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Webster Pacific Overview

Who We Are Sectors

Capabilities

A boutique strategy consultancy 
that helps small to medium-sized 

businesses leverage data and 
strategy at the fraction of the cost 

of a full-time analyst or CFO

Consumer 
Goods 

Industry

Education

• Finance (budgets, acquisitions, COGS cleanup)
• Location Strategy (city, prioritization, site selection)
• Sales & Marketing (new wholesale accounts, ROAS)
• Operations (forecasting inventory, throughput reporting)
• Technology (ERP migration,  cloud storage)
• Education (enrollment forecasting, tuition benchmarking)

Private 
Equity
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Working With Webster Pacific

Every client’s strategy is different, and we seek a deep 
understanding for how each client defines success so that we can 
best translate that understanding into data-driven insights.
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Webster Pacific Team

Tom – Managing Partner
Ex-CEO, Strategic Thinker
Founder of WP, 17 Years

Steve – Principal
Project Management, Ex-Analyst

8 Years with WP

William – Consultant
GIS Expert, Project Management
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Collin – Data Manager
Python, Web Dev

Dylan – Analyst
Python, Tableau

Liliia – Data Analyst
GIS, Excel

Junia – Assoc Consult
Excel, PowerBI

Matilda – Assoc Consultant
GIS, Excel

Ahsan –Analyst
Python, Google Cloud, ETL

Veronica – Assoc Consult
Excel, Python



Resources and Skills

Proficiencies Programs Data Sets
Coding

Financial Analysis
Geo-Analysis

Marketing Analytics
Web Scraping/Research

Interviewing

Python
Tableau/PowerBI

ArcGIS
CRM/ERP

Cloud Databases
Quickbooks/XERO

Client’s Internal Data
Points of Interest

Mobile Data
Census & Demographics

Real Estate Data
International Wealth Data
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Finance

Topics: 
• Budgets and Forecasting
• Cash Flow Projections
• Inventory Valuation and COGs Cleanup
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Budgets and Forecasting

Budgets are critical for planning the future of a business, including goals set by 
ownership for growth or profits.
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Cash Flow Projections

Cash flow projections help businesses plan for future cash needs and help 
understand the flow of cash historically to make better decisions in the future.
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Inventory Valuation and COGS Cleanup

Many small but growing businesses have overly complicated methods of 
evaluating their cost of goods sold (COGS) by product line, which makes 
accurately valuing inventory and tracking costs over time difficult.  We clean 
data and build systems to track COGS accurately.
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Location Strategy

Topics: 
• Cross-market selection
• Neighborhood selection
• Site selection using mobile data

Case Study

Choose 
Countries

Choose 
Cities

Choose 
Neighborhoods

Choose 
Sites12



Cross-Market Selection

Choose which countries and which cities to expand to next.

Choose 
Countries

Choose 
Cities

Choose 
Neighborhoods

Choose 
Sites

 City 
E-Comm 

Sales '18

Wholesal

e Sales '18

Customer 

Count

Competitor 

Store 

Count '18

 Avg  

Competitor 

Fees ($USD) 

Regulatory 

Environme

nt

Demand: 

Female 

HNWI age 

35 to 54

Store 

Capacity 

(dmd:store 

= 5k:1)

City 1 153,150$ 451,351$ 2015 52 2,425$          1 24,097 5

City 2 108,129$ 240,599$ 1162 41 2,261$          1 30,304 6

City 3 37,415$    84,292$    406 13 1,722$          3 5,192 1

City 4 32,724$    64,321$    323 10 1,650$          2 7,271 1

City 5 14,177$    42,105$    188 5 1,913$          2 6,865 1

Company Internal Data Competitor Data

Ease of Doing 
Business 

Data Census Data ANSWER
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Cross-Market Selection

Choose 
Countries

Choose 
Cities

Choose 
Neighborhoods

Choose 
Sites
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Comparing Retail Neighborhoods

Choose 
Countries

Choose 
Cities

Choose 
Neighborhoods

Choose 
Sites

Model Weighting 20 20 20 20 20 100

LRN

Customer 

Proximity 

Score

Competit

ve Score

Tourism 

Score

Wholesal

e Score

E-Comm 

Score

Overall 

Score

Fillmore 15.0 20.0 10.0 20.0 20.0 85

Marina 10.0 10.0 15.0 15.0 15.0 65

Union Sq 5.0 15.0 20.0 10.0 5.0 55

Hayes Valley 10.0 10.0 10.0 5.0 10.0 45

Sacramento St 2.5 5.0 5.0 0.0 10.0 23

Choosing the right 
neighborhoods for new retail 
stores is critical for success.

