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Advertising Recall Measurement: Only Lies and Deceptions?

Management Summary

Admittedly, the promises of institutes on advertising pretests are quite similar. This suggests
high interchange ability and therefore many responsible for market research take above all the
costs of tests into consideration. — However, if pretests selected are not reliable then often
millions of Euros or British Pounds are at risk. - We are convinced that an advertising pretest is
only as good as its ability to predict future market realities.

Many advertising pretests are carried out by large tracking institutes. Therefore validations
should be relatively easy for them. However, so far they haven’t yet provided any evidence
that they are able to predict recall or sales and image effect caused by specific advertisements
reliably. We believe they would, if they could. The Admap Conference 2004 came to the
following conclusion: "“There is still "No evidence in the public domain that it [pretesting] is
predictive.”

Even worse considerable research has proven that most advertising pre-test methods are NOT
able to live up to expectations. We have summarised and proven this for all widespread
methods in several publications (Mayer de Groot et al. 2000/2001/2002/2004/2010) - by the
way, without receiving any real protest in this matter. — An analysis can hardly come off worst.
One should think that an outcry of outrage would sound through the land. This however wasn't
the case instead we partly even received confirmation (e.g. Rodenhausen 6/2000 pp. 68).

Other prominent researchers have come to the same conclusion:

~We are faced with a wide spread validation vacuum.” ,Even so called leading agencies and
research companies have lost any orientation if it comes to concepts and methods to predict
advertising effectiveness.” (Dr. Schroiff, Vice President and Head of International Market
Research, Henkel KGaA)

Tim Broadbent (10/2004 p. 150), BrandCon, argues that “pretesting is not predictive, largely
unhelpful and mostly misused. Nothing has changed in the last 40 years.”

On the other hand we will provided in this publication numerous validations that innovative
communication pretests such as the Ad $ales Effect pretest are able to predict advertising
recall reliable.



Advertising Recall Measurement: Only Lies and Deceptions?

It is widely accepted that advertising recall is an important prerequisite for advertising effects.
However considerable research evidence has proven that no direct correlation of recall to sales
exists. (Koeppler, pp. 69; Gibson and Percy, Rossiter, 1992, p.11 and the references provided
there)

Most advertising pre-tests claim — of course - to be able to reliably predict the attention effect
(or “recall”) caused by an advertisement. However, experience shows that most pretests are
not able to live up to expectations or their promises. In most cases, tracking studies produce
completely different recall values compared with those initially predicted in almost all
advertising pretests. Huge and random differences have been observed in numerous
publications between forecasted recall values and those measured in real market settings.

We will discuss the ability to measure or predict recall of the most widely used pretest groups
based on numerous research case studies. In doing so it is not our goal to prove anybody
wrong but to show and provide new and more reliable ways to measure advertising recall
before media investments.

In the following chapters we will discuss always first the internal validity and than separately
the external validity. A method is considered valid when its data are unbiased and actually
measure what is intended to be measured. Basically speaking, there are two types of
validation:

1. The internal validation of the research approach in itself. (Are the measurement criteria
and research design free of systematic errors? Can they thus identify the “real” differences
in advertising effectiveness?)

2. The external validation. (Can the method achieve a sufficiently good correlation between
pre-test results and real market values?)

1. The so called ,,Portfolio-Recall-Tests"

Pretests of this category are offered under various names (such as ,Folder-" and “Reel-Recall-

Tests") and they are often conducted as multi-client-studies. They can be characterized by

= indirect recruitment (test product categories are not mentioned.)

= in a folder an uneven number of ads is shown (e.g. 11). The ad in the middle position is the
test ad (e.g. ad in position 6 of 11 ads). The same is true for TV (so called “Reel*-Test) or
radio.

= Spontaneous and prompted recall is measured relatively shortly after exposure.

When I started to work for Mars Petfood initially at Scholz & Friends on the agency side more
than 40 advertising pretests of this category had been conducted. In nearly every case a recall
of more than 85% had been predicted for various cat and dog food brands advertisements. -
Even in experiments with increased TV spot environments of 20 TV commercials the predicted
recall level remained nearly on the same high level.

The problem: Tracking studies with more than 1.000 cat, dog or bird owners produced
completely different recall values compared with those initially predicted by “Portfolio-Recall-
Tests" of different institutes. Mars never achieved in pet food any promising correlation -
despite high budgets invested, high share of voice at that time and longer advertising
campaigns, which ran usually over several years. The differences between pre- and post
measurement were always huge and no common multiplicator could be calculated to adjust
that difference. - The same finding was true in Mars confectionary; however differences were
usually somewhat smaller.



