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@® Business case study

Extensive Price Sentiment and
Preference Analysis for a Leading
Satellite Company in North America

Introduction

A leading satellite company in North America, known for
providing cutting-edge satellite communication services,
encountered significant challenges in understanding customer
price sensitivity and preferences. In an increasingly competitive
market, the company recognized the need to closely examine
how its pricing strategies were being perceived by its diverse
customer base. The company sought to not only remain
competitive but also to tailor it’s pricing in a way that would
maximize customer satisfaction and drive purchasing decisions.
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As customers increasingly scrutinize the value they receive
relative to the cost of services, the company faced the dual
challenge of aligning its pricing with customer expectations while
ensuring profitability. To address this, the company partnered
with Data Bridge Market Research (DBMR) to conduct an
extensive price sentiment and preference analysis. The goal was
to uncover actionable insights into customer attitudes towards
pricing, understand the factors that drive purchasing behavior,
and refine its pricing strategies accordingly. Through this
analysis, the satellite company aimed to optimize its price
offerings, improve market positioning, and enhance overall
customer loyalty.
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Challenges Faced by the Client

Addressing the core challenges was crucial to DBMR's strategy. In the satellite service market, the client faced several key challenges
that impacted their ability to optimize pricing and meet customer expectations

= |nability to Assess Real-Time Customer Sentiment Regarding Current Pricing.

The client faced significant limitations in gauging real-time customer sentiment towards their existing pricing structure, which
hindered their responsiveness to market demands. Without immediate feedback, they were unable to adapt swiftly to shifts in
customer expectations or dissatisfaction levels, leading to missed opportunities in customer retention and loyalty. This gap
limited the effectiveness of the client’s customer service teams in addressing price-related concerns and fostering positive
brand perceptions. The lack of sentiment analysis tools also made it difficult to identify specific price points or policies that
triggered negative responses, leaving the company unable to fine-tune its pricing based on actual customer perceptions.
Ultimately, this challenge constrained their ability to maintain a competitive edge through customer-centric pricing.

= Difficulty in Analyzing Regional Price Preferences and Market Segmentation

With a vast customer base across diverse regions in North America, the client struggled to accurately capture and analyze
regional price preferences, creating hurdles in delivering tailored pricing solutions. Each region had unique economic factors,
purchasing power, and consumer expectations, but the client’s data systems weren’'t equipped to distinguish and act on these
localized trends. This oversight led to a one-size-fits-all pricing approach, which was less effective in meeting regional
demands and, in turn, limited their potential for market penetration in specific areas. Furthermore, without a segmented view of
the market, they missed out on identifying niche opportunities where specific pricing models could have been more effective.
This lack of detailed regional insights ultimately hindered the company’s ability to optimize revenue in different parts of the
continent.

Need to Understand the Correlation
between Pricing Changes and
Customer Churn Rates

Limited Insights into How Competitors
Pricing Strategies Impacted
Customer Preferences

The client was also limited by a lack of comprehensive
understanding of how competitors’ pricing strategies
influenced their own customer base. As the market grew
increasingly competitive, with other providers adjusting
prices and offering promotions, the client could not
accurately gauge the extent to which these external
changes affected their own customers’ satisfaction and
retention. This knowledge gap made it challenging to
predict customer attrition driven by competitive pricing or
to implement timely counter-strategies to retain high-
value clients. Additionally, without insights into competitor-
led shifts in customer preference, they struggled to position
their pricing as uniquely valuable or differentiate it from
alternatives. This challenge left the company vulnerable to
losing customers to competitors with more appealing price
points or better-aligned value propositions.

The client lacked the analytical tools and methods to
measure how fluctuations in their pricing models directly
influenced customer churn, which is critical for adjusting
pricing strategies proactively. Without clear data linking
specific price adjustments to increased or decreased
customer retention, they were unable to implement
evidence-based pricing decisions to curb churn rates.
The absence of this insight left their pricing strategy
reactive rather than proactive, meaning they often had
to address customer loss after the fact, rather than
preventing it. This challenge not only impacted customer
loyalty but also added operational costs as they
attempted to re-engage customers who had already
left. Understanding this correlation was essential to
enable more stable revenue streams and maintain
customer satisfaction in a highly competitive landscape.

= Lack of Data-Driven Strategies for Adjusting Pricing Models to Boost
Customer Retention

A major challenge for the client was the absence of data-driven methodologies to develop adaptive pricing models that
encouraged long-term customer retention. Without predictive analytics and machine learning insights, they relied on
generalized assumptions rather than specific, data-backed recommendations tailored to their customer segments. This
limitation hampered their ability to personalize pricing, which is increasingly important for enhancing customer loyalty in the
satellite services market. The lack of data-driven insights also prevented them from identifying opportunities for bundling or
discounting in ways that would appeal to their customer base. Consequently, the client’s pricing strategy lacked flexibility, which
made it difficult to foster customer loyalty and meet evolving customer expectations in an environment where competitors could
offer more tailored, attractive pricing solutions.

