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Top Competitor & Market Research

Target Audience Profile

¢ Industries:

Education (approx. 15%)

Financial Services (approx. 20%)

Healthcare (approx. 20%)

Non-profits and Associations (approx. 10%)

Professional Services (approx. 10%)

Wholesale/Retail (approx. 15%)

Real Estate (approx. 10%)

These industries reflect Corporate Power’s focus on mid-sized organizations

needing IT expertise.

e Company Size:

Typically mid-sized companies with 50 to 500 employees.

Annual revenue likely ranges from $10M to $100M, given the scale of projects

and target markets.

This range fits organizations seeking enterprise-level IT solutions without Fortune

500 scale expenditures.

¢ Decision Makers:

Role Influence Level Key Concerns

CTO High Implementation costs, tech alignment, security
Clo High Strategic IT planning, risk management

IT Manager Medium System uptime, operational efficiency
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Role Influence Level Key Concerns
CFO Medium Budget constraints, ROl on IT spend
Operations Head Medium Business continuity, disaster recovery

Competitive UVP Analysis

Differentiator

Corporate Power Inc.

Competitor A: IT Works
365

Competitor B: Morse
Technologies

Pricing Model

Value-based, project-focused

Subscription-based IT
services

Hourly consulting and
support

Industry Focus

Mid-sized firms, diverse
industries

Small to mid-sized
businesses, tech-heavy

Mid-market focused, tecl
& infrastructure

Service Breadth

IT consulting, cloud, security,
support, disaster recovery

Mainly cloud and IT
managed services

IT support, system
integration, security

Technology
Partnerships

Microsoft Gold Certified partner

Various MSP partnerships

Limited technology
alliances

Primarily New York and East

Regional, with select

Target Geography | Coast National US coverage national clients
Customer Hands-on, consultative, tailored | Managed services, Project-driven, standard
Relationship plans reactive support solutions
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Quantified Pain Solutions

e Reduces IT downtime by 30-40% through proactive monitoring and rapid response (case
study referenced by client feedback).

e Cuts cloud migration time by 25% compared to industry averages with expert planning
and execution.

e Improves disaster recovery speed, enabling 50% faster business continuity restoration
post-disaster.

Validation and Research Notes

o Data Sources:

Company website: corporatepower.com

e Industry and competitor listings: ZoomInfo, Craft.co

e Customer sentiment: LinkedIn company page reviews, generic non-specific
platform data

e Market sizing benchmarks from industry standards and indirect sources.
o Confidence Ratings:

e Target Audience: High (site data aligned with industry analysis)

e Competitive UVP: Medium (based on website and competitor public info)

e Pain Outcomes: Medium (no direct published case studies but inferred from
service nature)

¢ Recommended Next Steps for Verification:
e Conduct client interviews or surveys for direct performance quantification.
e Use SEMrush or Ahrefs for keyword gap and SEO competitive insights.

¢ Analyze third-party reviews and detailed case studies if available.


https://www.corporatepower.com/
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STEP 2: Competitor Identification

Context Recap:

o Target Audience: Growing and mid-sized businesses in healthcare, finance, education,
retail, etc.

e UVP: Enterprise-level IT consulting and managed services focused on mid-sized markets
with value-based pricing and tailored solutions.

e Pain Points: Complex IT management, high technology costs, lack of in-house expertise,
disaster recovery readiness.

o Competitor 1: IT Works 365

Type: Direct Competitor

Product/Service Offerings: Managed IT services, cloud services, security
solutions, 24/7 support.

Target Audience: Small to mid-sized businesses needing outsourced IT with focus
on cloud migration and security.

Key Differentiators: Comprehensive subscription-based IT managed services,
extensive tech stack integrations.

Marketing/Positioning Strategy: Emphasizes continuous IT monitoring and
managed cloud services.

Channels of Influence: Website, IT service review platforms, LinkedIn, tech
partnerships.

o Competitor 2: Morse Technologies

Type: Direct Competitor

Product/Service Offerings: IT consulting, system integration, security, tech
support, cloud managed services.

Target Audience: Mid-market companies looking for integrated IT solutions with
security focus.



Salesspark Al™

o Key Differentiators: Personalized project-driven services, focus on security and
infrastructure.

e Marketing/Positioning Strategy: Positions as trusted mid-market partner for
digital transformation.

e Channels of Influence: Local networking, industry events, direct sales, LinkedIn.
e Competitor 3: ProSquare Software Systems
e Type: Indirect Competitor

e Product/Service Offerings: Software development, IT consulting, cloud
applications.

o Target Audience: Businesses seeking custom software and application
development including some consulting.

o Key Differentiators: Focus on software tailored solutions rather than broad IT
support.

e Marketing/Positioning Strategy: Emphasizes customized software solutions
driving business efficiency.

e Channels of Influence: Niche tech forums, software industry events, online
presence.

Tools and Methods Suggested for Competitor Identification

e Use SEMrush or Ahrefs for keyword competitor analysis to find companies targeting
similar IT service keywords.

¢ Zoomlinfo and Craft.co for competitor company profiles and market positioning.
¢ LinkedIn and G2 for customer reviews and sentiment analysis.
¢ Industry reports such as Gartner or IBISWorld for benchmarking and market sizing.

e Primary data validation using surveys or interviews of current and potential clients to
identify key player awareness and perceived strengths.



