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SYNOPSIS   

 

Consumer Segmentation: 

Who is Buying Tech 

Support Subscriptions? 

analyzes the market for 

subscription technical 

support services based 

upon a variety of consumer 

behavioral attributes in 

relation to support services. 

These attributes include 

frequency of use of 

services, CE devices 

owned, difference in 

frequency of use between 

smartphones and tablet 

plans, and length of time 

subscribing, as well as 

basic support plan 

demographics. 

 

ANALYST INSIGHT   

“Improved hardware is undermining the traditional break-fix value proposition of the support industry.  Service providers need to shift 

their tactics and capitalize on the alternative value-propositions that are appealing to consumers.” 

― John Barrett, Director, Consumer Analytics, Parks Associates 
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