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Strategic Business Transformation Through Enhanced Strategy Development

Background:

This case study outlines how we provided business management consultancy services to
successfully guided our client, a leading organization in its industry, through a
comprehensive review and reset of its business strategy, incorporating Willingness to Pay
(WTP) and Willingness to Sell (WTS) principles. The outcomes of this engagement included
product redesign, the development of a new client engagement model, and ongoing training
and mentoring for senior managers on strategic business development and maintenance.

Strategy Assessment:

We conducted an in-depth analysis of the company's existing business strategy, evaluating its
alignment with market trends, customer preferences, and competitive landscape.

Strategic Reset:

Based on our assessment, we developed a revised strategy that incorporated WTP/ WTS
principles, focusing on optimizing product offerings and improving customer engagement.

Implementation Support:

We worked closely with our client to implement the new strategy, providing training and
ongoing mentoring for senior managers to ensure the successful execution and maintenance
of the updated business approach.

Key Findings

Our assessment revealed several areas where our client's existing business strategy could be
improved:

a. Product Offerings: The company's products did not fully align with customer needs and
preferences, resulting in suboptimal WTP/ WTS balances and missed revenue opportunities.

b. Client Engagement: The client engagement model lacked personalization and proactive
communication, limiting the company's ability to build strong, long-term relationships with
its customers.

Implemented Solutions

Our strategic reset included the following key recommendations:

a. Product Redesign: We advised the company to redesign its product offerings based on
WTP/ WTS principles, focusing on delivering greater value to customers and capturing
untapped revenue opportunities.

b. New Client Engagement Model: We developed a new client engagement model for our
client emphasizing personalized communication, proactive relationship management, and a
deeper understanding of customer needs and preferences.
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c. Training and Mentoring for Senior Managers: We provided ongoing training and
mentoring to the senior managers, equipping them with the skills and knowledge necessary to
develop, implement, and maintain a successful business strategy that aligns with market
dynamics and customer preferences.

Results and Impact

The implementation of our recommendations led to significant improvements in our client's
business performance:

e Product sales increased by 30% due to the redesigned product offerings that better
resonated with customer needs and preferences.

o Customer satisfaction and retention rates improved, with a 25% increase in repeat
business and a 20% reduction in customer churn.

e Senior managers developed a strong understanding of strategic business development and
maintenance, ensuring the company's ongoing success and adaptability in a competitive
market.

Conclusion

The engagement with our client demonstrated the value of a comprehensive strategic reset
focused on incorporating WTP/ WTS principles and optimizing business processes. By
implementing our recommendations, the company was able to achieve significant
improvements in product sales, customer satisfaction, and overall business performance,
positioning itself for continued success in a dynamic and competitive industry.

i (Marketing) /

S

-

Business’
Strategy

Note. All parties have had their company names withheld to protect privacy & NDA's.

NewEdj LLC
Info@NewEdj.com

t1561-660-1129
+44 7894 738599



