Mezzanine helped a database services company to better understand the GTA market and
developed a go to market approach to help them capitalize on opportunities.

BACKGROUND: The GTA represents nearly 21% of the Canadian GDP with $2638 in

2010. The markethas been growing at nearly 1.5% annuallyfrom 2005 to 2010,
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IT SPEND BY INDUSTRY: Of the leadingindustriesin GTA, the largestIT spendis in B
Financial Senvices, Professional Services and Manufacturing. °
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KEY INSIGHTS: This researchvalidates the decisionto s(rer\gmer\me clients GTA @ PROS AND CONS OF OUTSOURCING: Perspectives on reasonsto choose outsourcing an‘

:

presence and

there may be

notwere quite consistentacross interviews:

strength

2 3
Can build on Sizeable new
existing [UEC

opportunities

new perspechve. new toolkit

pon gt e e ur
and 0T 7

PROS

s
ot st

0
INTERVIEWS BY TIER AND SECTOR: Interviews were securedwitha wide range of =) TARGETED SALES: The Client should select spedific verticals for initial focus, expanding
companies, which included both clienttargetverticals and GTA's largestverticals ° into others as momentum builds
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I GTh Top Industries Priority - Gain sales momentum + activities based on target vertical
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Challenge

- The client was interested in moving into the GTA market,
and wanted to size the opportunity as well as understand
what marketing activities would speed up their penetration
and improve the effectiveness of their sales team.

Solution

- Mezzanine conducted interviews with prospective
customers and influencers to understand the consideration
and buying process for outsourced database administration
services, and identify how our client can increase
awareness and consideration.

- Mezzanine conducted extensive secondary research using
various sources in order to better segment the market and
understand the volume and characteristics of potential
customers.

- Using these sources of insight, Mezzanine developed an in-
depth marketing strategy and tactical plan

Result

- Mezzanine established that the GTA was indeed a positive
opportunity for our client.

- Mezzanine provided the client with specific
recommendations for targeting the right clients and decision
makers with tactics designed to optimize their return on

marketing investment.
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