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OVERVIEW

It’s been said that understanding the pathway to purchase is the key to successful marketing.  If you know how
 your potential customers approach the challenge of making a purchase decision, then you can gear your 
marketing activity to fi t most eff ectively with this process.  And by contrast, if you fail to do this, then you will 
miss the opportunity to infl uence their purchase.

  

 

 

To be precise, a pathway to purchase is the 
series of steps taken by a purchaser from 
the trigger to start consideration through 
to the moment of making the purchase.  

The steps comprise touchpoints, such 
as speaking to advisors, searching for 
information, and so on.  And they include 
strategies, such as starting from a wide 
consideration set with an intention to 
spend time and eff ort exploring options, 
or knowing from the outset exactly what 
brand, product or service you intend to 
buy. 

In May 2010 Harris Interactive conducted a major piece of R&D in the UK, from which we have developed a 
framework of six diff erent types of pathway.  For each pathway we explored the person’s overall strategy, 
their feelings about the process, the steps they took along the way and their satisfaction with the result.  We 
examined the prevalence of these pathways across many diff erent product and service categories, and checked 
the category-specifi c details of the touchpoints involved and the parameters of the purchase.  And we used a 
mixture of qualitative individual depth interviews, combined with a large scale quantitative study, to create the 
full picture.  

This report presents these pathways to purchase, off ering the reader a powerful insight into their profi le, 
motivations and expression for each of the product and service categories that we researched.  It begins by 
painting a portrait of each pathway, with discussion of the relationship and diff erences between them.  It then 
goes on to provide a detailed description of the characteristics for each of the categories we studied.  It is based 
primarily on the R&D work, with additional insight from a wide spectrum of custom studies we have conducted 
on this and related topics.
The categories we covered are:

   Cars         TV package subscriptions  Charity donations 
   Computers         Magazine subscriptions  Cosmetics
   Holidays abroad        Music, movies, & video games  DIY stores
   Consumer electronics       Savings accounts & investments  Fast food restaurants
   Mobile phone handsets       Car insurance    Beer to take home
   Switching mobile phone network      Home insurance   OTC medicines
   Switching home energy supplier
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EXAMPLE PAGES FROM THE REPORT

Example pages profi ling one of the pathways and one of the categories…

OBTAINING THE REPORT
The report can be purchased direct from Harris Interactive for £995 excluding VAT. To place an order for this report 
please email your interest to info-uk@harrisinteractive.com or contact us on the number below. On receipt of a 
signed order your copy of the full report will be sent to you along with an invoice.


