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Why Thursday’s U.S. CPI report might
kill stock market’s hope of inflation
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The U.S. Consumer Is Starting to Freak Out

The flush savings accounts and cheap credit that helped keep Americans spending at high rates since 2020 are
disappearing
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Pickerington, Ohio, has been visiting multiple grocery stores to look for the best deals. ANDREW SPEAR FOR THE WALL STREET JOURNAL
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The engine of the U.S. economy—consumer spending—is starting to sputter.

Retail purchases have fallen in three of the past four months. Spending on services,

including rent, haircuts and the bulk of bills, was flat in December, after adjusting for

inflation, the worst monthly reading in nearly a vear. Sales of existing homes in the U.S.



FINANCIAL CONSTRAINTS LEAD TO...

Avoidance of Optimization of
Finances Purchases




How do you encourage word-of-
mouth?

Should you offer financial
assistance?

. What types of products or services
; '1','-"‘.",'}!”‘2’3,“ °
. are more likely to be successful?
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How do you encourage word-of-
mouth?

MARKETING TO FINANCIALLY CONSTRAINED
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WORD OF MOUTH
DURING THE GREAT RECESSION

Often Recommend Products Talk About Brands with
and Services to Others Family, Friends, and
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Pre-recession Recession

Colloquy 2008, 2010;



ENCO

\/

You’ve paid $100 for your purchase.

RAGING WORD-OF-MOUT

Tell your friends what you bought Tell your friends you're going

Ei Share on Facebook Kl Share on Facebook
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You're going to laugh your head off.
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Should you offer financial
assistance?
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20% Off Your Purchase,
Every Day

Times are tough. You shouldn't have to worry
about the cost of medicine. That's why we're
offering a new Financial Hardship Discount to
anyone who qualifies for SNAP, SSDI, or SSI.

Simply provide proof of participation in one of
those programs at checkout or pickup and a 20%
discount will be applied to your purchase.

Learn More

Excludes accessories. Cannot be combined with other discounts, with the
exception of Loyalty Rewards. Discount program may be altered or
discontinued at any time.

HarvardCV
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RECESSION DISCOUNT

DETAILS INSIDE
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earned income tax credit

N = 10,000, p < .001.
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Ownership



ENCOURAGING
FINANCIALLY
CONSTRAINED
CONSUMERS TO
USE
“ASSISTANCE”

llAid”/ llHelp” 9 llMoney”

“Apply” = “Claim”

“Loan” = “Line of Credit”
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Introducing Balance Assist™
Apply to borrow up to $500

to help cover unexpected expenses.

Learn more

ACCOUNTS DASHBOARD PRODUCTS




L What types of products or services

. are more likely to be successful?
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FINANCIAL CONSTRAINTS REDUCE
SPENDING OVERALL




xpend your money

on EXPERIENCES not
THINGS



FINANCIALLY CONSTRAINED CONSUMERS
ARE PARTICULARLY LIKELY TO CUT BACK ON
EXPERIENCES

Preference for Material Vs. Experiential
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Sports Equip Buy DVDs Gym Equip Buy Buy Supplies
or Facility or Movie or Gym Instrument or Take
Access Tickets Membership or Take Class
Lessons

u Control ¥ Financial Constraints Tully, Hershfield, & Meyvis 2015



ENCOURAGING INTEREST AMONG THE

FINANC

Honda is the most durable, longest lasting
brand in its class.

ALLY CONSTRAINE

Yet
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That's more than any
other mainstream
brand in the U.S.

by Brendan Dunne
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Nike's Most Durable Tennis Sneaker

Nike debuts the Zoom Cage sequel that's built to last.




Sharma, Tully, & Wang, Fed working paper



NEEDS THREATENED BY INSUFFICIENCY
DIFFER IN SYSTEMATIC WAYS

DUE ELECTRIC
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IMPLICATIONS OF FINANCIAL
CONSTRAINTS ON INTERTEMPORAL
PREFERENCES
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Avoidance of Optimization of
Finances Purchases




Separate requests for word-of-mouth
from the expenditure

Mask the “assistance” component of
assistance through high psychological
ownership language

Budget allocation towards and market
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hank You!

Please send collaboration inquiries,
guestions, or comments to:
tullyste@marshall.usc.edu



