SUCCESS STORY

Cyber Security
and Networking
Firm

Overview

Client: Cyber Security and Networking Firm
Revenue: $12B Annual Revenue

Summary : The firm was losing market share in its endpoint and cloud security portfolio. Product Insight
conducted an in-depth competitive analysis to aid strategic planning and arm the sales team with talking points
and collateral to increase their confidence in competitive sales situations.

Challenge

The client, once hailed as a cutting-edge market leader by analysts, had recently started falling behind the
competition. Competitors were achieving record-breaking revenue numbers and were perceived as inspiring
and innovative by the market. New market entrants had quickly surpassed the firm, leading to flat revenues.

Customer satisfaction was adequate but lacked enthusiasm. Key customers began leaving for competitors. The
business struggled to respond effectively to these challenges and regain its market position.

Product Insight undertook a comprehensive 3-month competitive analysis process. The steps included:

Internal Understanding (2 weeks)

Conducted interviews with key stakeholders across product, engineering, professional services,
sales, and marketing.

RO

Gathered insights on challenges, advantages, and direct experiences competing against the
top three competitors.

Synthesized notes to identify common themes.
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External Research (6 weeks per competitor)

Investigated publicly available information for each competitor.

Examined sources such as 10Ks, websites, demo videos, whitepapers, customer testimonials, partner/
system integrator content, social networks, and high-level pricing.

Analyzed how competitors positioned themselves against each other.

Examined, interpreted, and developed narratives against the test results of independent researchers
(MITRE ATT&CK)

Logged details about each competitor across 150+ attributes in 20 categories, focusing on product
capabilities, GTM strategies, partnerships, deployment models, and customer support.




Scoring and Positioning:

® Objectively scored the client’s offerings against each competitor across the 20 categories.

Identified areas of differentiation and weakness against each competitor.

® Created positioning statements highlighting one key takeaway and three supportive counter-
positioning illustrations and stories for sales enablement

Developing Collateral

Consolidated
research into sales
battle cards

Developed positioning
deck for internal sales
enablement and product
strategy teams

Created objection
handling and roadblock
guidance for expected

head-to-head sales
discussions

Highlighted
opportunities for
product investments
to deepen competitive
advantages and shore
up material weaknesses







Impact

The ultimate goal was to arm the sales team with information to confidently compete against
the top three competitors. The presentation to the entire sales organization was a resounding
success. The sales team felt well-informed and knowledgeable about the strengths of their
product and potential pitfalls when discussing specific competitors. This newfound confidence
led to more assertive and effective sales engagements.

Product Insight also provided the Product Management team with strategic focus areas and
pivots to their roadmaps that would instill customer confidence and show the market that they
were innovators.

Testimonial

The project with Product Insight was a
phenomenal success. Their deep expertise
and competitive intelligence approach
gave us incredible insight into where we
win and why. Our GTM teams are now well
informed, confident, and armed with the
right positioning and our product team
knows where to invest to achieve the
largest ROI.

- Head of Security Product Marketing
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