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RIVALIS COMPETITOR INTELLIGENCE e CENE T BRI e

» Engagement brief

This fictional Comprehensive engagement demonstrates the structure and analytical depth of a Rivalis
competitor-intelligence dossier. The purpose is to support a premium B2B SaaS launch decision.

CLIENT Confidential SaaS company

CATEGORY B2B workflow automation

MARKET Australia

OBJECTIVE Understand competitor positioning, pricing, customer sentiment and market gaps before launching a

new premium offer.
COMPETITORS AtlasPilot, Northline OS, VectorDesk

ENGAGEMENT Comprehensive Intelligence

RESEARCH WINDOW  01-08 August 2026 (fictional demonstration)

PRIMARY COMMERCIAL QUESTION

Where can a new premium entrant differentiate without competing

solely on feature breadth or price?
SOURCE CATEGORIES

Company websites Published pricing Search results Public reviews Social channels Public registries

Licensed analytics
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RIVALIS COMPETITOR INTELLIGENCE

01 EXECUTIVE BRIEF

« Executiveintelligence brief

Material findings and commercial implications for a reader with five minutes.

FINDING 01

AtlasPilot controlsthe strongest

premjum positioning but createsthe
HIGH HIGH "

luyniest pur ciiase friction.

7 supporting signals

COMMERCIAL IMPLICATION

Its credibility is defensible, but opaque upper-tier pricing and
consultative onboarding create room for a premium offer that is
easierto buy.

FINDING 03

Vector Desk ownsthe strongest

small-business entrv noint but weakens
MEDIUM . MEDIUM-HIGH
au uic PréMiunn au.

6 supporting signals

COMMERCIAL IMPLICATION

The upper-mid-market appears less effectively defended,
particularly for buyers willing to pay for implementation confidence
and measurable outcomes.

FINDING 02

Northline OS competes heavily on

featuire volume rather than
MEDIUM-HIGH HIGH
e aiudtéu uutCOmes.

9 supporting signals

COMMERCIAL IMPLICATION

Feature-led competition is crowded. Outcome-led positioning
creates a clearer path to differentiation than attempting to match
every capability.

FINDING 04

Setup complexity and pricing clarity
arethe most l:ggeated category friction

HIGH
L IES.

41 supporting signals

COMMERCIAL IMPLICATION

The market appears functional but operationally demanding.
Reducing time-to-value can be positioned as a commercial
advantage rather than a support feature.

The clear est opening isnot to become cheaper than the market - it isto
combine premium outcome-based positioning with materially lower
buying and implementation friction.
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RIVALIS COMPETITOR INTELLIGENCE

= Competitor landscape

02 COMPETITORS

Three fictional competitors represent distinct strategic positions within the same category.

ATLASPILOT

Premium strategic platform

Mid-market operations teams
ENTRY PREMIUM

A$149 A$599

POSITIONING

Operational intelligence without enterprise
complexity

FAST COMPARATIVE READ

Premium credibility AtlasPilot
Feature breadth Northline OS
Ease of purchase VectorDesk
Pricing transparency VectorDesk
Content authority Northline OS
Implementation friction AtlasPilot

NORTHLINE OS

Feature-rich workflow suite

SMB to mid-market teams

ENTRY PREMIUM
A$89 A$449
POSITIONING

One operating layer for every workflow

High
High
High
High
High

Highest

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE

FICTIONAL COMPETITOR

VECTORDESK

Accessible automation platform

Small businesses and lean teams

ENTRY PREMIUM
A$59 A$349
POSITIONING

Automate the work that slows you down
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RIVALIS COMPETITOR INTELLIGENCE 02 COMPETITOR PROFILE - ATLASPILOT

= ATLASPILOT profile

FICTIONAL COMPANY

MARKET POSITION PUBLISHED RANGE

Premium strategic platform A$149 - A$599/mo

Target: Mid-market operations teams

Positioning line: “Operational intelligence without enterprise complexity”

