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Introduction

1 Investment News, 2015
2 The Generation Game, Sanlam report, 2018
3 Centre for Economics and Business Research (CEBR), 2020

The coming years will see trillions’ worth of investable assets and housing wealth move 
primarily from the baby boomer generation to their children, the millennial generation.  
This transfer of family wealth between the generations will be a defining and enduring 
trend for the financial adviser market in the decades ahead. It presents a vast opportunity 
for financial advisers, but also a significant risk for firms who fail to capitalise on this trend. 

You’re fired!
Current research indicates that 65%1 of inheritors do not intend to use their parents’ 
financial adviser after they receive an inheritance. If this is correct and firms do not put into 
place strategies to mitigate this loss, this represents an almost existential threat for firms. 

Over 80% of advisers currently believe that intergenerational planning is the biggest 
opportunity in the industry. However, many haven’t yet put specific strategies and 
propositions in place to address this, with only 9% of advisers reporting that they are 
currently facilitating family conversations to help manage this transfer2. 

An exit strategy 
At Schroders, we believe that having a wealth transfer strategy is vital for financial advisers, 
especially if they are planning a future exit which may involve a sale of their business. 
Many acquirers are placing increasing weight on the age profile of adviser firms’ existing 
client banks and want to see a robust retention strategy. In addition, for those employed 
in adviser practices, the question is, do you want to work for a thriving rather than a dying 
business?

The challenge
Many financial adviser practices have an ageing client base – and as wealth passes down 
the generations advisers are faced with a potential loss of assets under advice if a retention 
strategy for wealth transfer isn’t in place.

This guide aims to help you to address the business risk and convert it into an opportunity 
for enduring success in terms of both practice revenue and potential capital value.

In 2016/17, 15% of adviser businesses lost up to 50% of their value 
due to the lack of a wealth transfer strategy3.
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What’s the current position?

Many advisers hope to manage their clients’ assets as they move through the generations. In practice, this doesn’t 
happen by chance and the moment of wealth transfer is a point at which the adviser is in potential danger of losing  
the assets.

65% of inheritors do not intend to continue using their 
parents’ financial adviser after they receive an inheritance

9% of financial advisers are currently facilitating 
conversations around the transfer of family wealth 

between the generations

67% of financial advisers have clients 
with an average age of 51-64 years

21% of financial advisers have a sales and marketing 
strategy aimed at attracting younger clients

There’s clearly a challenge for many firms; but where to start?

Sources: Centre for Economics and Business Research (CEBR) 2020, The Generation Game, Sanlam report 2018, and Schroders Adviser Survey 2020.
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Practical steps
Step 1: Auditing your business – do I have a problem?
It’s important to find out just how much your business 
stands to be affected by this potential shift of wealth. 

A simple starting point is to look at your client bank:

1. Identify clients by age groups, for example 60s, 70s 
and 80s.

2. Identify the assets under management in each group.

3. Identify the fee income generated from each.

4. Assume that 65% of this income leaves your business 
over the next few years.

The table below is an example of this approach and whilst 
just a simple illustration, it potentially gives an indication of 
the impact on your business.

Perhaps a more detailed approach is to review a client 
segment, for example, those in their 70s or 80s.

1. List their family names, marital status, assets under 
management, actual fee income and dependents.

2. Assess your level of engagement with those family 
members using a simple ‘high’, ‘medium’ or ‘low’ 
categorisation. 

3. Assume that those family members with ‘low’ and 
‘medium’ engagement move to a different adviser,  
this will enable you to identify the potential impact  
on your business.

