Sara Lee®
CASE STUDY

Elevation Marketing sweetens the Sara Lee
portfolio by launching a new line of premium
desserts for the food service market.
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BACKGROUND

Leading the
North American
market in frozen
bakery products,
desserts and sweet
baked goods

Sara Lee Frozen Bakery is the leading
manufacturer and distributor of frozen bakery
products, desserts and sweet baked goods
in North America. The company maintains a
comprehensive product portfolio that includes
pies, cakes, cheesecakes, pound cakes and
muffins sold under the iconic Sara Lee brand.

CHALLENGE

Sara Lee identified a potential
market and needed an insights
partner to help assess its viability
and innovate its products
The Sara Lee brand has always been known for its frozen desserts.
Over the past several years, Sara Lee successfully expanded into new
segments, including ready-to-serve deli and fresh bakery goods.
The company saw an opportunity to expand the portfolio even further
by introducing a premium line of Sara Lee frozen and finished bakery
goods to the food service channel. While the prospect was exciting,
further investigation around the viability of the opportunity was necessary.

Sara Lee engaged Elevation
Marketing as an insights and
innovation partner to help uncover
unmet needs in the marketplace,
anticipate emerging trends
and identify opportunities to
fill its innovation pipeline with
new and relevant products.

STRATEGY

Research global
trends and the
needs of chefs,
bakers and buyers,
then develop new
flavors, products
and partnerships

Elevation Marketing embarked upon its proprietary LEAF* innovation
process. The process rests on a “look, listen, learn” philosophy that begins
with a multi-stage discovery phase. In this case, the discovery phase included:
• A
 n ingredients, sweets, desserts, flavors and cultural trend analysis.
• A
 n audit of competitors in the segment, as well as adjacent and
analogous categories.
• I nterviews with pastry chefs, bakers and buyers to gain insight
about unmet needs in food service.
• A
 snapshot of new dessert products launched in the marketplace.
• R
 ecipes from around the world.
Elevation Marketing then conducted its unique Envision workshop, a
multi-day exercise that used insights from the discovery phase to drive fresh
thinking. The workshop, held at a cooking school, compromised of designers,
innovators, strategists and researchers from Elevation Marketing; members of
the Sara Lee insights, brand and product teams; and pastry chefs, bakers and
food service buyers.
The team used custom-designed Envision exercises and worksheets
to develop concepts in three areas of opportunity:
• N
 ew flavors and inclusions
• N
 ew product concepts and recipes
• Potential co-branding licensing partners
As part of the workshop, many of the concepts and recipes were actually
created in the cooking school kitchen for team taste-testing and concept
evaluation. Leading concepts were then vetted by food service buyers and
customers, who analyzed them from qualitative and quantitative perspectives.
*The Elevation Marketing innovation process, LEAF, includes four phases:
1. Look, listen, learn 2. Envision 3. Activate 4. Forward

DELIVERABLES
• Product and cultural trend analyses
• Competitive audit
• New product and recipe snapshots

“Because of their diversity of expertise as marketers,
strategists, designers and insight experts, ELEVATION
MARKETING TOOK TREMENDOUS PRESSURE OFF
OF OUR ORGANIZATION. They knew our brand, they
knew the food service category, and they were able to
connect the dots creatively and strategically. They knew
what needed to be done, and they did it.”
– Brad Martin, Director – Insights, North America, Sara Lee

RESULTS

80% of new
concepts achieved
Sara Lee’s highest
rating, and
year-one sales
goals were
reached in just
six months

Of the 28 concepts identified by
the workshop team for testing, 22
of them hit “top 2 box scores,” the
highest number of winning concepts in
brand history. Sara Lee launched its
premium line to the food service market
with 12 of them. The company met its
year-one projections in just six months.

28 NEW PRODUCT CONCEPTS

42 CO-BRANDING PARTNERS

ABOUT ELEVATION

Elevation Marketing is a full-service B2B marketing agency,
providing exceptional client experiences that result in more
business wins. We go beyond tactics to inspire experiences
that build brand believers. From a holistic perspective, we
focus on all aspects of operations and strategy to ensure
alignment between marketing and sales.
We have a strong command of inbound marketing, and
know how to effectively manage, deliver and retain buyers.
We offer full-cycle web development services for the
enterprise. We build bridges of communication, streamlining
the dissemination of information to targeted entities.

Whether its partner portals, online stores, web apps or
microsites, our custom digital solutions help you govern
personal data through its entire lifecycle for superior lead
generation and nurturing.
If you have a B2B product or service that solves real-world
problems, then you’ve done your job. We’ll do ours by
connecting you to the B2B decision makers that will
benefit from what you have to offer.
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