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It’s time to have 
legacy planning 
conversations 
with your clients
There is a huge intergenerational wealth transfer on the horizon, and it’s important to plan ahead. Without taking 
the initiative to discuss legacy planning with their clients, financial professionals (FPs) are at risk of losing assets 
under management.

87%
of affluent 
investors

report not using their 
parents’ FP.1

70%
of women

switch their wealth 
relationship to a new 
financial institution 
within a year of their 
spouse’s death.2

Reasons clients opt to switch financial professionals include:
They have their 
own FP with whom 
they’ve built a  
solid relationship.

They do not know 
their loved one’s FP 
because the pro has 
not attempted to 
build relationships  
with the family.

They find their 
loved one’s FP to 
be difficult to work 
with or out of touch.

High net worth individuals have expressed interest in discussing 
the following legacy planning topics with financial professionals3:

16% Strategic philanthropy

20% Facilitating discussions about the use of family wealth

21% Teaching children/heirs financial skills

35% Trust options and implications

48% Estate planning

Enhancing the level of client trust in your relationships can set you up  
for successful legacy planning conversations. An important pathway to 
building trust is empathy.
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Across all demographic 
groups recently 

surveyed to determine 
which factor is  

most impactful in 
driving trust,  

the greatest  
is empathy.4

“Performing empathy” drives greater trust among your clients and 
can make the difference for your business.
It is not enough to merely be empathetic. It is necessary to be able to 
communicate empathy in a way that is understood and perceived as 
such by the client. We call this performing empathy, where the client 
consciously experiences the financial professional as being empathetic. 

The skill is to be able to demonstrate that you are someone who both 
understands your client’s point of view and cares about them as well as 
their family.

Performing empathy is the key to:

Enhancing client trust

Deepening client relationships

Retaining clients and assets

Differentiating yourself  

within an increasingly  

commoditized industry

The Nationwide Retirement Institute’s 
Legacy Essentials program can help 
you cultivate the important skill of 
performing empathy. Our relevant 
insights and a range of helpful resources 
shed light on the topic of client trust.

Visit NationwideFinancial.com/Legacy-Essentials
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a particular account type. It does not take into account the specific investment objectives, tax and financial condition, or particular needs of any specific 
person. Investors should discuss their specific situation with their financial professional.
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