COMMERCIAL
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OPTIMIZATION
Commercial Strategy Optimization using HFX’s STrategy Optimization & Risk Management (STORM) Method

The following case study was written by HFX Technologies in 2018 and
details a project completed in 2017. In this redacted version, the
client’s name and certain identifying details of the project have been
omitted.
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CASE
INTRODUCTION
The Challenge
The client, a leading Latin IP Law firm, had realized its need to improve the ROI and transparency of their business
development strategy. Focused on B2B sales, a significant amount of their commercial budget was dedicated to
conferences and road trips. However, they had no clear, systematic, data-driven approach to these sales initiatives. They
needed to develop a method to objectively prioritize the territories, conferences, and demand segments with the greatest
commercial potential.

The Solution
HFX Technologies applied its proprietary STORM Method to harness the potential of the client’s commercial data and
develop a new approach to commercial targeting. The results were significant: the STORM Method identified budget
allocation improvements totaling 45% of the marketing sales budget and 21% of the product development budget.

45%
Reduction in marketing and sales
budget misallocation

21%
Reduction in product development
budget misallocation
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CLIENT
BACKGROUND
Client Challenge
The dominant local firm by market share, the client was nonetheless underperforming in its efforts to capture international
business, as competitors had been quicker to develop relationships with some major foreign firms and brands.
Anxious to improve their competitive position with the overseas market, the firm had already understood how important
it was to be systematic and data-driven when deciding budget allocations for their commercially vital road trips and
international conferences. However, they were struggling to figure out how to approach the task. HFX Technologies’
applied the STORM method to solve the challenge and innovate for the client a new approach to commercial strategy
optimization

Key Resources for Success
The client had several key resources that contributed to the success of the project.
First, they had a moderately well-maintained Client Relationship Management (CRM) system.
Second, they had access to multiple external data sources including regulatory data.
Third, they had a good relationship with a network of 5 other firms – operating in different jurisdictions but working with
the same universe of prospects and clients – that were willing to share CRM data, which allowed for enhanced insights.
Finally, the client enjoyed buy-in from their senior directors, who understood the potential of sophisticated commercial
analytics to improve ROI on marketing and project development spend, reduce labor hours spent on strategy and budget
planning, and to enhance managerial transparency.
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HFX
STORM METHOD
HFX’s STrategy Optimization and Risk Management (STORM) Method is a 4-step structured process that embeds valuable
stakeholder know-how into weighted analytics to improve strategic decision-making and budgeting. We apply this process
to strategy analytics projects across different industries (for example: Services, Manufacturing, Technology) and business
functions (for example: Marketing, Operations, HR).
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Step 1: Decision Conferencing
The process starts with unstructured interviews, to help us develop an understanding of the unique features of the client’s
particular domain. Then, using the delphi method, we conduct structured interviews designed to to identify and weight
the relevant criteria that drive the client’s strategic decisions. Finally, we model this preference structure into what we
call a customized targeting algorithm (CTA).

Step 2: Data Gathering & Harmonization
We leverage data from both the client and 3rd party sources to develop a “God view” of all the key opportunities and risks
that face the client.

Step 3: Ecosystem Snapshot
This pool of data is then analyzed in detail to provide a unique descriptive snapshot and baseline of the client’s current
position.

Step 4: Weighted Analytics & Customized Targeting
Applying the CTA developed in Phase 1, the client’s strategic alternatives are scored and ranked, using our proprietary
Multi-Criteria Decision approach, resulting in robust, data-driven and transparent recommendations for future budgeting
and management decisions.
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THE
PROJECT
Step 1:
Using unstructured and structured interviews, HFX:
-

Baselined the client’s current approach to its international marketing strategy

-

Developed strategic consensus between the senior partners at their firm

-

Identified and weighted the criteria and preferences that formed the basis of the Customized Targeting Algorithm
(CTA) that would guide later data analysis.

Step 2:
Using sophisticated data scraping and reconciliation techniques to facilitate the data gathering and harmonization
process, the HFX team mined regulatory data, intermediary rankings data, and CRM data from other consortium members.
This resulted in an enriched and exhaustive “God view” of all the key entities in the client’s commercial ecosystem,
including all prospects, leads and clients.

Step 3:
This pool of data was then analyzed in detail to provide a unique descriptive snapshot of the client’s current market
position, including an improved estimate of market share, as well as identifying potential referral business with other
consortium members.

Step 4:
Guided by the CTA developed in Phase 1, the client’s customers and leads were scored and ranked, resulting in robust,
data-driven and transparent recommendations for future Territory marketing & Sales, and Product development budgeting
decisions.
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REDACTED PROJECT
RESULTS

Marketing Budget
The impact on the client’s marketing strategy included
recommended reallocations of the marketing budget of
45%.
Principally, this came through reallocations of the T&E
budget for international road-trips and conferences.

Product Development Budget
The impact on the client’s marketing strategy included
recommended reallocations of the product development
budget of 21%.
For the client, with a focus on legal services, this
reallocation impacted their talent acquisition strategy.
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PROJECT LONG-TERM
IMPACT
The client now enjoys:
-

A clean, clear, comprehensive view of its universe of relevant commercial data,

-

A data-driven approach to prioritizing commercial budgeting and management activities.

-

Increased managerial cooperation and a reduction of silo thinking

-

Cross-marketing opportunities among consortium members, representing over two-thirds of the client’s
untapped market.
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HOW TO
START
If you would like more about how HFX’s STORM Method can help optimize your strategic
decisions, contact us today at info@hfxtechnologies.com.

_________________________________________

ABOUT
HFX TECHNOLOGIES
We curate, design, and deliver customized technology-supported analytics and training
solutions for businesses around the world. Together with our specialist technology partners,
we know how to make data work for you.

Contact us today to find out more: info@hfxtechnologies.com

www.hfxtraining.com

