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How can you get millennial consumers to 
stick with your app the first time?
- To attract and retain millennial consumers

Millennials are a new type of consumer, yet IoT products (things like smart TVs, wearable 
devices, and connected pet trackers) designed for millennials don’t always reflect this.

Millennials are one of the largest generations by sheer number and will soon make up 
50% of the global workforce. Large brand names are trying to get a following of new, loyal 
customers, but millennials are different in that they care less about the big brand name and 
more about the experience of the product.

In the past, the traditional consumer journey consisted of reading reviews and buying the 
product that most reflected what you, the consumer, wanted. Products were simple, with 
a few buttons and straightforward directions on how to use the product. With millennial 
consumers, this has all begun to change. According to Forbes, they are “disrupting tradi-
tional purchasing patterns,” and many companies don’t yet understand how to please the 
millennial consumer.

Many IoT products today are accompanied by an app, which affects users’ 
buying behavior. Millennial consumers often read reviews, do their research 
and, then, before buying the product, download and play around on 
the app. If they end up enjoying the app and liking the product 
reviews, they may eventually buy the product.

But they can just as easily look elsewhere. The 
big question for companies developing 
IoT products — How can I get 
millennial consumers to 
stick with my app 
the first time?



While the consumer journey is changing, many companies haven’t adapted 
their own processes to it. Many of the apps we see on the market are not very 
straightforward and take time to learn. This can make it harder to sell the physi-
cal products that the app works with, because if the millennial consumer doesn’t 
like the app, they probably won’t buy the product. One thing developers need 
to keep in mind is that the user isn’t there just to play around on the app, they 
want to see real benefit from it — and they want to see it fast.

As Digital Trends reported, more than 80% of apps are only used once before 
being deleted. Here are 5 key ways companies can change these odds and 
increase customer adoption through better IoT product design. While some may 
seem obvious, many get overlooked in the rush to innovate and each are impor-
tant to attracting and retaining milliennial users. 
 

1. Let the user try it with no strings attached

One of the first big mistakes we encounter regularly in apps is being forced to 
sign up for something before being able to even enter the app. Companies 
often assume the user has already bought their product, or wants to sign up 
for weekly updates; nowadays that’s not always the case. This immediately cuts 
away at potential customers who are just there to test and explore the app be-
fore buying your product.

The best way to learn is to learn by doing. Users don’t want to read a big man-
ual before being able to use a product or app, they just want to get out there 
and try it. Having an interactive tour rather than making users read a manual or 
tutorial can help them feel more connected to your app and product. 
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2. Keep away from indirect competitors

Everyone knows who their big competitors are but often 
companies don’t think about their indirect competitors. 
This can be anyone or anything that can potentially 
distract your user while using your app. For example, 
telling users that a confirmation code has been sent to 
their email pushes them to the email app where it’s easy 
for them to become distracted. 

As a developer, it’s important to prevent users from 
getting sidetracked in order to increase your customer 
adoption.

3. Advertise the possibilities and benefits 
first

These first stages of an app are a perfect opportunity to 
advertise your IoT product to users, yet many products 
push them away. The first page should show the benefits 
of your product and allow the user to explore and play 
around on your app. 
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Building an attachment with your user is as important as a first date 
or a job interview. If you build the relationship from the start, it’s 
much easier to show your strengths over time. But if you can’t even 
get past the first impression, you won’t have the chance to point 
out the benefits of your product.

Users don’t care about how technologically advanced a product 
is, they care about how much benefit they’ll receive from it. Rather 
than just highlighting the features of a product, like “we’ve got a 
patent on this and that,” point out the benefits, like the fact that 
“your dog will be safe and you can have peace of mind.” This is the 
kind of language users appreciate.

4. Less is more

Don’t give users too many options from the start. Instead of making 
them choose between 6 different options, use 2 or 3 so that they’re 
able to move quickly through the choices. Every additional choice 
they have to make slows them down and can turn them away. You 
don’t want your users to have to think too much; rather, you want 
them to easily flow from one page to the next, especially at the 
beginning of the process.

Physical IoT products have also begun to shed the “clutter” that 
some older products have. Now the unnecessary buttons and 
functions can move into the app, rather than showing on the actual 
product. This minimalistic, less is more, idea has begun to domi-
nate the IoT product world.
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5. Bridge the gap between the physical and digital worlds

In the past, UI designers focused mainly on what is happening on the screen. They never thought 
deeply about the physical product. For today’s IoT products, bridging the gap between the physical 
and digital products is something that many companies fail to do. This is where it becomes important 
to work with a design team that knows not only about UI and UX, but also industrial design, engineer-
ing, and actual production of physical products.

When physical products don’t match up with their digital counterparts, users feel a disconnect between 
the two. Take a connected speaker, for example, that comes with an app. If the physical product chang-
es volume using a spinning knob, but the app has a slide button to change volume, there is a huge dis-
connect. You have to align your digital product with the way the physical product works. This is where a 
team with a broader skillset and more integrated approach excels.

In the end, your IoT product design should promote a better life for your user. If you are able to do this 
successfully, you will notice higher customer satisfaction and more users stick with your product rather 
than abandoning it after the first try. Millennials, in particular, are not attached to a product – they are 
attached to the experience and the value it brings them.


