Winning customers
In Southeast Asia

Learn how companies such as Sprinklr, Nansen and
Quincus have found success in the region by localising
their SaasS services to better address the needs of
different markets in in the region.
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Download our Enterprise Saas in Southeast Asia: Actionable
Insights for Customer Acquisition and Retention Guide.


https://www.edb.gov.sg/en/setting-up-in-singapore/business-guides/enterprise-saas-in-southeast-asia-actionable-insights-for-customer-acquisition-and-retention.html
https://www.imda.gov.sg/How-We-Can-Help/IMDA-Accreditation
https://www.enterprisesg.gov.sg/non-financial-assistance/for-singapore-companies/network-of-partners/executive-in-residence-programme
https://www.enterprisesg.gov.sg/non-financial-assistance/for-singapore-companies/network-of-partners/executive-in-residence-programme