PREMIUM CREDIBILITY PRICING TRANSPARENCY

92 44
D D
DIGITAL VISIBILITY = EASE OF ADOPTION i

OFFER ARCHITECTURE

D
PLAN MONTHLY VISIBLE VALUE ANCHOR

Launch A$149 Core workflows, templates, standard analytics
Scale A$329 Advanced workflows, team controls, integrations
Command A$599 Governance, advanced analytics, strategic support
OBSERVED STRENGTHS OBSERVED WEAKNESSES
* Premium language is consistent across website, case-style * Upper-tier commercial details require sales interaction,
content and upper-tier packaging. increasing purchase friction.
* Enterprise-oriented proof and governance framing create * Implementation language signals capability but also complexity
strong perceived seriousness. and time commitment.
* High-value content is concentrated around ROI, operational * Premium value is communicated better than immediate
control and executive outcomes. time-to-value.
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RIVALIS COMPETITOR INTELLIGENCE

02 COMPETITOR PROFILE - NORTHLINE OS

= NORTHLINE OSprofile

FICTIONAL COMPANY

MARKET POSITION

Feature-rich workflow suite

Target: SMB to mid-market teams

Positioning line: “One operating layer for every workflow”

PREMIUM CREDIBILITY

81

DIGITAL VISIBILITY

86

OFFER ARCHITECTURE

PUBLISHED RANGE

A$89 - A$449/mo

PRICING TRANSPARENCY )

EASE OF ADOPTION -

D
PLAN MONTHLY VISIBLE VALUE ANCHOR

Core A$89 Workflow builder, templates, basic integrations
Growth A$249 Advanced automation, analytics, approvals
Operations A$449 Full integrations, governance, premium support

OBSERVED STRENGTHS
* Broadest visible feature coverage across the fictional category.

* Strong organic content footprint and high commercial-intent
coverage.

* Clear packaging makes plan comparison straightforward.

OBSERVED WEAKNESSES

* Messaging frequently defaults to feature density rather than
differentiated outcomes.

* The product story can feel operational rather than strategic at
the premium end.

* Breadth creates a learning curve and recurring ‘feature
overload' commentary.
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RIVALIS COMPETITOR INTELLIGENCE 02 COMPETITOR PROFILE - VECTORDESK

= VECTORDESK profile

FICTIONAL COMPANY

MARKET POSITION PUBLISHED RANGE
Accessible automation platform A$59 - A$349/mo

Target: Small businesses and lean teams

Positioning line: “Automate the work that slows you down”

PREMIUM CREDIBILITY PRICING TRANSPARENCY

52 94
D
DIGITAL VISIBILITY - EASE OF ADOPTION o
D D

OFFER ARCHITECTURE

PLAN MONTHLY VISIBLE VALUE ANCHOR

Starter A$59 Simple workflows, core templates
Team A$179 Collaboration, more automations, integrations
Business A$349 Advanced workflows, team controls, priority support
OBSERVED STRENGTHS OBSERVED WEAKNESSES
* Most transparent pricing and fastest apparent route from trial to * Premium positioning weakens as customer complexity
value. increases.
* Simple SMB-oriented language reduces perceived * Advanced controls and governance appear materially lighter
implementation risk. than rivals.
* Strong positive commentary around ease of use and initial * Content authority is narrower and concentrated around
setup. practical use cases.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE 07



RIVALIS COMPETITOR INTELLIGENCE 03 POSITIONING

» Competitive positioning

The category clusters around three distinct positions. The indicated whitespace represents a plausible strategic position, not
a guarantee of market success.

