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Case Study

Sales Strategy & Kit for
Educational Advisory Services Company

e Situation & Challenges

The client is in the business of providing accreditation services among others to educational
institutions. They had all the relevant data, resources & knowledge for implementing the
service but needed a sales strategy to be able to target customers effectively in addition to
structured sales kit with comprehensive product-related processes.

e Our Approach
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benefits, processes and differentiation of the client’s products.

e Result

Based on our recommendations, the client is now able to successfully target its customers and
achieve sales.

How 6 is your business?




