
�

�

“837-132639_2P” — 2025/1/17 — 11:50 — page 21 — #3
�

�

�

�

�

�

Experiments (A/B Testing) 21

116

112

108

104

A B
Group

S
al

es

Figure 3.2
A/B testing

might receive traditional discount coupons via mail, while the treatment group gets notified
about a special in-store event featuring the clothing line with personalized styling sessions.
By tracking the sales and foot traffic between the two groups during the promotional period,
the store can gauge which approach drives higher sales and customer engagement. This
information helps the retailer understand which promotional strategy is more effective in
attracting customers and increasing purchases, guiding future marketing campaigns and
in-store events.
Figure 3.2 illustrates the use of A/B testing for evaluating the impact of an intervention

like an ad campaign. In this example, group A has not been exposed to the campaign, while
group B has. To assess the campaign’s impact, we compare the individual sales (which is
our outcome of interest) in groups A and B. The individual sales for each member of the two
groups are represented by the dots on the y-axis, while the x-axis represents the two groups.
The larger points with bars show the average sales for each group. We see that average sales
are higher in group B, which has been exposed to the campaign, than in group A. Therefore,
our experiment indicates a positive impact of the ad campaign on average sales. −1
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