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// POSITIONING TEMPLATE

In today’s noisy and crowded digital environment, your 
messaging must do more than just inform—it needs to 
resonate on an emotional level. With a plethora of 
content flooding channels like LinkedIn and beyond, the 
power of a strategically crafted narrative can make all the 
difference in capturing attention and sparking action. 
This blueprint is your little comprehensive roadmap, 
designed to transform your messaging and help you 
stand out as the definitive authority. The guide is more 
than a checklist; it’s a deep-dive into every element that 
builds a persuasive and unified brand narrative. 

Here's a 15-step process for achieving that peerless 
position. Prepare to elevate your positioning to a level 
where your message cuts through the clutter and 
empowers your high-value prospects to say,

 “This is exactly what I need!”
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//  STEP #01

Begin by stripping away the superficial details that often cloud your understanding 
of your target audience. Instead of focusing on mundane aspects like favourite 
movies or casual weekend habits, zero in on the core challenges, ambitions, and 
fears of your ideal client. Create detailed profiles that vividly illustrate what keeps 
them awake at night and drives them to seek transformative solutions. This depth of 
insight is pivotal; it ensures your messaging is tailored to resonate deeply with those 
who matter most.

Invest time into qualitative research—engage in one-on-one interviews, run surveys, 
and dive into analytics data. Unearth the nuanced layers of your prospects’ 
challenges, aspirations, and pain points. With this granular understanding, every 
piece of content you develop will not only speak to them but also align perfectly 
with their journey, painting a picture that says, “I understand you, and I have the 
perfect solution for you.”

Deep-Dive Per sona P rofili ng.

DONE

//  STEP #02

Identify one critical pain point that is so disruptive it prevents your prospects from 
achieving their desired outcomes. This step requires a laser-focused approach 
where you isolate the singular issue that, when resolved, will unlock a cascade of 
benefits. By narrowing down your focus, you establish a clear narrative that speaks 
directly to this core challenge—making your messaging both targeted and deeply 
relevant. Your audience will immediately recognize that you have zeroed in on the 
exact problem that plagues them day in and day out.

To ensure you’re addressing the real issue, incorporate feedback from current clients 
and perform market research. Use testimonials, case studies, and data-backed 
insights to support your claim that this is the only pain worth solving. When the core 
pain is clearly defined and universally acknowledged as urgent, your audience is 
more likely to trust your ability to provide a transformative solution. Remember: 
clarity and focus are your greatest assets here.

Pin poi nt t he Core P ain.

DONE
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//  STEP #03

Simply identifying a pain point is not enough—you must also amplify the urgency 
for immediate action. In this step, craft narratives that highlight both the short-term 
and long-term consequences of inaction. Paint a vivid picture of how this 
unresolved pain not only hinders business growth but also affects the personal and 
professional lives of your prospects. Agitate the problem by stressing the missed 
opportunities, lost revenue, and the emotional toll it takes, urging your audience to 
act before it’s too late.

Take your audience on an emotional journey where the stakes are crystal clear. Use 
powerful language and relatable scenarios to showcase the cascading effects of this 
pain. By stirring a sense of urgency and highlighting tangible, immediate drawbacks 
of neglecting the issue, you pave the way for your solution to emerge as the only 
viable path forward. This heightened emotional connection compels prospects to 
prioritize solving the problem now rather than postponing action.

Ign ite Urgency wit h Agita tion.

DONE

//  STEP #04

In every market, alternatives exist—even if subtly—and prospects often consider a 
range of options from DIY fixes to “doing nothing” at all. It’s crucial to proactively 
address these alternatives by explicitly contrasting them with your solution. Detail 
the limitations, risks, and inefficiencies associated with the competition, and clearly 
outline why these alternatives fall short. By invalidating other options, you position 
your method as the only logical, effective choice in a sea of half-baked solutions.

Back your invalidation with concrete evidence, real-life examples, and data points 
that highlight your superior approach. Show comparisons that emphasize the 
pitfalls of competing solutions—whether it’s slower results, higher risks, or a 
misalignment with the prospect’s core challenges. When prospects see your 
solution emerge not just as an option, but as the clearly superior and more efficient 
choice, the decision to move forward with you becomes almost inevitable.

Disma ntl e Competing Solut ions.

DONE
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//  STEP #05

Today’s buyers crave authenticity and a purpose-driven narrative. Explain the 
deeper, underlying mission that fuels your consultancy. Dive into your personal story 
or the broader cause behind your work—whether it’s inspired by a significant life 
experience or a long-held belief in creating positive change. Your ‘why’ should not 
simply be an afterthought; it is the emotional anchor that aligns your brand with the 
values of your clients, building trust and forging lasting connections.

