R S — !r,;L..,I T

___::_.::mm

1_ . ., : P2 MRS S5 T T

e

cO

GROW

osStrategy3

LD




W= Helol= AlderE S0M 22l=
iAokl ZeiXQl x|} OEsei|Ct

(=)

AgS STt
AR 1 Bi5) Challenqges 1

21875, EOIE 28 HSfSH Ao =2 7|2 29127
Zaf = x| 0| X3 SN
e Sl B HIXL|A0| TS XisHohs 2ER QIS

HH Y, =7 ZS2 = 2o A EX A
FO| ZHl, =, ATFSAH Het... L

D74o| oIl

/S Challenges2

DIGITALIZATIONZ} D ZHZAS 0| Ha}

pRECRc = 28| 1740| SRAISH= 7HKIE?
H 3
MICH Ztef 24, Mz 2-H|Xte| 24 MEL 174 J|IHEQ} EXIS9

HLEDO|E, 7 Qletel 28| X2k

AH| =3} A

MZL2 A|Rto| =8
= Challenaec
Myl K[| S%Et
SSHE H| =LA, HIZHA OfAH 8
HoISH= 2HAN|IAM ZXYALRL

SRR/ To] 9L 1= A~ B
7|0 ATIQE AN STy, ZHAF OB 5. | EHAR| 29 R4vE7

Ao FdEA = ofEA| Hebok=vt?

IpsosStrategy3



HIZLIA ERIR| S-S0 =t

A2 AP0 BEX = 2= SRI0F i

HIXLIA 291 0| OJAIZAZI0| EQ5HB2B FAR=

(718 2H2 2 S| 0F 5t AlE.

x
537 2EY +0| Fa)

IpsosStrategy3

ALSXHEDHOHLI2L SEfet 2HdtHr, EFIAFEC| 71, Tt OfsHEAXIIS| 2AIE 1afst ANEES Q+1eiLICt
B2B Market
Technology / Driver Product /
Relation driven Service driven
Multiple stakeholders islis Multiple segments, similar
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Ipsos2| Advisory & Consulting 2%
Strategy3
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Led Driven

2491 Z4ME|9| 21 7H0j| Chst AaIX0l
FEFH AL SH5tolaH ALt

IpsosStrategy3




LC

S
=
IpsosStrategy3

=3

o
—

AEEEAlELOZ
O[sliol7| of242

el
K]

e,
O

>

(D)
dp

>

@)
9D

>
IE
ol

QP

>

(@))

o

o

@)

2HXFZALS]




How We Work
Strategy 3= 11ZHA[R} A0 Chet O Joh5E

TEf St S| X

01.
DISCOVER
& FRAME
Phase 1
Market
Sensing
02.
UNCOVER
03.
STRATEGIZE
Phase 2
Strategic
Direction

04.
ACTIVATE

Knowledge Sharing
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Primary Research
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Integrated Analysis
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Activation workshop
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Potential Worksteps
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How We Work
17N SEISHHIXLIA DN SHAGH=

Lot o=/ 15

Ipsos

Ipsos
Strategyd

Ipsos Strategy3

Specialists of
Ipsos Service Line

Corporate/
Business Strategy

Go-to-Market, Business Unit
Strategy, Market Landscaping

Data Scientist

Brand Bran(-j
Strategy Strategists

Brand Architecture and Portfolio,
Brand Positioning, Brand Messaging

Quantitative
[ Qualitative
Researchers

Line
Marketing

'Online Content

Customer/ Specialists

Consumer Strategy

Customer Journey, Segmentation,
Demand Landscape

Social
Anthropologists

Trend &

Foresight

Tailored Trend & Framework
Development, Capability Building

IpsosStrategy3



How We Work

==Y HER|T°} S50t B2B At FHS HIZQ2 END-USER A ETHORLI2} HO|E &2 1Y FEIL EME

KO 3ol USLICE

Client Secondary
Dialogue Research

* Review of client's in-house
information for industry
knowledge and resources

Specialized trade press
Government publications and
official statistics

Published reports and surveys
Online sources

Financial institution reports

Consumer Expert
Research Interview

Market Strategy & Understanding
Ipsos UU — Qualitative Research
Innovation

Creative Excellence

Brand Health Tracking

Channel Performance

Customer Experience

Observer / Ipsos Digital

User Experience

IpsosStrategy3

Customers

Competitors

Suppliers

Distributors / Agents /
Wholesalers / Retailers
Regulatory and official bodies
Trade associations
Academics

Industry experts and analysts




What We Do
Industry Experiences

STRATEGY3= DH LIS B2B YHOZREO| Of2|S W loM, O[S HIEO= 2t VERTICALO L2t
&2 0[cH=2t KNOWLEDGEE ERoll USLCL

EXPERIENCE IN A WIDE RANGE OF PRODUCT FIELDS

. . Consumer Real Estate
Agribusiness Goods Healthcare & Retail
Auto/Mobility Eoipelats Industrial irenspert

