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COURSE 
DESCRIPTION 

This module will provide the keys to  

creating and developing your own brand,  

and the mechanisms for its development  

and optimum positioning in the market. 

 
It  will   also   provide   an   approach   to 

creative thinking, digital marketing  

techniques, creative problem solving and  

gamification. 

This will help us to overcome any 

obst
a 

cle
s 

that may arise during the 

creation of our project and we will know  

how to better focus our product, our  

potential customer and how to  reach  

them in the most effective way. 
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1 , BRA ND CRE A TION A ND DE V E LOPME NT 

The c rea t i on  a nd  d e v e l o p m e n t  of a b r a n d  is a p roce ss  tha t   

requ i re s  t ime ,  e f for t  a nd  ca re fu l  p l ann i ng ,  b e i n g  a v i ta l  p roce ss   

in  t he  c rea t i on  of a bus iness .  De f i n i ng  t he  b ra n d  persona l i ty,   

c o r po ra t e  image ,  logo,  or soc i a l  m e d i a  me s s a g i ng  m u s t  be   

a dd re s s ed  w h e n  s t a r t i ng  a bus iness .  

 
A b ra n d  goes  far b e yo n d  v i sua l  a spec t s  s u ch  as t he  logo,  i t  is  

h o w  a  bu s i nes s  is  pe rce i ved ,  w ha t  it  means ,  h o w  it  works .  That   

is why  th i s  p o i n t  is very i m p o r t a n t  if  you wa n t   to  be   

success fu l .  

 
To create,  t h en  de ve l op  a succe s s fu l  b r a n d  cor rec t ly,  t he   

f o l l ow i ng  a spec t s  m u s t  be  t a ken  i n t o  a ccoun t :  



Define your  

purpose and values 

 
B e fo re yo u st a r t t o  

d e ve l o p  your  b r a n d  

Identify your target 

audience.  

W h o a re yo u r i d e a l  

c u st o m e rs,  t h e i r 

need s  a n d  wan t s  

Create a brand  

identity  

e l e m e n t s su c h 

It i s m ad e u p o f 

as 

the  logo,  co lours ,   

t y pog raphy  a nd   

b r a n d  vo i ce  



Develop a  

com m unicat ion 

strategy  

This  s t ra tegy  n eed s   

to be  c l ea r  a nd   

c o n si st e n t a n d  

s ho u l d  re f l ec t  your   

b r a n d  i den t i t y  

Creatie an  

exceptional  brand  

experienca  

 
By t a k i n g  ca re  in  

c o m m u n i c a t i n g  

w i t h  c u s t o me r s  a n d  

the  way p r o d u c t s  or  

se rvi c e s a re  

de l i ve red  

Make  

ad junstem ents 

A s t h e b ra n d g ro w s 

evolves,  a n d  

m o n i t o r  h o w  it  is  

pe r c e i ved  in  t he   

m a r ke t  



2 . COMMUNICATION 
SKILLS 

 

E f fec t i ve   

essen t i a l   

p e rsu ad e 

t o su c c e ssfu l sa l e s. Th i s 

c o m m u n i c a t i o n  is  

to  se l l  p r o d u c t s  a n d   

c u s t omers .  It is key 

may  

is se e m  o b vi o u s,  

i m p o s s i b l e  to 

b u t i t  

c l o se  a sa l e 

w i t ho u t  p r e s en t i n g   t he   va lue   

of t he  p r o d u c t  to t he  p rospec t ,   

d o i n g  so by u n d e r s t a n d i n g  t he  

c u s t ome r '  s p r o b l e m s  a n d   

p ro po s i n g  a s t ra tegy  to r e m e d y   

t hem.  

He re  are s o m e  c o m m u n i c a t i o n   

sk i l l s  t ha t  c a n  h e l p  se l l   

p r o d u c t s  effect ive ly :  



A c tive  l isten in g 

A c t i ve  l i s t e n i n g  i s  t h e  a b i l i t y  t o p ay a t t e n t i o n t o 

c u s t o m e r  is say ing,  u n d e r s t a n d  w h a t t h e  

r e s p o n d  

c u st o m e rs 

e ffe c t i ve l y. L i st e n  c a re fu l l y t o  

a n d  ask que s t i on s  to  l ea rn  m o r e  

i t  a n d  

yo u r 

a b o u t  

t he i r  n e eds  a n d  wants .  

