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2.0 STDP Analysis for the Dyson PureDry Brand Extension
[bookmark: _Toc236902099]2.1 Segmentation
Market segmentation breaks down the wide array of dehumidifiers market into specific customer segments that share needs and attributes. In the case of Dyson PureDry, attractive segments are identified using geographic, demographic, psychographic and behavioural variables to help make good targeting decisions.
[bookmark: _Toc236902100]2.1.1 Geographic Segmentation
The geographic area of Dyson PureDry includes urban households in the UK and in big cities in Europe and the US in particular flat and small homes. The English Housing Survey 202425 (2026) found that 31 percent of English households had condensation, damp or mould (GOV.UK, 2025). According to the 2025 housing edition by Eurostat, three-quarters of EU urban dwellers reside in apartments (EU, 2025). These trends favour the focus of the geographic segment at the start in dense metropolitan markets like those in London, Paris, Amsterdam, Berlin, Madrid and similar cities in Europe where apartment living is predominant.
[bookmark: _Toc236902101]2.1.2 Demographic Segmentation
The demographic segment that Dyson PureDry suggests is adults between the age of 30 and 55, working professionals, 2-income families and couples, and families with children, who live in owner-occupied housing or higher-income private rentals. The 2024-25 housing statistics in England depict that 65 per cent of households are owner occupiers and 19 percent of households are privately rented (MHCLG, 2025). The 2025 ONS income release records that the median disposable household income is 36,700. Such consumers are able to buy high-end connected home technology more easily and appreciate long-term efficiency and dependable performance.
[image: ]
Fig 01: Household Tenure Distribution in England, 2024–25
Source: (MHCLG, 2025)
[bookmark: _Toc236902102]2.1.3 Psychographic Segmentation
The psychographic segment of Dyson PureDry includes design-aware, health-protecting and conscious consumers who perceive home as a wellbeing-focused technology-enhanced environment. European consumers were 88% in Favor of investing more in renewable energy and energy efficiency, 62% of British energy consumers desired low-carbon products, and 86% of UK consumers had smart-home technology in 2025 (European Commission, 2025; Ofgem, 2026; Mintel, 2025). These values facilitate high-quality design, application control, proven efficiency, and healthier indoors. 
[bookmark: _Toc236902103]2.1.4 Behavioural Segmentation
Dyson PureDry must be behaviourally focused on households that are problem aware and take care of indoor laundry, condensation, musty or mould odours and want automatic humidity control, faster drying and reduced-energy operation. Damp, mould or cold are a persistent functional need that is confirmed by a 2025 survey of 28% living with (Centre for Ageing Better, 2025). Prevention and convenience and energy saving would be used as the focus of purchase motivation, whereas MyDyson integration can stimulate the adoption of technology and loyalty among the already Dyson-connected households.
[image: ]
Fig 02: Percentage of People Reporting Damp, Mould or Cold Problems in Their Homes
Source: (Centre for Ageing Better, 2025)
[bookmark: _Toc236902104]2.2 Targeting
Dyson PureDry will at the outset adopt a narrow-targeted approach, targeting affluent, technologically minded urban families with perennial humidity/condensation or indoor-laundry issues. This small focus fits the premium positioning of Dyson. It facilitates effective resource allocation and gains credibility prior to a broader market presence.
[bookmark: _Toc236902105]2.2.1 Chosen Target Audience
The main customers of Dyson PureDry will be digitally savvy professionals and dual-income families with children between the ages of 30-54 years who are owners of their own homes or in high-end rented flats in London, Manchester, Birmingham and other similar cities in Europe. The most recent EHS indicates that 14% of dependent children had resided in damp homes in the personal rented sector of England, which means that a family-health requirement exists beyond the comfort (MHCLG, 2025). The focus on affordability will be in the high-income households since ONS reports that the highest quintile of equivalent disposable income is £85,600 (ONS, 2025). The digital preparedness is also strong with about 97% of 35-54-year-olds having been recorded using the internet at home in 2025 (Ofcom, 2025). DESNZ also discovered that 2554-year-old owner-occupiers were more willing to consider low-carbon home technology than older consumers (DESNZ, 2025). This will render the high-end cost of PureDry, MyDyson control, quieter laundry drying and energy-efficient moisture prevention commercially viable.
