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The core strategy of our financial advisory business is a very focus approach on the high net worth people in the ethnic communities. It is, to manage their surplus funds for investments in equity and commodity futures markets, mutual funds, insurance and other financial products.  It is the communication process of how and where to target the specific group of customers. (Winer 2004, pg.32). In addition, Our Core business Strategy is to peep through the affluent ethnic community of United States in an industry, which is occupied already by a large number of big and small players and is observing intense competition and rivalry among different players. We are trying to cash in on opportunities overlooked by all these players by redefining the traditional range of financial services with various value added features such that it leads to total customer satisfaction. In other words, our "Value Proposition" to the client is very different from the services rendered by other competitors. Our strategy is not to expand our market share by initiating price war, but to position ourselves in the industry by creating an entirely new range of services.
More so, our strategy is to create a new kind of personalized service within an already existing industry. Our service is differentiated from our competition due to the value added features provided by us in our service. 

Our range of activities will encompass to everything that comes under the purview of private banking and wealth management, stock broking, IPO and mutual fund, distribution, insurance products, bonds and other fixed income products. We will create a full fledge financial services firm with availability of all products under one roof. Rather than focusing on any single product, the focus will be on a particular market. 
Even though our core strategy is based on the general basis or premises of financial advisory services such as customer satisfaction, relationship management, etc., the means and ways to achieve the strategic goals in entirely different. Further, our strategy is not to cover the entire market but focus on a very selective group of people, as defined by predetermined criteria with respect to their cultural background, earnings, net worth, etc.
To make our core strategy successful, we will be focusing on minutest details with respect to providing quality services and total customer satisfaction. Since the service rendered by us does not command any perceived value in the eyes of the consumer and appears to be the same bundle of services provided by others, our strategy is to project this "unattractive bundle" of services in such a way that people perceive our services as something different, unique and better than others in the industry.
Therefore, we aim to maximize our presence and market share in our target niche market. Even in our target market, we are focusing on only the high net worth segment. We do not have any preference of any particular country in our group of countries chosen for expansion. 
With regards to the  core strategy of my fellow participant , who is planning to launch a full fledge infant  day care and toddler center  , by targeting new born and infants  , my advice with respect to your  core strategy will be to focus initially only on the amount of  space and adequate  care that has  to be given to each individual .  Help and establish the brand image in that arena and then slowly roll in kindergarten. By focusing the core activities in one arena, you will be better able to strengthen your position in the industry. Further, total customer satisfaction should be your prima facie strategy like ours in your area of business. 
In addition, to the fellow colleague interested in launching an offshore IT services company, focusing on the outsourcing trend in the US. Where he is planning to cater to small and medium businesses, my advice as regards to his core strategy would be that rather than being a general provider of IT services, specialize in one or two key areas by gaining maximum competitive advantage and then start focusing on different small and medium businesses one by one. (Uma sekaran, 2003).
