CADENCE
SOLUTIONS:

THE CIM (Cadence
Intonation Matrix)
SYSTEM

Converting conventional data into marketing strategies that speak directly to your audience.



The Challenge of Market Clarity 3

Where Marketing Insights Fail --------=--=-====== s oo 3
What is Cadence Intonation Matrix (CIM)? 3
The Technical Edge: Precision Digital Ingestion------------=-==-=--—-=———————- 4
How CIM Provides True Valug -----=---=======— oo 4
The Signal vS. TRE NOISE: .......ccceeeeeeeeeeeeeeeeeee e eeeeetstese e e e e aaaas 4

The CIM Output: Quantified Personas 5
1. The Pragmatic Professional -------=-===========m s oo 5

2. The Informed Intermediate ---------=========— s mm o 5
3. The Green Engineer —------=======m oo m oo 6
4. The Sonic ArchiteCt-----=-==-=====m oo 6
Marketing Approach: The Pragmatic Professional Case Study 7
Alignment and Strategic FOCUS--------==========—mmm oo 7/
Strategic Focus: Time Domain ACCUIACY ..........cceeuueeeeeeeeereeeeannennnnn. 7/
Cadence Solutions Execution Plan-----==-==========mmmmmmmmm oo 7
Social Media: Platform Focus - FacebOOK.............cceeeeeeeeeeeiiiiieeeennnnns 7

(V[0 (=TI 1Y/ L= T4 (=] 1 Lo 8

| = T LY = T (=1 1 o 8

Integrating Our Cadence Intonation Matrix into Your Next Marketing
Campaign 9




The Challenge of Market Clarity

At Cadence Solutions, we understand the biggest challenge facing Pro Audio and Music
Technology companies today: knowing exactly what your customer needs to buy and
why they hesitate.

The market landscape shifts constantly. Keeping up by scouring countless sources like
running surveys, tracking social posts and reading endless reviews is a huge drain on time
and budget. The problem isn't a lack of data; it's a lack of clarity and validated intent.

We've seen this fragmentation firsthand. Our prior research, like the Hashtag Report,
showed us that trends shift like the weather, proving that relying on surface-level social
media metrics is simply not enough.

Where Marketing Insights Fail

Traditional marketing often misses the target because its foundation is flawed. You're
wasting budget on messages that don't resonate because they're not tuned to the
customer's deepest needs.

«  Surveys: are useful, but incentives and idealised answers can create a gap
between what people say and what they actually do.

+  Social Media Likes and Follows: A "like" or a "Cool!" comment is not a sale.
These metrics tell you nothing about purchase intent or what technical features the
customer is actually looking for.

+  Forums: These are a goldmine for genuine and unsolicited feedback. The place
where professionals and hobbyists talk shop. But trying to manually sort through
thousands of technical conversations is simply impossible.

At Cadence Solutions, we fixed this problem. We developed an analytical engine designed
to cut through the noise and achieve predictive certainty in customer behaviour. We call
it the Cadence Intonation Matrix (CIM).

What is Cadence Intonation Matrix (CIM)?

The Cadence Intonation Matrix (CIM) is engineered for Precision Digital Ingestion. We
designed the CIM to act as a highly controlled filter, ensuring we capture only the most
relevant conversational data.

At Cadence Solutions, our philosophy has always been about being musicians first,
understanding your audience from the inside out. We are simply turning that native
understanding into a powerful analytical system to deliver clean, accurate and meaningful
results.



https://cadencesolutions.marketing/hashtag-research/

The Technical Edge: Precision Digital Ingestion

Here is how the CIM guarantees precision and cuts through the noise:

1.

Targeting Sources: We strategically identify and validate the specific digital
environments and professional communities where your audience actively
discusses products. We ensure every source is credible by confirming where
genuine, high-value conversations take place. This is second nature to us at
Cadence Solutions, because we are your audience.

Keyword Targeting: Our system applies a highly targeted vocabulary of industry
keywords drawn directly from the community. This ensures we capture only the
most relevant data to uncover true objectives and pain points, while minimising
unnecessary noise and maximising the quality of the input.

The Intonation Matrix: Once targeted data is acquired, our proprietary analytical
layer takes over. We use advanced models to instantly filter out irrelevant chatter,
isolate the conversations that truly matter and quantify behaviours based on their
core concerns.

How CIM Provides True Value

The value of our CIM system goes beyond simple data collection; it lies in the analytical
precision that separates the Signal from the Noise.

The Signal vs. The Noise:

Raw conversational data is meaningless without context. The CIM identifies and
interprets these signals to deliver insight-driven, solution-based outcomes for your brand.

It detects precise trigger words and technical phrases that indicate genuine intent and
critical discussions, what we refer to as the Signal. We then use these signals to qualify
behaviours and model audience motivations, ensuring your market messaging stays
perfectly in tune (Intonate) with real intent, not lost in irrelevant chatter or the Noise.




The CIM Output: Quantified Personas

By separating the Signal from the Noise, the CIM system moves beyond raw data to
create accurate and quantifiable behavioural archetypes. In simple terms, we use the CIM
system to identify and define distinct aspects such as personas based on real audience
conversations. For example, when analysing discussions around studio monitors, CIM
helped us develop the following audience profiles:

1. The Pragmatic Professional

Profile

Key Characteristics

Primary Needs

Purchase
Objectives

Pain Points

These are working professionals seeking high-quality studio
monitors for everyday use. They may have a dedicated home
studio, a compact mixing space in an apartment or a hybrid
setup.

