
1

The Changing Media Landscape

Peggy White 
General Manager, Yahoo! Finance

October 25, 2006



2

The Changing Media Landscape

• Research: Consumer Behavior is Changing

– The Internet has created a shift in the way consumers 
manage their finances

– The financial product purchase process is dramatically 
different with online resources

• Role of Yahoo! Finance as an Information Provider
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Building…

Knowledge
• A clear overview
• Information on 

anything they’re 
interested in

Confidence
• Feel of control
• Acting without 

intermediaries
• DIY mentality

Internet Enables “Hands-On” Management

Source: Selling Money, Yahoo!/OgilvyOne Worldwide. June 2005.
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MONITOR

MANAGE

RESEARCH

BUY

RARE
Maybe once in a lifetime

FREQUENT
Maybe several times per day

Internet Makes Financial Management 
Easier

Source: Selling Money, Yahoo!/OgilvyOne Worldwide. June 2005.
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Online Has Become the Leading 
Channel for Monitoring Mortgages

Checking your 
mortgage balance

Base: All respondents owning the financial product and doing each activity
Then: At the time that you first started using these financial products, what was your primary way of doing the following activities?
Now: What is your primary way of doing these activities now?

MONITOR

Source: Selling Money research, conducted by Forrester Research and Flamingo 
International.  Commissioned by Yahoo! Inc. and OgilvyOne Worldwide.  June 2005.  
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Consumers are Turning to the Online 
Channel to Manage Their Mortgages

Making your 
mortgage payment

Base: All respondents owning the financial product and doing each activity
Then: At the time that you first started using these financial products, what was your primary way of doing the following activities?
Now: What is your primary way of doing these activities now?

MANAGE
Managing or changing 
account information

Then

Source: Selling Money research, conducted by Forrester Research and Flamingo 
International.  Commissioned by Yahoo! Inc. and OgilvyOne Worldwide.  June 2005.  

20%

5%

68%

In person By Mail Online

34%

16%

7%

26%

Now

13%

48%

28%

19%
16%

28%

10%

In person By Phone By Mail Online



7

Researching Online has Displaced 
the Reliance on Direct Marketing

Shop for or 
research loans

Base: All respondents owning the financial product and doing each activity
Then: At the time that you first started using these financial products, what was your primary way of doing the following activities?
Now: What is your primary way of doing these activities now?

RESEARCH

Source: Selling Money research, conducted by Forrester Research and Flamingo 
International.  Commissioned by Yahoo! Inc. and OgilvyOne Worldwide.  June 2005.  
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Online Applications Have Increased But 
The Human Touch is Still Strong

Apply for a mortgage

Base: All respondents owning the financial product and doing each activity
Then: At the time that you first started using these financial products, what was your primary way of doing the following activities?
Now: What is your primary way of doing these activities now?

BUY

Source: Selling Money research, conducted by Forrester Research and Flamingo 
International.  Commissioned by Yahoo! Inc. and OgilvyOne Worldwide.  June 2005.  
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The Path to Financial Decisions Isn’t 
What It Used To Be…

The proliferation of information brought about 
by technology has dramatically changed the 
financial purchase process

The Internet has empowered consumers 
becoming the primary source for product 
information

Online, branch and word of mouth are critical
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+ + +

Check Newspaper
for Interest Rates

Check Newspaper
for Interest Rates

Real Estate Agent
Recommendations
Real Estate Agent
Recommendations

Pay Monthly from 
Coupon Book

Pay Monthly from 
Coupon Book

Friend/Family 
Recommendation

Friend/Family 
Recommendation

Selecting a Mortgage:
The Way it Used to be…

http://creative.gettyimages.com/source/Search/51','51','1','
http://creative.gettyimages.com/source/Search/73','13','1','
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+ + +

Check Newspaper
for Interest Rates

Check Newspaper
for Interest Rates

Real Estate Agent
Recommendations
Real Estate Agent
Recommendations

Friend/Family 
Recommendation

Friend/Family 
Recommendation

Customize Home 
Page to Display 

Interest Rates

Customize Home 
Page to Display 

Interest Rates

Check Interest 
Rates Online

Check Interest 
Rates Online

Compare Options
through

Online Lenders

Compare Options
through

Online Lenders

Setup  Payment
through Automatic 
Monthly Withdrawal

Setup  Payment
through Automatic 
Monthly Withdrawal

Selecting a Mortgage:
How it is Now…

http://creative.gettyimages.com/source/Search/51','51','1','
http://creative.gettyimages.com/source/Search/2','2','1','V128
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Risk Tolerant,
Adventurous, Open

To New Ideas

Risk Tolerant,
Adventurous, Open

To New Ideas

Tenacious,
Focused, Driven,

Hardworking,
Independent,
Resourceful

Tenacious,
Focused, Driven,

Hardworking,
Independent,
Resourceful

Decisive, Lucky,
Competent, Instant 

Gratification

Decisive, Lucky,
Competent, Instant 

Gratification

Uncompromising,
Organized, Thrifty,

Patient

Uncompromising,
Organized, Thrifty,

Patient
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Paths Reflect Values And 
Personalities
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Finance Purchases are 
Long & Winding

Source: Long and Winding Road, May 2006
Banking (n=441)

Most Common Path Moderately Common Path Less Common Path

Auto Finance
Quick 
Paths

Winding 
Paths

Long 
Paths

Long & 
Winding 

Paths

RetailCPG
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3 in 5 will do financial 3 in 5 will do financial 
researchresearch before their before their 
purchasepurchase%

Today’s Consumer is Empowered to 
Research

Base: Banking respondents
(n=441)
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Q I agree with the following statements for product/services in general…

Facilitates social shopping

33%

46% 51%

25%
35%

41%

Have posted product
reviews online

Seek advice from others
before deciding what to

buy

Give advice to others
about what to buy

Banking Respondents Total Respondents
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The Changing Media Landscape

• Research: Consumer Behavior is Changing

• Role of Yahoo! Finance as an Information Provider

– Yahoo! Finance Mission

– Content at Yahoo!

• Licensed Content, Original Content, User Generated Content
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Yahoo! Finance

Yahoo Finance Mission

Empower our audience to make informed 
financial decisions by providing the 
tools and information to manage 
their financial lives.
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Content at Yahoo!

Yahoo! is focused on offering users three types of content

• Partner content: Our audience expects to find multiple 
perspectives from multiple providers
– Yahoo! showcases the world’s best content  

• Original content: Goal is to complement the content 
already available on our sites
– No plans to duplicate what is already available

• User generated content: Audiences now contribute to the 
experience
– Very early, but very powerful when done correctly
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Partner Content
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Original Content

Columnists Include
- Ben Stein
- Suze Orman
- David Bach
- Robert Kiyosaki

Yahoo! Finance Columnists
Leading economists & 
authors provide exclusive 
insights into economy, 
markets and financial 
trends
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User Generated Content

Message Boards

-New Product: July ‘06

-Users can rate each 
individual post

-Users are able to sort 
the high-quality posts
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User Generated Content

Yahoo! Answers

-New Product: July ‘06

-Users can rate each 
individual post

-Users are able to sort 
the high-quality posts
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