I'll conduct research to identify potential competitors in your space, looking at similar products,
pricing models, and how they approach customer acquisition. This will help position your product

effectively in the market. I'll update you once | have relevant findings.

Competitive Analysis: Virtual Advisory
Services

Journey (The Journey Platform)

Overview: Journey is a hybrid advisory platform that combines top-tier consulting with Al agents to

support CEOs in executing ambitious growth strategies

thesourneveLaTrormcom . E@ch client works with former consultants from leading firms as strategic
advisors, augmented by an Al-powered dashboard for planning and execution. This gives mid-market

companies access to Fortune 500 level decision support in a virtual format resourneveLatrormcom .

Pricing Model: Journey operates on a subscription-based model, positioning itself as an affordable

alternative to traditional consulting

THEJOURNEYPLATFORMCOM . 1 NE Service is packaged as a program (often annually) with a monthly fee that
includes the consulting advisor and use of the Al platform. The company highlights a “simple and
affordable subscription” aimed at making high-end advisory accessible to smaller enterprises

tHesourneveLaTrormcom . (Specific pricing is not publicly disclosed on their site, but the emphasis is on

subscription value versus pay-per-project consulting fees.)

Customer Acquisition Approach: Journey targets CEOs through thought leadership and direct

outreach. They publish CEO trend reports and offer free strategic assessments as lead magnets

THEJOURNEYPLATFORM.COM  THEJOURNEYPLATFORM.COM . | N€ platform showcases success stories and ROl metrics
(e.g. claims of 60% growth rate increases for clients) to build credibility. Journey's strategy involves
content marketing (blog insights, webinars) and likely a sales team engaging CEOs/leadership teams

who seek guidance for growth or exits.

Strengths:

e Human + Al Blend: Combines seasoned human experts with Al tools, providing both
personalized insight and data-driven execution support rhesourneveiatrormcon . This dual approach

differentiates it from pure software solutions or traditional consulting alone.

e CEO-Focused Value: Tailored specifically for CEOs/executives, with solutions for growth, M&A
readiness, profitability, etc., and benchmarks that eliminate guesswork ruesourneveiarrormcon . Highly

relevant to strategic leadership needs.

e Scalability: The Al platform accelerates strategic planning and accountability (claims of 70%
faster execution) while the subscription model makes it scalable and predictable in cost

THEJOURNEYPLATFORM.COM THEJOURNEYPLATFORM.COM .

Weaknesses:

e Market Awareness: As an emerging platform, Journey is not as widely known as established
executive networks or coaching firms. It may face skepticism from CEOs unfamiliar with the
brand.

e Broad Offering Complexity: Delivering both consulting and software could be complex - clients
must adopt new tech while trusting external advisors. Some CEOs might prefer either a simple

tech tool or a traditional consultant, rather than a bundled service.

e Cost vs DIY Tools: While “affordable” relative to big consulting, it may still represent a significant
spend. Smaller startups might opt for cheaper DIY Al advisors or one-off consultations if they

don't need the full suite of services every month.

Valence
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Overview: Valence offers an Al-driven leadership coaching platform, positioning its Al coach
(named "Nadia") as an always-available virtual coach for managers and executives. The service
delivers personalized guidance on leadership skills and team management, and can be tailored to a

company'’s culture and values

vaenceco . It's built enterprise-first, aiming to serve Fortune 500 companies with scalable coaching

across the management team.

Pricing Model: Valence emphasizes cost-effectiveness, claiming to provide coaching at “2% of the

traditional cost” of human coaching

wenceco . This suggests a SaaS-like per-seat pricing far lower than typical executive coaching
(likely a flat monthly or annual fee per manager). Exact pricing figures aren't publicly listed (demos
are via request), but the 2% claim implies a dramatic reduction - for example, if traditional coaching is
$1000+/month, Valence might charge around $20 per person for the Al coach. The model is

subscription-based, possibly tiered by number of users or additional team tools.

Customer Acquisition Approach: Valence targets corporate HR and L&D (Learning & Development)
leaders who seek to develop their managers at scale. They drive acquisition through thought

leadership events (e.g., panels at Davos) and industry summits

waenceco , positioning themselves at the forefront of Al in coaching. They produce research and case
studies to build trust in Al coaching and highlight enterprise-grade security to alleviate IT concerns
wenceco . The likely approach is direct sales to enterprises, backed by ROI narratives (e.g. improved

team cohesion, feedback tools) and pilot programs that demonstrate results.

Strengths:

e Cost and Scalability: Extremely low-cost compared to human executive coaches, which allows
companies to coach many more leaders (potentially every manager) for a fraction of the price

waenceco . Scales globally without proportional increase in cost.

e Consistency & Availability: An Al coach can be available 24/7, on-demand. It provides consistent
advice and can be standardized on company values/policies, ensuring alignment in guidance

given to all managers.

e Enterprise Integration: Designed for corporate use — focusing on privacy, security, and
integration into workplace tools. This enterprise readiness (SSO, data compliance, etc.) makes it

easier for large companies to adopt.

