
Premium Positioning in 
ABA: Becoming the First 
Choice
This comprehensive guide reveals the step-by-step process to differentiate 
yourself from the crowd of therapists and establish yourself as the natural 
reference point for parents and schools. Learn how to build premium positioning 
that commands respect, attracts ideal clients, and positions you as the go-to ABA 
professional in your market.



Understanding 
Premium Positioning in 
ABA
What Premium 
Positioning Really 
Means

Premium positioning in Applied 
Behavior Analysis isn't about charging 
the highest fees or having the fanciest 
office. It's about being perceived as 
the definitive expert, the therapist 
parents trust without hesitation, and 
the professional schools call first 
when they need ABA services.

Premium positioning means you're 
not competing on price anymore. 
Instead, you're chosen for your 
expertise, reputation, and the 
confidence you inspire in families and 
educational institutions. You become 
the standard against which other 
therapists are measured.



The Psychology of 
Premium Perception

Authority 
Positioning
People naturally 
gravitate toward 
recognized experts. 
When you position 
yourself as an authority, 
families feel safer 
entrusting their child's 
development to your 
care. This psychological 
safety is worth premium 
pricing.

Trust Building
Premium positioning 
creates an immediate 
trust advantage. Parents 
facing the uncertainty of 
autism diagnosis want 
confidence that they're 
making the right choice. 
Your positioning 
provides that 
reassurance.

Attraction 
Principle
Strong positioning acts 
like a magnet, attracting 
ideal clients while 
repelling those who 
aren't a good fit. This 
selectivity actually 
increases your perceived 
value in the marketplace.



The Four Pillars 
of Premium 
ABA 
Positioning

Expertise Demonstration
Showcasing deep knowledge through case 
studies, research references, and specialized 
techniques that set you apart from generalist 
therapists.

Results Documentation
Maintaining detailed records of client progress 
and outcomes that demonstrate your 
effectiveness and build confidence in your 
methods.

Professional Presence
Cultivating a polished, confident demeanor 
that reassures families and colleagues of your 
competence and reliability.

Strategic Networking
Building relationships with key stakeholders in 
your community who can become powerful 
referral sources and professional advocates.



Transmitting Authority 
Even as a New 
Professional
One of the biggest challenges facing new ABA therapists is the perception that 
experience equals expertise. While experience certainly matters, there are 
specific strategies you can employ immediately to convey authority and build 
confidence in your abilities.

The key is understanding that authority comes from competence, 
communication, and confidence. You don't need decades of experience to 
demonstrate these qualities effectively. What you need is a strategic approach to 
how you present yourself and your knowledge.



The Knowledge 
Authority Strategy

Specialize 
Early
Instead of trying to 
be everything to 
everyone, choose 2-3 
specific areas within 
ABA and become 
exceptionally 
knowledgeable 
about them. Deep 
knowledge in specific 
areas trumps shallow 
knowledge across 
many areas.

Stay 
Current with 
Research
Regularly read 
current research and 
be able to reference 
recent studies in 
your conversations 
with parents and 
colleagues. This 
demonstrates that 
your knowledge is 
cutting-edge.

Develop 
Signature 
Methods
Create or adapt 
specific techniques 
that you can name 
and explain. Having 
signature 
approaches makes 
you memorable and 
positions you as 
innovative.



Communication 
Mastery for Authority 
Building
The Language of 
Expertise

How you speak about ABA principles 
and interventions directly impacts 
how others perceive your 
competence. Use precise terminology 
while ensuring parents understand. 
Avoid jargon that confuses, but don't 
oversimplify to the point where you 
sound basic.

Practice explaining complex concepts 
in ways that demonstrate depth while 
remaining accessible. This balance 
shows both expertise and 
communication skill.

Confident Body 
Language

Your physical presence 
communicates authority before you 
speak. Maintain good posture, make 
appropriate eye contact, and use 
purposeful gestures. Practice 
speaking at a measured pace rather 
than rushing through explanations.

