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PROGRAM DESCRIPTIONS

THE AGE OF THE MULTIGENERATIONAL WORKFORCE  

Study after study has shown us that multigenerational teams outperform more homogeneous 
groups by almost every measure. This can be attributed to their unique and diverse experiences– 
the more seasoned employees offer wisdom and expertise while those on the younger end offer a 
fresh and innovative perspective. While the advantages are numerous, it turns out, managing 
multigenerational teams is easier said than done. Today’s teams are often plagued by issues 
regarding everything from work ethic and retention to succession and fairness. 

Today , each generation is taking on new roles in the workplace. Millennials are no longer entry-level 
employees - they are managers who may oversee older, more seasoned employees. Gen Xers have 
stepped up to the C Suite, reinventing and redefining what it means to be a leader. Boomers are 
transitioning and taking their careers in new directions and Gen Zers are now on the scene, ready to 
shake up the work world and present a whole new challenge to their Millennial supervisors. The key to 
understanding and leveraging these generational trends is to recognize that it’s not about “out with the 
old, in with the new.” Every generation brings value to the workforce. 

On top of these new roles, global changes impact all of us, from technology, to increased 
competition, to the rapid rate of change. But when faced with these changes, each generation 
learns to adapt differently.

Kim Lear will give you a closer look into who these generations are and the trends emerging as 
they adapt to each new career stage. Her research, insights and original concepts will help you 
better understand each generation. You’ll leave with a new appreciation for their unique 
perspective as they navigate the challenges of building effective teams in this new 
multigenerational workforce.

KEY OBJECTIVES

• Explain who the generations are in today’s workforce
• Identify the negative stereotypes that hold teams back
• Present solutions for mentorship, motivation and engagement of all generations
• Provide takeaways on how to best lead multi-generational teams and groom the next 

generation of leaders
• Explore best—and worst—case studies from organizations who are finding success or failure 

in this new world of work
• Transform workforce and marketplace obstacles into opportunities

DATA HIGHLIGHTS

• By 2020, an estimated 40% of the workforce will be independent workers  (INTUIT 2020)



• Young people have an average of 5 jobs before age 32  (US DEPARTMENT OF LABOR)

• Young women are enrolling in college at a higher rate (70%) than men (64%) (US DEPARTMENT OF 
LABOR)

• Technological disruption impacts every generation. In some cities, Baby Boomers comprise 40% of 
Uber riders (US DEPARTMENT OF TRANSPORTATION)

• 10,000 Baby Boomers turn 65 everyday (US CENSUS)

• Millennials will comprise half of the workforce by 2020 (US CENSUS)

• 45% of Millennials will choose workplace flexibility over pay (MILLENNIAL BRANDING)

• Average tenure for Millennials is 2 years, compared to 5 years for Gen X and 7 years for Baby 
Boomers (PAYSCALE)

• It costs between $15,000 and $25,000 for an organization to replace a Millennial employee (BOSTON 
CONSULTING GROUP)

• 65% of youth entering high school today will work in jobs that do not currently exist (Gen Z@ Work, Harper 
Collins)

• 93% of Gen Z believes that technology and digital solutions are causing gaps with other generations 
( GenZ@Work, Harper Collins)

BUILDING STANDOUT EXPERIENCES FOR EVERY GENERATION

Our clients and customers are changing. Baby Boomers are redefining retirement and what it 
means to age in this country, Gen Xers are stepping into their prime earning years, Millennials are 
buying homes and having children and Generation Z is controlling an increasing amount of 
money in the marketplace. As each generation goes through new life stages, it’s crucial for 
salespeople and relationship builders to see the world through their eyes and meet each 
customer where they’re at.

The time has come to challenge conventional thinking and explore bold new approaches to 
relationship building in the face of disruption and shifting demographics. Creating  more 
empathetic, personal and customized experiences is more important than ever. Supported with 
cutting edge research and category leading case studies, this program will take a deep dive into 
the evolving expectations of the clients of today and tomorrow. 

KEY OBJECTIVES

• Uncover generational shifts
• Define new life stage: The Encore, The Pivot, Emerging Adulthood
• Explore how disruptors have created elevated expectations around speed, transparency, 

simplicity and personalization
• Create a roadmap to build stand-out client experiences
• Provide takeaways on how to best emotionally connect with different generations

DATA HIGHLIGHTS



• Peer recommendations are influencing more than 90% of all B2B buying decisions  (Minsky and 
Quesenberry, HARVARD BUSINESS REVIEW, 2016)

• Skilled social media sales professionals are six times more likely to exceed quota over peers with basic 
or no social media skills (Minsky and Quesenberry, HARVARD BUSINESS REVIEW, 2016)

• 70% of global consumers trust online reviews (Global Trust in Advertising Report, NIELSEN)

• The vast majority of Millennials report taking action on behalf of brands and sharing brand preferences 
in their social groups. (BOSTON CONSULTING GROUP)

• Over the next several decades, roughly $30 trillion in assets will be passed down to Gen Xers and 
Millennials in the largest wealth transfer in history.   (CNBC 2016)

• “Studies regularly show that when wealth passes to another generation, in the majority of cases, the 
heirs change financial advisors.”  (Gauthier Vincent, Head of Deloitte’s U.S. Wealth Management Practice)

CUSTOMIZATION
Kim is known for delivering dynamic, fun and savvy presentations. She uses clips from 
commercials and TV shows, websites, anecdotes, data from extensive research, and 
best practices to make her concepts come alive.

Kim is also known for her ability to tailor content to your organization’s specific issues 
and hot buttons.  She takes the time to work with the planning committee to understand 
the industry jargon and corporate nuances of your organization. She interviews 
attendees before the conference to learn more about how and where they see the issues 
and she lets those findings drive the content of the presentation to ensure she is 
addressing the issues that are at the top of people’s minds.  Kim also gathers plenty of 
materials from within your organization and best-in-class examples in your industry to 
make sure that the tips are relevant to who is in the room.

Within the finance and insurance industries, Kim has worked with clients such as: 
Merrill Lynch/Bank of America, Hanover Insurance, Guardian Insurance, Pershing, 
AIG, Cetera, Charles Schwab, Wells Fargo, Financial Planning Association, Penn 
Mutual, American Association of Life Insurers, Southern Farm Bureau Insurance, 
Liberty Mutual, Mass Mutual, R.W. Baird, The Money Management Institute, 
Nationwide Insurance, London Life Insurance and more.


