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INTRODUCTION
Investor demographics are dramatically shifting, especially as 
the next generation of investors begins to demand alternative 
market access points as well as new types of assets for their 
investments. Today’s incoming generations of investors are 
equipped with advanced tech tools as well as increased finan-
cial knowledge in comparison to that of older generations. The 
next generation of investors can even be viewed as trailblaz-
ers because of their willingness to adapt to new technologies, 
processes, and strategies.

While Millennials’ increasing influence creates more opportuni-
ties for the next generation of investors to dominate the mar-
ket, it presents added challenges for sponsors and their firms. 
Unfortunately, the majority of real estate owners, operators, 
and developers do not have the appropriate technology, tools, 
or understanding to effectively engage or manage the bud-
ding generation of investors. But forward-thinking firms should 
prepare for their growing impact in the industry – and one way 
to get ahead is by adopting technologies, like an online investor 
and investment management platform, that will help them to 
win over the next generation of investors.

 
 
 

USE THIS EBOOK TO LEARN ABOUT:
     Characteristics and expectations of the next generation of investors
     Top trends driving the demand for technology and shaping the future of investing
     Changing investor expectations around technology, data, access, and insights

If you have any questions, please don’t hesitate to reach out to us at AIMinfo@RealPage.com
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MILLENNIALS
Millennials are the largest generational  
cohort, with a population that is expected  
to peak in 2036 with over 81 million living 
members. They now also make up the  
largest segment of the workforce, representing 
1 in 3 American workers. And their share of the 
workforce is expected to grow as Millennials 
currently enrolled in school graduate college 
and begin working in the industry.  
Additionally, they save at a higher rate than  
any other generational cohort (10% of their 
income versus 8% for Gen X and 5% for Baby 
Boomers). Further, over 1/3 of Millennials save 
at least 15% or more of their income. As a 
result, 1 in 6 Millennials have at least $100,000 
in savings. And with Millennials saving more 
aggressively now than they have in years prior, 
this wealth trend is expected to continue.  
As their wealth multiplies, the demand for  
efficiency, accessibility, flexibility and  

CHAPTER 01
DEFINING THE NEXT  

GENERATION OF INVESTORS
The next generation of investors include tech-savvy Millennials (born between 1981 
and 1996), Gen Zers (born between 1997 and 2010), and people of any age new  
to CRE and alternative investing who are looking for new strategies to expand their 
portfolios. Each new generation of investors has a unique influence on commercial 
and alternative real estate investing that is shaping both the present and future  
of investing.

connectivity from their sponsors will radiate 
throughout their daily lives – and more  
specifically in how they invest their money. 

GENERATION Z
According to AdWeek, Generation Z (Gen Z), 
known for their frugality and tendency to save 
money for the future, is expected to make 
up about 40% of all consumers in 2020. This 
generation is thought to be more informed 
about investing than its Millennial counterparts 
and even more prepared for the digitization 
of money management and financial services. 
Additionally, the distinct values, challenges, 
and behaviors that define this generation have 
given it a unique influence on both the real 
estate and alternative investment industries.  
For example, findings from the Logica Research 
Future of Money Study indicate that  
Generation Zers are more likely than other  
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generations to say that computers can do a 
better job than humans in taking their whole 
financial situation into account, being easier 
to work with, and providing better investment 
performance over time. This cohort’s belief 
that technology is better equipped to handle 
investments is an indicator of the importance 
for sponsors to implement tech into their  
investment management processes and  
strategies.

INVESTORS NEW TO CRE &  
ALTERNATIVE INVESTING
Investors who are new to commercial real 
estate and alternative investing can also be 
regarded as the next generation of investors.  
The innovative perspective they bring  
to these industries is derived from their  
previous investment knowledge and  
experiences. Although the commercial real  
estate industry is known to be slow to adopt 
new technologies as opposed to other major 
industries, those who have invested outside  
of CRE are accustomed to tech-based solutions 
and carry those expectations with them.  
As a result, the demand for technology from  
investors seeking to diversify their portfolios 
by investing in commercial real estate is  
significantly heightened, and sponsors who  
desire to meet their needs and want to get 
ahead are being forced to respond by offering 
them suitable tech solutions. 



CHAPTER 02
TRENDS DRIVING DEMAND  

FOR TECHNOLOGY
Before we venture into why technology is critical for winning over the next generation 
of investors, let’s explore how the investment market is evolving. There are three 
main factors impacting how the incoming generation of tech-savvy investors view 
investments and shaping the way that today’s investment firms and sponsors are 
managing their investors.

