
Market Pulse

Are You Just Blending In
Or Are You standing Out?

today’s market conditions aren’t easy, but 
I don’t have to tell you that. The challenge 
to differentiate among competing compa-

nies and products is becoming increasingly more 
difficult. Products and services are being com-
moditized. Acronyms and buzzwords are used 
by many companies and are creating noise and 
confusion in the marketplace. 

Inevitably, this means a company’s brand, its 
unique personality, has the opportunity to be-
come a significant factor when a prospect is mak-
ing the choice between one company’s products 
or services over another. Dynamic messaging 
plays a vital role in the development of a unique 
brand identity.

Brand/Product Positioning defines how com-
panies will differentiate themselves and their of-
ferings in the marketplace while building value 
for their specific target audiences. This impacts 
how others view that company’s products and 
services. It is critical to have a dynamic brand 
message that clearly differentiates your company 
and its products and services from the competi-
tion – and one that portrays your company and 
your products unique identity. 

When companies look to differentiate, they 
often focus on features and functions that they 
think are cool. That’s a mistake. Why? The dy-
namic messaging should focus on what’s in it for 
the prospect not how great the vendor thinks it 
is. What business value is this product or service 
bringing to the market and why is that the best 
solution for the prospect?

Innovation does not just apply to products 
and services but also to how those products and 
services are marketed to their potential clients. 
As companies diligently work to respond to the 
challenges with the current economy, it will 
be critical for them to stand out instead of just 
blending in.  ❖ Click 

for 
more
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