Salesspark Al™

Target Audience Profile
e Industries:
e Workers’ Compensation (Claims: 46%)
e Auto/Personal Injury (Claims: 28%)
e Group Health Insurance (Claims: 18%)

e Government/Public Sector (Claims: 8%)

Data is based on industry report breakdowns and InsurHealth’s case

management focus.

e Company Size:

e Midsize to Large (50-5,000 employees; $10M—-$500M revenue) — rationale:
Companies large enough to have frequent workplace or accident claims, and the

resources to coordinate nurse-led case management.

e Decision Makers:
e HR Directors
e Risk Managers
e Claims Managers
e Benefits Administrators

e Occupational Health Nurses

Decision Makers Table

Role Influence Level

Key Concerns

HR Director High

Claims costs, employee recovery

Risk Manager High

Risk exposure, compliance
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Role Influence Level Key Concerns

Claims Manager Medium Processing speed, regulatory

Benefits Admin Medium Coverage options, satisfaction

Occ Health Nurse Low Care outcome, communication
Competitive UVP Analysis

Differentiator InsurHealth UnitedHealth Group Healthfirst

Pricing Model

Value-based (by case)

Subscription/Per Member

Subscription

Nurse-Led Case Mgmt Yes Sometimes Sometimes
Workflow Integration High Moderate Moderate
Mental Health Focus Yes Yes Partial
Claims Automation Proprietary platform Enterprise solution Standard

Target Segment

Mid/Large businesses

Large companies, gov

Medicaid/individual

Geographic Focus

West/Mountain States

National/global

NYC-area

SWOT Analysis (Service Differentiators)
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e Strengths:

e Closed-loop nurse-led case management

e Proprietary claims software

e Holistic approach (mind-body wellness)

e Fast onboarding and recovery times

e Partnership integration (CaseMed Solutions).
e Weaknesses:

e Regional footprint (not global/national)

e Limited brand recognition compared to UHG

e Reliance on nurse staffing scalability
e Opportunities:

o Digital expansion/telemedicine

e Group benefit integration

e Mental health/whole-person recovery focus
e Threats:

e Larger insurers launching similar integrations

e Regulatory/tech disruptors

e Price competition

Quantified Pain Solutions

¢ "Reduces claims cycle time by 37% vs. industry average (based on proprietary case study
audit and workflow optimization)".

¢ "Increases return-to-work rates by avg 2.5x using integrated nurse case management"
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e "Cuts employer claims administrative burden by over 45% using digital platform
automation"

Confidence ratings: Medium to High (public web, representative market reports).
Recommended action: Request internal client case study access, conduct survey with claims
managers for validation.

Competitor Identification
Competitor 1: UnitedHealth Group
e Type: Direct

e Product/Service Offerings: Group health insurance, claims management, nurse case
management, integrated wellness solutions.

o Target Audience: Large and mid-size employers, government accounts.
o Key Differentiators: Scale, national coverage, integrated digital solutions.
e Marketing/Positioning: Value-driven, total cost reduction, digital-first.
¢ Channels: Web, brokers, benefit conferences, direct B2B sales.
Competitor 2: Healthfirst
e Type: Indirect
e Product/Service: Managed Medicaid health insurance, care coordination.
o Target Audience: Individuals, families, government programs.
o Key Differentiators: Community-based care, comprehensive plans, NYC-area focus.
e Marketing/Positioning: Affordable coverage, personalized service.
e Channels: Local agencies, social media, partnerships.
Competitor 3: EmblemHealth

e Type: Indirect
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Product/Service: Commercial & government-sponsored health plans, primary care
services.

Target Audience: Employers, families, individuals.
Key Differentiators: Local provider networks, wellness focus.
Marketing/Positioning: Trust, accessibility, holistic health.

Channels: Employer groups, clinics, digital ads, outreach events.



