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Meeting life head-on

One certainty in life is that it’s always changing. And while we can’t
predict what will happen, we can manage the way we respond.

Research tells us that:

$84 trillion is expected to pass primarily from the baby boomers to
Gen X and millennials through 2045*

Talking about money is hard

* Four out of five Americans consider money to be a private topic
* 65% are reluctant to discuss how much they have saved

* 62% are reluctant to discuss how much they earn

*Cerulli U.S. High-Net-Worth and Ultra-High-Net-Worth Markets 2021

About the study: Versta Research conducted a national survey on behalf of Wells Fargo of 3,403 U.S. adults and 203 U.S teens age 14 to 17. Sampling was stratified and data were weighted
by age, gender, race, ethnicity, income and education to achieve accurate representation of the current population based on estimates from the U.S. Census Bureau. The survey was
conducted September 5-October 3, 2023. Assuming no sampling bias, the maximum margin of sampling error is +2%. Most finding are reported based on the full sample of adults.
Comparisons and data form teens are noted separately.



Today’s teens focus more on money than teens of past generations

1in3 739,

Say they over-focus
Oon money issues

Say they worry and/or
think about money
frequently

91%

Want to learn new
ways of thinking
about and dealing
with money

About the study: Versta Research conducted a national survey on behalf of Wells Fargo of 3,403 U.S. adults and 203 U.S teens age 14 to 17. Sampling was stratified and data were weighted by age, gender, race, ethnicity,
income and education to achieve accurate representation of the current population based on estimates from the U.S. Census Bureau. The survey was conducted September 5-October 3, 2023. Assuming no sampling bias,
the maximum margin of sampling error is +2%. Most finding are reported based on the full sample of adults. Comparisons and data form teens are noted separately.




Rising Generation desires and expectations

The most important thing Rising Rising Gen say parents rarely or What RiSing Gen want related to family
Gen will inherit from their never have conversations with them . . .
parents is their values, not their about money values and the roles Communlcatlon and flnance

money that money plays

e 80% say regular meetings to discuss family
finances would be valuable

46% e 54% want more transparency about money

e 72% say information about an inheritance to help
plan better for the future

52%

Worry that talking about money would
make them seem greedy or entitled

About the study: Versta Research conducted a national survey on behalf of Wells Fargo of 551 “Rising Gen” adults in their 20s and 30s who expect to inherit at least $1M from their parents. The survey was conducted
January 3-24, 2022. Respondents came from national online research panels. Assuming no sampling bias, the maximum margin of sampling error is +4%.



Three keys to success
Values, communication, and education

Focus on yourself first

Questions to consider:

 What are my values? How am | sharing those with my family?
e Whatis my current money mindset and money messages?

e How am | infusing the power of knowledge within myself and my
family?




Three keys to success
Values, communication, and education (continued)

Focus on others

Family values and goals

Financial fundamentals
* Resilience and grit
* Financial firsts

Gratitude over greed
Short, frequent, age-appropriate conversations/meetings

Financial tasks
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Thank you

Wealth & Investment Management offers financial products and services through bank and brokerage affiliates of Wells Fargo & Company. Bank products and services are available through Wells Fargo Bank, N.A., Member FDIC. Brokerage products and services
are offered through Wells Fargo Advisors, a trade name used by Wells Fargo Clearing Services, LLC, and Wells Fargo Advisors Financial Network, LLC, Members SIPC, separate registered broker-dealers and non-bank affiliates of Wells Fargo & Company.
@2024 Wells Fargo Bank, N.A. Confidential.



Disclosures

Disclosures

Wealth & Investment Management offers financial products and services through bank and brokerage affiliates of Wells Fargo
& Company. Bank products and services are available through Wells Fargo Bank, N.A., Member FDIC.

Brokerage products and services are offered through Wells Fargo Advisors. Wells Fargo Advisors is a trade name used by Wells
Fargo Clearing Services, LLC, Member SIPC, a registered broker-dealer and non-bank affiliate of Wells Fargo & Company.

Wells Fargo Bank, N.A. offers various advisory and fiduciary products and services including discretionary portfolio
management. Wells Fargo affiliates, including Financial Advisors of Wells Fargo Advisors, a separate non-bank affiliate,
may be paid an ongoing or one-time referral fee in relation to clients referred to the bank. The bank is responsible for the
day-to-day management of the account and for providing investment advice, investment management services and
wealth management services to clients. The role of the Financial Advisor with respect to the Bank products and services is
limited to referral and relationship management services. Some of The Private Bank experiences may be available to
clients of Wells Fargo Advisors without a relationship with Wells Fargo Bank, N.A.

© 2024 Wells Fargo. PM-08292025-6445468.1.1
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