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Decoding the Millennial Mindset Study

Broadridge and The Center for Generational Kinetics conducted a study that reveals insights

and opportunities for marketing to Millennials
1.

2
3
4.
5

Current Financial and Retirement Outlook
The Impending Wealth Transfer
Relationship with Financial Advisors
Communication Decoded

Advisor Takeaways: Essential Tools and
Techniques
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Decoding the
Millennial Mindset

Surprising insights and opportunities focused on

the wealth industry’s next-generation client
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Current Financial and Retirement Qutlook
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INSTANT POLL RESULT

True or False, more Millennials than Baby Boomers
participate in a retirement savings plan?

FACT: For every three baby boomers, four Millennials
participate in workplace savings
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Panelist Question

What information source do Millennials seek retirement advice from?
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Panelist Question

What type of investment is a Millennial most confident in?
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The Impending Wealth Transfer
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INSTANT POLL RESULT

What percent of the three generations are aware
of the impending Great Wealth Transfer?

FACT: 21% are aware
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Panelist Question

What would the majority of all generations use an inheritance for?
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Financial Advisors
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What is the least trusted source of financial advice
across all generations?

FACT: Social media and robo-advisors are the least trusted sources of
financial advice across generations
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Panelist Question

Across all generations, what would they prefer in their financial advisor?
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Communication Strategies
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INSTANT POLL RESULT

What frequency of communication do Millennials
want from their financial advisors?

FACT: 69% of Millennials prefer to receive updates from their
financial advisor monthly or more often
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Panelist Question

What communication and engagement strategy would build the most trust in a new
financial advisor?
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Advisor Takeaways: Essential Tools and Techniques
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Panelist Question

What are the most valuable tools and techniques when it comes to connecting with
Millennial clients?
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Panelist Question

To what do you attribute the shifts conveyed in the study relating to Millennials’
preferences regarding financial advisor experience and communication channels?
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Conclusion

* Millennials have unconventional ideas about investing.

* The impending wealth transfer is an opportunity for advisors.

e Millennials want and need financial advice.

* Advisors should use automated multi-channel marketing to reach Millennials.

Visit BroadridgeAdvisor.com and scroll to download Decoding the Millennial Mindset

Client Testimonials Decoding the Millennia
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Questions?
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To view the slides and a recording of this webcast please visit:
https://fa-mag.com/BroadridgeFeb13

For upcoming webcasts, please visit: http:/www.fa-mag.com/webcasts.html
Please send your questions, comments and feedback to: dawn@fa-mag.com
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