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According to the study, more than half of the 

single breadwinners felt their companies expect 

more of them at work than they do of their 

married counterparts. Despite this, both groups 

had the same work/life balance concerns, and the 

women breadwinners said their companies do not 

successfully address these concerns.  

Figure 20: Do you feel that more is expected from you  
at work because you are single?

When asked whether they felt their friends and 

family expect more of them because of their single 

status, 55% of respondents said “Yes” and 18% said 

“Yes, often.” Quite revealing is that more than 32% of 

single women have been called on to help with the 

needs of the younger generation.

Figure 21: If currently single, do you feel that you are 
expected to do more for your extended family and friends 
because you are single?

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

Yes, sometimes 35%

Yes, oftentimes 16%

No 49% 51%

Yes, sometimes 37%

Yes, often 18%

No 45% 55%
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Single breadwinners are the least likely to work with financial advisors.

Surprisingly, despite the professional, social and financial pressures single women breadwinners face, never-

married single women breadwinners are the least likely of all women breadwinners to work with financial 

advisors. Only 55% of single women reported working with wealth managers, compared with 66% of all other 

women breadwinners. 

Further, 65% of single, divorced or widowed women breadwinners reported not being as knowledgeable as 

they would like to be about their finances, and a quarter admitted they weren’t knowledgeable at all. 

Figure 22: Do you feel you are as knowledgeable about your finances as you should be?

0% 10% 20% 30% 40% 50% 

Yes, I feel like I have a good understanding
of my complete financial plan

Yes, on the big issues, but do not feel that
I have a full understanding of all the details

No, I just cannot find the time
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Concerns specific to single women breadwinners 

include limited assistance from retirement programs 

such as Social Security, given that they cannot 

obtain spousal benefits. And because many medical 

procedures today are done on an outpatient 

basis, and hospital stays are short and shrinking, 

single women find greater difficulty and expense 

associated with convalescing at home, without family 

assistance. The ability to maintain their previous 

standard of living in retirement is another concern 

for single women, as is the ability to pay for health 

care and housing once they are elderly. 

Those who care for friends and family members must 

consider employment protection issues: The Family 

Medical Leave Act covers leaves of absence to care 

for spouses, parents and children, but it excludes 

friends and siblings, even when single women serve 

as round-the-clock caregivers.

Successful single women need to work with financial 

advisors who understand the responsibilities, goals 

and fears that come with being a breadwinner, so the 

advisors can help her understand her options. For 

instance, a financial advisor can explain the benefits 

of a long-term care insurance policy that will help 

pay for a home health aide and retrofit a house to 

meet accessibility needs, if necessary. In addition, he 

or she should focus on protecting the client’s assets 

to ensure she can maintain her lifestyle.

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

Successful single women need to work with financial advisors  
who understand the responsibilities, goals and fears that come with 
being a breadwinner.

Women of Wealth \\ WHAT DO BREADWINNER WOMEN WANT?
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Figure 23: Do you feel your company offers the flexibility 
that you need to juggle personal and work commitments? 

In the survey, women breadwinners gave specific 

feedback to companies on their personal needs, 

ranked benefits and identified gaps in financial 

and benefit education. As a result, this report 

outlines an improvement plan — based directly 

on what respondents value and find effective 

— for companies that want to see their women 

breadwinners thrive.

Workplace environment: How Companies 
are — and Aren’t — Serving Women 
Breadwinners

According to the Bureau of Labor Statistics, within 
most occupational categories, women who work full-
time, year-round, earn only 82% (on average) of what 
men earn. In many places, women still earn 72 cents 
to every dollar men earn.10

This wage gap can significantly impact women’s 
overall savings, Social Security retirement benefits 
and pensions. The first Women of Wealth study 
found that 86% of working women consider obsolete 
careers and eroding earning power as risks to their 
financial success. Perhaps in response to this, women 
entrepreneurs start businesses at more than twice 
the rate of men, and the number of women-owned 
companies with revenues of more than $10 million 
has grown about 40% since 1997.11

In this study, respondents articulated clearly the need 
for companies to demonstrate their understanding 
of female breadwinners’ challenges and provide 
more comprehensive support. Among the women 
breadwinners who worked full- or part-time and 
were not self-employed, 54% felt their needs 
regarding work-life balance were well supported; 
however 46% did not! 

