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Geographical Information System
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Target Group Location.
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YOUR CUSTOMERS ARE SOMEWHERE OUT.......THERE

e How far from you ?
e How close to your competitors ?

e How much time did they need to reach your products ?

CAN YOU SEE ALL THAT ???




HERE ARE THE ANSWERS
WHO — WHERE — WHEN — WHAT — HOW — WHY

o  We must lounche new products

e Do we want our customer to be

¢ Is our competitor(s)  we must ne involved in new or
depart from mature markets

e Should we promote our
products & services

e How should we meet our * New or exhisting products we
customer needs & expectations /x must sell
GIIISI

* How should we compete
* New or ehisting markets we

e How can we maintain our must exploit

performance

» How could we evaluate new ANSWERS
opportunities

e Our customers buy our

\_/ products

peiould wEEEEEE e Should we develop new
 Our customers are located products

e Should we distribute our

e Should we continue to operate
products

in spesific product segments

e Should we be involved and
from which Geographical areas
should we depart
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COMPARE THE FACTS AND REACH
CONCLUSIONS FAST

& Map PELATES *

B Analysis Map *
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TEST EFFECTIVENESS OF
ALTERNATIVE SOLUTIONS
THROUGH G.I.S. ANALYSIS
BEFORE YOU REACH YOUR
FINAL DECISION..

L AuTayIVIOUGE AMNOZETAZH KATOIKGN [il-
® ToKomoomuamd pou A0 ZHMELA NGAHEHE =
: Katoikieg |—— <150
Ofikd AikTuo 150...250
250,..350
350...450
450,,.768
F768

WHAT WILL HAPPEN IF 1
o Tokcumierims | A0 BHE MO i RN COVER TWO EXTRA

=150

S 0B Ao 150...250 e, | ; .\ ) POINT OF SALES ?

450...768
=708

BUSINESS CONSULTANTS



MONITOR THE
DISTRIBUTION SYSTEM

OPERATION AND Herer”
EVALUATE ITS
EFFECTIVENESS..

\TAZTHMATA MOY
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ONE G.I.S. MAP

— 1000 TABLES & GRAPHS

PRODUCTS

» Characteristics
» Packaging

* Quality

* Service

* Style

e Quarantie

PRICE

@

N\

Data Collection
/ Data Analysis

Info

e Discount Areas
* Promotion Areas
* Red Code Areas

* Price Comparative Areas

PLACE

* Existing opportunities

* Overlaping of
distribution networks

* Research
 QOutstanding Locations

» Effective Distribution
Areas

PROMOTION

S .~

» Advertising
* Product Placing
» Personal Sales

* Publicity
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TAKE A LOOK AT YOUR COMPETITION
AND SEE WHAT YOU SHARE !l
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TAKE IMMEDIATE ACTION WHEN
THINGS ARE
“OBVIOUS”
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REVIEW AND EVALUATE CURRENT PRACTISES AND PROSEDURE S

£ ROUTE1 * - O]

DOptimal Route (¥isual)

minute

minmite

minite

mitmte

Address / Time
Analysis Report

(| CONE| o [cU|ation of optimum
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The Road Network
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LEARN MORE ABOUT YOUR CUSTOMERS.
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WHERE ARE THE IDEAL CUSTOMERS LOCATED?
SEE THEM AND APPROACH THEM APPROPRIATELY!!!
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EXPLOIT AND EVALUATE NEW MARKETS.

=4 Subset: RGB
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WITH THE USE OF G.I.S ANALYSIS YOU CAN. ..

SELECT THE MOST APPROPRIATE METHOD OF B
DISTRIBUTION EXPANSION

MONITOR AND COMPARE SALES ON THE BASIS OF
SOCIOECONOMIC AND GEOGRAPHIC CHARACTERISTICS

PROGRAM AND ACCESS EFFECTIVENESS OF PROMOTIONAL
ACTIVITIES

DISCOVER AND DEVELOP NEW MARKETS
SELECT IDEAL CONSUMER PROFILE
MAXIMISE NETWORK EFFECTIVENESS

.

> IN ORDER
/
O  WIDEN YOUR CLIENTEL BASE

O  MAINTAIN COMPANY GROWTH

O IMPROVE PRODUCT / SERVICE QUALITY
O INCREASE CUSTOMER SATISFACTION

4 MAXIMISE COMPANY PROFITABILITY )

\

RIME

BUSINESS

INK 0]

CONSULTANTS