In addition to revealing your personal or organizational mission, frame your ‘why’ as 
a rallying cry that challenges conventional norms. Articulate how this driving force 
not only enhances your business outcomes but also contributes to a larger societal 
good. When prospects understand the passion and purpose behind your solution, 
they’re more inclined to see value beyond transactional results—they recognize the 
shared vision and are compelled to join you on your transformative journey.

Communi ca te Your  WHY.

DONE

//  STEP #06

Stories and metaphors have a way of capturing the imagination long after a 
conversation has ended. Use striking, relatable metaphors to translate complex 
challenges into simple, memorable visuals. For example, illustrate the struggle of 
managing disjointed strategies by comparing it to navigating a treacherous terrain, 
while your streamlined solution is akin to gliding effortlessly on a pristine water 
slide. Such imagery instantly makes the benefits of your solution palpable and 
unforgettable.

By weaving these metaphors into your narrative, you create emotional anchors that 
help clients internalize your value proposition. These vivid images not only simplify 
complex ideas but also elevate your messaging to resonate on a deeply 
psychological level. The goal is to ensure that when prospects visualize your 
solution, they also feel the ease and transformation it promises—a constant 
reminder that with your guidance, their journey can be both smooth and successful.

Cra ft  Memorabl e Met aphor s.

DONE
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//  STEP #07

Every consultancy has its process—but your unique mechanism is what sets you 
apart. Detail the specific, proprietary steps you take to drive transformation for your 
clients. By breaking down your approach into clear, repeatable stages, you create a 
transparent and scalable model that demystifies success. This unique mechanism is 
not just a process; it’s your secret sauce that combines innovation, expertise, and 
proven methodology to yield outstanding results.

Elaborate on each component of your process, showing how every step builds on 
the last to create a comprehensive, bulletproof strategy. Describe how this 
mechanism has evolved over time, refined by real-world testing and client feedback, 
and why it consistently delivers superior outcomes compared to generic 
approaches. With this level of detail, your prospects will not only understand your 
method—they’ll be convinced that your unique approach is the only way to achieve 
genuine, measurable success.

Spot ligh t Your  Mecha nism.

DONE

//  STEP #08

High-value clients are results-driven; they want to see clear, measurable outcomes 
before they commit. Specify the exact deliverables and milestones that your 
approach guarantees within a defined timeframe—say, substantial improvements or 
visible milestones within the first 90 days. When you offer quantifiable targets, you 
build an immediate layer of trust, assuring your prospects that you have a concrete 
plan for delivering value that they can see and measure.

Support these outcomes with real-life examples and case studies that spotlight 
previous successes. Provide data-backed results and testimonials that reinforce your 
promise of performance, showing that your metrics aren’t just theoretical—they’re 
proven. When your audience sees tangible goals paired with a clear roadmap to 
achieving them, they gain the confidence to invest in a solution that offers certainty 
in an uncertain market.

Define Tangible O utcomes.

DONE
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//  STEP #09

Risk is inherent in any major decision, especially when it comes to strategic 
investments in consultancy services. Therefore, it’s essential to proactively remove 
this hurdle by offering guarantees and robust risk mitigation strategies. Whether 
through performance-based guarantees, detailed process safeguards, or a portfolio 
of case studies, make it crystal clear that partnering with you is a safe and smart 
investment. By doing so, you transform what could be a potential obstacle into a 
powerful incentive.

Go further by outlining the specific measures you take to minimize risk. Describe the 
fail-safes, transparent tracking systems, and continuous improvement cycles that 
ensure your clients never feel exposed to unforeseen challenges. When your clients 
see that risk has been systematically addressed and nullified, they are more willing 
to commit, secure in the knowledge that they are making a low-risk, high-reward 
decision by choosing your expertise.

Miti gate Risk w ith  Guara ntees.

DONE

//  STEP #10

All the foundational work up to this point culminates in crafting a flawlessly 
integrated pitch. This is more than just a presentation—it’s a carefully curated 
narrative that combines your understanding of client pain points, your unique 
methodology, and the quantifiable benefits you deliver. Whether through a dynamic 
slide deck, a compelling video narrative, or an interactive digital experience, every 
element of your pitch should flow seamlessly to build an irresistible case for why 
prospects should choose you.

Spend time refining your pitch with real-world feedback and continuous iterations. 
Use storytelling, data visualization, and testimonials to create an engaging 
experience that reinforces every message you’ve established. The goal is to make it 
so compelling and clear that prospects are not only convinced—they’re compelled 
to act immediately. A perfected pitch sets the stage for enhanced credibility, 
streamlined negotiations, and ultimately, more closed deals and higher value 
contracts.

