient branding 

 Unique packaging 

 Unique distribution 

 Establish the‘brand as a badge’ 

 Create a superior purchase/usage experience 

 When all else fails, superior creative in marketing 
communication can be the answer 
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Questions? 



+ 

Thank you! 



+ Please Visit Us At… 

(BrandingStrategyInsider.com) 



Brand Aid 

“One of the best 
brand education and 
reference tools I have 
ever come across.” 
Manager, Marketing Strategy & 
Branding 

“One of the most 
comprehensive books 
ever written on the 
subject.” Senior Vice 
President, Marketing & Sales 



+ 
Brand Aid, second edition 

 

 

To be published December 2014 

 

Can be pre-ordered on Amazon.com 

 


