
SWOT ANALYSIS

Strengths

•	 Fibertech is a healthy fiber optics network provider (bandwidth is in abundance and the dust 

has settled from the Telecom bust of 2001)  

•	 Small enough to provide custom solutions— important in this industry

Weaknesses

•	 Niche product viewed as costly alternative to traditional network and transport services

•	 Lack of awareness in new markets

Opportunities

•	 Increase awareness of profit potential and bandwidth flexibility within new footprint  

Threats

•	 High cost of entry causes long sales cycle, involving multiple C-Suite decision makers

•	 Multiple telecom market share leaders (e.g., AT&T, Verizon, local exchanges, ISPs) are 

perceived to provide comparable services

   

MF SOLUTION  

•	 Created a testimonials-based lead generation direct mail series with promotional overlay

•	 Rebranded the expanded product line with a new print campaign and sales collateral series

•	 Website refresh offered case studies and served as a data collection site for leads

MEASURABLE RESULTS 

•	 Company has tripled in growth over the past five years (revenue for 2005 was $28 Million, 

projected to be $45 Million in 2006)

•	 Direct mail campaign generated a 5% response rate

 

 

Putting a fiber optic network on the map  
of C-Suite executives.

ASSIGNMENT

Generate leads in 
expanded markets  
from large  
companies in  
sectors such as 
government,  
education, and 
manufacturing.

See ADDITIONAL  
samples on back
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