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1. Research on Whatfix

Company Overview: Whatfix is a digital adoption platform that assists businesses in

ensuring effective software use by employees and customers. It offers features such as

in-app guidance, interactive walkthroughs, and personalized user experiences to boost

software adoption and training.Whatfix helps users understand and effectively use

software through interactive walkthroughs, tooltips, and other user assistance features​

(Wikipedia)​​(Whatfix)​.

Reasons Why Whatfix Could Be an Early Adopter:

Alignment with Core Needs:

Focus on User Adoption and Training:Whatfix primarily focuses on enhancing user
adoption and training for software applications. This aligns perfectly with Blue Tail’s
offerings, as Whatfix recognizes the importance of effective content in enabling users.
The sales enablement content provided by Blue Tail can further support Whatfix’s goals
by providing high-quality materials for their sales teams.

Global Presence: Serving clients worldwide, Whatfix has a diverse and widespread sales
team. Blue Tail’s localized and industry-specific content can help Whatfix’s sales teams
deliver more effective sales efforts across different regions and industries.

Client-Centric Approach: Emphasizing customer success and satisfaction, Whatfix
values content that helps build trust and demonstrate value to prospects. Blue Tail’s
client video testimonials and case studies can significantly enhance Whatfix’s
marketing and sales efforts by showcasing their success stories.

https://en.wikipedia.org/wiki/Whatfix
https://website.whatfix.com/
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Innovation and Agility: As a tech company, Whatfix will likely be open to innovative
solutions that can provide a competitive edge. Blue Tail’s advanced sales enablement
content, created by a global network of experts, can offer this edge and make Whatfix
more attractive to potential clients.

Potential Outcomes for Whatfix:

● Improved Sales Efficiency:With Blue Tail’s sales enablement content, Whatfix’s
sales team can more efficiently convert prospects into customers. Engaging clients
better and telling compelling stories about their offerings can significantly boost
their sales efforts.

● Enhanced Training and Onboarding: Blue Tail’s content can be utilized for training
and onboarding new sales team members. This ensures that new hires are
well-equipped with the necessary knowledge and skills to succeed in their roles,
leading to a more effective sales force.

● Increased Customer Trust and Retention: High-quality client testimonials and case
studies can build trust with potential customers. This trust can result in higher
retention rates and stronger long-term relationships with clients.
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2. Identifying Low-Hanging Fruits/Early Adopters

Criteria for Early Adopters:

● Large and Distributed Sales Teams: Companies with large, geographically
dispersed sales teams are likely to need high-quality, consistent sales
enablement content. This helps ensure that their messaging is uniform and
effective across different regions.

● Tech-Savvy and Innovative: Companies that are open to adopting new
technologies and innovative solutions are good candidates. These companies
are likely to see the value in advanced sales enablement content that can give
them a competitive edge.

● Customer-Centric: Firms that prioritize customer satisfaction and success are
ideal. These companies value content that helps build trust and demonstrate
their value to prospects, making them more likely to adopt sales enablement
solutions.

Examples of Potential Early Adopters:

1. SaaS Companies:
○ Salesforce: As a leading CRM provider with a vast, dispersed sales team,

Salesforce would benefit from tailored sales enablement content to enhance their
engagement with potential clients.

○ HubSpot: Known for its inbound marketing and sales platform, HubSpot’s sales
teams can leverage Blue Tail’s content to nurture leads and improve conversion
rates.

2. Enterprise Software Companies:
○ Oracle:With a wide range of enterprise solutions and a global sales force, Oracle

could use Blue Tail’s content to effectively communicate their value propositions
and drive sales.

○ SAP: SAP’s extensive product portfolio and global reach make it a prime
candidate for using sales enablement content to support their sales efforts.

3. Consulting Firms:
○ Accenture: As a leading consulting firm with a large sales and client engagement

team, Accenture could benefit from Blue Tail’s content to showcase their success
stories and expertise.
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○ Deloitte: Deloitte’s focus on client success and extensive industry coverage make
them an ideal candidate for leveraging sales enablement content.

4. Financial Services:
○ Goldman Sachs:With a focus on high-value client relationships, Goldman Sachs’

sales teams could use case studies and testimonials to build trust with
prospective clients.

○ J.P. Morgan: J.P. Morgan’s extensive sales operations can benefit from Blue Tail’s
content to enhance their prospecting and client engagement strategies.

Healthcare and Pharmaceutical Companies:

1. Need for Detailed Product Information:
○ Companies in the healthcare and pharmaceutical sectors, such as Pfizer,

Johnson & Johnson, and Novartis, need to convey complex scientific data and
regulatory information accurately. High-quality sales enablement content can
help these companies train their sales teams and educate their clients effectively.

2. Regulatory Requirements:
○ Given the stringent regulatory environments in which these companies operate,

there is a high demand for precise and compliant sales and training materials.
Blue Tail can provide these companies with the content they need to meet these
regulatory requirements.

Manufacturing and Industrial Companies:

1. Product Complexity and Customization:
○ Manufacturing firms, including General Electric, Siemens, and Honeywell, often

deal with customizable and technically complex products. Sales enablement
tools like video demonstrations and case studies can help sales teams and
clients understand product features and customization options more effectively.

2. Diverse Sales Teams:
○ These companies typically have large and diverse sales teams spread across

different regions. Consistent and high-quality sales enablement content is crucial
for ensuring that all team members are on the same page and can deliver a
unified message to clients.
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Thought Process Explanation:

1. Understanding the Problem: The first step is understanding the potential benefits
and outcomes for a prospective client, Whatfix, by researching their current
operations and seeing how they align with the solution offered by Blue Tail.

2. Identifying Key Criteria: Next, determining the characteristics of companies that
would be early adopters is crucial. This includes looking for companies with large
sales teams, a tech-savvy approach, and a strong customer focus.

3. Research and Analysis: Identifying specific companies that meet these criteria is
the next step. This involves considering their industry, sales structure, and
openness to innovative solutions.

4. Prioritization: Finally, selecting companies that have the most pressing need for
sales enablement content ensures that the solution addresses their pain points
effectively and that they are likely to see immediate value and impact.

By following this structured approach, it is ensured that there is a thorough understanding
of the client’s needs and the potential impact of the solution. This leads to a
well-informed and strategic go-to-market plan. This approach helps in identifying the
most promising prospects and crafting a strategy that maximizes the chances of success
for Blue Tail’s sales enablement content.
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THANK YOU


