
RETIREMENT PLANNING

INTERGENER ATIONAL 
PLANNING – YOUR 

QUESTIONS ANSWERED

DEEPEN EXISTING RELATIONSHIPS
by showing your clients how you can help them look 
after their wider family. 

BUILD NEW RELATIONSHIPS
with different generations in those families, looking 
at the financial planning needs of a client’s family as 
a whole, and so building your client bank.

KEEP EXISTING WEALTH IN YOUR BUSINESS
with wealth set to cascade down the generations  
it's a great opportunity to get introduced to the  
wider family now.

DEMONSTRATING THE VALUE  
OF YOUR EXPERTISE AND SERVICE
in a complex, sometimes difficult to broach area.

BUILD THE VALUE OF YOUR BUSINESS
by reducing the age demographic of your client bank  
you could make it more attractive to potential 
investors or buyers. 

FUTURE PROOF YOUR BUSINESS
by becoming the next generations' adviser of choice.

DISCOVER OPPORTUNITIES FOR YOUR CLIENTS,  
THEIR FAMILIES AND YOUR BUSINESS

WHAT’S THE BENEFIT FOR ME AND MY BUSINESS?

Intergenerational planning couldn't be more important right now. Not only is over £5.5 trillion in the UK set 
to be inherited over the next decade*, but 59% of inheritance donors want their children to see a financial 
adviser but just 9% have spoken about it.**

By helping your existing clients see the big picture of their wealth and their family, you can make those  
family-wide connections now, and connect with the next generation. 

Here are some of the questions our advisers have asked us about the key opportunities in intergenerational 
planning - and how we can help you develop new relationships to future proof your business.

OF INHERITORS ARE NOT 
SURE THEY WOULD USE THEIR 
PARENTS’  ADVISER OF CHOICE.
 ** Schroders intergenerational-guide,  

Feb 2021 

65%

*Source: Kings Court Trust, Passing on the Pounds report, 2017. **Source: **Schroders intergenerational-guide, Feb 2021. 



POTENTIAL IHT SAVINGS
with more of their money going to their beneficiaries 
and less to the taxman.

SUPPORT AND GUIDANCE
helping them plan for every eventuality means they 
better understand all their options, such as whether 
they can afford to make lifetime gifts, and what 
impact this would have on their long-term finances.

PROTECTING THE WHOLE FAMILY
talking with the family about money at an earlier 
stage can help close the gap between generations.
This can also help avoid the common difficult family 
conversations that can arise later on in life.

MORE CALCULATIONS AND PROJECTIONS  
e.g. investment growth protection or cashflow, so 
individuals can relate the information to their own 
lives, and relate better to what they are being shown. 

INCREASE AVAILABILITY 
by being there for them, beyond annual reviews,  
to answer their questions big and small, you can  
build trust and deepen that relationship.

PROVIDE EXAMPLES AND CASE STUDIES  
so clients can see how your advice is relevant to  
them and their specific lifestage and challenges, 
giving them a better understanding of how it could 
work in the real world. 

USE SCENARIO PLANNING TO AID 
UNDERSTANDING  
by simplifying all the information you provide,  
you can keep them engaged and keep that  
connection going.

WHAT’S THE BENEFIT FOR MY CLIENTS?

HOW CAN I  MAINTAIN ENGAGEMENT ACROSS GENERATIONS?

ASK YOUR CLIENTS TO BRING YOUNGER  
FAMILY MEMBERS ALONG 
this will help them to understand the value  
of financial planning expertise, and encourage  
open conversations about financial goals.

START THE INTERGENERATIONAL 
CONVERSATIONS AS EARLY AS POSSIBLE
focus on overall goals and client attitudes rather  
than specific wealth. 

ENSURE NOMINATION FORMS ARE UP TO DATE
and reflect the current family position. For example, 
there are more children/grandchildren to be added.

BUILD INTERGENERATIONAL PLANNING  
INTO CLIENT REVIEWS 
to help normalise the subject of intergenerational 
wealth planning. With topics including: 
• Is the client on track for the retirement they’d like?  
• Have they nominated a beneficiary for their pension? 
• Would they like to consider lifetime gifts? 
• Would they like to consider pensions for  

family members? 

CONSIDER ADDITIONAL PROTECTION NEEDS
if, for example, your clients have adult children 
about to drop off the parental policies, it's a great 
opportunity to both secure good value cover for them 
and also engage with them about financial planning.

