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KICK-OFF

OVERVIEW 
Kelton’s Path-to-Purchase process helps brands focus in on the 
critical needs and wants of their consumers. By identifying the 
touchpoints in the shopping process where a business is most 
able to influence a consumer’s decision-making, it provides 
a powerful tool for the ongoing management of the brand’s 
customer experience. Based on the findings of a Path-to-
Purchase analysis, a business is able to refine marketing strategy, 
communications, messaging, spend, and develop bigger brand 
strategies to best optimize the touchpoints and engage the 
consumer at every step of the way.

The output is a poster-sized or digital infographic. These 
visualizations are easy to understand and appealing to look at. As 
a result, they are perfect for sharing across business functions so 
that insights are widely disseminated and quickly operationalized.

Our PATH-TO-PURCHASE frameworks are unique because they 
are each customized per brand, product or issue at hand. Most 
consumer journeys are no longer linear. They can be circular (like 
the one we did for General Mills about how shoppers choose 
frozen food products), or more iterative,  or show the consumer 
being bombarded with large amounts of information that she 
weighs all together as navigates her choices. (like the one we did 
on today’s multichannel marketplace when researching durable 
goods purchases).

PATH-TO-PURCHASE: an analytical framework for mapping key consumer 
touchpoints leading up to the purchase of a product or service, and for 
capturing consumer behaviors and emotions along that path. 

PROJECT EXPERIENCE

THE PROCESS

WHAT WE DO: We customize our projects for our clients depending 
on their research questions. A typical project has 3-phases: 

1. Past Research Review and Synthesis 

2. Online Qualitative SmartCommunityTM  

         and Ethnographic Shopalongs

3. Quantitative Online Survey and Analysis

Target 
Retail 
Cross-category mapping of 
key customer touchpoints

Review Online Survey & Analysis 

This mix of methodologies allows us to collect all of the inputs and create 
a framework for the journey, then test that framework and validate its 
steps, measuring the influence of those various steps on the purchase 
decision.

TYPICAL TIMELINE: From start to finish, a Path-to-vPurchase project 
may take 10-14 weeks. If the client has a lot of past research and/or would 
like more time to explore a multitude of facets to the consumer’s journey, 
it would be wise to plan for more time.

For more information please visit us at keltonglobal.com

PATH-TO-PURCHASE
OUR CAPABILITIES

Viagra
Healthcare 
Understanding the patient 
journey to evolve and respond 
to challenger brands

The Economist
Media
Exploring the multimedia 
journey to drive customer 
acquisition

Coca-Cola
Consumer Packaged Goods 
Understanding the path-to-
purchase and engagement 
across generations

Smart CommunityTM  

and Shopalongs