Remember that confidence is often 
more about what you don't do than 
what you do. Avoid fidgeting, 
excessive apologizing, or undermining 
your statements with uncertain 
language.



Building Credibility 
Through Association

Continuous Education
Regularly attend conferences, workshops, and training sessions. 
Display certificates prominently and mention recent training in 
conversations. This shows commitment to excellence.

Professional Associations
Join relevant professional organizations and participate actively. 
Volunteer for committees or present at local meetings. These 
activities build your reputation within the professional community.

Mentorship Relationships
Seek mentorship from established professionals and don't hesitate 
to mention these relationships appropriately. Being mentored by 
respected practitioners enhances your credibility.



Creating Your 
Magnetic Bio
Your professional biography is often the first 
impression potential clients have of you. It 
needs to convey expertise, inspire confidence, 
and differentiate you from other therapists. A 
magnetic bio doesn't just list credentials; it 
tells a compelling story about your approach 
and commitment to helping children with 
autism.

The most effective ABA therapist bios follow a 
specific structure that maximizes impact while 
building trust with parents and school 
administrators who are evaluating your 
qualifications.



The Magnetic Bio 
Formula
01

Opening Hook
Start with your core 
mission or what drives 
your work in ABA. This 
creates an emotional 
connection before listing 
credentials.

02

Credentials & 
Specialization
s
List your qualifications 
and specific areas of 
expertise. Be specific 
about what makes you 
unique in your approach.

03

Results & 
Impact
Share general outcomes 
or types of success 
you've achieved with 
clients (while maintaining 
confidentiality).

04

Personal Philosophy
Briefly explain your approach to 
therapy and what families can expect 
when working with you.

05

Professional 
Connection
End with something that humanizes 
you while maintaining professionalism, 
such as your motivation for entering 
the field.



Bio Examples: Before 
and After
Weak Bio Example

"Sarah is an ABA therapist with a 
master's degree. She has worked 
with children with autism for 3 
years. She likes helping kids and 
uses evidence-based practices. 
Sarah is certified and continues 
her education."

Problems: Generic, lacks personality, 
doesn't differentiate, weak language, 
no specific results or specializations.

Strong Bio Example

"Sarah Martinez specializes in 
helping non-speaking children 
with autism develop 
communication skills through 
innovative ABA techniques 
combined with assistive 
technology. With her M.A. in 
Applied Behavior Analysis and 
BCBA certification, she has 
developed the 'Communication 
Bridge Method,' which has helped 
85% of her clients achieve 
significant communication 
milestones within 6 months."

Strengths: Specific specialization, 
named methodology, measurable 
results, unique approach.



Power Words for 
ABA 
Professional 
Bios

Specializes
Instead of "works with" - shows focused expertise

Develops
Instead of "uses" - shows innovation and leadership

Achieves
Instead of "helps with" - shows measurable results

Expertise
Instead of "experience" - emphasizes skill over time



Crafting Powerful 
Presentations
Whether you're presenting to parents during initial consultations or addressing 
school teams about ABA programming, your presentations are critical 
opportunities to establish authority and build confidence in your abilities. Every 
presentation is a chance to reinforce your premium positioning.

Effective ABA presentations balance 
technical expertise with accessibility. 
You need to demonstrate deep 
knowledge while ensuring your 
audience understands and feels 
confident in your approach. The 
structure of your presentation should 
build credibility systematically.



The Authority 
Presentation Structure

1Credibility 
Opening (2 

minutes)
Brief introduction highlighting 

relevant expertise and 
successful outcomes with 

similar cases

2 Problem 
Understanding (5 
minutes)
Demonstrate deep 
comprehension of the 
specific challenges and show 
you've encountered them 
before

3Solution 
Framework (10 

minutes)
Present your systematic 

approach with clear steps and 
expected milestones 4 Evidence Base (5 

minutes)
Reference relevant research 
and your experience with 
similar cases5Next Steps (3 

minutes)
Clear action plan that shows 

you're ready to begin 
immediately



Presentation 
Confidence Builders

Visual Aids
Use simple, 
professional charts 
and graphs to 
illustrate concepts. 
Avoid cluttered 
slides. Each visual 
should support your 
expertise narrative.

