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* Brand Loyalists, willing to pay more for proven and reputable brands.
* In the Moment Shoppers, appreciate a convenient purchase VariableMeasure ~ Brand loyalists ‘ e moment
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RESULT: Retailer learned who their ideal prospects were as well as RS —— -
how best to reach and tailor their communications. Using Mosaic and e Promis Foomies | 'xvg; “
TrueTouch client refined their marketing and communication strategy. G Young City Solos | _fi&i_éggzsa% |
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