Weaknesses:

e Lack of Human Touch: As a purely Al-driven service, it may lack the empathy, deep listening,
and nuanced understanding that human executive coaches or mentors provide. Executives facing

sensitive personal leadership challenges might not fully trust an Al with these issues.

e Adoption Hurdles: Some leaders may be skeptical of an Al coach'’s advice or reluctant to engage
honestly with a bot, limiting its effectiveness. It likely requires strong internal champions and

cultural openness to Al.

* Limited Scope of Insight: The Al's guidance is only as good as its training and data. Complex
strategic decisions or interpersonal issues might stump the Al or result in generic advice. In
contrast, a human advisor might draw from richer personal experience or industry nuance than

the Al can currently mimic.

BetterUp

Overview: BetterUp is a leading platform for professional coaching and mental well-being, known

for democratizing executive coaching for a broader employee base

sosreersincom . It connects users with a network of certified human coaches via a mobile app and web
platform. Executives (and employees at many levels) complete a Whole Person assessment and get

matched with coaches for regular 1:1 sessions Josteersincon . BetterUp has also introduced Al-enabled
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features (like BetterUp “Manage” for personalized leadership development content) to supplement

the human coaching experience Jostsersincom .

Pricing Model: BetterUp typically sells to enterprises in packages; its pricing is tiered by
membership level and coaching frequency. While not openly published, it's rumored to cost

around $499 per month per user for full coaching access

escurcom , €@specially for comprehensive programs. They have had plans starting lower (e.g.
~$150/month for a couple of sessions) wenrorcrusecom , but advanced tiers with more frequent
coaching and content reach several hundred dollars monthly. For large organizations, volume
discounts and annual contracts are typical. (There is also a lighter per-user per-month fee for
content-only or group coaching offerings, as indicated by some sources, but the one-on-one

coaching is the core value.)

Customer Acquisition Approach: BetterUp's rise has been fueled by shrewd marketing and

enterprise sales strategies

sosksersivcom . They target HR and C-suite leaders with research (BetterUp Labs provides studies on
coaching ROI and employee performance) and high-profile endorsements. The company often
showcases success stories of improved leadership effectiveness and uses ambassadors (including
prominent psychologists and even royalty) to build brand authority. Their approach includes content
marketing (webinars, blogs on talent development), presence at HR conferences, and direct sales to
Fortune 1000 companies. BetterUp effectively created a new category of scaled coaching, so they
focus on educating the market about the benefits of coaching for all levels, not just top executives

JOSHBERSIN.COM .

Strengths:

» Extensive Coach Network: BetterUp has thousands of vetted coaches worldwide Josrzersincom |,
allowing them to match executives with coaches that fit their industry and personal development

needs. The large network also means coaching can be offered in many languages and regions.

* Holistic Development Platform: Beyond 1:1 coaching, BetterUp provides assessments, a content
library, group coaching, and analytics for organizations. This comprehensive ecosystem helps
show measurable outcomes (e.g., improvements in well-being and leadership skills) and gives HR

insight into workforce development trends sosrsersincon .

e Market Leader & Trust: As one of the first movers in digital coaching at scale, BetterUp has
strong brand recognition. Big enterprises trust it; the platform’s success stories and high user

engagement rates underscore its effectiveness and help win new customers Jostsersincom .

Weaknesses:

e High Cost for Broad Use: For smaller companies or startups, BetterUp's pricing can be
prohibitive — a $400-$500/month per executive investment is substantial eccurcon . Its sweet
spot is large enterprises with budgets for leadership development; it's less accessible to budget-

conscious small businesses or individual CEOs.

e Primarily Human-Driven: The reliance on human coaches means coaching quality can vary and
scheduling isn't instant. While they have added some Al features, the core service is not on-
demand 24/7 advice - it's constrained by coach availability and session lengths. This doesn’t

fully solve immediate advisory needs of a CEO looking for quick input.

e Competitive Pressure: The coaching space is getting crowded (rivals like CoachHub, Torch, and
others, plus internal mentorship programs). Also, some executives may prefer more strategy-
focused advisors or peer groups over the behavioral or well-being-oriented coaching BetterUp
emphasizes. It must continue to differentiate with analytics and results to justify its premium

price.

Vistage
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Overview: Vistage is the world's largest executive peer advisory organization, offering CEOs and
senior leaders a combination of peer group meetings and one-to-one coaching. In the Vistage
model, 12-16 executives from non-competing companies meet monthly in a facilitated session to

advise each other and solve business challenges

watchaso . Each group is led by a seasoned chair (often a former CEQO) who also provides monthly
one-on-one mentoring to each member. This service is primarily in-person or virtual meetings rather

than software-driven, but it's a structured "virtual board" of peers for CEOs.

Pricing Model: Vistage membership is subscription-based with annual memberships. Typical cost

is about $10,500 per year, plus a $2,500 one-time initiation fee for the flagship CEO program

watchaso . This equates to roughly $875 per month for the group meetings and coaching. (Regional
pricing may vary — in some areas it ranges from $600 to $1,200 per month depending on group level
watchaso .) The fee covers the monthly full-day peer meetings, one-on-one sessions with the chair,

and access to Vistage's wider network and events.