Progress tracking 
examples

Intervention 
timelines

Success metrics

Case Study 
Integration
Weave anonymized 
examples 
throughout your 
presentation. This 
shows practical 
application of your 
knowledge.

Similar 
challenges 
overcome

Strategies that 
worked

Timeline 
expectations

Question 
Preparation
Anticipate common 
questions and 
prepare confident, 
detailed responses. 
Admitting when you 
need to research 
something shows 
honesty and 
thoroughness.

Common parent 
concerns

School 
implementation 
questions

Progress 
measurement 
queries



Mastering Magnetic 
Introductions
Your first impression in any professional setting can make or break your 
premium positioning. Whether you're meeting parents for the first time, 
introducing yourself to school staff, or networking at professional events, you 
need a magnetic introduction that immediately establishes your authority and 
expertise.

A magnetic introduction is not a generic elevator pitch. It's a carefully crafted 
statement that addresses the specific context, demonstrates value, and creates 
immediate interest in learning more about your services.



The Three Types of 
Magnetic Introductions

Parent-
Focused

Emphasizes hope, 
understanding, and 

specific outcomes 
relevant to family 

goals

School-
Focused
Highlights 
collaboration, 
classroom integration, 
and educational 
outcome support

Professional-
Focused
Showcases expertise, 
specializations, and 
potential collaboration 
opportunities



Introduction Scripts 
That Work
For Parents (Initial 
Consultation)

"I'm [Name], a Board Certified 
Behavior Analyst who specializes 
in helping children with autism 
develop the communication and 
social skills that unlock their 
potential. I've worked with over 
100 families, and I understand that 
every child's journey is unique. My 
approach combines evidence-
based ABA techniques with family-
centered planning to create 
meaningful progress both at home 
and in school."

For School Teams (IEP 
Meeting)

"I'm [Name], the BCBA supporting 
[Child's name]'s behavioral and 
academic success. I specialize in 
creating ABA programming that 
integrates seamlessly with 
classroom instruction. My goal is 
to help [Child's name] access the 
curriculum more effectively while 
building independence skills that 
will serve them throughout their 
educational journey."



Professional 
Networking 
Introductions
When networking with other professionals, your 
introduction should establish credibility while 
opening doors for collaboration. The key is to be 
specific about your expertise while showing 
interest in potential partnerships.

Opening Line
"I'm [Name], a BCBA who focuses on [specific 
specialization] for children with autism and 
developmental disabilities."

Credibility Statement
"I've developed specialized protocols for 
[specific area] that have shown significant 
results with my clients."

Collaboration Hook
"I'm always looking to connect with 
professionals who share a commitment to 
evidence-based practices and family-centered 
care."



Common Introduction 
Mistakes to Avoid

Generic 
Descriptions
Saying "I help children with 
autism" is too broad. Be specific 
about how you help and what 
makes your approach unique.

Credential Overload
Listing every certification and 
degree overwhelms listeners. 
Choose the most relevant 1-2 
credentials for the context.

Uncertain 
Language
Phrases like "I try to help" or "I 
hope to" undermine confidence. 
Use definitive language about 
your capabilities.

No Value 
Proposition
Failing to explain why someone 
should choose you over other 
therapists makes you forgettable.



The Premium 
Value 
Proposition
Your value proposition is the cornerstone of 
premium positioning. It's not just what you do, 
but the unique way you do it and the specific 
benefits clients receive. A strong value 
proposition differentiates you from every 
other ABA therapist in your market.

Developing a compelling value proposition 
requires understanding your strengths, your 
ideal clients' needs, and the specific outcomes 
you consistently deliver. It should be clear, 
compelling, and impossible for competitors to 
replicate exactly.



