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Millennials and Gen Z tend to avoid or disengage from personal finance matters more so than 
older generations.

Overcoming Money Avoidance in the Next Gen

*March 2023 Credit Karma Survey 3

Millennials and Gen Z

Boomers
“often or always feel a sense of financial dissociation”

Psychologists note that avoidance is a known coping mechanism for anxiety 
and stress. Unfortunately, ignoring spending levels, credit cards, and bank 
balances has led to increased debt in the Next Gen. This issue has been 
compounded by the challenges of the COVID-19 pandemic, with some 
Millennials and Gen Z turning to ‘retail therapy’ or frequent delivered meals to 
deal with restlessness and uneasiness.

From March 2022 to March 2023, NextGen average credit card balances have dramatically increased:

Millennials

Gen Z

(29% increase)

(40% increase)

Sources: WSJ T’hey Can’t Even: A Generation Avoids Facing Its Finances’. 4/17/23;  NPR ‘ Stressed about money? Scared to check your balance?These tips are for you.’ 1/16/22

Dynasty Recommends:

1. Position yourself as a Whole Family Advisor. Address this topic with your clients to determine and offer to work with their adult 
children if it’s an issue they struggle with.  

2. Understand the root cause by mapping out a ‘habit loop’ with the Next Gen. Then, help them establish a new habit loop, shifting 
focus to the result of peace of mind.

3. Turn to creativity as a mindfulness strategy. Brainstorm free or lower-cost activities that will bring enjoyment without the financial 
pain. 

Next Gen Snapshot
➢ As the aggregate borrowing levels increase in the 2030s, 

Gen Z may account for a third of all U.S consumer debt by 
2040. 

➢ Nearly 1 in 4 millennials is concerned about having 
adequate funds, while 69% are uneasy about making that 
money last a lifetime. (Morgan Stanley investor Pulse Poll)

➢ Gen Z are busy starting a family or paying down student 
loans and they simply don’t have the money to worry 
about retirement.
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Overcoming Money Avoidance in The Next Gen: The Habit Loop

How does the client react? Instead 
of checking that account 
statement, do they listen to music, 
tidy up their home, or go out with 
friends?

Discuss the outcome of their 
behavior. Help them come to 
realize that their actions did not 
result in their credit card being 
paid or spending reviewed.

What specific 
feelings 
or circumstances 
cause your NextGen 
client to feel money 
anxieties? 
Perhaps an email 
from their 
credit card 
company? 
Hearing personal 
finance buzz words?

Have your client 
take note and focus 
on awareness when 
they are 
experiencing trigger.

Peace of mind! Your client has taken 
productive steps towards financial well-
being. Have your client note how they feel.

Establish a new and healthy behavior, 
such as making a credit card 
payment, setting up a budget, or 
checking in on their spending levels.

Suggested Action

Trigger
Behavior

Result

Trigger

Result

Behavior



Strictly Confidential | Not for Distribution

Immediate
• Ensure proper onboarding
• Wellness offerings: Mental, physical, 

financial
• Over communicate about company strategy
• Develop immediate recognition practice. 

EX/ Birthdays, anniversaries, etc. 
• Offer team building / culture days – Casual 

Fridays & theme days
• Ensure office is presentable – Clean, 

modern, access to tools.

Short term
• Mentoring program
• Develop culture of feedback and open 

communication
• Develop performance / tenure rewards & 

recognition.
• Offer & act on employee satisfaction survey 

with regular cadence
• Volunteer / team building days

Retaining Employees

5

Hiring and retention are no longer about how you pay people, it's about the entire work experience you deliver.

RIA firms have expressed concerns about wage pressure, high turnover, difficulty 
finding talent and benefit packages.

RIA increasingly challenged to fill less experienced and more portable roles such as 
operations and CSA.

Dynasty Recommendation:
Talk to your Dynasty Relationship Manager about an 
internal survey to establish a baseline and how it can help 
with the implementation of these firm-wide initiatives.

Source: AGS 2022 Compensation Survey

94%

42%

40%

Of firms match employee contributions and 29%
of firms add profit sharing into 401k on top of 
matching

Of firms do not offer 
LTIP or equity to the 
team

Of firms offer fringe benefits 
including gym memberships, cell 
phones, or lunches in the office.

Long term
• Explore work life balance against business 

objectives and offer Hybrid, WFH, Unlimited 
PTO.

• Compare compensation against market at 
least bi-annually – be transparent.

• Explore fringe benefits – Childcare, gym, 
auto insurance, employee discounts, etc.

• Conduct exit interviews.
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MANAGERS VERSUS LEADERS

01

02

03

04

05

Their process is transactional: 
meet objectives and delegate 

tasks.

Administer 

The goal is to get things done. 
They are skilled at allocating 

work 

Work Focused 

They create circles of power 
and lead by authority.

Have Subordinates 

Managers enact the existing 
culture and maintain status 

quo.

Do Things Right 

Establish their dominance.

Relies on control 

MANAGER LEADERVS

01

02

03

04

05

Their process is 
transformational: develop a 
vision and find a way forward.

Innovate

The goals include both 
people and results. They care 
about you and want you to 
succeed.

People Focused

They create circles of 
influence and lead by 
inspiring.

Have Followers 

Leaders shape the culture 
and drive integrity.

Do the Right Thing 

Leaders establish trust.
Inspires Trust 

Great managers are often great leaders, and vice versa, but they are not always one in the same. 
What’s the real difference? 

