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You may be questioning the title of this article,
but there is an important reason for using ‘with’.
Commentators say that generation
Z are highly moral, extremely
passionate and technologically
aware.
The parameters for meaningfully
engaging with this group are
unprecedented. You cannot simply
present a message to this
audience;
you
need
to
communicate with them (the title
makes sense now, right!).

Below are 6 lessons that all
modern marketers need to know
when engaging with gen Z.

To paraphrase Batman’s
Bane, ‘older generations
have merely adopted
social media, generation
Z was born in it’.
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Be Mobile Ready.
The smartphone is everything to
generation Z, with a reported 78% of
teens regularly using them to get
online.
Your content needs to be flawless
in terms of mobile optimisation.
You don’t have long to capture this
audience’s attention; you need to
make your first-impression count.

1.

Be Technological.
Technology isn’t a trend for gen Z,
it’s a tool.
Brands that integrate technological
themes within their marketing are
more popular with this generation.
Even if your company isn’t tech
related, you should explore how you
can incorporate digital narratives
into your work. Just think how
popular Stormzy and Post Malone
are!

2.

Embrace new
platforms.
Forget Facebook and Twitter
when it comes to generation Z.
Snapchat and Instagram should be
your focus, with a recent study
finding that an average teenager
will check these platforms over 10
times per day! The study also
found that YouTube has surpassed
TV as the number one source of
entertainment for generation Z,
with over half of respondents
saying they cannot imagine living
without it.
You must adapt your content
according to each of these
platforms, to truly capture the
interest of gen Z.
You need to make the most of
these platforms and adapt your
content accordingly to capture
the interest of gen Z.

3.

Show your
success.
Social-proof is incredibly important
to generation Z, and builds ideas
of authenticity and trust. And
there is no better way of
exemplifying this than
through
user-generated
content and
success stories.
Generation Z prefer branded
content that shows life as it is. To
build a community, share content
that presents the real you, rather
than an idealised version.

4.

Be cool.
There is no getting around the fact
that popular gen Z brands are, quite
simply, cool.
Companies that successfully develop
a
narrative
around
informality,
entrepreneurship
and
societal
progression, tend to gain more
engagement with generation Z. You
need to be innovative and impactful.
As avid supporters of equality and
multiculturalism,
there
is
an
expectation for brands to share in
this generation’s values. Marketers
should try to match these opinions in
their own content, if they want to
develop a loyal following.

5.

Influencers are
there to influence.
Influencers are an extremely
powerful tool for brands. In the
eyes of generation Z, they’re
authorities on what’s new and
trending. They are ‘real’ people
who converse with their peers and
audience in a way that traditional
celebrities have never achieved.
Employing an influencer-based
marketing strategy is a great way
to connect with this group through
a trusted voice.

6.

The take-home
message.
The next generation to hit
global markets will define the
immediate future of consumer
behaviour. Companies need to
adapt their marketing strategies
to truly engage with generation Z.
As more and more companies
wise-up to new styles of
marketing, it will only become
harder to place brands at the
forefront of social media and
online technology.
Companies need to act now, or
they will become indistinguishable
from the deepening digital noise.
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