Customer Acquisition Approach: Vistage grows largely through referrals and a direct salesforce of
local Chairs. Chairs often recruit CEOs in their network to form new groups. The organization
promotes its value via testimonials from members about growth and improved decision-making.
Marketing includes content targeted at business owners (whitepapers, the Vistage CEO Confidence
Index research) and partnerships. Given Vistage's long history, a lot of new members come
recommended by existing ones. Their acquisition is very high-touch — one-on-one

conversations and event invitations, as the value proposition needs demonstrating (often a CEO will

attend a sample session before joining).
Strengths:

e Peer Support & Accountability: Members gain a confidential forum of fellow CEOs who “have
been there” and can share hard-won advice and challenge each other. This peer aspect helps
combat the isolation at the top and leads to highly relevant insights and accountability to take

action.

e Experienced Facilitation: Each group is led by an executive-level Chair who acts as mentor and
facilitator. The one-on-one coaching by the Chair, plus their curation of the group, ensures

professional guidance in addition to peer input, which enhances the quality of advice.

* Network and Resources: With 45,000+ members across 35 countries warciaso , Vistage offers a
vast network. Members get access to regional and industry events, expert speakers, and an
online community, extending the value beyond the monthly meeting. The brand is well-

established, often seen as a mark of credibility.

Weaknesses:

* Time & Cost Intensive: The model requires a significant time commitment (full-day meetings
monthly, plus travel or video calls) and is relatively expensive (around $10k per year) warcraso .
Busy CEOs of early-stage companies might find the schedule and cost burdensome compared to

more on-demand or project-based advisory options.

e Lack of Al/Tech Leverage: Vistage's approach is traditional. There's little technology or on-
demand component — advice is only available during meetings or scheduled coach calls, not
instantly. This could be a drawback for executives who need real-time input or prefer digital

solutions.

e Group Fit Dependency: The value can depend on the chemistry and quality of the specific
group. If the other members are from very different industries or skill levels, a CEO might not
always get relevant advice. Additionally, confidentiality and trust are crucial; any mismatch can

limit open sharing.

AdvisoryCloud
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Overview: AdvisoryCloud is an online platform for building a virtual advisory board. It allows
companies (including CEOs of startups or SMBs) to tap into a network of 10,000+ professionals to

serve as advisors

sovisorverouncom . 1hrough the platform, a company can assemble a board of advisors with diverse
expertise, engage with them in a digital boardroom, and post questions or hold meetings. Essentially,
it's "advisors as a service" — offering on-demand expert guidance without the formality of hiring full-

time board members or consultants.

Pricing Model: AdvisoryCloud uses a subscription model for companies seeking advisors. There are
two main plans: a Crowdsourced Advisory Board which costs $195 per month (after a free trial) and
allows any advisor from the network to join your board, and a Traditional Advisory Board option

at $395 per month for a hand-picked set of up to 20 advisors with vetting and a dedicated account

manager

aovisorvcLouncom  apvisorveLouncom . BOth plans start at $0 for the first month (to let users build a board
and see value) and then convert to the monthly fee. (Advisors on the platform, on the other hand,

typically pay a membership fee to be listed, which is a different side of the model.)

Customer Acquisition Approach: AdvisoryCloud attracts customers through online marketing and

partnerships, positioning itself as the "#1 platform” for advisory boards

sovisorverouncom . 1hey likely use SEO and content targeted at startup founders and small business
CEOs (for example, blog content on why an advisory board is useful). The free trial model lowers the
barrier for a company to try it out. AdvisoryCloud also recruits a large pool of advisors by advertising
opportunities to serve on boards, which in turn expands their reach (advisors often invite companies
to use the platform). However, the company has received mixed reviews publicly, so it often relies on

those interested to “see for themselves” via the trial.

Strengths:

¢ On-Demand Expertise: Companies can quickly assemble advisors across domains — e.g. a tech
startup could get a marketing guru, a former CFO, and an industry veteran onboard in days.
This flexibility and speed in obtaining relevant advice is a key advantage over the lengthy

process of finding and recruiting advisors traditionally.

» Affordability: At a few hundred dollars a month, AdvisoryCloud is relatively low-cost for access
to multiple advisors, especially compared to hiring a single consultant or paying equity to formal
advisors. The flat subscription covers all your advisory interactions, which can be cost-

effective if you engage advisors frequently sovisorvcrouncom .

e Platform Convenience: The digital boardroom and Q&A forums provide a structured way to
manage advice interactions. All communications, documents, and meetings can be handled in
one place, which is efficient for busy executives and creates a knowledge repository. The large
network also means niche expertise can be found (the breadth of 10,000+ advisors is a selling

point).

Weaknesses:

* Quality Control: Because the network is so broad (and advisors can join by paying a
membership), the caliber of advisors can vary greatly. Some users have noted that the open
call for "any advisor” (in the crowdsourced plan) can result in less relevant or inexperienced
people joining the board. Without careful curation, companies might struggle to get high-value

advice.

