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CHALLENGE

A global B2B solutions provider was evaluating a major strategic investment in a new business line. Leadership believed the
market was shifting in their favor—but internal assumptions were fragmented, competitive pressures were unclear, and
customer needs were poorly understood.

The core question:
Is this investment worth making—and if so, how should we enter, differentiate, and win?

The organization required a unified, evidence-based understanding of the market, competitors, customers, and potential
future scenarios to inform a high-stakes decision.

STRATEGY

The client partnered with Proactive Worldwide to deploy the full five-phase P\W/\WDiscovery® intelligence program,
integrating qualitative, quantitative, and strategic planning processes:

1. Market Opportunity Assessment
We quantified the true size, growth trajectory, and disruptors shaping the category, uncovering hidden opportunities
and risks that had not been considered internally.

2. Competitive & Landscape Analysis
We mapped incumbent and emerging players, their capabilities, white-space positioning, and likely near-term strategic
moves—revealing gaps the client was uniquely positioned to fill.

3. B2B Voice of Customer (VoC)
Dozens of in-depth interviews across customers, lost prospects, channel partners, and industry experts uncovered
decision criteria, unmet needs, switching triggers, and willingness to adopt a new entrant.

4. Signals Tracking & Monitoring
We assessed early-warning indicators, regulatory developments, and innovation patterns that could accelerate or delay
market adoption.

5. Strategic Wargaming & Alignment Workshop

Cross-functional leaders participated in a facilitated strategic wargame to pressure-test assumptions, evaluate
competitor reactions, and align on the go-forward strategy.

Together, these phases created a unified, fact-based foundation for decision-making.



INSIGHTS

o PWWDiscovery™ surfaced critical intelligence that reshaped the client's investment outlook:

o The market was attractive—but only within specific segments where customer pain points were both acute
and underserved.

o Competitors were misaligned with evolving buyer needs, leaving room for a differentiated value
proposition.

o Customers prioritized reliability, integration ease, and service over pure feature innovation, contradicting
the client's initial assumptions.

o Three early-warning indicators were identified that would accelerate category expansion, providing a
timeline for investment.

o Scenario planning revealed two competitor reactions that could be mitigated with early messaging and
targeted market activation.

These insights reframed the business case and eliminated internal debate driven by guesswork.

IMPACT The PW\WDiscovery® program enabled the client to make a confident, data-
backed investment decision.

O » Key outcomes included:

o A clear "Go/No-Go" recommendation that aligned the C-suite

o A validated value proposition grounded in customer reality

o A phased market-entry roadmap with prioritized segments

o |dentification of competitive vulnerabilities the client could exploit
o Reduced strategic risk through continuous monitoring triggers

The leadership team moved forward with confidence, accelerating an
investment that now had measurable, evidence-based justification.

"PW/\WWDiscovery® gave us the clarity and alignment we had been missing. It
transformed a high-risk decision into a strategically guided path forward.”
— SVP, Strategy & Innovation, Global B2B Solutions Provider
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