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My Aim

 To demonstrate a fundamental change in 
consumer behaviour due to the recession

 Predict future consumer behaviour

 Where should we put our focus



Pre April 2008

Consumer

• I deserve this

• I am comfortable

• Who cares how I 

pay for it

• I do not have 

time to think



Post April 2008

Conserver

• Do I really need 

this

• Can I buy 

something 

cheaper

• Can I do more

• Let me think about 

this

• How will I pay for 

this

• What other costs 

e.g. travel



Do I really need this

Health Supplement Growth  – 2007 vs 2008

Health Supplements
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What else can I buy



Other costs 

PLEASANT POINT Wk Sales 08
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Can I do more
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Baking Needs Sales - 2008



Summary

 Before

 Instinctive

 Product 

 Price

 After

 Calculating

 Bigger packs, 
lower $ spend

 Back to basics

 Travel costs 
matter

 Housebrands



Positives of the recession

 Think before action

 Back to Basics / Fresh skills

 Cooking

 Obesity



The Future

 Still in Conserver mode

 Unlikely to go back to Consumer mode

 Switching of consumer behaviour is easier 
due to the thought process if a 
retailer/supplier pushes the right buttons



Government

Should be asking the following questions:

 Will my actions help others create 
productive activity?

 What are the benefits?

 What are the costs - one off or 
ongoing?

 Am I thinking broadly enough?

 Am I risk averse?



South Island

 Focus on Productive Activity

 Focus on Long Term Competitive 
Advantages

 Workforce

 Water

 Energy

 Carbohydrates / Protein

 Knowledge

 Cost base



My Aim

 To demonstrate a fundamental change in 
consumer behaviour due to the recession

 Predict future consumer behaviour

 Where should we put our focus


