Accoding to industy studie only 5% ofnew products
adhieve their marketing and Pnancial goals in tlwst year of
introduction. Hunte Doudas a leading windev furnishings
marufactuier, had an agressie new product deelopment and
production shedulein the 20052007 timeperiod. Up to tha
point, thecompaly had not ben alde to identify mary product
and installion problems bdore full production and laurig.
Several products had gonito full production with djtches in
design and useesulting in poor arly custome experiences
and high custonresupport lurdens They turned to Comnu-
nigue Partne's to conductesearch to measue product quality
and theeffectiveness ofthe installdion process to beade to
identify concete solutions to theeproblems

The Solution

Communigue Partners worked togeher with Denver-basel
branding &perts Brandjuiceo design a comp@hensive na
tional product usagand testing ppgram. To power their re-
sarch, they séected GMIB Ne-MR™ online market research
softwae suiteand Né-Pand pand managenent tool. for each
of Hunter DouglasO 10 pduct lines CommuniquePartnes
recruited highe-incometarge houséolds in ongo two major
metro areas and hilt a custom minpand with Net-Pand.
They recruited and poblel thesehouséolds had then meas
ure their windows and sat them to a custom ebsiteto enter
their measuements In paralld, Comnuniquealso coadinated
professional instalfs who cameto houséolds to masue and
install theshads when appopriate. Consumes then took two
online suneys: oneasking then about thé shipment, installa
tion and ey useexperience and a seond onerequesting
their full usageexperienceand séisfaction fedback. Com
muniqueusel Net-MR@® paverful databasesuney and eport-
ing capabilitis to coodinate all installéions and povide
frontdine support ér ordering, installdion, problem shipmats
returns and ongoing use

The Results

The resarch tha Communique Partne's piovided Hunter
Dougdas includd valuabe intelligenceabout shipping and
packaging issgeexpected pricing installdion concens and
usage Hunter Douglas was dk to identify problems in dsign
and bx then bdore full production and shipm@. They were
also ale to bdter understand stengths best usg and pevi-
ously undisceered benebts thathey could nav highlight dur
ing laund and in ey marketing comnunicaions Some
product lines were discontiued before laund dueto poor test
results saying thecompary millions in custonresupport &-
penses and poor customexperiences while avoiding signib
cant brand eputation damage

OThe research we conducte for Hunter Douglas is a typical
exampleof how we leveragestde of the art tools to declop
and manageustom panig O &plains Chris ¥lonis President
of CommuniquePartners OVith a shortterm life and bcuse
use we ddiver timely customeinput in thedevelopment, test
market and pre-production stage Comnuniqued team has
built over 45 custom paris br clients in thepast &ht years in
partnaship with leading maket research bms and maketing
ageciesO

Partnering with Communique Partners

If you are a maket research Pim, maketing ag&cy or respon
silde for new product deedlopment, maiketing and eserch
within a coporation and yu wish to larn more about bet
practices in designing developing and managing a custom
pand, pleasecontact DanieFaccinéti at Comnmunique Part-
ners 4152186547, danikfaccineti
@comnuniquepartnagscom
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