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INTRODUCTION 
 

 

 

Let me ask you straight forward these 3 questions: 

 

Why should people pull out their hard earned money and buy from you?  

 

What is the real reason you are in business? 

 

What makes you different from the competition? 

 

One of the biggest reasons established small and mid-sized businesses 

fail to be truly successful is that they never took the time to determine 

what makes them special and use those gifts to attract their own unique 

target market.  

 

    You’re not going to make that mistake. 

 

In this workbook, we’re going to cover one of the most important things 

you can do in your business – establish a unique value proposition. We 

are also going to go over the keys of how to use it to help fend off the 

growing competition, while supporting you to keep (or find) the very 

clients/customers you are meant to serve.  
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Here’s what you’re going to be able to do once we’re done: 

 

 Identify the what and why of Unique Value Propositions 

 Gain a detailed understanding of your own unique target market 

 Use tools and tactics to spy on your competition 

 Identify a product or service that will blow away the competition 

 Write your own Unique Value Proposition 

 

 

This program is broken into four different parts. As we go through the steps, 

I’ll quickly explain the hows and whys.  There are activities to complete after 

each section, as well as a separate notebook  for the assignments so you can 

easily jot down any of your thoughts and ideas. 

 

Remember, there are no right or wrong answers. Be as honest as possible 

and have fun with it!  
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WHAT IS A UNIQUE VALUE 

PROPOSITION AND WHY HAVE 

ONE? 
 

A unique value proposition (UVP) is a statement that explains how your 

business is different from everyone else's in the market. It tells your 

customers how you can better meet their needs. In a nutshell, it’s what 

makes you special. Your UVP essentially tells them why they should buy from 

you instead of from your competitors. It takes some creativity and hard work 

to come up with a compelling UVP, but will pay off big time when you are 

finished. It will be something you can refer to regularly and leverage 

throughout your business.  

 

Why Have one? 
 

The simple reason that you need a UVP is that, no matter what product or 

service you're selling to which market, there are other companies you're 

competing with, and you need to stand out. You want your market to think 

of YOU when they need your products or services. If you create a good UVP, 

it will stick in their memory and give you the confidence you need to rise up 

above he rest.  

The 3 Keys  
 

There are three things that make a great UVP: 

 

1. Clarity: 

Explain how your product/service can't live without, that solves their 

problems or pains, or makes their lives easier.  
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2. Memorable:  

It has to stick in people’s minds so that you're the one they think of 

when they need your products. 

3. Connect Emotionally:  

Speak to the fears, worries, desires, and frustrations of your target 

market. (I like to call it “the no-brainer” for doing business with you.) 

 

It’s especially essential in a crowded or emerging market to have a value 

proposition you can turn to. If you're up against a large number of 

competitors, you need a strong UVP to cut through the noise. As a business 

that has been around a while, is your job to create one that speaks to your 

audience as a leading expert in your industry. It's not only about battling the 

competition, but also establishing your brand in the minds of your 

customers. 

Failing to Plan is Planning to Fail 
 

Amazingly, a majority of those who start their own businesses fail to create a 

unique value proposition. Was that you?  No judgement here, in the past 

was so passionate about building my business that winged it for years 

without point pointing one myself. Let’s just consider ourselves lucky and 

take the time now to circle back and plan to get this right.  

The Creative Process 
 

It’s going to take a creative mind to bring this together.  However, it's not 

difficult to come up with the right message if you follow certain steps, which 

we will cover. Pay attention to your target market, check out your 

competitors, and analyze your products/services to find their distinctive 

qualities and  selling points. If you put in the time to tweak and refine them 

as necessary, you can create a game changing UVP for your business. 



Your Unique Value Proposition 

 

 

 

 

 

© 2014 All Rights Reserved.                                                                             www.MarketingSuccessMachine.com 

 

 

 

Page 6 

 

  

Notebook Assignment:  
 

1. Answer the following questions:  

 Do you already have a UVP?  
 What is it?  

 How effective do you think it is? How can it be tweaked? 
 

