Who uses Mosaic? .t mOsaIC

Understand your prospects and customers to make your targeting more effective.
Derive customer insight to seize up-sell and cross-sell opportunities.
Address key performance indicators for your business.
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e Understand media coverage
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Mosaic for Automotive

e Analyse the spatial demographics

¢ Identify areas of opportunity

o Prioritise dealer networks

e Create propensity models

e Support model marketing campaigns

Mosaic for Drinks
¢ Audit both existing and potential sites
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e Segment the outlets . %
e Model site performance * Helneken

e Benchmark sites and networks P~
¢ Roll-out new brands and profile the uptake CI t I EESIEEJELE
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e Plan sales and distribution networks
e Assess risks

Mosaic for Financial Services

e Locate the best prospects
e Secure profitable customers

e Manage customer accounts
e Target customers with the right products and services

e Communicate via their preferred channels ING m HSBC m

e Set-up and develop retail networks ABN‘AMRO °
e Enhance the actuarial and underwriting processes A"Ianz @
Mosaic for Telecom >
e Understand patterns of churn to improve retention _ o .
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e Calculate and track revenues per user type
e Locate early-adopters
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¢ |dentify cross-sell and up-sell opportunities " " "1" Telekom AOl.i 02



Mosaic for Retail Carrefour (9

Assess existing and potential sites
Evaluate and plan networks IE§§9 M ETRU

Understand catchments and competition
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Segment the outlets ﬁ
Roll-out new brands and profile the take-up BRITISH AMERICAN
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Target new customers and manage relationships UH-LEM'W

Mosaic for Utilities

Acquire consumers who are high value, but low cost to serve .
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Cross-sell relevant service and product offerings

Personalise messages and the most appropriate media channels
for communication

e Understanding the characteristics of profitable customers and help- British Gasﬂ
ing suppliers develop the most appropriate strategies for retention Doing the right thing
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Mosaic for Property © - (g g
e Understand the demographic characteristics of catchment areas I NG m

Forecast lifestyle
Competitive positioning
Optimise retail mix
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Marketing support: communicate with customers and tenants "|.|.|! &%ﬁ?ggé{‘g‘

“” Global Real Estate Solutions
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Mosaic for Government

Mosaic is used in 29 countries world-wide to help or-
ganisations make wise investment decisions and to
manage their businesses in an informed way.

Via profiling understand the needs of the citizen
Develop strategies to meet their needs

Make services more accessible to the people

Communicate through the most effective channels

Support the citizen-focussed initiatives
Localise the intervention

T(UK) +44 (0)1223 205080
T(RO) +40 (0) 269 210832

mosaic@geo-strategies.com
WWW.Mmaosaic.geo-strategies.com

www.business-strategies.co.uk
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