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InfoConsulting — Market & Competitor Research

STEP 1: Strategic Market Analysis

Target Audience Profile

¢ Industries (Sample NAICS codes included):
o Manufacturing (31-33), Construction (23), Ultilities (22), Transportation (48-49), Public
Administration (92), Professional & Technical Services (54)

o Estimated Distribution: Manufacturing & Construction (~60%), Utilities & Energy (~15%),
Professional Services/Public Sector (~25% )12

e Company Size:

o Mid-market to large enterprises (100-10,000+ employees; $50M—-$5B+ revenue).

» Rationale: Services like ERP/IFS Cloud implementation and digital

transformation require large, complex operations with significant resources for
changel4lls],

e Decision Makers:

o Chief Technology Officer (CTO)
o Chief Information Officer (CIO)
o Chief Digital Officer

o Chief Operations Officer (COO)
o IT Directors/Managers

o Process Improvement Managers

Decision Makers Table

Role Influence Level Key Concerns

CTO High Implementation costs, future-proofing, scalability

CIO High Integration, security, ROI
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COO

Medium

Disruption, process efficiency

Finance Director

Medium

Cost-benefit, compliance, budgeting

Department Heads

Low—Medium

Department-specific needs/uptake

Confidence: High (based on industry best practices, company website, and IFS partner datal4l2131)

Verification: Validate through customer interviews and LinkedIn analytics (titles of typical

leads/prospects).

Competitive UVP Analysis

Company Unique Value Proposition

¢ InfoConsulting stands out for:

o

o

o End-to-end digital transformation from advisory to after-carell2l

o

Key Competitive Matrix

Deep expertise in IFS Cloud ERP and related platforms

Bespoke, industry-tailored solutions (not "one-size-fits-all")

Ongoing support and optimization beyond implementation

Differentiator InfoConsulting Competitor A: Competitor B: Competitor C: Microsoft
Accenture Epicor Dynamics Partners

Pricing Model Value- Subscription/Project- License + Subscription/Hourly
based/bespoke based Custom

Implementation Industry Broad, generalist In-house or Network of partners
specialists teams partners

Post-Go-Live Dedicated, Standard SLA Optional/support Standard support tiers

Care ongoing

Industry Depth

specific

Focused, vertical-

Broad enterprise

Sector-specific

Generalist (horizontal)

Customization

High (tailored)

Medium

Medium-High

Medium
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Confidence: Medium—High (public materials, IFS partner/ERP review sitesIZI8])

Verification: Confirm by reviewing case studies, conducting competitor interviews, and customer
feedback.

SWOT Analysis

Strengths: Deep IFS Cloud knowledge, enterprise process expertise, tailored project

methodology, long-term support.

Weaknesses: Lower brand recognition than global consultancies, possibly smaller resource

pool.

Opportunities: High-value industries (manufacturing, construction), increasing digital

transformation budgets, mid-size enterprise demand.

Threats: Large IT consulting incumbents; rapidly evolving technology landscape.

Confidence: Medium (industry report insights®l9)

Verification: Update periodically using Gartner Magic Quadrant/Forrester, keep SEO/social data

current.

Quantified Pain Solutions

Reduces manual process time by 40% (IFS Cloud implementation, compared to old multi-

system workflows)11

Improves system visibility/asset tracking by up to 50% (benchmarking ERP-enabled

organizations)1%l

Achieves ROI payback typically within 18-24 months post-implementation (industry ERP

case studies)B5I%

Case Study Example (Manufacturing Client)

Situation: Multi-location manufacturer with disparate tracking systems.
Input: Inventory accuracy (low), order delays (high).
Solution: IFS Cloud ERP via InfoConsulting.

Output: Inventory inaccuracy reduced from 7% to 1.2%; order cycle time cut by 38% in first year

after go-live.
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Confidence: Medium (drawn from industry-standard outcomes; adjust with real InfoConsulting case

data for higher certainty)
Verification: Request client-verified case studies or conduct post-project ROI surveys.

SEO & Reputation Insights
o Keyword Gap:

o InfoConsulting should target high-search keywords such as "digital transformation
consulting," "IFS Cloud integration," and "ERP implementation for manufacturing" where

top competitors appear in SEMrush/Ahrefs but InfoConsulting has lower presence12],

o Action: Generate new content (e.g., case studies, solution briefs) around missing topic

areas.
e Sentiment Analysis:
o Neutral to positive online perception (e.g., “responsive, knowledgeable, with strong follow-
through”—sources: LinkedIn reviews, partner pages)™l.

o Limited negative mentions; suggest action: implement proactive review campaigns and

capture more client testimonials.

