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Millennials a lot like their parents

GENERATIONAL
SELLING
TACTICS
Cam Marston

M

errill Lynch’s Private
Banking and Investment Group recently
released “Millennials
and Money,” a white
paper based on its Young High Net
Worth Insights Survey.
Their conclusions should bring
hope to financial advisers who are
anxious about attracting and retaining the next generation of affluence.
The survey, which polled 153
investors between 18 and 35 who
have $1 million or more in investible
assets, suggests that, contrary to
popular opinion, millennials may be
more similar to their parents than
previously thought.
Two highlights are that 65% of
young affluent investors approach
investing in a manner similar to their
parents, and 69% of affluent millennial investors think that their parents
have the right investing approach.
Many more statistics reported in
the white paper reinforce the notion
that these youth are in step with
their parents’ approach to investing.
These data should give confidence to
financial advisers seeking to engage
them as clients in the near future.
It seems that this latest generation
may not be as alien as once thought.
But let’s not rush to judgment.
Although I agree that the millennials and their older counterparts,
Generation Xers, want the same
investment outcomes as their mostly
baby boomer parents, I have to
question if they want to work with
advisers in the same way. A simple
analogy helps explain.
We can accept as truth that all
generations value the end result of
transportation: the ability for a person to get from Point A to Point B in
a safe and efficient manner. But will
the method of transportation be valued similarly by all generations?
Are boomers just as comfortable
in a Nissan Leaf as an SUV or
Cadillac? Will millennials prefer a
stately black Lincoln Town Car or a
Ford Focus with customized dashboard display colors?
Does the Gen Xer need an SUV
with a DVD player for the kids or will
a bicycle suffice? The desire to reach
Point B is the same, but the needs
along the way may be different.

WHAT MILLENNIALS WANT
Merrill Lynch’s survey confirms
that wealth building as a destination
hasn’t changed; traditional methodologies will largely deliver results
for many millennials just as they did
for many boomers. However, when
studied closely, the numbers hint at
impending change around how they
will get there.
Millennials (40%) expressed a
strong desire for wealth management
firms to understand the needs of
investors at their age and life stage.
This may seem standard in a
client service profession, but many
advisers don’t realize that life stages
for millennials today have been
delayed by seven years or more.This
means that a millennial at 35 is
more similar to a boomer at 28. During times of affluence, people transition into adulthood at older ages.
Another generational distinction
is reflected by the 33% who recognize the importance of wealth man-

They share the same investment goals but have very different ideas on how to get there
agement firms to communicate in a
way that resonates with people in
their 20s and 30s. We know that the
millennials are more focused on
their own unique future than a
firm’s storied past.
Further, they are typically more
comfortable with electronic, versus
face-to-face, communication, often
relegating conflict to strictly electronic forms of communication.
These biases originate from a general decline in the ability for youth
to empathize with one another, a

crisis. Instead, the crisis confirmed a
trend that began around 1970.
pre-existing doubt.
Advisers engaging this young
Advisers likely have a good bit
generation will need to keep these
of trust building to do,
communication preferFor archived
both individually and on
ences in mind. They are
columns, go to
quite different from those InvestmentNews.com/ behalf of the industry.
Consider viewing this as
of boomers.
generational
an opportunity rather
The millennials surthan a concern.
veyed heaped skepticism on the
To wit: How many millennials
financial services industry, many
have been too suspicious to give us a
assuming that the client’s best interchance? And how do we change our
ests may not truly be top-of-mind.
image with this generation?
Interestingly, the report showed
All in all, advisers will be encourthat this isn’t a result of the financial

aged by the survey’s conclusions. It
provides comfort in knowing that
once millennials are your clients,
they will be interested in the same
outcomes as their parents.
Your challenge will be in proving
your value to a suspicious and skeptical buyer who will demand that
you redefine how you engage with
them.
Cam Marston (cam@generational
insights.com) is president of Generational Insights.

FS Energy and Power Fund:

An Alternative Investment
in U.S. Energy and Power
Offering Size: 150,000,000 Common Shares
Current offering price of $10.70 per share*
Current annual distribution rate 6.10%**
FS Energy and Power Fund (FSEP) provides investors access to U.S. private debt and equity investments in the
energy and power industry through a publicly registered Business Development Company (BDC).