Building Your Unique 
Value Proposition

Identify Your 
Strengths
What do you do exceptionally well? 
What techniques or approaches 
come naturally to you? What do 
clients consistently praise about 
your work?

Understand Client 
Needs
What are your ideal clients' biggest 
fears, frustrations, and desired 
outcomes? What gaps exist in 
current service delivery?

Define Your 
Outcomes
What specific, measurable results 
do you consistently achieve? What 
transformation do families 
experience working with you?

Create 
Differentiation
How do you combine these 
elements in a way that's uniquely 
yours? What can you promise that 
others cannot?



Value Proposition 
Examples by 
Specialization

Communicatio
n Specialist
"I help non-speaking 
children with autism find 
their voice using 
breakthrough 
communication 
strategies that go 
beyond traditional 
methods, combining AAC 
technology with intensive 
ABA programming to 
achieve first words 
within 90 days."

School 
Integration 
Expert
"I specialize in making 
inclusion successful by 
creating seamless ABA 
supports that help 
children with autism 
thrive in general 
education classrooms 
while reducing 
challenging behaviors by 
80% within the first 
semester."

Family 
Systems 
Approach
"I transform entire family 
dynamics by teaching 
parents to become 
confident co-therapists, 
resulting in 24/7 skill 
generalization and 
reducing family stress 
while accelerating child 
progress."



Premium Pricing 
Psychology
Premium positioning isn't complete without premium pricing. Many therapists 
struggle with charging what they're worth because they don't understand the 
psychology behind pricing and value perception. Your fees communicate your 
position in the market.

The Price-Quality 
Connection

Research consistently shows that 
higher prices create an expectation of 
higher quality. When you charge 
premium rates, clients actually 
perceive your services as more 
valuable and are more committed to 
the process.

This psychological principle, known as 
the "price-quality heuristic," means 
that undercharging can actually hurt 
your reputation and reduce client 
commitment to therapy.



Setting Your Premium 
Rate Structure

Market Research
Research what top practitioners in 
your area charge. Premium 
positioning means pricing in the top 
25% of your market, not at the 
average.

Value Calculation
Calculate the lifetime value you 
provide to families. Consider the 
cost of not receiving effective 
intervention versus your fees.

Service 
Differentiation
Premium pricing must be supported 
by premium services. What extras 
do you provide that justify higher 
rates?

Confidence Building
Practice stating your rates with 
confidence. Your delivery affects 
how clients perceive the value of 
your services.



Instant Value Elevation 
Checklist
These are immediate changes you can make to elevate how others perceive your 
value and expertise. Each item on this checklist can be implemented today to 
begin shifting your professional image toward premium positioning.



Visual Presence 
Upgrades

Professional 
Photography
Invest in high-quality headshots 
that convey competence and 
approachability. Your photo 
should reflect the premium 
nature of your services and be 
consistent across all platforms.

Branded Materials
Create cohesive visual branding 
for all client-facing materials 
including business cards, 
letterhead, and assessment 
reports. Consistency signals 
professionalism.

Office 
Environment
Ensure your workspace reflects 
your positioning. Clean, 
organized, and professional 
environments build confidence 
in your services.

Digital Presence
Audit your online presence 
including website, LinkedIn 
profile, and any directories 
where you're listed. Ensure 
consistent, professional 
messaging.



Communicati
on Excellence 
Checklist
Verbal 
Communica
tion

Eliminate filler 
words (um, like, 
you know)

Speak at 
measured pace

Use precise ABA 
terminology 
correctly

Practice 
explaining 
concepts clearly

Ask thoughtful 
questions

Listen actively 
and respond 
meaningfully

Written 
Communica
tion

Professional 
email signatures 
with credentials

Error-free 
reports and 
documentation

Clear, concise 
progress 
summaries

Timely 
responses to 
inquiries

Consistent 
formatting 
across 
documents

Professional 
tone in all 
correspondence



Expertise 
Documentation
01

Create Case Study 
Portfolio
Develop anonymized case studies that 
showcase your problem-solving 
abilities and the range of challenges 
you've successfully addressed.

