City Manager’s Report

February 28, 2012 City Council Meeting
Prepared by: M. Cleve Morris

Item #: 3./

Subject: Presentation by Lisa Hill of the Buxton Company

Discussion: Lisa Hill of the Buxton Company will make a presentation regarding the Buxton
Program. A printout of the PowerPoint presentation is attached for the Council’s reference.

Cost: None at this time.
Budget Impact: None.

Recommendation: Review Presentation and Direct Staff to Bring Back Process to Use the
Buxton Program.

[ o

M. Cleve Morris, City Manager
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*What is Community/D?

* Business Retention/Attraction
— Target marketing program that matches the specific
concepts to the buying habits and lifestyles of the
consumers living in specific trade areas
— Provide market intelligence to local business owners for
sustainable growth

°Unique Program

— Is the only program of its kind that can factually identify
what products resonate well with core consumers

Success is insight.
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City’s Goals

1 ille’s
To identify consumers who best fit the market trade area,

understand leakage/surplus and become a proactive partner
to local businesses.

Aupilicati
Placerville can now focus resources on complementing
current retail climate and help local businesses make
strategic product decisions.
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Key Steps in Strategy Development

Defining Trade Area

Identifying and Profiling Customers
Understanding Retail Potential
Retail Leakage/Surplus Report
Consumer Propensity Report
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Buxton Empowers Cities/Local Businesses With
Answers

Who your citizens are
Where they are

What they require
How their needs change over time

A\ Success is insight.

Identify & Profile Customers Identify & Profile Customers
Demographics Psychographic Profile

Customer One Customer Two Customer One Customer Two

Age: 40 Year Old Male 44 Year Old Male Owns: Powerboat Recreational Vehicle

Income: $72,000 Income $68,000 Income Eats: Cheesecake Factory Chili's Grill & Bar

Marital Status: ~ Married Married Reads: Barron's Field & Stream

Kids: 2 Children 3 Children Watches: PGA Tour Country Music TV

Education: Post-graduate degree College Graduate Drives: BMVW 5 Series Dodge Ram

Drinks: White Wine Bud Light
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Identifying and Profiling Customers

For retailers: It's Customers, Not People

Customers are identified
based on psychographic
characteristics which
include:

s Lifestyles
® Purchase Behavior
© Media Habits
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Success is insight.
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Buxton’s Core Competency

Providing household level insigilts.

That means we know each
of your citizens:

~ Life Stage

- Finance

- Attitude

— Behavior

Information Gathering
® Segmentation

Credit Cards

Reward Cards

Subscriptions

Mail Order

* Warranty Cards

Motor Vehicle Information

® Telechecks
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Identify & Profile Customers

Psychographic Segmentation

o For retailers: It's Customers, Not People

Now, customers can be
identified based on:
e Lifestyles
* Purchase Behavior
* Media Habits

Success is insight.

“Morake® USA s a reghtered trademurk of Experian®

Define Your Trade Area

¢ Retail Leakage/Surplus Analysis answers:

Define Your Trade Area

~Dollars Leaving
—Retail Sector Strengths %4
9,947 | 15,715 | 25,583 ~Retail Opportunities
| Mapr Hosebeld
o

5450 5750 $1 billion
million | million s p o VR
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million | million | million
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Remember: Customers, Not People

Trade Area "A” Trade Area “B”
Total Households: 20,087 Total Households: 46,540
Morton's Customers: 15,443 Morton's Cuslomers:15,940

sConsumers Present in Trade

Area
eRetailer Compared to Trade i
Area R I
® Dominant Segments
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Tools for Business Retention -
Consumer Propensity Reports

CFR Calegecies
Apparel Foed: Baking Home Lsprovesseal
Astemative Fosd: Condiments Hoasbeld Preducs
Beversges: Alesholic Fesd Duley Liwa aad Gundea
Beversges: Noa-seshalic  Foadk Frazea Lifestyle Statements
Cable/TV/Radis Fesd Gonaral Madicine/ Dragu/Allments
Clesalag Freducts Fosd: Mt Peta 2d Pet Fesd
< Fosd
Health and Beasty Shepping

Hectrealen Hispazic Spasish Media Telesom

ol Tebacen
Fiasacl Services Hime Feraishings/Applizaces

¢ Reveals opportunities for local businesses

° Provides targeted opportunities for localized
recruitment/expansion

° Gives prospects the ability to forecast success in your market

[
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Economic Development/Business

Retention ) .
Consumer Propensity Reporting
Reports 32 major categories with over 4,800 total line items.

- DEsCRETION
i e 3
e

Business Retention

- Allows the city to be a proactive partner in continued
success of local retail businesses

- Clearly highlights what makes the trade area’s consumers
unique and provides exploitable marketing insights

- Gives existing retailers access to the tools and insights
that are used by major retailers market planning and
merchandising groups

Successis insight.

Components

The Business Retention Package will provide the following
insights for each household type being analyzed:

¢ Household Level Psychographic Detail and Comparison
* Household Level Demographic Detail and Comparison
® Detailed Household Type Reports

* Household Level Consumer Propensity Reports by
productand category (over 4,800 line items)

; \ Successis insight.
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Deliverables

‘The Business Retention Package
is delivered in a format that
canreadily be circulated
within the business
community:

* Anelectronic presentation
withall relevant data clearly
communicating core
findings.

¢ Aspreadsheet of Consumer
Propensity indices for over
4,800 lineitems by category.

S \ Success is insight.
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CommunityID SCOUT 2.0 Executing Your CommunityID® Strategy

Enter SCOUT together

Market your community using SCOUT’s with your target retailer
dynamic online tools

: /J Clickto show yoursite |
3

Using Buxton to stay current

| ekt S}::a)m e o Client E-newsletter
S T e ¢ SCOUT-onlineinterface with Buxton
[ mm’“& \ * Webcasts
| Click to show Google * HBCauppost
| aerial map * Client Services

m ¢ Additional retailer matches and refreshes
=7 B aerial map

| ClickMatch Reportto |
show the retailer you

Success is Insight.

Buaon

IDentifying Customers=

Success is insight.




