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Laddering 

Interview 

Role Playing 

Projective 

Techniques 

Interpretation of the pictures indicating  

brand image & individual’s personality 

Proceeding from product characteristics 

 to consumers’ usage motives 

Lowered the respondent’s defenses 

 and resulted in truthful answers 
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Objective: To understand the functional and emotional needs for Celine  

            Dion to drive Cadillac SLS and define the product market positioning. 

What are the other attractive 

parts of Cadillac SLS? 

      Why do you drive Cadillac SLS? Ask a series of questions, then you 

can understand the functional and emotional needs for Celine Dion to use 

Cadillac SLS. 

Why do you drive the Cadillac 

SLS? 

What do you feel when you 

drive Cadillac SLS? 

What are the characteristics of 

Cadillac SLS you like best? 

Functional 

Needs 

Emotional 

Needs 

I like its proud and powerful outlook design,  

and its luxury configuration with human wisdom. 

The high tech power equipment gives me  

the feeling of leading the drive power 

of epoch from inside to outside. 

Driving it, I  feel myself a forward-looking 

 person with full passion of life.  

It can accompany me to continuously  

climb the career summit with a legend life,  

creating an outstanding lifestyle. 

I like its high standard, confident,  

devoted, passionate and powerful performance,  

which is just like my performance in the stage. 

Cadillac SLS 

Positioning 

What value can Cadillac SLS 

bring to your life? 
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In marketing research uses of picture response techniques, 

respondents are shown a set of pictures and asked the most 

representative and the least representative to tell a story describing it.  

The respondent’s interpretation of the pictures gives indications of that 

individual’s personality.  

E.g. Select the following person who use your products most often! 
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In a third-person technique, respondents are presented with a verbal 

or visual situation and are asked to related the beliefs and attitudes 

of a third person.  

E.g. “Are you afraid of swimming”? Very few people said yes. “Do 

you think your neighbor is afraid to swim?” lowered the 

respondent’s defenses and resulted in truthful answers. The answer 

is Yes. Then, you can further probe.  
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