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THE RESULTS
ARE IN
The financial status of women in the United States is rapidly
improving. Today, more U.S. women than men are graduating from college,
and about one-third of women earn more money than their husbands.
The future looks even brighter: It’s estimated that by 2030 women will
account for two-thirds of our nation’s wealth.
Despite these advancements, however, there’s still an unfortunate reality:
Many women don’t feel as prepared or confident as men when it comes to
managing money.
To better understand this concern, we recently unveiled our 2015 Regions
Women and Wealth Study. This first-ever study looks at how women approach
money management and how their confidence levels and behaviors differ
from those of men. The results offer some surprises — and opportunities.
We’ve devoted this issue of Insights to highlighting the study and exploring
the many opportunities women have to strengthen their financial future.
We also explain how married couples can work together to ensure both spouses
are equally prepared.
Beyond this issue, Regions has launched a broader initiative to help
women of all ages feel financially empowered.
Regions is proud to take the lead in helping women strengthen their
financial security. Your Wealth Advisor can answer any wealth-management
questions you may have. We’re here for you today — and always.
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Wealth Intelligence
How men and women approach financial
security differently; strategies women can
use to bolster their investing confidence;
five tips for achieving work-life balance. p3

In Retirement Longevity Matters
Women should factor the potential of living beyond 90 or 100 in
their financial planning. We offer strategies for how women
can ensure their wealth lasts as long as they need. p6

Spotlight Building Her Empire
Stacey Whidden, a Tampa, Florida-based entrepreneur, explains
how she created several successful businesses in the healthcare
and insurance industries, how she manages work-life balance
and what advice she has for other women. p7

Cover Story Raising Financially
Savvy Women
The best financial education starts at a young
age. We look at best practices to help parents,
grandparents and other relatives instill smart
financial behaviors in young women. p8

Regions’ Perspective Empower Yourself
Steps single and married women can take to better control and
manage their financial future. p11

Your Business The Power
of the Female Dollar
Women’s financial power is growing,
and businesses are wise to pay
attention and make sure they do enough
to cater to both men and women. p12

Sincerely,

Legacy After an Inheritance
Women are the likely benefactors of the $36 trillion to be bequeathed
between 2007 and 2061. We explain how women can prepare for
and protect a large inheritance or other cash windfall. p14
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For continuous coverage, follow
us on Twitter @RegionsNews

W E A L T H

STEPS TO
FINANCIAL
SECURITY
When it comes to preparing for the future,
women and men don’t always behave the same
way. In fact, the 2015 Regions Women and
Wealth Study asked both women and men what
actions they took in the previous 12 months to
improve their financial security. The results point
to some interesting differences. Women were
slightly more likely to have met with a financial
advisor, but men were quite a bit more likely to
have read a financial book or magazine. p

ACTIVITY TAKEN IN THE PAST 12 MONTHS:
REVIEWED YOUR RETIREMENT
SAVINGS PLAN

Women: 64%
Men: 76%
MET WITH A FINANCIAL ADVISOR

Women: 63%
Men:
61%
PREPARED A HOUSEHOLD BUDGET

Women: 42%
Men: 42%
READ A BOOK/MAGAZINE ON
FINANCIAL PLANNING

Women: 22%
Men: 34%
ATTENDED A FINANCIAL
PLANNING SEMINAR

PHOTO : ISTO CK

Women: 9%
Men:
11%
NONE OF THE ABOVE

Women: 6%
Men:
5%
R EGIONS.COM / WOMEN A NDW E A LT H

I N T E L L I G E N C E

WISE INVESTOR

WOMEN

have certain
advantages when it
comes to investing.
Research shows they’re often more focused than men on their
family’s long-term financial security — meaning they’re less
likely to make rash decisions about money. They are also more
willing to seek out advice from financial professionals and
trusted friends.
But there’s one key thing they often lack: confidence.
“Women often manage their household’s budget and
spending, but they have less experience with investing,” says
Francesca Smitherman, Director of Equity Research for
Regions Investment Management. “I surveyed a roomful of
women earlier this year, and when I asked how many were
not comfortable with investing at all, the majority raised
their hands.”
The 2015 Regions Women and Wealth Study echoes
Smitherman’s observation. When asked how confident
they feel when investing, women, on average, rated their
confidence level at 4.75 on a one-to-seven point scale, with
seven being the highest. Men, by comparison, rated their
confidence level at an average 5.42.
Lower confidence can cause negative behaviors,
Smitherman warns. For example, some women are so
intimidated by investing that they put the majority of their
savings in very conservative investment vehicles, such as
savings accounts or certificates of deposit (CDs) rather
than stocks and bonds. That can severely hurt their portfolio’s
overall performance, since stocks and bonds generally have
much greater growth potential over the long term. Women
need to assess their risk appetite for these other investment
opportunities.
“Stocks and bonds have generated far bigger returns
than cash historically,” Smitherman says. “Women who
aren’t willing to invest their money in them may be missing
out on those potential returns.”
CONTINUED ON PAGE 4 →
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CONTINUED FROM PAGE 3 →