 
Speak the customer'  s language  

Use  c u s t ome r -  f r i end l y  l a ngua ge  tha t  is easy to  

unde r s t and .  Use  wo rds  a n d  ph rases  tha t  c u s t o me r s   

c an  re la te  to in  t he i r  da i l y  l ives. 

H e l p  c u st o m e rs 

c a n so l ve t h e i r 

Communicate  the benefits  

Fo c u s o n t h e b e n e f i t s yo u o ffe r.  

u n d e r s t a n d  h o w  t he  p r o d u c t  

p r o b l e m s  or i m p r o ve  the i r  l ives. 



Passion and enthusiasm  

S h o w  e n t h u s i a s m  a n d  p a ss i o n fo r t h e p ro d u c t . 

C u st o m e rs a re a t t ra c t e d t o p e o p l e w h o a re  

pas s i ona t e  a b o u t  w h a t  they  do. 

Be clear and concise  

Use  s i m p l e  a n d  c lea r  l a ngu age  to c o m m u n i c a t e  t he   

bene f i t s  of t he  p roduc t .  B e  c o n c i s e a nd avo i d  u s i ng   

t e c h n i c a l  j a rgon  or c o m p l i c a t e d  words .  

a l l so l u t i o n ,  

t h e  sp e c i f i c 

Offer customised  solutions  

R a t h e r   t h an   o ffe r i n g   a   o n e -   s i z e - f i t s-  

offer  c u s t o m i s e d  so l u t i on s  t ha t  m e e t   

n e ed s  a n d  wan t s  of e a ch  cu s t ome r.  



3. IMPORTANCE OF 
POSITIONING 

In an i n c rea s i ng l y  c o m p e t i t i v e  marke t ,   

p o s i t i o n i n g  he l p s  to  d i f f e ren t i a t e  the  bus ine s s   

f r om  t he  c om p e t i t i o n .  W h e n  a c l ea r  m a r ke t   

p o s i t i on  is d e t e r m i n e d ,  po t en t i a l  c u s t o me r s   

have  an eas ier  t i m e  i den t i f y i ng  w ha t  p r o d u c t s   

t he  bu s i ne ss  offers  a nd  w ha t  m a ke s  i t  d i f f e ren t   

f r om  t he  rest, m a k i n g  i t  m o r e  a t t rac t i ve .  



h a s b e e n so l i d l y 

b u si n e ss  

t o a 

b e c o m e s  

sp e c i f i c 

O n c e p o si t i o n in g  

es t ab l i s hed ,  t he   

m o r e   a t t ra c t i ve   

aud i en ce ,  w h i c h  i n t u rn c an h e l p  

a t t ra c t  m o r e  po t en t i a l  c u s t omer s .  

Po s i t i o n i n g  c an  a l so  a d d  ext ra  va lue  

to t he  p r o d u c t s  a n d  serv i ces  

b u si n e ss. B y e st a b l i sh i n g a 

a n d  cons i s t en t  b r a n d  

c u st o m e rs m ay b e w i l l i n g 

of t he   

s t rong   

im ag e ,  

to  pay 

m o r e  for t he  bus i ness '  p r o d u c t s  a n d   

services.  

B y h avi n g a c l e a r p ro s i t i o n i n t h e  

m ark e t , o p p o rt u n i t i e s t o e xp an d  o r 

d ivers i fy  c a n  be  c l ea r l y  i den t i f i ed .  By 

k n o w i n g   

a u d i e n c e , 

t h i s t a rg e t  

c a n  a d ap t 

a n d o ffe r 

t he  need s  of  

t he  bu s i ne ss   

n e w  p r o d u c t s  or serv i ces  

t ha t  m e e t  t ho se  needs .  

