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FRACTIONAL SOLUTIONS

Case Study

1. OVERVIEW

A Europe-based family manufacturing business with operations in over 75 countries had
experienced decades of consistent growth worldwide. However, the US market had reached a
frustrating sales plateau. Despite long-standing projections that the US could contribute 50% of
global revenue, performance had stagnated at approximately 35%, preventing the company

from reaching its full market potential.

2. CHALLENGES

e Distributor Dependency: Sales model relied heavily on
distributor network promotion

e Patent Expiration: Loss of patent protection opened
the door to lower-priced imports

e Product Substitution: Distributors easily substituted
cheaper alternatives to increase margins

e Brand Recognition: End users lacked strong brand
preference or loyalty

e Commoditization: Products increasingly viewed as
interchangeable with imports

e Value Communication: Difficulty demonstrating long-
term value versus initial price point

3. SOLUTIONS

e Implemented End-User Education: Built awareness of
superior features, benefits, and total lifecycle costs
compared to imported alternatives

e Established Direct Outreach Program: Engaged
decision-makers in key verticals (transit companies,
marketing agencies, retail brands) to secure
specification status

e Created Premium Brand Showcase: Developed
portfolio of high-profile applications highlighting
prestigious customers using the “original and best’
products

e Deployed Targeted Distributor Training: Equipped
sales representatives with tools to effectively
communicate unique value proposition against
lower-priced substitutes
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4. RESULTS

e Enhanced Value Communication: Distributors more
effectively conveyed product advantages, increasing
order volume and stock quantities

e Secured Strategic Specifications: Obtained exclusive
multi-year contracts with major brands through
direct engagement

e Achieved Rapid Market Growth: Reached 50% of
global revenue from US market within 12 months,
growing to nearly 65% in following 18 months

e Generated Substantial Revenue: Delivered millions in
incremental annual sales by shifting from price
competition to value-based positioning

5. CONCLUSION

By strategically repositioning the brand away from
commoditized price competition, the company
successfully elevated its market perception around
innovation and premium quality. The refined approach
focused resources on ideal customer profiles that
valued performance over price, allowing the company
to avoid destructive "race to zero" pricing battles. This
comprehensive strategy transformed the US market
from a plateau to a powerhouse, delivering record-
breaking sales that consistently exceeded targets and
establishing a new era of sustainable growth.

@ eric@bar40.fs.com



