Case Study: Finbiosoft - Market Expansion to the UK
A three-month project resulting in a number of converted and implemented accounts, a healthy
sales funnel and many future prospects
Introduction:
Finbiosoft is the provider of the world’s first suite of
software services that empowers laboratories to
efficiently and accurately evaluate their quality. The aim
is to shift focus from documenting to making
improvements which are meaningful to their quality.
Founded in 2011, Finbiosoft serves pioneering
laboratories and diagnostics companies worldwide.
Finbiosoft decided that targeting the UK/Ireland
Laboratory markets was the next natural step in their
progression as part of their company’s growth strategy.
The UK/Ireland is the fourth largest market in Europe.
All products are set-up in the English language and
based on prior market knowledge. There was an
expectation that the services provided by Finbiosoft
would answer a direct need in this market.
Challenges and Objectives:
Finbiosoft had many advantages at the beginning of the
project, including a strong sales and technical team and
an excellent product which could overcome real-life
problems for laboratory staff. However, they had two key
challenges which were preventing them from successfully
expanding into the UK; a key new strategic market:

1. Absence of local knowledge, making segmentation and
targeting difficult.
2. The ability to dedicate the necessary amount of time
required to successfully research accounts and networks,
establish contact, follow up on queries and then, finally,
identify and qualify potential customers in order to arrange
product demonstrations.
Finbiosoft’s primary goals and objectives at the start of the
project were to enter the UK market at pace and scale,
access key accounts and key opinion leaders in order to
build a sales pipeline for both short and long-term
opportunities. Secondary objectives were to improve
knowledge of the market and buyer behaviour in addition
to increasing brand awareness of their product, Validation
Manager.

“The investment in the collaboration with
Midnight Consulting has already resulted
in solid and important bottom-line profits.”
Nicolai Søndergaard-Pedersen,
European Sales Director, Finbiosoft
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Benefits and Outcomes:
A number of excellent outcomes have been accomplished
in the first stage of the project:
• Sales have been achieved in the first 3 months,
representing the financial justification of the initiatives
with Midnight Consulting.
• A mixture of insight and knowledge transfer, provided
by Midnight Consulting, plus direct contacts with
potential customers have resulted in significantly
improved market/customer behavioral understanding.
• Incoming communication demonstrates that the level
of brand awareness is increasing within the market
• Initial feedback from potential customers states that
interest in the Validation Manager solution is increasing,
despite the fact that the market is experiencing a
significant level of unknown variables due to the
COVID- 19 pandemic.
Finbiosoft immediately saw benefits in terms of reach
and scope. Midnight Consulting quickly and effectively
targeted potential customers. The result of this is that the
company now have direct contact and ongoing
discussions with a large number of potential customers
and accounts. Importantly, the outcomes have been
realised much faster than they would have achieved, if
conducting the work themselves, whilst also carrying out
their respective roles and responsibilities.
The service provided by Midnight Consulting also
yielded some additional benefits from the perspective of
time management and resource efficiency. No internal
time/resources were wasted or lost on preliminary work.
The Senior Management Team at Finbiosoft were able
to focus, solely, on qualified leads which represented a
certain conversion-probability and acknowledged the
actual need for the Validation Manager solution.

Results:
Within the first three months of working with Midnight
Consulting, Finbiosoft was already experiencing the benefits,
including having completed the sales cycle with a number of
new hospital accounts, with purchase orders signed, software
installations scheduled and already seeing profitability in the
new market. A strong pipeline was also created, meaning a
good foothold had been established in the market, a
compelling first year of market growth and a solid
understanding of the local market requirements and
decision-making process.
Considering that phase 1 of the Validation Manager project
was conducted at the height of the Coronavirus Pandemic,
Finbiosoft felt that their expectations were not only met but
exceeded. These projections included aspects such as the
number of qualified leads established and the number of
demonstration meetings arranged. Feedback from
Finbiosoft also explicitly stated that the flexibility, initiative
and ease of partnership went beyond all of their expectations.
Future Progression:
Midnight Consulting is very much looking forward to
working with Finbiosoft again, on phase 2 of the Validation
Manager project.
Finbiosoft is also planning the release of a new software
solution, EQA Manager, towards the end of 2020.

If you are looking to enter the UK healthcare
market with a new, innovative medical device or
technology, please contact Midnight Consulting.
We will be pleased to assist you in achieving all of
your objectives, including sales growth and
market advancement.
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