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GENERATIONS, AND HOW YOU CAN PIVOT YOUR BUSINESSCoronavirus: Connecting in the post-pandemic



The World's Trend Forecasting Authority

• They help you understand how your consumer thinks, feels and 
behaves, and the products, experiences and services people will need 
in years to come.
• They define what’s next so you can make smarter decisions today. 

Their global trend forecasters and data scientists obsessively decode 
the future to provide the authoritative view on tomorrow. 



As the coronavirus 
takes its toll on mental 
health, it will 
be imperative for NADP 
members to understand 
consumers on an 
emotional level and 
develop emotional 
etiquette in response.

Connecting in emotional turmoil



Fear

FOGO (fear of going out)

Trust

Uncertainty

Collective Trauma

Pressure

Emotional Exhaustion

Outrage

Compassion

Positivity

Peacefulness

11 Emotional 
States of 
Coronavirus
WGSN has identified eleven emotional 
states which will help you better connect 
with your clients now and in a post-
pandemic world.



A hunger for good news 
and positivity…especially 
during divorce
• Stress and anxiety are affecting consumer 
wellbeing, but their mindsets aren't solely clouded 
with doom and gloom. Consumer sentiments are 
still negative, but they are inching closer to 
'hopeful' and 'calm' with each passing week

• John Krasinski from “The Office” started a 
delightful Youtube show called Some Good News, 
and has over 2.5 million SUBSCRIBERS in under 2 
months!

• 2 new Instagram accounts delivering only good 
news have almost 3 million followers in under 2 
months.  No celebrities involved…just good news.



• Use positive images on your website

• Create a positive tag line highlighting a better future ahead

• Create inspirational quotes on your social media pages 

• Blog about the potential for the lives of your clients

• Create a positive signature line on your emails 
and include your tag line.

What you can do now

• Remember to end conversations on a 
positive note
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