What’s standing in the way of advisors seeking
to connect with female investors?
The culprit may be within the industry itself.

MYTHBUSTERS
Revealing the Truth About
Women and Investing

Misperceptions about how women approach
investing make it difficult for advisors to engage them.
Perpetuating these misperceptions is also hazardous
to women’s wealth.
To better serve female investors, we must understand
the real factors that underline investor behavior.

Revealing the Truth About Women and Investing

The significant and growing influence that women
have over household investments is undermined
by the fact that so many feel misunderstood by the
investment industry.
This disconnect is costing investors who could benefit
from partnering with an advisor, and it’s blocking
advisors from successfully engaging female investors.
According to our study, “Assessing the Landscape: Female Investors
and Financial Advisors,” misperceptions are to blame. To make real
progress, we must challenge outdated assumptions and break free
of stereotypes.
Our research uncovers seven myths about women and investing
that must be shattered so that we can see the female investor for who
she really is — a multidimensional individual striving to make fully
informed decisions in order to meet her long-term financial goals.
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of female investors
feel understood by the
investment industry.

State Street Global Advisors’ Women and Investing Omnibus Survey, April 2015.
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MYTH 1

MYTH 2

MYTH 3

As women’s responsibility for household
income has increased, so has their
authority over saving and investing. By
2020, women will control $22 trillion of
wealth in the US1 — and almost 60%
today are solely responsible for making
investment decisions.2 The global
wealth of women is expected to grow
from $13 trillion to $18 trillion by 2021
– more than the GDP growth of China
and India combined in that time3 – and
the vast majority of new income growth
over the next decade will come from
women — globally, women are the
biggest emerging market ever seen.4
Despite their growing financial prowess,
women are still overlooked at times by
advisors who presume that they are not
involved in investment decisions. It’s
time for the industry to catch up to
female investors.

As they continue to expand their role
as the family’s chief investment officer,
many women are becoming more
experienced investors. The broad
generalization of women lacking
confidence as investors simply doesn’t
apply. Younger women, for example,
tend to be more confident in their own
investing skills. Age and experience
with investing are just two factors that
may impact an individual’s confidence
in their own investing skills.

When a female investor takes more
time to make an investment decision,
she is not necessarily being indecisive.
Her comprehensive decision process
typically involves looking at issues
from multiple angles, considering
various sources of information and
carefully weighing the options. It
is a holistic approach to a complex,
multifaceted decision. This may seem
indecisive, especially if compared with
an overconfident investor who is more
impulsive or trades more frequently, but
it simply means that she is motivated to
make well-informed decisions.

Investment Decisions
are Mostly Made by Men

“I have an exceedingly bright,
accomplished 71-year-old female client
who worked very hard for her earnings. All
of the male advisors she met with assumed
her money came from a divorce or an
inheritance. It was an immediate turn-off.”
— Cheryl Costa, CFP, principal, Woodside
Wealth Management

Female Investors
Lack Confidence

“Past experience can either erode or build
confidence. It’s important for a financial
advisor to learn about the client and those
past experiences, which may help them
better predict their confidence level and how
they will approach making a decision.”
— Marianne Legato, M.D., FACP, PC, founder and
director, Foundation for Gender-Specific Medicine
at Columbia University
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"Very confident in my
investing skills"

Female Investors
are Indecisive

“Women tend to want a lot of information
before they make a decision, more so
than men. I think because they want lots
of information they can appear indecisive.
If women are having trouble making
decisions, it’s likely not the women but the
advisors who are at fault.”
— Karen C. Altfest, Ph.D. CFP, principal advisor,
executive vice president of client relations,
Altfest Personal Wealth Management

Q: How confident are you in your investing skills?
Source: State Street Global Advisors’ Survey,
“Assessing the Landscape: Female Investors and
Financial Advisors,” 2015.

Help Informed Investors Structure
the Decision Process to Avoid Regret
3

Do their homework,
gather facts and opinions
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MYTH 4

MYTH 5

MYTH 6

Advisors should know that they don’t
need to be a woman to advise women
— nine out of 10 female investors believe
that gender doesn’t matter in hiring an
advisor.5 However, female investors
with a female advisor tend to be more
confident in their own investing skills
and have higher satisfaction rates,
which may point to more patience and
active listening on the part of female
advisors. Whether male or female,
advisors with higher gender intelligence
have more successful relationships with
all of their investors.

When a female investor says “I need
more time,” this is exactly what she
means — most of the time. Advisors,
on the other hand, think this is often her
way of saying “No.” The female investor
seeks sufficient information and time
to process the decision, which allows
her to own the decision and avoid
regret. Over time, this helps her gain
confidence. It also means that she
will be less likely to blame her advisor
if things don’t turn out the way
she intended.

No decision is ever detached from
emotion. An investor’s experiences,
current situation and expectations for
the future influence each investment
decision. This is not a bad thing; there
is a role for intuition and emotion in the
decision-making process. Advisors can
help investors balance emotion with
more objective information. The
emotional component also presents
an opportunity for advisors to deepen
their client relationships. The key is in
connecting investments with what they
represent for the investor – security
and independence.