1. WEALTH TRANSFER FROM ONE 
GENERATION TO THE NEXT
Over the next 30 years, an estimated $30  
trillion of wealth is expected to be transferred 
from Baby Boomers to Millennials and Gen 
Xers. As the 10,000 Baby Boomers who turn 
65 each day approach retirement, the wealth 
that they have amassed throughout the years 
must be passed down – and their Millennial 
and Gen X heirs are next in line to receive it. 
Whether or not the new generation of  
investors is ready with a plan in place, this  
exchange, also known as the Great Wealth 
Transfer, is coming.

After the exchange occurs, however, the way 
that the wealth is managed will experience a 
major shift because the next generation  
of investors has plans to manage their money 
and investments in a completely different  
manner than their predecessors. These new 
investment methods are causing firms to  
restructure the way that they have  
traditionally managed investors and their  
investments, expecting a fully digitized process, 
on-demand access, and actionable insights.  
According to a 2015 Investment News  
survey of 544 advisers, 66% of children fire 
their parents’ financial adviser upon receiving 
their inheritance. To win over the next  
generation of investors, firms should begin 
preparing for the wealth transfer by seeking 
to understand current and emerging investor 
needs and start investing in digital solutions 
that will keep them engaged throughout the 
investment lifecycle. 

Over the next 30 years, about  
$30 trillion of wealth is expected  
to be transferred from Baby  
Boomers to Millennials & Gen X
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2. OUTDATED TRADITIONAL 
METHODS
As previously stated, the upcoming  
generation of investors do not plan to use the 
same investment methods as those used by 
previous generations. The industry carries a 
legacy of investment deals being made as a  
result of long-term relationships that were 
established and reinforced during business 
lunches and handshakes on the golf course.  
However, emerging investors prefer digital 
communications and demand the  
transparency and accessibility that is required 
to build trusting relationships. Because of this 
shift, snail mail is no longer a preferred method 
of communicating with the next generation  
of investors. The standard three-day delivery 
time of regular mail is too slow for today’s 
young investors who expect personalization 
and instant access to their investments. 

Outdated traditional investment methods are 
also being rejected by Millennial and Gen X 
investors because of the infrequent updates 
(usually made on a quarterly basis). With 70% 
of Millennials preferring monthly or more  
frequent communications and Gen Xers  
preferring rapid responses, firms that utilize 
digital communications so that investors can 
easily track and predict the future of their  
investments are winning. 

3. TECHNOLOGY BEING USED  
AS A STRATEGIC ADVANTAGE
With an aging client population and a new  
generation of investors coming in, existing 
business is at risk if firms do not change how 
they manage their investors… and soon. Today, 
it is nearly impossible to separate business 
strategy from technological innovation –  
especially when it comes to winning over 
young investors. With 72% of investment  
advisors, 77% of full-service banks, and 55% of 
FinTech providers targeting Millennials today, 
creating a strategic advantage is important for 
firms – and quality and usage of technology 
is one of the top factors that influence with 
whom emerging investors partner. In fact,  
over the next five years more than 50% of 
investors expect to use digital technology for 
the majority of their investment activities, such 
as connecting with advisors, using analytics to 
track performance, and getting a consolidated 
view of their financial progress. With 72% of 
Millennial investors indicating that they would 
consider changing investment providers based 
on the notion that they are unable to satisfy 
their needs, firms that can provide updated 
technology already have an advantage in the 
race to win over the new generation of  
investors. 

Over the next 5 years, over half  
of investors expect to use  
technology for the majority  
of their investment activities
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7/10 Millennials prefer monthly 
or more frequent communications 
about their investments



CHAPTER 03
CHANGING INVESTOR  

EXPECTATIONS
Now that we’ve discussed a few of the factors causing a shift in how investments are 
made and managed, let’s discuss why technology is a critical factor in winning over the 
next generation of investors.

DEMAND FOR DATA
When it comes to investing, Millennial  
investors tend to err on the side of caution. 
Although this generation has many more years 
to invest than their older counterparts, 85% 
of Millennials say that they are likely to play 
it safe in their daily investments. Additionally, 
only 31% of people ages 18 to 29 invest in the 
stock market, believing instead that the best 
long-term investment is cash. Because of their 
oft-found distrust in traditional investment  
opportunities, Millennial investors demand 
firms to provide data that will enable them  
to make informed decisions. In a recent  
technology report from PERE, Deloitte  
Consulting’s head of US of US real estate,  
John D’Angelo, asserted:

“There is a growing appreciation in the real 
estate industry of the value of information. 
It can be used to help make decisions about 
where to spend capital, in understanding risks 
at an asset or portfolio level, in identifying 

high-performing assets that might not be 
obvious, and in separating out the effect 
of what is happening in the market from the 
value added by the manager.”

