This first lesson delineates most of Ries and Trout's The 22 Immutable Laws of Marketing. An outline of each of these critical concepts (rules) will follow.

Note: Not all 22 rules are outlined here. Rule #11, for example, has been purposefully omitted, as it is not as relevant to the political arena as the others. This list is not a substitute for reading the book, which can be easily covered from beginning to end in less than two hours.

Who are These Guys—Ries and Trout?

Ries and Trout are professional marketing consultants. They have built successful advisory firms by instructing companies on how to successfully sell more of Mustangs, Pampers, and Cheerios.

In terms of writings, Jack Trout is the more accomplished of the two and is recognized as one of the world's foremost marketing strategist. Since 1986, Trout has written 11 books on marketing and strategy including one in 2008, Differentiate or Die.

"Strategy is about how you differentiate," says J. Trout. Isn't that what a political communication effort ultimately seeks to accomplish?

Why Do Ries and Trout Matter?


Jack Trout is a true visionary who understands marketing in the modern age, and his ideas explain what it takes to break through the clutter. For example:

· Succeeding in politics is about drawing a positive contrast through one's communications. 

· According to Ries and Trout: "Positioning is a body of work that figures out how to best position your product in the minds of prospective customers. It is best defined as: How you differentiate yourself in the mind." 

· The special significance of Trout's marketing insight to political communication is seen by simply replacing "product" with "candidate" and "consumer" with "voter," and one can begin to understand Trout's relevance

