
A Unique Selling Proposition, or USP, is a condensed version 
of your message, the essence of your sales story. 

It’s the message that stays in your customers’ heads after they’ve forgotten everything else. 

So what exactly is your USP and can you clearly define it? In simple terms, it’s what you say when 
someone unexpectedly asks you what you do. It doesn’t have to be a single sentence - it might even 
take a few paragraphs. Which sounds better?

I’m an Accountant. Or maybe...

I provide small businesses with creative financial advice that maximises their 
tax efficiency and saves them money. Which would leave a lasting impression on you?

Be clear about your value and who you’re trying to attract.

To be effective, your USP should describe what’s truly unique about you, compared to everyone else 
in the market, especially your direct competitors? Most companies have a hard time doing this. That’s 
because many of them have a vague marketing objective, which translates into an blurred message. 
If you try to be too many things to too many people, the result is usually fewer opportunities to serve 
too few people. Tighten your message; focus on a specific kind of customer whose needs you are well 
positioned and equipped to serve, and watch your sales grow.

Identify your perfect customer and speak their language.

It’s not easy reaching customers in a crowded marketplace. The challenge is getting anyone to 
pay attention to your marketing messages in an extremely noisy, over-communicated, fiercely 
competitive marketplace. In a commercial environment where customers are tempted to reduce 
every buying decision to price and delivery, it is critically important that you have clear answers to 
the right questions. If your answers are exactly the same as everyone else’s, you face a turbulent, live-
by-cheapest-price, die-by-cheapest-price existence and ultimately, oblivion.

It’s very important to recognise right up front that you can’t be all things to all people. So don’t even 
try. Your answers to why people should listen to you, why they should believe what you have to say, 
why they should do something about what you’re offering and why they should act now, are specific 
to a certain type of customer, one who matches your philosophy and capabilities.

Be clear about the value you deliver and who you’re delivering it to.

A clear USP sets you apart 
in a busy marketplace.
Be different and stand out from the crowd.
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