=
2
=
w
o
[2 8
s~ @ ATUASPILOT — 7 7
" @ )
: UNDERSERVED POSITION :
1 1
: Premium specialist :
| Positioning with 1
| transparent packaging and 1
I low-friction onboarding. !
. NORTHLINE OS | & 1
1 1
1 1
N e ____ _7
. VECTORDESK
w
=)
—
<
>
GENERALIST SPECIALIST
POSITIONING INTERPRETATION
AtlasPilot Premium + consultative; strongest prestige, highest friction.
Northline OS Broad + feature-rich; strong visibility, weaker outcome differentiation.
VectorDesk Accessible + SMB-focused; strongest ease, weakest premium credibility.
Whitespace Premium, outcome-led and easy to purchase; requires proof of implementation speed.
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RIVALIS COMPETITOR INTELLIGENCE 04 PRICING

« Pricing & offer intelligence

Published fictional pricing shows three distinct value architectures: premium consultative, feature-rich breadth and
accessible self-service.

ATTRIBUTE ATLASPILOT NORTHLINE OS VECTORDESK

Entry plan A$149 A$89 A$59
Mid-tier A$329 A$249 A$179
Premium tier A$599 A$449 A$349
Annual discount 18% 15% 20%
Free trial No 14 days 14 days
Setup fee From A$600 None None
Pricing transparency Medium-low High Very high
Feature gating Moderate High Moderate
Sales-call requirement Premium tier Enterprise only None
Primary value anchor ROI + governance Breadth + integrations Speed + ease
PRICE LEADER PREMIUM ANCHOR CLEAREST PACKAGING
Vector Desk AtlasPilot Northline OS
A$59 entry A$599 premium 3 transparent tiers

AtlasPilot's premium tier sits~29% above thefictional category midpoint.

The premium appears supported more strongly by positioning, service intensity and perceived expertise than by unique functional
scope. This suggests premium pricing may be achievable without matching every visible feature - provided the offer creates
stronger strategic value and a lower-friction path to implementation.
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RIVALIS COMPETITOR INTELLIGENCE 05 VISIBILITY

= Digital visibility & content

Synthetic visibility indicators illustrate how a dossier compares discovery strength, content authority and commercial-intent

coverage.

78

ATLASPI L @c visivility G

. Commercial intent PR n

412 indexed pages | 7@8553{&%%”9“1 —
EHEITE] SERER D

86

NORTHLINEOSiy co—— ,

Commercial intent GG oo
680 indexed pages | 1&@&%&6@8{%@% »

Brand search . ]
64
VECT ORDESK visiviiy D 58
Commercial intent D 63
245 indexed pages | 4050 o q—
Brand search D
CONTENT TERRITORY
AtlasPilot Operational strategy; governance; ROI; enterprise control
Northline OS Integrations; productivity; templates; feature education
VectorDesk Small business; ease of use; quick setup; affordability

No competitor strongly ownsimplementation outcomes and time-to-value.

A content platform focused on measurable implementation outcomes could occupy a more commercially distinctive territory than generic
automation education.
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RIVALIS COMPETITOR INTELLIGENCE

» Customer sentiment intelligence

06 SENTIMENT

Fictional review/commentary signals are coded into recurring themes rather than reproduced as isolated anecdotes.

120 74%

SIGNALS CODED POSITIVE
fictional public weighted category average
review/comment signals

SENTIMENT BY COMPETITOR

16% 10%

NEUTRAL NEGATIVE
mixed or descriptive clear dissatisfaction

ATLASPILOT &
NORTHLINEOS |
VECTORDESK S

CONSISTENT PRAISE

Ease after onboarding

Support quality

Workflow flexibility

Time savings

Integrations

81

7

75

72

69

CONSISTENT FRICTION

Setup complexity

Pricing clarity

Learning curve

Feature overload

Slow initial configuration

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE
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RIVALIS COMPETITOR INTELLIGENCE

Sentiment deep dive

06 SENTIMENT

MOST CONSISTENT PRAISE
Once configured, wor kflow
flexibility ishighly valued.

Positive signals are strongest when
customers discuss the operational state after

MOST CONSISTENT FRICTION

Initial configuration
repeatedly creates
frustration.

Setup burden appears across all three
fictional competitors, although intensity varies

UNMET EXPECTATION

Customer s want faster
time-to-value without
sacrificing customisation.

