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Purpose.  Positioning answers one question in the customer's mind: “Why should I talk to this company?” It does not require a clever slogan — it requires a clear link between a customer, a problem, and your method of solving it.

	THE FOUR INGREDIENTS


	Customer — who we are best prepared to serve
	

	Problem — the risk they already recognize
	

	Method — the process that makes us credible
	

	Outcome — the result they value
	



	ASSEMBLE YOUR STATEMENT


We help  [customer]  [outcome]  through  [method],  so they can  [problem solved].
	





	AVOID EMPTY CLAIMS
“Best cleaning in town,” “highest quality,” and “we care more” are unprovable and interchangeable. Position on a specific customer, a real problem, and a method you can demonstrate.


A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™

	Positioning Statement Builder — Worked Example
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Summit's positioning at launch — specific, believable, and tied to how Emily actually works.

	THE FOUR INGREDIENTS


	Customer — who we are best prepared to serve
	Local short-term-rental hosts

	Problem — the risk they already recognize
	Operational uncertainty around guest arrivals

	Method — the process that makes us credible
	Documented turnovers, property-ready inspections, proactive communication

	Outcome — the result they value
	Managing their rentals with less worry and better reviews



	ASSEMBLE YOUR STATEMENT


We help  [customer]  [outcome]  through  [method],  so they can  [problem solved].
	We help local short-term-rental hosts protect every guest arrival through documented turnovers, property-ready inspections, and proactive communication, so they can manage their rentals with less operational uncertainty.



	AVOID EMPTY CLAIMS
“Best cleaning in town,” “highest quality,” and “we care more” are unprovable and interchangeable. Position on a specific customer, a real problem, and a method you can demonstrate.


A planning instrument, not a guarantee of business success. Vendor-neutral — usable with any tools, team structure, or software.  ·  The STR Cleaning Blueprint™
