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ADVISOR AUTHORITY 2025-2026

Nearly all women investors with advisors agree their advisor treats them with the same 

respect as male investors, including over two-thirds who strongly agree
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Advisor Treatment of Women Investors vs. Men Investors
(Among women investors who work with a financial advisor)
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“My advisor treats me with the same respect as he/she does male investors.”
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ADVISOR AUTHORITY 2025-2026

About three in ten women investors say their advisor sometimes ‘mansplains’ concepts 

to them in a way they don’t always appreciate
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Advisor Mansplaining Concepts 
(Among women investors who work with a financial advisor)
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“My advisor sometimes 'mansplains' concepts to me in a way that I don't always appreciate.”
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ADVISOR AUTHORITY 2025-2026

Just over a third of women investors find their advisor condescending when explaining 

recommendations or responding to questions
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Advisor’s Explanation Style
(Among women investors who work with a financial advisor)
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“I find my advisor to be condescending when explaining recommendations or responding to my questions.”
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ADVISOR AUTHORITY 2025-2026

About 1 in 3 women investors say their advisor assumes they know less about finances 

than they actually do
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Advisor’s Assumption on Financial Knowledge
(Among women investors who work with a financial advisor)
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“My advisor assumes I know less about finances than I actually do.”
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ADVISOR AUTHORITY 2025-2026

A clear majority of women investors report feeling concerned about a U.S. economic 

recession
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Concerns About U.S. Economic Recession Over the Next 12 Months
(Among women investors)
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ADVISOR AUTHORITY 2025–2026

Only 4 in 10 of non-retired women investors say they are on track to retirement, 

while slightly more than 1 in 10 aren’t sure if they’ll ever be able to retire
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Changes in Retirement Plans Over the Last 12 Months
(Among non-retired women investors)
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ADVISOR AUTHORITY 2025–2026

More than 4 in 10 women investors prefer to fully understand their options 

before making decisions and 34% prefer to work with a financial professional
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Approach to Making Financial Decisions
(Among women investors)
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  I prefer to fully understand my options before making decisions

  I prefer to work with a financial professional to guide my financial planning

  I want to ensure my loved ones are taken care of if something happens to me

  I value having guaranteed income sources (e.g., annuities) I can rely on

  I prioritize protecting what I have over taking risks for higher returns

  I feel confident making important financial decisions on my own

  My personal values guide my financial decisions

  I seek out educational resources to help me understand financial strategies

  I'm planning for the possibility of providing care for family members

  I am uncomfortable making financial decisions alone and prefer to let my spouse/partner make decisions

  I prefer for a financial professional to make financial choices on my behalf

None of these

Any 

(NET)

95%
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ADVISOR AUTHORITY 2025–2026

Confidence outpaces actual engagement as less than half of advisors say they 

treat their women clients as equals in financial planning decisions
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Ways Women Clients Are/Would Be Engaged 
(Among advisors)
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  I treat my women clients as equal partners to their spouse / partner in financial planning decisions

  I create personalized strategies to help achieve my clients' retirement goals

  I focus on building a human connection and demonstrating genuine care

  I take time to educate my clients on financial strategies and ensure they understand

  I help my clients feel confident about their financial decisions

  I treat women clients the same way I treat all clients

  I understand the personal reasons and values behind my clients' retirement goals

  I understand the unique financial challenges women face

  I understand my women clients' financial and retirement goals

  I proactively discuss protection solutions with my women clients

  I regularly assess whether my communication style is meeting their needs

  I adjust my communication style to avoid being condescending

  I have received training on the unique financial challenges women face

  Building engagement and trust with women clients doesn't come as naturally as working with men clients

  I never 'mansplain' concepts to my women clients^

None of the above

I do not work with women clients

^Among those who are men

See note section for full response text.
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ADVISOR AUTHORITY 2025–2026

