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Client
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General
information

Brand positioning

O Accessible / Democratic
Easy to approach, user-friendly, affordable

O Established / Trustworthy
Solid reputation, dependable, long-
standing

O Friendly / Informal
Approachable, casual, easygoing tone

O Technical / Specialized
knowledge-heavy, precise, industry-
specific
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Creative Bulls

Design brief

Short description of the business

Target market / audience

Unique selling proposition - what makes the business unique?

O Premium / Aspirational
High-end feel, elegant, quality-driven

O Sustainable / Conscious
Environmentally or socially responsible.

O Institutional / Authoritative
Serious, credible, often used for official
communication

O Other

O Innovative / Disruptive
New, bold, challenges the status quo

O Niche / Expert
Highly specialized or tailored to a specific
market

O Creative / Playful
Bold visuals, imaginative, unexpected
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Creative Bulls SRL
Via B. Marcello 79, 20124 Milano
p.iva 115650430968

design@creativebulls.it
www.creativebulls.it

Sales structure
and tech stack

Sales goals

Target profile

Previous
campaigns &
assets

Cconstraints
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Design brief
Business Development
Representatives (BDR)

How are sales activities currently managed?

O Internal team O External agency O Freelancers

O No activity

CRM & Contact database:

OCRMinuse: _____ (Number of contacts:____) 0O No CRM

Sales tools currently in use (if any):
O Email automation (e.g., Lemlist, Woodpecker):

O Prospecting tools (e.g., Apollo, LinkedIn):

O Meeting schedulers (e.g., Calendly):

O Others:

Main person responsible for sales:

Sales type:
O Lead generation O Up / cross-selling Oother____________
O Cold outreach O Account-based sales

Internal KPIs or metrics of success:
O Call / demo per O Conversion rate % O Other:
month

Target audience:
O B2B O0B2B2C 0O B2C O Resellers / distributors

Geographic focus:
O Italy O Europe 0O Global O Others:

Roles to be contacted (buyer personas):
O CEO O CFO O Marketing director O Others:

Have you previously run any outbound / BDR campaigns?
O Yes O No
If yes, average past budget (if applicable): €

Available materials to support outreach:

O Company pitch deck O One-pager
0O Past email/LinkedIn scripts O Web landing page
O Case studies O Other:

Any relevant restrictions or preferences

O GDPR / legal limitations: O Channels restrictions:
O Excluded sectors: O Time restrictions:

O Other (specify):
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