(). PLANETSPARK

Strategic Career Positioning Planner

A practical, step-by-step planner for career switchers, early-to-mid career professionals, consultants, and managers who want to take

deliberate control of how they are perceived, valued, and sought after in their industry. Stop leaving your career trajectory to chance —

start positioning with intention.
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Why Your Career Position Is Your Most Valuable
Asset

Most professionals spend more time optimizing their LinkedIn profile than they do designing the overall narrative of their career. The
result? They get labeled by default — by their job title, their company, or their last project — rather than by the distinct value they actually
bring. Strategic career positioning is the practice of deliberately shaping how others perceive your expertise, so you attract the right

opportunities instead of chasing them.

This planner solves a very specific problem: the gap between how good you actually are and how clearly the market understands your
value. That gap costs professionals promotions, consulting clients, salary negotiations, and career pivots every single day. Whether you're
a career switcher trying to reframe past experience, a manager building executive presence, or a consultant differentiating from a

crowded field — this planner gives you a repeatable system to close that gap.

How to Use This Planner

01

Read Through First

Skim the full planner to understand the arc before diving into any single step.

02

Complete the Worksheets

Each module has fill-in prompts. Don't skip them — the insight lives in the
doing.

03

Return as a Reference

Revisit quarterly or at any career inflection point: new role, new market, new

goal.
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Audit Your Current Position

Before you can design where you want to go, you need an honest picture of where you stand. Most professionals have never done a

genuine audit of how they are perceived — not just how they'd like to be perceived. This module gives you the diagnostic tools to see

yourself as the market sees you, identify the gaps, and build from a foundation of truth rather than aspiration.

Your current positioning is the sum of many signals: your job title, the companies you've worked for, the skills others associate with you,
the language you use to describe your work, and the types of opportunities that find their way to you. Taken together, these signals either

amplify your value or dilute it. The goal of this audit is to surface that signal clearly.

2

The Perception Check

Ask 5 colleagues: "How would you describe what 1 do and
what I'm best at?" Compare their answers to your self-

description. The gap is your positioning problem.

The Digital Presence Scan

Google yourself. Read your LinkedIn summary aloud. Ask: if a
stranger read this, would they immediately understand your

unique value? Be brutally honest.

The Opportunity Audit

Look at the last 5 opportunities you were approached for. Do
they reflect where you want to go — or where you've been?

Patterns reveal your current label.

The SKkills vs. Story Gap

List your top 5 skills. Now list the top 5 skills that appear in
opportunities you want. If they don't match, your story isn't

connecting your capabilities to the right market.

[J . Worksheet 1 — Your Positioning Snapshot Complete this before moving to Module 2. « How | describe myself:

me: + The label I'm currently carrying:

» How others described me (feedback summary): « Last 3 opportunities that came to

« The label | want to carry:
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Define Your Positioning Core

Positioning isn't a tagline. It's a strategic decision about where you will play, what problem you solve, and for whom. The professionals
who rise fastest in their fields aren't necessarily the most talented — they're the most clearly positioned. They've made deliberate choices

about their niche, their audience, and the specific value they deliver. This module walks you through building that foundation.

The 3-Part Positioning Core Defining Each Pillar

Every powerful career position is built on three pillars. When all Core Problem Solved
three align, your value becomes undeniable and self-evident to

the people who matter most. What is the single biggest pain, challenge, or gap that you

help resolve? Go beyond job functions — speak in outcomes.

Not "I manage teams" but "l turn under-performing teams

into high-output units within 90 days."

Target Audience
_ Who specifically benefits most from what you do? Name the

role, industry, company stage, or situation. The narrower

Your Unique Angle

your definition, the more powerful your magnetism.

. Generalists get overlooked; specialists get called.
2 | Your Target Audience

Your Unique Angle

Your Core Problem Solved

What combination of experience, perspective, or method
makes your approach distinctly yours? This is where career
switchers have a hidden superpower — cross-industry

experience is a feature, not a flaw.

[J £ Worksheet 2 — Build Your Positioning Core « The problem I solve: | help [target audience]

My target audience is: [Role / Industry / Stage / Situation] « My unique angle is: Unlike others who

I because . « Draft positioning statement (combine all three):
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Map Your Career Value Narrative

Facts don't persuade — stories do. Your career narrative is the connective tissue between your past experiences and your future
positioning. It answers the question every hiring manager, client, or collaborator silently asks: "Why should | trust this person over
anyone else?" A strong career value narrative doesn't just list what you've done — it explains why your specific journey makes you

uniquely equipped for what comes next.

This is especially critical for career switchers and professionals making non-linear moves. The instinct is to apologize for zigzags or gaps.
The reality is that a well-constructed narrative transforms those same zigzags into proof of adaptability, range, and multi-dimensional
thinking — qualities that are increasingly rare and valuable in today's market.