Why does the recall measurement fail of ,,Portfolio-Recall-Tests™?

When we analysed the reasons, why the recall predictions of "“Portfolio-Recall-Tests" are not
reliable, the publications of J.C. Maloney (1961/1962) proved to be helpful. He observed in six
advertising tests for beer that all measured ,recall® values were on a similar level and within
statistical tolerances (within 8%), despite huge differences in the creative execution. — The
same was true for the nine identical ads of different categories which made up the test
environment in the folder. Again in each case the ,recall® results were within statistical
tolerances.

Maloney came to the conclusion that the so called ,Folder- or Reel-Recall®-Tests do not
measure the real recall caused by an ad but the interest in the product category communi-
cated.

We are in support of his conclusion. It can also explain why the recall predictions were always
unrealistically high when e. g. advertisements for pet food and baby food were tested. Both
categories enjoy the highest product involvement of more than 100 product or service
categories we have tested in so far. In both cases the target groups have a beloved being
which is limited in its communicative abilities and you do not want to make any mistake when
feeding it.

Millward Brown (1991 p. 63) one of the leading advertising tracking institutes has also
confirmed that the recall measurement approach of the “Portfolio-Recall-Tests" is not reliable -
after hundreds of pre-tests with this method:

~We have been in a unique position in that our pre-testing conclusions have nearly always
been ,validated” via subsequent tracking study data .... We used to pre-test commercials by
showing them in a "clutter reel” of ten ads and then measuring recall of ad and brand, and we
have norms for this for hundreds of commercials.

However, in spite of constantly refining the procedure, we never obtained a good
correlation with real life memorisability as measured on tracking studies.”

Summary: Considerable research has proven that ,Folder-/Reel-Recall-Test" are not able to
measure recall reliably, inspite of its appealing logic. This method group has been falsified in
that respect already more than 50 years ago. — In spite of its name this method measures
product category interest, but not recall. - It is not able to separate advertising which is easy
to remember from other communication which is difficult to recall.

What you can expect still fifty year after its falsification: Some advertising agencies which are
only interested in their — but may be less in your - short term success tend to recommend
portfolio-recall-tests in product categories with relatively high product interest.

And if such a method has been established as a so called “company standard pretest method”
you will meet intensive resistance from their side to change that. Because from their point of
view the advantage is clear: Even advertisement with lower creativity will achieve positive
recall test results in product categories with higher involvement. - And also some research
institutes still may offer it at a low price as a multi client study or advertising agencies as new
business tool even for free.

But remember information you get out of such a test has no predictive value under real market
conditions! It may sound cheap, but it is a waste of money. And the likelihood is high that your
communications investments will not live up to expectations.



2. Recognition-Test

Numerous research studies have proven that the so called recognition method is unreliable.
We would like to quote two early examples from the year 1961 which already falsified the
method:

« W.R. Simmons (1961) found that respondents which had NOT read the magazine issue
which communicated the test advertisement had nearly the same recognition values as
those who had used that specific magazine issue.

e« E. Marder and M. David (1961) measured (high) ,recognition values™ for advertisements,
which previously had NOT been published at all.

K. Koeppler (1974 pp. 31) has analysed and discussed the recognition method intensively and
quoted numerous other research evidence which prove beyond doubt that recognition test
results are unreliable. For efficiency reasons we do not want to repeat his extensive analysis
here, but share his summarized view:

»,The conclusion of numerous research studies of the Recognition method is that absolutely
uncertain what this method actually measures. - In the USA as well as in Europe the
Recognition method is treated with a lot of scepticism."

Considerable research evidence has proven some 50 years (!!!) ago, that both methods
discussed so far are definitely NOT able to measure and predict the true recall reliably.
However ,Portfolio-Recall-Tests" as well as ,Recognition-Tests" are still often used e.g. by
agencies and publishing companies. The reason is in their own interest, because these
methods more or less guarantee “positive research results.”

The famous advertising man David Ogilvy (1983 p. 9) has already stated: ,I sometimes
wonder if there is a tacit conspiracy among clients, media and agencies to avoid putting
advertising to such acids tests. Everyone included has a vested interest in prolonging the myth
that all advertising increases sales to some degree: It doesn’t.”

