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Generation Demographics:
Use Them for Success in Your Sales and

Marketing E�orts
 

 

      There are a multitude of ages in the workforce today and their buying patterns, preferences, and work styles

couldn't be more di�erent. It is imperative that campaigns and selling e�orts align with what each age group is

looking for to be successful. With some adjustments and top of mind, you can ensure that your sales and marketing

e�orts align with what the market is looking for and ultimately lead to success and growth. Here are few pointers

and tidbits to keep you on track when selling and marketing to the diverse market today.

Know Your Age Groups

It is important to know the age groups in the buying market. Of course you wont ask them their age, but you can

estimate it to help you understand their work style a bit better.

Baby Boomers (born between 1946 and 1964) - covers ages 56-74 - comprise 72.56 million in the US -

estimated $2.6 trillion in spending power

Generation X (born between 1965 and 1980) - covers ages 40-55 - comprise 65.45 million in the US -

estimated $2.4 trillion in purchasing power

Millennials/Generation Y (born between 1981 and 1996, sometimes 1980-2000) - covers ages 24-39 -

comprise 72.06 million in the US -estimated $1.4 trillion in purchasing power

Generation Z (born 1997 and after) - covers ages up to 23 - comprise 90.55 million in the US

 Communication
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Learning how your audience/buyers/customers like to be communicated with is one key factor in securing a

successful relationship. Younger professionals (early 20s and 30s) tend to prefer text and email, while the older

generations tend to prefer phone calls. Of course, there will always be those whose work style is nothing like what

their generation generally indicates. It is important not to "put them in a box," and make sure you are

communicating and picking up on the clues they give you on how they like to work.

Products Matter

Not only does communication preference di�er, but the types of products they prefer also di�ers. This is very

important to know, especially when gifting or providing giveaways, but also in who to reach out to as potential

customers. Baby Boomers tend to prefer stationery, brand name pens, journals, while Millennials prefer tech items,

items they can use everyday, and device accessories. Boomers lean towards o� the shelf established brand apparel,

while Millennials looks for eco-friendly products, items that "give back," and customized options. Even the way they

look at decoration and artwork can di�er with younger generations looking for creative and di�erent ways to

decorate items, while older generations tend to stick with standard placement and what they know.

Reaching Out

It is important to ensure you are reaching out to each generation where they reside. Baby Boomers are the biggest

consumers of traditional media like TV, radio, magazines, and newspaper. But, 90% of them also have a Facebook

account. Generation X also reads newspapers, magazines, listens to the radio, and watches TV, but they are digitally

savvy and spend about 7 hours a week on Facebook. Millennials watch TV, but Net�ix is preferred over traditional

cable services. They are very comfortable with mobile devices and they typically have social media accounts.

Generation Z are the most tech savvy (they received their �rst phone around the age of 10 after all). They are super

connected online and spend a signi�cant amount of time on their mobile devices.

 Quick Generation Overview

Here is a quick rundown of the most important generational characteristics to keep in mind when creating your

marketing campaigns and implementing your selling techniques: 
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Source: adsharkmarketing.com
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Why We Do What We Do

 I've never seen a company as nimble

as ABGI, and if we could clone you

then we would automatically increase

our productivity by a factor of 10.

You're incredible!

 

Rave Review from

Valerie Hunt,

Managing Editor

EMRA

 

Gen Z On the Rise

Gen Z is expected to make up 82

million people within the US

consumer population by 2026. But,

don't let their tech savvy fool you.

They still place importance on

interpersonal communication and

creativity. They are set to be the

most diverse generation with a major

interest in learning.

Source: Hubspot

 

FOLLOW US

Questions? Contact us today at 972.471.3740.

Did you receive this as a forward and would like to sign up for our

newsletter and product spotlight emails?

Click here to sign up!
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