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They are working in the yard, working on the house, and compl,?t.mg th - long “chores that they r the -
is also frame of mind. Consumers take on that “fair weather”attitude — alwz ooking for a good deal at place to Prsit w1th the best
weather. -

- -

And weather is the KEY to making the most of that summertime frame of mind! Here at WEATHERBANK, we specialize in integrating
our 40,000 weather products into your business models so that you can more accurately predict the buying habits and spending trends
of your customers. It’s really as easy as 1-2-3!

» _

/ S We’ll start by getting a list of your store locations and your sales records from
those stores for a number of years (5 to 10 years, or more);

Zb We’ll then analyze your historical sales data against our historical weather
data for those same locations, to determine how weather influences the buying
habits of your customers. This type of analysis will provide data to better place and
time your marketing campaigns - as well as the placement of inventory. And,

% S We’ll integrate our ongoing, near and long-term weather forecasts into those
sales models so you’ll be prepared for the increased sales demand in' each specific
region. You’ll be able to find those customers with the “fair weather” W attitude and

make the most of your sales opportunities.
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