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Goals for our time today
• Discuss generational differences and common
gender stereotypes
• Define common biases and the impact they have on
our ability to connect and relate

• Discuss ways to deepen relationships with next
generation clients

Why does this matter?

The “Next Gen”
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Sources: DOL Gov and TIAA Report 2018

Gender today
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Source: http://www.glaad.org/publications/accelerating-acceptance-2016

Generational considerations
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Gen Z is different
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Exploring Biases

Explicit and implicit biases

Consider…
“A father and son were involved in a car accident in which the father
was killed and the son was seriously injured. The father was
pronounced dead at the scene of the accident and his body was taken
to a local morgue. The son was taken by ambulance to a nearby
hospital and was immediately wheeled into an emergency operating
room. A surgeon was called. Upon arrival and seeing the patient, the
attending surgeon exclaimed “Oh my God, it’s my son!’ Can you
explain this?”
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Exploring bias
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Why does it matter?

• Our job as advisor is….
• Our job when advising on trust language is…
• Our job when educating on a topic is…

• Our job as trustee is…
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Ladder of inference
I am going to fire this client because the client does not care and I do
not deserve this
My contribution is not of value and I do not want to work with
someone who does not value my contributions

Meetings with me are not valued

Client reschedules at least 3 times
Theevery
client does time
not reschedule
that are important to
wemeetings
are scheduled
The client reschedules my meetings
ten times more than anyone else
meet
For each meeting this client reschedules 2-3 times. The client meets
with 8 people weekly
For each meeting this client reschedules 2-3 times before we meet or
does not show
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What can we do?

What do we do?

SPACE
• Slowing Down — being mindful and considered in your responses to others
• Perspective Taking — actively imagining the thoughts and feelings of
others or ASK THEM

• Asking Yourself — active self-questioning to challenge your assumptions
• Cultural Intelligence— interpreting a person’s behavior through their
cultural lens rather than your own

• Expand — the formation of diverse friendships
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What can we do?
• Really listen
• Ask first

• Apologize if you make a mistake
• Keep learning
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Questions

DISCLAIMER: The contents of this presentation are provided to you on a confidential basis. You should only disclose the
contents of this presentation to your advisors on a need-to-know basis. All right, title and interest in and to the
information contained in this presentation is the sole and exclusive property of Cresset and/or its affiliates.
The information contained in this presentation is not intended to provide professional advice and should not be relied
upon in that regard. The contents of this presentation are for general information only and are not provided with
regard to your specific investment objectives, financial situation or particular needs. The contents hereof are not a
recommendation of, or solicitation for, the subscription, purchase or sale of any security, including the funds and
investment products mentioned herein. Nothing contained herein should be used as the basis for making any specific
investment, business or commercial decision. You should read the final term sheet, prospectus, offering agreement,
partnership agreement and/or other supplemental and controlling documents before making an investment decision
regarding any particular security carefully before investing in any security.
Investments, including interests in private equity funds and real estate funds, are subject to investment risks, including
loss of the principal amount invested. If this presentation contains information related to a foreign investment
denominated in a foreign currency, factors including but not limited to changes in exchange rates may have an adverse
effect on the value, price or income of that investment. Past performance figures as well as any projection or forecast
used or discussed in this presentation are not indicative of future or likely performance of any investment product.
Statements may be forward looking and are not intended as specific investment advice or guarantees of future
performance. Such forward-looking statements necessarily involve known and unknown risks and uncertainties, which
may cause actual performance and financial results in future periods to differ materially from any projections of future
performance or result expressed or implied by such statements.
The contents of this presentation are subject to change and may be modified, deleted or replaced at any time in our
sole discretion. In particular, Cresset assumes no responsibility for, nor make any representations, endorsements, or
warranties whatsoever in relation to the timeliness, accuracy and completeness of any content contained in the
presentation. While every care has been taken in preparing the contents of this presentation, such contents are
provided to you "as is" and "as available" without warranty of any kind either express or implied. In particular, no
warranty regarding suitability, accuracy, or fitness for a particular purpose is given in conjunction with such contents.
Cresset shall not be liable for any loss, damage, costs, charges and/or expenses incurred as a result of or in connection
with this presentation or any reliance on the contents of this presentation.
The provision of any services or products provided by Cresset and/or its affiliates shall be expressly subject to the
particular terms and conditions as contained in a separate written agreement between you and Cresset and/or its
affiliate as applicable. We will not provide any individualized advice or consulting unless agreed to by a separate
written agreement.

“Cresset” refers to Cresset Capital Management, LLC, and all of its subsidiaries and affiliates. Cresset Wealth Advisors,
LLC, and Cresset Family Office, LLC, are subsidiaries of Cresset Asset Management LLC (“CAM”). Investment advisory,
family office, and other services are provided through CAM an Investment Advisor registered with the U.S. Securities
and Exchange Commission. Registration does not imply any level of skill or training.