DEMAND FOR ACCESS
Whereas older generations are accustomed 
to seeing their investment performance via 
monthly print reports, face-to-face meetings, 
and phone calls, Millennials are “digital natives” 
who grew up with the convenience of the 
Internet at their fingertips. To them, the world 
has always been digitally connected, allowing 
them to communicate virtually and instantly 
via emails, text messages, and phone calls and 
to conduct the majority of their transactions 
online. Today, every major consumer banking 
organization has a mobile app enabling  
consumers to access and manage their  
checking and savings accounts instantly—and 
Millennials expect to have the same 24/7  
anytime and anywhere capabilities when it 
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comes to accessing and managing their CRE 
and alternative investments. In fact, 56%  
of respondents in a survey conducted by  
corporate services firm Broadridge Financial 
Solutions indicated that direct digital access  
to their investment portfolios will be important 
to them over the next five years.

Gen Y investors see a lot of merit in online 
investment platforms. These platforms allow 
them to conveniently access their financial info, 
manage their investments, and review how 
their money is performing at any time and from 
any location. This accessibility creates more 
transparency around open deals and reduces 
the potential of a deal unknowingly going awry.  
Additionally, when investors have access to 
more data, they can come to decisions more 
quickly, leading to shorter capital raises and 
accelerating the speed of transactions. 

DEMAND FOR INSIGHTS
According to a study of IBM in 2015, it is 
estimated that every day we create 2.5 
quintillion (1018) bytes of data and that 90% 
of the data in the world today has been created 
in the last 2 years. For more than a decade, 
the financial services industry, one of the most 

data-driven sectors within the global economy, 
has been heavily investing in data collection 
and processing technologies (think data  
warehouses and business intelligence).  
Technology helps to support the efficient  
processing of huge amounts of complex 
data and diverse data in real-time. Says John 
D’Angelo of Deloitte Consulting: 

“It is no longer okay for the company’s  
processes to be driven by anecdotes or stories. 
Instead, they need to be analytical and d 
ata-driven [and] more disciplined around data 
and use of analytics.” 

For young investors who demand “right here, 
right now” error-free insights, technological 
advancements are key. In fact, more than ¾ 
of Millennials surveyed by corporate services 
firm Broadridge Financial Solutions say that it 
will be important for providers to stay at the 
forefront of technology. When providers le-
verage the latest technologies, they are better 
equipped to deliver the insights investors seek, 
such as property performance and forecasting. 
These insights are important because they help 
provide investors with context to the data so 
that informed decisions can be made.
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Direct digital access to investment 
portfolios is a priority for 56%  
of investors



CHAPTER 04
LEVERAGING TECHNOLOGY  

TO MANAGE NEXT GEN INVESTORS

BUILDING TRUST WITH  
GENERAL PARTNERS
As a group, Millennials have a stronger grasp 
of financial issues including risks, returns, 
diversification, and global markets than other 
generations. The majority of this cohort was 
between the ages of 9 and 23 during the Great 
Recession in 2008, and many studies indicate 
that a person’s investment decision-making 
is often rooted in the state of the economy 
during their adolescence. As a result, 
Millennials have a more innate knowledge of 
investment and financial decision-making as 
well as an expectation for 24/7 on-demand 
access to additional information. Because of 
their background and experiences, they are 
often more wary and selective about their 
investments – and who they invest with. For 
example, 40% of Millennials who completed 
the Broadridge ThoughtLab survey admitted 
that they do not trust others with their money. 
And when they do decide to invest, 63% prefer 
established wealth management brands over 
newcomers to the industry.

Because Millennials tend to be more distrustful 
of the world around them than older 
generations, a greater duty is placed on 
sponsors to communicate value and build trust 
with them – and technology makes this easier 
to accomplish by enabling sponsors to be more 
transparent with investors. According to a 
2015 report by Deloitte, technology platforms 
that are able to transfer information about 
Millennials’ wealth quickly and at every point 
in time during the investment cycle are critical 
for firms to truly establish trust both quickly 
and effectively. In fact, 60% of investors cite 
degree of transparency as being an important 
consideration for their investment. As deals 
become more competitive and the digital 
disruption remains in full swing, transparent 
data-sharing becomes a clear advantage for 
both sponsors and investors.

60% of investors cite degree  
of transparency as being an  
important consideration for their 
investment 
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MEETING TECH  
EXPECTATIONS
The next generation of investors is  
digitally-savvy and has high, unwavering  
expectations when it comes to the online  
platforms used to manage their investments. 
While meeting, and preferably exceeding,  
their expectations may not always be easy, 
there are several factors forward-thinking  
firms should consider.  

