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The Affluent Audience™ is evolving, and with it comes a wave
of new opportunities for independent appliance dealers who
are prepared to adapt. At AffluentBridge™ we are dedicated
to helping you stay ahead of the curve with data-driven insights
that give you a competitive edge.

I'm pleased to introduce the 2025 State of the Affluent
Audience Report, a comprehensive analysis of the shifting
behaviors, preferences, and purchasing trends shaping the luxury
market. This year’s findings reveal that the demand for premium
and luxury appliances remains strong, driven by consumers

who prioritize exceptional experiences, seamless convenience,
and brand trust.

With more than 25 million millionaires in the U.S. and the

Mass Affluent segment making up 26% of American households,
the opportunity for independent dealers has never been greater.
While these consumers have long valued quality and prestige,
they are increasingly drawn to brands that align with their values,
embrace innovation, and offer personalized, high-touch service.

Despite economic fluctuations, experts predict continued strength
in the home remodeling sector, fueling demand for high-end
appliances. Independent dealers who refine their marketing and CX
strategies, build stronger relationships with builders and designers,
and invest in forward-thinking processes will be positioned to
attract and retain this valuable audience.

This report is designed to provide the insights you need to shape
your strategy and drive smarter growth for your business. | invite
you to explore the full report and discover how you can capitalize

on these trends to establish your showroom as the preferred
choice for the Affluent Audience.

Respectfully,

CHRIS RILEY

Founder & CEO
AffluentBridge




STATE OF THE AFFLUENT AUDIENCE

The Affluent Audience is evolving, creating new opportunities

for premium and luxury appliance dealers. AffluentBridge analyzes

and interprets this influential consumer segment'’s behaviors, preferences,

and purchasing trends. Our latest State of the Affluent Audience Report delivers
exclusive, data-driven insights to help dealers navigate this dynamic market and position

their businesses for success.

KEY FINDINGS

> The Affluent Audience includes Mass Affluent
Consumers (26% of U.S. households)
and High-Net-Worth Individuals (HNWIs)
(10% of U.S. households).

> These consumers prioritize quality,
convenience, and personalized experiences
in high-end purchases.

> Emerging consumer profiles include HENRYs
(High Earners, Not Rich Yet), Experiential
Consumers, and She-Elites—each with
distinct preferences and motivations.

Experiential Shopping: 86% of HNWIs and
76% of Mass Affluent consumers are willing
to pay more for exceptional experiences.

Brand Trust & Innovation: While brand loyalty
remains, many Affluent Consumers explore new
brands if quality and innovation are evident.

Convenience is King: Nearly 50% of Mass
Affluent and 60% of HNWIs prioritize seamless,
high-touch shopping experiences.

Shared Values: Nearly 50% of Mass Affluent
consumers prefer brands that align with their
personal values.
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MARKET OUTLOOK: INDUSTRY FORECAST:

CAUTIOUSLY OPTIMISTIC POSITIONED FOR GROWTH

> Experts predict continued growth in the » The major household appliance category
home remodeling sector, driving demand is expected to grow by 4.4% between 2025
for premium and luxury appliances. and 2028.

»> The Affluent Audience remains resilient > Smart appliances are gaining traction,
despite economic fluctuations, making with 40% of U.S. homes currently owning
them a stable customer base for high-end at least one, a figure projected to grow by 10%.

appliance dealers.

> Sustainability is a key driver, as eco-
> Key focus areas for independent dealers in conscious consumers seek energy-efficient
2025 include: and responsibly manufactured appliances.

» Strengthening Affluent Audience

Marketing: Enhancing brand engagement > While in-store shopping remains dominant
with targeted strategies. (two-thirds of all appliance purchases),
20% of sales occur online, with an additional
» Diversifying Revenue Streams: Expanding 13% of consumers buying online and picking
partnerships with builders and designers to up in-store.
increase sales channels.
» Leveraging Technology: Investing in digital THE OPPORTUNITY FOR
tools and data-driven marketing to enhance APPLIANCE DEALERS

customer engagement and retention.
The Affluent Audience is growing and evolving,

offering significant opportunities for premium
and luxury appliance dealers. By aligning with
their values, offering exceptional experiences,
and leveraging the latest industry trends,
independent appliance dealers can position
themselves as the preferred choice for
high-end consumers.




