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• With the legalization of cannabis in Canada, consumers are presented 
with numerous purchasing options. 

• Licensed retailers are limited by the Cannabis Act and provincial 
regulations with respect to offering sales, advertising, location, maximum 
quantities and customer support access.

• The degree these policies influence consumer purchase behavior will 
help inform regulatory refinement.

• This study sought to measure consumer preferences for attributes of 
cannabis retailers to inform cannabis policy.

• A discrete choice experiment was used to explore trade-offs consumers 
make when deciding where to purchase cannabis. 

• Attributes included: availability of sales/discounts, proximity, product 
information, customer service, product variety and provincial regulation. 

• Participants ≥ 19 years old who lived in Canada and purchased cannabis 
in the previous 12 months were included. 

• A multinomial logit (MNL) model was used for the base model, and latent 
class analysis to assess preference sub-groups. 

• 1626 people completed the survey (Table 1).
• The MNL model showed that customer service carried the most weight in

purchase decisions, followed by proximity and availability of sales and
discounts.

• There was considerable heterogeneity in preference patterns, with a five-
group latent class model demonstrating best fit (Figure 2).

• Only one group (15% of sample) placed a high value on the store being
provincially regulated, while three groups were willing to make a trade-off
with regulation to access better customer service, product information or
closer proximity.

• One group preferred non-regulated sources (24% of sample), this group
was also primarily driven by the availability of sales and discounts.

• Three groups (60.5% combined) preferred online stores.
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Figure 1. Sample Choice Task
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Table 1. Sample Characteristics

Figure 2. Relative Attribute Importance from Latent Class Model

• The findings identified key factors in Canadian cannabis consumers’ purchasing decisions, which can
inform efforts to attract more buyers to the legal market.

• While group 4 had their needs met by the regulated market, other groups were willing to make trade offs
on regulated status for more important attributes.

• It will be challenging to adjust policies to attract group 5 as they were driven by deep discounts and
have a preferences towards non regulated sources.

• Customers represented in group 1, 2 and 3 would be a good target to attract to the licensed market with
regulatory modification.

• Given the preferences expressed by participants, such efforts should involve greater access to
customer service, detailed product information, and competitive pricing including sales and discounts.

• Policy makers may need to think outside the box when it comes to improving access to information, as
many consumers are purchasing cannabis for medical purposes and information from qualified health
care providers are needed to fill those gap.
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