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INTRODUCTION

Using data from DHS (Dutch Household Survey) between 2005 to 2022,
we show the role which financial advisors play in driving bequest choices.
Specifically, we find that reliance on financial advisors for household (HH)
financial decisions increase the likelihood of bequeathing by 3 to 6%
conditional on one having the Iintention to bequeath. Additionally, we
identified the 2013 collapse and bank run of SNS Bank as a shock to
rellance on financial advisors and show that treat individuals see a fall In
their bequest intentions post event period. Last, we analyse the special
module survey In HRS in 2016 and find that individuals who rely on
financial advisors are 12.0 percentage points more likely to make a will,
and 16.0 percentage points more likely to leave an inheritance of more
than $10,000.

RESULTS

Bequest Choices
(attitudes and tool )

No. of children HH Wealth

FAs therefore impact (l) Intensity of bequest intentions as proxied by questions assessing likelihood of
bequest and in various denominations and (ii) Bequest mediums as proxied by question on if one has made
a will, or trust etc. Results more pronounced among wealthy.
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DISCUSSION

First attempt to understand role of financial advisors in bequest choices besides their role in investment decisions

* Find influence of FA to be more pronounced in bequest decisions among wealthier but FAs have less impact on bequeathment
decisions involving personal attitudes towards bequests (e.g. whether one would only bequeath if taken care of at old age)

* FAs can influence intensity of bequest motives via causality event shock of 2013 SNS Bank run and IV analysis

* Results from DHS between 2005 to 2022 is complemented by HRS 2016 special module survey
Future Tests:

* Examine why impact of FAs are more pronounced among the wealthy. Current hypothesis is that wealthy have more complex
bequest needs which impact the depth of reliance of them on FAs. No noticeable differences in number of banking accounts.
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