
Tap into your unique skills to cultivate strong client relationships, create a niche, and help grow your business.
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The financial services industry is still largely dominated  
by men—which means women have an opportunity to 
differentiate themselves by bringing unique points of view 
and skills to the table. Women tend to have natural abilities 
for empathy, actively listening, and understanding the 
complex aspirations of individuals and families. These traits 
can be crucial for female clients because for them, wealth 
advice is about more than just investments.1 In fact, nearly 
half of women in a recent survey believe that a female 
financial professional would be more attuned to their needs.2 
Learning how to set yourself apart as a woman in the 
financial services industry can benefit both your business 
and clients. Here are some ideas for you to consider:

Focus on Her
While financial professionals often focus on investment 
management and performance, women are looking for 
more than that. According to the survey, when choosing a 
financial professional, more than half of women said being 
treated with the respect they deserve and working with 
someone who takes the time to understand specific 
financial needs were two of the most important factors, 
following the financial professional’s knowledge of 
investing (63%). Interestingly, the least important factor  
was the financial professional having strong performance.2

PRACTICE MANAGEMENT

Build a Client Network of Women
Women will be managing $30 trillion in assets by 2030. 
Because women generally live longer than men, there will 
a shift in wealth from men to women as Boomer men die, 
leaving their assets to their spouses.3 This creates an 
opportunity especially for female financial professionals, 
given preferences, to tap a growing market. 
One way to do so is to offer the kind of services that focus 
on women’s unique concerns. For example, due to longer 
life expectancy, the estimated years in retirement for today’s 
women has increased significantly, from 16.6 to 21.3 years.4 
You could help them with income planning to address 
longevity risk and provide financial education to help them 
manage wealth. Tailoring your services can demonstrate 
your interest in their specific needs.
You also can take advantage of networking opportunities 
with professional organizations that are specifically intended 
for women. For example, the American Business Women’s 
Association and the National Association of Professional 
Women (NAPW) each offers educational resources and 
networking forums.
To build your female client base, host a financial 
empowerment night for local female business owners or 
partner with female-centric community groups to offer 
financial literacy resources. These groups can provide  
a foundation for you to build strong relationships and 
encourage word-of-mouth for your business. You can  
also visit our “Retirement Planning for Women” web page 
for valuable information and resources.
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Building Success as a Female Financial Professional

Insurance products can be issued in all states, except New York, by Pacific Life Insurance Company and in all states by 
Pacific Life & Annuity Company. Product/material availability and features may vary by state.

No bank guarantee • Not a deposit • Not FDIC/NCUA insured 
May lose value • Not insured by any federal government agency

https://www.annuities.pacificlife.com/home/resources/planning-strategies/retirement-planning-for-women.html


This material is provided for informational purposes only and should not be construed as investment, tax, or legal advice. Information is based on current laws, which are subject to change 
at any time. Clients should consult with their accounting or tax professionals for guidance regarding their specific financial situations.
Pacific Life is a product provider. It is not a fiduciary and therefore does not give advice or make recommendations regarding insurance or investment products.
Pacific Life refers to Pacific Life Insurance Company and its subsidiary Pacific Life & Annuity Company. Insurance products can be issued in all states, except New York, by Pacific Life 
Insurance Company and in all states by Pacific Life & Annuity Company. Product/material availability and features may vary by state. Each insurance company is solely responsible for the 
financial obligations accruing under the products it issues.
The home office for Pacific Life & Annuity Company is located in Phoenix, Arizona. The home office for Pacific Life Insurance Company is located in Omaha, Nebraska.

For more information about retirement planning,  
please contact our Retirement Strategies Group at  
RSG@PacificLife.com or (800) 722-2333, ext. 3939.

Annuities.PacificLife.com
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Additional Resources and Links

Retirement Planning for Women

Certified Financial Planner Board. Women’s Initiative.

What Women Need To Know About Social Security

ACTIONS YOU CAN TAKE RIGHT NOW

	� Review your client list for women who may 
benefit from “bigger-picture” planning such 
as budgeting and goals-based planning.

	� Find women’s groups in your area to invite 
to a financial literacy seminar focused on 
women’s unique challenges.

	� Visit our “Financial Planning for Women” 
web page to learn more about women’s 
financial road blocks and find resources.
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Find Support
Useful advice often comes from those who have been 
where you are. Finding support among other female 
financial professionals who have faced the challenges 
specific to women in the industry can help you succeed. 
Take advantage of mentorship programs that may be  
offered by your firm or reach out to organizations such as 
the Society of Financial Service Professionals, which as 
part of the National Association of Insurance and Financial 
Advisors focuses on professional development. For those 
with a Certified Financial Planner® (CFP®) designation, you 
may want to consider the Financial Planning Association 
and the CFP Board® Mentor Program. Not only could you 
gain valuable career advice from people who have taken 
the steps they needed to succeed, but finding a support 
network of women also can help you develop your 
professional network and client base. 
Building a career as a woman in any male-dominated 
profession can be challenging, but harnessing your unique 
skills and developing networks of female clients and 
mentors can help you connect with women, effectively 
serve their financial needs, and carve a vital niche in the 
financial services industry.
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