[image: ]
Fig 03: Trends in Public Awareness, Autumn 2021–Spring 2025
Source: (GOV.UK, 2025)
[bookmark: _Toc236902106]

2.3 Differentiation
Dyson PureDry will be differentiated by combining moisture control with app control, unlike the existing Meaco Arete Two that features app control only (Meaco, 2026). The Air Multiplier airflow, real-time sensing, automatic response, and MyDyson reporting will be adapted to predict the maximum humidity and optimise extraction by Dyson (Dyson, 2026). ENERGY STAR efficiency, replacement parts, casing made of recycled materials, high-quality design and Dyson service warranty or repair will be used to justify a higher price, but with less ownership risk (Energy Star, 2026).

[bookmark: _Toc236902107]2.4 Positioning
[image: ]
Fig 04: Positioning Map of Dyson PureDry and Key Dehumidifier Competitors
Source: (Self-Created)
Dyson PureDry will be marketed as a high-end, tech-centered and environmentally friendly moisture-controlling tower instead of a traditional dehumidifier. Smart sensing, automated humidity control, MyDyson connectivity, energy-saving and repairable design will provide a higher level of functional and environmental performance. This should distinguish PureDry among the existing mid-market competitors and will warrant a higher price due to innovation, dependability and consumer wellbeing (Kotler et al., 2020; Hooley et al., 2020).


[bookmark: _Toc236902108]3.0 Element 3: Marketing Mix for the Dyson PureDry Brand Extension
This section applies the 7Ps marketing mix to Dyson PureDry: Product, Price, Place, Promotion, People, Process and Physical Evidence. The 7Ps is selected instead of the traditional 4Ps because PureDry combines a physical appliance with MyDyson connectivity, support, repair services and sustainability processes, requiring management of product and service delivery.
[image: ]
Fig 05: The 7Ps Marketing Mix
Source: (Hanlon, 2023)
[bookmark: _Toc236902109]3.1 Product 
Dyson PureDry is going to be created as an upmarket smart dehumidifier that has its main advantage in safeguarding home comfort, health and property against unnecessary moisture. The real product will be an integration of real-time humidity sensors, automatic extraction, laundry and night-mode, directional airflow and MyDyson remote control, performance report and alert messages. Its enhanced product will come with two years warranty, registration, troubleshooting, original spare parts, repair-or-replace services and post-sale instructions as per the service model, which Dyson currently has (Dyson, 2026b). To facilitate sustainability, ENERGY STAR Version 6.0 efficiency levels, which will be effective on 1 October 2025, should be pursued by PureDry and a low-global-warming-potential refrigerant, which should be used in accordance with EU F-gas limits (Energy Star, 2026). A design of modular tank, filter, sensor and casing would allow repair instead of replacement of the entire product and recycled plastics and right-sized fibre packaging would help to cut down on material usage. High end sculptural styling, silent functioning and labelling of efficiency as transparent will set PureDry apart of traditional dehumidifiers, and tie quality, design, packaging, warranty and support to reduce lifecycle impact.
