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WHAT WE'LL LOOK AT TODAY DIRECTIONS: FETabs

AUTOMATION IN ACTION

Demonstrating the technology

U THE DIRECTIONS JOURNEY

The Challenges and the Automation Solution

02

LEVERAGING MORE

Innovative ways of using automation further

0 4 THE STRATEGIC BENEFITS

What Automation can do for your business

>

|




DIREGTIONS -

AUTOMATED INSIGHT
REPORTING DONE RIGHT!
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€ No experience necessary

m Q Scalability
O UT C O ME S 9 Faster Turnaround
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B REQUIREMENTS

STRATEGIC TECHNICAL

‘ User friendly solution that didn’t require

SPECIALIZED KNOWLEDGE STATISTICAL TESTING
Flexibilit

e @ DATA INTEGRATION
CUSTOMIZATION

Fits into
&) REPLICATION
ECOSYSTEM @

Strong

PARTNERSHIP

©
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WHY E-TABS

Team members can easily and quickly get up to speed with
theuser-friendly andaccessible interface.

E-Tabs excels in its adaptability and superior
flexibility.

We could seamlesslyintegrate into our
existing ecosystem.

E-Tabs' support team has been invaluable with its
EXCEPTIONAL SUPPORT SYSTEM

DIRECTIONS: E2 9 &



B SCORECARDS AND TRACKERS
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B IMPLEMENTATION
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B BEYOND SCORECARDS & TRACKERS...

> TEMPLATES

> SUBGROUP ANALYSES

> APPENDIX SLIDES

>NON-DELIVERABLE TASKS

> EVEN INDIVIDUAL SLIDES!
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B IMPACT...

@ Automation and E-Tabs have been

@ Automation has been super helptul for

game changers, especially with reporting a very large yearly tracker.
simplifying the production of a high It's tons of data to manage and | can't
volume of scorecards. This efficiency Imagine doing it all manually.

upgrade not only saves countless The automation makes it a much
analyst hours but also adds value smoother and manageable process.
for our clients by delivering timely

and accurate insights.

@ Automation is an amazing tool for
us to use in our reporting.

It allows us to build reports
more efficiently and accurately.

DIRECTIONS: &2 9 &



B IMPACT...

to getting this project done. The team
automated about 400 slides for me across
4 separate reports. We worked very closely
for several months to ensure she could
include all the necessary complexities and
visualizations...

Quantifying the number of hours
automation saved me is very difficult as |
honestly don’t think this project could
have happened without their help.

@ /comation for i study was incredibly vital @ At the time these projects were done, we

didn’t have any people with time to help
out on stuff like this. So, | would have
either worked (more) nights and
weekends, or we would have had to
extend the project timeline by a couple of
weeks.

So, you also contribute to analyst job
satisfaction and client satisfaction with
a fast turnaround.
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B DON'T SETTLE
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E-Tag

ABOUT US

- Acknowledged MR industry leader in Data

Visualization, Online Dashboards and
Automated Reporting solutions

o Winner of numerous MRS/ASE awards and
HM The Queen's Award for Enterprise

- 74-hour Global support
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AUTO CHARTING OR AUTOMATED REPORTING ?

AUTO CHARTING - INFLEXIBLE

« MACROS
« IMAGES OF GHARTS INSTEAD OF EDITABLE OBJECTS

- ONLINE ANALYSIS EXPORTING TOO SIMPLISTIC l
- LIMITED ON CHART TYPES. NUMBER OF CHARTS PER SLIDE

« VERY FEW OPTIONS FOR HANDLING CHANGING CONDITIONS I




AUTO CHARTING OR AUTOMATED REPORTING ?

 CAN READ IN MR BANNER TABLES, SPSS FILES

 CAN HANDLE VARIANGE ACROSS TIME OR MARKETS @
 CHANGING BRAND LISTS, NUMBER OF BRANDS 5&&
« CAN READ IN STAT TESTING, OR CALCULATE SIGNIFICANCE [TSELF

« HANDLE LOW-BASE CONDITIONS . l l l

« BRAND LOGOS, INDICATORS
* CALCULATE DIFFERENGES, TRENDS, GENERATE STANDARD ANALYSIS TEXT |




AUTOMATION DESIGNED FOR MARKET RESEARCH!

NOW YOU'RE TALKING! 50 MUCH MORE
DETAILIS POSSIBLE THAN JUST SETTLING FOR
AUTO-CHARTED”

>



FLEXIBLE PARADIGM FOR OPTIMAL AUTOMATION

Would you recommend drinking - Top 3 Competitors

Consideration of soft drinks
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Would you recommend drinking - Top 3 Competitors

Awareness of Orango drink overtime

You can see that Orango decreased by 10% between Wave 3 and 4.
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! Generate reports on our E-Cloud! (February 2022)

/—\

\.

With Enterprise Cloud, you can generate automated, editable PowerPoint/Google Slides outputs from your online dashboards (including Powe:

and Tableau). See the video below

You can keep up to date with new features by clicking the icons below:

1 ]

Data in sight




NOT JUST YOUR STANDARD CHARTS....
DATA-DRIVEN INFOGRAPHICS TOO

Total Sample information — Q1 2021
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TYPES OF PROJECTS

TRACKERS ~ MULTICOUNTRY  SEGMENTATION CX SAT
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LEVERAGING MORE FROM AUTOMATION

<« c 23 dashboardmr.e-tabs.com:4009/Dashboard/4c8a81cf-52f3-4bf1-995d-ee1427d42fal?e=false@vo=viewonly
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HOW TO ENGAGE WITH E-TABS FOR AUTOMATION “Tabs

E-TABS ENTERPRISE SOFTWARE SUBSCRIPTION

» \We provide the software, training and support

» Automate everything — Google, PowerPoint, Excel +

>




HOW TO ENGAGE WITH E-TABS FOR AUTOMATION “Tabs

g HlrSy

E-TABS BUREAU SERVICE GAN AUTOMATE FOR YOU

» (ive us your template, tables and instructions

» Any project —-PowerPoint, Google Slides, Excel +

» We set-up and then update each wave/market

>



STRATEGY FOR GROWTH

o  (reates opportunity for added value

o (reates time for more insights
» (reates options for more revenue

» Builds stronger client relationship

» |ncreased employee satistaction I
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