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But here’s the thing: your customers don’t care about your story — 
not at first. They care about their own. They are the hero of the 
journey. You are just the guide.

And the sooner you understand that, the stronger your brand will 
become.

Think about it. When a client visits your website or flips through 
your brochure, they aren’t asking: “How amazing is this 
company?” They’re asking: “How does this company help me?”

That’s the brutal truth most businesses overlook.

You can have the slickest design, the sharpest copy, the longest 
list of credentials — but if your message doesn’t connect to the 
customer’s story, it’s ignored.

There’s a saying in marketing: 

People don’t buy drills, they buy holes. 
The drill is just the tool. 
What people want is the hole in the wall.
A hole to hang a picture from.
Customers buy outcomes, not products.

And that’s where most brands get it wrong.

Because here’s how people actually think:

• I have a challenge.
• I need a solution.
• Show me how you’ll make this easier, faster, better.

Your role? To show up as the trusted guide who knows the terrain 
and has the tools to help.

This is not about shrinking your brand. It’s about reframing it.

Your expertise matters. Your track record matters. But it only 
matters when it’s framed around the customer’s needs.
Take the construction company pitching for a major contract. If 
their tender document is page after page about their history, their 

fleet of vehicles, their o�ces — they have lost before they start.
 
The client only wants to know: 
Can you deliver this project safely, on time & on budget?

Or the manufacturer chasing international orders. Listing technical 
specs without context won’t land. Buyers want confidence that 
this supplier understands their problems and can simplify their 
world.

That shift — from hero to guide — changes everything.

• Your company’s website becomes less about features and 
 more about the outcome. 

• Your sales presentation becomes less about “look at us,” more 
 about “here’s how this helps you.”

• Your brand stops shouting its own story and starts amplifying 
 the customer’s.

And when you do that, something powerful happens. Customers 
see themselves in your brand. They feel understood. And people 
don’t buy the best product — they buy the product that gets them.

So here’s the challenge: look at your brand right now. Your 
website, your collateral, your campaigns. 
Who’s the hero of the story?
If it’s you, you’ve missed the point.

Because your brand is not the hero.
Your customer is.
You are the guide.

And guides who tell the story well? They don’t just win business.
They build loyalty, Trust & Ultimately Brands that last.

They make it all about themselves.
Their History. Their Experience. Their Awards. Their Capabilities.
In other words: me, me, me.

Your Brand
Is Not The Hero
The Mistakes Almost Every Business Makes...

This is not about your spotlight.
It’s about theirs.
Be bold. Be Rebellious.