Needs are well
suppported and given
ability to perform
at best 54%

Don't feel supported at all 4%

Gestures of support
but ample room for
improvement 9%

Feel somewhat
supported but
ample room for
improvement 33%

46%

10.	U.S. Bureau of the Census, 1999.

11. Manisha Thakor and Sharon Kedar, On My Own Two Feet (2007).

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER
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Women primary breadwinners currently working full-time were asked to identify the characteristics of 

their jobs that were most important to them and whether their current employer provided that benefit. As 

indicated by the chart below, many of the benefits women value are not being provided:

Figure 24: Workplace characteristics ranked as very important (company does not provide)

Almost 85% of the companies represented by the respondents offer technology that enables these women 

breadwinners to work remotely, which ranked as a high priority. However, companies still need to make 

significant progress on a number of fronts, including gender-blind compensation, flexible work schedules,  

on-site childcare and offering a stipend for personal financial planning, among other areas. 

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

0% 20% 40% 60% 80% 100%10% 30% 50% 70% 90%

Technology that improves my ability
to work from home/remotely

Compensation commensurate
with my contribution

A flexible work schedule 

Equitable compensation to my male peers 

Leadership training and mentoring 

Financial literacy/education/
retirement planning

Valuable perf reviews & strong
professional development coaching

Defined career path 

Financial planning stipend 

On site childcare 
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Because not all companies offer the same benefits, women 
breadwinners’ financial advisors must analyze all aspects of their  
clients’ financial plans.

The survey results also reveal that companies need 

to provide better performance reviews and stronger 

professional development and coaching programs 

to advance women’s careers. Sixty-two percent 

of companies represented by the respondents 

offer leadership training and mentorship, but more 

than 50% do not offer training on other critical 

skills related to women breadwinners’ professional 

performance and development. 

Although nearly 60% of these companies offer 

financial literacy/education and retirement planning, 

women breadwinners said these offerings are of 

limited value. Many said they would prefer to be 

given a financial planning stipend, which they could 

then use to hire an advisor who could provide 

personalized advice, instead of relying on their 

companies’ generic educational offerings. 

The respondents’ comments on the survey illustrate 

women breadwinners’ desire for simple, direct and 

personalized guidance to address their needs:

»» “Be proactive! I am so busy and stressed. If you 

could … look at all the information I’m sent and pull 

it together in an integrated picture and tell me what 

to do (with your rationale), I would be grateful.” 

»» “Most valuable to me is just spending time 

discussing my individual situation and getting my 

questions answered. I’m not terribly interested in 

generalized market advice.”

Because not all companies offer the same benefits, 

women breadwinners’ financial advisors must 

analyze all aspects of their clients’ financial plans and 

then engage in open, honest dialogue. To serve these 

clients most effectively, advisors should review all 

benefit plans and help with paperwork, allocations 

and selections (e.g., beneficiary designations, 

compensation and executive benefit options, 

retirement plan asset allocations) based on clients’ 

personal financial situations. In addition, financial 

advisors should provide resources to help their 

women breadwinner clients negotiate compensation 

and benefits. Women breadwinners going through or 

preparing for career changes and other periods  

of transition should work with a financial advisor  

to ensure that they and their families remain 

financially secure. 



40

Financial advisors can help women breadwinners 

identify potential risk exposure and implement 

strategies to reduce that exposure. For example, 

life and disability insurance are vital to protecting 

women breadwinners’ ability to earn incomes and/

or to care for their family in the event of disability or 

death. In some cases, more sophisticated strategies, 

such as trusts or other legal entities, may be needed. 

Women-owned businesses can also benefit from 

financial advisors’ advice. Advisors can help these 

businesses protect their assets by reviewing the 

business structure and recommending the services 

of other professionals (e.g., business insurance 

specialists, business evaluation experts). 

