
Slicing up your wealth pie

Financial Advice for Everyone

T: 01228 587588
E: info@trulyonline.co.uk
W: www.trulyifa.co.uk

There is no easy way to say it –  
anticipating one’s death is an 
uncomfortable topic. Yet it is 

often worth pushing past the initial 
discomfort to pursue the potential 
rewards of effective wealth transfer 
planning. There are three places your 
assets can go at your death: to your 
family and friends, to charity or to the 
government in the form of taxes.

Almost half of all Baby Boomers say 
they have enough personal wealth 
that they can afford to gift some of it 
away during their lifetime, new  
research shows[1]. The figures,  
collected by YouGov, show that 48% 
of Baby Boomers say they could 
afford to give money to family  
members before they die. Less than a 
third (29%) ruled it out, and 26% say 
they are unsure.

Larger one-off wealth transfers

Of those who say they can afford to 
make lifetime gifts, 40% say they 
would favour multiple small gifts and a 
third (33%) would prefer larger one-off 
wealth transfers. A further 30% are 
unsure which would better suit their 
needs. 

Despite the large number of people 
who estimate they can afford to pass 
some of their savings and assets to 
family members, government  
statistics suggest only between 31% 
to 39% of people aged 50-69 have 
ever given a financial gift. And just a 
small minority appear to have a plan 
for regular annual gifting, with just 
15% of 50-59-year-olds having gifted 
in the last two years. 

Intergenerational financial advice 

The statistics reveal the importance of 
wealth transfer planning and lifetime 
gifting advice. It is estimated that 
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around £5.5 trillion of intergenerational 
wealth transfers will occur over the 
next 30 years[2]. An effective plan can 
lessen the likelihood of family conflict, 
reduce estate costs, reduce taxes and 
preserve wealth.

Obtaining professional  
intergenerational financial advice will 
increasingly become a key part of 
financial planning for the Baby  
Boomer generation. This generation 
has accrued significant personal 
wealth, having benefited from rising 
house prices, stock market growth 
and the higher prevalence of generous 
pension schemes, and they want to 
give younger generations a financial 
boost.

Lifeline for some younger people

In contrast, younger generations 
often find themselves facing high 
house prices and the need to make 
significant personal contributions to 
their Defined Contribution pensions 
in order to secure a decent retirement 
fund.

Gifting between the generations will
increasingly become a lifeline for 
some younger people as they struggle 
to get on the housing ladder, pay for 
school fees and deal with the  
everincreasing expenses of living.

Careful balancing act to figure out

Passing on wealth to the next  
generation is one of the most  
important yet challenging aspects of 
financial planning. It’s vital that helping 
the younger generations doesn’t come 
at the expense of your own retirement 
funds and so there is a careful
balancing act to figure out if you can 
afford it. If you can afford to gift, it’s 
vitally important to consider the  
various Inheritance Tax and gifting 

rules.

Despite this, there is still a clear 
‘gifting gap’ between the number of 
people who can afford to gift and 
those who actually have a lifetime 
gifting plan in place. Gifting is a great 
way to help you make the most of 
your financial assets and enjoy seeing 
your life savings helping your children 
and grandchildren.

Wealth transfer planning process

Establishing who gets what, how they 
get it and when they get it, are, as a 
general rule, personal matters. But 
these decisions can have significant 
financial implications. Life events, as 
well as market and regulatory factors, 
can impact the wealth transfer  
planning process. Therefore, it is
important for your wealth transfer plan 
to remain flexible and be revisited and 
adjusted periodically.

Thinking about wealth planning?

When it comes to wealth planning, 
we know these decisions can have 
significant financial implications so 
it’s always best to seek professional 
financial advice. Contact a Truly IFA 
on our website to arrange a free  
consultation.
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