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Isolate, Develop
and Profit from
Your Strengths

IN ANOTHER article we examined the first
of two really important tenets of successful
strategy - creative insight and competence?
Well it’s time to look at the second of these:
what is it that you and your business are
good at doing?

People tend to think that profit is purely to
do with market opportunity. But this is to
miss the truth. Great strategies are built on a
clear appreciation of “what we’re good at
doing” and converting this into competitive
advantage. This core strength or competence
is the driver for market penetration and
development.

Core Competencies

What is your business really good at doing?

What skills, capabilities and know-how are you
good at doing that gets you more customers
or gives your customers more value;

¢ Good with working with customers
* Producing copy

* E comms

* Producing offers

The importance of the question: ‘what are
we good at doing?’ cannot be over-
estimated. For what you - and your business
- can do that’s of real value for your
customers will help you differentiate your
business. It then follows that if you
concentrate on activities that leverage your

strengths so that you can get the best output
you are capable of, you can continually
improve the strength until it becomes a
world beater.

Producing ‘hearts and minds’ loyalty

You can also build on your business’
strength by turning it into a compelling
vision that can often be more seductive than
the product or service you offer. Most
people in life haven’t really worked out their
real purpose in life. This means that they’ll
attach themselves to someone that has if
given half the chance.

This is much bigger than finding a niche
because if you want to win over the ‘hearts
and minds’ of your prospects you’ve got to
go beyond the product to a cause — your
business strength lends itself to being that
cause. And this applies to the people that
work for you too. After all they are your
‘internal customers’.

The issue then is to be absolutely clear about
the one thing that you are really good at
doing or put another way; what distinctive
competence makes your business special. It
might be something to do with safety, or
durability, or size.

To read more about strategies to grow your

business click here

Best wishes
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Andrew Pearson
Managing Director
Unique Business Strategies
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This is one of a series of articles published by UBS
Unique Business Strategies.

If you want to read more on business strategy
visit Unique Business Strategies and chose
from a wide range of articles, white papers and
books on for example Business Strategy,

Marketing, Management and Operations

Popular reads include;

e How to Create Breakthrough Strategies for
your Business

e Business Purpose

e  Competitive Strategy

e The Vital Importance of Creative Insight

e ‘How to Play the Game’

e How to Locate and Utilize 3 Differentiating
Capabilities
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To find out more please write to
andrew(@uniquebusinessstrategies.co.uk
or visit my web site and blog

at www.uniquebusinessstrategies.co.uk
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