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Retail clothing sales associates are:
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Boomer Women 50+ and Fashion
VibrantNation.com Report       April 2010

• Only 15% of Boomer Women think sales associates at retail clothing 
stores are helpful

• Almost 1 out of 3 agrees that “sales associates don’t really 
d t d h th h ld tt ti t ld thunderstand why they should pay attention to anyone older than 

they are”
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Marketing to 40 Million Marketing to 40 Million 
Women…

i…One at a Time



For More Info

Stephen Reily
stephen@vibrantnation.com

twitter.com/VibrantBoomers


