


Market Research Strengths Database Direct Marketing Strengths

Identifies brand relevancy Identifies key individual traits 

Identifies key perceptions 
ie value for money

Monitors spend (tracking value)

Monitors satisfaction Pinpoints how/where you buy (channel)

Offers degree of 
confidence in results

Provides actual ROI

About who you are (Attitude) About what you are (Demographics)
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effective communications stems 
from its own melding of database 
direct marketing, research and 
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