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Chapter 1 - Introduction

A cornerstone of business success is a thorough knowledge of your company's customer base. This means
actually knowing all about the types of people who purchase your company's products or services. Accurate and
precise customer knowledge can increase a company's effectiveness - and its revenues - in many ways, such as:

e Opening agencies in the right locations

Evaluating the success of existing locations

Selecting product and service offerings suited to the customers in the specific trade or market area

Directing advertising with the right message to the right audience

Targeting direct mail and other promotions to the most responsive recipients

Company time and money are used more effectively when accurate customer knowledge is considered before
expensive business and marketing plans are launched. For these reasons, it is critical for you to understand as
much as you can about your customers.

Using the Segmentation Module can help you define certain customer issues, including:
e Understanding the characteristics of your target customers

Analyzing your customer’s lifestyle characteristics

Determining where more of these types of customers live

Discovering the untapped potential in a market

Developing strategies to bring customers to your products and services

Customer profiling and analysis is a first step to acquiring this valuable knowledge. The process can be equated
to painting a picture: the more detail that is added to the picture, the more defined the picture becomes. Using the
Segmentation Module you can "paint" your customer profile by using data from several sources to fill in your
customer "picture." When the customer profiling analysis is complete, a detailed picture of your customers
emerges. In the following sections, we describe the process of compiling a detailed customer profile and analysis
and the benefits derived from the analysis.

To create a customer profile you must have a table or database that contains a list of your customers and their
home addresses. A customer’s address is the key that allows us to determine where they live and to link them to
a segment that identifies the types of people they are. Any additional information you have about your customers,
such as amount spent, number of visits, or number of items purchased is helpful and can be used to better
understand and identify your best customers.



Chapter 2 — Create Profiles
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The first step of any segmentation analysis is creating a profile. A profile is a summarization of geographic,
customer, or survey data across all segments which make up the segmentation system being used. For the
purpose of this documentation, we will use ESRI's Community™ Tapestry™ segmentation system.

The Community Tapestry segmentation system represents the fourth generation of market segmentation systems
that were first developed 30 years ago. Community Tapestry classifies U.S. neighborhoods into 65 market
segments based on their socioeconomic and demographic composition. Neighborhoods with the most similar
characteristics are grouped together, and neighborhoods showing divergent characteristics are separated.

U.S. consumer markets are different and diverse. Capturing the essence of each market to characterize those
differences requires sorting the most accurate and powerful data available using a wide array of attributes. Each
neighborhood is analyzed and sorted by more than 60 attributes including income, source of income,
employment, home value, housing type, occupation, education, household composition, age, and other key
determinants of consumer behavior. To capture the subtlety and vibrancy of the U.S. marketplace, data sources
include Census 2000, proprietary ESRI demographic updates, the Axciom InfoBase consumer database, the
Mediamark Research Inc. national consumer survey, and other sources.

Segment analysis is also used to develop LifeMode Groups. The 65 segments are combined into 12 LifeMode
groups that share similar demographic characteristics and consumer behavior patterns. The 11 Urbanization
groups present an alternate way of combining the 65 segments based on geographic and physical features of the
segments along with income. These groups provide broad overviews of the segments and are ideal for projects
that require a less granular approach than reviewing all 65 market segments.



The true power of Tapestry is its ability to not only profile consumer markets, but to also link any market or any
address list of customers to any independent database, such as consumer surveys and expenditure data. The
Tapestry link enables ESRI to measure, for example, relative demand for products or services and consumer
expenditures. This link allows you to learn more about customer lifestyle characteristics and behavior such as
media, product, and purchase preferences.



Create a profile using customer data

A customer profile provides a summarization of all your customers across all segments. Using this option you can
create a customer profile based on a previously created Customer Layer or based on a table with customer
address information that has been added to the Business Analyst Display.

Using this wizard you can choose from three options for creating your customer profile: create a profile from an
existing Business Analyst layer; create a profile from a table containing customer information including address;
or create a profile from a table containing customer information which already includes a segment code. It is best
to create a customer profile from a table of customers that contains address information or a segment code. A
customer profile created using an existing Business Analyst customer layer uses a point-in-polygon procedure to
determine the segmentation code of each customer and will process significantly slower than creating the profile
using the other two methods.

Create a profile using customer data
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Select one of the three options available to create a customer profile. Use the first option only if you do
not have a customer file that contains either the customer’s address or the customer’s Tapestry Code. A
customer profile created using an existing customer layer uses a point-in-polygon procedure to determine
the segmentation code of each customer and will be significantly slower than creating the profile using the
other two methods. Use the second option if you have a customer file that contains the customer’s
address, but does not contain the associated Tapestry Code. This option is faster than the first one, but
still takes a long time to process.
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Option 1 — Use an existing customer layer

This option uses a point-in-polygon approach with the customer points and block group boundaries to obtain the

block group Tapestry assignment. Select your customer layer from the Use an existing customer layer drop-down
box and click Next.

A customer profile can be created with volume information. If the customer layer selected contains a field with
volume information (such as humber of visits, items purchased, dollar amount spent, etc.) you can specify that
information by selecting the Use volume information check box and selecting the volume field from your customer
layer using the drop-down menu just below the check box. Next select the appropriate base for your customer
profile and click Next. Select either Total Adult Population or Total Households from the Select profile base drop-
down menu. Select Total Adult Population if your product is purchased or used by multiple adults in a household

(i.e. Automotive oil change service) or select Households if your product is primarily purchased for use by the
entire household (i.e. Dining room furniture).
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Enter a name for your new customer profile and enter any optional comments and then click Finish. You can
choose to run this analysis later by checking the Defer this task to the Batch Queue box.

Segmentation Wizard el

YWhat do you want to name the new Segmentation Profile?
IChicagD Customers with 'isits

Comrments:
[
— Batch Tasks
™ Defer this task to the Batch Queus
Wihat do pou want to name the new task?

Help | << Back | Firizh I Catcel |

This operation will process for quite a long time depending on the number of customers in your table since this
method assigns the segmentation code using a point-in-polygon assignment method.



When processing is completed, a summarization of your customer data by Tapestry segment will be displayed
and a Business Analyst customer profile will be created. The display table below can be sorted in either
ascending or descending order by any of the columns. Click on the column header to toggle between the two sort
orders.

Segment |0 | Segment Mame | Count | Percent | Yolume nfo | -

1 Top Rung 38 3405 178E3

2 Suburban Splendor 2031 125924 E7813

3 Connoisseurs 477 2.697 13630

4 Boomburbs 1026 8163 42836

B ‘Wealthy Seaboard Subutb: 1265 £.951 36475

E Sophisticated Squires 1832 11.605 E0396

7 Exurbanites 224 4 477 23492 T

o] Laptops and Lattes 27 0102 535

9 Uiban Chic 241 1.205 E324

10 Plaazant-ille 74 4948 25966

1 Pacific: Heights 3 0020 108

12 Up and Coming Families 723 3797 19324

13 I Style 1138 64938 J6407

14 Prozperaus Empty Mesters 442 3143 16492

15 Silver and Gold Il 0588 3084

16 Enterprizing Professionals 396 1.894 9333

17 Green Acres 139 0819 4237

18 Crzy and Comfartable 1030 6.045 31719

19 Hilk and Cockies 144 08H 4359

20 City Lights 93 0428 2232

2 Urban Villages 39 0248 1289 :l
Cloze: |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.



Option 2 — Geocode customers from an existing table

This option uses the Business Analyst geocoder to append block group codes to customer records and then
appends the corresponding block group Tapestry codes to those records. If a block group assignment cannot be
made, a census tract assignment will be made instead. Create a customer profile using a table that contains
customer address information. Select the table that contains your customer information from the Geocode
customers from existing table. If the table is already in the Business Analyst display, select it from the drop-down

menu. Otherwise, click the folder button to browse to the table and click Next.
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Next, you need to assign the address input fields to the appropriate field in the table that contains your customer
information.

Use the Street or Intersection drop-down menu to choose from available fields in your customer file to assign the
customer street address used for geocoding and segment assignment. Use the City drop-down menu to choose
from available fields in your customer file to assign the city associated with the customer address. Use the State
drop-down menu to choose from available fields in your customer file to assign the state associated with the
customer address. Use the ZIP code drop-down menu to choose from available fields in your customer file to
assign the 5-digit ZIP code associated with the customer address. Use the optional ZIP extension drop-down
menu to choose from available fields in your customer file to assign the ZIP+4 code associated with the customer
address.

. . . Segmentation Wizard e |
All input fields must be assigned to :
. . —&ddress Input Fields
separate fields in your customer table. _
Once you have assigned as many Sireet orniersection. |ADDRESS [
fiel ible, click Next. _
elds as possible, click Next iy [erry 3
State |5'|' j
ZIP code |ZIF' j
ZIP extension Iz4 j
| L-:c:atc-rHeIpl [ptians... |

Help | ¢ Back Mext > | Cancel |
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A customer profile can be created with volume information. If the table that contains your customer information
includes a field with volume information (such as number of visits, items purchased, dollar amount spent, etc.)
you can specify that information by selecting the Use volume information check box and selecting the volume
field from your customer layer using the drop-down menu just below the check box. This drop-down menu also

has an option to filter the list of available fields by entering a string of characters in the Filter field with the option
to check the Match case option to make the filter case sensitive.

Next, select the appropriate base for your customer profile and click Next. Select either Total Adult Population or
Total Households from the Select profile base drop-down menu. Select Adult Population if your product is
purchased or used by multiple adults in a household (i.e. Automotive oil change service) or select Households if
your product is primarily purchased for use by the entire household (i.e. Dining room furniture).

Segmentation Wizard

Cuztomer profiles can be created with volume information

fie. Dollars spent per customer, total volume consumed,
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Enter a name for your new customer profile and enter any optional comments and then click Finish. You can
choose to run this analysis later by checking the Defer this task to the Batch Queue box.

Segmentation Wizard el

YWhat do you want to name the new Segmentation Profile?
IChicagD Customers with 'isits

Comrments:
[
— Batch Tasks
™ Defer this task to the Batch Queus
Wihiat da pou want to name the new tazk?

Help | << Back | Firizh I Catcel
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Using this option, customer data is address geocoded and a segmentation code is assigned to each customer. A
summarization of your customer data by Tapestry segment will be displayed and a Business Analyst customer
profile will be created.

21|

Segment 1D | Segment Name | Count | Percent | Yalumne |nfo | -

1 Top Rung 538 3405 17869

2 Suburban Splendar 2031 12924 E7a18

3 Connoisseurs 477 2.697 13630

4 Boomburbs 1026 B1E3 42836

5 “Wealthy Seaboard Sububs 1265 £.951 36475

E Sophisticated Squires 1832 11.605 E0396

7 Exurbanites 284 4 477 23432 T

8 Laptops and Lattes 27 0102 535

9 Urban Chic 241 1.205 E324

10 Fleazant-vile 674 4948 25966

1 Pacific: Heights 3 0020 1058

12 Up and Coming Families 723 3797 19324

13 In Style 1138 R438 36407

14 Prozperous Empty Mesters 442 3143 16492

15 Silver and Gold Ell 0588 3084

16 Enterprizing Professionals 396 1.894 9939

17 Green Acres 139 0.a19 4237

18 Cozy and Comfortable 1020 6.045 31719

15 bilk. and Cockies 144 083 4359

20 City Lights 93 0425 2232

A Urban Villages 3§ 0248 1289 LI
Cloze |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.
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Option 3 — Use an existing segmentation code in a customer table

Create a customer profile using a table that contains a segmentation assignment code. Use this option if you
have a table that already contains a list of customers with their associated Tapestry code as a field in the table.

This is the preferred option since it runs very quickly.

Click on the Use an existing segmentation code in a customer table and select the table that contains your
customer information. If this table is already in the Business Analyst display, select it from the drop-down menu.
Otherwise, click the folder button to browse to the table. Select the field that contains the segmentation code

assignment from the drop-down box of available fields and click Next.

Segmentation Wizard

a
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@ a @
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A customer profile can be created with volume information. If the table that contains your customer information
includes a field with volume information (such as number of visits, items purchased, dollar amount spent, etc.)
you can specify that information by selecting the Use volume information check box and selecting the volume
field from your customer layer using the drop-down menu just below the check box. This drop-down menu also
has an option to filter the list of available fields by entering a string of characters in the Filter field with the option
to check the Match case option to make the filter case sensitive. Click Next to continue.

Segmentation Wizard e

Customer profiles can be created with wolume infarmation
[ie. Dallars spent per customer, total volume consumed,
unitz purchazed).

[+ Use volume information [optional)

Specify the field containing walume infarmation for each
custamer:

[WISITS [

Help | <¢ Back | Mest »» I Cancel
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Enter a name for your new customer profile and enter any optional comments and then click Finish. You can
choose to run this analysis later by checking the Defer this task to the Batch Queue box.

Segmentation Wizard el

YWhat do you want to name the new Segmentation Profile?
IChicagD Customers with 'isits

Comrments:
[
— Batch Tasks
™ Defer this task to the Batch Queus
Wihiat da pou want to name the new tazk?

Help | << Back | Firizh I Catcel
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A summarization of your customer data by Tapestry segment will be displayed and a Business Analyst customer
profile will be created.

Segment D | Segment Mame | Count | Percent | Yolume [nfo | -

1 Top Rung 538 3405 17869

2 Suburban Splendar 2031 12924 E7a18

3 Connoisseurs 477 2.697 13630

4 Boomburbs 1026 B1E3 42836

5 “Wealthy Seaboard Sububs 1265 £.951 36475

E Sophisticated Squires 1832 11.605 E0396

7 Exurbanites 284 4 477 23432 T

8 Laptops and Lattes 27 0102 535

9 Urban Chic 241 1.205 E324

10 Fleazant-vile 674 4948 25966

1 Pacific: Heights 3 0020 1058

12 Up and Coming Families 723 3797 19324

13 In Style 1138 R438 36407

14 Prozperous Empty Mesters 442 3143 16492

15 Silver and Gold Ell 0588 3084

16 Enterprizing Professionals 396 1.894 9939

17 Green Acres 139 0.a19 4237

18 Cozy and Comfortable 1020 6.045 31719

15 bilk. and Cockies 144 083 4359

20 City Lights 93 0425 2232

A Urban Villages 3§ 0248 1289 LI
Cloze |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.
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Create a profile using Community Coder

A customer profile provides a summarization of all your customers across all segments. Using ESRI's Community
Coder software, which is included with the Business Analyst Segmentation Module Add-on, this option gives you
the greatest flexibility to create profiles and reports based on customer information stored in any file or table.
Community Coder is a fast, user-friendly desktop software program that assigns detailed information and location
data to customer records, either individually or in batch mode. Using this option provides you with the quickest
and easiest way to create a customer profile to be used in Business Analyst. Use the information tool X? available
in the Community Coder software to learn more about the various processing options available.

Create a profile using Community Coder
1. Select Segmentation, Create Profiles from the Business Analyst Drop-down main menu
2. Select Create a profile using Community Coder and click Finish. This will automatically launch the
Community Coder application.