[bookmark: _Toc236902110]3.2 Price 
PureDry ought to be introduced in the market with a proposed price of £499.99 with value-based and market-skimming strategies. This is a price premium to the Meaco Arete Two 25L (£329.99), Ebac 4850 21L (£399) and Pro Breeze 20L (£209.99) indicating a better design, connected sensing and service in comparison to competing on their extraction capacity alone (Meaco, 2026; Ebac, 2026; Pro Breeze UK, 2026). Value-based pricing is suitable since the perceived benefits of customers, brand positioning and readiness to pay are more strategically applicable than the cost of production itself (Kotler et al., 2020). The psychological price of £499.99 would still have a sub-500 point of reference, and Klarna Pay in 3 and extended financing would help lower the initial buying hurdle (Dyson, 2026a). But high prices might not be accessible to lower-income families who are damp. Refurbished units and trade-in credits might thus enhance accessibility without undermining the premium positioning of Dyson.
[bookmark: _Toc236902111]3.3 Place
Dyson PureDry will use selective multichannel distribution. Direct sales via Dyson.co.uk and country-specific European web sites will maintain the same pricing, customer information and service management, and MyDyson will be linked to registration, support and spare parts (Dyson, 2026b). They will start protesting in Dyson Stores Oxford Street, Harrods, Bluewater and Birmingham and then go to the big European capitals (Dyson, 2025). Chosen partners like Currys and John Lewis will provide an extension of reach and click-and-collect convenience but reliance on retailers can undermine message consistency (Currys, 2025). The following-working-day delivery of Dyson, in-store repairs, and WEEE take-back can assist in the delivery, installation, repairs and responsible collection (Dyson UK, 2025). Premium positioning will be safeguarded by controlled availability. Direct and indirect channels thus strike a balance between control and extended reach. 
[bookmark: _Toc236902112]3.4 Promotion
One unified message will be used to promote: intelligent moisture prevention, measured efficiency and extended product life. Pull activity will be focused on such search terms as condensation on windows and dry clothes indoors and will be supported by social demonstrations with sensor readings before and after use, videos with engineers and independent reviews of appliances and PR with experts in the field of indoor air. MyDyson reports and permission-based email will customise seasonal tips, maintenance notifications and accessories (Dyson, 2026b). Push activity: Push activity will provide Dyson and retailer advisers with demonstration units, evidence sheets and comparison tools. Launch incentives must be value added in the form of free old-appliance collection or extended service as opposed to discounts. All sustainability statements should be specific, lifecycle-supported and measurable; ASA and CMA guidelines discourage general, unqualified green statements (CAP, 2026). Integration of both push and pull communication will generate consumer demand and ensure the retailer support. 
[bookmark: _Toc236902113]3.5 People
The service proposition will be provided by Dyson Experts, retailer advisers, contact-centre staff and authorised repair technicians. Training will include room sizing, humidity explanation, laundry environments, app matching, energy explanation, and diagnostic inquiries. The staff has to specify that PureDry is capable of handling the moisture present in the air but not fixing leaking pipes, faulty roofs or other structures issues that the governmental policy demands property owners to resolve (Gov.UK, 2024). Approved sustainability scripts and defined paths of escalation will be used by the staff on households that are sensitive to health. Motivation and retention will be achieved through certification, coaching, first-contact-resolution goals and technical career development. Regular professional recommendations will lower the risk of purchases and enhance the high-end image of Dyson. 
[bookmark: _Toc236902114]3.6 Process
Customer process will include online comparison and delivery-slot booking, QR registration, Wi-Fi pairing and guided humidity baseline test. MyDyson will subsequently offer automatic control, notifications, maintenance notifications, fault codes and component ordering links (Dyson, 2026b). Registration and CRM information will allow providing custom assistance, and remote diagnostics will help to differentiate between user-addressable and repair required problems. The parts that are replaced will be transported to approved repair centres and WEEE collection (Dyson, 2025b). The 2025 connected-products notice by Dyson affirms that sensor, usage, fault and application information can be synchronised with cloud services. PureDry ought to then employ clear consent, explicit retention decisions, encryption, software-support guarantees and an entirely operational manual mode. An open process will enhance convenience and increase product life. 
