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In the area you are looking to expand, do those people fit the

profile of your ideal client or customer?

This may sound like an obvious point, but it can be easily

overlooked. By comparing consumer classification data and your

customer analytics, you can evaluate the potential location for

your company and whether it is likely to be a success or failure

with the people living and working in that area.

Studying the population also helps you to tailor your products,

services, and marketing strategies to meet the specific needs of

the potential target audience.

Study the
Population





You also need to consider the demographics that underpin the

population of a place, including age, employment, education,

income, race, gender, homeownership and marital status.

We are all so different and we consume such a range of goods,

products, and services depending on our circumstances. By

understanding the demographics of an area, this enables you to

discern what factors are driving local people to spend their

money. So by taking these factors into consideration, you can

see which consumers are a likely fit for your brand and whether

your chosen plot is a good location.

Review 
the local
demographics







Being close to other businesses is often beneficial when you’re

opening a new company location. As if there is already a busy

high street, popular out-of-town retail outlet or an up-and-coming

industrial site, opting for a property in one of these busy areas

offers alot of opportunity. As having more people gravitating to

an area means more potential customers to visit your new

business.

A new store coming to an area can cause excitement and draw

many new customers in your first few weeks. But it’s still

important to rollout some local targeted marketing and discount

promotions, plus inviting people to your opening day is a great

way to start building customer loyalty.

Proximity 
to other
businesses



Find your
competition

Do you know how many competitors are close to your proposed

premises and where they’re situated? Plotting your competition

on a map can help you see to what degree the current marker is

already catered for and if there are any gaps in the market. It also

allows you to differentiate your offering to prospective

customers.

Depending on the nature of your business, being close to a

competitor can prove to be a goldmine or a financial disaster.

Using Location Intelligence gives you the tools to help you make

informed decisions and choose a site that is right for your

business.





Look for
complementary
businesses

Locating your new business near complementary businesses

offers lots of opportunities including, encouraging collaboration,

increasing foot traffic and enhancing the overall customer

experience, as ultimately you are providing convenient access to

your customers for a range of related products or services.

Additionally, it creates valuable networking opportunities,

potential cost savings through shared resources, and shared

market insights. By leveraging these synergies, you can thrive in

a mutually supportive ecosystem, while providing a great

customer experience.



Check the
public
transport
links

Accessibility is a crucial when you are searching for a new site as

it will increase foot traffic and it expands your potential customer

base. Customers are more likely to visit a business that is

conveniently located near transit hubs, resulting in higher

visibility and sales opportunities. 

But it also makes the business more attractive to employees as

they can commute efficiently, reducing absenteeism and

improving productivity. Overall, proximity to good public

transport links enables cost-effectiveness, contributing to your

business’ long-term success and viability in the market.





Has it got the
X factor?

Sometime it can be a completely random factor which draws

footfall to an area. It could be a river, a historical building, a

brand new attraction or simply a spacious car park making it

convenient for shoppers to park. So setting up your business

near this high footfall area could prove to be a profitable

location.

Finding a new site can be painful and take months, never mind

the fact you still have to fit it out, stock it and launch it to the

public. Location intelligence can take away the headache of

expansion by helping you to find the right location quickly and

cost effectively.
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In 2024, businesses that embrace Location Intelligence

as a guiding force are the ones that will not only survive

but thrive. But you should consider a range of factors to

position your business in a favourable new market or

high demand location. 

A proven Location Intelligence platform like Periscope®

is your strategic ally, giving you a comprehensive

understanding of potential locations, and empowering

you with the insights needed for strategic decision-

making and targeted marketing.

If you’d like to explore how we could help your

business, please contact us to experience it for

yourself.

https://newgrove.com/
https://newgrove.com/periscope/

