SOLUTION

BTG engaged TechCXO Partner Bruce
Kopkin as Fractional Chief Sales Officer
to assess the situation and drive
recovery. Key initiatives included:

e Evaluating customer satisfaction
and conducting win/loss analysis

e Assessing seller performance,
territory coverage, and channel
effectiveness

* Leading a Competitive Solution
Selling workshop to uncover the
true value of BTG's solutions

* Implementing a new opportunity
pursuit framework — Steps to the
Order and Checklist for Success

“Our sales performance was
severely underperforming. We
engaged with Bruce to evaluate our
sellers, organization and partners.
In just three months, we saw

significant improvement, ultimately

growing sales almost 40%.”
-Rick Dunlop

President, BTG Americas

techcxo

EXECUTIVES ON DEMAND

BTG, Inc

When BTG's revenue began slipping and Bruce Kopkin
customers started leaving, a fractional Fractional CRO, CSO
CSO rebuilt the sales discipline and

delivered nearly 40% revenue growth in

six months.

OVERVIEW

BTG is a multinational provider of process measurement,
control, and optimization solutions for the global pulp and
paper industry. Despite a long history of technical
leadership, the North American business unit began
experiencing declining revenue, rising customer churn, and
sales team turnover — prompting the need for experienced
outside leadership.

CHALLENGES

BTG's North American business faced a combination of

market pressure and internal execution gaps:

e Revenue declining as customer churn increased

e Competitors gaining traction and replacing accounts

e Sales team turnover weakened consistency and
accountability

e Seller performance and territory alignment needed
evaluation

e No disciplined opportunity pursuit process in place

GOALS

To reverse the downward trend and strengthen the
commercial organization, BTG needed to:
e Evaluate the effectiveness of the sales team and channel
partners
e Identify root causes of churn and lost opportunities
e Clarify BTG's competitive advantages
e Implement a more disciplined sales process to improve
win rates
e Deliver near-term revenue recovery and sustainable
growth

OUTCOME

The changes delivered rapid, measurable results across the
commercial organization:
e Customer retention improved by seven percentage
points following territory realignment
Upsell and cross-sell activity increased by 30%
e Stalled deals revived and customer cancellations
reversed
e Nearly 40% revenue growth achieved within six months



	BTG, Inc

