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The „7 levers of growth”
Consulting, market research and marketing services
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As a market analysis and consulting company for the software and IT services industry, we have made it our 
mission to support our customers in implementing their growth strategy. We help them stay on track for 
growth despite challenges by supporting them at all seven stages of development. From the perspective of 
this structured approach, this brochure presents an overview of our product and service portfolio –
Consulting, Market research and Marketing services.
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The „7 levers of growth”
Active support at all stages

Analysis

Recommendation

Implementation

• Analysis: We identify and analyze the challenges our clients face in 
developing their business.

• Recommendation: Based on our analysis, we develop solutions 
together with our customers that are optimally tailored to their 
problems.

• Implementation: We support our customers in the optimal 
implementation of these solutions and thus in achieving their growth 
targets.
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Strategic analysis

The „7 levers of growth”
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Competitive analysis
Portfolio audit

Identification of 
potential customersMarket analysis

Workshops & 
Sales Battle Cards Partner identification

Identification of 
M&A candidates

Commercial
Due Dilligence

Structured recommendations

Content-Marketing-
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The prerequisite for growth 
is the identification of the 
most attractive market 
segments in terms of size, 
potential and 
competitiveness. Should 
you think about 
international expansion or 
develop new products? 
Should you enter new 
industries or focus on 
customers in other size 
categories?

Do customers know who 
you are and what you do? 
Entering new markets 
comes with the problem of 
low awareness and 
visibility. Digital 
transformation is also 
having a disruptive effect 
on entire markets and 
ecosystems, creating 
competition from entirely 
new directions. 

Do customers perceive and 
understand your offer? The 
sales portfolio is your shop 
window to the customer. It 
demonstrates your ability to 
meet customer needs. 
Does your sales pipeline 
have a high close rate? If 
not, it could be because 
your sales portfolio is not 
clear or comprehensive 
enough.

Do customers remember 
you? In the face of today's 
information overload, the 
biggest challenge for 
marketing is to be 
remembered by customers 
as a relevant business 
partner. You also have to 
compete for customers' 
attention across multiple 
channels - and with a 
marketing budget that 
continues to be under 
pressure.

Is your sales approach 
focused and fast enough? 
In the face of increasingly 
fierce competition, your 
sales team must set the 
right priorities to identify the 
customers with the greatest 
potential. A strategy that is 
both open and defensive to 
the competition remains 
critical to successful sales. 

Do you lack capacity in 
delivery or sales? 
Differentiation is the key to 
success, but building an 
offering tailored to the 
needs of a specific market 
segment requires a stable 
partner ecosystem. 

Who is the right partner for 
a merger or acquisition? 
Investors demand growth, 
but organic development is 
too slow. There are market 
opportunities you want to 
exploit, but you lack the 
necessary skills and 
capacity in delivery and 
sales.
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Marketing positioning 
& value proposition 

review

Ecosystem evaluation

Market research

General overview
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Contact

Felix Jones
Team Lead 

& Account Manager

fjones@teknowlogy.com
+ 49 (0) 151 629 44 974

Stephan Kaiser
Senior VP – Advisory

skaiser@teknowlogy.com
+49 (0) 1791452886
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