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Exponential growth 
in tech has made the 
market exponentially 
competitive
•	 AI & Machine Learning
•	 Blockchain
•	 Computation/Networks

•	 Cloud
•	 Robotics
•	 3D Manufacturing
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Market

Fit

Difference

Product

?

Survival requires 
finding your fit, 
but thriving 
takes radical 
differentiation
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In a sea of 
competition 
product-led 
brand messaging  
creates little 
differentiation Differentiator 1

Feature - Benefit
Differentiator 2
Feature - Benefit

Differentiator 3
Feature - Benefit

Vision - What your company aims to do

Mission - What your company does to realize the vision

Unique Selling Proposition - How your product’s different

Brand Positioning Statement - Who your company helps, how it 
helps, and, what this does for the customer

C
om

pany
C

ustom
er

Purpose-led Category Stories 4



Different	
is by comparison

Limited to: 
•	 user experience
•	 ingredients
•	 cost
•	 more…
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https://www.youtube.com/watch?v=-EMRPy5TUyg


Businesses looking 
to grow 3X faster 
create purpose-led 
brand stories that 
Start With Why  

How

Why

What
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However,  
your why is about 
your company, 
not the customer

Why

What

How

Differentiator 1
Feature - Benefit

Differentiator 2
Feature - Benefit

Differentiator 3
Feature - Benefit

Vision Story - Why your company exists

Mission - What your company does to realize the vision

Unique Selling Proposition - How your product’s different

Brand Positioning Statement - Who your company helps, how it 
helps, and, what this does for the customer
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Different	
means character

This requires: 
•	 Compelling story
•	 �Super Bowl ad 	
spend
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https://www.youtube.com/watch?v=Ex1UuIMhSnA


To win the customer’s mind, 
you have to start with  
the problem

Aware Aware Aware

Buyer’s Journey

Problem Solution Product—> —>
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By naming a different 
problem, you can frame 
it and claim it as a new 
category
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76%

20%
Category Creator Brand Leader

Market economics

Source: The 22 Laws of Category Design

vs

Companies 
that create their 
categories, 
radically differentiate 
themselves and 
dominate their 
markets
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Marc Benioff — CEO, Salesforce. No software campaign for software as a service (SaaS)

But categories 
don’t move 
customers, 
narratives do
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It takes a 
different kind of 
story to create a 
category that can 
make a difference

Category 

Movement

Category 
Vision

Category 
Belief
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INTRODUCING

PURPOSE-LED
CATEGORY 
STORIES
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02  STORY DESIGN 03  FUNNEL DESIGN

Funnel a 
movement

Build beliefDesign your	
category

01  CATEGORY DESIGN

00  PURPOSE-LED CATEGORY STORIES

Create the change 
you were made to create
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Investor Deck
Increases raise 
& evaluation

PR deck
Creates category 
adoption by analysts 
and influencers

Category story
Attracts ideal customers 
to category

UX story - Website
Funnels customers 
through the buyer’s 
journey

Product stories
Positions, bundles, 
and prices products 
by purpose

Desire
What does the customer want?

Obstacle
What stands in the way?

Category POV
Executive category story

C
hange

FroTo

C
ustom

er
V

ision
Problem

Slides

O
utputs

New opportunity
What’s changed?

What’s the problem? What’s missing? What fills the gap? What’s the new world?

Target
Who’s affected?

Status-quo
How’s the problem solved today?

New belief
What belief displaces the status-quo?

New Model
What’s the ideal framework?

C
ategory D

esign

Category
How do you language your solution?

Pillars
What are your three category 
requirements?

Transform
ation

The new world
How’s the customer and the 
customer’s world changed?

Category mantra
What’s your line for your category 
movement?

Pillar 1

Pillar 2

Pillar 3

Shift Gap Category Net New

Design 
your 
category
Every buyer journey begins with a problem, not the 
solution. The same holds true for category design. 
Categories are created to address new gaps caused by 
market shifts.

