07-0500
 Market Positioning and Competitive Differentiation

Worksheet
Market Positioning Map
	Market Positioning Map
Instructions

1. Plot the locations of all the businesses that operate in this target market in terms of their relative pricing and the relative total value they provide to their customers.  You don’t need exact dollar amounts or quantification of total value.  Your subjective judgment will be precise enough.
2. Identify the Strategic Groups (groupings of competing businesses providing similar value to their customers for similar pricing).  There may one Strategic Group or several, depending on how similar or dissimilar the businesses are.
3. Notice the competitors in your Strategic Group.  You will be listing the top three competitors on the next worksheet.
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Differentiation Analysis Worksheet
	Differentiation Analysis

Instructions
1. List your target market customer’s driving needs (you may wish to refer to Topic Number 07-0200, The Mind of the Customer, and your worksheets)

2. Rate the importance of each need using a scale of 1 (not at all important) to 10 (extremely important).  “Driving needs” should be rated 8, 9, or 10.

3. Identify the top three competitors in your market and enter their names in the top cells of the last three columns.

4. Rate the effectiveness with which each competitor (including your business) satisfies that particular need.

5. Analyze the scores to determine opportunities for improving your differentiation as compared with your competitors.  The following questions may be helpful in evaluating the effectiveness of your competitive differentiation:

· Are we the best in the market at satisfying any customer needs?

· Can we become the best in our market at anything?

· Can we create the perception of being best or #1 at anything?  [Avoid hollow claims.  Be sure you can perform at a high level for anything at which you might claim to be “best”]

· Is there anything about our products, services, or our business that is unique and that could be used to differentiate us from the competition?
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Differentiation Strategy Worksheet
	Strategy Description

In the space below, describe the strategy you intend to use to establish 

effective differentiation for your business and your products.

	· 


	Action Steps
Establish action steps (tasks) for implementing your Differentiation Strategy.  Assign each step to a responsible person (yourself included), and establish a date for completion of the step.

	Action Step
	Person Responsible
	Completion Date
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