
Hey Client.
Hey Community.

Welcome to 
our presentation.



Chapter 1: Our Basis
§ Our goals

§ The personas

Chapter 2: The Brand

§ The value proposition

Chapter 3: The Communication
§ The creative idea

§ The core messages

Chapter 4: The Execution

§ Instruments
§ Applications

What’s on our agenda?



Chapter 1:
Our Basis



Our goals for
this project.



We use Geberit Connect to 
emotionalize the whole 
Geberit brand, since it acts as a 
bracket for a great amount of 
Geberit’s products & services.



We use this new business field 
of Geberit to fuel the unique 
positioning of the brand as 
leading in innovation & 
function.
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We prove that we are the best 
to bring IoT and the sanitary 
business together and occupy 
the thought leader position.



We aim to carry out the biggest 
possible projects to create the 
biggest possible impact:
Big buildings with a high user 
frequency in public and semi-
public restrooms.

Railway stations
Airports, Roadhouses
Shopping centers
…



→ Competitors
→ SWOT

→ Brand Concepts & Tagline

→ Potential attractive clients, 
e.g. 2theloo

→ SEO data

You can check the whole analysis on this link.

Our basis for everything 
we’ve worked on:

https://docs.google.com/spreadsheets/d/1VClfs9_Sfh7iNLX3da3SQ8MSQF1PTGnXV2yz4TCGLk0/edit?usp=sharing


1. Geberit should build on their 
trustworthiness as top company on 
the market.

2. Potential of digital channels (SEO, 
social media) is big and they should 
be used in promoting campaign.

3. IoT and sustainability is not a new 
thing, but Geberit could provide 
most holistic solution and advance 
the market.

Key observations 
from analysis:



The target groups
we want to attract.



Business 2 Business? 
Business 2 Customer? 
Business 2 Human!
We think in mindsets.



Life Goal?
Be successful and making it visible.
What motivates him?
If you put in the work, you will be rewarded.
What are challenges for him?
The changing mindset of society & 
new regulations by politics.
How can we convince him 
with Geberit Connect?
Likes to go with the leading brands 
and the latest innovations. Is fond of
the money it saves in the long run.

Benjamin
General Contractor

„Everybody can be rich and successful. 
You just have to put in the work!“



Life Goal?
Want to leave a mark in the world 
and something for his kids.
What motivates him?
Work-life-balance & early retirement.
What are challenges for him?
Finding people & companies to trust 
when investing his money.
How can we convince him 
with Geberit Connect?
Likes brands with high level of expertise.
Is fond of efficiency and simplicity.

Adam
Builder

„Everything I do should make sense. 
Not only to me, but to all human beings!“



Life Goal?
Live a stress-free life and enjoy the freedom.
What motivates him?
Reliability, quality and freedom.
What are challenges for him?
Hates hassle and unpredicted turns. 
How can we convince him 
with Geberit Connect?
He likes safety and predictability that
comes with the collected data.

Hank
Planner

„I want to enjoy my life at all costs. So, 
I don’t need hassle in my working life!“



Life Goal?
Be among the progressive ones and life
a value-driven life.
What motivates her?
Loves to see her visions made real.
What are challenges for her?
She is often tied to the budget of his clients, 
which gives her restrictions for his visions.
How can we convince her 
with Geberit Connect?
She loves sustainable innovations.

Sandra
Architect

„I have high standards and want to translate 
that to making an impact with my job!“



Life Goal?
Live a secure life with his family and make
them proud and happy.
What motivates him?
Smooth processes and no surprises.
What are challenges for him?
Everything that has to do with changes.
How can we convince him 
with Geberit Connect?
Trusts Geberit for decades. Likes 
the quality & competence and the 
new easiness & overview.

Hamid
Service Technician &
Installer

„I am happy with what I reached in my life 
and I don’t need any unexpected changes!“



Life Goal?
Manage his different roles in work, with
friends and his family.
What motivates him?
A peaceful lifeday without emergencies.
What are challenges for him?
Has to handle many different 
responsibilities at the same time.
How can we convince him 
with Geberit Connect?
Likes access to data anywhere anytime, 
increased efficiency & security.

Raphael
Facility Manager

„I like putting my fate into my own hands 
and like all the tools that help me!“



Life Goal?
Take care for his family and enjoy holidays.
What motivates him?
Discover new products to add value.
What are challenges for him?
Find solutions quickly for his clients.
How can we convince him 
with Geberit Connect?
Unique product & functions and 
available stocks.

