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WPTG Demonstrates How Strategic Acquisitions Can Unlock Post-Deal Value

Brontobyte’s transformation as part of White Pearl Technology Group (WPTG) highlights the power
of platform-driven growth, increasing revenue with close to 400 percent in five years. This case
demonstrates how a disciplined platform strategy can unlock significant value after acquisition, as
illustrated by the transformation of Brontobyte Technologies since its acquisition in 2020, enabling
the business to grow from $180k to over $700k.

Value creation through expansion

Rather than relying on cost cutting or financial engineering, WPTG focuses on post-acquisition value
creation through revenue expansion, geographic reach, and capability development. Brontobyte's
journey from a small, single-region SAP services firm into a multi-region, platform-enabled business
exemplifies this approach.

Geographic Expansion At the time of acquisition, Brontobyte was a specialist
SAP project services company with strong technical
expertise but limited scale. The company generated
approximately USD 180,000 in revenue, operated in a
single region, and relied almost entirely on project-based
delivery with minimal recurring revenue and no
proprietary products.

New Markets

Evolving from a niche provider into a multi-region
business through access to WPTG’s customer base

After joining WPTG, Brontobyte was integrated into the

group’s broader platform with a clear strategic objective:
to evolve from a niche services provider into a scalable, multi-region business with repeatable
offerings. Access to WPTG’s enterprise customer base, group-level sales capabilities, and adjacent
competencies in cloud, data, Al, cybersecurity, and managed services enabled Brontobyte to
participate in larger and more strategic client engagements. As a result, the company’s revenue has
grown to over USD 700,000 today.
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Revenue growth driven by platform integration, cross-sell, and geographic expansion.



Beyond pure project services

Perhaps the most strategically important change has been Brontobyte’s evolution beyond pure
project services. As part of WPTG, the company has developed proprietary platforms and Al-enabled
software solutions, including Utilon, designed to address complex SAP utilities use cases. This shift
from time-and-materials projects to
product-led solutions has improved
margins, scalability, and recurring revenue
potential, while also increasing the long-
term strategic value of the business.
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For WPTG, the Brontobyte case
underscores the core mechanics of its
platform model: acquisitions add specialist
capabilities, while the platform expands
how, where, and at what scale those
capabilities can be commercialised. Value
creation is driven by upselling, cross-selling,
and productisation rather than short-term cost optimisation.

Integrated Platform Solutions

From projects to products — higher lifetime value per customer

A platform for faster growth and global expansion

For investors, Brontobyte’s transformation—from a USD 180,000, single-region services firm into a
USD 700,000-plus multi-region business with proprietary platforms—provides tangible evidence of
how WPTG unlocks value after acquisition. It also highlights the group’s broader strategy: not merely
acquiring companies but building a platform that enables them to grow faster, expand globally, and
move up the value chain.



