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Just last year we launched the Advisor Solutions programs to help advisors engage more

effectively with their existing and prospective clients. Kristan Wojnar of Third Quarter

Advisers will take you through one of the many pillars of this program, legacy planning.

 

Here are some sobering statistics I found for financial advisors to consider:

 

Only 2% of adult children keep their parents’ financial advisor after receiving an

inheritance.

Nearly 60% of adult children have not met their parents’ financial advisor.

A mere 7% of clients’ children say they know their parents’ financial advisor

personally.

 

An estimated $30 trillion is expected to change hands from baby boomers to their heirs

by 2050. This, combined with the statistics above, paints a bleak picture for the future

for financial advisors who don’t do something to counteract the trend.

 

I’m a practice management consultant with a track record of speaking and consulting on a

variety of value-added topics for financial advisory firms. I help WisdomTree work with

advisors on legacy planning. This is a key area where advisors can add significant value

for their clients and get a leg up on retaining their heirs as clients as well.

 

Beyond Estate Planning

 

Legacy planning goes beyond the realm of estate planning, where the important work of

ensuring that clients’ financial assets are passed on to their heirs based upon their

wishes and in the most tax-efficient manner possible occurs. This is important to many

investors, but I would guess that most investors do not feel any level of passion toward

this process.

 

Legacy planning is about clients passing on their intangible and core values to their

heirs. What’s important to your clients that they want the next generation to know and

remember? That’s where legacy planning and legacy documents come into play.

 

Compiling legacy documents and having meaningful legacy conversations with your clients

are powerful ways to deepen your relationships with your clients as well as their
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children and grandchildren. They also provide a profound opportunity to set you and your

practice apart from other financial advisors. This is a unique way to demonstrate that

you care about more than just the assets and “tangibles” of your clients; you also care

about their “intangibles” and the enduring legacy your clients may want to leave for

generations to come.

 

Legacy Documents and Conversations

 

A legacy document can be as simple as a letter from clients to their children,

grandchildren and others that allows them to tell their heirs how they feel about them,

to pass on advice and encouragement for the future and to impart other feelings and

values.

 

This doesn’t need to take the form of a letter. Pictures with captions in an album might

be a better approach for some clients. As with so many other things today, there’s even

app for that, as well as a number of other resources that can help you shepherd this

important process with your clients.

 

Where an advisor can really add value is in facilitating the legacy conversation between

your clients and the next generation. This serves several purposes. First, it helps your

clients communicate their values to their heirs. Beyond the normal family interactions

where some of that has taken place over the years, this is a more focused setting to

communicate these important ideas.

 

These legacy conversations can also play a key role in successfully transferring family

wealth to the next generation. One of the biggest reasons cited for failures in the

wealth-transfer process is a lack of communication between the generations.

 

It’s important in this process to be mindful of generational differences.

 

Getting the Process Started

 

Like much of the good work you do for your clients, questions are a great way to get the

legacy planning process going. Questions like these can be a good place to start:

 

What has been the most joyous moment in your life? Why?

What is your earliest memory?

What has been your proudest moment in life? Why?
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In three words, how would you like to be remembered?

 What is the single most important lesson you have learned in life?

What mistake have you made in life that you would like others to avoid and learn

from?

 

I’ve found that legacy planning is a great value-added service that you can provide to

your clients. It is the ultimate win-win for them, for their heirs and for your firm as

you seek to build a relationship with the next generation of the family.

 

Legacy planning is now part of WisdomTree’s Advisor Solutions platform, designed to help

financial advisors grow their businesses.

 

Financial advisors, read more on ways to improve your business.

 

Important Risks Related to this Article

Kristan Wojnar of Third Quarter Advisers is an advisor to WisdomTree Investments, Inc.,

and WisdomTree Asset Management, Inc. This material contains the current research and

opinions of Ms. Wojnar and Third Quarter Advisers, which should not be considered or

interpreted as a recommendation to participate in any particular investment strategy or

deemed to be an offer or sale of any investment product, and it should not be relied on

as such. The user of this information assumes the entire risk of any use made of the

information provided herein. Unless expressly stated otherwise, the opinions,

interpretations or findings expressed herein do not necessarily represent the views of

WisdomTree or any of its affiliates.

