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Unique Value Proposition

A value proposition is your brand promise. It tells the world who you are, whom you help and how you are 
different from other firms. It sets the foundation for your marketing messaging in that it:

• Explains whom you work with and the value you bring

• Describes how you are unique, differentiating you from other firms

If you can’t succinctly explain what you do in your unique value proposition, you can be sure prospects won’t 
understand how you can help them.

To develop a unique value proposition, review your target market, ideal client profile, service model, and 
differentiation exercises and then concisely answer the questions below:

Market: Whom are you serving?

Key benefit: What is the main benefit you provide clients?

Delivery: How do you deliver on your promise to provide value/benefit to your target market?
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Now that you have documented the three main areas of the unique value proposition, use the following 
statement as a template to write your firm’s positioning statement:

[Firm name] is a [your category] that provides [market] with [key benefit] through [delivery].

Here are some sample unique value propositions:

Legacy Wealth Management is a fee-only Registered Investment Advisor that helps families create a 
legacy for future generations through a proprietary process that builds personal financial success in line 
with their charitable and spiritual values.

Aviation Capital Management is an independent Registered Investment Advisor that helps private, 
commercial and airline pilots make smart financial decisions that will allow them to achieve their 
professional and recreational goals through our 25 years of experience in providing investment, retirement, 
financial, tax, insurance and career advice to aviators.

Now write your firm’s unique value proposition:
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