Product Positioning Statement Template
Use this template to craft a clear positioning statement that defines how your product is different and better for a specific audience.

Positioning Overview
1. Product:* _______________
1. Date:* _______________
1. Owner:* _______________
1. Status:* [ ] Draft [ ] Review [ ] Approved [ ] Active

The Positioning Statement
Standard Format
1. For* [target customer]
1. Who* [statement of need or opportunity]
1. [Product name] is a* [product category]
1. That* [key benefit/compelling reason to buy]
1. Unlike* [primary competitive alternative]
1. We/Our product* [statement of primary differentiation]
Your Positioning Statement
1. For* _______________
1. Who* _______________
1. [_______________] is a* _______________
1. That* _______________
1. Unlike* _______________
1. We/Our product* _______________

Target Customer
Primary Audience
1. Who are they?*
1. Role/title: _______________
1. Company size: _______________
1. Industry: _______________
1. Geography: _______________
1. Demographic/firmographic details:*
1. _______________
1. _______________
1. _______________
Customer Needs & Context
1. What problem are they trying to solve?*
_______________
1. What triggers them to look for a solution?*
_______________
1. What are their goals?*
1. _______________
1. _______________
1. _______________
1. What are their biggest frustrations?*
1. _______________
1. _______________
1. _______________

Product Category
Category Definition
1. What category does your product belong to?*
_______________
1. Examples:* Project management software, sales intelligence platform, customer data platform, etc.
1. Is this an existing category or new?*
☐ Existing category
☐ New category we're defining
☐ Adjacent to existing category
Category Considerations
1. If existing category:*
1. Market leader: _______________
1. Category associations (positive): _______________
1. Category associations (negative): _______________
1. If new category:*
1. Why create a new category? _______________
1. What's the closest existing category? _______________
1. How do we explain it? _______________

Key Benefit
Primary Benefit
1. What is the #1 benefit customers get from your product?*
_______________
1. Why does this benefit matter most?*
_______________
1. How is it measurable/tangible?*
_______________
Supporting Benefits
1. Secondary benefit 1:* _______________
1. Secondary benefit 2:* _______________
1. Secondary benefit 3:* _______________
Value Delivery
1. How quickly do customers realize value?*
_______________
1. What does success look like for customers?*
_______________

Competitive Alternative
Primary Competitor
1. Who/what are customers using today?*
_______________
1. Why are they using it?*
_______________
1. What are its strengths?*
1. _______________
1. _______________
1. _______________
1. What are its weaknesses?*
1. _______________
1. _______________
1. _______________
Alternative Approaches
1. Manual/status quo alternative:*
_______________
1. Indirect competitor:*
_______________
1. Adjacent category competitor:*
_______________

Differentiation
What Makes You Different
1. Primary differentiator:*
_______________
1. Why this matters to customers:*
_______________
1. Proof/evidence:*
1. Statistic: _______________
1. Customer quote: _______________
1. Feature: _______________
Secondary Differentiators
1. Differentiator 2:*
1. What: _______________
1. Why it matters: _______________
1. Proof: _______________
1. Differentiator 3:*
1. What: _______________
1. Why it matters: _______________
1. Proof: _______________
Defensibility
1. Why can't competitors easily copy this?*
_______________
1. What's our sustainable advantage?*
☐ Technology/IP
☐ Data/network effects
☐ Brand/community
☐ Speed to market
☐ Cost structure
☐ Team/expertise
☐ Other: _______________

Positioning Validation
Customer Feedback
1. Have you tested this positioning with customers?*
☐ Yes ☐ No ☐ In progress
1. Customer reactions:*
1. Quote 1: _______________
1. Quote 2: _______________
1. Quote 3: _______________
1. What resonates most?*
_______________
1. What causes confusion?*
_______________
Internal Alignment
1. Has the team reviewed this?*
1. [ ] Product team
1. [ ] Sales team
1. [ ] Marketing team
1. [ ] Customer success
1. [ ] Leadership
1. Open questions:*
1. _______________
1. _______________

Positioning Derivatives
One-Liner (Elevator Pitch)
1. In one sentence, what do you do?*
_______________
1. Example:* "We help [target] achieve [outcome] by [unique approach]."
Tagline
1. 3-7 word tagline:*
_______________
1. Rationale:*
_______________
Value Proposition
1. Extended value prop (2-3 sentences):*
_______________