Categories radically differentiate businesses by giving 
customers new associations with new problems and the 
opportunity to create net-new results. As a result, these 
customers see category creators as preeminent thought 
leaders, thus allowing businesses to create their own 
opportunities instead of chasing them.

Also, category POVs are the foundation of your strategic 
business story. They not only differentiate your 
business, they also exponentially scale and grow it.

Stories to scaleCategory POV

Purpose-led category design model

01  Category Design
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Build 
belief
Category selling is an effective way to increase 
awareness and demand for your solution. However, its 
success depends on people’s belief in your story. Your 
story must resonate with investors, analysts, influencers, 
partners, staff, and customers alike before it can disrupt 
the status quo.

Purpose-led category stories connect with your 
audience by driving empathy for your customers and 
creating belief in your ability to help them. They attract 
friends and followers because they are laser-focused on 
your mission. Their ability to scale is the key to aligning 
your category, company, and products. They grow 
you, bond you with customers, and create the sense of 
character that sets you apart.

02  Story Design
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SolutionsHome

Welcome
eMail Campaign

Magnet
Overlay

Category 
Story PDF

Use Cases Ecosystem View 
Demo

Products Demo

Master
List
Newsletter

Solution
Aware
List

Product
Aware
List

Category Stories
eMail Campaign

Sales Outreach 
eMail Campaign

Opt-in Opt-in

Opt-in Category 
Story PDF

Funnel a 
movement
Purpose-led category creators are often hindered by 
marketing dollars. They have to grow their own markets. 
Fortunately, there are funnels. 

Your best asset for monetization is your IP. Using 
expert knowledge and influence, you can attract a 
following of people organically searching for answers or 
people that understand their problems. With category-
differentiated IP on your website, come search rankings. 
Your purpose-led narrative alone can attract immediate 
results. Moreover, you can damn search volume and 
demand by using your narrative as a lead magnet. With 
the right magnet, high-ranking niche search strategy, 
and upsells, your acquisition cost becomes no cost. 

Designing your website as a funnel is a >2X growth 
opportunity—even higher with influencers. If you’re 
leveraging your mission to move your business forward, 
a funnel will give you the power to prevail. 

03  Funnel Design
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•	Category Creation POV

•	Category Mantra

•	Category Ecosystem

•	Product Alignment and Messaging

•	Decks
PR/Analyst
Investor

Sales

Keynotes

•	Case for support 
•	Website and UX Storytelling
•	Books
•	Brand Videos

•	Sales and Marketing collateral

Solution Briefs

Sales Sheets

Case Studies

•	Webinar presentations
•	Landing page sequences
•	Video Sales Letters
•	Email sequences
•	Info-course content
•	Social promos
•	Ads

01 0302

Category Design

Purpose-led Category 
Storytelling Capabilities

Story Design

Funnel Design
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CASE 
STUDIES
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Decisive 
action, without 
fail
Freedom Atlantic 
Decentralized command and 
control optimization
The problem
Describing itself as JADC2 services and products to 
solve challenging and complex problems, Freedom 
Atlantic needed a story for niche category leadership.

How purpose helped
•	Created the POV that decisions made in battle 
at the lowest level decide outcomes. Successful 
decisions require a clear understanding of the desired 
outcome, situational awareness, and uninterrupted 
communication. In dire situations, Freedom-Atlantic 
tactical cable and power solutions maintain a 
communications advantage 

•	Focused the brand, business strategy, and area of 
specialization for future product-development

Case Study
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Purpose-led Category Stories

The problem
Described as a sales tool “add on” for Salesforce, no 
market category existed for Altify. When it came to 
explaining the product, the organization was stuck.

