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Summary

Location Intelligence scope and application is growing
Spatio-temporal is correlated
Advertising — Microsoft, Google ...
Examples
TransPromo

IMB
*Geologic Exploration



TransPromo:

The Visible Future is Now!

By 2007, “companies will
shift from a multi-channel
Infrastructure integration to
continuous optimization of
their customer and channel
mix via closed-loop
analytics™

“The future of advertising is
communications
optimization — which
channel can provide the
optimal return on cost.”

1 Forrester Research

2 Larry Kimmel, Chairman and CEO, Grey Direct — Direc
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Reaching Consumers

c’~ ..v 4!" »
2 o R y Consumers encounter up to 3,000

marketing messages per day

Researchers estimate that 25-30% of
total media time is spent multitasking

Consumers are filtering their messages
to make better, faster decisions

60% of Americans are on Do Not Call
lists

33% use pop-up blockers

An average consumer will spend 1-3
minutes reading a transaction
document

Nearly 100% of transaction documents
are opened and read

Bills and statements receive multiple
touch points. Consumers view upon
receipt, at payment, and when filing.
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Customer Data
Integration
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Customer Data
Integration

z w.oo{ 50,
4100 $1.40] $0.00| 1517,
o[ 3000/ 5070] 50.30] 3307/8N.
50| $1.50] §1.40] 5000] #687] 56161
_$200] $150| 36| 5000| 3384|6049.44,

4t
595434 70
600211 25:
604479 231
6088.44| 19,
15
1
7

WW’ $1.00] $1.05| $000] 1405
§750| $050] 5070| 50.30| 48.07
54.00| 5250|5108 5000 4268

96| $000] 4463 613307|
5000 36.50] 616857
$000| 1096 616053
IIIM |I“l§1ﬁ2€
$000| 4244 6240.70

40| “20 HIT 62817

: Neighborhood
jll Demographics and
I Psychographics

Custome,
s, Trade Area
« Management

[
s v %
&

Customer Insights

Relevance J

Communication
Effectiveness p%

Customer Insight
and Segmentation

i e
R
i
Ear e e
Deposits and Credits.
s st )
i
WVMMHMH:MI‘
poe
- 7 Promotional an

1 Welsch Gold Shap sa,
; /Lwﬂr F Offer Management

Document
Composition



Customer Data
Integration
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Value Chain Integration

- Understand —_— Connect = «— Understand —>
Customer Customer Analytics & Collaborative Personalized | Response- Marketing
Data Segmentation Campaign Multi-channel to Order Analytics
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Geo-targeted
relevance

Retailers that are close and
match consumer profile

Pick chain that is closer to
each consumer (banks,
grocery, home
improvement)

Sam’s Club versus Costco

Highlight unique in-store
events

Intellifit Body Scanner
“Coming to a store near

you!” ; =
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Internal
campaign tie

Synergistic theme
across the statement
that reinforces retailers
campaign

Instore campaign is
‘Swim Preview 08’

Carnival Cruise offer
Health Club offer
Hotel Offer




Segmentation

Segmentation capabilities
identifies individuals with a
propensity to buy certain
categories

All offers could then be
targeted to that category
(travel)




Solution Demonstration
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Qualify target locations



Define service/product offering



Define target customers



Distribution and Budget



Tracking Outbound



Tracking Inbound



Key Components

Seamless integration across print stream components

Segmented user friendly data components to drive
relevant offers

Existing advertiser relationships