What can women do to bolster their confidence
and hopefully their investment performance as well?
Smitherman offers this advice:

ASK THE RIGHT QUESTIONS
Smitherman recommends women ask their
financial advisor five basic questions:

IF MARRIED, TALK TO YOUR SPOUSE. Some women
aren’t involved in investing decisions at all. If that’s
you, a good first step is to understand what savings you
have and how that savings is invested. If you’re married,
talk to your spouse about your investments and
perhaps review your investment statements together.

• W hat is the ideal investment allocation
considering my/our personal risk tolerance?

MEET WITH YOUR WEALTH ADVISOR. Whether
you’re married, single, divorced or widowed, your
Regions Wealth Advisor can guide you through the
basics of investing and help you build a financial
plan tailored to your needs as well as your family’s.
Your advisor can help you define your short- and
long-term financial goals and then design an
investment portfolio targeted to those goals. Many
women find they can benefit from working with
an advisor. According to the 2015 Regions Women
and Wealth Study, 72% of women said they turn to
a financial advisor for guidance on investments and
financial planning, while 38% turn to their spouse
and 14% turn to friends.

• What is your current view on the economy?
• What is your current view on stocks?
• What is your current view on bonds?
• How much income is my portfolio generating?
Asking your advisor questions like these will
help you become more familiar with your portfolio
and ensure you’re creating a plan tailored both to
your needs and the current economic environment.
Remember that investing doesn’t have to be
complicated once you know the basics. The best way
to ensure your savings are invested wisely for the
future is to meet with an advisor to discuss your
current financial situation, long-term goals, needs,
and available options. Your Regions Wealth Advisor
can help get the answers to any questions you may
have — from the simple to the complex. p

The 2015 Regions Women and Wealth Study explored how women and men view investment risk. As other
surveys have concluded, the Regions study found that women are significantly more conservative than men
when investing for retirement.
MODERATE

Women: 48%
Men: 48%

CONSERVATIVE

AGGRESSIVE

Women: 35%
Men: 22%

TAKING
RISKS
Which of the following best describes your general risk tolerance
when making investment decisions for your retirement plan?

EXTREMELY
CONSERVATIVE
Women: 6%
Men:
2%

44
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Women: 11%
Men: 25%

EXTREMELY
AGGRESSIVE
Women: 1%
Men: 4%
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GOOD LIFE

Mastering the Juggle
5 tips to help you manage your work-life balance

IL LU S T R AT I O N : IS T O C K

MANY WOMEN — and men, for that matter — face the challenge of trying to manage a successful career, a happy
family and a fulfilling personal life. But it can be difficult, especially if your job requires long hours.
HOW CAN YOU MAKE THE JUGGLE EASIER?
SOME TIPS:
2. WRITE DAILY
TO-DO LISTS.
1. REALIZE YOU CAN’T
Though lists won’t
BE EVERYWHERE AT
buy you more time,
ONCE. One problem is
they will help you
that women often have
prioritize. Research
unrealistic expectahas found that
tions of juggling work
writing short yet
and family. You don’t
realistic to-do lists
have to be perfect —
can help you stay on
no one is. Life is full
track. You might use
of compromises, and
technology, such as
sometimes you have
an online calendar
program or mobile
to make difficult
app, to schedule
choices about how
specific times of the
you spend your time.
day to do certain tasks,
Learning to say “no”
with alerts when
and prioritizing your
you need to start or
time is a key step in
stop those tasks.
managing the juggle.
R EGIONS.COM / WOMEN A NDW E A LT H

5. MAKE TIME
FOR EXERCISE.
Yes, it takes time.
But research
shows that
exercise is a great
stress reliever —
and people trying
to manage hectic
lives need to learn
how to manage
their stress levels,
too. Even a
20-minute walk a
day can help you
feel better and
more balanced. p