Segment 60s 70s 80s

Number of clients 80 50 30

Assets under management £50m £30m £15m

Fee income (%) £500,000 £300,000 £150,000

High level audit
What does you later life segment look like?
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Family name Married status AUM Fee income Family Family engagement At risk

Jones
Widow

£5m £18,000
1 daughter

High Low

Smith
Married

£2.5m £10,000
3 children

Low High

Brown
Divorced

£1.25m £6,250
2 children

High Low

Hepburn
Single

£0.75m £5,500
2 children

Medium High

Audit example
Calculate the amount of risk

Total AUM £9.5m

Total fees £39,750 

Family name Married status AUM Fee income Family Family engagement At risk

Jones
Widow

£5m £18,000
1 daughter

High Low

Smith
Married

£2.5m £10,000
3 children

Low High

Brown
Divorced

£1.25m £6,250
2 children

High Low

Hepburn
Single

£0.75m £5,500
2 children

Medium High

Total AUM £9.5m

Total fees £39,750 

At risk AUM £3.25m

At risk fees £15,500

If the audit of your business identifies a potential problem then how do you tackle the two main objections we often hear 
from financial advisers?
 – I won’t make a profit from the next generation

 – I don’t have a proposition for them

Let’s start by understanding these potential clients.
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Step 2: The next generation of wealth owners – how are they different? 
There are differences in outlook and expectations on the 
part of the millennial generation when compared to their 
parents but should this influence how financial advisers 
work with them? 

Digital natives
The millennials are a generation of ‘digital natives’. They 
came of age with access to the internet, social media and 
smartphones; their expectations around communication 
and access to services are vastly different. 

In terms of existing financial services products, millennial 
consumers are likely to predominantly interact with retail 
banking via apps and online banking. 

As a result many advisers believe that these clients are 
more likely to trust tech-based advice solutions rather than 
face-to-face advice. This may be true when undertaking 
simple savings and investment but 76% of under 45s say 
they will engage an adviser when they inherit wealth4.

As tech-based solutions engaging with the next generation 
are starting to add in hybrid advice, the opportunity to 
engage with these potential clients is now. At the point of 
wealth transfer it might simply be too late!

However, perhaps there are opportunities to integrate 
technology into new propositions for this generation which 
also might address the next concern.

Millennials are not interested in their finances?
There has been some interesting research looking at 
the money focus of different millennial age groups. 
The research highlighted that a significant proportion 
of older millennials, aged between 31 and 36, include 
long-term saving for the family and pensions in their top 
financial priorities (after daily living costs). This suggests a 
significant potential demand for advice – even before we 
consider their role as new wealth owners.

As younger generations are typically in the early stages 
of saving and investing, they will typically generate lower 
profits than their higher net worth parents. However, early 
engagement with younger generations can pay significant 
dividends over time as part of a long-term strategy to 
retain assets and future-proof the business.
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deposit
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Millenial money focus
Top 5 financial priorities after daily living costs by age

Source: Bdifferent survey of 1005 millenials 2018.

76% of under 45s say they will engage 
an adviser when they inherit wealth.

4 The Generation Game, Sanlam report, 2018
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Step 3: Understanding the influence of women
When discussing wealth transfer, the tendency is to focus 
on the transfer to the next generation, yet the reality 
amongst the current generation passing on wealth is that 
the initial transfer is likely to move the control of wealth, 
typically from the husband to the surviving widow. 

A recent US-based survey conducted by McKinsey & Co, 
suggests that the vast majority of ‘baby boomer’ wealth 
is currently held in joint households and that typically the 
first transfer will be from husband to wife, before any 
transfer takes place to the next generation. 

Firing the adviser
Sadly, the evidence doesn’t bode well for an easy ride 
here for advisers. Research indicates that many women 
are not satisfied with the current adviser, citing that they 
often feel ‘shut out of the conversation’. An extraordinary 
70% of women switched to a new adviser upon inheriting 
wealth and this could add a further dimension to the audit 
examples in Step 15.

While a growing number of firms are developing 
propositions and communication strategies to specifically 
cater for female clients, the vast majority have yet to do 
so. In a survey by Schroders only 9% of advisers stated 
that they have a specific strategy to attract and retain 
female clients6.

When reviewing your client audit, you might want to 
consider the following questions:
 – Do I deal with both partners in a couple? 

 – What percentage of my clients are women?

 – Do I have a clear proposition to embrace both joint 
households and women?