Other areas in which women breadwinners and 

women-owned businesses can benefit from their 

financial advisors’ guidance include the following:

»» Career planning

»» Human capital growth

»» 	Life insurance

»» Retirement/benefit plans, such as 401(k)s  

and 403(b)s

»» Deferred compensation

»» Stock options and stock grants 

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED
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Marital Crises: Financial Survival After 
Divorce or Loss of a Spouse

Nearly 700,000 women in America lose their 

husbands or male partners each year, and widows 

outlive these men by an average of 14 years. The 

average age of widows is only 57, which ominously 

suggests that many women will someday control 

their family wealth, whether or not they are ready 

to do so. Although 80% of men die married, 80% of 

women die single.12

Loss of Spouse

The first Women of Wealth study revealed that 33% 

of women consider their spouse’s or partner’s death 

a major financial risk that can force them, as non-

primary breadwinners, to suddenly become primary 

breadwinners. Widows can be fearful about financial 

security, having not been a part of their spouse’s or 

partner’s financial management or planning. 

Emotionally, surviving spouses and partners may 

experience grief and despair, rational and irrational 

fears and a desperate urge to take action and 

make changes. Many immediately crave “secure” 

investments that offer supposedly regular income 

that never runs out, and they buy all manner of 

annuities (which tend to benefit the salesperson, at 

the client’s expense). Some feel constrained by their 

deceased spouse’s or partner’s will, which might 

contain outdated investment instructions. To add 

further stress, the breadwinner study found that not 

only are widows responsible for their late spouse’s or 

partner’s financial affairs, but, surprisingly, 28% still 

care for their children. 

This study affirms that 87% of widows use financial 

advisors, compared with 65% of all the breadwinners 

that participated in the study. In addition, as 

shown in the chart depicting what type of advisor 

women were working with, 85% of widows chose a 

wealth manager as compared to 62% of all woman 

breadwinners. The dramatic increase likely stems 

from the major life transition widows have endured, 

which necessitates a more comprehensive and 

personalized advisory relationship. This study also 

confirms that breadwinner women are more likely 

to choose the wealth management model over 

money management alone as net worth and income 

increases.
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Here’s a startling fact: 80% of men die married,  and 80% of women die single.

12. Manisha Thakor and Sharon Kedar, On My Own Two Feet (2007)

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER
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Divorced women appear to be supporting not only themselves 
but often members of their extended families.

Figure 25: What type of advisor are breadwinner women working with?

Divorce

National studies show the breakup rate is 50% for first marriages, 67% for second marriages and 74% for 

third marriages. Similar reports indicate that couples with children have a slightly lower rate of breakup as 

compared with couples without children.13 This report reveals that divorced women appear to be supporting 

not only themselves but often members of their extended families as well. Furthermore, it suggested that 

these women do not get much support from their exes. 

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

Widow Breadwinner Women 

Breadwinners 

0% 20% 40% 60% 80% 100%10% 30% 50% 70% 90%

Wealth Manager 

Money Manager 

Financial Advisor 

Stockbroker 

13.	U.S. Bureau of Census, 2009.
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Differences and Similarities in Marital Crises

As the chart below shows, the divorced women breadwinners who participated in the study are in poorer 

financial shape and have a lower net worth than do both widowed and married breadwinners. Sixty-two 

percent of divorced breadwinners have a total net worth of less than $1 million, compared with 50% of 

married primary breadwinners and only 30% of widowed breadwinners. In addition, only 1% of divorced 

study participants has a net worth greater than $5 million, compared with 8% of married breadwinners and 

21% of widowers. Perhaps in part because divorced women breadwinners, as compared with their married 

counterparts, feel the least supported in the workplace, and widowed breadwinners feel the most supported.

Figure 26: Total net worth comparison between widowed, primary married and divorced breadwinner women

Widower Breadwinner Women 

Married Primary Breadwinner Women 

Divorced Breadwinner Women

0% 10% 20% 30% 40% 50% 60% 70% 

< $1 million 

$1-2 million 

$2-5million 

>$5million 

>$10million 
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An estimated 70% of widowed women change their financial 
advisor within a year of their spouse’s or partner’s death, 
because they don’t have a relationship with the previous advisor.

The table below contains widowed, divorced and married breadwinners’ priority rankings of financial 

advisors’ services. It is abundantly clear that widowed and divorced breadwinners have significantly different 

priorities which their advisor must take into account to build a successful relationship.

