
More Than 80%
of  Product Launches Fail
LEARN HOW TO BEAT THE ODDS



The products aren’t good enough. The market just isn’t ready. 
There are lots of excuses for failed product launches.

The reality? Many companies spend so much time, energy and resources 
developing the actual product … they forget to plan the launch.

More often than not, product launches fail thanks to poor research,
planning and a smart go-to-market strategy. That’s why we offer a
service that combines it all together.

THE MAIN REASONS PRODUCT LAUNCHES FAIL:
LACK OF RESEARCH & STRATEGIC PLANNING

“Launching a product without research and
planning is like throwing a dart at a map … a map in 
another room, with the lights out, while wearing
a blindfold.”  KIP BOTIRIUS, CEO of NSRC & TENLO



There’s no silver bullet solution to a product 
launch. Our experience shows that a launch is 
successful only when clients, researchers, 
strategists, creatives and technologists all 
work closely together.

MARKET RESEARCH & MARKET STRATEGY:
YOU GET IT ALL UNDER ONE UMBRELLA

AMG NSRC

TENLO

owns companies 
that solve clients’ 
specific business 
challenges using 
strategic marketing 
practices

ia a full-service market research and consulting 
company that collects, analyzes and interprets data

is a data-driven digital marketing agency  focused 
on increasing your marketing team’s contribution to 
sales results

We are special because we push the boundaries of this tight integration.

Our sister companies, NSRC and Tenlo, combine market research and 
marketing strategy under a single umbrella. We work together, hand-in-
hand, through every step of a product launch—from product development 
and testing to marketing planning and execution.

That’s how we’re able to customize a go-to-market strategy for your 
specific product and company needs. This unique integration makes the 
likelihood of a successful product launch much stronger. 

Umbrella Approach Benefits

• Creates seamless integration 
• Streamlines communication
• Increases speed-to-market 
• Improves marketing effectiveness
• Helps ensure launch success



BUILD BETTER PRODUCTS: MARKET RESEARCH FOR
NEW PRODUCT DEVELOPMENT

NSRC SUCCESS STORY: NSRC recruited and 
conducted in-depth interviews with RNs and LPNs 
who regularly draw blood during their workday. This 
feedback enabled Nottingham Spirk to advance a 
medical device for blood draws from the ideation to 
the design phase of their new product development 
cycle.

“The NSRC team is made of seasoned professionals. 
We specialize in niche recruiting to find uniquely 
qualified research candidates not available through 
online databases.” Lauren Schmidt, Sr. Director of 
Client Services & Strategy at NSRC

Your organization counts on new products 
to stay competitive and expand its market 
reach. The key to getting the most from 
your time, budget and resources is to 
make informed decisions based on actual 
market opportunity and customer insights.

Our market research captures target user 
preferences, experiences plus wants and 
needs. It provides your team with this 
critical data to guide your product
development activities.

Product Launch research can take place 
any time during the development process—
from initial concept to prototype design. 

The most critical component of a successful product launch is,
of course, the product.

• Sales Representatives
• Customer support
• Marketing

• Leadership
• Distributors
• And more

Most market research focuses only on end users.
Our umbrella approach also includes key stakeholders:

Some of Our Research Methods:

Common Questions Answered:

• Voice of the customer (VOC)
• In-depth interviews
• Focus groups
• Surveys

• Competitive assessments
• Online behavioral research
• SEO keyword research
• Google analytics

• How does our product compare to similar products in the market?
• Does it provide something the other products on the market don’t? 
• Are customers satisfied with the current products available?
• How could similar products on the market be improved?
• Who would be most interested in this new product?
• What new features would be of interest to target users?
• What would the decision-making and purchase process look like
 for this product?



TEST NEW PRODUCTS: USER TESTING FOR
NEW PRODUCTS OR PROTOTYPES

Many companies think product- 
first. They’re so focused on new 
technology and innovation that 
they overlook whether or not a 
new product is something people 
would actually want or need.

NSRC can validate new concepts, 
products or prototypes before 
you invest in a full-scale launch. 
Some of the research methods 
we use, include:
• In-home usage testing (IHUT)
• Central location tests (CLT)
• B2B product placement tests
• In-depth interviews 
• Focus groups

This testing enables you to 
see how your target audience 
interacts with your product. You 
can then make decisions based 
on real data rather than internal 
perceptions or expectations. 
Minimum risk for maximum 
results.  

NSRC SUCCESS STORY:
After Nottingham Spirk developed a 
prototype medical device, they
re-engaged NSRC. We recruited medical 
professionals who used the prototype to 
draw blood from volunteer patients we 
also enlisted. Both groups shared their 
feedback, which allowed the client to 
bring the product to market. 

NSRC SUCCESS STORY:
NSRC carefully recruited a niche group of highly qualified research participants for 
an In-Home Use Test (IHUT) of prototype products for TTI Floor Care. NSRC gathered 
real-world feedback using online surveys, recorded use challenge results and diary 
entries to validate the audience’s interest in the product prior to launch.

