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Introduction

WHY KEY DRIVER ANALYSIS MATTERS

In today’s crowded consumer landscape, CPG brands compete not just on
shelf space, but on perception. You might know your NPS or satisfaction
scores, but do you know why customers choose your product over a
competitor’s? Is it the taste, the packaging, the price point, or just the fact that
it’s always in stock?

Surface-level metrics tell you what’s happening, but they rarely explain what’s
driving it. That’s where Key Driver Analysis (KDA) comes in. By identifying
which product attributes or brand perceptions matter most to your
customers, KDA helps you focus on the things that actually influence
preference, loyalty, and sales.

Whether you're launching a new SKU, evaluating in-market performance, or
optimizing shelf appeal, KDA gives you the clarity to act with confidence, and
the insight to create products people come back to again and again.




Key Driver Analysis
Explained

From Data to Direction
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HOW IT WORKS: %//
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1. Define the outcome: Choose what you want to optimize like purchase intent, /

brand preference, product satisfaction, or likelihood to repurchase.

2. List potential drivers: These could include factors like taste, price, packaging,
availability, or brand trust.

3. Collect data via survey: Ask consumers to rate both the outcome and the
relevant drivers.

4. Run analysis: Use regression or machine learning models to identify which
drivers most strongly influence your outcome.

5. Interpret and act: Focus your strategy on the drivers that matter most and
monitor performance over time.

Example: A snack brand used Key Driver Analysis to boost granola bar sales,
uncovering satiety and healthiness as top repurchase drivers. This led to a product
reformulation and messaging shift that increased loyalty among health-conscious
consumers.

Can | Use KDA for Multiple Products at Once?

Yes. KDA is flexible enough to analyze feedback across multiple products or offerings within the same
study similar to methods like conjoint analysis or concept testing. Just make sure to structure your data

collection so you can segment by product or offering when analyzing results. SightX enables this type of

segmentation easily through custom variables or branching logic.




Understanding
Drivers in Market
Research

What Drives Satisfaction, Loyalty,
and Performance
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WHAT ARE THE DRIVERS?

Drivers are the individual features,
experiences, or perceptions that influence a
specific business outcome. These outcomes
can range from brand preference to
purchase intent or repeat buying behavior.

Not all drivers carry equal weight. Some
may have a minor impact, while others (the
key drivers) are powerful levers for change.

For example, key drivers of product
satisfaction might include taste, price,
packaging appeal, or availability. In brand
perception studies, trust, sustainability
efforts, or emotional resonance may shape
consumer opinion.

Depending on your industry, audience, and
objectives, your set of drivers will vary, but

KDA helps isolate the ones that matter most.

KDA helps prioritize the drivers that actually
move the needle, so you can act
strategically.

WHY CUSTOMERS
CAN’T ALWAYS TELL
YOU WHAT MATTERS

Directly asking customers
"What matters most?" often
leads to misleading data.
Here's why:

« Cognitive Limitations: People
aren’t always aware of what
drives their behavior.

 Social Desirability Bias:
Respondents tend to answer in
ways that make them look good.

« Oversimplification: Rankings
miss real-world complexities and
trade-offs.

« Subconscious Behavior: Many
decisions are driven by factors
people can't articulate.

KDA sidesteps these
pitfalls by relying
on statistical
correlations
between behaviors,
perceptions, and
outcomes, not just
stated preferences.







