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Research 
Questions 
Explored

• How Do Buyers Articulate Their Problem? 

• What are Their Goals and Challenges?

• Which Solutions Did They Explore?

• Which Requirements Do They Prioritize?

• Why (or Why Not) Did They Choose [client]?

• Where Did They Struggle to Build Internal 

Consensus?

• What Were the Biggest Buying Obstacles and 

Objections?
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Research Approach

Interviews

4 x 30 minute interviews

Status

1 closed-won, 3 closed-lost 

Segments

Retail Media Newbies
Established Retail Media 

Players
Prospective Tech Leaders
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3 Customer Segments

Retail Media 
Newbies

Established
Retail Media Players

(Prospective) Tech Leaders

• Already work with [retailer], [retailer] or 
[retailer]

• At least $20M in media revenues

• Following [retailer]’s and [retailer]’s 
lead

• Sales and ad ops mostly in-house
• Want to build in-house tech

• Still hesitant regarding retail 
media

• Will soon realize there’s no 
way forward without it



 Buyer 
Journeys 

Summarized
By Segment
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Goals, Challenges, Buying Triggers, Requirements 
and Supplier Selection Criteria are similar across 3 
customer segments

Solutions Explored differed across maturity of 
segment

• For example, [retailer] (prospective tech leaders) 
explored build vs buy, but [retailer] (retail media 
newbies) rather chose to investigate other vendors in 
our category.

Consensus Creation challenges also differed across 
segments

• [retailer] built a team and it resulted in too many cooks 
in the kitchen with different opinions on how to do ads 
properly.

• By contrast, [retailer] was more preoccupied with 
creating consensus with the executive team.

Buyer Journey Takeaways
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