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Summary/Introduction
For the financial advisor, female investors represent a growing opportunity. In 2016 there were approximately 85.7 million women
between the ages of 25–54 in the U.S., with another 27.5 million 65 and over.1 In addition to this significant representation, women
also exercise influence or direct control over $11.2 trillion of investable assets in the US (39% of total). It is further estimated that
by 2030, women will control two thirds of the nation’s wealth.2 These statistics represent an undeniable wave of potential economic
power that the financial services sector, particularly financial advisors, will need to address to ensure continued growth and
success of their businesses.
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UNITED STATES DEMOGRAPHICS PROFILE 2016 – INDEXMUNDI.COM, WWW.INDEXMUNDI.COM/UNITED_STATES/DEMOGRAPHICS_PROFILE.HTML
GOGIRLFINANCE.COM, WWW.GOGIRLFINANCE.COM/WOMEN-AND-FINANCE-FACTS/
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What do women want
from their financial advisor?
The life stage differences are as important as
the similarities.
Historically, the financial advising industry has appealed largely to men, as men traditionally held the role of primary earners and
handlers of finances within the family dynamic and the economy at large. However, throughout the decades, this dynamic has
changed, and women have become more engaged, taking primary accountability for their own finances and the finances of their
families. According to a recent study, 41% of women 25-70 are accountable for their own financial decisions. The same study found
that while 63% are either unmarried or divorced, the remaining 37% are married or in long-term relationships and are making
financial decisions for the entire household.3 In addition, 84% of single parent families are led by women (49% never married).4

WOMEN EXERCISE INFLUENCE
OR DIRECT CONTROL OVER $11.2
TRILLION OF INVESTABLE ASSETS
IN THE US.

AMERIPRISE FINANCIAL (WOMEN AND FINANCIAL POWER STUDY), WWW.AMERIPRISE.COM/RETIREMENT/INSIGHTS/AMERIPRISE-RESEARCH-STUDIES/WOMEN-AND-FINANCIAL-DECISION-MAKING/
(U.S. CENSUS BUREAU – TABLE FG6. ONE-PARENT UNMARRIED FAMILY GROUPS WITH OWN CHILDREN UNDER).
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For the advisor, thinking seriously about how to best serve this growing pool of prospective investors should be part of their growth
strategy. It should be noted that appealing to the increasing numbers of potential female clients does not require a reinvention
of general financial advising best practices. However, there is value in understanding the researched tendencies and the common
circumstances in which potential clients can find themselves to have an informed starting point for dealing with each new
investor’s needs.

Women and Investment Style
While investment elections may not differ, women, in general, tend to have different investment styles than men.5 Whereas men
can tend to be overconfident and invest aggressively, women can tend to be more risk averse (33% to 49%), having a lower
propensity to take on higher risk to achieve greater investment returns (31% to 49%). This has led to the view that women tend
to focus on wealth in terms of security rather than opportunity.6 In many cases, this difference can be attributed to different
long-term goals and sets of values. BlackRock’s 2016 Global Investor Pulse Survey showed that 28% of women surveyed were
focused on growing their wealth, while 35% of men said the same. The survey further stated that when they were asked how
the idea of investing made them feel, men were more likely than women to associate investing with words like “hopeful” and
“optimistic,” while women often associated it with words like “nervous” and “risky.” 7

4 REASONS WOMEN SHOULD CONSIDER HIRING A FINANCIAL ADVISOR, MONEY.USNEWS.COM/INVESTING/ARTICLES/2016-08-02/4-REASONS-WOMEN-SHOULD-CONSIDER-HIRING-A-FINANCIAL-ADVISOR
BARCLAYS WEALTH: UNDERSTANDING THE FEMALE ECONOMY: THE ROLE OF GENDER IN FINANCIAL DECISION-MAKING AND SUCCESSION PLANNING FOR THE NEXT GENERATION, WWW.HOME.BARCLAYS/CONTENT/DAM/BARCLAYSPUBLIC/DOCUMENTS/NEWS/
986-699-BW_FEMALE-CLIEN T-GROUP-REPORT.PDF
7
BLACKROCK ANNUAL GLOBAL INVESTOR PULSE SURVEY, 2016, WWW.BLACKROCK.COM/CORPORATE/EN-US/NEWSROOM/PRESS-RELEASES/ARTICLE/CORPORATE-ONE/PRESS-RELEASES/BLACKROCK-GENDER-FINDINGS-SURVEY_US
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Advisors, however, should not assume that this risk-averse behavior is necessarily a hindrance or a weakness. There is research
pointing to the fact that the risk-averse tendencies of many female investors can actually yield greater returns than the more
aggressive and frequent trading maneuvers men are prone to engage in.8 Therefore, it is important for an advisor to help build
a healthy sense of confidence within the framework of an individual client’s personality and goals. It is important to form a good
working, “give-and-take” relationship, without forcing too much on a client in the assumption that there is only one way to success.

