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The client, a leading professional services firm, was 
working for a data management provider (the ‘end 
client’). It wanted to conduct an opportunity analysis of 
IT services and technology solution providers in the 
market, and sought Benori’s support to:

▪Profile B2B and B2C companies based on 
their technology landscape, covering multiple 
industries across Australia, Malaysia, and Japan

▪Understand how companies are using technology to 
integrate and handle data to make their systems 
resilient and secure

OBJECTIVE AND SCOPE
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We conducted secondary research to profile companies for 
detailed coverage on their transformation journey and the 
integration of technology in their operations and offerings. 
We also conducted primary interviews with technology 
experts from each selected company to fill in the 
information gaps.
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The research helped the client in:

▪ Identifying accounts/companies that present 
opportunities for the client to pitch their offerings and 
services

▪Understanding business opportunities in these 
companies and the key decision makers to target for 
pitching new services

IMPACT



W W W . B E N O R I . C O M

SAMPLE OUTPUT

Opportunity Assessment for Client

Data Architecture and Strategy for Company A
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