Figure 27: Priority ranking of financial advisors’ services between primary, widowed and divorced breadwinner women

Planning Services % Ranking as a High Priority

Primary MBW Widowed BW Divorced BW

Financial plan tailored to my unique situation 68% 72% 83%

Good communication with me 58% 67% 63%

Financial and investment education 47% 56% 47%

Tax planning strategies 48% 50% 38%

Evaluation of insurance coverage 35% 55% 15%

Referrals to other needed service providers 42% 46% 39%

Coordination of other professionals to create a holistic plan 44% 69% 31%

Higher education funding 44% 14% 39%

An understanding of my companies benefit plans 40% 22% 26%

Charitable giving strategies 40% 62% 39%

Good communication with my spouse/partner 52% 0% 0%

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

Women of Wealth \\ WHAT DO BREADWINNER WOMEN WANT?



45

Interestingly, a top priority for widows is their 

financial advisors coordination with other 

professionals to create a holistic plan.  Sixty-nine 

percent versus 44% of their married counterparts 

and almost double the number of their divorced 

counterparts (31%) placed a high value on this 

collaborative approach.  Often when a woman loses 

her spouse, a broader spectrum of providers who 

may be more sympathetic to her situation is involved 

in the transition of assets and has the mutual goal of 

a coordinated action plan. Conversely in a divorce, 

not all parties have to or necessarily want to be in 

agreement and may have different agendas. 

While all groups placed relatively high value on 

individualized financial planning, widows placed a 

higher value on financial and investment education 

and tax planning strategies than their married and 

divorced peers.  A startling disparity is that 55% of 

widows placed a high priority on insurance coverage 

versus 35% of married women and 15% of divorced 

women. Another significant difference is that 62% 

of widows highly valued charitable giving strategies 

versus roughly 40% of their married or divorced 

peers. Perhaps this can be attributed to the fact that 

the widows are typically older and in a more stable 

financial situation.

Surprisingly, divorced breadwinners did not place 

a high value on most of the financial services listed 

yet 83% wanted individualized financial plans! This 

disconnect raised the question of whether these 

women understand how an advisor can assist them 

with their financial challenges.  Significantly less 

than half of divorcees valued tax planning strategies, 

evaluation of insurance coverage, an understanding 

of her benefit plans, education funding or referrals to 

other advisors.  It might be surmised that this group 

is the least trusting and/or least knowledgeable 

of advisors and the value that they can bring to 

her situation. Perhaps she was underserved by the 

family advisor while married or while going through 

her divorce.  Regardless of the reason, she does 

not connect a financial plan tailored to her unique 

situation with the various planning services that are 

required to deliver one.

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER
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Widows should seek out a different type of 

financial advisor than both their married and 

divorced counterparts. Widows’ advisors should 

be sympathetic and help with immediate tasks to 

relieve pressure from the grieving spouse. They also 

should advise against hasty decisions, assess the 

spouse’s or partner’s assets, respect the deceased’s 

wishes, and, if appropriate, bring adult children into 

the process. To ensure financial security, financial 

advisors should help widows take ownership of 

finances and plan ahead. An estimated 70% of 

widows change their financial advisor within a year 

of their spouse’s or partner’s death, because they 

don’t have a relationship with the previous advisor.14 

When divorced breadwinners were asked what their 

advisor does that adds value, the overwhelming top 

responses pertained to good communication and an 

understanding of their unique needs. 

Life transitions are intertwined with financial 

decisions, so it is vital that women breadwinners 

assemble the right teams — both personal and 

professional — to ensure that all their decisions and 

actions are carefully planned and monitored.

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED

14.	Allianz Life Insurance Co. of North America, “Women, Money and Power” 
(June 2008), available at www.allianzlife.com/womenmoneypower/
main3_5.html

A review of divorced breadwinners’ comments 

reveals that many of these women are fee-averse, 

likely as a result of feeling financially compromised 

after their divorces. Divorced breadwinners had 

many of the same ideas about what their advisors 

could do to address their aversion to fees:

»» “Provide more contact for a lower fee.”

»» “Lower the overall cost of services.”

»» “Explain clearly the fee structure and provide 

planning tools for someone with my net worth.”

Divorced women breadwinners should seek to 

engage financial advisors who are sympathetic to 

their need for liquidity now and a steady cash flow 

later to support themselves and potentially other 

family members. Depending on an individual’s 

financial situation, specific tax treatments of 

assets, income, property and retirement plans 

are particularly beneficial, so divorced women 

should seek to build an advisory team that can 

negotiate these and other factors. Divorced women 

breadwinners also need to choose financial advisors 

who will work with their clients’ divorce attorneys, 

because these professionals will collaborate to 

present scenarios and options that make legal and 

economic sense for divorcées.

