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THAT CUSTOMER. THIS ALLOWS THE COMPANY TO EFFECTIVELY ADJUST ITS MARKETING STRATEGIES AND
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BUYER
PERSONA 1

Mark Smith owns and operates a sprawling 500-acre crop and livestock farm in Pennsylvania, overseeing every aspect of its
operations. As the owner, Mark’s responsibilities go beyond just planting schedules and equipment maintenance; he’s also
tasked with managing finances, coordinating labor, and ensuring the well-being of his livestock. His role is vital to the farm’s
productivity, and he faces relentless pressure to optimize resources while safeguarding high-value equipment, materials,
and animal welfare.

For years, Mark relied on makeshift solutions like tarps and outdated sheds to store machinery, fertilizers, and feed, and to
house workers during peak seasons. These solutions were inexpensive but offered little protection from Pennsylvania's
unpredictable weather or the increasing risk of theft. After a particularly harsh storm destroyed several vital pieces of
equipment and damaged livestock feed, Mark knew he needed a more durable and multifunctional solution. He also
recognized the need for additional infrastructure, such as a mobile office for administration, weather-resistant livestock
shelters, and secure utility rooms for generators and water pumps.

Mark’s search began with a simple Google query for “weatherproof farm storage solutions.” Among the search results, a blog
post on Keystone Containers’ website caught his eye. The post outlined practical storage solutions tailored to agricultural
needs, with real examples of how local farmers had transformed shipping containers into livestock shelters, break rooms,
and utility hubs. What resonated with Mark was the post’s straightforward tone and clear focus on the unique challenges of
farming—challenges that he faced every day.

Intrigued, Mark clicked on the embedded call-to-action for a free consultation. Within hours, Keystone’s sales team reached
out with a tailored proposal that addressed Mark’s diverse needs. The proposal included options for reinforced containers
capable of housing livestock, securing tools, and storing fuel and generators. Keystone also recommended a container
customized as a mobile office, complete with insulated walls, windows, and shelving for administrative work. They
suggested a break room for seasonal workers, providing a comfortable space to rest during long workdays, and weather-
resistant shelters for his livestock to protect them from harsh weather conditions.

During the consultation call, Keystone’s representative impressed Mark with their understanding of agricultural operations
and their willingness to adapt their offerings. They discussed modifications like side doors for easy equipment access,
shelving for tool organization, and ventilation systems for livestock shelters. Keystone’s promise of a guaranteed delivery
timeline, ensuring the containers would arrive before the start of the busy planting season, ultimately sealed the deal. Their
confidence and clear communication gave Mark the assurance he needed to proceed.

Today, Keystone’s containers have become an integral part of Mark’s farm operations. From providing secure storage for
equipment and supplies to housing workers and livestock, the containers have proven their value. Mark’s new mobile office
has streamlined administrative tasks, allowing him to focus more on the farm’s productivity. He frequently recommends
Keystone Containers to neighboring farmers, citing the company’s deep understanding of agriculture-specific challenges
and their commitment to reliability. Keystone didn’t just sell Mark containers—they provided versatile, innovative solutions
that transformed his farm into a more efficient, productive operation.

MARK SMITH
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AGE
STATUS
OCCUPATION
LOCATION

INCOME

50

MARRIED

FARM OWNER

DES MOINES, IOWA

$180,000 ANNUALLY

MARK SMITH

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Mark wants to implement a long-term solution for protecting high-value farming
equipment from weather-related damage, ensuring consistent performance year-
round and avoiding unnecessary repair costs.
He aims to reduce theft incidents by securing tools, machinery, and livestock with
durable, lockable storage options and shelters.
Mark is focused on aligning storage availability with critical agricultural timelines,
such as planting and harvesting seasons, to prevent operational delays.
He wants to find a vendor that understands agriculture-specific challenges, offering
tailored solutions for needs like mobile offices, utility rooms, and livestock shelters.
Mark seeks to lower operational downtime caused by equipment loss, inadequate
facilities for workers, or unprotected livestock, improving farm efficiency overall.
He hopes to build a partnership with a reliable supplier to ensure continuity and
easy access to future storage and infrastructure needs as his farm grows.

ONLINE ADS

FRIENDS / FAMILY

SOCIAL MEDIA

BRAND NAME

INFLUENCERS

BUYING INFLUENCE

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
Mark needs weatherproof containers that can withstand the harsh rural
Pennsylvania climate and protect his equipment, materials, and livestock.
He requires theft-resistant solutions with heavy-duty locks to secure farming
assets, from tools to machinery and livestock shelters.
Mark needs fast, dependable delivery to ensure that new storage and shelter
solutions are in place before peak farming periods.
He looks for customizable containers that can accommodate varying needs,
including mobile offices, utility rooms for generators, and worker rest areas.
Mark requires transparent pricing to ensure the solutions align with his financial
constraints without unexpected costs.
He needs a knowledgeable vendor with excellent customer service, capable of
addressing agriculture-specific questions and providing long-term support.

MOTIVATIONS
Mark is motivated by the desire to protect his investments in farming
equipment, livestock, and materials from weather damage and theft.
He values the peace of mind that comes from knowing his resources are
secure and readily accessible for daily operations.
Mark is driven by the prospect of reducing financial losses caused by
unprotected equipment or livestock and ensuring farm profitability.
He is compelled to improve efficiency on the farm by minimizing delays with
better organization and reliable infrastructure.
Mark seeks solutions that allow him to focus on core farming activities, like
managing crops and livestock, instead of worrying about storage issues.
He feels strongly about finding a vendor who understands farming challenges
and can provide reliable and tailored solutions for his evolving needs.

PAIN POINTS
Mark is frustrated by frequent equipment damage caused by weather, which leads to
costly repairs and downtime.
He experiences stress from recurring theft incidents, disrupting operations and
causing financial strain.
Mark feels overwhelmed by the lack of tailored storage solutions that meet his diverse
needs, such as shelters for livestock and workers.
He has dealt with unreliable vendors in the past, resulting in late deliveries and unmet
expectations.
Mark is disheartened by the high costs of traditional storage solutions that don’t offer
long-term durability or flexibility.
He is annoyed by the logistical challenges of finding vendors who can deliver to remote
rural locations without delays or added complexity.

Mark worries about whether shipping containers can handle the size and weight of his farm machinery.
He is hesitant due to concerns about hidden fees, such as extra delivery costs for rural locations.
Mark doubts whether Keystone fully understands the urgency tied to agricultural timelines.
He is skeptical about the level of customization available without incurring significant additional costs.
Mark questions the durability of the containers under constant exposure to extreme weather conditions.
He is uncertain whether Keystone will provide adequate post-purchase support for unforeseen issues.

OBJECTIONS ON PURCHASE

DISSONANCE-REDUCING BUYING BEHAVIOR

In the portable storage market, dissonance-reducing buying behavior arises when buyers struggle to differentiate between similar high-
cost solutions. The lack of perceived differences and the financial stakes create uncertainty and fear of regret. Buyers rely heavily on
testimonials, vendor consultations, and industry recommendations for reassurance, gravitating toward well-established brands. Trust,
transparency, and proven reliability often outweigh innovation, as buyers prioritize minimizing risk in their decision-making process.

PURCHASING BEHAVIOR
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THINK & FEEL
Mark constantly thinks about protecting his farm's assets, including equipment, livestock,

and essential resources, to ensure long-term profitability and sustainability. He worries about
the cascading financial impacts of theft, weather damage, or operational inefficiencies

caused by disorganization. Mark feels the weight of responsibility not just as a farm owner
but as a leader whose decisions directly impact his farm's productivity and his workers'

livelihoods. While frustrated by the limited availability of practical, tailored storage solutions
in rural areas, he remains optimistic that the right investment will improve efficiency and

safeguard his operations.

Mark hears from neighboring farmers about the struggles they face with
equipment theft, weather-related damages, and disorganized workflows,
reinforcing his belief that reliable storage solutions are a necessity. He listens to his
farmhands express frustrations about inadequate facilities, such as a lack of proper
break areas or storage for tools, which disrupt their efficiency. Through local
agricultural associations and farming expos, Mark hears pitches for storage
solutions, but many lack the depth and customization required for his specific
needs. Occasionally, he receives ads or emails from storage vendors, though few
demonstrate an understanding of the unique challenges farmers like him face.

HEAR

PAIN
Mark’s biggest pain points stem from recurring financial losses due to weather damage,
theft, and the inefficiency of makeshift storage solutions. The lack of reliable vendors in his
rural area has led to past experiences with missed delivery deadlines and poorly designed
products. He also feels the strain of balancing his farm’s tight budget with the need for high-
quality, durable storage options. The pressure of ensuring his farm operates without
disruption weighs heavily, especially during critical seasons when delays can have significant
financial consequences.

SAY & DO
Mark frequently discusses the need for better infrastructure with his team and neighboring

farmers, emphasizing the importance of secure, weather-resistant solutions. He actively
researches potential vendors, attending trade shows, reading case studies, and visiting

vendor websites. Mark is quick to act when he finds promising options, contacting providers
for detailed quotes and consultations. He also advocates for proactive investments to ensure
the farm remains competitive and efficient. Mark prioritizes vendors who can demonstrate a

clear understanding of farming challenges and offer guarantees on delivery timelines and
product quality.

GAIN
Mark gains peace of mind knowing his tools, machinery, and livestock are secure, protected,
and organized, allowing him to focus on critical aspects of farming rather than logistical
headaches. Proper facilities, such as mobile offices and worker shelters, enable his team to
work more efficiently and comfortably, boosting productivity. Reliable storage solutions also
give him confidence in his ability to plan for the future, knowing his investment will reduce
operational downtime, financial losses, and stress. These improvements ultimately position
Mark’s farm as a competitive, well-managed operation in his community.

SEE
Mark sees the physical consequences of inadequate storage every day—rusted

machinery, damaged livestock feed, and tools scattered around the farm. These
sights remind him of the urgency to implement better solutions. He observes other

farms in his region grappling with similar issues, some of which have adopted
creative yet suboptimal fixes, like retrofitted barns or tarped storage. Online and in

trade publications, Mark sees ads for container providers, but most seem generic
and fail to address specific agricultural needs like mobile offices, livestock shelters,

or generator housing. These observations reinforce his desire for a tailored,
professional solution that aligns with his farm's u

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

To ensure Keystone becomes his go-to
provider for future farm expansions

and encourage referrals to
neighboring farmers.

To maintain a strong relationship with
Keystone as a reliable partner for his
farm’s growing infrastructure needs.

To ensure secure and reliable storage
and infrastructure solutions are ready

for use before the planting season.

To evaluate whether Keystone’s
solutions meet his needs in terms of

functionality, affordability, and delivery
timelines.

To identify a provider offering durable,
multifunctional storage and

infrastructure tailored to farming
needs.
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Satisfied with his experience, Mark decides to
order additional containers for expanding

operations. He refers neighboring farmers to
Keystone, highlighting their reliability and the

quality of their solutions. Keystone rewards
him with discounts for repeat purchases and

referrals.

After installation, Keystone checks in
with Mark to ensure satisfaction and

offers guidance on maximizing the use
of his containers. They provide ongoing

support and keep him informed of
additional products and upgrades that

could benefit his farm.

Mark finalizes his order after reviewing
Keystone’s quote and delivery plan,
purchasing containers for livestock
shelter, a mobile office, and a utility

room. The containers are delivered and
installed according to the agreed

timeline, with instructions for use and
setup provided on-site.

Mark contacts Keystone via their website
for a consultation and receives a detailed

proposal for livestock shelters, mobile
offices, and utility storage units. He

discusses customization options and
logistics with a Keystone representative to

address his specific requirements

Mark searches online for “farm storage solutions
for equipment and livestock” and encounters

Keystone’s website through a Google ad. He also
notices their presence in local agricultural

directories, which highlights their range of storage
options for farmers.

Mark participates in Keystone’s
referral program and repeat customer
incentives while receiving follow-ups

from their sales team.

Mark engages with Keystone’s
customer service team through

follow-up calls and email
communications.

Mark interacts with Keystone’s
payment system, delivery team, and

customer support for installation
coordination.

Mark communicates with Keystone through
their consultation form, email exchanges,

and direct calls with a sales representative.

Mark discovers Keystone through
Google ads, agricultural directories,

and word-of-mouth
recommendations from neighboring

farmers.

He remains mindful of balancing costs with
scalability for future orders.

He considers the cost of future
expansions and whether Keystone can
maintain consistent quality over time.

He remains cautious about whether the
installations will meet his specific layout
needs and time-sensitive requirements.

He worries about customization costs
and whether Keystone can deliver to
his remote rural location within the

required timeframe.

He questions whether Keystone can
provide tailored solutions for diverse

needs like livestock shelters and mobile
offices.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY



BUYER
PERSONA 2

Steven Johnson is a seasoned project manager for a mid-sized construction firm in Pittsburgh,
Pennsylvania. His day-to-day responsibilities include coordinating multiple job sites, ensuring projects
stay on schedule, and managing teams of contractors and subcontractors. For Steven, organization is
everything. A well-organized site translates to fewer delays, lower costs, and happier clients.

Despite his meticulous planning, one recurring issue threatened his efficiency—on-site storage. Tools
and materials left unsecured were frequent targets of theft, while weather exposure caused costly
damage to lumber and equipment. Steven had tried several storage solutions in the past, from
renting mobile trailers to using temporary sheds, but none of them fully addressed his needs. Trailers
were expensive and inflexible, while sheds lacked the security his job sites demanded.

Steven first encountered Keystone Containers at a regional construction trade show. Their booth
showcased a range of portable storage solutions, including live demonstrations of custom container
setups. Steven was particularly impressed by a display featuring a container retrofitted with shelving,
lockable compartments, and tool racks. He scanned a QR code at the booth, which directed him to a
Keystone landing page offering a free consultation for construction professionals.

Within days, a Keystone representative contacted Steven to discuss his challenges and priorities.
What impressed Steven most was their construction-specific expertise. The team understood the
need for secure, portable storage that could easily be relocated between job sites. They offered flexible
rental options tailored to his project timelines and proposed a solution that included reinforced locks
and interior customization for tool organization.

Steven’s main hesitation was delivery logistics, particularly for urban job sites with restricted access.
Keystone alleviated his concerns by explaining their track record of successful urban deliveries,
complete with contingency plans for potential challenges. They even provided testimonials from
other construction managers who had faced similar issues.

Convinced of their reliability, Steven decided to rent three customized containers for his active
projects. The units were delivered on time, fully outfitted with the requested features, and ready for
immediate use. Since then, Steven has become a repeat client, using Keystone’s solutions for every
new project. Keystone didn’t just meet his needs—they elevated his ability to manage his job sites
efficiently and securely.

STEVEN JOHNSON
ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
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PERSONALITY
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AGE
STATUS
OCCUPATION
LOCATION

INCOME

47

MARRIED

PROJECT MANAGER

PITTSBURGH, PENNSYLVANIA

$100,000 ANNUALLY

STEVEN JOHNSON

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Steven wants to secure his job sites with lockable storage solutions to prevent
material and equipment theft.
He aims to streamline site operations by providing organized storage for tools
and materials, reducing on-site delays.
Steven seeks a vendor capable of delivering portable storage containers that
adapt to the changing demands of his multiple construction projects.
He wants storage units that can be customized with shelving, racks, and
compartments to optimize space utilization.
Steven hopes to reduce operational costs by protecting materials and
equipment from weather-related damage.
He seeks a reliable, professional vendor capable of meeting his demanding
project timelines.

FREQUENT  BRANDS

NEEDS
Steven requires portable storage containers that can be easily relocated
between job sites as projects progress.
He needs heavy-duty locks and reinforced designs to ensure job site
security.
Steven looks for transparent pricing models to align storage costs with
project budgets.
He needs vendor support for urban delivery, including navigating
restricted site access in congested areas.
Steven requires customizable containers equipped with shelving and
compartments for better tool organization.
He needs fast, efficient communication from the vendor to address his
time-sensitive inquiries.

MOTIVATIONS
Steven is motivated by the need to maintain his firm’s reputation for
delivering projects on time and on budget.
He values the cost savings associated with reducing material losses due to
theft or damage.
Steven seeks solutions that simplify his role as a project manager, allowing
him to focus on critical project oversight.
He is driven by the desire to create safer, more efficient job sites for his
crew.
Steven appreciates the convenience of working with a vendor who offers
tailored solutions.
He is motivated by the prospect of building a long-term relationship with a
dependable storage provider.

PAIN POINTS
Steven frequently faces theft on job sites due to insufficient security measures,
leading to costly replacements.
He is frustrated by delays caused by disorganized tools and materials,
impacting productivity.
Steven struggles to find vendors who can handle deliveries to urban job sites
with complex access requirements.
He is annoyed by high rental fees from providers who fail to offer value-added
customization.
Steven has dealt with unreliable vendors who miss critical delivery deadlines,
delaying his projects.
He is discouraged by the lack of storage options designed specifically for
construction needs.

Steven is concerned about whether Keystone can guarantee on-time delivery to congested urban job sites.
He feels the pricing is too high and not justified by the features offered.
Steven questions whether Keystone’s containers are robust enough to handle heavy-duty construction applications.
He believes the delivery times are unreliable, risking delays for his projects.
He doubts the containers are durable enough for long-term use in demanding environments.
He perceives the customer service as unresponsive or unable to address his unique challenges.

OBJECTIONS ON PURCHASE

DISSONANCE-REDUCING BUYING BEHAVIOR

In the portable storage market, dissonance-reducing buying behavior arises when buyers struggle to differentiate between similar high-
cost solutions. The lack of perceived differences and the financial stakes create uncertainty and fear of regret. Buyers rely heavily on
testimonials, vendor consultations, and industry recommendations for reassurance, gravitating toward well-established brands. Trust,
transparency, and proven reliability often outweigh innovation, as buyers prioritize minimizing risk in their decision-making process.

PURCHASING BEHAVIOR
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THINK & FEEL
Steven constantly thinks about keeping his job sites organized, efficient, and secure to avoid
unnecessary delays or losses. He feels frustrated when tools or materials go missing due to

theft or poor organization, as it directly impacts his reputation and project deadlines.
However, he also feels optimistic about finding a solution that can streamline operations and

improve productivity.

Steven hears complaints from his crew about the inefficiency caused by
disorganized tools and materials. He listens to clients’ concerns about project
delays and notices the competitive edge other contractors gain by managing
their sites more effectively. He also hears about storage solutions at
construction trade shows and from colleagues but often finds the options too
generic or expensive.

HEAR

PAIN
Steven’s main pain points include frequent theft of tools and materials, leading to costly
replacements and delays. He also struggles with disorganized job sites that slow down
productivity and create safety hazards. Finding a reliable vendor who can deliver storage
solutions on time and within his budget is a persistent challenge.

SAY & DO
Steven often expresses his frustration about the challenges of site management to his peers

and supervisors, emphasizing the need for better organization. He actively researches
storage solutions, attending trade shows and consulting online resources. When speaking

with vendors, he highlights the importance of quick delivery and custom features like
shelving and lockable compartments.

GAIN
Steven gains an immediate boost in efficiency and safety by using secure, organized storage
containers at his job sites. This allows his team to work faster and with fewer disruptions. He
also gains a competitive advantage by improving his firm’s reputation for professionalism
and timely project delivery.

SEE
He sees cluttered job sites with scattered tools and materials, which make the

workspace unsafe and inefficient. Steven notices the rising cost of replacing
stolen or damaged items, which adds unnecessary strain to his project

budgets. He observes competitors using better storage solutions, which
motivates him to seek improvements for his own operations.

BUYER PERSONA EMPATHY MAP
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NEUTRAL

FRUSTRATED

Streamline his procurement
process and improve job site
management across multiple

locations.

 Establish Keystone as a go-to
provider for future projects.

 Secure on-time delivery of
portable, lockable containers
tailored to his job site needs.

Evaluate which solution offers the
best combination of customization,

cost, and delivery timeline.

Discover a solution to secure
tools and materials on-site

while improving organization.
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 Steven rents additional containers
for a new project and refers

Keystone to his firm’s procurement
department for long-term vendor

consideration.

 Steven receives follow-up support from
Keystone, including tips on

reconfiguring containers for different
projects and reminders about rental

extension options.

Steven decides to rent two
customized containers after

receiving a detailed quote and
reassurance about urban

delivery logistics. He schedules
delivery for his most active site

Steven downloads a white paper from
Keystone’s website on “Efficient Job

Site Storage.” He reviews multiple
vendor quotes and contacts colleagues

for feedback on similar products.

Steven encounters Keystone at a
construction trade show where he attends a
demonstration on container customization
for construction. He also notices a targeted

ad for Keystone while searching for
“portable construction site storage.”

 Referral incentives provided by
Keystone and testimonials from
other construction managers on

the website.

 Regular follow-up emails, a loyalty
program offering discounts for

repeat rentals, and quarterly
check-ins from his Keystone

account manager.

Keystone’s online payment portal,
order confirmation emails, and

real-time delivery tracking system.

Keystone’s downloadable
resources, email consultations, and

a phone call with a construction
specialist from the Keystone team.

 Trade show booth, Keystone’s
online ads, and a QR code link to

their landing page.

Ensuring the scalability of
Keystone’s solutions for larger

projects.

Ensuring consistent pricing and
availability for future projects.

Ensuring delivery logistics are
handled efficiently in a congested

urban area.

Skepticism about whether
containers can be delivered quickly

to urban job sites and whether
they can be customized to his

specifications.

Initial concern that shipping
containers may be too generic or

costly for construction-specific
needs.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY
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BUYER
PERSONA 3

David Miller is the logistics manager at a fast-growing e-commerce warehouse located in Louisville, Kentucky. Tasked with
overseeing the flow of goods in and out of the facility, his primary responsibilities include managing inventory overflow, ensuring
timely shipment coordination, and optimizing warehouse operations during peak seasons. With e-commerce booming, the
pressure on David to maintain seamless logistics has never been higher. He faces a constant challenge: how to efficiently store
and manage fluctuating inventory levels while maintaining productivity and minimizing disruptions.

For years, David’s warehouse relied on ad-hoc storage solutions to handle seasonal surges. Temporary trailers and rented storage
spaces were the go-to options, but these quickly proved inefficient. Trailers were expensive, difficult to access, and frequently
delayed workflows. Makeshift shelving often led to misplaced items and slower operations, frustrating his team and delaying
shipments. After a particularly chaotic holiday season, where mismanaged overflow stock resulted in costly delays and
dissatisfied customers, David knew a better solution was essential.

David began researching more durable, flexible, and long-term storage options. A Google search for “secure warehouse storage
solutions” led him to Keystone Containers, where their straightforward messaging and emphasis on logistics caught his eye. One
of Keystone’s ads highlighted the ease of using shipping containers for overflow storage, complete with visuals of organized
warehouse setups. Intrigued, David clicked through to Keystone’s website and submitted a consultation request. Within hours,
he received a call from a Keystone representative who demonstrated a deep understanding of logistics challenges.

Keystone proposed a tailored solution for David’s warehouse. They recommended several weather-resistant containers equipped
with shelving for organizing PPE and tools, along with larger units to serve as overflow inventory spaces. They also suggested
converting a few containers into designated packaging and dispatch stations to streamline shipment preparation during peak
periods. What impressed David most was Keystone’s ability to offer quick delivery and setup, even in busy urban areas like
Louisville.

After reviewing the proposal, David decided to proceed with an initial order of four containers. Keystone delivered the units
promptly, and their team assisted in setting up the storage spaces to integrate seamlessly with the warehouse’s workflow. The
transformation was immediate. With designated spaces for PPE, inventory overflow, and packaging, the warehouse became
significantly more efficient. Employees spent less time locating tools or inventory and more time focusing on their tasks, leading
to faster shipments and fewer customer complaints.

Over the next few months, David saw the benefits of Keystone Containers extend beyond peak seasons. The containers provided
much-needed flexibility, allowing him to adapt to unexpected surges in demand without disrupting the warehouse’s core
operations. Satisfied with the results, David has since expanded the partnership, ordering additional containers for other e-
commerce hubs managed by his company. He often recommends Keystone to colleagues in the logistics industry, citing their
reliability and tailored approach as game-changers for his operations.

For David, Keystone Containers is more than a storage provider—it’s a partner that understands the fast-paced world of logistics
and offers solutions that keep his business running smoothly, even in the most challenging times.

DAVID MILLER
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AGE
STATUS
OCCUPATION
LOCATION

INCOME

40

MARRIED

LOGISTICS MANAGER

LOUISVILLE, KENTUCKY

$95,000 ANNUALLY

DAVID MILLER

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
David wants to implement a streamlined storage system to manage
inventory overflow during peak seasons, reducing delays.
He aims to enhance warehouse organization by creating designated
spaces for PPE, tools, and packaging supplies.
David seeks to improve dispatch efficiency with on-site distribution
coordination centers.
He hopes to minimize financial losses caused by misplaced inventory and
inefficient workflows.
David is focused on establishing a long-term partnership with a reliable
storage provider for consistent operations.
He wants to demonstrate improved logistical performance to company
leadership, showcasing his ability to adapt to growing demands.

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
David requires containers that can handle fluctuating inventory volumes
and fit seamlessly into his warehouse layout.
He needs secure storage for valuable tools and equipment, reducing the
risk of theft or damage.
David looks for customizable containers equipped with shelving and
compartments for organized PPE storage.
He requires fast delivery to meet urgent needs during seasonal demand
spikes.
David needs transparent pricing and rental options that align with his
warehouse’s operating budget.
He requires vendor support for setup and guidance to ensure the storage
solutions are optimized for his operations.

MOTIVATIONS
David is motivated by the desire to streamline operations and improve
workflow efficiency.
He values secure and reliable solutions that help his team reduce mistakes
and delays.
David seeks cost-effective options that protect his company’s bottom line
while enhancing logistics.
He is driven by the opportunity to improve his team’s morale through
better organization and accessibility.
David is motivated by the prospect of long-term solutions that reduce
recurring challenges and costs.
He values vendors who understand logistical complexities and provide
solutions tailored to his needs.

PAIN POINTS
David struggles with inefficiencies caused by disorganized overflow
inventory, leading to delays.
He experiences stress from losing tools and PPE due to inadequate storage
options.
David has dealt with unreliable vendors who fail to deliver solutions on time,
disrupting operations.
He finds temporary storage solutions like trailers to be costly and inflexible.
David faces challenges managing seasonal surges in inventory with limited
storage space.
He feels frustrated by the lack of tailored solutions for warehouses with
specific logistical needs

He has concerns about hidden fees, such as additional charges for delivery or setup.
He doesn’t see clear examples or testimonials from clients in his specific industry.
David questions whether Keystone’s solutions are durable enough for his high-volume logistics environment.
He worries about the lack of a warranty or guarantees for the containers’ quality and performance.
He finds the online presence lacking, making it difficult to trust the company’s professionalism.
He is cautious about committing to a vendor without proven reliability in the logistics sector.

