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MAIN IDEA

The conventional approach to selling was to

develop a Unique Selling Proposition (USP) which

details why people should do business with you.

The idea of a USP was you spread it far and wide in

order to attract customers who need what you offer.

Having a USP is great but it's company-facing

rather than customer-facing. A better idea is to

develop a Unique Value Promise (UVP) which

articulates the value, the personal benefits and the

clear outcomes customers will accomplish by doing

business with you.

If you can figure out why your best customers are

doing business with you at present and then

optimize the delivery of those benefits, you will

make the transition from merely being "different" to

becoming totally "unique." The UVP is completely

and unashamedly customer-centric because it

looks at the value created solely from the

customer's perspective, not yours.

The UVP answers the one question every potential

customer asks whenever they first come into

contact with you: "What's in it for me?" Answer that

with your UVP and you're well on your way.

1. Why a UVP is required to be truly standout in today's marketplace . . . . . . . . . . . . . . . . Page 2

The number one question potential customers ask today is: "Why should I do business

with you?" You answer that question with your Unique Value Promise or UVP. There's no

point talking about your products, your service or even your expertise – that's irrelevant.

Instead, talk about the value you will deliver the customer and the benefits and outcomes

they will achieve. Express this solely from the customer's perspective and promise what

customers truly crave and you will stand out – no doubt about it.

2. The six steps to breaking out in a competitive marketplace . . . . . . . . . . . . . . . . . . Pages 3 - 8

To develop a robust and useful Unique Value Promise, follow these six steps:

1. Know the rules – Talk to your best customers and clarify the value you deliver.

2. Craft your promise – Assemble your research into a UVP and polish it up.

3. Align everyone with your UVP – Explain it's a pledge to the customer you must keep.

4. Market your UVP – Promote your UVP to current, lapsed and potential new customers.

5. Sell the advantages – Couch your UVP in terms of what the customer wants.

6. Exceed their expectations – Don't settle for satisfied customers, create advocates.
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