Segmentation Wizard d |
This wizard allows you to create segmentation profiles by
a - several different methods.
) a3 a
a
a " Create a profile uzsing customer data
o @ & Create a profile using Community Coder

" Create a geographic profile
Create a profile using an
Community Coder. " Select profiles from survey data

 Import profile

" Manage profiles

Help | 54 Back | Finish I Cancel
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Using the Community Coder interface, select an input file that contains your customer information using
the Browse button. The output file will default to My Layer.shp. Next, set the name of the document that
will include any reports selected during the coding process by clicking the browse button and then clicking

Next.
-0 x|

Eile Help
a2

N0/

Files |Fields I Processing Options | Data kems | Report Opkions | Business &nalvsk I

B community Coder

— Select Files

Inpuk: F:'l,My Qutput DataProjectsiDefault ProjecttCustl ayversiChicago_Customersichicago_cust.dbf

Cutpuk: k::'l,My Output DatalProjectsiDefault ProjecttCustLayersiMy LayeriMy Layer,shp [=5 Brovise |
Report: IC:'I,My Output Data'ProjectsiDefault ProjectCustLayers\My Layer\My Layer,doc [ Browse
Descripkion: I

Defaults |

Community Coder license expires 03/29) 2005 Mext < Back | eRun |
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Next, assign the address input fields to the appropriate field in the input file that contains your customer
information. Use Address drop-down menu to choose from available fields in your customer file to assign
the customer street address used for geocoding and segment assignment. Use the three City/State/ZIP
Code drop-down menus to choose from available fields in your customer file to assign first the city
associated with the customer address. Use the second drop-down menu to choose from available fields
in your customer file to assign the state associated with the customer address. Use the third drop-down
menu to choose from available fields in your customer file to assign the 5-digit ZIP code associated with
the customer address. All input fields must be assigned to separate fields in your customer table. Once
you have assigned as many fields as possible, click Next.

Ik

Eile Help

DS eR 2

Files Fields IProcessingOptions Daka Ikems | Report Options | Business Analyst

— Specify Input Field Locations

Address: [ADDRESS | City |cITY >|  address Help |
I- Mone Specified - j State IST j
|- Neme Specified - = ZIP Code | 215 =]
I- Mone Specified - j
I- Mane Specified - j
I' Mone Specified - j ¥ &ddress figlds should be appended and treated a5 one fisld

COptional:

IF wou specify a field for "Geocode” this field should already contain a Geocode (FIPS Code) that Coder will use For
processing. Coder will not re-geocode the records althaugh it can do a GeoFix if requested. Address Fields musk still
be specified above, The Geocode Match Level is required if ywou wish to generate a Geocoding Match Level

Surmmary repark,

Geocode: |- Mone Specified - j ?eocolldeGh;%tl_c;UI-ET_\]:el: I— Mone Specified - j
usually

< Back | eRun |

Carmmunity Coder license expires 03/29/2005
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5. Select your desired processing options. For the purpose of this example just accept the default options
as specified below and click Next.

= 5 [=] 3
Eile Help
N0/ r?
Files | Fields  Processing Cphions |Data Itemns | Report Options | Business Analyst I
— Select Processing Options
[ Sart input file Randor Sarmpling: IIUU vI %% of total records in file
[ Perfarm GeaFix
[ | Process anfy “Mew® recards v Open Shape File in ArcMap
"Mewrecards will have a blank |- None Specified - j [w | Shaw Business Snalyst Processing Tat
I | Gutput e should contaim anly New! recards [~ Review geocoded addresses during processing
— Record Filkering
‘Where Expression Available Fields (Double Click to Select)
»|  |aDDRESS -
CITY
GEDCODE
LI GECQLEVEL
i)
— ; s ' Dz
—|<|>|<>|F\nd|0r|Not|L|ke|a’ol(|)| | LATITUDE
. Lz _CoDE
Clear | validate | LONGITUDE
T =l
Community Coder license expires 03/29/2008 < Back | e Run |
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6. Select the data items that you would like appended to your input file. The default selected items are listed
in the box on the right. To add additional items to be appended to your file, expand the Available items
listing on the right and select the desired items to append and click the single right arrow button between
the two windows. All selected items will be appended to the end of your original input file upon
processing. For the purpose of this example, just leave the default Selected Items and click Next.

ﬂtummunity Coder ;Iglﬁl
Eile Help
DR A?

Files | Fields I Processing Options  Data Tkems |Report Opticns | Business Analyst

— Select Items ko Append
Available Trems

[ Basic Vatiables

(- Tapestry Yariables

[+ 2006 5td Items

Selected Ihems
iaeocode (FIPS Code)
Geocode Lewel
Longitude

Latitude

Location Code

SEHE
QHEE

Community Coder license expires 03/29/2005
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7. Select the reports that you wish to run during the geocoding process. Use the information tool available
in the Community Coder software to learn more about the various reporting options available. For the
purpose of this example select the Geocoding Match Level Summary and the Customer Tapestry Profile
(using the default sort options) as specified below and click Next. These reports will be generated and
stored in the directory/file that you specified on the Files tab earlier.

R

Eile Help

DR N2

Files | Fields I Processing Options | Daka Items  Report Options |Business &nalyst I

— Select Reports

[~ Cuskorner Demographic Profile [v Customer Tapestry Profile; Sork Dn!INumericaI Segment Ordejlnsc j

v (G ding Match Lewvel Si
ol tecemmd g i Loy iy Summary Group to be used:ILiFeMode j

[~ Geographic Surmary

Create T Ly CSW Fil
[~ Customer Geographic Complete Sethings | W Sree Ve =zery '

: Calculate Similatity Index For these Geagraphies
[~ Qutput File Layaout
utput File Layoul
’7|_ States [ Counties [T ZIP Codes [T GES&s

[ Trade Area Analysis Repark { .xIs file type ) [~ Cistribute uncoded recards acrass profile
— Trade Area Analysis Report Information
Mame af: Site Latitude Field (@ptional)
| JLatrTuoe =l
Description of Site Longitude Field (Sptional)
| JLonarTuoe =l
Lacation of Site (Requited) [T | Create CoVIFE with repart data || [ Browse |

. Locate Address o
Latitude; I ZIP Code |
Longitude: I 3, Locate |

Community Codet license expires 03/29/2008 S < Back | eRun |
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Next select the Business Analyst processing options. Use the information tool available in the
Community Coder software to learn more about the various Business Analyst processing options
available. For the purpose of this example select the Create Business Analyst Tapestry Profile File as
specified below and enter Chicago_Cust under the Name of this layer and click Next. By selecting this
option, Community Coder will automatically create a Business Analyst profile.

i
Eile Help
IE=a=Ral=N=t %

Files |Fields IProcessing Options | Daka Tkerns | Repork Opkions  Business Analystl

r— Specify Business Analyst Settings

— Cusk [rak
Hstomer Lata Select Business Analyst Project

Field containing customer name IDefauIt Project j
I— Mone Specified - j

Mame of this Laver
IChicago_Cust|

Field containing unique store ID {optional)

I_ MNone Specified - j Optional Comments
Created by Community Coder ;I
¥ Create Business Analyst Tapestry Profile File
=
Community Codet license expires 03/29/2008 MEE S < Back | e -_ |
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Click the Run button to display the Status Message window which contains all the job specifications set
previously and click Start to process the job. The screen will display status messages like the one below
while the Community Coder software is processing the file and reports. The status bar at the bottom will
update based on the percent of the file processed. The number of records processed and geocoded will
be displayed above the bar.

R

Eile Help

Status Messages

Comments: ﬂ
Created by Community Codar

Field containing customer name: - None Specified -

Field containing optional Store ID: - Mone Specified -

Carmmunity Coder will create & Business Analyst Tapestry Profile File

The Following Repotts will be created:
Geocoding Match Lesel Summary
Customer Tapestry Profile with LifeMode summary groups,
Sort Asc by Murmerical Seqrient Order

Loading painter file...
Querying input file, ..
Input file contains 17,022 recards,

Creating output and temporary work files,

Begin processing... 3:26:17 PM

=i
Elapsed Time: 00:00:33.55 Processed: 1,500
Time to Completion: 00:05:41  Geocoded: 1,499

[TT] Back | Save |

> Stark Il Pause | & Abort |
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10. Once 100% of the records are processed you will be prompted to select a base for your Customer
Tapestry Profile. Every profile must have a base profile to compare against. The geography base you
select here will be displayed on the Tapestry Profile report and will be used to calculate the penetration
and indices on this report. The geography you select should be the geographic area from where you
draw close to 100% of your customers. If your customers come from all over the United States then it
would be best to select the United States as the base for your customer profile. For this example, select
the Chicago-Naperville CBSA, because almost all customers in the sample file are from the Chicago-
Naperville CBSA, and click OK.

Select Base for Customer Tapestry Profile

— Select Geographic Level Code  Area Mame [% of File] [Curnulative %)
= United States 7
 State 46700 Vallejo-Fairfield,C (0.0} (99.8)
37900 Peoria, IL (0.0) (99.8)
o ol 35040 Pt St Lucie-Ft Pier (0.0} (99.8)
" ZIF Code 41180 3t. Louis, MO-IL (0.0} (99.8)
(s CBSA 16580 Champaign-Urbana, I (0.0} (99.8)
19340 Davenport-Moline (0,01 (99.9) ;l

oK. I Save | Help | Mame of Custom Baze: |Customn Base
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11. Upon completion, Community Coder will display the reports on screen in the default program associated

with .doc files.

i File

Edit

iew

Insert

Farmat

Tools  Table

Window

Help

e

o
Page 3

=wg]

Typeaquestion forhelp  + X

Geocoding Match Level Summary

File: GMy Output DataiProjects\Default ProjectiCustLayers\Chicago_GustZ\Chicags_Cusfshp

Iatch Descrintion
Street Match or ZIP+4

Darninant Tractin ZIP Code

ane Tractin ZIP Code
Ma Geocode

Number of Records: 9,667

Match Code Llumber
g 9,609

z 57

T 1

H 0
9,667

Percent
99 4%
06%
0.0%
0.0%
100.0%

ESRI agsigne your customer records to one of four match lewels. The best match level is Street Addrese or ZIP+4, If 3 record cannot
be matched at the Street Address or ZIP+4 level, the Geo-Fix option can assign a census tract through a ZIP Code fo census tract
correspondence. The census tractwith the largest population in the ZIP Code is appended to the record. This match is referred 1o as a
Dominant Tract in ZIP Code (Z) match. If the ZIP Code is huilt from only one census tract, then the match code (T) denotes only one

tractinthe ZIP Code.

Match Description

«0»@

|

Ser 2

39

At 2.2

Ln &

Cal 87

REC TRE EXT OVR

jue]
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You can save the job specifications by clicking the Save button.

EAcommunity Coder =10l =]
Eile Help

Skatus Messages

Comments: ﬂ
Created by Community Coder

Figld containing customer name: - None Specified -

Field containing optional Store ID: - Mone Specified -

Carmmunity Coder will create a Business Analyst Tapestry Profile File

The Following Reports will be created:
Geacading Match Lewvel Summary
Customer Tapestry Profile with LifeMode summary groups,
Sort Asc by Mumerical Segrent Order

Loading pointer file, ..
Cuetying input File. ..
Input file contains 17,022 records,

Creating output and temporary work files,

Beqgin processing... 3:26:17 PM

-

Elapsed Time: 00:00:33 .55 Processed: 1,500

Stark: e | abort |
Time to Completion: 00:05:41  Geocoded: 1,499 - Seex [EReE @ abor
[TT] Back | Save |
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12. A Business Analyst Customer Layer will be created and your customers will be displayed on your map.
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Create a geographic profile

A geographic profile provides a summarization of all the households or adults in a specific geographic area
summarized across all segments. In most cases you will create a geographic profile to use as the base when
analyzing your customer profile.

Create a geographic profile
1. The first step in creating a geographic profile is to create a trade area for the geographic area of interest
using the Trade Area wizard on the Business Analyst Drop-down main menu. (See Using ArcGIS
Business Analyst guide for instructions.)
2. Select Segmentation, Create Profiles from the Business Analyst Drop-down main menu

3. Select Create a geographic profile, then click Next.

Segmentation Wizard e |
This wizard allows pou to create segmentation profiles by
a = several different methods.
) Fl a
]
a " Create a profile using customer data
- a = Create a profile wsing Community Coder

' Create a geographic profile

Create a segmentation profile from
standard geography urits, trade " Select profiles from survey data
areas of ather boundary layers.

" Import profile

" Manage profiles

Help | 44 Back | Mext > I Cancel
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4. Select the Business Analyst trade area by selecting the Select boundary layer you want to profile drop-
down menu. You can narrow down the list to just trade areas created using the Business Analyst Trade
Area wizard by checking the Only show Business Analyst trade area layers box. Next, select either Total
Adult Population or Total Households from the Select profile base drop-down menu. Select Total Adult
Population if your product is purchased or used by multiple adults in a household (i.e. Automotive oll

change service) or select Total Households if your product is primarily purchased for use by the entire
household (i.e. Dining room furniture).

Segmentation Wizard

=15
HEON

B s 8 LAk

21

Select boundary layer you want to profile:

[ Cricago IL, CBSA i
W Only show Business Analyst trade area layers
[7 Use only selected features

Select profile baze:

___; '_'___ . " Create profile for separate area
= Bl -
ﬁ. 2 | I _I
Lo .
— T
Help | ¢ Back | Mext > I Cancel |

Check the Create profile for separate area checkbox to generate a geographic profile for each polygon in your

boundary layer. For example, if you wished to generate a profile for each county in lllinois, with this option you
could select a boundary layer with all the counties in it and generate all the profiles at one time.
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5. Enter a name for your profile in the What do you want to name the new segmentation profile box and click
Finish. You can also add optional comments regarding this geographic profile. You can choose to run
this analysis later by checking the Defer this task to the Batch Queue box.

Segmentation Wizard el

YWhat do you want to name the new Segmentation Profile?
|Chicago. IL CESA

Comrments:
[
— Batch Tasks
™ Defer this task to the Batch Queus
Wihiat da pou want to name the new tazk?

Help | << Back | Firizh I Catcel
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Select profiles from survey data

The Business Analyst Segmentation Module includes at least two Tapestry coded survey data categories in
addition to the base Media categories. The source of this survey data is Mediamark Research, Inc. (MRI). MRI
conducts a survey that measures the demand for various products and services. Because MRI and ESRI can
identify each survey respondent by Tapestry segment, we are able to create a profile of the customers who
purchase or use the various products and services on the MRI survey. These MRI profiles can be used as
surrogates for your own customer data in cases where customer address information is not available.
Additionally, they can be used to compare a nationally weighted profile to your customer profile to identify
segments where you are performing better or worse compared to the national survey data.

Select profiles from survey data
1. Select Segmentation, Create
Profiles from the Business
Analyst Drop-down main
menu
2. Choose Select profiles from
survey data and click Next.

Segmentation Wizard e |

a
a
2 L]
@
L)
L]
@

Extract prafiles fram a list of
spndicated survey profiles,

Thiz wizard allows pou to create segmentation profiles by
several different methods.

" Create a profile using customer data

" Create a profile using Commurity Coder
" Create a geographic profile

* Select profiles from survey data

" Import profile

" Manage profiles

Help |

<< Bach | Mext > I Cancel
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3. Select one or more profiles from survey data. The total number of survey based profiles available for
selection and the total number of survey based profiles selected are displayed. A list of survey groups or
categories is listed in a tree format in the main window. If you check the box next to the group or
category name, then all profiles in that category will be selected. The individual profiles available under
each category can be displayed by clicking on the + next to the category name to expand the tree. Or, if
you prefer to display a listing of the individual survey profiles you can toggle between a tree view and a
list view using the buttons above the profile selection window.

You can narrow the list of survey profiles by entering a string of characters in the Search key word box. If
you want to only display one survey group in the window then you can choose that group using the
Groups to show drop-down menu.

