Strategic Brief: [Client] vs [Competitor A]

Client: [Client Fintech Savings App] * Industry: Fintech / Savings Apps * Date: [Date]

xRayvn Score™ [Score]/100

Executive Summary

Both [Client] and [Competitor A] position themselves as simplified, app-based solutions for
personal finance management, but they address different consumer motivations: [Client] focuses
on goal-oriented wealth building with clear, jargon-free language, while [Competitor A]
emphasizes automatic, effortless saving through rules and challenges.

The key strategic opportunity for [Client] lies in combining automated savings mechanics with
investment clarity and goal-focused growth, a detailed breakdown of which is explored in the
exploitable gap analysis.

Market trends indicate rising consumer expectations for tailored digital savings experiences, with
70% of UK account holders now using mobile banking apps and a growing appetite for yield-
enhancing services, creating an opportunity for [Client] to differentiate through educational
content and transparent wealth-building pathways.

Profile & Context

[Client] operates in the UK fintech savings market, positioning itself as an accessible, jargon-free
platform for building wealth through simple savings and investment options. The brand's public
communications consistently emphasize clarity, transparency, and goal-oriented saving.
[Competitor A], a direct competitor, focuses on automatic saving and habit-building through
rules-based mechanics and challenges. Both brands target consumers who are solution-aware -
they recognise the need for better savings tools - but they approach the problem from different
angles: [Client] from the perspective of purposeful wealth accumulation, [Competitor A] from the
perspective of effortless habit formation. The UK savings landscape is characterized by significant
idle cash (estimated at £614 billion in spare cash[reference:0]) and widespread 'financial apathy’,
with over half of Brits sticking with suboptimal savings habits[reference:1]. This creates a fertile
ground for apps that can reduce friction and provide clear, actionable pathways to better financial
outcomes.

Evidence Basis

Ads analyzed: We reviewed a total of X ads (X for [Client] and X for [Competitor A] ).



Public assets reviewed: We analyzed the website and landing pages of both [Client] and
[Competitor A].

Competitive Benchmark

Brand Positioning

[Client] positions itself as a clear, accessible platform for building wealth through simple savings
and investment options, with a brand voice explicitly designed to reduce financial jargon..
[Competitor A] positions itself around automatic saving, spending visibility, and habit-building
through rules-based mechanics and challenges, emphasizing effortlessness and small steps..
Observed messaging suggests [Client] targets users looking for intentional wealth growth and
financial clarity, whereas [Competitor A] targets users seeking automated, low-touch saving
routines.

Messaging & Hook Patterns

[Client]'s ads emphasize making money work harder, simple savings and investment options, and
goal-oriented saving ('save towards your next goal'). the brand voice is transparent and jargon-
free.. [Competitor A]'s ads emphasize automatic saving (‘without thinking about it'), small steps
and challenges (‘'weekly savings challenge’, 'build momentum’), and spending visibility.. [Client]
focuses on direct financial outcomes and clarity (‘build wealth', 'next goal'), while [Competitor A]
highlights frictionless habits (‘automatic’, 'without thinking’).

Product & Feature Emphasis

[Client] emphasizes savings and investment options, clear product categories, and a public app
presence as trust signals.. [Competitor A] emphasizes app-led onboarding, rules-based saving,
and challenge mechanics as core product features.. [Client] signals breadth (savings and
investments) and trust through structured product lines. [Competitor A] signals depth in
automated savings tools.



Psychological Architecture

Hypothesis for testing: The UK savings market operates on a friction continuum. On one side are
users driven by active goal setting who value transparency and clear options (matching [Client]'s
current messaging). On the other are users who face decision paralysis and respond better to
automated systems (matching [Competitor A]'s angle). While [Client] delivers clarity and control,
[Competitor A] offers hands-off momentum. Market data shows digital banking adoption
reaching 40% of UK adults[reference:3] alongside rising demand for tailored tools[reference:2].
This suggests an opportunity to test whether [Client] can bridge both needs, combining clear
goal planning with automated consistency.

Source: [Source Organization], "[Source Title]" ([Year]) - "[Quote]" [Source Organization], "[Source Title]"
([Year]) - "[Quote]"

Exploitable Gap

A clear strategic separation exists between [Client] and [Competitor A]. [Client] focuses on
goal-oriented wealth building with simple language, but does not currently highlight
automated saving mechanics. [Competitor A] emphasizes automated saving rules and habit
challenges, but skips investment options and long-term wealth building. Neither brand
connects automated daily saving directly into plain-English investment pathways. This
leaves a distinct open lane. Market research highlights demand for tailored savings
experiences[reference:4] and yield-focused services[reference:5]. With [Client]'s competitive
savings rate and product foundation, [Client] holds a strong foundation to position itself as
the app that automates your deposits and gives you clear, jargon-free steps to grow them.

