more than your
website

The shoppers with the most to
spend, and the ones who'll define
the next decade, moved first.




1. Shoppers take Al's word for it

95%

never check the
answer on a retailer
or brand site

Shoppers ask Al what
to buy and take the
answer at face value.

When Al gets it wrong, you take the blame, whether you supplied the information or not:
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Assume no safety net. Shoppers won't come to your

YOU RM OVE site to catch an error, so the information Al pulls has to
be right the first time, everywhere it appears.

WHERE SHOPPERS TURN FIRST
to double-check Al's shopping advice

Search engines 28%
Online reviews 19%
Friends & Family 17%
Own experience with the product 17%
In-store associates 8%

>
Retailer/Brand websites - Only 5% check with you



2. One wrong price loses every kind of shopper

Bargain hunters use Al to find the best price — they spot a pricing error instantly and
leave. Wealthier shoppers use Al to skip shopping around, and they rarely check the
answer at all. A wrong price loses one group on sight and quietly misleads the other.

Households under $30K Households over $150K
THE BARGAIN HUNTER THE TIME SAVER
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What matters most ® Under$30K @ Over $150K
WHEN SHOPPING WITH Al

Finding the best price Skipping multiple sites

Start with price. 67% say it's the number one thing Al must

YOU R M OVE get right, nearly double the next factor. Keep it consistent
across every feed, marketplace, and page Al pulls from.




3. Get the data right and Al sends you new customers

Al will introduce you to shoppers you've never reached. Whether they buy depends on
the product data behind the pitch.

1IN 5 SHOPPERS NEARLY HALF

19% 49%

have bought from a brand say the biggest trust builder
they'd never heard of because Is knowing why Al picked a
Al recommended it product

Give Al the material to explain why you're the pick. Specific titles,

YOU R M OVE complete attributes, and real use cases, consistent across every
channel, are what turn your product into the recommendation.

YOUR NEXT MOVE

Shoppers already ask Al
what to buy. Make sure it
has the right answers.

Rithum keeps product data, pricing, and availability accurate
and in sync across 900+ retail destinations, so the
iInformation Al pulls is right at the source.

READ THE FULL REPORT

Source: Rithum + Retail Dive survey of 1,046 online shoppers, U.S. and U.K.



https://www.rithum.com/resources/agentic-commerce-report/

	1. Shoppers take AI's word for it
	2. One wrong price loses every kind of shopper
	3. Get the data right and AI sends you new customers
	Shoppers already ask AI what to buy. Make sure it has the right answers.

