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Understanding the:
Beverage Buyer in:

Convenient
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With 165 million C-store visits a day, A | -

convenience is an important ci?nﬂe? for - ’
beverage brands to get right.” Better
understanding the convenience’aeverage
consumer can lead to better retail velocities.

Understand who the convenience beverage buyer is
Gain insights on your buyer to inform marketing, product development, pricing & packaging

The Convenience Beverage Buyer is...

48%

More likely to be in
the “Young
Transitional”
Spectra Behavior

43% 28% 23%

More likely to belong
toGen Z &
Millennials

More likely to belong
to a Blue-Collar
occupation

More likely to have
Income under $20k

Stage

Source: NielsenlQ Panel on Demand Homescan Panel L52 w/e 09/07/24

Understand the potential opportunities of capturing more convenience buyers
Attract new buyers & more purchases through a deep understanding of your beverage buying behavior

$ Opportunities for Beverages in the Convenience Channel

Value of 1 pt increase in penetration

R
$122.86

Value per Buyer

. $6.64 18.5
' Value per Occasions per | —l

Occasion
$135.15

Value of 10% increase in buy rate
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