* Engagement and Incentives: Advisors on the platform are not equity holders and are only lightly
compensated (some just volunteer for the experience or network). This may affect their
commitment level. A virtual advisor who isn’t deeply invested in the company’s success might

give only surface-level guidance or be slow to respond.

* Reputation Management: There have been critiques (e.g., Reddit threads and BBB complaints)
about AdvisoryCloud's model, especially from the advisor side paying fees. This could make
some CEOs cautious. It's not as established or prestigious as joining a network like Vistage or

YPO, so convincing skeptical executives of its value can be a hurdle.
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Clarity.fm

Overview: Clarity.fm is an on-demand business advice platform that connects entrepreneurs and
executives with experienced advisors for one-time phone consultations. As their tagline
states, “Clarity is your lifeline that instantly connects you with battle-tested advice from

entrepreneurs.”

rounorcon  Users can search for experts in various domains (startups, marketing, finance, etc.) and
request a call to get quick answers or mentorship. It's essentially a marketplace of industry advisors
and consultants available by the minute. This service is popular among startup CEOs who need timely

guidance from someone who's “been there done that,” without entering a long-term engagement.

Pricing Model: Clarity operates on a pay-per-minute pricing model. Each expert sets their own rate
(for example, $5/min, $10/min, etc.), and the user pays for the duration of the call. Typical rates

average about $50-$70 per hour (around $1 per minute) on the platform for paid mentors

srowtrmentorcom , though high-profile experts may charge significantly more. There's no subscription
fee to use Clarity; users simply pay for the calls they book, and Clarity takes a percentage
commission on those call fees. This a la carte model makes it easy to control costs — you only pay for

the time you need.

Customer Acquisition Approach: Clarity.fm grew initially through the personal brand of its founder
(Dan Martell) and tech community word-of-mouth. It's now part of Startups.com, which means it
benefits from integration with a suite of startup services and content that draw in entrepreneurs. A
key acquisition channel has been content marketing via Q&A - the site has a public "Answers”
section where experts have answered thousands of startup questions, which attract Google search
traffic. This establishes Clarity as a go-to knowledge source and funnels readers into scheduling
calls. Additionally, they highlight success stories of founders who solved problems via Clarity calls,

leveraging social proof in the startup ecosystem.
Strengths:

* Immediate Access: Clarity offers near-instant scheduling of calls, often within hours or days,
giving time-strapped CEOs quick access to advice. There's no long onboarding — you can find an

expert and be on a call solving a problem in the same afternoon.

* Wide Range of Experts: The platform features experts across many fields (product, fundraising,
marketing, etc.), including notable entrepreneurs and investors. This breadth allows users to find
advice on very specific challenges - from growth hacking to M&A — that might be hard to get

elsewhere on short notice.

* Pay-as-You-Go Flexibility: The cost is usage-based with no ongoing commitment. This is ideal
for sporadic needs or niche questions. A user can spend as little as $50 on a 30-minute call to
get critical insights, which is highly cost-effective compared to hiring a consultant for a project.

The transparent per-minute rates also put the user in control of how much they spend.

Weaknesses:

e Transactional Relationship: Because engagements are one-off, there's limited continuity. The
advisor you call may not know your full business context beyond what you share, and after the
call ends, they have no obligation to your success. It's not the same as having a long-term

advisor or coach who follows your progress.

e Variable Quality and Fit: Anyone can sign up as an expert on Clarity if approved, so experience
levels differ. While many advisors are vetted by reviews, the burden is on the user to choose a
suitable expert. A bad or mismatched advice session could be a waste of time and money.

There's also less accountability if advice doesn’t pan out.

e Scaling Limitations: Clarity is great for quick questions, but it's not a comprehensive solution for
ongoing advisory needs or strategy development. A CEO of a growing company might outgrow
the ad-hoc model and need more consistent mentorship or a team of advisors (at which point,
something like an advisory board or coach might be more appropriate than multiple disparate

Clarity calls).


https://foundr.com/resources#:~:text=
https://www.growthmentor.com/blog/clarity-vs-growthmentor/#:~:text=Every%20member%20gets%20unlimited%C2%A0free%20mentorship,those%20first%203%20sessions%20anyway

Each of these competitors/offering types addresses the needs of CEOs and executives seeking
guidance, but in different ways. The user’s virtual advisory product will need to differentiate itself
against these alternatives, whether by blending Al with human insight (like Journey), offering always-
on expertise at lower cost (like Valence), providing personal connection (like Vistage or BetterUp), or
delivering quick, flexible advice (like Clarity). Understanding each competitor’s pricing and go-to-

market approach will help position the product with a clear value proposition in this landscape.

How would you position this new product? Here are some
testimonials.

const testimonials: Testimonial[] = [
{
role: "CEO of Fast-Growing E-commerce Company",
quote: "Sopheva is sick. It's truly incredible. The way it's
helped me unpack massive value within my ideas is invaluable.
Whatever you did, it's great."
h

{
role: "PhD Chief Science Officer, Venture-Backed Startup",

quote: "Your Al tool is amazing! It helped me think about a
real-life problem I'm struggling with right now."

