It’s Time to get Onboard the Gen Y Wagon

Gen Y are the offspring  of Baby Boom children that spans ages 18-32 and tallies over 70,000 million individuals; almost as big as the “baby boomers” themselves. As has often been noted, this group is very different from all the generations that have proceeded it. They present new and real challenges to automobile dealers when it comes to effectively selling and servicing them. Some of the challenges in satisfying their needs include: 

· They don’t want to be “sold.” They prefer “information sharing” and won’t accept sales pressure.

· They want their retail shopping experience to mirror their online shopping experience.  The internet is their primary shopping method.  When they ultimately visit a retail store, they’ve been conditioned to expect a similar shopping experience: transparent, simple, time-sensitive, multiple options, information-rich and total control of the purchase process.

· They expect electronic delivery of pre- and post-purchase communication.

· Affordability is a paramount concern as they aren’t financially secure yet.

· They expect sales consultants to be true product experts and to understand their lifestyle motivations.

· They are heavily influenced by their peer group (think Social Media—e.g. Facebook/ Twitter).

Dealership’s ability to sell to this generation is exacerbated by the fact that most stores have had a woeful time recruiting individuals in their mid-20’s for the last decade or longer. If stores had been effective in recruiting this younger generation they would have at least half or more of their management staff in their mid-30’s today; the average sales manager in most dealership’s today is well into their 40’s or older. This senior group of managers has significant trouble relating to Gen Y especially in areas like questioning authority, hours and working environment. Dealerships that start to change their environment and effectively recruit a younger generation will gain a tremendous competitive advantage as Baby Boomers begin their long ride into the sunset and the predominant customer is part of the Gen Y cohort.
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