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Company Understand the Supply Chain of
Hearing Aids for Better Product Positioning
and Distribution

Client Background:

The client, a leading Korean hearing aid manufacturing company, had been a recognized player in the domestic
market for several years. Known for its innovative technology and high-quality products, the company had a strong
presence in Korea but was looking to expand its market share and global presence. With the global hearing aid
market being highly competitive, the client wanted to gain a better understanding of the entire supply chain to
optimize its product positioning, distribution channels, and ultimately drive greater sales in international markets.

Despite having strong products and advanced technology, the company struggled to penetrate new markets due to
a lack of understanding of the global hearing aid supply chain and the role of key intermediaries, such as
manufacturers, retailers, distributors, audiologists, and healthcare providers. They needed data-driven insights to
optimize their distribution network and fine-tune their product positioning to meet consumer needs and
expectations in various global regions.

The client turned to DBMR (Data Bridge Market Research) for a comprehensive study that would help them
understand the various entities involved in the hearing aid value chain and enhance their distribution strategies to
achieve greater success in new markets.

Challenges Faced by Client:

The main challenge faced by the client was the lack of visibility into the global hearing aid supply chain. As the
company prepared to expand internationally, they needed to understand the roles of key stakeholders involved in
the distribution process and how they could leverage these insights to position their product more effectively.
Specifically, the challenges were:

@  Complex Supply Chain: The hearing aid supply ¥ Retailer and Distributor Networks: In the hearing
chain is complex, with several key players aid industry, retail distribution channels and
involved. From raw material suppliers to wholesale networks are crucial. Understanding
manufacturers, wholesalers, distributors, how hearing aids are sold through these
retailers, audiologists, and healthcare providers, networks, both online and offline, was a key
the client needed a comprehensive view of the challenge for the company

entire value chain

@  Consumer Preferences: Consumers expectations
for hearing aids vary by region. Preferences such
as price sensitivity, product features, brand
loyalty, and after-sales service played a
significant role in purchasing decisions. The
company needed to understand these
preferences to adjust its product offerings
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Geographic Disparities: Different regions have
distinct consumer needs, regulatory
requirements, and market conditions.
Understanding these regional differences was
critical for product positioning and distribution
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@  Market Entry Strategy: Entering new international
markets without a clear distribution strategy
could lead to costly mistakes. The client needed
a well-defined strategy to enter these markets
efficiently and at a competitive advantage

The client’s objective was to leverage market research to identify the best opportunities for product positioning and
optimize their supply chain for more effective distribution across multiple regions.

Approach Taken by DBMR:

DBMR's approach involved a multi-step, data-driven research process that aimed to provide the client with a
complete understanding of the hearing aid market supply chain. This research focused on the manufacturers,
retailers, distributors, audiologists, healthcare providers, and the consumers themselves.

1. Comprehensive Market Mapping & Value Chain Analysis:

DBMR's first step was to map the entire supply chain of hearing aids. This involved identifying key stakeholders at
each level of the value chain and understanding their role in the production, distribution, and retail processes.

Manufacturers: DBMR identified the top manufacturers of hearing aids globally, along with the various market
segments they served. This included understanding the competitive landscape in terms of market share,
technological advancements, and pricing strategies of major players. Insights into the manufacturing processes,
sourcing of raw materials, and the impact of regional regulations were also provided.

Raw Material Suppliers: The research also examined the role of raw material suppliers and their impact on the
pricing and quality of hearing aids. Materials like semiconductors, plastics, and microchips used in the production of
hearing aids were explored to help the client understand potential challenges and cost drivers.

Distributors and Wholesalers: DBMR studied the distribution networks, especially for international markets, to identify
which distributors and wholesalers had a strong presence in key global regions. The analysis also highlighted how
hearing aids are distributed from manufacturers to healthcare providers, audiologists, and retailers.

Retailers: Retailers play an essential role in the hearing aid supply chain, and understanding the dynamics between
manufacturers and retailers was crucial. DBMR provided an in-depth examination of both offline and online retailers,
highlighting the major players, pricing models, promotional strategies, and distribution channels they use. This
helped the client determine the most effective ways to partner with retailers in target markets.

Audiologists and Healthcare Providers: Since hearing aids are medical devices, audiologists and healthcare
providers are integral to the distribution process. DBMR's research delved into the role of audiologists in
recommending and fitting hearing aids for consumers, as well as how healthcare providers influence purchasing
decisions. The analysis also included the relationship between hearing aid manufacturers and audiologists in terms
of product recommendations and service packages.

