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As Gen Z’s buying power grows, brands must understand how to connect and engage with

Gen Zers, whether through leaning into product discovery or creating a more seamless

payment process.

We take a look at some of Gen Z’s shopping habits and what they mean for retailers.

1. Gen Z takes a bigger piece of the pie

https://www.bloomberg.com/news/articles/2021-11-17/gen-z-has-360-billion-to-spend-trick-is-getting-them-to-buy
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Gen Z will make up 20% of the population this year, in line with the percentage of both

millennials and Gen Xers.

By 2025, Gen Z will surpass Gen X in its number of US digital buyers, per our forecast. As

digital natives, Gen Z expects a seamless digital experience from brands and retailers,

whether they’re on social media, a website, or an app.

2. Loyalty is important, but not a guarantee

Of all the generations, Gen Z is most likely to spend on brands they love, with 64% indicating

they would pay more to shop with brands they’re loyal to, according to Cheetah Digital. But
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71% also said they’d buy from competitors, suggesting that other factors are at play (like

price or convenience) when it comes to purchasing decisions.

3. Product discovery drives social commerce

Half of US Gen Z social users make purchases on social media, according to our data.

Product discovery is the top reason that Gen Zers buy through social media, with 45% saying

they bought something because they found an item they liked.

Interestingly, influencer and creator recommendations aren’t huge drivers of purchase

behaviors, nor are company or brand names.

Livestream shopping, which has yet to catch on in the US, is also a low driver of social media

purchases. Still, companies like TikTok and Amazon are building out their livestream

commerce capabilities in the hope of driving consumer adoption.

https://content-na1.emarketer.com/half-of-younger-consumers-buy-products-on-social-media
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4. Gen Z is interested in alternative payment methods

Gen Z is the generation most likely to use buy now, pay later services to make a purchase,

which makes sense, as the cohort includes younger buyers who haven’t built up credit yet but

still want to finance small purchases.

Gen Z consumers are also embracing other emerging digital payment technologies like mobile

wallets, contactless solutions, and peer-to-peer payment apps, according to our “Payments

Trends to Watch for 2023” report.

5. Bracketing is a common behavior

https://content-na1.emarketer.com/payments-trends-watch-2023
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Gen Z is no stranger to bracketing (i.e., buying multiple versions of the same item and

returning those that don’t work). This behavior can result in a nightmare returns situation for

retailers, who are already struggling under the weight of increased returns.

To discourage bracketing behavior, retailers can institute returns fees, add more sizing and fit

information to product descriptions, add more customer reviews, and/or alert customer

service to customers with multiple sizes of the same item in their cart so they can be helped to

find the right fit.

 

This was originally featured in the Retail Daily newsletter. For more retail insights, statistics,

and trends, subscribe here.

https://content-na1.emarketer.com/us-retail-ecommerce-returns-2023
https://www.insiderintelligence.com/newsletters