In o t h e r w o rd s, p o s i t i o n in g h e l p s t o 

d i f f e ren t i a t e  f r om  t he  c om pe t i t i o n ,   

a t t ra c t  n e w  po t en t i a l  cu s tomer s ,  a d d   

va lue  to p r o d u c t s  a n d  serv i ces  a n d  

i d e n t i fy o p p o rt u n i t i e s fo r b u si n e ss  

g r o w t h  a n d  d i ve r s i f i ca t i on .  



4. CREATIVE PROBLEM SOLVING 

Crea t i ve  p r o b l e m  so l v i ng  is a p roce ss  d e ve l o p e d  to f i n d   

i nnova t i ve  s o l u t i on s  to p r o b l e m s  and  cha l l enges .  Ra the r  t h an   

s imp l y  a pp l y i n g  c o nven t i o na l  so lu t i ons ,  c rea t i ve  p r o b l e m   

so l v ing  invo l ves  t he  use  of t e c h n i q u e s  a nd  too l s  to s t i mu l a t e   

c rea t i ve  t h i n k i n g  a n d  gene ra t e  u n i q u e  ideas .  

BRAIN STORMING  

In vo l ve s g e n e ra t i n g a s m an y 

w i t h o u t  i deas  as poss ib l e ,  

ju d g in g t h e i r fe a s i b i l i t y a t 

t he  t ime .  The i deas  are t h en  

a n d  e va l u a t e d  t o  

w h i c h a re 

re v i ewed   

d e t e rm in e  

feas ib le .  

MIND MAPPING  

U se d t o v i su a l i se  

a n d   gene ra t e  

p ro b l e m s  

i d e a s fo r 

t h e m . Th e y  i n vo l ve  

a v i su a l d i a g ram  

so l v i ng   

c re a t i n g  

sh o w in g i d e a s re l a t e d t o a 

c e n t ra l t h e m e . 



ROOT CAUSE ANALYSIS  

 
Ident i f i e s  t he  unde r l y i n g   

c au se   o f   a   p ro b l em . It   d o e s  

no t  t rea t  t he  s ymp t oms ,  bu t   

i den t i f i e s  a nd  add res ses  the   

cause  of t he  p r o b l e m  in  o rde r   

to  p reven t  it. 

LATERAL  THINKING 

Is a p roce ss  of a p p r o a c h i n g  a  

p r o b l e m  f rom  a d i f f e ren t   

pe r spec t i ve .  Ra the r  t h an  

s imp l y  a p p l y i n g  c o nve n t i o na l  

l a t e ra l t h i n k i n g  

l o o k i n g  fo r 

so l u t i o n s,  

i nvo l ves  

i n n o va t i ve a n d o u t - o f- t h e - 

box  so lu t i ons .  

P RO TO TYP ING 

P r o t o t y p i n g  invo l ves  c r e a t i ng  

a n e a r l y ve rs i o n of a 

to a 

h e l p  t o 

p o t e n t i a l s o l u t i o n   

p ro b l e m . Th i s c a n  

q u i c k l y a sse ss  t h e fe a s i b i l i t y 

o f t h e so l u t i o n a n d m ak e 

a d j u s t men t s  be fo re  i nve s t i ng   

t i m e  a n d  re sou rces i n  a  

c o m p l e t e s o l u t i o n .  



D ig i t a l m a rk e t i n g h a s t ra n sfo rm ed t h e 

w ay c o m p an ie s i n t e ra c t w i t h c u st o m e rs 

a n d h o w p ro d u c t s p ro m o t e d .  

m a rk e t i n g Th ro u g h t h e u se o f  

tools,  c o m p a n i e s  

are  

d i g i t a l   

r e a ch  a  g l o b a l  

d i g i t a l a u d i e n c e .  

p l a t fo rm s 

The use  of n e w  

su c h a s so c i a l m e d i a a n d 

sea rch  e n g i n e s a l l o w  c o m p a n i e s  to r ea ch   

po t en t i a l  c u s t omers .  