2. Fill the Business to Business (B2B) Target Market Profile the 

best you can. As you move the workbook you will start to 

have a better understanding of who you serve. So feel free to 

adjust and change the information as you see fit. The idea 

here is to help you gain a better understanding of who your 

own unique target market is.  
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STEP 1: KNOW YOUR TARGET 

MARKET PROFILE 
 

In order to be persuasive, you need to understand the people in your target 

market on an individual level. This means not as a mass of demographic 

statistics, but as actual human beings. Appeal to their needs and desires, as 

well as their frustrations, worries, problems, and pain points. When you 

connect in this way, you create an emotional bond. The first step is getting 

to know these individuals. 

 

Know The Facts 
 

Demographics tell the story of what makes them buy. Learn what exactly is 

your target customers’ age, gender, occupation, education level, and income. 

Try to be as specific as possible. Although you may have a good idea about 

your target market's demographics, don't leave it up to guesswork. When 

creating a demographic profile, rely on hard data wherever possible. The 

idea is to know your target market so well you can find them like radar.  

 

Know Your Market 
 

Gather data about your market both online and offline. Online, you can use 

social media sites, magazines, forums, reviews and blogs. Find out where 

your customers hang out and spend time there yourself. Offline data 

gathering methods include surveys, focus groups and networking.  

 

In addition to looking for demographic information, also look for 

psychological data. How do people in your market feel about themselves and 

the products/services they buy? Understand what makes them tick. 
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Engage Your Market in Direct Conversation 
 

Get into conversations with your target market to learn more about them. A 

common offline market research method is to conduct surveys or heading to 

networking events. Another approach is to get a dialogue going through 

social media sites like Facebook, online forums, or your blog. Engage people 

in conversation related to your product or just come right out and ask them 

how they feel about it.  

 

Take Good Notes 
 

When conducting market research, it's important to have a system for taking  

notes. Record all of the data you gather and organize it so that it's easy to 

analyze. Separate data into categories, such as demographics and 

psychology. Look for data that's consistent from one person to another.  

 

Try to find ways to quantify your results. When it comes to market research, 

objective data is the most important. Subjective data, such as someone's 

feelings about your product, should be used to support the objective data. 

 

Hint: Don’t Look Too Far 
 

Don’t miss this secret tactic! Study your current client base for the insights 

you cannot find anywhere else. Your best customers are your greatest 

source for learning the value you offer. As well as a realtime peek into actual 

behaviors and demographics of your ideal target market.    

Draw a Mental Picture 
 

Take all of the consistent trends you find, pull together the information about 



Your Unique Value Proposition 

 

 

 

 

 

© 2014 All Rights Reserved.                                                                             www.MarketingSuccessMachine.com 

 

 

 

Page 9 

the current customer base and create a picture of your ideal target market.  

 

This may sound crazy, but you may even want to draw a picture on paper or 

use actual photo’s of those who represent your target market.  This way you 

have a much easier way to visualize or identify who you want serve and 

what products they buy. Write your UVP using all this information so that it 

speaks directly to those wants and needs.  

 

  

Notebook Assignment: 

 
1. Gather market research data by searching online for 

demographic information. 

2. Join at least one niche forum, one group on Facebook, and one 

group on LinkedIn. Read what's being said daily and take notes. 

3. Do a Google or Twitter search for your main keywords and save 

the search, then identify hashtags you can search and keep track 

of. Check daily and take notes on questions, answers and topics 

being discussed. 

4. Call or visit your “best” customers. The ones you would love to 

have many more of. Ask them questions about what it was like 

BEFORE they started working with your company. Also learn 

about their daily habits, where they hang out and so on. 

5. Look through the information you've collected and draw a picture 

on paper of what you feel the typical person looks like in your 

market. 
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STEP 2: SPYING ON YOUR 

COMPETITORS 
 

One of the key elements of a strong UVP is that it's unique.  In order to 

come up with something special, you need to know exactly what your 

competitors are offering so that you can offer something that’s more 

attractive or valuable for your target market. Peek in on your competitors’ 

products and strategies so that you can create something that really stands 

out. 