A recent survey suggests the majority 
of ‘baby boomer’ wealth is jointly 
owned, and that the first transfer will 
typically be from the couple to the 
surviving spouse, probably the wife.

5 Centre for Economics and Business Research (CEBR), 2020
6 Schroders Adviser Survey, 2020
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Step 4: Developing the proposition
There are a number of considerations when developing a 
proposition for the next generation. Here are some areas 
to consider:

Products
Many advisers have moved away from advising on 
mortgages and protection (life cover and critical illness) 
but are now moving back into this market or working 
with specialist partners in order to build a next generation 
proposition. 

Platform based ISAs or pensions can also be helpful where 
clients can often access family discounts and reduce the 
overall cost to the next generation. These can also help the 
generation passing on wealth. They might want to start 
now and contribute to Junior ISAs and pensions which 
their children will not be able to access until a certain age, 
preventing the opportunity to spend inappropriately (a 
major concern for many passing on wealth!). 

Charges 
Anecdotally, the next generation typically only want to pay 
for advice when they receive it. A model using fixed fees or 
even a subscription approach might be required.

Many advisers are also now charging at ‘family level’ 
as part of their wealth retention strategy. For example, 
they will advise the next generation on mortgages and 
protection at no cost. 

Investment solutions
Research points to the desire of the next generation to 
invest responsibly. When designing a proposition it’s 
therefore useful to have a sustainable investment offering 
available. 

Moreover, for those undertaking simple savings and 
investment, risk aligned multi-asset funds or platform 
based model portfolios can be helpful, particularly if the 
provider delivers good quality client facing reporting to 
support the service proposition.

Technology
The pandemic has hastened the move to more technology 
based solutions. Client meetings via Zoom, digital client 
portals and increasing use of apps, are all prevalent in the 
market. Many advisers are embracing this in a number  
of ways within their business both for existing clients  
and as an opportunity to engage the next generation in 
their finances.

We expect to see increasing activity in this area as advisers 
seek to deliver low cost, lighter touch but high quality tech 
based solutions to engage clients. 

Generation passing on wealth 
Let’s not forget those passing on wealth. 

Advisers are now increasing their use of wills, power 
of attorney and even using equity release with clients 
to support the next generation. This can also be an 
opportunity for IHT planning as money released can be 
moved outside of the estate. 

Clients passing on wealth may also require discretionary 
based solutions to ensure wealth is passed on tax 
efficiently and that income requirements are still met.

An increasing number of advisers are working with clients 
to understand later life planning – for example care home 
funding. 96% of the over 60s have no plans in place for 
long-term care and 78%7 of that age group have no estate 
planning in place.

96% of the over 60s have no plans  
in place for long-term care; 78% of 
that age group have no estate planning 
in place.

7 Schroders Personal Wealth, Family and Finance Report

10
A practical guide to  
intergenerational wealth transfer



Step 5: The ‘Family Office’ approach
The development of propositions for different life 
stages may require a holistic multi–generational view 
on profitability. The benefit is that you can go some way 
towards de-risking your practice, achieving a balanced 
approach across the generations and ultimately create a 
stronger, more valuable business.

Where these segments are part of a single family, the 
overall proposition can be crafted into a ‘family office’  
with an overarching family financial plan. The adviser can 
create and nurture a solid relationship with the whole 
family rather than purely with a specific section of the 
wider family. 

Difficult family conversations
When it comes to family conversations, the earlier different 
members of the family can be involved in these, the better. 
But it’s important not to underestimate how sensitive such 
conversations can be. 

Advisers who have spent time on this indicate that whilst 
family conversations can be challenging, talking about the 
process of passing on wealth and avoiding discussions  
on the potential size of the inheritance, can make for an 
easier conversation.

For example, discussing wills and power of attorney can be 
a helpful starting point. These often require an explanation 
of responsibilities, particularly for the next generation. 

Similarly, conversations around equity release, potential 
funding of care and ensuring that the family is aware of 
other parties involved (such as lawyers or accountants), 
can be helpful. 