}I

{
role: "M&A Advisor on $10M+ Deals",

quote: "Using Sopheva to negotiate a $10M company sale.
Love this portal. There is so much value in what you've put
together here."
h
{

role: "Owner, Financial Services Company",
quote: "Your responses were much more intuitive than all my
other Al systems and forced me to think deeper about our
strategy."
h

{
role: "Agency Founder & CEO",

quote: "Your tool is pretty awesome.... | love this thing. It's
transformed how we approach strategic decisions."

}I
{

role: "Florida Real Estate Investor",
quote: "Just had two hours back and forth. This tool is
amazing!"
h
{

role: "Local Sales Leader",
quote: "The experience has been impressive, and | see
significant potential for its broader application."

}I
{

role: "3x Tech Founder",
quote: "Dude...sopheva saving my life right now! Take my =

POl
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role: "Tech CEO with 100 employees",
quote: "If you're looking to scale your business with Al,
Sopheva provides real ROI, not just hype."
}
I;

Before positioning your product, could you clarify:



1. Core Value Proposition - Is the primary benefit Al-powered strategic advisory, negotiation

support, or deep business insights? How do you want it perceived?

2. Target Audience - Are you primarily targeting CEOs, startup founders, investors, or another

group?

3. Differentiation — What makes your product unique compared to competitors (e.g., Al-driven

analysis, real-time strategic feedback, interactive advisory simulations)?

4. Go-To-Market Strategy — Do you envision a SaaS subscription model, pay-per-use, or enterprise

licensing?

These details will help refine the positioning and messaging.

1 - 1think it is finding mental blindspots.

2 - CEOs

3 - You can have any advisor alive or dead join your board
4 - See pricing in product launch mermaid

Sopheva: Where Leaders Make Better Decisions
Al-powered advisory board simulation for high-stakes decisions

Pressure-Test Decisions
Validate strategic choices before committing resources

Diverse Perspectives
Access world-class advisors with proven track records

Document Decisions
Create clear records of your strategic process

Present Your Strategic Challenge
Share your high-stakes decision

Assemble Your Board
Build your perfect team of expert advisors

Receive Strategic Insights
Get actionable recommendations

The Sopheva name comes from Sophia, Greek wisdom,
combined with evolution.

Robert Wray, Sopheva's creator, founded three companies, with
the most recent one, WBX, growing to 500 employees in three
states. His companies and career thrived with the support of
mentors and advisors. However, these crucial advisors aren't
available 24/7 and they're hard to find, especially during
challenging times.

Robert Wray

Humans do their best work when surrounded by a team of
diverse thinkers. While Al systems process vast amounts of
information to generate responses, they can lack the nuance of
human experience.

We incorporate unique experiences, stories, and diverse
viewpoints into Al systems to help improve our thinking to
fundamentally change the way h

I'll refine the positioning of Sopheva based on its unique value proposition: helping CEOs uncover
mental blindspots by simulating advisory board discussions with Al-driven insights from historical and
modern advisors. I'll ensure the messaging is clear, compelling, and differentiates it from existing

competitors.



I'll provide a structured positioning statement, unique selling points, and potential messaging

frameworks for marketing and branding.

Sopheva Positioning Strategy

Core Value Proposition

Sopheva is an Al-powered virtual advisory board that helps CEOs and executives uncover mental
blindspots and make better decisions. It provides a personal think-tank on demand, drawing from
the wisdom of both historical legends and modern experts. By simulating the perspectives of great
advisors (living or deceased), Sopheva ensures leaders see what they might be missing and

gain 360° insight into their toughest decisions. Research shows that incorporating diverse

viewpoints reduces blind spots and leads to more well-rounded decisions

careermnns.con — Sopheva delivers those viewpoints instantly through Al. In short, Sopheva's core

value is illuminating hidden insights so decision-makers can act with confidence and clarity.

Key Benefits of Sopheva's Value:

e Identify Hidden Biases & Risks: The Al advisors challenge assumptions and highlight pitfalls or
opportunities a CEO may overlook, effectively acting as a “devil's advocate” to mitigate blind

spots in thinking TRUISTLEADERSHIPINSTITUTE.COM .

e Learn from the Best (Past & Present): Users get guidance informed by the greatest minds -
from historical icons like Sun Tzu or Leonardo da Vinci to contemporary giants like Peter Drucker
or Satya Nadella — all tailored to the issue at hand. This breadth of perspective is impossible to

get in any single real-life team.

e Improve Decision Quality: By seeing problems from multiple angles, leaders can make more
informed, balanced decisions. Sopheva's Al distills cross-disciplinary wisdom (strategy,

leadership, ethics, etc.) into actionable advice, enhancing the CEO’s own judgment.

* Fast, On-Demand Insight: Instead of waiting weeks to convene a board or consulting
voluminous books/reports, CEOs can get instant counsel 24/7. Sopheva speeds up decision-

making without sacrificing depth of thought, which is crucial when time is of the essence.

Target Audience

Primary Audience: Sopheva is designed for CEOs, founders, and high-stakes decision-makers who
carry the weight of critical decisions. These are leaders of organizations — from startup entrepreneurs
to Fortune 500 executives — who often face complex strategic choices, “lonely at the top” moments,
and fast-moving challenges where the cost of a blind spot is high. They understand the value of

advice but may not always have quick access to a diverse panel of trusted advisors.