3. EVALUATE YOUR TIME. Chances are,
like most people, you probably aren’t using
your time as efficiently and rewardingly as
you could. Consider writing down how you
spend your time, both during work and
non-work hours. This will help you see how
you could be saving time and devoting more
time to activities you care about.
4. LEARN TO UNPLUG. Technology has in
many ways made juggling our work and personal lives easier. But sometimes you might
feel like you’re working all the time because
you’re always looped into work through
your phone and email. People who’ve been
most successful at balancing their personal
lives with work commit to “unplugging” by
turning off their phones and not checking
email — whether in the evening hours after
dinner or over the weekend. This helps ensure
they’re devoting quality time to their personal
life and not letting work consume it.
FA L L 2 015
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LONGEVITY
MATTERS
How to ensure your wealth
lasts as long as you need

A

invest those legacy assets differently than you would assets
that you expect to need. There are also tools, such as trusts,
that can help you pass along assets more effectively.
KEEP UP WITH INFLATION
It may be tempting to invest all the assets you’ll need during
retirement in safe investments, such as cash or bonds. While
such conservative investments can be a good choice for money
you will need in the next three to five years, your long-term
assets need to keep up with your living costs, so you don’t
lose purchasing power. That may mean investing a portion
of your wealth in stocks, corporate bonds and alternative
investments, at least in early retirement. Your Wealth Advisor
can help you determine the right investment allocation
strategy by conducting a Regions Wealth Assessment®.

S YOU APPROACH or enter retirement, you
may face some challenging financial questions.
Two important ones: How long do your assets
need to last? And is your money invested
correctly to support that length of time?
LOOK AT PROTECTIVE TOOLS
For women, it’s a particularly crucial concern because
Certain financial products, such as long-term care
they live on average five years longer than men — and some
insurance or annuities, may protect you against the risk
women outlive their spouses by decades. They must figure
of outliving your savings or facing large extended-care
out how to ensure their wealth can be sustained over what
expenses later in life. Some people don’t need or want
could be a 30- or even 40-year retirement.
such protection. Your Wealth Advisor can help you
“Everyone is going to have their own goals and objectives
determine what makes sense for you based on your
based on their unique situation,” says Cherry Shaw, a
personal situation and risk tolerance. p
Regions Wealth Advisor. “Some women
want to leave a financial legacy for their
children or grandchildren. This can
require a different investment strategy
than one that aims to use most or all of
their assets during their lifetime.”
Shaw points to certain steps that can
help both women and men prepare for a
potentially long retirement:
When it comes to preparing for retirement, the 2015 Regions Women
and Wealth Study suggested women may lag somewhat behind.
EVALUATE YOUR HEREDITY
While 76% of men had reviewed their retirement savings plan in
AND PERSONAL HEALTH
the past 12 months, only 64% of women had. Among women
Think about how long your parents and
under age 50, only 54% had reviewed their retirement savings.
grandparents lived and whether there’s
a good chance you will live as long,
or even longer. While your heredity
doesn’t necessarily indicate your own
longevity — as Americans today are
living longer than previous generations,
thanks to better lifestyles and healthcare — it’s a good starting point. Also,
if you have health issues, you may need
to set aside more money for healthcare
expenses in retirement.

ARE YOU
PREPARED?

CONSIDER YOUR GOALS
Do you expect to spend most of your
wealth during your lifetime, or do
you plan to leave behind a significant
legacy? If the latter, you may want to
6
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64%

P H O T O : IS T O C K

76%

S P O T L I G H T

BUILDING
HER EMPIRE
How this female entrepreneur
created several successful businesses
and manages work-life balance

Q: WHAT ATTRACTED YOU TO ENTREPRENEURSHIP?
WHIDDEN: I’ve always been a creative person who enjoys making things from scratch. I didn’t always
know I was going to be an entrepreneur. But in my first job working for a healthcare company after
college, I realized I was really good at developing things and leading people. I started my first business
because I learned there were so many opportunities in healthcare and insurance to do things better.

Q:

STUDIES HAVE SHOWN FAR MORE WOMEN ARE STARTING BUSINESSES TODAY THAN
10 OR 20 YEARS AGO. ARE YOU SURPRISED?

IL LU S T R AT I O N : IS T O C K

Stacey Whidden knows
a lot about starting
a business — because
she’s started six.
She founded her first
company in her 20s
and currently manages
three companies in
the health and workers’
compensation insurance
industries with nearly
100 employees
altogether. One
company she sold
several years ago is
now part of a company
worth $3.3 billion.
Whidden, a client
of Regions Private
Wealth Management
in Tampa, Florida,
recently spoke
with Insights.

WHIDDEN: No. Women are tired of getting stuck on the corporate ladder and their wallets not being
as fat as their male counterparts. Women are natural problem solvers, so they start a business to
fix problems and to control their own schedules and income. I think we need to do more to support
women entrepreneurs and help them grow their businesses. When I started my first company,
there were very few other women entrepreneurs to give me advice.

