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MSP OFFER READINESS  ·  DEVELOP  ·  TABLE 5
Unique Value Proposition
 
Write a clear value proposition for each target segment, and for Extreme as your business partner, using a proven fill-in-the-blank structure.
How to use
1. Complete one UVP per target segment.
1. Test it with a customer or seller: can they repeat it after hearing it once?
1. Use the final wording on your website, proposals, and sales enablement.
Shaded cells are yours to complete. Gray italic rows show an example.
Unique value proposition
	Item
	Your statement

	For
<Target customer or segment>
	

	Who
<Statement of need or opportunity>
	

	The
<Your managed services practice or offer>
	

	That
<Capability description>
	

	Unlike
<Competitor or alternative>
	

	Our managed service capabilities
<Statement of primary differentiation>
	


Example
	Prompt
	Example statement

	For
	Multi-site retailers

	Who
	need reliable store connectivity without growing IT staff

	The
	Acme Managed Network service

	That
	monitors and manages every store network 24x7 on the Extreme platform

	Unlike
	break-fix providers who react after stores go down

	Our managed service capabilities
	resolve issues proactively with AI-driven insights and guaranteed service levels


Supports Action Plan DV5  ·  AMP UP! support: AMP UP! Service Concept Ideation Workshop
Guidance and related templates: playbook.extrememsp.com/offer#uvp
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