OBJECTIONS ON PURCHASE

Complex buying behavior

Complex buying behavior in the portable storage market stems from the significant cost and operational importance of the decision.
Buyers engage in detailed research, consulting experts and comparing vendors on durability, customization, and ROI. They form beliefs
and attitudes about solutions through this evaluation, seeking clear benefits and a strong vendor track record. This thoughtful process
ensures an informed purchase that aligns with their specific needs while avoiding costly mistakes.

PURCHASING BEHAVIOR
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THINK & FEEL
David constantly thinks about improving the efficiency of his warehouse operations to meet
rising demand and reduce costly errors. He feels a deep sense of responsibility for ensuring
his team has the tools and systems they need to succeed. Frustration sets in when logistical
challenges, such as disorganized inventory or slow workflows, impact productivity. Despite

these challenges, David feels optimistic when he identifies innovative solutions that promise
long-term benefits for the warehouse and the business.

David hears frequent complaints from his team about the lack of accessible
storage and the difficulty of finding essential tools during busy periods. He
hears concerns from upper management about missed deadlines and the
financial impact of disorganized operations. Vendors and industry colleagues
mention emerging storage trends and innovations, but most of the solutions
he’s heard about seem too generic or not tailored to his specific logistical
needs. He also hears customer feedback, emphasizing the need for faster and
more reliable delivery processes.

HEAR

PAIN
David struggles with constant disruptions caused by disorganized inventory and misplaced
tools. He feels overwhelmed by the lack of reliable vendors who understand the complexity
of warehouse logistics. The financial strain of delayed shipments and lost materials adds
pressure, and he’s frustrated by the limitations of temporary storage solutions that don’t
adapt to his team’s needs. Finding a balance between cost and functionality has been a
persistent challenge.

SAY & DO
David openly discusses the need for better organization and efficient storage solutions

during team meetings and management reviews. He spends hours researching storage
vendors online, reading reviews, and comparing solutions. He prioritizes reaching out to
companies that understand logistics and can provide tailored offerings. When he finds a

promising vendor, he schedules consultations and ensures his team is involved in evaluating
the solutions.

GAIN
David gains peace of mind knowing his inventory is secure, organized, and accessible.
Efficient storage allows him to streamline workflows, reduce delays, and improve team
morale. With a dependable solution, David can focus on optimizing other areas of the
warehouse, ensuring his team meets delivery deadlines and enhances the company’s
reputation for reliability.

SEE
David observes an overworked team trying to manage inventory in a

cluttered, disorganized space. He notices the inefficiencies caused by
outdated systems and temporary fixes, such as using makeshift storage or

repurposed spaces for overflow inventory. He frequently sees reports of
delayed shipments and customer complaints, which highlight the need for

better operational support. In contrast, he also sees advertisements and case
studies for modern storage solutions, sparking ideas for potential

improvements.

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

Expand Keystone’s role in the
warehouse’s operational

improvements.

Build a long-term relationship with
Keystone for future storage needs.

Secure reliable storage solutions
with minimal disruption to

warehouse operations.

Assess which vendor offers the
most cost-effective and

operationally efficient solution.

Find a solution to reduce workflow
disruptions caused by poor

inventory storage and
disorganization.
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S David recommends Keystone to other

logistics managers within his company
and logistics industry peers. He also

orders additional containers for a new
project.

Keystone follows up post-purchase to ensure
the containers meet David’s expectations.

They offer maintenance tips and suggestions
for additional applications, like temporary
packaging stations during peak seasons.

 After receiving a detailed proposal,
David decides to purchase several

containers with interior shelving for
inventory organization and PPE storage.

Keystone provides a clear pricing
breakdown and delivery timeline,
addressing his logistical concerns.

David visits Keystone’s website, where he
reads detailed product descriptions and

contacts the sales team for a consultation. He
compares Keystone's offerings with other

vendors, focusing on pricing, delivery
timelines, and adaptability for warehouse

operations.

David identifies inefficiencies in his warehouse
operations, specifically around inventory
overflow and disorganized tools. While

researching online for solutions, he sees a Google
Ad for Keystone Containers focusing on “Secure
and Organized Inventory Storage Solutions for
Warehouses.” Additionally, a logistics industry
forum mentions Keystone as a reliable vendor.

Word-of-mouth recommendations
and repeat purchases via

Keystone’s account management
system.

Follow-up emails, quarterly
newsletters with optimization tips,
and customer support check-ins.

Keystone’s online payment portal
and order confirmation system.

Keystone’s website, email
communications, and a virtual

consultation with a sales
representative.

Targeted Google Ads, logistics
industry forums, and word-of-

mouth recommendations from
peers.

Demonstrating scalability for larger
logistics projects.

Maintaining consistent quality and
timely availability for repeat

purchases.

Ensuring the setup process does
not interfere with day-to-day

operations.

Concerns about potential delays in
delivery and the ability to

customize containers to fit
warehouse workflows.

nitial skepticism about whether
shipping containers can be
effectively customized for
warehouse environments.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY
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BUYER
PERSONA 4

Liam Thompson is an excavation project manager working for a mid-sized construction company in Aurora, Colorado.
Responsible for multiple active job sites, Liam’s role involves coordinating heavy machinery, managing crews, and
ensuring projects stay on schedule. With tight deadlines and complex logistics, efficiency and organization are critical to
his success. However, the nature of excavation work means that every project brings unique challenges, from
unpredictable weather to theft and equipment damage.

In the past, Liam relied on a combination of rental trailers and temporary sheds to meet his on-site storage needs. While
these options worked in a pinch, they often created more problems than they solved. Trailers were costly and difficult to
transport between sites, while sheds offered little security or protection from Colorado’s unpredictable weather. On one
occasion, a storm damaged critical tools, causing delays that nearly derailed an entire project. Frustrated by these
recurring issues, Liam began searching for a more durable and versatile solution.

Liam learned about Keystone Containers through a colleague in the construction industry who praised their rugged and
practical storage options. After doing some research, Liam decided to reach out to Keystone for a consultation. From the
first call, he was impressed by their expertise in addressing the unique needs of construction professionals. Keystone’s
team proposed a range of solutions tailored to excavation sites, including durable containers for tool and equipment
storage, worker shelters, and field offices. They also recommended utility rooms for housing generators and other
essential systems.

What stood out to Liam was Keystone’s focus on portability and ease of setup. Unlike the trailers he had used in the past,
Keystone’s containers could be easily transported and configured for different sites without significant downtime. This
flexibility was a game-changer for Liam, as it allowed him to adapt storage solutions to the evolving demands of his
projects. Keystone also assured him of prompt delivery to even the most remote locations, addressing one of his biggest
logistical concerns.

Liam decided to order several containers, including units for tool storage, worker shelters, and a portable field office. The
containers were delivered on schedule, and Keystone’s team provided guidance on optimizing their setup for the job site.
The impact was immediate: tools and equipment were now secure and easily accessible, workers had a safe space for
breaks, and the field office provided a central hub for project coordination.

Over time, the containers have become an integral part of Liam’s operations. They have improved on-site efficiency,
reduced downtime, and enhanced safety for his crews. Liam’s team can now focus on their work without worrying about
theft or disorganization, allowing projects to run more smoothly and meet deadlines consistently.

For Liam, Keystone Containers has proven to be a reliable partner that understands the unique demands of excavation
projects. Their solutions have not only addressed his immediate storage challenges but have also provided the flexibility
and durability needed to support his long-term success in the construction industry.

LIAM THOMPSON
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MARRIED

EXCAVATION  MANAGER

AURORA, COLORADO

$125,000 ANNUALLY

LIAM THOMPSON

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Liam wants to improve on-site organization by securing tools and
materials in dedicated containers.
He aims to enhance worker safety and morale by providing portable
shelters and break areas.
Liam seeks to minimize downtime caused by misplaced or damaged
equipment.
He hopes to establish consistent, portable storage solutions that can be
relocated easily between job sites.
Liam is focused on reducing costs associated with theft and equipment
damage on excavation projects.
He wants to create a more professional and efficient workspace that
meets industry standards.

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
Liam requires durable containers that can withstand harsh outdoor
conditions on excavation sites.
He needs portable solutions for storing tools and equipment securely
across multiple active projects.
Liam looks for worker shelters that provide comfort and safety during
long hours on-site.
He requires utility rooms to house essential equipment like generators
and pumps.
Liam needs flexible rental options to align with project timelines and
budgets.
He requires clear communication and support from vendors to ensure
timely delivery and setup.

MOTIVATIONS
Liam is motivated by the opportunity to improve efficiency and reduce
downtime on his projects.
He values secure storage that prevents theft and protects expensive tools.
Liam seeks solutions that enhance worker morale and safety, improving
overall team productivity.
He is driven by the need to present professional, well-organized job sites to
clients.
Liam is motivated by the cost savings associated with durable, long-term
storage options.
He appreciates vendors who provide tailored solutions and reliable service.

PAIN POINTS
Liam frequently deals with theft and weather damage to tools and
equipment left exposed on-site.
He experiences frustration with storage solutions that are difficult to
transport between job sites.
Liam has faced challenges with unreliable vendors who fail to meet delivery
deadlines.
He feels stressed by the logistical complexities of managing storage across
multiple locations.
Liam finds it difficult to locate solutions that balance durability with cost-
effectiveness.
He is annoyed by the lack of portable shelters and utility storage tailored to
excavation needs.

Liam worries that Keystone’s containers may not be delivered on time to his remote job sites, causing delays.
He feels the return or exchange process for the containers seems overly complicated or restrictive.
Liam questions whether Keystone’s containers are robust enough to withstand the demands of excavation environments.
He perceives the rental terms as inflexible, not accommodating his fluctuating project timelines.
Liam worries about the cost of relocating containers if the solution does not work as advertised.
He doubts whether the proposed storage solutions will fully address his specific needs for both security and portability.

OBJECTIONS ON PURCHASE

DISSONANCE-REDUCING BUYING BEHAVIOR

In the portable storage market, dissonance-reducing buying behavior arises when buyers struggle to differentiate between similar high-
cost solutions. The lack of perceived differences and the financial stakes create uncertainty and fear of regret. Buyers rely heavily on
testimonials, vendor consultations, and industry recommendations for reassurance, gravitating toward well-established brands. Trust,
transparency, and proven reliability often outweigh innovation, as buyers prioritize minimizing risk in their decision-making process.

PURCHASING BEHAVIOR



ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025

THINK & FEEL
Liam constantly thinks about how to maintain safety and efficiency on his job sites. He feels
a strong sense of urgency to ensure that his team has the tools and resources they need to

meet tight project deadlines. He often feels frustrated by the logistical challenges of
managing multiple sites, especially when tools and equipment are misplaced or damaged.

At the same time, he feels a sense of pride when his team overcomes challenges and delivers
successful projects.

Liam hears complaints from his crew about the lack of secure storage,
especially after theft incidents or sudden weather changes. He listens to
clients express concerns about project delays caused by logistical
inefficiencies. Conversations with colleagues in the industry reveal that
portable storage and shelters can make a significant difference, but the
options he hears about often lack flexibility or are too expensive for his
budget. Vendors frequently pitch solutions, but Liam finds that few
understand the unique needs of excavation sites.

HEAR

PAIN
Liam is constantly battling theft and weather-related damage to equipment, which leads to
project delays and financial losses. He feels frustrated by the logistical headaches of
transporting tools and supplies between sites without proper storage. Unreliable vendors
have left him stranded in the past, causing further delays. Managing site safety while
juggling inadequate resources is a persistent source of stress.

SAY & DO
Liam emphasizes the importance of safety and efficiency during meetings with his crew and

clients. He actively researches storage providers online, focusing on those that mention
excavation or remote site solutions. He asks vendors detailed questions about durability,
portability, and setup to ensure their products will meet his needs. When he identifies a

potential solution, Liam involves his site managers in evaluating the practicality of
integrating it into current operations.

GAIN
Liam gains confidence knowing his tools, equipment, and team are protected with secure,
portable storage solutions. Streamlined logistics improve project timelines, allowing him to
meet client expectations and boost team morale. Having a reliable storage partner means
Liam can focus on managing projects more effectively, knowing the foundational elements
of his sites are well-supported.

SEE
Liam sees job sites cluttered with tools and materials that are vulnerable to
theft, weather, or accidental damage. He observes team members wasting

valuable time searching for equipment or improvising solutions when tools
are unavailable. He also notices other excavation teams using portable

storage solutions and wonders whether similar options could work for his
projects. Ads for storage providers and equipment shelters often catch his

eye, though many seem focused on general construction needs rather than
excavation-specific challenges.

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

Establish Keystone as the go-to
storage provider for all his team’s

projects.

Maintain a dependable partnership
with Keystone for ongoing project

needs.

Acquire storage solutions that can
be deployed quickly and withstand

tough site conditions.

 Evaluate whether Keystone’s
offerings align with the demands

of his projects.

Identify a secure, portable storage
solution designed for harsh

outdoor environments.
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S Liam opts to use Keystone for upcoming

excavation projects and recommends their
services to other project managers within his

company

Keystone reaches out post-delivery to offer
guidance on maximizing the containers’

utility and provides options for future
rentals. They also send reminders about
seasonal deals tailored to construction

clients.

After reviewing the proposal, Liam orders
several containers customized with tool

racks and reinforced security locks.
Keystone ensures expedited delivery to

match the project’s timeline.

 Liam contacts Keystone for a consultation to
discuss the specific needs of excavation sites, such
as on-site tool storage and worker shelters. He also

requests testimonials from other contractors to
validate Keystone’s reliability.

Liam recognizes inefficiencies on his excavation
sites, such as tools left vulnerable to theft and
weather damage. During a Google search for

“rugged portable storage solutions,” he comes
across a Keystone ad highlighting “Durable

Storage for Remote Worksites.” Additionally, a
colleague mentions using Keystone for similar

projects.

Word-of-mouth recommendations,
Keystone’s customer loyalty
program, and repeat orders

through account management.

Follow-up calls, customer
satisfaction surveys, and seasonal

promotional emails.

 Keystone’s order confirmation
system and real-time delivery

tracking.

Consultation calls with Keystone’s
sales team, product

recommendations tailored to
excavation needs, and testimonials

from similar clients.

 Google Ads, industry networking
events, and word-of-mouth

recommendations.

Ensuring Keystone can
consistently deliver solutions that
adapt to changing project needs.

Ensuring cost-effectiveness and
flexibility for varying project sizes

and timelines.

Ensuring the containers arrive on
time and are easy to set up without

additional logistical challenges.

Concerns about the portability and
ease of setup for containers on

remote sites.

Doubts about the durability of
containers in extreme weather

conditions.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY
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BUYER
PERSONA 5 Michael Stanford is the operations manager for a manufacturing facility in Toledo, Ohio, overseeing a complex production

line that supplies components to the automotive industry. His role involves managing raw materials, coordinating
production schedules, and maintaining the facility’s operational efficiency. With tight delivery deadlines and a workforce that
relies on streamlined processes, Michael faces ongoing challenges to ensure that every element of the manufacturing
operation functions smoothly.

For years, Michael’s facility struggled with disorganized storage for raw materials and equipment. Temporary storage
solutions, such as outdated sheds or rented spaces, often led to misplaced items, increased damage risks, and delayed
production. Compounding the problem, the facility’s waste management practices were inefficient, with recyclable materials
piling up and creating hazards around the production floor. After a major production delay due to material shortages caused
by poor inventory management, Michael knew it was time for a change.

Michael first learned about Keystone Containers at a regional industry conference. Their presentation on durable, flexible
storage solutions immediately caught his attention. Intrigued by the possibility of improving his facility’s storage efficiency,
Michael arranged for a consultation. Keystone’s team listened carefully to his challenges and proposed a multi-faceted
solution: weather-resistant containers for raw material storage, modular units for organizing tools and equipment, and
dedicated waste management spaces to streamline recycling efforts.

Keystone’s containers were particularly appealing because they provided secure, customizable storage that could be easily
integrated into the facility’s workflow. The team also suggested using containers as temporary inventory management hubs,
enabling better tracking of supplies and production outputs. Their understanding of manufacturing-specific challenges and
their ability to deliver tailored solutions impressed Michael, making him confident in Keystone’s expertise.

The implementation process was seamless. Keystone delivered the containers promptly and worked closely with Michael’s
team to configure the units for maximum efficiency. The raw material storage containers provided secure, easily accessible
spaces, reducing damage and improving inventory tracking. Tool storage units helped organize machinery and repair tools,
saving time and reducing clutter on the production floor. Additionally, the waste management units streamlined recycling
efforts, improving workplace safety and compliance with environmental regulations.

Since adopting Keystone’s solutions, Michael has seen a dramatic improvement in the facility’s operations. Production delays
caused by material shortages have become a thing of the past, and his team now operates in a safer, more organized
environment. The increased efficiency has also had a positive financial impact, as the facility can now meet deadlines
consistently and avoid costly disruptions.

For Michael, Keystone Containers is more than a storage provider—it’s a partner that understands the unique demands of
manufacturing and offers solutions that directly enhance productivity and safety. Keystone’s reliable and tailored approach
has made them an indispensable part of his operations.

MICHAEL STANFORD
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MARRIED

OPERATIONS MANAGER

TOLEDO, OHIO

$115,000 ANNUALLY

MICHAEL STANFORD

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Michael wants to ensure raw materials are stored securely to avoid
contamination or damage, reducing production delays.
He aims to improve organization in the facility by creating designated
spaces for tools, inventory, and waste management.
Michael seeks to streamline workflows by integrating portable inventory
management units into production processes.
He hopes to implement waste management solutions to meet
environmental compliance standards and promote sustainability.
Michael is focused on minimizing downtime caused by disorganized or
inaccessible tools and equipment.
He wants to maintain a safe and efficient workspace that supports
increased productivity.

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
Michael requires durable containers capable of protecting raw materials
from weather and contamination.
He needs storage units designed to organize and house tools and repair
equipment efficiently.
Michael looks for inventory management containers that allow for better
tracking of supplies and outputs.
He requires waste management stations to separate recyclables and
manage industrial waste effectively.
Michael needs solutions that integrate seamlessly into the manufacturing
workflow without disrupting operations.
He requires timely delivery and setup to avoid any impact on production
schedules.

MOTIVATIONS
Michael is motivated by the opportunity to reduce production delays
caused by material shortages or disorganization.
He values secure storage that protects raw materials and tools, ensuring
uninterrupted production.
Michael seeks solutions that simplify operations and create a more
organized workspace for his team.
He is driven by the need to meet environmental regulations through
improved waste management.
Michael appreciates the financial savings associated with efficient
inventory tracking and reduced material losses.
He is motivated by the prospect of improving overall facility safety and
compliance with industry standards.

PAIN POINTS
Michael frequently encounters material damage caused by inadequate
storage solutions, leading to costly production delays.
He experiences frustration with the disorganization of tools and equipment,
which slows down repairs and maintenance.
Michael struggles with finding waste management options that meet both
regulatory and operational requirements.
He feels the pressure of maintaining high safety standards while managing
multiple storage and workflow needs.
Michael has dealt with unreliable vendors who provide poorly adapted
solutions for manufacturing environments.
He finds it challenging to allocate budget for storage upgrades without
clear ROI benefits.

Michael worries about whether Keystone Containers can deliver units that meet the facility’s specific workflow requirements.
He believes the containers offered are too generic and not tailored to his operational goals.
Michael questions whether the containers can handle the heavy-duty demands of a manufacturing facility.
He is cautious about the potential disruption to production schedules during delivery and setup.
Michael doubts whether Keystone’s solutions will address the facility’s unique safety and compliance needs.
He is skeptical about the long-term durability of the containers under constant industrial use.

OBJECTIONS ON PURCHASE

Complex buying behavior

Complex buying behavior in the portable storage market stems from the significant cost and operational importance of the decision.
Buyers engage in detailed research, consulting experts and comparing vendors on durability, customization, and ROI. They form beliefs
and attitudes about solutions through this evaluation, seeking clear benefits and a strong vendor track record. This thoughtful process
ensures an informed purchase that aligns with their specific needs while avoiding costly mistakes.

PURCHASING BEHAVIOR
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THINK & FEEL
Michael constantly thinks about optimizing the manufacturing workflow, ensuring raw

materials are readily available, tools are organized, and safety protocols are upheld. He feels
immense pressure to meet production deadlines while maintaining high-quality standards.
Frustration often arises from disorganized inventory and delayed repairs, which slow down

the entire production line. However, Michael feels optimistic when he identifies practical
solutions that promise to streamline operations and reduce downtime.

Michael hears constant feedback from his team about the inefficiencies
caused by disorganized tools and materials. He listens to concerns from upper
management about missed deadlines and the potential impact on customer
satisfaction. Conversations with industry colleagues emphasize the
importance of secure and accessible storage solutions, but he rarely hears of
vendors offering options tailored to manufacturing environments. Vendor
pitches often lack the level of detail or customization Michael requires for his
operations.

HEAR

PAIN
Michael struggles with frequent delays caused by misplaced or damaged raw materials and
tools. He feels the financial strain of inefficient inventory management, which leads to waste
and increased costs. Previous experiences with unreliable vendors have left him wary of
committing to new solutions. The pressure to maintain safety and compliance while
improving productivity adds to his stress.

SAY & DO
Michael regularly discusses the need for better organization and inventory management

with his team and supervisors. He spends significant time researching vendors that cater to
manufacturing needs, evaluating their offerings for durability, customization, and

practicality. He frequently requests consultations and quotes, ensuring any potential
solution aligns with his facility’s requirements. Michael advocates for solutions that integrate

seamlessly into current workflows and meet safety standards.

GAIN
Michael gains peace of mind knowing his raw materials and tools are secure, organized, and
easily accessible. Reliable storage solutions help his team reduce errors, streamline
workflows, and improve overall efficiency. By addressing these operational gaps, Michael can
focus on meeting production targets and enhancing the facility’s reputation for reliability.

SEE
Michael sees chaotic storage areas with raw materials exposed to

contamination risks and tools scattered across the workspace. He observes his
team losing valuable time locating equipment or fixing preventable issues

caused by poor organization. He notices competitors with highly organized
production spaces, which highlight the gaps in his own facility’s operations.
He also sees advertisements for storage providers but finds that most don’t

seem designed to handle the specific demands of manufacturing.

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

Build a consistent relationship with
Keystone to support ongoing

manufacturing demands.

 Foster a reliable partnership with
Keystone for ongoing operational

enhancements.

Acquire storage units that support
the facility’s production needs

without delaying workflow.

Ensure the chosen storage solution
meets safety standards and

enhances efficiency in production.

Discover storage options that align
with the fast-paced requirements
of a manufacturing environment.
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S Michael incorporates Keystone’s

storage solutions into his facility’s
long-term operational strategy and
refers Keystone to other managers

within the company.

Keystone follows up with tailored
solutions for future needs, such as
additional units during production

surges. They send updates on safety
improvements and seasonal promotions

relevant to manufacturing clients.

After extensive consultation, Michael
purchases containers equipped with

specialized shelving and safety features
for handling industrial materials. Keystone

provides a detailed plan for delivery and
setup, which minimizes disruption to

factory operations.

Michael schedules an on-site
consultation with Keystone to discuss
using their containers for raw material

storage and tool organization. He
evaluates proposals from Keystone and

other vendors, comparing costs,
delivery timelines, and available

customizations.

 Michael notices increasing inefficiencies in his
factory, particularly in raw material storage and
tool management. A vendor’s representative at
a local manufacturing conference introduces

Keystone Containers, showcasing their
solutions for industrial needs. Later, he sees an
advertisement in a trade journal emphasizing

“Efficient Storage Solutions for Manufacturing.”

Internal recommendations within
the company, repeat orders, and

Keystone’s loyalty incentives.

Follow-up consultations,
newsletters with tailored

recommendations, and customer
support check-ins.

Keystone’s payment and delivery
systems, and installation

coordination with the factory team.

On-site consultations, proposal
reviews, and discussions with his

operations team.

Manufacturing conferences, trade
journals, and direct vendor

outreach.

Confidence that Keystone can
scale solutions for larger
production expansions.

Ensuring continued alignment
between Keystone’s offerings and
the evolving needs of the factory.

Verifying that containers meet the
facility’s stringent compliance

standards.

Concerns about potential
disruptions during container
delivery and integration into

current processes.

Skepticism about whether
shipping containers can integrate

with manufacturing workflows.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION
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BUYER
PERSONA 6 Carl Freeman owns a picturesque hobby farm nestled in the rolling hills outside Asheville, North Carolina. What

started as a weekend project has grown into a full-fledged operation where Carl raises chickens, grows
seasonal produce, and experiments with small-scale DIY projects. His farm has become his passion, but
managing its diverse needs—ranging from equipment storage to animal care—has often felt overwhelming.

For years, Carl relied on improvised storage solutions like tarps, old sheds, and even his garage to keep his tools,
feed, and seasonal equipment protected. These options were far from ideal. Feed often spoiled due to exposure
to pests and weather, tools were misplaced or damaged, and clutter made his farm less enjoyable to manage.
The final straw came when a sudden rainstorm ruined an entire batch of chicken feed, forcing Carl to waste
time and money on replacements. He realized he needed a more reliable storage system to keep his farm
running smoothly.

Carl discovered Keystone Containers through a recommendation from a local farming co-op. Intrigued by the
versatility of their storage solutions, he reached out for more information. Keystone’s team suggested several
practical applications, including pest-resistant containers for feed storage, small units for organizing tools and
equipment, and portable chicken coops to improve livestock management. They also proposed using a
compact container as a farm stand, allowing Carl to display and sell his produce directly to customers.

Keystone’s solutions resonated with Carl because they were simple yet effective. The containers offered the
durability and security he needed without requiring extensive modifications or a large investment. The fact that
Keystone could deliver the units directly to his property made the decision even easier. Within weeks, Carl had
a system in place that transformed his farm.

The containers quickly proved their worth. Feed remained dry and pest-free, tools were neatly organized and
easy to find, and the portable chicken coop made caring for his livestock much more efficient. Carl’s farm stand
became a hit in the local community, helping him share his produce with neighbors while generating
additional income. What Carl appreciated most was how Keystone’s solutions allowed him to spend more time
enjoying his farm and less time dealing with logistical headaches.

Today, Carl sees Keystone Containers as an essential part of his farm’s success. Their practical, no-nonsense
approach to storage has made managing his hobby farm not only easier but also more rewarding. Carl
frequently recommends Keystone to other small-scale farmers and hobbyists, knowing they’ll benefit from the
same dependable service and solutions.