02

Track Your Outcomes
Maintain systematic records of client 
progress and outcomes. These 
statistics become powerful tools for 
demonstrating your effectiveness.

03

Document 
Methodologies
Write detailed descriptions of your 
assessment and intervention 
approaches. This shows systematic 
thinking and thoroughness.

04

Collect Testimonials
Systematically request feedback from 
families and colleagues. Positive 
testimonials are powerful credibility 
builders.



Professional 
Development 
Priorities
Continuous learning is essential for maintaining 
premium positioning. However, not all professional 
development activities are equally valuable for 
building your reputation and expertise. Focus your 
efforts on activities that provide the highest return on 
investment.

70%
Specialized 

Training
Focus on advanced 

training in your chosen 
specialization areas 

rather than broad general 
education

20%
Research 

Engagement
Stay current with latest 
research and consider 

participating in studies or 
presenting findings

10%
Industry 

Involvement
Participate in 
professional 

organizations and 
committees to build 

recognition within the 
field



Building Your Referral 
Network
Premium positioning extends beyond direct client interactions to encompass 
your entire professional network. The professionals who refer to you and the way 
they speak about your services directly impact your market position.

A strong referral network acts as a 
force multiplier for your positioning 
efforts. When respected professionals 
in your community consistently 
recommend you as their first choice 
for ABA services, it reinforces your 
premium position more effectively 
than any marketing effort.



Key Referral Source 
Categories

Pediatricians
Often first professionals 

to identify autism 
symptoms and make 

initial recommendations

Developmental 
Specialists
Neurologists, 
psychiatrists, and 
developmental 
pediatricians who 
diagnose autism

Allied 
Professional
s
Speech therapists, 
occupational 
therapists, and 
physical therapists 
working with your 
populations

Educational 
Professionals
Special education 
directors, school 
psychologists, and 
inclusion specialists

Community 
Organizations
Autism support groups, 

early intervention 
programs, and disability 
advocacy organizations



Referral Relationship 
Building Strategy

1Initial Connection 
(Month 1)

Professional introduction, 
credentials sharing, and 

capability overview 
presentation

2 Value 
Demonstration 
(Months 2-3)
Share case studies, outcome 
data, and collaborate on 
initial referrals

3Trust Building 
(Months 4-6)

Consistent communication 
about shared clients, 

professional consultation, 
and reliable service delivery

4 Partnership 
Development (6+ 
Months)
Regular referral exchange, 
joint professional 
development, and mutual 
support



Digital Presence for 
Premium Positioning
Your online presence is often the first impression potential clients have of your 
practice. Every aspect of your digital footprint should reinforce your premium 
positioning and build confidence in your expertise.

A premium digital presence goes beyond having a website. It's about creating a 
cohesive online experience that consistently communicates your expertise, builds 
trust, and attracts your ideal clients while deterring those who aren't a good fit.



Website Excellence 
Standards

1

Professiona
l Design
Clean, modern 
design that loads 
quickly and displays 
properly on all 
devices. Avoid 
template designs 
that look generic.

2

Clear Value 
Proposition
Immediately 
communicate what 
makes you different 
and better than 
other therapists in 
your area.

3

Credibility 
Indicators
Display credentials, 
testimonials, 
professional 
affiliations, and any 
media mentions 
prominently.

4

Educational 
Content
Provide valuable information that 
demonstrates your expertise and 
helps families understand ABA.

5

Easy Contact 
Process
Make it simple for potential clients 
to reach you with clear contact 
information and multiple 
communication options.



Content Marketing for 
Authority Building
Regularly creating and sharing valuable content positions you as a thought leader 
and keeps you top-of-mind with your referral network. Content marketing is a 
long-term strategy that builds compound returns over time.