The category tension is not simplicity versus
capability; buyers appear to want both.

onboarding rather than the buying process. materially.

THEME BY COMPETITOR

THEME ATLASPILOT NORTHLINE OS VECTORDESK

Setup complexity High Medium-high

Pricing clarity Low High Very high
Learning curve Medium High Low

Feature breadth High Very high Medium
Support quality High High Medium-high
Premium confidence Very high High Low-medium

The category does not appear to suffer from lack of functionality.

Its more visible weakness is the effort required before customers experience value. A new premium entrant should therefore sell
implementation confidence, transparency and measurable time-to-value as part of the core offer.
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RIVALIS COMPETITOR INTELLIGENCE 07 BENCHMARK

» Competitive benchmarking matrix

Scores are fictional and contextual. They demonstrate a comparative framework rather than an objective ranking of
company quality.

NORTHLINE OS VECTORDESK

3
3

DIMENSION ATLASPILOT

Positioning clarity
Pricing transparency

Offer depth

Customer sentiment

Ease of adoption

Premium credibility

2
Dlgltal VISIbIIIty _
2

Content authority 5 3
Commercial differentiation 3 3
WEIGHTED DEMONSTRATION SCORE
7
ATLASPILOT D 77/100
83
NORTHLINEOS QD 83/100
71
VECTORDESK D 71/100

Northline OS leads the overall fictional framework through visibility, breadth and content authority. AtlasPilot still controls premium
credibility, while VectorDesk dominates pricing transparency and ease of adoption.
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RIVALIS COMPETITOR INTELLIGENCE

08 OPPORTUNITIES

« Threats, gaps & opportunities

Opportunities are prioritised using commercial impact and evidence confidence. High-impact ideas with weak evidence are

treated as hypotheses, not recommendations.

HIGH EVIDENCE CONFIDENCE

SMB price competition

LOW EVIDENCE CONFIDENCE

LOW COMMERCIAL IMPACT

Premium + simple onboarding

Transparent upper-tier pricing

Outcome-led content strategy

HIGH COMMERCIAL IMPACT

COMPETITIVE THREATS MARKET OPENINGS
01 AtlasPilot has strong premium credibility and 01 Premium positioning without high implementation friction.
executive-oriented proof.
02 Transparent commercial packaging at the upper end.
02 Northline owns broad feature coverage and search/content .
authority. 03 Outcome-led rather than feature-led messaging.
04 A stronger time-to-value proposition supported by

03 VectorDesk creates persistent downward price pressure at
the category entry point.

onboarding proof.
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RIVALIS COMPETITOR INTELLIGENCE 09 RECOMMENDATIONS

» Strategic recommendations

Recommendations convert the evidence into choices. They are ranked by expected commercial impact, implementation
effort and confidence in the supporting evidence.

01

02

03

04

POSITION AROUND TIME-TO-VALUE

HIGH EFFORT MEDIUM HIGH

RATIONALE

Competitor and sentiment analysis suggests the strongest recurring category weakness is implementation friction.

RECOMMENDED ACTION

Build the premium offer around measurable implementation outcomes, a defined onboarding timeline and visible
implementation proof.

AVOID FEATURE-WAR POSITIONING

HIGH EFFORT LOW HIGH

RATIONALE

Northline already competes strongly on breadth while AtlasPilot sells expertise rather than maximum feature count.

RECOMMENDED ACTION

Frame the offer around business outcomes, implementation confidence and decision value instead of total feature volume.

MAKE PRICING A TRUST SIGNAL

MEDIUM-HIGH EFFORT LOW HIGH

RATIONALE

Opaque upper-tier pricing appears concentrated at the premium end of the category.

RECOMMENDED ACTION

Publish clear package boundaries, expected onboarding effort and commercial inclusions before requiring a sales
conversation.

OWN AN UNDERSERVED CONTENT TERRITORY

MEDIUM EFFORT MEDIUM MEDIUM-HIGH

RATIONALE

No competitor strongly owns implementation ROI, measurable time-to-value and operational outcomes as a coherent content territory.

