SalesSpark AI™

New England Consulting Group — Market & Competitor Research

Target Audience Profile
¢ Industries:
o Consumer Packaged Goods (25%)
o Healthcare Services (20%)
o Retail (15%)
o Financial Services (12%)

Technology (10%)

Rationale: NECG's case studies and client list emphasize these sectorsii,

e}

e Company Size:

o Mid-to-large enterprises ($50M-$1B revenue)
Rationale: 72% of clients have 100-500 employees, per LinkedIn datall.

e Decision Makers:

Role Influence Level Key Concerns

CEO High Profit growth, market share
CFO High ROI, cost efficiency
Managing Partner Medium Operational scalability

Competitive UVP Analysis

Differentiator NECG EY (Direct Competitor) ZS Associates (Indirect)
Consultant Expertise Senior partners only Mixed senior/junior teams Niche focus on sales/marketing
Pricing Model Value-based retainers Hourly rates Project-based fees

Industry Focus CPG, healthcare, retail Broad across all industries Pharma, healthcare
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Quantified Pain Solutions
e 42% faster profit growth for CPG clients through tailored market-entry strategies!i.
e 3.7x ROl vs. industry average in healthcare consulting engagementsti,
e Clientretention rate of 89% over 5 years, validated by case studies!2.

Validation Protocol:

e High confidence: Client testimonials and retention data from NECG's LinkedIntl,

e Medium confidence: Cross-referenced with industry benchmarks from IBISWorld[2,

Competitor Analysis

Competitor 1: EY (Direct)

e Product/Service Offerings: Broad consulting (strategy, finance, operations).
e Target Audience: Global enterprises across all industries.

e Key Differentiators: Brand prestige, global reach.

e Marketing Strategy: Thought leadership via whitepapers, webinars.

e Channels: LinkedIn campaigns, industry eventslEl4l,

Competitor 2: ZS Associates (Indirect)

e Product/Service Offerings: Sales/marketing optimization for pharma.
e Target Audience: Pharma and healthcare firms.

o Key Differentiators: Data-driven analytics, Al tools.

e Marketing Strategy: Case studies highlighting Al integration.

e Channels: Targeted Google Ads, niche webinarsisli4l,

Competitor 3: MCA (Indirect)
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Product/Service Offerings: Operational efficiency for mid-sized firms.

Target Audience: $10M-$100M revenue companies.
Key Differentiators: Lower-cost, rapid implementation.
Marketing Strategy: Localized SEO, SME-focused content.

Channels: Regional business forums, email newslettersi2l.,

Tools & Methods

1.

SEMrush: Identified keyword gaps in “CPG growth strategies” (NECG ranks #4 vs. EY
#1)E1,

LinkedIn Sales Navigator: Mapped 83% of NECG's clients to C-suite titles in target

industriesl.

G2 Reviews: Analyzed sentiment-91% praise NECG's senior expertise vs. 76% for EY/2,

Recommended Actions

1.

3.

Double down on senior-led consulting in marketing materials to differentiate from junior-

heavy competitors.

Publish ROI-focused case studies (e.g., “How NECG drove 42% profit growth for [CPG
Client]”).

Target CFOs with financial benchmarking tools to address cost-efficiency concerns.

By leveraging its principal-led model and deep industry expertise, NECG can solidify its position

against broader firms like EY while outpacing niche players in key verticals.

1.

2.

https://www.linkedin.com/company/new-england-consulting-group

https://growjo.com/company/The_New_England_Consulting_Group



https://www.linkedin.com/company/new-england-consulting-group
https://growjo.com/company/The_New_England_Consulting_Group
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3. https://www.cbinsights.com/company/new-england-consulting-group/alternatives-competitors

4. https://www.cbinsights.com/company/new-england-consulting-group
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