Content Types That 
Build Authority

Educational blog posts about ABA 
techniques

Case study analyses (maintaining 
confidentiality)

Research summaries and 
implications

Parent guidance articles

Professional development insights

Industry trend discussions

Content Distribution 
Channels

Professional website blog

LinkedIn articles and posts

Professional newsletters

Speaking engagements

Podcast appearances

Professional publications



Social Media Strategy 
for ABA Professionals
Social media can be a powerful tool for building professional reputation, but it 
requires careful management to maintain premium positioning while complying 
with ethical guidelines and confidentiality requirements.

LinkedIn 
Focus
Primary platform for 
professional content, 
networking, and 
thought leadership

Educational 
Content
Share insights, 
research findings, 
and professional 
development 
experiences

Confidential
ity First
Never share client 
information or 
identifiable details, 
even with permission



Managing Your 
Professional 
Reputation
Reputation management is an active process that requires consistent attention 
and strategic thinking. Your reputation is your most valuable asset in building and 
maintaining premium positioning.

Online 
Monitoring

Regularly search for your 
name and practice 

online to stay aware of 
what others are saying

Professional 
Responses

Address any concerns or 
negative feedback 

promptly and 
professionally

Proactive 
Building

Continuously create 
positive content and 

experiences that 
reinforce your expertise



Measuring Your 
Positioning Success
Premium positioning is not just about perception; it should translate into 
measurable business outcomes. Track key metrics to ensure your positioning 
efforts are generating real results.

25%

Referral Rate 
Increase

Target quarterly growth 
in new referrals from 
professional sources

15%

Premium Rate 
Acceptance

Percentage increase in 
clients accepting your 

premium rates without 
negotiation

90%

Client 
Retention

High retention rates 
indicate strong value 

delivery and client 
satisfaction



Key Performance 
Indicators for Premium 
Positioning

80%

Referral 
Source 
Satisfaction
Regular feedback from 
professionals who refer 
to you indicates strong 
positioning

95%

Professional 
Recommendat
ion Rate
Percentage of colleagues 
who would recommend 
you to families or other 
professionals

60%

Consultation 
Request Rate
Frequency of being 
asked for professional 
consultation by peers 
and organizations



Overcoming Common 
Positioning Challenges
Even with the best strategies, ABA professionals face specific challenges in 
establishing premium positioning. Understanding these obstacles and having 
specific strategies to address them is crucial for long-term success.

Many therapists struggle with 
imposter syndrome, especially early 
in their careers. They worry that 
charging premium rates or 
positioning themselves as experts 
isn't justified by their experience level. 
This mindset becomes self-fulfilling 
and prevents growth.



Addressing Imposter 
Syndrome

Recognize Your 
Expertise
You have specialized knowledge 
and training that most people 
don't possess. Your education and 
certification represent significant 
expertise.

Document Your 
Impact
Keep detailed records of client 
progress and positive outcomes. 
Seeing your effectiveness in data 
helps build confidence.

Seek Mentorship
Connect with established 
professionals who can provide 
perspective on your capabilities 
and growth areas.

Embrace 
Continuous 
Learning
Commitment to ongoing 
education demonstrates 
dedication to excellence and 
builds genuine confidence.



Dealing with Price 
Objections
Price objections are inevitable when positioning yourself at premium levels. 
Having prepared responses and understanding the psychology behind these 
objections helps you maintain your positioning while serving families 
appropriately.

Reframe 
Value vs. 
Cost
"I understand 
budget is a 
concern. Let's look 
at the lifetime 
value of effective 
intervention 
versus the cost of 
inadequate 
services. My 
approach typically 
achieves results 
faster, which 
actually saves 
money long-term."

Emphasize 
Expertise 
Investmen
t
"My rates reflect 
the specialized 
training and 
experience I bring 
to your child's 
care. This 
investment in 
expertise typically 
leads to better 
outcomes and 
faster progress 
than working with 
less experienced 
therapists."

