
Building the Ideal Relationship with Women Clients 

13New York Life Investments FOR INSTITUTIONAL USE ONLY - NOT FOR DISTRIBUTION TO THE GENERAL PUBLIC.

Our research revealed that women are not simply 
one large, homogeneous group 
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Women that have been recently 
separated, divorced or widowed 

in the past 5 years. 

Professional women that 
represent the primary source 
of income for the household.

Professional and non-professional 
women whose primary 

contributions to the household 
tend to be non-financial. 

Professional and non-
professional women defined 
as living alone or as a single 

family unit. 
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Ideas for engaging 
current women clients
It’s clear that learning to listen in a different way is at  
the heart of buidling relationships with women clients.  
So, what exactly should you be listening for?

Understanding what stage your women clients are in and what life events they are 
facing can prepare you to ask the right questions, make the right connections and 
give the right guidance to solidify your relationship for years to come.



In conversations with a woman client, listening and being in tune to 

details she shares can help you better refine your recommendations 
and empower her to her financial well-being:
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