Investment Attitudes by Gender
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WWW.HOME.BARCLAYS/CONTENT/DAM/BARCLAYSPUBLIC/DOCUMENTS/NEWS/986-699-BW_FEMALE-CLIENT-GROUP-REPORT.PDF
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BLACKROCK ANNUAL GLOBAL INVESTOR PULSE SURVEY, 2016, WWW.BLACKROCK.COM/CORPORATE/EN-US/NEWSROOM/PRESS-RELEASES/ARTICLE/CORPORATE-ONE/PRESS-RELEASES/BLACKROCK-GENDER-FINDINGS-SURVEY_US
BOYS WILL BE BOYS: GENDER, OVERCONFIDENCE, AND COMMON STOCK INVESTMENT, FACULTY.HAAS.BERKELEY.EDU/ODEAN/PAPERS/GENDER/BOYSWILLBEBOYS.PDF
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A potential challenge an advisor could encounter is that some women prefer to hold their finances and financial decision making close.

Some research suggests that most women tend to refrain from discussing their finances, which includes a reluctance to work with
a financial professional.9 The same research also reports that a lack of confidence born from a sense of inadequate knowledge is
the key factor in these attitudes. Put simply, women tend to be cautious, thoughtful, and engaged. They also care about how people
view them. The emergence of significant financial independence for women is relatively new and as such, there can be a reticence
in some women to jump into the investment arena too quickly.

This is where an open and instructive client/advisor relationship can be developed. “Many women feel stereotyped by their
advisors,” according to a Boston Consulting Group study. “They report receiving dumbed-down versions of standard offerings,
with a focus on strategies related to social issues or sustainability rather than performance.”10 The report also says that women
often feel demeaned by their advisors—that there’s a general assumption that the husband takes care of investing and household
finances. Of course, it is important for advisors keep from making this assumption in the case of married couples, but it is even
more important for advisors to keep from making the assumption that there is a decision-making male figure in every woman’s life.

Advisors have an opportunity to help change misconceptions and increase the confidence of female clients by assisting them in
making investing and money management a part of their financial independence.

Jodie Smith, Financial Advisor from Shell Retirement, Trust & Investment Services said, “I would be inclined to say that they
(women) place value first in the relationship of trust and respect they have for the person making (an investment) recommendation
than the actual investment itself. They tend to see the long-term vision and want peace of mind that they are going to be able to
meet their goals.”

She further stated that “it is very important that my clients have a good understanding of what [I as an advisor am]
recommending and also the why behind it. Once we have made the investment decisions and are getting together periodically
to review their accounts, I make sure to revisit the investments and remind them of how it works, why we invested in it and how it
is working for their financial future.” Once a client is confident in their abilities, it makes subsequent interactions more productive
and comfortable.

“[WOMEN] TEND TO SEE THE
LONG-TERM VISION AND WANT
PEACE OF MIND THAT THEY ARE
GOING TO BE ABLE TO MEET
THEIR LONG-TERM GOALS.”

FIDELITY INVESTMENTS: MONEY FIT WOMEN STUDY: EXECUTIVE SUMMARY, WWW.FIDELITY.COM/BIN-PUBLIC/060_WWW_FIDELITY_COM/DOCUMENTS/WOMEN-FIT-MONEY-STUDY.PDF
BLACKROCK BLOG, WWW.BLACKROCKBLOG.COM/2014/03/27/FINANCIAL-ADVISOR-CLIENT-RELATIONSHIP/
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Gender Perspectives on Asking for Financial Advice
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SOURCE: BLACKROCK ANNUAL GLOBAL INVESTOR PULSE SURVEY, 2016. WWW.BLACKROCK.COM/CORPORATE/EN-US/NEWSROOM/PRESS-RELEASES/ARTICLE/CORPORATE-ONE/PRESS-RELEASES/BLACKROCK-GENDER-FINDINGS-SURVEY_US

Again, however, it is important not to put excessive stock in the generalization that women are more private and reticent when it
comes to their financial situation. BlackRock offers evidence that the tendency to reticence on the part of the female investor may
be shifting as more women become comfortable with investing and reaching out for help. The women surveyed were “more likely
than men to ask for advice for their investment and savings decision-making (64% vs. 55%) and more likely to say they value
professional advice (74% vs. 64%)”.7 This represents a potential trend that is good news for the advisor. Based on this data, the
financial advisor who can offer accurate information and sound counsel that reduces the complexity of investing is at a decided
advantage in appealing to the growing numbers of female investors.

