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Baby Boomers and Millennials… Bridging the Gap
Boomers and Xer’s have talked themselves into bitter displeasure about the millennials in their
workplace. This discontent is based on the reality Boomers and Xers face in their own lives and careers.
This displeasure comes from a set of misappropriated myths that perpetuate a sometimes difficult work
situation.
The challenge of “getting along” and “working with” this new generation of workers has affected us all.
According to Pew Research, there are more than seventy-seven million Millennials, born since 1980.
There are about 46 million Generation Xers, and about 76 million Baby Boomers.
To establish a baseline, Michael reviews many of the characteristics of each of the generations. He will
discuss how we need to adjust our approach and thinking when working with millennials. Remember
they were the first generation to grow up with technology, and they communicate and collaborate
differently than Gen Xers and Baby Boomers.
Michael will provide tips on how to manage your millennials, and techniques on how to communicate
and collaborate more effectively and he will leave you with a whole new attitude toward the generation
that brought us Facebook, Twitter, Instagram, and Mark Zuckerberg.
Michael Nick is an international leader, speaker, and expert in sales process and enablement. Founder of the ROI
Selling program, Michael has worked with companies like, Rockwell Automation, Fiserv, Autodesk, Hewlett
Packard, Emerson, Compuware, Ingersoll Rand, Bomgar, and Microsoft Great Plains.
Michael has published several bestselling books in ROI Selling such as Why Johnny Can’t Sell and Amazons top 10
Business book: The Key to the C-Suite as well as his latest book: Adapt or Fail.
With consulting engagements throughout the world in multiple languages and currencies, Michael’s experience
can help you gain greater insight into why your customer’s buy, buy now and buy from you. His proven process
that includes a Value Inventory Workshop, Custom sales tool design and delivery, and a comprehensive
implementation process ensure ROI Selling success!
Michael has been published in magazines like Selling Power, Sales & Marketing, and Top Sales World. Michael was
named for the fourth year in a row as one of the top 50 most influential sales and marketing leaders in the world
by TSW. In addition, Michael ranks in the top 50 top for his sales blog by Sales Guru, IseeIT, and Top Sales World
Magazine.

