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Lisa Johnson : Mind Your X's and Y's: Satisfying the 10 Cravings of a New Generation of Consumers  before 
purchasing it in order to gage whether or not it would be worth my time, and all praised Mind Your X's and Y's: 
Satisfying the 10 Cravings of a New Generation of Consumers: 

11 of 11 people found the following review helpful. A book that hits you where you live and shows you step by step 
how to influence one of the biggest markets in the nation todayBy Dave LakhaniI loved this book, it is one of the best 
that I've read this year.This is an important book because it gives you a clear, step by step roadmap for influencing and 
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persuading one of the most fickle (and over marketed) consumer groups of our era, those consumers between 18 - 
40.The author goes into exacting detail about how this market consumes information and how you can create messages 
that resonate with them and stick. She also tells you what doesn't work (I cringed several times as I recognized 
mistakes that I made).If you are in this age range you'll find this book one of the most refreshing you've ever read 
because it will describe you and how you consume information (I know it did for me) and it will help you make the 
transition between the kind of marketer you are today and one that can be even more effective.This book is a 
guidebook, a roadmap and a manifesto. Grab this book today, even if your market it older, one of the things that the 
author didn't cover is how much more like 18 - 40 year olds older generations are becoming in their consumption of 
information and their resistance to advertising. Most of the information in this book applies to anyone who is active in 
today's world regardless of their age.I wish I could give this book more than 5 stars.Dave LakhaniAuthor: Persuasion: 
The Art of Getting What You Want and The Power of an Hour: Business and Life Mastery in One Hour a Week0 of 1 
people found the following review helpful. Johnson hits the markBy Timothy J. KindlerGen X Gen Y are terms often 
bantered about. That said, most would find it difficult to define the age range for each cohort or specify any key 
characteristics or traits that make each unique. As the buying power of these two cohorts continues to grow, it is past 
time for marketers to delve into the realm of the X's and Y's. In Mind Your X's and Y's, Lisa Johnson attempts to 
provide some insight into what makes these two groups tick and how that drives how they spend their time and money. 
Johnson's book is outlines 10 consumer cravings, dedicating a chapter to each, providing case studies and suggestions 
on how to get started addressing each issue. Underlying each of the ten consumer cravings are five essential criteria 
(experience, transparency, reinvention, connection, and expression). Overall, Johnson's work hits the mark. Although 
at times the presentation seems to be too anecdotal and insufficiently scientific, Johnson provides solid insight into 
what is driving these two cohorts, especially for those Boomers who are left to scratch their collective heads in 
bewilderment at the two age cohorts that follow them. This is a quick read that should be on the reading list of those 
doing marketing, new product design and even research development.0 of 0 people found the following review 
helpful. Marketing teacher loved itBy Lorna Fast Buffalo HorseTeacher no longer at school - I do recall the teacher 
being excited about this book.I do know that books came in great condition and in time frame promised.

Today's 18-to-40-year-olds make for a notoriously elusive group of consumers: they're savvy, sophisticated, and 
particular. They're all but immune to traditional advertising and have an instinctive sense of quality and fair pricing. 
Inundated with choices, they are drawn to brands that satisfy not just what they need, but what they crave. At the same 
time, these consumers are spending money like it's going out of style. Generation X has firmly refuted its slacker 
reputation and is nearing the height of its earning potential. Generation Y has more buying power than any previous 
generation of teens and twentysomethings. But how to win their attention and loyalty? In Mind Your X's and Y's, Lisa 
Johnson proves that the buying habits of 18-to-40-year-olds can be anticipated. Johnson, coauthor of Don't Think Pink 
and a leading marketing consultant, pinpoints the new rules of engagement for this Connected Generation. Based on 
her own and others' groundbreaking research, she looks into the heart of the Gen X and Y psyche to identify its ten 
core cravings -- for adventure, for high-concept design, for new families and social networks, and for personal 
storytelling, to name a few. This revolutionary book is packed with fascinating case studies of established and 
breakaway brands from every major industry, interviews with dozens of maverick thinkers and hundreds of 
consumers, and numerous revealing statistics. Johnson analyzes the scope of each craving to determine how it drives 
specific buying behaviors and offers relevant data that illustrate its impact. Mind Your X's and Y's equips anyone who 
wants to reach these consumers -- brand managers and their advertising, online, creative, packaging, events, and 
promotions teams; small-business owners and their marketing staff; advertising agencies and specialists -- with the 
know-how to transform market research into profitable strategies. Members of Generations X and Y are the most 
coveted and hard-to-reach consumers in the marketplace. Mind Your X's and Y's is a master class in how to create 
compelling brands for this Connected Generation.

From Publishers WeeklyFor those who want to know what the wired generations want to consume and experience, this 
book provides plenty of insights. CEO of marketing consultancy ReachWomen, Johnson clearly knows her topic, 
providing many examples of brands that have appealed to the desire for personalization, adventure, high concept 
design, loose family and social networks, spirituality and five other core "cravings" of 18- to 40-year-olds. Each 
chapter is also sprinkled with case studies to illustrate marketing success stories, ending in workbook sections with 
exercises that will help readers apply the advice in each chapter. In fact, readers would do well to read this book close 
to a computer or keep a pen at hand to jot down URLs. The volume of information is at once its strength and 
shortcoming: 10 chapters deliver on the subtitle's promise, but the information can be overwhelming. Fortunately, the 
author addresses that concern in the book's conclusion, where she outlines some ways to put new ideas to work within 
an organization. (Sept.) Copyright copy; Reed Business Information, a division of Reed Elsevier Inc. All rights 
reserved.From BooklistAs baby boomers move past their peak spending years and begin to move toward retirement, 
marketers are focusing their attention on a new generation of consumers. Generation X (1965-79) and Generation Y 



(1980-97) are technology-fluent individuals who have embraced cell phones, BlackBerries, e-mail, and text 
messaging, but they have also been so inundated with advertising that they are cynical and difficult to reach. Johnson, 
CEO and cofounder of the Reach Group, is an award-winning marketer and expert on Gen X Y and female consumers. 
She notes that as Gen X Y have come into dominance in the marketplace, immersed in highly networked, "always on" 
gadgets and technologies, they have emerged as the "Connected Generation." Johnson identifies 10 core "cravings" 
that drive these consumers to connect with and buy products, and she highlights the challenges in reaching this group 
with real-world success stories such as the Motorola Razr, Chipotle Mexican Grill, Target, and Red Bull Energy 
Drink. The result is effective as both a marketing workbook and a study of social trends. David SiegfriedCopyright 
copy; American Library Association. All rights reserved "Mind Your X's and Y's is a captivating read from start to 
end. This fascinating book reads like a novel, and is hard to put down once you start reading. The case studies are 
informative and interesting, covering some of the best-known companies in the world, large and small. Any 
corporation marketing toward the X and Y generations will greatly benefit from Johnson's book." -- Martin Lindstrom, 
brand futurist and author of BRANDchild and BRAND sense 