Common Questions Answered:
• Does the product solve the user’s  
 problem?
• Does the product perform as
 expected?
• Is there anything about the product  
 that’s confusing?
• Is it easier or harder to use than   
 comparable products?
• Does the user feel comfortable/safe 
 using the product?
• Is there anything about the product  
 users would change?
• Is there any changes users would  
 make to improve the product?



VALIDATE PRODUCT & POSITIONING:
REAL-WORLD MARKET TESTING FOR NEW PRODUCTS

Even when market research indicates 
a product launch will be a success, it’s 
always smart to get proof. All it takes is a 
small media budget and a short timeframe 
to quickly and affordably get your product 
in front of real customers.

Tenlo uses research from NSRC to develop 
a test-and-learn marketing approach. It 

gauges how products are received by real 
people in real-world environments. 

This allows you to measure genuine product 
interest and intent to buy. Plus, you can 
evaluate the effectiveness of the product 
positioning, messaging, platforms and 
channels before making major
investments in a full-scale product launch.

This product validation approach can save 
you time and money. You’ll have solid data 
and information so you can adjust, pivot 
or move forward with your launch. You 
can feel confident that your product and 
marketing strategy are sound.

TENLO CASE STUDY: Quick & Affordable Validation Of A New     
Product Concept For Battle Toss

TENLO PODCAST: How To Validate New
Products With A Test-And-Learn Marketing 
Approach

TENLO ARTICLE: Make Your Product Launch A 
Success With A Test-And-Learn Approach

“Our test-and-learn approach can be applied to any foundational marketing
principles, but it works exceptionally well for launching new products.”
Patty Parobek, Director of Integrated Marketing Strategy at Tenlo

“I would like to thank the professionals at Tenlo for website development and 
digital marketing expertise with our business startup. The Tenlo team offered 
a wide variety of experience from their collective diverse backgrounds. 
I would recommend their services to any company 
seeking solutions to their marketing challenges.”
Russell and Deborah Horner,
Owners of Battle Toss; a product of
DR SMILES, INC.

Common Questions Answered:

• Is there really a market for this
 new product?
• Which target user is most ready
 to buy?
• What is the best way to position   
 this product in the marketplace?
• What is the quickest path to
 conversion?
• What product features are most  
 likely to entice customers to buy?

http://Quick & Affordable Validation Of A New Product Concept For Battle Toss
http://Quick & Affordable Validation Of A New Product Concept For Battle Toss
http://How To Validate New Products With A Test-And-Learn Marketing Approach
http://How To Validate New Products With A Test-And-Learn Marketing Approach
http://How To Validate New Products With A Test-And-Learn Marketing Approach
https://tenlo.com/product-launch-success-test-and-learn/
http://Make Your Product Launch A  Success With A Test-And-Learn Approach
http://Make Your Product Launch A  Success With A Test-And-Learn Approach


SUCCESSFULLY LAUNCH YOUR PRODUCT:
MARKETING STRATEGY & GO-TO-MARKET PLAN

That’s why your product launch campaign will be tailor-made not only for
your business, but also for your customers. 

You’ll receive a cross-channel marketing plan that integrates all of the online 
and offline data collected. We scale the quick-win opportunities identified in the 
test-and-learn approach. Plus, we extend and amplify, creating a value-based 
engagement with additional content, platforms, channels, marketing automation 
and digital media.

You’ll find that Tenlo uses an iterative launch framework. We use data to build a predictable, 
repeatable process as we go. It continuously defines and refines what works for both your 
company and your audience. 

TENLO CASE STUDY: A 4-Week Test To Improve Lifetime Value

“A strong go-to-market strategy lets you shape, execute, measure and 
continually improve your marketing efforts. Ultimately, it shows how the 
product launch contributes to your company’s growth.”
Tom Madrilejos, Product Strategist

“Tenlo helped increase our website traffic by 20%. We increased our online 
visibility with new customers, plus made it easier for existing customers to 
find our website over and over again.”
Keith Dague, President of US Compliance Systems

Buyers hold the power in the purchase process. And it’s time for us 
to adapt to this modern buyer journey

Capture leads 

Shorten your sales
cycle

Retain more
customers 

Increase revenue

http://A 4-Week Test To Improve Lifetime Value


Data and teamwork are at the heart of our proven 3-step process. 
We draw from your expertise to efficiently gather data and insights. 

We use that knowledge to plan, create and execute a
go-to-market plan to successfully launch your product.

