
Introduction: The Time Is Now for the 
Affluent Client
Advisors face continual challenges when building and renewing their 
client base. Demographic shifts and the changing economic tide have 
pushed firms to grow into new markets and use fresh approaches to 
gain and retain business. 

Today, that affluent client is one of an advisor’s best opportunities for 
success. The number of U.S. households with a net worth of $1 million 
or more (not including a primary residence) reached a record of 10.4 
million in 2015, up from 10.1 million in 2014.1 

But it takes a special touch and considerable knowledge to cater to this 
growing market. 

To win over affluent clients, advisors must have a strong understanding 
of the clients’ circumstances, goals and interests. So: Do you have what 
it takes to serve this lucrative market?

Why The Affluent Need You
Affluent Americans have unique financial needs, demographics, 
lifestyles and experiences that present equally unique wealth-building 
challenges. Essentially, clients are pressed for time and want to work 
with experienced wealth managers who can quickly and effectively 
offer solutions to help them meet their financial goals. 

Retirement planning: Affluent Americans are just as worried 
about retirement as any other group. Living longer and  
maintaining lifestyle makes it harder for these consumers to 
achieve their lifestyle goals in retirement than clients of more 
modest means. Take clients’ resources and personal goals into 
account when crafting a strategy to protect their assets while 
encouraging financial growth.

Estate goals & minimized tax burden: Affluent Americans are 
overwhelmingly concerned with inheritance considerations. 
Wealth advisors have a significant role to play in helping affluent 
clients achieve their legacy planning goals – especially given the 
record levels of U.S. wealth expected to transfer in the near future. 
As wealthy baby boomers pass their assets onto their children, 
they are eager for wealth-building products that can address 
estate planning needs and minimize their heirs’ tax burdens. 

Philanthropic goals: Affluent individuals are more likely to give 
charitably and appear to be even more concerned with it than 
their wealthy parents. Wealth planning strategies can help these 
clients achieve their altruistic goals and benefit from the tax  
reductions in philanthropy. 

Business owner demands: Many affluent clients amassed their 
wealth while building a business; they have a large amount of 
wealth tied up in their companies. At some point, they’ll begin 
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looking for an exit strategy. Smart wealth managers will be there 
to offer solutions to protect and grow the profit of a client selling 
all or a portion of their company.

The sandwich generation: As Americans live longer, a  
growing number of affluent clients are dealing with the  
simultaneous financial demands of aging parents and younger 
children. While affluent clients may not be pressed for cash, they 
still recognize the value of financial planning for their children’s 
college educations and their elderly relatives’ care, as well as their 
own future eldercare needs. Essentially, wealth advisors should be 
ready to present financial solutions that prepare their affluent for 
handling the gamut of life experiences. 

Market forces and uncertainty: With a change in our Presidential 
administration, many have come to expect a more relaxed regula-
tory environment along with potential new tax breaks and estate 
tax changes. Wealth advisors need to understand these changes 
and keep their affluent clients abreast of opportunities. There 
is reason for cautious optimism, especially given recent previ-
ous market chaos. But the low-interest-rate environment can be 
particularly challenging for wealth building. Your firm should take 
into consideration every economic twist and turn before crafting 
financial strategies for your affluent client. 

Understanding Affluent Client Behavior
Before you can effectively serve an affluent client base, advisors must 
understand this group’s “financial mindset.” The challenge comes, 
overwhelmingly, in understanding the behaviors and motivations of 
affluent clients and how these actions and drivers shape their wealth-
building choices. But it’s harder than you might expect: Even affluent 
Americans are conservative when allocating and growing their money. 

Conservative choices: Affluent Americans are pretty financially 
risk-averse, and that trend is only expected to increase as more 
affluent individuals move toward retirement. It’s understandable 
that wealthy Americans are actively looking to protect their assets. 

Popular products & solutions: Principal residence and real  
estate holdings remain some of the affluent client’s larger assets. 
Wealth advisors can offer a menu of financial products and  
services to fit the affluent client’s needs and financial desires, as 
well as introducing them to more sophisticated solutions and 
alternative wealth-building strategies.

Real estate options: Real estate can be a useful way for  
affluent Americans to achieve their financial goals. Your job is to 
acknowledge the real estate opportunities that will satisfy their 
traditional goals while also providing the innovative and  
alternative solutions that will help them with wealth creation.

Serving An Affluent Client Base
Affluent clients expect a level of customer service and professionalism 
that some wealth advisors may not be accustomed to giving. If you are 
looking to work with this group, you should plan to take your firm to 
the next level, putting money into product innovation, adaptability  
and technology.

Diversity & innovation: Many financial products are relative 
to one another — a series of alternatives. A successful wealth-

building strategy requires portfolio diversity. Woodbridge Wealth 
provides an innovative way to help diversify portfolios, as well as 
providing an extra source of income.

Ready to adapt: These clients’ needs change quickly, particularly 
as a record number of affluent Americans move closer to  
retirement. Millennial affluents are also on the increase, and  
wealth managers need to understand that this group’s financial 
goals can be very different from that of affluent baby boomers. 

Tapping into digital channels: Your wealthy prospects and  
affluent clients are probably used to accessing many of their  
services 24/7 online. As banking goes mobile, large and small 
banks are pushing the envelope for financial services, and  
advisors may need to play a bit of technology catch-up. Of course, 
wealth management is — and will continue to be — a high-touch 
industry. Your affluent clients expect their wealth advisors to tap 
into digital and mobile channels, too. Remember: Your client’s first 
point of contact with your firm may just occur online. 

Conclusion: A Look Ahead
Despite the Great Recession and subsequent economic concerns, the 
number of affluent individuals has continued to increase, presenting 
significant growth potential for savvy wealth advisors. This trend is only 
expected to continue. Given the demographic changes and wealth  
accumulation in the U.S. today, affluent Americans may soon trigger 
one of the largest wealth transfers in history: Generation X and  
millennials are projected to hold more than half of all investable assets 
by 2020, representing $30 trillion.2  

Firms need to think ahead and plan for the next generation of affluent 
individuals in the Gen X and millennial populations – and assess their 
customer service, technology, portfolios and more.

1 Spectrem Group’s Market Insights Report 2016
2  PwC’s 2016 Wealth Management Trends: A Revolution Both Loud 
& Quiet
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