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Positioning Statement
Name

Institutional Affiliation

Organization: SONY
Target Consumers 

Sony’s target customers are the working class aged between 25 years to 40 years. This is an age group that is characterized with the increased intake and purchase of electronic products especially those based on entertainment purposes. Currently, Sony diverse demographics for its customers have been increasing over the years. Since the price of the products seems to be high because of their quality, the target group involves those people with a job who want to associate themselves with a specific brand. This demographics is located in different locations around the world. Both genders are targeted by the company’s products. However, an increased focus on women’s products has been the core strategy. People with higher education levels and sedentary lifestyles have also been a major focus for the Sony production. The company’s use of premium pricing strategy has helped to maintain the customer base for long time periods (Kirkpatrick, 2016). 

The company reaches the customers through several ways. One is through the involvement of the marketing mix, which determines the place of the products, social media networking through promotions, and also through engagement and endorsements. These are the three main areas in which Sony is able to reach its customers and also market its products to its large customer base. Since Sony has developed different types of gadgets and devices for everyone depending on their age and system of use, they have mastered the art of ensuring that their products can be bought and purchased by everyone. This makes their products unique and of high value in the marketplace. The introduction of new products in the marketplace would grab new customers and ensure that they have captured their attention and also attracted them to purchase their products. This would ensure that they have become competitive in the market. Through use of innovative marketing means and also social media approaches, it is easy for the company to gain large customer base that would not only attract customers but also ensure that it has gained increased number of individuals who purchase products from Sony (Moriarty & Duncan, 2017). 
Competitors 


There are three companies that are targeted by Sony market. These include the Samsung, Philips and also Life’s good. While there are other competitors such as Apple and Dell, it is evident that those are the three main competitors for Sony products. Sony fits into an electronic producer category because most of its products are electronic products. These products are marketed to a wide customer group. Sony also makes television and wide range of electronic gadgets that are marketed to a wide range of customers all over the world. This makes them unique due to their capability of ensuring that their products are many (Moriarty & Duncan, 2017).

The main frame in customers mind when purchasing Sony products is the quality of the products. While the company has many rivals all over the world, it is evident that it stands out due to its ability to have large-scale products for its customers. The company is unique for marketing different sets of products that ensure its quality stands out at all the time. The only brand that be compared to Sony is Apple due to its ability to produce unique products for its customers globally.  However, when making choice Sony products usually stand out due to their durability in the market and also the ability of the products to stay for long periods of time in the marketplace (Moriarty & Duncan, 2017).
Unique Selling Proposition Creation 


Sony’s uniqueness stands out on the quality and durability of the products. While these products might be of premium pricing, it is evident that they are produced as the best products in the marketplace. This makes them unique choices for the market and also ensures that its products are extremely competitive in the market (Ray, 1999). The management of Sony has also been innovative in applying the use of product differentiation as a major generic means to achieve more customers in the marketplace. Of all the technology based companies, Sony stands out as the company that has marketed its products to a wide range of customers in the market. Through product development and also investments in market penetration, Sony stands out as a company that is highly competitive and able to make breakthrough products for its market. 

The main competitive advantage for Sony is innovation and also uniqueness in designing competitive products that stand out on the marketplace. The company’s core business segment is always based on the idea of development of new products that are outstanding and make an immediate impact in the marketplace. This makes the company’s product unique and also stands out due to their ability to compete with those of the rivals in the market. Sony stands out as a company that has developed cutting edge technology products for its market base. This makes the company unique in terms of producing extremely new products that are highly competitive. The company has also been key in producing reliable, quality and also new products that are not extremely expensive such as those of its competitors (Ray, 1999). 

The unique selling proposition for Sony is Innovation. Sony has been producing new innovative products such as mobile phones, television and also radios. These products have been sold and also marketed to a wide range of customers. The marketing of these unique products have made Sony quite a competitive company that would market its products to different forms of customers in the marketplace. Due to its competitiveness, Sony has also stood out as a company with the capacity to market the products and also ensure that there is a high level of competition that would sell its products to different customers (Ray, 1999). 
 Positioning Statement and Motto 

Positioning statement:


For loyal customers, Sony is the company that deliveries on the brand promise because of the company’s passion for technology, content and services.

Motto:

To attain excellence through innovation: 

Positioning Defense and Motto Defense

Sony’s main value comes from the market of innovative products to the customers. The company has identified key channels that are used to ensure that the company takes advantage of its resources to market its products to the customers. This makes the company more unique in the sale and marketing of its outstanding products. The company is highly successful in the strengthening of business in areas that require innovation. Sony will continue to achieve market success based on the marketing and also through the sale of products that can be considered as highly innovative (Moriarty & Duncan, 2017).
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