Excurse to Copy-Tests of Media

Namely those departments which sell advertising space or time are still in favour of
Recognition tests due to the “nicely high value™ usually achieved in these tests.

Somewhat recently we were asked again to provide a copy test proposal for a management
magazine. In order to do so we got the questionnaire of the previous year. It was made up by
457 (111 questions which should be asked in a telephone interview of maximal 20 minutes.
The intended respondents were higher management levels.

We carried out some test interviews to analyse the real interview duration. Even in cases with
optimal filter question selection and quick answers the interview length was at least 30
minutes. Therefore in reality one had to expect that most telephone interviews with senior
managers could not be finished and that interviewer were likely to cheat and fill in the rest.

Also the kind of question asked proved to be “interesting”. The following questions were asked
while the respondent had the test magazine in front of him:
= Please look at page 2 with the ad of ..... (brand name)
= Which of the following elements of the advertisement have you read or seen when you
have looked at this ad?
= The headline ,XYZ"?
= The brand logo on top of the page?
= The product picture on the right hand side?
= etc.



Questions of this kind of course achieve values above 90%. But do such kinds of results
actually help someone? They do not really support the advertising sales department or the
agencies, because the values are unrealistically high. Therefore experienced researchers and
marketing mangers ignore them or throw them away without looking at them. Sorry this is just
a bad investment of the research budget of the media companies.

Advertisers are of course interested to get serious test results and indications how they should
optimize their communication if necessary. — And even in cases when advertisers should stop a
suboptimal execution in the short term in order to optimize it that will be better in the long run
for both sides. Because the likelihood is high that an advertisement campaign which does not
produce a positive return on investment in mid term will be stopped for ever and media used
are likely to be changed. - Those who put their own interest above those of their (potentially
new) clients should not expect to be able to achieve the position of a serious business partner.

On the other hand serious Media-Copy-Tests have proven to be a significant help in selling
additional advertising space and improved the image of media companies. We have carried out
such tests several times per year for DEUTSCHER FACHVERLAG, namely the LEBENSMITTEL
ZEITUNG the leading grocery magazine in Germany.

3. Physical Approaches to predict recall

Physical and semi-physical methods have been proposed to measure reactions of respondent’s
body to advertising stimuli. These are sometimes interpreted as indications for the attention
value of an ad, its ability to gain interest, etc. Well known examples are EDG (skin resistance
measurement), EEG (brain activity) and EMG (muscle tone measurement).

These kinds of methods have been around for quite a while. They can be characterized by their
experimental situation in test studios, their direct measurement approach which prevents
rational resistance or influence on test results. However most often it remains unclear what
actually is measured. How do you interpret if the heart beats faster, the respondent starts to
sweat, shows eye reaction: Is that an indication for good or bad advertising? Therefore it is
usually difficult to achieve a reliable interpretation.

Often respondents are asked in addition to verbalise their reaction and these may sound
plausible. However it remains uncertain which mental processes are mentioned and if they can
be expressed adequately. The risk should not be underestimated that some body reactions are
rationalized in an artificial way which would have in a natural situation processed mentally
differently. This is namely true for emotions. Therefore it should not be too surprising that
these methods are rarely used nowadays despite their long history.

4. Advertising Pretests with TV-Programme Environment in a Teststudio

In this often used research design respondents are invited with the officially claimed objective
to test TV-Programmes which include advertising breaks. Approximately 20 minutes after the
advertising exposure the recall is measured. The theoretical premise was at that time when
this test design was developed that it took 20 minutes to transfer information from short to
long term memory. The assumption was that this approach could predict long term advertising
memory. — Brain research has found that this assumption is not true.

Practical experience however has proven that this test approach is NOT able to predict
advertising recall reliably. Some of our clients which previously used this research design for
some time have found no correlation of its predicted recall values and those subsequently
measured in tracking studies (in two cases this was true in more than 50 and more than 60
tests).