Segmentation Wizard 2l

Select one or more profiles you want to create:

—Select

Search key word: Groups bo shaw:

| Al 4

2228 of 2228 profiles are dizplayed
0 of 2228 profiles are selected

[+ arel -
= [ Appliances

- [ Attitudes

- ] Avtamabiles & Other Vehicles

- [J Automotive Aftermarket

- [ Baby Products

- [J Beverage Consumption [Alcohalic)

=[] Books

[+ [] Cameras & Film

- [ Civic Activiiies

- [ Corvenience Stares

E

- "1 Elechronics LI

Help | <¢ Back | [ Est >3 I Cancel |
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For example, if you are looking for a profile of households who own a dog you can enter “dog” into the
Search key word box. By clicking the + next to the Pets & Products category all profiles that meet the
search criteria will be displayed. Information such as the numeric code and base indicator are provided
for each survey profile. “H” indicates “household” and “A” indicates “adult population”. Also note that the
number of profiles displayed has changed to 14 of 2228. Click on the box next to HH owns any dog to
select this survey profile.

segmentation Wizard 2lx

Select one or maore profiles wou want to create:

—Select
Search key word: Groups to show:

|dog Al |

14 of 2228 profiles are displayed
1 of 14 profiles are selected

[ 25004 (H] HH owns any dog I
- 25007 [H) HH cwns 1 dag

-] 25008 [H) HH awns 2+ dogs

[0 25018 [H) HH used canned dag faad in last & manths

--[[] 25019 [H] HH used packaged diy dog food in last B months

- [0 25020 (H] HH used <10 paunds of pkad dry dog food last month
- [ 25021 [H1HH used 25+ pounds of pkad dry dog foed last manth
[0 25022 [H) HH used packaged maist dog faod in last & manths

- [0 25023 [H) HH used dog biscuits/treats in last & maonths

--[[] 25024 [H] HH used <2 packages of dog biscuits/treats last mo
- [T126025 (H1 HH used 3+ packaaes of doa biscuits/treats last ma LI

Help | <{ Back | Mext > I Cancel |
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By clicking on your right mouse button inside the selection window you can choose to change the sort
order of the profiles, collapse all the items so that only the category is displayed, unselect all selected
profiles or set the display options. In display options, you can choose whether the product code is
displayed or not, whether the profile base letter is displayed or not, and whether the sort method is based
on the product code for profile description. Once you have set these preferences to your liking, click
Next.

Segmentation Wizard ed

Select one or more profiles pou want to create:

— Select
Search key word; Groups to show:

s <]

I~ Usedliases 14 of 2228 profiles are displayed

1 of 14 profiles are selected
=3

- 8 Pets & Prad IS ; " =]
-y ot ascending

Sort descending

Expand &ll

Collapse Al 2t B maotiths

Unselect all din last & manths

Display optians. .. ny dog food last morth J
O HH uzed 25+ pounds of pkgd diy dog food last manth

O &1 HH uzed packaged maizt dog food in last B manths:
&1 HH used dog biscuits/treats in last B months
--------- O& HH used <2 packages of dog biscuits/treats last mo j

Help | << Back | Mest >> I Cancel |
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A summary of the survey profiles to be created are listed along with their unique product code, whether
the profile is household based (H) or adult based (A), and the survey profile question. Check or uncheck
any profiles listed or click the Select All or Clear All to select or deselect all survey profiles listed. Once
all the survey profiles you would like to create are checked, click Finish to process.

— Selected survey profiles
Create profile | FRODCODE | BASE | Survey profile question
25004 H HH ownz any dog
] | |
Selotdl | Clearsll |

Help | < Back | Finish I Cancel |
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Import a profile

Use this option if you already have a table that contains your customer data summarized across all the Tapestry
segments or if you would like to import a profile created by another Business Analyst user. This table must
include a field that contains the Tapestry codes from 1 to 66 and a field with the associated count of customers

who fall into each of the 66 Tapestry segments.

Import a profile
1. Select Segmentation, Create Profiles from the Business Analyst Drop-down main menu

2. Chose Import profile and click Next.

Segmentation Wizard e

This wizard allows you ko create segmentation profiles by
2 - several different methods.
@ a ]
]
a " Create a profile using customer data
o @ " Create a profile using Community Coder

" Create a geographic profile

Create profile from an existing table
containing summary counts by " Select profiles from survey data
zegmentation 101

€ Impart profile

" Manage profiles

Help | << Back | Mest »» I Cancel
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There are two options for importing profile data. One option is to import a table that contains your customer data
or survey data summarized by Tapestry segments. The other option is to import an .xml file with profile data that
was created using Business Analyst.

Option 1 — Table with profile data

Use this option if you already have a table that contains your customer data summarized across all the Tapestry
segments. Select the Table with profile data option and select the table with your customer data from the drop-

down box if the table has been added to the Business Analyst display or click the folder button to browse to the

table and click Next.

Segmentation Wizard e B

Select profile data source file you want bo import:

£+ Tahle with profile data
IChicago_Cust_Tapestr_l,J_F'rofiIe j i”'l

€ ¥ml file with profile data

| =

Help | <¢ Back | Mexst »> I Catricel
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Select the field in your table from the drop-down list of available fields that includes the Segmentation ID. In this
example, this is the field named TAPESTRY. It contains the numbers 1 to 66 that represent each Tapestry
segment.

Now select the field in your table from the drop-down list of available fields that includes the count of customers
associated with each Tapestry segment. In this example, the field named is CUSTOMERS. A customer profile
can be created with volume information.

If the table that contains your customer information includes a field with average volume information for each of
the 66 Tapestry segments (such as average number of visits, average number of items purchased, average
dollar amount spent, etc.) you can specify that information by selecting the Additionally import the volume
information check box and selecting the volume field from your customer layer using the drop-down menu just
below the check box. This drop-

down menu also has an option to  ESUNELGEEIRIEE] 21x]
filter the list of available fields by

entering a string of characters in : To import prafile from table please specify table fields

the Filter field with the option to ' cohtahing segrmentation infamation;

check the Match case Option to ) N YWhich field containg segmentation (D7

make the filter case sensitive.
After you have filled in the
applicable fields, click Next.

|TAPESTRY |

Wwihich field containg custamers count?
|CUSTOMERS |

v Additionally impart the volumetric information:

Wwhich field containg volume info?

[ITEMS |

Help | ¢ Back | Mext > I Cancel
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Enter a name for your new customer profile and enter any optional comments and then click Finish.

Segmentation Wizard 7| x|

Chicago Cust From Profile
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A summarization of your customer data by Tapestry Segment will be displayed and a Business Analyst customer
profile will be created.

21|

Segment 1D | Segment Name | Count | Percent | WViolumne |nfo | -

1 Top Rung 538 3405 17869

2 Suburban Splendar 2031 12924 G7E18

3 Connoizseurs 477 2.597 13630

4 Boomburbs 1026 8163 42836

<] “Wealthy Seaboard Suburbs 1265 £.951 36475

5] Sophizticated Sguirez 1822 11.605 BO39E

7 Exurbanites 884 4.477 23452 7

8 Laptops and Lattes 27 0102 535

] Urban Chic 24 1.205 B324

1a Fleazant-ille E¥4 4948 25966

1 Pacific Heights 3 0020 105

12 Up and Coming Familiz: 723 31797 19924

13 In Style 1138 EBA938 36407

14 Frosperous Empty Mesters 442 3143 164392

15 Silver and Gold 91 0.588 3084

16 Enterprizing Profeszionals 396 1.694 9339

17 Green Acres 133 0.3 4257

18 Cozy and Comfortable 1030 £.045 379

13 Milk. and Cookies 144 083 4359

20 City Lights 93 0425 2232

1 Urban Villages 33 024R 1289 ;l
Cloze |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.
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Option 2 — Xml file with profile data

Use this option if you would like to import a profile created by another Business Analyst user. Select the Xml file

with profile data option and click the folder button to browse to the Xml file that you would like to import and click
Next.

Segmentation Wizard e

Select profile data source file you want to impaort;

€~ Tahle with profile data

| = =

5l file with profile data
IE:\M_I,J Output DatahChicago_Cust_Profile.xml @

Help | << Back Mexst = Cancel
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Enter a name for your new customer profile and enter any optional comments and then click Finish. The profile
will be imported and available for use in Business Analyst. You will not receive a summary screen with this
option.

Segmentation Wizard e |
‘What do you want to name the new Segmentation Profile?
Il:hicago Cust fram #ml
Comments:
-
=

Help | << Back | Finigh I Cancel |

2—45



Manage profiles

Use this option to manage the customer, geographic, or survey profiles you created in Business Analyst. You
can view, modify, delete, and rename existing profiles.

Manage profiles
1. Select Segmentation, Create Profiles from the Business Analyst Drop-down main menu

2. Chose Manage profiles and click Next.

Segmentation Wizard e S

This wizard allows pou to create segmentation profiles by
b - several different methods.
] @ a
a
a " Create a profile using customer data
o e " Create a profile using Community Coder

" Create a geagraphic profile
“iew, rename, edit or delete
exizting profiles. " Select profiles from survey data

" Impaort profile

* tanage profiles

Help | << Back | Mest >> I Cancel
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View/Change profile

1. To view or manually change the customer count or volume for a Tapestry segment in the profile, just
select the profile you wish to view or change from the list of existing profiles and select View/Change
profile and click Next.

Segmentation Wizard ed

Select one or more Segmentation Profiles and choose the appropriate action to the right. Mote that pou
cannot modify or rename more than one Segmentation Profile in one operation.

— Segmentation profiles —Actions
E' Chic.
E Chicago Custanners with Yisits

[4 Chicago, IL CBSA " Modify profile

MErs

* Wiew/Change profile

" Delete profile(s)

Renamne or E dit
comments

' Summarize profiles

r— Search and Filter

Filter: [~ Match Case

Show &l |

Help | ¢ Back | Mest > > I Cancel |
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2. A summary screen will display the Segment ID, Segment Name, the associated Customer Count, and the
Volume Info and associated Percent. The Percent is calculated automatically and is the percentage of
the total volume per segment for the customer profile. You can view the information contained in the
profile and you can sort on any column by clicking your right mouse button on the column header. You
can also manually edit the Count field values or the Volume Info values on this screen. If you edit the
Volume for a segment, the Weight for all segments will automatically adjust based on your change. Click
Finish to save any changes you made to the profile.

Segment |0 | Segment Mame | Count | Percent | Yolume nfo | -

1 Top Rung 38 3405 178E3

2 Suburban Splendor 2031 125924 E7813

3 Connoisseurs 477 2.697 13630

4 Boomburbs 1026 8163 42836

B ‘Wealthy Seaboard Subutb: 1265 £.951 36475

E Sophisticated Squires 1832 11.605 E0396

7 Exurbanites 224 4 477 23492 T

o] Laptops and Lattes 27 0102 535

9 Uiban Chic 241 1.205 E324

10 Plaazant-ille 74 4948 25966

1 Pacific: Heights 3 0020 108

12 Up and Coming Families 723 3797 19324

13 I Style 1138 64938 J6407

14 Prozperaus Empty Mesters 442 3143 16492

15 Silver and Gold Il 0588 3084

16 Enterprizing Professionals 396 1.894 9333

17 Green Acres 139 0819 4237

18 Crzy and Comfartable 1030 6.045 31719

19 Hilk and Cockies 144 08H 4359

20 City Lights 93 0428 2232

2 Urban Villages 39 0248 1289 :l
Cloze: |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.
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Modify profile
1. Use this option to modify an existing profile by overwriting it with a new profile. Select the profile you
wish to overwrite, select Modify profile and click Next.

Segmentation Wizard ed

Select one or more Segmentation Profiles and choose the appropriate action to the right. Mote that pou
cannot modify or rename more than one Segmentation Profile in one operation.

— Segmentation profiles —Actions
B Chi
E Chicago Custanners with Yisits
[4 Chicago, IL CBSA & Maodify profile

" Wiew/Change profile

" Delete profile(s)

Renamne or E dit
comments

' Summarize profiles

r— Search and Filter

Filter: [~ Match Case

Show &l |

Help | ¢ Back | Mest > > I Cancel |
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Select the option you would like to use to overwrite the existing profile you selected on the previous
screen. You can create a geographic profile, create a profile using customer data, create a profile using
Community Coder, select a profile from survey data, or create a profile by importing customer data that
has already been summarized by Tapestry segments. The steps for each of these profile creation
methods have already been documented under the Create Profiles section of this booklet.

Segmentation Wizard ed
On thiz step wou can choose one of segmentation profile
e = creation ways, Tou have the following options available:
a - @ - {* Create a geographic profile
a " Create a profile using customer data
L] " Community Coder
a

" Select profiles from survey data

" Import profile

Help | ¢ Back | Mest > > I Cancel
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Delete profile
1. Use this option to delete an existing profile. Select the profile or profiles you wish to delete by highlighting
them from the list box. Select Delete profile(s) and click Finish. This will remove them permanently.

Segmentation Wizard e

Select one or maore Segmentation Profile: and choose the appropriate action to the right. Mote that vou
cannot modify or rename more than one Segmentation Profile in one operation.

— Segmentation profiles —&ctions

"~ Wiew/Change profile

@ Chicago Custorers with YWisits
(5 Chicago, IL CBSA " Muodify profile

% Delete profile(z)

Rename or Edit
comments

| Summarize profiles

— Search and Filker

Filter: [ Match Case

Show Al |

Help | ¢ Back | Finizh I Cancel |

2. You will receive the warning message below. Click yes, to delete the profile(s).

Business Analyst |

) E Al specified segmentation profiles will be permanently deleted. Are vou sure you want ko proceed?
L

|
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Rename or Edit comments
1. Use this option to rename an existing profile or to modify the comments associated with an existing

profile. Select the profile you wish to rename or edit comments by highlighting it from the list box. Select
Rename or Edit comments and click Next.

Segmentation Wizard ed

Select one or more Segmentation Profiles and choose the appropriate action to the right. Mote that pou
cannot modify or rename more than one Segmentation Profile in one operation.

— Segmentation profiles —Actions
E' Chic.
E Chicago Custanners with Yisits

[4 Chicago, IL CBSA " Modify profile

MErs

" Wiew/Change profile

" Delete profile(s)

- Rename or Edit
comments

' Summarize profiles

r— Search and Filter

Filter: [~ Match Case

Show &l |

Help | ¢ Back | Mest > > I Cancel |
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2. Edit the profile name or comments as desired and click Finish.

Segmentation Wizard

Chicago Customer w Vizits
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Summarize profiles

Use this option to add together two or more existing profiles. This feature adds together the counts and volumes
for each segment across all selected profiles. You might do this to add west region customers with east region
customers to create a profile of all customers, but it would not make sense to necessarily do for unrelated
profiles. You WOULD NOT do this to add Chicago Customers and HH owns any dog for example, since these
two profiles are not related and have very different geographic coverage.

Also, if you add two profiles such as Customers who have 3 or more visits and Customers who have spent more
than $100 you WILL NOT end up with a profile of Customers who have 3 or more visits AND spent more than
$100. This option simply adds together the number of customers (and volume) in segment 1 in the first profile to
the number of customers in the second profile to come up with the summarized number of customers (and
volume) in segment 1, and repeats this process for all segments. Thus, you end up with a profile of Customers
who had more than 3 visits OR spent more than $100 and your profile double counts any customer who did both.

To create a profile of Customers who really visited more than 3 times AND spent more than $100 you will need to
go back to your customer file and create a new table with just the customers who meet both criteria and create a
new profile from that table.
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1. Select the profiles you would like to summarize by either selecting an existing profile and clicking your
Shift key and selecting a group of profiles in a row or clicking the Ctrl key to select any profiles in the list
box. The Summarize profiles option does not become available until at least two profiles have been
selected. Once you have selected all the existing profiles you would like to summarize, select
Summarize profiles and click Next.

Segmentation Wizard e

Select one or maore Segmentation Profile: and choose the appropriate action to the right. Mote that vou
cannot modify or rename more than one Segmentation Profile in one operation.

