CO-CREATION HELPS

IN IDENTIFYING
IMPACTFUL DRIVERS OF
BRAND VALUE USING
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AS WE KNOW...

It's critical for companies to curb negative
perceptions by targeting the right audience
through effective marketing interventions.
Analytics can help companies achieve this,
and in the long run, help them in gaining
market share as well.

THE CHALLENGE FOR THE
CPG COMPANY WAS..

To improve the sales of one of its product
portfolios, and effectively tackle rising negative
customer perceptions of another portfolio. To
achieve this, it was imperative for the company
to identify and reach the target audience
through the most effective marketing
interventions. WNS recommended a holistic
approach to achieve these objectives. This
included assessing the brand readiness and
commercial readiness of the company's 20+
portfolios in specific markets.

HERE'S WHAT WE
CO-CREATED AS
A SOLUTION...

WNS studied the client’s diverse brands and
markets with three key criteria in mind.
Advanced analytics was deployed to determine
the effectiveness of the client’s brands vis-a-vis
the competition. The most important and
impactful value drivers for these brands were

identified, and deeper insights were provided to

build impactful marketing strategies for each

WNS Case Study | Co-create to Outperform™

portfolio. This enabled the client to ensure the
market readiness of its brands, strengthen its
competitive edge, and over a period of time,
gain a wider market share.

Key steps in the WNS approach included:

= Classification of the market landscape:
The global market for the product portfolios
were studied based on key criteria (such as
category development and market share).
In-depth segmentation of the priority
markets for specific brands was then carried
out to classify the CPG company's 20+ unique
products

= |dentification of brand value drivers: A wide
range of commercial and consumer metrics
were subsequently classified into three key
criteria. By leveraging analytics to study these
metrics, the client identified the primary and
secondary brand value drivers

= Prioritization of growth strategies: Each
product of the company was assessed
against the competition based on the
primary and secondary value drivers. This
offered insights into the relative strengths
and weaknesses of the company’s brands.
The cumulative process allowed the client to
assess marketing gaps and prioritize growth
strategies to fill them

THE OUTCOMES FROM
THE PROCESS OF
CO-CREATION ARE...

The CPG company was able to understand
when and where to provide marketing
interventions to boost the key brand levers in
the minds of its consumers.
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The insights gained were translated into a

rulebook which the client continues to leverage

to highlight aspects of its consumers that
require marketing interventions. Further, by
customizing the marketing efforts for specific
regions, the company accelerated the growth
for specific product portfolios.

The solution offered added benefits such as:

= Granular-level insights to understand the
levers related to key strengths and market
presence

= Develop marketing strategies to strengthen

existing portfolios from best practices
across geographies

Build market readiness for future growth
and expansion

Capitalize on multi-region and multi-category
offerings for every market based on value
drivers revolving around brand affinity and
functional benefits

client build |mpactful
marketing strategies
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WNS (Holdings) Limited (NYSE: WNS) is a leading
global Business Process Management (BPM)
company. WNS offers business value to 350+ global
clients by combining operational excellence with
deep domain expertise in key industry verticals,
including banking and financial services, consulting
and professional services, healthcare, insurance,
manufacturing, media and entertainment, retail and
consumer packaged goods, telecommunications
and diversified businesses, shipping and logistics,
travel and leisure, and utilities and energy. WNS
delivers an entire spectrum of business process
management services such as customer care,
finance and accounting, human resource solutions,
research and analytics, technology solutions, and
industry-specific back-office and front-office
processes. WNS has delivery centers worldwide,
including China, Costa Rica, India, the Philippines,
Poland, Romania, South Africa, Spain, Sri Lanka,
Turkey, U.K. and U.S.

To know more, write to us at

marketing@wns.com or visit us at www.wns.com
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