SEAMLESS, INTEGRATED  
EXPERIENCE
Investors expect a tech stack with seamless, 
fully integrated technologies that present a 
unified, user-friendly interface. This type of 
end-to-end integration does not disrupt the  
investor and expands the capabilities of the 
tech solution. Platforms like RealPage AIM 
combine the features of many independent 
technologies to address investor demand for 
ease of use while providing a 360-degere view 
across the entire investment lifecycle.

INSTANT GRATIFICATION
Millennial investors are accustomed to  
innovative technology and expect real-time 
data access, fast transaction speeds, and  
responsiveness from their sponsor. A fast-
paced, consumer-driven culture has created  
an environment that requires little waiting,  
resulting in a population with dwindling  
patience. The next generation of investors’  
demand for instant gratification means that 

they would rather take certain actions  
themselves to expedite the process of  
requesting and waiting for the needed  
information. Technology provides a means  
for meeting these expectations with minimal 
disruption and maximum productivity.

REDUCING RISK
Risks are an inevitable threat to any type of 
investment, whether commercial real estate or 
alternative, and investors understand that at 
any moment a risk can become a reality.  
But to the cautious Millennial investor, the 
negative connotations associated with risks  
are magnified. Because of their significant  
aversion to risks, most Millennials play it safe 
and avoid riskier channels like the stock market 
altogether. But by avoiding the stock market, 
an estimated $3.3 million in lost retirement 
savings is predicted by the time a 25-year-old 
Millennial retires at age 65. While 57%  
of Millennials surveyed by Broadridge admit 
a willingness to take greater risks to achieve 
higher returns, nearly half also say they have  
a very low risk tolerance. 

With these split expectations, wealth providers 
must tread carefully if they want to win over 
the next generation of investors. For firms,  
understanding new investors’ aversion to risk 
and then managing those risk expectations  
is critical – and technology is a tool that  
makes reducing and managing risk easier to 
accomplish. While many firms have disparate 
systems and siloed data, technology can  
address these challenges and ensure that the 
information distributed to investors is both 
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To compete in the shifting landscape of real 
estate investment, high-quality data and  
technology is no longer a nice-to-have—it’s  
a must-have in order to meet the needs  
of Millennial investors and the generations  
to follow. And for small and mid-sized firms, 
today’s more affordable technology has  
created a new opportunity to achieve  
competitive advantage and level the playing 
field.
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accurate and trustworthy. Emerging investors 
are more likely to trust firms that consistently 
provide accurate information and can make 
their investment decisions less risky and more 
informed. Technology also helps investors  
to manage risk expectations by providing  
transparency and allowing them to view real-
time performance updates at their fingertips. 
This transparency allows investors to see how 
their investment is performing and to make 
adjustments as needed based.

COMPETITIVE ADVANTAGE
Advances in cloud computing and the SaaS 
model now make it possible to link every stage 
of the investment, portfolio, and asset lifecycle 
into a complete, secure ecosystem—without 
significant investment of capital and IT  
resources. Most critical, achieving the Holy 
Grail of centralized access to trusted data has 
become much easier with the emergence of 
platforms with built-in tools and affordable 
resources to advance data standardization  
and governance. 

With a SaaS platform, small and mid-sized  
investment managers can meet the demands 
and expectations of Millennials and other 
forward-thinking investors. From investment 
management, asset monitoring, and asset 
modeling to business intelligence, analytics, 
and the ever-critical investor reporting, today’s 
SaaS technology supports both the behind-
the-scenes work of investing and the critical 
demands of investor communications. 
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CONCLUSION
As Millennials’ and other upcoming generations of investors 
continue to overtake the workforce and increase their share  
of the nation’s earned income, their influence in the workplace, 
in communities, and in capital markets will only continue  
to grow. Forward-thinking firms must act immediately if they 
are to survive the generational wealth transfer and meet  
the everchanging needs and expectations of today’s and  
tomorrow’s young, promising investors. Ultimately, in the race 
to win over the next generation of investors, the firms that 
will win are those that are equipped with technology that can 
provide clients with a 360-degree view across the investment 
lifecycle, like RealPage AIM. 
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NEXT STEPS
RealPage AIM provides institutional investors and managers an 
integrated platform that propels data alignment throughout the 
investment ecosystem to drive the best possible risk-adjusted 
returns for the private and public capital markets. AIM provides 
a 360° view across the investment lifecycle, allowing general 
and limited partners to manage investments, model and  
monitor asset performance, assess risk, and easily identify  
opportunities to maximize returns.

There is only one platform that: 
    Allows you to aggregate, interpret and integrate data across  
    all asset classes in any format

    Enable alignment across your entire real estate and  
    alternative investment ecosystem

    Deliver all the information you need, in a timely manner,  
    to empower you to discover true insights

To learn more about how RealPage AIM can help you win over 
the next generation of investors, click here! If you are ready to 
take the next steps, schedule a free demo today! 
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