CARL FREEMAN
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52

MARRIED

HOBBY FARMER AND BUSINESS OWNER

ASHEVILLE, NORTH CAROLINA

$110,000 ANNUALL

CARL FREEMAN

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Carl wants to protect livestock feed from spoilage and pests, ensuring it
stays fresh and usable.
He aims to organize his tools and seasonal equipment to create a more
efficient and enjoyable farming experience.
Carl seeks to improve livestock care by providing secure and weather-
resistant housing for his animals.
He hopes to expand his hobby farm’s operations with a portable farm
stand to sell produce and handmade goods.
Carl is focused on reducing clutter around his property, freeing up space
for new projects and activities.
He wants to simplify his farm management by implementing practical,
low-maintenance storage solutions.

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
Carl requires pest-resistant containers for storing livestock feed securely
and hygienically.
He needs compact storage units for organizing tools and small farming
supplies.
Carl looks for portable chicken coops to improve livestock mobility and
care.
He requires a functional farm stand unit for selling produce and other
goods to the local community.
Carl needs solutions that are affordable and easy to set up, aligning with
his hobby farm’s budget.
He requires guidance from a vendor who understands small-scale
farming and its unique challenges.

MOTIVATIONS
Carl is motivated by the desire to protect his investments in feed and tools,
reducing waste and costs.
He values storage solutions that make his farm more organized and
enjoyable to manage.
Carl seeks practical options that allow him to focus on his passion projects
rather than logistical issues.
He is driven by the opportunity to connect with his community through a
well-designed farm stand.
Carl appreciates solutions that help him manage seasonal changes on the
farm more efficiently.
He is motivated by the prospect of creating a more productive and visually
appealing farm environment.

PAIN POINTS
Carl struggles with frequent feed spoilage due to pests and exposure,
leading to unnecessary costs.
He experiences frustration with disorganized tools and clutter, which slow
down farm tasks.
Carl feels overwhelmed by the lack of affordable, high-quality storage
options tailored to hobby farmers.
He has dealt with unreliable storage solutions that fail to protect against
harsh weather conditions.
Carl finds it challenging to manage seasonal items like decorations or
outdoor furniture without proper storage.
He is discouraged by the limited availability of portable solutions for small-
scale farming needs.

Carl worries about whether Keystone Containers can provide affordable solutions within his budget.
He hesitates due to concerns about the complexity of setting up and maintaining the containers.
Carl questions whether the containers will blend well with the aesthetic of his farm.
He is cautious about investing in a vendor without a proven track record of working with small-scale farmers.
Carl doubts whether the containers can be customized enough to meet his specific farming needs.
He is skeptical about the longevity of the containers, especially in areas prone to harsh weather.

OBJECTIONS ON PURCHASE

Complex buying behavior

Complex buying behavior in the portable storage market stems from the significant cost and operational importance of the decision.
Buyers engage in detailed research, consulting experts and comparing vendors on durability, customization, and ROI. They form beliefs
and attitudes about solutions through this evaluation, seeking clear benefits and a strong vendor track record. This thoughtful process
ensures an informed purchase that aligns with their specific needs while avoiding costly mistakes.

PURCHASING BEHAVIOR
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THINK & FEEL
Carl constantly thinks about keeping his farm organized and functional, ensuring his tools,
feed, and livestock are well cared for. He feels a strong sense of satisfaction in running his

farm, but frustration arises when poor storage options lead to spoilage, clutter, or
inefficiencies. Carl feels hopeful that finding the right storage solutions will make his hobby

farm more enjoyable and productive.

Carl hears frequent complaints from his family and farmhands about the
disorganization of tools and supplies. He listens to advice from fellow hobby
farmers about securing feed and improving farm aesthetics. Through local
farming groups, he hears about storage options, but most discussions focus
on large-scale agricultural needs that feel out of reach for him. Vendors
occasionally pitch solutions, but they rarely seem relevant to the specific
challenges of a small hobby farm.

HEAR

PAIN
Carl struggles with frequent spoilage of feed due to inadequate storage, leading to waste
and frustration. He finds it challenging to keep his farm organized, which slows down tasks
and creates unnecessary stress. Limited budget options often leave him choosing between
low-quality solutions and unaffordable alternatives. He feels overwhelmed by the lack of
small-scale storage solutions designed for hobby farmers.

SAY & DO
Carl often talks about the challenges of managing feed spoilage and keeping his tools in
good condition. He actively seeks recommendations from other farmers and spends time

researching affordable storage options online. He prioritizes solutions that are simple to set
up and maintain, avoiding anything that feels overly complicated. When he finds a potential
vendor, Carl reaches out with specific questions about pest resistance, portability, and cost.

GAIN
Carl gains the satisfaction of having a well-organized and efficient farm, where tools, feed,
and seasonal items are easy to access. Reliable storage solutions allow him to focus on the
aspects of farming he enjoys most, such as caring for animals and growing produce.
Professionally designed containers also enhance the aesthetic and functionality of his farm,
making it a source of pride.

SEE
Carl sees cluttered spaces on his farm, with tools, seasonal items, and feed

stored in ways that are neither practical nor secure. He notices feed going bad
due to pest exposure and weather damage, which leads to unnecessary

waste. He observes other hobby farmers using professional-looking setups,
such as organized tool sheds or portable coops, which inspires him to improve
his own farm. He often comes across advertisements for storage solutions but

finds many are either too expensive or not tailored to small-scale farming
needs.

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

Encourage others in his network to
benefit from Keystone’s solutions
while continuing to improve his

own farm setup.

Maintain Keystone as a go-to
solution for future farm storage

needs.

 Acquire a functional, durable
solution that meets his farm’s

needs without overextending his
budget.

Evaluate which vendor provides
the best value for his limited

budget while addressing specific
farming needs.

 Identify a practical and affordable
solution to organize his tools and

secure feed.
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with Keystone in his local farming
community and considers purchasing

a second container for seasonal use

 Keystone checks in with Carl post-
delivery, offering tips on maintaining the
container and suggestions for additional
uses like seasonal storage or farm stands.

Carl receives updates on new products
and discounts for repeat customers.

After finalizing a quote, Carl purchases a
container customized with ventilation for

feed storage and racks for tool
organization. Keystone ensures a
straightforward delivery process,

explaining setup instructions tailored to
Carl’s small farm.

Carl browses Keystone’s website, exploring
customer reviews and case studies related to

hobby farms. He contacts Keystone for a
consultation, asking about specific uses like pest-

resistant feed storage and portable livestock
housing. Carl also compares Keystone with other
vendors in his area, focusing on affordability and

customization options.

Carl realizes his current storage setup for feed
and tools is inadequate, leading to spoiled feed

and misplaced equipment. He comes across
Keystone Containers in a social media post

shared by a local agricultural group. The post
highlights creative uses for shipping

containers on small farms, including feed
storage and mobile farm stands.

Peer recommendations and
Keystone’s loyalty incentives.

Customer service follow-ups,
newsletters, and repeat discount

offers.

Keystone’s sales and delivery team
and follow-up installation

guidance.

 Keystone’s website, consultation
calls, and word-of-mouth

recommendations from other
hobby farmers.

Social media groups, local farmer
networks, and Keystone’s targeted

advertisements.

 Ensuring future solutions remain
accessible and tailored to hobby

farms.

 Affordability of additional
purchases as Carl expands his

farm’s operations.

Ensuring the container’s features
are easy to maintain and fit

seamlessly into his farm’s layout.

Concerns about upfront costs and
whether the container’s features

justify the expense.

Concerns about whether a storage
container is worth the investment

for a small-scale operation.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY
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BUYER
PERSONA 7

Erick Connors, 38, lives with his wife and two beloved dogs in the creative, eco-conscious city of Asheville, North Carolina—
a place renowned for its love of innovation and sustainable living. As a software developer, Erick spends most of his days
behind a screen, but his passion for hands-on projects has always been a fulfilling outlet. Married for eight years, Erick and
his wife recently purchased a plot of land just outside the city, envisioning it as the site of their dream tiny home—a
project born from their shared desire for a simpler, more intentional lifestyle.

The decision to go tiny wasn’t immediate. Initially, Erick explored traditional pre-built homes but found the costs
astronomical for what they needed. Modular homes were intriguing but required compromises in layout and aesthetics.
Trailers, while mobile, felt uninspired and didn’t provide the permanence or personalization they wanted. Then Erick
discovered container homes—a customizable, cost-effective solution that could adapt perfectly to their vision. The idea of
designing and building a home with separate spaces for living, working, and relaxing felt like the answer they were
searching for. Erick, with his knack for DIY and a network of local contractors, was confident he could bring the project to
life.

The plan? Erick would purchase three shipping containers: one for the main living area, another for their bedroom, and a
third for his office space, where he could enjoy uninterrupted focus while working from home. The appeal of containers
wasn’t just their affordability but also their scalability. He liked knowing he could easily add more containers later if they
wanted to expand. This flexibility aligned perfectly with Erick’s desire for a future-proof solution that could grow with their
evolving needs.

Despite his excitement, finding the right supplier for the containers proved to be a frustrating journey. Erick discovered
that many sellers focused on bulk orders for industrial clients, offering little flexibility for someone like him. Vendors were
often unresponsive, unwilling to accommodate specific requests, or dismissive of smaller-scale buyers. Pricing
transparency was another major hurdle—hidden fees for delivery or modifications left Erick wary of being overcharged.
He wanted more than a transaction; he needed a partner who would help him navigate the complexities of container
selection, delivery, and installation.

When Erick discovered Keystone Containers, the experience felt different from the start. Their website was
straightforward, offering clear details on container specifications and pricing. A call with a sales representative sealed the
deal for him—not only were they attentive to his unique goals, but they also offered practical advice on modifications and
setup. Unlike other vendors, Keystone treated Erick like family, taking genuine interest in his project and offering
solutions that aligned with his budget and timeline.

Ultimately, Erick purchased three containers from Keystone and is now transforming them into the tiny home of his
dreams. The containers were delivered on schedule, and their quality exceeded his expectations. Keystone’s team even
provided resources on working with contractors to customize the containers for residential use. Erick now recommends
Keystone to his DIY network, praising their customer-first approach and commitment to helping him turn a vision into
reality. With each container he customizes, Erick feels more connected to his dream, knowing he chose a partner who
cared as much about the project as he did.

ERICK CONNORS
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38

MARRIED

SOFTWARE DEVELOPER

ASHEVILLE, NORTH CAROLINA

$120,000 ANNUALL

ERICK CONNORS

FAVORITE SOCIAL NETWORKS AND
USE OF ADVERTISEMENTS

GOALS AND OBJECTIVES
Erick wants to create a functional, affordable tiny home using shipping
containers to accommodate his lifestyle and work needs.
He aims to design three distinct spaces—living area, bedroom, and office—
that feel cohesive yet serve specific purposes.
Erick hopes to complete the project within a reasonable budget, ensuring
the containers are high-quality and adaptable for future additions.
He seeks to integrate eco-friendly elements into the build, aligning with
his values of sustainability and resourcefulness.
Erick wants to find a vendor who not only supplies the containers but also
offers guidance on modifications and best practices for DIY projects.
He is determined to create a space where he and his wife can enjoy a
simpler lifestyle without sacrificing comfort or flexibility.

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY FREQUENT  BRANDS

NEEDS
Erick needs durable, structurally sound containers that can withstand
modifications for residential use.
He requires clear and transparent pricing, including delivery and any
additional services.
Erick needs containers that can be delivered to his property on time and
with minimal logistical hassle.
He looks for a vendor that can provide advice or resources on integrating
multiple containers into one cohesive build.
Erick requires a supplier who understands and respects the unique needs
of DIY builders and small-scale projects.
He needs post-purchase support, such as guidance on maintenance or
handling future expansions.

MOTIVATIONS
Erick is motivated by the vision of living in a custom-designed tiny home
that reflects his creativity and values.
He values the cost-efficiency of using containers, which allows him to invest
in other aspects of the build, like interior design and eco-friendly systems.
Erick feels a sense of pride and accomplishment in building a home with
his own hands, making the process as rewarding as the final result.
He appreciates the scalability of containers, knowing he can add to the
structure later as his needs evolve.
Erick is driven by the desire to break free from conventional housing
options and create something uniquely his own.
He is motivated by the opportunity to set an example for others in his
community about the versatility and practicality of container homes.

PAIN POINTS
Erick struggles to find vendors who cater to small-scale buyers with specific,
residential-focused needs.
He feels overwhelmed by conflicting information about the best types of
containers for residential builds.
Erick worries about hidden costs, like delivery fees or unexpected
modifications, that could push his project over budget.
He is frustrated by the lack of industry guidance for integrating multiple
containers into a functional living space.
Erick experiences stress when dealing with suppliers who prioritize large
industrial clients, leaving him feeling like a low-priority customer.
He is concerned about ensuring the containers meet local building codes
and zoning regulations without unnecessary delays.

Erick worries that the containers may arrive in poor condition, requiring more repairs than anticipated.
He hesitates to commit if the vendor cannot provide transparent pricing and a breakdown of all associated costs.
Erick questions whether the containers will be structurally sound enough for long-term residential use after modifications.
He believes the cost of modifying and insulating the containers outweighs the initial affordability, making it less economical than expected.
Erick feels uneasy about delivery timelines, fearing delays could disrupt his project schedule.
He worries about meeting local zoning regulations and building codes, fearing the project will face bureaucratic delays or rejection.
He doubts the durability of the containers after significant modifications, worrying they might lose structural integrity.
He is concerned about long-term maintenance issues, such as rust or corrosion, reducing the containers’ lifespan.
He believes traditional construction or prefabricated tiny homes offer a more polished, turnkey solution for a similar price.

OBJECTIONS ON PURCHASE

Complex buying behavior

Complex buying behavior in the portable storage market stems from the significant cost and operational importance of the decision.
Buyers engage in detailed research, consulting experts and comparing vendors on durability, customization, and ROI. They form beliefs
and attitudes about solutions through this evaluation, seeking clear benefits and a strong vendor track record. This thoughtful process
ensures an informed purchase that aligns with their specific needs while avoiding costly mistakes.

PURCHASING BEHAVIOR
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THINK & FEEL
Erick constantly thinks about creating a tiny home that balances functionality, aesthetics,
and affordability. He feels excitement and pride imagining the finished product but also
worries about whether he’s chosen the right vendor and materials to make his vision a

reality. He feels the weight of the financial investment and the responsibility to make the
most of his resources while staying true to his dream of a sustainable and personalized

home.

Erick hears mixed advice from online forums and DIY communities, with
some recommending specific vendors and others sharing cautionary tales of
unexpected costs or poor-quality containers. He listens to his wife’s input
about the layout and design, as well as feedback from contractors about the
feasibility of his plans. He also hears marketing messages from container
vendors but often finds them overly generic and not tailored to his residential
project.

HEAR

PAIN
Erick feels frustrated by the lack of transparency from many vendors and the hidden fees
that make it hard to stick to his budget. He is stressed by the logistical challenges of
coordinating delivery, modifications, and local compliance. Erick also struggles with finding a
supplier who treats him like more than just another transaction, leaving him feeling
unsupported in his project.

SAY & DO
Erick researches extensively online, comparing container suppliers and reading reviews to
find a vendor he can trust. He frequently shares his ideas and concerns with his wife and

close friends, explaining his vision for the tiny home. When interacting with vendors, he asks
detailed questions about customization options, delivery timelines, and structural integrity,

emphasizing his need for clarity and reliability.

GAIN
Erick gains confidence and satisfaction when he finds a vendor who understands his unique
needs and offers clear guidance throughout the process. A reliable supplier allows him to
focus on the creative and construction aspects of his project rather than logistical
headaches. He feels empowered knowing his tiny home will reflect his vision, and the
scalable nature of container living gives him peace of mind for future growth.

SEE
He sees online galleries and social media posts of beautifully customized

container homes, fueling his creative ideas and raising his expectations. Erick
notices gaps in the market where many vendors cater to industrial or

commercial clients but fail to address DIY builders like him. He also observes
his land, picturing how the containers will fit into the space and how the

finished home will look, sparking both inspiration and logistical questions.

BUYER PERSONA EMPATHY MAP



DELIGHTED

NEUTRAL

FRUSTRATED

Encourage other DIY builders to
trust Keystone as a reliable vendor
for residential container projects.

Build trust and confidence in
Keystone as a long-term partner

for future container needs.

Secure high-quality containers
with minimal hassle to ensure his

project remains on schedule.

Evaluate if Keystone’s containers
align with his design and logistical

requirements for the project.

Understand if Keystone Containers
caters to DIY builders with
residential-focused needs.
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Once the tiny home is complete, Erick shares
his success story on social media, tagging

Keystone Containers and praising their role in
the process. He also writes a detailed review

for their website, recommending them to
other DIY builders. Erick’s positive experience
encourages him to plan for future expansions,

such as adding a guest room or outdoor
storage.

After the purchase, Keystone follows up with
Erick to ensure the containers were delivered as
promised and meet his expectations. They share
additional resources, including tips for working

with contractors and maintaining container
quality during modifications. Erick appreciates
the personal touch of a follow-up call from the

representative he initially consulted.

Erick decides to move forward after receiving a
detailed quote and consulting with a Keystone
representative. He appreciates the clear pricing

breakdown and the ability to schedule delivery at
a convenient time. Erick finalizes his purchase of

three containers—one for living space, another for
a bedroom, and the third for his office. He

arranges for delivery to coincide with the arrival of
his contractor team.

Erick spends time analyzing Keystone's product
offerings, paying particular attention to container

specifications, pricing, and delivery options. He reads
through the testimonial in detail, noting how another
customer utilized Keystone’s containers for a similar
tiny home project. Erick also reaches out to Keystone
through Instagram’s direct messaging feature, asking

about customization options and expected delivery
timelines.

Erick begins his journey by researching "container
homes for DIY projects" on Google. He discovers

Keystone Containers’ website among several
search results. Intrigued, he explores their
Instagram page, where he sees photos of

containers used in residential projects, including a
testimonial from a customer who built a tiny home.

This combination of professional content and
authentic reviews catches his attention.

Social media posts, online reviews,
and potential repeat purchases.

Post-purchase emails, follow-up
calls, and resource-sharing from

Keystone’s customer service team.

Keystone’s online payment system,
order confirmation email, and
scheduled delivery updates.

Instagram direct messages, email
follow-ups, and a consultation call

with Keystone’s representative.

Google search results, Keystone’s
website, Instagram posts, and

customer testimonials.

Ensuring Keystone’s reputation
remains consistent as Erick refers

other potential clients to them.

Ensuring Keystone continues to
offer accessible support as Erick
progresses with his DIY project.

Ensuring delivery aligns with his
contractor schedule and

confirming that the containers
arrive in excellent condition.

Concerns about whether the
containers will meet his structural

needs and if delivery logistics to his
remote property will be seamless.

Initial skepticism about whether
Keystone offers the level of
customization and support

required for a personal project like
a tiny home.

AWARENESS PURCHASE RETENTION CONVERTIONCONSIDERATION

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
CUSTOMER JOURNEY
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NEGATIVE BUYER PERSONA PROFILE

NON-IDEAL
BUYER Robert Harrison is a 59-year-old owner of a boutique furniture restoration workshop in Philadelphia, Pennsylvania. For over 30

years, Robert has built his business around high-end craftsmanship, catering to affluent clients who value authenticity and
aesthetic excellence. His workshop is located in an industrial district, where he operates with a small but skilled team of artisans.
Robert’s business relies heavily on maintaining an image of sophistication and exclusivity, reflected not only in his work but in
every aspect of his workshop’s presentation.

Recently, Robert faced a dilemma: the limited storage space in his workshop is no longer sufficient to house the raw materials,
vintage furniture pieces awaiting restoration, and high-end woodworking equipment he uses daily. The cramped conditions are
beginning to affect his workflow, with materials scattered in makeshift storage areas, creating inefficiencies. He began exploring
external storage options that could accommodate his growing needs without compromising the aesthetic and professional
appearance of his workshop.

Through an online search, Robert discovered Keystone Containers. At first glance, their offerings of durable and customizable
storage solutions seemed promising. The testimonials from various business owners and industries caught his eye, and the case
studies showcased their versatility. However, as Robert delved deeper into what Keystone could provide, he began to notice
several aspects that made him question whether they were the right fit for his needs.

One of the main issues was the industrial appearance of the shipping containers. Robert’s workshop is more than just a
functional space; it’s a showroom for prospective clients. The rugged, utilitarian look of Keystone’s containers didn’t align with
the polished and curated image he had cultivated for decades. While Keystone offered customization options, the design
upgrades still fell short of the boutique-level aesthetic Robert envisioned.

Additionally, the containers’ primary selling points, such as weatherproofing, portability, and theft resistance, were features
Robert didn’t prioritize. His workshop is in a secure area, and he rarely moves materials off-site. What he needed was an
immovable, visually refined structure that could seamlessly blend with his existing workspace, something Keystone’s offerings
weren’t designed to provide.

During a consultation with Keystone, Robert also found that their focus on industries like agriculture, construction, and large-
scale manufacturing made him feel like an outlier. While the representative was courteous and knowledgeable, they struggled
to align their typical solutions with Robert’s niche requirements. Suggestions for functional add-ons like shelving and reinforced
locks were practical but didn’t address his core need for a cohesive aesthetic. Robert left the conversation feeling that Keystone
was better suited for businesses prioritizing utility over image.

Ultimately, Robert decided to explore other options, such as custom-built storage structures that could match the high-end
aesthetic of his workshop. Keystone’s solutions, while robust and versatile, didn’t offer the tailored refinement or integration he
required. For Robert, the functional practicality of shipping containers clashed with the artistic identity of his business, making it
clear that Keystone wasn’t the ideal partner for his specific needs.

ROBERT HARRISON



ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025

AGE
STATUS
OCCUPATION
LOCATION

INCOME

59

MARRIED

BUSINESS OWNER

PHILADELPHIA, PENNSYLVANI

$120,000 PER YEAR

ROBERT HARRISON GOALS AND OBJECTIVES
Robert aims to enhance his workshop’s storage without compromising its aesthetic
appeal or professional image.
He wants to create a seamless visual integration between his current workspace and
any new storage solutions.
Robert hopes to secure a storage solution that reinforces his boutique brand
identity.
He seeks a solution that prioritizes elegance and craftsmanship over industrial
practicality.
Robert wants a structure that complements his showroom environment to impress
potential clients.
He hopes to build long-term trust with a vendor specializing in boutique-level
storage customization.

ONLINE ADS

FRIENDS / FAMILY

SOCIAL MEDIA

BRAND NAME

INFLUENCERS

BUYING INFLUENCE

SELF CONTROLLED

CONFIDENT 

SELF-ASSURED

MILD-TEMPERED

CONTENT

PERSONALITY

NEEDS
Robert needs a storage solution that aligns with his high-end aesthetic and
elevates the visual appeal of his workshop.
He requires a stationary structure that does not need to be moved or adapted for
portability.
Robert looks for a vendor experienced in providing solutions for boutique
businesses with niche requirements.
He needs premium design customizations, such as finishes and materials, to
blend seamlessly with his existing space.
Robert seeks a solution that emphasizes visual refinement and exclusivity rather
than rugged functionality.
He needs clear, transparent communication about the extent of design
customizations available.

MOTIVATIONS
Robert is motivated by the desire to maintain the exclusivity and sophistication of
his workshop.
He values solutions that enhance his brand’s image and attract affluent clients
who expect premium service.
Robert is driven by the need to ensure every aspect of his business reflects the
artistry of his craft.
He seeks storage solutions that are not only functional but also contribute to the
overall ambience of his workshop.
Robert is motivated by the potential to create an impression of luxury and care
through every detail of his workspace.
He values partnerships with vendors who understand his niche market and share
his commitment to aesthetic excellence.

PAIN POINTS
Robert struggles to find storage solutions that align with the boutique feel of his
workshop.
He feels frustrated when vendors prioritize functionality over aesthetics, which clashes
with his business model.
Robert experiences difficulty communicating his specific requirements to vendors
accustomed to serving industrial clients.
He feels alienated by solutions tailored to practicality and durability, as these features
don’t align with his visual priorities.
Robert is discouraged by the lack of storage providers who understand the unique
needs of a high-end boutique business.
He finds it challenging to justify spending on solutions that don’t directly contribute to
his workshop’s brand image.

Robert worries that Keystone’s containers, even with customization, will not match the level of aesthetic refinement he requires.
He hesitates because the rugged, industrial appearance of shipping containers conflicts with his workshop’s curated environment.
Robert doubts whether Keystone has experience working with businesses in his niche, making him question their ability to deliver.
He is concerned that Keystone’s focus on portability and utility is irrelevant to his stationary storage needs.
Robert feels that the cost of customization for aesthetic purposes would outweigh the value provided by the container.
He is skeptical about whether Keystone can provide the personalized attention and premium-level service he expects.

OBJECTIONS ON PURCHASE

WHY IS NOT YOUR CUSTOMER
Robert Harrison’s priorities and business model focus heavily on aesthetics,
refinement, and brand image, which are not core strengths of Keystone
Containers. While Keystone offers durable, weatherproof, and customizable
shipping containers, their design and industrial nature clash with the
boutique and high-end image Robert has built for his furniture restoration
workshop. His needs for immovable, visually seamless structures and an
emphasis on aesthetic integration are outside Keystone’s primary focus on
utility and functionality. Keystone’s solutions are better suited for industries
like construction, agriculture, and manufacturing, where practicality
outweighs visual presentation.

FREQUENT BRANDS

Complex buying behavior

Complex buying behavior in the portable storage market stems from the significant cost and operational importance of the decision.
Buyers engage in detailed research, consulting experts and comparing vendors on durability, customization, and ROI. They form beliefs
and attitudes about solutions through this evaluation, seeking clear benefits and a strong vendor track record. This thoughtful process
ensures an informed purchase that aligns with their specific needs while avoiding costly mistakes.

PURCHASING BEHAVIOR



To conclude, the ideal clients for Keystone Containers are decision-makers with critical responsibilities in their organizations, including business owners, project managers, logistics managers,
and operational leads. These individuals play an instrumental role in their industries, making choices that directly impact efficiency, security, and workflow. Keystone’s target markets span
construction, agriculture, manufacturing, logistics, and hobby farming—sectors where secure, adaptable, and portable storage solutions are essential. These clients seek practical solutions
that address pressing concerns such as safeguarding valuable materials, improving operational efficiency, reducing downtime, and ensuring durability against environmental challenges.
Their pain points often include theft, weather-related damages, disorganization, and the limitations of traditional, static storage options. They value vendors that offer reliability, transparency,
and customization, as well as solutions that integrate seamlessly into their existing operations.