Further General Concerns for Female Investors
Other factors that are important for advisors to keep in mind when advising female clients include the fact that women are more
likely than men to take breaks from their careers to attend to family needs.11 This means that many women will not have access
to employer retirement plans and other employer benefits for a longer period of time than many men. Financial advisors are
in a position to help women through these obstacles and explain to them their options for continuing their retirement savings,
something that women tend to have a heightened level concern about compared to men.7

In addition to being more likely to lose access to retirement savings from breaks in working, women also need to plan for a longer
retirement period than men, as they are more likely to live longer. Advisors should help women keep this in the forefront of their
minds from early on so they can plan accordingly.5

BLACKROCK ANNUAL GLOBAL INVESTOR PULSE SURVEY, 2016, WWW.BLACKROCK.COM/CORPORATE/EN-US/NEWSROOM/PRESS-RELEASES/ARTICLE/CORPORATE-ONE/PRESS-RELEASES/BLACKROCK-GENDER-FINDINGS-SURVEY_US
WOMEN MORE THAN MEN ADJUST THEIR CAREERS FOR FAMILY LIFE, WWW.PEWRESEARCH.ORG/FACT-TANK/2015/10/01/WOMEN-MORE-THAN-MEN-ADJUST-THEIR-CAREERS-FOR-FAMILY-LIFE/
5
4 REASONS WOMEN SHOULD CONSIDER HIRING A FINANCIAL ADVISOR, MONEY.USNEWS.COM/INVESTING/ARTICLES/2016-08-02/4-REASONS-WOMEN-SHOULD-CONSIDER-HIRING-A-FINANCIAL-ADVISOR
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The Stages of Your Female Client’s Financial Life
In addition to the general characteristics mentioned above, patterns in the needs of female investors can be identified according
their stage in life as well. Female Baby Boomers, for instance (age 55-70), are taking charge of their finances in greater numbers
than ever before and are more comfortable with their financial values than at any other time in their lives—64% of these Boomers
seek out financial advice from professionals. Compare this to 51% of Gen-Xers (age 35-54) who may have recently faced serious life
changes such as divorce, unemployment, and other forms of financial loss, or 60% of female millennials (age 25-34) most of whom
have not yet really faced life’s serious challenges.4

For financial advisors, understanding the growing ascendancy of female investors and working as their advocates means
understanding their unique perspectives and needs regarding money and investing. That understanding should help advisors break
down the barriers to retirement planning access, communicate financial advice with clarity, and work to deliver retirement planning
services in ways that reduce a female investor’s potential reluctance to work with an advisor.
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SOURCE: WWW.BANKRATE.COM/FINANCE/RETIREMENT/FINANCIAL-PLANNING-AT-FIVE-STAGES-OF-LIFE-1.ASPX) AND CBSI WEALTH MANAGEMENT

(U.S. CENSUS BUREAU – TABLE FG6. ONE-PARENT UNMARRIED FAMILY GROUPS WITH OWN CHILDREN UNDER).
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STAGE 1 – INTRODUCTION TO A FINANCIAL LIFE (20’S AND 30’S)
This is a time when many women are graduating (or continuing) college, beginning a new job, learning about saving and retirement
planning, credit, purchasing a home, marriage, starting a family, goal setting and gaining financial literacy. It is foundational. Good
planning can start clients on a path that can last a lifetime. This may be the stage to concentrate on education of female investors,
establishing an advising relationship that is a trusted source of financial planning information that includes more than just
retirement planning advice.

While, in general, women do not tend to value growing their wealth as much as men, female millennials seem to be an exception to
this generalization and could represent a generational shift. There is evidence that female millennials value growing their wealth
almost as much as men.12 This could represent a growing opportunity for advisors to show younger female investors how they as
advisors can be a vital part of their wealth-generation goals.