How purpose helped
•	Launched the story for a $3.2B category: Customer 
Revenue Optimization

•	Shifted the market from product-led sales strategies 
to customer-centric thinking and introduced the 
concepts of “outcome-based selling” and “the revenue 
team” to the industry

•	Fueled lead magnet content: CRO Benchmark study

•	Positioned Altify for acquisition by Upland Software 
three months after

Sell value. 
Change the 
world
Altify, Upland Altify
Customer Revenue Optimization

Case Study
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Purpose-led Category Stories

Problem: Serving the Underserved
OneReef has a proven model for community-led 
conservation of coral reefs and island ecosystems. But, 
scaling the model takes aid from philanthropic support. 
To gain such support, OneReef had to create a mission-
focused story based on an indigenous world to which few 
people outside its organization could fully relate.

Solution: Inspiring Stories of Ocean Stewardship
Indigenous communities make up only 5% of the world, 
yet support 80% of its biodiversity. Their efforts, 
unrecognized and underfunded, are heroic. Telling their 
stories of stewardship was the key to changing everything.
•	 Community-led management category design
•	 Moves-management and content strategy driven by inspiring 
stories of Ocean Stewardship

•	 Purpose-led Category Stories: case for contribution and website 

Serving 
our Ocean 
Stewards
OneReef.org 
Community-led management of 
coral reefs and island ecosystems

Case Study
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Purpose-led Category Stories

Not just 
another vendor 
account 
planning book 
and book funnel
Upland Altify
Account planning book and 
book funnel
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Purpose-led Category Stories

As a purpose-driven category story designer, 	
Paulo Sellitti creates stories that make solution innovators 
category leaders. HYPNOTIC - Story Design founder, 	
+25 year experienced creative director, and co-author 
of the industry-leading sales account planning book, 
“Not Just Another Vendor,” Paulo’s mission is to help 
businesses tell stories that create positive change.

Paulo helped Blue Climate Initiative winner	
OneReef.org build a category movement for community-
led management of coral reefs and island ecosystems. 
He’s taken multiple platform solution companies 
to leadership in billion-dollar markets. He’s helped 
businesses raise $10-25M from investors. Increased 
evaluations. Accelerated acquisitions. And built go-to-
market stories to disrupt +$10B markets.

A master storyteller with decades of experience in 
advertising, UX storytelling, and entertainment, 	
Paulo Sellitti is purpose-built to design stories that create 
a positive shift in the world.

Paulo Sellitti
Story Designer, Founder
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Purpose-led Category Stories

®

Altify

Hypnotic is also proud to support
top personal and professional 
development coaches

•	Ben Kiker

•	Bronwyn Communications

•	JD Schramm

•	Maria Ross

•	Hypnawolf

Clients we’ve helped 
lead with purpose

37



Purpose-led Category Stories

Testimonials

Nigel Cullington
VP of Marketing | Sales Effectiveness	
Upland Software

Christopher LaFranchi
Founder & CEO at OneReef - Vibrant 
reefs, Thriving communities Founder & 
CEO at OneReef - Vibrant reefs, Thriving 
communities 

Maria Ross
Empathetic Brand Advisor | TEDxSpeaker 
Author & Podcast Host, The Empathy Edge

I’ve had the privilege to work 
with Paulo over the last few years 
including a huge project to develop, 
build, and launch the new category 
of Customer Revenue Optimization 
(CRO). Paulo is far greater than a 
designer, a content architect, and 
a category maker, he is simply an 
invaluable part of our extended 
revenue team and how we drive value 
for our customers and our company!

Paulo is like a secret weapon. 
I don’t even know what to call him: 
Business advisor, brand strategist, 
messaging expert, copywriter, 
designer, co-conspirator—the way 
his creative brain works is amazing. 
He marries creativity with business 
reality to get results.

Paulo quickly grasped the essence 
of OneReef, our model, and 
our dedication to serving ocean 
communities. Then he translated 
that understanding into the vision 
document we need going forward–
with vibrance, clarity, and emotional 
connection.
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Start your story

Ready to create the 
change you were made 
to create?

Hypnotic Design
Pasadena, CA
(415) 320-8445

paulo@hypnoticdesign.com
www.HypnoticDesign.com

Email paulo@hypnoticdesign.com 
for a free consultation


