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Advisors risk losing 
assets when they don’t 
engage both spouses.
70% of widows change their financial advisor 
within a year of their spouse’s death.*

WHAT’S AT STAKE:

● Losing a relationship when the surviving spouse 

takes control.

● Missing opportunity to build trust with the family 

that will translate into the second generation.

● Building a foundation to have tough or sensitive 

conversations with the surviving spouse that will 

invariably arise at the first death

*Financial Advisor Magazine



Couples Aren’t Making Decisions 
Together.
WHAT’S HAPPENING TODAY:

● Only 20% of couples make long-term financial decisions together.*

● 70% of men take the lead but 90% wish their spouse was more involved*. 

● If you’re not engaging both spouses, someone else will.

*UBS Investor Watch



The Advantage of Estate 
Planning
Estate planning tends to engender more balanced 
engagement from both halves of a couple.

● Estate planning usually touches on the roles that a woman 

in the family is more likely to be fulfilling today, such as 

primary caretaker of children, siblings, or elderly family 

members.

● 61% of women use a financial advisor compared to 56% of 
men.

● Women on average live longer than men and are more 

likely to have to take care of their spouses’ medical and 

financial needs

● Coordination is inherent to estate planning for spouses:

○ Legal ethics rules force attorneys to be mindful of 

conflicts between spouses and work to minimize 

them. 

○ Be mindful of asset ownership (e.g., community 

property).

○ Avoiding conflicting instructions on the same topic is 

critical (e.g., guardianship).



How to Engage Both Spouses using 
Estate Planning
Make estate planning a joint conversation:

● Set the stage from the first meeting. Position it as a shared responsibility and value transparency, 

fairness, and preparedness.

● Ask both spouses for input. Keep both spouses copied on all email threads and other 

communications. Pose hypothetical questions to elicit the clients’ objectives.

● Use visual tools and prepare hard copies. Flowcharts, summaries, worksheets and side-by-side 

comparisons make engagement easier.

● Avoid taking sides or emphasizing the importance of a single topic. Stress the importance of 

coordination and take a broad view of what could be a priority for each spouse.



How to Bring in 
the Family
It’s also a multi-generational conversation.

● Host family meetings. Create a safe space to discuss 

tough topics.

● Educate heirs early. Help children and beneficiaries 

understand the intent behind the estate plan in the 

context of both parents’ wishes

● Introduce decision-makers. Ensure the next 

generation knows key advisors (e.g., financial 

advisor, attorney, executor).

● Discuss key roles. Walk through responsibilities for 

powers of attorney, trustees, and guardians.



How to Market 
Estate Planning 
Services 
On Your Website 

● Create an Estate Planning Resource Page

● Collect leads with a downloadable guide 

            (FMG has pre made ones you can use!)

● Use stories and case studies to illustrate the 

importance 

https://fcacorp.com/3-estate-challenges-for-blended-families
https://fcacorp.com/3-estate-challenges-for-blended-families
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Source:  https://www.madisonfpg.com/estate-planning 

https://www.madisonfpg.com/estate-planning
https://www.madisonfpg.com/estate-planning


Source: FMG Downloadables in the FMG Content Library 



How to Market 
Estate Planning 
Services 
In your social media posts 

● Zero Click Content works best

● Give tangible takeaways that people can implement 

or consider right away 

● Demonstrate your expertise and ways you can help 



How to Market 
Estate Planning 
Services 
Via a Family Meeting 

● Invite clients to a “Family 

Meeting”

● (Use this Workshop 

Downloadable from the FMG 

Content Library!)



How to Market 
Estate Planning 
Services 
In Your Email Communications 

● People won’t know what you do unless you tell them

● We suggest a weekly email to both prospects AND 

clients

● You can also include messages for COIs



Email Drip Campaign



PRE-MEETING CHECKLIST



Want to talk about your 
Marketing & Communication 
Strategy with FMG? 

Book a 20 minute  
consultation →
 
Questions?  Marketing@fmgsuite.com 
Samantha: samantha.russell@fmgsuite.com 
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Questions?
THANK YOU

Book a Demo by emailing info@wealth.com



Thesis (for presenters, not for presentation slide)

● Chances are that when you manage a relationship with a couple, you are likely to be 
engaging just one half of the couple. 

● Missing opportunity to build trust with the other half of the couple means a higher 
likelihood of losing that relationship when the first death occurs.

● If you find yourself falling into a pattern of speaking to only one half of the couple – and to 
be clear, it isn’t necessarily about gender specifically – how can you try to engage the other 
half of the couple?

● Estate planning is another tool in your tool kit to find that hook and start engaging the 
spouse whom you know less well.

● There are some features inherent to estate planning that aren’t necessarily present for 
financial planning that create the opening for you to have really thoughtful, meaningful 
conversations with both spouses.

● Those conversations – and knowing the ins and outs of the couple’s estate plan – engender 
goodwill and trust that can be hard to displace when that first death happens.



Engaging Spouses is 
Essential for Retention

● Advisors who proactively engage both spouses 
see higher client retention and referrals.

● Estate planning is the perfect opportunity to bring 
both spouses into the conversation.

● The right tools and strategies make these 
conversations easier.