Q: HAVE YOU DISCOVERED ANY CHALLENGES PERSONALLY TO BEING A FEMALE ENTREPRENEUR?
WHIDDEN: When I started Express Dental Care, I was 27 and most of my customers were middle-aged
men. I noticed I could get more attention and schedule more appointments by calling myself sales
director versus CEO. So I listed “national sales director” on my business cards. Of course, people
eventually learned I was the owner, but it was interesting how my title affected their perception.

Q:

YOU HAVE A FIVE-YEAR-OLD DAUGHTER. HOW DO YOU RUN ALL THESE BUSINESSES
AND MANAGE YOUR PERSONAL LIFE?
WHIDDEN: I always tell people I’m not a juggler; I’m more of a baseball player. I’ve learned you have
to have a great team supporting you both in the office and at home. Another female entrepreneur
also taught me an important rule. One day I was upset because I was missing my then-two-year-old
daughter’s Easter bonnet parade at school. This woman told me she always prioritizes events based
on who will remember most that she attended them. My daughter probably can’t recall I wasn’t at
her parade, but she will certainly remember if I’m not at an event when she’s 10. On the other hand,
nobody will care if I show up a little late for a conference. So I live by that rule now.

Q: WHAT ADVICE WILL YOU GIVE YOUR DAUGHTER ABOUT HER CAREER?
WHIDDEN: She’s a natural performer and leader. I tell her every day that she can be anything she wants —
she just needs to be a good person. When I started my business, I worked really hard without receiving
any money from anyone. I was able to build my company and keep my integrity. We live in a great country
and anyone can be anything they want. If you keep your eye on the ball, you’ll accomplish your goals. p

R EGIONS.COM / WOMEN A NDW E A LT H
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RAISING FINANCIALLY
SAVVY WOMEN
There’s no better time to teach someone how to value
and manage money than when she’s young

I

MAGINE BEING ABLE TO GO BACK and give financial advice to your younger self, based on what you know today.
What guidance would you give to yourself at age 20? Regions posed that question as part of its 2015 Women and
Wealth Study, and the overwhelming response was to start saving more money earlier and seek professional advice
along the way. (See chart with full responses on page 10.)
Of course, that’s smart advice for almost anyone. But women face unique challenges when it comes to managing
their finances that their male counterparts often don’t, notes Amanda Weeks-Geveden, Senior Vice President of Regions Private
Wealth Management. “There are still many households in which women are not involved in the family financial decisionmaking process, so young women might not have the opportunity to be engaged in the process or to see a live example,” she says.

8
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As a result, girls tend to have less interest in finances than boys, and this
lack of interest could have consequences down the road, says Anne Copeland,
Executive Vice President of Regions Private Wealth Management. For
example, Copeland points to research that shows a majority of women
will be responsible for managing the household budget and assets at some
point in their lives. Unfortunately, research also suggests that many young
women may not be getting the financial education and other confidencebuilding tools they need to do that successfully.
“We need to change this trend and prepare young women for the world
of finance,” she urges. And there’s no better time to teach someone how to
value and manage money than when she’s young. So whether you’re a parent,
a grandparent or other relative, you can be a resource — and an inspiration —
for the young women in your life.
START EARLY
By the time your daughter is in preschool, she’s ready to start learning
the value of money, Weeks-Geveden says, and teaching opportunities are
easy to find once you start looking for them. For example, if she receives
a $25 check for her birthday, take her to the bank, get it cashed into smaller
denominations and help her divide that cash into three buckets — one for
giving, one for saving and one for spending. “Then keep that system in
place,” Weeks-Geveden says. “Every time she receives money — for a chore,
an allowance or a gift — use the same allocation.”
Even preschoolers are able to talk about their feelings, so ask them
about their money. How does it feel to be able to help other people? How
does it feel to see your savings grow toward something you want to buy?
And did you really enjoy spending the $5 you received on a toy that ended
up breaking the next day? “You can help them develop a respect for
money,” Weeks-Geveden adds.