Also of note regarding financial priorities, Blackrock found evidence female millennials are considerably more likely to prioritize
paying off debt compared to millennial men (57% of millennial women surveyed vs. 40% of millennial men surveyed).12

STAGE 2 – PRIME EARNING YEARS – LEARNING TO INVEST (35 TO 50)
For many women, this stage of financial life has much to do with economic change. Rising incomes often equal increasing
expenses. Nicer homes. Nicer cars. Education funds for children. It is also a time when the investments one makes can lay the
groundwork for an enjoyable lifestyle in retirement.

However, economic change can also come in the form of separation or divorce, unexpected family expense, caring financially for
an aging parent—or even an inheritance/legacy from relatives or parents. These events represent times when anyone could need
the financial guidance and counsel of a trusted advisor. But only if that relationship has been developed over time or if a referral
comes from someone the person trusts.
BLACKROCK ANNUAL GLOBAL INVESTOR PULSE SURVEY, 2015, WWW.BLACKROCKINVESTORPULSE.COM/WOMEN-INVESTORS/WOMEN-MILLENNIALS
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A financial advisor and advocate can be vital to the success of this stage in a woman’s financial life. However, that success
could depend on understanding a key distinction at this life stage between male and female investors is that more often than
men, women become financial planners because they are forced into it because of a death or divorce.13 This can require extra-effort
on the part of the financial advisor in explaining the “ins and outs” not only of retirement planning, but also financial management
in general.

For an advisor beginning their relationship with a woman at this life stage, it is essential to understand why she is seeking help,
what the circumstances are, and to carefully inquire about her life and financial goals in order to determine how to provide her
with the best advice in a way that she is receptive to.

“What are their goals? Dreams? Desires? Just [have] a conversation about here’s where we are now—what do we want to get to?
What is it you want to do the rest of your life?” says Jane Brockway, Vice President of Wealth Management from U of I Community
Credit Union. “I think [you build a female client base] by…really seeing that person and hearing what they have to say, zoning in
on them.”

“JUST [HAVE] A CONVERSATION
ABOUT HERE’S WHERE WE ARE
NOW—WHAT DO WE WANT TO
GET TO? I THINK [YOU BUILD
A FEMALE CLIENT BASE] BY…
REALLY SEEING THAT PERSON
AND HEARING WHAT THEY HAVE
TO SAY, ZONING IN ON THEM.”

STAGE 3 – NEARING OR DURING RETIREMENT – ESTATE PLANNING, INVESTING AND INDEPENDENCE (51 TO 69)
If your client’s financial strategy and goal setting were successful, this is often a time when a woman can enjoy her
accomplishments, her family, a time when she can begin to experience economic independence. It is also a time, especially toward
the later stages, when retirement, death of a spouse, poor investments and other dynamics can affect the remainder of her life.
Sound financial advice is often the principal factor for a rewarding retirement.

FINANCIAL PLANNERS: EDUCATING WIDOWS IN PERSONAL FINANCIAL PLANNING, FILES.ERIC.ED.GOV/FULLTEXT/EJ908923.PDF
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STAGE 4 – THE GOLDEN YEARS – FINANCIAL WELL-BEING (70 TO 87)
This is a time for many women when the decisions made through stages 1 to 3 can be the difference between a comfortable senior
lifestyle and struggling to make ends meet. Women can and do continue to invest well into their 80s and even 90s. This is an ideal
time to reinforce your relationships and communications because technology, regulations and markets change, and at this stage
your client may prefer to enjoy life and leave some investment management to an advisor.

This life stage becomes even more significant when your client hasn’t previously handled her own finances. “You might find that
there are women out there who haven’t saved for their own retirement,” states Brockway. “Their portfolios may have been started
later in life, because they stayed home with their kids. Or they’re getting divorced and their partner was the one who handled
finances.” Often, a lack of investment experience and understanding can bring a lack of confidence that a financial advisor can
help alleviate.

Communicating With Female Investors
When only three out of ten financial advisors are women, according to a 2013 study by the Insured Retirement Institute, it is more
than likely that women will have to work with male advisors. However, according to research from State Street Global Advisors,
55% of women 25-34 prefer working with female advisors because they say they are better at making them more confident,
and believe more strongly that they have their best interests at heart.14 While female advisors seem to have an advantage in
working with women, male advisors can learn from the reasons for this preference and use that knowledge to better serve and
communicate with their female clients.