Market trends highlight a growing need for portable and customizable storage solutions as businesses face tightening deadlines, escalating costs, and a greater emphasis on adaptability.
Industries increasingly favor portable options that can evolve with changing requirements, shifting away from permanent structures. Sustainability is also becoming a priority, with companies
seeking durable, reusable alternatives that align with environmental considerations. Keystone Containers is well-positioned to capitalize on these trends by providing solutions that prioritize
flexibility, efficiency, and long-term value. The brand’s customization capabilities resonate with a wider industry movement toward tailored solutions that address specific operational
challenges rather than offering generic options. By aligning its offerings with these demands, Keystone demonstrates its commitment to delivering real, actionable benefits to its target
clients.

The ideal audience for Keystone Containers typically falls within the 35-to-54-year-old demographic, a group that encompasses experienced professionals in decision-making roles. These
individuals are often business owners, farm operators, contractors, or logistics supervisors, balancing significant responsibilities and driven by goals of efficiency and cost management. While
the general audience extends from ages 25 to 64, the 35-to-54 segment is particularly vital as it represents those in their peak career phases, actively managing operations and pursuing
sustainable, scalable solutions. They value vendors that provide clear communication, industry expertise, and actionable insights, ensuring that their specific requirements are met without
unnecessary complexity.

These clients are drawn to brands that act as collaborative partners, offering not just products but solutions that integrate into their workflows. They prioritize transparency in pricing and
timelines, quick responses to inquiries, and proactive support that anticipates potential logistical challenges. What drives these individuals to respond to lead generators and calls to action is
the perceived alignment of a solution with their specific pain points. Messaging that clearly addresses their challenges, such as theft prevention, operational inefficiencies, or weather-related
risks, is highly effective in capturing their attention. Additionally, the demonstration of expertise through credible testimonials, industry-relevant solutions, and a consultative approach
reassures them of the brand’s reliability and capability. The ability to present clear value, alongside an easy and responsive inquiry process, encourages these decision-makers to act,
transforming their interest into concrete engagement with Keystone Containers.
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COMPETITORS

DISCOVERING THE COMPETITION: STRATEGIC ANALYSIS
FOR BUSINESS SUCCESS



Conducting a comprehensive competitor analysis involves an exploration of various aspects across the digital landscape, encompassing web presence, social media
engagement, advertising strategies, and automatic Google or Bing competitor evaluations. Additionally, it delves into the nuances of content types, branding elements
(including web and design), and core values. It's important to note that certain elements may not be universally applicable to all brands.

For instance, some competitors may excel in web reach, while others may not prioritize it. Similarly, disparities exist in advertising approaches, with some competitors employing
ads while others opt not to. Such variations are entirely commonplace, as not every brand follows identical strategies simultaneously.

Given these differences, each competitor's dataset is unique, showcasing varying degrees of success or performance. This diversity is a natural outcome of the distinct paths
each brand chooses.

Competitor analysis serves as a meticulous examination of a company's digital standing, enabling us to gauge its reach comprehensively. Understanding this reach becomes
pivotal in formulating a pragmatic action plan tailored to enhance your brand's digital presence.

*WE'VE METICULOUSLY BROKEN DOWN COMPETITORS' TACTICS, FROM SOCIAL MEDIA PRESENCE TO DIGITAL ADVERTISING INVESTMENTS.
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LIST OF TERMS THAT MAY BE INCLUDED IN THE COMPETITOR ANALYSIS

Domain Authority (DA): A metric developed by MOZ that measures the popularity, quality, and reliability of a website compared to others on the web, scored on a scale from
0 to 100. A higher DA means a better chance for the website to rank well in search engines.
Organic Keywords: The terms or phrases users search for in search engines that bring free, organic traffic to a website. A higher number of organic keywords indicates
greater visibility in search engines.
Monthly Organic Traffic: The number of visits a website receives from search engines without paying for ads. Higher organic traffic suggests good SEO practices and
relevant content for users.
Backlinks: Links from other websites that point to yours. Backlinks are important for improving a website’s ranking in search engines as they act as signals of trust. The more
backlinks a site has, the better its ranking potential.
'No Follow' Backlinks: Links that do not pass authority directly to the linked page. Although they don’t contribute as much to SEO as 'follow' links, they are still valuable for
diversifying a website’s backlink profile.
SEO (Search Engine Optimization): A set of techniques used to optimize a website to rank higher in organic search results. It includes elements like keywords, website
structure, and backlinks.
Conversions: When a user completes a desired action on the website, such as making a purchase, subscribing to a newsletter, or filling out a contact form. It’s a key metric to
measure the success of marketing strategies.
Sales Funnel: The process potential customers go through from first learning about a brand to making a purchase. It includes stages like awareness, consideration, and
conversion.
Page Load Time: The amount of time it takes for a web page to fully display in a user’s browser. Fast load times are crucial for a good user experience and higher search
engine rankings.
UX (User Experience): Refers to how users interact with a website or app. A good user experience means the site is easy to navigate, fast, and offers relevant content.
Engagement: The interaction between the brand and its audience, measured through social media interaction or user behavior on the website. High engagement means
users feel connected to the brand.
Email Marketing Strategy: A marketing technique that uses emails to send personalized messages or promotions to customers or subscribers. It’s effective for maintaining
customer loyalty and increasing sales.
Conversion Rate: The percentage of users who complete a specific action, like making a purchase, out of all those who visit a webpage.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Nolts Propane Connections generates an estimated 1,000 organic monthly visits, which, while indicative of some visibility within its niche, represents a low level of online performance for a company
competing in the storage solutions market. This figure suggests that the brand is underperforming relative to its potential audience size and market demand. The recent decline of 198 visitors compared
to the previous month further emphasizes the need for immediate action to improve its digital strategy. By addressing this shortfall through updated content, targeted SEO efforts, and expanded
marketing campaigns, the brand could significantly increase its reach and better position itself in a competitive industry.
The domain authority of Nolts Propane Connections, currently at 18, reflects an initial foothold in the digital space. While this score indicates that the brand has managed to build some trust and
reliability, it also highlights significant room for growth. By implementing strategies such as publishing high-quality, keyword-rich content, engaging in strategic partnerships, and actively acquiring
backlinks from authoritative and relevant domains, the company can enhance its credibility and improve its ranking in search engines. A higher domain authority would not only attract more organic
traffic but also establish Nolts Propane Connections as a competitive player in its industry.
With a total of 975 backlinks pointing to its website, Nolts Propane Connections demonstrates a concerted effort to increase its online visibility through external references. Of these, 114 are classified as
"no follow," meaning they do not pass on link equity to the site. This balanced approach suggests that the brand has been mindful of diversifying its link profile to include both equity-passing and
informative links. However, increasing the number of high-quality "follow" backlinks from reputable and industry-related websites could significantly boost its SEO performance and authority.
The brand has successfully positioned 780 keywords organically, which underscores its ability to connect with users searching for relevant products and services. However, the loss of 122 keywords over
the past month is a notable decline, signaling the need to reevaluate keyword strategies. This includes identifying emerging search trends, updating existing content to align with user intent, and
expanding into long-tail keywords that address specific customer queries. By doing so, Nolts Propane Connections can reclaim lost ground and further broaden its reach to capture more search traffic.
The brand’s overall online performance reflects a low level of success, with a moderate presence that is currently experiencing a downward trend. To address this, the company could implement a multi-
faceted approach, including enhancing website functionality (e.g., improving loading speeds and mobile optimization), creating shareable and authoritative content, and leveraging social media
platforms to drive additional traffic. These measures would not only stabilize current performance but also create opportunities for sustained growth in an increasingly competitive market.
Nolts Propane Connections operates out of New Holland, Pennsylvania, and is renowned for providing high-quality, functional products such as propane tanks, gas fireplaces, and storage solutions. Its
storage offerings, in particular, include a variety of maritime and portable containers designed to meet diverse customer needs, ranging from residential to industrial applications. The company is
managed by Nolts Propane Connections LLC and emphasizes a customer-first approach, focusing on building trust and delivering personalized service. This commitment to customer care ensures that
every interaction feels meaningful and reinforces loyalty over time.
The brand offers a comprehensive range of storage solutions, including new and used maritime containers in sizes such as 8'x20'x8.5' and high-capacity 8'x40'x9.5' high cube models. These containers are
engineered for durability, efficient handling, and suitability for transportation and storage purposes. The portable storage options, such as the innovative "Boxwell" units, further illustrate the company’s
adaptability to modern storage demands. By offering products that balance functionality with affordability, Nolts Propane Connections meets a wide array of client needs, cementing its position as a
trusted provider.
At its core, Nolts Propane Connections values reliability, transparency, and a strong commitment to customer satisfaction. These principles guide every aspect of its operations, from how it communicates
with customers to how it delivers its products. By prioritizing trust and relationship-building, the company differentiates itself from competitors who may focus solely on transactions without fostering
long-term connections.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

The key differentiator of Nolts Propane Connections lies in its philosophy of treating customers like family. This approach goes beyond merely providing products—it involves delivering accurate, timely,
and personalized information through a friendly and knowledgeable team. This high-touch service model ensures that customers feel valued and understood, fostering a sense of loyalty that is rare in the
storage solutions industry. Unlike many competitors who rely heavily on automation and impersonal communication, Nolts Propane Connections prioritizes human interaction as a core aspect of its
brand identity.
The tone of voice employed by Nolts Propane Connections is approachable, professional, and informative. This blend of warmth and expertise is intentional, as it seeks to reassure customers while
equipping them with the knowledge they need to make informed decisions. By maintaining a balance between friendliness and technical precision, the brand not only strengthens customer trust but
also positions itself as a dependable and accessible resource for storage and other related solutions.
Nolts Propane Connections has a logo with a design that features too many elements and details, making it difficult to understand and use in digital environments, especially in smaller sizes or mobile
platforms. While this aspect affects the perception of professionalism and modernity of the brand, it is worth noting that they consistently use colors like green, yellow and violet in their visual identity,
helping maintain basic brand consistency and immediate recognition.
The Nolts Propane Connections website has an outdated design that does not meet modern standards of user experience and aesthetics. This not only affects the perception of the brand as reliable and
professional but may also discourage users from browsing or converting, as the design does not invite interaction or leverage the visual potential of its products.
The Nolts Propane Connections website faces technical issues that affect its functionality. Among these are loading errors that slow down the user experience and broken links on some pages, which
generate frustration and could lead to traffic loss. These problems indicate a lack of maintenance and technical optimization that may negatively impact overall performance.
Nolts Propane Connections shares photos of its containers on its website, which is a valuable strategy to allow customers to visualize the products and their functionality. These images help improve the
user experience by providing a clearer idea of the sizes and capacities of the containers, but they could be further optimized with a more attractive and professional visual design.
Nolts Propane Connections’ keyword strategy is insufficient, as they do not use a significant number of terms that would allow them to position themselves effectively in search engines. This highlights a
lack of a structured SEO strategy, limiting their ability to attract organic traffic and compete with other brands in the storage market.
The brand uses explanatory designs, such as digital brochures, to show how their containers can be used. While this is a useful tool for educating customers, the designs of these materials are outdated
and do not reflect current consumer expectations in terms of aesthetics and visual clarity. Updating these materials with modern and more professional graphics could significantly improve the brand's
perception.
The Nolts Propane Connections website does not show evidence of an active sales funnel, such as clear forms or strategies to capture leads. Additionally, they do not use email marketing, which
represents a missed opportunity to nurture potential customers, maintain interest from existing ones, and drive conversions over time.
Despite the mentioned shortcomings, Nolts Propane Connections uses clear calls-to-action on its website, such as invitations to contact via email or phone to obtain updated prices. These CTAs are
effective in encouraging users to interact but could be complemented with more interactive options, such as dynamic forms or exclusive promotions.
The brand does not generate or share valuable content on social media, limiting its ability to connect with its audience on these key platforms. Without a solid content strategy, Nolts Propane
Connections misses the opportunity to position itself as a leader in its sector and to attract a broader audience through trust-building and brand awareness.
Nolts Propane Connections has reviews on Google Maps that can be a valuable resource to strengthen its credibility. However, these reviews are not integrated into its website or presented in an
accessible or prominent way. This makes it difficult for users to easily find testimonials from satisfied customers, losing a key opportunity to influence purchasing decisions and build trust more effectively.
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STRENGTHS
Diverse product offering: The brand offers a comprehensive range of storage solutions, including maritime and portable containers, catering to a variety of customer needs such as residential,
commercial, and industrial applications.

1.

Personalized customer service: Nolts Propane Connections emphasizes human interaction and treating customers like family, differentiating itself from competitors that rely on automated or impersonal
service.

2.

Clear calls-to-action: The website includes straightforward CTAs, such as contacting for updated prices, which encourages user engagement.3.
Consistent use of brand colors: The consistent application of green and violet across their visual identity helps with basic brand recognition.4.
Google Maps reviews: Positive customer reviews on Google Maps contribute to the brand's credibility, even though they are underutilized on the website.5.

WEAKNESSES
Outdated website design: The website does not meet modern user experience and design standards, negatively impacting user engagement and the overall brand perception.1.
Technical issues: Broken links and slow loading times hinder user experience and could lead to a loss of traffic and customer trust.2.
Low website traffic: With only 1,000 monthly visits, the website's performance is below industry expectations, reflecting a lack of effective SEO and marketing strategies.3.
Poor SEO strategy: An insufficient number of keywords and no evident structured SEO efforts limit the brand’s ability to attract organic traffic and compete effectively.4.
Outdated marketing materials: Brochures and digital designs appear dated, failing to meet modern aesthetic expectations and diminishing the brand’s appeal.5.
No active sales funnel or email marketing: The absence of a clear lead generation strategy or email campaigns limits the brand’s ability to nurture potential customers and drive conversions.6.

OPPORTUNITIES
Website modernization: Upgrading the website design and resolving technical issues can improve user experience and enhance the brand's digital credibility.1.
Enhanced SEO strategy: Expanding the use of targeted keywords, creating relevant content, and optimizing existing pages can improve visibility and organic traffic.2.
Leverage social media: Developing a robust social media content strategy can help Nolts Propane Connections engage with a broader audience and establish thought leadership in the storage solutions
industry.

3.

Improve visual materials: Redesigning brochures and other marketing assets to align with modern standards can enhance the brand's professional image and customer appeal.4.
Integrate customer reviews: Showcasing positive Google Maps reviews prominently on the website can boost trust and influence potential buyers.5.
Implement email marketing campaigns: Email marketing can nurture customer relationships, promote new products, and drive repeat purchases.6.

THREATS
Competitive market: The storage solutions industry has many well-established competitors, making it challenging to stand out without strong digital and marketing strategies.1.
Evolving customer expectations: As customers increasingly expect seamless digital experiences and visually appealing content, failing to modernize may lead to loss of market share.2.
Technical failures: Persistent website issues, such as broken links and slow loading times, can drive potential customers to competitors.3.
Dependence on limited marketing channels: The lack of a multi-channel approach, including social media and email, puts the brand at a disadvantage compared to competitors who utilize diverse
marketing tactics.

4.

BRAND COMPETITION ENVIRONMENT ANALYSIS
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CONCLUSION

Nolts Propane Connections exhibits a limited market reach and a weak online presence, significantly hindering its ability to compete effectively in the storage solutions industry. With only
1,000 monthly organic visits and a domain authority of 18, the brand struggles to attract meaningful traffic or establish itself as a credible digital contender. Its website, while functional in
providing basic information, suffers from an outdated design that does not meet modern user expectations. These design flaws, combined with technical issues such as broken links and slow
loading times, detract from the overall user experience, making it less likely for visitors to engage or return.

The lack of engaging and up-to-date content further exacerbates these challenges. Without dynamic, value-driven content to capture and retain attention, the website fails to communicate
the brand’s unique value proposition effectively. The absence of an organized SEO strategy is another critical shortfall. Limited keyword usage and a noticeable decline in search engine
visibility restrict the website's ability to rank well and attract organic traffic. This is compounded by Nolts Propane Connections’ lack of investment in paid advertising, social media, and email
marketing, leaving significant opportunities for audience engagement and lead generation untapped.

Social media and email marketing are essential tools in the modern business landscape, yet Nolts Propane Connections has not leveraged them to their full potential. Its lack of a sales funnel
further underscores its inability to nurture potential leads or guide them through the customer journey. While the brand does use consistent colors and includes clear calls-to-action on its
website, these strengths are overshadowed by the broader deficiencies in its digital strategy. The absence of modern marketing tactics leaves the brand vulnerable to competitors with more
dynamic and responsive digital approaches.

To improve, Nolts Propane Connections must prioritize a comprehensive overhaul of its digital strategy. This includes modernizing its website design to align with current user expectations,
fixing technical issues to improve performance, and developing a robust SEO strategy to optimize content for search engines. Additionally, the brand should create and maintain a consistent
social media presence to engage with its audience, establish authority, and drive traffic. Incorporating email marketing campaigns would also allow Nolts Propane Connections to nurture
leads and encourage repeat business.

Further opportunities lie in integrating customer reviews into the website and other marketing channels. Highlighting testimonials prominently could help build trust and credibility while
improving the overall user experience. Revamping marketing materials to reflect modern design standards would also enhance the brand’s professional image. By adopting these measures,
Nolts Propane Connections can significantly enhance its market reach, establish a stronger online presence, and position itself as a competitive player in the storage solutions industry. These
changes will not only increase visibility but also foster stronger connections with customers, ensuring sustainable growth in an increasingly digital marketplace.

BRAND COMPETITION ENVIRONMENT ANALYSIS
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ORGANIC REACH REPRESENTS THE TOTAL NUMBER OF VISITS TO A WEBSITE, MAKING
IT A CRUCIAL METRIC FOR BUSINESSES. IT SERVES AS A VALUABLE INDICATOR TO
ASSESS THE EFFECTIVENESS OF CONTENT IN CAPTURING THE ATTENTION AND
ENGAGEMENT OF USERS OR CONSUMERS.

PEAK VISITATION:
RECORDED 1.2 K ORGANIC VISITS IN OCT 2024.

THE DOMAIN AUTHORITY IS THE SCORE GIVEN BY MOZ TOOL TO ASSESS THE RANKING
OF A WEBSITE IN THE SERPS OF THE SEARCH RESULTS.

THE SCORE RANGES FROM 1 TO 100. THE HIGHER THE NUMBER, THE BETTER CHANCE
THE WEBSITE HAS OF APPEARING AT THE TOP OF THE SEARCH ENGINES.
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THE GRAPH INDICATES THE PLACEMENT IN WHICH THE BRAND APPEARED THANKS TO THE USE OF KEYWORDS.

GREEN SEARCHES INDICATE POSITIONS 1-3.
YELLOW SEARCHES INDICATE POSITIONS 4-10.
ORANGE SEARCHES INDICATE POSITIONS 11-50.
RED SEARCHES INDICATE POSITIONS 51-100

EXPLANATORY NOTE

LIST OF KEYWORDS THAT HAVE GENERATED TRAFFIC TO YOUR WEBSITE IN THE LAST
TWO MONTHS. 
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TOP KEYWORDS

THESE ARE THE KEYWORDS FOR WHICH YOUR COMPETITOR RANKS AND FOR WHICH THEY RECEIVE THEIR MAIN ORGANIC TRAFFIC. TO MAKE A GOOD SEO STRATEGY IT IS ESSENTIAL TO KNOW THE
COMPETITOR'S KEYWORDS.

EXPLANATORY NOTE
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COUNTRIES WHERE THE BRAND RECEIVES TRAFFIC

“COUNTRIES WHERE THE BRAND RECEIVES TRAFFIC” REFERS TO THE GEOGRAPHICAL LOCATIONS OR NATIONS FROM WHICH VISITORS ACCESS AND INTERACT WITH A PARTICULAR BRAND'S ONLINE
PLATFORMS, SUCH AS ITS WEBSITE, SOCIAL MEDIA, OR OTHER DIGITAL CHANNELS. THIS METRIC PROVIDES VALUABLE INSIGHTS INTO THE GLOBAL OR REGIONAL REACH OF THE BRAND'S ONLINE
PRESENCE.

EXPLANATORY NOTE
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CHANNELS OVERVIEW

“CHANNEL OVERVIEW” REFERS TO SOCIAL MEDIA AND THE VARIOUS COMMUNICATION AND DISTRIBUTION CHANNELS THROUGH WHICH A COMPANY OR ORGANIZATION INTERACTS WITH ITS
AUDIENCE OR CUSTOMERS. THIS TERM IS OFTEN USED IN THE CONTEXT OF DIGITAL MARKETING AND ANALYTICS TO PROVIDE INSIGHTS INTO THE PERFORMANCE AND EFFECTIVENESS OF DIFFERENT
CHANNELS IN REACHING AND ENGAGING TARGET AUDIENCES.

EXPLANATORY NOTE
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ORGANIC AND PAID REACH

ORGANIC REACH IS THE NUMBER OF PEOPLE WHO SEE YOUR CONTENT WITHOUT YOU HAVING TO PAY FOR IT. PAID SEARCH, ON THE OTHER HAND, IS WHEN YOU USE ADVERTISING TO PROMOTE
YOUR CONTENT.

EXPLANATORY NOTE

COMPETITOR 1
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

SteelSafe Storage Solutions generates approximately 243 monthly organic visits, reflecting a limited online reach. The drop of 249 visits compared to the previous month highlights a
concerning downward trend that underscores the urgent need for a more robust digital strategy. By improving its online visibility through enhanced SEO efforts and targeted content, the brand
could significantly expand its audience and drive greater traffic to its website.
The domain authority of SteelSafe Storage Solutions is 13, which places the brand in an early stage of its digital presence. This score indicates a need for focused efforts to strengthen its
reputation online. Building higher-quality backlinks, collaborating with reputable partners, and regularly publishing relevant, engaging content are crucial steps to establish credibility and
improve search engine rankings.
The website has accumulated 85 backlinks, a relatively low number that limits its ability to improve search engine rankings and gain organic visibility. Backlinks play a critical role in building
domain authority, and increasing the quantity and quality of these links should be a priority for SteelSafe Storage Solutions.
Out of the 85 backlinks, 33 are "no follow," meaning they do not pass authority to the website. While these links can still drive referral traffic, the brand should focus on obtaining more "follow"
links from authoritative and industry-relevant domains. This approach would contribute to a stronger SEO foundation and enhance the site's online credibility.
SteelSafe Storage Solutions ranks for 337 organic keywords, demonstrating an initial effort in SEO optimization. However, the loss of 85 keywords over the past month indicates a decline in its
organic reach. To address this, the company should identify strategic keywords that align with customer search behavior and optimize its website content to regain visibility and capture a larger
audience.
The overall web performance of SteelSafe Storage Solutions reflects a lack of optimization and a limited digital marketing strategy. The decline in both traffic and keyword rankings suggests that
the brand needs a more structured approach to content creation, technical website improvements, and targeted campaigns to boost its competitive position in the storage solutions market.
SteelSafe Storage Solutions is a company based in Lancaster, Pennsylvania, that provides portable storage solutions for residential and commercial clients. The company specializes in renting and
selling containers in various sizes while emphasizing personalized service and customer satisfaction. Although the leadership of the company is not explicitly detailed, the focus on delivering
direct support through a well-trained team is evident.
The company offers storage containers in three sizes: 20’, 40’, and 40’ jumbo. These containers are designed to be watertight and rodent-proof, making them suitable for uses such as home
renovations, retail storage, or industrial equipment housing. The service process includes an online selection system, personalized quotes, and delivery using specialized vehicles, ensuring a
seamless experience for the customer from start to finish.
SteelSafe Storage Solutions is guided by its core mission to provide "the solution to all your storage needs." This commitment reflects the company's focus on personalization, accessibility, and
attention to detail, ensuring that each customer receives solutions tailored to their unique requirements. This approach fosters trust and positions the brand as a reliable provider in its industry.
The primary differentiator of SteelSafe Storage Solutions is its highly personalized service and ability to deliver storage containers to challenging locations using specialized equipment.
Additionally, the company’s deep understanding of the local market allows it to effectively address the specific needs of its service area, further enhancing its appeal to customers.
The tone of voice used by SteelSafe Storage Solutions is approachable, professional, and customer-focused. This communication style conveys trust and accessibility, ensuring customers feel
supported throughout their interactions with the brand. By maintaining a friendly yet expert tone, the company positions itself as a reliable and approachable partner for storage solutions.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

SteelSafe has a functional logo with a clean and professional design that effectively communicates the brand's identity. The use of professional colors reflects stability, trustworthiness, and
reliability, aligning well with the company’s mission to provide storage solutions. The simplicity of the logo ensures it performs well across various formats, from digital platforms to print materials,
maintaining a consistent and recognizable presence.
SteelSafe does not utilize digital advertising, sales funnels, or a comprehensive SEO strategy, which limits its ability to attract potential customers and increase its online visibility. The absence of
ads means the brand is not actively reaching out to new audiences, while the lack of a structured sales funnel leaves potential leads without clear guidance through the customer journey.
Additionally, weak SEO efforts prevent the website from ranking competitively in search engine results, making it more difficult for potential customers to discover SteelSafe organically.
SteelSafe’s social media platforms are underdeveloped, lacking a cohesive brand strategy or regular updates. The accounts do not consistently feature the company’s logo or visual identity,
making it challenging for users to associate the content with the brand. Furthermore, the absence of valuable or engaging posts reduces the platforms' effectiveness in building customer
relationships and driving traffic to the website. The neglected appearance of these accounts could lead to perceptions of inactivity, potentially damaging the brand's credibility.
The posts on SteelSafe’s social media channels have a low impact, often generating little engagement or interest. This is likely due to infrequent posting, a lack of visually compelling content, and
minimal efforts to connect with the audience through interactive or informative materials. Improving the quality and consistency of posts could significantly enhance engagement and expand
the brand's online presence.
SteelSafe features customer reviews prominently on its website, showcasing positive feedback and testimonials from satisfied clients. This inclusion is a strong trust-building element that reflects
the company’s commitment to providing excellent service. However, these reviews are not utilized across other marketing channels, such as social media or email campaigns, where they could
further reinforce the brand’s reputation and reach a broader audience.
SteelSafe uses clear and well-placed calls-to-action (CTAs) on its website, such as “Call for pricing” and “Rent now.” These CTAs effectively guide users through the website, making it simple for
them to take the next step in their customer journey. By providing direct and actionable instructions, the brand ensures that visitors can easily transition from browsing to engaging with its
services.
SteelSafe’s website is straightforward and functional, containing all the necessary information to support potential customers. While the design lacks innovation or modern aesthetics, it is easy to
navigate and provides detailed information about products, services, and contact methods. This practicality ensures that users can quickly find the information they need without unnecessary
distractions.
An evaluation of SteelSafe’s website performance revealed no loading issues, indicating that the site is technically sound and operates efficiently. The fast loading times contribute to a positive
user experience by minimizing frustration and ensuring that visitors remain on the site to explore its offerings.
SteelSafe’s website does not have any broken links, a crucial aspect of maintaining user trust and satisfaction. This attention to technical accuracy enhances the overall usability of the site,
allowing visitors to navigate seamlessly without encountering dead ends or errors.
SteelSafe effectively utilizes its Self Storage Locations section to outline its service areas and provide detailed contact information for each location. This clear presentation makes it convenient for
customers to identify and connect with the nearest facility, reinforcing the brand's accessibility and commitment to customer service. By offering transparency and straightforward navigation,
this section serves as a valuable tool for potential clients exploring their storage options.
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Strengths
Functional logo and professional branding: SteelSafe’s logo design is simple, clean, and professional, effectively communicating reliability and trustworthiness. Its consistent use of professional colors reinforces brand
identity and ensures recognizability across digital and physical platforms.

