Need | Growth | Compe |Accessibi | Uniquen |Time-to-V | Financial | Retention |Upsell Total Score
Fit titive lity ess alue Capacity | Potential |Potential
Intensit
y

Web3 / 9 9 6 8 9 8 8 9 9 75
Blockchain
Startups

Health & 9 9 8 8 8 8 7 8 8 73
Wellness App
Founders

Telegram 8 8 7 7 8 7 7 7 8 67
Mini-App
Game
Developers

PropTech & 8 8 7 6 8 7 8 8 7 67
Real Estate
XR/AR
Startups

Crypto 8 8 7 7 6 7 8 7 7 65
Investors &
Traders

Trainers & 7 7 6 9 7 8 6 6 6 62
Personal
Brands

(Fitness)

Indie Mobile |7 7 8 6 7 6 6 6 6 59
Game
Studios

Lifestyle & 6 7 8 6 6 6 6 6 6 57
Social
Networking
Apps

1. Web3 / Blockchain Startups — 75 points (Top Tier)

e Need Fit (9): High pain (onboarding, retention, security) directly solved by UX
design.

Growth (9): Crypto/Web3 still highly funded (wallets, DeFi, mini-apps).
Competitive Intensity (6): Crowded, but differentiation possible in UX niche.
Accessibility (8): Founders active on Telegram, Discord, Twitter, LinkedIn =
reachable.

Uniqueness (9): Crypto-native design expertise is rare — strong USP.
Time-to-Value (8): MVPs can ship in weeks; immediate investor ROI.
Financial Capacity (8): VC-backed teams spend $30-150K+ on design.
Retention Potential (9): Ongoing iterations + long project cycles.

Upsell Potential (9): Tokenomics, dashboards, Web3 flows expand scope.




2. Health & Wellness App Founders — 73 points (Top
Tier)

Need Fit (9): Retention cliff, onboarding friction = perfect fit for UX optimization.
Growth (9): Wellness market booming (mindfulness, sleep, M2E).
Competitive Intensity (8): Market saturated with Calm/Headspace.
Accessibility (8): Founder-led, active in wellness/startup groups, accelerators.
Uniqueness (8): Retention-focused UX vs generic design firms.
Time-to-Value (8): Retention gains visible in first 30 days.

Financial Capacity (7): Pre-seed to Series A budgets, smaller than Web3.
Retention Potential (8): Iterative updates tied to retention KPls.

Upsell Potential (8): Expansion into wearables, Al personalization, community.

3. Telegram Mini-App Game Developers — 67 points
(Tier 2)

Need Fit (8): MVP design for games on Telegram fits well.

Growth (8): Telegram user base growing, but mini-app hype unstable.
Competitive Intensity (7): Many low-effort games farming hype.
Accessibility (7): Studios found on Telegram, Twitter, hackathons.
Uniqueness (8): Gothic fantasy/pixel-art niche is rare.

Time-to-Value (7): MVP launch within weeks.

Financial Capacity (7): Indie budgets, but token models help.
Retention Potential (7): High churn; few sustain >3 months.

Upsell Potential (8): Expansions via new characters, NFT integration.

4. PropTech & Real Estate XR/AR Startups — 67 points
(Tier 2)

Need Fit (8): AR/VR UX design is critical for adoption.

Growth (8): PropTech + Vision Pro = hot but hardware adoption uncertain.
Competitive Intensity (7): Moderate; AR/VR startups emerging quickly.
Accessibility (6): Real estate execs harder to reach than indie founders.
Uniqueness (8): AR/VR expertise + UX design is differentiated.
Time-to-Value (7): Prototypes show fast ROI, but real adoption lags.
Financial Capacity (8): PropTech often VC-backed with real estate capital.
Retention Potential (8): Long-term engagements possible (phased rollouts).
Upsell Potential (7): Upsells in maps, navigation, integrations.



5. Crypto Investors & Traders (FinTech Apps) — 65
points (Tier 2/3)

Need Fit (8): UX needed for wallets, stock trackers.

Growth (8): FinTech adoption steady.

Competitive Intensity (7): Saturated market (Robinhood, Binance, Coinbase).
Accessibility (7): Traders reachable but diverse (retail + institutional).
Uniqueness (6): Hard to differentiate against big incumbents.

Time-to-Value (7): UX refresh shows value quickly.

Financial Capacity (8): Strong budgets in FinTech.

Retention Potential (7): Investors churn less but loyalty tied to features.
Upsell Potential (7): Limited; mostly fixed feature sets.

6. Trainers & Personal Brands (Fithess) — 63 points
(Tier 3)

Need Fit (7): Personal websites + branding fits, but not deep pain.

Growth (7): Fitness apps + influencers booming, but crowded.

Competitive Intensity (7): Many template/low-cost site builders.

Accessibility (9): Very easy to reach (Instagram, LinkedIn).