Brand Ad plus Recall Recall in Tracking Advertising
Budget/year
A 58 % 20 % € 9.000.000
B 55 % 20 % € 10.800.000
C 35 % 18 % € 13.800.000
D 15 % 5% € 17.000.000

The table above shows four ,validations® which were presented in a new business
presentation. The likelihood is high that these were the best ,correlations™ of pre- and post
test results achieved by this institute, which carries out also a lot of tracking surveys. A
comparison shows large differences between forecasted and real market values. They differ by
about 200 or 300 percent despite substantial advertising investments. A common muliplicator
is not identifiable which would adjust the predicted to the real recall level - as in more than
150 cases of our clients. And even if someone would claim to use category specific benchmarks
these can not solve the basic problem that no correlation (“rule”) can be detected to real
market values. (See also our general critic of benchmarks: Haimerl, Mayer de Groot 5/2000
pp. 16)

You should keep in mind that this method group (,advertising pre-tests with TV-programme
environment) is not able to measure or predict recall reliably. Henkel KGaA has published the
following statement: ,Advantage [one research brand name in this pre-test category] seems to
measure short term memory. However our experience shows that only a weak correlation
exists between short and long term memory.” (Dr. Klaus Morwind, Geschaftsflihrer (Marketing
Top Executive) Henkel KGaA, 1998, p. 61). Most likely this observation is also true for other
alternatives of this widely used pre-test method.

Why do Advertising Pretests with TV-Programme Environment fail?

It is interesting to observe that one supplier of this category of pretests has provided the cause
why this pretest group fails despite its initially theoretically appealing foundation. MGM
Mediagruppe Miinchen (MGM Mediagroup Munich) has offered together with a market research
institute the so called test ,ad pro®. The study design of ,,ad pro" is more or less similar to the
so called ,ad plus" pretest. Differences exist that deliberate changes of the TV environment are
made. On the title page of ,ad pro the TV programme and advertising effect" brochure it is
claimed:

~We know that the efficiency of a TV commercial is influenced significantly by its programme
environment. Test with ad pro, in which environment you should broadcast your commercial.™
Habermeier of MGM (1997 pp. 8) has published the following ad pro research findings: ,The
advertising creative execution has the most intensive impact on the advertising effect: all
indicators are influenced ... The second factor analysed, the programme environment, has
a significant influence on the advertising effect on all dimensions measured ..."

Considerable research evidence of others (Burke (1975, 1976, 1980), Clancy & Kweskin
(1971), Lord & Burnkrant (1988), Murphy et al. (1979)., Park & McClung (1986), Soldow &
Principe (1981)) as well as our own research (Mayer de Groot 1992, Kleij (1996), von Dassel
et al. (2001), Reese et al. 7/2004, Libbe et al. 3/2004 and 2005, Weber et al. 2006, Mayer de
Groot, Fritzen 2008) has proven that the programme environment, has a significant influence
on the advertising recall. An identical advertising commercial can achieve significantly different
recall results as well as advertising effect levels in different program environment. (That is one
of the major reasons why we carry out Media-Placement-Research).

This influence of the TV program environment on the advertising effects seems to be the major
reason why the recall prediction of this pre-test category is unreliable as more than 150
studies have proven. And it is not possible to come up with a so called ,standardized
programme environment”, because different individuals and target groups choose and use
particular programs with different frequency and involvement, and different programs are
mostly watched by different people. (Barwise & Ehrenberg, 1990 pp. 25)



In addition Mayer and Schuhmann (1991) have proven that the particular position in an
advertising break as well as the attractiveness of other commercials in the same advertising
break can influence recall results significantly.

It can be summarised that this method group (,,advertising pretests with TV-
programme environment) is not able to measure or predict recall reliably as
considerable research evidence has proven.

Reliable Recall Predictions of the Advertising $ales Effect Test

The Advertising $ales Effect Test has been developed and improved for more than 25 years in
continuous interactions of pretests and tracking studies. We have found a new and reliable way
to measure recall and evaluate the advertising execution on standardized items.

All seven dimensions (“A$ET-criteria”) are measured, which have proven worldwide to be
generally relevant for evaluation of advertising executions. (Additions can be made in order to
meet better market, company or advertising execution specific requirements). The values
obtained can be compared with experience values, thus providing a better interpretation.
Criteria measured are:

Attention effect/recall

Uniqueness of the advertising execution (“me-too” approach)

Attractiveness of the advertising execution

Information content

Irritation caused by the ad

Brand / category fit (fits brand/product category well)

N o u ks wNH=

Personal identification with target group
Internal validity of the method

Examining the internal validity involves determining the measurement validity. The results
generated by test methods should express what one wants to measure - e.g. recall. However
it should not express something similar, related, least of all something which has absolutely
nothing to do with the recall of the advertisement in question. - This may seem to be stating
the obvious. Nevertheless, many advertising pretest methods fail when it comes to this
essential requirement as we have already proven.

