Ibrahim
Thank you very much for coming and also participating the data collection. So my first question will be, in what way has your purchasing habit evolved due to the emergence of digital retail platforms?

Participant
So I never really liked shopping. I wasn't someone that liked shopping in shops. I don't particularly like other people being in white and doing stuff. I don't particularly like if I'm gonna go and buy a TV or go into a shop like Curry's and the stuff immediately, like the moment you walk through the door, take my time so, and I'm also generally depending upon the product, I can take a long time over deciding on stuff, so I will see. So for me, it's been a it's been a godsend. It's been great. And I in my personal life, I use, I can't remember last time
that I went into the supermarket, or even, like a clothes shop, or that I do almost everyone died for my business. I used to have to because I built PCs, repaired PCs and stuff, and software I used to have to have keep relationships with companies, order PC cases from them, phone them up, deal with that. Nowadays I've gone to just in time delivery. So I generally just use Amazon or maybe a couple specialist retailers, and I just in time, someone brings me an issue, a problem with Amazon, for instance, small parts can sometimes be delivered same day, so I can see a thing in the morning, and by tea time, I've got the part ready to replace it. So I've made a complete, almost a complete, jump to digital. Yeah, thank you.

Ibrahim 
What aspects influence your choice to purchase online instead of in store shopping?

Participant
I still do in store for some stuff, and that is generally big, physical things like furniture The family laughs that I need to do the wobble test. I need to walk up to something and give it a shake, you know, somewhere like IKEA, maybe, or somewhere like furniture shop, I need to shake it and sit in it to make sure it's right. But generally other stuff. It's a I will most other stuff I will buy online. And it's about availability. It's about price, it's about delivery time. It's about mand if I know the brand. So that does influence me. If I don't know the brand, I might want to go see but generally speaking, it's also about convenience. I can click and it's there and I don't have to leave the house for it. So that's what generally influences so for instance, to give you an up, I can give you an idea of couple of examples. So I bought some Hi Fi, some, some high end Hi Fi. I could have bought some speakers. I could have bought them online. They were expensive purchase. They were 6000 pound burgers. I could have clicked online with somebody and had them delivered, but I actually went to a store locally to hear them and to touch them, but also to hear them, so that that was a that was some so if I buy Hi Fi, I prefer if I buy Hi Fi below a certain price point, I prefer to go and hear it. If I'm only spending a couple 100 pounds on Hi Fi, I might or even 500 I might just buy sight unseen. And then and take advantage of reviews. If a review says good, I might buy. But Anything over that I want to go and hear it. But for instance, TV I bought. I didn't go to see the TV. I trusted the reviews I'd read. It was a trusted brand. I've had that brand before. It's an iteration, and so I just click and it's there next day. There's two different examples. 
Ibrahim
Thank you. How do you compare products before buying. Do you prefer digital or traditional method?