Uniqueness (7): Dynamic branding + UX is differentiator, but many competitors.
Time-to-Value (8): Website ROl immediate.

Financial Capacity (6): Solo-preneurs, small budgets.

Retention Potential (6): Once site is live, limited ongoing work.

Upsell Potential (6): Branding, redesigns, marketing—but not continuous.

7. Indie Mobile Game Studios — 62 points (Tier 3)

Need Fit (7): Game UI/UX fits, but often secondary to gameplay.
Growth (7): Mobile gaming big, but AAA studios dominate.
Competitive Intensity (8): Very high competition, app stores crowded.
Accessibility (6): Indies reachable, but fragmented + small budgets
Uniqueness (7): Pixel-art/gothic UX is niche differentiator.
Time-to-Value (6): UX ROI depends on downloads (longer cycle).
Financial Capacity (6): Indie studios budget-constrained.

Retention Potential (6): Shorter cycles, hit-driven.

Upsell Potential (7): Possible through sequels, expansions.

8. Lifestyle & Social Networking Apps — 61 points (Tier
3)



Need Fit (6): UX relevant, but not critical vs growth/viral mechanics.
Growth (7): Social apps always rising, but failure rates high.
Competitive Intensity (8): Extremely crowded (dating/social apps).
Accessibility (6): Founders scattered, but some easy to reach.
Uniqueness (6): UX rarely differentiates alone.

Time-to-Value (6): Viral adoption, unpredictable cycles.

Financial Capacity (6): Early-stage, low budgets.

Retention Potential (6): Very high churn in social apps.

Upsell Potential (6): Limited beyond initial design.

Web3 / Blockchain Startups

1. Chosen Segment Reference

Segment Name & Quick Recap:
Web3 / Blockchain Startups — Seed to Series A ventures (wallets, NFT platforms, M2E
apps, Telegram mini-games). CTO/Founder-led buying, strong investor influence.

2,

Industry/Niche: Blockchain, DeFi, Web3 gaming, wallets.

Stage: Seed—Series A.

Geography: Global (US/EU focus, with adoption hotspots in Asia).
Buyer Roles: Founders, CTOs, Product Leads, early investors.

Issues Addressed, Gains, Objections, Trust Levers,
Dealbreakers, Buying Logic

Pains & Challenges (from merged insights)

Onboarding Hellscape: Complex seed phrases, multiple steps, confusing
RPC/bridges — massive drop-off (65% leave after first try).

Retention CIiff: Incentives (airdrops, rewards) fade, retention goes negative
(-0.183% in some cases). Only ~5% active after a year.

UX/UI Stagnation: Wallets look and feel outdated, clunky, unintuitive (“like MP3
players from 2008”).

Fragmentation: Too many wallets/apps, requiring network switching and multiple
accounts.

Compliance/Regulation: KYC/AML uncertainty blocks institutional trust.
Security & Trust: Hacks, unlimited approvals, phishing, rug pulls undermine
adoption.

Telegram Mini-App Concerns: Seen as hype-driven, farming-centric,
short-lived—investors wary of sustainability.



Primary Gains / Desired Outcomes

Simplify UX: Web2-style logins, gasless transactions, fiat onramps, one-click
onboarding.

Investor Readiness: Products polished for pitch decks, token launches, and demos.
User Retention: Habit-forming UX (gamification, progressive disclosure, community
features).

Unified Ecosystem: One wallet/account across multiple chains.

Trust & Security: Clear compliance + safe UX flows that feel “bank-grade.”

Speed to Market: MVP launch in weeks, not months, to ride token/market cycles.

Common Objections & Skepticism

Objection Root Cause Skepticism Sounds Like
“Designers don’t Prior bad experiences, lack of | “Last team didn’t know what
understand Web3.” crypto fluency gas fees were.”

‘UX isn’t the main Belief regulation/markets “People don’t quit because of

adoption barrier.” matter more clicks, they quit because of
volatility.”

“Telegram apps are Burnout from unsustainable “It's just another Ponzi

hype-driven.” farming games mini-app.”

“‘Removing seed Security purist view “That’s just custodial with

phrases isn’t lipstick.”

self-custody.”

“Too risky in a volatile Investor caution “What happens if regulators

market.” ban this?”

Trust Levers (What Gets Them to Yes)

Case studies: real wallet/M2E projects shipped.

Compliance clarity: KYC/AML-ready UX flows.

Design differentiation: gothic fantasy, pixel-art, sleek Web3-first Ul.
Named teams, transparent timelines, “14-day MVP” proof.
Investor-facing deliverables: polished pitch-ready prototypes.

Dealbreakers




Generic, non-crypto UX approach.
Lack of compliance awareness.
Missed deadlines / vague timelines.

One-size-fits-all proposals.

Real Buying Committee Logic

No clear differentiation from MetaMask/Calm-style incumbents.

Committee Role Feels Owns Controls Manages | Top Concerns
Pain? Budget? Risk? Success?

