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3 Key Considerations for Working with LGBTQ+ Investors 
If you’re looking to broaden your client base, working with the 
LGBTQ+ community is a good place to start. This segment of the 
population spans all ages, genders and occupations, and LGBTQ+ 
investors have distinct, complex needs that warrant the skills and 
experience of an independent financial professional. 
 
David Treece, AIF®, MBA, of Cetera Advisors, a member of the 
LGBTQ+ community, explains there are important nuances to 
understand about working with this diverse group of investors to 
ensure you’re culturally competent and able to meet their needs. If 
you’re hesitant about reaching out or don’t feel like you can, Treece 
notes, “We want to work with competent people, regardless of their 
sexual orientation, so you can most definitely market to the LGBTQ+ 
community.” 
 
Here’s how to get started. 
 

Understand the Differences LGBTQ+ Investors Face 
LGBTQ+ individuals have achieved significant civil rights victories and 
protections in the last 50 years. However, there are a number of financial 
planning topics that require additional perspective and acumen to serve 
these investors effectively. Treece explains, “We appreciate the idea that 
you treat everybody the same and that you don’t discriminate, but do try to 
learn more about what we have lived through, how things may be different 
and how you may be able to appeal to us.” 
 
Marriage: The Supreme Court’s 2015 ruling in Obergefell v. Hodges 
legalized same-sex marriage at the federal level. Marriage is still a 
relatively new option for LGBTQ+ investors, so they may not understand 
all the benefits and obligations that come with it—or planned for it in the 

first place. Older individuals may have single-life pensions or insurance policies because they didn’t 
think marriage rights would be available to them. Ensure you’re familiar with the various rights and 
privileges associated with marriage and know how to address critical topics like beneficiary naming, 
basic tax implications and healthcare directives. 
 
Family Issues: Hostile family members are an issue that’s very particular to LGBTQ+ investors; 
however, they can be relevant to all types of clients. Treece recommends doing some thorough family 
fact-finding during your discovery period, uncovering relationship details like: 

• Do they have children? 
• Are they taking care of parents? 
• Do they have sympathetic or hostile relationships with family? 
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Aging: Many investors run the risk of aging alone, but it’s a notable concern for LGBTQ+ investors. 
They may not have children to help take care of them, or they may be alone after the death of a 
spouse or partner. If there’s a risk of aging alone, you’ll want to build a plan for whether the individual 
wants to stay at home, move into a retirement community or look at care options. An additional 
consideration: it’s important to find a community or caregiver that’s welcoming and accepting of 
LGBTQ+ people so they don’t risk the added isolation of hiding their identity. 
 
Adoption and Surrogacy: If LGBTQ+ investors are looking to start a family, you may need to help 
them plan for costs related to adoption, surrogacy and/or fertility treatments. Treece notes the 
importance of working with an attorney who specializes in these issues and can provide guidance on 
situations like second-parent adoption, international adoption and more. 
 
Above all, Treece explains the biggest difference he sees in working with LGBTQ+ investors is around 
stigma, discrimination and fear. Working with a new financial professional requires the person to come 
out to you, and he advises financial professionals that they need to make their potential clients feel 
welcomed and respected. “There’s been a lot of fear about going into a financial advisor’s office: ‘Will 
they look down on me? Will they respect me? Will they treat me the same?’” he says. “I know this 
firsthand as a gay man. You look for their reaction. Do their eyebrows go up? Is there some 
awkwardness or discomfort? Most all of us have our discrimination stories.” 
 

Be Authentic with Your Outreach 
Working with any client niche takes intentional effort and breaking into the LGBTQ+ market is no 
exception. With many brands showing up in bold support of the community during Pride Month (June) 
but not during the rest of the year, you must be real in your purpose and have sustained outreach 
efforts so your actions don’t come across as performative. 
 

Treece shares that effective ways to do this are by 
working with other LGBTQ+ professionals, like attorneys 
or CPAs, and by engaging with community organizations 
that advocate for this population. He’s involved with the 
Miami-Dade Gay and Lesbian Chamber of Commerce, 
was an integral part of its founding and says it’s a great 
way to make connections. “Probably half the people that 
attend [meetings] are not LGBTQ+ people, but those 
looking to market to the community, which is what we 
want,” he explains. “We want your membership, your 
involvement in the committees, and your sponsorship to 
our community.” 
 

You can also ask any existing LGBTQ+ clients for referrals, like when you’re meeting for an annual 
review, as you share your acumen, outreach efforts and ongoing community support. 
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Reflect Your Openness and Understanding 
Let potential clients know about your community involvement and experience. Include your knowledge 
of working with and the services you provide for LGBTQ+ investors in your marketing materials. Use 
inclusive language and imagery, like photos of same-sex couples in your collateral and on your 
website, and share relevant, helpful resources and insights. Doing so, Treece says, shows your 
credentials that you are actively working with the community. 
 
“LGBTQ+ people want to know that the people they’re working with are not hostile or unwelcoming, 
and have experience. The more you can show that, the better.” 
 
For more information on working and connecting with niche populations, reach out to your 
Growth or Engagement Team. To learn more about Treece and his practice, visit 
www.treecefinancialgroup.com.  

http://www.treecefinancialgroup.com/

	3 Key Considerations for Working with LGBTQ+ Investors
	Understand the Differences LGBTQ+ Investors Face
	Be Authentic with Your Outreach
	Reflect Your Openness and Understanding


