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What is a UVP? 

Let me answer that with a question. What it is about what you do that makes you unique or better than your competition and why should your employer, customer or market care about that? 

If you can answer these questions you'll be well on your way to defining your unique value proposition. 

Your unique value proposition distinguishes what you offer from what others offer. 

Often a UVP is confused with your mission statement, but they are not the same. A mission statement should define why you exist and what you are in business to achieve. 

Put another way, your unique selling proposition defines your competitive advantage! 

Let's break it down into parts: 

Unique 

Unique refers to the characteristics that distinguish you from as many of your competitors as possible. 

What is it about “what” and “how you do it” that really sets you apart?

 How many ways are you different than your competition? 

Value 

Value is the intrinsic worth of your offering to your company or customers. 
In other words, what does your company or your customers get for their money? This is sometimes where people get stuck. If ou’re having difficulty with defining your value simply ask a few key individuals within your company our you customers to describe how your have helped them. Armed with this information you can easily create several "value statements". 
Proposition 

Your proposition in the factual proposal you make to your company or your customers. The ability to qualify and quantify your claims, and then communicate them clearly and effectively is very important and makes your unique value proposition rock solid. 

How To Develop or Refine Your UVP. 

This exercise is used when developing a unique value proposition (UVP): 

1. Write the “value you bring” in the center of several pieces of paper… “What you do and How”. 

2. Once you have done this draw a close circle around each one. 

3. Then, write the benefits that your company or customers receive from you in smaller circles surrounding the center. 

4. Connect the circles with lines, like spokes in a wheel. 

5. When finished, evaluate them all to ensure that they accurately represent your offering. 

6. Compile each feature map or “circle – cluster” page into one sentence. 
7. Then, combine the sentences into an itemized list or paragraph. 

8. Congratulations, you have just created your unique value proposition. 
How To Develop your Skills Requirements. 

Based on the Skills Matrix discussed earlier:
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Define your Current State: 

· The current state or condition of your company and market;

· Review your UVP across the top five business elements (Market, Org. /Business, $$$, People and Technology);

· If your UVP does not match the current position you know where to focus your training and growth.

It is also important to look into the “Future-State”. Training, credibility, and “Perceived UVP” takes time. If you plan now for the next stage, you will be ready… ready before your competition!
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