STATE OF THE AFFLUENT
AUDIENCE REPORT

AN EXCLUSIVE DATA-DRIVEN
LOOK AT THE EMERGING TRENDS
IN THE AFFLUENT AUDIENCE




UNDERSTANDING
THE AFFLUENT AUDIENCE
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When it comes to shopping, as you'd expect, the
Affluent Audience seeks a bespoke and customized
experience. Whether perusing items via invite-only
in-store events or utilizing a personal concierge, their
purchasing journey is unique. Additionally, the Affluent
Audience ranks quality at the top of their must-have
list. While they may be brand-conscious, they're also
trendsetters and tastemakers, and if a brand is lesser
known but of premier quality, they may be willing

to take a chance.

The Affluent Audience seeks a handful

of qualities in a shopping experience.

Below, we share several key components

and some thought-provoking questions

to help you assess the experience you offer
your Affluent Audience. Understanding what
they look for is essential in providing a shopping
experience that attracts new customers and
retains them for life



According to RetailDive.com, 86% of HNWIs and
76% of Mass Affluent people say they would pay
more for what they consider to be a valuable
experience.

As the saying goes, time is money, and Affluent
Consumers are looking for an enjoyable but
efficient, turnkey shopping experience. In fact,
nearly 50% of the mass affluent and almost 60%
of the HNWI are willing to pay for convenience
and an easy experience from start to finish.

The Affluent Audience wants to feel confident
they're spending their money on high-ticket
items at businesses that share their values.
Nearly 50% of the Mass Affluent Audience
says they prefer shopping at stores that
reflect their values.
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While it's likely not just the Affluent Consumer
who wants to feel valued in your store, it's
essential to consider that those paying for
premium or luxury appliances — and a suite of
them, no less — will be spending significantly
more than the average consumer. Ensuring they're
satisfied with the shopping journey — from

first impression to when the final installation
professional leaves — is imperative.
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As we look to the economy to guide our financial decisions and recommendations, key indicators suggest that
2025 is trending upward, with experts predicting continued, although perhaps volatile, stock market growth.

Analysts anticipate growth in the home remodeling space, which bodes well for the premium and luxury
appliance industry.

While the average consumer experiences the economic swings more dramatically, it's the Affluent Audience that

is traditionally most equipped to weather the storms. Their long-term investments are the foundation for their
' stability, which bodes well for your industry’s resilience.

Based on our research, we recommend premium and luxury appliance

i dealers focus on the following key strategies in order to navigate this
year successfully:

The Affluent Audience
is consistently engaged in purchasing. By integrating a targeted
% strategy for this particular consumer segment, there will be a steadily
' increasing brand awareness and interest in your goods and services.

By balancing your investment
in your retail business and your builder and designer relationships,
you ensure both sides of the coin are appropriately engaged.

{' h ey As technology is constantly evolving,
' i i staying on top of the latest innovations and iterations can provide
: 4 a high-level view of leveraging the latest tech for maximum efficiency
[ = -";““ and results.
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When you think of an Affluent Consumer, your mind likely envisions the classic millionaire. And while
millionaire status is indeed impressive, it's not quite as unique as in years past. According to CBS News, in
2005, 8.3 million American households had a net worth of $1 million or more. Comparatively, according to
RamseySolutions.com, there are nearly 24.5 million American households with a net worth of $1 million

or more today. That's a nearly 200% increase over 20 years.

While we have two key groups of the Affluent Audience (Mass Affluent and HNWIs and their sub-niches),
several different consumer profiles comprise them. Here's a brief glimpse at the qualities that
are common within each, as well as those that set them apart.
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Luxonomy.net cites six types of luxury consumers:

TRADITIONAL MILLIONAIRES

> Typically age 50 or older
> Trust classic brands

> Value exclusivity, quality,
and personalized in-store experiences

THE NEW RICH

> Typically between 30-50 years old
> Lean toward modern or exclusive brands

> Value convenience and innovation

STATUS-CONSCIOUS CONSUMERS

> Ages vary
> Look for products that exude luxury and status

> Prefer more exclusive, global luxury brands

EXPERIENTIAL CONSUMERS

> Typically between 30-60 years old

> Look for unforgettable and one-of-a-kind
experiences over tangible products
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> Typically 25-40 years old

