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THE GENERATIONS: 

Based on U.S. Census data, 
here are the current gene-
rational cohorts born in 
America. Immigration and 
death change the figures 
today ς only about 40 mil-
ƭƛƻƴ άDǊŜŀǘŜǎǘέ ŀƴŘ ά{ƛƭŜƴǘέ 
generation members are 
still with us. Gen X has 
grown to about 76 million, 
because of immigration. 

 

THE END (OF THE RECESSION) IS NEAR 

TƘŜǊŜ ƛǎ ŀ ƎǊƻǿƛƴƎ ƘƻǇŜ ǘƘŀǘ ǘƘƛǎ άDǊŜŀǘ wŜŎŜǎǎƛƻƴέ 
is winding down, suggesting that investors and fi-
nancial services clients are slowing resurfacing, pre-
senting new opportunities for planners, advisors 
and agents. That is why the Million Dollar Round 
Table partnered with the Boomer Project to field 
this important new national study.  

The goal was to learn who advisors and agents 
should be targeting today, and to better under-
stand the generational differences that could im-
pact making a sale, or landing a new client. We also 
wanted to learn from consumers how they respond 
to specific sales approaches, so we could help advi-
sors and agents develop more effective techniques.  

This report identifies four ƪŜȅ ά¢akeaways,έ each 
with two components: what we think advisors and 
agents need to know and then, more importantly, 
what advisors and agents should do.  

 

 

 

 

 

 

 

 

 

 

 

 


