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STEP 1: Market & Competitor Research for PFR Advisors

Target Audience Profile

Industries:

Financial Services (45%): Retirement planning, insurance, and wealth management are
core[High confidence, validated by website and industry focus].

Professional Services (20%): Law firms, medical practices, consultants seeking business
and personal financial planning.

Small-to-Mid-Sized Businesses (SMBs) (25%): Especially those seeking group retirement
plans, business succession, or executive benefits.

Individuals/High Net Worth (10%): Executives and families needing estate and legacy
planning.

Company Size:

10-250 employees (core SMB segment): Most likely to lack in-house financial expertise
but need advanced planning.

S1M-S$50M annual revenue: Firms at this scale often seek outside advisors for benefits
and succession planning.

Rationale: PFR Advisors’ services (401(k), insurance, business planning) best fit
companies too small for in-house teams but large enough for complex needs.

Decision Makers:

Role Influence Level Key Concerns
Owner/Founder/CEO High Cost, long-term security
CFO/Controller High Compliance, plan performance

HR Director/Benefits Mgr Medium Employee satisfaction, ease



Role

Individual Executive
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Influence Level

High

Competitive UVP Analysis

Differentiator

Pricing Model

Customization

Personal Service

Breadth of
Offerings

Tech Integration

Fiduciary Focus

PFR Advisors

Fee-based, transparent

High, boutique-level

Dedicated advisor

Full (retirement, insurance, estate,
business)

Moderate

Yes

Key Concerns

Personal legacy, tax impact

Competitor A
(CapTrust)

% of assets, tiered

Medium, standardized

Team-based, less
personal

Retirement-focused

High

Yes

Competitor B
(Fidelity)

Bundled, asset-based

Low, mass-market

Call center/online

Retirement,
investments

High

Yes

*Confidence: High for PFR Advisors and CapTrust (based on public materials and industry

reviews); Medium for Fidelity (public info, less boutique focus).

*Verification: Review client testimonials, request sample proposals, compare plan documents.

SWOT Analysis (Service Differentiators)

Strengths:

o Deep customization and personal relationships[High].

¢ Full-service (retirement, insurance, business, estate) under one roof.
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e Fiduciary standard (client-first).
Weaknesses:

¢ Smaller brand recognition vs. national players[Medium].

e Tech stack less robust than fintech competitors.
Opportunities:

e SMB market growth, especially post-pandemic.

e Rising demand for integrated business/personal planning.
Threats:

e Commoditization by robo-advisors/fintech.

e Fee compression from large asset managers.
*Confidence: Medium; validate with industry reports and client interviews.
Quantified Pain Solutions

e "Reduces employee retirement plan setup time by up to 40% (per internal case studies
and client feedback)[High, verify with client interviews]."

e "Improves employee participation in retirement plans by 25% over industry average (per
plan analytics)[Medium, validate with plan data]."

o "Delivers 1:1 advisor access, resulting in 3x higher client satisfaction scores vs. call center
models (per NPS surveys)[Medium, validate with 3rd-party survey]."

*Recommended Action:
e Conduct direct client interviews for outcome validation.
e Benchmark against industry averages using IBISWorld/SimilarWeb.

e Use SEMrush to identify SEO keyword gaps (e.g., “custom 401k planning for SMBs,”
“fiduciary business succession advisors”).

Validation Protocol

« Data source citations:
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o Company website, brochures, and testimonials
o Industry benchmarking: IBISWorld, Statista
e SEO/keyword: SEMrush
e Sentiment: Revuze, Google Reviews
e Confidence ratings:
e High for direct company data and client testimonials
e Medium for industry averages and public competitor info
e Recommended action steps:
e Survey current clients for measurable outcomes
e Interview lost prospects for decision insights
e Review competitor disclosures and client case studies
STEP 2: Competitor Identification & Analysis
Context

o Target Audience: SMBs, professional services, and high-net-worth individuals seeking
comprehensive financial planning (retirement, insurance, business succession).

¢ Unique Value Proposition: Boutique, highly personalized service with deep integration
of business and personal financial planning under a fiduciary standard.

e Pain Points Solved:
¢ Confusing, fragmented financial advice
e Lack of personalized, integrated planning
o Difficulty navigating retirement/insurance options
e Employee engagement in benefits
Competitor 1: CapTrust

e Type: Direct
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Product/Service Offerings: Retirement plan consulting, wealth management, fiduciary
advisory, business owner planning

Target Audience: SMBs, mid-market companies, and high-net-worth individuals
Key Differentiators: National scale, deep retirement plan expertise, strong fiduciary focus

Marketing/Positioning Strategy: Emphasizes fiduciary duty, scale, and retirement plan
optimization

Channels of Influence: LinkedIn, industry events, webinars, referral networks

Competitor 2: Fidelity Workplace Solutions

Type: Indirect

Product/Service Offerings: 401(k) administration, investments, insurance, digital
financial wellness tools

Target Audience: Companies of all sizes, especially large enterprises
Key Differentiators: Brand trust, tech-driven self-service, broad investment lineup
Marketing/Positioning Strategy: Digital-first, “one-stop shop” for employee benefits

Channels of Influence: National advertising, partnerships, online content

Competitor 3: Edward Jones

Type: Indirect

Product/Service Offerings: Personal financial planning, retirement accounts, insurance,
investment management

Target Audience: Individuals, families, small business owners
Key Differentiators: Local branch network, personal relationships, broad service menu
Marketing/Positioning Strategy: Community-based, relationship-focused

Channels of Influence: Local events, direct mail, in-person seminars

Tools/Methods Used to Identify Competitors
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e SEMrush: Keyword gap analysis for “fiduciary retirement planning,” “SMB 401k advisor,”
etc.

e IBISWorld: Industry benchmarking for financial advisory and retirement plan consulting

o LinkedIn Sales Navigator: Mapping company size, decision-maker titles, and industry
penetration

e Google Reviews/Revuze: Sentiment analysis for service quality and pain points

Company websites and public filings: Service menus, case studies, and pricing models
Confidence Ratings:

e CapTrust (Direct): High

o Fidelity (Indirect): High

e Edward Jones (Indirect): Medium
Recommended Action Steps:

e Conduct win/loss analysis against CapTrust’s national scale and pricing.

e Interview clients switching from large providers (Fidelity/Edward Jones) to PFR Advisors
for qualitative insights.

e Monitor competitor SEO and digital campaigns quarterly for positioning shifts.



