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Our client: Vectronix Inc.
Our client, Vectronix Inc. is a wholly ow-
ned subsidiary of Vectronix AG in Heerbrugg 
Switzerland. The company’s core competen-
cies are state of the art solutions for obser-
vation and geo-location under harsh field 
conditions. Currently, only a small amount 
of the turnover is made with civilian cli-
ents. 

Two different markets
The company has a very high knowledge 
of the military market and is interested in 
entering the civilian market. Our task was 
to research, analyze and identify the most 
promising civilian market area(s) for future 
business development. The company was 
particularly interested in markets they could 
enter immediately or would be «first mo-
ver».

www.fhsg.ch
Member of the University of Applied Sciences of Eastern Switzerland



»
«

Kommentar vom Fach

Kurt Eisenring
«The team really opened its eyes to find 
new markets for HRG technology. Due to 
a systematic selection they found two very 
promising markets. The technology road-
map shows the required functional spe-
cifications and the necessary future deve-
lopments for a successful market entry. The 
team showed a high level performance.»

Dan Augustine
«We truly enjoyed working with J-MCFE 
students on our market analysis project. 
They were extremely professional and their 
highly-analytical thinking was evidenced by 
the exceptional report they delivered. Ha-
ving students from the U.S. and Europe 
gave our company the benefit of two re-
levant points of view. We look forward to 
work with the program again.»
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Entering civilian markets
The direction provided by Vectronix Inc. was 
clear but very demanding. To identify civi-
lian markets for our client we first had to 
assess the characteristics of a newly develo-
ped technology and determine how it could 
be utilized in a civilian capacity. This inclu-
ded an analysis of product, quantity and 
price elasticity. Once identified, we deve-
loped marketing plans for the most pro-
mising markets and potential client lists of 
these markets. We were very open in our 
working approach which was challenging 
at times but definitely rewarding and, in the 
end, successful. 

How to find the most promising 
markets
We brainstormed 63 different markets in 
total which we all researched  over the the 
subsequent weeks. We eliminated most of 

these markets  resulting in 12 viable op-
tions. We then took a more in depth look 
into these markets and eliminated another 
six. To determine the specific needs and po-
tentials of these six markets we conducted 
over 40 expert interviews. We approached 
this task from both a technological and a 
market insight analysis. Out of this analysis 
we found a first mover market as well as a 
market which Vectronix Inc. could enter im-
mediately. In total we completed 108 expert 
interviews in various countries around the 
world. For the first mover market and the 
immediate entrance market we then cre-
ated an in-depth marketing plan and for 
the other four very promising markets, small 
marketing plans. This provided the company 
with valuable information they could use to 
determine future product investments and 
product launch of their new technology in 
the civilian market.


