
Case Study Background
A multinational food ingredients company was experiencing increased demand from internal customers for an 
extended sensory panel service, in order to meet changing business needs. The internal panel was comprised of 
part-time client employees with limited flexibility and availability to step up to the increasing business demands. 
This resulted in a lack of consistency in both panel numbers and composition, reducing panel output and requiring 
a significant input from the client into managing and coordinating each panel session.

Brief 

The client decided that the most efficient way to meet 
the increase in demand was to completely outsource the 
provision of the sensory panel to an independent provider.

The immediate challenge was to transition long-serving 
client employees, under TUPE, into the new and extended 
service provision and to simultaneously recruit and 
train additional sensory appraisers whilst maintaining 
business continuity.

Synergy provides a range of sensory panel management services within 
the food, beverage, skincare and nutritional health markets. With a proven 
track record in recruiting and managing onsite sensory expert panels and 
regular targeted consumer sessions, Synergy can support commercial projects 
and product development programmes along with quality management 
processes and market understanding.

CASE STUDY  
SENSORY PANEL MANAGEMENT

Candidate Attraction

With the project fully managed by a dedicated Synergy 
Sensory Project Manager (SSPM) the next step was to 
recruit additional sensory appraisers. We undertook a 
full advertising campaign using our internal database, 
well-known job boards, and advertisements in local press 
and on our own SRG website. We then subjected the 
applicants to a thorough telephone screening selection 
process tailored to the clients’ specification, to ascertain 
any allergies or health complications that may put 
candidates at risk.



Candidates who passed this initial phase were then put 
forward to a Synergy assessment day, involving a 1-2-1 
interview and a group exercise, to reveal personality traits. 
This was supervised by the Sensory Project Manager. 
Additionally applicants were subjected to an acuity test 
staged by the client.

Data and candidate responses were then jointly analysed 
by Synergy and the client to determine the strongest and 
most suitable candidates to become part of the panel.

Training and Performance 
Development

We devised a full training plan with the client to ensure 
each new panellist has the understanding, tools and 
capabilities to be a productive member of the Synergy-
run panel.

The SSPM then conducts regular 1-2-1 feedback review 
sessions to ensure each candidate is on track with the 
training plan, providing positive feedback on their progress 
in order to keep them motivated.

Results

Through Synergy’s outsourced sensory panel management 
service, the client is now providing a 67% increase in 
panel capacity to its internal customer base, with in-
build consistency of panel make up, due to Synergy’s 
ability to provide and maintain a ‘pool of trained sensory 
appraisers’ to meet its changing business needs.

A clear service level agreement and an agreed set of 
performance KPIs dictate that Synergy effectively manages 
their appraiser pool to ensure that a minimum number 
of appraisers are always present onsite, providing panel 
consistency that meets the business’s requirements.

By providing a flexible pool of trained appraisers to 
the client, Synergy is able to cover both planned and 
unplanned absence, whilst still providing minimum 
appraiser numbers for each session. Now the client has 
the confidence that results will not be compromised by 
a reduction in panel attendance.

Conclusion

Completely free from all panel set up, management and 
HR tasks, the client Sensory team can now concentrate on 
commercial projects, as well as collating and interpreting 
data from the Synergy-managed team of appraisers, for 
product development purposes.




