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About the book

Title: Stand Out With 'Obviously Awesome' by April Dunford  

  

In today’s fast-paced market filled with groundbreaking technologies and

numerous innovative products, distinguishing your offering is critical. Enter

"Obviously Awesome", a book by April Dunford that serves as a

comprehensive guide to mastering the art of positioning your product

effectively. Drawing from her extensive experience as a tech executive who

has successfully launched more than 16 products, Dunford offers actionable

insights that are invaluable for entrepreneurs and marketers alike.  

  

The book navigates through key aspects such as:

- Defining Your Market Category: Clarifying where your product fits in the

vast landscape.

- Identifying Your Differentiation: Understanding what sets your product

apart from competitors.

- Communicating Unique Value: Crafting a compelling narrative that

resonates with your target audience.

  

Instead of theoretical concepts, Dunford provides practical frameworks and

real-life examples that empower you to elevate your product from being

overlooked to becoming a must-have. Whether you’re a startup founder

seeking to carve a niche or a seasoned marketer looking to refresh your
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approach, "Obviously Awesome" is your strategic toolkit to ensure your

innovation is not only relevant but also indispensable.  

  

Take the plunge and learn how to make your offering not just known, but

essential in today’s competitive market!
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About the author

Highlighting April Dunford: A Leader in Product Positioning

- Who is April Dunford?  

   April Dunford is a highly respected marketer and consultant, celebrated for

her expertise in helping technology firms strategically position their

products for market success.

- Experience & Background  

   - Over 25 years of marketing experience  

   - Held various executive roles in both startups and large corporations  

   - Provides a pragmatic perspective on positioning that combines creativity

with analytical thinking  

- Clientele & Achievements  

   - Worked with more than 200 clients, leveraging her extensive marketing

knowledge  

   - Played a pivotal role in the successful launch of multiple products  

- Industry Contributions  

   - Recognized as an authoritative voice, April frequently presents at

conferences and conducts workshops.  

   - Author of the bestselling book, "Obviously Awesome," which equips
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companies with actionable strategies to differentiate themselves in crowded

markets.  

Through her work, April Dunford continues to empower businesses to find

their unique place in the marketplace.
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Obviously Awesome Summary Chapter List

1. Understanding Positioning: The Cornerstone of Success in Marketing 

2. Discovering Your Unique Value Proposition for Market Differentiation 

3. Identifying the Target Audience: Tailoring Messages to Their Needs 

4. Crafting an Irresistible Positioning Statement That Resonates 

5. Implementing and Testing Your Positioning Strategy for Maximum

Impact 
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1. Understanding Positioning: The Cornerstone
of Success in Marketing

In the world of marketing, positioning emerges as a fundamental pillar that

not only defines how a product is perceived in the marketplace but also how

it differentiates itself from countless competitors. April Dunford’s insights in

"Obviously Awesome" illuminate the pathway to understanding positioning

as a critical element that supports the overall success of a business. At its

core, positioning is about communicating your unique value proposition and

ensuring that it resonates deeply with the right audience.  

### Discovering Your Unique Value Proposition for Market Differentiation  

To successfully position a product or service, a business must first discover

its unique value proposition (UVP). The UVP is what makes a product

different from others and speaks directly to the core needs and desires of its

customers. For example, consider the case of Slack, a team collaboration

software. In a crowded market filled with various communication tools,

Slack distinguished itself by focusing on enhancing team collaboration

through intuitive design and integrations rather than merely offering another

messaging platform. This clear UVP allowed Slack to rise above its

competition and attract a loyal user base. Understanding your UVP requires

deep introspection and analysis of what your product or service can offer

that others cannot.  
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### Identifying the Target Audience: Tailoring Messages to Their Needs  

Identifying and understanding the target audience is an essential step in

effective positioning. A product may have the best UVP, but if it is not

aligned with the needs and pains of the target audience, it will likely fail. A

well-defined target audience allows marketers to tailor messages that

resonate. For instance, Airbnb successfully identified its audience as

travelers seeking unique, authentic experiences rather than standard hotel

accommodations. By understanding this desire, Airbnb crafted its marketing

messages to highlight the individuality and local experiences that guests

could find through the platform, which aligned perfectly with what its

audience valued. This alignment boosted Airbnb’s brand positioning as the

go-to place for distinctive travel experiences.  

### Crafting an Irresistible Positioning Statement That Resonates  

Once the unique value proposition has been identified and the target

audience understood, the next step is crafting an effective positioning

statement. This statement serves as a guiding compass for all marketing

communications and should clearly communicate who the product is for,

what it offers, and how it is different. A well-crafted positioning statement

for a brand like Warby Parker might be: "For stylish, budget-conscious

individuals seeking eyewear, Warby Parker offers designer-quality glasses at

a fraction of the price, all while providing an exceptional customer service

experience that is often missing in traditional retailers." This succinctly
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encapsulates what the brand stands for and whom it serves, making it much

easier for potential customers to understand the brand's proposition and

relevance in their lives.  

