Staff Session and USP 

Staff Session Intro

· Plans and Previous Marketing

· Brainstorming on news and involvement

USP:

What is a Unique Selling Point?

This is a statement which focuses on the benefit of using your company TO THE CUSTOMER. This statement will also set you apart from your competitors. Why do customers come to you and nobody else?

This will give you the edge over competition and differentiate you into a niche.

We can ask the following questions to establish your USP…

1.) Your customers…

a. Who are your target audience?

b. What do your customers want?

2.) What you say you do…

a. What previous slogans have you used?

b. Sum up what you do in one sentence?

c. What products / services do you offer?

d. What would your customer say you do?

e. What extras do you offer?

f. What promises do you make?

3.) What about your competitors…

a. What do you offer that they don’t?

4.) What do you do best…

a. Your price

b. Your quality

c. Your range / selection

d. Your people

e. Your location

f. Your communication

g. Your trends and fashion

h. Your service

Create your USP statement from the above – keep it simple and to one or two sentences – remember to focus on what the customer wants and what sets you apart.

