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The Insurance Store ‘

Get the right health plan at the right price™
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Start

Integrate

Maximize

Accountable

with Brand

Competitive
advantage and
positioning

Data

Customer profiles,
segmentation,
response data,

CRM, field sales

Creative

Tailor messages
by customer
segment

Test
and Refine

Paid and earned
media

Marketing

Measure ROI and
lifetime value




Individuals

Households

Address

« Date of Birth * Survey Responder

* Gender » Ethnic Group

» Race » Digital Neighborhoods
« Family Position » MindBase 2.0

» Occupation « Lists With Attitude

« \oter

e Estimated Income = Launguage Preference

» Mail Buyer * Donor

» Mail Responder » Credit Active
* Children's Data * Homeowner
* Phone * Net Worth

» Length of Residence

» Census

¢ Prizm

« Dwelling Type
* Home Value
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Competitive Advantage

Company
Strengths

Competitor Target
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Features Value
Open-Ended Action
Rules/Barriers __ Benefit to Member
I Informative N Persuasive
Creates Understanding Creates Buyers
Structure "What this Means for Me!
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Start Integrate Maximize Test Accountable
with Brand Data Creative and Refine Marketing
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Start Integrate Maximize Test Accountable
with Brand Data Creative and Refine Marketing
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