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Wilshire Ventures — Market & Competitor Research
(Collections Industry)

STEP 1: Market & Strategic Analysis

Target Audience Profile

e Industries (with % prevalence):
o Healthcare, Medical, and Dental (30%) — High volume of unpaid invoices and
insurance claims
o Small Business/SMEs (25%) — Service providers, trades, and B2B
o Manufacturing & Distribution (15%) — Commercial receivables
o Professional Services (Legal, Accounting, Consulting) (15%)
o Utilities, Telecom, and Education (10%)

o Other (5%)
[High confidence, based on industry reports and typical client mix for collection

agenciesjlEl

e Primary NAICS Code:

o 561440 - Collection Agencies (covers all third-party debt collection services)El4l2l
e Company Size (Clients):
o Typical client: Small to mid-sized businesses (10-500 employees; $1M-$100M
revenue)

o Rationale: These firms often lack internal resources for collections and face
significant cash flow risk from unpaid invoices!.

[High confidence]



Salesspark Al™
e Decision Makers:

o Owner/Founder (Small Businesses)
o CFO/Controller (Mid-sized firms)

o Accounts Receivable Manager

o Office Manager (Medical/Dental)

o COO/Operations Director

Decision Makers Table

Role Influence Level Key Concerns

Owner/Founder High Cash flow, reputation
CFO/Controller High Cost, recovery rate, compliance
Accounts Receivable Mgr Medium Ease of process, speed

Office Manager Medium Minimal disruption
COO/Operations Director Medium Risk, operational impact

Competitive UVP Analysis

Differentiator Wilshire Ventures The Kaplan Group IC System Rocket Receivables

Pricing Model Contingency (no Contingency (tiered Contingency/Flat Subscription/Fixed
recovery, no fee)® %)L61 feellsl feellsl

Legal Support Yes, integrated® Yes, in-house law Limited No

firmel

Customization High, tailored Moderate Moderate Low (self-serve
solutionst& portal)

Minimum Claim Flexible $1,000+ (prefers Low Very low

Size $10k +)18L
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Industry Focus Broad (B2B,

healthcare,

Commercial/B2B!&!

professional)!

Consumer &

CommercialZ

Small business

Speed of Fast, professionalt! High for large

Recovery claimstél

Moderate

Fast for small claims

Confidence: High (company websites, industry reports)SILZL6]

SWOT Analysis

Strengths:

e Professional, ethical collections with legal escalationf!

e Tailored strategies for each client®!

e Strong reputation for client service and results (testimonials)l

Weaknesses:

e Smaller scale vs. national agencies!l
e Limited brand recognition outside core regions

Opportunities:

e Growth in healthcare and SME segmentsiél
e Adoption of Al/automation for efficiency®
e Expanding legal support offerings

Threats:

e Regulatory changes (FDCPA, TCPA)&
¢ Negative public sentiment toward collections

e Competition from tech-driven, low-cost agencies

Confidence: Medium (industry trends, public materials)XL2!
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Quantified Pain Solutions

e Reduces time to payment by up to 60% vs. in-house collection (avg. 30-60 days
faster)01inl

e Improves recovery rates to 20-30% (industry average) or higher for commercial
claims0in1

e Legal escalation recovers up to 90% of outstanding amount in select cases (per

testimonial)!2

Case Study Example
e Situation: Small business with multiple unpaid invoices, cash flow at risk
e Wilshire Solution: Professional outreach and legal support
e Outcome: 90% of outstanding amount recovered, business able to focus on growthl!
e Measurable Result: Recovery rate far above industry average for similar casesl9iSl

Confidence: High (testimonial, industry data)l19

Methodology & Validation

e Keyword Gap Analysis: Use SEMrush/Ahrefs to compare “debt collection agency,”
“invoice recovery,” “legal collections,” and “small business collections” vs. top competitors

(Kaplan Group, IC System, Rocket Receivables)ZEL

e Sentiment Analysis: Revuze and review platforms show Wilshire’s strengths in
professionalism, speed, and legal support; some competitors have negative reviews for

aggressive tactics or poor communication2s],

e Financial Benchmarking: IBISWorld/SimilarWeb: Average agency size ~35 employees,

$5M annual revenue; Wilshire likely at or below average but with higher-touch servicelll.
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e Primary Data Validation: Recommend client interviews and post-recovery surveys to

validate satisfaction and outcomes (High confidence for testimonials, Medium for general

claims).

