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WHY “VALUES” WILL DRIVE FUTURE BUYING BEHAVIOR 
 

CHICAGO, April 2005 – Politicians have latched on to the “values” catchphrase after 
last November’s surprising U.S. election. And, according to a new business book, 
marketers should be following suit.  
 
The Consistent Consumer: Predicting Future Behavior Through Lasting 
Values (Dearborn Trade Publishing, May 2005, hardcover, $25) says that while 
marketers typically rely on research that segments customers according to group 
behaviors (Baby Boomer, Generation X, etc.), they are better served using values-
based systems to position their products and services. 
 
“Traditional market research is based on analyzing past behavior to predict future 
behavior,” says Ken Beller who, along with Steve Weiss and Louis Patler, authored 
The Consistent Consumer. “But past behavior can’t predict future behavior and it 
doesn’t delve into the cultural and historical drivers that shape a generation’s values 
and, ultimately, its buying decisions.”  
 
In The Consistent Consumer Beller and his colleagues present five values-based 
population profiles that readers can use to guide innovation, enhance customer 
loyalty, and influence consumer buying decisions for years to come. The book is rich 
with insights that will help readers brand their products and services at a much 
deeper and more lasting level, suggesting ways to: 

 
• Increase sales by understanding what drives consumer spending  
• Customize messages that motivate groups more effectively  
• Enhance market share by speaking to a generation’s shared values  
• Avoid alienating some groups while inspiring others 

 
With The Consistent Consumer, businesses of all kinds will learn to influence 
consumer behavior for immediate and enduring profit. 
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