 

Research Products 
 

Spend time researching your competitors' products. If possible, buy them 

and use them yourself. In particular, look at how they meet (or don't meet) 

the needs of your customers. Stay up-to-date on each new product line your 

competitor introduces. It also helps to understand how your market feels 

about your competitors' products, so keep your eyes and ears out for online 

testimonials and reviews.  

 

Study Their Marketing  
 

Gather your competitors' marketing materials (both online and offline) and 

study them. Look at which benefits they are emphasizing to their customers. 

Make sure you pay attention to the kind of language and communication 

methods your competitor’s use.  

 

What different marketing methods are your competitors using in each 

channel? Have a clear understanding of what your competitors are already 

doing and saying. What can you exploit? What can do you say do or say 
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better than them? Are they knocking it out of the park? Put yourself in your 

buyer's shoes and objectively ask yourself. How do we match up? Who do 

you see as the expert in the industry? What could we do to make buying 

from us the greatest experience in the industry?     

 

If you do determine they know what they are doing, look at the keywords 

your competitors are targeting since that will show you which search terms 

you might have to compete for, or which ones you want to avoid. 

 

Understand the Relationship with Their Customers 
 

Find out what your competitors’ customers think about them. Look at 

websites that have customer reviews of their products. Search for the 

company's name on related forums. You can often turn up information (both 

positive or negative)  by simply searching your competitor’s name in Google. 

I recommend  setting up a “google alert” to get email’s sent to you daily to 

monitor any relevant news. 

 

Customer Service Considerations 
 

When researching your competitors, pay attention to how they treat their 

customers and how their customers feel about it. If you have better 

customer service, how can you turn this into an edge? 

 

Competitive Report Card 
 

After you've gathered all of your information and checked out your 

competitors everywhere possible, add up all the data. Create a 'report card' 

for your competitor that shows where they excel and where they fall short. 

Take a look at your strengths and weaknesses and compare.  

 

Your company's natural strengths – the areas where you excel without 
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necessarily trying – offer the best starting point for creating your UVP. For 

example, if you're naturally faster at what you do than the competition, this 

is a good point to emphasize. 

 
 

 

 
Notebook Assignment: 

 
1. Look at your competitors and their products and answer the 

following: 

 What's so great about their products? 

 Why do people like them? What don't they like? 

 How do your competitors market their products to their 

customers? 

 How do your competitors interact with their customers? 

 What kind of customer service do they provide 

2. Summarize your data. How strong is your competition? 
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STEP 3: PREPARE TO BLOW AWAY 

THE COMPETITION 
 

The words of a unique value proposition are only going to get you so far... 

Your product or service needs to live up to the hype you have created 

through of your UVP statement. Let’s look to see how we can start 

surpassing other products on the market and providing the customer with 

unique benefits that closes the them to buy faster and more often.  

 

Research, Analyze, Gain Your Edge 
 

By this time, you've researched your market and your competitors, and you 

should have a stack of data. It's time to analyze this data to discover exactly 

what your customers want and find your competitive edge.  

 

Make a chart and do a side-by-side comparison of your products with those 

of the competition. (See step 3 in notebook) Also take the time to examine 

your sales data and customer feedback. 

 

When looking at this data, there are a few important questions to ask 

yourself: 

 

 Do your current products and services uniquely address your 

customers' needs? 

 

 What exactly is unique about your products and sets them apart from 

other products available to your customers? 

 

 Where do your products and services fall short? Wherever there's a 

weakness, this is an area you can focus your energies on improving. 
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 How can you offer a solution to your customers that your competition 

isn't offering? 

 

Bolster Up 
 

Your analysis of your product's weaknesses along with customer feedback 

and sales figures will help you decide if your products/services need to be 

upgraded or whether you need to develop something entirely new or can 

simply be re-branded.  

 

Quick tip: Want to develop something new? Use your old product's weak 

points as the basis of the new product/service offer. For example, if you have 

a software program that a number of your customers complain is too 

complex.  Create the a new product/service program that can be sold as a 

complement or as a way to repackage for a new & improved look!  

 

Laser-Target Your Market 
 

One good way to differentiate your business is to choose a more specific 

sub-set of the market. Take a certain demographic of your market and laser-

target it.  

