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Make next-gen readiness a
credentialed capability.

A designation helps your advisors build a scaleable, The $124T imperative demands action.
firm i eiadiantage: Equip your team with Kaplan’s

1. Set a clear standard: competence and ethics Professional Generational Wealth

2. Create continuity: intergenerational cadence and family fluency Transfer Advisors™ (PGWTAs™)

3. Modern credibility: confidence in complex transitions designation. L earn more today.
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