
 

 

Project Name: Key Decision Maker Study 

 
 
Background 
End client is a global food processing company wanting to understand what the fundamentals are 
when business decision-makers select external partners to execute critical initiatives. Some 
examples of critical initiatives include launching new innovative products; driving a major cost saving 
program; integrating an acquired business; and/or making changes to the business model, key 
processes, or core business systems. 
 
 
Objective 
The paramount objective of the study is when business decision makers have to ultimately make a 
choice, which messages, promises, or appeals were the most compelling. These go beyond past 
experiences, referrals from trusted sources or recommendations form internal or external 
colleagues   

 

Target Audience – Specific Screening Criteria 

 

 
 

 

 

 

Audience 

1.CEO, COO or some other 
C-level title 

2.Executive Vice President 
or Vice President 

3.Senior Director or 
Director 

4.Senior Manager or 
Manager  

1.Under $50 Million  

2.$50 Million to $100 
Million  

3.Over $100 Million to 
under $500 Million 

4.$500 Million to $5 Billion 

5.Over $5 Billion 

1.General Business 
Management 

2.Marketing, Brand, or 
Category Management 

3.R&D, Product 
Development and/or 
Product Management  

4.Engineering 

5.Productivity 

6.Supply Chain 



 
 
Industries  
As the audience was particularly niche, we decided to focus on job titles alone primarily. To this end 
we included a number of ‘ghost’ industries. This worked twofold, firstly this ensured we screened 
out ‘expert panellists’, but ultimately it enabled us to target respondents that worked in the Food & 
Beverage Industry with an even more finite targeting of selling a ‘finished food or beverage product’. 

 

 

 
 
Conclusion 
Dynamic Fieldwork programmed and hosted the study. The audience in itself was pretty niche but 
we managed to engage key decision makers in the CPG (Consumer Packaged Goods), Beverage, and 
Health & Beauty categories. The titles we reached included VP of R&D, VP of Engineering, COO, 
Procurement and Regulatory areas of these companies. Additionally, we managed to learn from 
CMOs, VPs of Marketing and Product Development/Innovation executives also. A key component of 
the research was to gather detailed verbatim responses to key question statements. Because of the 
high calibre of the respondent we attained fantastic individual verbatim comments that proved vital 
to the client from a reporting perspective. 

 

Product 
Catagories  

Food & 
Beverage – 
including 
Pet Food 

Personal 
Care 

Products 

Health & 
Beauty 

Products 

Household 
Cleaning 
Products 


