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This is Unisto
Unisto is a global supplier of individualized 
solutions for security seals and brand profi-
ling. The company’s security seals division 
provides indicative, security and high secu-
rity seals to different industries.

Where does Unisto stand and what 
are its needs?
As Unisto is not currently competing in the 
U.S., the firm wants to learn about the U.S. 

market and if a market entry is advisable. 
Therefore, the team wants to analyze the 
U.S. security seals market, to give Unisto an 
overview of the market, and to provide the 
firm with strategic recommendations.

How did the team proceed?
In the preliminary stages, desk research was 
conducted to gather information about the 
four relevant target markets for security 
seals such as banks/cash-in-transit, phar-
maceuticals, retail and international trans-
port. Additionally, the most relevant compe-
titors for Unisto in the U.S. market and their 
distribution channels were analyzed. Fur-

«This intensive consulting 
experience not only allo-
wed our team to construct 
U.S. market entry strategic 
recommendations for our 
client, but also fostered an 
array of intercultural tools 
vital to successful inter-
national business mana-
gers.» 
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Christa Uehlinger
«The team  was faced by a very challenging 
task as it did not only have to put theory 
into practice, but also to manage diverse 
working styles, distant team co-operation 
and time differences. It also had to con-
stantly build bridges to find the best solu-
tion for the client. I was impressed by how 
it found its way and came up with convin-
cing results – congratulations.»

Gian Marco Gaudiano
«It was a great pleasure for us to work with 
the team. In a very short period of time they 
understood the task, asked the right ques- 
tions at the right time and worked in a 
very independent way. The communication 
between the student(s) and us was excel-
lent. The final presentation was professio-
nal and included all the important details 
of the market research. We are very satis-
fied with the result and the possible strate-
gic recommendations and will certainly use 
these during our decision making.»

Possible Strategic Recommendations

# 1: Do Not Enter the U.S. Market
with the Current Product Portfolio

# 2: Enter the U.S. Market with
an Innovative Product Line

B S c  i n  B u s i n e s s  A d m i n i s t r a t i o n 
I n t e r n a t i o n a l  M a n a g e m e n t

thermore, the team conducted telephone 
interviews with 47 potential customers and 
11 experts out of the industry to gain infor-
mation about the behavior and preferences 
of U.S. customers.

How does the current market look like? 
The U.S. market analysis for Unisto AG 
shows a saturated market. Different trends, 
for instance a decreasing number of banks 
as well as a steady growth in the pharma-
ceuticals must be considered in the selected 
target markets as given by Unisto. More-
over, all target markets are served by many 
players who also offer a broad product port-
folio with customized high security seals. 
Differences to other players exist only in the 
firm’s marketing and distribution channels 

as marketing is, in general, much more ag-
gressive and e-commerce is a widespread 
and common used distribution channel.

What do we recommend?
In general, it is inadvisable to enter the U.S. 
market with the current product portfolio of 
Unisto as the market is too saturated, highly 
competitive and customers have a long-la-
sting satisfied relationship with their cur-
rent supplier. Nonetheless, potential oppor-
tunities are identified to enter the market 
with an innovative new product line as ex-
perts showed an industrial movement re-
garding innovative products such as advan-
ced e-seals or advanced seal tapes. If Unisto 
is the first to develop a viable solution, in-
dustry wide adoption is possible.
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