Data considered:

• Census data on income, age, 
and gender

• Presence of other 
competitive retailers

• Tourism data

• Client sales of wholesale and 
e-commerce
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Site Selection Using Mobile Data 
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## = Traffic Ranking

#1
NIKE

#2
H&M

#3
Coach

#4
Adidas

#5
Levi’s

Mobile data is a powerful tool to 
evaluate sites and competitors.  See 
outlet mall at left with traffic estimates 
using mobile data for every store. 

Client proposed site is a good one. 
Located on southern part of mall, 
where stores get more traffic on 
average (more red).

Top stores by total traffic are Nike, 
H&M, and Coach. 

Client 
Proposed 

Site

Choose 
Countries

Choose 
Cities

Choose 
Neighborhoods

Choose 
Sites
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Sales and Marketing

Topics: 
• Growing Wholesale Accounts
• Digital Advertising Tracking
• Targeted Advertising
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Growing Wholesale Accounts 1) Gather Stores of Competitors

We gather the stockists of 5 to 10 of your competitors.  This 
generates a list of anywhere from 100 to over 1,000 potential 
stockists for your brand.
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Growing Wholesale Accounts 2) Scoring the Stores and Contact

Next, we score each store based on number of your competitor 
brands carried, how much E-comm you have around each store, and 
the proximity to your existing stores.  We also give you the link to the 
store’s website and their phone number.
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Growing Wholesale Accounts 3) Mapping the Output - NYC

This view of NYC shows top-tier stores in NYC that your competitors 
are in, but you aren’t.
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Stores you are NOT in

Stores you are in
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Digital Advertising Tracking

WP builds reports for leadership to track the efficacy of their digital 
marketing spend to make better decisions.
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Targeted Advertising

Geotargeted advertising is a powerful tool for marketers to refine their spend by 
location. We combine data on income, demographics, and existing sales data to 
find which zip codes are underpenetrated with sales so that clients can direct 
more advertising to those zips.
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Operations

Topics: 
• Stockout and Inventory Forecasting
• Manufacturing Reporting
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Stockouts and Inventory Forecasting - Equation

Estimate inventory for every SKU 26 weeks into the future by week.
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Estimated 
inventory by SKU

Existing inventory + 
expected orders 

Past 8 week 
trend by 

product + 
seasonality

Fixed 
multiplier to 
favor excess 

inventory 
rather than 

stockout
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Stockouts and Inventory Forecasting - Output

Identify predicted stockouts (red cells below) by SKU and order accordingly.
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Need to Order L and S 
ASAP to avoid stockout 
in 14 to 20 weeks.

Expected stockout for next 
2 weeks until planned 
order arrives at week 3
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Stockouts and Inventory Forecasting - Reporting

Study past sales by product, by color, by size to 
understand trends.
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Color 1 Color 2 Color 3 Color 4

Color 1

Color 2

Color 3

Color 4
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Manufacturing Reporting

We build dashboards for manufacturers to study critical metrics like 
throughput, uptime, and scrap rate.
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Technology

Topics: 
• ERP Migration
• Cloud Storage and Data Query
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ERP Migrations

WP can manage the ERP migration process start to finish or 
perform critical activities like data cleaning using Python and Excel 
packages to standardize large datasets.
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Cloud Storage and Data Query

WP has extensive experience working with cloud data storage tools 
like AWS to store large sets of data. WP integrates tools directly 
with the cloud storage for straightforward collection, monitoring, 
and extraction of data. The example shows a data query from 
PGadmin, which is pulling data from AWS.
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Education

Topics: 
• Enrollment Funnel Analysis
• Demand and Supply Analysis
• Supply Research
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Enrollment Funnel Analysis

Using historical data from our client’s school, WP creates models for 
predicting how many applications a campus must receive in order 
to meet its target enrollment. These models include metrics such as 
acceptance rate, yield, and erosion. 
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Demand and Supply for Private Schools

WP builds tools to find areas of opportunity for private schools 
where demand outweighs supply. 
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Competitors

Client Schools

Zip codes colored by Demand 
(Kids age 0 to 10 in households 
with income $300k+)

Client Schools

AMS – Accredited

AMS – On-pathway

AMS – Not-accredited

Client Schools
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Supply research

WP studies competitive schools using web research, web scraping, 
and interviews.  Studying the education landscape for both private 
and public schools can give insights to relevant market 
size/capacity, pricing, curriculum, etc.

