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rization of such a system allows the selection of ar-
eas, where the product or service to be sold, should 
be primarily – or even exclusively - addressed. 
Therefore, the customer approach becomes abso-
lutely focused, while the loss of resources is mini-
mized.

Solvency Evaluation
Solvency evaluation mostly concerns companies 

that belong in the financial sector, like banks. Finding 
areas where the economic solvency of the popula-
tion is high, is of crucial importance when investing 
and establishing financial bonds

Branch Allocation
A geodemographic system can be used for allocat-

ing the branches of a company. Studying the results 
of the demographic and lifestyle parameters of the 
system, for each location, firms can delineate areas 
that are more suitable for expansion and thus, the 
anticipated income, higher. 

Geodemographics is a powerful set of tools for 
comprehending the behavior of people residing in different 
areas. Such a system, gives the ability to understand the 
profile of people that buy a certain product or service or 
prefer a certain lifestyle. The geodemographic segmentation 
includes the classification of small geographic areas in 
relatively homogeneous zones.
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The proposed geodemographic system is developed by combining 
demographic and lifestyle data with Geographic Information Systems 
(GIS) and Computational Intelligence methods. 

The applications of a geodemographic system can be grouped in four 
categories:

1. Market research 

2. Product promotion 

3. Solvency evaluation

4. Branch allocation

Market Research 
A geodemograhic system is mainly used for assigning to each loca-

tion, socio-economic characteristics. The result of this process is the 
localization of possible consumers for a product of certain character-
istics.

Product Promotion – Customer Approach
Usually the phase of the socio-economic analysis is followed by the 

process of customer approach through advertising campaign. The valo-
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