PHOTOS : ISTO CK

GO BEYOND THE BASICS
Those early lessons on saving and spending set the stage for teaching your
daughter about budgeting — the foundation of a solid financial management
education. By the time she’s a preteen, start talking to her about how you
manage your budget. You don’t need to share the entire family ledger with
her, but you can have her sit down with you every month when you’re paying
the bills. Talk to her about how you balance your income with your spending
needs so she can begin to understand the true costs of things she may take
for granted, such as the actual cost of her cellphone plan or your family’s
monthly grocery budget.
Then involve her in some of the spending decisions you make as a family,
such as planning a vacation. Talk to her about how much money is in the
travel budget and discuss the options for spending that money. For example,
should your family take one big vacation or two smaller ones this year?
Understanding that trade-offs have to be made based on the money available
will be a useful tool for her as she starts managing her own budget.
EXPLAIN ‘WANTS’ VERSUS ‘NEEDS’
Learning to accept those trade-offs as part of life can also help your preteen
or teen counter the constant pressure from friends and the media to acquire
the latest and greatest … whatever. “There is always going to be something
new and better out there, whether it’s technology or clothing or handbags
or shoes,” Weeks-Geveden says. “So use this as an opportunity to talk about
‘wants’ versus ‘needs.’”
R EGIONS.COM / WOMEN A NDW E A LT H

S T O R Y

“By the time your
daughter is in
preschool, she’s ready
to start learning the
value of money.”
— AMANDA WEEKS-GEVEDEN

“Assume your
daughter will have a
career and talk to her
about her interests
and what she might
want to pursue.”
— ANNE COPELAND

FA L L 2 015
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Say you recently bought your daughter a pair of running
shoes, but a new style just came out that all her friends
have. If she wants the new shoes, don’t just say “no.”
Help her come up with a plan to buy them herself. She
can earn extra money babysitting or taking care of
the neighbors’ yard when they are away.
You can even teach her the rewards of saving by paying
her “interest.” Offer to add $1 to every $5 she earns on
her own. “Then when she meets her goal and buys her new
shoes, really celebrate that success,” Weeks-Geveden adds.
“She may enjoy those running shoes a lot more than the
ones you bought because she worked for them.”
BUILD A FIRST PORTFOLIO
By the time she’s a teenager, she’s ready to learn more about
how financial markets work. Stock reports are boring, so
get her attention by asking about the lifestyle brands

comfortable talking about money and investments
with a professional,” she adds.
GUIDE BY EXAMPLE
One of the most difficult challenges in raising financially
savvy women today is finding professional role models
for them. With the media spotlight constantly trained
on entertainers, it’s up to you to spotlight the careers
of well-known female CEOs and respected women like
Janet Yellen, chair of the U.S. Federal Reserve, instead.
“Assume your daughter will have a career and talk to her
about her interests and what she might want to pursue,”
Copeland says. “Discuss the value of math, economics
and science, and find ways to put her in leadership roles
within the family.”
Then connect the young women in your life to the
professional women in your social circle who can become

TIMELESS
ADVICE
Regions asked 2015 Women and Wealth Study respondents
what financial advice they would give to their 20-year-old self today.
Here’s how women responded:

she’s passionate about. Let her pick one company and
teach her basic research tools so she can decide if it’s a
good investment. Then help her set up an account with
enough money to buy a few shares of the stock — and
watch it together. “The key is to tailor it to a company
or product she’s interested in,” Weeks-Geveden says.
You can build on that groundwork by giving her
shares of stock for her birthday or Christmas, Copeland
says. Your Regions Wealth Advisor can help her
establish her first investment portfolio and walk her
through the basics of asset allocation and diversification
and performance tracking. “You can ask your Wealth
Advisor to meet with her so that she can become
10
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mentors. “Adults need to connect with these girls
while they are still in high school so that they can start
visualizing their careers and preparing themselves to
be successful,” Weeks-Geveden says.
Finally, consider getting them involved with nonprofit
organizations that promote young women entering
professions traditionally dominated by men, such
as math, science and technology. “Everyone needs to
understand this is an important issue, and we all have
to take ownership of it,” Weeks-Geveden says. “It’s our
responsibility to prepare young women to be financial
decision-makers, not just for themselves but also for
their families.” 

P H O T O : IS T O C K

70% Start younger and save more
38% Seek more advice from professionals
13% Have confidence in your financial decisions
13% Don’t change what you’re doing
6% Other

R E G I O N S ’

P E R S P E C T I V E

EMPOWER YOURSELF
Women who
are involved
in their own
financial
planning are
better prepared
for the future

