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Millennial Profile

> Largest generation in the workforce and approaching peak     
   earning years

> Entering midlife — balancing careers, mortgages, kids, and  
   caring for aging parents (mostly Boomers)

> Known for tech savvy, transparency expectations, and values- 
   based decision-making 

> More college debt than any prior generation 

> Delayed traditional life milestones (marriage, kids,  
   homeownership), but by 2025, most have checked those boxes 

> Skeptical of institutions but open to trusted relationships  
   with proven value

Born 1980–1996     Ages 30–46 in 2026
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Millennial Profile



> Respect their independence.  
   They want guidance, not lectures or history lessons. 

> Be authentic.  
   Millennials spot spin and “sales talk” instantly.

> Lead with values.  
   They care about how money decisions align with life goals     
   and ethics. 

> Highlight balance.  
   They juggle debt, saving, and lifestyle aspirations. 

> Be highly transparent.  
   Fees, risks, and trade-offs must be explained simply. 

> Keep future-focused. They’re much more interested in  
   what you can do for them and what they can expect than  
   your background. 

> React quickly to their inquiries.  
   Millennials are used to being prioritized. Offer them options     
   for engaging with you – use online calendars, offer both     
   virtual and in- person meetings.
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Millennial Meeting MindsetMillennial Meeting Mindset

First Impressions

> Attire 
Smart casual is the way to dress when engaging Millennials. 
For example, are leather shoes necessary. No. Clean, well-

kept shoes? Yes.
 

First Impressions
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First Impressions (continued)

> Office 
Millennials expect professionalism, but they also value 
authenticity and simplicity. A tidy, modern, and uncluttered 
office signals that you can bring clarity to their financial  
world. Ditch the “wall of fame” — a few meaningful credentials  
or awards are enough. Aim for clean, functional, and  
welcoming rather than overdecorated or boastful. 

Show you enjoy the tech side of your work. Dual screens  
is a minimum. Keep clutter away. Try to create a workspace  

that hints modern and minimalist.  

> Greeting 
Use a firm handshake. Don’t correct if they don’t offer a  
firm handshake. You’re a professional service provider, not a 
teacher or coach.  

Meet them at the office door and greet them personally — 
don’t delegate to staff. Don’t overact if they use honorifics 
(Ma’am or Sir). Simply say, “Please call me…”  

Offer some practical hospitality: coffee, water, soda.  
Use real glassware. Offer to walk through the office with your  
client and make introductions. Offer the restroom before  
the meeting begins.



Start the Meeting

Icebreakers: family updates, weekend plans, recent travel, 

sports, weather.  

Introduce yourself using both credentials and a human 

detail that is future focused.  

“I’m Sarah, I’m a Certified Financial Planner and I’ll tell you   

more about that in our meeting. I enjoy helping families get 

things straight for their future. I help them plan to balance 

debt, invest, and work it all together with their lifestyle goals. 

I’m also a parent and understand those challenges, too.”  

Keep the intro concise and relatable.  Millennials want to 

know what you do, why you do it, and how it helps them. 

Get to the point: Keep small talk brief, silence your phone, 

and focus on what matters to them. 

Build connection: Match their energy naturally, share a 

laugh where it fits, and open with: “Before we dive in, what’s 

most important for us to cover today?” 

Start the Meeting
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Millennials are hitting major life stages later than previous generations. 

As a Gen X or Boomer advisor, you’ll often see them facing milestones 

you had already moved past at their age.  

> Debt Management: Many still carry student loans and consumer     

   debt. They want strategies for balancing debt with investing. 

> Family Formation: Mortgages, daycare, school savings, and rising  

   living costs dominate budgets. 

1
2

3
4
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Millennial Life Stage Considerations

> Career Advancement: They’re still searching for a career path;     

   job changes are common. 

> Retirement Awareness: Millennials know they can’t rely on  

   pensions or Social Security.

On Retirement Planning

On Investment Planning

On Reviewing Reports

Millennial Life Stage Considerations (continued)
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“
“
“

This plan isn’t just about your retirement account balance years from now,  
it’s about creating flexibility so you can enjoy life today and still feel 
confident about tomorrow. Every decision we make should support both.

Past performance is useful, but what matters most is how this investment 
fits your future goals. We’re choosing strategies that can help you stay on 
track, even when life changes.

Here are all the details from last year, but the page I’d focus on is your 
updated projections. I’ve run different scenarios — paying off debt 
faster, increasing contributions, or pausing for a year — so you can see 
how each choice shapes your future.

On Annual Reviews

“ We’ll note what worked last year, but let’s spend most of our time looking 
forward. Are there life changes on the horizon — family, career, or lifestyle 
— that we should build into your plan?

On Debt + Saving Balance

“ Paying down debt and saving at the same time feels like a tug of war. 
Let’s build a strategy that tackles debt responsibly but still grows your 
investments, so you don’t lose momentum on your future.

What to Say / Future-Focused Scripts That WorkWhat to Say / Future-Focused Scripts That Work



On Home Buying

On Family + Kids

On Career Change or Side Hustles

“
“
“

Buying a home is one of the biggest financial moves you’ll make. Let’s run 
through scenarios that show what price range keeps you comfortable — not 
just in year one, but long term with childcare, travel, and savings built in.

Raising kids is expensive, no doubt. The key is building layers — short-term 
savings for school costs, long-term investments for college, and still 
protecting your retirement. We’ll balance it so you don’t sacrifice one 
priority for another.