Participant
So I generally I'd use which for certain stuff, I do have a little bit of a distrust in that. I think maybe which So it's about the people that may be taking them for dinner, and maybe they get more favorable reviews, but generally they're pretty good. So wish you good. I use for like, Hi Fi. I've mentioned I would use magazines, Hi Fi magazines to compare bits and pieces, I tend to be someone that sticks with product brands that I know and I recognize and I know are good in market. I'd rather pay maybe a bit more for a better brand than so it's not always about lowest price. How do generally i Do do quite a bit reading around, so I'll read about product, but for general purpose, you know, like food shopping or that, I don't think I just click I like that. That's what I want. I'll click on it. 
Ibrahim
Thank you. Okay, so next question will be, what digital platforms do you use regularly, and how do they influence your purchase decision? 
Participant
So I predominantly use Amazon I would prefer not to use Amazon at times because I feel that, I feel that they have been detrimental to the High Street, to small shops, because I understand it's great that they have so many products and a key the price and their next day or same day delivery, all that stuff is great, but you are tailored by their their selection and searching algorithms focus on bright baby products that They own under a brand name, like which one anchor I think is one of theirs, and it's just badged up, but so you're pushed towards those. But I also disagree on some levels that with them, because they have grown big by not paying taxes. They're not paying bricks and mortar taxes. They don't have to pay staff in country. They don't have to pay council tax on rent and rates and insurances. And so they can cut price, because they're not just it's easy if you're not paying tax, you can charge less money. And so that's how they become big, and they've pushed other people out the market. So choice has gone. I do despair with a day when there's only Amazon and then what will happen? I don't I do use some specialist platforms for it provision, but predominantly, it's all Amazon. That's Thank you. 
Ibrahim
What are the challenges you face using digital technologies, and how did you respond to it? 
Participant
So I don't generally have any. You know, I'm an early adopter. I work in it, so I'm fairly familiar. I will say that I'm not great with apps. Phone apps, okay? I would prefer, and I do almost all of my shopping from a screen, a PC screen. I would not do it on my phone, okay? Because I think mobile apps are not well designed, yeah, and I think they might be. I think that might be a generational thing. I think younger generation, I I've been brought up with Microsoft, and so the Close button is there, and the do this button is there, and everything's on that top bar. But apps aren't like that, so they are confusing, yeah. And also, if you've got fat fingers, big fingers, people don't always think about sizing widgets and the buttons correctly. You know, they don't make a concerted effort. I see maybe not for myself, but I see this in my father, who is 95 and losing dexterity. He can't operate a modern TV remote. He can't find what he wants to find on the online platform, mail TV. He can't navigate it. He can't find the programs he wants. He could just about do Sky TV, which allowed you to dial channels, put a number in, and that was fine. He could follow that, but to search for a menu on a screen with remote control is beyond you, and I've got a little bit of that. I look for stuff, apps badly designed. I won't use it. I'll go straight to my screen. I also have a general concern all the time about online fault, and so I I generally protect myself with things like multi factor authentication, I'm very choose. I only go to links often that I've typed rather than been recommended to me. So even inside a shop front like Amazon or that, I might not exactly trust that the. Income pressing hasn't been subverted, and it's going to send me out somewhere else. I was very slow to adopt things like PayPal, very, very slow preferring credit card. I prefer cash and then credit card and PayPal. I'm sort of getting used to now, but it takes a little while for me to take that stuff, but that's probably, hopefully answer some of that. 
Ibrahim
Yeah, thank you. Which factors impact your likelihood of adopting new digital technologies?

Participant
I'm a lad. I don't like new stuff. I tend not to. It is those things I've spoken about. It's about its ease of use and its use of a common metaphor and layout and something that's easily discernible for me. I i had so I will say something I have adopted recently is Uber. Okay. I'm a very late comer to Uber. I used Uber in Spain a year ago for the first time ever, and we did a couple journeys, and I've recently used it in America. I I do find it very useful. I find the fact that it will tell me. I find how much I'm going to spend on a trip and where my driver is really, really, I find that really persuasive. But that said this time that I've opened it up, and I haven't opened up for a year, it is now advertising to me in the middle of the in the middle of screen. The information is a little bit at the bottom, top, an advert in the middle and encouraging me to pay to become a premium member. So it goes that that actively discourages me. If I'm, if I'm paying for a service, I shouldn't see adverts. And if I'm, and if I'm using a service and I'm using it regularly, I shouldn't see adverts. You know, I'm already paying the money for stuff. I don't need to give them another revenue stream. So that is, that's what does impact me, if it's easy to use, if it's got what I need, but also if it doesn't discourage me.
Ibrahim
 Thank you. Excellent. What do you think about your generation buying habit and digital engagement in comparison to the younger generation?
Participant
I think that my generation, I think we are likely the first generation who really got into who will do like online shopping. I think we're young enough that in our work, most people in our working experience, we use computers, whereas the generation above us didn't so much, probably much less likely to I think we're also a generation who are the first ones who felt time pressure in our life, much more to work. You know, people working traditional shopping days, working on Saturdays, working on Sundays, and so didn't have as much time. So I think, I think I had my generation as a first to be able to and adopt these practices. I think the younger generation are much more likely to use just digital and some and take advantage of some of the maybe one of the questions might might speak to this as well. But what? A lot of the online purchasing that I see being done by young people involves things like buying clothes for their self, and they'll buy four or five items and without fall, send them back if they don't like them with my, I think my generation, if we buy something in ever we're embarrassed, so we keep it and then we don't know what we've got something in our wardrobe that we'll never wear because we bought you there. We probably only buy one thing and hope it's working. We haven't got that. We haven't got that idea that, Oh no, just send it back. Because for me, that's taking money out of someone's pocket. You know, their profit margin is in the is in the post. If I'm having their plan to receive stuff back, then I'm sort of taking money away from them. And it's incumbent on me to get, to get it right. You know, if I'm gonna buy something, I should buy the right stuff. So I think, I think we probably are. We probably buy stuff less on a win, because we wouldn't send it back. I think we probably spend more time making sure that water brand is correct. And I think I dare say, I think we put my generation probably spends more money on each more money on each item, thinking it's going to last us longer. And I think the generation will just buy stuff. I have never bought something inside a gun. Team or inside a digital like a game item. I've never bought anything like that. I like to and like my music. I like maybe I like to own my TV. I quite like to own. But does that answer it? You think, yeah,

