
Raise your new pr oduct chances for success using web-
enabled IHUTS.

According to industry studies, only 5% of new products 
achieve their marketing and Þnancial goals in the Þrst year of 
introduction.  Hunter Douglas, a leading window furnishings 
manufacturer, had an aggressive new product development and 
production schedule in the 2005-2007 time period.  Up to that 
point, the company had not been able to identify many product 
and installation problems before full production and launch.  
Several products had gone into full production with glitches in 
design and use, resulting in poor early customer experiences 
and high customer support burdens. They turned to Commu-
nique Partners to conduct research to measure product quality 
and the effectiveness of the installation process to be able to 
identify concrete solutions to these problems.

The Solution
Communique Partners worked together with Denver-based 
branding experts Brandjuice to design a comprehensive na-
tional product usage and testing program.  To power their re-
search, they selected GMIÕs Net-MR¨ online  market research 
software suite and Net-Panel panel management tool.  For each 
of Hunter DouglasÕ 10 product lines, Communique Partners 
recruited higher-income target households in one to two major 
metro areas and built a custom mini-panel with Net-Panel.  
They recruited and proÞled these households, had them meas-
ure their windows and sent them to a custom website to enter 
their measurements. In parallel, Communique also coordinated 
professional installers who came to households to measure and 
install the shades when appropriate.  Consumers then took two 
online surveys: one asking them about their shipment, installa-
tion and early use experience, and a second one requesting 
their full usage, experience and satisfaction feedback.  Com-
munique used Net-MRÕs powerful database, survey and report-
ing capabilities to coordinate all installations, and provide 
front-line support for ordering, installation, problem shipments, 
returns, and ongoing use. 

The Results
The research that Communique Partners provided Hunter 
Douglas included valuable intelligence about shipping and 
packaging issues, expected pricing, installation concerns and 
usage.  Hunter Douglas was able to identify problems in design 
and Þx them before full production and shipment.  They were 
also able to better understand strengths, best uses, and previ-
ously undiscovered beneÞts that they could now highlight dur-
ing launch and in early marketing communications.  Some 
product lines were discontinued before launch due to poor test 
results, saving the company millions in customer support ex-
penses and poor customer experiences, while avoiding signiÞ-
cant brand reputation damage. 

ÒThe research we conducted for Hunter Douglas is a typical 
example of how we leverage state of the art tools to develop 
and manage custom panels,Ó explains Chris Yalonis, President 
of Communique Partners.  ÒWith a short-term life and focused 
use, we deliver timely customer input in the development, test 
market and pre-production stages.  CommuniqueÕs team has 
built over 45 custom panels for clients in the past eight years, in 
partnership with leading market research Þrms and marketing 
agencies.Ó

Partnering with Communique Partners
If  you are a market research Þrm, marketing agency, or respon-
sible for new product development, marketing and research 
within a corporation and you wish to learn more about best 
practices in designing, developing and managing a custom 
panel, please contact Daniel Faccinetti at Communique Part-
ners. 415-218-6547,  daniel.faccinetti 
@communiquepartners.com

Communique Partners  822 D Street - San Rafael, CA 94901 - 415-453-9030  www.communiquepartners.com

Fast af for dable insight with Communique Partners online ÒIn-home 
Usage TestsÓ delivering optimal methods for ef ficient r esolution of new  
product, marketing and communication strategies.
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