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@< Unlocking Smartphone Delight

An In-Depth Analysis of Satisfaction Drivers Across Five Price Segments
techarc



Four Truths Shaping the Smartphone Market

A Universal Foundation

"Overall Experience"—encompassing
software stability and Ul fluidity—is the
primary satisfaction driver in every
segment, its importance growing from-
in the Luxe tier to 61% in the Entry tier.

Hardware Justifies the Price

For Luxe and Premium buyers, Battery
and Camera performance are critical
differentiators, collectively
accounting for 27-32% of all positive
feedback.

The Value Paradox
The Entry-level segment reports the
highest user delight (81.21%), proving

satisfaction is a function of exceeding
core expectations, not just feature
count.

Price is About Value, Not Cost

Price-related positive feedback tri

from ~5% in premium tiers to over 15%
in the entry tier, demonstrating that
for the mass market, a strong value-for-
money proposition is paramount.
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Our Analysis is Built on Nearly 40,000 Positive

||

Source

Analysis of 39,000+ positive (4-5
star) ratings from major
eCommerce platforms.

 of feedback is product-

related, while 7.67% is price-related.

Customer Reviews

Segmentation

Market is divided into five
distinct price bands to
understand nuanced user
user priorities: Luxe,

iy T, @9ty

R
Objective

To identify and quantify the
specific features and attributes
that drive user delight and earn

top ratings from customers.
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Surprisingly, Entry-Level Users Report the
Highest Overall Delight

User Delight by Segment

81.21% The Expectation Engine

Delight is a function of
expectations met. Entry-level

Entry

Luxe 79.22% devices, by delivering flawlessly
on essential needs without
: : overpromising, generate the
Sl fiab s highest satisfaction. For these
users, a reliable deviceis a
vis T s gateway to digital life, and its
value exceeds the
sum of its specs.
Base 72.31%

techarc



As Price Decreases, Hardware Glamour Fades &::5"

M Camera

and Core Fundamentals Dominate -
_ Share of ‘Overall Experience’ Increases = = = m m m = = = - -}

39.96%

47.17% 57 63%

58.58%

61.18%

10.63%
13.75% 13.05% 8.11% 4.20%
0
4.79% 5.61% 8.12% 11.63% DRk
Luxe Premium Mid Base Entry

oo om=o= |mportance of ‘Battery & Camera’ Decreases —

techarc



Luxe Users Demand a Seamless Union of
Performance, Battery, and Camera

Segment Profile Top 3 Delight Drivers: Luxe Segment

Price Band: > ¥50,000
ot g Overall

0
Experience et

Paying for a seamless, high-end
experience. Users value smooth
performance and polished software
but also expect standout battery life Battery
and camera quality.

17.80%

95.21% of feedback is about the Camera
product experience, with only 4.79%

focused on price, the lowest of any

segment.

13.75%

Together, these three drivers account for 71.51% of all
positive feedback.
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The Premium Segment Seeks Near-Flagship
Experience with a Practical Edge

Segment Profile Top 3 Delight Drivers: Premium Segment
Price Band: ¥25,001 -%50,000

Overall Experience 47.17%

User Focus: Positioned at the
intersection of aspiration and
practicality. These buyers want a Battery
versatile, dependable device with
near-flagship battery and camera
performance. Camera

14.12%

13.05%
Key Statistic: 94.39% of feedback is

product-centric, reinforcing a strong These three drivers combine to represent 74.34%
focus on features over price. of satisfaction drivers.
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The Mid Segment—the Market'’s
Engine—Runs on Reliability and Value

Segment Profile Top 3 Delight Drivers: Mid Segment

Price Band: ¥12,001 - ¥25,000

User Focus: Users demand a balanced Overall Experience 52.63%
package: reliable day-to-day

performance, decent battery, and a

convincing price-to-spec equation. Battery
Optimization matters more than any

single extreme spec.

10.63%

Price 8.12%

Key Statistic: The Mid segment
contributes nearly 40% of all positive

reviews in the market.
Collectively, these factors contribute 71.38% of positive feedback.
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For Base Segment Buyers, a Fair Price for a Functional
Device is the Winning Formula

Segment Profile Top 3 Delight Drivers: Base Segment

Price Band: 36,001 -%12,000

Overall o

Strongly value-driven. Satisfaction is

achieved when the device reliably Price 11.63%
handles essential use-cases at a fair price.

Expectations on features like camera are

modest. Battery . 5.70%

Key Statistic

Price-related feedback (11.63%) is more

These three priorities form 75.91% of all satisfaction drivers for
than double that of the Luxe segment.

this segment.
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Flawless Basics and Affordability Create the
Highest Delight in the Entry Segment

Segment Profile Top 3 Delight Drivers: Entry Segment
Price Band: <%6,000

' 0
User Focus: A smartphone is a tool for Overall Experience _ 61.18%

daily survival. The priority is not
innovation but a functional, long-lasting
device. Users judge it holistically on
usability—it must run without failure.

Key Statistic Battery . 5.40%

Price sensitivity is the highest in the
market, with price-related feedback

peaking at 15.29%. Together, these core needs account for a commanding
81.87% of positive mentions.

Price 15.29%
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Smartphone Delight is Driven by Two Distinct Value Propositions

The Premium Market (Luxe & Premium)

Win on the Feature-Driven Experience

&)

Key Drivers

Battery and Camera performance are critical
differentiators, accounting for ~30% of delight. Users
expect and pay for standout hardware innovation.

Strategy

Invest in superior specifications and communicate
technological leadership.

The Value Market (Mid, Base & Entry)

Win on the Fundamentals-Driven Experience

Key Drivers

A smooth “Overall Experience” and a strong
price-to-performance equation are paramount.
Reliability trumps feature richness.

Strategy

Invest in software optimization and reliability, and
communicate the value story clearly.
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Strategic Imperatives for Driving Customer Satisfaction

Prioritize the Core Experience Above All.

A fluid, stable Ul is the universal foundation of delight. This should be a non-negotiable
investment, as it accounts for 40-61% of satisfaction across all segments.

Align R&D Investment with Segment Priorities.

Over-investing in camera technology for the Entry segment yields diminishing returns
compared to ensuring software stability. Conversely, an average battery in the Luxe
segment is a critical failure. Match your spend to what users value most.

Communicate Value Intelligently.

For the mass market (Mid, Base, Entry), delight is intrinsically linked to the
price-to-performance ratio. Marketing messages must pivot from listing specs to telling
a compelling story about reliability and value for money.
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