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Instructions
· Section 2: Keep updated to ensure messages are up to date and owners are known
· Section 3: Roof message – the starting point for any high level external communication
· Sections 4-6: Pillar messages – the roof message broken down into pillars with more details per pillar
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Roof message
	Element
	Sample content for BrightRoute Commerce

	Message in a sentence
	BrightRoute helps European brands grow by combining practical technology, dependable fulfilment, and a responsible long-term approach.

	Message in a paragraph
	BrightRoute Commerce is a fictional commerce and fulfilment company that helps small and mid-sized brands reach customers across Europe. The company's story is not just about logistics; it is about helping merchants grow with fewer barriers, giving customers a more dependable experience, and scaling in a way that communities can trust.

	Message in a half-page
	BrightRoute exists to make growth easier for independent brands that want to serve customers across borders without building everything from scratch. The company provides fulfilment tools, merchant software, and delivery coordination designed for businesses that need reach and reliability, but also need a partner that understands local realities. The overarching company narrative should stay stable: BrightRoute creates practical growth opportunities, supports smoother operations, and expands responsibly. That roof message is then proven through the three pillars below rather than repeated in disconnected ways.

	Media adaption
	BrightRoute is a growth partner for brands that need reach, reliability, and a practical story about responsible expansion.

	Policymakers adaptation
	BrightRoute can support European competitiveness when cross-border commerce works more smoothly for smaller merchants.

	Partners adaptation
	The company's role is to make growth simpler for merchants while building an operation that people trust.



Pillar 1: Growth for merchants
	Element
	Sample content for BrightRoute Commerce

	Message in a sentence
	BrightRoute helps merchants grow by giving smaller brands the tools, reach, and support to scale across Europe with less friction.

	Message in a paragraph
	Growth for merchants is the clearest proof of the BrightRoute story. The company makes it easier for smaller brands to sell across borders by combining fulfilment infrastructure, merchant software, and practical onboarding support. Instead of asking merchants to build complex logistics capabilities themselves, BrightRoute lowers the operational barrier to expansion and lets them focus on product, brand, and customer relationships.

	Message in a half-page
	For many small and mid-sized brands, growth stalls not because demand is weak but because expansion becomes operationally difficult. New markets mean new delivery expectations, more inventory complexity, and higher coordination costs. BrightRoute is designed to reduce those barriers. The company offers merchants a practical route into cross-border commerce through shared fulfilment capabilities, straightforward software, and support that fits businesses without large in-house operations teams. In the messaging house, this pillar should always sound concrete and merchant-centred: BrightRoute is useful because it turns growth from a major operational leap into a more manageable step.

	Killer facts/proof points
	75,000 fictional merchants use BrightRoute tools across 12 European markets.
42% of new merchant accounts are businesses with fewer than 20 employees.
Merchants using BrightRoute cross-border fulfilment launch in new markets 30% faster on average than merchants managing expansion alone.

	Media adaption
	BrightRoute gives smaller brands a more realistic path to European growth without needing enterprise-scale logistics from day one.

	Policymakers adaptation
	When smaller merchants can access practical cross-border infrastructure, competition and digital growth are not limited to the largest incumbents.

	Partners adaptation
	BrightRoute can be positioned as an enabling platform that helps partner brands grow faster while keeping operating complexity manageable.

	Hard questions
	· Is BrightRoute only helping a small number of already successful brands? - No. The model is designed specifically to reduce barriers for smaller merchants that lack large in-house logistics teams.
· Does this pillar overclaim economic impact? - Keep claims focused on access, speed, and reduced friction rather than broad macroeconomic promises.
· Are merchants becoming too dependent on one provider? - Position BrightRoute as a practical growth partner whose value comes from simplifying complexity, not locking merchants in.



Pillar 2: Reliable operations and customer experience
	Element
	Sample content for BrightRoute Commerce

	Message in a sentence
	BrightRoute delivers a better customer experience by making fulfilment, inventory flow, and delivery performance more consistent and dependable.

