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What do you sell?

What's The prodwct? What goes on your insoloes...
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YOUR VALUE PROPOSITION

What genre of business are What's your market?
yUH IH? In what demographic, Indusiry or geograghy oo you do Dusiness?
What's your market category” Manufaciuring? Corsueiting?

Design? Fabricalion?

Who are you targeting? What's the benefit your

e e = customer gets for

buying from you?
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Why do you sell this, and not Can you be an extreme?
something else? Sest, Frst, Siguest, Awani-wiing. Fasies
‘iVas there & halistic reasan youl chose 1o focus Im o his product in



THE FRAMEWORK

Company Name

is the
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market

providing / ensuring

target

with /by ..

unigue selling proposition

ensuring ...
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Sharpening Your Value Proposition:
Communicating The Value Of Your Offering To The Market

Dave Yeates

weww inkedin.cominidaveyastan
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Dave uses enfrepreneurial

v R Y A
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become more successful in foday’s

(and tomorrow’s) markeiplace.
David is a muit-specialist consuitant with owver
a decade of experience in entreprensurial
technology and design thinking. An influential
strategist, storyieller and speaker, David has
individually coached ower 300 business leaders
on value proposition in the Mining, Engineering.
Technology and Services sector all over
Australia, helping them win business today
while preparing them for the marketplace of
tomorrow.

The pitch framework (aqiusisd) [s parfially agapfed fom Me famesonk defned in
The ool brand book yoorll ever need’. Lisandap & Puolekka (2013, Seif pubished, LA,
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