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Anyone can create something complex.  

It takes brilliant insight to make it simple.
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Brilliant insight comes from 

knowledgeable researchers 

who can analyze and 

interpret data to answer your 

strategic questions.

Decision Analyst delivers a synergistic blend of primary 

research, analytical consulting, and modeling to help 

companies:

ƴBuild stronger brands.

ƴOptimize new vehicle designs.

ƴ Increase advertising effectiveness.

ƴ Improve new vehicle launch performance.

ƴEnhance customer satisfaction and engagement.

Decision Analyst is committed to improving strategic business 

decision-making.  Itôs the firmôs way of making the world a better 

place and helping its clients reach their market potential.  

Whether developing strategic marketing plans, developing new 

products, or reshaping brand and image, the scientific methods 

utilized and the great array of research tools available help drive 

the risk and uncertainty from strategic marketing decisions.  

Decision Analystôs core competencies are sophisticated custom 

research investigations and high-level analytics.  Qualitative 

research, market and competitive intelligence, econometric 

analyses, advanced quantitative research designs, and powerful 

analytics are combined to identify business opportunities and 

solve marketing problems. 
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Automotive Research Team

Helping Clients Reach Their 

Market Potential
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Our solutions for the Automotive Industry:

Solutions
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Branding & Strategy

ƴBuild stronger brands

ƴDevelop optimal marketing strategies

New Product Optimization

ƴ Improve product acceptance

ƴGuide future product development

Advertising & Communication

ƴ Improve marketing communications

ƴOptimize advertising campaigns

New Vehicle Launch Evaluation

ƴEnhance customer experience

ƴStrengthen customer and brand interaction

Customer Experience Optimization

ƴEnhance customer experience

ƴStrengthen customer and brand interaction
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Core Solutions

ƴBrand Tracking

ƴMarket Segmentation

ƴEthnography

Questions Decision Analyst Has Answered for 

Clients

ƴWhat is meaningful and motivating to in-segment new 

vehicle intenders?

ƴWhat is my brandôs awareness, familiarity, opinion, and 

consideration, and how does it compare to my competitors?

ƴWhat attributes differentiate my brand from others in the 

segment?

ƴWhat other products should my company develop?

ƴWhat impact will this new vehicle have on the portfolio?

ƴHow well does this new vehicle support the brand?

ƴWhat is it about my brand/product that resonates most with 

customers?
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Branding & Strategy

Brilliant insight comes 

from expert researchers who 

know the industry and can 

interpret the marketplace.

Smart, Creative Ways To Stand Out And Get 

Attention In The Marketplace
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Ethnographic Evaluation

A premium division of an OEM was struggling to understand 

why its brand did not compete more effectively in the prestige 

automotive space.  In order to provide answers, they needed to 

understand, from a marketing perspective and from a product 

standpoint, what was meaningful and motivating to luxury 

vehicle buyers.  Decision Analyst conducted a multistage 

qualitative study to determine their position relative to the 

competition and to identify action steps for improvements.  

Client Results

This research contributed to our client overhauling the way in 

which their luxury vehicles were designed and marketed. It gave 

them a clear view of the motivations and priorities of luxury-

vehicle buyers, which helped the client educate their designers, 

engineers, and marketers. 

View Full Case History

Methods Utilized: 

ƴEthnography

ƴExtended Drive 

Experience Captured 

With  In-Vehicle Mounted

Video Camera

ƴ In-Depth, Post-Drive 

Interviews

ƴOnline Follow-up 

Interviews

Case History

Branding & Strategy
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Core Solutions

ƴ Ideation and Concept Generation

ƴProduct Proof of Concept Testing

ƴProduct Feature Optimization

ƴNew Product Sales Forecasting

Questions Decision Analyst Has Answered for 

Clients

ƴWhat new vehicles and features do my customers want? 

ƴHow do I stay relevant in todayôs marketplace?

ƴWhich mix of my productôs features offers the best 

opportunity in the marketplace?

ƴWhat is the business potential of my new product, given 

different spending levels and marketing plans?

ƴWhat is the one-year and five-year sales forecast?
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New Product Optimization

Brilliant insight comes 

from specialized researchers 

who know your vehicle 

portfolio, your company, and 

your industry.

Right Idea, Right Product, At The Right Time And 

Price.
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Refining a New Product Concept

An automotive OEM was in search of that next big new product 

idea to fill an unmet consumer need and to relaunch a category 

that had not seen much innovation or growth in recent years. 

Our client came up with an idea and asked Decision Analyst to 

design a consumer research program to help them to determine 

the potential for this new product, who would buy it, and what 

the optimal features and pricing configuration should be.  