W

OMEN HAVE MADE
great strides in gaining
equality with men over the
past 100 years, but unfortunately they still lag
behind when it comes to managing money.
In fact, the 2015
Regions Women and
Wealth Study found
that 59% of women play
a lead role in or are
solely responsible for
financial decisions
in their household. By
72% OF MEN
comparison, 72% of
59% OF WOMEN
men said they take a
PLAY A LEAD ROLE lead role or are solely
OR ARE SOLELY
responsible.
RESPONSIBLE
Whether single,
FOR HOUSEHOLD
married,
widowed or
FINANCIAL
DECISIONS
divorced, you can
benefit from being
more involved in your own financial planning —
giving you the confidence you need to make
key decisions about your financial future.
Your Regions Wealth Advisor can
help you review your financial needs and
goals, better understand your investment
portfolio and help you evaluate whether
your plans meet your short- and long-term
goals. Here are other ways to ensure you’re
financially prepared:

P H O T O : E Y E WA N D E R P H O T O

TIPS FOR ALL WOMEN
• Create a personal financial statement.
Whether you’re married or single, it’s
important to have a list of assets you
personally own, as well as any liabilities
you may have. Your Wealth Advisor can
help you create this statement.

BY MISSY EPPERSON
AREA WEALTH EXECUTIVE
FOR SOUTH LOUISIANA
R EGIONS.COM / WOMEN A NDW E A LT H

• K now where to find important
documents. Your Wealth Advisor can
provide a Document Locator tool that
helps you create an inventory of where
to find important documents, such as
your will, passport, powers of attorney,
medical instructions, burial preferences
and beneficiary forms.

• Stay involved with business succession
planning. If you own part of a family
business or expect to inherit part of a
business, make sure you have a current
copy of the business’ succession plan,
so you’ll know exactly what will happen
to the business when the owners pass
away or exit.
• Make sure someone is aware of your
digital records. Tell a trusted friend or
family member where they can find key
online account information in the event
of an emergency.
TIPS FOR MARRIED COUPLES
•R
 ead before you sign. If you’re filing
a joint tax return, make sure you fully
understand all information on the
return before signing it. Ignorance is
not a defense if a return contains
substantial errors.
•K
 now where to access military
records. If your spouse has served in
the military, be sure your Document
Locator includes military service record
numbers for your spouse.
• Review online and physical account
statements. For accounts that are jointly
owned by you and your spouse, know
where they are located and what they
are worth.
• Talk with your spouse. In addition
to conversations you may have with
your Wealth Advisor, find time to talk
regularly with your spouse one-on-one
to see if anything has changed in your
financial goals as a couple.
We want you to feel comfortable reaching
out to your Regions Wealth Advisor at
any point to discuss what’s on your mind.
Our goal is to help you with financial
decisions both large and small, so you are
confident about the future, whatever that
may bring. 
FA L L 2 015
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B U S I N E S S

Why businesses that engage women
are better positioned for success

M

A N Y WOM E N K NOW the feeling of walking
into a business with their husband or significant
other and having a salesperson address all the
questions to him, not her. It’s not a great business
strategy, because research shows that women control
an increasing share of household wealth and spending decisions.
“We’ve all been there,” says Carole Davis, Vice President of
Business Banking for Regions, who works closely with many
women-owned businesses. “Businesses today must realize that it’s
often the woman who is making the purchase decisions, and not
just in beauty or fashion, but also cars, home improvement, financial
services and a whole range of products.”
The economic power of women continues to grow. The
2015 Regions Women and Wealth Study found that 44% of women
are solely responsible for financial decisions in their household.
The Bureau of Labor Statistics found that 29% of all wives earned
more than their husbands in 2013, up from 18% in 1987.1 And more
women control the pocketbook in their own businesses, too:
Accounting for nearly $1.6 trillion in revenue, there were about

12
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GROWTH OF WOMEN-OWNED
U.S. BUSINESSES
7.8 M

THE POWER
OF THE
FEMALE DOLLAR

9.9 million women-owned businesses in
the United States in 2012, up 28% from
7.8 million in 2007.2
Some companies are already understanding and reacting to these trends,
Davis notes. Large athletic and beauty
brands are producing substantial marketing
campaigns founded on the theme of women’s
empowerment. Some life insurance providers
are positioning their products as protecting
the earnings of breadwinning women, not
just as supporting women after the deaths
of their husbands. And companies that help
women network and succeed as executives
and business owners are seeing success.

9.9 M

Y O U R

2012 2007

Accounting for nearly
$1.6 trillion in revenue,
there were about
9.9 million women-owned
businesses in the United
States in 2012, up 28%
from 7.8 million in 2007.

Y O U R

The Bureau
of Labor
Statistics
found that
29% of all
wives earned
more than
their husbands
in 2013, up
from 18%
in 1987.