Source: [Source Organization], "[Source Title]" ([Year]) - "[Quote]" [Source Organization], "[Source
Title]" ([Year]) - "[Quote]"

Ready-to-Test Hooks

Stop letting leftover cash sit idle. Set simple rules to save it, and clear pathways to
grow it.

Connects hands-off automated habits directly to active wealth growth, bridging [Competitor Al's
low-friction appeal with [Client]'s investment strengths.
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You don't need a finance degree to grow your savings. Just plain English and the right
momentum.

Taps into the desire for straightforward control without the intimidating industry terms,
reinforcing [Client]'s core clear-voice proposition.

Put your spare change on autopilot. Turn it into real progress on your next financial
goal.

Pivots effortless automated saving into meaningful, concrete milestones rather than abstract
balances.

Active Campaigns Analysis

[Client]'s current ad campaigns (X ads analysed) consistently reinforce the brand's core messaging
of simplicity, clarity, and accessibility. Both ads use clear CTAs ('Learn More', 'Sign Up') and
emphasize jargon-free language and goal-oriented saving. [Competitor A]'s campaigns (X ads
analysed) consistently promote automatic saving, small steps, and challenges, with CTAs focused
on app installation ('Get Started', 'Install Now', 'Download'). Both brands show high alignment
between ad messaging and website/landing page content, indicating coherent brand positioning.
However, neither brand currently tests hooks that bridge automated saving with investment
education or goal-oriented wealth building, representing a potential testing opportunity for
[Client].

[Client]'s ads consistently use rational, goal-oriented language ('build wealth', 'save towards your
next goal') with a focus on clarity and transparency.. [Competitor A]'s ads consistently use
behavioural, friction-reducing language (‘'without thinking about it', 'small steps', 'build
momentum') with a focus on habit formation.. Both brands use trust signals in their landing
pages ([Client]: clear product categories, public app presence; [Competitor A]: app-led
onboarding, rules-based saving).

Inverse Funnel Analysis

The analysis of public assets does not reveal explicit friction points in [Client]'s landing page or
user journey. Based on market context, three strategic hypotheses are proposed for validation via
user testing and analytics:

Friction points identified: Hypothesis A: Users may experience uncertainty when moving from
cash savings to investment options without guided onboarding steps.. Hypothesis B: Presenting
multiple investment pathways upfront could create cognitive friction for users seeking a
streamlined setup.. Hypothesis C: The absence of explicit automated saving prompts on key
landing pages might limit appeal for visitors seeking hands-off daily saving.



Client suggestions: Test a step-by-step 'Saving to Investing' visual guide on primary landing
pages to clarify progression.. A/B test onboarding flows that offer a simple automated savings
opt-in alongside goal selection.. Develop concise, jargon-free educational modules to support
users exploring investment options for the first time.

Potential Next Moves (Hypotheses)

1. If [Competitor A] introduces investment options or wealth-building features to
compete more directly with [Client]'s positioning.

[Competitor A]'s current positioning is heavily focused on automatic saving and habit-building. As
the savings app market matures, [Competitor A] may seek to expand its offering to include
investment options to retain users who want to grow their savings beyond cash. This would
directly encroach on [Client]'s core differentiation.

How to prepare: [Client] should double down on its investment education and goal-oriented
messaging, positioning itself as the clear leader in helping users transition from saving to
investing. [Client] should also consider developing proprietary investment education content that
cannot be easily replicated by [Competitor A].

2. If [Competitor A] launches a more explicit goal-setting feature to compete
with [Client]'s goal-oriented messaging.
[Competitor A]'s current ads mention 'small steps' and 'momentum’, which are implicitly goal-

oriented. A more explicit goal-setting feature (e.g., 'Save for a house', 'Save for a holiday') would
allow [Competitor A] to directly compete with [Client]'s 'save towards your next goal' messaging.

How to prepare: [Client] should strengthen its goal-setting features and make them more
prominent in its marketing. [Client] could also introduce personalised goal-tracking dashboards
that show users their progress and provide tailored recommendations.