Founder/CEO Yes Yes Sometimes | No Growth,
fundraising,
adoption
metrics

CTO Yes Partial Yes Yes Security,
speed,
integration

Investor/Advisor Sometimes | No Yes No RO,
scalability,
regulatory risk

Product Lead Yes No No Yes UX quality,
delivery speed

3. Writing and CTA Style
Voice: How to Position Ourselves

Tone Label Description Use With

Peer Conversational, equal footing, Founders, early-stage teams

startup-to-startup




Challenger Confident, myth-busting, insight-led Growth hackers, Web3 VCs,
early adopters

Expert Calm, credentialed, proof-heavy CTOs, investors,
compliance-minded

Whisperer Quietly provocative, “what if...” Skeptical founders burned by bad
design
Advisor Insightful but non-pushy Strategy roles, incubator partners

Style: Message Processing

e Analytical — Logic-first, cause-effect (“40% of wallet users quit at seed phrase
setup. Here’s how we fix it.”)

e Narrative — Story-driven (“Imagine onboarding into crypto as easily as signing into
Gmail.”)
Outcome-Based — Results-oriented (“Launch your wallet MVP in 14 days, not 90.”)
Symptom-Led — Open with dysfunction (“Most Telegram mini-apps lose 90% of
users after week one...”)

e Question-Driven — Probing exploration (“What’s holding your adoption
back—security, UX, or both?”)

e Data-Driven — Benchmarks and charts (“Retention improves 3x with Web2-style
logins.”)

Emotion (Intensity Level)

Low — Rational, calm (compliance/legal discussions).

Medium — Measured urgency (founders under pressure to launch).

High — Emotional, urgent (VC pitch prep, token launch deadline).

Tensioned — Subtle risk/urgency (“Your investors won’t wait 6 months for an MVP.”).

Sentence Structure

e Direct: Short, punchy (“Seed phrases kill adoption. Here’s proof.”)
e Narrative: Story-driven (“Picture onboarding without a single popup or gas fee.”)
e Structured: Lists, contrasts (“Faster onboarding. Lower churn. No compliance risk.”)

Preferred CTA Formats



e LinkedIn: Silent invite / case drop — “Drop your wallet spec. We’ll benchmark it in
24h.”
Email: Diagnostic — “Want to see your adoption cliff mapped against UX friction?”
Telegram/Discord: Proof-based — “Here’s a live flow that cut churn by 60%.”
Website/Notion: Mini-diagnostic — “Audit your Web3 onboarding flow—no deck
required.”

Language Turnoffs

X “World-class team”
Y “Synergistic blockchain innovation”

> “Empower your vision”
>{ “Hop on a discovery call”
X “Agile, scalable, cost-effective”

4. Objection Handling Playbook

Objection

Response

Proof/Asset

“‘Designers don’t
understand Web3.”

Show crypto-native flows, explain
gasless onboarding, name projects
delivered.

Case study: wallet MVP
demo, workflow map

“‘UXisn’t adoption’s
main barrier.”

Counter with data (65% drop at
onboarding, -0.183% retention after
incentives).

Industry benchmarks,
churn analytics

“Telegram mini-apps
are hype-driven.”

Frame as high-risk/high-reward, show
design approaches that sustain
beyond farming.

User retention graphs,
community metrics

“Seedless onboarding
= custodial.”

Explain progressive custody models,
hybrid approaches, user control.

Whitepaper excerpts,
technical diagram

“Too risky in volatile
markets.”

Shift focus: “Great UX is the only
controllable variable in chaos.”

Investor testimonials,
ROI report

5. Qualification Questions




To qualify real buyers (founders, CTOs, investors):

1. “What's holding your user adoption back right now?”
2. “If you had a frictionless wallet flow, how fast would you launch?”
3. “Who else, besides you, needs to be convinced—your CTO, investors, or

compliance?”

4. “What does success look like—MVP launch speed, retention rate, or investor

traction?”

5. “Have you worked with design partners before? What went wrong?”

6. Buyer Logic Map

Role

Feels
Pain?

Owns
Budget?

Controls
Risk?

Manages

Success
?

Primary
Concerns

Founder/CEO

Yes

Yes

Sometimes

No

Adoption
speed,
differentiation,
fundraising
narrative

CTO

Yes

Partial

Yes

Yes

Security,
compliance,
technical
integration

Investor/Advisor

Sometimes

No

Yes

No

ROI, scalability,
regulatory risk

Product Lead/PM

Yes

No

No

Yes

UX quality,
retention,
delivery speed

Community
Manager

Sometimes

No

No

Yes

Engagement,
gamification,
sentiment

7. Winning Messaging & Talk Tracks




Pain-First Openers

e “Most Web3 founders lose 40% of users at seed phrase setup. What’s your current
drop-off?”

e “90% of Telegram mini-apps fail after the first month. Do you want to be in the 10%
that survive?”

