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Positioning Strategy Worksheet

Target Market: 

Part 1 – Developing the Components of Your Positioning Strategy

The first step in writing your positioning strategy is to select the six general components by checking the appropriate boxes in each category below.  Then translate those general components into the specific elements of your positioning strategy by writing down how each applies to your business in your target market.

	General classification

 FORMCHECKBOX 
 Product acceptance

 FORMCHECKBOX 
 Commodity selection

 FORMCHECKBOX 
 Brand preference
	How it applies in this market segment…

	Relative standing

 FORMCHECKBOX 
 Prestige identification

 FORMCHECKBOX 
 Preemptive persuasion

 FORMCHECKBOX 
 Brand/product imagery
	How it applies in this market segment…

	Gratification mode

 FORMCHECKBOX 
 Interpersonal

 FORMCHECKBOX 
 Objective

 FORMCHECKBOX 
 Introverted
	How it applies in this market segment…

	Purchase preference

 FORMCHECKBOX 
 Experimental

 FORMCHECKBOX 
 Performance

 FORMCHECKBOX 
 Value
	How it applies in this market segment…


Positioning Strategy Worksheet (cont’d)

	Key product attributes

 FORMCHECKBOX 
 Functionality

 FORMCHECKBOX 
 Sensory impact

 FORMCHECKBOX 
 Unconscious associations

 FORMCHECKBOX 
 Conscious-mind conclusions

 FORMCHECKBOX 
 Price/value

 FORMCHECKBOX 
 Access/convenience
	How they apply in this market segment…

	Key psychographic characteristics

Derived from careful study of your Central Psychographic Worksheet for this market segment…

     
     
     
     
     
     
     
     
     
     
     
     
     
	How they apply in this market segment…


Positioning Strategy Worksheet (cont’d)
Part 2 – Writing Your Positioning Strategy

Using your notes from Part 1 of this worksheet, write a brief narrative describing your positioning strategy for your business in this market segment.  Be sure to include all six components in your strategy.  Suggested beginning sentence:

“[Company name] provides [generic product or service name] to the [name of target market segment]…”

Then create your unique selling proposition and your positioning statement.

	Positioning Strategy:

Unique Selling Proposition:

Positioning Statement:
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