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As consumers' attention spans shrink 
and their expectations rise, 
personalization isn’t just an 
advantage—it’s a strategic necessity. 
In an era defined by rapid technological advancements, from 
AI and machine learning to the ever-expanding tech stacks 
that power modern marketing, brands are under immense 
pressure — not only from competitors but also from broader 
economic challenges. To succeed, brands must go beyond 
traditional tactics to create unbreakable bonds with their 
customers. Personalization is the key to building those 
bonds, enabling brands to cut through the noise and 
resonate on a deeper level.



This e-book delves into what truly drives consumers on their 
path to purchase, revealing the transformative power of 
personalization. With critical insights and nuances that span 
generations and industries, you’ll discover how to create 
deeper connections with your customers, fostering loyalty 
and standing out in a crowded market. Let’s explore how you 
can leverage  personalization to not only meet expectations 
but to exceed them and stand out in a crowded market.

Introduction
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Driven by rapid technological advancements, the evolution of 
personalization in marketing has experienced a profound 
transformation. Once limited to simple tactics like addressing 
customers by their first names in emails, personalization has 
evolved into a sophisticated, data-driven strategy with cutting-edge 
technologies enabling the delivery of highly tailored experiences at 
scale. 



Brands in today’s competitive business landscape utilize artificial 
intelligence (AI), machine learning (ML), and predictive analytics to 
gather key customer data on past purchases, browsing history, 
social media activity, and even consumer location. This enables 
them to proactively deliver personalized content, product 
recommendations and highly relevant offers to each customer.



But despite the power of technology in driving these 
advancements, successful personalization strategies require more 
than just data and algorithms. They demand a deep understanding 
of consumer expectations and a genuine, empathetic approach to 
truly connect with customers and deliver meaningful, personalized 
experiences that foster loyalty and long-term engagement.

The evolution of personalization
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Data-driven

personalization

Leveraging customers 
past purchase data to 

offer personalized 
recommendations.

Personalizing offers 
based on customers 

social media

activity.

Using location data 
to offer 

recommendations 
based on customer

location. 

Analyzing customer 
browsing history to make 

personalized 
recommendations.

Harnessing 
customer email data 

to tailor offers and 
recommendations.

Past purchases

Social media Location

Browsing history

Email data

Which brings us to the pivotal question – when it 
comes to personalization, what do consumers want?
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Our research uncovered some key insights into consumer 
preferences for personalization. The biggest takeaway? There’s 
no one-size-fits-all approach. While there are some common 
expectations, people’s preferences for personalization vary 
widely depending on their demographics, the method used, 
and the industry. For example, what works for a luxury brand 
might fall flat in the food and beverage sector, where 
consumers expect something entirely different.



These preferences aren’t set in stone—they shift as consumer 
expectations change and industries evolve. By digging into 
these nuances, brands can fine-tune their strategies to create 
more engaging and satisfying customer experiences that 
ultimately drive growth. To better understand these shifting 
preferences, let’s take a closer look at how different age groups 
respond to data personalization tactics.

Custom fit: 

What today’s consumers 
expect from personalization
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Harnessing the power of personalization requires not only a firm grasp of varying perspectives, but also how different generations 
interact with technology and their comfort levels with data usage. Statistics from our research highlight how different age groups 
perceive and respond to different data-driven personalization tactics. 

Data-driven personalization

Unlocking the power of personalization

Gen Z

"70% of Gen Z like when brands 
remember past purchases and 
recommend similar products."

Gen X

"46% of Gen X find it helpful 
when brands use their location 

to make recommendations."

Gen Y

"55% of Gen Y prefer 
personalized product 

recommendations based on 
browsing history."

Baby boomers

"70% of Gen Z like when brands 
remember past purchases and 
recommend similar products."

Figure 2
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Consumers today have a mixed response to brands using 
their browsing history for personalized recommendations. 
While many appreciate the enhanced shopping experience 
such tailored suggestions provided, others remain cautious. 



Our research indicates that older generations, particularly Baby 
Boomers, prefer that brands not use their browsing history to 
offer personalized recommendations. In contrast, younger 
generations (Gen Z and Gen Y) want brands to do exactly that 
underscoring the importance of understanding generational 
differences when it comes to privacy concerns.

Privacy or personalization: 

Consumer insights on brands 
using their browsing history
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Attitudes toward brands using past purchase data for personalized 
recommendations also differ among age groups. Younger generations 
tend to like when brands remember their past purchases to suggest 
similar products. Gen Z is particularly receptive to purchase-based 
personalization with 70% preferring brands who make suggestions 
based on previous purchases. 