Outcome-Based Pitches

e “We deliver MVPs in 14 days—not 90—so you hit investor milestones on time.”
e “Our UX flows increase first-week retention by 3x using Web2-style onboarding.”

Reframing Objections

e “You don’t control the market—but you do control UX. That’s your leverage with
investors.”

e “Seedless onboarding isn’t custodial—it's progressive control designed for both
novices and power users.”

Investor-Facing Lines

e “Great UX is the only controllable variable in chaos. That's why adoption-ready
design boosts valuations.”

e “When we demoed this wallet flow to VCs, the pitch hit in 90 seconds—because
there was no friction.”

CTO Comfort Lines

e “Our designs aren’t just pretty—they’re compliance-aware, KYC-ready, and
dev-friendly.”

e “We map wallet flows like engineers: no vague promises, only benchmarks and test
cases.”

8. Competitive Landmine Map

Competitor Claim | Why Buyers Don’t Believe It Counter-Positioning

“We’'re the Cheap = risky; wallets can’t fail. | “We’re adoption-focused: ROl is
cheapest.” in retention, not hourly rates.”




“We do everything.”

Dilutes trust; lack of
specialization.

“We focus only on Web3-native
UX—wallets, tokens, mini-apps.”

“World-class team.”

Feels generic, unproven.

“Here are our named designers +
projects already in market.”

“Our tech speaks
for itself.”

UX is the #1 reason users

quit—tech alone isn’t enough.

“Great tech fails without
frictionless design. We make it
usable.”

“Launch fast.”

Without retention, launches
flop.

“We don’t just launch—you’ll have
users who stay after day one.”

8. JSON Playbook Profile

{

"segment_name": "Web3 / Blockchain Startups”,

"profile": {

"industry_niche": "Blockchain, DeFi, Web3 gaming, wallets, Telegram mini-apps",
"company_stage": "Seed—Series A",
"geography": "Global (US/EU focus, adoption hotspots in Asia)",

"buyer_roles": ["Founder/CEQ", "CTQO", "Product Lead", "Investor/Advisor", "Community

Manager"]

%

"issues_addressed": [

"Complex onboarding with seed phrases, gas fees, and network switching”,
"User churn after first transaction due to incentive cliffs",
"Outdated, clunky wallet UX/UI",

"Fragmented ecosystem requiring multiple wallets and apps",

"Security vulnerabilities and compliance uncertainty",
"Skepticism about Telegram mini-app sustainability"

]

primary_gains": [

"Web2-style onboarding (social logins, gasless transactions)",
"Investor-ready prototypes for token launches",
"Retention-focused UX with gamification and progressive disclosure”,
"Unified wallet experience across chains",
"Bank-grade trust with compliance-aware UX",
"Faster MVP delivery (14 days vs 90)"




"common_objections": [
{ "objection": "Designers don’t understand Web3", "response": "Show crypto-native case
studies, explain flows, name delivered projects" },
{ "objection": "UX isn’t the main adoption barrier", "response": "Counter with data on 65%
drop-off and negative retention rates" },
{ "objection": "Telegram mini-apps are hype-driven", "response": "Show design strategies
that sustain beyond farming and hype cycles" },
{ "objection": "Seedless onboarding = custodial", "response": "Explain progressive custody
models with hybrid user control" },
{ "objection": "Too risky in volatile markets", "response": "Reframe: UX is the controllable
variable investors value most" }
1,
"trust_levers": [
"Case studies of wallets, M2E apps, Telegram games",
"Compliance-ready UX flows (KYC/AML integrated)",
"Named design teams with testimonials",
"14-day MVP delivery benchmarks",
"Investor-facing demos and pitch prototypes”
1,
"dealbreakers": [
"Generic UX with no Web3 awareness",
"No compliance clarity",
"Missed deadlines or vague process”,
"No clear differentiation from incumbents (MetaMask, Coinbase Wallet)",
"One-size-fits-all proposals"
1,
"buying_committee": [
{ "role": "Founder/CEQ", "pain": true, "budget": true, "risk": "sometimes", "success": false,
"concerns": ["Adoption speed", "Differentiation”, "Fundraising narrative"] },
{"role": "CTQ", "pain": true, "budget": "partial", "risk": true, "success": true, "concerns":
["Security", "Compliance", "Integration"] },
{ "role": "Investor/Advisor", "pain": "sometimes", "budget": false, "risk": true, "success":
false, "concerns": ["ROI", "Scalability", "Regulatory risk"] },
{ "role": "Product Lead/PM", "pain": true, "budget": false, "risk": false, "success": true,
"concerns": ["UX quality", "Retention", "Delivery speed"] },
{ "role": "Community Manager", "pain": "sometimes", "budget": false, "risk": false,
"success": true, "concerns": ["Engagement”, "Gamification", "Sentiment"] }
1,
"voice tones": [
{ "label": "Peer", "description": "Conversational, startup-to-startup”, "use_for": ["Founders",
"Early teams"] },
{ "label": "Challenger", "description": "Confident, myth-busting, insight-led", "use_for":
["Investors", "Growth hackers"] },
{ "label": "Expert", "description": "Calm, credentialed, proof-heavy", "use_for": ["CTOs",
"Investors", "Compliance officers"] },
{ "label": "Whisperer", "description": "Quietly provocative, curiosity-driven", "use_for":
["Skeptical founders", "Burned buyers"] },