Offer 
Payment 
Solutions
"I want to make 
my services 
accessible to your 
family. Let's 
discuss payment 
plan options that 
can work with 
your budget while 
ensuring your 
child gets the 
quality 
intervention they 
deserve."



Competitive 
Differentiation 
Strategies
In competitive markets, clear differentiation 
becomes even more critical. You need specific 
strategies that set you apart from other qualified 
therapists in ways that matter to your target 
clients.

Niche Specialization
Become the recognized expert in 
specific areas rather than trying to 
serve everyone. Deep specialization 
commands premium positioning.

Innovative 
Approaches
Develop or adapt unique 
methodologies that produce superior 
results. Innovation distinguishes you 
from standard practitioners.

Premium Service Level
Provide exceptional service 
experiences that go beyond clinical 
excellence to include outstanding 
communication and support.



Long-Term Positioning 
Maintenance
Premium positioning is not a one-time achievement but an ongoing process that 
requires consistent attention and strategic evolution. As your career progresses, 
your positioning strategies must evolve to maintain your competitive advantage.

Continuous Evolution

Stay ahead of industry trends and 
continuously upgrade your skills and 
knowledge. What positions you as 
premium today may become 
standard practice tomorrow.

Regularly assess your market position 
and adjust your strategies based on 
changing client needs and 
competitive landscape.

Building on Success

As you achieve recognition and build 
your reputation, leverage these 
accomplishments to reach new levels 
of positioning.

Use success stories and outcomes to 
attract more challenging cases and 
higher-profile opportunities that 
further enhance your reputation.



Advanced Positioning 
Strategies

1
Thought Leadership
Industry recognition and speaking opportunities

2
Consultation Services
Training other professionals and advising 
organizations

3
Research Participation
Contributing to field knowledge and 
evidence base

4
Premium Practice
Established reputation with waiting list 
for services

5
Specialized Expertise
Recognized competence in specific 
areas of ABA



Creating Your 90-Day 
Action Plan
Transforming your professional positioning requires systematic action over time. 
This 90-day plan provides specific milestones and actions that will move you 
toward premium positioning in your market.

Consistency is more important than perfection. Focus on making steady progress 
across all areas rather than trying to implement everything at once. Each small 
improvement builds momentum toward your positioning goals.



Days 1-30: Foundation 
Building

Week 1: 
Assessment

Complete positioning audit, 
identify strengths and gaps, 

research market rates and 
competition

Week 2: Visual 
Upgrade
Professional photography, 
brand consistency check, 
website audit and updatesWeek 3: Content 

Creation
Rewrite bio, develop value 

proposition, create introduction 
scripts

Week 4: Network 
Mapping
Identify key referral sources, 
plan relationship building 
strategies, update professional 
profiles



Days 31-60: 
Implementation and 
Growth

Week 5-6: 
Outreach 

Campaign
Begin systematic outreach to 

referral sources, schedule 
introduction meetings, share 

updated materials

Week 7-8: 
Content 
Marketing
Launch regular content 
creation, begin LinkedIn 
engagement, start building 
thought leadership



Days 61-90: Optimization 
and Measurement

Week 9-10: Refinement
Gather feedback on new positioning 

efforts, refine messages based on 
market response, adjust strategies as 

needed

Week 11-12: 
Measurement
Track key metrics, assess progress 
against goals, plan next phase of 
positioning development

Remember that premium positioning is a journey, not a destination. Each interaction, 
each client success, and each professional relationship contributes to your evolving 
reputation in the field. Stay committed to excellence, remain authentic to your values, 
and consistently deliver exceptional value to the families and children you serve.

Your positioning efforts will compound over time, creating opportunities and 
recognition that seemed impossible at the beginning of your journey. Trust the 
process, stay focused on serving your clients exceptionally well, and watch as your 
reputation and practice grow to match your expertise and dedication.