Services & Logistics
Banking, Finance Ener Information &
& Insurance 9y Technology
Construction Government Media &
& Non-profit Entertainment

IpsosStrategy3




Specialist Sectors
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What We Do
Strategy37} M|2I5l= &M

Strategy3= 1ZHI2| RV X1 &, 2 2H ZMHHE HIEQ|T S E30|0] Ci32| SHE FdelLICt
Build * Grow *« Compete

— 7| /HI=L|A 2FHE

Competitive Benchmarking

DELA 725
HZL|A RS QBHIIE 1 7125 9L B}
Market Scan & Broad list Development ¢ Evaluation Candidates ¢ Partner

‘ ﬂ][” 72| Al Ez it 2R A RY T = =8
Market Sizing « Go-to-Market Strategy ¢ Distribution/Channel Strategy °
Evaluation and Recommendation

1 -1
& [XQ 70| CHEEBHO[SHE St D2 IX| W FFLIF 0 ORIt
= Strategic Segmentation « Customer Prioritization « Customer Journey ¢
Omnichannel Strategy * Value Proposition Development

— J17H X2k
-

P B2B M| = SH|| X2}
{ () BoB DHUEUZNE S IASH Y UN X Sy T

B2B Database Development « Understanding Usage & Behaviors ¢ Finding
Potential Customers « Sales Strategy Development

— .,  EHMcIIcaAEE
\@, O|2H A RS0l Cifst oSt | of

Tailored Trends & Framework Development « Scenario Planning « Capability

building programs



What We Do

Propriety Solutions
B2B 1ZH=E 2J5H Full Spectrum@ H|XLIA £2M2 MiZsi|Ct

Business Unit Strategy

Competitive Insights

We specialize Go-to-Market
in the following |
areas Innovation Scouting
Partner Evaluation

Sales & Marketing

As attached to a global
market research agency, we have developed unsurpassed expertise
in emerging and developed markets through more than 5,000

consulting engagements conducted since 1994

IpsosStrategy3




HIZLA SHXS 2l Market Dynamics 4, Go-to-Market M2F &2, Partner Evaluation 7X|
UZHAC] AJE JH A0 Eot RE BF XA

2

1 Market
Market Diagnostics 3
Dynamics

O U R As's\Aeasrskritant

Our 7-stage 4

Internal
I Diagnostics «
Solution -v
EXPERIENCE OF \ — :
GO-TO-MARKET 5
Strategy in emerging markets 7 6 - & NIIE?'\rtkqe/t
Implementation Partner
Evaluation

Our seven-stage approach provides in-depth intelligence so that you
can make the right decisions about market entry and develop
strategies to deliver success

IpsosStrategy3




What We Do
Relevant Experiences in B2B

Robot / Gen Al Smart Devices / Chips
Luxury goods Retail / Shopping
GTM
Strategy Food & Beverage Education
Healthcare Device Biotechnology
B2B Monitor Construction Material
After-sales Service Redesign Offline Retail / Online Platform
B2B Sales
Expansion Automotive Display IT Solution
Medical Aesthetic Smart Appliances
New opportunities in Metaverse Smart Building / Smart City
Fin Tech / Insurance Social Media / In-app Marketing
Market
Opportunity Car Rental / Mobility Market Large Format Display

Heavy Industrial Equipment Self-Care Device

IpsosStrategy3
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About the Team
Who We Are
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Expertise in B2B Sectors

Our Clients

{;;;) Mercedes-Benz

= Microsoft

HYUNDAI
GLOVIS

P
L
HalNKOOK

@ BOSCH

&< Bohcat

) daedons

VISA
Fed

=D By

Eb.-—z

SAMSUNG
@& HYUNDAI
@ LG Electronics
@ LG Display

@@ HUAWEI

=
=
®

SK’P

LOTTE

DUTY FREE

CHANEL

AR IS

MRRCK

BD

GE HealthCare

$anten
@ LG Chem
fohmon-fohmon
@@ Yoj%E
PHILIPS

SIEMENS

Boston
Scientific
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YA 2t 2 S E2 OHSHH 1 F F
B2B AIZ0M S| B HA= OEHSIH FR =T 2
A2 Value chain2 O{IHSHH Z=8 Market player2

Definition of
Issues

2|et X =t Market positioning 2

Strategic
Direction

| Unmet need= =

B fl8l 282 5F0{0f Sl+= Value 3 Unique selling point= FX217t?

Tactical
Optimization

Implementation
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CONTACT US

iennifer.ha@ipsos.com

info.kr@ipsos.com

e | G
CONSULTING FIRMS | oo

202
CONSULTING FIRMS

POWERED BY STATISTA

Ipsos Korea

SEOUL

5th Floor, Korea Economic

Daily Building, 463 Cheongpa-Ro
Jung-Gu 100-791

Seoul, South Korea

T. +82 (2) 6464 5100

Ipsos Strategy3 Korea

SEOUL

5th Floor, Korea Economic

Daily Building, 463 Cheongpa-Ro
Jung-Gu 100-791

Seoul, South Korea

T. +82 (2) 6464 5118
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