School Name Type
Year 

Opened
Grades Enrollment

Annual 

Tuition Base

Tier 

Ranking

School 1 Catholic 1851 9-12 1,640  $   18,260 1

School 2 General 1898 PK-12 1,109  $   36,985 1

School 3 General 1915 6-12 798  $   39,500 1

School 4 Catholic 1964 9-12 1,710  $   17,100 2

School 5 Catholic 1851 9-12 628  $   15,990 2

School 6 General 1999 K-5 308  $   15,490 2

School 7 General 1999 6-8 181  $   17,990 2

School 8 General 1955 9-12 1,753  $   16,100 3

School 9 General 0 9-12 750  $   17,080 3

School 10 Montessori 1935 PK-8 303  $   28,375 3

School 11 Catholic 1961 PK-8 377  $   23,384 3

School 12 General 1956 9-12 1,421  $   16,976 3

Tier 1 3,547 31,582$    1

Tier 2 2,827 16,643$    2

Tier 3 4,604 20,383$    3

Grand Total 10,978 21,936$    
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APPENDIX
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Publications and Data Visualizations

Publications
• (Bloomberg) Miami Ranks as Pandemic’s Most Vulnerable U.S. Luxury Market
• (Bloomberg) Mobile-Phone Data Shows Virus Crushing Some Retail Hot Spots
• (New York Times) How a Trump Tax Break to Help Poor Communities Became a Windfall for the Rich
• (Bloomberg) Top Earners Flocked to These Opportunity Zones Pretax Break 
• (The News Tribune) High-income households are moving into the South Sound
• (Forbes) The Best Performing Opportunity Zones For Real Estate Investors
• (Bloomberg) Americans Earning Over $200,000 Are Flocking to These Neighborhoods 
• (Khaleej Times) New Survey Reveals Where Dubai’s Millionaires Live 
• (PropModo) Amazon’s Two-Hour Grocery Delivery Adds Another Layer to “Whole Foods Effect”
• (Inman News) Here are the Priciest Real Estate Markets in the World
• (PropModo) How to Use Market Data to Inform Commercial Real Estate Investment Strategy

Visualizations
• Finding Opportunity for Specialty Food and Beverage
• Finding Opportunity for Ecommerce
• Sephora Locations by US Metro
• Fitness Competitive Landscape
• Hong Kong Wealth Concentration Movie
• SoulCycle Studio Openings in Manhattan Movie
• Property Price Prediction Maps SF, MHT, MIA, LA
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https://www.bloomberg.com/news/articles/2020-06-24/miami-ranks-as-pandemic-s-most-vulnerable-u-s-luxury-market?srnd=premium
https://www.bloomberg.com/news/articles/2020-03-05/mobile-phone-data-shows-virus-hammering-some-retail-hot-spots
https://www.nytimes.com/2019/08/31/business/tax-opportunity-zones.html
https://www.bloomberg.com/news/articles/2019-05-07/top-earners-flocked-to-these-opportunity-zones-before-tax-breaks
https://www-1.thenewstribune.com/news/local/article230769869.html
https://www.forbes.com/sites/amydobson/2019/05/13/the-best-performing-opportunity-zones-for-real-estate-investors/#44a5292426a8
https://www.bloomberg.com/news/features/2018-12-18/these-are-the-neighborhoods-attracting-america-s-richest
https://www.khaleejtimes.com/business/local/new-survey-reveals-areas-where-most-of-dubais-millionaires-live
https://propmodo.com/amazons-two-hour-grocery-delivery-adds-another-layer-to-the-whole-foods-effect/
https://www.inman.com/2018/11/16/here-are-the-priciest-real-estate-markets-in-the-world/
https://propmodo.com/use-market-data-inform-commercial-real-estate-investment-strategy/
https://websterpacific.com/finding-opportunity-for-specialty-food-and-beverage/
https://websterpacific.com/finding-opportunity-for-ecommerce/
https://www.websterpacific.com/sephora-regression-analysis/
https://websterpacific.com/fitness-competitive-landscape/
http://www.websterpacific.com/hnwi-wealth-maps-hong-kong/
https://www.linkedin.com/feed/update/urn:li:activity:6440326078862102529/
http://www.websterpacific.com/property-price-prediction-maps/
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International Data

