
The Client
GeoPhoenix, a small start-up based in Cambridge,
Massachusetts, launced the Zooming Markup Language, ZML,
which enables data to be viewed by “zooming” in. Supporting
products included the 
ZoominatorTM, an authoring tool, the ZoomTopTM, a viewer
appication, and the Zoom Media BrowserTM, a standalone appli-
cation for use with media-rich content.

The Situation
GeoPhoenix was preparing to present its Zoominator technol-
ogy to major wireless providers and device manufacturers fol-
lowing its win with Sony.The company needed a strong corpo-
rate image, clear positioning and supporting sales materials to
help establish itself as a solid partner to these larger players.

The Solution
A set of product and company sell sheets, website and a sales
presentation deck were designed with a consistent look and
message. Sales-orientated content was created that outlined key benefits
of the technology and capabilities of the various product offerings, as
well as demonstrated end-user impact through case study scenarios and
ROI models.

The Result
GeoPhoenix won meetings with top executives at AT&T mMode, NTT
DoCoMo, and Samsung.The company’s refined message was now orien-
tated towards the financial gains of its prospective partners – selling
benefits versus just software.
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