Investment solutions 
At the core of any multi-generational practice has to be 
a flexible set of investment solutions. For the younger 
generations, simple multi-asset propositions will help 
those saving or investing in pensions and ISAs. With 
more complex requirements, the older generations may 
require the use of discretionary vehicles where income 
requirements and tax efficient giving can be managed. 

Sustainable investment can also be significant in a  
multi-generational context. Attitudes may vary across 
gender and generations and suitability discussions should 
reflect this. 

Concerns around the performance of sustainable 
investments are now being addressed. Research has 
highlighted that when environmental, social and 
governance (ESG) analysis are applied, in addition to the 
traditional financial measures, investments can perform 
equally well if not better than non-ESG investments.
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Communications approach
Solving the intergenerational puzzle is not just about 
changing your proposition to cater for different client 
segments, it’s also about communicating differently. With 
an increase in use of technology for all client related work, 
this will for many advisers be a natural transition.

It’s absolutely paramount that advisers are communicating 
early and effectively and through channels that will 
resonate with those who will be in receipt of wealth in the 
coming years and decades.

Start the conversation early
When inheritance is on the horizon, parents often want 
their children to speak to an adviser about it. 

Of those surveyed, 40% said they cared about what 
their family would do with an inheritance; 59% want 
their children to see an adviser – but only 9% have had a 
conversation about it. There is clearly an opportunity for 
advisers to encourage this conversation to happen ahead 
of time8.

Of course, intergenerational family conversations can be 
extremely difficult. The cost and provision of long-term 
care for older family members, the future of the family 
home, different levels of wealth among family members, 
are all sensitive subjects. Moreover, there is no such thing 
as the ‘typical family’. A nuanced approach is required to 
establish the requirements of previous spouses, of step-
children and of different attitudes to inheritance. 

Taking a soft approach
Advisers should take a look at the skill base within their 
practice. Extended family conversations can be challenging 
so are there the soft skills to meet this challenge? 
Irrespective of the difficulty of these discussions, their 
necessity cannot be overstated. 

It's important to start this process with an educational 
stance. Rather than concentrating on details of wealth 
or property value in the initial conversation, the focus 
should be about overall goals, principles and attitudes to 
inheritance and of course the basic tax and legal structures 
that apply.

This soft approach to communication should be to offer 
genuine value and advice to the children of current clients, 
but also establish a relationship well in advance of the 
wealth transfer occurring. Advisers should bring clients’ 
children into their practice in some capacity. 

Consider offering a free or low-cost financial review 
or coaching session with clients’ children. This could 
be offered over Zoom or another video conferencing 
platform. It will demonstrate that they can access advice 
on flexible terms at their convenience. 

Solving the intergenerational puzzle 
isn’t just about changing your 
proposition. It’s about communicating 
effectively with those who will receive 
the wealth in coming years

8 The Generation Game, Sanlam report, 2018
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Keep the connection going
Once a connection has been made, stay connected 
across the family. 

After an initial session, consider adding clients’ 
children to an email newsletter or other regular 
communications. This will help cement the relationship 
and keep you as the adviser, or firm, top of mind. 
Likewise, high-quality social media updates also 
provide useful ’soft’ touchpoints. 

If there is a client portal, especially one with open 
banking, consider inviting clients’ children into the 
portal, ensuring that they have access and that they are 
connected with the firm in that capacity. This is a clear 
opportunity for the adviser to add value and forge a 
relationship throughout their clients’ whole family.

Once a connection is established, maintain it through 
consistent communication. Delivering a proposition to 
the next generation is as much about keeping in touch 
in a low cost manner as having a focus on profitability. 
Over and above delivering high quality financial 
planning, the objective is to build a retention strategy 
for assets within the business.

One approach involved the 
adviser setting up an online 
‘emergency area’ in their 
portal containing digital copies 
of documents should an 
emergency occur. This entailed 
younger members of the family 
having access to the portal, as 
well as the adviser – helping 
forge relationships.