{ "label": "Advisor", "description": "Insightful but non-pushy", "use_for": ["Strategy roles",
"Incubator partners"] }
1,
"styles": ["Analytical", "Narrative", "Outcome-Based", "Symptom-Led", "Question-Driven",
"Data-Driven"],
"emotion_levels": [
{ "level": "Low", "description": "Rational, calm", "use_case": ["Compliance", "Finance
discussions"] },
{ "level": "Medium", "description": "Measured urgency", "use_case": ["Founders", "Launch
deadlines"] },
{ "level": "High", "description": "Urgent, emotional", "use_case": ["VC pitches", "Token
launches"] },
{ "level": "Tensioned", "description": "Subtle risk/urgency", "use_case": ["Competitive
positioning"] }
1,
"preferred_cta_format": [
{ "channel": "LinkedIn", "type": "Silent invite", "sample": "Drop your wallet spec—we’ll
benchmark it in 24h" },
{ "channel": "Email", "type": "Diagnostic", "sample": "Want to see your adoption cliff
mapped against UX friction?" },
{ "channel": "Telegram/Discord", "type": "Proof-driven demo", "sample": "Here’s a live flow
that cut churn by 60%" },
{ "channel": "Website/Notion", "type": "Mini-diagnostic", "sample": "Audit your Web3
onboarding flow—no deck required" }
1,
"winning_messaging": [
"Most Web3 founders lose 40% of users at seed phrase setup—what’s your drop-off?",
"We deliver MVPs in 14 days—not 90",
"Retention improves 3x with Web2-style logins",
"Great UX is the only controllable variable in chaos"
1,
"competitive_landmine_map": [
{ "competitor_claim": "We’re the cheapest", "buyer_doubt": "Cheap = risky; wallets can’t
fail", "counter": "We focus on ROI through retention, not hourly rates" },
{ "competitor_claim": "We do everything", "buyer_doubt": "Diluted focus, lack of trust",
"counter": "We specialize in Web3 UX only" },
{ "competitor_claim": "World-class team", "buyer_doubt": "Generic, no proof", "counter":
"Here are our named designers and shipped projects" },
{ "competitor_claim": "Tech speaks for itself", "buyer_doubt": "UX is why users quit",
"counter": "Great tech fails without usable design" }
1,
"qualification_questions": [
"What’s holding your user adoption back right now?",
"If you had a frictionless wallet flow, how fast would you launch?",
"Who else needs to be convinced—your CTO, investors, or compliance?",
"What does success look like—MVP speed, retention, or investor traction?",
"Have you worked with design partners before? What went wrong?"



Health & Wellness App Founders

1. Chosen Segment Reference

Segment Name & Quick Recap:

Health & Wellness App Founders — early-stage and funded startups building sleep,
mindfulness, meditation, M2E (move-to-earn), and fithess apps. Founder-led buying, often
with investor/angel influence.

e Industry/Niche: Sleep apps, meditation, mindfulness, fitness/wearables, wellness
platforms.
Stage: Pre-seed to Series A.
Geography: Global, strong presence in US, Europe, and Asia-Pacific wellness
markets.

e Buyer Roles: Founders, Product Managers, Angel Investors, CTOs (for wearable
integration).

2. Issues Addressed, Gains, Objections, Trust Levers,
Dealbreakers, Buying Logic

Pains & Challenges (from merged insights)

e User Retention Cliff: 70% abandon after day one; 94% uninstall within 30 days;
<5% remain after one month.

e Poor First Impressions: Apps feel boring, repetitive, or generic within initial
sessions.

e Saturated Market: Calm and Headspace dominate mindshare, making differentiation
hard.

e Wearable Integration Struggles: Data sync errors, unreliable sensors (esp. blood
oxygen, heart rate), vendor lock-in, and privacy hurdles.
Low Trust: Many wellness apps overpromise but deliver shallow, generic content.
Onboarding Drop-offs: Slow, buggy apps kill motivation before habits form.

Primary Gains / Desired Outcomes



Retention-First UX: Gamification, streaks, personalization to keep users beyond 7
days.

Differentiation: A clear USP versus Calm/Headspace—via niche (e.g., MSK pain,
metabolic health), community features, or Al-powered insights.

Frictionless Onboarding: Bug-free, motivating first sessions with personalized
recommendations.

Seamless Wearable Integration: Smooth Apple Watch/Fitbit sync, trustworthy
metrics, motivational feedback loops.