2. Competitive Landscape Assessment:

Understanding the competition was critical for the client to develop a competitive edge in the market. DBMR
conducted a thorough competitive analysis, focusing on both global and regional players in the hearing aid
industry. The research covered:

Key Competitors: An in-depth profile of key players, including market leaders such as Sonova, Demant, and
Cochlear, as well as smaller, regional competitors

Market Share Analysis: DBMR provided detailed insights into the market share of top competitors in various regions,
allowing the client to see where their products might fit into the competitive landscape and which markets offered
the most potential

Distribution and Retail Strategies: A critical part of the competitive analysis focused on how competitors distribute
their products, including their partnerships with retailers, wholesalers, and healthcare providers. By identifying
successful distribution strategies employed by competitors, DBMR helped the client pinpoint opportunities to improve
their own distribution network

3. Regional Market Insights and Distribution Channel Optimization:

The hearing aid market is diverse, with significant regional differences in terms of consumer preferences, pricing
sensitivity, and purchasing behavior. DBMR provided the client with detailed insights into the regional markets
that would be critical for the client’s global expansion. These insights included:

Consumer Preferences: DBMR conducted consumer surveys to understand preferences in various regions, focusing
on factors such as price sensitivity, feature preferences (such as rechargeable batteries, wireless connectivity), and
brand loyalty. This allowed the client to tailor their product offerings based on regional demand and competitive
trends

Regulatory Considerations: The regulatory environment varies by country, and DBMR provided insights into the legal
and certification requirements for hearing aids in different regions. This helped the client plan for compliance with
regional standards, reducing the risk of delays and regulatory barriers when entering new markets

Distribution Networks: The research identified the best-performing distribution channels in key regions, including the
role of direct-to-consumer sales, partnerships with audiologists, and retail networks. This allowed the client to
optimize their distribution channels, ensuring their products would reach their target markets efficiently

4. Consumer Behavior Analysis:

Understanding consumer behavior is vital for product positioning. DBMR conducted primary and secondary
research to understand how consumers perceive and purchase hearing aids in different regions. This included:

Demographic Segmentation: DBMR analyzed the purchasing behavior of different age groups, income levels, and
geographic locations to help the client identify the most profitable segments. For instance, younger consumers may
lbe more inclined to choose hearing aids with advanced features, while older consumers may prioritize ease of use
and comfort

Brand Loyalty and Perception: Through surveys and focus groups, DBMR gathered insights into brand loyalty and the
factors that influence consumers’ decisions to choose one brand over another. This helped the client develop
targeted marketing strategies to strengthen their brand positioning

Price Sensitivity: Pricing plays a significant role in the hearing aid industry, and DBMR analyzed how price-sensitive
different consumer segments were. The findings helped the client adjust their pricing strategy to be competitive
while maintaining profitability

5. Distribution Optimization Strategy:

Based on the comprehensive analysis of the supply chain, competitive landscape, regional insights, and
consumer preferences, DBMR recommended a tailored distribution strategy for the client. The strategy included:

Direct-to-Consumer (DTC) Sales: DBMR recommended the client explore DTC sales channels through their website
and online platforms. This would help them build a direct relationship with customers and improve margins

Partnerships with Audiologists and Healthcare Providers: Strengthening relationships with audiologists and
healthcare providers was suggested as a way to drive product adoption. By offering tailored solutions and training
for audiologists, the client could increase product recommendations in clinics and hospitals

Retail Partnerships: The analysis of regional retail channels revealed opportunities for the client to partner with
established retailers, both online and offline. By negotiating better terms and establishing strong relationships with
retailers, the client could gain better access to local markets

Inventory Management and Logistics: DBMR also helped the client optimize their inventory management and
logistics processes. By identifying potential bottlenecks and inefficiencies, the company could reduce costs and
improve product availability

Business Impact

By leveraging DBMR's insights, the Korean hearing aid manufacturer was able to:

Refine Product Positioning: With a clear understanding of consumer preferences and competitive dynamics, the
company refined its product positioning, emphasizing the features that were most important to target consumers in
different regions.

Expand Distribution Channels: The company successfully expanded its distribution network by partnering with key
retailers and audiologists, enabling them to reach a larger audience in both domestic and international markets.

Optimize Sales and Marketing Efforts: Armed with insights into pricing sensitivity and consumer preferences, the
company developed targeted sales and marketing strategies that resonated with different segments, leading to
increased brand awareness

J DATABRIDGE CONTACT US

aMARKET RESEARCH .
www.databridgemarketresearch.com

Connect with us

®® W@




