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If you’ve ever gotten into an argument 
with a family member about money, you 
know that different generations can look 
at their finances very differently. To fur-
ther explore this topic, we talked to three 
certified financial planners in Greater 
Baltimore about how millennials, Gener-
ation X and Baby Boomers manage their 
money.

To define the different generations, 
we’re using the breakdown from the Pew 
Research Center, which is as follows:

Baby Boomers: Born between 1946 and 
1964 (ages 54 to 72)

Generation X: Born between 1965 and 
1980 (ages 38 to 53)

Millennials: Born between 1981 and 
1996 (ages 22 to 37 years old)

Read on to discover the similarities and 
differences between how each generation 
manages money.

Millennials

If you’ve read anything about millen-
nials in recent years, you can easily guess 
what their top priority is: getting out of 
student loan debt.

Nicholas Ibello, a CFP and vice presi-
dent of wealth management at Columbia-
based Williams Asset Management, said 
that debt — the average millennial has be-
tween $30,000 and $40,000 — is affecting 
millennials’ other financial priorities too. 
 
Many millennials are struggling with 
whether to aggressively pay down their 
debt, consolidate it or take other measures 

to better balance their financial needs, 
Ibello said. But even when student loan 
debt is manageable or non-existent, he 
said millennials still don’t like to spend 
a lot of time planning for their financial 
future.

“We tend to be a little bit more haphaz-
ard with our financial planning because 
our time horizon is so long,” said Ibello, 
30. “The idea of sacrificing our lifestyle 
today for a future unknown is a struggle 
for us.”

Not starting to save early though can 
have a big effect down the road given the 
power of compounding interest, Ibello 
said, noting that even just putting off sav-
ing for a year or two can result in losing 
thousands of dollars.

But that sort of financial advice could be 

hard to come by for millennials who as a 
generation are “underserved” by financial 
planners, Ibello said. Most financial plan-
ners get paid through a percent of assets 
under management and often require a 
minimum amount of overall assets, a fee 
structure not conducive to asset-poor mil-
lennials.

But Ibello said that fee structure could 
be changing. Bigger companies like 
Charles Schwab and Fidelity have been 
rolling out robo advisers in an effort to 
offer lower cost services to those with 
fewer assets. Additionally, some advisers 
are starting to roll out new pay structures 
to better cater to millennial. One in par-
ticular could be an ongoing, cancel at any 
time, monthly “retainer” model similar to 
the cost of a gym membership.

“I think financial advisers are going to 
have to be creative when it comes to pro-
viding these services,” Ibello said.

Generation X

Caught in between the headline-grab-
bing millennials and Baby Boomers, Gen 
X tends to get lost in the shuffle.

Patrick Collins, a partner and man-
aging director at Greenspring Advisors 
in Towson and a Gen Xer himself, said 
that despite the lack of press, his gen-
eration is often having the biggest im-
pact on the economy since they tend 
to be near the top of the corporate lad-
der or the ones starting businesses. 
 
And with the typical retirement age 10 to 
15 years away for Gen Xers, many are also 
starting to think about what’s next. For 
most of them though, walking away from 
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Nicholas Ibello is a wealth 
manager with Williams Asset 
Management.
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the workforce at 60 or 65 is not an option, 
Collins said.

“A lot of Baby Boomers and into Gen X 
are either never retiring or retirement is 
going to look a lot different,” said Collins, 
41.

For many that often means going into 
consulting or perhaps embarking on a 
second career in a totally different area. 
Regardless of their future plans though, 
Collins said he finds that Gen Xers tend to 
approach their finances with a more criti-
cal eye than other generations. They do a 
lot of research beforehand and frequently 
ask him more in-depth, thought-provok-
ing questions, Collins said.

“This generation tends to be a little bit 
more independent and resourceful than 
the boomers,” he said. “They tend to be a 
little bit more skeptical.”

And while he initially assumed Gen Xers 
would want the same sorts of technology 
as millennials, who often prefer video-
conferencing to in-person meetings, that 
hasn’t been the case, Collins said. While 

they tend to use email a bit more than 
boomers, they still want that face-to-face 
meeting, he said.

Greenspring still uses the assets un-
der management pay structure and Col-
lins said he hasn’t seen a big demand for 
a change. However, he does see more Gen 
Xers favoring independent or fee-only 
firms over the big name brands favored by 
boomers.

Baby Boomers

It’s no surprise that the biggest financial 
focus among Baby Boomers is retirement.

But while it’s a priority, retirement is 
also a moving target, said Eric Brotman, 
president and managing principal of Brot-
man Financial Group in Lutherville-Timo-
nium. Like Gen Xers, Baby Boomers aren’t 
interested in a typical retirement, he said.

“Boomers want to take inventory. 
They want a really clear picture of where 
they are,” said Brotman, 46. “They 
don’t want to keep doing what they’re 
doing but they don’t want to watch 
Oprah and play shuffleboard either.” 
 
A main concern for Baby Boomers is not 
compromising their lifestyle, Brotman 
said. People use to retire and then live on 
70 percent of their income, but that’s not 
an acceptable sacrifice for most boomers, 
he said.

Because of this, there’s a greater need to 
put away money during their 50s. These 
are both their highest earning years but 
also the years when they may incur the 
most expenses, because many boomers 
are supporting their aging parents as well 
as their young adult kids, Brotman said.

Despite this — and the amount of debt 
many millennials are carrying — Brotman 
sees an increasing reluctance from boom-

ers to go into debt in order to pay for col-
leges for their kids.

“I often say, ‘you’re going to have some 
very well-educated kids. Which one are 
you going to live with?’” he said.

Even if a family does live all under one 
roof, millennials don’t want the same ad-
visers as their Baby Boomer parents, Brot-
man said. Millennials want someone they 
can relate to, he said, which is why, in ad-
dition to changes in fee structures, finan-
cial planning firms need to think about 
age diversity among their advisers, Brot-
man said.

Brotman tries to maintain age diversity 
among the advisers at his firm so every 
generation can have someone they can 
relate to, Brotman said. This can be diffi-
cult as there’s already a shortage of CFPs 
in the country, particularly younger ones, 
he said.

But with demographics continuing to 
shift, Brotman said, this will be an impor-
tant topic for the financial planning com-
munity to tackle.

Patrick Collins is a partner and 
managing director at Greenspring 
Advisors in Towson.

Eric Brotman is president and 
managing principal of Brotman 
Financial Group in Lutherville-
Timonium.


