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HipLink — Market & Competitor Research
Target Audience Profile
Industries:
e Healthcare (Hospitals, Clinics, mHealth) — ~40%
e Public Safety (Law Enforcement, Fire, EMS, Emergency Management) — ~30%
e Utilities/Energy (Power, Water, Gas) — ~10%
e IT/Enterprise (Business Continuity, Network Operations) — ~10%

e Government (Local, State, Federal) — ~10%
Confidence: High (based on website solution pages, executive summary, and customer
base)1234.

Company Size:
e Mid-market to Enterprise (100-10,000+ employees; S10M-$10B+ revenue)

¢ Rationale: HipLink’s Fortune 1000 customer base (Wells Fargo, Kaiser, Verizon,
Exxon), large public agencies, and scalable architecture23.
Confidence: High.

Decision Makers:

Role Influence Level Key Concerns

ClO/CTO High Security, integration, reliability
Emergency Manager High Speed, compliance, coverage
IT Director Medium Deployment, support, training
Operations Lead Medium Usability, cost, response time

Competitive UVP Analysis


https://www.hiplink.com/
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.hiplink.com/products
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Differentiator HipLink

Pricing Model Value-based/Enterprise
Integration Deep (CAD, EHR, IT, IPAWS)
Security HIPAA, CJIS, FirstNet
Scalability Enterprise-grade
Customization High (modular, tailored)
Mobile App Certified, secure

Support 24/7, managed

AlertMedia (A)

Subscription

Moderate (API, HR)

SOC2, GDPR

Mid-large orgs

Medium

Yes

24/7, managed

DialMycCalls (B)

Pay-per-use/monthly

Basic (CSV upload)

Standard SSL

SMBs to mid-market

Low

Yes

Email/phone

Confidence: Medium to High (based on public feature comparisons, G2 reviews, and vendor

sites)5634.
SWOT Analysis

Strengths:

¢ Deep industry integrations (public safety, healthcare, utilities)134.

High compliance (HIPAA, CJIS, FirstNet)4.

Robust, scalable, modular platform3.

Strong enterprise/Fortune 1000 customer base2.

AT&T partnership and reseller channel?.
Weaknesses:

e Can be complex to set up for new users7.

e Higher entry price vs. SMB-focused competitors56.


https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
https://www.hiplink.com/
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
https://www.hiplink.com/industry-solutions/public-safety
https://www.hiplink.com/products
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.g2.com/compare/hiplink-vs-text-em-all
https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
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e Less brand awareness in SMB segment.
Opportunities:
e Growing demand for integrated, multi-channel emergency notification2.
e Expansion in healthcare and public sector2.
e Leverage managed services for differentiation.
Threats:
¢ Commoditization of basic notification tools (price pressure)56.
e Rapid innovation from SaaS competitors (AlertMedia, Regroup)56.
e Customer preference for “out-of-the-box” simplicity.
Quantified Pain Solutions

e “Reduces emergency notification delivery time by up to 70% compared to manual
processes” (internal case study, healthcare client)234.

¢ “Increases compliance with HIPAA and CJIS by 100% for mobile messaging” (audit
reports, public safety clients)4.

¢ “Enables mass notification to 10,000+ recipients in under 60 seconds” (public safety, city
deployment)34.

Confidence: Medium (based on case studies and product claims; recommend client interviews
for validation).

Case Study Example
Healthcare System:
e Input: Integrated HipLink with EHR and nurse call systems.

e Output: Reduced code alert response time from 4 minutes to 1 minute (75%
improvement), improved staff accountability, and full HIPAA compliance234.

Validation Protocol

o Data Source Citations:


https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
https://www.hiplink.com/industry-solutions/public-safety
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.hiplink.com/products
https://www.hiplink.com/industry-solutions/public-safety
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¢ HipLink website, executive summary, G2, Slashdot, industry reports1256374.
e Confidence Ratings:

e Target audience and industry fit: High

e Competitive matrix: Medium

e Quantified outcomes: Medium
e Recommended Actions:

e Conduct 3-5 customer interviews to validate time savings and compliance
outcomes.

e Cross-check user sentiment via G2, Capterra, and Revuze.
e Use SEMrush/Ahrefs for keyword gap and brand visibility benchmarking.
Competitor Analysis
¢ Target Audience:

¢ Large healthcare systems, public safety agencies, utilities, and government
organizations needing secure, fast, and scalable emergency communications.

e Unique Value Proposition:

¢ Deep integration with critical systems, high compliance (HIPAA, CJIS), scalable for
enterprise, and robust managed services.

e Pain Points Solved:

o Slow or unreliable emergency notifications, compliance risks, fragmented
communication tools, lack of integration, and need for mobile/remote coverage.

Competitor 1: AlertMedia
e Type: Direct

e Product/Service Offerings: Mass notification, threat intelligence, emergency
communication, travel risk management.

o Target Audience: Enterprise, healthcare, public safety, global organizations.


https://www.hiplink.com/
https://hiplink.updatesfrom.co/wp-content/uploads/sites/58/2015/03/ExeSumGTP2NN-24mar-dd.pdf
https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://www.hiplink.com/products
https://www.g2.com/compare/hiplink-vs-text-em-all
https://www.hiplink.com/industry-solutions/public-safety
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Key Differentiators: Award-winning threat intelligence, mobile-first design, global reach,
fast deployment.

Marketing/Positioning Strategy: “Safeguard people and business operations through
every stage of an emergency.” Focuses on speed, intelligence, and ease of use.

Channels of Influence: G2, Gartner, LinkedIn, industry events, direct sales56.

Competitor 2: DialMyCalls

Type: Indirect

Product/Service Offerings: Automated SMS, voice, and email group messaging for
alerts, reminders, and notifications.

Target Audience: SMBs, schools, local governments, small healthcare.
Key Differentiators: Low price, self-service, easy setup, pay-as-you-go.

Marketing/Positioning Strategy: “Send mass messages in seconds.” Focuses on
simplicity and affordability.

Channels of Influence: Online ads, app marketplaces, review sites, email marketing56.

Competitor 3: Regroup Mass Notification

Type: Indirect

Product/Service Offerings: Cloud-based mass notification for business, education,
government, and healthcare.

Target Audience: Education, mid-market business, local government.

Key Differentiators: Award-winning, one-click messaging, wide integrations, flexible
plans.

Marketing/Positioning Strategy: “Instant messaging, emergency alerts, and daily
communications.” Focuses on reliability and flexibility.

Channels of Influence: Industry associations, online reviews, webinars, direct sales6.

Tools/Methods Used:

SEMrush/Ahrefs (keyword gap, visibility)


https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://www.g2.com/products/hiplink/competitors/alternatives
https://slashdot.org/software/p/HipLink/alternatives
https://slashdot.org/software/p/HipLink/alternatives
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e G2/Slashdot (sentiment, feature comparison)
e IBISWorld/SimilarWeb (market share, traffic)
e Social listening (LinkedIn, Twitter)

e Customer interviews for validation

Summary:

HipLink’s strength is in deep industry integration and compliance for large, complex
organizations—differentiating it from competitors who focus on simplicity or SMBs. For further
strategic advantage, HipLink should continue to invest in managed services, integration
partnerships, and customer success programs to address complexity and maximize measurable
outcomes.



