Product positioning diagnostic
Use this questionnaire to help you work out the best way to market your product or service to your target customers.

	Planning
	Explanation

	1. What do your target customers want?
	 

	2. What do your target customers need?
	 

	3. Does your product match your existing customers' wants or needs? How?
	 

	4. Does your product match potential customers' wants or needs? How?
	 

	5.  Is your product filling a gap in the market? How?
	 

	6. What are the greatest benefits your product offers your customers?
	 

	7. Is there a specific use for your product that makes it unique?
	 

	8. How can you stress the benefits/uniqueness in your marketing?
	 

	9. Is your target customer segment different enough from others that you can appeal to their sense of being a unique group?
	 

	10. Can you learn from the way your competitors are positioning comparative products in the market? How can you position yours differently?
	 

	11. Can you base your market position on quality?
	 

	12. Can you base your market position on pricing strategies?
	 

	13. Can you base your market position on uniqueness?
	 

	14. Are there any other opportunities for you to position your product

	 

	Position Testing
	Explanation

	1. Does your product positioning fit with the name of your product?
	 

	2. Are you making realistic claims about your product?
	 

	3. Will your marketing get the attention of your target customers? Will it interest them?
	 

	4. Are you trying to appeal to too many people (ie, is the positioning too broad)?
	 

	5. Are you trying to appeal to too few people (ie, is the positioning too narrow)?
	 

	6. Is your product positioning clear and understandable?
	 

	7. Can you simplify the message? How?
	 


