WINNING WITH
FINANGIAL WELLNESS
FOR WOMEN

A resource guide to help you grow

your business with a focus on women

O @ Prudential



At Prudential, our mission is to make lives better by promoting financial
wellness. Focusing on the power of women in support of this mission
makes sense because of the important role they play in our economy.

WOMEN ARE.KEY DECISION MAKERS. . CONVERSATION STARTERS
Experts estimate that by 2030, women will control as much Email templates and articles to help you
as two-thirds of the nation’s wealth. To that point, 45% of EUES AR e

American millionaires today are women, and they control
$11.2 trillion, or 39%, of the country’s investable assets.!

WOMEN ARE ENTREPRENEURIAL.
over 12 million or 40% of all firms are women owned.

ENGAGE WITH EVENTS

And with all of this power and influence, as a group, they WANT... Ideas to connect with women in person
or virtually

v/ financial education v financial advice v solutions

This is where you and our mission align. YOU can help us bring greater financial
wellness to this impressive group.

This resource guide provides you with some tools offered by Prudential to help
you find success when marketing and selling to women and can help take your

practice to new heights. STUDY GROUPS FOR WOMEN
For more about how we can help you build your practice, please reach out to your Thought starters for getting together with
Prudential team women to discuss how to grow their practice
Click on the section buttons shown on the right to jump to that page.
Click on the @ to jump back to this page. Use the < > around the @ to move page by page.
! Source: https://www.cnbc.com/2017/01/19/for-women-retirement-can-be-a-serious-challenge.html (Updated 01/24/2017).
2 Source: 2018 America Express, State of women-owned businesses report. Last accessed May 2019.
Concepts to help you build the bridge to
O offering financial solutions


https://www.cnbc.com/2017/01/19/for-women-retirement-can-be-a-serious-challenge.html

Women are hungry for financial information

v 62% of women express strong interest in learning more about
finances and retirement planning!

v 0ver half (57%) of women say they wish they were more
confident in their financial decision making?

v Knowledge and information are the #1 factor
women cite that will make them feel more confident about their
financial expertise, more than having more money*

i u o Get advice from your peers on providing
- " financial education to women

CONVERSATION STARTERS

Begin using these tools and build
relationships
» Prospecting Emails

= Articles to Educate
- Women’s Financial Challenges due to COVID

- Email template to share article with
Producers

- Women & Retirement Infographic and
Checklist

- How Women Gan Combat Their Greatest
Retirement Risk

- 5 Ways Life Insurance Can Help
Pay for Chronic Iliness Needs

- Women’s Financial Challenges
Just Got Greater
» White Paper

- Planning for Retirement:
Women in Two-Income
Households at Highest Risk

L Source: LIMRA Study, What Women Want in Financial Services, February 2019. Last accessed May 2019.

2 Source: Allianz Life’s 2019 Women, Money and Power Study, April 2019.
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https://prudential.assetserv.com/prudential/download/file?assetId=8291945&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8297076&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8296855&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8296855&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8297077&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8297077&external=true
https://www.prudential.com/financial-education/living-longer-women-retirement
https://www.prudential.com/financial-education/living-longer-women-retirement
https://www.prudential.com/financial-education/5-living-benefits-life-insurance-illness
https://www.prudential.com/financial-education/5-living-benefits-life-insurance-illness
https://www.prudential.com/corporate-insights/women-and-longevity
https://www.prudential.com/corporate-insights/women-and-longevity
https://prudential.assetserv.com/prudential/download/file?assetId=8291886&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8291886&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8291886&external=true

Women feel they would benefit from Host events and generate a following

working with a Financial Advisor but would = Women's Fnanolal Challenges Due 1o COVID
prefer a less transactional relationship Consumer Seminar

- Invitation
' only 347 of women report working with a Financial Advisor: » Cocktails and Conversation Discussion Guide
v The top five attributes women are looking for in an advisor are: el

- Listens to what I say and offers suggestions accordingly

- Makes an effort to understand my situation and offer tailored advice = Getting Ahead Financially Discussion Guide

- Has a good track record - Invitation
- Doesn’t talk down to me
- Willing to educate and explain? = Power of Two Gonsumer Presentation

v Between 117 and 257% of women say they feel rushed or - Invitation
pressured in their meetings?

v 18% of young women feel their advisor “is too judgmental” and 16%
feel they “don’t try to understand their situations™?

i E i Get advice from your peers on building
i 1 relationships with women prospects

