
HNW Millennial investors 
rank performance #1.

The Generations Project
The largest intergenerational wealth transfer in history is underway.  
Are high-net-worth (HNW) individuals, families, and financial 
advisors prepared? Our expansive study (in the U.S. and U.K.) 
of nearly 2,000 wealthy investors and advisors captures insights 
from Millennials to members of the Silent Generation—and reveals 
disconnects and opportunities across a broad range of wealth 
management areas. Here’s a snapshot of the U.S. findings:

Advisors Risk Falling Short of HNW Client Expectations1
What are the top qualities you seek from an advisor? Generational Snapshot 

Wealthy Investors Are Compartmentalizing Financial Conversations2

Advisors and Wealthy Investors Differ on How Much and Why Families Clash Over Money3
Who says families argue over money?

Boomers  
prioritize performance, whether 
advisors understand goals, and 
communication.

of HNW investors discuss investment strategies with advisors.

Silents
are more likely to discuss personal 
finances with an advisor.

Generational Snapshot 

Generational Snapshot 

74% 
But often save conversations 
about inheritance and long-term 
goals for family and friends.

Wealthy investors save some conversations  
for advisors, others for family and friends

What do they fight about?

94%

64%

■ Advisors	 ■ Investors

58%

21%

Inheritance

Lending money 

Younger Millennials
find the most conflict 
around borrowing money.

Gen X and Silents
find the most conflict around 
discretionary spending.

Advisors think HNW  
Millennial investors rank 
performance #6.

Millennials  
prioritize performance, whether 
advisors understand goals, and 
advisor experience.

Generation Years Ages

Younger Millennials 1988–1996 22–30

Older Millennials 1981–1987 31–37

Gen X 1965–1980 38–53

Boomers 1946–1964 54–72

Silents 1928–1945 73–90



Saving Investing
■ Investors were taught    ■ Their own kids will learn

Advisor Takeaways
The Generations Project highlights ways for financial advisors to provide a deeper and more meaningful level of service 
to high-net-worth clients than ever before—from financial education and communication to sustainable and global 
investing. As trusted “whole family advisors,” they have the potential to be indispensable for generations to come. 

Generational Snapshot 

“�Returns Are a Top Priority for My  
Sustainable Investments”

Generational Snapshot 

Generational Snapshot 

Millennials 
are most likely to teach their kids  
the importance of investing.

Investors are less likely to pass along the same 
financial knowledge they learned 

of surveyed 
Gen Xers 
report owning  
U.S. bonds.

The Home Bias

of investors own 
U.S. stocks

90%

of investors own 
international 

stocks

Gen Xers 
are most likely to invest in U.S. bonds.

Younger Millennials and Silents 
say water preservation and housing are  
among their top sustainable investments.

Wealthy U.S. Families Are Not Prioritizing Financial Education 4

Wealthy Americans Across Generations Prefer U.S. Investments5

Wealthy Investors Seek Sustainability, but Won’t Sacrifice Returns6

48% 59% 
84% 

48% 

10%  
of advisors who 
believe clients 
feel this way

25%  
of investors 

who say this

OppenheimerFunds, Inc. partnered with the research firm CoreData, to survey nearly 2,000 investors and advisors in the U.S. and the U.K. CoreData 
Research LLC is not affiliated with OppenheimerFunds, Inc.
Investments are subject to market risk and volatility. Foreign investments may be volatile and involve additional expenses and special 
risks, including currency fluctuations, foreign taxes, regulatory and geopolitical risks. Emerging and developing market investments 
may be especially volatile. Investing significantly in a particular region, industry, sector or issuer may increase volatility and risk. 
Diversification does not guarantee profit or protect against loss. 
This material is provided for general and educational purposes only, is not intended to provide legal or tax advice, and is not for use to avoid penalties 
that may be imposed under U.S. federal tax laws. OppenheimerFunds is not undertaking to provide impartial investment advice or to provide advice in a 
fiduciary capacity. Contact your attorney or other advisor regarding your specific legal, investment or tax situation.
Oppenheimer funds are distributed by OppenheimerFunds Distributor, Inc., 225 Liberty Street, New York, NY 10281-1008.  
© 2018 OppenheimerFunds, Inc. All rights reserved. 
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41%

58% 

of investors own 
U.S. bonds

62%
of investors own 

international 
bonds

28%
70% 

Visit Us 
oppenheimerfunds.com� 
 
Call Us 
800 225 5677 
 
Follow Us

Learn More For the full report and more details about the distinct generational findings,  
go to oppenheimerfunds.com/generations.


