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Engage and Retain Female Clients
Prospecting Tips to Help Grow Your Practice

$10 trillion
U.S. wealth currently 
controlled by women1 

$30 trillion
Estimated U.S. wealth controlled 
by women by 20301

Are You Overlooking a Growing Financial Force?



What Women Want: Turning Facts into Tips

WOMEN WANT REAL CONNECTIONS

44% of women consider it extremely important that a 
financial professional learn about them as a person.4

Nearly 40% of women say that financial advisors 
patronize them, per a New York Life study.5

BUILD RAPPORT FIRST

o �Ask about their lives and show interest in what’s 
important to them. 

o �Take the time to get to know the entire family, 
including the spouses and adult children.

o �Communicate respectfully with female clients by 
avoiding abruptness and ensuring clarity, openness, 
and thoughtful explanations during discussions. 

o �Make sure to avoid gender stereotypes in your 
marketing materials.
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80% of Women
switch to a new financial 
professional within a year 
of their spouses’ death2

35% of Women
are likely to switch financial professionals 
when they have a bad experience  
(vs. 30% for men)3

Are You At Risk of Losing Female Clients?
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WOMEN WANT  
FINANCIAL INDEPENDENCE

On average, women live 6 years longer6 and earn 
16% less than men.7

Unpaid family caregiving reduces a mother’s lifetime 
earnings by 15%.8

WOMEN WANT  
FINANCIAL CONFIDENCE

Less than 24% of women surveyed feel confident  
in their knowledge of the market.9

Less than 33% of women feel comfortable  
deciding among investment options.9

TAKE A 
PERSONALIZED APPROACH

o �Put women’s challenges front and center in your 
marketing outreach—whether it be via emails, 
mass mailings, seminars, or social media. 

o �Focus on women’s specific needs, such as  
catching up their retirement savings due to 
caregiving responsibilities, planning for longer  
lives and potentially more medical expenses, the 
possibility of widowhood, and income loss due  
to caring for children and/or aging parents.

o �Adapt your approach to their situations: whether 
they’re single, married, divorced, or widowed—
each scenario could require a different plan.

BE THEIR TRUSTED,  
GO-TO RESOURCE

o �Help build their financial knowledge and confidence 
by sharing valuable information and inviting them to 
educational events. 

o �Share tips on budgeting, salary negotiations,  
college planning, catching up on retirement  
savings, and other relevant topics. 

o �Be patient, empathetic, and detail-oriented  
without being patronizing when educating  
women on financial topics.

o �Use Pacific Life’s WealthWise Women resources.
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Speak to your Pacific Life Consultative Wholesaler or 
visit Annuities.PacificLife.com for resources to help you  

attract, engage, and grow your female client base.
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WealthWise Women
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