5. DIGITAL  
MA RKETING 

D ig i t a l  m a r k e t i n g  is o f t en   

l e ss e xp e n si ve t h an 

m a rk e t i n g  

su c h a s 

t ra d i t i o n a l  

s t ra teg ies   

te lev i s ion ,  

rad i o  or p r i n t  adve r t i s i ng .  

Th i s t yp e o f m a rk e t i n g  

offers   a 

o p t i o n s  

w id e va r i e t yo f  

t o  su i t 

c o m p an ie s ' b u d g e t s, fro m  

p a i d  s o c i a l m e d i a  ads  

to ema i l .  



It a l so  a l l ows  c o m p a n i e s  to  s e g m e n t  the i r  a u d i e n c e  ba s ed  on   

spec i f i c  c r i te r ia ,  s u c h  as g e o g ra p h i c  l oca t i on ,  i n te res t s  a n d  on l i n e   

behav iou r.  This  m e a n s  t ha t  c o m p a n i e s  c an  reach  a m o r e  t a rge t ed   

aud i en ce ,  w h i c h  i nc reases  the  e f fec t i veness  of m a r ke t i n g   

c ampa i gn s .  

 
The use  of d i g i t a l  m a r ke t i n g  too l s  a l l ows  t he  p e r f o r m a n c e  of an 

adve r t i s i ng   

a d ju st t h e i r 

c am p a ig n t o b e  m e a su re d , e n ab l i n g c o m p an ie s t o  

a p p ro a c h  a n d im p ro ve t h e e ffe c t i ve n e ss o f t h e i r 

c ampa i gn s .  

 
It a l so  p rov i de s  an op po r t u n i t y  to e s t ab l i s h  a m o r e  pe r s ona l i s ed   

r e l a t i o n sh i p  w i t h  cu s t omer s .  Bu s i nes ses  c an  i n t e rac t  w i t h  the i r   

c u st o m e rs  t h ro u g h  so c i a l  m e d ia  a n d  o t h e r  o n l i n e  c h an n e l s, w h i c h  

c a n  i m p r o ve  c u s t o m e r  s a t i s fa c t i on  a nd  fos ter  loya l ty.  



6. DESIGN THINKING 

Des i gn  Th i n k i n g  is a p roce s s   for  so l v ing   

p r o b l e m s  by p r i o r i t i s i ng  c o n s u m e r  need s  above   

a l l  else. It is b a s ed  on  observ ing,  w i t h  empa thy,   

h o w  p e o p l e  i n t e rac t  in  the i r  e n v i r o n me n t s  a nd   

us ing  an i n t e rac t i ve  a n d  p ra c t i c a l  a p p r o a c h  to  

c rea te  i nnova t i ve  so lu t i ons .  

 
Th e   D e si g n   Th in k in g   p ro c e ss   c o n si st s   o f   f i ve  

stages: 

EMPATHY  

 
In th i s  stage,  de s i gne r s  focus  on  u n d e r s t a n d i n g   

users  a n d  the i r  needs .  In terv iews,  obse r va t i on s   

a nd  o the r  ac t i v i t i e s  are c o n d u c t e d  to ga the r   

i n f o r ma t i o n  a bo u t  users  a n d  the i r  expe r i ences .  



D E F INITIO N 

De s i gne r s  use  t he  i n f o rma t i o n   

g a t h e re d  in  t he  E m p a t h y  s tage   

to de f i ne  t he  p r o b l e m  they  are 

t ry i n g t o so l ve . Th i s i n c l u d e s  

i d e n t i fy in g  t h e  n e e d s a n d 

wan t s  of e n d  users.  

ID E A TIO N 

U se d t o g e n e ra t e a w id e 

var ie tyof   

p ro b l e m . 

i d e a s  t o so l ve t h e  

Th e g e n e ra t i o n  o f 

i n nova t i ve i dea s  is e n c o u r a g e d   

a nd  quan t i t y  of i deas  is va l ued   

over  qua l i ty.  

TE STING 

 
In t h i s  

t e s t ed  

st a g e ,  p ro t o t yp e s a re  

w i t h e n d u se rs  t o 

e va l u a t e t h e i r e f fe c t i veness  

a n d g a t h e r fe e d b a c k . Th i s 

fe e d b a c k i s u se d t o im p ro ve  

a n d  re f ine  t he  des ign .  