Female Investors Prefer to
Work With Female Advisors

“The statement that women want women
advisors is just not borne out by the
data. First and foremost, they want
trustworthy advisors.”
— Eleanor Blayney, special advisor on
Gender Diversity for the CFP Board Center
for Financial Planning

“I Need More Time”
Really Means “No”

“Give me time. But if you push me and ask
me again, it will be no. So let me think
about it. Respect my wishes.”
— Female investor

When More Time is Requested to
Make a Decision, What is Her Reason?
Needs more time to decide
or conduct research

59%

Advisors

Emotion Should Remain
Separate From Investing

“Past research has already established that
emotion is not something you can separate
from cognition or thinking. It’s an integral
part of the process.”
— Peter Sokol-Hessner, Ph.D., director,
The Sokol-Hessner Labs

76%

Investors

Not comfortable saying "no"

41%

21%

Q: Advisors: Thinking about female investors, if they tell you
they need more time to make a decision what percent of the
time is it because she... Investors: When you tell someone
that you need more time to make a decision, what percent
of the time is it because she...
Source: State Street Global Advisors’ Survey, “Assessing the
Landscape: Female Investors and Financial Advisors,” 2015.

4

Draw their own conclusion

Feel in control
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MYTH 7

Female Investors are a
Lucrative Market Niche
Women are still underserved in terms
of their needs for financial advice, but
it’s clear that this is not a niche segment.
By definition, “niche” does not describe
this majority investor population. More
importantly, no two investors are alike.
Our own research found significant
differences among women’s financial
goals and attitudes toward investing,
risk tolerance, financial literacy,
confidence in investing skills and what
they seek from a financial advisor.
“While it is possible to make generalizations
about age groups and genders, the
industry really needs to start taking a more
individualized approach — particularly
when it comes to women. This is 51% of the
population. It’s a very nuanced group.”
— Kathleen Burns Kingsbury, wealth psychology
expert, founder of KBK Wealth Connection

A MORE LEVEL PLAYING FIELD
Real progress in understanding and meeting the
needs of female investors will start with defusing
these myths at both the conscious and unconscious
levels. For several of the myths we defined, such as
a lack of confidence and indecisiveness, there is a
danger that they can be self-perpetuating and even
undermine investment performance.
After peeling away these myths, we find an individual who seeks to make optimal
investment decisions for the long-term financial well-being of herself and her family.
We see the female investor as the “Informed Investor” because of the way in which she
seeks information and processes investment decisions. Advisors who appreciate the
role that gender intelligence plays in relating to the Informed Investor will be better
able to partner with her and help guide her decision-making process.
Just as the old stereotypes don’t apply, we must also be diligent in preventing new
stereotypes from taking hold. Each investor is an individual, with unique experiences,
needs and expectations.
Methodology
250 financial advisors and 1,000 individual female investors participated in
State Street Global Advisors' Assessing the Landscape online survey. To further
contextualize our learnings, we conducted an omnibus survey with 946 adults,
and qualitative research with 19 subject matter experts and 6 female investors.

Avoid regret
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Increased confidence, more effective decision
making, and advisor satisfaction
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About State Street Global Advisors
For four decades, State Street Global Advisors has served the
world’s governments, institutions and financial advisors. With
a rigorous, risk-aware approach built on research, analysis and
market-tested experience, we build from a breadth of active and
index strategies to create cost-effective solutions. As stewards,
we help portfolio companies see that what is fair for people and
sustainable for the planet can deliver long-term performance.
And, as pioneers in index, ETF, and ESG investing, we are always
inventing new ways to invest. As a result, we have become the
world’s third largest asset manager with US $2.81 trillion*
under our care.

About Practice Management
The cornerstone of our business is helping advisors
succeed. We are inspired to make a difference by delivering
a comprehensive practice management platform offering
actionable insights and consultative solutions.
Our programs are grounded in proprietary research and
leverage the latest thinking and trends from both industry
and academia. We offer a diverse range of capabilities that
address forces shaping the investment landscape; best practices
to drive results and optimize your business; conversation
starters to guide and engage with clients; and continuing
education to hone techniques and accentuate your value.

* AUM reflects approximately $28.32 billion (as of September 30, 2018), with respect
to which State Street Global Advisors Funds Distributors, LLC (SSGA FD) serves as
marketing agent; SSGA FD and State Street Global Advisors are affiliated.

Learn More
For more information on how these industry-leading
practice management resources can support advisors’
most important business objectives, contact your Regional
Consultant or the SSGA Sales Desk at +1 866 787 2257.

ssga.com | spdrs.com
State Street Global Advisors One Iron Street, Boston, MA 02210.
T: +1 617 664 7727.
The views expressed in this material are the views of the Practice Management team
through the period ended January 31, 2019 and are subject to change based on market
and other conditions.
The whole or any part of this work may not be reproduced, copied or transmitted or any of
its contents disclosed to third parties without SSGA’s express written consent. Standard
& Poor’s®, S&P® and SPDR® are registered trademarks of Standard & Poor’s Financial
Services LLC (S&P); Dow Jones is a registered trademark of Dow Jones Trademark
Holdings LLC (Dow Jones); and these trademarks have been licensed for use by S&P
Dow Jones Indices LLC (SPDJI) and sublicensed for certain purposes by State Street
Corporation. State Street Corporation’s financial products are not sponsored, endorsed,

sold or promoted by SPDJI, Dow Jones, S&P, their respective affiliates and third party
licensors and none of such parties make any representation regarding the advisability of
investing in such product(s) nor do they have any liability in relation thereto, including for
any errors, omissions, or interruptions of any index.
All information is from SSGA unless otherwise noted and has been obtained from sources
believed to be reliable, but its accuracy is not guaranteed. There is no representation
or warranty as to the current accuracy, reliability or completeness of, nor liability for,
decisions based on such information and it should not be relied on as such.
Past performance is not a guarantee of future results.
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Street, Boston, MA 02210.

© 2019 State Street Corporation. All Rights Reserved.
ID15356-2007195.2.1.AM.RTL 0119 Exp. Date: 01/31/2020

