Salesspark Al™

The Kreller Group - Market & Competitor Research

Kreller sits in the global corporate investigations / due diligence niche, focused on human-led, boots-on-

the-ground intelligence rather than pure databases. Below is a compact, best-effort market and

competitor view based on publicly available information.

Target Audience Profile

¢ Industries: Primarily multinational corporations in regulated or high-risk sectors such as finance,

defense, energy, manufacturing, healthcare, and telecoms (each likely in the 10-25% range of their

book, with finance/energy/industrial clients especially prominent).

o Company size: From mid-market (roughly 200-1,000 employees) up to global enterprises (1,000+

employees) where third-party risk, sanctions exposure, and cross-border deals are common.

e Decision makers:

O

Chief Compliance Officer / Head of Compliance
General Counsel / Deputy GC

Chief Risk Officer / VP Enterprise Risk

Head of Due Diligence / Third-Party Risk / ABAC

Head of Security / Corporate Investigations / Internal Audit

Decision makers

Role Influence Key Concerns

Level
Chief Compliance Officer / GC High Regulatory risk (FCPA, UK Bribery Act, sanctions), board exposure,

headlines

Chief Risk Officer / Head of ERM High Third-party risk, country risk, concentration risk
Head of Due Diligence / 3P Risk High Volume, depth, and consistency of due diligence; false negatives
Head of Internal Audit / Medium-High Fraud, whistleblower follow-up, internal control failures
Investigations
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Procurement / Supply Chain Medium Vendor integrity, supply chain fraud, ethical sourcing

Leadership

These buyers care about credible, defensible investigations that stand up to regulators and courts, but

also about turnaround time and cost.[1{2]

Competitive UVP Analysis

Kreller’s core UVP: deep, human-led, OSINT + HUMINT investigations with in-country experts in 230+

jurisdictions, explicitly positioned as “we don’t just check databases, we investigate.”

Differentiator Kreller Group Competitor A: Kroll Competitor B: Mintz Group

Core focus Corporate investigations & due Broad risk consulting, Corporate investigations,
diligence with global HUMINT restructuring, cyber, due diligence, integrity
network.[21(5] investigations.[! checks.[1

Approach Investigator-led OSINT + HUMINT, Mix of consulting, analytics, Investigator-driven

boots-on-the-ground in 230+

countries.[214]

and investigations globally.

investigations with global

offices.

Tech vs human

Heavy on human intelligence;

Strong use of analytics, data

Traditional investigations

balance proprietary search methods, platforms, cyber tools plus with growing data/tech use.
database-skeptical positioning.[216] human work.

Breadth of Due diligence, ABAC/FCPA, forensic Very broad (restructuring, Focused on investigations,

services investigations, credit, marketplace/IP valuation, cyber, disputes, integrity, background

and reseller enforcement.l21[7]

risk advisory).

checks.

Ideal client

profile

Compliance, legal, and risk teams
needing high-quality, defensible
background intel.[211]

Boards, PE firms, large
enterprises needing

multi-line consulting.

Legal, corporate security,

PE, and compliance teams.

Pricing model

Project-based, risk-tiered packages,

Project + retainer + large

Project-based

(inferred) possible volume agreements.[2! advisory contracts. investigations.
Positioning “We do more than check; we investigate “Global risk and financial “Getting the facts you need
message every finite detail.”6][2] advisory powerhouse.” to make confident

decisions.”
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Confidence: Medium (Kreller high, competitors inferred from typical positioning and public descriptions).

Recommended verification: confirm competitor messaging and service catalogs on their sites and via

analyst reports.

SWOT of Kreller’s differentiation

e Strengths

o Long track record: 30+ years, 500,000+ investigations, 230+ countries.
o Clear “human over database” stance; strong story vs automated screening tools.
o Deep ABAC/FCPA, sanctions, fraud, and forensic investigation expertise.

¢ Weaknesses

o Less visible “platform” branding vs big consulting firms and regtech vendors.

o Human-heavy model could be perceived as slower or more expensive for low-risk,

high-volume screening.

e Opportunities

o Partner with TPRM / GRC software vendors to serve as the “enhanced due diligence” layer.

o Productize recurring services (ongoing vendor monitoring, marketplace enforcement

subscriptions).
e Threats
o Regtech platforms adding more data sources + Al summarization, positioning themselves as
“good enough” for mid-risk cases.
o Pricing pressure from lower-cost regional investigators and crowdsourced OSINT providers.

Confidence: Medium. Verification: interviews with existing clients, win/loss analyses against Kroll, Mintz

Group, and automated TPRM tools.

Quantified pain solutions

Publicly available numbers for Kreller are limited, but the service is designed to address these measurable

pains:
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e Regulatory / enforcement risk reduction

o By moving from basic database checks to deep HUMINT + OSINT, clients materially reduce the

odds of missing a corruption, sanctions, or fraud red flag that leads to fines or monitorships.

o Validation: compare incidence of escalated issues and regulator inquiries before vs. after

deploying Kreller for high-risk third parties (confidence: Low-Medium; requires client data).
o Deal protection and speed

o For M&A and major vendor relationships, Kreller helps avoid late-stage deal surprises that

cause costly renegotiations or walk-aways.

o Validation: track % of deals delayed or cancelled due to last-minute risk surprises pre- vs.

post-Kreller (confidence: Low-Medium).

