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One of  the highlights of  Q4 from an events
perspective is always the annual ACNielsen United

Way campaign and 2006 was no exception. As always the
employees of  ACNielsen
are very generous in
participating in and
supporting this worthy
cause (though the great
prizes up for grabs
certainly help!).

The 2006 campaign
included “wear your jeans
to work week,” the ever-
popular bingo, 6-49 lottery and draws for a variety of
great prizes such as TVs, camcorders and Sony
Playstations. Once again, the grand prize was an all-
inclusive Caribbean vacation, which was won by Linda
Marcon of  Analytic Consulting.

Another annual United Way event - the bake sale was an
overwhelming success this year. At the start time of  the

bake sale, people were
lined up out the doors of
the cafeteria and the
entire inventory of
goodies was completely
sold out in less than 30
minutes!

Keeping in mind the
reason for the events,
ACNielsen raised
$51,448.80 in total for the
United Way, representing
114% of  our 2006 goal
amount. Of  particular
note was the fact that
payroll deduction pledges
were up 13% versus last
year. This will represent a
significant contribution
to those members of our
community needing
support at this time of
year, and all ACNielsen

associates should be very proud of  this accomplishment.
Congratulations to all those involved in the campaign!

ACNielsen United Way Campaign

ACNielsen Children’s Holiday Party

Public Relations
& Events

On Sunday, December 3rd ACNielsen held the yearly
children's holiday party. This is a truly festive occasion, as
the parents and volunteers alike have the opportunity to
experience the holidays through the wide-eyed excite-
ment of  our kids.

The 2006 party included the
popular jumping castle and ball
pen, the mini-zoo (with all the
usual exotic creatures like
tarantulas, lizards and snakes -
O My!), the craft room, the
games, and of  course, Santa.
This year also included a floor
show with Snow White, Rudolph
and Frosty which was very well
received by the kids.

Special thanks to the committee
and the volunteers who worked
diligently to give the children a
great party. Feedback received
has indicated this was one of  the
best children's holiday parties
ever.

ACNielsen associates gave
podium presentations at several
industry association events during the fourth quarter:

October 16th Steve McGraw presented "The
Changing Retail Environment" at the Hardlines
conference which focuses on the hardware industry.

Also on October 16th Luc Lalonde presented
"Consumer Centric Category Management" at the
Food Distribution Research Society Conference.

November 22nd Dave Mann presented "Caution -
Change Ahead: A special report on the Consumer in
Ontario" at the Canadian Council of  Grocery
Distributors (CCGD) annual Ontario conference.
Dave's presentation was extremely well-received and
we have had numerous requests for copies of  the
presentation by clients, associations and media alike.
The presentation is available for public download on
both Answers and ACNielsen.ca.

The Q4 update is my chance to look
back on our successes during the

current year, and ahead to the opportunities
the new year offers.  This year there are
plenty of both.

I am pleased to tell you that we have largely
achieved our key objectives for the year.
While there are too many items to list them
all, you can review the updated scorecard
for the final status of  each of  our
commitments for 2006.  I would like to
highlight a few things that have been
particular focus areas this year, and where
we have made significant progress.

Our Census project is moving forward
extremely successfully, and we have received
consistently supportive feedback on our
direction from some of  our largest clients.
The Census project will continue to be a
key focus throughout 2007.

We have also completed the first phase of
Homescan unit replacements, and the
rollout of the new units has been quite
smooth.  The new units will position us to
do more surveys without overtaxing our
panelists, and will also allow us to deliver
faster turnaround on results, which is
supportive of  our clients’ needs.

During the fourth quarter, we announced
the transformation of  our business, and
began to make some of  the changes
involved in this major undertaking.  While
change can be challenging, I want to assure
you that the changes we are making are
important to the continued success of  our
business.  We will keep you advised of
changes as they occur, and we have added a
new section with information and FAQ’s
about the transformation to the main page
of  ACNet to facilitate that.

Our Tobacco phase three delivery is also
moving ahead very well.  As a result of  our
strong relationship with Imperial Tobacco,
MarketTrack has become the “official” data
source for Imperial.  Our financials are ahead
of  target, and new revenue streams, such as
weekly delivery have developed.  2007 looks
very promising with new categories and
coverage on the horizon, as well as census
management opportunities.

With great teamwork across the entire
company, we’ve been able to sell, deliver, and
service our way to 8% revenue growth with
strong performance from our existing client
base and great contributions from new
clients.

I am always impressed with the tremendous
community spirit and generosity of  our
employees.  I’m proud to be associated with a
group of  people who collectively raised over
$50,000 for United Way.  I know there were
many other ACNielsen Cares activities taking
place in Q4 and throughout the rest of the
year - this is another area where there are
simply too many activities to list.  However, I
want to offer my own personal thanks to all
who have donated their time and effort to
helping the many worthy organizations in our
community.

All of  the day to day activities each of  us
performs have helped us to largely achieve
the service expectations of  our clients and
meet the financial requirements of our
owners.  Doing this on a consistent basis has
helped us build good momentum going into
what promises to be an exciting 2007.

You should all be proud of  what we’ve
accomplished as a team this year - I certainly
am!  I hope you can take some time to enjoy
the warmth of  family and friends during the
holiday season.

