
CASE STUDY 
Sector: Engineering Services

COMPANY PROFILE
A specialized Engineering Services company, providing high-end Design
solu�ons and services to North America and Europe markets

BACKGROUND AND PAIN POINTS
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In the middle of 2015, the CEO realized that in spite of trying various 
mechanisms, the company was not growing for the past 3 years. Revenue 
had decreased and Profit was going down. They also had lost a few good 
deals to their compe�tors. For every 10 proposals they were submi�ng, 
they were winning only 2 or 3. Sales cycle was growing longer, causing 
heavy pressure on the Margin. The investors were disappointed and 
demanding strong ac�ons. The employee morale was very low and 
a�ri�on was at a all-�me high.
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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
•Offering priori�za�on
•Got-To-Market
•Lead Genera�on
•Revenue growth
•Skill building

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

Tools & Templates

Techniques & Training

OUR SOLUTION
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SAGE Framework + ADVICE methodology
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BACKGROUND AND PAIN POINTS
Against this backdrop, the CEO invited Bizwin to help them out.Bizwin did a 
thorough assessment in the first 2 weeks, diagnosed the main problems and 
came up with prac�cal, �me-bound solu�ons, leveraging its SAGE framework. 
Over the next 12  months, Bizwin hand-held the top management and the 
Sales & Marke�ng teams to turn around the business and achieve 30% 
Year-on-Year growth.
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FIRST 3 MONTHS – ACTIVITY PLAN

Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12

Diagnose Gap, 
Pains & Risks

Audit Current status, 
Resource, Readiness

Verify Goals & Resources

Expand / Ra�onalize Segment 
and Geo wise Offerings

Priori�za�on of Offerings

Prepare & Baseline Strategy, 
Sales stage Planning, 
Ac�on Plan

Fine-tune Demand genera�on 
process using our PENCILS 
model

Standardize Sales Forecas�ng using 
our tool and template

Resources and Organisa�on structure planning

Bookings and Cash flow Planning Account Planning & 
Management

Implement Demand genera�on and Sales process op�miza�on, Strategy, Revenue model, 
Sales stage planning, Targets, Ac�on Plan, tools, templates, guidance and hand-holding

Improvement in Lead genera�on, 
Sales conversion, Customer acquisi�on

Control Ac�vi�es, Metrics, Milestones 
and CRM reports (if available)

Evaluate Results, 
Feedback, 
Mo�va�on
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Avg. Leads per week

Before

After

RESULTS

12-month Bookings ($ Mn)

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

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

20 4 6 8 10 12

0 2 4 6 8 12 14 16 5 10 15 20 25 300

10 20 30 40 50 600 70

Visit www.bizwinconsulting.com to learn more

2019 Bizwin consulting. All Rights Reserved.
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Bene�ts which the Client got in 12 months
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