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CASE STUDY: M3S57
CLIENT: 52 SYSTEMS

AMERICAN BANKER

THE FINANCIAL SENYVS

GOAL: Raise profile 52 Systems in
key vertical makets—financial services,
retail and healthcans. Position 52 for an

[P0 andfor acquisition.

CHALLENGE: Asancwly
independent provider of high-volime, high
availability transaction processing
solutions, 52 faced the challenge of
creating awareness of the company and
understanding of its products among key
audiences, including 52° large global base
of instulled customers.

STRATEGY: Build 52 brand and
drive understanding of the company among
existing customers, vertical market trade
media and select industry mnalysts.

[ncrease S2°s profile as an industry leader
by maximizing media attention at
important industry conferences and trade
shows and highlighting 52%s success with
‘beacon’ cusomers.
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More than 3 press releases
anmouncing new products, customers
and partners where distributed in one
year—achieving more than 3 million m
targeted media impressions.

=  More than 250 select 52 customers
attended the company’s 1" annuoal
users’ conference— Y52 Exchanpe”
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BUSIWESS INMONATEON POMERED @9 TECHRODLOBEY

¢ Mediafanalyst outreach generated
awareness among all target analysts
and extensive coverage in all target
trade publications.

THE ASIAN BANKER

Novesher & 2000

Ak hrali;

IMPACT:
= 52 Healtheare acquired by Dakota
[maging

= 52 Systems acquired by ACI, Inc.
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