
What criteria drives consumers to make purchase decisions and how important are these criteria?  Market 
Structure analysis unravels the competitive dynamics of a category by identifying the product attributes 
that drive consumer purchases. Nielsen Analytic Consulting can enhance your understanding of the product 
attributes consumers value most and the competitive products in their shopping baskets.

Market Structure
Understanding consumer purchase behavior

This knowledge is critical for the 
manufacturer to determine their category 
management strategies and tactics, 
helping them develop shelf 
recommendations and promotion tactics 
that are based on the consumer’s behavior 
and choices across the category.
Our Market Structure consulting 
solution utilizes the industry leading 
Homescan Panel to address these 
business issues. The panel uses the actual 
behavior of consumers to define the 
category and understand preferences 
within, instead of consumer recall or 
intended purchase data.

Key questions addressed:
•	 Which product attributes do 		
	 consumers value most and how 		
	 important is one attribute relative to 	
	 another?
•	 With which brands do I most closely 	
	 compete? 
•	 Are there new product or line 		
	 extension opportunities in the 		
	 category?
•	 What is the appropriate shelf 		
	 alignment for this category given 	
	 consumer preferences?

Benefits
Grow your brand by 
developing and executing 
effective strategies based on 
a complete understanding of 
the competitive marketplace

Drive new product 
development and launch 
success by uncovering 
innovation opportunities 
within the category

Enable informed marketing 
strategies by assessing the 
impact of a change in product 
characteristics on consumer 
behavior

Gain retail acceptance by 
providing consumer insights 
that result in category growth
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Features:

•	 Asymmetric Category Tree 		
	 (Hierarchical Structure) that provides 	
	 insights on the consumer decision 	
	 process when making a category 	
	 purchase
•	 Attribute Ranking, which measures 	
	 the importance of each attribute to 	
	 the consumer relative to other 		
	 attributes within the category
•	 Mapping Analysis, which depicts the 	
	 competitive landscape by illustrating 	
	 broad groupings of products across a 	
	 two-dimensional map



Situation: 
Riverside Beverage Inc. needs to gain an 
in-depth understanding of how 
consumers shop the shelf stable bottled 
juices and drinks category, in order to 
identify gaps in the marketplace for 
introducing a new flavor of one of their 
brands (Riverside, River West and Wild 
River). Additionally, Riverside Beverage 
Inc. has a need to develop a more 
effective go-to-market strategy for the 
bottled juices to appease their mass 
merchandiser retail partners.

Solution:
Nielsen Analytic Consulting Market 
Structure revealed that the most 
important product attribute for 
consumers is flavor (Citric, Iced Tea, 
Pomegranate or Other flavor), suggesting 
that most consumers are more loyal to 
flavor than any other attribute. Brand is 
the second most important consideration, 
followed by serving size. (Figure 1)

New Product Opportunities
A Mapping Analysis for bottled juice 
flavors shows that the pomegranate flavor 
has the lowest interaction with other 
flavors within the bottled juices segment. 
With only a single player, Crimson 
Company, pomegranate flavored bottled 
juice segment offers a growth opportunity 
for Riverside. (Figure 2)

Case Study: The bottled juice category  
according to the consumer

For more information, contact your 
Nielsen Analytic Consulting 
representative or visit our website at 
www.nielsen.com

Bottled Juices
& Drinks

Fruity
(41%)

Crimson
(11%)

Iced Tea
(26%)

Pomegranate
(11%)

Citric
(44%)

Family SizeMulti-Packs

River
(47%)

Single Serve

Other
(19%)

Fl
av

o r
B

r a
n d

Si
ze

Copyright © 2007 The Nielsen Company.  
All rights reserved. Nielsen and the Nielsen logo  

are trademarks of The Nielsen Company.

Furthermore, the analysis shows that, of 
all Riverside brands, Wild River has the 
lowest interaction with Crimson, 
suggesting that consumers are less likely 
to substitute Crimson for Wild River 
Pomegranate than other Riverside 
brands.
Riverside’s best opportunity is to 
introduce a new Pomegranate flavor for 
their Wild River Brand, a flavor with 
11% market share.

Mass Merchandiser Retail 
Execution
Further drill down into the Mass 
Merchandiser channel shows that price 
has a high importance for Mass Merch. 
consumers. Price (Value, Premium and 
Super Premium), with an importance of 
30.4, is the 2nd highest attribute within 
the bottled juice category, following 
flavor, which is at 31.2. (Figure 3)
Riverside Inc. can now provide insights 
to their Mass Merchandiser retail 
partners, including: effective trade 
promotions strategies and 
recommendations on the best way to 
structure the bottled juices category on 
the shelf; recommendations that will 
clearly reflect consumers’ choice and 
behavior within the category.
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