Women of Wealth \\ WHAT DO BREADWINNER WOMEN WANT?
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Set up a meeting with your estate planner. If you do not have one, ask 

your friends and advisors for recommendations. You may want to have 

your financial advisor attend this meeting with you. 

Put money from your spouse’s or partner’s life insurance into a money 

market account or short-term CDs until you have time to speak with 

your advisors to determine the best long-term plan for your assets.

Transfer your spouse’s or partner’s retirement plan and/or IRA into 

your name. Your financial advisor should be able to assist in this 

process.

Start thinking about your short-term and long-term goals and 

concerns, which will be important as you update or create your 

financial plan.

Make sure that you and your dependents still have health insurance. 

If you are on your spouse’s or partner’s medical plan, ask about 

continuing coverage benefits, including COBRA.

Revise your will, power of attorney, beneficiary designations, health 

care power of attorney and living will.

If any of your advisors do not seem helpful, or they are condescending 

or unresponsive, ask for recommendations from women who have 

been in a similar situation or from advisors you trust. 

Create a list of accounts and passwords, put it somewhere safe, and let 

only someone very close to you know where you keep it.

Breathe!

If you’ve just lost your spouse or partner, you may not 

know whom to contact, what to do or how to proceed. The 

following list comprises steps you can take to help organize 

your financial future.

Breathe! 

Remember that beyond paying monthly household bills, basically 
nothing is an urgent financial matter.

Identify a family member or close friend to go with you to meetings to 
take notes, ask questions, remind you of details, etc., because you will 
find it hard to absorb a lot of new information. This person can be your 
eyes and ears.

Call your financial advisor and ask to schedule a meeting to go over 
assets, title changes or any other urgent paperwork required to give 
you access to accounts. Most advisors will make it a priority to meet 
with you. Do not make any changes to these accounts; simply complete 
paperwork to get access or to find out what steps you need to take 
(e.g., get copies of the death certificate). Many advisors will be able to 
help you create a transition plan.

Ask your financial advisor or any friends who have gone through this 
experience to provide resources to assist you with education on 
personal finances, investing and related considerations.

Apply for and collect any money that you are entitled to, such as 
insurance proceeds from policies your spouse owned, proceeds from 
employer policies, Social Security survivor benefits and veterans benefits. 

Do not make any major financial decisions (such as selling your home) 
right away.

Loss of a Spouse or Partner

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER
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Research suggests that women donors are growing in number and 
magnitude of the gifts they are making. Contemporary philanthropy  
is being redefined by how they are giving and to whom.

Charitable Giving: How Women 
Breadwinners Give Generously and 
Intelligenty

This study finds that 71% of women primary 

breadwinners make more than 75% of the charitable 

giving decisions in their household. Research 

suggests that women donors are growing in number 

and in the magnitude of the gifts they are making. 

Contemporary philanthropy is being redefined by 

how they are giving and to whom. Though 25% of 

women primary breadwinners ranked charitable 

giving planning as a high priority, 46% of their 

advisors do not provide advice for giving. 

Research on women and philanthropy finds that 

female donors are more likely than are men to give 

to human services organizations or to those that 

serve disadvantaged populations (e.g., lower income, 

lacking access to health and education, lacking 

social rights). Higher levels of charitable giving 

are associated with higher income, higher wealth, 

greater religious participation, greater volunteerism, 

older age, marriage, higher educational attainment, 

U.S. citizenship, higher proportion of earned wealth 

versus inherited wealth and greater level of financial 

security. 

A 2009 Barclays Wealth study titled “Tomorrow’s 

Philanthropist” showed that women in the U.S. 

give an average of 3.5% of their wealth to charity, 

whereas men give 1.8%. It is not just who is giving 

that is changing, it is how — and to whom — they are 

giving, and this change is redefining contemporary 

philanthropy. To a great degree, women’s charitable 

giving focuses on improving girls’ and women’s 

quality of life. 

Philanthropic models that allow donors to leverage 

their charitable dollars by pooling them to achieve 

maximum impact are increasing in popularity. 

In addition, the number of women’s funds in the 

Women’s Funding Network, a membership of 

community funds around the country committed to 

serving the needs of women and girls, has grown 

substantially in recent years. 

