
WHAT IS 
ADVANCED PENETRATION 

MAPPING (A.P.M)  
MARKETBALANCE?

It is a web based overlaying mapping software progr am 
cross geo-coded with the billing system that shows 
service penetration levels through pre-established 
multi-level range targeting and color blend range 
transitions combined with software programs called 
MarketBalance and MapInfo for strategic planning, 
visual data analysis and employee alignment territo ry 
targeting.
(All information contained in this presentation is fictional for presentation 
purposes and does not reflect actual company perfor mance.)



Advanced Penetration Mapping 
(A.P.M. / M.B.) cont…

Benefits:
• Know exactly where geographically your system has

achieved year-end budget from day 1 for every produ ct.
• Identify geographical system churn .
• Locate dead areas in your system.
• Identify solid retention areas.
• Identify all areas in system that are within range of achieving

budget.
• See where competition is targeting.
• Pinpoint seasonal nodes.
• Visually see MDU/SFU geographics.
• Identify unforeseen patterns in product activity.
• Discover where service issues are factoring in  

losing customers.



Advanced Penetration Mapping 
(A.P.M. / M.B.) cont…

Benefits: cont…

• Pure target sales &marketing by node, zip code
and/or zone quadrant.

• Optimal sales opportunities for all 4 sales channel s.
• Reduced expenses and overhead through targeting.
• Identifiable node boundaries for territory alignmen t
and service penetration targeting. 

• Web based program for multiple access points.
• Everyone is communicating from the same mapping
system for exact overlays and easy analysis.

•Everyone understands transitional color coding.
•Discover unit to revenue unbalanced target variatio ns.



Advanced Penetration Mapping  
(A.P.M. / M.B.) cont…

Benefits: cont …

• Track competitor activity by company.
• Map any point of interest and identify unforeseen d ata.
• Virtually see if your system is vulnerable comparin g
unhealthy clusters to a healthy balanced blend.   

• Implement new analytical and predictive sales
analysis and strategies like never before…..and
much, much, more.
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IMPLEMENT AN ENTIRELY NEW PROGRAM THAT ALL 
EMPLOYEES UNDERSTAND AND GET EXCITED ABOUT!



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– January

89% & Above

69% - 88.9%

68.9% & Below

TRI-LEVEL 
RANGE TARGETING

66 / 49.6% Over
54 / 40.6% w/range
13 / 09.8% Distress

81.9%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– February

89% & Above

69% - 88.9%

68.9% & Below

67 / 50.4% Over
52 / 39.1% w/range
14 / 10.5% Distress

81.9%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– March

89% & Above

69% - 88.9%

68.9% & Below

67 / 50.4% Over
51 / 38.3% w/range
15 / 11.3% Distress

82.3%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– April

89% & Above

69% - 88.9%

68.9% & Below

67 / 50.4% Over
50 / 37.6% w/range
16 / 12.0% Distress

82.3%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– May

89% & Above

69% - 88.9%

68.9% & Below

54 / 40.6% Over
52 / 39.0% w/range
27 / 20.4% Distress

79.4%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– June

89% & Above

69% - 88.9%

68.9% & Below

53 / 39.8% Over
53 / 39.8% w/range
27 / 20.4% Distress

79.2%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– July

89% & Above

69% - 88.9%

68.9% & Below

50 / 37.6% Over
55 / 41.3% w/range
28 / 21.1% Distress

78.8%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– August

89% & Above

69% - 88.9%

68.9% & Below

78.2%
50 / 37.6% Over
54 / 40.6% w/ Range
29 / 21.8% Distress



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– September

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.5% Distress

77.2%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– October

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.5% Distress

77.7%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– November

89% & Above

69% - 88.9%

68.9% & Below

77.7%
46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– December

89% & Above

69% - 88.9%

68.9% & Below

51 / 34.6% Over
51 / 42.9% w/ Range
31 / 22.6% Distress

77.3%



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– January

89% & Above

69% - 88.9%

68.9% & Below

66 / 49.6% Over
54 / 40.6% w/range
13 / 09.8% Distress

81.9%



LA SOUTH – 12 “DEAD AREAS”

89% & Above

69% - 88.9%

68.9% & Below

77.7%
46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress



LA SOUTH – 14 “SOLID RETENTION AREAS”

89% & Above

69% - 88.9%

68.9% & Below

77.7%
46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress



LA SOUTH - 10 “WITHIN RANGE”

89% & Above

69% - 88.9%

68.9% & Below

77.7%

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress



LA South – 32 “CHURN AREAS”

