Case Example:
Sales & Marketing Strategy Reengineering

conequity

1. Situation

* Niche developer of document- and workflow-
management software

* +/-$2.0M annualized sales

* Financial exit strategy for founding partner is a key
goal, but...

* Recent company performance and trend line does
not support a sufficient valuation

3. Deliverables

* Primary product line becoming obsolete due to
changing technologies and customer business
models

* 10-year sales trend is flat-to-declining

* Marketing plan, sales strategy and sales
compensation out-of-synch w/ current market
opportunities

* Product roadmap and sales drivers were
opportunistic v. strategic, leading to volatile
priorities, staff frustration & turnover

* Positioning Matrix & Marketing Opportunity Matrix:
» Setting Operations and Marketing Priorities
* Voice of the Brand messaging framework
* Sales Strategy & target market priorities
* Sales Effectiveness Analysis
* Sales Opportunity Matrix & Sales Initiative Matrix
* Pricing Model: customized
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* Sales Compensation Model: customized

Established clear, objective roadmap for executive
and staff focus on core product and revenue
initiatives

Delivered a framework for transitioning “tech-
speak” messaging to customer-issue-centric Web
site and sales collateral

Established executive alignment around required
changes to sales structure / strategy / compensation
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“We knew we needed to make some significant changes. Conequity was able to help us pinpoint strategies to drive sales
focus, to clarify our marketing messaging, to build a compelling pricing model, and to take the necessary steps to execute on
those changes.”

President, Software Development Company
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