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OUR COMMITMENT  
TO YOU TODAY 

Hands on approach to 
creating a positioning 
strategy to grow your 
business 
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WHY CREATE A 
POSITIONING  
STRATEGY? 

First, lets take a look at why not… 
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Reasons Why Not 

NO TIME TOO COMPLEX DAY TO DAY EXPERTISE ROI 



Reasons Why: 
•  Distinguishes you from the competition in the consumers’ eyes 

•  Focuses your operational investments based on your 
positioning 

•  Clarifies your marketing & messaging, reducing related costs 

•  Helps attract your target customers 

•  Maximizes your strengths while minimizing your weaknesses 

•  Identifies your ideal position (or niche) in the marketplace 

•  Drives profitability through customer engagement & loyalty 



Where Does Positioning 
Fit In Relation To  

Your Brand? 



REINFORCE WHAT 
 A BRAND IS  

A promise you make and more 
importantly keep with your 
customer regarding the 
experience they will have with 
your product or service. 



Elements Of A Brand 

Brand 
Promise	


Name/
Identity	


Positioning	


Unique 
Selling 

Proposition	


Customer 
Experience	


Personalit
y	


Product/
Service	




What Is Positioning 

Positioning is the place in 
consumers' minds that 
you want your brand to 
own—the benefit you want 
them to think 
of when they think of 
your brand. 
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The basic approach is not 
to create something new or 
different, but to manipulate 
what’s already in the 
consumers’ minds. 

Build On What’s 
There 
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Build On 
What’s 
There 
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Luxury	


Quality	

Service	


Inexpensive	


Expensive	


Convenient	


Innovative	


Stylish	




You concentrate on the 
perceptions of the 
prospect, not the reality of 
the product.” 
- AL RIES & JACK TROUT 

Perceptions vs. 
Reality 
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• Be Clear 

• Be Consumer-based 

     Be relevant and credible to the consumer 

     Communicate from consumer’s view point 

• Be Competitive 

     Distinctive 

     Persuasive 

     Sustainable    

THE 3C’S OF BRAND 
POSITIONING: 

Be 
Clear 

Be 
Consumer

Based 
Be 

Competitive 
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7 Steps To Positioning Your  
Catering Business 

Know Thy 
Self 

Know Thy 
Customer 

Know Thy 
Competition 

Create A 
Plan 

Stake Your 
Claim 

Take 
Action 

Needs 
Assessment 



Positioning Illustrated 
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Case Study 



Know Thy Self 
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SWOT (Your Perception) 
Your Customer’s Perception 
 
 



Touch Of Class SWOT 
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Strengths 
Great Food 
Menu Diversity 
Experienced 
Affordable 
Convenient 
Facility 

Weaknesses 
Reputation 
Brand Identity 
Innovation 
Marketing Outreach 
Target Audience 

Threats 
Reputation 
Competition (Traditional) 
Competition (Non-Traditional) 
Complacency 
Image 

Opportunities 
Corporate Catering 
Off-Premises Catering 
Remote Site Catering 



TOC: Customer Perceptions 
SWOT 
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Strengths 
Good Food 
Friendly 
Been Around Forever 
Convenient Location 
Affordable Option 

Weaknesses 
Dated Facility 
Reputation / History 
Nothing New / Different 
Old Identity 
One Of Many 

Threats 
Other Catering Companies 
Local Restaurants 
Reputation 

Opportunities 
New Facility 
More Trendy Menus & Offers 
Theme Catering 
Special Events 
Better Image / Advertising 



Know Thy Customers 
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Buyer Personas 
Target Audience 
Wants, Needs 
 
 
 



Buyer Personas 
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Bride 
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Mother of the Bride 

POSITIONING FOR GREATER PROFITS    |   IDEAWORKS MARKETING 



Bride’s Friends 
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Know Thy Competition 
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Positioning 
SWOT 
Market Ownership 
 
 
 



Competitor SWOT 
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Strengths 
Excellent Food 
Menu Variety 
Diverse Offerings 
Strong Reputation 
Public Image 
Upscale 
Elite 
Modern Facilities 

Weaknesses 
Price 
Exclusivity 
Location 
Operational Limitations 
Marketing Outreach 