Ibrahim
do you believe digital platforms are aligned with your demographics?

Participant
No, I don't. I think they are. No, I think they're more aligned with, as I mentioned, younger people who have not grown up with necessarily grown up with things like Windows, which sets the way an application should feel, and they are far too quick to rebrand and change for your convenience. We have changed everything, and we've taken stuff away, and I think
one of the things that online platforms will do is they will just shed it, shed stuff. You know, you buy it maybe, maybe not quite related to this, but you'll buy device, like a thermostat for your wall, which uses a digital platform behind it. Only might have it on your wall for a year, and they'll say, Oh no, we're not doing that anymore. We're turning that platform off, and now you've got an expensive piece of of of art on your wall, not a working thermostat. And I think,I think platforms are being blunt. I think that the overall driver is to make profit, not to generate customer loyalty and analyze and once they've got you inside, their overall aim is to try and sell you more and make it difficult for you to disengage. So it's very hard to counsel. If you pay the subscription or your or you've got a free very hard to counsel, and they're an excuse not to provide good customer service. The digital platform, trying to get hold of a human to speak to is all but impossible. They'd rather use the app and then it's not there. So I don't think it's aligned with what my generation expect. We expect to be able to speak to someone on a phone and complain, Oh, congratulations. But generally complain, that's what I think we expect to be able to do, and you can't on a digital platform. You know, banking app, yeah, there's no one you know, almost any app you think of now it's like, you hit chat and it's now an AI bot. Sometimes that's a benefit. That's a that's a good thing over the top, better than the press one for this, press two for that, the AI bots much better. But I don't think it's what my generation want, my generation quite like. For all I said about not liking garden, showing that we quite like to be able to talk to someone. 
Ibrahim
Thank you. Last question, can you provide a specific example where you witness age related differences in digital platform?

Participant
I feel well I've mentioned I've seen people who youngsters who buy clothes, and they'll buy five or six items and just No, no, no, send it back. I know there are, there are companies that five on that. You know that's their business model, buy them, send what you don't want back. I understand that, but I think that's an age related thing. I think that platforms are generally I'm going to say they tend to be. I'm going to rephrase it. There is concern today that products like Facebook, for instance, are specifically designed to entrap young people. And with governments are trying to legislate against the use of face Facebook, because it it, it's addictive. It speaks to parts of the brain. You know, it's almost like programming the human in reverse. So you have to be on Facebook. You have to be doing that. And I think that many young people in younger generations, and probably I'm talking more about teenagers and 20s,
are really bought in and comfortable with that. So a lot of the digital all the digital platforms, in my mind, focus on the same sort of Facebook organization of their product to try and engage with them, whereas all I want as a Gen X is the information. I don't want someone sending me something different. I don't. On being taken off on a route where I can look at that. If I want to know what a car, you know, if I want to buy a car, I want to know how many horses it's got, and I want how many seats it doesn't come with zero, you know, I want the facts. I don't want, I don't want, you know, extras, yeah, and I think so. I don't think they're aligned, and I think they're becoming with each new design methodology, material design, flatten boxes rounded, but I think they become more designed to be whiz bag and attract the younger mind than they are the older generation. Thank you. Thank you very much. That's all. Does that help? 
