
All Customers are Not Created Equal

You want to look at customers with the 
market in mind

Culture

Strategic Thinking

Jericho Principle



Develop a Positioning Statement

Testing

Value

Remember

Competitive Radar

Why Customer-Centric?



Begin with knowing what business you 
are in

Refine the process by acknowledging 
the impediments to your success.

Enough about you: Now think about 
the customer.

Understand even more about your 
customer. 



Consider your product / service again.

Dig deeper into your product or serv-
ice.

Think about the customer again – The 
unique selling proposition.

Get into the customer s head -- 4 Ps 
of positioning.

Price

Performance

Packaging

Persona

Develop a positioning statement. 

For:

Who Need:

How Well:



How Not:

What Is An Impediment?

Background

Be careful what you believe about op-
portunity

Back to the story



Begin with a fundamental belief in the 
overall mission. 

Build with the outcome in mind.

Involve all the people

Be radical



Make it simple

Be persistent

Maximize your resources