As mentioned above, when communicating with female clients can be helpful to remember that they tend to value taking time to
carefully consider their decisions before they act on them. In a white paper by E&Y, it was reported “women typically spend more
time educating themselves before making a decision. They tend to have a longer sales cycle and to choose a financial advisor
based on relationship, brand affinity and trust. As a result, women are also more loyal and are less likely to switch advisors.”15

Whether you are a male or female financial advisor, reaching out to and developing a successful working relationship with
women clients is a process of gaining trust just as it is with any client. Harkening back to the life stages of women investors, it
is important to keep in mind the potential financial sophistication gained through career and age. It may not always be the case,
but developing an advisor-client relationship with women in financial stage 1 may be a very different experience from doing so in
financial stages 2, 3 or 4.

E&Y also contends that: “There are many types of women — the entrepreneur, the executive, the inheritor and the millennial, just
to name a few. Each has a different outlook and set of needs, and there is a corresponding opportunity for [wealth management]
firms to recognize and serve those needs.”15 Again, while it is helpful to understand the general tendencies and common
circumstances of certain kinds of clients to develop an informed approach in beginning a discussion with them, over-generalization
is always ill-advised. Clients can always be placed into more than one group, and each individual client brings with them their own
set of circumstances. The best practices of clear communication providing tailored and focused financial advice always apply.

FINANCIAL ADVISOR: “WANTED: WOMEN FINANCIAL ADVISORS. MARCH 1, 2016. JERILYN KLEIN BIER. WWW.FA-MAG.COM/NEWS/WANTED--WOMEN-FINANCIAL-ADVISORS-25321.HTML
E&Y: “HARNESSING THE POWER OF WOMEN INVESTORS IN WEALTH MANAGEMENT”, WWW.EY.COM/PUBLICATION/VWLUASSETS/EY-WOMEN-INVESTORS-IN-WEALTH-MANAGEMENT/$FILE/EY-WOMEN-INVESTORS-IN-WEALTH-MANAGEMENT.PDF
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Conclusion
So what is the process or strategy you, as an advisor, should develop in order to better serve your female clients? There is no single
approach that works best in all cases, as every approach should be tailored to the individual client. Below, however, are some key
takeaways from financial advice resources that can be useful to keep in mind and apply where helpful for your female clients.

• More face-time: Women often want to feel valued by their advisor. Increased face-time is a true value add.16
• Expand your communication options: Because it is not always possible to schedule face to face meetings and events, use
electronic communications, social media and the telephone to continue your outreach.17
• Suggest investments with a cause: Unlike men, research shows women prefer to invest in companies with whom they feel
shared values and purpose. Many women tend to prioritize their investments based on the positive impact they may have on our
society and culture 16
• Educate while you communicate: Offer client workshops or brown bag lunches for women clients and their friends and
colleagues. Encourage them to open up and communicate with you and each other about their investing goals and concerns.11
• Add standalone tools and resources: Consider using (or even developing your own) printed educational communications, PDFs,
videos, blogs and podcasts.

It is also important to trust your own instincts, the knowledge you’ve gained through working in financial services, and to apply
these to the understanding that women want to learn, succeed, and make smart, sensible, and significant investment choices.

DELOITTE. PERSPECTIVES. “WOMEN INVESTORS: A CRITICAL AND GROWING FACTOR FOR SUCCESS IN THE WEALTH MANAGEMENT INDUSTRY”, WWW2.DELOITTE.COM/US/EN/PAGES/CONSULTING/ARTICLES/WOMEN-INVESTORS-CRITICAL-SUCCESS-FACTOR-FORWEALTH-MANAGEMENT.HTML
17
TD CANADA: “WINNING WITH WOMEN”, WATERCOOLERNEWSLETTER.COM/TD-CANADA-WINNING-WITH-WOMEN/#.WIO3Q4V9GHK
11
WOMEN MORE THAN MEN ADJUST THEIR CAREERS FOR FAMILY LIFE, WWW.PEWRESEARCH.ORG/FACT-TANK/2015/10/01/WOMEN-MORE-THAN-MEN-ADJUST-THEIR-CAREERS-FOR-FAMILY-LIFE/
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Visit cunabrokerage.com/insights for additional resources, market review and commentary, as well as credit union financial trends.
To learn more about how CUNA Brokerage Services can help credit unions enhance or build their full-service product offerings, or
assist advisors to find the career opportunity they've been looking for, visit www.cunabrokerage.com
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