— Segmentation profiles —&ctions
E¥ Chicago Cus = Wiw/Change prafile
E Chicago Custorers with YWisits
(5 Chicago, IL CBSA  Wadify profile

EF Detroit Customers

@ Detroit Customers Base " Delete profile(s]

Eename or Edit
comments

' Summarize profiles

— Search and Filker

Filter: [ Match Case

Show Al |

Help | ¢ Back | Mest »» I Cancel |
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2. Enter a name for your new customer profile and enter any optional comments and then click Finish.

Segmentation Wizard 2| x|

Chizago and Detrait Customers
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3. A summary screen will display the Segment ID, Segment Name, the associated Customer Count, the
Volume Info, and associated Percent for the summarized profiles selected. Click Finish to close this

screen.
21|

Segment 1D | Segment Name | Count | Percent | Yalumne |nfo | -

1 Top Rung 538 3405 17869

2 Suburban Splendar 2031 12924 E7a18

3 Connoisseurs 477 2.697 13630

4 Boomburbs 1026 B1E3 42836

5 “Wealthy Seaboard Sububs 1265 £.951 36475

E Sophisticated Squires 1832 11.605 E0396

7 Exurbanites 284 4 477 23432 T

8 Laptops and Lattes 27 0102 535

9 Urban Chic 241 1.205 E324

10 Fleazant-vile 674 4948 25966

1 Pacific: Heights 3 0020 1058

12 Up and Coming Families 723 3797 19324

13 In Style 1138 R438 36407

14 Prozperous Empty Mesters 442 3143 16492

15 Silver and Gold Ell 0588 3084

16 Enterprizing Professionals 396 1.894 9939

17 Green Acres 139 0.a19 4237

18 Cozy and Comfortable 1020 6.045 31719

15 bilk. and Cockies 144 083 4359

20 City Lights 93 0425 2232

A Urban Villages 3§ 0248 1289 LI
Cloze |

Count — the count of customers in a Tapestry segment

Percent — Percent is calculated by multiplying the Volume Info for each segment by 100 and dividing by the total
volume for all segments.

Volume Info — volume represents customer information such as number of visits, items purchased, dollar amount
spent, etc. Volume Info is calculated by summing the volume values on each customer record by segment and
dividing by 100. Volume Info is the same as Count if you do not set an optional volume field.
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Chapter 3 — Create Target Groups

IN THIS CHAPTER
e Create target group from list 60
e Create target group from chart 66
e Manage target groups 79

Now that we have created customer profiles, the next step is to use these profiles to identify the segments who
are your best customers so that we can better understand them and find more customers like them. In Business
Analyst we do this by creating target groups of segments that can then be used in the reports, maps, and charts
to understand more about these target groups and to analyze markets using these target groups.

Target groups are segments that are selected and grouped together because you would like to target these
segments for further analysis. Usually the segments in a target group are selected based on similarities these
segments share. Two examples of target groups are the Tapestry LifeMode Groups and the Tapestry
Urbanization Groups. ESRI combined all 65 segments into 12 LifeMode groups based on lifestyle and life stage
composition. For example, Group L5 Senior Styles includes the nine segments with a high presence of seniors.
ESRI also combined all 65 segments into 11 Urbanization Groups based on geographic and physical features
such as population density, size of city, location in or outside a metropolitan area, and whether or not it is part of
the economic and social center of a metropolitan area. For example, Group U1: Principal Urban Centers |
includes eight segments that are mainly in densely settled cities within major metropolitan areas.

The best way to create target groups is to identify target segments based on your customer profile. By using the
Tapestry customer profiles created in the previous section, we are able to identify your target customers using a
combination of two factors: Index and Percent of Customers. These two factors, in different combinations, can
define your Core, Developmental, and Niche target groups.

Segments with a high percentage of your customer base are indicators of your Core Segments. Core Segments
are the segments that not only make up a large percentage of your customer base, but also have an above
average index, indicating likelihood to be a customer. Customers in this segment make up a larger percentage of
your customer base than the percentage that they make up of the market area. These segments represent loyalty
and good opportunity.
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Developmental segments are the segments that make up a significant percent of your customers and of the
market area but do not have an above average index. Developmental segments are important because they
represent a significant portion of your customers but also represent areas with households that have not yet been
reached. They represent potential for loyal customers.

Niche segments are the segments that do not make up a significant percent of your customers but do have an
above average index. Households in these segments are very likely to be good customers but they do not make
up a large percent of your current customer base. Niche segments represent opportunities when exploring new
market areas for expansion and growth.

Using the Create target groups you can identify and create target groups based on your customer profile that can
be used in the reporting and mapping section of the Business Analyst Segmentation Module to find and target
other geographic areas that have a high concentration of your target segments.
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Create target group from list
Select this option to create target groups from a list of segments. Use this option if you already know which

segments you want to add to create your target groups.

Create target group from list
1. Select Segmentation, Create target groups from the Business Analyst Drop-down main menu.

2. Chose Create target group from list and click Next.

2l

Segmentation Wizard

©

Thiz wizard allows you to create and manage targets
graups.

¥ Create target group from list

" Create target group from chart

Create targets or target groups by " Manage target gioups

zelecting from a list of zegments.

Help | ¢ Back | Memxt »> I Cancel
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3. Click the button with the folder and a target on it to create your new target group.

Segmentation Wizard 2=l

Targets are collection: of one or maore segments. Create new targets belaw by clicking the Create Mew
Target button, naming the target, selecting segments from the list on the left, and then clicking the >
buttan.

Lailable Segments Targets

2:5uburban Splendor
FConnoizseurs

4:B oomburbs

Bvfealthy Seaboard Suburbs
E:Sophisticated Squires
T-Ewurbanites

8:Laptops and Lattes
S:Urban Chic
10:Pleasant-Yille

11:Pacific Heights

12:Up and Coming Families
13:In Style

14:Prozperous Empty Mesters
15:5ikver and Gold
16:Enterprizing Professionals
17.Green Acres

18:Cozy and Comfartable

19 Milk and Cookies

20:City Lights hd

L L

% le

Help | <¢ Back | MHest > I Cancel
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4. Name your new target group. Now that you have created a new target group the right arrow can be used
to add the desired segments to your new group.

Segmentation Wizard 2|

Targets are collections of one or more segments. Create new targets below by clicking the Create Mew
Target button, naming the target, selecting segments from the list ok the left, and then clicking the >
button,

Awailable Segments Targets

Chizago Core Customerg
2:5uburban Splendor

FConkoizseurs

4:B oomburbs

Ewiealthy Seaboard Suburbs

E:Sophisticated Squires

F:Exurbanites

S:Laptops and Lattes

3:Urban Chic

10:Pleazant-vile

11:Pacific Heights

12:Up and Coniing Families

13:In Style

14:Prozperous Empty Mesters

15:Sikver and Gold

1E:Enterprizing Professionals

17.Green Acres

18:Cozy and Comfortable

19 Milk and Cookies

20:City Lights =l

L=

x l&

Help | <¢ Back | MHest > I Cahcel
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5. Select the segments you would like to add from the window on the left, either one at a time or in a group,
by using your Ctrl key to select several segments and click the right arrow key. The segments you
selected will now be listed under your new Target Group in the window on the right and will be removed
from the available list of segments in the window on the left. To deselect segments, highlight the
segment or segments in the window on the right and click the left arrow button to move them back to the
available segments list. As you can see, you can only assign each segment to a single target group.
You can create another target group by clicking the folder with a target button again.

Segmentation Wizard 2l

Targets are collections of one or more segments. Create new targets below by clicking the Create Mew
Target button, naming the target, selecting segments from the list ok the left, and then clicking the >
buttan.

Awailable Segments Targets

1:Top Rung - =
FConnoizseurs

4:Boomburbs

T:Exurbanites

8:Laptops and Lattes

S:Urban Chic

10:Pleasant-ville

11:Pacific Heights

12:Up and Coming Families

13:0n Style

14:Prozperouz Empty Mesters

15:5ikver and Gold

1E:Enterprizing Profeszionals

17.Green Acres

18:Cozy and Comfartable

13 Milk and Cookies

20:City Lights

21:Uriban Villages

22:Metropolitans

23 Trendzetters LI

2:Suburbat Splendor
Swiealthy Seaboard Suburbs
B:Sophisticated Squires

[~ [

x l&

Help | <¢ Back Mest »> Cahcel
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6. You can delete target groups by highlighting the group name in window on the right and clicking the
button with an X on it. You can also delete, rename, or create target groups by right clicking on the
target group in the box on the right. Once you have created the groups as desired, click Next.

Segmentation Wizard 2|

Targets are collections of one or more segments. Create new targets below by clicking the Create Mew
Target button, naming the target, selecting segments from the list ok the left, and then clicking the >

button,

Awailable Segments Targets

1:Tap Fung a ‘4™ Chicago Core Cu

3 Connoizseurs 2 Sububan S Create Target
4:Boomburbs i " Rename Target
7:Ewurbanites Swealthy Se:

Delete Target
S:Laptops and Lattes g

J:Urban Chic
10:Pleasant-ville

11:Pacific Heights

12:Up and Coming Families
13:0n Style

14:Prozperouz Empty Mesters
15:Silver and Gold
1E:Enterprizing Profeszionals
17.Green Acres

18:Cozp and Comfartable

13 Milk and Cookies

20:City Lights

21:Uriban Villages
22:Metrapolitans

23 Trendzetters LI

B:Sophisticate

L=

x l&

Help | <¢ Back | Mest »> I Cahcel
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7. Enter a name for your new target group(s) and enter any optional comments and then click Finish.

Segmentation Wizard 7| x|

Chicago Target Groups
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Create target group from chart

Select this option to create target groups based on your customer profile and a chart that plots the segments
based on their customer percent composition and their index. Use this option to identify your Core,
Developmental, and Niche target groups based on an existing customer profile you have created using Create
Profiles in Business Analyst.

To create target groups using this option, you will need to select an existing customer or survey profile that will be
used to calculate the percent composition for each segment. The percent composition for a segment is
calculated by taking the number of customers who are in the segment and dividing it by the total number of
customers in the overall customer profile being used.

You will also need to select a base profile that will be used to calculate the index for each segment. In most
cases, the base profile you select should be the geographic area from where you draw close to 100% of your
customers. If your customers come from all over the United States then it would be best to select the United
States as the base for your customer profile. The United States base should also be used for any survey profiles
since the survey profiles are all nationally based. The index for a segment is calculated by dividing the segment’s
percent composition in the customer profile by the same segment’s percent composition in the base profile and
multiplying by 100. An index of 100 is average because the percent composition of the customer profile for that
segment is exactly the same as the percent composition of the base profile for that segment. A segment with an
index of 250 means that the customers in this segment are 2.5 times more likely to be in the customer profile
than they are to be in the base profile. Segments with above average indices are performing better than
expected based on the pool of customers from which they are being drawn.

There are three chart options that can be used to create target groups. The first chart type is the Profile
comparison bar chart. This chart displays all 66 Tapestry segments as bars on a chart, where the length of each
bar varies based on the value of the customer profile index for each segment and the width of the bar can vary
based on percent composition or percent penetration of the customer profile for each segment. The center of the
bar chart is always set to 100 since an index of 100 is average. Segments with indices that are greater than 100
are displayed to the right of center and segments with indices below average are displayed to the left of center on
the bar chart. By selecting the segments to the right of center with longer, thicker bars, you will be selecting
segments that have relatively higher indices and higher composition or penetration into the market. The second
chart type is a Game plan chart. The Game plan chart displays all 66 Tapestry segments as a point on an X y
chart where the y axis value represents the index of each segment and the x axis value represents the percent
composition of the segment. This chart is divided into quadrants where the default center line values are
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automatically set based on the values in the chart. By manually adjusting the center line values on this chart you
can adjust which segments fall into each of the four quadrants on the chart. Use this chart to easily identify and
select Core, Developmental, and Niche customers based on where they fall in the chart. The last chart type
option is a Trendline chart. The Trendline chart is exactly the same as the Profile comparison bar chart but also
allows you to display trend lines for up to 4 additional profiles on top of the bar chart. Use this option if you have
selected more than one profile to use in determining which segments to add to your target groups.

These three chart options provide an easy way for you to interpret the data in your customer profile and help you
select the appropriate segments to add to your target groups.

Create target group from chart
1. Select Segmentation, Create target groups from the Business Analyst Drop-down main menu

2. Chose Create target group from chart and click Next.

Segmentation Wizard e |

Thiz wizard allows you to create and manage targets

graups.
O

' Create target group from list

+ Create target group from chart

Create targets or target groups by " Manage target gioups

zelecting bars from a seamentation
chart.

Help | ¢ Back | Memxt »> I Cancel
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Select the Create target group using existing profiles to create new chart button. Click the Add button and
highlight the profile or profiles you would like to add from your existing profile list and click the Select
button. To delete profiles from the window, highlight the profile and click the Delete button. Next select
the base profile from the drop-down list of existing profiles. Every profile must have a base profile to
compare against. The base profile you select here will be used to calculate the indices on the charts
used for selection. For this example, we will select the Chicago, IL CBSA, because almost all customers
in the Chicago Customers profile we will use are from the Chicago-Naperville, IL CBSA. Finally, select a
target group from the list of existing target groups. The target group selected will be used for display
purposes and can be used as a sorting option for the charts. For this example, leave the default of
Lifemodes and click Next.

Segmentation Wizard e B

" Lreate target group using one: of existing charts

~

Select chart:

' Create target group using existing profiles to create new chart ;

Select one or more profiles:

Chicago Customers Add...

Delete |

Select baze profile:

Chicago, IL CBS& =]

Select target group:
Lifermodes

Help | <¢ Back | Mexst »> I Catricel
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4. The next screen will include a Profile comparison bar chart that displays all segments sorted by Tapestry

ID. This is the default chart that can be used to selects segments to be added to your new target groups.
There are two other chart types available that can be selected using the drop-down menu.

Segmentation Wizard

clicking the > button

=

|
of 66 seqments are assigned.

chatt
Game plan char
Trendine chart

Targets are collections of one o mare segments. Create new taigets below by clicking the Create New Targt bulton, riaming the taiget, selecting segments on the char, and then
[Prafile comparison bar chart
B oha

[E=

L la

<< Back HEzt>> I

Cancel
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Option 1 — Profile comparison bar chart

For this first example we will keep the default chart option, Profile comparison bar chart, as our selection method
for adding segments to create a new target group.

The first step is to expand the display window so that you can better view the selection chart. The chart displays
all 66 Tapestry segments as bars on a chart, where the length of each bar varies based on the value of the
customer profile index for each S— =
Segment and the width of the bar II::’%;‘; e eoleslons ol ane of more seqens, Creae new tagel below by oicking the Creats e Taige blln. nanig e fase. eleling seamerts on the char, and then
varies based on percent composition

of the customer profile for each
segment. You can change the width to
represent percent penetration or have
no scaling by right clicking and
choosing Properties and clicking on
the Scaling tab.

Chicago Core
chart | Chicago Core 1

ents are selected O of B5 segments are assigned

1R

The center of the bar chart is always
set to 100 since an index of 100 is
average. Segments with indices that
are greater than 100 are displayed to
the right of center and segments with
indices below average are displayed
to the left of center on the bar chart.

L= la

By selecting the segments with
longer, thicker bars to the right of
center you will be selecting segments
that have relatively higher indices and
higher composition or penetration into
the market. Click the button with the
folder and a target on it to create your
new target group and type a name for
your new target group. | scouck [ e | corce
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Create your core target group by selecting the segments with bars that are both long and wide since these
segments have a combination of a high index and high composition or penetration into the market. Select the
segments by clicking on the bar and clicking the right arrow key. Select the segments you would like to add from
the window on the left either one at a time or in a group by using your Ctrl key to select several segments and
then clicking the right arrow key. The segments you selected will now be listed under your new target group in the
window on the right.

