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Actually, the decision-making process is a more circular journey, with four primary phases representing potential battlegrounds where marketers can win or lose:

initial consideration; active evaluation, or the process of researching potential purchases; closure, when consumers buy brands; and postpurchase, when

consumers experience them (Exhibit 2).

The consumer decision journey - McKinsey & Company

Marketers have, therefore, become laser-focused on understanding what drives consumer decisions and influencing that journey. McKinsey experts saw this
growing need to better understand shifting consumer behavior nearly ten years ago, when we proposed a new approach called the consumer decision journey. It
was a significant change in thinking that challenged the long-held concept of the sales funnel, where the decision path narrows in a linear way, from starting with
awareness to ending with ...

Ten years on the consumer decision journey: Where are we ...

7/27/2020 The consumer decision journey | McKinsey 1/6 [0 Marketing & Sales Consumers are moving outside the marketing funnel by changing the way they
research and buy products. Here's how marketers should respond to the new customer journey. | f marketing has one goal, it" s to reach consumers at the
moments that most in+ uence their decisions.

The consumer decision journey _ McKinsey.pdf - The ...

6/2/2020 The new consumer decision journey | McKinsey 1/5 Marketing & Sales For years, empowered consumers have held the upper hand when it comes to
making purchasing decisions. But companies are fighting back. T he [J are-up around advertising blockers on mobile devices is just the latest salvo in the digital-
technology “ armsrace” that has made today’ sconsumer a formidable force.

The new consumer decision journey _ McKinsey.pdf - The new ...

McKinsey's consumer decision journey can help to model how your customer comes to the moment of purchase and discover what makes buy. Based on
empirical research, in 2009, McKinsey & Company suggested a dramatic alternative to the traditional purchase funnel. Their research was founded on interviews
with 20,000 businesses in the USA, Germany and Japan.

McKinsey's consumer decision journey | Smart Insights
In 2009, McKinsey pronounced the classic funnel dead. In its place, the “ Customer Decision Journey” accurately depicted how customers use technology to
inform themselves about brands and products...

The Evolution of the Consumer Decision Journey | by Chris ...
Consumer Decision Journey Mapping The Consumer Decision Journey. McKinsey's Consumer Decision Journey provides an excellent framework for navigating
the... Two Key Journey Types:. A planned journey applies to products and services that are more of a considered purchase. These... Consumer Journey ...

Consumer Decision Journey Mapping - Mighty Roar

This tipping of the balance of power in favor of consumers has been evident for years. In 2009, we declared that the traditional “ funnel” model—in which
consumers began with a set number of brands in mind and whittled them down until they decided what to buy—had been usurped by what we called “ the
consumer decision journey.”

The new consumer decision journey | McKinsey & Company

Long live the consumer decision journey Without the ability to understand their customers, companies will find it difficult to be where their customers are. If there
were 10 Commandments for marketing, #1 would be: Know thy customer. While it" s one of the most fundamental principles in business, companies are still
having trouble adhering to it.
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The funnel is dead. Long live the consumer decision journey

Already, the consumer decision journey has been altered by the ubiquity of big data, the Internet of Things, and advances in web coding and design. 1 For more
on these topics, see David Courtetal.,“ The consumer decision journey,” McKinsey Quarterly , June 2009; Brad Brown, Michael Chui, and James Manyika,
“ Areyou ready for theeraof * bigdata’ ?

Digitizing the consumer decision journey - McKinsey & Company

One part of the consumer decision journey (CDJ) turns out to be critical to driving the growth of a business: the initial consideration set of brands from which
customers shop. In this episode of the McKinsey Podcast, McKinsey’ s Barr Seitz speaks with partner Dave Elzinga and partner Bo Finneman about this most
important battleground for companies trying to win over customers and drive growth.

Driving business growth by zeroing in on the consumer ...
The McKinsey consulting company designed a model for customer decision journey consisting of four steps. Consideration — customers consider several brands
in the hope that they can fulfil their needs. Active evaluation — they evaluate the brands considered by accessing several information databases.

The McKinsey Model for Customer Decision Journeys

Digitizing the consumer decision journey. In a word wl here physci al and vritual envrionments are rapdi yl convergni g, companei s need to meet customer needs
anytmi e, anywhere. Here’ s how. Many of the executiveswe speak with in banking, retail, and other sectors are still struggling to devise the perfect cross-channel
experiences for their customers—experiences that take advantage of digitization to provide customers with targeted, just-in-time product or service information in
an ...

Digitizing the consumer decision journey - McKinsey & Company

The consumer decision journey | McKinsey & Company Consumers are moving outside the marketing funnel by changing the way they research and buy
products. Here's how marketers should respond to the new customer journey. If marketing has one goal, it’ s to reach consumers at the moments that most
influence their decisions.

The consumer decision journey | McKinsey & Company - Z-Groep
Great description of some 2010 global research of 20,000 people looking at the changing way we make purchasing decisions

McKinsey Consumer Decision Journey - YouTube
The consumer decision journey rewritten by McKinsey and Company differs from the traditional funnel that took consumers from awareness through purchase.
In the circular McKinsey model, customers ...

McKinsey's Consumer Decision Journey - Video & Lesson ...
McKinsey partner David Edelman explains how companies can now shape the consumer decision journey.

McKinsey Minute: New consumer decision journey - YouTube
Consumer decision journey The McKinsey consulting company conducted a study in 2009 with over 20,000 participants from different sectors and three
countries. The findings of this study form the basis for the CDJ model. It consists of the following phases:
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