Case Study: Market Modelling
The client ‘j. vodafone

To create a unified view of the market for mobile data
The challenge services that aggregated and rationalised all internal data
and purchased research estimates

Expansion of both different market propositions and international markets has required both access to
and manipulation of increasing amounts of data from a variety of sources. The refinement of market
offerings requires accurate market models to be assembled in a timely fashion to ensure
responsiveness to increasing levels of market competition. e X g

Market context

FirstPartner’s solution was to develop an interactive
Approach model that consolidated the data and estimates on
market into a single and consistent view

A model was delivered that demonstrated the following

benefits:

* Provision of required views on specific market
segmentations, select combinations of segments or to
drill down into detailed sub-segments.

* Purchased and internal data rationalised into a single
view to maximise return on investments already made,
and the cost of ongoing maintenance minimised

Key deliverables

The model has been adopted by the strategy team at global level to provide a consensus view of the

Project delivery market on which to build business plans.
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