Source: www.michaelpage.com
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Concerned about capacity? 
Do an Energy Audit.
Instead of finding more energy generating activities, nix energy draining ones.

Source: Matthew Mochary, 2022 7

IS IT REALLY
NECESSARY?

No Stop doing it.

Yes Can I delegate 
it?

Yes Delegate

No, I must 
manage it.

What would 
make it more 

enjoyable?

Did you 
end that 

hour 
with…

..More energy 
than when you 
started?

…Less energy 
than when 
you started?

+

-

Dissect Your Calendar.
Look at one week of your calendar. Examine and record how 
you spend each hour, week by week, day by day. 

Then, ask yourself: LIMITED TIME? 

LIMITED ENERGY?

OR

IS IT A MATTER OF….

S T E P  1 .

S T E P  2 . S T E P  3 .

D Y N A S T Y ’ S  R E C O M M E N D A T I O N :
Talk to your Dynasty Relationship Manager 

about how we can administer an energy audit 
for you, both individually, as well as across your 

firm. This exercise should be offered in 
conjunction with our Delegation Module.
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I can’t stop doing 
the task, and I 

can’t delegate it. 

What would 
make it more 

enjoyable?

D Y N A S T Y ’ S  R E C O M M E N D A T I O N :
Talk to your Dynasty Relationship Manager 

about how we can help you institute an 
effective meeting strategy and meeting audit.

67% of 
employees find 
that meetings 
hinder 
productivity.

67% Upper 
management 
employees 
spend 50% of 
their time in 
meetings.

50% Employees 
spend on 
average 4 hours 
per week on 
meeting 
preparation.

4 35% of 
employees waste 
2-5 hours/day on 
meetings & calls 
yet cannot prove 
ROI. 

35%

Concerned about capacity? 
Do an Energy Audit.
Instead of finding more energy generating activities, nix energy draining ones. If you can’t 
eliminate them, then find a way to make them enjoyable – like meetings. 

“Effectiveness of meetings 
correlates with 

employees’ general 
satisfaction or 

dissatisfaction with their 
jobs, even after controlling 

for personality traits and 
environmental factors such 
as work design, supervision, 

and pay.”
- STEVEN ROGELBERG, 

ORGANIZATIONAL 
PSYCHOLOGIST & PUBLISHED 

AUTHOR

1. Appoint a 
meeting owner, 
responsible for 

curating 
meeting topics, 

timekeeping, 
and ensuring 

prework is 
complete.

2.  Meeting 
owner collects 
agenda topics 
from the team. 

Collect 
questions that 

need to be 
answered in the 

meeting to 
include in the 

agenda.

3. Team must 
review & edit 

meeting topics 
and questions 

and input 
feedback 
(including 
answers to 

posed 
questions) in 

advance of the 
meeting. Add a 

deadline. 

4. Conduct the 
meeting. 

Individuals who 
missed the 
deadline to 

collect feedback 
are not 

permitted to 
opine on agenda 
items.  Circulate 
follow-ups in an 

email.

5. Meeting 
owner appoints 

the next 
meeting owner.

Try this instead. Present this meeting structure to your team first. Would they be energized by it?
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Important Disclosures

9

Dynasty Financial Partners is a U.S. registered trademark of Dynasty Financial Partners, LLC (“Dynasty”). Dynasty is a brand name, and functions through Dynasty’s 
wholly owned subsidiary, Dynasty Wealth Management, LLC, (“DWM”) a registered investment adviser with the Securities and Exchange Commission, when 
providing investment services. Any reference to the terms “registered investment adviser” or “registered” does not imply that Dynasty or any person associated with 
Dynasty has achieved a certain level of skill or training. A copy of DWM’s current written disclosure statement discussing our advisory services and fees is available 
for your review upon request. 

This document is for private and confidential use only, and not intended for broad usage or dissemination. Its message is intended for the exclusive use of members 
or prospective members considering joining the Dynasty Network of registered investment advisers. It should not be construed as an attempt to sell or solicit any 
products or services of DWM or any investment strategy, nor should it be construed as legal, accounting, tax or other professional advice. This material is proprietary 
and may not be reproduced, transferred, modified or distributed in any form without prior written permission from Dynasty. Dynasty reserves the right, at any time 
and without notice, to amend, or cease publication of the information contained herein. 

Certain of the information contained herein has been obtained from third-party sources and has not been independently verified. It is made available on an "as is" 
basis without warranty. Any strategies or investment programs described in this presentation are provided for educational purposes only and are not necessarily 
indicative of securities offered for sale or private placement offerings available to any investor. The views expressed in the referenced materials are subject to change 
based on market and other conditions. This document contains certain statements that may be deemed forward-looking statements. Please note that any such 
statements are not guarantees of any future performance; actual results or developments may differ materially from those projected. Any projections, market 
outlooks, or estimates are based upon certain assumptions and should not be construed as indicative of actual events that will occur.

Dynasty Securities Disclosure

Dynasty’s wholly owned subsidiary Dynasty Securities LLC (“Dynasty Securities”) is a U.S. registered broker-dealer and member FINRA/SIPC. The products or services 
referenced herein may be available through other broker-dealers, or bank and non-bank affiliates of major investment firms that Dynasty through its affiliate 
Dynasty Securities has entered into revenue sharing arrangements with. Dynasty Securities may receive fees in relation to Dynasty Select platform transactions, 
however,  it does not hold customer securities or customer funds. 
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