
Rebranding
JEF for
Strategic Growth

JEF’s minimal digital presence made building brand awareness in new markets difficult. To address this, we 
conducted in-depth brand research, including competitor benchmarking, and identified key areas where JEF 
could differentiate itself. The comprehensive report provided actionable insights to strengthen their online 
visibility.

Output: Detailed research report with competitor analysis and strategic recommendations.

Research and Competitive Analysis Documentation01

With inconsistent messaging across various platforms, JEF struggled to present a cohesive brand identity. We 
developed clear positioning statements and messaging pillars, focusing on functional and emotional benefits. 
This framework unified JEF’s communications and helped the brand resonate better with its audience.

Output: Positioning statements and core messaging framework.

Clear Positioning Statements and Messaging Pillars02

JEF’s branding lacked consistency across touchpoints, weakening its impact. We refreshed the brand’s visual 
identity, including a redesigned logo, colour palette, and visual guidelines. These updates ensured cohesive 
branding across all channels, strengthening recognition and trust.

Output: New brand guidelines and visual assets.

Visual Identity Overhaul03

JEF’s marketing lacked a customer-focused approach, reducing its effectiveness. To address this, we created 
detailed buyer persona profiles, allowing JEF to tailor its messaging to specific customer segments. This shift 
from product-centric to customer-centric marketing enhanced engagement and relevance.

Output: Buyer persona documentation.

Detailed Buyer Persona Profiles04

JEF’s marketing and sales teams were not aligned, resulting in a fragmented customer journey. We provided a 
three-stage go-to-market strategy — Awareness, Differentiation, and Purchase & Loyalty — to streamline their 
efforts. A content calendar further supported their execution.

Output: Go-to-market strategy document and content calendar.

Go-To-Market Strategy and Content Calendar05

JEF aspired to establish a global presence but faced challenges in creating a cohesive international strategy. 
To help them scale globally, we offered ongoing marketing consultation and content creation services, 
ensuring consistent messaging and execution across markets.

Output: Continued support through content and marketing consultation.

Ongoing Marketing Support06

Project Overview:

JEF has pioneered innovative solutions across safety audits 
(electrical and fire), lightning protection, grounding, and 
EMI/EMC studies for over 3 decades. With a strong presence 
across 21+ countries, JEF has contributed to some of the 
most prestigious projects globally.  Their major challenges 
were leveraging this expertise and innovation to create 
impactful brand recognition in India, the Middle East and 
the ASEAN region.

These were the objectives we started with: 

• Position JEF as an industry leader across various segments and verticals by strengthening 
its brand identity - both online & offline. 

• Build brand awareness systematically and expand the client base in newer markets. 
• Strengthen market share and increase penetration in existing regions.
• Address branding inconsistencies by aligning messaging and visuals across all platforms.
• Highlight key differentiators to stand out in the market. 
• Adopt a customer-centric narrative to ensure long-term sustainable business growth.

Scope

This project focused on elevating JEF’s brand presence and aligning its marketing efforts through a 
comprehensive, phased approach.

• In-depth audits of 
existing marketing and 
branding assets.

• Well-define buyer 
personas, brand identity, 
and messaging pillars.

• Brand communication 
guidelines for a 
consistent brand 
narrative.

• Redesign key marketing 
assets (website, social 
media, sales tools).

• Refine content and 
messaging to align with 
the new brand.

• Train internal teams on 
new brand guidelines to 
ensure consistent 
execution.

• Develop a go-to-market 
strategy across key 
touchpoints.

• Align sales and marketing 
for a unified customer 
journey.

• Streamline digital 
marketing with 
automation wherever 
possible; regular audits 
and evaluation for 
long-term growth.

Phase 2:
Marketing
Program Revamp

Phase 1:
Brand Foundation

Phase 3:
Marketing Strategy
& Execution

The Solution 
We provided JEF with a comprehensive rebranding solution, delivering tangible outputs that 
addressed their core challenges and helped them achieve their business goals:

The key issues we identified were:

Despite having a strong offline reputation, the brand struggled to replicate its success in the digital space. Its 
online presence was minimal, with little to no focused effort invested in building digital credibility or brand 
awareness. Messaging was overly sales and product-focused, with a lot of jargon, failing to convey the brand’s 
trustworthiness and reputation to a broader online audience.

Weak Online Presence and Minimal Brand Awareness01

JEF’s branding lacked uniformity, resulting in a fragmented representation of its offerings across various 
mediums. This inconsistency weakened the brand’s identity and diminished its ability to stand out as a leader 
in the industry. Following acquiring a new brand, inconsistency peaked, especially regarding using the new 
brand logo, colours, etc. This lack of alignment hindered the organization’s ability to present a unified vision 
and effectively integrate the new brand into its communication strategy.

Inconsistent Branding Across Touchpoints02

JEF did not utilise clearly defined target market personas, restricting its ability to craft marketing strategies 
tailored to the needs and preferences of different customer segments. This gap reduced the effectiveness of 
its communication in building meaningful connections with its audience.