### Implementing and Testing Your Positioning Strategy for Maximum

Impact  

Positioning is not a one-time exercise; it requires ongoing implementation

and testing to ensure it achieves the desired impact. Marketers must actively

engage with their audience and collect feedback to refine their positioning

continually. For example, companies like Tesla have utilized social media

and direct customer engagement to gauge the effectiveness of their branding

and positioning. By incorporating feedback and insights from their

community, Tesla is continually refining its message about innovation and

sustainability, ensuring that it stays relevant and appealing to consumers.

Testing different approaches, monitoring market reactions, and being willing

to pivot when necessary are imperative for maintaining a strong position in a

competitive landscape.  

In conclusion, the essence of successful marketing rests heavily on

understanding and effectively implementing positioning strategies. By

recognizing the importance of a unique value proposition, precisely

identifying target audiences, crafting powerful positioning statements, and

continuously testing effectiveness, businesses can carve out meaningful and
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memorable places in the minds of their customers, leading to sustained

success.
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2. Discovering Your Unique Value Proposition
for Market Differentiation

In the competitive landscape of today’s marketplace, businesses are

constantly vying for the attention of consumers. Amidst this clutter,

providing a unique value proposition (UVP) is crucial for standing out and

effectively communicating what makes a product or service not just

different, but better. April Dunford, in her book "Obviously Awesome,"

delves into the process of discovering a brand's unique value proposition,

underscoring its significance as the cornerstone for market differentiation.

A value proposition articulates the distinct benefits that a product offers to

its target consumers, encapsulating why they should choose it over

alternatives. The first step in this discovery process involves an extensive

evaluation of not just what the product does, but the specific problem it

solves. This is a core foundation of positioning—understanding the unique

contributions your offering makes towards solving customer pain points.

A practical approach Dunford suggests is to perform a thorough analysis of

the product's features and corresponding benefits. For instance, consider a

software company that provides project management tools. Rather than

merely listing features such as task assignment and deadline tracking, the

company should frame its benefits in terms of improved team collaboration,

increased productivity, and reduced miscommunication. Highlighting these
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outcomes transforms the product from a set of tools into a solution that

addresses real needs.

An effective method to uncover a UVP involves gathering insights from

various stakeholders, including customers, sales teams, and marketing staff.

Engaging with customers allows businesses to glean firsthand information

about their experiences, pain points, and desires. Conducting interviews or

surveys can reveal insights about what customers truly value and how they

perceive your offerings in relation to competitors.

Additionally, understanding competitors’ positions can clarify your unique

stance in the market. This analysis should go beyond surface-level feature

comparisons; it should dive into the emotional and rational factors that

influence purchasing decisions. For example, in luxury goods markets,

brands like Rolex differentiate themselves not just through product quality

but via their positioning as symbols of status and success. This emotional

connection heightens perceived value, illustrating a UVP that cannot simply

be replicated by offering similar features at a lower price.

Moreover, identifying a niche or specific market segment can sharpen the

uniqueness of your value proposition. For instance, a company producing

organic skincare products can dominate a sub-niche by emphasizing not only

their natural ingredients but also their commitment to sustainability and
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ethical sourcing. Here, the UVP distinctly appeals to environmentally

conscious consumers, creating loyalty in a specific demographic rather than

attempting to attract a broader, more generalized audience.

Testing the UVP through feedback loops can further refine its effectiveness.

Once a potential UVP has been articulated, businesses should implement

strategies to test it in market conditions. This could involve A/B testing

different messaging styles on landing pages or analyzing customer responses

to advertisements. Feedback gathered during this phase can validate which

aspects resonate most with customers, helping to iterate on the proposition

until it clearly articulates the unique value it delivers.

In summary, discovering your unique value proposition is an essential

process in successfully positioning a product in the marketplace. It involves

deep introspection into the product's benefits, understanding customer

desires, analyzing competitive landscapes, and iterating based on real-world

feedback. As businesses navigate their paths, the clearer the articulation of

their unique value, the more effectively they can stand apart, resonate with

their target audiences, and ultimately drive sustained success.
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3. Identifying the Target Audience: Tailoring
Messages to Their Needs

In the realm of marketing, identifying the target audience is pivotal. As April

Dunford emphasizes in "Obviously Awesome," understanding who your

audience is and tailoring your messaging to their specific needs is essential

for effective positioning. This process begins with deep insights into the

segmentation of the market and an exploration of the unique characteristics

that define potential customer groups.

