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ABOUT ME
I’m Taylor – a high-energy, creative-
based small business attorney who
has been practicing law for 7+ years
and a business owner for the last 4+
of those years. 

I believe that any woman can start
with nothing but the right tools,
strategies & people around them and
build a successful business. No fancy
business degree or legal degree
needed. No extensive business
knowledge or experience is necessary.
And you deserve a no-nonsense
blueprint of how to get there --
without the legal jargon or funny stuff. 

At my legal blog, Taylor the
Attorney I specialize in helping
female creative entrepreneurs with
their legal and business needs. I
do this by providing easy-to-use
legal templates, affordable one-
on-one legal consulting (ask for
group rates) at
www.TaylortheAttorney.com.

Talk soon, 

Taylor Tomanka

http://www.theextrablog.com/


Creating a Competitive Advantage is a vital
component of your business plan and how you
position yourself within your industry market. But,
what is a Competitive Advantage? What you do or
offer that NO ONE else can -- THAT is your
Competitive Advantage. 

That’s an easy thing to say, but what exactly does it
mean? If you’re a visual learner like me, it’s easier for
me to describe this concept with examples. Having a
unique geographic location, highly skilled labor,
access to a new or proprietary technology, and the
ability to manufacture goods at a lower cost are all
competitive advantages. You get the point, but if you
don’t and need more examples, here are 50. 

How To Create a Competitive Advantage

http://www.intellspot.com/list-competitive-advantages/
http://www.intellspot.com/list-competitive-advantages/


Identify trends, directions, and possibilities in your
field

Identify service gaps in the market that you can
exploit 

Identify service gaps that your competition is
exploiting that you should get in on 

Identify tried and true marketing strategies that are
effective for reaching your target audience

Identify new audiences you may not have even been
aware of 

WHAT YOU CAN IDENTIFY FROM
AUDITING YOUR COMPETITION

Save this for later!
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Where your business stands in relation to
competitors



Narrow Target Market + Differentiation
Examples: Stoney Clover Lane, Truffle,
Luxury Travel Accessories

Cost Advantage + Broad Market 
Examples: low cost product to a broad
market - Forever 21 + Walmart

 If you went to business school, what you would hear
about next are the two main methods of creating a
competitive advantage:

1.
a.

2.
a.

How do you decide what type of Competitive
Advantage to create? With the age old SWOT
Analysis, of course! If you're from the moon, SWOT 
 stands for: Strengths, Weaknesses, Opportunities +
Threats. I've come prepared with plenty of questions
to get the most out of your business and brand. 

Two Ways To Create Advantages



Strengths
What are our assets?
What is our strongest asset?
How is my business different from our
competitors?
What unique resources do we have access to?
Do we have a sustainable competitive
advantage?
What is our unique selling proposition?
Does my business have any exclusive
relationships with referral partners and marketing
suppliers?
Where do our intake teams excel?
What skills do our lawyers have that our
competitors’ don’t have?
Can we easily get additional capital, if we need it?
Do we have a strong customer base? Repeat and
Referrals
What things do our customers say we do really
well? Social Proof



Weaknesses
In what areas do we need to improve?
What expertise do I lack?
In what areas are our competitors better than we
are?
Is there one case acquisition source carrying our
entire company?
How much debt does my company have?
What complaints do we regularly hear from our
customers?
What is the single largest obstacle to scalling
growth or having consistent revenue?
Do we have any technology or equipment that
needs to be updated?
Are we understaffed?
Do we have any cash flow problems?
Are our profit margins lower than our
competitors’? Case acquistion cost too high?
 



Opportunities
What trends might positively affect our industry?
Is there talent available that we could hire?
Is there a need in the industry that we’re not
meeting, but could?
Can we target our services differently to attract
higher price cases?
Do our competitors have any weaknesses that
we could take advantage of?
Is our target market changing in a way that could
help us?
Is there a niche market that we’re not currently
targeting?
Do our customers ever ask for something that
we don’t offer, but could offer?
Could we steal our competitors’ customers by
offering something they don’t? or placing ads
ahead of them?



Threats
Is there anyone who’s not currently a direct
competitor, but could become one soon?
Are my employees happy and supported, or could
they easily be poached?
What happens if current marketing programs
stop producing results?
What if a natural disaster strikes?
Is our website secure, or do we run the risk of
being hacked?
Are our competitors planning on expanding or
offering new products soon?
Is our target marketing shrinking?



Not only do we want a competitive advantage, we
want a Sustainable Competitive Advantage.
Sustainable competitive advantage is a business
asset or ability that provides a superior value to
customers and a long-term position over
competitors. Essentially, we want a competitive
advantage that will last our business a long time and
not just for shore term profits. A sustainable unique
value proposition can ensure more sales, higher
customer loyalty, and greater staff retention than
competitors. 

 
 

Maintaining a Competitive Advantage



What are these companies Unique Selling Points
(USP)?

How much do they charge for similar products of
mine?

What are their latest promotions and sales?

What makes you different than each of these
companies?

Now, how could you improve or differentiate
yourself from each of these companies?

AUDIT YOUR COMPETITION TO
MAKE SALES THAT CONVERT!

 

Save this for later!
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Calculate your hourly rate or what you charge for
client work / projects
Make a list of your “Energy Leaks” - participating in
complain culture, trying to convert unideal clients,
spinning your wheels trying to do all the things that
you should outsource to a team member
Add up your rate and the hours you spend engaging
with your Energy Leaking activities. These are now
your “Money Leaks.”

Entrepreneurship is all about being conscious of how
you’re spending your time, energy AND money. Because
guess what? Your time and energy is MONEY too. Often,
we look at ways to generate money, but how often are we
catching the ways we’re participating in activities that
deplete our profits? Here’s an exercise you can do today
to take inventory of your time and energy “sucks”:

Now, take charge of your time and energy and cut
those activities out! Do you SEE how much money
you’re really losing?

Balancing Your Time, Energy + Money
BONUS CONTENT



T A Y L O RT A Y L O RT A Y L O R    
T H E  A T T O R N E YT H E  A T T O R N E YT H E  A T T O R N E Y

Contact
@TaylortheAttorney

@TaylortheAttorney

@TaylortheAttorney

Hello@TaylortheAttorney..com

Social Media:

Email:



Book a 
Discovery Call!

Book a free 20 minute discovery call to go

over your situation with the attorney. She'll

answer your questions and  provide

advice on the best next step - that's right

for your business specifically!

BOOK  A  CAL L

https://calendly.com/taylortheattorney