WHERE DO I  START?

OF INHERITANCE DONORS  
WANT THEIR CHILDREN TO SEE  
A FINANCIAL ADVISER BUT JUST  
9% HAVE SPOKEN ABOUT IT. 
The Generation Game, Sanlam Report 2019

59%



POTENTIALLY EXEMPT TRANSFERS (PETS)                        
With increased longevity, inheritance can come later in 
life. In-life wealth transfers can help millennials when 
they need it most, supporting their potentially lower 
earnings and higher associated life stage costs. This 
presents both a protection opportunity and also an 
investment introduction with your clients’ children. 

PAYING CHILDREN’S PROTECTION PREMIUMS
Claims data tells us that 22% death claims and  
44% CI claims occur between ages 31-50, yet only  
3% of 18-24 year olds have CI Cover.* This has a 
potential impact on financial resilience of children/
grandchildren. Buying a protection policy on their behalf 
delivers valuable peace of mind for parent/grandparents 
and doesn’t diminish their investment reserves. 

TRUSTS
Understanding gifting large sums in-life 
won’t be possible for many clients. Trusts are 
a great alternative to plan for IHT and to ensure 
prompt payment and protection of wealth for  
future beneficiaries.

WHAT ROLE COULD PROTECTION PLAY AS PART  
OF INTERGENERATIONAL PLANNING CONVERSATIONS?

OVER £5.5 TRILLION IN THE UK  
IS SET TO BE INHERITED OVER  
THE NEXT DECADE. 
Kings Court Trust, Passing on the Pounds report, 2017 

Intergenerational planning may sometimes feel like a sensitive subject. Every family is different  
in terms of how openly they discuss money and what will happen to the family wealth. 

So focus on the benefits. Peace of mind can be a powerful motivator. And ensuring a client’s wishes  
and legacy are secured helps strengthen relationships and supports extending your advice.

ANY POTENTIAL BARRIERS -  AND HOW CAN I  OVERCOME THEM?

INCREASED LONGEVITY   
has led to more multi-generational families,  
and so intergenerational planning is becoming  
more important. 

INCREASED FLEXIBILITY  
as a result of pension freedoms, meaning additional 
complexity for clients around decision making in the 
lead up to and during retirement.

CHANGING FAMILY SITUATIONS   
differing family set ups, such as more families with 
step children for example, means organising and 
planning these scenarios becomes essential. 

THE GENERATIONAL WEALTH DISPARITY   
shows millennials are the first UK 30-somethings  
to earn less than past generations, meaning there's 
more of a pressing need within families to help  
out financially.**

DIFFERING NEEDS OF DIFFERENT GENERATIONS   
new challenges can make it a complex, and potentially 
sensitive area.

WHAT ARE THE KEY FACTORS IMPACTING  
INTERGENERATIONAL PLANNING?

*Source: Scottish Widows claims statistics, 2020. ** Source: World Economic Forum, 2019.

Making small introductions to your clients’ children now is the first step in extending your customer base 
and promoting your business to the next generation, helping ensure your clients’ funds don’t leave your 
business on their death.

OF CI  CLAIMS OCCUR  
BETWEEN AGES 31-50.

Scottish Widows claim statistics, 2020

44%
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Many clients intend to pass on their wealth to their loved ones, and expect to do this after they die rather  
than while they are still alive.

But increased longevity has meant that inheritances come later in life, often after they are really needed. 

Lifetime gifts could be a helpful alternative and offer IHT planning advantages as well as the emotional 
benefit of seeing loved ones use the money.

TRADITIONAL ESTATE PLANNING     
Wealth flows to next generation upon death. 

INTERGENERATIONAL PLANNING   
Involves wider family and wealth flows to next generation/multiple generations during lifetime  
and upon death.

WHAT SHOULD I  CONSIDER WHEN LOOKING AT INTERGENERATIONAL 
PLANNING VERSUS ESTATE PLANNING?

We've created an interactive guide to help you start the intergenerational 
conversation with your clients. 

There are useful tips on what key topics you could talk to them about, and you can  
see how some of our products can help your clients protect their families and their 

wealth - and help you uncover new business opportunities.

WHERE CAN I  GET MORE DETAILED INFORMATION ON STARTING 
THESE CONVERSATIONS WITH MY CLIENTS?

Explore our guide here

https://adviser.scottishwidows.co.uk/assets/literature/docs/35573.pdf

