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What do you sell:
____ Service(s)
____ Product(s)
____ Both

What is your overarching category of what you sell?
(For example: consulting, supplier, contractor, accounting, nursing, mechanic, engineering, professional 
services, education, not-for-profit, etc.)

What specifically do you sell? Subcategory
(For example: marketing consulting, industrial parts supplier, tax accounting, oncology nursing, large engine 
mechanic, legal professional services, higher education, children’s not-for-profit, etc.)

How would you answer these questions if you were talking to a 12th-grade class on Career Day?

1. What problems does your product/service solve for your customers?

2. What emotions are tied to solving the problems?

3. What features does it have to meet these needs?

4. What are the benefits of those features?

5. Where can the customer buy your product or service?

6. How and where will the customer use it?

7. How is it different from products/services by your competitors?
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Circle which emotion(s) are tied to what you sell:

Why did you circle that emotion(s)?
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What sets you apart from your competitors?
o Experience:
o Niche Industry Knowledge
o Customer Service (be specific)
o Price: (tread lightly)
o Quality
o Value
o Solution-Based
o Innovation
o Ease of Use

Unique Selling Proposition: Start the process by jotting down some notes about what you’d like your USP to 
say about you and your organization. Here are some steps you can take to create your brand’s proposition:
Step 1: Write down one or two characteristics of your target audience.

Step 2: Next, write down one or two problems you solve for your customers.

Step 3: What is unique about you or your organization?

Step 4: Clearly identify the promise you make to your customers.

Step 5: Create one paragraph that brings it all together.

Step 6: Shorten it to one sentence.

What pricing strategy do you use now? Is it working for you?

o Competition-based pricing

o Cost-plus pricing

o Economy pricing

o Premium pricing

o Price skimming

o Value-based pricing




