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Own it
Understanding and supporting  
the financial needs of widows



PHASE 

1
Preparing to  
move forward
Losing a partner brings on many emotions including 
shock, numbness and sadness. Grief can be 
overwhelming and it’s important to remember it 
can last months or even years. During this time, 
encourage your client to take care of herself and 
spend time with family and friends. 

Financial guidance 
There are often significant financial decisions that 
need to be made quickly. Help your client focus on 
immediate needs such as paying bills, cash flow, 
estate administration and filing for death benefits. 

Financial decisions beyond your client’s immediate 
needs should be put on hold. Encourage your client 
to not make any irrevocable or long-term financial 
decisions until they have had time to process their 
grief and are ready. 

Often, widows can become targets of predatory 
financial offers. Advise your client and her family to 
avoid offers that seem “too good to be true” and be 
cautious of acquaintances who suddenly become 
interested in providing ideas for investing. 

Tips to help
• Reach out to offer your condolences and ask 

if there is anything you can do to help. Check 
to see if she has a family or friend to help with 
arrangements. 

• Advise your client to get several copies of the death 
certificate for estate administration purposes.

• Recommend contacting an attorney to begin the 
estate administration and probate process. She 
will need to provide the estate planning documents 
to the attorney.

• Help your client create a list of the deceased’s 
assets and debts. 

Supporting 
widows in their 
time of need 
Losing a partner is tragic. Unfortunately, 
this can become a reality for many 
women, as they generally outlive their 
male partners by five to 10 years.¹

As a financial professional, this 
is important because roughly 70 
percent of women change financial 
professionals within a year after the 
death of their spouse.¹ To maintain 
a relationship with a client who has 
recently lost her partner, it’s important 
for you to include her in conversations 
and gain trust early on. It’s important 
to understand that the journey of 
widowhood is difficult, and a woman’s 
financial decision making can differ 
from her partner’s. 

Phases of widowhood
To help widowed clients, you should 
first become familiar with how 
they are dealing with the grief and 
emotions of losing their partner. 
In doing so, you can tailor your 
approach to their specific situation.



The first steps 
forward
During this phase your client is ready to move 
forward, There is a feeling of possibility of a new  
life ahead.

Financial guidance
Your client may be ready to discuss steps in her 
financial journey. During this phase, she may need 
to continue working with an attorney to complete 
estate administration and probate. Next, it may be 
time to review her general financial state of affairs, 
retirement income and housing needs. 

Go back to the basics. Your client will need to review 
assets, cash flow, sources of income and create a 
budget for income and expenses. This process can  
be overwhelming as she makes changes, but ensure 
her that this is her financial journey. 

Tips to help
• Analyze her investments and determine if they 

meet her needs and risk tolerance. Investment 
choices made as a couple may not be suitable for  
a single person. 

• Help her gather information on survivor benefits for:

 - Social Security

 - Spouse’s employer  
for survivor benefits 

 - Department of 
Veterans Affairs

 - Life insurance 

 - Annuities 

Charting her  
own path
At this phase, your client’s journey of widowhood 
continues. She has emerged with a new sense of 
purpose and independence. 

Financial guidance 
Your client can start to look beyond her immediate 
needs and begin to look to the future. This is an 
opportunity to start discussing estate planning, the 
legacy she would like to leave and charitable giving. 

Tips to help
• Work with an estate planning attorney to update 

your client’s estate planning documents. 

• Discuss strategies to help maximize your client’s 
estate for her retirement and at her death. 

• Discuss charitable giving strategies that will help 
make them more tax efficient. Have your client 
make a list of her charitable contributions.
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1. N B Private Wealth, https://www.nbprivatewealth.com/en/
insights/the-future-is-much-more-female, October 31, 2023. 
Please keep in mind that the primary reason to purchase a life 
insurance product is the death benefit. 
Life insurance products contain charges, such as Cost of 
Insurance Charge, Cash Extra Charge, and Additional 
Agreements Charge (which we refer to as mortality charges), 
and Premium Charge, Monthly Policy Charge, Policy Issue 
Charge, Transaction Charge, Index Segment Charge, and 
Surrender Charge (which we refer to as expense charges). These 
charges may increase over time, and these policies may contain 
restrictions, such as surrender periods. Policyholders could lose 
money in these products. 
An annuity is intended to be a long-term, tax-deferred retirement 
vehicle. Earnings are taxable as ordinary income when 
distributed, and if withdrawn before age 59½, may be subject to 
a 10% federal tax penalty. If the annuity will fund an IRA or other 
tax qualified plan, the tax deferral feature offers no additional 
value. Qualified distributions from a Roth IRA are generally 
excluded from gross income, but taxes and penalties may apply 
to non-qualified distributions. Please consult a tax advisor for 
specific information. There are charges and expenses associated 
with annuities, such as surrender charges (deferred sales charges) 
for early withdrawals.

This information should not be considered as tax or legal advice. 
Clients should consult their tax or legal advisor regarding their 
own tax or legal situation.
These materials are for informational and educational purposes 
only and are not designed, or intended, to be applicable to any 
person’s individual circumstances. It should not be considered 
investment advice, nor does it constitute a recommendation that 
anyone engage in (or refrain from) a particular course of action. 
Securian Financial Group, and its subsidiaries, have a financial 
interest in the sale of their products. 
Insurance products are issued by Minnesota Life Insurance 
Company in all states except New York. In New York, products are 
issued by Securian Life Insurance Company, a New York authorized 
insurer. Minnesota Life is not an authorized New York insurer and 
does not do insurance business in New York. Both companies are 
headquartered in St. Paul, MN. Product availability and features 
may vary by state. Each insurer is solely responsible for the 
financial obligations under the policies or contracts it issues. 
Securian Financial is the marketing name for Securian Financial 
Group, Inc., and its subsidiaries. Minnesota Life Insurance 
Company and Securian Life Insurance Company are subsidiaries 
of Securian Financial Group, Inc. 
For financial professional use only. Not for use with the public. 
This material may not be reproduced in any form where it would 
be accessible to the general public. 

securian.com

400 Robert Street North, St. Paul, MN 55101-2098 
©2024 Securian Financial Group, Inc. All rights reserved.

F105958-6 8-2024   DOFU 8-2024 
3681697

PREPARE
PROTECT
SECURE

Compassion and understanding are vital 

Be an active listener

Let your client share her story. Focus on what she is saying rather than 
solutions for her. The relationship you’re building will be invaluable. 

Provide a written summary 

Your client will want to hear what you have to say, but she may have a hard 
time remembering answers during this difficult time. Provide a written summary 
of each meeting. 

Encourage her to take her time

Not all financial decisions need to be made right away. Encourage her to take 
the time she needs to think through her options and that you’ll be there for her 
every step of the way. 

• Aim for status quo – One of the biggest worries of widows is whether they’ll 
be okay financially. Reassure her you’ll do your best to help her maintain her 
current lifestyle. 

• Be there for her – Offer to accompany her to meet with her attorney for 
estate settlement work. This will help build trust with your client and create  
a lasting relationship. 

• Show compassion and care – Encourage her to take care of herself 
physically, mentally and emotionally.

No matter which phase  
of widowhood your clients 
are in, it requires special 
care to ensure your 
practice and process  
meet their needs at a 
difficult time in their lives. 

Contact our sales 
support teams to 
help you create 
financial strategies 
that fit your  
clients’ needs. 


