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Brand positioning
Master Your Brand Positioning for Market Success

DEFINITION

Brand positioning is how a brand is perceived in the minds of consumers compared to competitors. It defines the unique
value a brand offers and its target audience.

KEY CONCEPTS

Target Audience

Identifying the specific group of consumers that a brand aims to
serve.

Unique Selling Proposition (USP)

The distinct feature or benefit that sets a brand apart from its
competitors.

Brand Promise

The commitment a brand makes to its customers about the
experience they can expect.

Competitive Analysis

Evaluating competitors to understand their strengths and
weaknesses in the market.

Brand Messaging

The communication strategy that conveys the brand's values
and positioning to the audience.

EXAMPLES

→ Nike positions itself as a premium
athletic brand for serious athletes.
→ Apple emphasizes innovation and
design, appealing to tech-savvy
consumers.
→ Coca-Cola focuses on happiness and
togetherness in its branding.

MEMORY TIPS

★ Remember 'TUP' - Target, Unique,
Promise for brand positioning essentials.
★ Think of a triangle: Audience, USP, and
Messaging at each point.
★ Use the acronym 'CAP' - Competitive
Analysis and Positioning.

COMMON MISTAKES

✗ Failing to clearly define the target
audience.
✗ Overcomplicating the brand message
instead of keeping it simple.
✗ Neglecting to analyze competitors
effectively.

QUICK RECAP

Brand positioning is crucial for distinguishing a brand in the market. It involves understanding the target audience, defining the
USP, and crafting effective messaging. Proper analysis of competitors enhances brand strategy.
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