











Case Summary 2:
Media Reach and Market Penetration

Business Need

Selling advertising space in publications is challenging.
Potential customers often question the effectiveness
and ability of certain media to reach their target
audience. Advertising sales representatives need

to respond with facts.

Solution

By highlighting the circulation districts with areas
of high potential for particular goods and services,
advertising sales representatives can effectively
communicate the value that their publication can offer
as a sales medium to their targeted business customer.

“Using the sales package generated by TargetPro,
I've significantly increased my retailer close rate on
ad sales, earning me President’s Club status!”

- Sales Associate, Print Advertising
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The thematic map shows those circulation areas with the greatest
spending potential for the products identified in the report.

Case Summary 3:
Market Analysis and Planning

Business Need

Communication providers are constantly faced with decisions about which products and services
to offer in each geographic market. For example:

» Which wire centers will provide the fastest ROI for fiber-to-the-home deployment?

+ Who are the most profitable small to medium-sized business prospects within my cable footprint?
« As an MVNO, how can | maximize my marketing dollars for reaching my target market?

» Where are my best opportunities for entering the triple play market?

Solution

By analyzing customer purchase habits along with demographic and business data, communications
providers can profile their best customers. This information can be used to identify the best areas

for introducing and marketing new products and services.

“By leveraging the advanced analysis capabilities in TargetPro with demographic data and the
PSYTE segmentation system, we've been able to identify the best neighborhoods to implement
our fiber-to-the-home investment.”

— Director of Market Planning

Telecommunication firms look for profitable wire centers to deploy
fiber-to-the-home by examining many underlying demographic
characteristics, highlighted by the income and population figures
indicated in the map.
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