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Enhancing ROI through Accuracy
and Geo-location Insights



In the ever-evolving landscape of retail, where technology is reshaping consumer
experiences, the significance of data-driven decision-making cannot be overstated.
Retailers are increasingly turning to sophisticated methods, such as customer counting,
to gain valuable insights into consumer behaviour. This article delves into the
multifaceted reasons why counting customers into stores is indispensable for retailers,
explores the direct impact on return on investment (ROI), underscores the crucial
element of accuracy, and examines how the integration of geo-location data from
mobile phones can revolutionize consumer profiling.
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UNDERSTANDING THE RETAIL
REVOLUTION

OPTIMISING MARKETING
STRATEGIES FOR MAXIMUM
IMPACT

The retail industry is undergoing a digital transformation, marked by the fusion of online
and offline experiences. As e-commerce continues to flourish, traditional brick-and-mortar
stores are compelled to adapt and innovate to stay competitive. Customer counting
enhanced with Geo Location data has emerged as a pivotal strategy for retailers seeking
to bridge the gap between physical and digital retail, providing a wealth of insights that go
beyond mere foot traffic.

One of the primary reasons retailers invest in customer counting is to
optimise their marketing strategies for maximum impact. Accurate foot traffic
data enables retailers to assess the success of various marketing initiatives in
real-time. By correlating footfall traffic patterns with the timing and execution
of marketing campaigns, retailers can precisely measure their effectiveness.
Add Geo Location data to understand the consumer profile and catchment
area takes this to another level.

Consider a scenario where a department store launches a weekend
promotion to boost sales. Through accurate customer counting, the retailer
can track the immediate impact of the promotion. If footfall traffic surges
during the promotional period, the retailer can attribute the increase directly
to the success of the campaign. This dynamic feedback loop empowers
retailers to make agile decisions, fine-tuning marketing efforts based on real-
world data to ensure a higher return on investment.
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INCREASING CONVERSION
RATES: THE CATALYST FOR
HIGHER ROI

True retail success, measured as an increase in conversion rates serves as a
powerful catalyst for achieving higher return on investment. Conversion rate,
in the context of retail, refers to the percentage of visitors who make a
purchase during their visit. Accurate customer counting not only provides
insights into footfall traffic but also enables retailers to measure and improve
their conversion rates.

An increase in conversion rates directly impacts the bottom line, as more
visitors translate into more sales, by understanding the actual number of
customers during the day engages the staff to provide better customer service
when conversion rate is used as one of the main KPI’s. Typically if a retailer is
able to sell to 1 extra person in 100 they will increase their sales by an
impressive 5%. That ROI becomes compelling and the solution becomes self
funding within weeks but also profit generating over the months and years.
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ENHANCING OPERATIONAL
EFFICIENCY FOR COST SAVINGS

STRATEGIC STORE LAYOUT
AND PRODUCT PLACEMENT

Operational efficiency is the backbone of a successful retail operation, and accurate
customer counting plays a pivotal role in achieving it. Understanding peak hours and low-
traffic periods allows retailers to optimise staffing levels, aligning them with customer
demand. This not only improves the customer experience during busy times but also
contributes to substantial cost savings during slower periods.

Imagine a grocery store that identifies, through accurate foot traffic data, a consistent lull
in customer visits during weekday afternoons. By adjusting staffing levels during these
periods, the store minimizes labour costs without compromising service. This efficient
allocation of resources directly impacts the bottom line and contributes to a higher return
on investment.

Beyond optimising operations, customer counting serves as a cornerstone for
shaping the in-store experience. Analysing footfall traffic patterns enables
retailers to strategically position products and optimise store layouts for
maximum impact. By identifying high-traffic zones, retailers can strategically
place high-margin items and promotions, directly influencing customer
purchasing decisions.

In one of our customer’s, a large electronics retailer, leveraged customer
counting data to identify a particular aisle with consistently high foot traffic.
Armed with this information, the retailer decides to showcase new product
releases and promotions in this prime location. The result was a direct
correlation between increased visibility and higher sales for the featured
items, showcasing how accurate footfall traffic data can drive intelligent
decisions for better product placement and layout strategies.
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THE ACCURACY IMPERATIVE:
REAL-WORLD EXAMPLE
True retail success, measured as an increase in conversion rates serves as a
powerful catalyst for achieving higher return on investment. Conversion rate,
in the context of retail, refers to the percentage of visitors who make a
purchase during their visit. Accurate customer counting not only provides
insights into footfall traffic but also enables retailers to measure and improve
their conversion rates.

An increase in conversion rates directly impacts the bottom line, as more
visitors translate into more sales, by understanding the actual number of
customers during the day engages the staff to provide better customer service
when conversion rate is used as one of the main KPI’s. Typically if a retailer is
able to sell to 1 extra person in 100 they will increase their sales by an
impressive 5%. That ROI becomes compelling and the solution becomes self
funding within weeks but also profit generating over the months and years.



As technology continues to advance, retailers are exploring new frontiers to
gain deeper insights into consumer behaviour. One such frontier is the
integration of geo-location data from mobile phones, providing a more
comprehensive understanding of consumer profiles entering stores. Fully
GDPR compliant Geo-location data allows retailers to understand the
demography based on mobile devices, offering valuable insights into their
relationship from home to store.

The integration of geo-location data enhances consumer profiling by
providing retailers with information about the customer's path to the stores.
This data includes the time spent in the store (Dwell Time), the frequency of
visits, age and gender and spend profiles. By combining this information with
traditional footfall traffic data, retailers can create nuanced consumer
profiles, understanding not only the quantity but the quality of customer
engagement.

For example, a fashion retailer leveraging geo-location data discovered that a
particular demographic spends more time in an out-of-town store. Armed
with this information, the retailer tailored marketing efforts, promotions, and
product placements to better cater to the preferences of this specific
demographic. The result was a more personalised and targeted approach,
fostering a deeper connection with customers and ultimately leading to
increased sales and a higher return on investment.
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THE EVOLUTION OF
CUSTOMER PROFILING: 
GEO-LOCATION INSIGHTS

While the potential of geo-location data in refining consumer profiles is immense, it's essential to
address privacy concerns and ensure ethical implementation. PFM Smart Location Data is fully
GPDR compliant by implementing robust security measures to protect this sensitive information
that can never be used to identify individual consumers.

PRIVACY CONSIDERATIONS AND
ETHICAL IMPLEMENTATION
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CONCLUSION: CHARTING THE
FUTURE OF RETAIL SUCCESS
True retail success, measured as an increase in conversion rates serves as a
powerful catalyst for achieving higher return on investment. Conversion rate,
in the context of retail, refers to the percentage of visitors who make a
purchase during their visit. Accurate customer counting not only provides
insights into footfall traffic but also enables retailers to measure and improve
their conversion rates.

An increase in conversion rates directly impacts the bottom line, as more
visitors translate into more sales, by understanding the actual number of
customers during the day engages the staff to provide better customer service
when conversion rate is used as one of the main KPI’s. Typically if a retailer is
able to sell to 1 extra person in 100 they will increase their sales by an
impressive 5%. That ROI becomes compelling and the solution becomes self
funding within weeks but also profit generating over the months and years.


