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WEATHERING THE ECONOMIC STORM 
Businesses Seek New Ways to Stay Ahead In Tough Economic Times 

SAN DIEGO, July 23, 2008 – Economic pressures are forcing businesses to use innovative 
solutions to stay afloat in today’s stagnant marketplace, and in fact, a recent New York Times 
article explored the question of how to raise prices on products or services to meet the higher 
costs of running a business without losing existing customers. That question is not an easy one 
to answer, especially in the current economy, and in making the wrong move it could be 
devastating.  

Financial writer for Entrepreneur.com and CEO of The Internet Marketing Center, Derek Gehl is 
convinced one of the best strategies for businesses to make it through tough economic times is 
to strengthen relationships with customers. He says the key to strengthening those relationships 
is finding unique ways to set your company apart from the competition. While most companies 
will slash their marketing budgets in a down economy, according to Jeff Cornwall of Belmont 
University Center for Entrepreneurship, it is now more than ever critical to stay in the minds of 
customers.   

This week CNBC reported on HSBC Bank’s inaugural “Financial and International Survey” of 
middle market companies, that another initiative companies are taking advantage of is 
identifying international growth opportunities. In fact, this initiative represents six trillion dollars in 
sales and employs thirty-two million Americans. Findings of the survey show that two-thirds of 
senior executives say sales abroad are growing faster than U.S. sales, and nearly half are 
targeting international sales targets currently. Executives cited China, Brazil and India as the 
countries with the most opportunity for growth over the next year.  

Bainbridge is a boutique management consulting firm that has been helping Fortune 
1000 businesses since 1975 to develop strategic initiatives to address both customer and 
competitor analysis as well as growth opportunities. Bainbridge offers a unique 
proprietary service they call the Customer Account Vulnerability Assessment (CAVA™) 
which provides in-depth insight on how customers think, feel and behave when selecting 
products, services and vendors. Utilizing a service such as Bainbridge’s CAVA provides 
a third-party perspective with an unbiased and objective scope on what a customer’s 
needs are and how well a customer feels their needs are currently being met. With this 
information businesses can confidently embark on new sales initiatives with fresh 
customer intelligence the competitors do not have. This type of information can lead to 
increased revenue even during tough times when businesses are cutting back.  

Bainbridge’s expertise also has helped businesses identify, benchmark and enter new markets. 
Before exploring global potential for a product or service, extensive research must be done. 
Bainbridge is well versed in conducting market assessments domestically as well as abroad. 
Using primary-source research, Bainbridge is able to assess the sales processes, sales 
strategies and overall strengths and weaknesses of key market players to help clients develop 
international go-to-market strategies.  
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We invite you to speak with a representative at Bainbridge about the current 
marketplace, the challenges and opportunities, as well as about their CAVA™ offering.  

Who: Bainbridge Capital Advisory and Strategy Consulting 
 
What: How businesses are staying ahead in the current market by leveraging customer analysis 
and global expansion initiatives 
 
When: Interviews are available immediately and ongoing 
 
Where: Phone interviews with Bainbridge executives 
 
 
Who is Bainbridge?  
 
Bainbridge is a management consulting and M&A advisory firm dedicated to providing its clients 
with custom-tailored solutions and accelerated growth. We are committed to maintaining our 
distinctive approach, which places a premium on management experience and strategic 
execution. Unlike traditional consulting or investment banking firms, Bainbridge combines 
strategic and financial advisory to produce business results. Working with a diversified client 
base of Fortune 1000 corporations and private equity groups, Bainbridge's staff of seasoned 
industry executives, management consultants, and financial analysts continuously monitors 
clients' external environments to help build and maintain the most effective market and 
competitive positioning. We embrace a shared, long-term commitment to ensuring our clients' 
success. 
 

### Your Coverage is Invited ### 


