June 14, 2019
Confidential & Proprietary
Presented to:

Client

I

Client

Bainbridge Strategy

Consulting

Client, a leading private equity firm worked with Bainbridge
on the acquisition of Acquisition Target. Client sought to
collaborate with Bainbridge in order to better understand
the North American product market and the factors driving
consumer demand. Bainbridge utilized its proprietary
primary research methodology to provide Client with insight
into customer preferences and competitive market forces
within the industry. Bainbridge examined the market and
delivered analysis on the competitive landscape, customer
preferences, and potential growth opportunities therein.

Based on due diligence conducted by Bainbridge,
Acquisition Target has been perceived in the market as one
of, if not the, leading temporary product companies.
Bainbridge has identified a few key themes and important
points in the market as it relates to Acquisition Target and
they are as follows: Price, Quality, Relationship, Innovation,
Packaging and Shipping. It will be key to Acquisition
Target’s market retention and growth to maintain a
comparable price point to its competitors while innovating
on packaging and displays. The deep relationships built
with customers will continue to help Acquisition Target
outperform competitors who tend to be transaction
oriented.

Bainbridge is continually cross-validating this data throughout the course of this engagement.
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Price – Many customers are highly concerned with price on products due to significant
margin pressure and expensive storage of these products. While stores hope to be able to
upsell a consumer to a higher ticketed item, many times the customer is looking for the
cheapest product solution and is not well informed. This does open the possibility of
Acquisition Target being replaced by a lower priced option for some customers in the
future.

Price Influence
Low

High

“The biggest challenge is pricing and
there are guys out there at a lower
price and that will be addressed for
next season. That’s the nature of any
import category dealing with factories
overseas.” - Vice President, Customer A

“We advertise high value at lower price
point items, though when they get to the
store they might buy up into the higher
dollar Acquisition Target items. So they’re
actually driving up the total dollar of the
basket.”
– Manager, Customer C

“While I think features matter to a
consumer I don’t think they are
willing to sacrifice the price when
they walk into another store and see
a product for maybe $15 cheaper
that doesn’t have all the bells and
whistles features but really they just
think, I just need a canopy.” – Vice
President, Customer A

“Price would be the deciding factor
absolutely. It’s the biggest driver. Unless
another guy comes in and is offering
guaranteed sales or special terms to help
stores get in and out of product. Having the
domestic arm helped secure the business
for this year with Acquisition Target
because there is another guy that can come
significantly underneath where Acquisition
Target is currently at.” – Vice President,
Customer A

Quality – All contacts interviewed had positive views on Acquisition Target’s quality and
the availability of service should any defects arise. This has helped to solidify Acquisition
Target’s positive reputation in the industry, especially considering there are cheaper options
available.

Quality Influence
Low

Bainbridge is continually cross-validating this data throughout the course of this engagement.
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