3

Proof Points Pivot Logic

Origin Story

What sparked your career path? What
problem or mission drew you in? This
is your "why" — make it authentic and

specific.

3-5 milestone moments that
demonstrate your core value. Use the
CAR format: Context, Action, Result.

Quantify wherever possible.

If you've changed industries, roles, or
directions — explain the through-line.
What constant thread connects your

moves? This turns confusion into

coherence.

Future Pull

Where are you headed and why now? Connect your past and present to a compelling, credible future direction. This makes your

positioning feel inevitable, not opportunistic.

The CAR Framework for Proof Points

https://www.planetspark.in/resources 5
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Identify and Target Your Ideal Audience

Strategic positioning without a defined audience is like broadcasting on a frequency no one is tuned to. One of the most common
mistakes professionals make is trying to appeal to everyone — and ending up resonating with no one. This module helps you get precise

about who your positioning is designed to attract, and why specificity is the engine of career momentum.

Your ideal audience is not just "employers" or "clients." It's a specific intersection of role, context, need, and mindset. When you speak
directly to that intersection, the right people feel like you're reading their minds — and they reach out. When you speak broadly, you
become background noise. The professionals who command the highest salaries, the best consulting rates, and the most interesting

opportunities have done this targeting work deliberately.

Audience Mapping Framework
[J Worksheet 3 — Define Your Target

Audience My primary decision maker is: Role:

Primary Decision Influencers & industry;

Makers Advocates . .
Company size/stage: Their

Who has the authority to Who recommends people top 3 pain points: 1. 2.

hire you, promote you, or like you? Peers, former 3. Where

buy from you? Define their colleagues, industry I'll find them online: Where

title, seniority level, and connectors. These people I'll find them offline: My

typical organization type. amplify your positioning to message to them in one sentence:

the decision makers.

Community Their Top 3 Pain
Presence Points

Where does your target What keeps your target
audience spend time audience up at night? Your
professionally? messaging should speak
Conferences, LinkedIn directly to these pains — not
groups, Slack communities, your skills or credentials in
newsletters. Go where they the abstract.

already are.
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Craft Your Positioning Messaging System

Once your positioning core is defined and your audience is mapped, the next challenge is translation — turning your strategic clarity into
language that works across every channel and context. Your messaging system is a set of reusable, adaptable statements that
communicate your value consistently, whether you're updating your LinkedIn headline, walking into a networking event, sending a cold

email, or sitting across from an interviewer.

The goal is not to sound rehearsed. It's to have such clarity about your value that you can articulate it naturally and confidently in any
format, at any length, without fumbling. Most professionals under-invest in this layer and then wonder why opportunities don't
materialize despite their genuine competence. Your messaging is the bridge between your positioning and the market's understanding of
it.

2
The Elevator Pitch The LinkedIn Summary
15-30 seconds. Who you help, what problem you solve, and 150-200 words. Lead with your target audience's pain point.
your unique approach. Use at events, introductions, and Introduce your unique angle. Include 2-3 proof points. End with

opening lines. a clear call to action.

The Story Pitch The Written Bio

2-3 minutes. Your origin, a signature proof point using CAR, Third-person, 80-100 words. Used on speaker bios, proposals,
your unique angle, and where you're headed. Use in interviews articles. Lead with your niche, then credentials, then a

and deep conversations. humanizing detail.

Messaging Quality Checklist

% Specificity: Does it name a specific audience or problem — or is it vague enough to apply to anyone?

Outcome Language: Does it describe what you deliver, not just what you do? (Results vs. activities)

% Differentiation: Could this exact statement be said by 1,000 other professionals? If yes, revise.

% Authenticity: Does it sound like you? Read it aloud. If it feels stiff or foreign, simplify.

% Consistency: Does the same core message appear across LinkedIn, resume, bio, and verbal intro?

https://www.planetspark.in/resources 7
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Build and Activate Your Visibility Strategy

Positioning without visibility is a tree falling in an empty forest. You can have the clearest, most compelling positioning in your field —
and if the right people never encounter it, it generates zero career momentum. This module is about building deliberate, sustainable

visibility that puts your positioning in front of your target audience consistently without burning out or feeling inauthentic.

The key word is deliberate. Visibility doesn't require you to post every day, attend every conference, or become an influencer. It requires
showing up in the right places, with the right message, often enough to be remembered. For time-poor professionals, this means

choosing 2-3 high-leverage channels and committing to consistency over volume.

LinkedIn Optimization

Update headline, About section, and featured content to reflect your new positioning. Post 2-3 times per week — insights,

lessons, or perspectives relevant to your target audience's pain points. Engage genuinely in comments.

Strategic Networking

Identify 10-15 key people in your target audience or their networks. Prioritize warm conversations over cold outreach.

