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Millennials

Also Known as Generation Y
Born Between 1980

and 2000



“A Father is a Banker 
Provided by Nature”ME MEMEME

ME
ME MEME MEME ME MEMEME



Fact or Fiction

Millennials are better 

than other generations



Interesting Facts 
About Millennials

• They are the largest generation in the U.S. 
and soon the world
• They account for over $200 billion in purchasing 
power 
• They grew up in a world of incredible technology 
developments
• 95% own a cell phone
• Over 50% use the internet as their main 
source of news
• They area the most educated generation in history



What Millennials 
Want in the Workplace



Interesting Correlation





R E T A I N





It costs 7 times more to
acquire a new customer

than it does to retain

Cost to RETAIN

1 Customer

Cost to 

Acquire 

1 NEW

Customer 
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Small Change, Big Penny
1,000 Clients, Members, Customers

5 Years, No New Customers

50% Retention

• Year 1 – 1,000 – $500,000

• Year 2 – 500 – $250,000

• Year 3 – 250 – $125,000

• Year 4 – 125 – $62,500

• Year 5 – 62.5 – $31,250

55% Retention

• Year 1 – 1,000 – $500,000

• Year 2 – 550 – $275,000

• Year 3 – 302.5 – $151,250

• Year 4 – 166.3 – $83,188

• Year 5 – 91.5 – $45,753

46.41%

70% Retention

• Year 1 – 1,000 – $500,000

• Year 2 – 700 – $350,000

• Year 3 – 490 – $245,200

• Year 4 – 343 – $171,500

• Year 5 – 240.1 – $120,050

284.16%



This is Your Wallet This is Your Wallet on 

Retention



So What Can We Do?

My doctor says my hair loss

is caused by my member loss





Action Items



Invite/Attract 

Engage

Nurture

Convert

#1 – Don’t Forget 
About Your Customers!



Do business by 

relationship, not 

transaction

Millennials Action Item #1



#2 – Build Trust with Your 
Customers Through Relationships



#3 – Get Customer Feedback 



•A complaint is a gift

•Around 96% of 
customers leave 
without ever giving 
feedback

• The power of fixing a 
complaint is incredible
and often overlooked

Remember…



Millennials and other generations want to help 
co-create your business, product and service

Millennials and Feedback



#4 – Remarkable 
Customer Service



“You have the corner 

office! What more 

could you want?”

#5 – Set Clear Expectations



#6 – Integrity and Pride

Be clear in your 

pride in the 

product or 

service your 

provide and the 

level of integrity 

you maintain in 

your business.



#7 – Embrace Technology



#8 – Give Back



Have a mission, vision and 
passion bigger than yourself

And Finally…



Is it Burning 
Through Your Chest?