 

Quick tip: If your products/services appeal to an age group that gaps 

between twenty-somethings to over fifty+, then focus on one small part of 

that spectrum, such as just the customers in their twenties. You can as well 

focus on a demographic subset based on anything you wish – geographical 

location, language, economic status, occupation, family structure, etc. A 

great strategy is to roll out campaigns in a cycle that focus on each area.  
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Get Ideas From Other Brands & Industries 
 

Quick tip: Another simple bit of research that can help you generate ideas is 

to look at other brands, industries and figure out what makes them unique 

and what make them successful. Pay attention to how they tailor their 

message to their target market then apply it your own mix.  

 

  

 
Notebook Assignment: 

1. Review all of the data from steps 1 and 2 and answer the 

following: 

 What do you already offer that's better than your competitors? 

 What aspects of your competitors' business can you improve 

on? 

 What needs of your target market are not being met that you 

can fill? 

 What sub-sections of your target market are being ignored or 

not having their needs met? How are their needs different? 

 Which of the above areas take advantage of your strongest 

skills and resources? Which ones can you be the best at? 
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STEP 4: CREATE YOUR UNIQUE 

VALUE PROPOSITION 
 

It's time! Let’s pull it all together and create a unique value proposition that 

tells your laser-targeted market why they should buy from you.  

 

In order to win them over, here are a few questions to get your creative 

process started: 

 

 Whose needs am I addressing… exactly? (Look at your target market's 

demographic information) 

 

 What do I offer that no one else can? 

 

 Why should people buy from me and not another company? (Note: this 

doesn't have to be based on your products. It could be your unique 

understanding of your customers, your delivery method, or extra 

services you offer) 

 

 

Writing A Winning Value Proposition 
 

The process of creating a UVP involves brainstorming and refining. When 

brainstorming, fire off as many ideas as possible and don't worry about 

which ones are worthy and which ones aren't. The goal is to come up with 

quantity. I like to call it “green light” thinking. Later you'll narrow it down, 

and the more you have to consider, the better. 
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Writing Tips 
 

Keep It Short but Compelling.  

Always strive for clarity first. Your UVP should be something your customers 

will 'get' immediately. After you've narrowed down your list, take each idea 

and see if you can trim it without losing the meaning or impact.  

 

Talk to Your Market.  

Pull out your notebook and use the pictures created of your target market in 

part 3. You may even put a physical picture of the person on the wall and 

speak out loud.  Ask yourself whether they sound compelling enough. Would 

you buy this product or service yourself? 

 

Test It.  

Start to test it out.  Run each of your ideas in sales conversations or write a 

couple of blogs with your new ideas. See how they feel to you and watch for 

reactions from your audience. Offer a small incentive like a freebie or 

discount for participating. Use their feedback to make tweaks as needed. You 

can also run a split test where you can put your best 2 against each other in 

a short marketing campaign and see the results in real time. 

 

Value Proposition Examples 
 

It’s not easy to find  the perfect value proposition example. To give you 

some examples for comparison, here are some of the best-known UVPs used 

by major brands. 

 

“When it absolutely, positively has to be there overnight.” 

 

This Federal Express UVP speaks to a major customer concern – 'It has to 

get there overnight.' Although 'absolutely' and 'positively' mean the same 

thing, the repetition drives home the point that you won't be let down. 
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“We're number two. We try harder.” 

 

Avis says its number two and capitalizes on its underdog status. This UVP 

turns a weakness into a customer benefit. They'll work harder for you than 

the number one company, which is already where it wants to be. 

 

“Melts in your mouth, not in your hand.” 

 

You can't eat a handful of these candies without thinking about this tagline.  

 

“Wal-Mart offers low prices, everyday.” 

 

Everybody knows Wal-Mart as the go-to store when you want something 

cheap. This UVP capitalizes on it and sticks 'everyday' on the end to 

emphasize the store's consistency. 

 

Tips To Keep You Going 
 

 Forget about telling your customers that you're the best. Let them find 

that out on their own.  

 

 Have Clarity! Make it easy to understand. I like to make it so a 5th 

grader could understand it.  

 

 Communicate the tangible results a customer/client will get from 

purchasing and using your products/services. 

