COMPETITIVE EDGE
WORKSHEET
Step 1: Conduct a little Competitive Analysis
Taking a snapshot of the competitive landscape of your market will allow you to see how you can stand out, where
your unique value and competitive edges really are.
Take a few moments to look at what’s around you. Be as specific and clear as you can, especially in the 3rd column!

Competitor

(name each one specifically)

What they do

(products, services, value, doing)

What you do better

(products, services, value, options)
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Step 2: Discover your strengths
Find your Unconscious Competence
Think back to specific examples of compliments that you received and/or that your company or team received that
you “took for granted”. List as many as you can and be as specific as you can.

See yourself from their eyes
Think back to 2-3 specific examples of customers who gave you rave reviews. What did they SAY they liked the most.
NOTE: If you have voicemails, emails, texts or online reviews/testimonials, look at them for inspiration.
Another source of insipration to find what your clients love about doing business with you is to think back on the
jobs/projects that went terribly wrong but that end up with a raving fan client. What did you do? How did you add
value? How did you turn that around?
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Step 3: Claim your Competitive Edge
Take the ideas from column 3 of step 1 and the ideas you developed from the Strengths Discovery work in step 2 and
combine them into a statement of your competitive Edge.
You have to have amazing products and pricing that allows your business to flourish, but your Competitive Edge is
what makes your clients WANT to do business with you, what makes you unique and give you your Undeniable Value
and your Unfair Advantage.
Focus on 1-3 things that are really powerful in your work and your business and write out a 2-3 line statement of you
Competitive EDGE. This is just for you, so it doesn’t need to be perfect or to be in “marketing talk”.
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