For standardized performance and the most recent month-end performance click here NOTE,

this material is intended for electronic use only. Individuals who intend to print and

physically deliver to an investor must print the monthly performance report to accompany

this blog.

For more investing insights, check out our Economic & Market Outlook

View the online version of this article here.

WisdomTree BLOG ARTICLE

WisdomTree.com   1-866-909-WISE (9473)

https://wisdomtree.com/multimedia/snapshots/advisor-solutions-program-overview
https://wisdomtree.com/blog/category/advisor-solutions
https://www.wisdomtree.com/investments/performance
https://wisdomtree.com/-/media/7ae44b76bd3149b4a55e58a7694530b1.ashx
https://www.wisdomtree.com/investments/blog/2018/06/29/how-advisors-should-talk-to-their-clients-about-legacy-planning


IMPORTANT INFORMATION

U.S. investors only: Click    here to obtain a WisdomTree ETF prospectus which      

contains investment objectives, risks, charges, expenses, and other information;

read and consider carefully before investing.

There are risks involved with investing, including possible loss of principal. Foreign

investing involves currency, political and economic risk. Funds focusing on a single

country, sector and/or funds that emphasize investments in smaller companies may

experience greater price volatility. Investments in emerging markets, currency, fixed

income and alternative investments include additional risks. Please see prospectus for

discussion of risks.

 

Past performance is not indicative of future results. This material contains the

opinions of the author, which are subject to change, and should not to be considered or

interpreted as a recommendation to participate in any particular trading strategy, or

deemed to be an offer or sale of any investment product and it should not be relied on

as such. There is no guarantee that any strategies discussed will work under all market

conditions. This material represents an assessment of the market environment at a

specific time and is not intended to be a forecast of future events or a guarantee of

future results. This material should not be relied upon as research or investment advice

regarding any security in particular. The user of this information assumes the entire

risk of any use made of the information provided herein. Neither WisdomTree nor its

affiliates, nor Foreside Fund Services, LLC, or its affiliates provide tax or legal

advice. Investors seeking tax or legal advice should consult their tax or legal advisor.

Unless expressly stated otherwise the opinions, interpretations or findings expressed

herein do not necessarily represent the views of WisdomTree or any of its affiliates.

 

The MSCI information may only be used for your internal use, may not be reproduced or

re-disseminated in any form and may not be used as a basis for or component of any

financial instruments or products or indexes. None of the MSCI information is intended

to constitute investment advice or a recommendation to make (or refrain from making) any

kind of investment decision and may not be relied on as such. Historical data and

analysis should not be taken as an indication or guarantee of any future performance

analysis, forecast or prediction. The MSCI information is provided on an “as is” basis

and the user of this information assumes the entire risk of any use made of this

information. MSCI, each of its affiliates and each entity involved in compiling,

computing or creating any MSCI information (collectively, the “MSCI Parties”) expressly

disclaims all warranties. With respect to this information, in no event shall any MSCI

Party have any liability for any direct, indirect, special, incidental, punitive,

consequential (including loss profits) or any other damages (www.msci.com)

 

Jonathan Steinberg, Jeremy Schwartz, Rick Harper, Christopher Gannatti, Bradley Krom,

Tripp Zimmerman, Michael Barrer, Anita Rausch, Kevin Flanagan, Brendan Loftus, Joseph

Tenaglia, Jeff Weniger, Matt Wagner, Alejandro Saltiel, Ryan Krystopowicz, Jianing Wu,

and Brian Manby are registered representatives of Foreside Fund Services, LLC.

 WisdomTree Funds are distributed by Foreside Fund Services, LLC, in the U.S. only.

You cannot invest directly in an index.
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