Salesspark Al™

Top Competitor & Market Research
Target Audience Profile
e Industries:
e Professional services, manufacturing, finance, healthcare, and retail.

e Most clients fit NAICS codes: 541512 (Computer Systems Design), 541513 (IT
Facilities Management), 541611 (Business Consulting), 522110 (Commercial
Banking), and 622110 (General Medical Hospitals).

e Company Size:

e Ranges from mid-sized businesses (510M—-51B revenue, 100-5,000 employees)
up to enterprise-level clients.

e Apolis’ scalable service delivery and staff augmentation attract growing
companies that want flexible solutions without extensive internal teams.

e Decision Makers:

Role Influence Level Key Concerns

CTO High Implementation costs, future scalability’
Clo High Reliable integration, risk

CFO Medium Total cost, ROI

Director of IT Medium Operations impact, speed

HR Director Medium Talent, quick response

Competitive UVP Analysis
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Differentiator Apolis Accenture VistaVu Solutions Deloitte

Pricing Model Value-based Retainer/Project Subscription/App Project/Hourly
ERP Specialization Oracle, SAP SAP, Oracle, Hybrid SAP, Field Service SAP, Oracle
Staffing/Workforce Yes Limited Some Limited/Integrated
Personalization High Medium Medium Medium

Diversity & DEI Minority-led Global focus Regional focus Inclusion focus
Data/Analytics End-to-end Global/Advanced Specialized Advanced

Service Flexibility Full-suite Consulting-heavy Add-ons/Bundles Consulting-heavy

SWOT Analysis (Service Differentiators)

e Strengths
¢ Flexible engagement (from single project to full outsourcing).
¢ Deep focus in staffing and business process consulting.
e Personal client relationships and diversity advantage.
e Weaknesses
¢ Smaller global footprint than premium-tier competitors.
e Less brand recognition for pioneer cloud or data platforms.

e Opportunities
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¢ Growing demand for agile staffing and rapid digital transformation.
e Threats
e Large consulting brands expanding into staffing.

e Technology disruption, pricing pressures.

Quantified Pain Solutions

e “Streamlined accounting processes—cutting month-end close by up to 37% (Retirement
Housing Foundation case)”.

o “Accelerated SAP enhancement results; project timelines reduced by 4x vs previous
attempts (Toyota Finance case)”.

e “Improved hiring results—time to hire reduced by 42%, quality of hire improved with
client-specific screening (Cheesecake Factory case)”.

Confidence ratings:
e Case study data: High
e Industry benchmarks: Medium
e Sentiment/social reviews: Medium
Recommended actions:
o Validate data points by direct client interviews and surveys.
e Run keyword gap and sentiment tracking using SEMrush, Revuze.

e Compare solution implementation times through surveys or interviews.

STEP 2: Top Competitors Overview
Competitor 1: Accenture

e Type: Direct
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Product/Service Offerings: IT strategy & consulting, cloud services, ERP systems (SAP,
Oracle), limited staff augmentation.

Target Audience: Large enterprises, mid-market companies, all industries globally.

Key Differentiators: Scale, advanced technology adoption, full digital transformation,
industry specialization.

Marketing/Positioning Strategy: Global thought-leadership, innovation, cloud-first
messaging.

Channels of Influence: Gartner, Statista, LinkedIn, proprietary C-suite events.

Competitor 2: VistaVu Solutions

Type: Indirect

Product/Service Offerings: SAP ERP consulting, field service management, industrial add-
ons, managed services.

Target Audience: Mid-market, manufacturing, industrial field services.

Key Differentiators: SAP specialization (Gold Partner), tailored solutions for niche
industries, integrated apps.

Marketing/Positioning Strategy: Solution-focused, North American market, industry
expertise.

Channels of Influence: LinkedIn, SAP events, regional field service conferences.

Competitor 3: Deloitte

Type: Indirect

Product/Service Offerings: Audit, risk, technology consulting—ERP implementation (SAP,
Oracle), integrated business services.

Target Audience: Large corporate and enterprise, especially regulated verticals.

Key Differentiators: Consulting breadth, strong brand, leadership in emerging tech, M&A
support.

Marketing/Positioning Strategy: Trusted advisor, ESG and compliance leader, solution
bundles.
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e Channels of Influence: Industry media, Gartner Magic Quadrant, executive roundtables.
Tools for Identifying Competitors:

e SEMrush/Ahrefs for keyword and traffic gap.

e G2/TrustRadius for alternative ratings.

e IBISWorld/Statista for sector financial benchmarking.

e LinkedIn/Glassdoor for influence mapping and sentiment.