To effectively communicate your value proposition, it is crucial to pinpoint

who your ideal customers are. This requires a careful analysis of

demographic factors such as age, gender, occupation, and geographical

location, alongside psychographic aspects like values, interests, and

purchasing behavior. By constructing detailed personas of target customers,

marketers create a clearer picture of who they are aiming to connect with. 

For instance, if you are launching an innovative productivity software tool,

your target audience might include remote workers, project managers, or

small business owners. Each of these groups may use the tool differently

and, thus, require tailored messaging that speaks directly to their unique

challenges and needs. Remote workers might need messaging that highlights

features like collaboration and accessibility, while project managers may be

more interested in task tracking and reporting functionalities.
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Understanding the pain points and desires of these audiences is vital.

Constructing a narrative around how your product alleviates specific

challenges faced by these users facilitates a deeper connection with them.

For example, the marketing team behind a leading project management tool

recognized that remote teams frequently struggled with communication and

task clarity. By focusing their messaging on how their software could solve

these specific challenges, they effectively tailored their value proposition,

leading to higher engagement levels.

Moreover, it is essential to consider the context in which potential customers

find themselves. Positioning messaging must resonate with the reality of a

customer’s situation. If the target audience is facing economic challenges,

framing your product as a cost-effective solution with significant ROI can be

a persuasive way to position your offering. 

April Dunford also illustrates the concept of ‘jobs to be done’ in her

approach to audience identification. This means understanding not just who

the target audience is, but also what specific tasks or problems they are

looking to solve with your product or service. For example, a consumer

looking for a fitness app may be focused on losing weight, maintaining

fitness, or preparing for a marathon. Each of these objectives demands a

different marketing approach—messages should be crafted that specifically
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align with these outcomes.

A practical case study can be seen in the approach taken by Evernote.

Initially marketed as a note-taking application, the company refocused its

messaging around the theme of productivity enhancement. They identified

that their target audience consisted of professionals juggling multiple

projects who needed a reliable tool to organize and streamline their tasks. By

honing in on catered capabilities such as integration with other software and

mobile functionality, Evernote shaped their product messaging to not only

attract but also deeply resonate with their target users. This successful

repositioning is a testament to the power of identifying and understanding

your target audience.

Finally, the way messages are delivered is just as important as their content.

Depending on your target audience, different channels may yield better

results. Social media platforms, email marketing, and paid advertisements

can all be tailored to speak to different segments. For example, a younger

audience might be best reached through Instagram or TikTok, while a more

professional audience may be effectively engaged via LinkedIn.

Conclusively, identifying the target audience is the foundation upon which

you build all other aspects of communication. By tailoring messages to align

with the unique needs, challenges, and characteristics of your audience, you
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enable your brand to not just be heard—but to resonate. As a takeaway,

focus on customer insights, pain points, and context to effectively devise

targeted strategies that capture and maintain interest.
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4. Crafting an Irresistible Positioning Statement
That Resonates

Creating a compelling positioning statement is a fundamental step in

ensuring that your product or service has a clear identity in the marketplace.

This statement serves as a guiding beacon for your marketing efforts,

encapsulating the core essence of your value proposition and articulating

why your offering stands out amid a sea of competitors. In crafting an

irresistible positioning statement, there are several key ingredients to

consider that help articulate not just what you do, but who you do it for and

how you provide unique value.

The first element of a strong positioning statement is clarity about the

market category. It is essential to define where your product fits within the

broader landscape. By categorizing your offering accurately, you help

potential customers understand its context. For example, if you are

marketing a new project management tool, your positioning statement

should clarify that it falls within the realm of SaaS products tailored for team

collaboration, rather than suggesting it’s a generic organizational tool.

Next, articulate the unique value proposition—what makes your product

distinct. This differentiation can come from various factors including

innovative features, pricing models, or exceptional customer service. Take

Slack, for instance. It doesn’t just position itself as a messaging app; it

Scan to Download

https://ohjcz-alternate.app.link/TiHomYO39Kb


emphasizes its role as an enterprise communication solution that integrates

seamlessly with a host of other tools and enhances team productivity. By

focusing on this unique value, Slack effectively communicates why

businesses should choose it over simpler messaging platforms.

Additionally, knowing your target customers is critical. The positioning

statement should resonate intensely with a well-defined audience segment,

addressing their specific pain points and desires. For instance, if your

product is designed for remote teams, your positioning statement might

highlight how it alleviates the frustrations of remote collaboration by

offering real-time communication, project tracking, and easy access to

shared resources. The essence here is to speak directly to the needs and

circumstances of your customers, showing an understanding of their

challenges and how your product becomes the solution.