OUR STRATEGIC PROCESS: COLLABORATE | DESIGN | LAUNCH

Collaborate Design Launch



      

Collaborate
• Gather insights from your team,  
 customers, digital tools and 
 analytics
• Discover the challenges your   
 marketing and sales teams face  
 along with the opportunities
• Clearly understand your current  
 marketing and sales activities,  
 business goals and measurements  
 of success
• Project planning to identify the best  
 research methodology, timeline and  
 price
• Identify the prospects who are most  
 likely to buy your product or service
• Competitive landscape research to  
 determine strengths, weaknesses,  
 opportunities, and gaps
• Conduct digital landscape research  
 to determine how your target   
 audience searches, consumes  
 information and processes  
 transactions online
• Identify B2B lead qualification  
 needs 
• Organize research results and  
 insights, and propose initial digital  
 marketing approach
• Receive feedback on the approach  
 and align with in-house marketing  
 and sales resources as well as  
 technology

Design
• Design and execute fast turnaround  
 studies for clients with a strong  
 customer database
• Recruiting and/or niche recruiting  
 using creative methods and skilled  
 outreach techniques to connect  
 and interview hard-to-find
 participants
• In-house survey authoring and  
 programming, including pretesting  
 and suggesting modifications based  
 on feedback resulting from
 respondents and seasoned NSRC  
 interviewing team members
• Use insights to create a strategic  
 digital marketing plan, which   
 includes the right mix of earned,  
 paid and owned tactics
• If needed, create a test-and-learn  
 approach to determine the best  
 experiences from the strategic plan
• Develop personas to represent your  
 ideal customer based on market  
 research and real data about your  
 existing customers
• Create a customer journey map to  
 show the critical points of 
 influence, engagement and decision
• Outline the ideal user experience  
 from initial contact to final
 conversion
• Develop a mood board to
 demonstrate the visual approach  
 for the lead generation campaign

• Create a messaging framework with  
 the value propositions for 
 prospects throughout every stage  
 of the buyer journey
• Align on budget and forecast   
 potential results against target KPIs
• Create lead qualification script to  
 move leads to the Marketing   
 Qualified Lead bucket
• Tracking studies starting with a  
 benchmark followed by
 measurements across time 

Launch
• Design visual assets and write  
 messaging for each tactic, creating  
 versions for each audience and  
 marketing channel
• Align creative to the customer  
 journey and KPIs
• Create or reconfigure paid and  
 owned media accounts as well as  
 marketing automation and CRM  
 platforms for data capture and  
 measurement across the customer  
 experience
• Implement measurement and   
 analytics across the journey
• Traffic creative to the appropriate  
 channels
• Review data and business results
• Apply learnings to optimize and edit  
 creative based on performance
• Track Net Promoter Scores over  
 time with a variety of customer  
 groups, including new customers,  
 key priority customers and lost  
 customers 
• Directly populate lead qualification  
 data into a customer’s CRM and  
 assign tasks 
• Notify clients when NSRC uncovers  
 an urgent message that requires a  
 same day response from the client  
 company
• Share tests, run, results, learnings  
 and next steps with clients
• Present final results and final  
 projected forecast marketing   
 approach

OUR STRATEGIC PROCESS: COLLABORATE | DESIGN | LAUNCH



KEY SERVICES

QUALITATIVE RESEARCH 

• Focus groups

• 1:1 interviews, dyads/triads, and
 small groups

• Online bulletin boards

• In-home product use tests

• Diaries or journals

QUANTITATIVE RESEARCH

• Telephone interviews

• Online surveys

• Email surveys

• On-site intercept interviews

• In-home product use tests

• Diaries or journals

• Online behavioral research 

• SEO keyword research

• Google Analytics

DIGITAL MARKETING STRATEGY 

• Digital Marketing Strategy

• Trade Show Marketing Strategy

• Customer Retention

• Digital Transformation

WEB DESIGN AND

DEVELOPMENT

• SEO and Website Optimization

• UX Design & Information
 Architecture

• Conversion Optimization

LEAD GENERATION

• Rapid Market Testing

• Lead & Demand Generation

• Inbound Marketing

• SEO & PPC Campaigns

• Programmatic & Display
 Advertising

• Content Marketing

• Social Media Marketing

• ABM Account Based Marketing

• Email Marketing Automation &   
 CRM

“Tenlo conducted SEO keyword research and used it to help guide our decision-making for the site navigation 
and critical calls-to-action on our new website. Our traffic has increased 30% and our website conversion rate 
is up 20%.” Barry Campbell, VP of Marketing | Aquatherm

“Tenlo helped us align our content strategy and website user experience. We saw a higher engagement rate 
with content on social media, in email and on our website.” Heather Driggs, Director of Marketing | Asurint



Learn more about how you can benefit from market research and digital marketing strategy—along with scalable testing 

frameworks—to develop and launch products, shorten sales cycles, generate revenue and drive growth for your business.

Kip Botirius  |  CEO of NSRC &  Tenlo  |  kbotirius@tenlo.com  |  LinkedIn  |  www.nsrc.com  |  www.tenlo.com

Get In Touch

https://www.linkedin.com/in/kipbotirius/