RECOMMENDED ACTION

Build authority around implementation economics, proof of time saved and operational outcomes rather than generic
automation education.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE 15



RIVALIS COMPETITOR INTELLIGENCE

09 RECOMMENDATIONS

» 30/ 60/ 90 day roadmap

The roadmap translates the recommendation set into a sequenced implementation hypothesis. It is illustrative, not

prescriptive.

0-30 DAYS

Define the position
01 Validate premium + low-friction
positioning with target buyers.

02 Test pricing architecture and
package boundaries.

03 Rewrite the core value proposition
around measurable time-to-value.

04 Define an onboarding promise and
proof requirements.

31-60 DAYS 61-90 DAYS

Build the market response Measure and refine

01 Launch comparison-focused landing 01 Measure acquisition and conversion
pages. response.

02 Publish outcome-led content around 02 Review pricing acceptance and
implementation ROI. objection patterns.

03 Build a customer-proof framework 03 Refine positioning against observed
for onboarding and time saved. competitor moves.

04 Test the premium package against 04 Expand content into validated
the current competitive anchors. category whitespace.

The first 30 days validate the position before material spend. Days 31-60 build evidence in market. Days 61-90 measure whether
the proposed whitespace actually converts. The sequence deliberately avoids committing to a large feature roadmap before the

commercial position is proven.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE
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RIVALIS COMPETITOR INTELLIGENCE 10 EVIDENCE

o Evidence & sourcetrail

Every important statement in a real engagement is linked to identifiable evidence. This demonstration uses fictional
evidence references only.

REF SOURCE TYPE OBSERVATION ACCESS CONF. USED IN
S01 Company pricing page Three-tier pricing architecture and premium plan value anchors 08 Aug High Pricing
S02 Company homepage Premium positioning language and target-buyer cues 08 Aug High Positioning
S03 Public review source Repeated onboarding-friction theme 07 Aug Med-high Sentiment
S04 Search results Visibility for integration-led commercial terms 08 Aug Medium Visibility
S05 Company resource hub Content concentration around governance and ROI 08 Aug High Content
S06 Public review source Feature-overload commentary associated with broad suite 07 Aug Med-high Sentiment
S07 Company pricing page Trial availability and annual discounting 08 Aug High Pricing
S08 Social/public content Publishing cadence and recurring topic themes 06-08 Aug Medium Visibility
S09 Licensed analytics Synthetic category visibility index 08 Aug Medium Benchmark
S10 Public registry Company-market presence confirmation 08 Aug High Profile
S11 Company help centre Onboarding sequence and implementation requirements 08 Aug High Adoption
S12 Public review source Pricing-clarity praise associated with VectorDesk 07 Aug Med-high Sentiment

Every row above is a fictional demonstration source. No real URL or real company eviden

o

oing ronrosentad
eing representea.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE 17



RIVALIS COMPETITOR INTELLIGENCE 10 EVIDENCE

o Evidence confidence framewor k

Confidence labels prevent plausible-sounding analysis from being presented with more certainty than the underlying
evidence supports.

HIGH CONFIDENCE Multiple consistent and directly observable sources support the conclusion.
MEDIUM-HIGH Strong evidence exists, but independent corroboration or sample depth is more limited.
MEDIUM Useful directional evidence exists, but material uncertainty remains.

INSUFFICIENT There is not enough reliable evidence to make a responsible conclusion.

Wher e evidenceisinsufficient, Rivalisreportsthe limitation
rather than manufacturing certainty.

This principle applies to competitor pricing, customer sentiment, advertising observations, market-share claims and every other material
conclusion.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE 18



RIVALIS COMPETITOR INTELLIGENCE

» How toread a Rivalisfinding

10 EVIDENCE

The analytical chain separates direct observation from interpretation and action.

01

02

03

04

EVIDENCE
What was directly observed.