You’re in the sweet spot for changing jobs or starting a business. Let’s 
build flexibility into your plan so you can explore new opportunities 
without losing financial stability.

On Values-Based Investing

“ Your portfolio should reflect what matters to you. If sustainability, diversity, 
or social impact are priorities, we can explore funds and strategies that 
align your values with your financial goals.

On Inheritance Preparation

“ Many people your age will receive inheritances in the coming decades, 
but size and timing are uncertain. Let’s plan as if it won’t happen — and  
if it does, you’ll be ready to put it to its best use.
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What to Say / Future-Focused Scripts That Work 
(continued)
What to Say / Future-Focused Scripts That Work 
(continued)

Wrapping Up

   Recap clearly: “Here’s what I’ll take care of, what you’ll handle,  

   and when we’ll reconnect.” 

   Provide assurance: “I’ll send a quick written summary so  

   you don’t have to track every detail yourself.”    

    

Wrapping Up



Wrapping Up (continued)

   Thank them sincerely. Smile. Walk them to the door.  

   “I really appreciate you coming in. Thanks. I know it’s a  

   lot of time in your busy schedule.”  

   Follow through on all commitments.  
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Millennial Financial Stress  Millennial Financial Stress  

Millennials are entering 

their 40s and financial 

stress is high. Rising 

housing costs, childcare, 

and inflation mean even  

high earners feel squeezed. 

A 2024 Pew survey found 

62% of Millennials report 

feeling financially anxious 

“often or very often.” 

Student loan balances 

still exceed $30,000 on 

average, and credit card 

debt is at record levels.

Workplace pressures 

add to the strain. 

Many Millennials are 

mid-career managers, 

stuck between senior 

leadership and Gen 

Z staff. Burnout rates 

are climbing: Deloitte’s 

2024 study reported 

38% of Millennials 

experience frequent 

burnout, higher than 

Boomers.

Advisor Takeaway: Empathy matters. Acknowledge 

stress, then show practical ways to simplify.

Wrapping Up (continued)
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Dos & Don’ts

> Use digital tools (apps, dashboards) and walk them  

   through in-person 

> Tie financial advice to life goals (home purchase, travel, family) 

> Provide side-by-side comparisons: they want options,  

   not prescriptions 

> Be highly transparent about fees 

> Use peer examples for relatability 

> Send quick follow-ups: emails and texts both work

Dos & Don’ts

> Use jargon-heavy explanations 

> Talk down to them or assume they don’t know 

> Overemphasize the past — they want to know what’s next 

> Ignore their values (socially-responsible investing  

   matters to them) 

> Assume loyalty; Millennials will switch if service lags

X

> Expect seamless digital options: e-signatures, portals,   
   secure messaging 

> Prefer text/email for confirmations 

> Use screen-sharing for virtual meetings 

> Care how tech saves time, not just that it looks flashy

Millennial and TechnologyMillennial and Technology
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Wealth, Stress, and Opportunity

> Median Millennial  
   net worth:    
   ~$127,000 in 2023     
   (Federal Reserve).    
   

  > Average student  
      debt:           
      ~$30,000  
      (Dept. of Education,        
      2024).

> Homeownership         
   rate:              
   ~51% in 2025  
   (Urban Institute).    
    

Wealth, Stress, and Opportunity

> 62%  report  
   financial     
   anxiety “often”      
   (Pew, 2024).

  > 38% report  
      frequent     
      burnout 
      (Deloitte, 2024).

> By 2048, Millennials  
   are projected to  
   inherit ~$27 trillion 
   (SSGA, 2025).

> Many Millennials will inherit after Gen X, but preparation is key.  

> Advisors should ask: 

   + “Have you thought about what you’ll do if you receive an inheritance?”

   + “Would you like to create a plan now so you’re ready when the time     

       comes?”

> Simplify concepts for heirs. 

> Be transparent: show tax implications and liquidity issues.

Wealth Transfer PrepWealth Transfer Prep

Advisor Action Steps 

Values-Based Planning:   

Align advice with goals 

beyond money.
1 2 Simplify Debt + Saving:   

Show how to balance both 

without sacrifice.

Advisor Action Steps 



Digital Integration:   

Provide tech tools that 

empower, not  

overwhelm.

3 4

5 6

7

Family Engagement:  

Offer to include friends  

or partners in meetings. 

What you may deem family 

and how they define it may 

differ. Welcome others.

Transparency Always:   

Fees, risks, and assumptions 

must be plain.

Regular Touchpoints:  

Keep engagement 

steady with emails, 

short videos,  

or dashboards.  

Education is  

helpful.

4 Future Focus:   

Keep the lens forward:  

“what’s next” beats 

“what was.”

Advisor Action Steps (continued) Advisor Action Steps (continued) 
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Here’s what this means 
for your freedom.“

It’s about financial  
security and flexibility.“

Quick-Hit Phrases for Millennial ClientsQuick-Hit Phrases for Millennial Clients

Let’s build a plan that 
balances today’s needs  
with tomorrow’s goals.“

We’ll revisit often — 
your plan grows as 
your life does.“

You’ll have options, 
not obligations.“

This dashboard keeps  
you in control 24/7.“



Material developed in collaboration with Cam Marston/ 

Generational Insights. Not to be copied or reproduced.


