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I. HOW ARE THEY DIFFERENT DEMOGRAPHICALLY 
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Regression Result of Demographic Factors on Mean Purchase Price 

Data Source: http://factfinder.census.gov/faces/nav/jsf/pages/index.xhtml  
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2. HOW DO THEY BEHAVE DIFFERENTLY ON OUR WEBSITES 



3. HOW TO FIND DREAM CUSTOMER 

Pr(Type= 
Dream Customer) 

Total Income Change 

Mean Income -0.101801(**) 

Mean Purchase price 0.241610(***) 
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Logistic Regression Result of Demographic 
Information on Customer Type 

Possible Explanation for the Influence of Income and Price: 
1.  Income: people with lower income may be more easily 

affected by outside information; 
2.  Price: people tend to be affected by neighbors.  

 
 

“Boss”: 
Buy  

Expensive  
Ones 

“Climber”: 
Spend More 

Than Planned  

Dream Customer 

Identification: Demography & Behaviors; 
 
Recommendation: Lead “climbers” to dream car. 
 
 