Research-driven, acoustically aware and technologically savvy
(familiar with DSP and room modes).

Accurate low-end monitoring in acoustically compromised rooms;
DSP features for precise calibration; mixes that translate
consistently.

Durable, long-lasting monitors; reliable mix translation; maximising
performance in limited space without extensive acoustic
treatment.

Confusing marketing claims; phasing issues; balancing
performance with space constraints.

2. The Informed Intermediate

These are semi-professionals looking to upgrade their current
Profile monitors or step into higher-end territory. Workspaces are
typically small home studios, often apartment-based.

Key
Characteristics

Decision-making influenced by peer reviews and brand reputation.
They value proven performance and have a moderate technical

understanding.
Needs and Sound accuracy is a top priority; proven track record of performance
Considerations and durability heavily influences brand trust.

Financial risk and budget constraints when investing in higher-end
Pain Points gear; conflicting advice from online sources; acoustic limitations due to
untreated environments.




3. The Green Engineer

Profile

Key
Characteristics

Pain Points

Objectives

These individuals are new to studio monitoring, often transitioning
from headphones. They are focused on budget and practicality
rather than room treatment.

Motivated by curiosity and excitement; decisions influenced by peer
reviews and value-for-money comparisons. They rely heavily on
beginner tutorials.

Limited technical understanding; uncertainty about what to buy;
decision paralysis from too much conflicting information online.
Establish a functional workflow; build confidence in their listening skills;
get reliable, trustworthy advice for the right first purchase.

4. The Sonic Architect

Profile

Key
Characteristics

Pain Points

Objectives

These are artists and advanced engineers who view studio
monitors as creative instruments that shape their artistic
expression, focusing on inspiration and musicality over hyper-
accuracy.

Monitor is seen as integral to their workflow and sonic identity; guided
by personal impressions and subjective comfort.

Listening fatigue that disrupts long creative sessions; conflicting
subjective opinions in the audio community; limited local demo
opportunities.

Audition high-end monitors to form a personal, experience-based
opinion; refine their studio environment to enhance inspiration and
creative flow.



Marketing Approach: The Pragmatic Professional Case
Study

We used CIM to pull conversational data that allowed us to create four personas
discussing studio monitors. As a marketing agency, our goal is to engage these personas
to help them make informed decisions and purchase your products.

For this case study, we chose to focus on the most challenging persona: The Pragmatic
Professional.

Alignment and Strategic Focus

Component Target Alignment CIM Quantified Data

Need Mixes that translate consistently across all Translation/Accuracy (51
playback systems. Mentions)

Pain Point Balancing monitor performance with Low-End/Bass Accuracy

space constraints and acoustic limitations. (72 Mentions)

M_aX|m|S|ng pc_arformance_,' in I|m|ted.space DSP/Calibration (52
without requiring extensive acoustic
treatment.

Purchasing

Objective Mentions)

Strategic Focus: Time Domain Accuracy

We anchor the conversation around Time Domain Accuracy (TDA). A concept that
speaks directly to the Pragmatic Professional’s level of expertise. This moves the
discussion beyond generic EQ correction to a sophisticated technical problem phase shift
that only a premium DSP solution can resolve.

Cadence Solutions Execution Plan

Social Media: Platform Focus - Facebook

Content is educational, built for long-form consumption, and uses technical proofs:
«  Articles: Crossover Compromise, Time Domain Accuracy and Low-End Precision.
+  Video Demonstrations: Phase Shift Test, Syncing a Subwoofer.

« Interactive Polls: Gauge current practices (e.g., DSP vs EQ Correction — What's
Your Approach?).

Paid Social Strategy: Build custom audiences using visitors from key technical product
pages, leveraging the audience data already collected. Retarget your email list to re-
engage users who haven't interacted recently, ensuring your messaging reaches both
warm and dormant prospects effectively.




Video Marketing
A series of two to three videos breaking down the concept of TDA:

+  How to Sync a Subwoofer: Guide from basic connections to advanced time
correction techniques.

«  Understanding Phase Shift: Deep dive into phase alignment and how DSP
minimises phase issues.

+  Before and After - Real-World Results: Visually engaging comparison showing how
phase correction guarantees mix translation.

Email Marketing
A 3-month, two-emails-per-month campaign leveraging all created content:

+  Content: Each email highlights one educational article or video, building authority
and trust over the long consideration cycle.

+  Conversion Tactic: Include a “Technical Assistance” contact option, allowing
recipients to seek specific setup or DSP advice, capturing high-intent leads.




Integrating Our Cadence Intonation Matrix into Your
Next Marketing Campaign

By using our CIM system, we were able to identify key factors that help market to four
distinct audience segments and develop strategies that speak directly to their needs, pain
points and purchasing objectives.

By understanding what your audience values and addressing their real-world challenges,
Cadence Solutions’ CIM system helps brands craft marketing campaigns that resonate

deeply.

If you’d like to learn how we can use the CIM system to build a campaign based on what
your audience is saying about your brand, get in touch at
info@cadencesolutions.marketing or visit our Contact page.




	The Challenge of Market Clarity
	What is Cadence Intonation Matrix (CIM)?
	The CIM Output: Quantified Personas
	Marketing Approach: The Pragmatic Professional Case Study
	Integrating Our Cadence Intonation Matrix into Your Next Marketing Campaign