Segmentation Wizard |

Taigets are collections of ane or more segments. Create new targets below by cicking the Creale New Target bulion, naming the taget, selecting segments on the chat, and then
clicking the > butan

] Chicago Core 1

e T AR To deselect segments highlight the

segment or segments in the window on
the right and click the left arrow button
to move them back to the available
segments list. As you can see, you can
only assign each segment to a single
target group.

Suburban Splendor

N

You can create another target group by
clicking the folder with a target button
again. You can delete target groups by
highlighting the group name in the
window on the right and clicking the
button with an X on it. You can also
delete, rename, or create target groups
by right clicking on the target group in
the box on the right.

L= la

Once you have created the groups as
desired, click Next and name your new

E target groups and then click Finish.

Help << Back Mext »> Cancel
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Option 2 — Game Plan Chart

For this example we will use the Game plan chart as our selection method for adding segments to create a new
target group. The first step is to expand the display window so that you can better view the selection chart. The
Game plan chart displays all 66 Tapestry segments as a point on an x y chart where the y axis value represents
the index of each segment and the x axis value represents the percent composition of the segment. This chart is
divided into quadrants where the default center line values are automatically set based on the values in the chart.
By dragging the center lines left to right or up and down or typing in the values, you can manually adjust the
center line values on this chart and accordingly adjust which segments fall into each of the four quadrants on the

chart. Use this chart to easily identify i
and select Core, Developmental, and o T 1 M ST, Gt e e A e et e Tse o, s el e s e e 2 e
Niche customers based on where they — [serepmam B [ etz
fall in the chart. For this example, the OIS e e e e D v e e
index center line is set to 120 and the
% composition center line is set to
3.5. Click the button with the folder
and target on it to create your new
target group and type a name for your
new target group. -
[
0
I=]
]
L P
a2 *F
¥
DEVELOPMENTAL
% Composifon [3434 | Indew [120
Help coBack | e | Cancel
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Create your core target group by selecting the segments in the upper right hand box labeled CORE as these
segments have a combination of both a high index and also make up a large percent of your customers. Select
all the segments in the CORE box by placing your mouse at one corner of the core box and clicking and dragging
your mouse to the opposite corner of the CORE box and letting go of the mouse button. You can also select the
segments you would like to add from the chart on the left by clicking on the points either one at a time or in a
group by using your Ctrl key and then clicking the right arrow key. The segments you selected will now be listed
under your new target group in the window on the right and will be highlighted and shaded with a crosshatch
pattern in the window on the left. To deselect segments, highlight the segment or segments in the window on the
right and click the left arrow button to move them back to the available segments list. As you can see, you can
only assign each segment to a single target group. You can create another target group by clicking the folder with

Segmentation Wizard |

Taigets are collections of ane or more segments. Create new targets below by cicking the Creale New Target bulion, naming the taget, selecting segments on the chat, and then
clicking the > butan

51 Chicago Care 2
[Bame pian cha | Subutban Splender
0 of BB remaining segments are selected. O of BE segments are assigned. Boomburbs
‘wiealthy Seaboard =
Sophisticated Suire
Exuibanites
- Up and Coming Fam
- InStge
- Cozy and Comfantab
- Main Strest, USA
5 Chiccags Dev 2
Pleasantvile
O Chicago Niche 2
TopRung
>
Connoisseurs
Prosperous Empiy N
-~ Siver and Gold
- Industious Urban Fi
- Crossroads
0
d
]
19
L.
ez *
: oo ou 8
) 5
DEVELOPMENTAL
% Composiion [3.451 Index: [120
Help ccBack | News> | Cancel
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a target button again. You can delete
target groups by highlighting the group
name in window on the right and clicking
the button with an X on it. You can also
delete, rename, or create target groups
by right clicking on the target group in
the box on the right. Once you have
created the groups as desired, click
Next and name your new target groups
and then click Finish.



Option 3 — Trendline Chart

In this last example, we will use the Trendline chart as our selection method for adding segments to create a new
target group. Using the Trendline chart is exactly like using the Profile comparison bar chart except that you are
able to add trend lines for multiple profiles selected. If you have more than one profile selected you can click the
Show trendlines button and check Display profile 2 trendline and click Change to display a second profile as a
trend line on the chart.

H
Taigets are collections of one ar more segments. Creale new targsts below by clicking the Create New Taiget button, naming the taiget, selecting segmens an the chart, and then
clicking the 5 bulton

[Trendine chart | [ show trendines... |
0 of B 1emairing segments are selected. 0 of 65 segments are assigned
—
i
=
Select trendlines to show:
I Display profil 1 endine
¥ Display profile 2 tiendine
| IT Display proie Stiendine
B [T Display profile 4 bendine =i
Change | Close
El
1 E5i ) am
Help ¢ Back Next 5> Cancel
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Create your core target group by selecting the segments based on the information provided by both the bars and
the trend line(s). Click the button with the folder and a target on it to create your new target group and type a
name for your new target group. Select the bars of the segments that you wish to add to your new group. Once
you have created the groups as desired, click Next and name your new target groups and then click Finish.

Segmentation Wizard A
Targets are collections of one or more segments. Create new targets below by clicking the Create Mew Target button, naming the taiget, selecting ssgments on the chart, and then
clicking the > button

= Chicago Core 3
[Trendine chart =] _Show rendines. > Suburban Spland:
0 of B6 remaining segments are selected. 0 of 66 segments are assigned. 4Boomburbs
Sitweakhy Seaboan
E:Sophisticated Sau
7Exubanites
12:Up and Coming
13In Style
18:Cozy and Comlo
24:Main Street, IS¢
B
[]
[
Help << Back Nest > I Cancel
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The three charts have a number of options that can be accessed by right clicking the mouse and selecting the
desired option. The Profile comparison bar chart and the Trendline chart can be sorted by Index, Percent
Composition, by Group ID based on the target groups you selected on the prior screen, and by Segment ID. For
these two charts, you also have the option to add and position the legend. For the Game Plan, the Sorting and
Legend options do not apply, but the Reset Axes Position option applies and allows you to reset the axes values
to their original default values.

X
Taigets are callections of one or mare ssgments. Create new targets below by clicking the Create New Targel buton, naming the taiget, selecting segments on the chart, and then
clicking the > button

| Profile comparison bar chart |
0 of B8 remaining seqments are selected. 0 of 66 segments are assigned.
s L3 A d
Sart by Percent Composition b Descending
Sort by Group 1D 3
Sort by 1D 3 >
=
!
El
T Ei = T
Help ¢ Back e | Cancel
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The properties of each of the three charts including display colors and labels can be set by right clicking on the

chart you wish to change and selecting Properties. You can reset the colors used to identify each of the target

groups for all three charts by double clicking on the TargetID and selecting a basic color from the palette or by
creating custom colors. Create custom colors by clicking the Define Custom Colors button. You can create a

custom color by left clicking your mouse in the color spectrum box and then clicking in the right slider section to

set the darkness or lightness. The color created will be displayed in the Color|Solid box and can be added to
your Custom colors by clicking the Add to Custom Colors button.

Chart Properties

s I Scaling I

2l x|

— Color aptiots:

Targets Groups:
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Manage target groups
Use this option to manage the target groups you created in Business Analyst. You can modify, delete, and

rename existing target groups.

Manage target groups
1. Select Segmentation, Create target groups from the Business Analyst Drop-down main menu

2. Chose Manage target groups and click Next.

21

segmentation Wizard

@©

This wizard allows pou to create and manage targets
graups.

" Create target group from list

" Create target group from chart

iew, edit and delete T arget (¥ Manage target groups

Groups.

Help | << Back | Mext > I Cancel
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Modify
1. Use this option to modify an existing target group by over-writing it with a new target group. Use Search
and Filter to look for specific target groups. For example, you can type Chicago in the filter box to display
only target groups that contain the word Chicago. Select the target group you wish to overwrite, select
Modify profile and click Next.

Segmentation Wizard e

Select one or mare Target Groups and choose the appropriate action ta the right. Mote that yau cannat
modify or rename more than one Target Group in one operation.
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2. Select the option you would like to use to overwrite the existing target group you selected on the previous
screen. The steps for each of these target group creation methods have already been documented
under the Create target group from list and Create target group from chart sections of this guide.

Segmentation Wizard 2|

On this step you can choose one of target groups creation

wayz, You have the following options available:
C
% Creation From List

{~ Creation From Chart

Help | < Back | Mext > I Cancel
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Delete
1. Use this option to delete an existing target group. Select the target group(s) you wish to delete by
highlighting them from the list box. Use Search and Filter to look for specific target groups. For example,
you can type Chicago in the filter box to display only target groups that contain the word Chicago. Select
Delete and click Finish.

Segmentation Wizard e

Select one or mare Target Groups and choose the appropriate action ta the right. Mote that yau cannat
modify or rename more than one Target Group in one operation.

— Target Group —Actions
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2. You will receive the warning message below. Click yes, to delete the target group(s).

Business Analyst |

L] "-\ All specified target groups will be permanently deleted. Are waou sure you want to proceed?
L

w |
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Rename or Edit comments
1. Use this option to rename an existing target group or to modify the comments associated with an existing
target group. Select the target group you wish to rename or edit comments by highlighting it from the list
box. Use Search and Filter to look for specific target groups. For example, you can type Chicago in the
filter box to display only target groups that contain the word Chicago. Select Rename or Edit comment
and click Next.

Segmentation Wizard e
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2. Edit the target group name or comments as desired and click Finish.

Segmentation Wizard 2| x|

Mew Target Group Mame
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Chapter 4 — Segmentation Charts, Maps, and Reports

IN THIS CHAPTER
o Create Segmentation reports 86
o Create Segmentation maps 127
e Create Segmentation charts 141
e View existing segmentation output 161
e Manage existing segmentation analyses 162

Segmentation reports, maps, and charts

Now that we have created customer profiles and target groups, we are ready to create reports, maps, and charts
that will allow us to better understand and market to these customers. The segmentation reports, maps, and
charts are the keys to unlocking the information stored in your customer data.
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Segmentation reports

Use this option to create segmentation reports with your customer data, profiles, and target groups to help you
better understand and target your best customers. There are nine segmentation reports available:

Customer Tapestry Profile Report
Displays the Tapestry segments and summary groups that most accurately reflect your customer records and
compares your customer profile to the Tapestry profile of your base geography.

Core & Development Segments Report
Displays Core and Developmental segments in a table with customer count and percent, market area count and
percent, and index.

Understanding Your Target Customers

Compares the Tapestry profile of your Core and Developmental customers to the Tapestry profile of a syndicated
survey. The tables in this report provide indices for the top 20 sports and travel related characteristics plus an
optional category of your choice.

Developing Marketing Strategies

Compare the Tapestry profile of your Core and Developmental customers to the Tapestry profile of a syndicated
survey. The tables in this report provide indices for the top 20 media reading, watching, and listening related
characteristics.

Geographic Customer Summary Report
Displays the geographic areas where most of your customers are located, ranked top to bottom according to the
number of customers in each area.

Customer Demographic Profile Report
Summarizes the demographic makeup of the geographies where your customers live.

Market Area and Gap Analysis
Analyze a market by displaying total households, percent Core households, percent Developmental households,
actual customers, customer penetration, expected customers, and the gap.

Game Plan Chart

Chart your segments into four quadrants based on percent composition and index. Drag and drop axes to adjust
these values. Use this chart to identify core, developmental, and niche segments.
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Match Level Summary Report
Assigns customer records to one of four match levels based on the geographic code assigned to each customer.

Market Potential Report
Measures the likely demand for a product or service for your market area by a specific geography level. Use this
report to make decisions about where to offer products and services.

How to Create Segmentation reports
1. Select Segmentation, Segmentation reports, maps and charts from the Business Analyst Drop-down
main menu
2. Choose Create new segmentation charts, maps, and reports and click Next.

Segmentation Wizard 2|
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3. Select Segmentation Reports and click Next.

Segmentation Wizard
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4. Highlight the report you would like to create and click Next.

Segmentation Wizard
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Option 1 — Customer Tapestry Profile Report

Use this report to display your customers summarized by Tapestry segment and by Tapestry LifeMode and
Urbanization groups. The Customer Tapestry Profile Report helps you better understand who your customers
are and how they compare to the overall market area. The report is sorted by customer percent composition from
highest to lowest. By sorting on customer percentage, we can now see which segments make up the largest
percent of your current customers.

First, select a target segmentation profile from an existing customer or survey profile listed in the drop-down
menu. This target profile will be used to calculate the percent composition for each segment. Then, select a
base segmentation profile from the drop-down list of existing profiles. The base profile will be used to calculate
the index. In most cases the base profile you select should be the geographic area from where you draw close to
100% of your customers. Once you have selected the desired target and base segmentation profiles click Next.

Segmentation Wizard |

Select Target zegmentation profile;
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You can change how the description of the target and base profiles are displayed on the Customer Tapestry
Profile report by editing their names in the boxes below.

Segmentation Wizard el

IChizago Custamers

Chicago, IL CBSA
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Options button. You also have the option to save this analysis to run at a later time. Click Defer this task to
the Batch Queue if desired and give it a batch name. Once you have named and titled your reports and selected
the desired options, click Finish.

Segmentation Wizard 2
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Option 2 — Core & Development Segments Report
Using this report you can identify your target customers using a combination of two factors: Index and Percent of
Customers. These two factors, in different combinations can define your Core and Developmental target groups.

The first step in creating a Core & Development Segments Report is to select a target segmentation profile from
an existing customer or survey profile listed in the drop-down menu. This target profile will be used to calculate
the percent composition for each segment that will be used to determine your Core and Developmental target
segments. You will then need to select a base segmentation profile from the drop-down list of existing profiles.
The base profile will be used to calculate the index used to identify Core and Developmental target segments. In
most cases the base profile you select should be the geographic area from where you draw close to 100% of
your customers. Once you have selected the desired target and base segmentation profiles click Next.

Segmentation Wizard e

Select Target zegmentation profile:
IEhicagn Customers j

Select Baze segmentation profile:
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Help | <¢ Back | Mest = Cancel

4—93



To identify which segments will be included in your Core and which segments will be in your Development target
groups, you will need to set the threshold percent customer composition and threshold index. You can choose
between two methods for defining Core and Development target groups.

Segmentation Wizard 2 x|

Enter threzhalds below or adidﬁthem interactively by
clicking the Display Game Plan Chart button below,
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Method 1 - Use thresholds to define groups

The default value for the Percent composition threshold is 4 percent which means only segments that make up at
least 4.0% of total customers will be included in your Core and Developmental Target Groups. The default value
for the Index threshold is 100 which means only segments that have an index of 100 or greater will be identified
as Core segments. Segments with an index less than 100 and greater than 4.0% composition will be defined as
Developmental target segments.

You can also choose to set these threshold values interactively using a Game Plan Chart. Click the Show Game
Plan Chart button to display a Game Plan Chart with center line values set to the current threshold values and
then adjust the center lines to set the desired % Composition and Index values and click OK.
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“You can move the chart axiz to specify which segments fall into which quadrants. Right-click. the
chart to use the context menu to change a quadrant's label or color.
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Method 2 — Use existing Target Groups

Using this method, you can choose your Core and Development groups using a predefined Target Group. See
Chapter 3 for more information regarding creating Target Groups. Select the Target Group from the first drop-
down menu. Next, select your Core and Developmental groups. Click Next.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.

