
A Shifting Consumer Mindset: How uncertain times 
affect consumer motivations & what advertisers 
can do to adapt

Major world events no doubt impact how consumers think and feel about their purchases. As consumers adapt 
to new realities caused by societal shifts, advertisers are called upon to adapt their strategies in order to remain 
relevant, and have their messages resonate, with their core audiences.

The global health crisis resulting from the COVID-19 pandemic is one event that has affected the way consumers 
prioritize their needs. Here’s what advertisers need to know.

The consumer 
mindset has shifted 
Consumers want to be 
reassured that they will be 
kept safe if they buy your 
product or use your service. 
Brands and advertisers 
can expect that consumers 
will value personal security 
and health resources when 
making purchase decisions. 

What motivators are influencing consumer purchase decisions? 
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of consumers are 
looking to brands to be 
a “safety-net” stepping 
in to fill the gaps in the 
government’s response 

to the virus1.

Safety & Well-Being

• “How does your product help my well-being?”

• “Will your product improve my mental and physical health?”

Seeking Community Connection & Credibility

• “I need information on how my community is faring and when business 
are reopening.”

Economic Strains

• “Is this purchase something I need or want?”

• “Does my budget accommodate the price of this purchase?”
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How can brands gain consumer trust to win more customers?

37%

73%

of consumers have already switched/used a new brand as a result of its innovative or 
compassionate response to the outbreak2.

of marketers have adopted new 
messaging5. Marketers must  stand 
out in an era of derivative messaging. 
Highly impactful and informative 
video-driven experiences can help 
break through the clutter.

Leverage audience insights to focus on 
consumer needs vs wants

Identify consumers’ buying priorities during the 
pandemic to ensure your message reflects newly 
formed interests and impetus for purchase.

Adapt messaging to offer support and 
guidance

75% of consumers believe brands have a 
responsibility to help out during the pandemic 3.

Optimize delivery of your messaging to 
stay relevant as conditions change

84% of consumers want brands to provide tips on 
coping with the pandemic4.
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IT’S A BUYERS’ MARKET 

WITH fewer BUYERS.
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