SAMPLE DELIVERABLE — DEMONSTRATION DATA

Market & Competitor Intelligence
Report

Home Espresso Equipment (Premium Prosumer Segment) — United States
Prepared as a portfolio sample - Format: Standard tier (condensed)
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1. Executive Summary

The decision this report informs: whether to launch a premium ($700-$1,500) home
espresso machine line into the US market via Shopify DTC in the next 6 months.

Verdict: Favorable, with one condition. Demand indicators are strong and growing (search
volume +38% over 24 months in the segment), but the winning entrants compete on
workflow and ecosystem (grinder + accessories + content), not machine specs alone.
Entering with a machine-only offer against incumbent ecosystems is the primary failure
mode.

Key findings
« Segment demand is structurally growing: home coffee investment habits formed 2020-2022
have persisted; replacement/upgrade cycles now drive repeat purchases.

» Price ladder is bifurcating: sub-$400 entry is crowded and margin-thin; $700-$1,500
"prosumer” band shows the strongest margin headroom and review-velocity growth.

» Top 3 competitors hold ~70% of segment mindshare; all three under-serve one customer
segment (see 85: the "upgrading enthusiast" pain gap).

» Primary acquisition channel in segment: YouTube long-form reviews + SEO comparison
content; paid social plays a support role only.

2. Market Sizing & Demand Signals

Indicator Reading Signal
Segment search interest (24-mo trend) +38% cumulative growth in prosumer-category Positive
queries

Community growth (enthusiast Sustained double-digit membership growth; high Positive
forums/subreddits) posting velocity

Review velocity, $700-$1,500 products Fastest review accumulation in the category Positive
Sub-$400 entry band Price compression, coupon-led competition Negative
Used/refurb market depth Deep secondary market slightly caps new-entry Watch

pricing power

Method note: figures shown are illustrative placeholder readings demonstrating report structure;
live reports carry sourced figures with confidence ratings and derivations shown.



3. Competitor Teardown (Summary — full matrix in §6)

. e Price ETY Exploitable
Competitor Positioning T e~ Key strength A
Competitor A "Café at home" $999- Owned Brand trust, Slow model refresh;
(incumbent lifestyle $1,499 content + accessory lock- = aging UX; support
ecosystem ecosystem retail partners  in complaints rising
brand)

Competitor B Precision/nerd $699— YouTube Community Weak post-purchase
(DTC challenger) = credibility $999 reviewers, credibility, experience; long lead
SEO transparent times
specs
Competitor C Heritage/craft $799— Retall Brand story, Minimal DTC
(Italian heritage authenticity $1,299 distribution machine presence; no content
brand) longevity engine; invisible to

4. Customer Segments

under-35 buyers

Share of

Segment demand

Core job-to-be-done

Served by incumbents?

Upgrading enthusiast (owns ~45%
sub-$400 machine)

First-time premium buyer ~30%
Gift/occasion buyer ~15%
Prosumer/hobbyist modder ~10%

"Noticeably better shots
without a barista learning
curve"

"Buy once, buy right —
justify the spend"”

"Impressive, safe,
returnable”

"Hackable, serviceable,
parts forever"

5. The Gap: What Nobody Sells Well

Under-served — incumbent
onboarding assumes expert
knowledge

Adequately served

Adequately served

Served by niche players

The upgrading enthusiast wants a guided outcome, not a machine. Incumbents sell hardware

and assume expertise. The whitespace offer: machine + calibrated grinder + guided dialing-in
program (content, presets, community) at $999-%$1,199. This converts the segment's biggest
purchase anxiety — "will | actually get better coffee?" — into the product itself.

6. Recommendations — So What, Now What

« Enter at $999 with an outcome-bundle (machine + grinder + guided program), not a

machine SKU.
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* Channel: seed 8-12 mid-tier YouTube reviewers pre-launch; build comparison SEO ("
[Competitor A] vs [your brand]") from day one.

« Do not compete sub-$700. That band is a margin graveyard for new DTC entrants.

« Watch metric: Competitor B's lead times — if they normalize, its community-credibility
advantage compounds; entry window is the next 2 quarters.

— End of condensed sample. Standard-tier reports run ~20 pages including full competitor matrix,
traffic/channel analysis, and data appendix with sources. —
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