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BSI Testing Services
is the leading
organization for
providing standard-
based solutions in
more than 120
countries.

The Business Challenge

Since its foundation in 1901 as the Engineering
Standards Committee, BSI Group has grown into a
leading global independent business services
organization providing standard-based solutions in
more than 120 countries.

KITEMARK*

BSI has the capability to test a huge variety of
industrial and consumer products such as construction, fire safety, electrical,
electronic and engineering products and medical devices and can identify
technical requirements, product testing and
certification schemes for most countries in the
world.

BSI Testing Services operate in an ever more ﬁm & N
competitive landscape, battling with aggressive entrants from all over the world,
and wanted to conduct market analysis and research to better understand the
market dynamics and how BSI can grow in the areas of Fire and Personal
Protective Equipment (PPE).

Methodology

Business Advantage, an international B2B market research and analysis
company, was selected as BSI’s research partner on the project and adopted a
hybrid methodology. A combination of approaches was deployed including
secondary/desk research and primary interviewing. A wide range of competitive
products and services were compared during telephone calls to vendors or
channel partners to enquire about
product features, functionality and
pricing etc. The systems of awarding
both Quality Marks and CE Marks was
examined and compared. CE stands
for Conformité Européenne,
"European conformity" and certifies
that a product has met EU consumer safety, health or environmental
requirements.

Initial market analysis was worldwide identifying the leading countries where
manufacturers export into European markets; this was followed by a more
detailed analysis of three major exporting countries, Italy, China and the UK.
Primary research interviews were conducted with various individuals and
organisations including industry experts, competitive companies and
manufacturers.
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Business Adva ntage

“1zz” intelligence insight innovation

Business Advantage is a
B2B research, business
development and marketing
consulting practice operating
in the global IT, Digital and
Telecommunications
sectors.

For further information on
this case study please
contact:

Nicola Mansfield

Director

Market Analysis, Research and
Competitor Intelligence

Business Advantage
Pel House

35 Station Square
Petts Wood

Kent, BR5 1L.Z
United Kingdom

Email:
nicola.mansfield@business-
advantage.com

Tel:
+44 (0)1689 873636

Web:
www.business-advantage.com

Business Advantage Case Study

Why choose Business Advantage?

Elaine Munro, BSI’s Director of Marketing, said the reason they selected
Business Advantage was because “they clearly had a track record for delivering
= 1 complex

international research studies, were quick to
understand our requirements and offered very
competitive pricing.”
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Elaine added, “because we don’t invest in this 3}) S~
type of research very often, we needed someone
with considerable depth and scope of research
experience that could deliver the vital insight we
needed — we felt Business Advantage was the
right fit and they certainly delivered to our
expectations. | was particularly impressed
with the way they assimilated a lot of
information at the front-end of the project and
quickly came up to speed on the details of our
complicated business services within the
context of the markets we operate in.”
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What impact did the result have on BSI’'s business?

Elaine comments, “...we were very pleased with the results, because they have
given us a really clear indication what we need to do as a business. We now
better understand what people are looking for in an international testing body
and we have shaped and adjusted our service offering to take advantage of this
excellent insight.” Elaine further added, “...we were very satisfied with both the
working relationship with Business Advantage and the overall outcomes of the
project. We are very likely to use Business Advantage again — they did a great
job!”
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