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We live in an age of perfect information 
where consumers can find out anything 
they like from any source they choose
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And in a world so small that we can 
consult friends and family instantly, 

wherever they are
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90% of young spirit drinkers claim that 
friendsô recommendations are the most 
important factor in their choice of drink
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74% of car purchasers consult 
independent online sources as a first 

port of call
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35% say they would go to the trouble of 
recommending a specific mobile handset 

purchase on - line
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Whilst 57% of 18 -24ôs have personally 
recommended not smoking
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Why does this matter in marketing?



Because advocacy changes behaviouré. 

éand those changes = revenue

LSE have calculated that a 1% increase in 

net advocacy was worth £8.82m in revenue 

Source: LSE study across leading UK brands in 4 sectors
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éand legislation in certain sectors will make 
it increasingly essential 
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Itôs not about talking about the advertising

Itôs not necessarily talking about the event

Itôs a direct recommendation to use a brand
(or behave in a specific way)

What exactly do we mean by 
advocacy?
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