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A US leader in commercial products was looking to understand 
the capabilities of an emerging domestic competitor with foreign assets

• The client – a leader in the commercial products market – wanted a more 
thorough understanding of an emerging competitor.

• The client did not have a thorough understanding of the competitor’s position in 
the market, in particular:

The domestic size and growth of the competitor
The importance of international sales or manufacturing operations
The company’s growth strategies – if any; or
The company’s management structure – especially as ‘changing of the guard’ 
seemed to be occurring

• Ultimately, the client needed to understand (a) whether the competitor was a 
threat in its core markets and, if so (b) is it a solid investment target
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The problem                                                     (1 of 3)
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The ‘site visit’ methodology entails visits to municipal, state and / or federal 
offices in the location of a target company’s core operations  
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The approach                                                    (2 of 3)

• nxtMOVE consultants visit numerous types of offices that house publicly availably data around a wide 
range of data types.  The data is synthesized and analyzed by nxtMOVE in order to determine revenue 
size, profitability and manufacturing and sourcing strategies – depending on data availability.  

Synthesis to: 
‘the story’

Municipal 
newspapers

Tax filings
(timeline of assets)

Financial filings
(Domestic & Int’l)

Public financial 
assistance

Fire code filings
(blueprints)

Online secondary 
sources

Municipal zoning 
filings

Import / Export Data
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nxtMOVE’s synthesis provided a transparent and telling timeline of 
the competitor’s size, growth, sourcing strategies and future outlook 
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The results                                                     (3 of 3)

nxtMOVE employed a number of different 
analyses to triangulate on: 
− The Company’s size by location
− Revenue per employee
− Revenue per square foot

In addition, nxtMOVE was able to determine –
through a combination of top-down and bottom-
up analyses – the global size of the Company
By analyzing import / export data and 
warehouse diagrams, nxtMOVE was able to 
determine the Company’s sourcing strategy
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