Not surprisingly, On the other end of the spectrum, Baby Boomers tend 
to be more reserved about purchase-based personalization, often 
favoring a straightforward shopping experience. However, it’s important 
to note that while they are cautious about data privacy in categories 
like beauty and skincare, Baby Boomers are increasingly engaging in 
online transactional and financial activities. 



The financial sector, for example, has successfully instilled confidence 
in this generation, making them more comfortable with data 
management in that context. Yet, when it comes to other industries, 

like beauty and skincare, they remain skeptical, viewing data usage 

as intrusive and less trustworthy.

Buying into it: 

Reactions to purchase-based personalization
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Geotargeting: 

How consumers feel about 
location data use
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“Despite the potential benefits, consumers 
across all age groups expressed discomfort 
with brands using their location information 
for marketing purposes.”

This shared sentiment emphasizes the need for brands to 
approach geotargeting with caution, ensuring they respect 
consumer privacy and build trust.

When it comes to brands using location data for personalization, 
our research found that this may be a step too far for all 
generations.
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Exploring personalization across various product categories reveals 
once again that there is no one-size-fits-all opinion from consumers 
about its importance. Our research found that consumers find 
personalization in some categories more important than others. 

 

Not surprisingly, luxury fashion & accessories garnered the highest 
number of consumers who find personalized offerings important. 
Customers buying products in this category are more likely to 
equate spending more with getting more in terms of their 
expectations.



With nearly half of consumers across all categories finding 
personalized offerings important, it’s clear that personalization plays 
a significant role in consumer satisfaction and purchase decisions. 
Armed with these insights, brands can now move from 
understanding consumer preferences to actionable strategies.

Category insights on personalization 
% of Consumers who say personalized 
offerings are either unimportant or important

45%

28%

27%

Fashion and 
Apparel

49%

24%

27%

Personal Care

51%

26%

23%

Health and 
Wellness

54%

26%

20%

Accessories 
and Jewelry

51%

27%

22%

Beauty and 
Skincare

50%

25%

25%

Fragrances 

59%

25%

16%

Luxury Fashion 
& Accessories

Not important Neutral Important

Figure 3

Luxury fashion & accessories garnered 
the highest number of consumers who 
find personalized offerings important.

59%
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In today's competitive landscape, access to advanced MarTech 
technologies gives brands a distinct advantage, enabling them to 
seamlessly integrate their data with marketing efforts to drive 
conversions and loyalty. 



The true magic happens when real-time consumer insights 
converge with customized MarTech solutions, allowing brands to 
deliver personalized customer experiences that not only meet but 
exceed their marketing goals. This synergy between insights and 
technology is what ultimately fuels sustainable growth and 
enduring brand loyalty.

Harnessing the power of MarTech 
for superior personalization

Figure 4
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MarTech solutions come in various forms, from advanced CRM 
systems to automated platforms tailored to your brand’s specific 
needs. These tools do more than just facilitate the creation of 
detailed customer profiles for hyper-targeted marketing—they also 
automate tasks like personalized content delivery, retargeting ads, 
and email campaigns. When brands leverage these technologies, 
they create a cohesive ecosystem that seamlessly integrates data 
with marketing efforts.

 

This approach amplifies consumer experiences, enhances the 
customer journey, and ensures that every interaction is meaningful. 
By using these solutions, brands can deliver personalized, impactful 
experiences that resonate with consumers and build long-term 
loyalty.

Diverse MarTech solutions for 
amplifying consumer experiences
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In today's dynamic market, the ability to personalize customer 
experiences is a powerful differentiator. However, transforming 
data into actionable strategies while ensuring data privacy and 
security remains a critical challenge. Understanding the nuanced 
preferences and expectations that drive customer satisfaction is 
just the beginning.



To truly unlock the potential of your marketing efforts, it's essential 
to bridge the gap between data and execution with a thoughtful 
blend of technology, insights, and a commitment to data privacy. 
Trusted data management and adherence to regulations like 
GDPR and CCPA are crucial for building and maintaining customer 
trust. By focusing on the unique needs of different consumer 
segments and implementing secure, targeted personalization 
strategies, brands can create lasting connections with their 
customers.

Conclusion: 

Bridging the gap between 
data and personalization
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Ready to take your personalization 
game to the next level while 

keeping your customers’ trust 
front and center?



 theorem.digital/lets-talk/

Reach out to Theorem today to explore how our trusted 
data management and cutting-edge MarTech solutions 
can help you create personalized experiences that truly 
resonate, drive loyalty, and fuel growth.

Let’s talk!
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