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DIAMOND Marketing President Fred Diamond Selected to Speak at NVTC Business Development Workshop
Marks Fourth Year in a Row Leading Marketing Consultant Headlines Annual Marketing Symposium
VIENNA, VA—DECEMBER 2, 2005— 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 its president, Fred Diamond, has again been selected to present at the NVTC annual half-day marketing workshop on December 8, 2005.  This year’s seminar is entitled, “Strategic and Tactical Marketing Essentials: Use Marketing to Get to Revenue.” The event was produced by the NVTC Business Development, Marketing, and Sales committee.

Diamond’s presentation will be called “"Twenty Seven Things You Need to Be Doing Now to Ensure that Your Marketing Gets You Revenue Reward." Diamond had presented on integrating sales and marketing programs, enabling sound lead generation programs, and effective go-to-market initiatives at previous year’s workshops.

Diamond’s message historically focuses on creating a sound, well-rounded marketing program that considers sales, communications, product or service planning and effective execution.  This year’s presentation will be no different.

“Too often, organizations produce and implement programs that are half-baked, incomplete and not well-thought out,” said Diamond. “We’re going to take a look at 27 things I believe are critical for marketing programs to succeed. We probably could have come up with 30 more, but presenting one every two minutes should get the points across.”
Among the 27 things are:

Don’t start with the tactics: “Too often, companies latch on to the ‘idea du jour’ just to be trendy, instead of developing a smart strategy first. There are probably thousands of great tactics your company can execute upon, however they are totally wasted if they do not relate to the overall strategy.”

Market to who’s going to buy: “For most companies, the potential customer base is usually very slim. After each fiscal year, every company in the world knows who bought from them. Wouldn’t it be easier if we knew who all of those customers were before we started marketing and then marketed specifically to them?”
Train the receptionist: “In many situations, the one person the majority of your customers will face will be your receptionist.  This person should at least know your elevator pitch and then some.”
The workshop will be sponsored by the Rainfield Group (www.rainfieldgroup.com).

“Fred Diamond is one of the region’s true marketing gurus. He’s a unique marketing consultant in that he preaches that it’s about using marketing to fulfill your sales goals. His message always resounds with sales, business development, and marketing professionals, and obviously with senior level executives,” said Natalie Buford-Young, president of The Rainfield Group.
The workshop will be held at the National Louis University in Tyson’s Corner. Registration can be done through www.nvtc.org.

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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