Gen Y
Who are they? What are they all about?
Mary Kay Corporate gave us this view of the Gen Y’s during Atlanta's Leadership Conference. 
Gen Y Generation
Today the average age start using skin care is age 13.
 18% of all money spent on cosmetics comes from the 13 to 24 year old
 This is when they start forming loyalty to beauty brands
 42 Million Gen Y women that spent 3 billion last year on makeup and fragrance.
Generations Ages % of the Total Population
GI (born before 1937) 74+ 9
Silent (1937-1945) 66 – 74 9
Older Boomer (l945 – 1954) 57 – 66 13
Younger Boomer (1955 – 1964) 47 – 57 20
Gen X (l965 – l976) 35 – 47 20
Gen Y (l972 – l992) 19 – 35 26
Gen Y is defined by technology
 Grew up with technology…very tech savvy 
 They are great at multi-tasking
 83 million men and women in this age bracket
 Highly educated
 Most affluent of any other generations at this age
 Huge ethnic diversity
 Highly adaptable
 More confident
 Very open to change
 Think like entrepreneurs
 60% still live with their parents
 Average $20,000 in student loan debt
 Addicted to social media
 Independent and individual
 They are optimistic about their jobs and future income
o They want to be secure but do NOT have a live to work mentality that some of the previous generations have
 They are confident about their retirement
 Don’t consider not succeeding
 They were raised by parents that told them they could do anything and they believe it!
 Love trends
 They are driving celebrity mania
 They think about financial success
 NOT interested in 
o following the traditional protocol
o being told what to do
 95% use the internet
 90 to 100% use email
 75% own a face book page
 They love experiences
 They want things to be fun and fast
o Follow up FAST with this group
 They have a very large and global view of the world
o They see the world as their “pack” so you get her and her vast network of people
o Talk to them about how global Mary Kay is
 They want a cause and they want to change the world together
 Have great self esteem
o Feel they deserve it all
o Enthusiastic
o Bring volunteer power to events
o They bring their Mom’s so have mother/daughter events
 The see value in being a Star Consultant
These are not a phase … it is how they will remain into their later life
The Mary Kay sweet spot (especially for our new Botanical line are ages 15 to 24
 This woman will grow our business
 They are divided into three age categories
o 15 – 18 still in high school
o 18 to 21 in college
o 21 to 24 working at their first job
Approach for booking with Gen Y
 Free is a good place to start
o free sampling
o cello bag with business card, sample and piece of candy
o “have you tried the new Mary Kay/”
o Then invite them to an exciting event (to be held soon)
o Text them right away to follow up
 Do ask them how they want to be contacted. 
 They love to give their opinion so are great for test panels on new product
o Glamour opinion
o Trend items
o Limited edition
 AND THEN they fall in love with the skin care!
TEXT to friends … Take their photo with their cell phone and have them send it to their friends … “look at the makeover I just had with my MK consultant. She wants to know when she can do yours!
Put their MK makeover on face book (with their permission)
Remember, they love to come in groups to events so tell her to bring friends when she comes to give her opinion.
Buzz words (or really concepts) from NSD Kathy Helou’s daughter (Cadillac Director, Jordan Helou Eicher)
 They are visual
 They love our lifestyle (it fits their interests and comfort level
 They love our flexibility
 They like the Company team building brochure
 They like The Look
 Jordan says, “This ain’t your Mama’s Mary Kay anymore!”
Key Question: How do you see yourself in 5 years?
 Their parents support them, but they do resist “Mom’s ideas.”
“How spontaneous are you?” (they want to think they are)
 Invite them to give their product opinion today
 Invite them to an event that is happening tonight