Patrick
Wholesaler

„I live off my representation. I make sure to 
only integrate good things into my life.“



Life Goal?
Doing sports and enjoy life with friends.
What motivates him?
Winning and convincing clients.
What are challenges for him?
Introduce smart products that 
people don’t know yet.
How can we convince him 
with Geberit Connect?
Differentiating products, better prices 
than the competitors.

Isabel
Retailer

„I like things that not everybody can offer 
and seek for new inspiration every day.“



Grouping the different target groups:

Influencers
on working level

Decision 
Makers
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Influencers
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Benjamin

General Contractor

Wholesalers/Retailers as Influencer Influencers



3 groups to focus on for ultimate success:
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Money

Mission Makers



A hierarchy of values based 
on how decisions are made 
between the different 
personas and how they 
prioritize different values.

Personas translated into values.

Security

Sanitary

Efficient

Consumer satisfaction

Reliable

Easy to use

Sustainable

Quality

Architect/Planner
Mission

Installer/
Facility Manager
Maker

Decision makers
Money



Chapter 2:
The Brand



Arguments and benefits.

Functional:
What’s new?

§ Connected to API:s
§ Better overview
§ Quality product

Rational:
Why should I?

§ Improved hygiene
§ Customer satisfaction
§ Easy to use
§ Proactive
§ Cost-effective
§ Sustainable

Emotional:
Why would I?

§ "This feels fresh!"
§ "I don't have to worry"
§ "I'm comfortable with the 

system"
§ "I'll save time & money as 

it's efficient and proactive"
§ "I'm doing great for 

the planet"



Core 
Value

Solution

Product

Why?

Geberit Connect believes in making the 
bathroom-experience more efficient, secure 
and sustainable with connected sanitary 
products.

How?

Connected sanitary products favor operators by 
making it possible to control all units from a 
single device, which improves people's 
bathroom-experience.

What?

We connect the buildings public sanitary 
products to each other and let you control them 
through your API:s.



Geberit Connect provides your business with trustable 
connections.

Control your buildings sanitary products by connecting them to your 
API:s. A reliable system that improves people's bathroom-experience 
with efficient and sustainable solutions.

Our Value Proposition



Chapter 3:
The Communication



STARTING POINT

Geberit has the technology to connect its products into one innovative solution.
Somewhere in the background there is an entire process that creates wonders in 
offering sustainable and ground breaking information.
And the way it does it is unseen.

To sell something that is invisible to the eye, can be tough, but it is possible, if you 
link it to something each of our target audiences can relate to.



SO, WE ASKED OURSELVES
What can we use to trigger our audiences in choosing our brand on a deeper level?



OUR ANSWER: TRUST
Trust is another invisible connection that we use even on a business level.
When choosing our partners for our next project.
Our suppliers in making it possible.
And the brands that we collaborate with in order to achieve results. 



OUR IDEA
We want to ignite the feeling of trust in people, that feeling of relying on someone or 
something in order to move forward. 
That feeling they had when starting of a new line of business with a partner.
That reassurance they had when choosing to develop a time ticking project with 
someone they worked with before.
The feeling of choosing something that you know for sure that it will help you do 
your job. 

This invisible connections are the ones that brings visible results. 
Just like Geberit Connect wireless technology offers real changes. 



INTRODUCING: 
REAL CONNECTIONS ARE UNSEEN
Get real results on money saving and sustainable planning by trusting the Geberit Connect Wireless 
Technology. 



Keyvisual



Brand 
Guideline



Chapter 4:
The Execution



What are the right
instruments to play?





Use the personal connection 
to convince the target groups:

→ Sales Meetings

→ Trade Fairs

→ Events

→ Trainings

Instruments with the 
greatest potential.



Impress the target groups with 
interactive, digital tools to present 
the product and show state-of-the-art 
digital connection:

→ Landingpage instead of 
brochures

→ Prototypes instead of words

→ (If brochures) story-first 
instead of product-first

→ Interaction instead of steadiness

Instruments with the 
greatest potential.



Utilize the brand to attract B2C target 
groups also for the ultimate pull effect:

→ Website integration

→ Social Media

Instruments with the 
greatest potential.



Special landingpage for 
sales team to convince 
decision makers.













Social media posts for professionals.



Event presence.
Event proposal: 
Trade fair 
installation on 
Venice Biennale of
Architecture to 
impress value 
driven architects.

Execution: 
AR technology 
presentation



REAL CONNECTIONS
ARE UNSEEN.

LET’S START
BUILDING THEM.



Thank you!
Questions?


