
How to  
Write a Value 
Proposition

Examples

Structure
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Identify all the benefits your 
product offers:  
 
Eg. Award winning intelligence 
platform, a dedicated team that 
provides you with a wide variety of 
opportunities in the form of leads, 
tenders, intel and job moves to 
allow you to search less and sell 
more. All company information 
provided so all the heavy lifting is 
done for you. Abundance of 
additional resources to maximise 
sales potential. 

Headline: Describing end benefit 
of what you’re offering:  
 
Eg. The Smart Way To Make More 
Sales/ Search Less and Sell More
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Describe what makes these 
benefits valuable: 
 
Eg. Extensive database of potential 
leads with an efficient research 
team that adds to this consistently. 
A personalised experience as each 
client receives an account manager 
to give you the best experience 
possible. We do all the heavy lifting 
so all you have to do is sell your 
pitch to the prefiltered leads. 

Subheading: Further detail of 
what you offer to whom and why:  
 
Eg. We provide our clients with sales 
opportunities through our award 
winning intelligence platform and 
guide them through a variety of 
leads and resources to enable them 
to get the most out of their business 
and increase sales.  
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Identify your customer’s main 
problem: 
 
Eg. Time consuming research 
looking for tenders and potential 
leads, especially if your company 
doesn’t have a sales team, Meet 
Hugo do that all for you meaning all 
you have to do is call.   

Infographic    
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Connect this value to your buyer’s 
problem:  
 
Eg. Research and customer success 
teams are dedicated to providing 
you with the best and most 
valuable experience to provide you 
with an easy and stress free 
experience. 
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Differentiate yourself as the 
preferred provider of this value:   
 
Eg. Clarity Stack are different from 
other B2B databases as we provide 
a much more refined, personal 
experience. The research team 
works to a specific brief so all leads 
you receive are completely relevant 
and precise to your needs.   
- Cost vs benefit equation to show 
motivation 
- Motivation= perceived benefits-
perceived costs  
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