Segmentation Wizard % d |
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Option 3 —Understanding Your Target Customers

Use this report to learn more about the lifestyles of your target segments. Using the Tapestry profile of your
customers, we are able to calculate a weighted index that takes into account the percent composition for each
segment of your target customers as compared to the index for that segment for any specific product, service, or
lifestyle characteristic from the MRI survey data included with the Business Analyst Segmentation Module Add-
on. You have the option to add up to four MRI groups of your choice to the report. (You must choose at least
three.) Since we want to focus on the difference between the target segment groups (Core and Developmental),
the calculated weighted indices are shown separately for each group. If the weighted index is above 100, then
your customers are more likely to purchase this product or service or have this lifestyle characteristic than the
average household in the United States. The tables provide indices for the top 20 lifestyle characteristics that
your Core and Developmental customers are expected to use at the highest rates sorted from high to low based
on the index for your Core Customers.

segmentation Wizard - |
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The next step in creating an Understanding Your Target Customers report is to select a target segmentation
profile from an existing customer or survey profile listed in the drop-down menu. This target profile will be used to
determine your Core and Developmental target segments and to calculate the percent weighted index for each of
the survey data categories based on the Core and Developmental target segments. You will then need to select
a base segmentation profile from the drop-down list of existing profiles. The base profile will be used to calculate
the index used to identify Core and Developmental target segments. In most cases the base profile you select
should be the geographic area from where you draw close to 100% of your customers. Once you have selected
the desired target and base segmentation profiles click Next.
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To identify which segments will be included in your Core and which segments will be in your Development target
groups, you will need to set the threshold percent customer composition and threshold index. You can choose
between two methods for defining Core and Development target groups.

Segmentation Wizard 2 x|

Enter threzhalds below or adidﬁthem interactively by
clicking the Display Game Plan Chart button below,
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Method 1 - Use thresholds to define groups

The default value for the Percent composition threshold is 4 percent which means only segments that make up at
least 4.0% of total customers will be included in your Core and Developmental Target Groups. The default value
for the Index threshold is 100 which means only segments that have an index of 100 or greater will be identified
as Core segments. Segments with an index less than 100 and greater than 4.0% composition will be defined as
Developmental target segments.
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You can also choose to set these threshold values interactively using a Game Plan Chart. Click the Show Game
Plan Chart button to display a Game Plan Chart with center line values set to the current threshold values and
then adjust the center lines to set the desired % Composition and Index values and click OK.

“You can move the chart axiz to specify which segments fall into which quadrants. Right-click. the
chart to uge the context menu to change a quadrant's label or color.
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Method 2 — Use existing Target Groups

Using this method, you can choose your Core and Development groups using a predefined Target Group. See
Chapter 3 for more information regarding creating Target Groups. Select the Target Group from the first drop-
down menu. Next, select your Core and Developmental groups. Click Next.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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Option 4 — Developing Marketing Strategies

Use this report to learn more about the media preferences of your target segments. This report can help you
develop a marketing and media strategy designed to reach your target customers and more like them. Using the
Tapestry profile of your customers, we are able to calculate a weighted index that takes into account the percent
composition for each segment of your target customers as compared to the index for that segment for any
specific media usage characteristic from the MRI survey data included with the Business Analyst Segmentation
Module Add-on. By default, this report includes the Media Read, Listen, and Watch survey data groups. Since
we want to focus on the difference between the target segment groups (Core and Developmental), we have
calculated weighted indices for each group separately. If the weighted index is above 100, then your customers
are more likely to purchase this product or service or have this lifestyle characteristic than the average household
in the United States. The tables provide indices for the top 20 Media Read, Listen, and Watch characteristics
that your Core and Developmental customers are expected to use at the highest rates sorted from high to low
based on the index for your Core Customers.

The first step in creating a Developing
Marketing Strategies Report is to select
a target segmentation profile from an
existing customer or survey profile listed
in the drop-down menu. This target
profile will be used to determine your
Core and Developmental target
segments and to calculate the percent
weighted index for each of the survey
data categories based on the Core and :
Developmental target groups. Then, : l-*;.r.--r e
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To identify which segments will be included in your Core and which segments will be in your Development target
groups, you will need to set the threshold percent customer composition and threshold index. You can choose
between two methods for defining Core and Development target groups.

Segmentation Wizard 2 x|

Enter threzhalds below or adidﬁthem interactively by
clicking the Display Game Plan Chart button below,
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Method 1 - Use thresholds to define groups

The default value for the Percent composition threshold is 4 percent which means only segments that make up at
least 4.0% of total customers will be included in your Core and Developmental Target Groups. The default value
for the Index threshold is 100 which means only segments that have an index of 100 or greater will be identified
as Core segments. Segments with an index less than 100 and greater than 4.0% composition will be defined as
Developmental target segments.
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You can also choose to set these threshold values interactively using a Game Plan Chart. Click the Show Game
Plan Chart button to display a Game Plan Chart with center line values set to the current threshold values and
then adjust the center lines to set the desired % Composition and Index values and click OK.

“You can move the chart axiz to specify which segments fall into which quadrants. Right-click. the
chart to uge the context menu to change a quadrant's label or color.
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Method 2 — Use existing Target Groups

Using this method, you can choose your Core and Development groups using a predefined Target Group. See
Chapter 3 for more information regarding creating Target Groups. Select the Target Group from the first drop-
down menu. Next, select your Core and Developmental groups. Click Next.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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Option 5 — Geographic Customer Summary Report

Use this report option to learn more about the geographic areas where most of your customers are located. The
first step to running this report is to go to the Customer Setup option from your main Business Analyst drop-down
menu and either select to View Existing Customer Layer or Create New Customer Layer (see Using ArcGIS
Business Analyst guide for instructions on creating a new customer layer). Then select the customer layer you
would like to use from the drop-down menu of customer layers displayed in your existing Business Analyst
project and click Next.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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Option 6 — Customer Demographic Profile Report

Use this report option to learn more about the demographic characteristics of your customers. For this report,
Business Analyst uses the geographic information obtained from your customer’s address information to append
demographic characteristics to each customer record. The Customer Demographic Profile Report summarizes
the demographic makeup of geographies where your customers live. Based on the information in this report, you
can get a sense of the demographic makeup of your customer base.

The first step to running this report is to go to the Customer Setup option from your main Business Analyst drop-

down menu and either select to View Existing Customer Layer or Create New Customer Layer (see Using

ArcGIS Business Analyst guide for
instructions on creating a new
customer layer). Then you will need
to select the geography level for which
demographic data will be aggregated
to create this report from the drop-
down menu of available levels. Block
Groups is the lowest available level of
geography and will give you the most
accurate demographic profile. But, it
also takes a long time to process

would like to use from the drop-down

Segmentation Wizard
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.

Segmentation Wizard d |

Enter Report Mame:

IEhicago Customer Demographic Prafile Repart
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Option 7 — Market Area and Gap Analysis

Use this report to analyze where there are concentrations of your target segment(s) customers and households in
any market. Using this report you can analyze a market by displaying total households, percent Core
households, percent Developmental households, actual customers, customer penetration, expected customers,
and the gap. Based on your customer profile and the Tapestry composition of the geography, Business Analyst
is able to identify the number of customers you should expect for any geography. Then you can calculate the
gap, which is the difference between actual customers minus expected customers. Geographies with large
negative gap should be targeted for further marketing and expansion.

The first step to running this report is to go to the Customer Setup option from your main Business Analyst drop-
down menu and either select to View Existing Customer Layer or Create New Customer Layer (see Using
ArcGIS Business Analyst guide for instructions on creating a new customer layer). Next, zoom to the market
area you would like to analyze. The geographies listed on this report will be based on the extent of the current
map view.
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First select a target segmentation profile from an existing customer or survey profile listed in the drop-down
menu. This target profile will be used to calculate the percent composition for each segment that will be used to
determine your Core and Developmental target segments. Then, select a base segmentation profile from the
drop-down list of existing profiles. The base profile will be used to calculate the index used to identify Core and
Developmental target segments. In most cases the base profile you select should be the geographic area from
where you draw close to 100% of your customers. Once you have selected the desired target and base

segmentation profiles, click Next.

Segmentation Wizard 21 x|

Select Target zegmentation profile:
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To identify which segments will be included in your Core and which segments will be in your Development target
groups, you will need to set the threshold percent customer composition and threshold index. You can choose
between two methods for defining Core and Development target groups.

Segmentation Wizard 2 x|

Enter threzhalds below or adjust them interactively by
clicking the Display Game Plan Chart button below,
' Use thresholds to define groups
Percent camposition threzhald:
4
Index threshaold:
J100

Show Game Plan Chart... |

" Use existing T arget Groups
Select target group:

ILifedees j
Select CORE group:

|L1. High Society =l
Select DEVELOPMEMTAL aroup:

JL1. High Socisty =]

Help | < Back | Mext >> I Cancel |

Method 1 - Use thresholds to define groups

The default value for the Percent composition threshold is 4 percent which means only segments that make up at
least 4.0% of total customers will be included in your Core and Developmental Target Groups. The default value
for the Index threshold is 100 which means only segments that have an index of 100 or greater will be identified
as Core segments. Segments with an index less than 100 and greater than 4.0% composition will be defined as
Developmental target segments.
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You can also choose to set these threshold values interactively using a Game Plan Chart. Click the Show Game
Plan Chart button to display a Game Plan Chart with center line values set to the current threshold values and
then adjust the center lines to set the desired % Composition and Index values and click OK.

“You can move the chart axiz to specify which segments fall into which quadrants. Right-click. the
chart to uge the context menu to change a quadrant's label or color.

1.00 2.00
% Composition ®:0

®iigi;
oo @36

ol

DEVELOPMENTAL

% Composition |4 Index: I‘IDD %
Help | QK Cancel

Method 2 — Use existing Target Groups

Using this method, you can choose your Core and Development groups using a predefined Target Group. See
Chapter 3 for more information regarding creating Target Groups. Select the Target Group from the first drop-
down menu. Next, select your Core and Developmental groups. Click Next.
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On the Create segmentation report wizard select the geography level you would like to analyze. By selecting ZIP
Codes, the Market Area and Gap Analysis Report will display customer and demographic data for all ZIP Codes
in your current view extent. Check the option to Use all features if you wish to also display geographies that do
not contain any customer records. Next select the customer layer you would like to use from the drop-down menu
of customer layers displayed in your existing Business Analyst project. If you do not have a customer layer for
this analysis, you can choose <none>. Once you have selected the desired geography level and customer layer,
click Next.
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Check the Create Gap Analysis Map box to create a thematic map of selected geography in the current extent by
one of the following variables:

Gap — The difference between actual customers and expected customers.

Expected Customers — Based on the customer Tapestry profile and the Tapestry profile of the
geographies selected, the number of customers you should expect in each geography.

Actual Customer Households — The count of customers from the customer layer in each geography.

Customer Household Penetration Percent — The percent of all households that are actual customer
households in the geography.

Percent of Core Households — The percent of all households that come from Core Tapestry segments.

Percent of Developmental Households — The percent of all households that come from Developmental
Tapestry segments.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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In the following example, we chose to thematically shade the ZIP Codes in the area by the “gap”. ZIP Codes with
the darker shade have a large negative gap and should be targeted for further marketing and expansion.
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Option 8 — Game Plan Chart

Use this report option to identify your Core, Developmental and Niche target groups based on an existing
customer profile you have created using Create Profiles in Business Analyst. It is best to create the Game Plan
Chart using the Segmentation Chart option since this Game Plan Chart Report will automatically calculate the
center line values on the x and y axes.

The first step in creating a Game Plan Chart is to select a target segmentation profile from an existing customer
or survey profile listed in the drop-down menu. This target profile will be used to calculate the percent
composition in the Game Plan Chart for each segment. The percent composition for a segment is calculated by
taking the number of customers who are in the segment and dividing it by the total number of customers in the
overall customer profile being used. The second step is to select a base segmentation profile from the drop-
down list of existing profiles. The
base profile will be used to calculate
the index in the Game Plan Chart
for each segment. In most cases,
the base profile you select should
be the geographic area from where
you draw close to 100% of your
customers. Once you have
selected the desired target and
base segmentation profiles, click
Next.

Segmentation Wizard 2l x

Select target seamentation profile
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Select base segmentation profile
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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Option 9 — Match Level Summary Report

Use this report option to better understand how well your customer records are address geocoded. The cleaner
the address information on your customer table, the more accurately Business Analyst is able to assign your
customers to the correct geocode. This geocode is what the segment code and demographic characteristic

assignments are based on, therefore it is important to understand how well Business Analyst was able to assign
this geocode.

The first step to running this report is to go to the Customer Setup option from your main Business Analyst drop-
down menu and either select to View Existing Customer Layer or Create New Customer Layer (see Using
ArcGIS Business Analyst guide for instructions on creating a new customer layer). Then select the customer
layer you would like to use from the drop-down menu of customer layers displayed in your existing Business
Analyst project. Enter the desired customer layer description and click Next.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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Option 10 — Market Potential Report
Use this report option to measure the likely demand for a product or service for your market area by a specific
geography level. You can use this report to make decisions about where to offer products and services.

First select the Target and Base segmentation profiles from the existing customer or survey profiles listed in the
drop-down menus. In most cases the base profile you select should be the geographic area from where you draw
close to 100% of your customers. These profiles will be used to calculate the percent penetration. Select either
Total Households or Adults from the drop-down menu depending on the type of profiles you are using. Once you
have selected the desired target and base segmentation profiles and Base, click Next.

Segmentation Wizard e |
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Select the geography level you would like to analyze. By selecting ZIP Codes, the Market Potential Reports will
display demographic information for all ZIP Codes in your current extent. Once you have selected the desired
geography level, click Next.

Segmentation Wizard e
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Check the Create Market Potential Map box to create a thematic map of selected geography in the current extent
by one of the following variables:

Expected Customers — Based on the customer Tapestry profile and the Tapestry profile of the

geographies selected, the estimated number of adults or households that use a particular product or
service.

Percent Penetration — A measure of the percent of adults or households that use a particular product or
service compared to the Total Adults or Total Households in the geography.

Index — Measures the likelihood of adults or households in a specified area to exhibit certain consumer
behavior compared to the U.S. national average. The index is tabulated to represent a value of 100 as
the overall demand for the base area. A value of more than 100 represents high demand; a value of less
than 100 represents low demand. For example, an index of 120 implies that demand in the trade area is

likely to be 20 percent higher than the U.S. national average; and index of 85 implies demand is 15
percent lower than the national average.
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.
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In the following example, we chose to thematically shade the ZIP Codes in the area by the “Expected
Customers”. ZIP Codes with the darker shade have a higher number of Expected customers and should be
targeted for further marketing and expansion.
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Segmentation maps

Use this option to create segmentation maps with your customer data, profiles, and target groups to help you

better understand and target your best customers. There are three segmentation maps available:

Target Map

Thematically shades geographies either red or yellow depending on whether there is at least one or more adults
or households in the geography that are in the target segment group. This map gives you a quick snap shot of
where there are concentrations of your target segments.

Target Penetration Map

Similar to the Target Map except that instead of thematically shading geographies one of two colors, thematically
shades geographies based on the percent penetration of target adults or households in the geography. The map
gives you more detail regarding the concentrations of your target segments.

Four Quadrant (Game Plan) Map
Also similar to the Target Map except
that instead of thematically shading
geographies one of two colors,
thematically shades the geographies
based on the four colors representing
the target groups represented as each
guadrant on the game plan chart.

How to Create Segmentation maps

1. Select Segmentation,
Segmentation reports, maps
and charts from the Business
Analyst Drop-down main menu

2. Chose Create new
segmentation charts, maps, and
reports and click Next.
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3. Select Segmentation Maps and click Next.

Segmentation Wizard
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4. Highlight the map you would like to create and click Next.