Refi ne th e Per fect P itch.

DONE



Design by: Marius Westphal
www.mariuswestphal.com

This work is licensed under the Creative Commons Attr ibution-Share Alike 3.0 Unported License. 
To view a copy of this li cense, visit http://creat ivecommons.org/licenses/by-sa/3.0/ or send a 

letter to Creative Commons, 171 Second Street, Sui te 300, San Francisco, California, 94105, USA. 

//  STEP #11

After delivering an exceptional pitch, guiding your prospects toward the next step is 
critical. A frictionless call-to-action is designed to remove every barrier between 
interest and conversion. This means crafting a seamless transition, whether that’s 
through digital sign-up forms, instantly accessible calendar booking links, or 
straightforward digital payment portals. Every element should be intuitive and 
straightforward so that prospects can take immediate action without any second 
thoughts.

Ensure that your call-to-action is prominently displayed and echoes the urgency and 
clarity of your overall message. By reducing any friction—no matter how small—you 
send a strong signal that engaging with your service is both easy and rewarding. 
This streamlined process not only boosts conversion rates but also reinforces the 
professionalism and efficiency of your brand, establishing trust and paving the way 
for continued engagement.

Strea mline t he Ca ll -to-Act ion.

DONE

//  STEP #12

Authenticity is a powerful currency in today’s market, and nothing builds credibility 
quite like real-life success stories. Integrate in-depth testimonials and case studies 
that illustrate transformative results achieved through your unique process. These 
narratives should detail the initial pain points, the strategic approach you employed, 
and the measurable improvements experienced by your clients. Such rich, authentic 
storytelling not only builds trust but also helps prospects envision the benefits they 
could achieve by working with you.

Complement these stories with data, visuals, and direct quotes from satisfied clients. 
This multi-layered approach creates a persuasive tapestry of evidence that your 
methods are proven and effective. By showcasing authentic stories that underline 
your expertise, you provide prospective clients with the emotional and rational proof 
needed to confidently choose your consultancy as their trusted partner.

Reinforce Credibi lit y.

DONE
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//  STEP #13

Your carefully refined messaging must resonate consistently wherever your 
prospects encounter it. Develop a comprehensive strategy to disseminate your 
narrative across your website, social media, email campaigns, webinars, podcasts, 
and even offline events. This omnichannel consistency reinforces your brand’s 
authority and ensures that every interaction deepens the relationship between you 
and your potential clients. A unified message builds familiarity and trust over time, 
making it clear that your solution is the industry benchmark.

To execute this effectively, create adaptable content that fits the tone and 
requirements of each platform while remaining true to your core message. Leverage 
analytics to monitor engagement, fine-tune your campaigns, and ensure that every 
touchpoint is synchronized. When your prospects repeatedly encounter your 
compelling story across multiple channels, their confidence in your expertise 
solidifies, setting the stage for higher conversion rates and long-term loyalty.

Amplif y Your Soci al Messa ge.

//  STEP #14

No strategy can remain static in a dynamic market environment; continuous 
feedback and adaptation are essential for sustained success. Establish structured 
feedback loops through surveys, client interviews, and periodic reviews of key 
performance metrics to capture what resonates and what needs adjustment. This 
real-time, actionable intelligence not only sharpens your messaging but also 
positions your consultancy as agile and responsive. Being open to change and 
improvement demonstrates your commitment to delivering the best possible 
results.

Integrate this feedback into regular strategy sessions with your team. Use the 
insights garnered to refine every aspect of your approach—from your core 
messaging to your service delivery. This iterative process ensures that your brand 
remains at the cutting edge of industry trends and evolving client expectations, 
fostering a culture of excellence that continually drives growth and innovation.

Cul tiva te Cont inuous  Feedba ck.

DONE

DONE



//  STEP #15

True success in consultancy is measured not by one-off transactions but by forging 
lifelong partnerships. Once you’ve closed a deal, implement a robust client retention 
strategy that includes ongoing support, regular check-ins, advanced training 
sessions, and exclusive resources. This proactive post-sale engagement not only 
deepens the client relationship but also transforms satisfied customers into 
enthusiastic advocates for your brand. The long-term vision is to create an 
ecosystem where success begets success.

Develop structured programs that reward loyalty, such as referral incentives, access 
to premium content, or dedicated client success teams. By nurturing these 
relationships, you ensure a continuous stream of repeat business and referrals, 
solidifying your position as an indispensable partner in your client’s journey toward 
lasting excellence. This ongoing commitment not only enhances your reputation 
but also builds a resilient network that fuels sustained growth over time.

Nur t ure Long -Ter m Par tn ershi ps.

DONE
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Accelerate Your 
Journey to 

Excellence.
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