Lack of Customer-Centric Marketing03

A lack of alignment between marketing and sales channels led to an unstructured customer 
journey. Without a cohesive funnel, potential clients were not effectively guided from awareness to 
conversion, hampering JEF’s ability to expand its client base and strengthen its presence in new and 
existing markets.

Disconnect Between Marketing and Sales Teams04

JEF aspired to position itself as a global brand but faced challenges in achieving a cohesive international 
presence. While the brand had a strong offline reputation in its home markets, it struggled to build recognition 
and credibility on a global scale. The lack of tailored messaging, alignment with diverse market expectations, 
and a strategic digital footprint hindered its ability to effectively expand its reach across international markets.

Challenges in Building a Global Brand05

The Challenges
JEF, a pioneer in safety audits and lightning protection, grounding, and EMI/EMC studies struggled to 
achieve consistent brand recognition. Despite its strong market presence and innovative offerings, 
the brand faced hurdles in leveraging its expertise for strategic expansion.

Our Unique Process

Our approach to rebranding JEF was a structured and comprehensive process, designed to address 
their unique challenges and position them as a global leader. Below are the key steps that formed the 
core of our process:

Brand Research:
The Foundation

Competitive
Analysis:

Benchmarking
Against the Best

Buyer
Persona

Development

 Shaping the
Brand Identity

Go-to-Market
Strategy

Marketing
Execution

and 
Content Creation

Result
This transformation has elevated JEF’s external image and aligned its internal teams with a shared 
vision and purpose, setting the stage for sustained growth and innovation.

The rebranding initiative delivered significant outcomes for JEF, both internally and externally:

JEF has a cohesive and comprehensive brand identity with aligned messaging, visuals, and communication 
tonality. This consistency has strengthened the brand’s presence across all mediums, helping it stand out as a 
leader in its industry.

Enhanced Brand Identity: 01

The refined value proposition and tailored messaging pillars resonated with existing and potential clients. The 
brand’s renewed focus on functional and emotional benefits has enhanced its appeal across diverse audience 
segments.

Improved Market Perception: 02

JEF has received anecdotal evidence of its success, with clients and stakeholders noticing and complimenting 
the changes. These positive remarks underscore the impact of the rebranding efforts, validating the 
organisation’s commitment to elevating its image.

Increased Recognition and Positive Feedback: 03

The strategic roadmap and marketing execution have positioned JEF to expand into new markets and 
strengthen its presence in existing ones. The foundation laid through this process equips JEF to achieve its 
vision of becoming a recognised global brand.

Global Aspirations on Track:04

We help you build a brand that is clear, consistent and personalised to meet your needs. Reach out to 
us at info@ratocommunications.in
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• 5W & 1H Analysis: We began by understanding the essence of JEF—what they do, their product and 
service offerings, and the markets they serve.

• In-Depth Conversations: Engaged with senior leaders, sales heads, and marketing teams to gain 
insights into their vision, goals, and current challenges in positioning.

Brand Research: The Foundation01

• Conducted a perceptual and quantitative analysis of both Indian and international competitors.
• Mapped competitor value propositions, competitive advantages, latest innovations, and product- 

service comparisons in a qualitative and quantitative manner.
• Identified functional and emotional benefits of competitor offerings, helping us highlight gaps and 

opportunities for JEF.
• Insights from this process enabled us to pinpoint emerging spaces JEF could occupy, which redefined 

its value proposition and messaging pillars.

Competitive Analysis: Benchmarking Against the Best02
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• Created detailed buyer personas by understanding JEF’s target audience.
• Identified the functional and emotional needs of their customers, ensuring JEF’s communication resonated 

effectively with their audience.

Buyer Persona Development03

Through this systematic and collaborative approach, we empowered JEF to redefine their brand 
identity, create a strong digital presence, and position themselves as a leader in existing and 
emerging markets.

Shaping JEF’s Brand Identity

• Worked closely with the client to articulate their vision, mission, values, and promise.
• Developed core brand elements, including:
▪ Communication tonality
▪ Visual identity (colors, logo, etc.)
▪ Emotional and functional brand attributes

• This phase helped JEF clearly define how they wanted to portray themselves to their audience.
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Go-to-Market Strategy

• Designed a three-stage strategy: Awareness, Differentiation, and Purchase & Loyalty.
• For each stage, we outlined actionable steps and objectives, tailored to both online and offline channels.
• Created themes and execution plans, providing the client with a robust framework for achieving their 

marketing goals.
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Marketing Execution and Content Creation

• Initially, we provided an indicative content calendar for a sample quarter.
• Later, our involvement expanded to include marketing consultation and content creation, supporting JEF in 

executing their strategy effectively.

06

ratocommunications.com

mailto:info@ratocommunications.in
mailto:info@ratocommunications.in
https://ratocommunications.com/
https://www.linkedin.com/company/rato-communications/
https://www.facebook.com/RatoComms
https://twitter.com/RatoComms

