
KEY TRENDS FOR FIRST, SECOND, THIRD GENERATION

FIRST SECOND THIRD

Worldview Collectivism Hybrid Individualistic

Cultural Identity Traditional native culture Bicultural Bicultural or 100% American

Language

Predominantly speak  
native-language and not  
as comfortable speaking 
English

Grew up speaking both  
English and native-language

Grew up predominantly 
speaking English

May or may not be fluent in 
family’s native language

Communication
Formal, slower response time, 
less savvy on mobile/digital 
platforms

Used to switching tone to 
accommodate who they are 
talking to

Casual, quick, mobile 
dominant

Financial Education

New to American culture 
and need resources to  
better understand home  
buying process

Affinity towards distrust of 
financial institutions  

Prefer print

Most likely learned financial 
literacy from sources outside 
of their family (college courses, 
financial planner, internet ect) 

Mix of digital and print learning

Could have learned financial 
literacy from their parents or 
from outside sources  
especially the Internet

Prefer digital learning

In-person Meetings

Need to build trust first before 
discussing business or  
personal financial matters

Perception of time may differ 
and they might be prone to 
lateness

Likely to research your  
company and reviews online 
prior to meeting

Oftentimes bring other  
relatives that are involved 
in decision making

Likely to research your  
company/personal social  
media profiles and reviews 
online prior to meeting 

In some cases, they act as the 
representative for the family.

Social Media

Less frequently active

Familiar with:
- Facebook
- Messaging apps to reach
relatives in native country
(WhatsApp, WeChat)

Fairly active 

Familiar with: 
- Facebook
- Twitter
- Instagram
- Snapchat
- LinkedIn
- YouTube
- WhatsApp
- WeChat

Extremely active

Familiar with: 
- Facebook
- Instagram
- Snapchat
- Twitter
- YouTube
- LinkedIn
- WhatsApp
- WeChat

Referrals

Seek predominantly from 
family or community members 

Ask younger family members 
for their advice and to do 
research

Seek from family members, 
community members,  
coworkers, friends,  
online reviews

Seek from friends, coworkers, 
social media/online groups, 
online reviews and  family 
members



STRATEGIES FOR REACHING FIRST, SECOND, THIRD GENERATION

FIRST SECOND THIRD

Worldview Appeal to the entire family
Appeal to both family and 
individual needs

Appeal to individual needs 
but be aware family may be 
involved

Cultural Identity

Learn about their native  
culture and show respect  
and understanding for them  
leaving behind a familiar place

Be mindful that they live a 
bicultural life so learn about 
native culture but also  
understand they identify as 
American like you do

Understand that they are  
native to and are fully  
immersed in American culture 
so don’t assume they don’t 
speak English well or lack 
knowledge about American 
culture

Language
Translate materials in native 
language keeping in mind 
context

Incorporate slang and some 
words in native language 

Offer translated or bilingual 
materials for parents

Use English unless they  
request translated materials 
for family members

Communication

Use formal tone to show 
respect

Be mindful of differences 
in body language based  
on culture

Ask preference for phone call, 
text, or email

Mirror whichever tone they use

Be patient knowing they are 
collecting the opinions of  
other family members 

Ask preference for phone 
call, text, or email

Use a casual tone and be 
quick to respond  

Ask preference for phone 
call, text or email

Financial Education

Provide printed resources with 
basic terms and information 
explaining the home buying 
process

Offer online resources and 
engaging educational content 
like video or podcasts 

Have native language and 
print options available for  
family members

Offer online resources and 
engaging educational content 
like video or podcasts 

Have native language and 
print options available

In-person Meetings

Open with friendly conversa-
tion before talking business

Show a genuine interest for 
getting to know them 

Provide an interpreter 
if necessary

Accommodate all family  
members who might attend 

Provide an interpreter 
if necessary

Build a connection but it is 
okay to get to business  
sooner and spend time  
more efficiently 

Provide an interpreter 
if necessary

Social Media
Less likely to reach 
them on social

Build a strong personal brand 
that shows your personality 
and quality of service 

Use targeted advertising  
to reach and connect with 
this group

Build a strong personal brand 
that shows your personality 
and quality of service 

Stay consistent with posts 
and engagement 

Use targeted advertising and 
influencers to reach and  
connect with this group

Referrals

Build brand loyalty and  
partnerships with people 
and leaders within the  
community

Build brand loyalty and  
partnerships with people 
and leaders within the  
community

Maintain strong online 
review presence

Build brand loyalty and  
partnerships with influencers

Maintain strong online 
review presence