Segmentation Wizard
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Option 1 — Target Map

The first step to creating a Target Map is to zoom to the market area you would like to analyze. Only the
geographies within the current map extent will be analyzed and thematically shaded. From the wizard screen
below, select the target groups from the drop-down menu of available target groups. Next, select the segments
you want to target by checking the box next to the segment name. By checking the Target Group, all segments
in that group will be selected. Once the desired target segments are selected, click Next.
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Select the mapping layer to be thematically shaded from the drop-down list of available options. The geography
level you select here will be the one that is displayed and analyzed for concentrations of target segments. Select
either Total Households or Adults from the drop-down menu to be used as the base for the target segments.
Then check the box below to create a report of the results and/or to create a mapping layer to be added to the
Business Analyst display. Once you have selected the desired options, click Next.
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Enter a map name in the text box. The name should be descriptive of the target segments and market area
selected to create this map. Click Finish to create the Target Map.
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If you selected to create a map layer, it will automatically be added to the Business Analyst display. Geographies
that contain target segment households are shaded red and geographies that contain no target segment
households are shaded yellow.

Busire-ss Analyslasnal - ArcHlap - ArcView

B Bt o [t Selection ook Widow sy InisgeConnect |
DEE& & 8> | L |iTH5m - |,g|¢)qn|w]wm- G -] & D%
ponesmte = % &[0 @@ @@D B K O NS F @@ [0 = g

= -

Fourad Liske Busach- McHiney - Granysbake: 1 |

T oy
7 .--Jj‘;j !

B B Busiess Anshyst Map

B O Fasiness Refernce Layers
@ ] Steppieng Cenbers (5008 Lo 0
@ [z Businesses (TSkto 0}

Fl Pl Baserim Layers.
b B Ry Ports
B Musjor Lakes (70 Lo 0)
1 B o
& B Urban Area Haies

-

-
muymcir

- |

B J‘)[r N
W
pl an | I |

.
Disphar the properties of this larer I FRTR AT 4554909.62 twters &

4—133



Option 2 — Target Penetration Map
Follow the same steps to create a Target Map above. As you can see below, the geographies in this map are
thematically shaded one of five colors based on the percent penetration of target segment households or adults.
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Option 3 — Four Quadrant (Game Plan) Map
The first step to creating a Four Quadrant (Game Plan) Map is to create a Game Plan Chart. You can choose a
previously created Game Plan chart from the drop-down menu of existing Game Plan Charts or you can create a

new Game Plan chart to be used for the map.
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When you select to create a new game plan chart, you must first choose a Target Group. Next select the Target
and Base profiles. The target profile will be used to calculate the percent composition in the Game Plan Chart for
each segment. The percent composition for a segment is calculated by taking the number of customers who are
in the segment and dividing it by the total number of customers in the overall customer profile being used. The
second step is to select a base segmentation profile from the drop-down list of existing profiles. The base profile
will be used to calculate the index in the Game Plan Chart for each segment. In most cases, the base profile you
select should be the geographic area from where you draw close to 100% of your customers. Once you have
selected the desired target and base segmentation profiles, click Next.
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Using the on-screen Game Plan Chart, you can manually adjust your center lines until your target segments are
assigned as you desire or just leave the chart as is and click Next.
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Select the mapping layer to be thematically shaded from the drop-down list of available options. The geography
level you select here will be the one that is displayed and thematically shaded based on the target groups
identified in the Game Plan Chart selected above. For this map, it is highly recommended that you select
BlockGroups as these are the lowest level of geography and will provide you with the best targeting. If your
market area is large, this can take a long time to process. Select either Total Households or Adults from the
drop-down menu to be used as the base for the target segments. Then, check the box below to create a report

of the results and/or to create a mapping layer to be added to the Business Analyst display. Once you have
selected the desired options, click Next.
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Enter a map name in the text box. The name should be descriptive of the target segments and market area
selected to create this map. Click Finish to create the Four Quadrant Map.

Segmentation Wizard 2|
‘What do you want to name the new Segmentation Analyzis?
IEhicago Cust Four Quadrant Map
Comments:
=
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Help | <¢ Back | Firiizh I Cancel |
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If you selected to create a map layer, it will automatically be added to the Business Analyst display. Geographies
that contain target segment households are shaded one of four colors based on which target group the
households or adults within the geography fall.
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Segmentation charts

Use this option to create segmentation charts with your customer data, profiles, and target groups to help you
better understand and target your best customers. Using an existing customer profile you have created using
Create Profiles in Business Analyst, create a chart that plots the segments based on their customer percent
composition, percent penetration, and their index and identify your Core, Developmental, and Niche target
groups. There are three segmentation charts available:

Profile comparison bar chart

The first chart type is the Profile comparison bar chart. This chart displays all 66 Tapestry segments as bars on a
chart, where the length of each bar varies based on the value of the customer profile index for each segment and
the width of the bar can vary based on percent composition or percent penetration of the customer profile for
each segment. The center of the bar chart is always set to 100 since an index of 100 is average. Segments with
indices that are greater than 100 are displayed to the right of center and segments with indices below average
are displayed to the left of center on the bar chart.

Multi-profile bar chart

The Multi-profile bar chart is the same as the Profile comparison bar chart but also allows you to display trend
lines for up to 4 additional profiles on top of the bar chart. Use this option if you would like to display the indices
for more than one profile on the same chart.

Four-quadrant (Game Plan) chart

The Game plan chart displays all 66 Tapestry segments as a point on an x y chart where the y axis value
represents the index of each segment and the x axis value represents the percent composition of the segment.
This chart is divided into quadrants where the default center line values are automatically set based on the values
in the chart. By manually adjusting the center line values on this chart, you can adjust which segments fall into
each of the four quadrants on the chart. Use this chart to easily identify and select Core, Developmental, and
Niche customers based on where they fall in the chart.
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How to Create Segmentation Charts
1. Select Segmentation, Segmentation charts, maps, and reports from the Business Analyst Drop-down
main menu
2. Choose Create new segmentation charts, maps, and reports and click Next.

segmentation Wizard 2lx
. =i =~ This wizard allows you to create segmentation charts. maps
s and reports and manage existing analyses.  Select from
-~ one of the options below.
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3. Select Segmentation Charts and click Next.

Segmentation Wizard
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4. Highlight the chart you would like to create and click Next.

Segmentation Wizard
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Option 1 — Profile comparison bar chart

First select the target profile from the drop-down list of existing profiles. Next, select the base profile from the
drop-down list of existing profiles that you would like to use to compare to your customers. Every profile must
have a base profile to compare against. The base profile you select here will be used to calculate the indices on
the bar chart. For this example, we will select the Chicago, IL CBSA because almost all customers in the
Chicago Customers profile example are from the Chicago-Naperville, IL CBSA. Finally, select a target group
from the list of existing target groups. The target group selected will be used for display purposes and can be
used as a sorting option for the charts. For this example, leave the default of Lifemodes and click Next.

Segmentation Wizard 2=l

Select profile:
IEhicago Customers j

Select baze profile:
[ Cricago. IL CBSA |

Select target group:
Lifemodes

Help | <¢ Back | Mest »» I Cancel
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Expand the display window so that you can
better view the chart. The chart displays all
66 Tapestry segments as bars on a chart,
where the length of each bar varies based
on the value of the customer profile index for
each segment and the width of the bar
varies based on percent composition of the
customer profile for each segment. You can
change the width to represent percent
penetration or have no scaling by right
clicking and choosing Properties and
clicking on the Scaling tab.

The center of the bar chart is always set to
100 since an index of 100 is average.
Segments with indices that are greater than
100 are displayed to the right of center and
segments with indices below average are
displayed to the left of center on the bar
chart.

The bars are shaded based on the target
group they fall into. By clicking your right
mouse button while your cursor is on the
chart, you can access several options for
modifying the chart.

Segmentation Wizard
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By right clicking and selecting Sorting,
Sort by Group ID, Descending, you can
sort the segments based on the target
group they are in.

By right clicking and selecting Legend,
Right-top corner, you can display a legend
that displays which groups are associated
with the different shading colors.

By right clicking and choosing Properties,
you can change the colors used for
shading the bars and you can choose to
display segment labels on the chart.

Once you have adjusted the chart as you
desire click Next.

Segmentation Wizard
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.

Segmentation Wizard 2
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Option 2 — Multi-profile bar chart
Follow the same steps used to create the Profile comparison bar chart above, except add up to 4 profiles to be
displayed on the chart.

Segmentation Wizard 2l

Select profiles [maximurn of onel:

Chicago Customers Odd)..

Delete |

Select base profile:

Chicago, IL CBSA 4

Select target group:
Lifen

Help | << Back | MHext »» I Cancel
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All the selected profiles will be displayed as trend lines on top of a bar chart of the profile listed first. You can
remove the trend line for the profile that is displayed as the base bar chart by clicking your right mouse button on
the chart, selecting Properties, and unchecking the box next to Display profile 1 trendline. You can also adjust
which profile is displayed as the base bar chart by choosing a different profile in the Active Profile drop-down
menu. Most of the same display

options are available for this chart as
. . *You can move the chart axis to specily which segments fall into which quadrants. Right-cick the chat

for the P rof| | e com panson bar Ch art \o use the cantest menu to change a quadrant's label or color.
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Option 3 — Four-quadrant (Game Plan) chart

First select the target profile from the drop-down list of existing profiles. Next, select the base profile from the
drop-down list of existing profiles that you would like to use to compare to your customers. Finally, select a target
group from the list of existing target groups. For this example, leave the default of Lifemodes and click Next.

Segmentation Wizard 2l

Select profile:
IEhicago Customers j

Select baze profile:
[Chicage, IL CBSA =l

Select target group:
Lifemodes
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Using the on-screen Game Plan chart, you can manually adjust your center lines until your target segments are
assigned as you desire or leave the chart as is and click Next.

2|

ou can move the chart axiz to specify which segments fall into which quadrantz, Fight-click the chart
to uge the context menu to change a quadrant's label or color.

DEVELOPMENTAL

% Composition |3.499 Index: |12D
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Enter a Report Name and Report Title in the text boxes. These should be descriptive of the profiles selected to
create this report. View Report is the default option which displays the finished report in the Business Analyst
report viewing software. Export Report will export the report to the desired report output as specified in the drop-
down menu. Available formats are Adobe Format (PDF), HTML 3.2/4.0, MS Excel 97-2000, MS Word, Rich Text
Format, and Comma Separated Values (CSV). Print Report will print the report to the default printer as specified
in the Advanced Options button. You also have the option to save this analysis to run at a later time. Click Defer
this task to the Batch Queue if desired and give it a batch name. Once you have named and titled your reports
and selected the desired options, click Finish.

Segmentation Wizard 2
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How to Change Segmentation Chart Display Properties

The display properties including sort order, legend display, display color, and legend/label options for each of the

three charts can be set by right clicking the mouse on the chart you wish to change and selecting the desired

option.

1. The Sorting option can be used on either of the bar chart options to change the sort order of the bars on
the chart. By default the bar charts are sorted ascending by segment ID. You can choose to sort the
bars by Index, Percent Composition, and Target Group ID in either ascending or descending order.

¥ Segmentation Wizard 21xl
Yau can mave the chat axis to specily which segments fall into which quadrants. Right-click the chart
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2. The legend option can only be used on either of the bar charts to display a legend in any of the four

corners of the chart. By right clicking and selecting Legend, and then selecting the desired corner, you
can display a legend of the target groups.

B Segmentation Wizard 2|

You can move the chart atis to specily which segments fallinto which quadrants. Right-click the chart
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3. The Reset Axes Position option is primarily used for the Game Plan Chart to reset the % composition
axis and index axis to the original default values but can also be used to reset the bar chart index axis to
the middle.

21|

Y'ou can move the chart axis to specify which zegments fall into which quadrants. Right-click the chart
to uze the context menu to change a quadrant's label or color.
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The Properties option can be used with any of the three charts to change color and visibility settings and
to change other miscellaneous options. Some options are specific to a chart type and can only be
changed if you are on the chart for which it is applicable. Click your right mouse button on any chart and
select Properties to access the screen below.
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You can reset the colors used to identify each of the target groups for all three charts by double clicking
on the TargetlD and selecting a basic color from the palette or by creating custom colors. Create custom
colors by clicking the Define Custom Colors button. If you are on a Multi-profile bar chart, you can set the
trend line colors in the same manner and you can also uncheck the Display profile trendline button to
remove a specific trend line from the chart. Similarly, if you are on the Game Plan Chart, you can change
the quadrant colors using this option.

You can create a custom color by clicking the Define Custom Colors button, left clicking your mouse in
the color spectrum box, and then clicking in the right slider section to set the darkness or lightness. The
color created will be displayed in the Color|Solid box and can be added to your Custom colors by clicking
the Add to Custom Colors button.
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On the Misc. tab you can define the quadrant labels on the Game plan chart, you can select to show the
segment labels on the bar charts, and you can change the width of the trend lines on a Multi-profile bar
chart. Only options that are applicable to the chart being modified can be changed.

Colors & Wigibiliye Scaling |
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On the Scaling tab you can adjust the scaling on the bar width of the bar charts. You can choose Percent
Composition, Percent Penetration, or choose to remove scaling altogether which means all bars will have the

same width.

Colars & Visibilty | Mise,  Sealing |

Segmentation barg zcaling
Segmentation bar chart width scaled with:
&% Percent Composition
" Percent Peretration

= Mone [all bars will have same width]

Ok Cancel
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View existing segmentation output
Select this option to view segmentation reports, maps, and charts that you have previously created.
1. Select Segmentation, Segmentation reports, maps and charts from the Business Analyst Drop-down

main menu
2. Chose View existing segmentation output and select the report, map, or chart you would like to view and

click Finish.

Segmentation Wizard d |
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- what wiould wou like to do?
_r"
" Create new segmentation charts, maps and reports
IJ =
o, : J £+ View existing segmentation output
- v, (’ IEhicago by ZIF Cust Market Area and Gap Analysis j
. = - .
o pat
| [ e nf 9 1 ' Manage existing segmentation analyses
C =<1
AT Y
P |
I t b
i Sy 4 0‘
_Q- N _—-n__
EANK. Bk

Help | ¢ Back | Finigh I Cancel

4—161



Manage existing segmentation analyses
Select this option to view, modify, delete, or rename/edit comments for reports, maps, and charts that you have

previously created.
1. Select Segmentation, Segmentation reports, maps and charts from the Business Analyst Drop-down

main menu
2. Chose Manage existing segmentation analyses and click Next.

Segmentation Wizard d |
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View Analysis(es)
Use this option to view one or many reports, maps, or charts that you have previously created. Use Search

and Filter to look for specific analyses. For example, you can type game plan in the filter box to display only
Game Plan Chart analyses. Select View Analysis(es) and click Finish.

Segmentation Wizard ed

Select one or more Segmentation Analyzes and choose the appropriate action to the right. Mate that
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Modify Analysis
1. Use this option to modify an existing segmentation report, map, or chart by overwriting it with a new
segmentation report, map, or chart. Use Search and Filter to look for specific analyses. For example, you
can type game plan in the filter box to display only Game Plan Chart analyses. Select the report, map, or
chart you wish to overwrite, select Modify Analysis and click Next.

Segmentation Wizard e

Select one or more Segmentation Analyzes and choose the appropriate action to the right. Mate that
you cannot modify or rename more than one Segmentation Analyziz in one operation,
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Select the option you would like to use to overwrite the existing report, map, or chart you selected. The
steps for each of these segmentation analyses creation methods have already been documented under
the Create Segmentation Reports, Create Segmentation Maps and Create Segmentation Charts sections

of this guide.
2lx

Segmentation Wizard
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Delete Analysis(es)
Use this option to delete an existing segmentation report, map, or chart. Use Search and Filter to look for

specific analyses. For example, you can type game plan in the filter box to display only Game Plan Chart
analyses. Select one or many of the segmentation reports, maps, or charts you wish to delete by highlighting
them from the list box. Select Delete and click Finish.

