Identifying Growth Opportunities and Building a Viable Business Case

Generating new insights and exploring white
space opportunities will make the difference
between brands that continue to grow and thrive
and brands that fizzle out. While companies
may use various techniques to determine where
these opportunities exist, verifying the extent to
which they are viable and creating a strategy
for capitalizing on them is critical. This is where
robust quantitative research tools come into play.

DDW’s experience acrossindustries has presented
us with a multitude of situations where we’ve been
asked to help our clients both size and maximize
opportunities. As you consider ways that your
brand can expand and grow, we thought it would
be helpful to offer a snapshot of two of the more
effective ways for making this happen:

1. Identify Ways to Make Your Product or
Service Accessible to More Consumers

» Are your pricing structures flexible and able to
accommodate the needs of different groups of
customers and prospects? You may want to
borrow pricing models from other industries
such as lay-away or installment financing,
leasing, pay-as-you-go, etc. in order to retain
customers or open up new market segments.

» Canyoudeliver your product or service through
additional channels that will increase your
market penetration or add convenience for
you customers? For example could you use
re-sellers or distributors, implement kiosks or
vending machines, or push applications “over-
the-air” to mobile devices.

2. Find Emerging, Underserved or Adjacent
Markets

+ Have competitors failed or exited the category,
leaving behind customers? Understand what it
takes to appeal to these consumers and draw
them to your brand.
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+ Are some demographic or cultural cohorts
underserved by your industry? Look for
customer segments being ignored because
they are viewed as “less desirable”; these can
represent untapped opportunity.

« Are your best customers clustered by
geography or by industry classification code?
Perhaps there are adjacent opportunities to
expand your market penetration. What are
the opportunities and barriers to expanding
into those markets?

As your company seeks an innovative path
forward, DDW will work with you to identify, test,
and validate the most promising options. Applying
tools like SegmenterTM and OptionDeveloper™
we can deliver customized solutions to help your
business grow.

Segmenter™ is an approach and a philosophy
toward organizing your marketplace into targets
that can be understood, prioritized and pursued.
Thekeytosuccessfullyimplementingsegmentation
is identifying how it fits with your brand identity
and corporate structure and conveying to your
organization how it will drive business forward.

OptionDeveloper™ applies leading-edge choice-
based modeling to reveal price structure,
distribution channel, benefit, and service
combinations that will meaningfully impact market
behavior.

For more information on these and other
approaches to help you lead innovation efforts,
please contact us at the numbers listed below.

400 Oceangate
Long Beach, CA 90802

1055 Westlakes Drive
Berwyn, PA 19312

p: 610.727.4158

: 610.727.4001

533 Versailles Drive
Maitland, FL 32751
p: 407.645.3611

: 407.645.3577

120 Montgomery Street
San Francisco, CA 94104
p: 415.421.7800

f: 415.421.7076

p: 562.980.1800
f: 562.980.1515





