
USP Value Test
Reveal your strongest product benefits

Explanation & examples



Create future ready & customer centric product 
propositions

Your guide in building strong product 
propositions.

Coming up with new ideas for products and services is one thing. 

But how do you know what product benefits are most powerful to 

bring forward in your MVP, prototype or marcom materials?

No more guessing! The USP Value Test validates the impact of 

product benefits on preference and satisfaction.

The USP Value Test reveals:

> a ranking of best and least preferred benefits

> the impact on satisfaction of every benefit

> what benefits have the power to WOW

> the optimal combination of benefits

> target group differences in benefit preferences

The USP Value Test validates your product benefits so you can make 

better informed decisions to define the most optimal proposition 

ingredients. Its your guide in building strong product propositions.
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Choice-based 
preference test

To understand the 

importance of benefits

Validate your product benefits in 48h

In a single USP Value Test you can enter up to 20 product 

benefits of your choice. These can be a mix of existing 

product benefits, new product benefits you want to 

introduce or other interesting product benefits that 

competitors might have.

Within 48 hours, 300 consumers will have completed the 

USP Value Test and you will receive a visual insights report 

outlining your strongest and most effective product 

benefits.

Do you want to have a specific target group performing 

the USP Value Test or test in other countries? No problem at 

all. We'll take care of it.

Pain and gain analysis
To understand why

KANO-Analysis
To understand the impact 

of benefits on customer 

satisfaction

ImpactPreference

Motivations
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Consumer preferences

Benefit #9

Benefit #6

Benefit #2

Benefit #8

Benefit #5

Benefit #1

Benefit #4

Benefit #10

Benefit #3

Benefit #7

Understand what benefit appeals most 
to know what to emphasize. 

Every consumer is shown 10x a randomized set of 4 

product benefits. Per set consumers indicate their 

preference for one of the presented product benefits. 

Our algorithm-based analysis ultimately ranks the 

product benefits from first to last. 

By understand consumer preferences regarding 

benefits, we know what benefit are more and less 

important for consumers. The most important benefits 

should play a big role in all your communication towards 

your potential buyers. 

Preference
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Consumer preferences
per target group

Benefit #9

Benefit #6

Benefit #2

Benefit #8

Benefit #5

Benefit #1

Benefit #4

Benefit #10

Benefit #3

Benefit #7

Target group 1

Target group 2

Understand what benefit appeals most 
to what target group. 

The consumers preferences will be split for different 

target groups to understand how different groups 

behave differently. 

Preference



Ideal set of benefits
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Understand what combination of 
benefits trigger most consumers

A TURF-analysis (Total Unduplicated Reach and 

Frequency) provides insight into the optimal 

combination of the benefits. . It reveals the set that 

triggers the highest amount of the target group. To know 

what combination of USP´s you should mention on your 

website, or in all sorts of (product) communication.

Benefit #9

Benefit #6

Benefit #3
Benefit #8

Benefit #10

Benefit #484%
69%

Benefit #5

Benefit #8

Benefit #2

78%

312

Preference
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Customer Satisfaction
High

Delighters Satisfiers

Must havesIndifferent

Low

Need for 
presence

HighLow

Benefit #4

Benefit #1

Benefit #5

Benefit #3

Benefit #2

Understand the value of your benefit 
and know how to WOW. 

Plotted on two axes, it will show you which product 

benefits have the power to "WOW". This revolves 

around two types of insights: the extent to which 

consumers expect a benefit / product feature to be 

offered and the extent to which they would miss this 

benefit / property if it is not there.

By plotting the benefits on these axes, we determine 

the value of the benefits. What are must haves in 

your propositions and what should be emphasizes to 

achieve a higher customer satisfaction.

Impact
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Customer Satisfaction
high

Delighters Satisfiers

Must havesIndifferent

Low

Need for 
presence

HighLow

Satisfiers
Consumers want these benefit and when they are 

present, it has a high effect on their satisfaction. 

Generalized: the more, the better. 

Must haves
Consumers want these benefits, but when they are 

present it has low effect on their satisfaction. These 

are the hygiene factors of your proposition

Indifferent
Consumers don’t feel a explicit need for these 

benefits, and when they are present it also has low 

effect on their satisfaction.

Delighters
Consumers don’t feel a explicit need for these 

benefits, but when they are present it can really 

WOW them. These are the benefits that make 

consumers smile and with these, you'll be able to 

distinctive yourself from competitors.  

Impact
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Understand the motivations to deep dive 
into your customer

You can learn a lot on benefit relevance by asking open ended 

questions up front. Wat do consumers say about your product? 

What motivates them to use or not to use products in your 

category? What are their 'jobs to be done', 'pains' and 'gains'? 

Actively listening to your consumer is paramount for the success of 

your product.

By understanding the potential buyer better, better propositions 

could be designed.  

Motivations

Pains

Gains

Motivation
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