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Your Unique Value Proposition

What Is a Unique Value Proposition and Why Do You Need One?
A unique value proposition (UVP) is a statement that explains how your business is different from
everyone else in the market. It tells your customers how you can better meet their needs and what
makes you special. Your UVP essentially tells them why they should buy from you instead of from
your competitors. It takes some creativity to come up with a compelling UVP, but it's the biggest
decision you'll ever make for your business.

Why You Need A UVP
The simple reason that you need a UVP is that, no matter what product 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 put you above the
rest.

The Elements of a Good UVP
There are three things that make a good UVP:

1. It specifically addresses the needs of your market. It should be something they can't live
without, that solves their problems, or makes their lives easier.

2. A good UVP is memorable. It has to stick in people’s minds so that you're the one they think of
when they need your products.

3. It connects with your buyers emotionally. Good UVPs speak to the fears, worries, desires, and
frustrations of your target market.

A good UVP is especially essential in a crowded market. If you're up against a large number of
competitors, you need an especially strong UVP to cut through the noise. On the other hand, even
if your business is the only game in town, you still need to create a UVP that speaks to your
audience. 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. Of those who don't, almost 100% fail. However, creating a UVP that suits your
business and speaks to your audience doesn't automatically guarantee success. Your products or
services need to deliver on the promise that your UVP is making. Otherwise, it won't get you very
far.

Focusing on what makes your business different to all the others
in town.
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The Creative Process
Your unique value proposition won't appear out of thin air. Since this is such an important decision,
it's a process that takes some time. However, it's not difficult to come up with the right message if
you follow certain steps. Pay attention to your market, check out your competitors, and analyse
your products to find their unique selling point. If you put in the time and refine as necessary, you
can create the right UVP for your business.

Being different
To be unique you have to be different but just how different? Aussie marketing guru John Dwyer
says you have to different enough for your customers to say:WOW!” when they see what you have
to offer. That’s a great goal and if you put your mind to it you might be able to find something that
wows your customers too. In fact that’s a great goal to set for yourself. Maybe you are already
wowing some of your customers. Why not build on that and see if you cam expand the wow factor.

Explore the options you could take up that might wow your customers. Different customers will
have different wows. Targeting your customers carefully will help you learn what will wow your
ideal customer. It need not cost much to have a wow factor, in fact some of the best wows don not
cost anything. They are framed in the way you do things. Here are some ideas to start you off;

Be the;

● Fastest
Deliver your products faster than anyone else.

● Easiest to Understand
Offer instructions that anyone could understand.

● Friendliest
Welcome people and make them feel at home.

Offer;

● Exclusivity
Offer something that’s just for them and can’t be found elsewhere.

● Affordability
It doesn’t have to be “cheap”. Just affordable for everyone.

● Personalization
Customize products and services to customers’ needs.

Resources
Create Your Unique Selling Proposition Training/Coaching Program
Master this subject through our 5 step path to creating your own unique selling proposition - the
key factor that will drive your perfect customer to seek you out. This online training/coaching
program is brimming with how-to information on building a UVP that will make you stand out from
all your competitors and position you to attract your ideal customers. Multimedia modules explain
and guide, a workbook to help you plan your own specific UVP and bonus infographics to inspire
and reinforce the concepts. Optional coaching will help blast through any obstacles you may
encounter and get the most value from the program.

http://www.dbm.com.au/training-coaching/unique-value-proposition
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