10 tips for caregiving conversations with clients
FOUR PRINCIPLES OF THE GEN C METHOD “GENERATION CAREGIVER”
Communicate

Connect
Gen C, or Generation Caregiver, is an integral aspect of an
advisor’s clientele. Advisors need to understand a caregiver’s
journey, have conversations about elder care, know the
obstacles and opportunities in affective forecasting* for
caregiving crises and customize a plan that meets the holistic
needs of a client’s financial wellness future.
*Affective Forecasting = One’s ability to determine future events and predict the
happiness impact on one’s life—both short and long-term—of those decisions.
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Communicate

TIP 1: Learn techniques on starting the
caregiving conversation with clients.
This requires a certain foundational
knowledge about caregiving costs
and emotional intelligence and
empathy. Start the conversation
when clients are in their 30s.

TIP 3: Women want caregiving
financial advice.
Sixty percent of caregivers want
financial advice and 2/3 of women
want help planning for their
long-term care future.3,4

Tip 5: Schedule annual financial wellness check-ups
with clients.
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Connect

Age-tech is a fast growing industry with top retail brands such
as Amazon, Best Buy and Walmart helping to provide the latest
gadgets and systems for caregivers and older adults. There is
also a growing industry around fintech products for families,
new services in senior transportation, senior living and home
care. Keeping on top of basics will enhance an advisor’s value
for caregiving clients.

Tip 10: Make caregiving a company event.

Tip 9: Become a financial planning resource.

1,3,4

The best way to have authentic
conversations with clients on caregiving
is to start with an advisor’s own family
and share long-term care goals and
end-of-life wishes.

Tip 8: Stay on top of caregiving trends.

Create a referral system with elder law
attorneys, geriatric care managers,
long-term care professionals and
others who become a needed
resource for clients and can help fuel
an advisor’s business funnel.

Many organizations such as the Alzheimer’s
Association, American Cancer Society, local
offices on aging, employer groups, health
events and conferences seek financial
experts and speakers who understand
caregiving. Advisors can use caregiving as
a platform to cultivate new clients.

Tip 4: Start with your own family.

There are credentials that advisors can earn in
financial gerontology or sign up for a
workshop to learn more about the basics of
caregiving, long-term care and end-of-life
services and costs.

Tip 7: Collect and connect an ecosystem
of experts.

Curate

Seven in 10 widows change advisors
three years after losing their husbands.1
45 million older parents will transfer $68
trillion of wealth over the next 25 years.2
These are two reasons for advisors to
expand client conversations by
embracing their caregiving future.

Tip 6: Take a caregiving boot camp.

Six in 10 clients had not had a 1-on-1 conversation
with their advisor in the past five years.5 Adopt the
medical profession preventive mindset by scheduling
an annual financial wellness check-up with clients.
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TIP 2: Engage a client’s whole family.
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Collaborate

Hosting events for clients on a caregiving topic
is a great way to invite entire families to learn
more and get advice. There are also webinars
and other educational activities that can be
shared with clients and help broaden the advisor’s
sphere of value-added client support. Engage
with a caregiving expert to give these events
the credibility and resources clients need.
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