Strategic Cross-Question Analyses

1. Price—Feature Fit Analysis

e Questions involved:

o Q3 (Feature preferences), Q5 (Importance of factors), Q7 (Budget range).

e Analysis: Identify how feature preferences and purchase drivers shift by budget tier. For
example: do consumers in the $400-$600+ tier consistently demand customizable EQ +
multi-room pairing, while budget-conscious customers prioritize portability and battery
life?

e Purpose: Pinpoint the minimum viable feature set at each price band and validate if a
premium Beats speaker aligns with customer expectations.

2. Usage Context—Feature Alignment

e Questions involved:

o Q3 (Features), Q8 (Usage context), Q9 (Music genres).

e Analysis: Cross-tab usage environments (home vs. outdoor vs. parties vs. workouts)
with desired features and genres. Example: outdoor-heavy users may prioritize
waterproof design and battery life, while at-home users lean toward sound fidelity and
multi-room pairing.

e Purpose: Guide product variants and marketing narratives (e.g., a “rugged outdoor” line
vs. a “home hi-fi” model).

3. Sound Quality Expectations by Genre

e Questions involved:

o Q2 (Importance of sound quality), Q9 (Genres), Q6 (Ideal listening experience —
qualitative themes).

e Analysis: Correlate sound quality importance with dominant genres. Bass-driven genres
(Hip-Hop, EDM) may show stronger emphasis on high-fidelity audio and EQ flexibility.
Add thematic overlays from Q6 to see what “sound quality” means to different genres
(clarity, bass punch, immersive soundstage).

e Purpose: Sharpen Beats’ audio engineering priorities (e.g., tuning for low-end
performance vs. balanced fidelity).



4. Segmentation & Personas (Clustering)

Questions involved:
o Q1 (Usage frequency), Q3 (Features), Q5 (Purchase factors), Q7 (Budget), Q8
(Usage context), Q9 (Genres).
Analysis: Perform cluster analysis (e.g., k-means or latent class analysis) to identify
distinct customer personas. Example segments:
o Audiophile Home Listener: high budget, daily use, sound quality + EQ control.
o On-the-Go Adventurer: mid-range budget, outdoor use, battery + waterproof.
o Social Host: party/event users, brand/style focused, multi-room pairing.
Purpose: Define 2—3 core customer personas to guide product tiering, positioning, and
go-to-market strategy.

5. Current Brand Loyalty vs. Purchase Drivers

Questions involved:
o Q4 (Current brand/model), Q5 (Importance of price, brand, design, etc.), Q7
(Budget), Q10 (Requested improvements).
Analysis: Compare current brand users’ stated purchase drivers and pain points. Are
Bose/Sonos customers demanding better sustainability? Are JBL customers focused on
affordability and durability?
Purpose: Map competitor weaknesses to Beats’ opportunity space.

6. Heavy vs. Casual User Comparison

Questions involved:

o Q1 (Frequency), Q2 (Sound quality importance), Q3 (Features), Q7 (Budget).
Analysis: Contrast frequent users (daily/weekly) vs. occasional users (monthly/rarely).
Do frequent users show higher budget tolerance and demand for premium features,
while casual users stick to essentials?

Purpose: Decide whether Beats should prioritize premium high-margin enthusiasts or
mass-market accessibility.




Summary — Top Business-Critical
Insights to Target

1.

2.

Feature—Price Fit: What features justify higher price points, and do they align with
Beats’ brand equity?

Usage Context Alignment: Which contexts (home, outdoor, parties) represent the
biggest growth opportunity, and what feature bundles serve them best?

Audio Priorities by Genre: Which genres and listening expectations should guide
tuning and product design?

Customer Personas: Who are the 2-3 key customer archetypes that Beats should
design for and market to?

Competitive Gap Analysis: Where are existing brands failing, and how can Beats win?
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