Case study
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Your action plan – 8 key steps
While many advisers believe that intergenerational wealth transfer is a great opportunity for their business, 
many are still considering how to address this. As a result, this is potentially impacting the future value of 
their business. With trillions set to move across the generations, we suggest financial advisers might want  
to take the following steps:

1. Quantify the opportunity: audit the business and 
understand the assets under management and fee 
income which may be at risk if an intergenerational 
wealth strategy is not in place. 

2. Understand the next generation: what are their 
financial requirements? How can you support them?

3. Review your proposition across the generations: 
consider product and investment requirements, 
services, adviser charging and the use of technology.

4. Engage now: 65% of people inheriting wealth don’t 
continue to use their parents‘ adviser. How can you 
engage with the next generation before the transfer 
of wealth takes place? Turning up at the reading of the 
will might be too late! 

5. Female clients: don’t forget that often the first point 
of wealth transfer is husband to wife. What is your 
relationship like with female clients? Do you have a 
female-focused proposition? 

6. Adopt a holistic approach: profitting from the next 
generation of clients might be challenging in the short 
term but engaging them now can future-proof the 
business – particularly if a future exit strategy involves 
the sale of your business.

7. Difficult family conversations: what do these  
look like? How can you address them? Do you  
have the appropriate soft skills within the business  
to manage them?

8. Enagement: once the family and the next generation 
is engaged – keep them engaged!

Hopefully, this guide has provided some useful 
ideas, thoughts and practical advice to help 
your firm thrive in the face of this significant 
intergenerational transfer of wealth.
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Schroders – your investment solutions partner
Delivering appropriate client outcomes is at the 
heart of everything we do. We believe that this can 
be achieved by combining your strengths and ours 
through Schroder Investment Solutions.

Schroder Investment Solutions offers active, 
blended, strategic index, tactical and sustainable 
investment approaches so you can support the 
different ways in which your clients wish to invest. 
Our multi-asset funds and model portfolios are 
mapped to a selection of risk profiling tools and are 
available on a wide range of platforms.

We aim to provide investment solutions that offer 
value at every level. Our fees and charges are 
competitive, with an Ongoing Charge Figure (OCF) 
from just 0.29% and a model portfolio fee of 0.15% 
(no VAT). 

We have supported financial advisers for over a 
decade to help deliver the outcomes their clients 
are seeking and manage over £4 billion (as at 31 
July 2021) across our range of solutions.

If you’ve found our guide insightful, why not 
contact your usual Schroders‘ representative to 
see how we can help you and your clients achieve 
their investment goals.
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Important Information: This information is a marketing communication. This
information is not an offer, solicitation or recommendation to buy or sell any financial
instrument or to adopt any investment strategy. Information herein is believed to
be reliable but we do not warrant its completeness or accuracy. Any data has been
sourced by us and is provided without any warranties of any kind. It should be
independently verified before further publication or use. Third party data is owned or
licenced by the data provider and may not be reproduced, extracted or used for any
other purpose without the data provider’s consent. Neither we, nor the data provider,
will have any liability in connection with the third party data. Reliance should not be
placed on any views or information in the material when taking individual investment
and/or strategic decisions. Schroders has expressed its own views and opinions in this
document and these may change. The value of investments and the income from them

may go down as well as up and investors may not get back the amounts originally
invested. Exchange rate changes may cause the value of any overseas investments to
rise or fall. For your security, communications may be recorded or monitored. 
Subscriptions for shares can only be made on the basis of its latest Key Investor 
Information Document and prospectus, together with the latest audited annual report 
(and subsequent unaudited semi-annual report, if published), copies of which can be 
obtained, free of charge, from www.schroders.com/en/uk/adviser/. Issued
in September 2021 by Schroder Investment Management Limited, 1 London Wall Place,
London EC2Y 5AU. Registration No. 1893220 England. Authorised and regulated by the
Financial Conduct Authority.
602195. UK003156.
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