
# Positioning Form 

 

## 1. From Analysis to Contrast 

 

### Contrast with the Market 

- From the analysis of Module 1, what main contrast will you generate against the 
clichés of your industry? 

Our brand stands out by prioritizing customer-centric innovation over traditional service 
models. We emphasize transparency, personalization, and cutting-edge technology to 
redefine industry standards. 

- Why does this contrast specifically benefit your client? 

By shifting the focus from generic solutions to personalized experiences, clients receive 
tailored services that meet their exact needs, ensuring greater satisfaction and loyalty. 

 

### Unique Elements Identified 

- From your insights from Module 1, list your impossible/diOicult to copy elements: 

1. Proprietary AI-driven analytics system 

2. Exclusive partnerships with industry leaders 

3. Highly specialized expert team 

 

## 2. Current Market 

 

### Market Leaders 

- Who are the top 3 leaders in your market? 

1. Company A - Industry pioneer with a strong market presence. 

2. Company B - Focuses on aOordability and mass appeal. 

3. Our company - Innovating through technology and customer service. 

 

### Market Promises 



- What do these leaders promise specifically? 

1. Company A: Reliability and legacy expertise. 

2. Company B: Cost-eOective solutions with mass-market appeal. 

3. Our company: Innovation, premium service, and tailor-made solutions. 

 

### Delivery Reality 

- What do they really deliver? (Be specific) 

1. Company A: Consistent but outdated solutions. 

2. Company B: AOordable services but lacks personalization. 

3. Our company: Cutting-edge, customer-focused solutions. 

 

## 3. Your Current Position 

 

### Perception 

- How do your clients currently perceive you? 

Clients see us as forward-thinking, customer-driven, and highly specialized. 

- What do they say specifically about you vs the competition? 

They appreciate our attention to detail, innovation, and customer-first approach. 

 

### Current Credibility 

- List your 3 strongest pieces of evidence: 

1. Award-winning service and industry recognition. 

2. High client retention and referral rates. 

3. Proven case studies with quantifiable success metrics. 

 

## 4. Your DiOerence 

 

### Core DiOerentiation 



- What do you do fundamentally diOerently? (Be specific) 

We integrate AI-driven analytics into our services, allowing for unparalleled 
personalization and eOiciency. 

- Why is this relevant to your ideal client? 

It ensures that every client receives tailored insights and optimized services, leading to 
better results. 

- How do you demonstrate this concretely? 

Through real-time reporting, AI-based recommendations, and case studies showcasing 
measurable improvements. 

 

### Benefits and Results 

- What specific result do you deliver that you can prove? 

We enhance client eOiciency by 30% through automation and data-driven strategies. 

- What emotional benefit does this result generate? 

Clients feel confident, empowered, and ahead of the competition. 

- What evidence do you have of these results? 

Client testimonials, analytics reports, and third-party evaluations. 

 

## 5. Client and Desire 

 

### From the Previous Analysis 

- What is your client's main desire with the most emotional weight? 

To achieve long-term stability and consistent growth in their industry. 

- What level of consciousness is your ideal client at? 

They are industry professionals seeking innovative solutions to optimize their 
operations. 

 

### Aspiration and Problem 

- What specific aspiration do you help achieve? 



Market leadership through digital transformation. 

- What specific problem do you solve? 

Lack of innovation and ineOiciency in traditional business models. 

 

## 6. Elements of Current Communication 

 

### Existing Communication 

- If you already have a positioning statement, what is it? 

"Empowering businesses with AI-driven solutions for sustainable growth." 

- Do you use any stories or metaphors nowadays? 

Yes, we compare our service to a high-performance engine that optimizes every aspect 
of a business. 

 

### Main Channels 

- Where do you mainly communicate your positioning? 

1. Website and blog 

2. Social media and webinars 

3. Industry conferences and networking events 

 

## 7. Initial Selection 

 

### Type of Positioning 

Based on all of the above, what type of positioning do you think best fits? 

The innovator 

### Justification 

- Why do you choose this type? (Based on your previous answers) 

We focus on delivering cutting-edge solutions that set new industry standards. 

- What elements support it? 



1. Technological advancements 

2. Unique client-centric approach 

3. Industry recognition 

 

## 8. Additional Information 

 

### Important Context 

- Are there any additional market elements we should consider? 

Yes, increasing competition from startups leveraging AI and automation. 

- Any unique aspects of your industry that impact ranking? 

The speed of technological change requires continuous adaptation and innovation. 

 

### Restrictions 

- Are there any specific limitations we should consider? 

Regulatory compliance and data security requirements. 

- Are there elements that you cannot/should not communicate? 

We must avoid overpromising and ensure all claims are backed by data. 

 