1 Source: Prudential 2017. Total Market 2017 Research Report. Chadwick Martin Bailey. Last accessed May 2019.
2 Source: LIMRA Study, What Women Want in Financial Services, February 2019. Last accessed May 2019.
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https://prudential.assetserv.com/prudential/download/file?assetId=8292190&external=true 
https://prudential.assetserv.com/prudential/download/file?assetId=8291951&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8292127&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8292126&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8292518
https://prudential.assetserv.com/prudential/download/file?assetId=8268981
https://prudential.assetserv.com/prudential/download/file?assetId=8296808&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8296809&external=true

STUDY GROUPS FOR WOMEN

Women Financial Advisors Topic(s) to help connect and build
a focused practice

Bring in and train young women: = Expand Your Client Reach

0 N . . ]
v Only 160/0 of the nation’s financial advisors are women » Women’s Financial Challenges Due to COVID
v Only 23% of CFp® professionals are women? FP version
v Nearly 40% 0f adViSors plan to retire within 10 years! - Invitation
v More female 'Ol Models, women's SUPpPOrt networks, » Power of Two Prospecting Fact Finder

and professional development efforts targeted to - Meeting Invitation
women would increase the number of female professionals?

s Connected Advisor Tech Tips

!Source: Financial Advisor Magazine, Why The Shortage Of Female Advisors, April 2017. Last accessed May 2020.
2 Source: CFP Board, Making more room for women in the financial planning profession, January 08, 2018.
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https://prudential.assetserv.com/prudential/download/file?assetId=8297039&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8289461
https://prudential.assetserv.com/prudential/download/file?assetId=8289237
https://prudential.assetserv.com/prudential/download/file?assetId=8292202&external=true
https://prudential.assetserv.com/prudential/download/file?assetId=8297293&external=true
https://nam01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fprudential.assetserv.com%2Fprudential%2Fdownload%2Ffile%3FassetId%3D8296810%26external%3Dtrue&data=04%7C01%7Crobin.vuori%40prudential.com%7C0b09d0ba0e144fd90c0108d8dfe4181a%7Cd8fde2f5939242608a030ad01f4746e9%7C0%7C0%7C637505518280276439%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C1000&sdata=Yxg4ApXoXVA9zpSbplWeL%2F04U7T78ZD05hrBYIOdrnM%3D&reserved=0

Women have different financial
considerations than men

v Women have a 5-Yyear higher life expectancy and are
likely to outlive their male spouses!

« Women generally have [OWEr incomes, 1ess retirement
savings, and more debt than men?

v 213 of women say “ensuring they can pay for future health care

needs” is an important goal but onIy 37% are confident they will
meet this goal®

|
N\ ’

- Q — See how easy life can be with the

s~ F’s of doing business

Review and expand sales opportunities

s Prudential Survivorship Suite of Products

s Women and Chronic Iliness

» A legacy and living benefits solution:
PruLife Survivorship Index UL®

» Caring for an Aging Parent

» Providing for a Surviving Spouse
in Retirement

1 Source: https://www.cdc.gov/nchs/data/databriefs/db355-h.pdf, Mortality in the United States, 2018, U.S. Centers for Disease Control and Prevention.

2 Source: The Cut: 2018 Financial Wellness Census. Prudential Insurance Company of America.
3 Source: The Cut: 2018 Financial Wellness Census. Prudential Insurance Company of America.
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https://prudential.assetserv.com/prudential/download/file?assetId=8288935
https://prudential.assetserv.com/prudential/download/file?assetId=8267487
https://prudential.assetserv.com/prudential/download/file?assetId=8283395
https://prudential.assetserv.com/prudential/download/file?assetId=8283395
https://prudential.assetserv.com/prudential/download/file?assetId=8287415
https://prudential.assetserv.com/prudential/download/file?assetId=8277265
https://prudential.assetserv.com/prudential/download/file?assetId=8277265
https://www.cdc.gov/nchs/data/databriefs/db355-h.pdf

Life insurance is issued by The Prudential Insurance Company of America, Pruco Life Insurance Company (except in NY), and Pruco Life Insurance Company of New Jersey (in NY). All are
Prudential Financial companies located in Newark, NJ.

This material is being provided for informational or educational purposes only and does not take into account the investment objectives or financial situation of any clients or prospective
clients. The information is not intended as investment advice and is not a recommendation about managing or investing a client’s retirement savings. Clients seeking information
regarding their particular investment needs should contact a financial professional.

© 2021 Prudential Financial, Inc. and its related entities.

@ Prudential
REF# ISG_DG_ILI59_01 O
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