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GovConnection
DIAMOND Marketing Helps Industry’s Number Two Direct to Market Reseller (DMR) Rebound in Public Sector Markets after Catastrophic Event
At-a-Glance

Company/Industry:  GovConnection is the 21st largest reseller of technology products to public sector markets, according to VAR Business magazine. With revenues in excess of $250 million, the company is a leading supplier of computers, software, networking products, storage, and supplies to Federal, state, and local governments, higher-education, and K-12.  It is a subsidiary of PC Connection, the industry’s second largest direct to market reseller with revenues over $1.5 billion.

Champion:   Jay Lambke, newly appointed president of GovConnection. Lambke had previously led public sector sales and marketing at Ingram Micro, Tech Data, and Gateway.
Critical Issues:  GovConnection was in a perilous position after it lost its GSA Schedule in 2003.  The loss of the GSA schedule meant that most other sales vehicles to the Federal government, such as agency-wide blanket purchase agreements and other contracts, were no longer valid.  Competitors were using this to their advantage by telling their customers that GovConnection could no longer sell to the Federal Government and had decided to leave the market. While this was not true, losing the schedule meant that any selling would be very difficult. Suppliers to the company needed to be assured that GovConnection was still focusing on the market, and internal sales reps needed to be assured that the company was committed.

Lambke and his new team needed to create a strong value proposition and tactical marketing plan that would maximize opportunities in GovConnection’s non-Federal markets.  They also needed to assure the vendor community that not only was GovConnection sound, but also fully capable of providing better service than competitors such as GTSI, CDW-G, and Insight. 
Capabilities Needed:  Lambke looked to DIAMOND Marketing to produce an industry leading value proposition for the company, based on his vision, and a marketing plan that would drive the company towards increased revenue and higher repeat customer business. They also needed to produce a plan that would entice vendors, such as HP, Apple, Cisco, and Xerox, to direct a larger share of their market development funds to GovConnection for field market programs.  He also needed a marketing consultant that could help build and manage a team of marketing staffers who would implement the programs as well as direct PC Connection corporate marketing services who would produce the materials.
Strategy: DIAMOND Marketing met frequently with Lambke and his team, as well as corporate resources to develop a value proposition that distinguished GovConnection from its competition. The value proposition, dubbed EXCEED for “Exceed Customer Expectations Every Day,” formed the basis of a strong market attack that was designed to further customer loyalty and grow vendor involvement in the company’s programs. The strategy also included intense integration of sales, PR and marketing activities to ensure that the market program would help the company achieve its revenue expectations.  A large part of the program included identifying key vendors for the company to focus on and then producing the programs necessary for business to grow from the new relationships.  The marketing plan that needed to be developed and implemented would need to go beyond the previous strategy, which was nearly 90% catalog-based.  The plan would need to include branding elements, such as advertising and direct marketing, and contract specific marketing that would drive revenue from GovConnection’s existing contract vehicles.
The Result:
A “quantum leap” in vendor commitments.  Improved “branding” which helped re-establish the company with key customers and vendors, in addition to removing competitor claims that the company was no longer in the market.  A broader mix of marketing programs beyond the company’s traditional catalog-driven marketing program was put into place. Development of marketing tools that were embraced by the various sales teams in their selling process.  Confirmation was made by other industry participants that GovConnection is truly an industry leader and a valuable channel partner.
Key highlights of the engagement:

EXCEED Vendor and Customer Program:

· Description: EXCEED was kicked off in early 2005 to solidify the GovConnection value proposition as the leading public sector DMR concerning customer experience.

· Program Elements

· Half-yearly meetings with public sector and channel management teams at key focused vendors

· Detailed marketing plans with key vendors to ensure growth in public sector markets
· Directed public relations efforts to raise market awareness and confirm that GovConnection was still a major player in the market place.
· Benefits to Organization

· Exposure to top vendors, Tighter relationships with key vendor teams in order to get better pricing, better deals, and access to better customers

Customer/Market Targeting Program
· Description: GovConnection marketing has worked very closely with GovConnection Sales in order to target the most likely customers and deliver appropriate and best offers/account management to them

· Program Elements

· Strategy sessions with Capture Management and Sales Management to determine who the best customers are and where we should focus our marketing efforts.
· Directed and integrated contract marketing programs that would consider direct marketing, sales involvement, and product management participation.
· Benefits to Organization: Marketing dollar efficiencies, Sales focus
Top Twenty Vendor Prioritization
· Description: In order to maximize limited vendor dollars and provide better focus for the company’s selling efforts, the GovConnection Marketing team pared down the list of vendors that would be focused on from over 100 to 25.
· Program Elements

· Focused efforts: One or two per product category (often including HP). Focused marketing dollars, training, and sales programs.

· Specific marketing plans designed to maximize vendor dollars and specific marketing programs at the right accounts.
· Benefits to Organization: Focus, Differentiation
HP Campus Advantage Teaming Program
· Description: GovConnection created a “laptop mandate” program for HP in order to help HP re-start its higher education business. HP will be distributing all leads from the program directly to GovConnection for the first year

· Program Elements

· Teaming relationships with HP Higher Ed sales teams

· Fulfillment opportunities for larger HP Education deals

· PR and Marketing communications to leverage HP

· Benefits to Organization: Huge PR opportunities, First call on many deals, Differentiation above competition.
DIAMOND Marketing, 344 Maple Avenue West, No. 296, Vienna, VA 22180

www.freddiamond.com.  703.628.6910. ingram@freddiamond.com
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