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Introductory points and
research approach

The research had several objectives:
To identify and analyze the company's competitors and substitutes 
Determine the intensity of competition for a number of services and market
structure. 
Identify growth points 

Therefore, the approach to the process was non-trivial:
Plan of Research – Defining research objectives, scope, and methodology.1.
Development of Criteria – Establishing clear parameters for identifying
direct competitors and substitute solutions.

2.

Pre-Screening & Categorization – Initial selection of companies and
classification into competitors and substitutes.

3.

Detailed Research & Hypothesis Testing – In-depth analysis of selected
companies, their market positioning, business models, and key
differentiators; testing initial hypotheses to validate assumptions.

4.

Conclusions & Recommendations – Summarizing findings and providing
strategic insights for market positioning and decision-making.

5.



 Research Plan

01  Company search and profiling. To analyze the profile we highlight
1.1. List of services (main and additional). Filling of the main service,
which is a competitor or a substitute, technologies used for it, solutions. 
1.2 Pricing policy (which prices are fixed, which are variable depending on
the service). 
Tariffs and tariff content. 
1.3 Customers: list, if represented. Or customer segment orientation, if
not presented. 
1.4 Communication features (what is said on the site): key messages,
broadcast values for the client.  
1.5. Geography of presence and services provided

Conclusions (based on the analysis of profiles)
by intensity of competition 1.
market structure (company scale, functionality, geography)2.

Conclusions and recommendations.
Comparative table on homogeneous criteria.1.
Proposal for growth points. 2.

02

02

03



Identification 
of competitors and substitutes

* the area of competition primarily includes companies focused on providing services to small and medium-sized businesses
located geographically in the agreed country with the client



Status table



 СOMPANY 2

Вrief examples from the detailed audit



 СOMPANY 8

Вrief examples from the detailed audit



 СOMPANY 12

Вrief examples from the detailed audit



Comparison of company services



Comparison of competitors'
package offers



Вrief examples 
from conclusions



Brief example 
of recommendations for the Client 



Insights & Results

The research showed that what the company thought was its competitive
advantage was actually its weakness, as the market already offered more
relevant solutions.

Following the recommendations, the company entered new geographic
markets, optimized its package offerings, expanded its service portfolio and was
able to significantly increase turnover in just four months.