1.

Clear calls-to-action (CTAs): The website features straightforward and actionable CTAs such as "Call for pricing" and "Rent now," making it easy for users to navigate and engage with the services offered.2.
Simple and informative website: The website is easy to navigate and provides all necessary information about products, services, and contact details, ensuring that users can find relevant information without unnecessary
complexity.

3.

Efficient website performance: The website has no broken links or significant loading issues, providing a seamless and user-friendly browsing experience that minimizes frustration for visitors.4.
Self storage locations section: SteelSafe clearly lists its service locations and contact details, making it convenient for customers to find and reach the nearest facility. This transparency and accessibility enhance user
experience and reinforce customer trust.

5.

Customer reviews on the website: Featuring positive testimonials from satisfied clients helps build trust and credibility, showcasing the brand’s dedication to customer satisfaction.6.

Weaknesses
Limited online reach and traffic: With only 243 monthly organic visits, SteelSafe has a minimal online presence, significantly limiting its ability to attract potential customers.1.
Low domain authority: A score of 13 indicates that SteelSafe has not yet built a strong digital reputation, making it less competitive in search engine rankings.2.
Weak SEO strategy: The website ranks for only 337 organic keywords and has seen a recent loss of 85 keywords, highlighting a lack of effective keyword optimization and SEO efforts.3.
Neglected social media presence: The brand’s social media accounts lack cohesive branding, consistent posting, and valuable content, making them ineffective for audience engagement and traffic generation.4.
No active advertising or sales funnels: The absence of paid ads and structured sales funnels limits the brand’s ability to attract leads and guide customers through the purchasing journey.5.
Underutilized customer reviews: While reviews are present on the website, they are not leveraged across other marketing channels, missing an opportunity to enhance credibility and influence potential buyers.6.

Opportunities
Invest in SEO optimization: Expanding keyword strategies, optimizing content, and improving website structure can increase organic visibility and drive more traffic.1.
Develop a social media strategy: Creating engaging, branded content and posting consistently on social platforms can help build a stronger connection with the audience and attract new customers.2.
Introduce digital advertising: Running targeted ads can significantly increase brand visibility and drive more qualified leads to the website.3.
Utilize sales funnels: Implementing a structured sales funnel can help guide potential customers through their buying journey, improving conversion rates.4.
Expand customer review integration: Promoting reviews on social media, email campaigns, or advertisements can amplify their positive impact and reach a broader audience.5.
Enhance website design: Modernizing the website’s aesthetics and incorporating more engaging visuals can improve user experience and strengthen brand perception.6.

Threats
High competition: The portable storage industry is highly competitive, with many established brands offering similar services. Without a robust marketing strategy, SteelSafe risks being overshadowed by competitors.1.
Evolving digital expectations: Customers increasingly expect brands to have modern, engaging websites and active social media presences. Falling short in these areas may lead to losing potential clients.2.
Dependence on organic reach: SteelSafe’s reliance on organic traffic without paid advertising or advanced SEO makes it vulnerable to fluctuations in search engine algorithms.3.
Inactive social media: The abandoned appearance of social accounts could negatively affect customer trust and deter potential leads from engaging with the brand.4.
Customer trust challenges: While the website features reviews, the lack of broader visibility for these testimonials could make the brand appear less credible compared to competitors who actively showcase their customer
satisfaction.

5.
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CONCLUSION

SteelSafe Storage Solutions demonstrates some foundational strengths but struggles significantly with its overall digital presence, limiting its ability to effectively compete in the portable
storage industry. The brand’s website is simple, functional, and provides relevant information with clear calls-to-action, ensuring that potential customers can easily access the details they
need. Additionally, the absence of technical issues, such as broken links or slow loading times, contributes to a smooth user experience. However, these strengths are overshadowed by
weaknesses in visibility and engagement, particularly in its SEO and social media strategies.

SteelSafe’s organic traffic, at just 243 monthly visits, is notably low, and its domain authority of 13 places it in a weak position within search engine rankings. The lack of robust SEO efforts,
including a limited keyword strategy and a recent decline in keyword performance, further exacerbates its visibility challenges. The insufficient number of backlinks and the high proportion
of "no follow" links suggest that the brand has not effectively leveraged external references to build authority and attract more visitors. This underperformance in SEO significantly reduces its
ability to reach new customers or maintain a competitive edge in a highly competitive market.

On social media, SteelSafe’s presence is critically underdeveloped. The platforms lack consistent branding, engaging content, and regular updates, leaving them with minimal impact and
little value as a tool for audience engagement. The absence of cohesive branding, such as incorporating the company’s logo or visual identity, weakens the connection between the social
media accounts and the brand itself. Posts that are shared fail to resonate with the audience, likely due to infrequent activity and a lack of valuable or visually compelling content. As a result,
these platforms appear abandoned, which can erode customer trust and make the brand seem inactive or out of touch.

The absence of a comprehensive digital strategy extends beyond social media. SteelSafe does not utilize paid advertising or structured sales funnels, both of which are critical for attracting
leads and guiding potential customers through their purchasing journey. While the website includes customer reviews that reinforce trust and credibility, these testimonials are not
effectively integrated into other channels, such as email marketing or social media, where they could reach a broader audience and have a greater impact.

In conclusion, SteelSafe Storage Solutions has a basic but functional digital foundation, with a straightforward website and some positive customer feedback showcased online. However, its
overall digital presence is severely limited by inadequate SEO performance, lack of advertising, and a poorly maintained social media strategy. To improve, the brand must invest in
strengthening its SEO efforts, developing a consistent and engaging social media presence, and leveraging digital advertising to enhance visibility and drive more qualified traffic. These
changes would enable SteelSafe to build stronger relationships with customers, expand its reach, and establish itself as a more competitive player in the portable storage industry.
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ORGANIC REACH REPRESENTS THE TOTAL NUMBER OF VISITS TO A WEBSITE, MAKING
IT A CRUCIAL METRIC FOR BUSINESSES. IT SERVES AS A VALUABLE INDICATOR TO
ASSESS THE EFFECTIVENESS OF CONTENT IN CAPTURING THE ATTENTION AND
ENGAGEMENT OF USERS OR CONSUMERS.

PEAK VISITATION:
RECORDED 569 ORGANIC VISITS IN JUL 2024.

THE DOMAIN AUTHORITY IS THE SCORE GIVEN BY MOZ TOOL TO ASSESS THE RANKING
OF A WEBSITE IN THE SERPS OF THE SEARCH RESULTS.

THE SCORE RANGES FROM 1 TO 100. THE HIGHER THE NUMBER, THE BETTER CHANCE
THE WEBSITE HAS OF APPEARING AT THE TOP OF THE SEARCH ENGINES.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

On-Site Containers has achieved 533 monthly organic visits, indicating limited online reach within the storage solutions market. This level of traffic is low and reflects a need for more
aggressive digital strategies to improve visibility and attract more customers. The slight decline of 20 visits compared to the previous month further underscores the importance of
addressing digital marketing gaps to stabilize and grow the audience base.
The domain authority of On-Site Containers stands at 21, positioning the brand slightly above emerging levels but still indicating significant room for growth. This score reflects
moderate trust and credibility in the digital space. To enhance this metric, the company needs to focus on acquiring high-quality backlinks, publishing optimized content, and leveraging
partnerships within its industry.
The website has 171 backlinks, a modest number that suggests some effort has been made to establish external references. Of these, 62 are "no follow," which do not pass link equity but
can still contribute to referral traffic. Increasing the proportion of "follow" backlinks from authoritative sources would improve the site’s domain authority and search engine rankings,
thereby boosting its online presence.
On-Site Containers ranks for 127 organic keywords, a low figure that highlights the need for a stronger SEO strategy. The recent loss of 20 keywords further demonstrates the brand’s
vulnerability in maintaining visibility. Expanding the keyword portfolio, targeting long-tail keywords, and aligning content with user intent are essential steps to regain and improve search
engine rankings.
The overall online performance of On-Site Containers is underwhelming. The low traffic and limited keyword rankings point to a weak digital presence that is not effectively supporting the
brand’s market potential. A more robust approach to SEO, combined with improvements in content quality and user experience, would be necessary to address these challenges.
On-Site Containers is a third-generation, family-owned business based in Quarryville, Pennsylvania. The company has been providing portable storage solutions for over 30 years, serving
both residential and commercial clients. Its mission is to deliver convenient, secure, and affordable storage options while prioritizing excellent customer service.
The company offers a range of portable storage containers and mobile trailers designed for secure, on-site storage. Customers can rent these units, which are delivered directly to their
locations. The containers are easy to load and provide a straightforward solution for storing valuables safely. On-Site Containers focuses on flexibility, offering a variety of sizes and options
to meet diverse customer needs.
On-Site Containers values convenience, affordability, and personalized service. As a family-owned business with decades of experience, the company emphasizes building trust and
delivering practical solutions tailored to each customer’s requirements. This commitment to customer satisfaction is a core aspect of its operations.
The brand’s primary differentiator is its emphasis on customer service and its long-standing reputation as a family-owned business. The ability to deliver storage units directly to
customers’ locations, combined with flexible and affordable options, sets On-Site Containers apart from competitors that may lack this personalized approach.
The tone of voice used by On-Site Containers is approachable, professional, and customer-focused. Their communication style emphasizes clarity and helpfulness, ensuring that customers
feel supported and valued throughout their interactions with the company. This tone reinforces the brand’s dedication to providing reliable and user-friendly storage solutions.
On-Site Containers uses colors like white, blue, and yellow, along with a high-quality logo. The choice of these colors conveys professionalism and approachability, aligning with the brand’s
mission to provide accessible and secure storage solutions. The logo's quality supports the company’s branding efforts, making it recognizable and credible. However, the brand could
further leverage these elements by ensuring consistent application across all digital platforms, enhancing its overall visual identity.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

On-Site Containers shares some images on its website, but their quality is poor, which detracts from the professional appearance of the site. Low-resolution images can undermine
customer trust and give the impression of a lack of attention to detail. For a business focused on storage solutions, high-quality visuals are essential to showcase the durability and
functionality of their products effectively. Investing in professional photography or optimized digital images would greatly enhance the site’s appeal.
On-Site Containers does not have active sales funnels, lacks robust SEO, and uses very few keywords. These shortcomings significantly limit its ability to attract and convert potential
customers. Without a structured funnel to guide visitors through the buying process or an effective SEO strategy to improve visibility, the brand misses critical opportunities for growth.
Expanding the use of targeted keywords and integrating a clear customer journey on the website could significantly improve performance.
On-Site Containers provides contact information on the website in a clear and accessible manner. This transparency is a positive aspect of the site, ensuring that customers can easily
reach out for quotes or inquiries. However, this effort could be further enhanced by integrating dynamic forms or live chat options to streamline customer interactions and encourage
immediate engagement.
On-Site Containers' website suffers from slow loading times and has some broken links, which negatively impact user experience and search engine rankings. These issues create
frustration for visitors and reduce the likelihood of conversions. Addressing these technical flaws should be a top priority, as a fast, error-free website is critical for maintaining customer
trust and driving traffic.
On-Site Containers features a good design, but the website contains limited or overly simplistic information. While the visual layout is functional and user-friendly, the lack of depth in
content leaves potential customers with unanswered questions. Adding more detailed product descriptions, service explanations, and customer resources would enhance the website’s
utility and credibility.
On-Site Containers does not reflect clear brand values in its text content. While the company emphasizes affordability and convenience, these values are not explicitly conveyed in a
compelling or consistent manner. Incorporating storytelling and value-driven messaging could strengthen the emotional connection with the audience and differentiate the brand.
On-Site Containers has a blog, but it is not updated frequently. An inactive or rarely updated blog diminishes its potential as a tool for SEO and audience engagement. Regularly publishing
relevant, high-quality content could improve search engine rankings and position the brand as a thought leader in the storage solutions industry.
On-Site Containers' website is not highly explanatory. The limited amount of detailed information can leave visitors with more questions than answers. Providing comprehensive FAQs,
detailed guides, and interactive elements could address customer concerns and create a more informative user experience.
On-Site Containers makes use of FAQs on its website, which is a helpful feature for addressing common customer queries. This addition reflects a customer-centric approach, but the
content of the FAQs could be expanded and optimized to cover a broader range of topics, further improving customer support.
On-Site Containers shares verified reviews on its website, which adds credibility and builds trust with potential customers. Featuring testimonials that are verified on platforms like Google
enhances transparency and provides reassurance about the quality of service. However, integrating these reviews more prominently into marketing materials could amplify their impact.
On-Site Containers does not include direct links to its social media platforms on the website, limiting its ability to engage with customers across multiple channels. Adding prominent and
accessible social media links would encourage visitors to explore the brand’s presence on other platforms, creating opportunities for deeper engagement and relationship building.
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Strengths
Professional branding and logo: On-Site Containers uses a high-quality logo and professional colors like white, blue, and yellow, which convey reliability and approachability. This visual identity supports the brand’s credibility
and makes it recognizable to customers.

1.

Clear contact information: The website provides accessible and transparent contact details, ensuring customers can easily reach the company for quotes or inquiries. This simplicity enhances the customer experience.2.
Functional FAQs: The inclusion of FAQs on the website reflects a customer-focused approach by addressing common queries. Expanding these could further enhance user experience and reduce friction in the decision-making
process.

3.

Positive customer reviews: Verified reviews displayed on the website build trust and credibility, highlighting customer satisfaction and reinforcing the brand’s reliability.4.
Good visual design: The website has a functional and visually appealing layout that supports user navigation, providing a foundation for further improvements in content depth and engagement.5.

Weaknesses
Low-quality images: The website features poor-quality visuals that detract from the professional appearance of the site and fail to effectively showcase the product offerings.1.
Limited and simplistic content: The website lacks depth in product and service information, which can leave potential customers with unanswered questions. This impacts its ability to engage and convert visitors.2.
Inactive blog: Although the brand has a blog, it is not updated regularly, reducing its potential as a tool for SEO optimization and audience engagement.3.
Slow loading times and broken links: Technical issues like slow page speeds and broken links harm user experience and search engine rankings, potentially driving visitors away.4.
No active sales funnels or SEO strategy: The absence of structured sales funnels, limited keyword usage, and weak SEO efforts restrict the brand’s ability to attract and convert leads.5.
No direct links to social media: The lack of easily accessible social media links on the website prevents visitors from engaging with the brand across multiple platforms, missing an opportunity to build stronger relationships.6.

Opportunities
Invest in high-quality visuals: Upgrading the imagery on the website with professional, high-resolution photos could significantly enhance the site’s appeal and effectively showcase the brand’s products.1.
Expand and optimize website content: Adding more detailed product descriptions, service explanations, and customer resources could improve user engagement and answer common questions, leading to higher conversion
rates.

2.

Regularly update the blog: Publishing consistent, high-value content would improve the site’s SEO performance and position the brand as an industry leader in portable storage solutions.3.
Address technical issues: Resolving slow loading times and fixing broken links would improve user experience and reduce bounce rates, creating a smoother and more reliable browsing experience.4.
Develop sales funnels and SEO strategies: Implementing targeted sales funnels and optimizing the website for relevant keywords would attract more traffic and guide visitors through the buying process, increasing
conversions.

5.

Integrate social media links: Adding direct links to active social media platforms would encourage visitors to engage further, providing opportunities for cross-channel marketing and relationship building.6.

Threats
High competition: The portable storage industry is highly competitive, with many established players offering similar services. On-Site Containers risks being overshadowed by competitors with stronger digital strategies and
branding.

1.

Evolving customer expectations: Modern customers expect engaging and comprehensive online experiences, including detailed content, professional visuals, and seamless functionality. Falling behind in these areas could lead
to lost opportunities.

2.

Dependence on word-of-mouth and basic web presence: The limited focus on SEO, digital advertising, and social media engagement makes the brand reliant on organic traffic and word-of-mouth, leaving it vulnerable to shifts
in customer behavior.

3.

Technical flaws: Persistent slow loading times and broken links could negatively impact customer trust and satisfaction, pushing potential clients toward more technically sound competitors.4.
Inactive blog and limited content: Competitors with dynamic content strategies are likely to outperform On-Site Containers in terms of visibility and engagement.5.
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CONCLUSION

On-Site Containers demonstrates potential through its professional logo, clear contact information, and customer-focused features such as FAQs and verified reviews. These elements provide
a solid foundation for building trust and credibility. However, the brand’s overall digital presence is significantly hindered by critical weaknesses, including low-quality visuals, limited website
content, slow loading times, broken links, and an inactive blog. These issues create barriers to user engagement and reduce the brand's ability to compete effectively in the portable storage
industry.

The lack of a robust SEO strategy, structured sales funnels, and active social media integration further limits On-Site Containers' ability to attract and convert customers. Without these
essential digital tools, the brand risks being overshadowed by competitors with stronger and more dynamic online strategies. The absence of direct social media links and engaging content
across platforms compounds this issue, reducing opportunities for broader audience interaction and cross-channel marketing.

To improve, On-Site Containers must prioritize resolving technical issues such as slow loading times and broken links, invest in high-quality visuals, and expand its website content to provide
more detailed and engaging information. A regularly updated blog, combined with targeted SEO efforts, can drive organic traffic and position the brand as a leader in the industry.
Additionally, integrating social media links and developing structured sales funnels would enhance customer engagement and guide potential leads through the purchasing process.

By addressing these gaps and leveraging its strengths, On-Site Containers can significantly enhance its digital presence, improve customer trust, and establish itself as a more competitive
player in the portable storage market. These changes are essential for driving sustainable growth and capturing a larger share of an increasingly competitive industry.
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ORGANIC REACH REPRESENTS THE TOTAL NUMBER OF VISITS TO A WEBSITE, MAKING
IT A CRUCIAL METRIC FOR BUSINESSES. IT SERVES AS A VALUABLE INDICATOR TO
ASSESS THE EFFECTIVENESS OF CONTENT IN CAPTURING THE ATTENTION AND
ENGAGEMENT OF USERS OR CONSUMERS.

PEAK VISITATION:
RECORDED 61.3 K ORGANIC VISITS IN JUL 2024.

THE DOMAIN AUTHORITY IS THE SCORE GIVEN BY MOZ TOOL TO ASSESS THE RANKING
OF A WEBSITE IN THE SERPS OF THE SEARCH RESULTS.

THE SCORE RANGES FROM 1 TO 100. THE HIGHER THE NUMBER, THE BETTER CHANCE
THE WEBSITE HAS OF APPEARING AT THE TOP OF THE SEARCH ENGINES.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Susquehanna Container has achieved only 13 monthly organic visits, reflecting an extremely limited online reach. This performance places the brand in a highly vulnerable position, as it fails to attract
significant traffic to its website. Despite a small increase of one visitor compared to the previous month, the traffic volume is inadequate to support meaningful customer acquisition or brand growth. This
poor performance highlights a critical need for improvements in digital strategy, particularly in visibility and user engagement.
The domain authority of Susquehanna Container is 1, which is exceptionally low, indicating almost no established credibility or trust in the digital space. A domain authority this low signals that the
website lacks foundational SEO elements, such as high-quality backlinks and optimized content, which are essential for improving search engine rankings and online visibility. Without immediate action
to enhance domain authority, the brand will struggle to compete effectively against even the smallest industry players.
The website has no backlinks, further emphasizing the lack of digital strategy. Backlinks are crucial for building authority and improving search engine rankings, yet Susquehanna Container has not
acquired any. The absence of backlinks indicates a missed opportunity to establish external validation and improve the website’s credibility. Developing partnerships and acquiring links from reputable
sources should be a priority for the brand.
Susquehanna Container ranks for only 70 organic keywords, which is significantly low for competing in the storage solutions industry. The loss of 21 keywords since the previous month indicates a
declining search engine presence. This suggests that the existing content is not optimized to retain visibility or adapt to changing search trends. Expanding the keyword portfolio with relevant, high-
intent terms and updating content regularly are critical steps to reversing this trend.
The overall web performance of Susquehanna Container is exceptionally poor. With minimal traffic, no backlinks, and limited keyword rankings, the brand’s online presence fails to meet even the most
basic expectations of a functional digital strategy. This underperformance severely limits the brand’s ability to connect with potential customers or generate leads, highlighting a pressing need for a
comprehensive digital overhaul.
Susquehanna Container is a family-owned business based in York, Pennsylvania, and is led by Sam Spagnola. The company provides portable storage solutions, offering customers the ability to buy or
rent secure shipping containers for various uses, including temporary office spaces or equipment storage. Sam’s personal experience in using shipping containers inspired the business model,
emphasizing affordability and direct customer service without middlemen.
The company offers a range of services, including selling and renting shipping containers, painting used containers, and providing quick delivery to customers. Its services are positioned as convenient
and accessible, catering to both commercial and residential needs. Customers can select container sizes and customize options based on their requirements, with the brand emphasizing a streamlined
process from inquiry to delivery.
Susquehanna Container’s core values include affordability, efficiency, and a commitment to family-owned service. These values guide the company’s operations, ensuring that customers receive
personalized attention and reliable solutions. However, these values are not effectively reflected in the brand’s digital presence, which limits its ability to communicate these strengths to a broader
audience.
The brand’s primary differentiator is its local expertise and ability to provide quick, affordable delivery without involving intermediaries. This direct-to-customer approach simplifies the purchasing process
and ensures competitive pricing. However, this advantage is undermined by the lack of an effective digital presence to communicate these benefits to potential customers.
The tone of voice used by Susquehanna Container is approachable and informal, with a focus on customer support. While this tone aligns with the brand’s family-owned identity, it lacks the polish and
professionalism necessary to appeal to a wider, more diverse audience. Refining the tone to balance warmth with expertise could enhance the brand’s credibility and attract a broader customer base.
Susquehanna Container's digital performance is critically low, with minimal traffic, a non-existent backlink profile, and poor keyword rankings. These weaknesses highlight the urgent need for a robust
SEO strategy, improved content, and digital marketing efforts. By addressing these gaps, the brand could leverage its family-owned values and customer-centric approach to build a stronger online
presence and compete effectively in the storage solutions market.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Susquehanna Container uses a color palette of deep blue, red, and white, which lends a professional and trustworthy appearance to their branding. These colors convey stability and reliability, aligning
with the brand’s promise of secure storage solutions. However, the effective use of these colors is not consistent throughout their digital presence, and their potential impact is diminished by the overall
lack of visual refinement on the website.
Susquehanna Container’s website is very basic and includes some loading errors. While simplicity can be an advantage for usability, the site’s minimal design lacks the depth and polish expected from a
professional service provider. Loading issues further detract from the user experience, potentially frustrating visitors and increasing bounce rates. Addressing these technical flaws and adding modern
design elements could significantly enhance the website's performance and appeal.
Susquehanna Container has a blog, but it has not been updated since 2022, which is a major drawback. An inactive blog signals a lack of ongoing engagement with customers and diminishes
opportunities to enhance SEO performance. Regularly updating the blog with relevant, informative content would position the brand as an authority in the storage solutions industry while improving its
search engine visibility.
Susquehanna Container does not utilize SEO strategies, and there is no evidence of active email marketing campaigns. The absence of an optimized SEO approach limits the website’s ability to rank for
relevant search queries, and the lack of email marketing represents a missed opportunity to nurture leads and maintain communication with existing customers. Implementing these strategies would
significantly enhance the brand’s digital presence and lead-generation capabilities.
There are no active paid ads for Susquehanna Container, which limits their ability to reach new audiences. Paid advertising can be a powerful tool for driving traffic and increasing brand awareness, but
the company’s absence in this space indicates a missed opportunity to compete with more aggressive competitors.
Susquehanna Container has buttons on its website that do not lead to any functional pages. These non-functioning buttons create a frustrating user experience and signal a lack of attention to detail in
website maintenance. Ensuring that all buttons and links are functional is critical for maintaining user trust and guiding visitors through the site effectively.
The company includes FAQs on its website, which is a positive aspect of the user experience. These FAQs help answer common customer questions and reduce barriers to engagement. However, the
content could be expanded to address a broader range of topics, making the website more informative and user-friendly.
The website for Susquehanna Container is very simple and lacks detailed content explaining what the brand does. This absence of explanatory material leaves potential customers with limited
information to assess the company’s offerings and services. Including in-depth descriptions of products, services, and processes would enhance the site’s credibility and help customers make informed
decisions.
Susquehanna Container provides a contact form on its website, which is a convenient tool for customers to reach out. This form allows visitors to request quotes or inquire about services, streamlining
communication. However, integrating additional contact options, such as live chat or direct messaging, could further enhance customer support.
The website does not feature a direct link to any social media platforms. This omission limits the brand’s ability to engage with customers on additional channels and reduces opportunities for cross-
platform marketing. Adding visible and accessible social media buttons would encourage visitors to connect with the brand and foster ongoing engagement.
Susquehanna Container does not showcase customer reviews, missing an opportunity to build trust and credibility. Reviews and testimonials are powerful tools for reinforcing customer satisfaction and
encouraging potential clients to choose the brand. Incorporating these into the website and other marketing materials would greatly enhance the brand’s reputation.
The website experiences slow loading times on desktop, further hampering user experience. Slow performance can deter visitors and negatively impact search engine rankings. Optimizing the website
for speed, especially for desktop users, is essential to ensure a seamless experience.
Susquehanna Container’s digital presence is characterized by foundational elements that are either underdeveloped or poorly executed. Addressing these gaps—such as updating the blog, implementing
SEO strategies, fixing broken links, and optimizing the website’s usability—would significantly enhance the brand’s ability to compete in the storage solutions market.
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Strengths
Professional color palette: The use of deep blue, red, and white gives the brand a trustworthy and professional appearance, aligning with its identity as a reliable storage solutions provider.1.
Accessible contact form: The inclusion of a contact form on the website allows visitors to easily reach out for inquiries or quotes, streamlining communication and improving customer service.2.
FAQs section: The website includes a FAQ section, which helps address common customer questions and provides a user-friendly feature for potential clients.3.
Locally-focused expertise: As a family-owned business with local knowledge, the brand can cater directly to its community’s needs, providing personalized and efficient service.4.