MAKING AN IMPACT
Appealing to women isn’t as easy as soliciting their feminine side by adopting a pastel color palette
or being “mom-friendly,” Davis says. “Men automatically receive respect in the marketplace
from society. I believe that successful marketing to women starts with respecting their power
in the marketplace as consumers and decision-makers. It begins with product design and continues
through marketing, sale, delivery and support of that product or service.”
Davis mentions three ways businesses can engender more appeal among women:
•C
 ONSULT THEM. “Even today, too many products and services aimed at women are rolled
out as the result of a brainstorm, with relatively little input from their intended consumers,”
Davis says. If a product is targeted to women, then women should be involved in the design
and consulted through market research, such as focus groups and surveys.
• T REAT WOMEN CUSTOMERS EQUALLY. In male-dominated industries, it’s hazardous to assume
that only men are seeking advice and making the purchase decisions. Women must be treated
as equal partners in transactions with these industries, because they will base their buying
decisions on whether they feel respected and confident in the advice that is provided, Davis says.
•U
 NDERSTAND THEM. Even companies in traditionally women-oriented industries, such as fashion,
must continue to strive to understand their customers. As a recent article in Harvard Business
Review noted, “Most women are not a perfect size 6, and they don’t like to be reminded of it every
time they shop. Trying on clothes is often an exercise in frustration that just reinforces women’s
negative body images.” The article noted that a major apparel maker has profited handsomely from
making it easy for women of varying body types to find appropriate clothing and order it online.3

2013

P H O T O S : IS T O C K

PROFITS IN THE BALANCE
The idea of respect can transform the entire customer experience in just about any industry.
“You can see it at the dry cleaners where they greet you by name, even if they haven’t seen you in
months,” Davis says. “Or on a customer support line where a representative carefully takes you
through the steps in solving your problem. This is how companies attract women and keep them
as repeat customers.”
Of course, respect attracts men as well, but appealing to women has a special payoff. While
men tend to be driven by the bottom line, research by organizations such as Nielsen suggest it is
quality, rather than price, that drives brand loyalty among women.4 This points to higher profit
margins for brands that can attract and retain women.
Brands that are favored by women can also realize a network effect. As Nielsen has discovered,
women are more likely than men to tell their peers about products they like on social media.5
And women — like men — tend to respect the opinions of their peers more than advertisements.
So companies that engender brand loyalty in the era of social media will see lasting benefits as their
best customers become their best “brand evangelists.”
As a banking executive, Davis works with many women who own businesses in traditionally
male-dominated industries, such as construction, petrochemicals and aerospace. “These women
wield real financial power,” Davis says. “They are major customers to both business-to-business
and business-to-consumer companies. And they bring a special insight into the psyche of the
women who are their customers and business partners.”
As women’s earning power, education levels and buying power continue to increase, women
are less likely than ever to respond to shallow marketing pitches, Davis says. Companies that
respect, recognize and listen to the needs of women are most likely to attract their dollars. p

Bls.gov, “Labor Force Statistics from the Current Population Survey: Wives who earn more than their husbands, 1987-2013.”
National Women’s Business Counsel, “Fact Sheet: Women-Owned Businesses.” 3Harvard Business Review, “The Female Economy,” September 2009.
4
Nielsen, “Women of Tomorrow,” June 6, 2011. 5Nielsen, “How Social Media Impacts Brand Marketing,” October 2011.
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L E G A C Y

AFTER AN INHERITANCE
How to protect and manage a financial windfall

AVOID RASH DECISIONS
Although it may be tempting to immediately invest or
spend an inheritance, most experts recommend waiting
six to 12 months before making any significant moves.
This can prevent rash decisions and give you time to

thoroughly evaluate your options. “You have to get through
the emotions first,” Cruzpino says. “After that, it’s important
to take time to analyze investment alternatives and make
solid long-term decisions.”
HANDLE ADMINISTRATIVE TASKS THAT REQUIRE
PROMPT ATTENTION
Although it’s wise to delay major decisions when developing
an inheritance strategy, you may need to take care of a few
matters right away. For instance, if the inheritance includes
real estate, you’ll need to make sure the taxes are paid and
the property maintained so it doesn’t lose value. Similarly,
if the inheritance includes an insurance policy, you’ll want
to make sure the premiums have been paid in full, so the
policy doesn’t expire.
EVALUATE THE TAX IMPLICATIONS
Taxes can consume a substantial portion of an inheritance
if they’re not properly addressed. Income, gift, estate,
generation-skipping and capital gains taxes often come into
play with inheritances.
For example, you’ll want to maximize the estate tax
exemption, which is $5.43 million for 2015. Estates under
this amount typically don’t pay estate taxes. Moreover, the
exemption is “portable” between spouses. If one spouse dies
in 2015, the exemption can be transferred to the surviving
spouse, boosting his or her total exemption by $5.43 million.
“You can take advantage of the spousal exemption as well
as the personal exemption,” Cruzpino says.

