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Final Executive Presentation Plan

Slide 1 — Recommendation

e Beats should launch a high-fidelity wireless speaker, with strategic acoustic and
feature improvements.

— Consumer demand, usage frequency, and willingness to pay all validate the category
opportunity.

— The 1844 segment shows strong alignment with Beats’ brand and premium positioning.

— Competitive gaps (EQ customization, multi-speaker pairing, high-fidelity tiers) present clear
opportunities for differentiation.

— Addressing known pain points—bass distortion, unbalanced tuning, and lack of EQ—positions
Beats for a successful launch.

Slide 2 — Wireless speaker usage is strong, frequent, and centered around
music consumption.

e Nearly 64% of consumers use their wireless speaker daily or several times per
week.

— Daily use: 29.34%; several times per week: 34.25%.
— Indicates the speaker is a habitual device, not an occasional purchase.

e Listening to music is the #1 activity consumers use their speaker for across all
age groups.

— Music dominates usage by a wide margin, far ahead of podcasts, calls, or gaming.
— Supports a product strategy that prioritizes sound quality over secondary features.

Slide 3 — Gen Z and Millennial buyers are willing to pay premium prices, but
only when quality justifies cost.

e The top 25% of spenders in the 18—44 age range pay $200-$300+ for their
speaker.

— Spending distribution rises significantly with age within this group.
— Strong match to Beats’ existing brand positioning and pricing power.

e Consumers explicitly link price to performance, value, and brand trust.
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— “The price has to match the quality.”
— “T look at reviews and the brand before deciding to buy.”
— “If the battery life is high and the sound is high, I’'m willing to pay a high price.”

Slide 4 — Sound quality is the strongest driver of satisfaction and the most
common improvement requested.

e Higher sound-quality ratings directly correlate with higher overall satisfaction.

— Very Poor SQ = 2.00 satisfaction
— Excellent SQ = 4.50 satisfaction
— Indicates sound quality is the clearest predictor of brand loyalty.

e Bass quality, clarity, and loudness dominate how consumers evaluate sound.

— Bass Quality: 8.7%

— Clarity: 8.4%

— Loudness/Volume: 7.9%

— These attributes define “high-fidelity” for the target audience.

e About 23% of consumers who rank sound quality as “most important” also
name it as the #1 improvement needed.

— Battery life follows closely at 22%.
— Directly informs product tuning priorities.

Slide 5 — Competitor offerings excel in customization and ecosystem features
that Beats does not yet provide.

e JBL sets the sentiment benchmark with 74% positive reviews (6—10 points
higher than Beats and Bose).

— Indicates strong competitive positioning in performance and durability.

e Competitors offer EQ customization, multi-speaker pairing, and high-fidelity
tiers.

— JBL, Sony, Marshall, Bose (2nd gen) all support in-app EQ controls.

— JBL and Marshall support pairing multiple speakers for room-filling sound.
— Bose and Marshall offer “true hi-fi” models at higher price points.

— Beats currently offers only one speaker at a single price tier.
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Slide 6 — Consumers praise Beats’ sound, design, and Apple integration—but
identify consistent sound-quality issues.

e Beats strengths reflect strong brand fit with target buyers.

— Sound quality praised in 67.6% of positive reviews.
— Connectivity & Apple ecosystem integration (~35%).
— Stylish, minimalist design (~27%).

— Word cloud highlights positive focus on “speaker,
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sound,” “bass,” “volume,” and “music.”

e Two main sound-quality issues emerge across neutral and negative reviews.

— Bass distortion at higher volumes: mentioned by 27% of neutral/negative (1-2 star) reviews.
— “At above 50% the bass becomes muddy... weird flutter sound.”

— Unbalanced, bass-heavy profile: 18% mention V-shaped tuning or missing mids/highs.

— “Muffled mids, highs are non-existent... V-shape nightmare.”

e Lack of in-app EQ customization is a recurring frustration among 18% of
reviewers.

— Limits personalization and puts Beats behind category leaders in control and tuning flexibility.

Slide 7— Recommended Product Strategy for Beats’ High-Fidelity Wireless
Speaker

e Elevate acoustic performance across bass, mids, and highs to reduce distortion
and improve clarity.

— Directly addresses the two biggest sound-quality complaints (27% + 18%)).
— Preserves signature Beats bass while achieving balanced high-fidelity performance.

e Add in-app EQ customization to meet modern consumer expectations.

— Table stakes for premium-tier products.
— Resolves a top frustration cited in 18% of reviews.

e Enable multi-speaker pairing to support social listening and “room-filling”
sound.
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— Aligns Beats with market leaders JBL & Marshall.
— Opens opportunities for new use cases (parties, outdoor setups, multi-room audio).

e Introduce a tiered speaker lineup to meet diverse price-performance
expectations.

