
COMPANIES SELLING TO GOVERNMENT  
CHOOSE Q2 MARKETING



You know that selling to government requires 
specialized expertise and a record of past performance. 
Shouldn’t your marketing agency have the same 
proven Business to Government (B2G) expertise? Tech 
companies selling to government choose Q2 Marketing 
when they need revenue-driven marketing results.  
Here are some highlights:



“Throughout this effort, their staff has gone above and 
beyond in providing us with the strategic and creative 
support that we need to meet our goals.” 
—Wendy Henry, VP of Consulting

Business and IT consulting firm Johnston McLamb chose Q2 

Marketing to help redefine practice areas and vertical industries 

to expand into other agencies and commercial markets. Q2 

customized our Strategy Development Process (QSDP), which 

included collaboration with Johnston McLamb’s internal team. 

Q2 conducted extensive market research that confirmed viability 

of the markets, predicted market revenues, the ability for Johnston 

McLamb to penetrate, competitive analysis of existing players, and 

more. Our strategic plan clearly presented opportunities for each 

solution, industry by industry. 

As they were moving from IT consulting to business consulting 

with an IT underpinning, the new messaging theme was: Visionary 

Leadership. Innovative Technology. Strategic IT Solutions with a Purpose. 

We developed an integrated marketing plan that prepared them to 

further penetrate target markets. The final stage of the process was the 

new Johnston McLamb brand. The creative approach was based on 

showing the fast pace of technology. But by working with Johnston 

McLamb, clients keep pace and better enable their business. This 

entire program—research to rebrand—was successfully completed 

within just four months and within budget. 

Market Research to Corporate Rebrand in Four Months



“Accelera chose Q2 to help bring consistency and 
outside industry knowledge to our marketing 
programs. We needed someone to help us develop and 
deliver a consistent message in a multi tiered approach 
and Q2 has done a great job of this.” —Joseph Brown, 
President, Accelera Solutions

Accelera Solutions called on Q2 Marketing to leverage 

strategic marketing to impact their sales pipeline. We 

began by auditing their marketing strategy and tactics, 

and created a marketing plan. We then refined their 

messaging to empower Accelera to continue to sell into 

defense, civilian and commercial markets. We initiated 

touch point initiatives including monthly mailers and 

quarterly newsletters, and developed a robust new web 

site. A testimonial and case study program further boosted 

Accelera’s credibility and provided actionable materials 

for the sales force. The next phase is centered on a broad 

media relations program.

Blending Integrated Programs to Drive Sales  



“Q2 Marketing helped us realize one of the things that 
set up apart from our competition is our unique ability 
to become partners in our clients’ success. The same 
can be said for Q2. Without a doubt, they have become 
partners in MDA Technologies’ success. By working 
with Q2, we have realized increased revenue. Working 
with Q2 Marketing has been one of our best business 
decisions.” —Paula Maxey, VP Corporate Development,  
MDA Technologies 

MDA Technologies sought to further penetrate defense 

organizations. Q2 began by refocusing their strategic 

messaging. We deployed the Q2 Messaging Development 

Process (QMDP). The output has become the foundation 

of all external marketing, including collateral, direct mail, 

web and trade show strategies. 

To help MDA Technologies articulate the corporate 

brand, Q2 Marketing led a training session to familiarize 

the company with the new messaging. We then developed 

new collateral for MDA Technologies’ lines of business 

targeted to the DoD, including case studies that represent 

their services and custom solutions.

Blending Integrated Programs to Drive Sales  

Messaging & Collateral Suite 



“We chose Q2 Marketing because of their proven expertise 
in developing best-fit marketing strategies. They had 
an immediate understanding of our core principles and 
the message that we wanted to convey to our clients.” 
—Jerry Torres, President & CEO, 
Torres Advanced Enterprise Solutions

  
Torres Advanced Enterprise Solutions is an enterprise 

consulting and language services firm with offices in 

North America, Latin America and the Middle East. 

Torres works with the Department of State, Department 

of Justice, Department of Defense and others. They chose 

Q2 to help them extend their stellar reputation into other 

agencies and the private sector. Q2 has orchestrated a 

large-scale public relations program that includes securing 

executive speaking engagements, promoting a new book 

by the CEO and extensive and targeted media relations. 

We’ve created a full-scale collateral suite that clearly  

articulates Torres’ offerings. This includes case studies 

that highlight their successes across agencies and service 

offerings. Team members now have targeted materials for 

sales meetings, trade shows and other activities.

Public Relations, Collateral & Case Study Suite



Q2 Marketing is an integrated, full-service marketing communications agency focused on the Washington, DC 

region’s B2G and B2B technology markets. With qualified programs, Q2 ensures clients spend their marketing 

dollars in the best ways, reducing marketing risks. Q2 capitalizes on the synergy of client partnerships to drive 

revenue, bridging the divide between client need and agency delivery. With quantified results, Q2 is committed 

to establishing measurable metrics based on best practices—becoming an indispensable resource for clients. 

Learn more at www.Q2marketing.com.

How can we help drive B2G sales for you? 

Contact us at sales@Q2marketing.com  or call 703-273-2990 to learn more. 

Public Relations, Collateral & Case Study Suite

Q2 MARKETING. QUALIFIED PROGRAMS. QUANTIFIED RESULTS.



q2marketing.com


