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Your Guide to Evaluating Our Services

Marketing Analytics

We apply customized tools for measuring marketing ROI (return on investment) and gaining
insights into profitability. By improving marketing effectiveness and efficiency we help our
clients save money and make money.

Desktop Database Marketing

Database marketing doesn’t need to be expensive or sophisticated. l !
]

Small and medium-sized businesses can harness the power of a E
I

relational database to target their market with surgical precision.

Database marketing program management techniques seamlessly-
integrate legacy data and provide drill-down access to relational data

for more realistic planning, improved monitoring and reporting efficiency,
and enable data collection for marketing ROI calculations.

Desktop database marketing has yielded these benefits for our clients:

Collateral distribution management: annual savings of 136-man days, more accurate
and timely distribution leading to greater customer satisfaction, results-tracking
enabled benchmarking for improving future ROI

40% Reduction in collateral material waste: $70,000 annual savings

De-duplication of multiple mailing lists: $6,000 annual savings

Data Mining

Getting access to good-quality detailed data provides an
opportunity to diagnose and correct problems. We have
experience helping clients access and use data for greater
marketing intelligence.
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Tracking & Monitoring w glon, BC Divii e e e S o
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# 101 - Sales Rep Name uy *

ACCT#  COMPANY - CITY

These examples illustrate results
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rogram for an industrial B2B ' o Aot siis
Product Group B Total Fiyers 100
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ice
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. . Sales Rep Name - # 101
The client had been running a TR e ] R ] e
ACCTE  COMPANY -GITY Fiyers  July Aug Total per Fiyer Fiyers. July Aug Total | per Fiyer Flyers Promo Sales B2
1 A123AB COMPANY NAME 50 $73  s211 $284. $5.68 50 $379 $218 $597 | $11.94 $881 7
= 2 A123AB COMPANY NAME 100 $0 $0 $0 $0.00 100 $31 $0 $31 $0.31 $31 o6
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9 A123AB COMPANY NAME 100 $0 $0 $0 $0.00 100 $191 $845  $1,036 | $10.36 $1,036
effectlvel It sti m u I ated sa I es 1 AT23AB COMPANY NAVE 50 S0 S0 s0 | s0.00 50 $225  $85  S310 | $6.19 310
y L] 11 A123AB COMPANY NAME 50 $0 $0 $0 $0.00 0 $11 $0 s nla $11 IcE
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13 A123AB COMPANY NAME 50  $203 $0 $203 $4.06 0 $0 $73 $73 nla $276
1 A123AB COMPANY NAME 100 so0 $0 $0 $0.00 100 $37 $0 $37 | so37 $37 6
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17 A123AB COMPANY NAME 50 $0 $0 $0 $0.00 50 $0 $0 $0 $0.00 $0
18 A123AB COMPANY NAME 50 $64 $0 $64 $1.29 50 $27 $1m $138 $275 $202
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sis to determine what impact the R
Sales Rep Name - # 101
PROD A* PRODB&C TOTALS
p ro m Otl on a I pro g ra m h a d o n ACCT#  COMPANY -CITY Flyers Juy  Aug Total per Flyer Fiyers  July Aug Total  per Flyer Fiyers  Promo Sales.
1875 $2,528 $3,366 $5,894 2250  $3,150 $2,556 $5,706 4125 $11,600
" Flyers July Aug Total | Avg per Fiyer
PROD A 1,875 $2,528 $3,366 $5,894 $3.14
PRODB&C 2250 $3,150 $2,556 $5,706 $2.54
We developed detalled repOI'tS TOTAL 4,125 $5,678 $5.922 $11,600 $2.81
. .. 08/22/08 11136333  AB2937 1 $29.35 07/29/08 11134372 B7261 1 $244
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Reps to measure results for each e e 7g e
Product Group C Total Flyers 75
07/2508 11134222 EE6962 1 $114.10 -
t O7/31/08 11134244  EE6962 1 serss Rep Total Total Promo Sales This Report  $11,600.32
C u s om e I 'SORT ORDER Region/Whse/Terr/Cust COMPANY CONFIDENTIAL Page 10f 119 2008-09-29
Marketing - rptPromo_Detail JulAug08

Results:

Established “$ per flyer” as performance Established program benchmarks
indicator (see red) Collected data for calculating marketing

Provided interim reports to increase selling ROI (return on investment)
opportunities Developed KPI's (Key Performance
Provided management reports for Indicators) for marketing dashboard

individual, regional and company-wide additional results shown in Database
comparisons Marketing section
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