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Being able to define your product and service and understand how it adds benefit to 
your customers is key to its success. At Vine Business Support we believe that you 
should be able to answer the following questions: 

1. Can you articulate your product/service in under one minute? 
2. What problem does your product/service solve? 
3. Who or what is your target market? 
4. Who are your competitors? 
5. What price are you going to charge? 
6. What fulfilment process are you going to offer? 
7. What are the benefits and features? 

For more information on each of these please watch our video here: 

https://youtu.be/NNKh-96iNuU 

We have also put as part of this document some useful templates to help you to 
answer some of the more challenging questions. 

 

If you would like more help with defining your product/service please get in touch with 
Paul and Kerry at info@vinebusinesssupport.co.uk 
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The what, who, when, how of your product/service 
By answering each of these questions you should start to understand how your product/service fits 
into the marketplace. 

 

PRODUCT/SERVICE NAME 
 

WHAT IS IT? 
 

What does your product/service do? 

 

WHO WILL WANT TO USE IT? 
 

What customers will it attract? 

 

WHAT WILL IT OFFER THEM? 
 

What problem will it solve? What 
benefits will it deliver? 

 

WHERE/WHEN WILL THEY BUY IT? 
 
Where will they find your product/ 
service? When are they likely to 
purchase? 

 

HOW WILL THEY BUY IT? 
 

One off payment, monthly subscription 
etc.? 

 

HOW MUCH WILL YOU CHARGE? 

 



 

Competitor Analysis 
We recommend that you start any competitor analysis with a SWOT. This is a 
great way to compare your own strengths and weaknesses with that of your 
competitors: 

STRENGTHS WEAKNESSES 
 
Strengths:  
These are internal to the company – they are the 
things that contribute to success and help to take a 
business forward. 
• What does the company do well? 
• What does the company do or have that 

separates them from their competitors? 
• Internal resources to the company e.g. staff 

 

 
Weaknesses: 
These are internal to the company – factors that 
hold them back from meeting their goals or 
reaching their potential as a business. 

• What doesn’t the company do well? 
• What areas are they lacking in? 
• What do their competitors do better? 

 

OPPORTUNITIES THREATS 
 
Opportunities: 
These are external to the company – they are the 
things that provide a chance to make changes and 
improvements by recognising and acting on them. 
• New products or services? 
• USP? 
• Where could the business expand its 

revenue? 
 

 
Threats: 
These are external to the company – threats can 
jeopardise the revenue and profitability of the 
business, they are things that you have little or no 
control over and aren’t always able to be planned 
for. 
• Customer attitudes, changing legislation, new 

competition,  
• What are the risks to the company? 

 

 

We would then recommend that you dig deeper and try to answer the following 
for each competitor: 

1. Who are they targeting and how? 
a. Are your target markets the same? 
b. What is their marketing strategy? 

2. What is their USP? 
3. What is their pricing structure? 
4. How loyal are their customers? 

a. What reviews do they have? 
b. Are their customers their best marketing? 