The Fund’s investment objectives are to generate current income and long-term capital
appreciation.
The Fund is managed by FS Investment Advisor, LLC and sub-advised by GSO Capital Partners LP.***
For more information or to request a prospectus, please call our Sales Desk at 855-871-3437 or visit
www.fsenergyandpowerfund.com/income.
Sample portfolio holdings as of 12/31/12 include:****

FS2 Capital Partners, LLC I 2929 Arch Street, Suite 675 I Philadelphia, PA 19104
Toll free 877-372-9880 I Distributed by FS2 Capital Partners, LLC I Member FINRA/SIPC
Franklin Square Capital Partners is not affiliated with Franklin Resources/Franklin Templeton Investments or the Franklin Funds.

*
**

Offering price is as of 4/15/2013 and is subject to change as described in the prospectus.
The distribution rate represents the annualized, semi-monthly distribution rate based on an offering price of $10.70 per share as of April 15, 2013. This is prior to any deductions of selling commissions or dealer manager
fees. To date, this rate has not included any distributions paid from offering proceeds or borrowings. If distributions are paid from offering proceeds or borrowings, a portion of FSEP’s distributions to shareholders may be
deemed a return of capital due to the nature of certain distributions received by FSEP. Distributions are not guaranteed.
*** FSEP is managed by FS Investment Advisor, LLC, a registered investment adviser and affiliate of FSEP. FS Investment Advisor, LLC has engaged GSO Capital Partners LP to act as FSEP’s sub-adviser.
**** Holdings as a percentage of total portfolio fair value as of 12/31/12: Brand Energy and Infrastructure – 3.2%, Chaparral Energy Inc. – 2.0%, Panda Temple Power – 8.0%, Rice Drilling – 5.0% (percentage shown net of unfunded
commitment amount), Willbros United States Holdings, Inc. – 0.8%.

Investors should carefully consider the information contained in FSEP’s prospectus before investing, including FSEP’s investment objectives, risks, charges and expenses.
To receive a prospectus, contact your financial advisor. Alternatively, a copy of the prospectus is available free of charge by contacting FS2 Capital Partners, LLC.
Investing in FSEP may be considered speculative and involve a high level of risk, including a substantial loss of investment. The fund invests in securities rated below investment grade, also referred to as “junk.” These types of
securities are speculative with respect to the issuer’s capacity to pay interest and repay principal. They may be difficult to value and have limited liquidity. An investor should not expect to be able to sell all shares of the fund at any
time. The fund offers a share repurchase program. The fund does not intend to list shares on any securities exchange during the offering period and a secondary market is not expected to develop. Only a limited number of shares
will be eligible for repurchase and an investor should understand that they will not have access to their investment for an indefinite period of time. An investment in the fund is not suitable if the investor will need access to the
money invested.
This is neither an offer to sell nor a solicitation of an offer to buy the securities described herein. An offering is made only by the prospectus. This sales and advertising literature must be read in conjunction with the prospectus in order
to fully understand all of the implications and risks of the offering of securities to which the prospectus relates. A copy of the prospectus must be made available to you in connection with any offering. A prospectus relating to the
securities of FSEP and containing this and other information about FSEP has been filed with the Department of Law of the State of New York and the Securities and Exchange Commission. Neither the Securities and Exchange
Commission, the Attorney-General of the State of New York nor any other state securities commission has approved or disapproved of these securities or determined if the prospectus is truthful or complete. Any representation to the
contrary is a criminal offense.
FS2 Capital Partners, LLC (FS2 Capital), the dealer manager for the public offering, is an affiliate of the investment adviser and serves or has served as the dealer manager for the public offerings of shares by other entities sponsored by Franklin
Square Capital Partners. These relationships may create conflicts in connection with FS2 Capital’s due diligence obligations under the federal securities laws. FS2 Capital is entitled to compensation in connection with this offering, including
receiving selling commissions (which are generally re-allowed to selling broker-dealers) and a dealer manager fee based on the gross offering proceeds of shares sold in the offering. FS2 Capital may also be reimbursed for accountable due diligence expenses based on the gross offering proceeds of shares sold in the offering. In addition, the investment adviser and its affiliates may face conflicts of interest as a result of compensation arrangements, time constraints and
competition for investments, which they will attempt to resolve in a fair and equitable manner.