Moreover, an effective positioning statement is often grounded in the

benefits the user will experience, rather than merely the features of the

product. Features tell the customer what the product is, but benefits illustrate

what it can do for them. Hence, a positioning statement that outlines not just

the functionality of a product but the resultant improvements in the user's

experience or efficiency will resonate more deeply. For example, Basecamp

doesn’t merely advertise its project management features; it paints a picture

of simplified collaboration and reduced chaos within teams.
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Lastly, it's crucial to keep the positioning statement concise yet powerful. A

memorable positioning statement should ideally be one to two sentences

long, easily encapsulating the brand's essence. The challenge lies in distilling

complex ideas into simple, digestible language. A case in point is Nike’s

positioning statement: “For athletes in need of performance enhancements,

Nike provides innovative gear that optimizes athletic potential.” This

statement succinctly identifies the target audience, the need, and how Nike

uniquely meets that need.

In conclusion, crafting an irresistible positioning statement requires an

understanding of market context, a clear identification of unique value, a

deep knowledge of the target audience, a focus on benefits over features, and

the ability to communicate all of this succinctly. A well-designed

positioning statement not only guides marketing strategies but also resonates

with consumers, driving them to perceive your brand as the ideal solution to

their needs.
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5. Implementing and Testing Your Positioning
Strategy for Maximum Impact

Implementing and testing your positioning strategy is a critical step toward

ensuring that your marketing efforts resonate with your target audience and

lead to the desired business outcomes. Positioning isn’t just about creating a

catchy tagline; it’s about embedding your unique value proposition into all

aspects of your marketing and operational strategies. This section dives into

how to effectively roll out your positioning strategy and continually assess

its effectiveness.

The first step in implementing your positioning strategy is to align your

internal teams with your new messaging. This requires clear communication

across departments—marketing, sales, customer service, and product

development. Everyone must understand the new positioning in order to

convey it consistently. For instance, if your positioning emphasizes being

the most user-friendly product on the market, then your customer support

team should be trained to represent that ethos in every customer interaction.

They should not only solve problems efficiently but also communicate with

warmth and simplicity, reinforcing your product's user-friendly image.

Next, integrate your positioning statement into your marketing materials.

Every piece of content—whether it be on your website, in sales

presentations, social media posts, or promotional materials—should reflect
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this positioning. Consistency is key, as it strengthens your brand message

and makes it more memorable to potential customers. A company that

exemplifies this well is Mailchimp, which positions itself not just as an

email marketing service but as an accessible tool that empowers small

businesses to grow. Their website, advertisements, and even newsletters

consistently emphasize ease of use and small business support, creating a

resonant and cohesive brand message.

Once you've implemented your strategy, it's time to test its effectiveness.

Start by gathering baseline data before the launch of your strategy. This

could include metrics such as brand awareness, website traffic, or lead

conversion rates. After implementation, run A/B tests on different marketing

messages or campaigns to see which variations resonate more with your

target audience. For instance, if you changed the messaging on your

homepage to emphasize your product’s innovative features versus its ease of

use, analyze key performance indicators (KPIs) like click-through rates and

bounce rates to gauge what resonates more.

Feedback loops are essential during this testing phase. Encourage users to

provide insights into their experiences with your messaging. Surveys can be

an effective tool here. Consider asking questions that elucidate how users

perceive your brand after exposure to your new positioning. Use these

insights to iterate on your messaging continuously. For example, if
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customers indicate that they love your product's simplicity but struggle to

understand its advanced features, you might need to refine your

communication strategy to balance both aspects effectively.

Another approach to testing is conducting customer interviews or focus

groups, which allow for deeper qualitative feedback. This can be particularly

effective in understanding the emotions behind a customer's decisions and

their relationship with your brand. Let’s consider Slack, which positioned

itself as a better alternative to email for team communication. They gathered

extensive user feedback via interviews and usage data, leading to product

improvements and marketing campaigns that more effectively expressed

their value proposition of simplicity and improved collaboration.

Additionally, monitor social media and online reviews to see how your

audience is responding to the changes. Online sentiment analysis tools can

help discern whether your brand’s new positioning is positively or

negatively received in real-time. If there’s a disconnect between how you are

positioning the product and how customers perceive it, be willing to pivot

and adjust your messaging accordingly. 

Finally, it’s important to regularly revisit and revise your positioning

strategy. Market dynamics change, as do consumer preferences, so what

works today may not be effective in a year or two. Regular assessments

Scan to Download

https://ohjcz-alternate.app.link/TiHomYO39Kb


against your core KPIs, like market share and customer satisfaction, should

guide adjustments in your approach. An example of this is Adobe, which has

continually evolved its positioning from selling perpetual software licenses

to a subscription-based model, aligning its offerings with changing customer

expectations and technology trends.

In summary, implementing and testing your positioning strategy requires a

comprehensive approach that involves aligning all internal stakeholders,

embedding the positioning into all marketing efforts, continuously testing its

effectiveness against clear metrics, and being willing to adapt based on

feedback and market changes. By doing so, you not only enhance your

brand's relevance but also its ability to engage and convert your target

audience effectively.
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