Brand strategy - LORD electrical appliances
Who is LORD and what does the brand stand for? 
LORD is a British brand of electrical appliances made for the active, lifestyle-oriented European citizen who doesn’t want to spend half his life in the kitchen, cleaning the house, washing/hanging/ironing the clothes and doing all the other “boring and dull” task around the house… and instead wants to LIVE. Outdoor. With friends. At a party. Happy.
How will the customer feel when using a LORD appliance?

While the name LORD represents tradition, it also suggests service: A LORD product is therefore a fresh, non-complicated approach to cooking, washing, cooling, cleaning, ironing, heating and other tasks that need to be done around the house.
The main feeling a customer has from a LORD appliances is that they it serves him: It appears, when it needs to appear. It works, when it needs to work. It does all that is necessary to be done. It is hidden, when it needs to be out of sight.

The owner of a LORD appliance feels he has a servant at home helping him with the necessary tasks… and that he is the master=lord.
“The LORD appliance will serve you… just give it a simple command wash/iron/dry.

And it will do the task without bothering you.”
How does a LORD appliance look?

A LORD appliance has a fresh, modern look… but does not appear overly shiny, futuristic or complicated. When looking at the appliance, the customer feels the machine will do what he needs it to do… and will do it automatically, without him having to program a lot of things. A LORD appliance is smart and intuitive.

A LORD appliance is the iPhone of appliances: It does not require reading the manual. It does not require deep knowledge of the task. It just needs to owner to turn it on. The machine will do the rest. 
It is simple to use. User-friendly. But still looks sexy.

(Eg. a washing machine will not have 166 programs. The primarily visible options will be for whites, colored and sport. And the rest of the programs will be accessible behind another layer of controls.) 

How does the LORD appliance work?
A LORD customer doesn’t care about the program or the functions. He just asks: “Will the machine do what I want it to do?” And then just turns it on. 

Where does LORD fit in on the house-appliance market? 

While other brands focus on the technicalities and capabilities of the machine, the LORD presentation is always on the fact, that the machine does things for its master (=lord) … so he/she has the time to do more enjoyable things.

Who is the ideal/typical LORD customer?

A typical LORD customer is a person, who doesn’t want to spend a whole Saturday morning cleaning the house… but wants to go outside, to a party or just relax… and wants to delegate the boring and mundane tasks to a machine that will happily perform them instead of him.

How do we sell LORD appliances to the customers?

A LORD appliance does not compare itself to its competitors on revolutions. It has its own category: 
Fresh. Simple. Without work.
A LORD appliance is not for the person who wants to spend time programming the machine. It is for the person who wants the ting to be done… and doesn’t care how it is done.

When selling a LORD appliance, we talk about the hobbies/parties/travel trip and friends the personal can do, take and hang-out with.
We don’t say our appliance cost X and the reason is that it has Y and Y built into it.

We say: If you are a man/woman, who values his/her time and wants to spend their life LIVING instead of cleaning and washing, then a LORD appliance has been built exactly for you. No setting up. No programming. Just give it an order like a lord… and it will perform it… while you are travelling, sleeping, at a party or just relaxing…”
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