DB 3

The third week of the AI Brainstorming Conference and the discussion turns toward Core Strategy. 

State your core strategy (which includes the Value Proposition and Product Positioning).

Core Strategy 



Solution

Core Strategy: The core strategy of this company would be to provide value added financial services under one roof to high net worth ethnic communities in the United States.  These financial services will include, and will not be limited to, be aimed at providing customers solutions in the field of equity and commodity futures trading, mutual funds, fixed income products, wealth management and private banking.  The idea is to provide an array of services in a personalized and customized manner to the ethnic population, keeping in view their cultural values, needs and special requirements. 

Possible value proposition statement for customers: Our world class value added financial services, specially designed for the ethnic community of USA.  It will significantly improve transaction time by overcoming language barriers, improves customization and personalization in managing portfolios and investments via true understanding of cultural values and requirements of the future.  Our existing customers have saved up to 50% in their transaction time and costs by switching to our personalized services.  Our bilingual investment advisors, specially trained to serve the needs of ethnic customers, understand the exact requirements of ethnic clients and serve quicker and faster than other financial advisors. 

The value proposition to the end customer in this case comes from the fact that with this service, they will have access to world class financial services, provided by the company which understand their specific needs better than others in the industry.  Ethnic customers will feel attached to these services as it is totally customized and personalized for them. Moreover, people from their own region (account executives/relationship managers) are managing their accounts and provide them guidance in their own language.  Therefore, this service will always give them a sense of attachment, trust and importance, which will not be found in competitor's service. 

We wish to be perceived by the industry, customers and our employees as a firm dedicated to serving the financial needs of the rich ethnic community in USA.  We want our name to be synonymous with the financial needs of the ethnic community in the long run.  We aim to capture more than 50% of the existing and future business in this segment to emerge as a clear market leader.  Our positioning in this industry will be very clear.  We will be looked upon as the specialized service provider in financial services industry for ethnic communities.  We will position our services among the high net worth ethnic community via aggressive marketing in ethnic publications, cold calling, sponsorship of key ethnic events, seminars at ethnic organizations etc.  Rather than providing very specific financial services, we will offer a bundle of services and focus more on niche marketing to ethnic communities.  We will be positioned as all financial services under one roof for ethnic community. 

http://www.sitepoint.com/article/core-relationship-strategy
http://www.tutor2u.net/business/strategy/core_competencies.htm
http://en.wikipedia.org/wiki/Positioning_%28marketing%29