Secondary Audience: Other C-level executives (CFOs, CMOs, CTOs) and senior leaders who must
make consequential decisions can also benefit. Board members, investors, and advisors themselves
might use Sopheva to double-check their thinking. Essentially, any key decision-maker in a high-
stakes environment - business owners, nonprofit directors, government leaders — who wants

to pressure-test their ideas and avoid costly missteps is part of Sopheva's audience.
Audience Pain Points & Needs:

e Blind Spots & Biases: Even the best leaders know they have blind spots. They worry
about unknowingly missing something critical that could derail a strategy. Sopheva directly

addresses this by surfacing perspectives they hadn't considered.

* Isolation in Decision-Making: CEOs often make decisions in isolation or with input from the
same small circle. They crave a way to get fresh, unbiased viewpoints without needing to

publicly expose their uncertainties.

* Time & Cost Constraints: Traditional advisory boards or consultants are costly and slow. Busy

leaders need high-quality advice quickly and cost-effectively. Sopheva offers a scalable


https://careerminds.com/blog/leadership-blind-spots#:~:text=Create%20Diverse%20Leadership%20Teams
https://www.truistleadershipinstitute.com/publications-research/thought-leadership/seek-diverse-perspectives#:~:text=While%20all%20this%20is%20true%E2%80%94you,for%20those%20strategic%20business%20decisions

solution: a wealth of wisdom at a fraction of the time and expense of assembling experts in

person.

* Desire for Continuous Learning: Top executives are lifelong learners; they read books by great
leaders and study history. Sopheva appeals to this by letting them interact with those very
figures in a dynamic way - a far richer experience than just reading a book or one-off coaching

session.

Differentiation

Sopheva's unique ability to simulate an advisory board with any advisor — living or deceased —
sets it apart from all other solutions. This means a CEO can literally “consult” with Albert Einstein
on innovation, seek wartime decision advice from Winston Churchill, or get leadership tips from a
current tech CEO, all in one session. No traditional advisory board or consultant pool can offer that

level of perspective diversity and imaginative breadth.
Key differentiators and why they matter:

* Unparalleled Perspective Diversity: Sopheva breaks the boundaries of time, geography, and
network. It's not limited to who you know or who's available - it brings the wisdom of the ages
and today’s experts together. This diversity of thought is proven to reduce decision-making
blind spots caresrmnnscon . Competitors that rely on a single algorithm or a fixed knowledge

base cannot emulate the rich variety of voices that Sopheva provides.

e Any Advisor, On Your Terms: Users can custom-build their virtual board for each decision -
whether it's a mix of industry titans, historical figures, or niche experts. This flexibility is unique:
one day consult a virtual “Finance Guru"” like Warren Buffett, next day a visionary like Steve Jobs.

Traditional advisory services can't shape-shift to your needs this way.

e Al-Driven Authenticity: Sopheva's Al is trained on the writings, speeches, and known
philosophies of these advisors, so the advice isn't random - it emulates how the real advisor
would likely think. For example, one early adopter of Al noted the technology's “incredible ability
to simulate the thought patterns and responses of famous people” to create a valuable virtual
mastermind group sioccorenaicon . Sopheva takes this to the next level with a curated, polished

experience built specifically for executive decision support.

e Confidential and Unbiased: Unlike human advisors, Sopheva's Al advisors have no personal
agenda or judgment. CEOs can safely explore “crazy ideas"” or admit doubts to Sopheva without
fear. There's no office politics or career risk in asking an Al advisor anything. This
encourages radical transparency in thinking that often isn’t possible even with mentors or

boards.

e Always-On and Scalable: Sopheva is available anytime, anywhere. It can support a leader
through daily minor decisions or major one-off strategic crises. Competing products like
traditional coaching or mastermind groups require scheduling and don't scale on-demand.
Sopheva can be rolled out to an entire leadership team as a decision support tool, something

one-to-one coaching or fixed advisory panels can't easily do.
In sum, Sopheva stands alone in offering a boundless pool of expertise, personalized for you

through Al. It's not just another dashboard or chatbot — it's essentially your dream advisory board

given form, which is a completely new category of solution.

Messaging Framework


https://careerminds.com/blog/leadership-blind-spots#:~:text=Create%20Diverse%20Leadership%20Teams
https://blog.gopenai.com/create-your-very-own-chatgpt-mastermind-group-virtual-with-ai-3d279f08411b#:~:text=ChatGPT%20comes%20into%20play,I%E2%80%99ve%20read%20several%20books%20by

To effectively communicate Sopheva’s benefits and differentiation, we use a clear messaging
framework tailored for marketing, sales, and branding communications. The messaging
emphasizes the transformational value (better decisions, fewer blind spots), the innovative
method (Al-simulated diverse advisors), and why it's better than the status quo. Below is the

structured messaging approach:

1. Elevator Pitch (Primary Message):
Sopheva is an Al-powered advisory board simulator that gives CEOs the wisdom of a diverse team

of legendary advisors on demand, helping them uncover blind spots and make smarter decisions.

e This one-liner is the core message used in pitches, website headers, and press releases. It
highlights the product category (Al advisory board simulator), the target (CEQOs), and the primary

benefit (uncover blind spots for smarter decisions) in one breath.