 

 Stay away from hype words (like “amazing” or “the best) and business 

jargon (like “Think outside the box”) 
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Notebook Assignment: 

1. Brainstorm various UVPs for your business. Come up with at least 

3 or 4 different versions. Look at your picture of your ideal 

customer as you write.  

2. Review what you’ve written to make sure it follows the 5 keys to a 
good UVP - short and sweet, memorable, emotional, relevant, and 
clear.  

3. Test your UVPs with real people and get feedback. Edit and rewrite 
as needed 

4. If you're having trouble, look at more examples of well-known 
UVPs. 
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NEXT STEPS  
 

So, let me ask you these questions now. 

 

 

Why should people pull out their hard earned money and buy from you?  

 

What is the real reason you are in business? 

 

What makes you different from the competition? 

 

 

Even if you don’t have the answers at the tip of your tongue.. Yet. I’ll bet 

you feel a lot better about where you are now and what the possibilities are. 

 

Let’s wrap up all the different stages of creating your Unique Value 

Proposition that we’ve covered. 

 

Since completing all the sections, you now know: 

 

1. The reasons it is so critical for you to have a Unique Value Proposition 

to stand out from the crowd and drastically improve your odds of 

success. 

2. How to research your target market so you can understand individual 

needs and desires. With that understanding, you can start to form an 

emotional bond and draw a detailed picture of your ideal customer. 

3. How to spy on your competition so that you can figure out where you 

can better meet your market’s needs or do it differently. 

4. How to develop a product or service that will blow away your 

competition. Ideas included creating something new, improving an 

existing product, laser-targeting a market segment, or borrowing an 

idea from another industry 
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5. How to create your written Unique Value proposition, making sure it 

talks to your market, is short and compelling, and is tested frequently. 

 

Can you survive without a Unique Value Proposition, maybe? 

 

But with the right UVP, your success becomes worth investing in. It’s worth 

investing your time AND even getting other people to invest their hard earn 

money with you! 

 

Because of your hard work… You now have a clearer picture which can only 

drive better decision making moving forward.  

 

Create Success on Purpose, 

 

 
 

 

 

 

PS: Want to get in touch with Bill? That’s easy! 

 

 Call me at 1-516-544-8118  

 Email me at Bill@MarketingSuccessMachine.com 
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Why Work With Bill? 

Bill Baylis CEO of Marketing Success Machine lends his marketing 

talents and business know-how to point both small and mid-sized 

service-based companies nationally to achieve financial success. 

Not just another marketing guy, he is a lifelong entrepreneur who 

has real hands on experience, solving the same problems his 

clients are currently facing. Bill has an uncanny ability to inject 

energy and soul into his clients marketing and sales initiatives, 

helping them to get their phones ringing and increasing profits 

through marketing success. 

What Sparks Bill? 

Growing up in a family owned business sparked Bill Baylis’ desire to achieve 

success, not only for himself, but for every business owner and joint venture 

partner he collaborates with. After learning the ropes of what it takes to run a 

successful business, Bill developed his own unique approach to empowering 

business growth. Utilizing these skills, which combine strategic marketing plans and 

aggressive internal training for his partner companies, Bill has gained a reputation 

as an “Action Guy” with the highest integrity, leading clients to seek out his 

collaborative approach to marketing. 

How Bill Gets It Done! 

Remaining on the cutting edge of business growth, Bill enlightens his clients by 

steering them clear of marketing pitfalls and quickly utilizing their own strengths to 

achieve financial success. He teaches how they can leverage their assets to 

differentiate themselves, become a recognized industry expert and better connect 

with their ideal target market. 

About Bill The Person: 

Bill takes pride in seeing the businesses he works with grow and profit, regardless 

of the challenges they may face. His continued educational pursuits ensure that 

he’s able to lead the way to bigger and better results for each and every one of his 

clients, and his approachable and passionate persona makes him one of the most 

sought after professionals in his field. Bill resides on Long Island, NY with his wife 

Susan, and his twin sons, Nicolas and Brady. An active member of his community, 

he enjoys golf, hockey, meditation and a good backyard barbecue. 

 


