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Agenda

ÅTodayôs Objective

ÅIMT Background at Kraft Foods & Univision

ÅBenefits of In Market Testing

ÅDoôs and Donôtôs

ÅCase Studies

ÅQ&A
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Objective

ÅTo provide examples of the types of findings that can 
be obtained and how to avoid common pitfalls with 
Hispanic - related In Market Tests.
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Kraft Foods
ñIn Market Testing for Growthò Background

ÅIMTG contributes significant $ value to Kraft 
Foods via its In Market Tests
ïprovides test based guidance to improve executions 

ïleads the evaluation of programs, which, if expanded based 
upon test results, would potentially yield incremental $ 

ïsaves the Company $ in lost sales by identifying poorly 

performing programs prior to further expansion

ÅCollaborates in testing efforts across 
Business Units

ÅLeads tests spanning retailers 
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Kraft ñIn Market Testing for Growthò

ÅA  ñCenter of Excellenceò for Kraft Foods In Market Testing 

ïPrimary contact for all North America In Market Testing 

ïFocused on delivering world -class in market testing capabilities 

ÅResponsible for designing, managing, and analyzing In Market Tests (IMTs) 

ÅCan be leveraged as a competitive advantage 

ÅResponsible for driving integration and utilization of supplier partners

ÅAn Umbrella organization that works in conjunction with a 
variety of vendor partners to maintain a robust arsenal of IMT 
tools and approaches 

ï Insures  Best Practice standard approach for all tests both in - house 
and supplier led 
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Retailer / Customer Testing Collaboration

IMTG organization provides:

ÅHigh Value Consultancy 
ÅAction Oriented Results 
ÅFunctional/Technical 

Expertise 
ÅShopper & Customer Focus 
ÅInnovative Problem 

Solving 
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Univision IMT Background

ÅUnivision Brand Solutions helps marketers 
understand consumer insights and size the growth 
opportunity for brands in the Hispanic Market

ÅBrand Solutions works with Univisionôs research team 
in consulting with clients on test market design, both 
at the local and national level
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Benefits of In Market Testing

Å Measure impact before investing resources to roll out broadly

Å Identify ways to improve the performance prior to roll -out

Å Understand the true incremental impact of the test beyond underlying 
growth/decline

Å Acquire learnings during a shorter test period before investing in a 
year - round campaign

Å Test the upside of your Hispanic investment
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In Market Testing vs. Other Research Tools

ÅIt is an ñIn Contextò tool that can be used for qualification testing. It 
also can be used in conjunction with or as a complement to primary 
research tools such as:
ï Concept Testing

ï In Home Product Testing or Alienation Testing

ï Communication/Messaging Testing

ï Preference Testing

ÅLearning from IMTôs can be used to validate earlier learningôs or reveal 
opportunity areas in the initiative or program prior to full investment
ï The success or failure of a program or initiative in a well designed IMT is very likely 

indicative of performance upon expansion

ï By leveraging this tool and the learning we can make better investment choices or in 
other instances optimize programs to improve the ROI
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In Market Testing Uses

ÅIn Market Testing (IMT) is a means to determine the impact of 
a change in a variable by introducing a new condition (marketing, 
merchandising, retail coverage, etc.) in a test and then 
comparing sales against a statistically matched control. 

ÅThis methodology can be used to understand the impact of 
ÅNew Item Launches

ÅMedia Heavy Ups

ÅIn Store Marketing Campaigns

ÅProduct/Package Changes

ÅAisle Reinventions

ÅRetail Coverage Models
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1)   Determine test objectives and metrics for success

2) Ensure the client has clear Hispanic marketing strategy in place before 

testing (and is equipped to handle its implementation)

3)   Determine method of measuring test results

The Testing Process ςa Roadmap

12

4)   Identify test period

5)   Define markets to be tested:

a) Identify test and control groups

6)   Develop Media Strategy (National Theoretical Plan for Local tests)

7)   Execute, monitor, and optimize results (if necessary)

8) Compare results to campaign objectives outlined in Step 1

9) If test was deemed unsuccessful, determine the issues and re-test
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Preparation
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Determining Your Test Objectives
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Clear, upfront objectives are the key to any successful test

Measure Campaign 
Effectiveness

Measure Increase in 
Store Traffic

Optimize Media Mix

Measure Sales Increase

Measure Increase in 
Awareness and Imagery 

metrics
Consumer behavior 

regarding trial, frequency, 
prescriptions, etc.
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Ensure Clear Hispanic Marketing Strategy

Copyright © Univision Communications Inc.  All rights reserved.

15

Consumer Insights 
& Behaviors

Do Hispanics interact with 
your brand differently than 

Non-Hispanics?  

Does the driving insight behind 
your E-L strategy apply to 

Hispanics?

Brand Familiarity

Does your brand have existing 
equity with Hispanics?  

Will Hispanics have previous 
knowledge of your brand and 

its attributes?

Product/Packaging
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taste, smell resonate with 

Hispanics? 

Are there different SKUs that 
connect most with Hispanics?
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