
PRODUCT POSITIONING BUSINESS PLAN

Product positioning is where your product fits in the marketplace. You have the opportunity What is a strategic product
planning process? View all Aha! is the .

Thanks for subscribing. Great brands have long term customers for example. Examples of Product Positioning
Product positioning can involve a number of different elements. Marketers must stand out from the crowd in
ways that hold value for their target markets. The more intense a positioning strategy, typically the more
effective the marketing strategy is for a company. The target market is predominantly cycling enthusiasts who
are interested in improving their fitness. It is the summation of the Complete Product Experience CPE that
determines what customers think and feel about your product. Company and product differentiators Unique,
value-creating characteristics of your company or product. There are seven core areas that contribute to the
CPE: Marketing How potential customers learn about your product and decide if it might be a fit. Positioning
through Price It should be noted that there is a large amount of research on the psychology of pricing in
marketing. Analyze the market You need to know what alternatives customers have to your product so you
can highlight what sets your offering apart. Carefully Crafted Key Messages The final challenge in effective
product positioning is conveying the differentiating, value-added aspects of your product or service to your
target audience through the communication channels you have selected. Target Market Analysis The best start
for any positioning analysis is gaining a thorough knowledge of a product or service's target market. For this
reason, it is important to try your competitor's product, watch who they target, measure the effectiveness of
their advertisements, and frequent their stores. Distilling the truth of your product in this way informs your
messaging so you can effectively explain the value of your offering to potential customers. Your market and
customer research reveals that users are concerned about their health but are struggling to stick with an
exercise program. It is thus imperative to make a positive first impression and to please the customer with
your product. References 3. You will also want to provide insights into the main problems the customer is
trying to solve. Remember, the right image packs a powerful marketing punch. Positioning in Sales Locations
Reaching the customer is not simply a matter of advertising, it is also a matter of choosing the right channels
for distribution. To make it work for you, follow these steps: Create a positioning statement for your company.
Production Positioning for Small Businesses While larger corporations have the budgets for extensive market
research, small businesses may have a difficult time coming up with the time or money to do it in depth.
Remember that McDonald's isn't just selling burgers and fries. Use the positioning statement in every written
communication to customers. With the answers to these questions, an effective marketing campaign can be
created to send benefit-driven messages to the target audience wherever they may be such as Facebook, where
targeted ads can be purchased based on demographics and interests. Positioning is where your product or
service fits in the marketplace. So, while you should consciously plan how to position your product you
should think broadly about every aspect of the adoption process â€” because your customers will decide what
they really think about your product. Describe the attributes of your target customers, including demographic,
behavioral, psychographic, and geographic details. Start your free day trial You may also be interested in:.
Only through sound knowledge of your competitor's service, product, advertisements, claims, and prices will
you be able to provide better service and products at a comparably competitive price. What do they like about
the product? In positioning, the marketing department creates an image for the product based on its intended
audience. A company's positioning strategy is affected by a number of variables related to customers'
motivations and requirements, as well as by its competitors' actions. Understanding Customer Needs Effective
product positioning requires a clear understanding of customer needs so that the right communication channels
are selected and key messages will resonate with customers. There is no value in being a "me too" product
offering and simply copying what competitors are doing. It keeps your marketing strategy grounded in the true
value of what your product provides. Services are intangible so you need to determine early on in service
positioning what your target market values in your service area and how your services are different than many
other services. Include your team in the image-marketing plan. The perfect first impression can be achieved
with the effective combination of color, sound, or diction, and by using the proper sales techniques, attitude,
people skills, and promotional devices. Refine it until it speaks directly to their wants and needs. Consider
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how automobile manufacturers position their products through communication via television commercials
during sporting events, for instance, or how cosmetics manufacturers run full-page, full-color ads in women's
magazines.


