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Our client, a well-
established snack brand in 
the DACH region contacted 
SyncSquared due to the 
following sales decline 
scenario: 

 

 

Initial State 

2 years in a row sales 
decline and major 
revenue drop 

Several de-listings from 
important distributors 
(Supermarket 
Chains/Petrol 
Stations/Airport Shops 
etc.)  

Client had analyzed 
own CRM data, 
financials, products and 
market. 

Client couldn’t find 
sufficient evidence nor 
significant patterns 
explaining the decline  

No initiatives started to 
overcome the situation 

 

  

 

 
 

  
 

 
 
held initial screening calls 
with decision makers in 
management, sales, finance 
and marketing. Thereafter 
developed first problem -
outcome scenario (2,5 days)   
Suggested that [premium]2 
would be ideal to identify 
the main issues and derive 

rapid return growth 
initiatives. The customer 
decided for [premium]2 
growth accelerator program. 
 
Based on the available 
information and gathered 
data we calibrated and fed 
our AI system to calculate 
our client’s SyncScore® and 
identified gaps and 
potentials of the company. 
We also matched our client 
to his direct competition and 
industry gold standard.  

These data-based insights 
were enriched with the in-
depth analysis results of our 
experienced industry 

experts and summarized in a 
comprehensive report.  

Using our SyncSquared High 
Impact Planning grid it was 

easy for the client to derive a 
suitable schedule and 
implement the initiatives 
with the right priorities.    

Only 27 days after initiating 
the project a set of rapid-
return recommendations 
was delivered and 
prioritized at the client (1 
day). 

 

The new findings were 
incorporated in the client’s 
product innovation process, 
HR strategy, sales and 
marketing measures and 
pricing strategy. 

Understanding the full 
picture including industry, 
company, customer and 
trends empowered our 
client  

 

to introduce new products 
at a more competitive price, 
enter a viable niche (healthy 
snacks) and refurbish the 
visual identity while 
introducing a hedging 
strategy to overcome raw 
material price fluctuations.   

Result 
6 months later 
our client had 
gained 3,5% 

revenue, 16% cash-flow, 
6% market share.