¢ Brand and marketplace recovery

o In Amazon/online marketplace work, case examples mention going from ~50 resellers to zero

and doubling channel sales in ~6-9 months through reseller removal and MAP enforcement.

o Validation: replicate methodology across 5-10 brands and measure changes in buy-box share,

MAP compliance, and channel revenue (confidence: Medium for the cited case, Low-Medium
for generalization).

Case-study example (from marketplace enforcement): a personal-care brand working with Kreller
reduced unauthorized Amazon resellers from ~50 to zero, cut MAP violations to zero, and increased
Amazon sales roughly 2x within nine months, while keeping featured offer above 90%. Confidence: High

for this specific testimonial; independent validation recommended for broader claims.

Validation protocol

e Data sources:

o Public site content, LinkedIn company page, and Wikipedia for service scope and footprint.

o Testimonial/case-study style content on marketplace enforcement.

o Confidence ratings:

o Targetaudience / decision-maker roles: High.
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o Exact industry mix and revenue/employee bands: Medium.

o Quantified outcomes (improvements in risk, speed, or revenue): Low-Medium (need

structured client data).
o Recommended verification steps:
o Short, structured client interviews (compliance, legal, procurement) to quantify baseline vs.
post-Kreller metrics.
o Win/loss analysis vs. Kroll, Mintz Group, and at least one regtech platform to refine UVP.

o Third-party survey of buyers in compliance and third-party risk to score perceived strengths

vs. database-only tools.

Step 2 - Competitor landscape

Context recap

o Target audience: Global corporations, governments, and law firms that need reliable international
due diligence, ABAC/FCPA compliance support, fraud/forensic investigations, credit checks, and

brand / marketplace protection.

e Kreller UVP: Human-led, boots-on-the-ground OSINT + HUMINT investigations in 230+ countries,

going beyond automated databases to deliver actionable, defensible intelligence.
e Main pain points solved:
o Hidden third-party and country risks missed by basic screenings.
o Regulatory exposure related to sanctions, bribery, fraud, and trade rules.
o Internal fraud / whistleblower cases that require discreet, expert investigations.

o Online brand damage from counterfeiters, unauthorized resellers, and MAP violators.

Competitor 1: Kroll
e Type: Direct

e Product/Service offerings: Global risk and financial advisory, investigations, due diligence, cyber,

valuation, and restructuring services.
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o Target audience: Large enterprises, PE funds, financial institutions, law firms, and boards needing

multi-disciplinary advisory and investigative support.
o Key differentiators:
o Very broad service portfolio (from cyber to restructuring).
o Strong brand recognition and presence in high-stakes disputes and investigations.
e Marketing/positioning strategy:
o Positions as a global risk advisory powerhouse with integrated analytics and consulting.
o Uses thought leadership, high-profile case involvement, and industry reports.
e Channels of influence:

o Enterprise sales, law-firm and PE relationships, conferences, webinars, and content

marketing.

Competitor 2: Mintz Group

o Type: Direct / adjacent

Product/Service offerings: Corporate investigations, due diligence, integrity checks, background

vetting, and fact-gathering in contentious situations.

o Target audience: Law firms, PE/VC investors, corporates, and institutions needing fact-finding for

deals, disputes, or integrity concerns.
o Key differentiators:
o Strong investigative pedigree and presence in major financial centers.
o Reputation for detailed, court-ready factual work.
e Marketing/positioning strategy:
o Brand around “getting the facts” and helping clients make confident decisions.
o Heavy use of case-oriented storytelling and investigator profiles.
e Channels of influence:

o Referrals from law firms and PE, events, content, and direct BD.
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Competitor 3: Regtech / TPRM platforms (indirect)

Pick a representative vendor profile: a SaaS platform for third-party risk management that offers
automated screening, ongoing monitoring, and workflow tools.

o Type: Indirect

e Product/Service offerings:

o SaaS platform for screening third parties against sanctions/PEP/adverse media lists,

questionnaires, workflow, and basic due diligence reports.

o Target audience: Compliance and procurement teams that need to manage large vendor

populations and document risk processes efficiently.
o Key differentiators:
o Automation, scale, dashboards, and integrations with ERP/GRC.
o Lower per-entity cost for low- to medium-risk vendors.
e Marketing/positioning strategy:

o Sell “one pane of glass” for TPRM, emphasizing automation, audit-ready documentation, and

cost/time savings.
e Channels of influence:

o Digital marketing, partner ecosystems, GRC integrations, analyst coverage (e.g., Gartner MQ),

and procurement networks.

Tools / methods to identify competitors

e Company/people intelligence platforms to see “similar companies” and competitors listed

alongside Kreller in profiles.

e Analyst and industry reports on corporate investigations, TPRM, and regtech to see who buyers

compare in RFPs.

e Search and SEO tools to analyze which firms rank or advertise on terms like “enhanced due

» o« » o«

diligence,” “corporate investigations,” “FCPA investigations,” and “third-party risk investigations.”

e Buyer interviews and RFP records to understand which names consistently appear as

alternatives in the final selection set.
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Confidence: Medium on competitor set and positioning, High that Kroll and similar investigation firms are

perceived as direct peers. Verification: confirm shortlists from recent RFPs and law-firm referrals, and

cross-check with analyst coverage for the investigations / risk-advisory segment.