Thank you!

http://acnet/Dept_GeneralAdministration/Commitments/Opportunity%20-%20Commitments%202006%20Q4%20SCORECARD.pdf
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Back in Q3 we announced the implementation of
the new Retail Development Services Group, which
will consult with CPG manufacturer sales
organizations and develop the solutions to meet
their needs. We have now hired a leader for this
group, who will be charged with bringing value to
the collaborative process between manufacturers
and retailers in a way that will leverage all of
ACNielsen's capabilities. We are thrilled to announce
that Brian Gillis, formerly of  General Mills and
Revlon will be joining us as of  December 14th.

Krista Thompson has been with ACNielsen Canada
since January of  1990, where she began as a man-

agement trainee in our Operations area. Following her
time with Operations, Krista spent some time in our
Homescan area before moving into Client Development.
Details of  Krista's roles are shown in the attached chart.
Here are Krista's thoughts about building a career at
ACNielsen:

On approaching career development: "After I had
been with the company for a period of  time, I began
talking with other people in different roles, in particular
those in client facing roles. I thought the client facing
roles presented new learning opportunities, and were a
good fit with my own interests and skills. I approached
my manager about my interest in other roles, which put
me in touch with people in both HR and other areas
who helped me to explore and eventually move into the
other areas."

On work/life balance: "I would say that the level of
support ACNielsen has allowed me in terms of
balancing my family and my work responsibilities is
something I don't believe I could have found elsewhere.
There is absolutely a willingness to consider different
options based on the needs of  the Associate as well as
the needs of  the business."

When asked what advice she would give other
associates looking to build a career at ACNielsen:
"There are many options available for a career at
ACNielsen - we have a diverse business. It is important
to let people know that you have an interest in different
areas and ask for assistance and advice, but I would say
it is most important to direct your own career by
continuously seeking out opportunities to expand your
skills and knowledge. Your perfect ACNielsen role may
not come knocking on your door - you need to be an
active participant in the management of  your career to
make it a reality."

Syndicated
Studies

Getting To Know . . .

Spotlight on P&G:

1879 -- P&G started as a soap and candle company

1915 -- Hamilton became home of  P&G’s first Canadian
manufacturing plant

1948 -- Tide is introduced nationally

1962 -- Crest toothpaste is introduced

1998 -- P&G becomes the first Canadian packaged goods
company to raise $1 million for United Way

2005 -- P&G welcomed Gillette into the family

Today P&G has nearly 98,000 employees in 80 countries
worldwide, and its products deliver on the P&G mantra: “improve
the everyday lives of  the world’s consumers” 3 billion times a day!

Revenue -- As we come to the end of  2006 the Client Development team:
o Is on track to exceed LE1 revenue targets for the year
o Total ACNielsen revenue for the year is projected to grow by +9-10% vs 2005
o We will see strong growth vs LE1 and year ago against MarketTrack, Key Account, Panel and Spectra

This strong performance is even more impressive considering the team needed to work through significant
revenue compression driven by the P&G/Gillette merger as well as Kraft’s decision to reduce their contracted
spend with us at the beginning of 2006.

Leader Hired - Retail Development Services Group
Contract renewals

Loblaw Food Focus Phase 3 launched

Strong revenue results
Project Phoenix progress
Contract renewals

Did you know?

We have syndicated (ready-to-go) studies on a
variety of  topics.

These studies use a cross-section of  ACNielsen/
VNU assets such as MarketTrack, Homescan/
PanelTrack, Store Solutions and Advanced
Analytics.

Some of  the studies available include: Canadian
Market Review, Window on Canada, Dairy Case,
Frozen Food, Beverage Study and Convenience and
Gas Insights.

PanelTrack studies include: Internet Planner, Loyalty
Card, Video & Gaming, Home PC Study and the
Health & Wellness Report.

Spotlight on Metro Inc.:

Metro Inc. holds the #2 position in Canada's two largest markets,
ranking just behind Sobeys in terms of  National importance

Metro Inc. operates 573 food stores under nine different banners

Metro Plus is a recent new format with larger stores offering
greater variety, and stronger ready-to-eat, organic and health &
beauty offerings plus more non traditional merchandise

With the acquisition of A&P in 2006, Metro Inc. has annualized
sales of close to $11 billion

Q4 Contract Renewals:
o Wal-Mart was signed to a “re-agreement” which includes the provision of  data from their new Supercentres
o Metro was signed to a new deal that covers Metro and their acquisition of  A&P

Loblaw Food Focus phase three launched in Q4 with expanded category coverage.  The use of  our exciting new
StoreView capabilities will create new opportunities for improving store level execution and drive profits for
retailers and manufacturers alike.

We have begun engaging retailers in the area of  loyalty analytics following the corporate announcement of  our
new Loyalty GBU.
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The team has successfully re-negotiated client
contracts worth 30% of  total revenue for the
business, including significant new contracts with
Irving, PepsiCo and CanGro.
We are also making strong progress on Project
Phoenix -- we will be working with our cross
functional partners against three key work streams
with the objective of  enabling Client Development to
increase the amount of  time focused on adding value
for our clients.
Contract Renewals -- During the fourth quarter the
following contracts were successfully finalized for new
three-year agreements:
o PepsiCo
o Reckitt Benckiser
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