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INTRODUCTION

With over half the personal wealth in America residing with women, 
it’s more important than ever to know your audience. After all, roughly 
40% of American households point to women as the primary earners.2 
In fact, many successful financial professionals are already adapting 
their messaging strategy to this recently recognized and exciting market 
segment. As a result, appealing to women investors should be on 
every financial r epresentative’s r adar. H owever, t here a re s ome u nique 
considerations when working with female clients. One such challenge is 
the lack of assurance that in the event of a divorce, separation, or death,  
either partner will remain with their spouses’ financial representative. In 
fact, recent studies have found that most women leave their financial 
advisor within a year of their spouse dying.3 

Fortunately, the way to assure your customers remain loyal is the same 
regardless of gender: Relationship building. 

This brief guide has been designed to serve as an introduction for financial 
representatives who are seeking to increase and retain their female client 
base. While not comprehensive, this guide may help you develop an 
understanding of what women are seeking in an advisor as well as how 
you can begin to adapt your practice to serve this growing market.

SUCCEEDING WITH FEMALE CLIENTS 
Investors need trusted relationships with their financial representatives, 
but many women are missing this support. Depending on your advisory, 
the majority of your interactions may be with men, and you’re not alone. 
Recent studies have found that nearly half of women are “not too confident” 
or “not at all confident” in their ability to build a solid retirement.4 The 
simple fact is, most women don’t work with a financial advisor. That’s not to 
say that they aren’t actively searching! Far from it. The majority of women 
often make an effort to gain access to sound financial advice, but are unable 
to find the right fit. Demonstrating to female investors that you listen to 
their goals, understand their needs, and recognize the highly active role 
they wish to play in their financial future is a great place to start. However, reframing how you 
speak and think about financial planning will likely help keep you top of mind as you work to gain 
the trust and business of women investors.

One such way to reframe financial planning is to move it from “financial chore” to “financial self-
care.”5 These days, the importance of self-care is recognized almost universally within America. 
Even though it’s often the first thing male investors forgo when stressed or anxious, taking time out 
of the day to care for one’s mental, emotional, and physical health has been recognized by mental 
health professionals as one of the healthiest daily practices possible. Here’s the kicker: Women not 
only universally understand the importance of self-care, they often appreciate and identify with 
others who do so as well. 

Key Mistakes to Avoid:
• It can be tempting to strike

a “gender-neutral”  tone, but
remember: “Gender-Neutral”
investing fails women.1

• When working with a couple ,
make sure you don’t defer to
one partner over the other.

• Remember, spouses and
couples more often than not
have equal roles in financial
decision-making.

• Don’t assume any client
is unsophisticated or
uninformed about financial
topics.

• Modern clients are more
inclined to do their research 
and may ask probing 
questions. Be prepared!

•	 Don’t try to target all women
with the same materials or 
services; successful advisors 
know their audience and 
target niches.
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HOW TO CONNECT WITH  FEMALE PROSPECTS
You can connect with female prospects and clients in a variety of ways that have the added benefit of 
strengthening your practice as a whole, such as:

Community Involvement: Many women want to support businesses that are involved in their 
communities. Support community and charitable causes that attract your target market, especially 
women-specific organizations. 

Seminars: Remember, many women are actively searching for a financial advisor. It’s up to you 
to demonstrate why you deserve their business. Seminars geared toward their long-term goals are an 
easy way to demonstrate you care and respect their business.

Never Exclude: Gearing your seminars toward women investors is a great idea, but don’t exclude men 
from attending. Limiting your audience in this way may be construed as disingenuous and exclusionary 
by men and women, alike.

TAILOR SERVICES FOR WOMEN
To reach women investors, financial representatives should cultivate new relationships based on women’s 
specific needs. Here are a few ways you can foster better client relationships:

• Listen with empathy: Actively listen and care about the feelings and concerns that women voice. 
This means remembering your role is to advise, never criticize.

• Be available: Be willing to answer questions when they have concerns, and provide a welcoming 
environment that helps them deepen their financial knowledge.

• Focus on teamwork: Using inclusive wording, such as “we,” “us,” and “our,” can go a long way 
to further build what could be a long and rewarding relationship.

CONCLUSIONS AND NEXT STEPS
It’s clear that women occupy a large segment of the market that successful financial professionals are 
already actively advising. As with all clientele, success takes time, patience, and a willingness to listen and 
learn. You can jump-start your efforts by following the tips above, but remember: sincerity and genuine 
goodwill are essential when employing a women-investor-oriented strategy. 
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