Investor-Ready Narrative: Apps that show growth potential, user retention metrics,
and expansion pathways.

Common Objections & Skepticism

Objection Root Cause Skepticism Sounds Like
“The wellness app Fear of Calm/Headspace “Why would anyone use yours
market is saturated.” dominance over Calm?”
“Users won't stick High churn data “Meditation apps always lose
around.” people after a week.”
“Wearable data isn’t Tech constraints, diverse “Apple Watch can’t track my
accurate or reliable.” user physiology sleep properly, why integrate?”
“Wellness apps don’t Investor skepticism “Show me proof this isn’t just
generate ROI.” another download-and-delete

app.ll

Trust Levers (What Gets Them to Yes)

Case studies of sleep/fitness apps with retention > industry benchmark.

Live UX audits showing differentiation opportunities vs Calm/Headspace.
Wearable integration demos with smooth user journeys.

Testimonials from early adopters or niche wellness communities.

Evidence of Al-personalization features (recommendations, predictive coaching).

Dealbreakers

Generic “another meditation app” without clear USP.
No retention strategy beyond initial novelty.
Poor wearable integrations that break user trust.




e Vague or slow delivery processes.

e Empty promises without proof of traction.

Real Buying Committee Logic

Committee Feels Owns Controls Manages Top Concerns
Role Pain? Budget? Risk? Success?

Founder Yes Yes Sometimes | No Growth,
differentiation,
traction metrics

Product Yes No No Yes Retention, user

Manager experience,
delivery

CTO/Tech Sometimes | Partial Yes Yes Integration,

Lead performance,
reliability

Angel No Yes Yes No ROI, market

Investor positioning,
scalability

3. Writing and CTA Style
Voice: How to Position Ourselves
Tone Label Description Use With

Peer Conversational, empathetic, Wellness founders, solo

startup-to-startup entrepreneurs

Challenger Myth-busting, reframes Angel investors, growth-minded

saturated-market fears founders




Expert Calm, proof-heavy, retention-focused | CTOs, tech leads, clinical
advisors
Whisperer Curiosity-driven, provocative Founders burned by failed app
attempts
Advisor Insightful but non-pushy, practical Product managers, incubators
guidance

Style: Message Processing

Analytical — Data-first: “94% of wellness apps are uninstalled within 30 days—ours
retain 3x longer.”

Narrative — Story-driven: “Imagine your users still meditating on day 30, not gone
after day 3.”

Outcome-Based — Results phrasing: “Increase retention by 40% without adding
new content.”

Symptom-Led — Tension openers: “Most founders we meet are tired of being ‘just
another Calm clone.”

Question-Driven — Probing: “What’s keeping your app from breaking through week
one retention?”

Data-Driven — Benchmarks and graphs: “70% abandon after day one—we’ll cut that
in half.”

Emotion (Intensity Level)

Low — Calm, logical (CTOs, compliance, investors).

Medium — Balanced urgency (founders under investor pressure).

High — Emotional urgency (pitch prep, launch deadlines).

Tensioned — Subtle fear: “Every day without retention strategy is another cohort
gone.”

Sentence Structure

Direct: “Retention is the #1 investor question. Here’s how to answer it.”
Narrative: “Picture a wellness app where users return nightly, not churn after day 2.
Structured: “Faster onboarding. Higher retention. Lower churn.”




Preferred CTA Formats

Language Turnoffs

e X “World-class wellness solution”

e ) “360-degree health transformation”
e { “Award-winning meditation app”

e X “Let’s hop on a quick call”

4. Objection Handling Playbook

LinkedIn — Case drop: “Want to see how one app doubled 7-day retention?”

Email — Diagnostic: “Drop your retention numbers—we’ll map a 30-day fix.”
Founder Forums/Slack — Audit: “We’ll benchmark your onboarding against Calm.”
Notion/Docs — Mini-diagnostic: “Audit your wellness UX—quick report, no strings.”

Objection

Response

Proof/Asset

“The market is too
saturated.”

Show USP differentiation
framework + niche examples.

Competitor map vs
Calm/Headspace.

“Users won’t stick
around.”

Share data from gamification and
retention-focused UX.

Retention case study, cohort
analysis.

“Wearable data
isn’t reliable.”

Demo smooth Apple Watch/Fitbit
flows with disclaimers.

Integration video, early adopter
feedback.

“Wellness apps
don’t ROI.”

Show monetization pathways
(premium subs, communities, Al
coaching).

Revenue model breakdown,
investor pitch deck.

“We've tried this
before, it failed.”

Position as specialists with tested
playbooks.

Testimonial from prior founder,
retention dashboard.




5. Qualification Questions

To quickly assess serious buyers vs “curious” founders:

aobrwbd-~

revenue?”