Message Architecture
Core Messages
1. Message 1 (Primary):*
_______________
1. Proof points:*
1. _______________
1. _______________
1. Message 2:*
_______________
1. Proof points:*
1. _______________
1. _______________
1. Message 3:*
_______________
1. Proof points:*
1. _______________
1. _______________
Audience-Specific Messaging
1. For [Persona 1 - e.g., end user]:*
1. Pain: _______________
1. Message: _______________
1. Benefit: _______________
1. For [Persona 2 - e.g., manager]:*
1. Pain: _______________
1. Message: _______________
1. Benefit: _______________
1. For [Persona 3 - e.g., executive]:*
1. Pain: _______________
1. Message: _______________
1. Benefit: _______________

Competitive Positioning Map
Positioning Axes
1. Axis 1 (Horizontal):* _______________
1. Low end: _______________ → High end:* _______________
1. Axis 2 (Vertical):* _______________
1. Low end: _______________ → High end:* _______________
Player Placement
Plot where you and 3-5 competitors sit:
`
[Sketch or describe the map]
Example:
High Performance
|
Us | Competitor A
|
|_____________ Competitor B
|
Low Performance
Simple ────────────► Complex
`

Use Cases & Applications
Primary Use Case
1. Use case:* _______________
1. Customer type:* _______________
1. Value delivered:* _______________
1. Success metric:* _______________
Secondary Use Cases
1. Use case 2:* _______________
1. Use case 3:* _______________
1. Use case 4:* _______________

Positioning Guidelines
Do's
✓ Lead with: _______________
✓ Emphasize: _______________
✓ Use language like: _______________
✓ Compare to: _______________
Don'ts
✗ Avoid mentioning: _______________
✗ Don't say: _______________
✗ Don't compare to: _______________
✗ Stay away from: _______________
Brand Voice & Tone
1. Brand voice:*
1. Attribute 1: _______________
1. Attribute 2: _______________
1. Attribute 3: _______________
1. Tone for this positioning:*
☐ Professional ☐ Friendly ☐ Bold ☐ Technical ☐ Aspirational ☐ Pragmatic

Market Context
Market Size & Opportunity
1. Total addressable market:* _______________
1. Growth rate:* _______________
1. Our target segment:* _______________
Market Maturity
☐ Emerging (educating the market)
☐ Growing (competition increasing)
☐ Mature (established players, differentiation critical)
☐ Consolidating (M&A, need clear niche)
1. Implications for positioning:*
_______________

Evolution Plan
Short-term (0-6 months)
1. Current focus:* _______________
1. Win in this segment:* _______________
1. Messaging emphasis:* _______________
Medium-term (6-18 months)
1. Expand to:* _______________
1. Add capabilities:* _______________
1. Positioning shift:* _______________
Long-term (18+ months)
1. Vision:* _______________
1. Category leadership:* _______________
1. Positioning evolution:* _______________

Success Criteria
How will we know this positioning is working?
1. Quantitative signals:*
1. Metric: _______________ | Target: _______________
1. Metric: _______________ | Target: _______________
1. Metric: _______________ | Target: _______________
1. Qualitative signals:*
1. Customer feedback: _______________
1. Sales team adoption: _______________
1. Market perception: _______________
Review Cadence
1. Next review:* _______________
1. Trigger for refresh:*
1. [ ] Major product evolution
1. [ ] Competitive shift
1. [ ] Market change
1. [ ] Customer feedback
1. [ ] Poor performance

Positioning Testing
A/B Test Ideas
1. Test 1:*
1. Variant A: _______________
1. Variant B: _______________
1. Metric: _______________
1. Test 2:*
1. Variant A: _______________
1. Variant B: _______________
1. Metric: _______________
Customer Interview Questions
Use these to validate positioning:
1. "How would you describe what we do to a colleague?"
1. Answer: _______________
1. "What problem do we solve for you?"
1. Answer: _______________
1. "How are we different from [competitor]?"
1. Answer: _______________
1. "Why did you choose us?"
1. Answer: _______________

Appendix
Positioning History
1. Previous positioning:* _______________
1. Why it changed:* _______________
1. Date of change:* _______________
Key Resources
1. Positioning doc location: _______________
1. Message house: _______________
1. Brand guidelines: _______________
1. Competitive intelligence: _______________
1. Stakeholder Contacts:*
1. Product: _______________
1. Marketing: _______________
1. Sales: _______________

1. Last Updated:* _______________
1. Next Review:* _______________
1. Version:* _______________