— Entry, mid-tier, and high-fidelity models mirror competitive landscapes from JBL, Marshall,
and Bose.
— Expands TAM and positions Beats as a serious audio brand across tiers.

e Target Gen Z + Younger Millennials (18-44) who demonstrate high usage and
willingness to pay.

— Strong alignment with Beats’ brand identity, design language, and ecosystem advantages.

Suggested by Chatgpt:

1. Provide exact price points for the 3-tier pricing structure
- Where does Beats sit relative to JBL/Marshall/Bose on pricing structure?
2. Provide an estimated cost structure and margin feasibility

**Even rough numbers are needed:

Driver cost

Battery cost

DSP and chipset cost
Material upgrades
App development cost

Why it’s critical:

Beats (and Apple) operate under strict margin requirements. A new product must hit established
margin bands.

3. High-Fidelity Definition (Technical Specification)

You define hi-fi from a consumer perspective, but not technically:

e Driver size
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e Frequency response range
e DSP tuning
e THD (total harmonic distortion) targets

Why this matters:
I need to know what “high-fidelity” means for engineering and supply chain.

4. Clear Target Persona(s)

You identify a broad 18—44 range, but you need:

e 1-2 detailed personas
e Their needs, frustrations, and buying triggers

Why this matters:
Personas help product, design, and marketing move in sync.

5. Your strategy is solid, but you need a simple positioning sentence, €.g.:

“The Beats Hi-Fi Speaker: High-fidelity sound with iconic design and seamless Apple
integration.”

Why this matters:
Executives need to see the conceptual “north star.”

6. Go-to-Market Financial Projection (Lightweight)
At minimum:

- Launch price

- Expected launch volume

- Revenue projection for year 1

- Why this matters:
No CEO signs off without seeing financial upside

7. Risk Assessment and Mitigation Plan
For example:
e [faudiophiles distrust Beats’ sound profile
e IfEQ development slips
e If costs exceed expectation
e If multi-speaker pairing is not stable

Why this matters:
Executives evaluate recommendations based on risks just as much as opportunities.
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Summary of Refined Suggestions (Markdown)

## 3.6 Financial Projection (Student-Appropriate Version)
Goal:

Provide a directional, high-level view of financial potential without needing internal Beats
data.

What to Include (Feasible for Students):
e Market size (public data sources like Statista, Fortune Business Insights)
e Estimated size of the hi-fi subsegment (can be approximate)
e Competitor price benchmarks (e.g., JBL, Marshall, Bose hi-fi models)
¢ Your recommended Beats price point
e Simple scenario-based revenue projection, such as:
o Conservative: 0.5% market penetration
o Base case: 1%
o Aggressive: 1.5%
Example phrasing:

“If Beats captures 1% of the U.S. premium wireless speaker market at an ASP of $249, this
represents ~$18—$25M in first-year revenue (illustrative).”

Important Notes:
e Use ranges, not precise numbers.
e Include assumptions clearly.
e Present this as illustrative, not a forecast.

e Executives expect directional logic, not perfect data.

## 3.7 Risk Assessment & Mitigation (100% Feasible for
Students)

Goal:

Show awareness of real-world risks and present reasonable, strategic mitigation steps.
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Important Clarification:

A risk section does not need statistics.
It is qualitative and based on:

e Consumer themes

e Competitive patterns

e Technical feasibility

e Market expectations

e Your own judgment
Recommended Risks & Mitigations (Examples):
Risk 1 — Audiophile skepticism of Beats’ bass-heavy reputation
Mitigation:

e Transparent tuning philosophy

e Balanced sound profile

e App-based EQ customization

Risk 2 — Feature upgrades may increase BOM costs
Mitigation:

e Tiered lineup

e Shared components across models

e Start with mid-tier release

Risk 3 — Strong competitive reaction (JBL, Bose, Marshall)
Mitigation:

e Leverage Apple ecosystem integration

e Strong design-forward marketing

e Distinct Beats “sonic identity”

Risk 4 — Technical delays (EQ app, multi-speaker pairing)
Mitigation:

o Phased feature rollout
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e Early testing with Apple audio engineering team

e Soft launch in select markets

Risk 5 — Survey sample skews young
Mitigation:

e Treat survey as directional

e Validate with secondary market research

e Pair with competitive sentiment analysis

Why Execs Value This Section:
e Shows strategic maturity
e Demonstrates awareness of constraints
e Gives confidence that the recommendation is grounded

e Proves your thinking extends beyond the “ideal world”

Final Summary

e 3.6 Financial Projection: Use directional, scenario-based estimates grounded in public
market data and competitor pricing. No internal data needed.

e 3.7 Risk & Mitigation: Fully qualitative, strategic, and absolutely appropriate for a
student project. No statistics required.

e Both sections significantly strengthen the executive credibility of your deck.
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