6. Buyer Logic Map

“What'’s your current 7-day retention rate?”
“Do you have a clear differentiation narrative versus Calm/Headspace?”
“Is wearable integration a priority for your MVP?”
“What's the biggest friction users report during onboarding?”
“How are your investors measuring early success—downloads, retention, or

Role Feels Owns Controls Manages | Top Concerns
Pain? Budget? Risk? Success?

Founder/CEO Yes Yes Sometimes | No Growth,
differentiation,
retention metrics

Product Yes No No Yes UX quality,

Manager onboarding, habit
formation

CTO/Tech Lead | Sometimes | Partial Yes Yes Wearable
integration,
stability,
performance

Angel Investor | No Yes Yes No ROI, market
position,

scalability




Clinical Sometimes | No Partial No Data validity,

Advisor compliance,
privacy
Marketing Lead | Yes No No Yes Engagement,

churn reduction,
differentiation

7. Winning Messaging & Talk Tracks

Pain-First Openers

e “70% of wellness apps lose users on day one. What's your 7-day retention rate?”
e “Most founders we meet feel like they’re building a ‘Calm clone.” Want to break out of
that trap?”

Outcome-Based Pitches
e “We help wellness apps triple retention in the first 30 days.”
e “Your app can stand out with Al-driven personalization and wearable-first UX.”
e “Retention isn’t magic—it's UX science plus habit loops. We design both.”
Reframing Objections
“Saturation isn’t the problem—generic design is. We help you differentiate clearly.”
“Wearables don’t need perfect accuracy—they need trustworthy, motivational
experiences.”
e ‘“Investors aren’t funding downloads—they’re funding retention curves. That's where
we come in.”
Investor-Facing Lines
e “94% of wellness apps are deleted in 30 days. We design the ones that survive.”

e “Your app’s retention curve is its valuation curve.”

CTO Comfort Lines



e “We've mapped wearable flows end-to-end. No surprises, no wasted dev cycles.”

e ‘“Integration risk is solved in UX—not just code.”

8. Competitive Landmine Map

Competitor Claim

Why Buyers Don’t
Believe It

Counter-Positioning

“We’'re just like Calm,
but cheaper.”

Imitators fail to retain; price
doesn’t fix churn.

“We differentiate your app so it
doesn’t compete on price.”

“We do general app
design for everyone.”

Lack of wellness
specialization = generic
results.

“We specialize in health &
wellness UX—habit loops,
retention, gamification.”

“Beautiful Ul solves the
problem.”

Pretty visuals without
retention design still churn.

“‘Retention isn’t beauty—it’s
behavior design plus trust
signals.”

“Wearables are easy to
integrate.”

Founders burned by sync
bugs and unreliable
sensors.

“We’ve solved the edge cases
with Apple Watch and Fitbit.”

“Wellness market is
booming, anyone can

win.

Founders know failure
rates are brutal.

“We turn saturation into
differentiation with niche-focused
ux.”

8. JSON Playbook Profile

{

"segment_name": "Health & Wellness App Founders",




"profile": {
"industry_niche": "Sleep apps, meditation, mindfulness, fitness/wellness platforms”,
"company_stage": "Pre-seed to Series A",
"geography": "Global (US, Europe, Asia-Pacific wellness markets)",
"buyer_roles": ["Founder/CEQO", "Product Manager", "CTO/Tech Lead", "Angel Investor",
"Clinical Advisor", "Marketing Lead"]
2
"issues_addressed": [
"70% abandon apps after day one; 94% uninstall within 30 days",
"Retention below 5% after one month",
"Generic, boring early experiences",
"Saturated market dominated by Calm and Headspace",
"Buggy onboarding flows drive drop-offs",
"Wearable integration struggles (sync errors, accuracy, privacy)"
1,
"primary_gains": [
"Retention-focused UX (gamification, streaks, personalization)",
"Differentiation from Calm/Headspace via niche features or Al personalization”,
"Frictionless onboarding with motivating first sessions",
"Seamless wearable integration (Apple Watch, Fitbit)",
"Investor-ready narrative with strong retention metrics",
"Habit-forming design that keeps users engaged beyond week one"
1,
"common_objections": [
{ "objection": "The wellness app market is saturated", "response"; "Show USP
differentiation vs Calm/Headspace, with competitor maps" },
{ "objection": "Users won't stick around", "response": "Present data from gamification and
retention-focused UX projects” },

{ "objection": "Wearable data isn’t reliable", "response": "Demo smooth Apple Watch/Fitbit
flows with disclaimers" },

{ "objection": "Wellness apps don’t ROI", "response": "Show monetization pathways:
premium subs, Al coaching, communities" },
{ "objection": "We’ve tried before and failed", "response": "Position as specialists with
proven retention playbooks" }
1,
"trust_levers": [
"Case studies of apps with retention > industry benchmark",
"Retention-focused audits vs Calm/Headspace”,
"Wearable integration demos with smooth user journeys",
"Testimonials from early adopters or niche communities",
"Evidence of Al-personalization features and habit loops"
1,
"dealbreakers": [
"Generic 'another meditation app' without USP",
"No clear retention strategy",
"Unreliable wearable integrations”,
"Vague or slow delivery timelines",
"No proof of traction"



