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As businesses across industries increasingly prioriƟze operaƟonal efficiency, sustainability, and cost-
effecƟveness, the role of transit packaging soluƟons has become more criƟcal than ever. To beƩer 
understand evolving customer needs and preferences, Exporta conducted a comprehensive customer 
survey focused on product handling and sustainable packaging.

The survey captured insights from a diverse range of businesses regarding their preferences between 
rreusable and single-use packaging, the importance of factors such as durability, price, and sustainability, 
and their openness to innovaƟon, including leasing opƟons. With responses from stakeholders across 
mulƟple sectors, the findings offer valuable direcƟon for refining product offerings and enhancing 
customer experience.

This whitepaper explores key themes uncovered in the survey—ranging from purchasing behaviour to 
environmental prioriƟes—and translates them into acƟonable recommendaƟons that will shape Exporta’s 
future product strategy and service model.

IntroducƟon
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Reasons for reusable: Cost-effecƟveness, 
ethical/environmental concerns, efficiency in 
reordering.

Reasons for single-use (minority): Not geƫng 
packaging returned.

60% 60% expressed interest in sustainable or 
eco-friendly packaging.

We asked some different quesƟons around customers preferences between reuseable products or 
single use products. With more and more importance for businesses to operate sustainably and 
eco-consciously, it’s important for us to understand how this influences our customers.

Reuseable vs. Single-Use
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Prefer reusable product handling goods.

87%

Reuseable vs. Single-Use
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We know that there are different factors that are important when it comes to the buying process. We 
wanted to know, for our customers, what is most important to them when it comes to making a 
purchase.

Top Factors Influencing
Purchasing Descisions
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We offer online purchasing, ordering via our customer service team, speaking directly to sales, as well 
as finance opƟons and purchase order opƟons. We wanted to know how customers liked to buy from 
us:

Online: Most common 

Local suppliers: MenƟoned occasionally

Mixed/Email/Preferred suppliers: A few 
menƟons

Preferred Purchasing Channels 
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On a sale of 1 to 10, we asked customers how important product customisaƟon was to them. It’s 
something we offer here at Exporta, but is it important to our customers?

Scores ranged from 4 to 10
The average raƟng: 5.3 - showing a moderate importance to customers.

Importance of Product 
CustomisaƟon
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With regular customers, and new customers, we want to ensure we are supplying the right products 
now and into the future. We asked how our customers see products evolving over the next 5 years and 
this is what they said:

Mixed Responses:
Some expect increased usage
 
Others are uncertain or see no change

Future Needs
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82% said “No” — indicaƟng low interest 
in leasing or renƟng.

Are Leasing or RenƟng OpƟons
Important?
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BeƩer range, quality, and delivery

CompeƟƟve pricing

Helpful service

How do we compare against others in the marketplace. We pride ourselves on our customer service 
and wide range of products available for next day delivery, but how do our customers see us and what 
makes them choose Exporta?

Exporta vs. CompeƟtors
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Top menƟons:
•Delivery speed
•Price
•Helpfulness

We asked what aspects of our products or services customers find beƩer. These are the top answers 
and some of the specific feedback we received.

Features Exporta Excels At
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This survey has offered criƟcal insights into the evolving preferences, values, and behaviors of our cus-
tomer base—shedding light on everything from purchasing drivers to environmental prioriƟes. These 
findings not only underscore the importance of staying aƩuned to our customers' needs but also illumi-
nate clear opportuniƟes for innovaƟon and strategic alignment.

The findings shared in this whitepaper will directly inform how we design our products, refine our ser-
vices, and create value in every interacƟon. But we know that strategy is never one-size-fits-all.

If you see your challenges reflected in these insights, we’d love to hear from you. 

Call: 0800 294 4394
Email: sales@exportaglobal.co.uk
Website: www.exportaglobal.co.uk

Insights into Impact


