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The Generation Driving Retail Innovation

It’s easy to assume that Generation Z (Gen Z) shoppers, 
more acquainted with technology than millennials, are almost 

exclusively e-commerce customers. 

Profitect, the leading prescriptive analytics provider for 
retail and CPG, surveyed more than 1,000 U.S. Gen Z shoppers 

(ages 18-22) and came to some surprising conclusions.
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would 
rather return 
an item to 
a store than 
return via 
shipment

46% are influenced to purchase 
more goods by in-store browsing

48% identified location convenience 
as a top reason to shop in stores

60% check online 
for product availability 
before going to a 
store to purchase

21% would 
NEVER shop 
at a retailer again 
if an item marked 
"available" online 
was out of stock 
when they got to 
the store

say inaccurate 
online/store 
availability would 
leave them very 
frustrated, 
with a 
negative 
opinion

Nearly half (42%) prefer 
to shop in-stores over online
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Gen Zers want to have a 
positive digital footprint, with 
11% more likely to give more 
positive reviews than negative
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87%

add more items to their 
shopping basket based on 
their feelings at the time

are influenced to add to their 
carts by in-store and online 
advertisements

consider exchanging returned 
items for something new

GEN ZERS ARE VOCAL 
ABOUT EXPERIENCES

 Loved it!

SALE!

ON-SHELF AVAILABILITY 
IS THE KEY TO ENSURE 

BRAND LOYALTY 

GEN ZERS VALUE 
IN-STORE SHOPPING

of Gen Zers 
leave online 
reviews

Nearly half of Gen Z (44%) have worked in retail or grocery

65% of those who worked in retail or grocery work with reports

40% claim the reports they receive are too long and time consuming

An additional 60% found the reports they receive are irrelevant or overly complex

To learn more about prescriptive analytics and how it can improve sales for retail, CPG, and grocery, 
visit www.profitect.com. 

The survey that produced all statistics in this infographic was commissioned by Profitect Inc., the leading prescriptive analytics provider for the 
retail and CPG industries. The survey gathered opinions from more than 1,000 U.S. Generation Z (Gen Z) shoppers (ages 18-22). 

https://www.profitect.com/
https://www.profitect.com/
https://twitter.com/Profitect
https://www.linkedin.com/company/profitect-inc-/

