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Legitimacy 
The Power of Positioning Statements 


1. Reputation: “We work with…(Titles, Roles, Positions, etc.) 
2. Expertise: We are ___industry experts specializing in…..
3. Process: We deliver value to our customers through….
4. Policies: Our commitment to our customers includes….

This is what the prospect / customer is thinking/asking in each one of the above bullet points: 

1. Who are you?  Who do you work with? What are you known for? 
2. Are you a legitimate source? What resources do you bring to me?
3. How do you deliver value? What kind of true innovation do you offer?
4. Will you do what you say you will do? What are my guarantees?  

These buckets can be combined and modified but should stay in this general order. These are all positioning statements that can be leveraged in emails, voice mails, and live conversations as the need  arises to position your legitimacy in the marketplace.  











Reputation:_____________________________________________
_______________________________________________________
_______________________________________________________
_______________________________________________________
_______________________________________________________

Expertise: ______________________________________________
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_______________________________________________________

Process:_______________________________________________
_______________________________________________________
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Policies: _______________________________________________
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_______________________________________________________
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