Reconnect with dormant ties — research shows they yield more new opportunities than tight networks.

Speaking & Writing
One article, panel appearance, or guest feature positions you more powerfully than 100 applications. Start small:

contribute to an industry newsletter, offer to speak at a team meeting, or write a LinkedIn article on your core expertise.

Proof of Work

Document your work publicly where possible — case studies, project summaries, results achieved. Turn your LinkedIn

featured section into a portfolio. Let your output speak before you walk into the room.

Phase 2

Engage consistently via
2-3 channels

Phase 1 Phase 3
Amplify with speaking,

Optimize profiles; craft __
writing, referrals

core messages

Most professionals see meaningful positioning results within 60-90 days of consistent, focused visibility activity. The compounding effect
accelerates over time — visibility generates opportunities, opportunities generate proof points, proof points strengthen your positioning.

Start the cycle now.

https://www.planetspark.in/resources 8
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Case Study: From "Generalist PM" to In-Demand
Fintech Specialist

Meet Priya, a product manager with 8 years of experience across e-commerce, healthcare, and fintech. Despite strong performance
reviews, she was consistently overlooked for senior roles and struggling to differentiate herself in a crowded market. Her LinkedIn
headline read: "Product Manager | Agile | Cross-functional Teams." She was positioning herself as a category — not a person with a

specific, valuable perspective.

Before: Default Positioning

LinkedIn
Headline

"Product Manager | Agile
| Cross-functional
Teams" — generic,
describes a role type, not

a value proposition.

Perceived
Audience

Any company that needs
a PM. No specificity, no
magnetism. Competing
against thousands of

identical profiles.

Career Narrative

"I've worked in e-
commerce, healthcare,
and fintech." Presented
as a list of stops, not a
strategic story of

compounding expertise.

Opportunities
Received

Mid-level PM roles across
random industries. No
sense of progression or
specialization signal in

inbound offers.

"I didn't change what I'd done — | changed how | told the story of what I'd done. Within a month, the right people started finding me

instead of me chasing them."

— Priya, Senior Product Manager (Composite case example)

https://www.planetspark.in/resources 9
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What Goes Wrong — And How to Fix It

Even motivated professionals with strong positioning instincts make predictable errors that undermine their efforts. These aren't
character flaws — they're structural gaps that this planner is designed to close. Review these common mistakes as a self-diagnostic
before you finalize your positioning strategy.

Mistake 1: Positioning for your past, not
your future

What it looks like: Your LinkedIn summary reads like a
backward-looking resume. Every sentence describes what
you've done with no signal of where you're going or what
problem you want to solve next. Fix: Lead with your target
audience and the problem you solve for them — not your
career chronology. Your positioning should attract your next

opportunity, not document your last one.

Mistake 2: Being so broad you're invisible

What it looks like: "I help organizations grow" or "l work with
businesses to improve performance." These statements could
describe virtually anyone. They generate zero magnetism. Fix:
Name the specific audience, specific problem, and specific
context. Narrow positioning feels risky but creates

exponentially more traction than broad positioning.

Mistake 3: One-time positioning, zero
maintenance

What it looks like: You update your LinkedIn once, never
revisit your positioning statement, and wonder why nothing
changes six months later. Fix: Treat your positioning as a living
document. Review it quarterly, after major projects, and at
every career transition point. Markets change; your positioning

should evolve with them.

Mistake 4: Credentials over outcomes

What it looks like: Leading with degrees, certifications, and
years of experience rather than the outcomes you create.
Decision makers don't hire credentials — they hire solutions to
their problems. Fix: Reframe every credential as an outcome.
Not "MBA from X" but "strategic finance training that cuts deal
analysis time by 50%." Always translate what you have into

what it does for them.

https://www.planetspark.in/resources 10
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Your 30-Day Positioning Activation Plan

Insight without action is just an interesting reading experience. This 30-day plan translates everything in this planner into a concrete,
achievable sequence of moves. It's designed for time-poor professionals — each week has a single focus, and the daily actions take no

more than 20-30 minutes. By Day 30, your positioning will be live, consistent, and attracting the right attention.

V24 |

Week 2 — Craft Your Messaging (Days 8-14)

Week 1 — Audit & Define (Days 1-7)

Complete Worksheets 1 and 2. Conduct your perception check

Write all four messaging formats (elevator pitch, LinkedIn
summary, story pitch, bio). Run each through the Messaging

Quality Checklist. Get feedback from one trusted colleague or
unique angle. Don't publish yet — this week is about clarity, mentor who understands your target market.

not output.
) @

Week 4 — Activate & Engage (Days 22-30)

with 5 colleagues. Draft your positioning statement and

Week 3 — Publish & Optimize (Days 15-21)

Update LinkedIn headline, About section, and featured

Identify and reach out to 5 target audience members with a

genuine, value-add message. Engage meaningfully in 2-3

content. Update your email signature and any professional communities where your audience is present. Schedule your

bios. Make one post introducing your repositioned perspective first piece of thought leadership content.
to your network.

