Competitor
Intelligence

Acquiring Competitive Capability
Through Strategic Hiring
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Recruitment fills roles.

Market share shifts through leadership moves
Enterprise revenue sits with specific account owners
Competitive advantage is structured, not accidental

Strategic hiring reshapes market momentum



The Market Is Tightening.
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Fewer proven Pressure to increase
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Market Share Cost of Lost
Concentration Account Ownership
Winning market Lost leaders result in
share requires lost deals and
strategic hires of eroded customer
key talent confidence




From Talent Acquisition to
Competitive Acquisition

Traditional Hiring

Database-led search
Network-driven sourcing
Speed-focused hiring

Role replacement mindset

Competitive Intelligence

Revenue mapping before outreach
Account penetration analysis
Rainmaker identification

Strategic capability acquisition



A Revenue Strategy —
Not an HR Initiative

Strategic hiring decisions shape market share,
revenue velocity, and competitive stability.

Revenue
Defence

Protecting
enterprise
accounts from
competitor
disruption.

Market
Penetration

Accelerating
access to
strategic
accounts
through
proven
relationship
ownership.

Competitive
Disruption

Acquiring
revenue-critical
individuals to
reshape
competitive
balance.



Competitor Intelligence
Framework

We position competitor intelligence as a strategic
weapon, Not just a recruitment exercise
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Our intelligence stack combines advanced Al-powered targeting
with structured data enrichment and expert analysis.



Competitor Intelligence -
Sample Dashboard

Illustrative competitor revenue mapping —
anonymised format for demonstration

COMPETITOR A ( Sample Structure) Strategic Observations

VP Sales - Enterprise Divison * Revenue concentration clustered

Revenue Ownership Multi-region enterprise portfolio within senior enterprise revenue
Leadership Tenure Band: 3-5 years owners

Primary Sector Exposure: Financial Services & Technology * Financial Services exposure
represents a significant

proportion of enterprise portfolio

¢ Regional leadership tenure
indicates structural stability in

Regional Regional Regional core segments
Enterprise Director Enterprise Enterprise Director . .
. ¢ Cross-sell penetration varies
(N) Director (S) (EMEA) L .
significantly by region
Market Focus: Tier 1 Market Focus: Market Focus: Global * Identifiable transition nodes
Financial Services Technology & SaaS Banking & Telco within mid-market growth layer
Revenue Revenue Mix: Revenue Mix:
Concentration: Enterprise + Strategic Enterprise Tier 1
Enterprise-heavy Mid-Market
Leadership Stability:
Team Stability: High Promotion Velocity: Long-tenure cluster
Moderate
Enterprise Enterprise Revenue Global Tier 1 Mid-Market
Revenue Owner - Owner - Strategic Account Lead Growth Manager
Tier 1 Accounts Accounts
Account Category: Account Category: Account Type: Account Type:
Global Financial Technology Named Enterprise Expansion
Services Portfolio Accounts
Revenue Tier:
Revenue Tier: Enterprise Revenue Tier: Tier 1 Revenue Tier: Mid-
Enterprise Market
Tenure Band: 3-5 Account Promotion
Tenure Band: 4+ years Penetration
years Depth: Multi- Velocity Indicator:
Cross-Sell Growth product exposure High
Acceleration
Penetration: High Signal: Active
Revenue Concentration Index Account Penetration Depth Leadership Stability Competitive Vulnerability
Degree of revenue Level of embedded Tenure clustering Identified transition risk
dependency across senior relationship ownership and structural and talent acquisition

revenue owners within enterprise accounts continuity indicators opportunity nodes



Rainmaker Identitication -
Performance Signal Mapping

lllustrative intelligence layer identifying
high-impact revenue contributors
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Rainmaker Cluster
Enterprise Revenue
Owner - Tierl
Strategic Account lead
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Mid-Market
Expansion Lead
Low High
Market Influence 5
High-Impact Revenue Nodes Strategic Account Stability Risk Competitive Disruption Potential
Identifying individuals driving Highlighting vulnerability Targeted talent acquisition to
disproportionate revenue within entrenched shift market leverage and

concentration. enterprise relationships. revenue control.



From Intelligence
to Competitive Acquisition

Converting structured market insight into targeted
revenue capture.

Intelligence Target Strategic Revenue
Prioritisation Sequencing Outreach Integration

Qt @

Identifying high- Engaging individuals Positioning Embedding acquired

impact revenue aligned to revenue opportunity around capability to
nodes and structural concentration and market acceleration, accelerate market

leverage points. account ownership. not job replacement. penetration.

COMMERCIAL OUTCOMES
Accelerated Competitive Reduced Market share
enterprise account time-to- leverage

penetration destabilisation revenue



Engagement Models

Engagement designed to scale from targeted
intelligence to embedded strategic partnership.

Level 1 Standalone Intelligence

» Competitor landscape mapping
» Revenue ownership analysis

Level 2 Intelligence + Retained Search

« Targeted revenue-node acquisition
« Strategic outreach execution

Level 3 Ongoing Strategic Intelligence Partnership‘

Continuous competitor tracking
Board-level intelligence updates




Commercial Impact

Revenue acceleration through intelligence-led
competitive acquisition.

Accelerated

Enterprise Penetration

Access embedded accounts
through proven revenue
ownership and established
commercial relationships.

Reduced
Time-to-Revenue

Shorten enterprise sales cycles
by acquiring individuals with
existing account influence.

Impact measured in revenue growth — not recruitment metrics.

Competitive Account
Destabilisation
Disrupt revenue concentration

within rival sales structures and
weaken account stability.

Market Share
Leverage

Convert structured intelligence
into measurable commmercial
advantage.



[Hlustrative Competitive
Scenario

How intelligence-led acquisition reshapes market
position.

BEFORE AFTER

EMBEDDED REVENUE LEVERAGE THROUGH
COMPETITOR DOMINANCE TARGETED ACQUISITION

Entrenched Tier 1 accounts Immediate Tier 1 account access
Revenue concentrated in Revenue concentration

3 senior leaders diversified

18-24 month enterprise cycles Sales cycle reduced 20-30%

Low win-rate against Increased competitive win rate
incumbents

Intelligence transformed embedded competitive dominance into
measurable revenue leverage.



Ongoing Strategic
Intelligence Advantage

Continuous visibility into competitive revenue
structures and market movement.

CONTINUOUS INTELLIGENCE MONITORING

Entrenched Tier 1 accounts
Revenue concentrated in 3 senior leaders
18-24 month enterprise cycles

Low win-rate against incumbents

STRATEGIC LEVERAGE

Board-Level Intelligence Briefings
Hiring Strategy Recalibration
Competitive Vulnerability Assessment

Expansion Acceleration Planning

Sustained competitive advantage requires sustained intelligence.



A Board-Level Growth
Strategy

Reframing talent acquisition as revenue acquisition.

Enterprise revenue is concentrated.
Competitive advantage is structured.

Market share shifts when key revenue owners
move.

Strategic hiring is a commercial lever —
not an HR function.

TRADITIONAL VIEW INTELLIGENCE VIEW
Talent acquisition Revenue acquisition
Role replacement Competitive leverage
Network-led sourcing Market penetration
Speed-to-hire metrics Growth acceleration

Competitive advantage is not accidental — it is architected.



Strategic Briefing

A confidential executive session focused on your competitive
revenue landscape.

IN THIS SESSION, WE WILL:

Define your true competitive universe

Map revenue concentration and ownership structures
Identify structural vulnerability and opportunity nodes
Outline intelligence-led acquisition strategy

Schedule a strategic intelligence briefing.
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