Weaknesses
Minimal website content: The website lacks detailed and explanatory information about the brand’s offerings, leaving potential customers with unanswered questions about products and services.1.
Inactive blog: The blog has not been updated since 2022, signaling a lack of engagement and diminishing the brand’s SEO potential. This inactivity undermines its ability to position itself as an authority in the industry.2.
No SEO strategy: The absence of search engine optimization efforts limits the brand’s visibility in organic search results, severely hampering its ability to attract traffic.3.
Non-functional buttons: The website includes buttons that do not link to functional pages, creating a poor user experience and reflecting a lack of attention to detail.4.
Slow loading times: The desktop version of the website suffers from slow loading speeds, which can frustrate visitors and negatively impact search engine rankings.5.
No customer reviews: The lack of testimonials or reviews on the website makes it difficult for potential customers to assess the brand’s reliability and customer satisfaction.6.
No social media integration: The website does not include links to social media platforms, missing opportunities for audience engagement and multi-channel marketing.7.
No email marketing or paid ads: The absence of email campaigns and paid advertising limits the brand’s ability to nurture leads and attract new customers, reducing its competitive edge.8.

Opportunities
Enhance website content: Adding detailed product descriptions, service explanations, and informative guides would make the website more engaging and user-friendly, helping potential customers better understand the
brand’s offerings.

1.

Revive the blog: Regularly publishing relevant, high-quality content on the blog could improve search engine rankings, drive organic traffic, and position the brand as an industry leader.2.
Implement SEO strategies: Optimizing content for relevant keywords and improving site structure could significantly boost visibility and attract more organic traffic.3.
Fix technical issues: Addressing non-functional buttons and optimizing loading speeds would create a smoother and more professional user experience.4.
Showcase customer reviews: Featuring reviews prominently on the website and in marketing materials would enhance trust and credibility, making it easier to convert leads into customers.5.
Integrate social media: Adding direct links to active social media platforms would allow customers to engage with the brand on multiple channels, fostering stronger relationships and expanding its reach.6.
Launch paid advertising campaigns: Introducing targeted ads would help the brand reach new audiences and compete with more aggressive players in the market.7.
Develop email marketing: Implementing email campaigns could nurture existing leads and encourage repeat business, providing a low-cost way to stay connected with customers.8.

Threats
High competition: The storage solutions market is saturated with well-established brands, making it challenging for Susquehanna Container to stand out without a stronger digital presence.1.
Outdated digital presence: The lack of modern features and content updates on the website could deter potential customers, especially when competitors offer more polished and dynamic digital experiences.2.
Changing customer expectations: Modern customers expect engaging websites, active social media, and seamless user experiences. Falling short in these areas risks alienating potential clients.3.
Technical flaws: Slow loading speeds and broken buttons can frustrate visitors and push them toward competitors with more functional websites.4.
Lack of multi-channel marketing: Without a presence on social media or in email inboxes, the brand misses critical opportunities to connect with its audience and risks losing relevance in an increasingly digital
marketplace.

5.
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CONCLUSION

Susquehanna Container’s performance and digital presence are critically underdeveloped, significantly hindering its ability to compete effectively in the storage solutions market. With only 13
monthly organic visits, a domain authority of 1, and no backlinks, the brand’s online visibility is nearly non-existent. These metrics reflect a severe lack of foundational digital strategies,
including SEO, content optimization, and technical maintenance. While the brand uses a professional color palette and provides accessible contact options, these strengths are
overshadowed by glaring weaknesses in its online infrastructure.

The website, although functional, is overly simplistic and suffers from key issues such as slow loading times, non-functional buttons, and outdated content. The lack of detailed information
about the brand’s offerings and an inactive blog further diminish its ability to engage and inform potential customers. Additionally, the absence of customer reviews, social media integration,
email marketing, and paid advertising campaigns leaves critical gaps in the brand’s ability to attract and nurture leads.

To improve its performance, Susquehanna Container must prioritize significant upgrades to its website, including adding comprehensive content, resolving technical issues, and optimizing
for SEO. Reviving the blog, showcasing customer testimonials, and integrating social media links would also enhance the brand’s credibility and engagement. By implementing multi-channel
marketing strategies such as email campaigns and targeted ads, the company could extend its reach and compete more effectively in an increasingly digital market.

In its current state, Susquehanna Container’s digital presence does not align with modern customer expectations, putting it at risk of losing relevance and market share. Addressing these
critical weaknesses is essential for the brand to build trust, attract new customers, and establish a stronger foothold in the storage solutions industry.
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THE SCORE RANGES FROM 1 TO 100. THE HIGHER THE NUMBER, THE BETTER CHANCE
THE WEBSITE HAS OF APPEARING AT THE TOP OF THE SEARCH ENGINES.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Harper Steel has a modest online presence with 308 monthly organic visits, reflecting its limited ability to attract significant traffic in the storage and steel building market. This low
traffic volume highlights a pressing need for stronger digital marketing efforts to enhance visibility and engagement with potential customers. The decrease of 202 visits since the last
month further underscores the urgency to address gaps in content relevance, SEO strategy, and promotional activities.
With 2.2k organic keywords, the brand demonstrates a diverse content base that has garnered search engine interest. However, the significant loss of 543 keywords since the last month
points to a lack of consistent optimization and adaptation to evolving search trends. To reverse this trend, Harper Steel should focus on long-tail keywords and industry-specific terms that
align with customer intent, ensuring a more sustainable approach to ranking performance.
Harper Steel’s domain authority is 14, placing it at an emerging level within its industry. While this indicates the brand has begun to build credibility, it remains far from being a strong
competitor in the digital space. To improve this score, Harper Steel must invest in high-quality, shareable content and strategic collaborations that can drive authoritative backlinks and
bolster its online reputation.
The brand has 2.7k backlinks, including 683 no-follow links, which is commendable compared to many competitors. This volume reflects efforts to establish external references and
increase visibility. However, to maximize the impact of these backlinks, Harper Steel should prioritize partnerships with reputable, high-traffic websites that offer do-follow links. This shift
can significantly enhance the site’s authority and ranking potential.
The ranking of 2.2k keywords suggests that Harper Steel has successfully tapped into diverse search terms, allowing it to attract a variety of audiences. Nevertheless, the loss of 543
keywords indicates a decline in relevance or competitiveness for certain terms. Regular audits of keyword performance, paired with a strategic focus on trending and underserved queries,
can help the brand regain lost ground and extend its reach.
Harper Steel’s performance is inconsistent, with a solid foundation in backlinks and keyword diversity but notable declines in traffic and visibility. This inconsistency suggests a lack of
cohesive digital strategy and highlights the need for ongoing optimization efforts. By addressing these weaknesses, the brand can create a more stable and upward trajectory in its online
presence.
The company provides steel shipping containers and modular buildings, catering to a wide array of uses, from residential to agricultural applications. Its flexible offerings of sales and rental
options ensure adaptability to customer needs. This versatility positions Harper Steel as a practical solution provider for various storage and construction requirements, enhancing its
appeal across multiple market segments.
The brand’s competitive pricing, high-quality products, and flexible delivery options underline its commitment to customer satisfaction. Its step-by-step matching process ensures
customers receive tailored solutions, whether for leasing or purchasing. This personalized approach fosters trust and builds lasting relationships with clients, strengthening the brand's
market reputation.
Harper Steel’s core values center on customer-centric service, affordability, and quality assurance. These principles drive its operations, ensuring that clients receive value-driven solutions
that meet their unique needs. By maintaining these values, the brand establishes a dependable image in an industry where reliability and cost-effectiveness are crucial.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

The company distinguishes itself through its extensive supplier network, offering competitive pricing and a wide selection of container sizes and modular building options. Its focus on
wind- and water-tight quality assurance further enhances its appeal, addressing a common customer concern for durability and reliability in steel structures.
Harper Steel uses a color palette dominated by gray and yellow, which creates a professional and approachable brand image. The use of these colors helps convey reliability and warmth,
striking a balance between formality and accessibility. This thoughtful choice enhances brand perception, making it more appealing to customers seeking dependable services in the
storage and construction industries.
Harper Steel adopts an informative, professional, and service-oriented tone, aiming to educate and guide its audience effectively. This tone fosters confidence in the brand’s expertise,
making it an approachable and reliable resource for potential clients seeking comprehensive storage and building solutions.
Harper Steel features well-presented customer reviews on its website, showcasing positive experiences and feedback. These testimonials serve as powerful social proof, building trust with
potential clients and reinforcing the brand’s credibility. Highlighting real customer success stories is an effective strategy to demonstrate the quality of its offerings and foster confidence
among prospective buyers.
Harper Steel shares a mix of stock images and original photos of its team on the website, adding a human touch to its brand. However, the inclusion of low-quality stock images
undermines the overall professionalism of the site. To maintain a consistent and polished image, the brand should prioritize high-resolution, original visuals that align with its professional
tone and enhance customer engagement.
Harper Steel provides a clear step-by-step breakdown of its working process and how its services benefit customers. This transparency simplifies the customer journey, making it easier for
potential clients to understand the brand’s value proposition. Offering this insight fosters trust and helps build confidence in the company's ability to meet client needs effectively.
The brand lacks sufficient SEO optimization, making it challenging for Harper Steel to achieve automatic visibility on Google. Without strategic use of keywords, metadata, and optimized
content, the brand struggles to rank in search engine results. Implementing a robust SEO strategy would be a critical step in boosting its online presence and driving organic traffic.
Harper Steel’s website is essentially a single-page design, which consolidates all information in one place. While this approach can simplify navigation, it also limits the depth and breadth
of information presented. For a brand with low domain authority and minimal impact, this strategy appears unplanned and insufficient. Creating multiple, well-optimized pages would
significantly enhance SEO performance, improve user experience, and increase the brand’s credibility.
Harper Steel includes a client-focused questionnaire on its homepage, which helps identify the needs and preferences of its ideal customer. This tool is a strong step toward
personalization, enabling the brand to tailor its offerings and recommendations. However, its effectiveness relies on the follow-through of using this data to enhance the customer
experience and drive conversions.
Harper Steel lacks sales funnels, paid advertisements, and strategic outreach methods such as SEO campaigns or email marketing. This absence of structured marketing efforts greatly
limits its ability to attract, nurture, and convert leads. To compete effectively in a digital-first marketplace, the brand must develop a comprehensive marketing strategy that leverages
multiple channels to expand its reach and engagement.
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Strengths:
Professional brand image: The use of gray and yellow in the color palette conveys a reliable, professional, and approachable brand identity, appealing to customers seeking trustworthy services.
Customer testimonials: Well-presented client reviews provide strong social proof, enhancing credibility and fostering trust among potential customers.
Transparent processes: The clear step-by-step explanation of services and working methods simplifies the customer journey and builds confidence in the brand’s ability to meet client needs.
Client-focused tools: The inclusion of a customer questionnaire helps the brand understand and cater to the needs of its ideal audience, aligning its offerings with client expectations.

Weaknesses:
Insufficient SEO strategy: The brand lacks a robust SEO plan, limiting its ability to achieve visibility in search engine rankings and drive organic traffic.
Low domain authority: With a domain authority score of 14, the brand struggles to establish credibility and compete effectively in its market.
Over-reliance on a single-page website: The one-page website limits the depth of information and SEO opportunities, restricting the brand’s ability to rank for diverse keywords and cater to
different user intents.
Inconsistent visuals: The use of low-quality stock images undermines the professionalism of the website, detracting from the overall user experience.
Lack of marketing strategies: The absence of sales funnels, paid ads, and email marketing campaigns results in missed opportunities to engage and convert potential customers.

Opportunities:
Enhanced SEO implementation: Investing in keyword optimization, metadata improvements, and creating multiple pages with valuable content can improve search engine rankings and organic
traffic.
Digital marketing campaigns: Introducing paid advertising, email marketing, and social media strategies could expand reach and attract new customers.
Website expansion: Developing a multi-page website with optimized content and detailed service descriptions could significantly improve user engagement and SEO performance.
Visual content upgrades: Prioritizing high-quality, original imagery would strengthen the brand’s professional appearance and resonate more effectively with its audience.
Customer engagement tools: Utilizing data from the customer questionnaire to personalize marketing efforts and improve service offerings could drive better customer experiences and higher
conversion rates.

Threats:
Intense competition: The storage and steel building market is crowded with competitors that have stronger digital presences, higher domain authority, and more robust marketing strategies.
Evolving customer expectations: As consumers increasingly prioritize convenience and digital accessibility, Harper Steel’s limited online and marketing capabilities risk alienating potential clients.
Dependence on regional suppliers: Heavy reliance on local supplier networks could hinder the brand’s ability to expand beyond its immediate service areas or respond to market fluctuations.
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CONCLUSION

Harper Steel demonstrates some strengths in its professional branding, with the consistent use of gray and yellow colors fostering a sense of reliability and approachability. The inclusion of customer
testimonials and a clear breakdown of its services showcases transparency and dedication to client satisfaction. Additionally, the customer questionnaire on the homepage is a valuable tool for
understanding client needs, reinforcing the brand’s customer-centric approach.

However, Harper Steel faces significant challenges in its digital and social media performance, which collectively hinder its market impact. Despite some foundational elements, such as a visually
cohesive brand and accessible service explanations, the brand suffers from a critically low domain authority of 14, limiting its credibility and visibility in search engine rankings. Its SEO strategy is
virtually nonexistent, with minimal keyword targeting and no structured efforts to enhance organic reach. The reliance on a single-page website exacerbates this issue by offering limited
opportunities for optimization and failing to cater to diverse customer needs or search queries.

Social media performance is an even more glaring weakness. Harper Steel has an almost negligible presence on social platforms, with no active engagement, meaningful content, or campaigns to
connect with its audience. This deficiency prevents the brand from leveraging one of the most powerful tools for modern customer engagement, significantly limiting its ability to build brand
awareness, nurture relationships, and drive conversions. In an era where social media plays a critical role in customer decision-making, this lack of presence is a major competitive disadvantage.

Furthermore, Harper Steel’s marketing efforts are underdeveloped. The absence of paid advertising, email campaigns, and structured sales funnels highlights a lack of proactive outreach to potential
customers. This reliance on passive inbound traffic through its under-optimized website results in limited customer acquisition opportunities, making it difficult for the brand to expand its market
reach or compete effectively with more digitally savvy competitors.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Eveon Containers demonstrates an exceptional web presence, supported by its 210,000 monthly organic visitors. This impressive traffic volume highlights the brand's ability to attract a
substantial and highly engaged audience. However, the recent drop of 149,900 visits suggests room for improvement in sustaining momentum and retaining visitors through enhanced digital
strategies, such as better content targeting and improved engagement through campaigns or social media outreach.
The domain authority of 22 positions Eveon Containers at a competitive level in its industry. While this score reflects credibility and trustworthiness, further optimization of content and
backlinks could strengthen its position. Targeting high-authority linking opportunities and diversifying content partnerships can help reinforce this foundational strength and expand its reach.
Eveon Containers boasts 3,200 total backlinks, a clear indication of its strong networking and content reach. Out of these, 1,600 are no-follow links, which, while beneficial for traffic generation,
also underline the need for a higher ratio of do-follow links to enhance domain authority and SEO impact. A strategic focus on earning quality do-follow backlinks from industry leaders could
significantly elevate its ranking.
The brand has optimized for 11,400 organic keywords, showcasing its well-developed SEO strategy. This broad coverage reflects the brand's commitment to capturing a wide range of relevant
search queries, making it more accessible to diverse customer needs. However, the recent decline in keyword performance suggests the need for ongoing refinement to maintain and improve
visibility. Incorporating long-tail keywords and staying aligned with evolving search trends can help sustain this competitive advantage.
The web performance of Eveon Containers is excellent, with user-friendly features such as upfront pricing, a clear delivery guide, and an intuitive purchasing process. These attributes not only
enhance the user experience but also establish the brand as a reliable and customer-focused business. Its ability to provide 24/7 purchasing options further supports its dedication to customer
convenience and accessibility.
Eveon Containers specializes in selling used shipping containers for storage, shipping, and building purposes. The brand is led by a team of industry experts and innovators, committed to
modernizing container usage and procurement while minimizing environmental impact. This focus on innovation and efficiency positions Eveon as a pioneer in its sector, appealing to both eco-
conscious consumers and businesses looking for practical solutions.
The company offers a wide array of services, including 20ft, 40ft, and 40ft High Cube container options. Its operations emphasize transparency, with competitive pricing and guaranteed
availability. The entire process, from browsing to purchasing, is designed for customer convenience, with fast delivery options tailored to individual needs, ensuring a seamless and trustworthy
buying experience.
Eveon Containers' values are deeply rooted in sustainability, innovation, and customer satisfaction. Its environmental focus is reflected in its reuse and recycling of containers to reduce CO2
emissions, supported by the publication of its environmental performance metrics. By committing to measurable sustainability goals, the brand aligns itself with a growing demand for eco-
friendly business practices.
The key differentiator for Eveon Containers is its sustainability-driven mission. By focusing solely on used containers, the brand provides an eco-friendly alternative to new container production,
positioning itself as a leader in green practices within the industry. This commitment not only enhances its appeal but also establishes its reputation as a socially responsible business partner.
Eveon Containers employs a professional yet approachable tone of voice. Its communication balances authority and customer-centricity, making it accessible to a broad audience while retaining
an innovative and forward-thinking brand image. This approach strengthens its connection with environmentally conscious customers and corporate clients alike, while maintaining a modern
and progressive presence in the market.
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After analyzing its website, social networks, communication channels, and content, we have the following conclusion:

Eveon Containers share TrustPilot-certified reviews with a TrustScore of 4.6 based on 1,125 reviews. This high rating reflects the brand’s unwavering dedication to customer satisfaction and
consistent service quality. The verified reviews act as a powerful tool to instill confidence in potential clients, showcasing a proven track record of reliability and excellence in the shipping
container industry.
Eveon Containers display logos of trusted companies that have worked with them, including Toyota, Nestlé, UPS, and Target. Featuring collaborations with such high-profile brands
bolsters Eveon Containers’ market reputation, signaling trustworthiness and reliability. This strategic display of endorsements reassures potential customers of the company’s ability to
deliver high-quality products and services at scale.
Eveon Containers have optimized their website with strategic keyword usage for SEO. This meticulous approach ensures that their services rank highly on search engines, improving
discoverability for users searching for shipping container solutions. By leveraging targeted keywords, the brand increases its relevance and visibility in competitive digital spaces, driving
meaningful traffic.
Eveon Containers use high-quality images and optimize them for SEO. These images not only enhance the website's aesthetic appeal but also contribute to faster loading times and better
search engine rankings. This integration of visual quality and technical optimization creates a user-friendly browsing experience while maximizing online visibility.
Eveon Containers derive 99% of their traffic from SEO and 1% from paid traffic. This significant reliance on organic search highlights the strength of their digital marketing strategy,
ensuring long-term sustainability. By focusing on organic visibility, the brand minimizes marketing costs while achieving consistent audience engagement and growth.
Eveon Containers share their sustainability strategy prominently. This commitment to environmental responsibility, such as reducing CO2 emissions and repurposing containers, positions
the brand as a leader in eco-conscious practices. Highlighting these efforts appeals to modern consumers who prioritize sustainability in their purchasing decisions, aligning the brand
with ethical values.
Eveon Containers feature diverse sections on their website. These include detailed product listings, customer testimonials, and sustainability practices, creating a comprehensive resource
for users. This segmentation not only improves navigation but also reflects the company’s focus on delivering a well-rounded and transparent customer experience.
Eveon Containers’ logo features a clean design with blue, black, and turquoise colors. The color scheme conveys professionalism, trust, and modernity while creating a visually appealing
and recognizable brand identity. This thoughtful design reinforces their commitment to quality and leaves a lasting impression on customers and partners alike.
Eveon Containers include an FAQ section on their website. This feature anticipates common customer questions, providing detailed answers that simplify the decision-making process. By
offering clear and concise information upfront, the FAQ section builds trust and reduces potential friction in the sales funnel.
Eveon Containers offer their website in both English and Spanish. This bilingual capability expands their reach, catering to diverse audiences across multiple regions. It showcases the
brand’s dedication to inclusivity and ensures that language barriers do not hinder accessibility for their global clientele.
Eveon Containers are experiencing growth on social media and share content aligned with their brand colors. This consistent visual branding reinforces their identity across platforms,
ensuring greater recognition and engagement. Their active presence on social media allows them to connect with audiences, share insights, and foster a community around their
sustainable practices.
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Strengths
High TrustScore and Verified Reviews: Eveon Containers has a TrustScore of 4.6 on TrustPilot, based on 1,125 reviews, showcasing their commitment to customer satisfaction. This reinforces their
credibility and builds trust among potential customers.

1.

Partnerships with High-Profile Brands: The company displays logos of trusted partners such as Toyota, Nestlé, UPS, and Target, enhancing its reputation and positioning as a reliable provider in
the shipping container industry.

2.

Strong SEO Optimization: The brand has optimized its website with strategic keywords, ensuring high rankings on search engines and improved discoverability for potential customers.3.
High-Quality Visual Content: By using professional and SEO-optimized images, Eveon Containers creates a visually appealing website that supports user engagement and boosts its search engine
rankings.

4.

Sustainability Commitment: The brand emphasizes eco-conscious practices, including repurposing containers and minimizing CO2 emissions, which align with modern consumer values and
enhance its brand image.

5.

Bilingual Website Availability: Offering the website in both English and Spanish broadens their market reach and ensures accessibility for a diverse customer base.6.
Growing Social Media Presence: Eveon Containers actively shares content aligned with their brand identity, fostering audience engagement and creating a cohesive digital footprint.7.

Weaknesses
Reliance on Organic Traffic: Although 99% of their traffic is organic, the lack of a robust paid traffic strategy may limit opportunities to scale and capture additional market share.1.
Stock Images with Inconsistent Quality: While the brand uses some high-quality visuals, reliance on lower-quality stock images could detract from their professional image.2.
Limited Traffic Diversification: A strong dependency on SEO with minimal diversification into other channels, such as paid ads or email marketing, may pose risks if organic search rankings
fluctuate.

3.

Opportunities
Expansion of Paid Advertising: Introducing a strategic paid ad campaign could amplify their market reach and complement their already strong organic presence.1.
Enhanced Visual Content Strategy: Investing in consistently high-quality original images can further solidify their professional image and attract higher-value customers.2.
Leverage Sustainability Practices: Their commitment to sustainability can be further emphasized through targeted campaigns and partnerships with eco-conscious organizations, appealing to a
broader audience.

3.

Increased Regional Focus: Expanding localized marketing efforts in underserved areas could drive higher sales and engagement, especially in regions where container usage is growing.4.

Threats
Competitive Market Dynamics: The shipping container industry is highly competitive, with multiple providers offering similar products, which may impact Eveon Containers’ ability to maintain
market share.

1.

Dependence on SEO Performance: Changes in search engine algorithms could disrupt their organic traffic flow, highlighting the need for diversified marketing strategies.2.
Economic Fluctuations: Changes in global or regional economies could affect customer purchasing decisions, especially for high-cost items like shipping containers.3.
Sustainability Expectations: As sustainability becomes a standard rather than a differentiator, competitors may adopt similar practices, reducing Eveon Containers’ competitive edge in this area.4.
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CONCLUSION

Eveon Containers clearly emerges as the most advanced and impactful competitor among the six analyzed, showcasing a robust market reach and an impressive online presence. With 210,000
monthly organic visitors, backed by a carefully executed SEO strategy and minimal reliance on paid traffic, Eveon has cemented itself as a leader in the shipping container industry. Their TrustPilot
score of 4.6, with over 1,100 verified reviews, highlights their commitment to customer satisfaction and positions them as a trusted and reliable provider. This level of transparency and positive
feedback not only builds credibility but also reinforces their brand as a preferred choice among consumers.

The brand’s marketing strategies are both clear and effective, utilizing high-quality visual content optimized for SEO and maintaining a bilingual website that broadens accessibility to diverse
markets. Their growing social media presence, paired with a cohesive brand aesthetic, further amplifies their reach and engagement. By prominently showcasing partnerships with major brands like
Toyota, Nestlé, and UPS, Eveon strengthens its reputation and builds trust through association with globally recognized names.

What truly sets Eveon Containers apart is their forward-thinking sustainability strategy, which aligns with modern consumer values. Their focus on reusing and repurposing containers reduces
environmental impact, a commitment that resonates strongly in today’s eco-conscious market. Additionally, their clear and intuitive web structure, detailed FAQs, and seamless purchasing process
provide a user-friendly experience that enhances customer satisfaction.

Overall, Eveon Containers exemplifies a benchmark in the industry through its strategic marketing actions, clear brand communication, and innovative practices. Their comprehensive approach not
only sets them apart from competitors with weaker digital and marketing strategies but also solidifies their position as a leader in the market, demonstrating how a combination of sustainability,
customer focus, and digital excellence can drive success.
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THE SCORE RANGES FROM 1 TO 100. THE HIGHER THE NUMBER, THE BETTER CHANCE
THE WEBSITE HAS OF APPEARING AT THE TOP OF THE SEARCH ENGINES.
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TWO MONTHS. 

BRAND COMPETITION ENVIRONMENT ANALYSIS

COMPETITOR 6
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TOP KEYWORDS

BRAND COMPETITION ENVIRONMENT ANALYSIS

COMPETITOR 6
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COUNTRIES WHERE THE BRAND RECEIVES TRAFFIC

BRAND COMPETITION ENVIRONMENT ANALYSIS

COMPETITOR 6
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CHANNELS OVERVIEW

BRAND COMPETITION ENVIRONMENT ANALYSIS

COMPETITOR 6
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PERCENTAGE OF PAID TRAFFIC AND ORGANIC TRAFFIC

BRAND COMPETITION ENVIRONMENT ANALYSIS

COMPETITOR 6
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
The analysis of six competitors in the storage and container market reveals significant opportunities for improvement and highlights a considerable gap in strategic digital
efforts across most brands. Among the six competitors, Eveon Containers stands out as the only player with a strong market impact, demonstrating a well-defined digital
presence and clear marketing strategies that set it apart from the rest.

Eveon Containers leads the market with a comprehensive focus on sustainability, robust SEO optimization, TrustPilot-certified reviews with a TrustScore of 4.6, and high-quality
visual content that reinforces its professionalism. Its reliance on organic traffic (99%) and its effective communication strategy on social media, which aligns with its brand
identity, enables it to capture a significant share of the market. Additionally, its commitment to reducing environmental impact provides a unique emotional connection with
consumers who value sustainable practices, further differentiating it from competitors.

In contrast, the other five competitors—Nolts Propane Connections, SteelSafe Storage Solutions, On-Site Containers, Susquehanna Container, and Harper Steel—exhibit
significant shortcomings in their digital and operational strategies. Common challenges include outdated websites, lack of SEO optimization, absence of structured marketing
campaigns, and limited or nonexistent social media engagement. These limitations result in reduced market impact and minimal visibility compared to more digitally
sophisticated competitors like Eveon Containers.

