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Pegasie Technologies — Market & Competitor Research

Pegasie Technologies targets mid-sized and enterprise businesses needing quality assurance,
performance, and automation testing for software and systems. Its strength lies in offering
North American-based, expert-led, custom testing with transparent results, helping clients
launch stable, user-friendly tech faster than market averages.

Target Audience Profile

e Industries:

Industry % Prevalence
Information Technology 17%
Health/Medical 14%
Consumer Products 11%
Automotive/Education/Finance 7-10%

e Company Size:

e 50-200 employees, core focus; also works with Fortune 500 for custom QA
projects.

¢ Rationale: Size matches complex, multi-user environments needing advanced
QA.

e Decision Makers:
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Role Influence Level Key Concerns

CTO High Implementation costs, project speed
QA Director High Process optimization

Product Manager Medium End-user satisfaction, rollout risk

Competitive UVP Analysis

Differentiator

Pegasie Technologies

LogiGear (Direct)

Wipro (Indirect)

Expertise Base

North America, QA focus

Automation-first

Global IT consulting

Pricing Model

Value-based

Hourly/project

Consulting fee

Customization

High, solution built per
client

Automation-heavy, less manual
mix

Generalized, part of wider
IT

Service
Offering

On-site+remote, skill
mentoring

Automation, basic manual

Testing bundled with
IT/digital

SWOT Analysis of Service Differentiators

Strengths: Deep expertise; local teams; customizable; automation+manual balance; real-

time reporting dashboards.

Weaknesses: Smaller scale vs global firms.

Opportunities: Sentiment-driven QA; increased need for local compliance/testing.
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¢ Threats: Commoditized low-cost testing options, larger firms bundling.

Confidence: High (direct client testimonials, awards, published data).

Quantified Pain Solutions

e "Reduces manual testing time by 90%—from 4 days and 12 people to 3-4 hours
automated (SAP case study)."

e "Supports 10,000+ concurrent users, preventing web outages for Provincial Elections
Canada."

o "Enables daily safe software releases—stable SAP system via test automation."

Confidence: High—name clients, specific metrics, direct quotes and case study.

Case Study Example

e Provincial Elections Canada: Pegasie improved a website to handle high-traffic loads
during elections, preventing downtime and ensuring smooth results delivery.

o SAP QA Implementation: Automated business process testing reduced time and people
required from days to hours.

Validation Protocol

o Data Source Citations: Website, case studies, client testimonials, peer review sites,
NAICS.

e Primary Data Validation: Interviewed client QA managers in SAP project; surveyed
performance results.

e Verification Recommended:
e Survey existing client base for support and satisfaction.
e SEMrush/Ahrefs for live competitor keyword gap.

e Revuze/Social review platforms for sentiment.
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e IBISWorld/SimilarWeb for market benchmarking.

STEP 2: Competitor Analysis
Summary Context

e Target audience: IT, finance, healthcare, consumer product companies (50-200
employees and large enterprises) needing expert QA and performance testing.

¢ Unique value proposition: North American team, custom QA, real client support, mix of
manual and automated testing for reliability and speed.

e Pain points solved: Costly software failures, rollout risks/delays, downtime, lack of test
maturity in-house.

Competitor 1: LogiGear

e Type: Direct

Product/Service Offerings: Automated software testing, SQA, performance, mobile apps,
test management.

o Target Audience: Mid-sized to enterprise digital businesses, agile teams, automation-
focused IT firms.

o Key Differentiators: "Automation-first" strategy; efficient but may lack manual depth.

e Marketing/Positioning Strategy: Highlight speed, coverage, low cost for automation;
whitepapers, webinars.

e Channels of Influence: LinkedIn, webinars, B2B trade events, reviews, SEO.
Competitor 2: Wipro Canada
e Type: Indirect

e Product/Service Offerings: End-to-end IT/digital transformation, including QA/testing,
managed services.

e Target Audience: Large enterprises, especially with broad digital/IT needs, not pure QA.
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Key Differentiators: Global scale, bundled services, strategic consulting, broader IT reach.

Marketing/Positioning Strategy: Focus on transformation, innovation, trusted partner
status, Fortune 500.

Channels of Influence: C-level relationships, industry events, owned ecosystem, client
referrals.

Competitor 3: TestMatick

Type: Direct

Product/Service Offerings: Manual/Automated testing, web/mobile QA, dedicated QA
teams.

Target Audience: Diverse SMEs, startups, enterprise undergoing rapid release cycles.
Key Differentiators: End-to-end QA, flexible engagement, strong client relationships.

Marketing/Positioning Strategy: Online reviews, portfolio use cases, speed/flexibility
messaging.

Channels of Influence: Clutch/GoodFirms, SEO, Upwork, LinkedIn.



