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TODAY’S NEW FAN
THE LANDSCAPE OF THE FAN IS CHANGING
Millennials are officially the biggest consumer group in our economy, meaning sales teams and marketers
need to take notice of their buying power and focus their efforts on appealing to their buying habits,
behaviors and desires. These “new fans” are looking for access over ownership, and value flexibility in
choosing how and when they attend events. This means a change in the way fans are consuming and
engaging with brands and their products and services.
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There are roughly 1.8 billion
millennials, accounting for a
quarter of the world’s population.1

By 2020, 1 in 3 adults in the
United States will fall within
the millennial category.3
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$200B
In the US alone, there are 83 million
millennials, attributing to $200 billion
in annual buying power. 3
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EMOTIONS, EVENTS, EXPERIENCE
Ranging from 18-35, millennials are the driving force
behind the "subscription economy," valuing the
ability to have access to events and being able to
make decisions at the last minute. Millennials are
also more likely to participate in the sharing
economy (just think Uber or Lyft) with 53%
indicating they are likely to partake in a car-sharing
service, according to Zipcar. With less focus on
ownership and more on access, Millennials are
participating and spending dollars in a different
way. They are no longer purchasing a product, but
seeking an outcome.

Acquiring things no longer
dictates your class or status in
life, so millennials are simply
enjoying experiences over
things and access over
ownership.7
- Blake Morgan

Customer Experience Futurist

Millennials are also the least frequent in-store
shoppers, the most responsive to online shopping
opportunities and recommendations from friends and family, and are motivated by seamless shopping
experiences. They are keen on spending their dollars on experiences because they value the
emotional benefits that come from them. In fact, in a study done by Eventbrite/Harris Study, 78% of
millennials surveyed said they would rather spend money on experiences than things.2
There are four primary emotional need states that
drive experience seekers, usually unconsciously,
to attend live events.5

Belonging
A shared mindset, passion,
interest, or acceptance as a
natural member of a group.

Enrichment
Personal growth that comes
from discovering something
new and deeper knowledge.

THE
MILLENNIAL

Identity
Qualities, beliefs, values,
and traditions that make
people diﬀerent from others.

Release
Escape from daily life, stress,
and demands; desire for
experiences and simple fun.

92%
of millennials have
active subscription services.6
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FAN BEHAVIOR
INSTANT + LAST MINUTE
With millennials valuing experiences over things, they are spending their money on concert tickets, sporting
events, festivals, and other experiential activities. But, what are the actual behaviors influencing those purchasing
decisions? Well, 52% of millennials are more likely to make a last-minute impulse purchase than any other
generation.4 Part of the "experience" for these fans is the buying process. Having the ability to decide at the click
of a button is an important benefit to this generation, as they are used to instant gratification from an on-the-fly
decision.

MOTIVATORS

VALUE

ATMOSPHERE

COMMUNITY

The average college student
graduates with $10-30k in
student loan debt, hindering the
ability to afford big ticket items.5

Sports fans ranked atmosphere
and excitement 24 points higher
than any other reason as to what
makes them most excited about
attending live events.5

Younger fans care less about
team spirit and more about
meeting and connecting with
new people.5

Events and experiences give millennials opportunities to meet new people and connect
with their friends, only furthering their desire for these types of social gatherings.
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FLEXIBILITY IS KEY
Seeking the memories and emotional benefits from
events, millennials are looking to try new experiences.
Having flexible options gives fans a chance to attend
events in a variety of ways, and can also personalize the
experience for themselves. Having those options at the
tap of a button allows these fans to have better control
over their decision making and offers ease in
purchasing.
“One of the biggest reasons why subscription services
are so appealing to millennials has to do with the fact

FAN DESIRES

that ownership is no longer a necessity to the younger
generation… Millennials place strong emphasis on
flexibility and mobility and need access whenever,
wherever.”11

Subscriptions cater to fans who crave flexibility and access. 2 out of 5 millennials, who are significantly more
mobile, will feel anxious without their smart phones.
“Because we (millennials) are so heavily reliant on our smart devices, we want to conveniently use services that
work on them.” In fact, 72% of interviewed millennials want to be connected across all devices. As a result, they
gravitate towards subscription services such as Spotify and YouTube that provide on-the-go access and syncing
across all smart devices.11 This desire for ease and control is a major factor in why the subscription economy is
booming for this generation.

“Flexibility is a benefit. It gives the option to change objectives
on the spot and adjust the game plan…”8
- Chuck Longanecker
Founder of Digital Telepathy

PUT FLEXIBILITY TO WORK FOR YOU
Subscription ticketing gives millennials exactly what they desire with more options that can easily be added on to
existing ticketing structures.
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FEWER DECISIONS
FOR FANS

BENEFITS OF
SUBSCRIPTION
TICKETING

The ease of subscription ticketing takes the
burden off the fan. “The biggest hurdle is
the mental and emotional effort required in
the decision to attend. If the fan doesn't
have to reconsider each time where to sit,
who's playing, and what the weather's
going to be like, the decision to go is much
easier.”10 But it also gives them the
flexibility to attend when it works for them.

SIMPLE
PURCHASING
PROCESS
Subscriptions are typically sold online, the
prime channel that millennials use to make
purchases. By giving them the ability to
purchase and manage subscriptions online or
on a mobile device, you simplify the purchase
process and reduce the associated barriers of
decision making and costs.

VARIETY &
PERSONALIZATION
Ticket subscriptions which offer different
levels of access to seats or services
provide a variety of experiences and
delight for fans. “55% of monthly
subscriptions are curation-based,
meaning people get a ‘continued series
of personalized, high-quality
experiences.’ People—particularly young
people—want surprise and variety.”10

WHAT DOES THIS MEAN FOR YOU?
Subscription ticketing attracts and engages new fans. You can capture and retain those fans’ loyalty
by adapting your offering(s) to appeal to their wants and needs. By meeting them where they are, you
have the opportunity to increase your revenue and pack the house.
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For more information on subscription ticketing,
contact marketing@expapp.com.
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