	Message in a paragraph
	The second pillar proves that BrightRoute is not only a growth story for merchants but also an operational story for customers. Reliable operations matter because customer trust is won or lost in execution: accurate stock visibility, predictable delivery, and responsive service. BrightRoute should therefore describe its operations in practical rather than overly technical terms, showing how dependable systems produce better everyday outcomes for both merchants and shoppers.

	Message in a half-page
	Commerce brands do not benefit from growth if the customer experience becomes unreliable. Missed delivery promises, poor inventory visibility, and fragmented fulfilment all weaken trust quickly. BrightRoute addresses that risk by focusing on operational dependability: a merchant should know where stock sits, a customer should have realistic delivery expectations, and partners should be able to work with systems that are practical rather than overly complex. In messaging terms, this pillar should stay grounded in execution. It is not about claiming perfection; it is about showing that BrightRoute reduces avoidable friction and helps create a more predictable customer experience at scale.

	Killer facts/proof points
	98.4% fictional on-time dispatch rate across the BrightRoute fulfilment network.
Average order tracking accuracy exceeds 99% in core markets.
Customer service contacts linked to fulfilment errors fell 18% year-on-year after BrightRoute introduced its unified operations dashboard.

	Media adaption
	BrightRoute is built around dependable execution - the kind of operational consistency that customers notice when orders arrive as expected.

	Policymakers adaptation
	More efficient cross-border fulfilment can support a better consumer experience while reducing avoidable operational friction in the Single Market.

	Partners adaptation
	For partners, BrightRoute offers infrastructure and data visibility that can make fulfilment performance more predictable across multiple markets.

	Hard questions
	· Can any logistics network really promise reliability at this scale? - Avoid promising perfection; focus instead on strong systems, transparency, and continuous operational improvement.
· Is this just a technology claim dressed up as customer benefit? - No. The point is that practical systems improve real outcomes such as delivery predictability and issue resolution.
· What happens when service fails? - Acknowledge that failures happen and explain how operational visibility and response processes help contain them quickly.



Pillar 3: Responsible growth and trust
	Element
	Sample content for BrightRoute Commerce

	Message in a sentence
	BrightRoute wants to grow in a way that communities, partners, and regulators can trust over the long term.

	Message in a paragraph
	Responsible growth is the trust pillar of the BrightRoute story. It explains how the company approaches workforce standards, environmental impact, product integrity, and local relationships. This pillar should not sound defensive or abstract. It should show that long-term growth depends on being credible with the people and institutions that make commerce possible.

	Message in a half-page
	A company that operates across markets cannot rely only on speed and scale; it also needs legitimacy. For BrightRoute, responsible growth means building systems and partnerships that can stand up to scrutiny over time. That includes safer and more efficient operations, a practical approach to emissions and packaging, clear standards for partners, and a willingness to engage on legitimate stakeholder concerns. This pillar should work as the balancing message in the house: BrightRoute does not just want to grow quickly; it wants to grow in a way that is durable, trusted, and easier to defend in public discussion.

	Killer facts/proof points
	BrightRoute has committed to cutting operational emissions per parcel by 35% by 2030 in this fictional example.
92% of core packaging materials are recyclable, reusable, or right-sized.
All strategic delivery partners are required to meet BrightRoute's fictional supplier code covering safety, labour expectations, and reporting standards.

	Media adaption
	BrightRoute argues that long-term growth only works when businesses improve trust as well as scale.

	Policymakers adaptation
	Responsible operators can support policy goals when growth is paired with credible standards on sustainability, safety, and accountability.

	Partners adaptation
	BrightRoute should be described as a partner that wants commercial growth to be durable, defensible, and aligned with shared standards.

	Hard questions
	· Is responsible growth just reputation language? - Use concrete proof points and commitments; avoid broad virtue-signalling claims.
· Can BrightRoute control all partner behaviour? - No, but it can set standards, monitor performance, and act when those standards are not met.
· Why should stakeholders trust company-set targets? - Because targets should be paired with reporting, governance ownership, and regular review rather than presented as one-off promises.
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