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UVP CREATION & COMPETITIVE ADVANTAGE TOOL

PURPOSE: This tool will help you to identify the competitive advantage of your product(s) and/or service(s), and help you to create a 
Unique Value Proposition list for you and your organization. Use this in planning a phone call/email a prospect to secure an appointment.

Competitive Advantage Analysis  

Customer___________________________________________________

Competitive Factors
Comparison to Your

Competitor A

_________________________

Comparison to Your
Competitor B

_________________________

UNIQUENESS: 

• What products and services do I have
to offer that satisfy a prospect’s
needs?

• Are they unique to the industry?
• Compare products and services to

those of competitors.

ADVANTAGES:

• What advantages do my products
and services offer that my competi-
tors’ do not?

PARITY: (On Par or Same)

• What products and services do I offer
to satisfy a prospect’s needs that
have like value to those of my
competitors?

DISADVANTAGES

• What do I lack in satisfying a 
prospect’s needs that my competitors 
have? 
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UVP CREATION & COMPETITIVE ADVANTAGE TOOL

COMPETENCY: Prospecting FREQUENCY:  Daily

UVP Creation & Competitive Advantage

UNIQUE VALUE PROPOSITION STATEMENT
• Make this unique and conversational to your specific customer

We Solve...

We offer the only…
We specialize in… 

…which helps you…
“What’s in it for me?” 
– your customer…


	Customer: 
	Competitor A: 
	Competitor B: 
	Comparison to Your Competitor AUNIQUENESS  What products and services do I have to offer that satisfy a prospects needs  Are they unique to the industry  Compare products and services to those of competitors: 
	Comparison to Your Competitor BUNIQUENESS  What products and services do I have to offer that satisfy a prospects needs  Are they unique to the industry  Compare products and services to those of competitors: 
	Comparison to Your Competitor AADVANTAGES  What advantages do my products and services offer that my competi tors do not: 
	Comparison to Your Competitor BADVANTAGES  What advantages do my products and services offer that my competi tors do not: 
	Comparison to Your Competitor APARITY On Par or Same  What products and services do I offer to satisfy a prospects needs that have like value to those of my competitors: 
	Comparison to Your Competitor BPARITY On Par or Same  What products and services do I offer to satisfy a prospects needs that have like value to those of my competitors: 
	Comparison to Your Competitor A69176  What do I lack in satisfying a prospects needs that my competitors have: 
	Comparison to Your Competitor B69176  What do I lack in satisfying a prospects needs that my competitors have: 
	We Solve: 
	We offer the only We specialize in: 
	which helps you Whats in it for me  your customer: 