The seven AS$ET criteria listed above were not created by chance but originally came from
pioneering studies. In these groundbreaking studies, almost 600 statements were collected
from all over the world, which were used to evaluate advertising executions. The aim was to
reduce this large number to as few factors as possible. Use was made of the following:

= several independent samples,

= different sets of assessment criteria,
= different rating scales

= several factor analyses

Numerous factor analyses have always produced practically the same relevant dimensions. In
this context, it is interesting to note that almost the same factor solution were achieved 10 and
20 years later. Both, the comprehensiveness of the basic studies and the stability of these
factor results over two decades back up the internal validity of our criteria for evaluating
advertising executions. We continually check and up date our statement list using factor-
analysis.



Research design used to evaluate advertising executions

In the Ad $ales Effect pretest, all standardized ad effects criteria are measured on a six point
scale. At least two statements are used for each factor to ensure high measurement reliability.

The respondents can be recruited openly, using directly the product category name because
numerous validations have proven that test results are not influenced by direct recruitment.

The test advertisement is usually exposed without any environment, because the measured
attention or recall values of the tested advertising execution are influenced significantly by its
(programme) environment, as we have already discussed.

External validations

The good thing is that recall is nearly always measured in tracking surveys. Therefore recall
provides the best quantitative basis yet for external validations amongst relevant ad execution
criteria.

The predicted Advertising $ales Test attention values have achieved very high correlation with
subsequent advertising tracking recall results after sufficient media spending, which were
measured e.g. in advertising tracking studies (=validity). The table on the following page
shows some of our recall validations in various product categories. High correlations were
achieved for both small and large recall values. The same is also true of very well known
brands in markets with high product involvement which is believed to be the most difficult task
to achieve when it comes to recall predictions.

Statistical tolerances are shown in brackets.



Ad $ales Effect Test Recall: High Correlation of

pretest and tracking results

‘ DORecall (Post) BAS$ET-Attention Value ‘

cosmetic A

cosmetic B ‘ ‘
cosmetc C [ {75 |
(+-4)

0,

cosmetic D1

cosmetic D2

cosmetic E
cosmetic F

petfood A
petfood B

petfood C
cognac A
spot 1

cognac A
spot 2
cognac B

diary product
diet product

fashion
camera 1

camera
32%
yre 1 -
| | 2 \0/ ;% (+/'5)
0 |
tyre 2 ‘ ‘ — L1915
et 34%
rnis |ngS 35% !
| | | |
0,
oTCc1 & e
oTC2 30

H%}% )|
hygienic T ! 0% ((+/_;1)) i
A 11% ! !
hygienic 2 68).! !

T LA T T T

0% 10% 20% 30% 40% 50%

60%

Copyright by MAYER DE GROOT




Literature:

Aaker, D. A.; Bruzzone, D.E.: Causes of irritation in advertising, Journal of Marketing, Frihj.
1985, S. 47 ff.

Aaker, D. A.; Bruzzone, D.E.: Viewer Perception of Prime Time TV-Advertising, in: JAR,
Oct.1981, S. 15 ff.

Ariely, D.: Predictably irrational, New York 2008
Armstrong, J.S. (ed): Principles of forecasting, Boston 2001
Barwise, P., Ehrenberg, A.: Television and its audience, London 1990

Bird, M.; Ehrenberg, A.: Intention to buy and claimed brand usage, Operations Research
Quaterly, March 1966,S. 27 ff.

Bonisch, J.; Mayer de Groot, R. ; Scharf, T.: Nach 20 Jahren gezielt und schnell zur
Marktflihrer-schaft: Langnese Cremissimo" , in: planung & analyse, 3/2002

Bdnisch, J.; Mayer de Groot, R. ; Scharf, T.: Langneses eiskaltes Marken-Manéver, in: absatz-
wirtschaft, Sonderausgabe (Nov.) 2002, S. 10 ff.

Broadbent, Tim: Why pre-testing is obsolete - Will pre-testing ever predict?, ADMAP 39
(2004), S. 150 ff.

Burke Marketing Research, Inc.: Day after recall television commercial testing, 1975, 1976 &
1980
Caples, J.: Tested Advertising Methods, Prentice Hall 1975

Clancy, K.J., Kweskin: TV commercial recall correlates, Journal of Advertising Research,
2/1971, S. 18 ff.

