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The financial industry is on the cusp of a major shift as wealth moves from one 
generation to the next. Generations X and Y currently comprise a demographic 
that’s more than 30% larger than the massive baby boomer generation. 

Retaining heirs
Connecting with the next generation of clients

Likelihood inheritor will change advisors
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Advisors can retain assets and build business 
with younger clients by focusing on two areas.

…to preserve family assets and 
provide for the family’s education, 
growth and security.

–Family mission statement
”

“

Strengthening your online presence
To learn about an organization,  
Gens X and Y turn to3:

1

2

3  Source: Next Gen Donors, Respecting Legacy, Revolutionizing  
Philanthropy Johnson Center for Philanthropy and 21/64, 2013.

Start heir relationships early 

Family meetings
One approach is to meet with families to 
discuss their eventual transition of wealth. 
Ask them to create a family mission 
statement that articulates the long-term 
goal for their wealth. This proven activity 
accomplishes two things: (1) helps 
strengthen trust and communication 
among family members, (2) helps you  
learn about heirs, including views on  
money, family and life goals.

Communicate on their terms 

Understanding key values2

Sharing, connectivity, 
personalization, strong 
independence, and  
social consciousness

2 Source: Decoding Generational Differences, W. Stanton Smith, 
LLC, 2010. Greg Hammil, Mixing and Managing Four Generations 
of Employees, FDU Magazine Online, Winter/Spring 2005.

Additional engagement opportunities
Initial or ongoing heir engagement may include 
guidance on topics such as:

Purchasing 
a home

Starting a 
business

Finance 101

Combining 
finances in 
marriage

Student 
debt

Preparing 
for a child
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Taking action
Evaluate your book  
of business
  Which clients have age  

appropriate heirs?

  How should you best approach 
meeting heirs?  

  What’s the best method for 
ongoing heir engagement?

Evaluate your practice
  How strong is your  

online presence?

  Do you accommodate different 
forms of client communication?  

  Is your office enagaging  
to younger clients?

Overcoming client objections
Some clients resist heir meetings because  
they want to avoid fully disclosing their wealth  
prior to inheritance. However: 

•  70% of high-net-worth families lose  
significant assets during wealth transfer.1

•  The number one cause is lack of trust  
and communication in the family.1 

•  The stronger your heir relationships,  
the more you can help.  

•  You can also suggest meetings that don’t  
discuss dollar amounts or aren’t about  
inheritance at all.

Communicating effectively
•  Focus on them  

Talk more about their needs, less about  
your accomplishments. Offer guidance  
and collaboration, rather than authority  
and leadership.

 •  Use short, frequent touchpoints 
Link to relevant content through e-mail,  
text or social media.

•  Consider aligning with younger advisors 
Gen X/Y advisors can help you more quickly 
bridge the culture and technology gap.

1  Source: Williams, Roy, and Vic Preisser, Preparing Heirs: Five Steps  
to a Successful Transition of Family Wealth and Values, 2003.
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