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Corporate Messaging Strategy 
xxxxx 

 
 
Background 
 
xxxxxxxxxxxxxxxxxx, and quickly became well known throughout Eastern Europe as a top-rated security 
firm.  However, the company recently expanded its presence to include the United States, where its brand 
name recognition is extremely low and three major competitors are operating.  xxxxx have a combined xx 
percent share of the market.  xxxxx, in contrast, has captured xx percent of the U.S. software security 
market. 
 
In addition to low brand awareness and significant competition, the security industry in which xxxxx 
operates suffers from the market perception that its products are largely commodities.  Therefore xxxxx 
will need to overcome this perception by differentiating itself from the rest of the industry. 
 
Due to its relatively small size and lack of market awareness in the United States, a slightly more edgy, 
aggressive messaging strategy is warranted, to stand out from the crowd of larger competitors. 
 
 
Target Audiences 
 
User behavior has changed over the past 2 years, which has fueled new threats.  With the emergence of 
the online lifestyle, end users are conducting more routine activities online than ever before.  Bill 
payment, stock trading, shopping, gaming, and socializing are now routinely transacted online.  Often 
referred to in hi-tech circles as “Web 2.0”, this emerging lifestyle is centered around the Web as a 
platform, consisting of online communities and hosted services which aim to facilitate collaboration and 
sharing between users. 

 
There are two main target markets in the Web 2.0 world that xxxxx serves: 
 
• xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx. 
 
• xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx 
 
Additionally, the press, analyst, and independent testing communities cannot be ignored.  Since this 
group is highly credible with the target market, xxxxx must ensure that they understand the company’s 
products, solutions, focus, and unique strengths.  However, this audience focuses nearly exclusively on 
the following, irrespective of company messaging: 
 

• Detection rates (known and unknown threats) 
• Cleaning capabilities 
• Types of threats detected/irradicated 
• User Interface/ease-of-use 
• Market share (analysts only) 

 
Since these groups will focus exclusively on these items in an attempt to gauge the overall effectiveness 
of the products versus those of the competition, xxxxx must provide hard statistical information to the 
press and analyst community, while working proactively and collaboratively with the testing communities 
to ensure the test results are as favorable as possible.  
 
 
Competitive Landscape 
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There are numerous competitors in throughout the United States, as well as throughout the world.  Of 
these competitors, three rise to the top.  xxxxx have captured market share of xxxxx respectively.  With a 
combined market share of more than xxx, therefore, they will be considered the major competitors, for 
purposes of the messaging strategy. 
 

Competitor What’s better about them, versus 
xxxxx? 

What’s not as good about them, 
versus xxxxx? 

xxxxx xxxxx xxxxx 
xxxxx xxxxx;  xxxxx 
xxxxx xxxx x xxxxx 
 
The above analysis strongly suggests that a key benefit BitDefender has over its competitors is in the 
proactive detection of threats.  Heuristics are severely lacking throughout the entire industry, with missed 
samples and false positives a significant drawback of all other vendors. 
 
 
Positioning Strategy 
 
xxxxx wishes to position itself as xxxxx.  The implication of this is that xxxxx offers the same level of 
protection, but without xxxxx. 
 
xxxxx also understands that the world has changed.  With the emergence of the online lifestyle – what is 
frequently referred to as “Web 2.0” – users’ activities have spurred a whole new level of threats.  While 
traditional security vendors continue to largely focus on computer and application threats, xxxxx is 
focusing its efforts on the new and emerging threats bourne from the online lifestyle of its target markets.  
xxxxx is agile and future-oriented, and is therefore in a better position to protect users against future 
threats.  
 
 
Key Differentiators 
 
Most security vendors offer a variety of products, scaled to fit a range of needs.  This includes solutions 
for all types of malware detection and removal – viruses, spyware, phishing, and spam.  However, xxxxx 
offerings include some features that are not necessarily common in the industry, or that otherwise provide 
a slight competitive advantage.  The table below articulates these features, along with their corresponding 
benefits. 
 

Feature Benefit 
xxxxx xxxxx 
xxxxx xxxxx 
xxxxx xxxxx 
xxxxx xxxxx 
 
 
Key Messages 
 
Like all security vendors, xxxxx will obviously need to talk about security threats and how customers and 
prospects can protect themselves against them.  However, the firm will actively seek to avoid the “me too” 
perception, and set itself apart from competitors.  xxxxx will achieve this by focusing on the following key 
messages in all outbound communications: 
 
• New Breed.  Traditional AV and other security providers are focused on protecting computer 

applications.  While this is certainly still important, today’s biggest threats – as well as the most 
prominent emerging threats – are targeted at the emerging online lifestyle. xxxxx assesses the type of 
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activities in which users are engaged, as well as the channels employed to conduct those activities, to 
proactively determine where future threats are likely to arise.  xxxxx is therefore in the best position to 
keep users safe from the top emerging threats to the online lifestyle. 

 
• Proactive.  The company tagline, xxxxx refers not only to the shift in focus from protecting computers 

and applications to protecting users with a Web 2.0 lifestyle, but also to the advanced technology that 
fuels xxxxx solutions, which proactively detects unknown threats. 

 
• Effective Protection.  In independent tests by third-party industry organizations, including AV-Test, 

xxxxx products are proven to have some of the highest detection rates in the industry.  Moreover,  
xxxxx products have been tested and certified by every major testing agency, including AV-Test, 
VirusBulletin, ICSA labs, and West Coast Labs. 

 
• Beneficial for Online Gamers.  With most security software, gamers are forced to make a decision 

between security and performance.  Temporarily disabling security software is risky, to say the least, 
but maintaining security can prove disruptive to the gaming experience.  xxxxx is one of the few 
security providers in the industry to develop gamer-friendly features, which offer full protection, while 
not interfering with the user activities.  None of the major providers offers this feature. 

 
 
Tone 
 
To be noticed amongst the competition, xxxxx will need to take a different approach than its competitors.  
This is particularly true, due to the size and market command of some of the larger players, who have the 
ability to easily dominate the market with their messaging.  As such, it is advisable that xxxxx take a less 
“corporate” tone in its messaging strategy, and instead adopt a more informal messaging scheme. 
 
In fact, due to its small size and “newcomer” status, coupled with the fact that its main target audience is 
relatively young, technologically savvy men, xxxxx can be more edgy in its messaging.  In the U.S. 
market, the company will have to be careful to mind “the line” between edgy and gratuitous, but with this 
in mind, the firm would do well to employ the following in its corporate tone: 
 
• Fun/hip/playful.  With technologically savvy men, humor and youth can be very effective in capturing 

their attention.  However, this will need to be done with a great deal of tact, so as not to offend other 
portions of the market, nor to damage the reputation of the company, overall.   
 

• Web 2.0/cool.  One of the primary points of differentiation for xxxxx is the company’s focus on Web 
2.0.  Serving the needs of consumers who are engaged in these new activities sets the company 
apart from its competition.  Additionally, the type of person engaged in these types of activities will 
tend to be, by their very nature, more cutting-edge and appreciate messaging that exudes the same.  
By appearing more “hip” and “cool”, while leveraging the power of the newest, hottest technologies, 
the company has the opportunity to truly connect with its target audience in new and unique ways. 

 
 
Goals 
 
xxxxx is seeking to achieve the following high-level goals with this messaging strategy: 
 
• Build brand name recognition in the U.S. market 
• Differentiate xxxxx from the competition.  In particular, xxxxx 
• Overcome the industry’s commodity perception of the security industry 
• Capitalize on the company’s strong reputation and history of leadership and innovation 
 
 


