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ARE YOU REALLY DIFFERENT?

Let’s talk about being different. Really different.
We’'re talking, there’s-no-one-like-you different.

Any builder’s or developer’s strategy for
marketing its projects or company has to start
with differentiation. If you want to stand out,
there has to be something special about you —
something no one else can claim.

Few would argue this point, but the problem
comes in the understanding of what it means
to truly be different. Often, in our initial
consultations with clients, they answer our
questions about points of differentiation by
citing three common themes - price, quality and
customer service.

If you're strong in these areas, that’'s good. But
it's not special. Everyone is strong in price,
quality and customer service, with the exception
of the builders who have gone out of business or
will be doing so soon. No one who will be around
to compete with you is any better or worse than
you are in these three categories.

Price, quality and customer service are
givens. They don’t make you special — any
more than eating makes you healthy. It just
keeps you alive. To be truly healthy, you have
make a special effort.

We’d be willing to bet there is something truly
special about your business, even if it's not
something obvious. Why are we so sure about
that? Because not many people start businesses
because they have a vision of being like
everyone else.
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You start a business because you think you can
do something unique. In the day-to-day,
year-to-year routine of running a business, that
exciting founding vision can often get lost. But if
you can recapture it, you can find your true point
of differentiation — and with it, the basis for a
truly effective marketing strategy.

Ask yourself these questions about your thinking
at the time when the business was started:

1. What market need did you believe was
being underserved?

2. What capability convinced you that
you could meet a need no one else
was fullfilling?

3. What did potential customers tell you about
why your business concept excited them?

Granted, everyone learns things as they go.
Maybe some aspects of your initial vision gave
way to reality. But that initial vision should still be
the basis for what makes your company or
project special. If you haven’t reconnected to it
in awhile, take some time to reflect on it now.

That's the key to what differentiates your
company or project from all the others. And if
you aren’t fulfilling that vision as you intended,
develop a plan to start. Then you can develop
a marketing strategy that will make a true
difference — because it will mirror the difference
you’re making for your customers.
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