> Look for luxury brands at a good value
(accessible luxury)

> Spend wisely, valuing quality and durability
over all else

> Typically between 20-40 years old
> Prefer brands that reflect their personal values

> Prefer digital experiences that are immersive
in nature
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Both Mansion Global and | —
Coldwell Banker Global Luxury

forecast an additional group that's both

emerging and not to be overlooked:

> Women with a net worth of $5 million or more
own 15.2% of luxury real estate in the U.S.

> According to Luxury Portfolio, women make up
54% of luxury homeowners who are younger
than 35 years.

> Of the Coldwell Report’s luxury property
specialists surveyed, 94.5% said women either
share in the home-buying decision-making
or are the sole decision-makers.

> SINKs (Single Women With No Kids) are also
on the rise.
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We have good news, and we have great news. Good news first: According to The Farnsworth Group, a
custom market research group, the major household appliance category is poised for healthy growth of
approximately 4.4% between 2025 and 2028. Now for the great news: This is an incredible opportunity for
premium and luxury appliance dealers to capture your audience segment through innovative marketing
and thoughtful planning.

With a positive outlook on the appliance industry as a whole, let’s dig a little deeper into what data shows
your clients are looking for in the year ahead.




SMART APPLIANCES:

SUSTAINABLE,
ECO-FRIENDLY APPLIANCES:




NEW BRAND CONSIDERATION:

IN-STORE VS. ONLINE:




SOURCES

CBS News

(2005). More American Millionaires Than Ever.

Retrieved from
https://www.cbsnews.com/news/more-american-millionaires-than-ever/

Coldwell Banker Global Luxury

(2025). The Trend Report 2025.

Retrieved from
https://www.coldwellbankerluxury.com/editorial/the-trend-report-2025

Cognitive Market Research

(2024). Luxury Kitchen Appliances Market Report 2025 (Global Edition).

Retrieved from
https://www.cognitivemarketresearch.com/luxury-kitchen-appliances-market-report

The Farnsworth Group

(2024). 7 Reasons Why the Major Home Appliance Market is Forecasted to Grow between 2025 and 2028.
Retrieved from

https://www.thefarnsworthgroup.com/blog/major-home-appliance-market

Home Improvement Research Institute
(2024). Home Improvement Retail Selector Study.
Retrieved from
https://www.hiri.org/research/retail-selector-study

Luxonomy.net

(2024). The 6 Types of Luxury Consumers Today.

Retrieved from
https://luxonomy.net/the-6-types-of-luxury-consumers-today/

Luxury Portfolio

(2023). Women account for 54pc of luxury homeowners under 35: SOLRE report.

Retrieved from
https://www.luxuryportfolio.com/blog/women-account-for-54pc-of-luxury-homeowners-under-35-solre-report/

Mansion Global

(2025). More First-Time Buyers Are Seeking Luxury Homes, Agents Say.

Retrieved from
https://www.mansionglobal.com/articles/more-first-time-buyers-are-seeking-luxury-homes-agents-say-f7294d0a

RamseySolutions.com

(2024). How Many Millionaires Are There in the U.S.? A Look at the Statistics
Retrieved from
https://www.ramseysolutions.com/retirement/how-many-millionaires-in-us

Retail Dive

5 strategies to attract the affluent shopper.

Retrieved from
https://www.retaildive.com/ex/mobilecommercedaily/5-strategies-to-attract-the-affluent-shopper

SmartAsset.com

(2024). What Constitutes a High-Net-Worth Individual?

Retrieved from
https://smartasset.com/financial-advisor/what-constitutes-a-high-net-worth-individual

Yahoo Finance

(2024). Mass Affluent vs. High-Net-Worth: Which Status Comes Out on Top?
Retrieved from
https://finance.yahoo.com/news/better-mass-affluent-high-net-144759297.html

18 Copyright © 2025. All Rights Reserved.




. T

YR

b i

ABOUT
AFFLUENTBRIDGE

19



AEFLUENT;I'



