
CASE STUDY 
Sector: So�ware Product

COMPANY PROFILE
A so�ware product company. Provides a SAAS pla�orm for collec�ng,
digi�zing, communica�ng, integra�ng and analysing remote field data in 
real �me.
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WHY THEY CHOSE BIZWIN 

EXECUTION 
FOCUS

METHODOLOGY

ASSURED 
RESULTS

BACKGROUND OF 
CONSULTANTS

Audit
•Status
•Pains
•Resource

Diagnose
•Gap
•Reasons
•Risks

Verify
•Goals
•Ini�a�ves
•Accelerator

Control
•Ac�vies
•Metrics
•Milestones

Implement
•Strategy
•Structure
•Process

Evaluate
•Results
•Feedback
•Mo�va�on

Focus Areas
•Customer Value 
•Lead Genera�on 
•Revenue growth
•Process op�miza�on
•Team building

Handholding all along: Face-to-Face + Skype + Mails + Calls

Tools & Templates

Techniques & Training

OUR SOLUTION
G��� �������� ���������� ��� 12 ������

SAGE Framework + ADVICE methodology
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Avg. No. of Leads per week
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RESULTS

12-month Revenue (Mn INR)

Avg. Sales cycle (weeks) BD Cost as % of Sales

Proposal conversion (%) Avg. Collec�on period (days)

10 2 3 4 5 6 7 8 9 0 0.5 1 1.5 2 2.5 3 3.5 4

0 2 4 6 8 10 12 14 16 18 10 20 30 40 50 600

10 20 30 40 50 600 70 10 20 30 40 50 600 70 80

Benefits started showing up from the 3rd month of the engagement

Visit www.bizwinconsulting.com to learn more

2019 Bizwin consulting. All Rights Reserved.
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