[bookmark: _Toc236902115]3.7 Physical Evidence
Sustainability claims will be verifiable by physical evidences. PureDry is to have non-obtrusive Dyson styling, robust controls, readable humidity display and visible water tank, and be in recyclable fibre packaging that has minimal inks. Instead of some eco-symbols, the box and site will display tested extraction capacity, energy consumption, operating noise, type of refrigerant, repair instructions and recycling instructions. Continuing value will be demonstrated by Dyson Stores through working demonstrations, MyDyson dashboard, monthly reports, warranty certificate and service history (Dyson, 2025a). The credibility will be enhanced by published owner reviews and independently verified test methods, although negative reviews must also be visible, and transparent responses provided. Nowadays, Dyson includes customer ratings on its air-treatment pages (Dyson, 2026c). These indicators will combinedly indicate quality, trust and responsible sustainability.


[bookmark: _Toc236902116]4.0 Element 4: Reflection
[bookmark: _Toc236902117]4.1 Experience Developing the Sustainable Brand Extension Strategy
In creating Dyson PureDry, I needed to consider sustainability as a business need and not a catch-phrase. The key challenge was that there was no evidence of the product, as PureDry is hypothetical. I thus triangulated government housing information, competitor benchmarks and current capabilities of Dyson rather than creating claims. The use of STDP to elucidate which customers possessed a real moisture issue and purchasing power and the 7Ps revealed contradictions between high-end pricing, access and environmentalism. I also discovered that a believable extension will bridge customer value and quantifiable lifecycle advantages. The fact that research revealed that discrepancies between environmental communication and real practice pose the threat of greenwashing supported my application of qualified claims (Vangeli et al., 2023). 
[bookmark: _Toc236902118]4.2 Experience Preparing and Delivering the Poster Presentation
Creating the poster compelled me to minimize a lot of research about a compelling visual story. The choice of the most powerful statistics, charts and product advantages allowed me to isolate the necessary evidence and background information. The time constraint of three to five minutes had to be well rehearsed. My strong point was in clarifying the need in the market, but at the beginning I used excessive text and was moving too fast. I enhanced this by making labels easier and bigger by making key figures bigger and using the poster as an aid as opposed to reading off it. Multimodal presentations require relating verbal and visual messages to be effective (Flor and Lasagabaster, 2024). 
[bookmark: _Toc236902119]4.3 Skills, Knowledge and Insights Gained
My source-evaluation, competitor-analysis and evidence-based decision-making abilities were reinforced by the project. I was more assured of the differentiation between academic, governmental and commercial evidence and where the information in a company needed independent validation. STDP to me assisted in the transition of general demographic description to a justifiable target segment and the 7Ps provided an insight that customer experience is not only limited to the appliance, but also to distribution, staff, processes and physical evidence. I also gained increased consciousness about greenwashing, lifecycle thinking, Harvard referencing and visual communication. Above all, I was taught to formulate assumptions openly in cases where evidence was lacking. 
[bookmark: _Toc236902120]4.4 Personal and Professional Development
This piece of work enhanced my self-confidence in solving unknown marketing issues on my own and relating theory to real-life choices. It enhanced my capacity to explain the justification of suggestions, strike a balance between conflicting goals and speak to customer and investor groups. I now see responsible marketing as demanding commercial prudence, moral restraint and fact. These skills are applicable in consultancy where there should be credibility of recommendations even in times of uncertainty. 
[bookmark: _Toc236902121]4.5 Future Skills and Performance Enhancement
Next time, I will get started on the research earlier, develop a source-quality matrix and do the primary research on willingness to pay, feature priorities and sustainability expectations. This would be the test to determine whether the features of sustainability do have an actual impact on the decision to purchase or they just seem to be desirable. I will enhance competitor benchmarking and data visualisation. Pace and engagement will be enhanced by using timed rehearsals, peer feedback recorded and self-reviewed, and reflection on peer feedback can supplement active learning (Väyrynen et al., 2023). I will also impose section-based word counts and I will also request formative responses even before completing the work.
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