Consumer Behavior….”Trading Up”…a lesson from the new book Trading Up

New Luxury or Affordable Luxury…An Opportunity
New Luxury is a desire to possess a higher level of quality, taste and aspiration…make you feel good, happy, better, invincible, accomplished, better loved, less stressed, a better provider, etc.  

Almost every American can afford at least one of these little luxuries, even if in trading up to achieve this, they trade down in other areas.  

Often the motivation for trading up can be found in one of the following emotional states:

Take Care of Me…giving yourself a reward; renewing yourself, convenience etc

Connecting…desire to belong or to attract

Questing…a desire to learn, to play, to grow

Individual Style…to express yourself

Trading up for some, it requires trading down on other things.  We rocket in some categories and offset those expenses in other area.   Do you find that you will spend a little more to achieve something special for yourself?  Did you ever buy an expensive golf club; a better car then you needed; something special from Victoria Secret or even just an expensive cup of coffee from Starbucks?  Almost everyone will pay more for something!!!

The item that fulfills these needs must

· Have superior technical or quality differences

· Have superior functional performance

· Create an emotional connection with the consumer

Some refer to this as the democratization of luxury.

Visioning helps us to see the potential and find the item.  Some hints to help you with this process include;

· Look at goods that are stale or undifferentiated
· Look where there is no emotional engagement

· Look where compromises have been made and can be unmade

· Look to where costs can be added

· Look at the gap between mass and class

· Look to where tech barriers could be overcome

In this process, it is helpful to use

· Societal observations…try to find unusual patterns that are developing

· Look at other societies and cultures

· Know you category like no one else

The Actionable Steps to Take to See If You Can Use This Concept

1. Understand how or if your customers could rocket their purchases

2. Create genuine benefits…; technical and functional

3. Innovate…create quality

4. Extend price range---new positioning

5. Improve value chain

6. Use influence marketing

With these steps we can consider whether consumer rocketing can be of use to our marketing program.]
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Based upon the 2003 book, Trading Up.
