2020 Vision – speaker notes 
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Unfogging the future

Finger in the air, inexact

Basing predictions on what's happening now
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The grey shaded area on the graph represents the age profile of the population as it is now and the pink line shows the expected shift in profile by 2013. 

Going Up:

- Baby Boomers, their children and their grandchildren. 

· those aged over 65

Going Down:

· teenagers

· 35-44 year olds
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More ‘family formers’ (+ more working parents) = demand for childcare

More single parent households and family formers = more demand for suitable housing (assuming credit available)
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Still feeling quite young and healthy at retirement + state pension age changes + opposition to mandatory retirement at 65 = longer working lives

 Increased life expectancy = large number of very elderly people by 2013. Their health, retirement and care needs will contribute to a 7.9% growth in the population of carers – and of working adults caring for elderly relatives.
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If there was no change in the state pension age, by 2033 we could have on person of state pension age for every 2.2 people of working age (source: ONS)

· Over 55s = young elderly

· Relatively wealthy, sophisticated and youthful

· In our heads we’re all 25

· Individuals not a group

· Pro age not anti age
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Also don’t forget the ‘Digitally Disconnected’ – according to UK Government’s Digital Inclusion Task Force, at present there are at least 10 million adults in the UK who have never been online 
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Multiple screens & chips in every home – average for my co-workers is 10 screens, 9 remotes & 6 ‘computers’ at home (stats thanks to Paul Mallett)

In April 08, 47% of web users were simultaneously watching TV and surfing the internet at least once a day (IAB 04/08)

Permanently connected web becoming integral part of human life
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Increasing number of sets per household – note scale hides massive growth in recent years – 8% growth ‘05 – ‘09 vs. 5% ‘00 – ‘05
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“Technology changes, but people stay the same” (Andrew Hovells)
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Dunbar’s Number (or the 150 rule)

theoretical cognitive limit to the number of people with whom one can maintain stable social relationships (in which an individual knows who each person is, and how each person relates to every other person)

My job + friends + family + digital friends = 350ish (and growing)

How will we manage our increasingly extended digital relationships?
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Taken from the crowdsourced ‘a Presentation About Community, By The Community’ at  http://neilperkin.typepad.com/only_dead_fish/2009/02/a-presentation-about-community-by-the-community-.html
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Next evolution of social networks is for them to have a purpose - social shopping

‘Me-tail’ – hybrid between media and retail 

Team buying – buyers group together to haggle on price of various products

ASOS Life
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Last 10 years of online retail have enjoyed growth at 37% YoY
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Cross channel purchasing on increase, with consumers using a variety of channels for a single purchase
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Pledge music – premium fan packages from independent artists.  "If an artist has 5,000 fans willing to spend £ 40 on them every year, they can have a long career," says Tina Dico's manager, Jonathan Morley (Sunday Times, 08/11/09)

My Innocent Christmas Trees from Innocent drinks – been getting xmas gifts from them for the last 5 years for being an early online evangelist.
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want it all’ and ‘want it now’.  Mail order = see it today, wear it tomorrow.

Nowism – experiences (not things), online (twitter, google wave), real time search, spending more to save time

Energy drinks – and relaxing sodas, dancing on ice live, popup retail

Happy feet on demand

Rollasoles - £5 shoe vending in nightclubs for sore feet – even get a bag to take your heels home in
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‘Questioning people’s moral norms while trying to sell to them will only create a highly sensitive, frustrated and alienated consumer’ (WGSN)

Hard core vs. middle market who care about issues but stop at letting them limit choices and desires

Reduced trust in business and corporations

Easy access to info via web – nowhere to hide

Encouraging more companies to adopt a more socially positive strategy in order to recover their position
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Waitrose Community Matters - £1K per store to local communities each month, divided up based on customer votes

Tom’s Shoes, www.tomsshoes.com – one for one shoes
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Genuine service – NOT ‘have a nice day’

Lauren Luke – youtube makeup advice sensation

Hyatt Random Acts of Generosity – empowering staff to reward customers
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Using technology to distribute crafts

Etsy – making it easy for niche players to distribute one off and handcrafted items
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Howies handmedown jacket (and rucksack)

10 year guarantee – but £400

The answer is real simple: to consume less as a consumer; to make a better designed product as a manufacturer 

More info: http://hmd.howies.co.uk/ 
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Burberry street style ‘art of the trench’ celebration
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Value hugely important at the moment, other factors should resurface as economy picks up.
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Cutting out the middleman / closer to the producer:

     - box schemes

     - farmers markets

     - micro farms
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See his presentation at http://thefischbowl.blogspot.com/2006/08/did-you-know.html