3. If [Competitor A] leverages its automatic saving mechanics to introduce a
'save and invest' feature that combines both, directly targeting the gap
identified in this analysis.

This would be the most direct competitive threat, as it would combine [Competitor A]'s core
strength (automatic saving) with the one area where [Client] currently has an edge (investment
options). If [Competitor A] successfully executes this, it could capture users who want both
effortless saving and wealth-building.

How to prepare: [Client] should accelerate its own development of automatic saving features and
integrate them with its investment offering. [Client] could also consider partnerships with
investment platforms or robo-advisors to offer a more seamless save-and-invest experience.



Strategic Action Plan

30 days - Test 'Save and Grow' messaging in ad creative

Launch a small-scale A/B test on Meta Ads with new creative that bridges [Client]'s current goal-
oriented messaging with a new emphasis on automatic saving and investment education. Test
hooks such as 'Save automatically, grow intentionally' and 'From saving to wealth - one app, no
confusion' against existing control ads.

Expected impact: If successful, this test could identify a new messaging angle that resonates
with users who want both effortless saving and purposeful wealth-building, potentially increasing
conversion rates and lowering CPA.

Implementation readiness: High

Copy examples:

ad_hook: Stop letting leftover cash sit idle. Set simple rules to save it, and clear pathways to grow
it.
primary_text: Most savings apps help you put money aside. [Client] helps you turn those regular

savings into long-term growth. With simple, jargon-free investment options and intuitive
features, you build wealth without the headaches.

90 days - Launch educational content series on 'From Saving to Investing'

Develop a multi-format educational content series (short videos, interactive tools, email
sequences) that demystifies investing and shows users how to transition from saving to wealth-
building. Host this content on a dedicated landing page and promote it via paid social and email
marketing.

Expected impact: Position [Client] as the trusted authority on wealth-building for everyday
savers, increasing brand loyalty and reducing friction for users who are hesitant to invest. This
could also improve retention and lifetime value.

Implementation readiness: Medium

Copy examples:

* landing_headline: From cash savings to real momentum: A straightforward guide to growing
your money with [Client].

+ email_subject: Your savings are off to a solid start. Here is how to give them more runway.

* cta: Explore your options



6-12 months - Develop and launch an integrated 'Save and Invest' product
feature

Build a product feature that combines automatic saving (e.g., round-ups, scheduled transfers)
with automated investment options (e.g., diversified portfolios, goal-based investing). This would
directly address the gap identified in the analysis and position [Client] as the first app to offer a
seamless save-and-invest experience for everyday savers.

Expected impact: Create a significant competitive moat by offering a feature that neither
[Competitor A] nor other competitors currently provide. This could drive significant user
acquisition and differentiation in a crowded market.

Implementation readiness: Low

Copy examples:

+ ad_hook: Build savings automatically. Grow them with total clarity.

 primary_text: [Client] Save & Invest bridges the gap between daily savings and long-term wealth.
Set your routine, pick your goals, and let plain-English guidance do the rest. Your money works
harder every single day.

* landing_headline: Save automatically. Invest with confidence. Track it all in one place.



xRayvn Score™ - Starting Point

Score: [Score]/100

[Client] demonstrates a solid brand positioning with clear differentiation from [Competitor A],
particularly around goal-oriented wealth building and jargon-free communication. However, there
is room to strengthen advertising power through more diverse creative testing and to exploit the
identified gap more aggressively. Overall, [Client] is well-positioned to capture the 'save and grow'
segment if it acts decisively.

Advertising Power: [Client]'s current ad campaigns are coherent and aligned with brand
positioning, but limited in volume and creative variety. Only 2 ads were analysed, suggesting
room to scale and test new angles.

Brand Positioning: [Client] has a clear, distinct positioning focused on simplicity, clarity, and goal-
oriented wealth building. This is well-differentiated from [Competitor A]'s automatic saving focus.
Gap Exploitability: The gap between automated saving and investment education is highly
exploitable. [Client] has the brand equity and product foundation to bridge this gap, but
execution will require investment in product development and content.

Actionability: The recommended actions are actionable within the proposed timeframes, with
the 30-day test being particularly low-risk and high-reward. The 6-12 month product development
will require more resources but offers significant long-term upside.

Recommendation to improve: [Client] should prioritise the 30-day creative test to validate the
'Save and Grow' messaging angle. If positive results are observed, [Client] should accelerate the
development of the integrated 'Save and Invest' feature and the educational content series to
capture the identified gap before competitors do.

Sources & Disclaimer
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