1. Define what your organization does with an elevator pitch
We specialize in creating web sites and applications for environmentally oriented projects to assist in data management, research, and public outreach and that facilitate international cooperation.
2. Explore your brand personality
Classic, complex, feminine, playful, youthful, economical, organic, concrete, green, web-based, technological, inclusive, global, environmental, accessible, earthy, ecological

Classic – Because I like the old-timey look to classic logos.
Complex – Because I like the detailed aspect of a complex logo.
Feminine – Because I like the curvy aspect of a female logo.
Playful – Because I feel a playful logo is more accessible to a wider audience.
Youthful – Because I feel a youthful logo is more engaging.
Economical – Because I feel an economical logo is more inviting to potential clients.
Organic – Because I like the natural tone of an organic logo.
Concrete – Because I like the complexity and symmetry of a concrete logo.
Green – Because green is in the business name and alludes to environmental aspect of work.
Web-based – Because our products are web-based applications.
Technological – Because we work at creating technological resources for traditional research.
Inclusive – Because our applications are designed to be used by wide audiences.
Global – Because the nature of our products has been providing tools to bring researchers together around the world for research on a global scale.
Environmental – Because our applications are geared towards environmental research.
Accessible – Because we create applications that can be used by the general public or researchers doing specialized work.
Earthy – Because I like a earthy or organic aspect to logos.
Ecological – Because our applications mostly relate to the interrelated aspects of nature.
3. Identify your audience
Who are they? Our customers are men and women, in the age range from baby-boomer to millennial, and mostly from within the United States, Canada, or Europe, but can have backgrounds from other countries too.

What do they do? Our customers are mostly researchers, museum curators, biological collection directors, or educational/outreach directors.

Why are they buying? Our customers are buying our services because they want an online application or site created for their project to either provide research and data management tools, or public outreach and do not have the expertise to do so themselves.

When are they buying? Our customers are making buying (or contractual decisions) usually after a period of consideration lasting 1-2 weeks and involving at least one, but sometimes more, meetings with our staff to discuss their project and what they have in mind and what we can do for them. Purchase decisions are not made quickly or at a specific time of the day.

What’s the purchasing medium? We are not a brick and mortar business, so our customers will be visiting our website to view our services and portfolio.

What’s their budget? Our customers usually have mid to large scale projects in mind and have a spending budget anywhere from $5,000-$10,000 all the way up to over $100,000. We have done very small projects ranging from $200-$500, but these are not common.

What makes them feel good? Our customers feel good from having confidence that we understand their project and have the expertise to turn their vision into reality. They also feel good seeing that we share in their environmental values that have inspired them to pursue the projects of which they are contacting us, which are usually ecologically or environmentally oriented.

What do they expect? They expect us to develop cutting edge web applications suited to their projects that both look and work great. They also expect us to be accessible and easy to communicate with during the development process to answer their questions, discuss their concerns, and inform them about the technological aspects of their project which they usually do not understand well.

How do they feel about your company? Our customers feel that we are experts is what we do but are also easy to communicate with and capable of explaining complicated technical details in ways that are easy to understand to them.

How do they feel about your competition? There are not many businesses that specialize in what we do, so direct competition is minimal, but our customers feel that other web development groups do not understand the ecological or environmental aspects of their project, are over-priced, or are not able to communicate with them enough to sufficiently create what they are envisioning for their project.

Our customers are usually land managers, researchers, museum curators, or directors of either biological collections or education/outreach that have funds to develop an online informational site or application. Their main methods for shopping for web development companies is through word of mouth, visiting the company’s website, and/or contacting potential companies directly via email. They usually have medium to large size projects in mind and have spending budgets on anywhere from $5,000-$10,000 to over $100,000. While they may consider a variety of development companies, our customers want to find a company that can both offer a high level of quality in their development work but also understand the underlying principles and concerns of their project as well. They expect web products to be developed that both look and work great but also for the development company they work with to be accessible and easy to communicate with during the development process. They enjoy working with us because we can understand their needs and explain the technological aspects of turning their project idea into reality in ways that are easy to understand, and are reliable in delivering quality work, all of which are qualities difficult to find together in our competition.
4. Describe your company’s tone/voice
Green Theory Studio makes web sites and applications for groups that are usually working on ecologically or environmentally oriented projects. They have a casual approach to business and communicate with their customers in a casual and friendly tone. In communications with their clients, they use tech terms when appropriate but are also able to explain tech concepts in words that are easy to understand for the not-so-tech-savvy, giving them the impression of being tech experts, but also friendly and down-to-earth people.
5. List the 3 main aspects of your brand you want your audience to remember
Web-based, organic, global
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