89% & Above

69% - 88.9%

68.9% & Below

77.7%

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress



Multi-Level Penetration Ranges

Dead

Solid

Within Range

Churn



SUPPORT DATA FOR 
MAPPING
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IS competitor A & B    A FACTOR?  (SEPTEMBER)

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress 77.2%



COMPETITOR A & B ACTIVITYCOMPETITOR A & B ACTIVITY





Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– September

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress 77.2%



LA SOUTH HOMES PASSED BY ZIP - November



COMPETITOR A & B ACTIVITYCOMPETITOR A & B ACTIVITY



HOUSEHOLD INCOME



HIGH INCOME AREAS – “WE’RE FACING CHALLENGES”

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress 77.2%



MDU% vs Homes Passed by Zip – November 2007

100% 

50%

0% 

COLOR BLEND
RANGE TRANSITIONS



MDU Units by Zip Code (November) – LA South



Digital Cable Penetration by Percentage – LA South ( 55% year-end goal)

25 / 18.8% - over
48 / 36.1% - w/range
60 / 45.1% - distress



High Speed Internet Penetration by Percentage – LA S outh (60% year-end goal)

56 / 42.1% - over
41 / 30.8% - w/range
36 / 27.1% - distress



Phone Penetration by Percentage – LA South (25% year -end goal)

27 / 20.3% - over
19 / 14.3% - w/range
87 / 65.4% - distress



LA South Trouble Calls - November



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– September

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress 77.2%



Trouble Calls by Zip 10/19/07-11/18/07 – Los Angeles  South

4% AND ABOVE

3.99% - 2.00%

1.99% - 0%



LA South Account Executive Territory by Zip



YTD Contracts by Account Executive (716) - November

28  /  9232

Contracts  /  Units

179  /  17917

104  /  11686

102  /  10230



Number of Contracts by Zip Code - November



Total YTD Units (87,667) Signed Divided by Homes Pas sed - November

0% to 3%

4% to 7%

8% to 10%

11% & Above

(61)

(12)

(3)

(5)



Basic Cable Penetration by Percentage – LA South (89 % year-end goal)– September

89% & Above

69% - 88.9%

68.9% & Below

46 / 34.6% Over
57 / 42.9% w/ Range
30 / 22.6% Distress

87.2%



Target MDU’s Over 100 Units



WHAT DO WE KNOW?
* Competitor A & B  are targeting MDU’s
• Where Cable Penetration Levels have deteriorated ac ross the region.
• Where Cable Penetration has improved across the reg ion.
• Where our most stable areas are.
• Where our most vulnerable areas are..
• We have a  pulse where Competitor A & B is having a n impact.
• We have a pulse on service issues affecting our bus iness.
• We have discovered 12 “Dead Areas” within the divisi on.
• We have discovered 14 “Solid Penetration Areas” with in the division.
• We have discovered 11 “Within-Range Areas” within th e division.
• We have discovered 32 “Churn Areas” within the divis ion.
• We see the impact of our contract activity.
• Low cable penetration in high income areas. 
• We have the ability to get proactive in securing Ag reements in the right 

areas for maximum impact.
• This is just the beginning of visual / analytical a nalysis.



WHAT CAN WE DO?
• Paint the picture to employees of what is happening  for a better

understanding.  Don’t just talk numbers.
• Focus our synergies to protect our “Solid Retention  Areas”

(Retention Messages & Maintaining Relationships).
• Target contract activity in low service penetrated areas.
• Focus retention campaigns in “Solid Areas”
• Create a multi-department plan of attack in “Dead a nd Churn 

Areas”.
• Get better competitive intelligence for a stronger pulse.
• Target service issue activity and be aware of it’s impact.
• Target the correct activity to be in the right loca tion for optimal 

performance to meet year-end company goals. 
• Complex code, complex code, complex code….
• Implement MarketBalance / Map Info. / A.P.M. advanc ed tools?
• Continue to map data for strategic planning and tar geting.



OUR FUTURE LOOKS BRIGHT!



MarketBalance™
“ The Next Generation… ”

Node level information is available 
via map or via detail or summary 
view in upper pane. 



MarketBalance™ for MDU’s

Identify, prioritize and map MDU’s 
currently not under contract –
target Business Development 
Reps. to best opportunities.

Sales assignments 
based on reps capacity 
– 1.0 means the reps 
have the right amount 
of work



MarketBalance™ for B to B Sales

Detail view allows information
on individual business.

Summary view allows for 
SIC, node, product type 
analysis and assignment.

Maps are displayed and 
updated based on the 
information shown in the 
detail or summary view/



MarketBalance™ for Consumer

Detailed information 
about individual 
locations and nodes 
are just a click away 
on the map


