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STEP 1: Market & Competitor Research for PFR Advisors

© Target Audience Profile

¢ Industries (NAICS codes):

o

523930 - Investment Advice
524210 - Insurance Agencies and Brokerages
541612 — Human Resources Consulting Services

541611 — Administrative Management and General Management Consulting
Services

¢ Company Size:

@)

@)

@)

Employees: 10-500
Revenue: S5M-$100M

Rationale: These companies often have key executives and professionals earning
$150K-S500K annually, aligning with PFR Advisors' target clientele.

¢ Decision Makers:

o

o

o

Roles:
= Chief Financial Officer (CFO)
» Human Resources Director
= Chief Executive Officer (CEO)
= Business Owner/Partner
Influence Level: High
Key Concerns:
» Retaining top talent

= Managing benefit costs
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* Ensuring tax-efficient compensation packages

¢ Decision Makers

Role Influence Level Key Concerns

CFO High Cost management, tax implications
HR Director High Talent retention, benefits structure
CEO High Strategic growth, executive retention
Business Owner High Succession planning, wealth transfer

o Competitive UVP Analysis

PFR Advisors (Kai-

Differentiator Zen) NIW Companies Equitable AEIS Advisors

en
Financing Structure Leverage-based Leverage-based Traditional Traditional

. High-income High-net-worth  High-net-worth  High-net-worth

Target Audience ] o T o

professionals individuals individuals individuals
Tax Efficiency High High Moderate Moderate
Customization Moderate High High High
Administrative ) ]

Low Low High High

Complexity

lil SWOT Analysis of Service Differentiators
e Strengths:

o Innovative financing strategy (Kai-Zen)
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o High tax efficiency

o Low administrative burdenNIW CORP
e Weaknesses:

o Limited customization compared to competitors

o May not suit ultra-high-net-worth individuals seeking bespoke solutions
¢ Opportunities:

o Expanding into mid-sized firms

o Educating market on benefits of leverage-based insurance
e Threats:

o Market volatility affecting financing terms

o Regulatory changes impacting tax
advantageslnvestopedia+2Equitable+2Investopedia+2Apex Insurance Group

7 Quantified Pain Solutions
o "Reduces executive benefit costs by up to 50% through leveraged funding."
e '"Increases retirement income potential by 2—3 times compared to traditional plans."

¢ "Minimizes administrative workload, requiring only 5 annual contributions."NIW
CORPNIW CORP

Validation Protocol:
o Data Source Citations:
o NIW Companies: Kai-Zen Strategy
o Investopedia: Life Insurance Premium Financing
¢ Confidence Ratings:

o High: Based on established industry practices and documented case studies.


https://www.niwcorp.com/retirement-planning/recruit-retain?utm_source=chatgpt.com
https://equitable.com/financial-professionals/life-insurance/life-insurance-sales-concepts/wealth-transfer/financing-life-insurance-policy-premiums-for-a-high-net-worth-client?utm_source=chatgpt.com
https://www.apex-ig.com/how-to-help-your-high-net-worth-clients-protect-their-wealth-and-legacy-with-life-insurance/?utm_source=chatgpt.com
https://www.niwcorp.com/retirement-planning?utm_source=chatgpt.com
https://www.niwcorp.com/retirement-planning?utm_source=chatgpt.com
https://www.niwcorp.com/retirement-planning/recruit-retain?utm_source=chatgpt.com
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Recommended Action Steps:

o

o

Conduct client surveys to gather feedback on administrative ease.

Analyze client retirement outcomes compared to initial projections.

STEP 2: Competitor Analysis

Competitor 1: NIW Companies

Type: Direct

Product/Service Offerings:

@)

@)

@)

@)

@)

@)

@)

o

o

o

o

Kai-Zen Strategy
Enhanced Split Dollar Plans

Tri-Zen Strategy

Target Audience:

High-income professionals

Businesses seeking executive retention solutions

Key Differentiators:

Proprietary financing strategies

Focus on leveraging bank funding for insurance premiums

Marketing/Positioning Strategy:

Emphasizes innovative, cost-effective benefit solutions

Targets businesses aiming to retain top talent

Channels of Influence:

Financial advisor partnerships

Industry conferences
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o Online webinars and resources

Competitor 2: Equitable
e Type: Indirect
e Product/Service Offerings:
o Premium Financing for Life Insurance
o Wealth Transfer Strategies
o Estate Planning Solutions
o Target Audience:
o Ultra-high-net-worth individuals
o Clients seeking customized estate planning
¢ Key Differentiators:
o Extensive customization options
o Strong emphasis on legacy planning
e Marketing/Positioning Strategy:
o Positions as a comprehensive financial planning partner
o Highlights long-term wealth preservation
e Channels of Influence:
o Financial advisor networks
o Private client services

o Educational seminars

Competitor 3: AEIS Advisors

¢ Type: Indirect
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e Product/Service Offerings:
o High-Net-Worth Life Insurance Solutions
o Policy Audits and Management
o Risk Assessment Services
o Target Audience:
o High-net-worth individuals
o Clients requiring ongoing policy management
o Key Differentiators:
o Concierge-level service
o Proprietary underwriting processes
e Marketing/Positioning Strategy:
o Emphasizes personalized service and risk management
o Targets clients seeking active policy oversight
e Channels of Influence:
o Referrals from financial professionals
o Online content marketing

o Client seminars and workshops

Tools and Methods Used to Identify Competitors

¢ Keyword Gap Analysis: Utilizing SEMrush to identify overlapping and unique keywords
among competitors.

e Sentiment Analysis: Employing Revuze to assess customer feedback and satisfaction
levels.

¢ Financial Benchmarking: Leveraging IBISWorld reports to compare financial metrics
across the industry.
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e Primary Data Validation: Conducting surveys and interviews with clients and industry
professionals to gather firsthand insights.



