Gc Regional Agency Scope 2009

A research study conducted by Grupo Consultores Europe, and R3 Asia, since 1978




Methodology

. Respondents were key marketing decision makers
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Methodology

Respondents’ had a remit of 3+ Asian markets.

79% managed either one of China or India
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Methodology

. The average marketing turnover share of companies interviewed was 3.9%
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Agency Alighment Trends

. 73% - creative agency currently takes the lead. 41% believe that will change

27% - media agency currently takes the lead. 32% believe that will change

Creative agency currently lead Media agency currently lead
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Digital Agency Engagement

. 31% of marketers think their creative agency is better equipped to
handle their digital nheeds than their media agency
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Digital Agency Engagement

. 65% of clients would prefer to use a specialist digital agency than either
of their current creative/ media agency.
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Barriers to Increased Digital Spend

. 44% of advertisers cite lack of ROl understanding or measurement as
the biggest barrier to increasing budget for digital marketing

Lack of ROl / measurement

Lack of mktg understanding/skill

Lack of agency understanding/skill

No proven case studles/track racords

Lack of Internet dev/maturity

Finding/ understanding TA enline

Category ls not sulted to digltal environment
No agency network covering reglon
Digltal/Interactlve Is Just add-on to tradltlonal

Tradltlonal culture of cllent organlsation
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