Question: 
• How do we enhance the quality of international population 

and income data?
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The International Data Granularity Challenge

Data granularity provided by census departments varies significantly by 
country.  The maps below compare the Chinese and US census population data.

US Census Block Groups – San FranciscoChinese Census Sub Districts - Shenzhen
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Data Block Estimation Process

We enhance the geospatial accuracy of population estimates through our 
traffic-accurate road networks, satellite imagery, and proprietary analytics.

WP 250-m Per Side Data Blocks- ShenzhenChinese Census Sub Districts - Shenzhen



Asset Band and Population Data Blocks

Description 
• This data set estimates population by asset band and 

population by age in metro areas around the world.
• Data is provided in thousands of “Data Blocks,” each of which 

are micro-geographic squares of 250 meters per side. For 
reference, the 5 boroughs of New York City have about 
12,000 Data Blocks. 

• Data is produced through a proprietary combination of 
demographics, traffic-accurate road networks, residential 
real estate prices, and macro-Asset Band estimates.

Shenzhen – HNWI Count Per Block

Shenzhen – # HNWI in 10-Min Drive

Data Fields 
• Population by asset band & population by 5-year age group 

within each 250-m block (raw)
• Population by asset band per block in travel times of 10-min 

walk, 10-min drive, 20-min drive or custom.

Asset Bands 
• HNWI – Greater Than $1MM USD Net Assets
• Mass Affluent - $100k to $1MM USD Net Assets
• Emerging Affluent - $25k to $100k USD Net Assets
• Mass Market – Less Than $25k USD Net Assets
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Imbalance

Question: 
• Where do we locate to be proximal to our customers and far 

from our competitors?

Note – Being far from competitors is not a positive for each use case.  Fashion, for examples, favors proximity to competitors.
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Use Cases for Data

Where within a market should a store/facility be located? 
• Demand-Supply-Catchment-Imbalance (DSCI) is an approach most 

appropriate for organizations whose customers choose to buy 
from a particular retail location because they live near that retail 
location.

• The first and most important step is to discuss and define our 
client's "strategic equation" for success. This equation will 
mathematically describe a successful location on a micro-
geographic basis.

• The outline of the strategic equation involves demand, supply, 
and catchments. Optimal areas have a favorable imbalance, 
meaning more demand than supply within the relevant 
catchment. 

• The strategic equation should be backtested and proven to be 
predictive of success for existing locations.

• The backtested strategic equation is then applied to metro areas 
all over the world to find optimal locations for new sites.

Demand means relevant 
customers and is estimated on a 
micro-geographic basis, starting 
with WP's High Net Worth and 
Population Data Blocks. Net 
worth categories can be 
adjusted for each client’s 
strategic equation.

Supply means relevant 
competition, defined 
through a combination of 
point-of-interest (POI) 
data, web research, and in-
market interviews.

Imbalance Favorable 
imbalances have more 
demand than supply within the 
relevant catchment. The above 
example shows a single 
catchment example, along 
with demand and supply, in 
Hong Kong.

Catchment means travel time, 
whether walk, car, or train. Where 
traditional location analytics 
depends upon “trade areas,” 
Webster Pacific uses catchments, 
which are only possible through 
substantial computing power.

Demand & Supply

Imbalance
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Other Geospatial



Wealth and Wealth Growth of Neighborhoods

Use census data to understand existing wealth and wealth change.
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Opportunity Zones

Build metrics to rank opportunity zones by attractiveness for investment.
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Proximity to Transit

10-minute walk to the T in Boston, MA.
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Proximity to Target Market

Find your target tenant by income, age, educational attainment, and industry.
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Proximity to Points of Interest

Understand proximity to competitive office space in 10-minute drive.

Note: Redacted Office Data


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47
	Slide 48