0 Quick Wins for Busy Professionals If 30 days feels overwhelming, start here: Day 1: Update your LinkedIn headline with

your new positioning statement. That single change will alter inbound signals within weeks. Everything else builds from there.

https://www.planetspark.in/resources 11
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Positioning Strength Self-Assessment

Use this quick self-evaluation to gauge the strength of your current positioning and identify your highest-leverage areas for improvement.

Rate yourself honestly on each dimension — this isn't about scoring perfectly, it's about knowing exactly where to focus your energy first.

Positioning
Clarity
Rate how clearly
you can articulate
your unique value
in one sentence.
0% = unclear, 100%
= crystal clear and
differentiated.

Narrative
Coherence

Rate how well your
career story
connects your past
to your desired
future. 0% = a list
of jobs, 100% =a
compelling

through-line.

Visibility
Activity
Rate how actively
you're putting your
positioning in front
of your target
audience each
week. 0% =
passive/invisible,

100% = showing up

regularly.

Audience Messaging
Specificity Consistency

Rate how precisely Rate how
you've defined consistently your
your target positioning
audience by role, appears across
industry, and pain LinkedIn, resume,
point. 0% = bio, and verbal
anyone/everyone, intro. 0% =no
100% = highly consistency, 100%
specific. = fully aligned.

For any dimension where you rated yourself below 60%, return to the corresponding module in this planner and complete the associated
worksheet before moving forward. Your lowest-scoring dimension is almost always the highest-leverage place to invest your next hour of

career development work.

https://www.planetspark.in/resources 12
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Your Strategic Positioning — At a Glance

You've worked through every module of this planner. Before you close it, lock in the most important ideas. These aren't abstractions —

they're the operating principles of every professional who has successfully taken control of their career trajectory. Return to this page
whenever you feel positioning drift or confusion creeping back in.

Position by Design, Not Default Narrow to Amplify

If you don't define your positioning, the market will define it Specific positioning feels risky but creates more traction. The
for you — usually in the most limiting way possible. narrower your niche and target audience definition, the
Intentionality is your competitive advantage. stronger the magnetic pull you create for the right

opportunities.

[ N

Your Past Is a Feature Visibility Is Not Optional

Career switches, industry hops, and non-linear paths are Great positioning with zero visibility generates zero results.
positioning advantages — when framed with a clear through- Choose 2-3 channels, show up consistently, and let

line narrative that connects them to future value. compounding do the heavy lifting over 60-90 days.

)
o/

Positioning Is a Living Practice Action Beats Perfection

Review your positioning quarterly. As your skills, goals, and An 80% positioning statement published today outperforms a
market evolve, so should your positioning. Professionals who perfect one still being drafted in three months. Start. Iterate.
stay relevant revisit this work regularly — not just once. The market will give you feedback faster than any planning

session.

Your career is your most important product. Position it like one. Done is better than perfect. Specific is better than broad. Visible is
better than invisible. You have everything you need — now go make the market see it.

https://www.planetspark.in/resources 13
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Positioning Toolkit — Your Quick Reference Page

Bookmark this page. It consolidates the key frameworks, formulas, and checklists from this entire planner into one scannable reference.

Use it whenever you're updating a bio, preparing for an interview, refreshing your LinkedIn, or onboarding a new connection to your

value proposition.

Core Formulas

Positioning
Statement

| help [specific

audience] achieve

Pre-Publish Checklist

, —
CAR Proof Point

Context: [Situation] >
Action: [What | did] >

Result: [Measurable

[specific outcome] by outcome]
[unique method/angle] %
— unlike others who
[common alternative].
%

Elevator Pitch LinkedIn
"l work with [audience] Sl %

Formula

who struggle with [pain
point]. | help them
[outcome] by [unique

[Role/Identity] |

[Audience] +

approach]." [Outcome/Value
Delivered] | Optional:
[Unique Angle] %
0

My positioning statement names a specific audience and

outcome

| have 3 CAR proof points ready for any conversation

My LinkedIn headline leads with value, not title

My About section speaks to audience pain points first

My messaging is consistent across all professional

touchpoints

| have identified my top 2-3 visibility channels

| have a 30-day activation plan with weekly milestones

"' Quarterly Review Reminder Set a recurring
calendar event every 90 days: "Positioning Review."
Spend 30 minutes revisiting your statement, proof
points, and visibility activity. Adjust for any new wins,

pivots, or market shifts.

This planner was created by PlanetSpark as part of the Career Series for working professionals. It is designed to be revisited at every

career inflection point — not just once. Share it with a colleague who needs a positioning reset. Your career is worth the investment of

clarity.
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