Segmentation Wizard e

Select one or more Segmentation Analyzes and choose the appropriate action to the right. Mate that
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Rename or Edit comments
1. Use this option to rename an existing segmentation report, map, or chart or to modify the comments
associated with a segmentation analysis. Use Search and Filter to look for specific analyses. For
example, you can type game plan in the filter box to display only Game Plan Chart analyses. Select the
report, map, or chart you wish to rename or edit comments by highlighting it from the list box. Select
Rename or Edit comments and click Next.

Segmentation Wizard e

Select one or more Segmentation Analyzes and choose the appropriate action to the right. Mate that
you cannot modify or rename more than one Segmentation Analyziz in one operation,
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2. Edit the segmentation analysis hame or comments as desired and click Finish.

Segmentation Wizard 7] x|
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Chapter 5 — Segmentation Study

IN THIS CHAPTER
e Create a standard segmentation study 170
e Create a custom segmentation study 175
e View an existing study 181
e Manage an existing study 182
o Delete or rename study templates 188

Create segmentation study booklets

A segmentation study booklet uses your customer layers and customer profiles to create a comprehensive
booklet that strings together a series of reports, maps, and charts with descriptive text that walks you through a
thorough segmentation analysis.

The segmentation study booklet will help you answer basic questions about your customers and provide specific
information that you should include in your business plans. Some of these fundamental marketing questions are:
Who are my target customers? Where do they live? What products and services would they buy? What are the
most effective strategies to build my customer base? Armed with this basic foundation, you can develop a variety
of marketing and site selection tactics to meet your business objectives.
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Create a standard segmentation study
Start by setting your study extent and adding any customer layers to your Business Analysis project window.
You will also need to create all target and base profiles you want to use in your segmentation study.

1. Select Segmentation, Segmentation study from the Business Analyst Drop-down main menu

2. Choose Create a new Study and click Next.

Segmentation Study ﬂﬁl

The Segmentation Study wizard allows you to create several
segmentation reports and stitch them together in one book of
reporte. You can create a new study from scratch or uge an
A exizting template to create a set of reparts,

Create a new segmentation study
from scratch or based on an € iew an existing Shud)

exizting study.
[7]

YWhat would wou like to do?

{* Create a new Study

" Manage an existing 5tudy

" Delete or rename segmentation study templates

<¢ Back Meut = Cancel
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3. Select a segmentation study template from the list of existing templates. For this example, we are going
to use the Standard Segmentation Study Template and click Next.

Segmentation Study ﬂﬂ

Select zeqmentation study template:

Blank. termplate
Standard Segmentation Study Template

Help | ¢ Back | Mest »» I Cancel
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A list of report templates that make up this segmentation study are displayed, in order, in the window on
the left. Report templates listed in red text require manual input before the segmentation study can be
processed. Report templates listed in black text require no additional input. Report templates listed in
blue text are “boiler plate” text only pages and require no input. You can change the order that the
reports appear in the segmentation study by highlighting a report and using the up and down arrow keys
to move the highlighted report up or down on the list. As you highlight each report, list fields that require
input will appear on the right with an exclamation point in a red circle. This indicates you need input
information in this field.

= ]3] &

Introduction Page ol
Company Profile Page
Community Tapestry S egmentation
t atch Level Summary Report 0|
Geographic Customer Summary Repo
Cusgtormer Demographic Profile Report
Customer Tapesty Profile Report
Care & Developrent Seqrments Repa
Game Plan Chart
b arket Area and Gap Analpsis
U nderstanding our Target Customer
Developing Marketing Strategies
Conclusions Page

Enter company name:

Enter fitle:

v Generate Table of Contents

Help | ¢ Back | Mest > > I Cancel
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5. As you input data into the required fields, the exclamation point will disappear. When all fields that require
input on a report are completed, the report will turn from red text to black text. Once you have completed
all the fields that require input on all the reports, click Next.

+ = +[¢ =

Title Page
Intraduction Page . ,,
Company Profile Page IEhlcago Customers j El
Community Tapestry Segmentation

Match Level Summary Report
hic Cuztomer Summary Fepo

Select the layer which containg your custonmers:

[T Use selected customers only

Geography lewvel:

Cuztarner Tapestry Prafile Repart - -
Core & Development Segments report olMamr Lakes [73mil ko 0] j
Game Plan Chart

Market &rea and Gap Analysis
Understanding pour target Customers
Developing Marketing Strategies
Conchugions Page

v Generate Table of Contents

Help | <¢ Back | Mexst »» I Cancel
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6. Edit the segmentation analysis name or comments as desired and click Finish.

Segmentation Study ﬂil

Flease specify Study name:

|Chi-:agc- Cust Segmentation Shudyd

Commetts:

™ Frint this Study now!

Help |

<¢ Back | Firizh I Cancel
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Create a custom segmentation study
Business Analyst also gives you the flexibility to add and delete reports to create your own custom segmentation
study or create a custom segmentation study starting with a blank template.

1. Select Segmentation, Segmentation study from the Business Analyst Drop-down main menu
2. Chose Create a new study and click Next.

Segmentation Study ﬂﬂ

The Segmentation Study wizard allows you to create several
zegmentation reports and stitch them together in one book of
reports. You cah create a new study from scratch or uze an
Az exizting template to create a set of reports.

Create a new segmentation study
from scratch or bazed on an € Yiew an existing Study

exizting study. I ﬂ

Ywhat would you like to do?

% Create & new Study

" Manage an existing Study

" Delete or rename segmentation study templates

<< Back Mext 2> Cancel
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3. Select the Standard Segmentation Study Template from the list of existing templates and click Next.

Segmentation Study ﬂil

Select zegmentation study template:

Help | ¢ Back | Mest »> I Cancel
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The list of reports included in the Standard Segmentation Study Template will be displayed. The list of
reports can be customized by adding and deleting the existing reports listed. To delete a report from the
standard study, highlight the report and click the minus button. To add new reports to the standard
study, click the plus button.

4= t[3] &

Introduction Page ol
Carnpany Prafile Page
Community Tapesty Segmentation
b atch Level Summary Report 0|
Geographic Customer Summary Repo
Cugtormer Demographic Profile Beport
Cusgtorner Tapesty Profile Repart
Core & Development Segments Repo
Garme Flan Chart
M arket Area and Gap Analyziz
I nderstanding vour Target Customner
Developing Marketing Strategies
Conclusions Page

Enter company name:

Enter title:

¥ Generate Table of Contents

Help | << Back | Mest »» I Cancel

5—177



5. You can add any non-segmentation analysis reports, maps, or charts already created in Business
Analyst. Select Existing Reports and highlight the report(s) from the list of available reports in the window
on the right. Once the report(s) you would like to add are selected, click Add.

Segmentation Study Items 2=
= Reports Demographic and [ncane Beport
Evisting Reports Fietail Expenditure Report

.. Segmentation Reparts Demographic and [ncome Feport_0

Add Cancel |

6. You can add any of the available segmentation reports. Select Segmentation Reports and highlight the
segmentation reports from the list of available reports in the window on the right and click Add.

Segmentation Study Items cd |
= Reports Game Plan Chart

Existing Freports Compan;,l Profile Page

Concluzionz Page

|Inderstanding your target Customers
Geographic Customer Summary Fleport
Core & Developrment Segments report
Title Page

Cuztamer Demographic Profile Bepaort
Carriunity Tapesty Segmentation
tatch Level Summany Report
Introduction Page

Developing Marketing Strategies
tarket Area and Gap dnalysis
Customer Tapestry Profile Feport

gmentation Reportz

Add Cancel
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7. The reports selected will be added to the end of the booklet. Use the up and down arrow buttons to
reposition these reports within the booklet as desired.

(4] &

Existing report:

Title Page

Intraduction Page -

Cormpany Profile Page De m og ra p h IC an d
Community Tapestry Segmentation

Match Level Summary Report Inccme Re pOI"t

Geographic Customer Summary Repo
Cuztarner Demaoaraphic Praofile Fepart
Cuztarner Tapestry Prafile Repart

Core & Development Segments report
Game Plan Chart

Market &rea and Gap Analysis
Understanding pour target Customers
Developing Marketing Strategies
Concluzions Page

Rep: Retail Expenditure Report

v Generate Table of Contents

Help | <¢ Back Mexst »» Cancel
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8. Use the button with the diskette icon to save your custom segmentation study. Enter a new name for
your custom segmentation study and click Save. This report will now be available for selection under
Create Segmentation Study Template.

Save Segmentation Study as Ten d |

Enter name:

IEustu:um Segmentation Study

Cornmerts

IV Save parameters

Save I Cancel

By choosing the blank template and following the same steps you can build the complete study booklet from
scratch.
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View an existing Study

Before using this option, make sure any customer layers used in the study are added to your Business Analyst
display. Use this option to view a segmentation study that you have previously created. Select an existing study
from the drop-down menu of existing studies and click Finish.

Segmentation Study ilil

The Segmentation Study wizard allows vou to create several
segmentation reports and stitch them together in one book. of
reports, You can create a new study from goratch or uge an
5 | exizting template to create a set of reports.

‘What would you like ta da?

= Create a new Study
Wiew ah exizting seamentation
study that has already been £+ Wiew an existing Study

completed.
Chicago Cuzt Seq Study j

" Manage an existing 5 tudy

" Delete or rename segmentation study templates

Help | ¢ Back | Finigh I Cancel
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Manage an existing Study

Use this option to modify, open, print, delete, or rename/edit comments for an existing segmentation study.

1. Use the Modify Study option to change the input selections on an existing segmentation study and rerun.
Select the existing segmentation study from the window on the left, select Modify Study and click Next.

Segmentation Study ilil

Select one or mare Segmentation Studiez and choose the appropriate action to the right. Mote that you
cannot rodify or rename more than one Segmentation Study in one operation,

— Seamentation Studiez —Actions

& Modify Study

" Open Study

' Print Study

" Delete Study

Renarme or Edit
Camrments

Help | << Back | Mest »> I Cancel
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2. Use the Open Study option to view a segmentation study that you have previously created. Before using
this option, make sure any customer layers used in the study are added to your Business Analyst display.
Select an existing study from the list of existing studies on the left and click Finish.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Studies —Actions

" Modify Study

¢ Open Study

' Print Study

" Delete Study

Rename or Edit
Comments

Help | <¢ Back | Firizh I Cancel
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3. Use the Print Study option to print a previously created segmentation study. Select the desired
segmentation study from the window on the left, select Print Study and click Finish.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Studies —Actions

" Modify Study

" Open Study

% Print Study

" Delete Study

Rename or Edit
Comments

Help | <¢ Back | Firizh I Cancel

5—184



4. Use the Delete Study option to delete one or more existing segmentation studies. Select the
segmentation study(ies) you would like to delete, select Delete Study and click Finish.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Studies —Actions

" Modify Study

" Open Study

' Print Study

¢ Delete Study

Rename or Edit
Comments

Help | <¢ Back | Firizh I Cancel
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5. Use the Rename or Edit Comments option to rename or update the comments on an existing
segmentation study. Select the segmentation study from the window on the left, select Rename or Edit
Comments and click Next.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Studies —Actions

" Modify Study
" Open Study
' Print Study

" Delete Study

o Rename or Edit
Comments

Help | <¢ Back | Mext »> I Cancel

5—186



Edit the segmentation study name or comments as desired and click Finish.

Segmentation Study d b5

Flease specify Study name:

IEhicago Cuzt Segmentation Study

Comments:

™| Frint this Study movw!

Help |

<< Back | Finizh I Cancel
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Delete or rename study templates

Use this option to delete or rename a custom segmentation study template.
1. Select Delete or rename segmentation study templates and click Next.

Segmentation Study 2lx]

The Segmentation Study wizard allows you to create several
zegmentation reportz and stitch them together in one book of
reports. You can create a new study from scratch or use an
" exizting template to create a set of reports.

\ ? 3

Delete or rename existing
zegmentation study templates. € Wiew ah existing Study

Chicago Cust Seamentation Study j

What would you like to do?

= Create a new Study

{~ Manage an existing Study

{* Delete or rename segmentation study templates

Help | ¢ Back | Mext »> I Cancel
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2. To delete a study template, select one or more of the segmentation study templates from the list of
existing segmentation study templates, select Delete Study, and click Finish. The Standard
Segmentation Study Template and the Blank Template cannot be deleted.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Study custam template —Actions

¥ Delete Study

Renarme or Edit
Comments

Help | <¢ Back | Firizh I Cancel
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3. To Rename or Edit comments of a study template, select one or more of the segmentation study
templates from the list of existing segmentation study templates, select Rename or Edit Comments and
click Next.

Segmentation Study 21x]

Select one or more Segmentation Studies and choose the appropriate action to the right. Mote that you
cannat modify or rename more than one Segmentation Study in one operation,

— Segmentation Study custam template —Actions

" Delete Study

- Rename or Edit
Comments

Help | <¢ Back | Mext »> I Cancel
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Edit the segmentation study template name or comments as desired and click Finish.

Segmentation Study d b5

Flease specify Study name:

IEustnm Segmentation Studyl

Comments:

™| Frint this Study movw!

Help |

<< Back | Finizh I Cancel
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Chapter 6 — Setting Segmentation Preferences

IN THIS CHAPTER
e Setting Segmentation Preferences 192

Setting Segmentation Preferences

The Segmentation Preferences are accessed from the Business Analyst drop-down menu. Select the
Preferences menu item and then click on Segmentation. Here you can change a variety of settings that define the
general state of working with the software.

Generall Dataset' Analysesl Misc | Data | Drive Time ~ Segmentation

Segmentation Data Layer

From this drop down menu you can choose from the
available levels of geography used by the segmentation
module. This should ideally be set to the lowest level of
geography available. — Segmentation Geographic Prafile Method

Aszzign only regiohs that have their geographic
centroid in the trade area.

— Segmentation Data Laper
IBIockGloups LI

Note: Tapestry data is available in Business Analyst at " y __— f
census tract level geography or higher. Tapestry data at the @ o e e
block group level is available with the optional Segmentation

. ™ Lge the Block Centroid weighti h.
Module add-on for Business Analyst. SO e TR EATng spanec

— Segmentation S etting

Segmentation Geographic Profile Method T Do ot use unclssifd ssgent.
You can define the segmentation aggregation method used SRR SR Gkl ee e
for creating geographic profiles.

@ Percent Composition
" Percent Penetration

= None [all bars will have same width)

Assign only regions that have their geographic centroid
in the trade area.

The first option will create geographic profiles utilizing
only geographies that have their centroid in the trade
area or analysis extent. The option is less accurate than
the Block Centroid approach, but is sufficient for large

trade areas. Help | ok | Cancel
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Assign any partially contained region as part of the Area Summarization

The second option will create geographic profiles utilizing any geography that intersects the trade area or the
analysis extent. The option is less accurate than the Block Centroid approach, but is sufficient for large trade
areas.

Use the Block Centroid weighting approach
The third option will create geographic profiles utilizing the Block Centroid weighting approach. This is the
default approach used in Business Analyst reports and provides the highest degree of accuracy.

Segmentation Settings
Check the box next to Do not use unclassified segment to remove Segment 66 (the unclassified Tapestry
segment) from any segmentation analyses or reports.

Segmentation bar chart with scaled width:

Percent Composition

In any report or analysis that utilizes a segmentation chart you can define the width of the bar as the Percent
Composition. Percent Composition is the percentage of the total customers that fall within that particular
segment.

Percent Penetration

In any report or analyses that utilize a segmentation chart you can define the width of the bar as the Percent

Penetration. Percent Penetration is the percentage of Percent penetration is calculated by dividing the target
total for each segment by the base total and multiplying by 100. For example, if there were 2,000 customers

in segment 6 Sophisticated Squires and 100,000 households in the base, the percent penetration would be 2
percent.

None (all bars will have the same width)
This option will make all the bars in the chart uniform in size.
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