Financial advisors who want to help their clients 

fulfill their charitable giving goals need to 

understand their clients’ goals and the impact they 

want their donations to make. Advisors should also 

assist with creating legacies and teaching giving 

strategies. They should encourage their clients 

to work with tax attorneys on inheritance tax 

implications and with estate attorneys on assigning 

survivor benefits and charitable distributions. 

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED



49

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER

Within the breadwinner study, it is evident that the type of advisor can be critically important to women’s 

charitable planning needs. The wealth managers most consistently provide charitable gifting strategies 

which may be included as part of their tax and more comprehensive planning strategies. In this study, 66% of 

wealth managers provide charitable planning, whereas less than half of other types of advisors include this 

service. Interestingly, the women who placed a high priority on philanthropy were more likely to use a wealth 

manager which indicates that this may be important in their selection criteria for advisors as well. 

Figure 28: Advisor type and offering of charitable planning

Offer Charitable Planning 

Do Not offer charitable planning 

0% 20% 40% 60% 80% 100%10% 30% 50% 70% 90%

Wealth Manager 

Money Manager 

Financial Advisor 

Stockbroker 
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Research by development professionals suggests 

that women donors are likely to use a range of giving 

vehicles, such as family foundations, donor-advised 

funds, giving circles and women’s funds. Women’s 

giving circles, which bring together small groups 

of women to help share interests and build more 

impactful gifts are gaining momentum. Similarly 

there are more impact funds and special interest 

focus groups developing amongst donors. Women 

are looking for advisors who can connect them with 

these resources. Therefore, a financial advisor who 

understands a client’s — and her family’s — charitable 

wants and needs is crucial to that client’s effective 

philanthropy. 

For high-income earners, charitable giving is an 

important element of tax planning, so their financial 

advisors need to consider numerous options to 

optimize both donations and tax implications. For 

example, appreciated securities can be gifted to a 

nonprofit organization, whereby the donor avoids 

paying the taxes on the appreciation and the 

nonprofit avoids paying taxes too. Other vehicles, 

such as family foundations, allow the donor to take 

the tax deduction in the current year but allow 

distribution of the funds over multiple years. 

2. �CRITICAL ISSUES FACING WOMEN BREADWINNERS CONTINUED
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CASE STUDY: THE WILSONS’ 
CHARITABLE GIVING STRATEGY

John and Jane Wilson are a couple in their 

early 30s with two children. Jane is the primary 

breadwinner in the family, and in 2014 she 

experienced a liquidity event. This made for 

an unusually high-income year unlikely to be 

repeated in the near future.

The Wilsons’ financial advising team suggested 

that they consider establishing a donor-advised 

fund to increase their charitable giving. Donor-

advised funds allow cash donations of up to 50% 

of adjusted gross income (AGI) or securities 

donations of up to 30% of AGI. By donating more 

in the current year — when they have appreciated 

securities and available cash — the Wilsons can get 

a larger tax deduction now to help offset the high 

income, and they can determine the distribution of 

those funds in future years. 

The financial team worked with the Wilsons and 

their accountant and determined that the Wilsons 

were well into the 39.6% top federal tax bracket 

and that a $50,000 gift of appreciated securities 

from their trust account would save them $19,800 

in federal taxes. By transferring appreciated 

securities from their trust account and then 

replenishing the trust with available cash (instead 

of gifting cash directly to the donor-advised fund), 

the Wilsons avoided having to pay capital gains 

taxes on those appreciated securities, because 

they were transferred to a charitable organization. 

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER



52

3. CONCLUSION

Ultimately, women who work with financial professionals feel more 
confident that they will not outlive their savings in retirement and are 
able to maintain their standards of living better than do those who do 
not work with advisors. 

The Family Wealth Advisors Council’s Women 

of Wealth studies continue to deepen our 

understanding of what women want — and aren’t 

getting — from their financial advisors. 

We know women’s financial services needs and 

preferences differ markedly based on marital status, 

employment status, caregiving demands, planned 

versus unplanned transitions and net worth. Not only 

are women’s situations and concerns different from 

men’s, but they’re also frequently different from  

each other’s. 

Complicating matters further is the amazing increase 

in the number of women breadwinners in a world 

that is not ready for them to assume this role. 

