Unique Selling Points 

Since the beginning of January, my company has been contacted by a number of small IT companies, each looking for advice in promoting their services.

When I say IT, I refer to such skills as network installation; web hosting, web site design, computer maintenance and telecommunications.

These are not necessarily my definitions; they are those offered by each of the companies.  The challenge to PNG Marketing Ltd is this: - if I were the MD of any one of these companies, how would I make myself stand out from the rest?

Am I more qualified?

Do I offer a quick response time?

Do I only use the highest quality materials?

Do I operate in a specialist field such as finance or education, health or manufacturing?

Do I offer extended guarantees and / or warranties?

Is any job too small?

These are only some of the examples of what we call unique selling points (or “propositions” if you prefer the posh version!) They are ways in which one company can stand out from another.

When meeting a client for the first time it is almost an instinctive reaction to seek for their USP’s.  Most companies will claim to be the quickest, the cheapest, the most reliable or simply the best.  But do we believe them? And if we do, do we demonstrate it to the market place?

A business without a USP is like a ship without a rudder …. Or worse, without a motor.  It can get to sea, but then what, where will it go, will it get to where it intends to go?

The more unique a selling point, the greater the chance of success.  The more USP’s the more chance of success.  The better a company identifies it’s USPs and communicates them, the more sustainable it’s competitive advantage.

More familiar terms and expressions in marketing:

DMU
Decision Making Unit.  Could be a board of directors; project manager or head of department.  Whoever, it is, the marketer must be able to reach them to make a real impression on the company.

SCA
Sustainable Competitive Advantage.  Having a unique quality about your business that differentiates it from your competition, over a sustained period of time.

PLC
Product Life Cycle.  The stage at which your product has reached such as launch through maturity to disposal when the product is no longer a profit-maker for the company.