MARKET OPPORTUNITIES:

The storage and container market offers clear opportunities for brands willing to implement robust digital strategies. The analysis reveals a widespread lack of active sales
funnels, email marketing campaigns, value-driven social media content, and optimized SEO across most brands. This creates a substantial opening for new or growing
companies to quickly differentiate themselves by adopting a more structured and modern approach.

KEY EFFECTIVE STRATEGIES (EVEON CONTAINERS):

Strong SEO optimization and extensive use of relevant keywords.
Building trust through verified TrustPilot reviews.
Consistent and professional visual identity across social media and web platforms.
Sustainability as a core brand value and key differentiator.
Marketing strategy focused on informative and educational content, such as FAQs and buying guides.
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
MAIN DEFICIENCIES OF OTHER COMPETITORS:

Limited or non-existent social media presence.
Lack of digital marketing strategies, such as paid ads or email marketing.
Websites with outdated designs, technical issues like broken links, and slow load times.
Absence of verified reviews to establish credibility.
Poor SEO optimization, leading to low organic visibility in search engines.

GLOBAL MARKET OUTLOOK:

The storage and container market demonstrates substantial untapped potential, yet a significant portion of competitors have failed to fully capitalize on the advantages of
digital transformation and strategic marketing. This leaves the market wide open for a brand with a clear vision and a proactive approach to dominate. By adopting proven
strategies such as those employed by Eveon Containers—such as strong SEO practices, impactful content marketing, and a sustainability-driven brand narrative—a forward-
thinking company could swiftly position itself as a market leader.

The sector is on the cusp of significant evolution, with technological advancements, customer expectations, and environmental considerations shaping the future. Companies
that prioritize building strong digital ecosystems, optimizing customer experiences, and fostering meaningful relationships through transparent communication will define the
next era of this market. Furthermore, integrating sustainability as a core value not only aligns with consumer preferences but also creates long-term value and differentiation in
an increasingly eco-conscious landscape.

Brands that embrace a holistic approach—leveraging advanced digital marketing, adopting robust customer-centric strategies, and addressing sustainability concerns—stand
to gain a significant competitive edge. By filling the gaps left by competitors with outdated or insufficient strategies, these companies will not only capture market share but
also set new standards in an industry ripe for disruption and innovation.
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
Based on the comprehensive analysis of the six competitors in the storage and container market, the following ranking reflects their performance from strongest to weakest,
considering web traffic, digital presence, and overall market positioning:

EVEON CONTAINERS
Eveon Containers leads the market with an outstanding online presence, supported by 210,000 monthly organic visitors, which significantly outpaces all competitors. Their
robust SEO strategy, high-quality visuals, and well-structured website provide an excellent user experience. Their commitment to sustainability and customer satisfaction is
demonstrated through a TrustPilot score of 4.6, based on over 1,100 reviews, and their transparency builds strong customer trust.

NOLTS PROPANE CONNECTIONS
Nolts Propane Connections generates an estimated 1,000 organic monthly visits, which, while not as robust as Eveon Containers, highlights a more established presence
compared to most other competitors. However, the brand's web strategies and SEO optimization remain underutilized, limiting its ability to compete effectively in the digital
landscape.

ON-SITE CONTAINERS
On-Site Containers has achieved 533 monthly organic visits, showcasing moderate online reach. While their website is functional and provides clear service details, their overall
SEO and digital marketing efforts could be enhanced to increase visibility and customer acquisition.

HARPER STEEL
Harper Steel has a modest online presence with 308 monthly organic visits. Their one-page website limits content depth, affecting their ability to rank competitively in search
engines. The absence of advanced SEO strategies, a comprehensive content plan, or paid marketing efforts further hinders their digital impact.

SAFE STORAGE SOLUTIONS
Safe Storage Solutions generates approximately 243 monthly organic visits, reflecting limited online reach. Their digital strategies lack the optimization needed to attract a
broader audience. The website provides basic functionality but falls short in leveraging SEO or engaging potential customers through enhanced content or paid ads.

SUSQUEHANNA CONTAINER
Susquehanna Container achieves only 13 monthly organic visits, highlighting a severely limited online presence. The lack of SEO optimization, social media engagement, and
strategic marketing efforts significantly weakens their ability to compete in the storage solutions market.

Eveon Containers is the clear market leader, leveraging its exceptional web traffic and strong digital strategies to dominate the storage and container market. In contrast, the
other five competitors exhibit varying levels of underperformance, particularly in web traffic, SEO optimization, and digital marketing. The market offers substantial
opportunities for growth, as most competitors have yet to fully harness the potential of a strong online presence. By emulating Eveon Containers' successful strategies and
addressing these deficiencies, other brands could significantly enhance their market impact.
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
After reviewing the most important keywords associated with Eveon Containers, it is evident that their organic positioning is significantly stronger than that of their competitors. This is due to
a well-defined and optimized SEO strategy targeting highly relevant and high-volume keywords, enabling them to capture a substantial audience in a market that is underutilized by other
competitors.

1. "SHIPPING CONTAINERS FOR SALE"
Volume: 74,000 monthly searches
Position: 6 - Estimated Visits: 16.9k
This keyword reflects direct purchase intent in the container market. Eveon Containers' strong position allows them to capture a significant share of search traffic. None of the analyzed
competitors seem to optimize for this keyword, giving Eveon a clear competitive advantage in driving conversions from highly interested buyers.

2. "SHIPS CONTAINERS FOR SALE"
Volume: 74,000 monthly searches
Position: 5 - Estimated Visits: 16.9k
This term indicates specific searches aimed at immediate container purchases. Eveon Containers’ top-five ranking ensures substantial visibility and traffic capture. Competitors likely lack
content optimized for this phrase, missing a key opportunity to attract potential customers.

3. "SHIPPING CONTAINER WANTED TO BUY"
Volume: 74,000 monthly searches
Position: 1 - Estimated Visits: 16.9k
Holding the number one position for a high-volume keyword demonstrates Eveon Containers’ SEO effectiveness. This phrase represents strong purchase intent, enabling Eveon to attract
prospects ready to make transactions, a gap competitors fail to bridge due to inadequate optimization.

4. "SHIPPING CONTAINERS"
Volume: 74,000 monthly searches
Position: 2 - Estimated Visits: 14.9k
As a broader and more generic term, "shipping containers" attracts both buyers and researchers. Being ranked second ensures Eveon Containers captures both transactional and
informational traffic. Other competitors seem to neglect this essential keyword in their content strategies.

5. "SALE SHIPPING CONTAINERS FOR SALE"
Volume: 74,000 monthly searches
Position: 5 - Estimated Visits: 7.6k
While somewhat redundant, this keyword reflects direct purchase intent and is crucial for attracting ready-to-buy customers. Eveon Containers capitalizes on this traffic with a strong
ranking, while competitors likely overlook long-tail keywords like this, missing high-value opportunities.
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
KEY DIFFERENCES COMPARED TO COMPETITORS:

Competitors like Nolts Propane, Susquehanna Container, and Harper Steel lack optimization for high-relevance keywords.1.
These brands have extremely low organic traffic (ranging from 13 to 1,000 visits per month) and do not rank for strategic searches within the market. Their lack of optimization limits their
ability to attract qualified traffic.

2.

Lack of focus on high-purchase-intent keywords.3.
While Eveon Containers dominates terms such as "shipping containers for sale" and "wanted to buy," other competitors fail to create content or implement SEO strategies for these high-
conversion terms.

4.

Eveon Containers’ dominance of long-tail keywords.5.
Specific phrases like "sale shipping containers for sale" are ignored by competitors, showcasing a missed opportunity to capitalize on the most profitable long-tail SEO opportunities.6.
Eveon Containers benefits from the balance of optimized content and technical SEO.7.
Competitors do not appear to implement best practices such as optimized meta descriptions, targeted titles, or keyword integration into images and headers, further cementing Eveon’s
advantage in search rankings.

8.

Eveon Containers stands out as the digital leader in the container market by focusing on strategic SEO, optimized content, and aligning with buyer intent. In contrast, competitors lack robust
strategies, leaving a significant gap in the market. This analysis highlights that success in this industry lies in prioritizing relevant keywords with high purchase intent while optimizing the
user experience to generate meaningful traffic and conversions.
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BRAND COMPETITION ENVIRONMENT ANALYSIS

GENERAL CONCLUSION AND MARKET OVERVIEW 
To position Keystone Containers as a standout in the shipping container market, the company must leverage its unique family-owned approach while implementing strategic
actions that differentiate it from competitors. The focus should be on combining a personalized customer experience with a strong digital presence and effective marketing
strategies.

First, Keystone Containers should rebuild its website into a powerful lead-generation tool. The site must be user-friendly, fast, and optimized for SEO. Including separate sections
for buying, renting, and industry-specific applications (e.g., agriculture, tiny homes, construction) will enhance navigation and showcase the brand’s versatility. Clear call-to-
action buttons, such as “Get a Quote Today” or “Contact Us,” placed strategically on every page, will drive conversions. Featuring customer testimonials and an interactive pricing
tool will build trust and make the purchasing process seamless.

Investing in a robust SEO strategy is critical to achieving visibility and competing with industry leaders like Eveon Containers. By targeting high-value keywords such as
"shipping containers for sale" and niche-specific terms like "tiny home containers," Keystone Containers can capture traffic from multiple customer segments. Creating a blog
with educational content, such as “How to Choose the Right Container for Your Farm” or “Creative Uses for Shipping Containers,” will establish thought leadership and attract
organic traffic.

Social media marketing should also play a significant role in Keystone's strategy. Sharing engaging content on platforms like Instagram, Facebook, and LinkedIn—such as
photos of container applications in real-world settings—will build brand awareness and foster community engagement. Videos highlighting the family-owned nature of the
business and its customer-first approach can further humanize the brand and differentiate it from competitors.

In addition to digital marketing, Keystone Containers should prioritize customer-centric services. Providing direct, personalized consultations, along with educational resources
like guides and tutorials, will reinforce the company's commitment to helping clients find the right solutions for their needs. Transparency in pricing and flexible rental or
purchase options should be emphasized to instill confidence and trust.

Finally, embracing sustainability as a core value can help Keystone Containers appeal to environmentally conscious customers. Promoting the reuse of shipping containers as an
eco-friendly alternative to new production, along with showcasing any sustainability initiatives, will position the brand as forward-thinking and responsible.

By implementing these strategies, Keystone Containers can not only differentiate itself but also establish a leadership position in the market, combining the warmth of a family
business with the effectiveness of modern digital marketing and operational excellence.



MISSION & VISION
STATEMENT

DEVELOPING A MISSION & VISION STATEMENT IS A
PIVOTAL UNDERTAKING IN DEFINING A BRAND'S
IDENTITY AND DIRECTION



MISSION & VISION
THE
MISSION
Option 1:
Keystone Containers' mission is to deliver durable and customizable
portable storage solutions that simplify operations and protect assets,
ensuring reliability through exceptional service and industry expertise.

Option 2:
Anura's mission is to combat digital ad fraud by delivering precise
detection solutions that ensure authentic engagement and maximize
return on investment.

DEFINING THE PERSONALITY OF THE BRAND
ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
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MISSION & VISION

Option 1:
Keystone Containers envisions becoming the trusted leader in portable
storage by continually delivering value through reliability, adaptability, and
a deep understanding of industry challenges.

Option 2:
Anura aims to be a trusted partner for organizations seeking effective
solutions to combat ad fraud in their marketing campaigns.

THE
VISION

DEFINING THE PERSONALITY OF THE BRAND



POSITIONING 

Keystone Containers provides high-quality shipping container solutions
designed to tackle storage challenges with ease, delivering practical and
long-lasting results that support businesses and individuals in achieving
their goals across various industries

POSITIONING
STATEMENT

DEFINING THE PERSONALITY OF THE BRAND
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POSITIONING 

Reliability: We prioritize consistent performance and dependability, ensuring every container and interaction
delivers the trust and peace of mind our clients deserve.

Customer-Centricity: We listen carefully to understand unique needs and tailor our solutions to provide the best
possible outcomes, treating each client as a valued partner.

Adaptability: We design flexible storage solutions that evolve with the demands of our clients’ projects,
industries, and environments.

Quality: We are committed to delivering durable, weatherproof, and secure containers that meet the highest
standards of safety and performance.

Transparency: We ensure clear communication, honest pricing, and straightforward processes, fostering long-
term relationships built on trust.

Efficiency: We work to streamline operations for our clients, providing solutions that save time, reduce costs,
and improve workflow without unnecessary complexity.

OUR
VALUES

DEFINING THE PERSONALITY OF THE BRAND
ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025



BRAND NARRATIVE

CRAFTING A COMPELLING BRAND NARRATIVE FOR
LASTING IMPACT



At Keystone Containers, we understand that every project comes with its unique challenges. Whether
you're managing a construction site, running a farm, or overseeing a manufacturing facility, tools and
materials need protection, timelines must be met, and budgets have to make sense. That’s where we
come in.

We provide high-quality shipping container solutions designed to tackle these challenges head-on.
Our containers offer practical, long-lasting results that adapt to the demands of your business, helping
you work smarter and more efficiently. From secure storage to creating functional spaces, we’re here
to deliver solutions that work as hard as you do.

At Keystone Containers, it’s not just about selling a product—it’s about building trust. From your first
call to the moment your container is delivered, we’re with you every step of the way. With reliable
service, clear communication, and a focus on your success, we’re more than a vendor—we’re your
partner in making every project run smoothly.

BRAND NARRATIVE
DEFINING THE PERSONALITY OF THE BRAND
ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025



BRAND ARCHETYPE

DEFINE THE UNIQUE ESSENCE OF YOUR BRAND
THROUGH THE ARCHETYPE



Brand archetypes serve as a comprehensive framework encompassing a set of values, postures, and
methodologies that define and characterize a brand. Functioning as benchmarks, these archetypes articulate
the distinct personality traits inherent to a brand, acting as a blueprint for its identity. They draw upon specific
attributes such as core values, communication styles, overarching objectives, and preferences to shape a brand's
unique character.

Proposed by Carl Jung, brand archetypes find their roots in a psychological theory aimed at elucidating human
behaviors through the exploration of inherent behavioral patterns. Rooted in the concept of the collective
unconscious, these archetypes play a crucial role in shaping the way individuals think and behave, thereby
providing a psychological foundation for brand characterization.

The essence of brand archetypes lies in their ability to unveil and identify the human character traits that best
resonate with a particular brand. This intricate understanding enables organizations to forge deeper
connections with their target audience and customers by fostering robust emotional interactions. By aligning a
brand with a specific archetype, businesses can evoke a sense of familiarity, reliability, and resonance, fostering
brand loyalty and enduring relationships. In essence, brand archetypes serve as a powerful tool, guiding the
strategic development of a brand's identity and ensuring that it authentically connects with its audience on a
profound and emotional level.

SOURCE: ANTHEMBRANDING.COM

BRAND ARCHETYPE
DEFINING THE PERSONALITY OF THE BRAND

DEFINITION:

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
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THE HERO
50%

HONEST
DETERMINED
BRAVE

DEFINITION
HELP TO IMPROVE THE WORLD

"WE CAN MAKE THE WORLD BETTER!"
THE HERO IS A BRAND ARCHETYPE THAT STANDS UP AGAINST ADVERSITY, FINDING SOLUTIONS AND LEADING
PEOPLE TO ACHIEVE THEIR GOALS. 

BRANDS



THE SAGE
50%

KNOWLEGEBLE
ASSURE

DEFINITION
“EVERYTHING IS A LEARNING EXPERIENCE”

THE SAGE ARCHETYPE REVOLVES AROUND KNOWLEDGE AND TRUTH. FOR THE SAGE, THE KEY TO SUCCESS IS
COLLECTING INFORMATION AND RELENTLESSLY PURSUING THE TRUTH. THIS PARTICULAR ARCHETYPE
BELIEVES THAT BY GATHERING RELIABLE, FACTUAL INFORMATION AND SHARING IT WITH OTHERS, WE CAN
MAKE THE WORLD A BETTER PLACE.

BRANDS

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2023-2024

GUIDING



The Hero archetype represents strength, courage, and a commitment to overcoming challenges. It is driven by a sense of purpose to protect,
improve, and inspire. Brands that embody the Hero archetype position themselves as resolute problem-solvers, offering solutions that empower
their audience to face difficulties head-on. The Hero strives to make a meaningful impact, reflecting reliability, tenacity, and a promise of
excellence in the face of adversity. Customers trust Hero brands because they embody resilience and the ability to deliver results in even the most
demanding circumstances.

The Sage archetype, on the other hand, is characterized by wisdom, knowledge, and a deep understanding of the world. It focuses on guiding
others through information, insight, and clarity. Sage brands position themselves as trusted advisors, offering truth and education as their
primary value. They emphasize learning, expertise, and thoughtful solutions to ensure that their customers feel informed and empowered. A Sage
brand seeks to eliminate confusion by sharing clear, practical knowledge and building confidence in the decisions of its audience.

The Hero archetype fits Keystone Containers because the brand serves as a problem-solver for industries facing critical challenges. Whether it’s
protecting valuable assets, meeting strict timelines, or addressing logistical complexities, Keystone positions itself as the dependable, strong, and
efficient partner clients need. By offering weatherproof, secure, and customizable storage solutions, Keystone empowers its customers to
overcome common pain points such as theft, disorganization, and weather-related damage. This reflects the Hero’s core purpose of stepping up
to the plate when resilience and action are required.

Meanwhile, the Sage archetype aligns with Keystone’s commitment to providing informed, thoughtful solutions. The brand's focus on educating
its customers about the benefits of its products, sharing industry-specific insights, and offering transparent communication highlights its role as
a trusted advisor. Keystone doesn’t just provide storage solutions—it ensures that customers fully understand how to maximize the value of its
products. This guidance instills confidence and trust, reflecting the Sage’s drive to educate and enlighten.

The combination of the Hero and Sage archetypes creates a brand personality that is both powerful and insightful. Together, they convey that
Keystone is not just a provider of reliable storage solutions but also a wise partner capable of guiding its clients through complex challenges with
strength and clarity. The Hero aspect positions Keystone as a dependable force, solving problems with action and determination, while the Sage
adds depth by ensuring those solutions are informed, well-explained, and carefully tailored to each client’s needs. This balance of strength and
wisdom makes the brand both inspiring and trustworthy, ensuring it resonates deeply with its target audience.

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
DEFINING THE PERSONALITY OF THE BRAND

BRAND ARCHETYPE



STRENGTHS WEAKNESSES OPPORTUNITIES THREATS

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
STRATEGIC BREAKDOWN FOR BUSINESS SUCCESS: SWOT IN -DEPTH ANALYSIS

Aesthetic Limitations: The industrial appearance of
containers may deter customers in niche markets requiring
high-end or boutique visual appeal.

Urban Access Challenges: Although efforts have been
made, urban deliveries can still be logistically challenging
and may deter clients.

IT REPRESENTS POSITIVE EXTERNAL FACTORS
THAT A COMPANY CAN TAKE ADVANTAGE OF

FOR ITS BENEFIT

REFERS TO INTERNAL ASPECTS THAT HAVE
DISADVANTAGES OR AREAS THAT NEED

IMPROVEMENT

THEY ARE EXTERNAL FACTORS THAT CAN
REPRESENT CHALLENGES OR RISKS TO THE

COMPANY

RESOURCES, SKILLS OR CHARACTERISTICS
THAT PROVIDE ADVANTAGES AND

CONTRIBUTE TO SUCCESS

SWOT ANALYSIS
INTERNAL EXTERNAL

YOU CAN DEVELOP CONCRETE STRATEGIES IN THE ELEMENTS IDENTIFIED IN THE ANALYSIS.

Customizable Offerings: The ability to tailor containers with
shelving, compartments, and lockable features appeals to
various industries, making the brand versatile.

Industry-Specific Expertise: Strong understanding of
agricultural, construction, and manufacturing needs allows
the brand to provide tailored solutions.

Durable and Weatherproof Solutions: High-quality
materials ensure protection from theft and weather,
making the product a practical choice for businesses.

Flexible Rental and Purchase Options: Offers both rental
and purchase plans, catering to different budgetary and
operational needs.

Straightforward purchasing process, making it easy for
customers to acquire containers.

Economic Downturns: Budget constraints in target
industries could reduce demand for storage solutions.

Competition: Rivals with similar offerings and aggressive
pricing could erode market share.

Delivery Challenges: Logistic issues, particularly in urban
and remote areas, could damage the brand’s reputation if
not managed effectively.

Changing Regulations: Storage or transportation
regulations could add operational complexities or costs.

Technological Alternatives: Advancements in other storage
solutions, such as modular units or prefabricated buildings,
could challenge the relevance of containers.

Customer Perception: Negative reviews or unsatisfied
customers in niche markets could harm the brand’s image.

Expansion into New Industries: Entering markets like
education, healthcare, or retail could increase the customer
base.

Sustainability Initiatives: Promoting eco-friendly containers
or upcycling options could attract environmentally
conscious businesses.

Partnerships with Industry Leaders: Collaborations with
agricultural co-ops or construction trade associations could
boost visibility and credibility.

Digital Marketing Expansion: Enhanced SEO, social media
campaigns, and online resources could attract more leads
and increase conversions.

Emerging Markets: Expanding to international markets
with growing industrial or agricultural sectors could drive
revenue.

Increased Customization Options: Offering advanced
aesthetic upgrades or more design variations could appeal
to niche markets requiring tailored solutions.
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MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY

THE CONTENT MAP DEFINED BY YOUR NARRATIVE

CONTENTS

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.

Provide an explainer on the
customization options available,
such as shelving, tool racks, and
reinforced locks, with examples from
past projects.

Share a list of common problems
faced by contractors or farmers and
how Keystone Containers provide
solutions.

Present a detailed walkthrough of
the ordering process to show how
easy it is to get a customized
container delivered.

CONTENT OR TOPIC: CONTENT OR TOPIC: CONTENT OR TOPIC: CONTENT OR TOPIC: CONTENT OR TOPIC:

Highlight a client testimonial
focusing on how Keystone
Containers saved them time and
money during a critical project.

Create a series of industry-specific
tips on maximizing the use of
portable storage solutions for
construction projects.

Introduce a "Did You Know?" post
about the security features of
Keystone Containers and how they
protect valuable tools and materials.

Showcase a real-life story of how a
construction company used
Keystone Containers to improve site
organization and prevent theft.

Share a visually engaging before-
and-after example of a customized
container setup for an agricultural
client.

Post an educational infographic on
the benefits of weatherproof
containers compared to traditional
sheds or trailers.

Offer a spotlight on the flexibility of
Keystone Containers, showing how
they are adapted for multiple
industries, from farming to
manufacturing.

Share an engaging story about a
unique customization project
Keystone completed for a client.

Post a thought-provoking statistic
about theft or weather-related losses
in construction or agriculture and
how Keystone solves these issues.

Discuss the durability of Keystone
Containers, emphasizing real-world
challenges like extreme weather or
urban delivery obstacles and how
the brand overcomes them.

Share a "Top 5 Benefits of Portable
Storage for Construction and
Agriculture" post to educate the
audience.

Post a client-focused Q&A session
addressing common questions
about the rental and purchase
process.



VOICE AND TONE
GUIDELINES

NAVIGATING YOUR BRAND'S VOICE AND TONE FOR
CONSISTENT AND RESONANT MESSAGING



DEFINITION

This tone of voice positions Keystone Containers as an expert in portable storage solutions while remaining relatable and easy to engage with. It
emphasizes a balance between authority and accessibility, ensuring that customers feel confident in Keystone’s expertise but not intimidated by overly
technical jargon. This tone builds trust, making customers feel that they are partnering with a professional yet friendly brand that understands their
specific needs.

Professionalism is conveyed through concise, clear language that highlights Keystone’s understanding of industry-specific challenges. Whether
communicating with construction managers, agricultural professionals, or manufacturing supervisors, the tone reassures customers of Keystone’s
credibility and reliability. The approachable element softens the message, making the brand more personable and client-focused. This is especially
important when educating potential customers who may not fully understand the benefits of shipping containers or the customization options
available.

The goal of this tone is to create an environment where customers feel empowered to ask questions and explore options without fear of being judged
or overwhelmed. This fosters stronger relationships, encouraging potential clients to engage more deeply with the brand. By blending professionalism
with approachability, Keystone ensures its messaging resonates across a diverse audience, from seasoned industry professionals to first-time buyers.

TONE 1
PROFESSIONAL AND APPROACHABLE

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.

DEFINING THE PERSONALITY OF THE BRAND
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GENERAL COPY GUIDELINES:
When writing general copy, such as website content, brochures, or blog posts, the tone should combine a clear demonstration of expertise with language
that feels personable and engaging. Use concise, professional language to explain technical details, ensuring the audience understands the value of
Keystone’s solutions. At the same time, maintain a warm, conversational tone that invites readers to learn more. For example, use inclusive language like
"we understand your challenges" or "let us help you find the perfect solution." Avoid overly complex terminology that might alienate non-experts and
instead focus on relatable explanations that empower the reader.

ADS COPY GUIDELINES:
Ads should reflect this balance by emphasizing Keystone’s professionalism while remaining welcoming. Phrases like "Trusted by Industry Experts" can
convey authority, while approachable language such as "We’ve got your storage needs covered" ensures relatability. Use simple, action-oriented sentences
that highlight benefits without overwhelming the audience with technical jargon. Visuals in ads should reinforce this tone, showcasing real-world
applications of Keystone’s solutions with a focus on customer success stories or practical use cases that feel attainable and trustworthy.

DIRECT CLIENT COMMUNICATION GUIDELINES:
In direct communications, such as emails, consultations, or customer support, professionalism should be evident in the clarity of information provided,
while the approachable tone ensures a positive and supportive client experience. Start emails or calls with friendly greetings like "Hi [Name], we’re excited
to help you with your project" and maintain a conversational yet respectful tone throughout. Always acknowledge the client’s specific needs or challenges,
showing empathy and understanding. Close with encouraging and open-ended statements, such as "Let us know how else we can assist," to invite further
engagement.

GUIDELINES
TONE 1
PROFESSIONAL AND APPROACHABLE

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.
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DO'S AND DON'T'S 
DO'S DON'T'S

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.

Use Inclusive Language: Write as though you are speaking directly to the client.
For example, use "we understand your needs" or "let us help."

Be Clear and Concise: Explain technical details in simple terms that make even
complex concepts easy to grasp.

Show Empathy: Acknowledge customer challenges and validate their concerns
to build trust and rapport.

Highlight Expertise: Use language that conveys authority, such as "Our team
specializes in tailored solutions for your industry."