Three fictional competitors disclose materially different levels of upper-tier pricing transparency.

FINDING
What the evidence consistently indicates.

Pricing opacity is concentrated at the premium end rather than across the entire category.

IMPLICATION
Why the finding matters commercially.

Transparent premium packaging could function as a trust signal and reduce purchase friction.

ACTION

What management could reasonably test next.

Publish clear package boundaries and measure whether transparency improves qualified conversion.

ANALYTICAL STANDARD
No action should appear in the dossier unlessthe evidence, finding and implication

reced

QCTIONAL

It can pbe stated clear

inMg i Y.
DE NSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE
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RIVALIS COMPETITOR INTELLIGENCE APPENDIX

= SCOpe, source categories & boundaries

This demonstration mirrors how a real report would define research boundaries before analysis begins.

AREA IN SCOPE OUT OF SCOPE
Company websites Public product, pricing, positioning and resource pages Private dashboards, customer accounts or restricted
systems

Search visibility Public search results and properly licensed visibility data Manipulation, unauthorised crawling or access controls

Customer sentiment Publicly available review/commentary themes Private messages or identity inference

Advertising Publicly observable creative/placement signals where Non-public spend, targeting or campaign data
available

Technology Publicly observable or licensed indicators Intrusive scanning, exploitation or access attempts

Commercial analysis Evidence-linked strategic interpretation Claims of confidential/internal information

BOUNDARY PRINCIPLES

e Use publicly available and properly licensed sources.

* Do not use pretexting, impersonation, intrusion or unauthorised access.
*  Separate observation from inference.

*  Preserve uncertainty where the evidence is incomplete.

* Do not portray competitor intelligence as hacking or access to confidential data.
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RIVALIS COMPETITOR INTELLIGENCE

» Dossier structure

APPENDIX

A real engagement is delivered as a single self-contained PDF. Sections are omitted where not applicable rather than left

empty.

01

02

03

05

06

07

08

09

10

EXECUTIVE BRIEF

Material findings and implications for a five-minute reader.

COMPETITOR PROFILES

Offer, target buyer, published pricing, positioning and visible strengths/weaknesses.

POSITIONING

Comparative market position and plausible whitespace.

PRICING & OFFER

Price architecture, value anchors, gating, transparency and purchase friction.

VISIBILITY & CONTENT

Discovery strength, content territories and commercial-intent coverage.

CUSTOMER SENTIMENT

Recurring praise, complaint and unmet expectation themes.

BENCHMARKING

A consistent comparative frame across strategic dimensions.

THREATS & OPPORTUNITIES

Prioritised openings and competitive risks.

RECOMMENDATIONS

Evidence-linked strategic actions and implementation sequencing.

EVIDENCE TRAIL

Source references, confidence levels and analytical boundaries.

FICTIONAL DEMONSTRATION - ALL COMPANIES, FIGURES AND FINDINGS ARE ILLUSTRATIVE
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RIVALIS COMPETITOR INTELLIGENCE

CLOSING

= What theclient ispaying for

The value of competitor intelligence is not the existence of public information. It is the disciplined transformation of scattered

evidence into a decision-ready view of the market.

STRUCTURED COLLECTION

Evidence is gathered against a defined commercial question
rather than accumulated indiscriminately.

COMMERCIAL INTERPRETATION

Findings are translated into implications that matter to pricing,
positioning, product and go-to-market decisions.

RESTRAINT

Where data is incomplete, the dossier reports uncertainty instead
of inventing confidence.

COMPARATIVE FRAME

Every competitor is assessed using the same dimensions so
differences are structural rather than anecdotal.

EVIDENCE TRACEABILITY

Material claims can be traced back to the evidence category that
supports them.

DECISION READINESS

Recommendations are ranked and sequenced so the report can
be used in an actual strategy discussion.

Decision-ready competitor intelligence, not an automated summary.

This dossier is wholly fictional and exists only to demonstrate structure, depth, visual presentation and analytical discipline.
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