Society, corporate America, the institution of family 

and most of the financial advisory industry have 

not adjusted to women’s status as breadwinners; 

they need to catch up. The Family Wealth Advisors 

Council member firms continue to help raise the bar 

for women investors.

Successful relationships with women breadwinners 

require that financial advisors do the following:

»» Understand clients’ interests, fears, knowledge 

level, uncertainties, goals, third-party influences, 

risk tolerance levels and values

»» Provide a team approach that includes members 

of various ages, both genders and myriad skills 

»» Proactively coordinate all relevant parties

»» Offer frequent communication

»» Anticipate needs, respond to changes and ensure 

financial security in retirement

Ultimately, women who work with financial 

professionals feel more confident that they will not 

outlive their savings in retirement and are able to 

maintain their standards of living better than do 

those who do not work with advisors. Financial 

advisors close the confidence gap and allow 

powerful women to take full control of their finances 

and their futures.
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ABOUT THE FAMILY WEALTH 
ADVISORS COUNCIL

Founded in 1981, the Family Wealth Advisors 

Council (FWAC) is a national network of 

independent, fee-only wealth management firms 

that collectively manage over $3 billion in assets. 

The firms in the Family Wealth Advisors Council 

share the belief that our clients come first in all 

of our dealings. In a world where many large 

brokerage firms and major banks consistently 

look for ways to sell their customers high-cost 

products that they may not need, Family Wealth 

Advisors will provide only advice that meets a 

higher standard of ethics on our clients’ behalf. 

An important distinction between Family Wealth 

Advisors and many other advisors is that we are 

held to a higher fiduciary standard. We do not sell 

financial products, have no hidden agendas and 

are always “on the same side of the table” as  

our clients.

Professionals in the Family Wealth Advisors 

Council hold advanced designations and have 

undergone specialized training. Many are 

considered leaders in the financial-planning 

industry and regularly speak at industry 

conferences on best practices in planning and 

investment management.

More information regarding the Family Wealth  

Advisors Council can be found at  

www.FamilyWealthAdvisorsCouncil.com

53

EILEEN M. O’CONNOR AND HEATHER R. ETTINGER



54

Women of Wealth \\ WHAT DO BREADWINNER WOMEN WANT?

Eileen M. O’Connor, MBA, CFP®

Hemington Wealth Management

8230 Leesburg Pike, Suite 520  

Tysons, VA 22182

Telephone: (703) 828-2480

eileen.oconnor@hemingtonwm.com

www.hemingtonwm.com

Eileen O’Connor is co-founder and managing 

principal of Hemington Wealth Management, a 

leading independent, fee-only  RIA with $450 million 

of assets under management.  Hemington has a 

target market of affluent female investors and in  

2015 was ranked as #11 of the fastest growing RIAs  

in the country.

Eileen brings 25 years of financial services 

experience to her work at Hemington Wealth 

Management, located in Tysons, Virginia. She is lead 

advisor to high-net-worth individuals and families, 

and as CEO she is responsible for the strategic 

direction of the firm. 

A nationally recognized authority on wealth 

management, Eileen has a particular interest in the 

challenges of women of wealth. Eileen has been 

quoted in The Wall Street Journal, Barron’s, Financial 

Times, Businessweek, REAL SIMPLE, Private Wealth 

magazine, InvestmentNews and hundreds of other 

publications in the past two years alone. Over the 

past decade, numerous publications, including 

Washingtonian magazine, Washington Business 

Journal, SmartCEO magazine and Northern Virginia 

Magazine, have consistently recognized Eileen as 

one of Washington’s top wealth managers. Eileen has 

published widely on the topic of women and money 

and has forever changed the way financial advisors 

and the media view women investors.

Eileen earned an MBA from Harvard University, a B.S. 

in Finance and Management Information Systems 

from the University of Virginia, a Certificate in 

Financial Planning from Georgetown University, and 

is a CFP® designee.

In addition to her role as a trusted advisor to her 

clients, Eileen is a wife and mother of five active 

children between 6 and 16 years old.

Eileen applies her extensive business and educational background 

to serve as �Personal CFO to her affluent clients and their families. 