Maintain Warmth: Use friendly, conversational phrases to make the client feel
welcome and supported.

Include Real-World Examples: Provide relatable case studies or success stories to
connect the audience with practical applications of the product.

Encourage Engagement: Use open-ended language like "How can we support
your next project?" to invite further conversation.

Focus on Benefits: Emphasize how your solutions solve specific problems, using
accessible and client-focused language.

Avoid Overly Formal Language: Don’t use stiff or overly technical terms that
might alienate or confuse readers.

Don’t Be Overly Casual: While approachable, the tone should remain professional
and avoid slang or informal abbreviations.

Don’t Oversell: Avoid making exaggerated claims; instead, focus on clear, factual
benefits.

Avoid Ignoring the Client’s Perspective: Don’t focus solely on product features
without addressing how they meet the customer’s needs.

Don’t Use Generic Phrases: Avoid empty statements like "We’re the best in the
business" without backing them with specific reasons.

Avoid Neglecting Empathy: Don’t overlook acknowledging challenges clients
might face, as this can make the tone feel distant.

Don’t Overwhelm with Jargon: Limit the use of industry-specific terms unless
they are clearly explained.

Avoid One-Size-Fits-All Messaging: Ensure the tone feels personalized and
relevant to the target audience’s specific industry and needs.

DEFINING THE PERSONALITY OF THE BRAND
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DEFINITION

This tone positions Keystone as a dependable source of truth, offering not just products but also valuable knowledge that helps customers make
informed decisions. It focuses on building confidence through consistency and education, ensuring clients feel they are gaining insights from an expert
who genuinely wants to help them solve their challenges. This tone is ideal for Keystone’s audience, as it aligns with the need for clarity and trust in
high-stakes industries like construction and agriculture.

Reliability is emphasized by consistently delivering clear, factual, and relevant information that supports the decision-making process. Keystone
communicates in a straightforward manner, avoiding overly promotional language. This ensures that customers perceive the brand as honest and
trustworthy. The informative aspect is woven into every interaction, whether through detailed explanations of product features, case studies, or insights
into how the solutions align with industry needs.

The combination of reliability and information positions Keystone as a go-to partner for storage solutions. Customers are not only assured that they are
purchasing a dependable product but are also guided through the why and how of its use. This creates a deeper level of engagement, as clients feel
educated and supported rather than sold to. The tone establishes Keystone as a leader in its field, elevating the brand’s credibility and long-term
appeal.

TONE 2
RELIABLE AND INFORMATIVE

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.
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GENERAL COPY GUIDELINES:
General copy should focus on delivering clear, concise information that highlights Keystone’s reliability and deep understanding of its industries. Avoid
overly emotional or promotional language; instead, prioritize facts, benefits, and actionable insights. Write in a structured format, such as bullet points or
step-by-step explanations, to make complex concepts easier to digest. For example, a blog post might explain "5 Ways Keystone Containers Enhance
Construction Site Efficiency," providing detailed, data-backed points. The tone should be reassuring, ensuring that clients feel they can trust Keystone as a
consistent and dependable partner.

ADS COPY GUIDELINES:
Ads should highlight Keystone’s dependability and expertise through straightforward messaging that emphasizes facts over flash. Use clear headlines like
"Secure. Durable. Delivered On Time." followed by a brief explanation of features or benefits. Avoid using excessive buzzwords; instead, focus on solutions-
oriented language that addresses customer pain points. For instance, "Protect your tools from weather and theft with our secure containers." The visuals
should support the message with clean, functional imagery showcasing the products in real-world applications, reinforcing the brand’s no-nonsense,
dependable approach.

DIRECT CLIENT COMMUNICATION GUIDELINES:
When communicating directly with clients, reliability should shine through in timely, clear, and informative responses. Begin communications with an
acknowledgment of the client’s situation, such as "We understand the challenges of securing your materials on-site." Provide straightforward answers to
inquiries, avoiding overly promotional language or unnecessary details. For example, "Our containers are built to withstand extreme weather and come
with reinforced locks for added security." Always include factual information to support claims and close with actionable next steps, such as "Let’s schedule
a delivery that works for your timeline." This ensures clients feel supported, informed, and confident in their decision to work with Keystone.

GUIDELINES
TONE 2
RELIABLE AND INFORMATIVE

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.
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DO'S AND DON'T'S
DO'S DON'T'S

SUGGESTED SOCIAL MEDIA CONTENT ARE PREDEFINED GUIDELINES OR IDEAS OFFERED TO OPTIMIZE THE TOPICS AND MESSAGES A BRAND SHARES ON ITS SOCIAL MEDIA PLATFORMS.

Provide Factual Information: Use clear, data-driven statements that emphasize
the reliability of your solutions.

Be Direct: Get straight to the point without unnecessary embellishments or
overly descriptive language.

Highlight Product Strengths: Focus on features like durability, security, and
adaptability to emphasize dependability.

Use Structured Formats: Present information in lists or step-by-step guides for
easy readability.

Address Client Pain Points: Speak directly to the challenges customers face,
offering solutions backed by evidence.

Be Transparent: Include clear details about pricing, delivery, and customization
options to build trust.

Reinforce Trust: Use language like "Proven solutions trusted by [industry]
professionals."

Educate the Audience: Include practical tips or insights that help the client
understand how to maximize the product’s value.

Don’t Overcomplicate: Avoid lengthy or overly detailed explanations that could
overwhelm the reader.

Avoid Being Overly Salesy: Stick to informative, solution-oriented language
rather than pushy promotional tactics.

Don’t Make Assumptions: Avoid assuming the audience knows technical terms;
explain them where needed.

Avoid Overusing Superlatives: Refrain from excessive use of words like "best" or
"perfect" without proof to back them up.

Don’t Skimp on Details: Avoid vague language like "it works for everyone"
without specifying how it applies to the client’s needs.

Avoid Casual Language: Keep the tone professional and serious, avoiding overly
friendly or informal expressions.

Don’t Ignore Client-Specific Contexts: Avoid generic messaging that doesn’t
speak to the nuances of the client’s industry or situation.

Don’t Exaggerate: Ensure claims are realistic and backed by evidence, as
exaggeration can damage credibility.
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VISUAL BRAND
DESIGN GUIDELINES

UNVEILING THE POWER OF VISUAL BRAND DESIGN
GUIDELINES FOR A DISTINCT AND COHESIVE BRAND
IMAGE



Here’s how to interpret the suggested color palettes for your brand. Understanding these elements will help you effectively apply the colors to maintain a cohesive and impactful visual identity.

UNDERSTANDING THE ROLE OF EACH COLOR

Main colors: These are the dominant colors in the palette, used most frequently in the brand’s materials. They set the overall tone and mood of the brand. The client should see these colors as the
foundation of their brand’s visual identity.
Accent colors: These are used to draw attention to specific elements without overwhelming the design. They should be used to highlight important information, call-to-action buttons, or other key
details. The client should think of these colors as the ones that add vitality and focus to the brand.
Background: These colors are meant to be the backdrop against which other colors stand out. They should be used in larger areas like website backgrounds, stationery, or packaging. These colors help
create a subtle base that supports, rather than distracts from, the main and accent colors.

HEX CODES AND CONSISTENCY

The hex codes provided for each color ensure that the colors are reproduced consistently across all digital platforms. This is crucial for maintaining a uniform brand identity. Clients should make sure that
these hex codes are used precisely in all digital and print materials to avoid variations that could dilute the brand’s identity.

TRANSPARENCY AND FLEXIBILITY

In the transparency section, it's important to understand how transparencies are used in the color palette. The largest square in each column represents the color at its maximum saturation or 100%
opacity. This is the pure color, with no transparency applied, and is used for the most prominent or fundamental elements in the design.
As transparency levels are applied, such as 80%, 60%, 40%, and 20%, the color becomes lighter or more subtle, allowing background elements or other colors to show through. However, it’s crucial to
understand that these transparency levels do not represent new colors or codes; rather, they are the same base color adjusted with different levels of opacity.
This technique allows designs to maintain cohesion while creating variations and depth, using the same color in different ways to achieve a visually appealing and dynamic design. This way, the client can
make the most of their color palette without introducing new shades that could complicate the brand’s visual identity.

ELEVATE YOUR STRATEGY AND MARKET RESEARCH  /  YEAR : 2024-2025
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Understanding the visual identity of competitors is essential for Keystone Containers to establish a distinctive and memorable brand presence. Presented below are the logos
and primary color schemes of six key competitors in the shipping container and storage solutions market. Each logo reflects the unique branding strategies and design choices
of these businesses, ranging from bold and vibrant palettes to more subdued and professional tones. By analyzing these elements, we can identify opportunities for
differentiation and craft a visual identity that resonates with our target audience while setting Keystone Containers apart in this competitive landscape.

COLOR STRATEGY
DEFINING THE PERSONALITY OF THE BRAND
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To stand out in a crowded market, Keystone Containers should adopt a color palette that not only captures attention but also reflects its brand identity: professionalism,
sustainability, and innovation. Below is a proposed palette that balances fresh, modern tones with bold accents to create a distinct and memorable visual identity.

Whisper (#F6F4F3): A soft and neutral tone, ideal for the background of the website, promotional materials, and digital content. This color conveys clarity, cleanliness, and
professionalism, establishing a modern and approachable foundation for all visual elements. It ensures that other accent colors stand out without overwhelming the viewer.

Dark Vanilla (#D5C3B3): This warm, beige tone is perfect for subtle accents such as secondary text, borders, or highlights. It adds a sense of warmth and trust, balancing the
more vibrant elements with a welcoming, approachable feel. It ensures the brand doesn’t come across as too stark or overly corporate.

Insight Blue (#A2D2FA): A light blue that symbolizes trust, reliability, and modernity. Use this color for key interactive elements, such as buttons, icons, and featured sections, to
guide the user through the website or marketing materials. This calming tone helps create a positive user experience while reinforcing Keystone’s professional ethos.

Jungle Green (#2A9D8F): A deep green that represents sustainability, growth, and harmony. This color works perfectly as a main branding element, emphasizing Keystone
Containers' alignment with eco-friendly practices and modern consumer values. It can be used prominently in the logo, marketing campaigns, or as a background for
sustainability-related messaging.

Vivid Tangelo (#F96E2A): A vibrant orange that grabs attention and injects energy into the brand. This bold tone is ideal for call-to-action (CTA) elements such as “Get a Quote,”
“Learn More,” or special promotions. Its dynamic nature inspires urgency and excitement, helping the brand stand out in competitive digital spaces.

St. Patrick's Blue (#211D70): A rich, deep blue that conveys authority, stability, and trust. This color should be used for headers, titles, and prominent branding elements like
logos and banners. Its sophistication ensures that Keystone Containers is perceived as a leader in its industry, appealing to both commercial and residential audiences.

COLOR STRATEGY
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This color palette is designed to differentiate Keystone Containers effectively from its competitors, many of whom rely on traditional combinations of blue, gray, or yellow. The
selected tones strike a balance between professionalism, modernity, and sustainability—core values that resonate with today’s environmentally conscious and digitally savvy
customers. The palette also allows for emotional connection, with colors like Jungle Green representing eco-consciousness and Vivid Tangelo fostering excitement.
By leveraging a cohesive and thoughtful visual identity, Keystone Containers can convey its unique value proposition, setting itself apart as a forward-thinking, customer-centric
brand. This is particularly important in an industry where many competitors lack memorable or well-structured branding strategies.

COMPETITOR COLORS:

Nolts Propane Connections: Red and blue.1.
SteelSafe Storage Solutions: Blue and gray.2.
On-Site Containers: Blue and yellow.3.
Susquehanna Container: Deep blue, red, and white.4.
Harper Steel: Gray and yellow.5.
Eveon Containers: Blue, black, and turquoise.6.

Keystone Containers’ proposed color palette not only distinguishes it from competitors but also positions the brand as modern, trustworthy, and sustainable. The integration of
fresh, bold colors with versatile neutrals ensures flexibility across digital platforms, print materials, and customer-facing touchpoints. This strategic use of color enhances the
brand’s ability to connect emotionally with its audience, driving recognition and loyalty in a competitive market.

COLOR STRATEGY
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NAME

COLOR - SUGGESTED PALETTE
DEFINING THE PERSONALITY OF THE BRAND
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What is a color palette, and why is it important for my brand?
A color palette is a set of colors specifically selected to represent your brand. It’s important because it establishes your brand’s visual identity, helps communicate your values,
and ensures that your brand is recognizable and consistent across all touchpoints.

What are hexadecimal codes, and why do I need them?
Hexadecimal codes are digital representations of colors that ensure consistency in their reproduction across all digital platforms. Using specific hexadecimal codes is crucial to
maintaining a uniform visual identity.

What does "transparency" mean in the context of a color palette?
Transparency refers to the opacity level of a color. It doesn’t imply an additional color or code but is the same base color with different levels of opacity applied. This allows for
variations and depth in design without changing the main color palette.

What should I do if my color palette doesn’t include black and white?
If your color palette doesn’t include black and white, you can use similar shades that serve a similar function. For black, you can use tones like #232323, #212121, or #45474B. For
white, you can opt for tones like #FCF8F3, #F5F7F8, or #FFFFFF. These shades work as alternatives and can be used in backgrounds, text, and graphic elements to complement
your color palette without altering your brand’s visual identity.

How can I use accent colors without overwhelming the design?
Accent colors should be used sparingly to highlight specific elements such as call-to-action buttons, headings, or important information. They should complement the main
colors without competing with them.

Can I change the colors in the palette after it’s been established?
It’s possible to adjust colors based on market feedback or changes in brand strategy, but it’s important to maintain consistency with the original palette to avoid confusing your
audience.

How do I know if my color palette is working well?
A color palette is working well if it creates a cohesive, attractive visual identity that aligns with your brand’s values. You can measure its effectiveness through consistent
application, audience response, and its visual impact across different media.
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UNVEILING THE POWER OF TYPOGRAPHY:
CRAFTING CONSISTENCY AND PERSONALITY
THROUGH FONT CHOICES
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PRIMARY FONT FOR TITLES: LEAGUE SPARTAN
League Spartan is a bold and modern sans-serif typeface that perfectly embodies Keystone Containers' dual emphasis on professionalism and approachability. Its clean,
geometric lines convey authority and reliability, reinforcing the brand's expertise in the storage and container industry. At the same time, its modern and visually striking design
ensures that the brand appears welcoming and forward-thinking, making it ideal for titles, headlines, and other prominent text elements. By using League Spartan for titles,
Keystone Containers will establish a strong visual hierarchy and create an impactful first impression that aligns with its values of trustworthiness and clarity.

SECONDARY FONT FOR BODY TEXT: MONTSERRAT
Montserrat is a versatile and highly legible sans-serif typeface, making it ideal for body text, paragraphs, secondary text, and buttons. Its balanced design and subtle elegance
ensure that the brand communicates information clearly and effectively, aligning with its value of being reliable and informative. Montserrat's approachable and friendly
character adds warmth to the brand's messaging, ensuring that technical or complex information is easily digestible for the audience. This typeface enhances the brand's ability
to educate its audience about product benefits while maintaining a professional tone, making it a perfect complement to League Spartan.

The combination of League Spartan and Montserrat ensures a cohesive and professional visual identity while maintaining an approachable and relatable tone. This balance
allows Keystone Containers to project authority in its field while fostering trust and engagement with its audience.

HOW TYPOGRAPHY OPTIMIZES BRANDING:

Consistency across media: Both fonts work harmoniously across digital and print platforms, ensuring consistent branding across the website, marketing materials, and social
media.

1.

Ease of communication: Montserrat's legibility ensures that product details, FAQs, and educational content are easy to read, while League Spartan ensures key messages and
titles grab attention.

2.

Visual hierarchy: League Spartan's boldness naturally draws attention to titles, while Montserrat supports this by providing a clean and unobtrusive structure for supporting
information.

3.

Differentiation: These fonts stand out from competitors by balancing professionalism with modernity, ensuring Keystone Containers presents a distinctive identity.4.

By integrating League Spartan for titles and Montserrat for body text, Keystone Containers will solidify its branding as both professional and relatable, leveraging typography to
build trust, communicate effectively, and differentiate itself in the competitive storage solutions market.

TYPOGRAPHY
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The thoughtful combination of League Spartan and Montserrat elevates Keystone Containers' brand presence by creating a cohesive, professional, and approachable visual
identity. Each typeface contributes uniquely to how the brand communicates with its audience, reinforcing its core values of reliability, clarity, and relatability.

League Spartan brings a modern, bold, and geometric style that makes titles and headlines stand out, ensuring key messages are impactful and memorable. Its clean design
communicates authority and expertise, immediately positioning Keystone Containers as a trusted leader in the storage solutions market. By using League Spartan, the brand
can effectively draw attention to critical content, such as promotions, product highlights, and calls-to-action, fostering a strong visual hierarchy that guides the viewer's eye.

Montserrat, on the other hand, complements this boldness with its friendly and highly legible design, making it perfect for body text, paragraphs, and secondary elements. Its
approachable style ensures that technical or detailed information, such as product specifications or FAQs, is easy to read and understand. This clarity not only improves user
experience but also strengthens the brand’s commitment to educating and informing its audience, helping to build trust and loyalty.

Together, these fonts create a seamless blend of professionalism and warmth, ensuring that Keystone Containers connects with its audience effectively while standing out from
competitors. The balance between impactful headlines and approachable, clear body text reinforces the brand's authority while maintaining a welcoming tone, making every
interaction with the brand both engaging and trustworthy. This strategic use of typography enhances Keystone Containers’ overall presence, ensuring it communicates with
confidence, clarity, and authenticity.

TYPOGRAPHY
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BUSINESS NAME
& SLOGAN-TAGLINE

THE ART OF CHOOSING A BUSINESS NAME AND SLOGAN-
TAGLINE FOR UNFORGETTABLE BRAND EXPRESSION
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SLOGANS
SLOGANS

1

DEFINING THE PERSONALITY OF THE BRAND

Your reliable partner in container solutions

Trusted containers, exceptional service.

Your source for secure storage solutions.

Containers that meet your standards.

Containers you can count on.

Your trusted source for storage solutions.



KEYWORDS

KEYWORDS ARE TERMS USED TO
DESCRIBE THE INFORMATION THAT USERS
SEARCH FOR ON THE INTERNET



Core keywords are the foundation of an effective SEO strategy, representing the most relevant and high-impact search terms that align with Keystone Containers' offerings and
customer needs. These keywords focus on the brand's primary services, such as shipping container sales, rentals, and sustainable storage solutions, and are tailored to capture
both broad and niche audiences. The goal is to drive organic traffic, improve search engine rankings, and connect directly with customers seeking specific container solutions.

Competitors like Eveon Containers demonstrate the power of a strong SEO strategy, with 99% of their traffic originating from optimized organic searches. By leveraging similar
high-performing keywords and adding a unique value proposition, Keystone Containers can create a distinctive online presence and attract a wide range of customers, from
agricultural businesses to residential users.

HERE ARE 15 CORE KEYWORDS FOR KEYSTONE CONTAINERS:

Shipping containers for sale1.
Shipping container rental2.
Used shipping containers3.
Buy shipping containers near me4.
Affordable storage containers5.
Portable storage solutions6.
Steel cargo containers7.
Wind and watertight containers8.
20ft shipping containers9.
40ft shipping containers10.
High cube containers for sale11.
Wholesale shipping containers12.
Sustainable container solutions13.
Residential storage containers14.
Construction site storage containers15.

These keywords are carefully chosen to balance broad appeal and targeted specificity, ensuring that Keystone Containers can capture a diverse audience while establishing
authority in the storage and container industry.

CORE KEYWORDS
DEFINING THE PERSONALITY OF THE BRAND
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Informative keywords are designed to address common questions, concerns, and educational content that potential customers may seek about shipping containers and storage
solutions. These keywords help position Keystone Containers as an authoritative and trustworthy source of information, engaging users during their research phase and building
brand credibility. These keywords can be effectively utilized in blog posts, FAQs, social media content, and web page headers to drive traffic, educate the audience, and guide
them toward conversion.

20 INFORMATIVE KEYWORDS TAILORED

What are shipping containers made of?1.
How to choose the right shipping container?2.
Benefits of used shipping containers3.
Shipping container maintenance tips4.
Portable storage solutions for businesses5.
Difference between 20ft and 40ft containers6.
How to inspect a used shipping container?7.
Can shipping containers be customized?8.
Wind and watertight container benefits9.
Sustainable storage options10.
Shipping container delivery process explained11.
Top uses for shipping containers12.
How long do shipping containers last?13.
Shipping container rental vs. purchase14.
Storage solutions for construction sites15.
Best ways to secure shipping containers16.
How are shipping containers delivered?17.
Tax benefits of using shipping containers18.
Cost of 20ft vs. 40ft shipping containers19.
Shipping containers for agricultural use20.

20 INFORMATIVE KEYWORDS TAILORED
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20 NAVIGATIONAL KEYWORDS
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Navigational keywords are search terms used by users who already know or suspect the brand they are looking for or are navigating to specific services or product categories.
For Keystone Containers, these keywords will guide potential customers directly to the brand’s website, services, or contact pages. They are ideal for improving direct access to
the website and ensuring users land on relevant pages quickly, improving user experience and increasing conversions. These keywords can be utilized in paid ads, metadata,
and internal site linking to create a seamless navigation process.

20 NAVIGATIONAL KEYWORDS

Keystone Containers website1.
Keystone Containers near me2.
Contact Keystone Containers3.
Keystone Containers locations4.
Keystone Containers pricing5.
Keystone Containers delivery services6.
Keystone Containers rental options7.
Keystone Containers reviews8.
Keystone Containers 20ft containers9.
Keystone Containers 40ft containers10.
Keystone Containers FAQ11.
Buy containers from Keystone Containers12.
Keystone Containers shipping policies13.
Keystone Containers for sale14.
Keystone Containers payment methods15.
Keystone Containers blog16.
Keystone Containers customer support17.
Keystone Containers return policy18.
Keystone Containers sustainability practices19.
Keystone Containers wholesale containers20.



20 COMMERCIAL KEYWORDS
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Commercial keywords are used by users who are researching products or services with the intention of making a purchase or engaging with a business. These keywords help
Keystone Containers target high-intent users who are further along in the sales funnel. They can be leveraged in PPC campaigns, landing pages, and product descriptions to
convert visitors into customers.

20 COMMERCIAL KEYWORDS

Buy shipping containers online1.
Affordable storage containers for sale2.
Rent storage containers near me3.
Wholesale shipping containers for businesses4.
20ft shipping containers price5.
40ft high cube containers for sale6.
Customized shipping containers for tiny homes7.
Secure shipping containers for farms8.
Shipping containers for construction sites9.
Eco-friendly used containers for sale10.
Best deals on shipping containers11.
Portable storage containers for rent12.
Durable shipping containers for commercial use13.
Where to buy steel shipping containers14.
Shipping containers with delivery options15.
Waterproof storage containers for sale16.
Used cargo containers for small businesses17.
Shipping container specials near me18.
High-quality containers for industrial use19.
Shipping container quotes online20.



10 SHORT-TAIL KEYWORDS - LONG-TAIL KEYWORDS
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10 SHORT-TAIL KEYWORDS
Short-tail keywords are concise, usually consisting of 1-2 words, and have high search volumes. These are excellent for generating brand awareness but may be more
competitive.

Shipping containers1.
Storage containers2.
Container rental3.
Used containers4.
Buy containers5.
Eco-friendly containers6.
20ft containers7.
Steel containers8.
Container sales9.
Cargo containers10.

10 LONG-TAIL KEYWORDS
Long-tail keywords are more specific, often containing 3-5 words. These target niche audiences and have lower competition, making them ideal for driving highly relevant traffic.

Affordable shipping containers for sale1.
Rent 20ft shipping containers near me2.
Eco-friendly used storage containers3.
Where to buy steel shipping containers4.
Secure storage containers for farms5.
Shipping containers with fast delivery6.
Customized shipping containers for homes7.
Durable containers for construction projects8.
High cube 40ft container prices9.
Wholesale shipping containers for businesses10.
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The comprehensive keyword strategy for Keystone Containers integrates core keywords, informative keywords, navigational keywords, commercial keywords, short-tail keywords, and long-
tail keywords, each serving a distinct purpose in optimizing the brand’s digital presence. Here's how each type contributes and where it can be utilized effectively:

CORE KEYWORDS
Core keywords like "shipping containers" and "container sales" represent the foundation of Keystone Containers’ SEO strategy. These keywords reflect the primary products and services,
driving brand recognition and relevance in search engines.

Use case: Ideal for homepage content, meta tags, and product categories to establish Keystone Containers as a leader in the container market.

INFORMATIVE KEYWORDS
Informative keywords such as "how to choose a shipping container" and "benefits of eco-friendly containers" cater to users seeking knowledge. These keywords build trust by showcasing
Keystone Containers as an expert in the industry.

Use case: Best suited for blog articles, guides, and FAQs that educate the audience while subtly promoting the brand.

NAVIGATIONAL KEYWORDS
Navigational keywords like "Keystone Containers website" and "contact Keystone Containers" help users directly find the brand or specific pages on its website. These keywords support brand
discovery and user navigation.

Use case: Optimized for the site’s internal linking structure, navigation menus, and PPC campaigns to guide users to high-conversion pages.

COMMERCIAL KEYWORDS
Commercial keywords, such as "buy affordable shipping containers" and "container rental services near me," target users in the decision-making stage of the buyer journey. These keywords
encourage conversions by addressing specific purchase intents.

Use case: Ideal for product pages, service descriptions, landing pages, and paid ads to maximize sales opportunities.

SHORT-TAIL KEYWORDS
Short-tail keywords like "storage containers" and "used containers" attract a broader audience with high search volumes. While competitive, they are crucial for building brand awareness and
attracting initial website visitors.

Use case: Perfect for homepage headers, main navigation, and general category pages to cast a wide net in search engine rankings.

LONG-TAIL KEYWORDS
Long-tail keywords such as "rent 20ft shipping containers near me" and "eco-friendly used storage containers" cater to highly specific search queries. These keywords target niche audiences
with lower competition, increasing the likelihood of conversions.

Use case: Effective for blog posts, product descriptions, and hyper-targeted PPC campaigns that address specific user needs and intents.



WE WELCOME YOUR INQUIRIES AND VALUE YOUR FEEDBACK. DON'T HESITATE
TO REACH OUT IF YOU HAVE ANY QUESTIONS OR COMMENTS. OUR TEAM IS
COMMITTED TO DELIVERING EXCEPTIONAL SERVICE AND IS READY TO ASSIST
YOU. WE ANTICIPATE YOUR PROMPT RESPONSE AND APPRECIATE YOUR
INTEREST IN OUR SERVICES. THANK YOU.

THANK YOU!
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