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3 of 3 people found the following review helpful. interesting premise; could use more relevant detail By Customerl
found the book's premise to be very insightful, but found myself wanting more detail. The explanations supporting the
premise left me uninspired, with nothing tangible to take away.Conversely, the section at the end on value pricing was
an exception to my opinion. It was thought provoking and gave some good ideas on the obstacles to making the
desired change, and how to address and overcome them.0 of O people found the following review helpful. GREAT
READ!ByY Have Fun, Because It's Too Short!L ove this book. It hits hard core on atopic few can explain well. Clearly
the author shares from real world experience. Must read for any professional.O of 0 people found the following review
helpful. must read for brand marketersBy Kindle Customers beas kindlethis is a must-read for brand marketers for
both themselves and their clients. the principles are the same but often professional service firm fail to apply the same
rigor to their own business that they demand of and and even ridicule their clients for not applying or knowing.

Itrsquo;s not the best companies that prevail in the marketplace, but rather the best brands. The goal of business
strategy is not just to be better, but different. Learn how to build a differentiating value proposition by clearly and
carefully defining your brand boundaries: Calling, Competencies, Customers, and Culture. Positioning for

Professional snbsp;shows how a well-defined value proposition can help professional service firms create their own
success instead of copying the success of others, including such concepts as: How and why professional service brands
become homogenized Why standing for everything is the same as standing for nothing

From the Inside FlapHow Professional Knowledge Firms Can Differentiate Their Way to Success In the last twenty
years, no marketing concept has captured the collective business imagination more than ldquo;branding.rdquo; While
many professional service firms arein the business of helping their clients build a stronger brand, they seldom pay the
same kind of attention to developing their own brand. As Positioning for Professionals reveals, itrsquo;s all about
differentiation. Filled with proven insights and valuable differentiation strategies, this visionary book takes a step back
to examine how your professional firm can make the transition from being a ldquo;recognized namerdquo; to
becoming a highly focused brandmdash;and why a stronger brand means stronger profits. Marketing and advertising
thought leader Tim Williams reveals how devel oping a well-defined positioning strategy can help your firm earn a
more powerful reputation in the marketplace. Take alook inside for world-class guidance on: Why building a
successful brand means going against your instincts Foregoing best practices for |dguo;next practicesrdquo; Why
therersguo;s no such thing as Idquo;full servicerdquo; or aldquo;general marketrdquo; Why copying
competitorsrsquo; strategies doesnrsquo;t workhellip; hellip;and why differentiating doesmdash;with big results
Destined to become the desktop brand development and business strategy companion you will turn to again and again,
Positioning for Professionals offers you powerful, insightful ideas for positioning your firm for maximum market
success.From the Back CoverBetter isnrsquo;t always better. Different is better. Idquo;Most managers invest their time
and energy in trying to make their firms better, when in fact they should aso be working to make their firms
different.rdquo;mdash;From Positioning for Professionals Why are some professional service firms so much more
successful than their competitors? The difference isnrsquo;t just talent, but focus. The best firms know that standing
for everything is the same as standing for nothing. Instead of trying to be good at everything, they do what they do best
and find resources for the rest. Destined to become the positioning strategy companion yoursquo;ll turn to again and
again, Positioning for Professionals offers executives of professional service firms proven strategies for positioning
their firms for maximum success in the marketplace. Drawn from his decades of work in the advertising and marketing
fields, thought leader Tim Williams helps you develop a differentiating value proposition with valuable insights on:
Why itrsquo;s better to be a profit leader than a market leader How to overcome your natural fear of focus Making
your firm hard to imitate Out-of-the-ordinary ways to differentiate your firm from the "sea of sameness' Why every
company isabrand, like it or nothellip; hellip;and why every single business decision you make affects the success
and reputation of your brand Itrsquo;s no coincidence that a handful of top firms keep winning the most business,
attract the best talent, and earn the highest margins. Theyrsquo;re the ones that have staked out a differentiating
positioning strategy that capitalizes on their strengths. Rather than being mildly appealing to a broad group of
prospects, theyrsguo;re intensely appealing to a select group of prospects. Theyrsguo;re the firms that follow the
valuable principles yoursquo;ll find in this book. Get Positioning for Professionals today and put its winning ideas to
work for your firm.About the AuthorTIM WILLIAMS leads Ignition Consulting Group (www.ignitiongroup.com), a
business consultancy devoted to helping professional knowledge firms create and capture more value. As arecognized
thought leader in marketing, Tim is a frequent speaker for marketing and business organizations worldwide. Heis a
regular contributor to business and professional publications and is author of Take a Stand for Y our Brand, ranked by
as one of the top ten books on brand building. As an adviser in developing professional service brands, Tim has
worked with both large and small professional service firmsmdash;most notably advertising agencies and other
marketing communications firmsmdash;in both the U.S. and abroad. He began his career on Madison Avenue working
for large multinational advertising agencies and later served as president and owner of several midsize independent



firms.



