








Unless your advertising 
contains a big idea, 
it will pass like a ship  
in the night.

— David Ogilvy



1.  
When you make a 
choice, you change 
the future.

— Deepak Chopra
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“Positionering” 

“Promise” 

“USP” 

“Value proposit
ion” 

“Belofte” 

“Offer”



Be narrow. It’s much 
better to mean a great 
deal to a few people than 
next to nothing to a huge 
amount of people.

— David Hieatt  
Hiut Denim Co. & Do Lectures



2. 
Don’t sell the steak, 
sell the sizzle.

— Elmer Wheeler















Taxi bedrijf X







Mijn product doet 
[x] zodat jij kan [y]

x = feature, y = benefit

“What’s in it for me?”



— Sonia Simone

The copyblogger way.
Hoe Je Echte Beloftes Kan Vinden 

1. Maak een lijst van alle features van je product of service 

2. Vraag jezelf af waarom iedere feature er überhaupt is 

3. Neem die “waarom” en vraag “hoe” dit aansluit bij de 
wensen van je klanten 

4. Ga tot de kern van “what’s in it” voor je klant op een 
emotioneel niveau



3. 
Dramatize the 
ordinary.

— Bill Bernbach



Fruitjoy
Amstel

Hornbach
Mercedes-Benz

http://www.youtube.com/watch?v=Q81BWNyz5rs
http://www.youtube.com/watch?v=5D6gLXqxF7c
http://www.youtube.com/watch?v=hzSUV1JoYCk
http://www.youtube.com/watch?v=hepAzsjOh0g












Unless your advertising 
contains a big idea, 
it will pass like a ship  
in the night.

— David Ogilvy



www.linkedin.com/in/arjanvanwoensel