Nearly all women advisors say they have taken specific actions to better serve 

their women clients
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Actions Done to Better Meet Needs of Women Clients
(Among women advisors who work with women clients)
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  Developed strategies specifically for women going through major life transitions

  Offered more ways to meet with clients (e.g., meeting outside of the office, zoom calls, weekend hours)

  Studied the unique retirement challenges women face (e.g., longevity, caregiving, wage gaps)

  Increased my focus on protection and guaranteed income solutions

  Sought feedback from women clients on how I can better serve them

  Partnered with specialists (e.g., estate planning, long-term care) to provide comprehensive support

  Adjusted my communication style to be more educational and collaborative

  Completed training or education on financial planning for women

I have not taken specific actions to better serve women clients

Any 

(NET)

99%

“Other” is not shown within the chart as it was selected by 0%.



11
Harris Insights & Analytics LLC, A Stagwell Company © 2025

About Nationwide’s Retirement Institute Survey Methodology

The research was conducted online in the U.S. by The Harris Poll on behalf of Nationwide among 528 advisors and financial professionals and 2012 investors 

age 18+ with investable assets (IA) of $10K+. Advisors and financial professionals included 287 RIAs, 210 broker-dealers, 110 wirehouse and 34 other financial 

professionals. Among the investors, there were 500 Mass Affluent (IA of $100K-$499K), 500 Emerging High Net Worth (IA of $500K-$999K), 300 High Net Worth 

(IA of $1M-$4.99M) and 208 Ultra High Net Worth (IA of $5M+), as well as 504 investors with $10K to less than $100K investable assets (“Less affluent”).  

Investors included a subset of 258 “pre-retirees” age 55-65 who are not retired. The survey was conducted January 15-February 6, 2026. Among the investors, 

there were 882 women investors and 421 women investors working with a financial professional. Among the advisors, there were 119 women advisors.

Investor data are weighted where necessary by education, age by gender, race/ethnicity, region, marital status, household size, employment, household income, 

and investable assets to bring them in line with their actual proportions in the population. To ensure the investor sample was representative, the data were initially 

weighted separately for those with investable assets of $10K to less than $100K and those with $100K+ and then post-weighted/combined into a total investor 

group. 

Raw data from advisors were not weighted and are therefore only representative of the individuals who completed the survey.  

Respondents for this survey were selected from among those who have agreed to participate in our surveys. The sampling precision of Harris online polls is 

measured by using a Bayesian credible interval. For this study, the sample data for advisors is accurate to within ± 4.3 percentage points using a 95% confidence 

level. For investors data is accurate to within ± 2.9 percentage points using a 95% confidence level. This credible interval will be wider among subsets of the 

surveyed population of interest.  

All sample surveys and polls, whether or not they use probability sampling, are subject to other multiple sources of error which are most often not possible to 

quantify or estimate, including, but not limited to coverage error, error associated with nonresponse, error associated with question wording and response options, 

and post-survey weighting and adjustments.
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About Nationwide

Nationwide, a Fortune 100 company based in Columbus, Ohio, is one of the largest and strongest diversified financial services and insurance 

organizations in the United States. Nationwide is rated A+ by Standard & Poor’s. An industry leader in driving customer-focused innovation, Nationwide 

provides a full range of insurance and financial services products including auto, business, homeowners, farm and life insurance; public and private sector 

retirement plans, annuities and mutual funds; excess & surplus, specialty and surety; and pet, motorcycle and boat insurance. 

For more information about Nationwide and Nationwide’s ratings, visit www.nationwide.com or Company Ratings -- Nationwide.

Subscribe today to receive the latest news from Nationwide and follow Nationwide PR on X.

Nationwide Investment Services Corporation (NISC), member FINRA, Columbus, Ohio. The Nationwide Retirement Institute is a division of NISC.

Nationwide, the Nationwide N and Eagle and Nationwide is on your side are service marks of Nationwide Mutual Insurance Company. © 2026 Nationwide.
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