2. Value Pillars (Supporting Messages):
These are the key benefit statements that elaborate on the core value, used in marketing materials

and sales conversations:

* "See What You're Missing.” Sopheva shines light on the hidden angles and asks the tough
questions your inner circle might not. It's like having a trusted skeptic and a genius mentor in

your corner, ensuring no critical insight goes unnoticed.

* "Wisdom of Ages, Power of Al." By fusing historical wisdom with cutting-edge Al, Sopheva
delivers timeless advice for today’s problems. You get the strategic acumen of history's
greatest minds combined with real-time industry knowledge, giving you an edge in decision-

making no one else has.

e "“Your Personal Board, 24/7." Unlike a traditional board that meets quarterly, Sopheva is always
at the table when you need it. Need a second opinion at midnight or before a big meeting?
Sopheva provides instant, well-rounded counsel, boosting your confidence in the path you

choose.

» “Diversify Your Thinking.” Sopheva's greatest power is helping leaders think beyond their own
perspective. It encourages cognitive diversity in decision-making by bringing in viewpoints from
people of different eras, industries, and philosophies, all tailored to your scenario. This leads to

more creative solutions and guards against groupthink truistieaperstipinsTiTUTE COM W

Each of these pillars can be expanded with examples or proof points in collateral. For instance, a case
study blurb: “Before Sopheva, we nearly launched a product without realizing a key market risk — until
our Al advisor panel flagged it. That insight alone potentially saved us millions.” Such anecdotes make

the benefits tangible.

3. Differentiation Points (Comparative Messaging):
When communicating with savvy buyers or investors, it's crucial to position how Sopheva differs from

existing options:

* Versus Traditional Advisory Boards: “Sopheva is like an advisory board without the bounds of
reality.” Traditional boards are limited by who is available and knowledgeable, and assembling
one is costly and slow. In contrast, Sopheva gives you access to any expertise you need
instantly. It also has no confidentiality risks or scheduling issues. While a real board member
might hesitate to challenge the CEO, Sopheva'’s advisors pull no punches, ensuring honest
feedback. We frame Sopheva as a complement to a real board: it prepares CEOs to better use

their human board by vetting ideas first with the Al board.

* Versus Executive Coaching: “Broader than a coach, more dynamic than a book.” Executive
coaches typically focus on personal development and ask probing questions, but they are a
single individual with their own lens. Sopheva offers many lenses at once, giving direct advice
and answers from multiple viewpoints. It's also available on-demand, whereas coaching sessions
happen periodically. We position Sopheva not as a replacement for the human touch, but as a
powerful augmentation - it's like having a dozen specialized coaches in your pocket, each an

expert in a different field or era.


https://www.truistleadershipinstitute.com/publications-research/thought-leadership/seek-diverse-perspectives#:~:text=While%20all%20this%20is%20true%E2%80%94you,for%20those%20strategic%20business%20decisions

e Versus Competing Al or Tools: “A category of its own.” Unlike generic Al chatbots or decision-
support software, Sopheva is purpose-built for high-level decision advice with personas of
world-class advisors. Some tools might offer analytics or Q&A, but none simulate a full
advisory panel of expert minds. If compared to any emerging Al advisors, we highlight
Sopheva's unique content (breadth of advisors, curated knowledge base, scenario-specific
insights) and its ease of use (conversational, story-driven advice rather than just data outputs).
This makes Sopheva the only product that truly feels like interacting with a wise council rather

than a machine.

4. Tone and Style:

All messaging maintains a tone of confident optimism and empowerment. We speak to CEOs in a
respectful yet exciting manner — acknowledging their savvy and responsibilities, while inspiring them
with what Sopheva can do. The language is concise and impactful (as busy execs value brevity),
using powerful verbs like "uncover,” “illuminate,” "accelerate,” and terms like "wisdom,” “blind spots,”
"on-demand,” “diverse perspectives.” We avoid overly technical jargon; instead of talking about Al
algorithms, we talk about outcomes and experiences (e.g. “a roundtable of brilliant minds at your
service"). For branding, the voice is visionary but credible, positioning Sopheva as the next must-

have tool for modern leadership.

By using this framework, our marketing team can create consistent materials (website, brochures,
demo scripts) that clearly communicate Sopheva's value. Our sales team can confidently address
why Sopheva is needed and how it's different, in terms that resonate with CEOs and stakeholders.

And our brand comes across as pioneering, wise, and solution-oriented.

Brand Narrative

The Origin Story: Sopheva's story is rooted in our founder Robert Wray's personal journey as a CEO
and the timeless lesson: great decisions come from great advisors. Robert spent decades leading
organizations, often wrestling with high-stakes choices. In one pivotal moment, faced with a critical
strategic decision, he realized that despite having a competent team, he was limited by the
perspectives in his immediate circle. He remembered reading biographies of iconic leaders and
thinking, “If only | could have Thomas Edison or Peter Drucker in the room to advise me, I'd see this
challenge so much more clearly.” This spark led Robert to imagine a solution that transcends the

boundaries of time and space in advisory conversations.