1,
"buying_committee": |
{ "role": "Founder/CEQ", "pain": true, "budget": true, "risk": "sometimes", "success": false,
"concerns": ["Growth", "Differentiation", "Retention metrics"] },
{ "role": "Product Manager", "pain": true, "budget": false, "risk": false, "success": true,
"concerns": ["Onboarding", "Habit formation", "UX quality"] },
{ "role": "CTO/Tech Lead", "pain": "sometimes", "budget": "partial", "risk": true, "success":
true, "concerns": ["Integration”, "Performance", "Reliability"] },
{ "role": "Angel Investor", "pain": false, "budget": true, "risk": true, "success": false,
"concerns": ["ROI", "Market positioning", "Scalability"] },
{ "role": "Clinical Advisor", "pain": "sometimes", "budget": false, "risk": "partial", "success":
false, "concerns": ["Data validity", "Compliance", "Privacy"] },
{ "role": "Marketing Lead", "pain": true, "budget": false, "risk": false, "success": true,
"concerns": ["Engagement”, "Churn reduction", "Differentiation"] }
1,
"voice_tones": [
{ "label": "Peer", "description": "Conversational, empathetic, startup-to-startup”, "use_for":
['Founders", "Solo entrepreneurs"] },
{ "label": "Challenger", "description": "Myth-busting, reframes saturated-market fears",
"use_for": ["Investors", "Growth-minded founders"] },
{ "label": "Expert", "description": "Calm, proof-heavy, retention-focused", "use_for":
["CTOs", "Advisors"] },
{ "label": "Whisperer", "description": "Curiosity-driven, provocative", "use_for": ["Burned
founders", "Skeptics"] },
{ "label": "Advisor", "description": "Insightful but non-pushy", "use_for": ["PMs", "Incubator
partners"] }
1,
"styles": ["Analytical", "Narrative", "Outcome-Based", "Symptom-Led", "Question-Driven",
"Data-Driven"],
"emotion_levels": [
{ "level": "Low", "description": "Calm, logical", "use_case": ["Investors", "CTOs"] },
{ "level": "Medium", "description": "Balanced urgency", "use_case": ["Founders under
investor pressure"] },
{ "level": "High", "description": "Urgent, emotional", "use_case": ["Launch deadlines",
"Pitch prep"] },
{ "level": "Tensioned", "description": "Subtle risk/urgency", "use_case": ["Retention crisis
framing"] }
1,
"preferred_cta_format": [
{ "channel": "LinkedIn", "type": "Case drop", "sample": "Want to see how one app doubled
7-day retention?" },
{ "channel": "Email", "type": "Diagnostic", "sample": "Drop your retention numbers—we’ll
map a 30-day fix." },
{ "channel": "Founder Forums/Slack", "type": "Audit", "sample": "We’'ll benchmark your
onboarding against Calm." },
{ "channel": "Notion/Docs", "type": "Mini-diagnostic", "sample": "Audit your wellness
UX—aquick report, no strings." }

1,



"winning_messaging": [

"70% of wellness apps lose users on day one—what’s your 7-day retention rate?",

"We help wellness apps triple retention in the first 30 days",

"Your app can stand out with Al-driven personalization and wearable-first UX",

"94% of wellness apps are deleted in 30 days—we design the ones that survive"

1,
"competitive_landmine_map": [

{ "competitor_claim": "We’re just like Calm, but cheaper", "buyer_doubt": "Imitators fail to
retain; price doesn’t fix churn”, "counter": "We differentiate your app so it doesn’t compete on
price" },

{ "competitor_claim": "We do general app design for everyone", "buyer_doubt": "Generic
design doesn’t retain wellness users", "counter": "We specialize in retention-focused health
ux*},

{ "competitor_claim": "Beautiful Ul solves the problem", "buyer_doubt": "Pretty visuals
don’t stop churn", "counter": "Retention is behavior design + trust signals, not just beauty" },

{ "competitor_claim": "Wearables are easy to integrate", "buyer_doubt": "Founders burned
by sync bugs and unreliable sensors", "counter": "We’ve solved Apple Watch and Fitbit edge
cases"},

{ "competitor_claim": "Wellness market is booming, anyone can win", "buyer_doubt":
"Founders know failure rates are brutal", "counter": "We turn saturation into differentiation
with niche UX" }

1,
"qualification_questions": [

"What'’s your current 7-day retention rate?",

"Do you have a clear differentiation narrative versus Calm/Headspace?",

"Is wearable integration a priority for your MVP?",

"What'’s the biggest friction users report during onboarding?",

"How are your investors measuring early success—downloads, retention, or revenue?"

]
}
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