Dassel, C. von; Wecker, K.M.; Mayer de Groot, R.: NIVEA and NIVEA Soft: International
Success with German Precision, Eppstein 2011, dies.: “Durch strategische Marktforschung zum
Erfolg: NIVEA und NIVEA Soft" , in: planung & analyse, 2/2001; dies.: “Harte Fakten fiihren
sanfte Creme zur Spitze", in: Horizont, 19/2001; dies.: "NIVEA SOFT - Sanft zur Haut und zur
Dachmarke", in: Absatzwirtschaft, 10/2001

Farr, A.: Persuasion Shift Testing. In: Admap, Jan 1993.

Feldwick, P.: A brief guided tour trough the copy-testing jungle, a paper from the 1996
Advertising Effectiveness Symposium. An ASI Conference.

Franzen, G.: Brands & Advertising Effectiveness influences brand equity, Henley-on-Thames
1999

Franzen, G.: Advertising: How advertising effectiveness, Henley-on-Thames 1994
Frenzel, K.; Miller, M.; Sottong, H.: Storytelling, Minchen 2006

Garber, T.: Ein Bier wie flissiges Gold, in absatzwirtschaft Sonderausgabe zum Marken Award
2004

Gill, P., Mayer de Groot: WD-40: Mit kleinem Budget zum groBen Erfolg, in: absatzwirtschaft
9/2008, S. 44 ff.

Gibson, L.D.: If the answer is copy testing, the answer is ...”"Not Recall”, Journal of Advertising
Research, 1/1983

Gigerenzer, G.: Bauchentscheidungen, Miinchen 2007
Gobel, V.: Iss nicht Irgendetwas, tu Dir was Gutes, Markenartikel 1-2 2009, S. 30 ff.

GWA: So wirkt Werbung im Marketing-Mix, 1998

Habermeier, J.: Umfeldqualitdten systematisch messen - Programmumfeld und Werbewirkung,
Media Spectrum 5/1997, s. 8 ff.

Haimerl, E., Mayer de Groot, R.: Benchmarking in der Marktforschung. Von den Falschen das
Falsche lernen, um das Falsche zu tun!, planung & analyse, 5/2000, S. 16 ff.

Haley & Baldinger: The ARF copy research validity project, in: Journal of Advertising Research,
31/2 1991.

Hase, M.: Auf Anhieb erfolgreich. Der Bliroartikelhersteller Leitz fiihrt die Trendwende beim
Umsatz auf seine erste Endverbraucherkampagne zurtick, w&v 33/2004 p. 35

Hollis, N.: The link between TV-ad awareness and sales, Journal of the Market Research
Society, 36 (1) (1995), pp41-55

Hollis, N.: Television advertising awareness and sales, a paper from the 1994 European
Advertising Effectiveness Symposium. An ASI Conference.



Jones, J. P.: When ads work, The German Version, 8 (1995)

Juster, F.T.: Consumer buying intentions and purchase probaility, Journal of American
Statistical Association, 1966, S. 658 ff.

Kast, B.: Wie der Bauch dem Kopf beim Denken hilft, Frankfurt a.M. 2007
Koeppler, K.: Werbewirkungen definiert und gemessen, Velbert 1974

Koschnick, W. J. (Hrsg.): Focus-Jahrbuch 2007, Schwerpunkt: Neurodkonomie,
Neuromarketing und Neuromarktforschung, Minchen 2007

Kues, J.; Michel, A.; Scharf, T.: Jules Mumm: Fruchtig, frech und erfolgreich, in: planung &
analyse, 1/2003, pp. 36

Lenatz, A.; Mayer de Groot, R.: Hasserdder: Die neue Markenstrategie greift, Eppstein 2007
Lenatz, A.; Mayer de Groot, R.: PerfectDraft-Zapfsystem von Philips und Inbev, Eppstein 2007

Lord, K.R., Burnkrant, R.E.: Television program elaboration effects on commercial processing,
Advances in Consumer Research, 1988, S. 213 ff.

Lodish, L.M.: How TV advertising works: a meta-analysis of 389 real world split-cable TV
advertising experiments, Journal of Marketing Research, May (1995), S. ff., vgl. auch ders.
u.a.: in Journal of Advertising Research, 17, May (1995)

Lodish, L.M., Lubetkin, B.: General truths? Nine key findings from IRI test data. Admap,
February 1992.

Libbe, R.; Heine, T.: Mit der Kraft der Marke. Starke Marke als Lésungsanbieter effizienter
Blroarbeit, boss Juli 2003, S. 40 ff.