P RO TO TYP ING 

De s i gne r s  c rea t e  p ro t o t ype s  of 

t h e so l u t i o n s  

p rev i ous  

d e vi se d i n t h e  

st a g e .  Th e se 

p ro t o t yp e s c an b e s im p l e o r  

c omp l e x ,  d e p e n d i n g  on  t he   

c o m p l e x i t y  of t he  p r o b l e m  



i t e ra t i ve  m e t h odo l o g y,   

s tages  c an  be  r e pea t ed   

sa t i s fac to ry  s o l u t i on  is 

D e si g n  Th in k i n g i s  a n  

w h i c h  m e a n s  t ha t  t he   

severa l    t ime s   un t i l   a  

a ch i eved .  

The m e t h o d o l o g y  c an  be  a p p l i e d  to a  w i d e   

var iety  of p rob l ems ,  f r om  p r o d u c t  de s i gn  to t he   

c rea t i on  of bu s i nes s  s t ra teg ies .  

 
Un l i k e  t r ad i t i o na l  p r o b l e m  so lv ing,  w h i c h  is a  

l i nea r  p roce sso f  i den t i f y i ng  a p r o b l e m  a n d  t h en   

gene ra t i n g  so lu t i on s  a n d  b ra i n s t o rm ing ,  d e s i gn   

t h i n k i n g  on ly  works  i f i t  is i terat i ve .  It is no t  just  a  

m e a n s  to  arr ive  at  a s i ng l e  so lu t i on ,  i t  is m o r e  a  

way to c on t i n ua l l y  evo l ve  your  t h i n k i n g a n d   

r e s p o n d  to c o n s u m e r  n eed s  



Gamification is a technique increasingly used in marketing as it  

can help companies increase consumer engagement, build  

brand loyaltyand improve the customer experience. 

 
Rewards programmes are a popular form of gamification in  

marketing. Companies can offer points, discounts or gifts for  

performingcertain actions, such as making a purchase or  

referring friends. These programmes can be very effective in  

buildingcustomer loyalty and increasing sales. 

7. GAMIFICATION 



C o m p a n i e s  c an  c rea te  g am e s  on l i n e  or  on  m o b i l e  dev i ce s  tha t  are   

fun  a nd  en t e r t a i n i ng  for con sume r s ,  bu t  a l so  p r o m o t e  the i r  b ra n d  or  

p roduc t s .  G am e s  c an  i n c l u d e  c h a l l e nge s  a n d  rewards ,  a nd  c an  be  an  

e f fec t i ve  way  to i n c rea se  c o n s u m e r  e n g a g e m e n t  a nd  gene ra t e   

e x c i t e m e n t  a r o u n d  t he  b rand .  

 
Con te s t s  a n d  sweeps t a ke s  are a no th e r  po p u l a r  f o rm  of  g a m i f i c a t i o n   

in  ma rke t i ng .  C o m p a n i e s  c an  offer  p r i ze s  for e n t e r i n g  a c on t e s t  or  

sweeps takes ,  or for t a k i n g  c e r t a i n  ac t i ons ,  s u ch  as sha r i ng  a po s t  on   

soc i a l  med i a .  These  a c t i v i t i e s can  h e l p  i n c rease  c o n s u m e r   

e n g a g e m e n t  a nd  gene ra t e  i n t e ra c t i o n  a r ou nd  t he  b rand .  

 
Ga m i f i c a t i o n  c an  be  an e f fec t i ve  t oo l  for m a r ke t i n g  by m a k i n g   

i n t e ra c t i on s  w i t h  c o n s u me r s  m o r e  e ng a g i n g  a nd  en te r t a i n i ng .  In  

add i t i on ,  g am i f i c a t i o n  c an  h e l p  c o m p a n i e s  i n c rea se  c o n s u m e r   

e n g a ge me n t ,  foster  l oya l ty  a n d  i m p ro ve  t he  c u s t o m e r  e xpe r i e n c e  
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