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“In today’s fast-changing world, if you feel you’re in 
control, then you are probably not moving fast enou-
gh. You no longer have the luxury of time. You need 
to leap and grow your wings on the way down”

“This is a generation that doesn’t do waiting or com-
plicated. They are the generation that with one click 
get an Uber car home. They expect everything to 
come to them when they need it. And this behaviour 
gets extrapolated to the rest of their lives - their 
interactions with brands, their relationships, their work 
life. They are the centre of their own world and you 
need to re-learn how to be relevant as a brand”

“This is a generation that no longer values material 
possessions as much as previous ones did. Today it 
is all about the Experience - What you are doing, 
Who you are with, Where you are. This is how 
people self-define today. We have moved from 
a “You Are What You Own” world to a “You Are 
What You Experience” one. Building this Experiential 
Equity has become a key focus for most brands in 
their bid for relevance”

We live in, quite possibly, the most Disruptive 
times of all. While previous social and political 
disruption changed the world, today entire 
economies and businesses are undergoing 
Disruption like never before.

If we believe the hype, every company and 
industry is resourcing for disruption, bending 
rules, breaking moulds and challenging norms. 
Every conference you go to has thought-leaders 
telling you that unless you are disrupting, then 
your business will not survive. Every successful 
start-up in your industry seems to move with 
such speed and flexibility it makes you dizzy. Your 
Twitter feed lists innovative strategy after creative 
adaption. It seems everyone is at it.

But really, Disruption is about being ready for 
it. Ready for the changes it brings and your 
capability to survive those changes. Preparing 
for those changes is difficult – that’s why they call 
it DISRUPTION and not ‘Predictive Change’. This 
speech challenges any business to look at their 
future through the lens of the future consumer 
and ask some big questions.

As Millennials begin to turn 35 and their Gen Z 
counterparts push into their 20’s, consumerism 
is in for a significant step-change. These next 
generations of consumers expect Personalisation 
(I Want it My Way), Authenticity (I Trust My Peer 
Network), Contextual Communication (Talk to Me 
Only with Relevant Benefit) and above all a

Sharable Experiences (Something that Makes 
Me Look Good on Instagram).

Even just taking those four consumer demands 
and you begin to see what every business 
needs to survive – PACE. To stay relevant with 
the ever-changing consumer needs, businesses 
need to learn to Pivot, and to do it fast. To 
change direction and stay relevant. Failing to do 
so will deliver up the next Kodak or Nokia, and 
no one wants to be remembered as that.

In this speech we will look at the social and 
cultural forces digital has brought to humanity, 
and how changes in consumer expectations 
have forever changed the game. Today’s 
consumer expects a frictionless and seamless 
experience at every touch-point, has little 
tolerance for failure but will become a tribal 
brand fan if you get it right.

Disruption is a Positive Force if you harness what 
is happening around you. It is a destructive one 
if you ignore the changing nature of the game. 
Meeting the consumer’s needs has always been 
at the heart of business success. Today it is all 
about consumer centricity. It just makes sense 
to prepare our business models for the next 
generation of needs.
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3 KEY 
LEARNINGS 
FROM THIS TALK

The millennial shoppers blueprint has changed thereby 
impacting on their fundamental behaviours, needs and 
requirements as shoppers. What are the implications for 
your business and what you need to do to survive?

This generation are less interested in buying ‘things’ and far 
more interested in having ‘experiences’. How can we use our 
brands to deliver the kind of life experiences this generation 
expect, and add real value within the new emerging ‘Sharing 
Economy’?

If peer networks have overtaken the brands own voice in 
terms of relevance, how best can we build conversations 
with our target market in the future?
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“Ken’s speech at our Sales Leaders Summit really engaged and challenged 
our senior Sales Directors across a wide variety of sectors. Ken managed 
to deliver a presentation that was extremely relevant, his energetic 
presenting style left everyone feeling equally entertained and eager to 
adopt the learnings which ably supported our theme of “Disruption, 
Innovation, Acceleration”

Ken’s true talent is the tailoring of his content to our audiences. We have 
invited him to speak at several different Red Bull events, and his content 
is always uniquely tailored to that audience and event theme and ‘on the 
money’ with our hot topics. He challenges each of us to think outside 
of the box, and is both an educational and inspirational presenter. His 
keynotes not only posed some tough questions
about the future shape of our industry but he also linked this to the 
emerging consumer forces evident today. He is as entertaining and 
engaging as he is challenging and not to be missed

“Ken’s presentation on the Millennial and Future Consumer and their 
expectations made delegates laugh and cry and laugh again. His 
easy story-telling style meant that delegates were not only engaged 
throughout but also left with some real thought-provoking content. I 
would not hesitate to work with Ken again”

Conor Morris - Executive Chairman, The Sales Institute

Brian Kuz - Global Head of Trade Marketing and Insights at Red Bull

Kristi Kawanna Havener, Events Director, G3 Communications New York

@Joanne Mavridis 
A brilliantly insightful and humorous talk as 
always

@rwbdjr 
Kenhughes Probably the most entertaining 
talk I’ve heard at a conference Ever! Fantastic!

@pablorodsa 
I attended @KenHughesIE lecture on IAB and 
now I feel like his groupie-- literally binging all 
of his blog posts... you should too 

@ChinosLau 
This guy just made an amazing speech. I can 
only define it as  ‘Digital Stand-Up comedy’

@DavidMeadeLive  
Nobody knows consumers better than @
KenHughesIE
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ABOUT 
KEN HUGHES
• World Renowned Consumer & Shopper Behavioralist
• Author of The Blue Dot Consumer
• Keynote Speaker & Playologist

Ken Hughes is now acknowledged as being the world’s leading authority on consumer and 
shopper behavior, internationally renowned for helping his largely blue-chip client base better 
understand the needs of the future consumer. 

With over 17years’ experience as CEO of a consumer insight agency, he blends his understanding 
of consumer psychology, shopper immersion, digital anthropology and retail futurology to 
explore the needs of the new consumer and predict the changes to come.

Ken advises some of the biggest brands in the world on customer experience, omnichannel 
strategy, shopper marketing, retail trends, the millennial and Gen Z shopper and the peer-
to-peer economy. As an accomplished author, TED speaker, university lecturer and actor, his 
performances are not only insightful and thought-provoking but are infamous for their sheer 
energy, entertainment and passion, not to mention his generous Irish wit.

Every year, Ken shares his thought-disrupting insight with tens of thousands of delegates all 
over the world as one of the most popular keynote speakers booked on the international 
conference circuit relating to the future consumer.  

He is regularly voted best speaker at events to which he is invited to speak and believes in 
engaging and delighting event attendees at every opportunity.



Please contact us to book this keynote speech for your event, or to 
find out more about this, or any of the other talks from Ken Hughes. 
We are happy to discuss how this talk might suit your agenda or how 
it could be further tailored for your event, and as always are happy 
to know more about your conference so that we may assist you 
appropriately
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  | www.kenhughes.info

www.kenhughes.info/blog @KenHughesIE www.facebook.com/KenHughesIE @KenHughesIE


