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Preferred Brands Preference Purchased
Jacobs 13% 22%
Nescafe Brands 12% 25%
Ricoffy 11% 13%
Mugg & Bean 8% 2%
Frisco 8% 23%
Woolworths Brands 7% 0%
Hug In A Mug 6% 5%
House Of Coffees 5% 0%
Pick n Pay Coffee 5% 0%
Douwe Egberts 4% 2%

Best Displays Display Popular
Jacobs 30% 13%
Nescafe 27% 12%
Frisco 8% 8%
Hug in a mug 7% 6%
House of coffees 5% 5%
Ricoffy 5% 11%

Type of Coffee on Sale On Sale Popular
Instant Coffee 33% 44%
Filter Coffee 
(Ground Or Beans)

28% 23%

Capsules 24% 18%
Other (Please Specify) 15% 15%

Matching availability 
with popularity

Found Popular

Nescafe 18% 13%
Frisco 10% 8%
Jacobs 10% 14%
Ricoffy 9% 11%
House of coffees 7% 5%
Douwe egbert 6% 4%
Importers 4% 1%
Mugg n bean 3% 8%
Pick n pay 3% 5%

Top Retailers Visited Visited Preference
Pick n Pay 35% 30%
Checkers 25% 20%
Spar 22% 20%
Other 18% 30%

What should be used in Displays? %
Buy ’n try 18%
Special Offers 16%
Attractive displays 15%
Info & Suggestions 11%
Big display 7%
Bold displays 5%
Variety in displays 5%
Entrance display 4%

Smell the coffee
Off-the-shelf coffee is a fast-moving 

consumer item and a core purchase for 

most grocery shoppers. There is a wide 

variety of brand and form available 

in all supermarkets. Field Agent 

conducted an analysis of consumer 

preferences and behaviours around the purchase of off-the-

shelf coffee in South African. We wanted to understand likes 

and dislikes as well as the driving forces behind the selection 

process. We looked at the effectiveness of displays and how 

they influenced the purchase decision.

Crowdsourcing via smartphones provides an unbiased, real-time 
understanding of consumer shopping habits and frustrations, 
assisting retailers to focus on relevant operational issues and 
reinforce customer loyalty and shopper satisfaction. Feedback 
is collected through photos, videos, audio, timers, and barcode 
scanners, capturing consumer insights instantaneously. 

High-volume purchases provide strong support to retail 
performance. Consumers are fussy when it comes to products 
like coffee, and it is important to match expectations and needs 
with availability, pricing and presentation. Here, understanding 
consumer preferences and decision drivers can play an important 
role in finding that edge to consumer satisfaction and retention. We 
surveyed 60 random recipients across South Africa.

In preparation for the survey, we screened 255 shoppers, 88% of 
these were coffee drinkers. We randomly accepted 60 customers for 
store visits; asking them to photograph the best coffee displays and 
answer questions on their habits and preferences with reference to 
these displays and the purchase of coffee. We also asked them to 
purchase a coffee product and obtained further insights into the 
drivers behind their purchase decisions. Visits were verified using 
GPS, timestamps, and photos.  

The most popular and purchased brands were Jacobs and 
Nescafe. Stores visited trended closely to general consumer 
preferences. The most visited store was Pick n Pay. The best displays 
were found to be in the Jacobs and Nescafe brands, which were also 
aligned to their general popularity.  Instant coffee was the most 
popular type, but it appeared to be undersupplied. Nescafe brands 
were found to be in the best supply, although some stores reported 
a shortage.  Jacobs and Mugg & Bean appeared to be scarcer. The 
most common suggestion for display improvement was “buy ‘n 
try” with the aroma being cited as a big draw factor. The retailer 
found to have the best range, availability, and pricing was Pick 
n Pay. Packaging was by far the most important attribute in the 
determination of a good display. The worst displays were reported 
to be Ricoffy and Frisco. Taste, price, convenience and aroma (in 
that order) were found to be the most important drivers to brand 
adoption. For more details, email us at: client@fieldagentsa.com.