Libbe, R.; Kappelt, J.; Mayer de Groot, R: Prazises Innovations-Marketing, planung & analyse
6/2005, S. 43 ff.

Libbe, R.; Mayer de Groot, R: Hoffmann, S.: Alles im Griff. Leitz: Eine Marke startet durch,
Markenartikel 5/2004, S. 24 ff.

Libbe, R.; Mayer de Groot, R: Hoffmann, S.: Werbung mit voller Absatz-Wirkung, planung &
analyse 5/2004, pp. 69

Maloney, J.C.: Portfolio-Tests — are they here to stay?, Journal of Marketing, 2/1961, S. 32 ff.
Maloney, J.C.: More “why” about Portfolio-Tests, Journal of Marketing, 3/1962, S. 76

Marder, E.: The Laws of Choice: Predicting Customer Behaviour. New York (1997)

Mayer, H., Schumann, G.: Positions- und Umwelteffekte bei TV-Spots, Jahrbuch der Absatz-
und Verbraucherforschung, 1981, S. 291 ff.

Mayer de Groot, R.: Best Practice in Communication around the World, in: p&a international 1
/ 2012

Mayer de Groot, R. (2013): Using New Product Chances to Full Advantage, p&a international
market research 1 / 2013 (March), pp. 22

Mayer de Groot, R.: Welche Werbung wirkt, in: MARKANT HandelsMagazin, 10/2010, S. 20 f.

Mayer de Groot, R.: Innovationen: Rational klasse, aber emotional meist erfolglos, in:
Markenartikel 6/2009

Mayer de Groot, R.: Erfolgreiche Positionierung: Warum Marktsegmentationen oft falsch sind,
Eppstein 2008

Mayer de Groot, R.: Angst vor dem Vampir-Effekt, Interview in der Lebensmittel Zeitung,
24.08. 2007, S.42

Mayer de Groot, R.: Das Geheimnis erfolgreicher Testimonialwerbung, planung & analyse,
5/2007

Mayer de Groot, R.: Marketing: Radikal umdenken oder abschaffen, Markenartikel 1-2 2007, S.
42 ff.

Mayer de Groot, R. (2003): Marken-Diversifikation und -Tragféhigkeit, Eppstein/Nirnberg
2003

Mayer de Groot, R.: Was ist das Geheimnis der Siegermarken?, Mediagipfel St.Gallen, Das
Kompendium 2003, St. Gallen 2003, S. 7 ff.

Mayer de Groot, R.: Werbewirkungstests, in: Pflaum, D. u.a. (Hrsg.): “Lexikon der Werbung",
7. Aufl., Minchen 2002, S. 588 ff.

Mayer de Groot, R.: Finf Optionen, Ihre Marke in den Sand zu setzen, media & marketing
11/2000

Mayer de Groot, R. Werbe-Abverkaufswirkung pretesten! Auf jeden Falll , in: planung &
analyse, 3/2000, S. 38 ff.



Mayer (de Groot), R.: Das Marketing-Mix zielgruppenadaquat optimieren, planung und analyse
2/1992 S. 5 ff.

Mayer (de Groot), R. (1992): Welche neue Marke setzt sich durch?, planung und analyse
2/1992 S. 5 ff.

Mayer de Groot, R.; Fritzen, T.: Mehr Umsatz aus Media herausholen, in : Markenartikel 1 / 2
2008

Mayer de Groot, R.: The Wrigley s Extra success story: How to defend successfully a 90%
segment share, planung & analyse market research, international issue 2005, pp. 6 -
actualised 2011

Mayer de Groot, R.; Haimerl, E.: Grandioser Erfolg dank eines einzigartigen Produktnutzens,
SG Sisswarenhandel, Internationales Fachmagazin fir die SiBwarenwirtschaft 10/2005 S. 47
ff.

Mayer de Groot, R.; Haimerl, E.: The Wrigley "s Extra success story: How to defend
successfully a 90% segment share, planung & analyse market research, international issue
2005, S. 6 ff.

Mayer de Groot, R.; Haimerl, E.: Gib Gummi, Markenartikel 10/2005 S. 36 ff.

Mayer de Groot, R.; Haimerl, E.; Zerzer, M.: Von Werbe-Flop auf Marktfihrer in 3 Monaten -
dank modernster WerbeWirkungs-Forschung, in: planung & analyse, 1/2004 S. 61 ff.

