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Introduction 

Memorable of Forgettable?

Creating a Unique Selling Proposition 
that Works

“A unique selling proposition defines 
your company’s unique position in the 
marketplace.” This definition is widely 

accepted as a unique selling proposition, a 
simple effective question to identify your USP 
could be “what makes us memorable?”

Case Study - Delivering High Quality Experiences

It’s likely that many of your prospective customers have difficulty deciding which option in our industry 
is the one that deserves their time, money and trust. This selection can be a daunting process for 
customers that don’t have the experience to know what separates one competitor from another. To a lot of 
participants Golf is golf and unfortunately the unique selling proposition they look for and we often happily 
provide is price.

That’s why it is your job to assist them by making your unique selling proposition obvious, different and 
memorable enough that they can see exactly what your business has to offer that the others do not.
Some examples of clearly stated and delivered USP’s.

Saddleback leather: “They’ll fight over it when you are dead” www.saddlebackleather.com

Kiva: “Loans that change lives” www.kiva.org 

Differentiation is one of the most important strategic and tactical activities in which companies must 
constantly engage. Identifying what makes you different and memorable is the first step towards your USP.  
Cliché does not make you different.

Unabashedly Appeal to an Ideal Customer

Finding your ideal customer often takes quite a bit of legwork. When you’ve finally identified the perfect 
person to sell to, it makes sense to appeal to them through every aspect of your business.
Who is you ideal customer? Do they understand what you are saying?

Leverage Unique Personalities in Your Industry

Certain industries carry an undeserved reputation that distorts how outsiders view them, often for the 
worse. Golf when viewed is via the PGA tour where they make the game look simple, we know the reality.
“Our average score is 95 we are not that good” May change that perception if your club is looking to attract 
new golfers. (Check your average score out it may be interesting, 95 was a guess).

Avoid the “Superstar Effect” Rat Race

Instead of trying to stand out, most simply try to be the “best;” but when you’re competing with the best, 
this often just puts you among the status quo, giving you no opportunity to stand out. “The best 18 hole 
course in …………” or “The best 9 hole course in the………………” does not make a USP it makes you just like the 
other ‘Best” clubs in your area. (Same goes for Friendly unless you really are and it is ingrained in your 
culture). 

http://www.saddlebackleather.com
http:// www.kiva.org 


What makes you memorable? Do your 
visitors comment about what they enjoyed 
about experiencing your course? If not 
then ask, if a consistent pattern occurs this 
may lead to a USP driven by the customer. 

If you require help with your USP please 
contact the NZ Golf Sector Support team 
at 09 485 3230 to identify your regional 
support person.

Conclusion

Companies often strive to be the best, but the first thing they should do is merely be different.

It’s a form of differentiation that needs to be built around selling more products and services, not just to 
make your business into a quirky brand that stands out but can’t get traction.
Three rules that unique selling propositions should follow if they wish to be more than just creative 
branding:

1. Each promotion must make a proposition to the consumer “Buy this product, for this specific benefit.”

2. The proposition must be one the competition cannot or does not offer. It must be unique.

3. The proposition must be strong enough to move the masses, i.e., attract new customers.

Make sure you are standing out for the right reasons, and that your brand’s positioning in your marketplace 
is intended to move what you sell, not just to stand out.