DBMR Approach

Data Bridge Market Research employed a multifaceted approach to address the client’s needs:

Conducted a Comprehensive Survey Targeting Different Customer
Segments to Gather Feedback on Pricing
Satisfaction and Preferences

Data Bridge Market Research began by designing a detailed
survey dimed at capturing real-time feedback from varied
customer segments, focusing on how pricing influenced their
satisfaction and purchasing decisions. This survey allowed them
to obtain precise insights into customer expectations and
preferences, making it easier to understand which price points
resonated most with different demographics. By targeting multiple
segments, they identified specific customer needs and pain points
associated with the existing pricing model, providing the client
with valuable data to refine their strategy. This approach also
enabled them to capture insights into potential service
enhancements that could add value to the current price structure,
directly addressing customer sentiment.

Analysed Competitors Pricing Strategies to Identify Gaps and Opportunities In The Client’s
Pricing Model

To address the client’s lack of competitive insights, Data Bridge Market Research conducted an in-depth analysis of competitor
pricing strategies, examining how competing prices and offers affected customer preferences in the market. This involved studying
competitors’ pricing patterns, discount policies, and customer engagement tactics to uncover where the client’s pricing model could
better align with market expectations. Through this analysis, Data Bridge identified gaps in the client’s current offerings and
opportunities to introduce differentiated pricing strategies that would appeal to customers. These insights empowered the client to
strategically adjust prices and offers, positioning them competitively without compromising profitability.

Leveraged Advanced Sentiment Analysis Tools to Capture
Customer Emotions and Responses Related to Pricing

Used Statistical Modelling to Evaluate the Impact of Price
Changes on Customer Loyalty and Churn Rates

Data Bridge Market Research employed sophisticated
sentiment analysis tools to capture customer reactions and
feelings towards the client’s pricing. This technology enabled
them to process large volumes of feedback data from sources
such as social media, customer reviews, and support
interactions, detecting nuances in customer emotions about
specific price points. By analyzing sentiment trends, they
pinpointed which aspects of the pricing structure generated
positive or negative feelings among customers. This approach
provided a comprehensive view of customer sentiment,
allowing the client to make informed adjustments that would
enhance satisfaction and mitigate potential dissatisfaction

To address the need for understanding the correlation
between price changes and customer churn, Data Bridge
Market Research applied advanced statistical modeling. This
technique involved analyzing historical data on pricing
adjustments alongside customer retention and churn rates to
quantify the effects of price changes on loyalty. By using
predictive modeling, they were able to forecast the likely
outcomes of specific pricing strategies, giving the client a
data-driven basis for decisions. This approach enabled the
client to implement proactive pricing adjustments that
optimized retention and minimized churn, transforming their
strategy from reactive to preventative.

tied to pricing.

Developed Regional Pricing Preference Maps to Highlight Geographic Price Sensitivity
Variations

Data Bridge Market Research created regional pricing preference maps to reveal geographical differences in price sensitivity across
North America. These maps were developed using data from regional surveys, sales figures, and economic analyses, highlighting
how local purchasing power, competition, and demand varied. This information allowed the client to implement region-specific
pricing strategies, offering tailored pricing that aligned with the unique characteristics and expectations of each area. As a result, the
client could maximize revenue potential in different regions by catering to localized price preferences, making their approach more
competitive and customer-focused across the market.

Our Recommendations

Data Bridge Market Research’s approach centers on delivering concise, actionable strategies for the satellite communication market.
These strategies are designed to enhance market positioning and drive growth, aligning with current trends and future opportunities
for long-term success

B Implement a tiered pricing strategy to cater to different
customer segments based on usage and service needs

m Introduce promotional offers to reduce churn during price
adjustment periods

B Regularly monitor competitor pricing and adjust m  Consider bundling services to provide more value,
accordingly to remain competitive without sacrificing increasing perceived price fairness among customers
profitability

®= |nvestin a dynamic pricing model that can be adjusted
based on real-time market conditions and customer
feedback

Benefits and Outcome

Data Bridge Market Research using multifaceted approach which benefited client to optimize pricing, boost in customer acquisition
and overcome many other challenges as mentioned below:

m  The client experienced a significant reduction in customer
churn, with a 12% improvement in retention rates over six
months

m Enhanced market competitiveness by optimizing pricing to
balance profitability with customer preferences

m  Clear insights into regional price preferences allowed for
the development of targeted marketing campaigns,
leading to a 15% boost in customer acquisition in previously
underperforming regions

B |ncreased customer satisfaction due to the introduction of
pricing tiers that aligned with varied customer needs

Conclusion

DBMR'’s data-driven approach enabled the satellite company to strategically adjust its pricing model, leading to improved customer
retention and satisfaction. By understanding customer sentiment and price preferences across regions, the company was able to
optimize its competitive position in the market while maintaining profitability. This case highlights the importance of combining
sentiment analysis with pricing strategies to drive customer loyalty and growth.
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