Threats 
Competition (Traditional) 
Competition (Non-Traditional) 
Financial 
Perceived Price Points 

Opportunities 
Corporate Catering 
Off-Premises Catering 
Upscale Theme Events 
Mobile Catering 



Perceptual Map 
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EXPENSIVE 

AFFORDABLE 

MODERATE  
LUXURY 

HIGH  
LUXURY 

• Constantino’s 

• Peculiar Catering Company 

• Catering By Diane 

• Genetti’s Catering • Touch of Class 

• Woodlands • Newberry 

• Calarusso’s Palazzo  

• Sand Springs 
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•  Wants 
•  Needs 
•  Preferences 
•  Characteristics 

•  Resources 
•  Reputation 
•  Constraints 
•  Values 

•  Strengths 
•  Weaknesses 
•  Current 

Positioning 

Define, Analyze 
Customer Segments 

Select Target 
Customers 

Articulate Desired 
Position In Market 

Select Benefits to 
Emphasize to Customers 

Analyze Possibilities 
for Differentiation 

Action  
Plan 

Know Thy 
Customer 

Know Thy 
Self 

Know Thy 
Competition 



Targeted Positioning 
Statement 
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For catering customers who seek an elegant event 
experience at an affordable price, A Touch of 
Class provides access to a modern and attractive 
venue and a diverse selection of menu offerings.  
Unlike other area catering companies, A Touch of 
Class provides the perfect mix of a convenient 
location, affordable pricing and exceptional 
variety and service. 



Targeted Positioning 
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Affordable Elegance 
With A Personal Touch 



Needs Assessment 
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Take Inventory 
Identify Gaps 
 
 
 
 



Take Inventory 
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Audit of all aspects of the business: 
 
q  Financials 
q  Facility (if applicable) 
q  Equipment / Capability 
q  Staff 
q  Menu / Offers 
q  Pricing 
	


q  Quality 
q  Service 
q  Expertise / Specialization 
q  Marketing / Advertising 
q  Image 
q  Reputation 



TOC: Take Inventory 
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Some areas that needed adjustment: 

q  Facility 
q  Menu / Offers 
q  Marketing / Advertising 
q  Image 
q  Reputation	




Create A Game Plan 
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Goals 
Objectives 
Strategies 
Tactics 
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GOALS 

STRATEGIES 

OBJECTIVES 

TACTICS 

A goal is a broad primary outcome. 

A strategy is the approach you take to achieve a goal. 

An objective is a measurable step you take to achieve a 
strategy. 

A tactic is a tool you use in pursuing an objective associated 
with a strategy. 

Game Plan Template 
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GOALS 

STRATEGIES 

OBJECTIVES 

TACTICS 

Revise our brand identity to support the desired positioning 
we want to achieve in the marketplace by year’s end. 

Evaluate and revise all marketing collateral and messaging 
to reflect our new positioning.  

Prioritize the assets undergoing revision to ensure completion 
within our $OO,OOO budget. 

•  Establish a priority list for asset revisions. 
•  Work with our agency partner to create a new brand 

identity and messaging in support of our positioning. 
•  Create brand identity graphic guidelines to ensure the 

visual impact we want to achieve. 

TOC: Game Plan 



Stake Your Claim 
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Claim Your Space In 
The Customers’ Mind 
 
 
 
 



Stake Your Claim 
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•  Identify areas where your competition is vulnerable. 

•  Determine whether you can capitalize on those vulnerable 
areas – turn their weaknesses into your opportunities. 

•  Convert everything you do into an expression of your 
positioning. 

•  Stand for something in the marketplace – capture your 
space in the consumers’ mind. 



Take Action 
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Real Life Examples 
That You Can Use 



Before & After 
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How Does Positioning 
Grow Your Business? 
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•  Creates market differentiation (niche) 
•  Targets the “right” customers with the “right” messaging 
•  Focuses operational investments based on positioning 
•  Eliminates extemporaneous marketing (reduces costs) 
•  Promotes a laser focus on what you do best 
•  Increases profitability 



Questions 
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www.ideaworks.marketing  •  570.779.9543 


