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INTRODUCTION

Effectively using consumer buying behaviour data
Euromonitor International’s Path to Purchase model
The three phases of purchase decision-making

OPPORTUNITY

Identify the initial purchase impetus and key motivators

RESEARCH

Understand the time, effort, and information sources that
contribute to each purchase

SELECTION

Know which features are on the buyer’s “must have” list
All shoppers are not created equal

PURCHASE
Use consumer behaviours and attitudes to obtain the right
end result

CONCLUSION
Identifying the right questions to answer when analysing
buying behaviour data

MORE ON THE MIDDLE CLASS HOME SURVEY
Why study the middle class?
Focus and design
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