Mayer de Groot, R.; Kraus, R.; Mandel, N.: Media auf der Spur: Wie viel zusatzliche Absatz-
und Werbe-Wirkung holen Sie wirklich aus Ihrem Tracking raus?,: ausflhrliche Version,
Sonderdruck, Media & Marketing 9/2005, S. 1 ff.

Mayer de Groot, R.; Kraus, R.; Mandel, N.: Media auf der Spur: Wie viel zusatzliche Absatz-
und Werbe-Wirkung holen Sie wirklich aus Ihrem Tracking raus?, Media & marketing 9/2005,
S. 55 ff.

Mayer de Groot, R.; Pallek, T.; Haimerl, E.: Lug und Betrug beim Recall?, planung & analyse,
3/2001; dies.: Lug und Betrug beim Recall?, marketingjournal, 1/2002, S. 50 ff.

Mayer de Groot, R.; Salomon, J.: Innovativ, traditionell oder lieber schrag? Wie unser
Unterbewusstsein die Werbewirkung beeinflusst, Markenartikel 9/2007

McDonald, C. ‘How frequently should you advertise?', Admap, July / August (1996) S. 22 ff.
Millward Brown International Plc: How advertising affects the sales of packaged goods brands,
1991

McNeil, J.: Federal programs to measure consumer purchase expectations, 1946 - 1973,
Journal of Consumer Research, 1974, S. 1 ff.

Morrision, D.G.: Purchase intentions and purchase behaviour, Journal of Marketing, 1979, S.
65 ff.

Morwitz, V.G.: Methods for forecasting from intention data, in: Armstrong, J.S. (ed): Principles
of forecasting, Boston 2001, S. 33 ff.

Murphy, J.H., Cunningham, I.C.M., Wilcox, G.B.: The impact of program environment on recall
of humerous television commercials, Journal of Advertising, 8/1979, S. 17 ff.

Park, C.W., McClung, G.W.:The effects of TV-program involvement on involvement with
commercials, Advances in Consumer Research, 1986, S. 544 ff.

Percy, L., Rossister, J.R.: Measuring advertising effectiveness: copy testing (pre-testing) ads
and tracking (post-testing) the campaign, working paper, no. 92-020, Kensington, Univ. of
New South Wales, Australia

Reese, W.; Fritzen, T,; Mayer de Groot, R.: Werbebudget runter - Umsatz rauf (Media
Efficiency Best Practice), in: absatzwirtschaft 7/2004, S. 92 ff.

Rehorn, J.: Was leisten Pretests?, Dusseldorf 1983

Rosenberg, K.E.; Blair, M.H.: Observations: The Long and Short of Persuasive Advertising. In:
Journal of Advertising Research, July / August 1994.

Schmitt, H.]J.: Durch Marktforschung zum Erfolg, in: planung & analyse, 5/1999

Shaw, D. J.; Mayer de Groot, R.; Scharf, T.: Goldrichtig. Fallbeispiel: Mit Prazision stoBt
Beck 's auf Gold, in: Markenartikel 3/2004, S. 38 ff.

Shaw, D.].; Schipke, A.; Mayer de Groot, R.: Beck'’s strikes Gold with German Precision -
German Marken (Brand) Award, Eppstein 2011; dies.: Beck s Gold segelt auf Erfolgskurs, in:
planung & analyse 2/2004, S. 20 ff.

Soldow, G., Principe, V.: Response of commercials as a function of program content, Journal of
Advertising Research, 2/1981, S. 59 ff.



Theil, H.; Kosobud, R.F.: How informative are consumer buying intention surveys?, Review of
Economics and Statistics, 1968, S. 207 ff.

Tobuschat, J.; Mayer de Groot, R.: Starker Hebel im Uberfillten Markt, absatzwirtschaft
Sonder-ausgabe marken 2003, S. 62 ff.

Vakratsas, D.; Ambler, T.: How advertising works: What do we really know?, Journal of Marke-
ting, 1/1999

Weber, T.; Mayer de Groot, R.; Fritzen, T.: Vorwerk-Teppiche fliegen zu neuen Héhen, in
marketingjournal 7/2006, S. 30 ff.

Wells, W.D.: EQ, son of EQ and reaction profile, Journal of Marketing, Okt. 1964, S. 45 ff.

Wells, W.D., Leavitt, C.; McConville, M: A Reaction Profile for TV-Commercials, in: Journal of
Advertising Research, Dec.1971, S.11 ff
Zyman, S.: “"The end of advertising as we know it”, Hoboken, New Jersey, USA 2002



