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Insights

What is current behavior of the customer in the category? 
Money often is fear based, people are afraid of not having enough or afraid of losing it (parents’ money) because they’ve wrapped up who they are with what they have.

What is the current behavior of the competition in the category? Wealth managers, life insurance brokers, financial advisors, fund managers motivate through fear: not earning enough or losing money. All position themselves as financial advisors, many times as a “comprehensive” or one-stop providers. Most customers don’t think about the fact that these types of advisors work in the best interest of their company’s stockholders. 
This creates confusion about the role of a wealth manager. Wealth management is not just about finances. Instead of preying on fear, Integral Wealth becomes an interpreter and coach of wealth accumulation and preservation, helping you avoid costly mistakes or creating opportunities most others don’t know about. We coordinate all your advisors (attorneys, business advisors, accountants, tax planners) in your best interest, not in the best interest of stockholders.
What new attitudes should be established among the customer to build acceptance of this product/service? An understanding that wealth does not define the individual and the customers’ consciousness of the burden the accumulation of assets creates on their life (i.e. buying a bigger house than we need, continually feeding cash into a business instead of finding ways to make it more sustainable, etc.)
Marketing Strategy

What is our Remarkable Difference? The benefits of independence created through a comprehensive approach that goes beyond asset management but includes personal development, advanced planning and coordination of advisors.

We focus on you, while also managing your wealth as a tool for creating the best you possible. 
Why does our Remarkable Difference matter to our customer? Customer: “I want to identify money with freedom, not fear. More than finances, how does wealth fit into my life and what does it help me do?”

What is the single most important tangible benefit that gives our customer a reason to believe our Remarkable Difference. Customer: “Integral Wealth coaches me in all aspects of my life so happiness becomes my motivator and wealth becomes my tool.”
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Organic
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Organic color palette
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Natural textures (imperfection, competitors gravitate toward the slick and perfect, we need to be the opposite)
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