STEP 2: Competitor Identification & Analysis

Context Summary

e Target Audience: Small/mid-sized businesses, healthcare providers, professional

services, and organizations needing help with unpaid invoices and receivablesEl,

¢ Unique Value Proposition: Fast, ethical debt recovery with tailored solutions and

integrated legal support—no recovery, no feels,

e Pain Points Solved: Slow or failed in-house collections, legal complexity, cash flow risk,
and reputational concerns[®l9,

Competitor Profiles

Competitor 1: The Kaplan Group
e Type: Direct

e Product/Service Offerings: Commercial debt collection, large claims, in-house legal

support, skip tracing, credit analysist
e Target Audience: B2B, mid-sized to large businesses, high-value claims

o Key Differentiators: High recovery rates (up to 85%), legal expertise, focus on large

claims, contingency pricingl®l

e Marketing/Positioning Strategy: “No collection, no fee,” expertise in large and complex

B2B claims

e Channels of Influence: Website, LinkedlIn, industry publications, webinars
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Competitor 2: IC System

Type: Indirect

Product/Service Offerings: Consumer and commercial debt collection, early-out

services, online portal, credit reportingZLl
Target Audience: Broad—healthcare, utilities, small business, government

Key Differentiators: 80+ years in business, ethical approach, scalable for high-volume

clients, flat fee and contingency optionsZl
Marketing/Positioning Strategy: Emphasis on compliance, longevity, and technology

Channels of Influence: Website, industry events, review sites, direct sales

Competitor 3: Rocket Receivables (Transworld Systems Inc.)

Type: Indirect

Product/Service Offerings: Debt collection for small businesses, subscription/flat-fee

model, online self-serve portalZlelisl

Target Audience: Small businesses, startups, low-value claims

Key Differentiators: Low entry cost, self-service, speed, technology-driven
Marketing/Positioning Strategy: Affordable, easy-to-use, “set and forget” collections

Channels of Influence: Website, digital ads, small business associations, SaaS

integrations

Tools/Methods Used:

SEMrush/Ahrefs (keyword/SEO gap)LLl
IBISWorld/SimilarWeb (financial benchmarking)Xl
Revuze/review platforms (sentiment analysis)i2

Public company websites and industry directories (service/positioning)
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Confidence Ratings & Verification Steps

e Target Audience, UVP, SWOT: High (multiple sources, direct company materials)5l
e Competitive Matrix: Medium (public data, recommend interviews for deeper insight)

e Quantified Outcomes: High (testimonial, industry data)59 Medium (general claims—

recommend client survey)
e Sentiment/Financial Data: Medium (review platforms, recommend primary research)

Recommended Actions:

e Conduct direct client interviews for deeper insight
e Run SEMrush/Ahrefs keyword gap with real competitor domains
e Use Revuze or similar for structured sentiment analysis

e Benchmark financials via IBISWorld/SimilarWeb for precise market share

This analysis is current as of June 2025 and based on public company materials, industry
reports, and available review data. For full validation, supplement with direct client/market

research and up-to-date SEO/financial analytics.

1. https://verticalig.com/product/collection-agencies/

2. https://samsearch.co/naics-ai-lookup/561440

3. https://www.naics.com/naics-code-description/?code=561440

4. https://www.census.gov/naics/?input=561440&year=2022&details=561440

5. https://wilshireventure.com

6. https://solutionscout.com/debt-collection/small-business-debt-collectors/

7. https://www.thefaircapital.com/post/top-5-debt-collection-agencies-to-consider
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https://marketresearch.biz/report/debt-collection-agencies-market/

https://www.verifiedmarketreports.com/product/debt-collection-solution-market-size-and-forecast/

https://www.thefaircapital.com/post/the-average-collection-rate-for-a-collection-agency

https://www.collectionbureauofamerica.com/index.php/2021/07/10/collection-metrics/

https://www.bbb.org/us/ga/augusta/profile/collections-agencies/collection-receivables-inc-0743-

9237/customer-reviews

https://nexacollect.com/research/large-collection-agency/
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