“Women are more
and more becoming
solely responsible
for managing family
assets and passing on
a financial legacy to
future generations.”
— CHRISTINA CRUZPINO
14
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A

MERICANS WILL INHERIT approximately
$36 trillion between 2007 and 2061, according
to a 2014 study by the Boston College Center on
Wealth and Philanthropy.1 Women are likely to
be the major benefactors of that wealth transfer.
For one thing, married women often outlive their spouses
and inherit all spousal assets. An analysis by the Center
on Wealth and Philanthropy found that about two-thirds
of all surviving spouses are female.2 But other factors have
increased the odds of women receiving a financial windfall:
For example, the divorce rate among people age 50 and older
doubled between 1990 and 2010, according to a 2013 study
by researchers at Bowling Green State University.3 Many
female divorcees receive a significant financial settlement
they must oversee.
“Women are more and more becoming solely responsible
for managing family assets and passing on a financial legacy
to future generations,” says Christina “Chris” Cruzpino,
South Florida Area Wealth Executive for Regions Private Wealth
Management. “It is important to be ready for that responsibility.”
So, what steps can you take after receiving a major inheritance
or other financial windfall to ensure it is managed and invested
appropriately? Cruzpino provides these guidelines:

L E G A C Y

POST-GIFT
PRIORITIES
BUY THINGS

(house, car, etc.)

3%
PASS ON
TO HEIRS

4%

TRAVEL & LEISURE
ACTIVITIES

5%

PERCENTAGES DO NOT ADD UP TO 100% DUE TO ROUNDING.

What would you do with an unexpected tax-free
lump sum of cash? That question was posed in
the 2015 Regions Women and Wealth Study.
Here are the top ways women said they would
use a lump sum:
PAY OFF
DEBT

46%

SAVE IN A BANK
OR INVESTMENT
ACCOUNT

32%
GIVE TO
CHARITY

11%

CONSIDER ASSET TITLES
If you’re married and you receive an inheritance from someone other than your spouse, you’ll have to decide whether
to keep the funds in your name alone or include your spouse as co-owner.
The optimal solution will depend on a range of factors, Cruzpino says. These include the ways in which you plan to use
the money and how involved you’d like your spouse to be. One option is to place the assets in a trust, name your spouse
as beneficiary, and make sure that the trust agreement provides that you retain ownership of the funds, but they’ll go to
your spouse should anything happen to you. In some cases, a trust can also protect the assets in the event of a lawsuit.
THINK THROUGH YOUR LONG-TERM FINANCIAL GOALS
Your goals will vary, based on your current financial situation, your risk tolerance and the goals you’d like to accomplish —
whether keeping the funds for retirement, helping with your children’s or grandchildren’s education, or boosting your
charitable giving. You may be tempted to put the money toward a major splurge, such as a vacation or upgrading your
home, but be careful not to recklessly spend money you may need in the future, Cruzpino cautions.
ASSEMBLE A TEAM OF EXPERTS
Inheriting assets is often bittersweet. Many inheritances occur only because a loved one passes away. Separating
emotions prompted by the death from financial decisions that need to be made can be challenging. A team of experts
can help you objectively and wisely assess your choices.
Your Regions Wealth Advisor can assemble a team of specialists to help with various issues after you receive an
inheritance, including asset management, taxes, insurance, business planning and estate planning. “Our advisors
help our clients evaluate all their options, so that clients feel good about their choices and meet their long-term goals,”
Cruzpino adds. 
Boston College, Center on Wealth and Philanthropy, A Golden Age of Philanthropy Still Beckons: National Wealth Transfer and Potential for Philanthropy, May 28, 2014.
Boston College, Center on Wealth and Philanthropy.
3
Bowling Green State University, National Center for Family & Marriage Research, The Gray Divorce Revolution: Rising Divorce Among Middle-Aged and Older Adults, 1990–2010, March 2013.
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Your financial
future starts
with a wealth of
knowledge today.

Looking for innovative financial solutions to help protect, grow and transfer
your wealth? With our online resource Wealth Insights by Regions, you’ll find
valuable articles and videos on a variety of topics:
• Taxes

• Retirement

• Investments*

• Succession planning

• Estate planning

• Women and Wealth

Equipped with this knowledge, you can feel confident you’re making informed
decisions about your unique financial situation. Ready to move your life forward?

Visit regions.com/wealthinsights today.
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