The Inspiration — Wisdom of Many: Robert’s inspiration for Sopheva also came from witnessing the
power of diverse advice in his own career. Early on, he nearly launched a product that he was
passionate about — but a last-minute insight from a mentor revealed a market blind spot that would
have doomed the launch. That lesson stuck with him: the more diverse the input, the better the
outcome. He became determined to ensure that no leader should have to rely on either sheer gut
instinct or a limited echo chamber. Drawing on his background in technology and a lifelong
fascination with historical leaders, Robert envisioned Sopheva as “Sophia meets Eva” — a blend of
wisdom ( sophia in Greek) and life (Eva, evoking evolution and life-giving insight). While the name

Sopheva is coined, it embodies the brand'’s essence: living wisdom.

The Journey: In crafting Sopheva, Robert assembled a team of Al experts, psychologists, and
seasoned business advisors. They fed the system with the writings and teachings of great
minds across cultures and eras, combined with data on modern industry trends. The mission was
clear: make an Al that doesn't feel like a cold computer, but like sitting at a table with brilliant
mentors. Early prototypes amazed test users — a startup CEO asked a virtual “Ben Franklin" and
"Steve Jobs" for advice on innovation strategy. The Al Franklin offered prudent, principle-driven
reasoning, while the Al Jobs gave bold, visionary pointers. The CEO said it was like “seeing around

the corners” of his problem for the first time. These stories fuel the Sopheva narrative.



The Purpose: At its heart, Sopheva's brand stands for empowering leaders through wisdom. We
believe no one should lead alone. Our narrative emphasizes that even the greatest leaders in history
had counsel (generals had war rooms, kings had councils). In today's fast-paced world, Sopheva is
that trusted council in your pocket. We often say internally, “If we can help one CEO avoid a
catastrophic blind spot or seize a game-changing opportunity, imagine the ripple effect on their
company and all the lives it touches.” This higher purpose — better decisions for a better world —

drives our brand story and resonates emotionally with our users and investors.

Founder's Voice: Robert Wray remains a relatable protagonist in our story. In interviews and talks, he
shares anecdotes of decisions gone wrong and how a single insight made all the difference. His
authenticity (he speaks from experience, even humorously about his own past blind spots) makes the
brand human. He often quotes the proverb, “In the multitude of counselors there is safety,” explaining
that Sopheva was born to give every leader that multitude of counselors. By integrating Robert's story
and vision, our brand narrative connects on a personal level: Sopheva isn't just a tech tool, it's the

answer to a problem Robert and countless leaders have faced.

In marketing materials, we weave this narrative to invite CEOs into the story: “Join Robert in
transforming how decisions are made — don’t just rely on a single perspective when you can tap into
centuries of wisdom.” This narrative approach builds trust (grounded in real-world insight) and

excitement (a revolutionary way to get advice).

Taglines & Slogans

We have crafted several concise taglines that capture Sopheva's essence. These can be used in
branding, advertising, or as a slogan in pitch decks. Each highlights a different facet of the product,

while remaining memorable:

"Wisdom Without Limits.” — Emphasizes the limitless pool of advisors and knowledge Sopheva

provides.

e “llluminate Your Blind Spots.” — Focuses on the core benefit of revealing unseen issues in

decision-making.

e "Your Personal Board of Advisors — Anytime, Anywhere.” — Conveys the on-demand nature

and personal aspect of Sopheva.

e "Decisions Guided by Legends.” — Highlights the unique ability to get advice from legendary

figures (historical or industry legends) through Al.

e "All the Advice You Need, When You Need It.” — Stresses instant, comprehensive support for

any question or decision.

* "Where Al Meets Executive Wisdom."” — Positions Sopheva at the intersection of advanced

technology and leadership insight.

e "Think Bigger. Decide Smarter.” — An aspirational call, suggesting Sopheva helps broaden

thinking and improve decisions.

Each of these taglines has been tested for clarity and impact. For instance, “Wisdom Without Limits”
speaks to the expansive nature of Sopheva in just three words, while “llluminate Your Blind Spots”
directly appeals to a CEQ'’s desire to not miss anything crucial. Depending on the context (website
header vs. conference tagline vs. investor pitch subtitle), we can choose the line that best fits the

emphasis needed. All are designed to be short, catchy, and evocative of Sopheva’s value.



In summary, this positioning strategy outlines how Sopheva delivers its core promise (smarter
decisions through uncovering blind spots with Al-driven wisdom), who it serves (ambitious,
responsible leaders wanting an edge), what makes it unique (no other solution offers such breadth
of advisory insight), and how we communicate it (with clear, benefit-focused messaging, a
compelling founder story, and punchy taglines). Sopheva stands to redefine executive decision
support, and our positioning ensures that potential users and investors alike immediately grasp why

it’s a game-changer in the realm of leadership and decision-making.