¢ Financial Benchmarking:

o Industry CAGR ~6.8% (information/IT consulting), robust demand for ERP/digital
transformation experts through 20305121141,

o InfoConsulting is well-placed due to sector focus; recommend reconciling website
traffic/financial estimates with IBISWorld and SimilarWeb for benchmarking.

Confidence: High for quantitative market trends; medium for online sentiment due to limited
reviews[13I1114]

Verification: Use more extensive social listening and survey current/former clients.
STEP 2: Competitive Landscape

Context (Summary from Service Analysis)

e Target Audience:
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o Mid to large enterprises in manufacturing, construction, utilities, and public services,

typically facing inefficient or fragmented IT/business processes.
¢ Unique Value Proposition:

o High-touch, industry-specific ERP and transformation services, deeply integrated with IFS

Cloud; emphasizes tailored solutions, ongoing support, and measurable business impact.
¢ Pain Points Solved:

o Disconnected or outdated software, manual processes, lack of data visibility, and the

risk/cost of failed tech transitions.

Top Competitors Overview

Competitor 1: Accenture (Direct)
e Type: Direct

¢ Product/Service Offerings: Global ERP consulting (IFS, SAP, Oracle), digital transformation,

process reengineering, enterprise analytics.
o Target Audience: Fortune 500, large and mid-market firms, all industries.

o Key Differentiators: Scale, brand recognition, advanced proprietary frameworks, global delivery

centers.

e Marketing/Positioning Strategy: Thought leadership, C-level roundtables, case study

storytelling, industry events.

¢ Channels of Influence: Industry conferences, LinkedIn, Gartner/Forrester citations.

Competitor 2: Epicor Partners (Indirect)

Type: Indirect (Alternate ERP vendor/consultant)

e Product/Service Offerings: Epicor Cloud ERP, manufacturing/distribution digital solutions,

process automation.
o Target Audience: Manufacturing, distribution, logistics, services (mid-size to large).
o Key Differentiators: Industry focus, legacy in manufacturing ERP, modern cloud platform.

o Marketing/Positioning Strategy: Vertical-specific webinars, peer case studies, trade shows.
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Channels of Influence: Vertical trade media, solution marketplaces, YouTube.

Competitor 3: Microsoft Dynamics 365 (Indirect via Consulting Partners)

Type: Indirect

Product/Service Offerings: Dynamics 365 ERP/CRM, implementation, cloud migration,

process optimization.
Target Audience: SMEs to enterprises; broad sector coverage.

Key Differentiators: Tight Office/Cloud365 integration, partner ecosystem, customizable

modules.
Marketing/Positioning Strategy: Digital campaigns, partner-led webinars, client references.

Channels of Influence: Microsoft partner portal, LinkedIn, certification directories.

Tools Used to Identify Competitors:

SEMrush (SEO visibility for ERP consulting), Ahrefs (content/keyword ranking gap),

Gartner/Forrester (peer insights, Magic Quadrant), G2 and Peer Review PlatformsZIEINSii2],

Confidence Ratings and Verification Protocol

Target Audience & Market Sizing: High (multiple reports and consistent cross-source
data)2EI14]

Competitive UVP: Medium-High (visible on web, but constantly evolving—refresh quarterly) el

Pain Solutions: Medium (industry benchmarks; should validate further with proprietary case

studies/interviews)BI1d

SEO & Reputation: Medium (sample size of reviews is moderate—improve by gathering more

data over time)1121

Recommended Actions for Verification:

Launch a client NPS or satisfaction survey after project completions.
Schedule regular SEO audits and monitor content gaps monthly.

Commission or collect five fresh customer case studies, each with clear before/after KPIs.
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e Subscribe to IBISWorld or Gartner/Forrester peer reports for competitive tracking.

Summary Table — Example (Competitive UVP)

based

Support

Differentiator InfoConsulting Accenture Epicor Partners Dynamics 365
Partners
Pricing Model Bespoke/value- Subscription/Project License/Annual Subscription/Hourly

Implementation

Industry specialists

Generalist/Enterprise

Sector-focused teams

Partner ecosystem

Post-Go-Live

Care

Dedicated support

Standard SLA

Optional

Partner tiered

Industry Focus

Deep in ERPs, IFS
Cloud

Broad

Manufacturing/distrib.

Generalist

End of Report




