
Financial behaviors
and the investor’s mindset

Five key findings and action steps for advisors



This report draws on investor insights gathered 
through the last quarter of 2016.

more than 10,000 

We partnered with Spectrem Group, an industry 
leader in primary investor research, to bring you  
the latest trends in the outlook and behavior of

mass affluent, millionaire, and ultra-high-net-worth 
investors.



We distilled these findings into

key insights and tips for advisors

Affluent populations in the United States

30.5
Million households

9.4
1.3

Mass affluent: 
$100,000 to $1 million in net worth

Millionaire:  
$1 million to $5 million in net worth

Ultra-high-net-worth (UHNW):  
$5 million to $25 million in net worth

Note: Net worth does not include primary residence.Note: Net worth does not include primary residence.



Headlines shape investors’ financial concerns
These are the topics that weighed most on investors’ minds.

Government
gridlock

National
debt

Political
environment
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Mass af�uent Millionaire UHNW
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Resources to learn 
clients’ complete 
financial picture

Behavioral 
coaching kit
Materials for you 
and your clients

BEH AV IOR A L COACHING

Vanguard
Advisor’s
Alpha®

ACTION STEPS
•  In communications with clients, explain 

how current events may or may not affect 
their portfolios.

• Emphasize how broadly diversified, 
 well-balanced portfolios can help insulate 
 clients against market forces such as those 
 associated with government-related concerns.

Vanguard   Global Macro Matters 
Timely insights on the markets  
and global economy



Rising health care costs 
top investors’ concerns
This topic provides an opportunity for advisors to showcase their value.

Cost of
health care

The health of
my spouse

My own
health

75%

59%
59%

56%

74%

53%

53%
53%

46%

Mass af�uent Millionaire UHNW
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ACTION STEPS
•  Health care and its associated costs are a 

primary concern for many investors. This 
topic offers an opportunity for advisors to 
showcase their value in a way that doesn’t 
involve trying to sell products.

•  Presenting clients with options for how to 
pay for their health care needs in retirement 
is a way to gain their trust.

Resources to  
educate clients

Family  
meetings
Facilitator guide

Learn about  
caring for an  
elderly parent

Client  
Education  
Guides



“Socially responsible” investments 
are important for some segments. 
Younger investors showed greater interest in picking 
socially responsible investments.
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Total Millennials Baby boomersGen X Silent Generation

29% 52% 38% 29% 25% 



Action steps
• The growing trend among younger investors to  
 invest in socially responsible companies cannot  
 be ignored. Take time to understand what social  
 responsibility means to clients who express an  
 interest in this area.

• Explain how choosing investments based on 
 social responsibility can be a slippery slope.  
 Present clients with options for both socially  
 responsible investments and broadly diversified  
 investments and suggest they contribute a portion  
 of their returns to charities of their choosing.

Resources to  
educate clients

  Vanguard Global Macro Matters 
Timely insights on the markets  
and global economy

Vanguard’s 
Portfolio 
Analytics 
tool



Investors focus on risk, diversity 
when selecting investments
Advisors can show their value by addressing these concerns 
during portfolio construction.

Tax implications
of investments

Level of risk
associated with

investments

Diversity of
investments

Socially
responsibility

of investments

Past track
record of

investments

Reputation of
companies where

investments
are made
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ACTION STEPS
• When you give clients a list of concerns, 
 they claim all the items are important. 
 But some are more important than others. 
 Focus on diversity, risk, and reputation of  
 companies where investments are made 
 in client communications.

• Model portfolios address many of these  
 considerations because they offer low-cost, 
 broadly diversified options, which many 
 clients say they’re interested in.

Resources to free up 
time for client interaction

Portfolio 
Analytics 
tool

White papers  
and client briefs

Vanguard ETF® strategic 
model portfolios

Tax 
center



Clients are talking about finance
Investors’ conversations with others can lead to referrals.
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Spouse Financial advisor Parent Friend Sibling Co-worker

Mass af�uent Millionaire UHNW
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ACTION STEP
• Clients are having investment conversations 
 with their friends, families, and coworkers. 
 That’s a good thing. Investors often seek  
 affirmation about the direction they’ve 
 chosen. Look at this as an opportunity to 
 generate referrals.

Family  
meetings
Guide

Resources to connect 
with younger investors

Vanguard  
Advisor’s 
Alpha® 
tool kit

Advised 
investor insights™

How investors 
select advisors

Advised 
investor 
insights™

Trust



For a full analysis of Spectrem’s findings  
and ways Vanguard can help, contact 
Vanguard Financial Advisor Services™:  

advisors.vanguard.com  
800-997-2798





Connect with Vanguard®  >  advisors.vanguard.com  >  800-997-2798 

Vanguard Financial 
Advisor ServicesTM

P.O. Box 2900
Valley Forge, PA 19482-2900
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Diversification does not ensure a profit or protect against a loss.

All investments are subject to risk, which may result in the loss of principal.

Source: Spectrem Group, 2017.

For more information about Vanguard funds or 
Vanguard ETFs, visit advisors.vanguard.com or call 
800-997-2798 to obtain a prospectus or, if available, 
a summary prospectus. Investment objectives, risks, 
charges, expenses, and other important information 
are contained in the prospectus; read and consider 
it carefully before investing.

Vanguard ETF Shares are not redeemable with the issuing 
Fund other than in very large aggregations worth millions 
of dollars. Instead, investors must buy and sell Vanguard 
ETF Shares in the secondary market and hold those shares 
in a brokerage account. In doing so, the investor may incur 
brokerage commissions and may pay more than net asset 
value when buying and receive less than net asset value 
when selling.