Decision Analyst recommended an online quantitative study that 

included a detailed choice model design and a 

DecisionSimulatorÊ to identify the optimal consumer segments 

and product-line offerings.

Client Results

The analysis revealed seven consumer segments, with four 

identified as optimal targets.  The optimal feature bundles, 

based on demand or revenue maximization, were found by 

simulating approximately 1.5 million scenarios.  In the end, a 

single, optimal product bundle of features and pricing was 

determined for each of the target segments, and a product line 

was recommended.

View Full Case History

Case History

New Product Optimization
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Methods Utilized:

ÅChoice Modeling

ÅLatent-class 

Segmentation

ÅMarket Simulation

https://www.decisionanalyst.com/automotive/
https://www.decisionanalyst.com/automotive/
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Core Solutions

ƴAdvertising Concept Optimization

ƴAdvertising Concept Testing

ƴAdvertising Copy Testing

ƴAdvertising Tracking

ƴWebsite Usability Testing

ƴNew Advertising Slogans or Themelines

Questions Decision Analyst Has Answered For 

Clients

ƴDoes my advertising really work?

ƴDoes my advertising express a compelling brand image?

ƴDoes my advertising generate purchase consideration?

ƴWhat amount should I spend on television advertising 

compared to the radio or the Internet or mobile?

ƴShould my company invest money in more salespeople or 

in more advertising?

ƴHow will promotional spending impact my bottom line?
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Advertising & Communication

Brilliant insight comes 

from ingenious researchers 

who can analyze how to 

best communicate with your 

customers.

Knowing What Your Audience Needs 

And Wants, Then Getting Them To Listen 

And Believe
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Choosing Advertising Approaches

An advertising agency representing a major manufacturer of 

automotive aftermarket parts had developed two different TV 

advertisement concepts.  Both concepts had been created as 

storyboards, and the advertising agency was asked by their 

client to provide clear rationale for proceeding to finished film 

with just one of the two. 

The advertising agency asked Decision Analyst to conduct an 

advertising testing study that would determine which of the two 

ads would be the most effective at communicating the 

manufacturerôs message to their target audience.  Decision 

Analyst recommended its CopyTest® proprietary advertising 

testing system.

Client Results

The CopyTest® metrics identified the optimal ad from the two 

that were being considered.  It also provided rich diagnostic 

information that helped in refining the ad as it was readied for 

finished film production.  Specific cues were recommended to 

improve the appeal for younger buyers. The ad was aired soon 

after the research, and both the agency and their client were 

pleased with its effectiveness. 

View Full Case History

Methods Utilized:

ƴCopyTest®

ƴAdvertising Research

Case History

Advertising & Communication
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Core Solutions

ƴSegment Intender Surveys

ƴEarly Buyer Studies

ƴRejector Evaluation

Questions Decision Analyst Has Answered For 

Clients

ƴDid the launch meet the OEMôs goals?

ƴWhat went right and what went wrong from a marketing 

perspective?

ƴHow well does the vehicle retain traditional customers?

ƴHow well does the vehicle attract new customers?

ƴDid we hit/miss the target market?

ƴHow is the market reacting to the product versus key 

competitors?

ƴWhy do people prefer your product?

ƴWhy do people reject your product?
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Brilliant insight comes 

from analysis conducted by 

research professionals who 

possess a deep 

understanding of the 

automotive business, can 

evaluate in-market 

performance, and provide 

impactful recommendations.

Develop Winning Competitive Strategies

New Vehicle Launch Evaluation
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Launch Evaluation Program

A global automotive OEM launched a redesigned version of its 

best-selling vehicle in the U.S.  The vehicle was among the 

leaders in its segment.  Some considered it to be a ñbenchmarkò 

vehicle.  Because of the importance of its role within their 

portfolio, our client was keenly interested in how the redesigned 

vehicle would perform upon introduction.  

In order to provide a holistic view of the marketôs reaction, 

Decision Analyst partnered with the OEM in designing and 

implementing a research program that provided insights from 

three key groups of consumers: in-segment, new vehicle 

intenders; buyers of the new vehicle, and buyers of key 

competitive vehicles.

Client Results

The launch was a success. Information provided from the study 

was used in tailoring the message and in developing detailed 

conquest strategies and suggestions for next-generation 

product improvements. The vehicle and itôs parent brand were 

strengthened, and this model continues to perform as one of the 

leaders in its segment.

View Full Case Study

Methods: Utilized

ƴ Intender Survey

ƴNew Buyer Survey

ƴCompetitive Buyer Survey

Case History

New Vehicle Launch Evaluation
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