
Jose Duarte Provides Insight on How to
Market to Millennials
Costa Rican businessman and entrepreneur provides some important tips on how to successfully
market an eCommerce business to the millennial generation.

SAN JOSE, COSTA RICA, June 17, 2019 /EINPresswire.com/ -- Just the word “Millennials” is
sufficient to create confusion or fear in the minds of even the most experienced marketers.
Regardless of whether millennials are cutting down fast-casual chain restaurants, reclassifying
the very presence of shopping centers, or spending an exorbitant amount of cash on avocado
toast, they seem to frustrate entrepreneurs and entrepreneurs.  However, it doesn’t need to be
that difficult.  Once a marketer understand the millennial segment, it’s much simpler to market
to the group and long-time entrepreneur Jose Duarte sheds some light on how to target 22- to
37-year olds.

The size of the millennial age sector implies that your advertising methodology will depend more
on the normal age of your present clients. This is the reason it's even more critical to know your
market all around, instead of chasing down another segment of clients dependent on their
socioeconomics or spending power alone. 

Explains Duarte, “Search for specific qualities inside your image's center clients—just as in what
you're selling.  For instance, in the event that you possess a top of the line apparel boutique,
chances are you won't have any desire to tailor your advertising informing to 20-year-olds who
can't bear the cost of your products. In case you're selling extraordinary, idiosyncratic mobile
phone cases, you're not going to get huge amounts of requests from individuals who are nearer
to their 40s than their 20s.”

When you have a more grounded comprehension of who your client is inside the more extensive
millennial class, you can begin to target them where they live. For most, this implies finding your
group of consumers through advanced and Internet-based life promoting.  Also, as enticing as it
might sound to make a one-estimate fits all computerized showcasing system for recent college
grads, there's significantly more to it than that. 

It’s also vital to see how your clients are going to your organization's site or professional
resources on Google, Yelp, and other survey locales. The majority of these sites offer
investigation and statistic data, which can enable you to make sense of who's searching out your
organization. Furthermore, you could do more regrettable than setting up Google Analytics for
your organization's page, which will open up a huge amount of client data about how, and even
who, visits your site. 

Nothing appears to be more false than brands that attempt to stay aware of patterns, slang and
the passing crazes of more youthful consumers.  This isn't to propose that you shouldn't make a
voice for your organization that is interesting and fun – the opposite is true.  Asserts Duarte,
“You'll need to build up a personality for your organization. Don't hesitate to create one that
matches the ‘personality’ of the business; however, simply ensure you don't attempt to be
something you're definitely not.  It'll be obvious.” 

Each organization can profit by having a web presence.  In case you're in retail, B2B, or B2C
situations, you'll likely benefit more from a digital-first model.  At the very least, you can enhance
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your physical business by giving clients a chance to purchase on the web.  Best case scenario,
you may even have the option to widen your client base to different areas and states by posting
items on the web and delivering your merchandise at aggressive rates. 

One thing that millennials like is simplicity.   Basic communication, straightforward encounters
and no hassle.  This age went through a portion of its time on earth in the pre-Internet age, so it
recollects what things resembled before the appearance of the web.  Furthermore, having
encountered life when the delights of web-based shopping, banking, and bill paying appeared,
it's difficult to deliberately go through cash with organizations that don't make it easy to
complete a purchase. 

Ultimately, selling to millennials comes down to one principle.  Explains Duarte, “Selling to
millennials means making the process easy.  Establish a few ideal choices for your products,
create an outstanding website and customer service and build an easy-to-use eCommerce
portal.  Millennials want as few steps as possible, and offering this will help you find success.”

About Jose Daniel Duarte 

Jose Duarte is originally from Heredia, Costa Rica.  He has been an entrepreneur and business
owner for more than 20 years, and divides his time between his existing operations and
researching new possibilities in which to invest.  When he's not dedicating time to his businesses,
he spends time with his supporting wife and two children.
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