
Business issues

This consulting firm had a contract to survey the market for 

plastic products in the US and Latin America. The company did 

not have the resources to conduct this survey as they were 

resource strapped. The survey required making overseas calls, 

establishing contact and conducting a long, detailed survey. 

Previous attempt to conduct this research through their in-

house team of researchers were not successful. The company 

faced many challenges such as:

Lack of a database of contacts

Difficulty in reaching appropriate contacts in an 

organization

Lack of internal resources qualified to develop 

relationships with prospects and complete the survey

Communication and language problems with Latin 

American prospects

These challenges, coupled with a lack of experience dealing 

with foreign companies created an interesting, yet common, 

problem for our client, the consulting company.

Value delivered

aMarketForce offered an customized solution to the client. 

aMarketForce dedicated a teams of agents, located at its 

offshore facility – a research team to build target lists and a 

survey team to do conduct interviews.

Once a target list of prospects was developed by 

aMarketForce's research team, a group of telesales agents 

were trained on the end-clients product and services. This team 

was fluent in English, Spanish and Portuguese.  Using a 

combination of telephone interviews, e-mail surveys and 

hosted questionnaires, this team was able to complete this 

project on time and under budget. 

aMarketForce was able to assist this consulting firm by 

following time proven processes such as:

Working as an extension of the client team

Rapid knowledge transfer, updating the client on a frequent 

and regular basis

Making real-time changes to work based on client feedback

Successful ly manage t ime zones by ut i l iz ing 

aMarketForce's two-shift business model – one shift works 

during the United States' business hours, the other during 

the United States' evening hours, allowing for progress to be 

made overnight

Deploying a team that can speak different languages

Tight project management

Benefits realized

By hiring aMarketForce, our market research client was able to 

outsource the time-consuming and laborious task of data 

gathering and surveying to us while their internal staff focused 

on the analysis and presentation that their end-client required. 

The company achieved its goals without having to hire extra 

staff, training, managing, and measuring their performance. 

aMarketForce was responsible for acquiring the lists, 

conducting the survey, translating them into English and 

presenting it to the client in the format required. All this was 

done under the end-client's deadline. Since the project was 

outsourced to India, the project was completed under budget. 

Since its first successful market research campaign, the market 

research client has become a valued and frequent client of 

aMarketForce for all its technical and non-technical market 

survey projects.

Similar customers

A V-Soft group of companies

Market Research
Outsourced Market Research Services

A global consulting company whose focus areas are: technology research, 

market research, economic research, corporate best practices, training, 

customer research, competitive intelligence and corporate strategy.

The Client

aMarketForce has also conducted successful surveys in the 

following industries:

Industrial consumables

Point-of-sale systems

Automotive components

Portable storage devices

aMarketForce has a global reach and has conducted market 

research surveys throughout North America, South American 

Europe and Asia.
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