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DIAMOND Marketing Guides Financial Software Vendor into New Vertical Markets
Brittenford Systems Refined Focused Efforts on Government Contractors, Associations, and High-Tech Firms

VIENNA, VA—FEBRUARY 12, 2004—DIAMOND Marketing, the high-tech marketing consultancy that coined the phrase “marketing that doesn’t lead to revenue reward is a HUGE waste of time and money,” announced that it recently completed a vertical market development engagement with Brittenford Systems, a Gold Certified Microsoft Business Solutions Provider of accounting and budgeting systems and services. [NOTE: At the time of the engagement, the company was known as Adonix and has since changed its name to Brittenford Systems].  As a result of the engagement, DIAMOND Marketing worked with Brittenford Systems to hone its marketing and sales messages and processes to three vertical markets that are prevalent in the DC metro area: government contractors, associations, and high-tech firms.
As a result of the engagement, DIAMOND Marketing developed a brand new corporate value proposition and messaging perspective for the company. In addition, it led the effort to produce a completely revised set of customer facing materials including a new web site, new collateral, press materials, and presentations. The consultancy also worked with Brittenford Systems to refine and optimize the company’s sales account strategy. Results of the work led to a steady increase in sales to medium-sized government contractors. The company was also featured in articles in the Washington Times and other vertical publications.
Brittenford Systems President Michael Mahoney realized he needed outside marketing and sales expertise when he looked to engage with DIAMOND Marketing. “We had just completed a tremendous year in a very tough economy,” said Mahoney. “Even still, in order to continue our growth, it was obvious that we needed to get as targeted as possible. DIAMOND Marketing was able to come in and help us focus on what our best opportunities were and produce all of the supporting materials to ensure we implemented the new plan as flawlessly as possible.”
DIAMOND Marketing President Fred Diamond said that Brittenford Systems was a great example of a company that was doing very well and recognized that it could do even better if it honed its message and supporting processes. “We were able to work with Adonix to optimize the things it did well and work with the company’s executives and sales team to put processes in place that ensured focus and growth.”
About DIAMOND Marketing

DIAMOND Marketing specializes in developing realistic marketing strategies that hasten business development.  President Fred Diamond is highly regarded as an expert at figuring out the marketing programs needed to develop and implement in order to effectively find new prospects in what he calls "the rush to customers." Specific capabilities include building strong marketing plans that identify domestic and international market opportunities, implementing global business development, product marketing and integrated sales and marketing plans that enhance corporate revenue growth and profitability, and product and business line positioning and messaging development. DIAMOND Marketing services all technologies and develops and implements cost-effective, highly focused marketing programs for large and small companies. 

DIAMOND Marketing can be reached at www.freddiamond.com or 703.628.6910.
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