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Strategy for Technology Provider

The Scenario
A worldwide leader of business to business (B2B) commerce
solutions needed an international go-to-market strategy for its

supply chain and B2B integration products.

How We Helped

Using primary-source research, Bainbridge assessed the client’s
competitors’ sales processes, sales strategies and overall strengths
and weaknesses. We then leveraged this information to determine
how the client could best complement and compete with their
direct competition. Bainbridge’s strategic recommendations
highlighted the client’s high functionality, as well as their ability to

customize to specific needs during the sales process.

The Result
The client leveraged Bainbridge strategic and tactical insight to
gain a strong foothold in the supply chain marketplace and

outmaneuver the competition.
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