Mezzanine helped a media provider understand its competitive landscape to help in their
strategic planning and to better evolve their multi-channel offers to customers and

businesses.

UVERALL MEDIA HAB\TS 18-34 year old Car\adans spend the bulk of their media time on
the intemet. Television watching is favoured largely by the 55+ demographic.
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FACEBOOK: Both corporations and individuals are using Facebook as a key component
of their overall online presence

ADVERTISER PRIORITIES - INTEGRATED APPROACH Advertisers expect an ®

integrated multiplatiorm plan to help target their market
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Challenge

- The client is a national Canadian media provider, with both
consumer and business clients. The company saw a
decline in audiences through particular channels. They
wanted to understand what the current environment looked
like, and wanted to educate their team how to do
competitive analysis in the future.

Solution

- Mezzanine collected media consumption data for the
competitors, the industry, and the client. Mezzanine also
conducted interviews with multiple media buyers.

- We conducted extensive secondary research using various
sources to create company based case studies to
understand the changes various media organizations were
making to adapt to new media consumption habits of
Canadians.

- Results were aggregated in an extensive report outlining
the media habits in general, the case studies, the media
buyer interviews, the client specific competitive context, and
provided implications for their business.

Result

- Mezzanine established the competitive landscape for this
client and any potential areas of concern or opportunity.

- Mezzanine also established a starting point for the client
team to conduct their own competitive intellig

intelligence + imagination
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