Know your business

What is it that you do? To be successful in the marketplace you need to understand what it is that you are selling - it sounds simple but many businesses

miss the key points. Consider the following questions:

"What business are we in?"




broadband line with 2mb download', you're selling the ability to shop or bank day or night or stream music or use the phone whilst your teenager's surfing
the net. Customers don't need to know that your vacuum cleaner has a '3 way adjustable handle' they want to know that they can 'vacuum the whole

house without bending down'! Think about the benefits of what you do and not just the tech spec if you want to meet your customers' needs.

What is your Unique Selling Point (USP)?

Think about what differentiates your product or service from the competition. What is it about it that's special? Perhaps it's faster, bigger, stronger,
cleaner, environmentally friendly. You need to let your customers know about these benefits. It may not be the product itself that has a USP, perhaps it's
the location it's provided in, or the after sales service. Ask yourself why someone should buy your product rather than a competitor's and then tell them

why they should.

Asking yourself a few questions, however obvious they may seem, and being honest with your answers is crucial in ensuring that your customers get a

clear understanding of why you are better than the rest.

If you don't understand yourself how can you expect anyone else to?
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