
From Passion

to Side Hustle

to Freedom

in 5 steps

Unique Selling Proposition (VGA)



Ask a Question any time



How Polls work

Choose an 
option



Special offer…

Allows you 40% discount on your first and all monthly subscriptions.



Before we get started…

Do you have your USP?

A. Don’t know what a USP is.

B. Not yet.

C. Been working on it but it’s really hard!

D. Yes, I’m not sure about it though.

E. Yes, and I want to try it out tonight.





Previous Webinars

• Finding your Big Hairy Audacious Goal

• What is the Value Proposition

• Value Proposition for Business Angels

• 10 Tricks & Insights for Customer Interviews

• Where to find User and Customer Interviewees



Mastermind Group

Preparing for…

People similar position as you.

Benefit of brainstorming your 
current problem/ideas.

Maximum 8 people.

Two hours.

Email brian@briandorricott.com
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LaunchFinanceSolutionProblemDiscovery

Why What How Can Now



LaunchFinanceProblemDiscovery

How

Solution



What is a USP?

Key element of branding

Developed in 1940’s

1 or 3?

3 steps
Research & discovery

Consolidate

Articulate

Rosser Reeves
Television Advertising Pioneer



Proposition
Unique
Memorable



Each advertisement must make a 
proposition to the consumer—not just 
words, product puffery, or show-
window advertising. Each 
advertisement must say to each 
reader: "Buy this product, for this 
specific benefit."

Proposition



The proposition must be one the 
competition cannot or does not offer. 
It must be unique—either in the brand 
or a claim the rest of that particular 
advertising area does not make.

Unique



The proposition must be strong 
enough to move the masses, i.e., 
attract new customers as well as 
potential customers.

Memorable



Three Steps

Research

Consolidate

Articulate



STEP 1: Research



STEP 2: Consolidate



STEP 2: Value Gap Analysis (VGA)

Five Insights

1. Exceed customer 
expectations

2. Improve our solution

3. Irrelevant

4. Competitors exceeding 
expectations

5. Unique selling 
proposition



STEP 2: Value Gap Analysis (VGA)

Four steps

1. List Pains/Gains
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STEP 2: Value Gap Analysis (VGA)

Four steps

1. List Pains/Gains

2. Customer 
Perception

3. Your Solution

4. Competitors’ 
Solution

Unique Selling Proposition



STEP 3: Articulation

Proposition

Unique

Memorable
Can someone repeat it?
Gaddie Pitch



Who can help?

Facilitator / MentorManagement Team
Friends / Family



Some examples…



We’re number two. We try harder.



When it absolutely, positively has to be there 
overnight.



A diamond is forever.



You get fresh, hot pizza delivered to your 
door in 30 minutes or less or it's free.



Any Questions



Ask a Question now…



Next webinars

Wednesday, 21-Aug-19
Eco-system Map

Wednesday, 18-Sep-19
Value Gap Analysis



Archive

When you log in, 
you’ll have the 
option to review 
the slides & 
video.



Previous Webinars

• Finding your Big Hairy Audacious Goal

• What is the Value Proposition

• Value Proposition for Business Angels

• 10 Tricks & Insights for Customer Interviews

• Where to find User and Customer Interviewees





Special offer…

Allows you 40% discount on your first and all monthly subscriptions.



Special offer…

USP

Allows you 40% discount on your first and all monthly subscriptions.



Any Questions
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