She is a sought-after speaker �and writer on wealth management 

issues, including challenges of women of wealth.
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Heather R. Ettinger

Fairport Asset Management

1350 Euclid Avenue, Suite 400 

Cleveland, OH 44115

Telephone: (216) 431-3836

heather.ettinger@fairportasset.com

www.fairportasset.com

Heather Ettinger has more than 25 years of 

experience in the financial services industry and has 

held leadership roles in client acquisition and service, 

as well as operations and strategic planning. 

As a managing partner of Fairport Asset 

Management, Heather specializes in helping clients 

and their families create strategic financial plans 

to guide them through life transitions, such as the 

loss of a spouse, a divorce, the sale of a business, 

retirement and job changes. In April 2008, Wealth 

Manager magazine named Heather one of the “Top 

50 Distinguished Women in Wealth Management.”

Heather is widely recognized for her unique expertise 

and experience in, and dedication to, helping other 

women build their financial acumen and wealth, 

both in her professional practice and community 

involvement. Heather has been featured in many 

publications and on numerous websites, including 

The Wall Street Journal, Investment News, Barron’s 

and Bloomberg. She is recognized as an expert in the 

unique needs of female clients, and her most recent 

national speaking engagements were on the topic 

“She-Change: Women as Agents of Change in the 

Family, Business and Society and Its Impact on the 

Financial Services Industry.” 

Heather is an ardent supporter of her alma maters, 

including Dartmouth College, where she earned a 

B.A., and Laurel School, where she now serves as 

an emeritus trustee. She is active with In Counsel 

with Women and the nationally recognized wealth 

management study group Family Wealth Advisors 

Council. Heather serves on the board of directors 

of University Hospitals Health System, The Private 

Trust Company and One Source Technology (d/b/a 

Asurint), and she contributes as an advisory board 

member for Schwab Institutional Services and 

Investment News. 

Heather lives in Shaker Heights, Ohio, with her 

husband and three children. In her free time, she 

enjoys playing ice hockey, snow skiing and cycling.

Heather Ettinger was named as one of the Top 50 Distinguished 

Women in Wealth Management according to Wealth Manager 

magazine’s April 2008 issue. Heather was recognized for her 

overall contributions to the wealth management industry.
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FWAC MEMBER FIRMS

CALIFORNIA

Waypoint Wealth Partners

Chuck Bowes

595 Market Street, Suite 2740  
San Francisco, CA 94105

Telephone: (877) 768-4802

chuck@waypointwp.com

www.waypointwp.com

Blankinship & Foster LLC

Stefan Prvanov

420 Stevens Avenue, Suite 250  
Solana Beach, CA 92075

Telephone: (858) 755-5166

prvanov@bfadvisers.com

www.bfadvisers.com

ILLINOIS

Sterling Wealth Management

Sharon Allen

301 N. Neil Street, Suite 203 
Champaign, IL 61820

Telephone: (217) 398-1900  
Toll free: (855) 398-1900

sharon@sterlingwealthmanagement.com

www.sterlingwealthmanagement.com

NORTH CAROLINA

Stearns Financial Group

Dennis Stearns

John Thomas 

Triad Office: 
324 W. Wendover Avenue, Suite 204 
Greensboro, NC. 27408

Triangle Office: 
1450 Raleigh Rd., Suite 105 
Chapel Hill, NC. 27517

Telephone: (800) 881-7374

dstearns@StearnsFinancial.com   

jthomas@StearnsFinancial.com

www.StearnsFinancial.com

OHIO

Fairport Asset Management

Heather Ettinger

1350 Euclid Avenue, Suite 400 
Cleveland, OH 44115

Telephone: (216) 431-3836

heather.ettinger@fairportasset.com

www.fairportasset.com

OREGON

Confluence Wealth Management

Marilyn Bergen

1211 SW Fifth Avenue, Suite 1160 
Portland, OR 97204

Telephone (503) 221-7595

mbergen@confluencewealth.com

www.confluencewealth.com

TEXAS

McHenry Capital, LLC

Carleton McHenry

4265 San Felipe, Suite 1100  
Houston, TX 77027

Telephone: (888) 968-9815

carleton@mchenrycapital.com

www.mchenrycapital.com

VIRGINIA

Hemington Wealth Management

Eileen O’Connor, MBA, CFP®

8230 Leesburg Pike, Suite 520  
Tysons, VA 22182

Telephone: (703) 622-3499

eileen.oconnor@hemingtonwm.com

www.hemingtonwm.com


