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One of my favourite movie 
scenes is Monty Pythons 

"Life of Brian" where an 

entire crowd shout "We are 

all individuals!"  It was 
apparently the most 

expensive scene to 

produce: taking many hours 

to get that one line in 

absolute unison.  
  

This scene often comes to mind 

when I hear hundreds of 

professionals insisting how unique 

they are. Like the Monty Python 

scene, it can also be an expensive 

scene to shoot; particularly when 

you think of all the money that 

gets spent on branding, identity, 

materials, logos... much of which is 

often jettisoned a couple of years 

later.  

  

So why is everyone so obsessed 

with being unique? So what if 

someone in San Francisco is doing 

the same as you are? Or even 

someone in your own town? 

  

As professionals, of course we 

want to be memorable. When 

someone out there has a need, we 

want them to be able to call us to 

mind (and, for that matter, able to 

find us online). When they see 

someone else in need, we hope 

they will introduce us as someone 

who can help. In today's climate, 

they may also have to encourage 

the other party to make the 

investment... which means they 

really need faith in us.  

  

But does that mean that we have 

to be unique?  Why all this 

insistence on the "U" in USP? 

  

 

 

If we are going to be 

remembered, we certainly need to 

be different in some way.  We 

need to stand out: whether for 

specialist expertise, determination, 

friendliness, trust-worthiness, 

consistency, niche knowledge... 

and increasingly all of the above. 

 

However, does that mean that we 

have to be unique?  Probably not. 

A professional's concern with 

uniqueness can often be merely 

another manifestation of their 

Ego. If we are genuinely 

concerned about how we can be 

useful in the marketplace, we are 

perhaps less concerned about 

whether anyone else is offering 

the same as we are, and more 

concerned about how the 

marketplace is evolving and how 

we can be of service there.  

  

This month, I am particularly 

grateful for four referrals that 

account for all of my business. 

While I have been busy in 

Guatemala (see below) four 

people spotted someone in need, 

made an introduction, probably 

even encouraged the person 

concerned to make the 

investment. I doubt if either they 

(or the potential clients) checked 

whether I am unique. What 

matters is not uniqueness, it's that 

others have sufficient confidence 

in us.  

  

So what do we do, to build that 

confidence?  In short, we forget 

about ourselves and focus 

exclusively on the issues of our 

clients. We seek out the 

challenges of our marketplace and 

we get obsessed (if necessary) 

with ways to overcome these.   

 

When we are busy with 

alternative approaches to complex 

problems, we naturally 

differentiate ourselves from the 

self-obsessed. 
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Important Notice 
© Copyright 2015, Bizezia Limited, All 

Rights Reserved 

  

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright 

law and reproduction in whole or in part 

without the publisher’s written 

permission is strictly prohibited. The 

publisher may be contacted at 

info@bizezia.com (+44 (0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss 

howsoever occurring as a consequence 

of any action which you take, or action 

which you choose not to take, as a result 

of this article or any view expressed 

herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a 

substitute for obtaining specific 

professional advice and no 

representation or warranty, expressed 

or implied, is made as to its accuracy or 

completeness. Any hyperlinks in the 

article were correct at the time this 

article was published but may have 

changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily 

within the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in 

accordance with English Law. 
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