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POSITIONING QUESTIONNAIRE — FOR HOTELS

“What do you do?”

Who is our target customer?

What is the ‘avatar/avatars’ of our target
customer who makes decisions?
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Compelling reason to buy- Unique Selling
Proposition (USP)

compelling reason to buy.

What does the competition not currently have
for sale?

What is our target market looking for that they
can't often find?

What is the value proposition that we offer?
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What is a compelling reason to buy - Unique
Emotional Proposition (UEP)

Key benefit that directly addresses the compelling
reason to buy

Risk Reversal — how can we help our targets feel
they take little or no risk while doing business
with us
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Inordinate Value. What additional value can we
give the target customer?

Clear, Complete, & Concise Customer Education
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COMPETTIVE POSITIONING QUESTIONNAIRE

Our main competition - how do they
compete against us (for example, as a direct
discount or on price)?

In the eyes of our customers, what are the
strong and weak sides of the competition?

How are we different from the competition?
What are the key factors that motivate our
target customers to buy (the compelling
reason to buy)? What attributes do they
value?

What differences exist between us and our
competitors that generate value for our
target customer?

Does our technology or value chain create
opportunities to offer additional value to our
target customer that the competition is
overlooking?
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POSITIONING STATEMENT TEMPLATE

For (target customer or market)...

Who (have a compelling reason to buy)....

Our product is a (product’s placement within
a new or existing category)....

That provides (key benefit that directly
addresses the compelling reason to buy)

Unlike (primary alternative source (i.e.,
competitor) of the same benefit)

Our product (key difference or point of
differentiation in relation to the specific
target customer)




