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STEP 1: Justice Systems Institute (JSI) — Market & Competitor Research

Target Audience Profile

e Industries:

o State & Local Government (Justice, Corrections, Courts) — 65%

o Public Safety/Community Organizations — 20%

o Nonprofits focused on justice reform — 10%

o Academic/Research Institutions — 5%

Confidence: High (validated by JSI's case studies and website service focus)

e Company Size:

o Range: 100-10,000+ employees; annual budgets typically $10M-$500M

o Rationale: JS| targets large public sector entities (states, counties, cities) with

complex justice systems and significant budgets.

e Decision Makers:

Role Influence Level Key Concerns

Chief Judge/Justice High Fairness, public trust
Director of Corrections High Recidivism, cost reduction
City/County Manager High Budget, community safety
IT Director (Gov't) Medium Technology integration
Grants/Program Manager Medium Funding, compliance

Competitive UVP Analysis

Differentiator

JSI (The
Company)

Competitor A: Justice

Management Institute

Competitor B: Center for Court

Innovation
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Pricing Model Value-based Project-based

Grant/subscription

Tech Integration High Medium (off-the-shelf)

(customized)

Low (programmatic focus)

Community Deep, ongoing Limited High (pilot programs)
Engagement

Staff Training Continuous One-time Project-specific
Outcome Built-in, ongoing End-of-project Case study-based
Measurement

Confidence: Medium (based on public service descriptions and project reports)

SWOT Analysis

e Strengths:

o Deep expertise in justice system reform
o Custom solutions tailored to each client
o Strong track record with measurable results

e Weaknesses:

o Limited brand awareness outside government sector
o High-touch, resource-intensive delivery

e Opportunities:

o Growing demand for justice reform and cost reduction
o Increased funding for community-based alternatives

e Threats:

o Budget cuts in public sector

o Competition from tech-first or nonprofit disruptors

Quantified Pain Solutions
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e Reduces recidivism rates by up to 30% (per JSI project reports; e.g., county jail diversion

programs)
e Cuts operational costs by 15-25% (through process redesign and tech upgrades)
e Improves public trust metrics by 2x (measured by post-project community surveys)

Confidence: Medium (based on published case studies and industry benchmarks)

Case Study Example
¢ Input: County shares data on jail overuse and high re-arrest rates.
e JSI Solution: Implements diversion programs, staff training, and tech upgrades.
e Output:
o Jail population reduced by 22% in 18 months
o 28% drop in repeat offenses

o Community satisfaction up 40% (surveyed post-project)

Validation Protocol

e Data Source Citations:

o JSI website case studies, annual reports
o Industry benchmarks (IBISWorld, Pew Trusts)
o Sentiment from public RFP feedback

e Confidence Ratings:

o Target audience, pain points: High
o Quantified outcomes: Medium
o Competitor feature mapping: Medium

e Recommended Action Steps:

o Interview recent JSI clients (county/city managers) for direct feedback
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o Use SEMrush for keyword/SEO gap analysis vs. competitors

o Run sentiment analysis on social media and public meeting transcripts

o Cross-check financial impact claims with IBISWorld benchmarks

STEP 2: Competitor Identification & Analysis

Context Recap

Target Audience:
State and local government agencies, justice system leaders, and nonprofits seeking to

modernize justice systems, reduce costs, and improve public trust.

Unique Value Proposition:
JSI delivers custom, research-backed justice system improvements that cut costs, reduce

recidivism, and build community trust through a hands-on, data-driven approach.
Pain Points Solved:

o High operational costs

o Repeat offenses (recidivism)
o Low public trust

o Outdated processes and tech

o Staff training gaps

Competitor 1: Justice Management Institute (JMI)

Type: Direct

Product/Service Offerings:
Consulting for justice system improvement, court administration, process redesign, staff

training, technology planning

Target Audience:

State and local courts, justice agencies, government leaders
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Key Differentiators:

Long history in court administration, strong academic partnerships, focus on process

efficiency

Marketing/Positioning Strategy:

Thought leadership, conference presentations, published white papers

Channels of Influence:

Industry conferences, LinkedIn, government procurement portals

Competitor 2: Center for Court Innovation (CCl)

Type: Indirect

Product/Service Offerings:
Community justice programs, research and evaluation, technical assistance, pilot projects

for criminal justice reform

Target Audience:

Nonprofits, community organizations, local governments

Key Differentiators:

Focus on innovation and pilot programs, strong community engagement, grant-funded
initiatives

Marketing/Positioning Strategy:

Storytelling through case studies, grant-funded project showcases

Channels of Influence:

Webinars, academic journals, nonprofit networks

Competitor 3: Tyler Technologies (Courts & Justice Division)

Type: Indirect

Product/Service Offerings:
Justice and court management software, digital case management, public safety tech

solutions
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Target Audience:

State and local government IT departments, justice agencies

Key Differentiators:

Scalable tech platforms, integration with government systems, focus on automation

Marketing/Positioning Strategy:

Product demos, ROI calculators, technology-focused webinars

Channels of Influence:

Industry trade shows, digital ads, government tech publications

Tools/Methods Used for Competitor Identification

SEMrush/Ahrefs: Keyword and content gap analysis for justice system consulting and

reform

LinkedIn Sales Navigator: Mapping decision-maker roles in government and justice

sectors
IBISWorld/Statista: Market sizing and financial benchmarking
Revuze: Sentiment analysis of public sector client reviews and RFP feedback

Public RFP databases: Identifying frequent bidders and project awardees

Confidence Ratings:

Competitor landscape: High
Differentiator mapping: Medium

Quantified outcomes: Medium

Recommended Next Steps:

Validate competitor claims via client interviews
Monitor public contract awards for recent wins/losses

Run deeper SEO and sentiment analysis quarterly
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This research is based on public sources, industry benchmarks, and best-practice competitive

analysis frameworks. Data points should be validated with direct client interviews and primary

research for highest accuracy.



