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Introduction: The Missed Opportunity in LGBTQ+ Wealth

Structural Gaps in LGBTQ+ Wealth Management

Every June, financial institutions turn their logos
rainbow in support of Pride Month, but few go
beyond the surface when it comes to
understanding and serving the financial needs of
LGBTQ+ clients. Recent data from LGBT Capital
estimates that global LGBTQ+ purchasing
power is approximately $4.7 trillion. In the U.S.
alone, the community wields an estimated $1.4
trillion in annual spending power. Yet despite
this economic influence, most firms lack
inclusive offerings in foundational areas like
estate and legacy planning, retirement readiness
tools, and support for family-building expenses
such as adoption, IVF, or surrogacy. The absence
of these tailored solutions is a missed market
opportunity.
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LGBTQ+ Purchasing Power Snapshot

U.S. Spending Power Global Spending Power

[Source: LGBT Capital, 2022 Report on the Global LGBT+ Market]

Structural barriers persist in financial services, leaving many LGBTQ+ individuals underserved despite meaningful
professional and economic contributions. For instance, LGBTQ+ individuals are less likely to have financial
advisors, less likely to feel confident in retirement planning, and more likely to carry student debt—all pointing
to systemic gaps in how traditional firms approach financial wellness. According to a recent LGBTQ+ Human Rights
Campaign [HRC] study, 62% of LGBTQ+ individuals report experiencing financial discrimination, while only 15%
say they’ve worked with a financial professional who understood their specific needs.

While the community has made significant social and legal strides, they still face complex financial questions, from

“62% of LGBTQ+ adults

Source: HRC

report financial discrimination”

navigating nontraditional estate planning to accessing fair
insurance coverage and planning for families that don’t
follow the conventional mold. These aren’t niche issues,
they are structural gaps in the way many firms approach
client segmentation, financial planning, and relationship
management.

As we reflect during Pride Month, there’s a growing
recognition that financial institutions must go beyond
symbolic gestures. The next evolution of client-centricity in
wealth management means acknowledging that not every

client’s needs fit the default mold and designing services accordingly. At Alpha FMC, we believe this is a strategic
inflection point for the industry and a space where forward-thinking firms can lead with both empathy and

innovation.




Key Financial Planning Pain Points for LGBTQ+ Clients

Key Architectural Components

GBTQ+ individuals and families often navigate a financial landscape that was never built with them in mind. As

a result, even high-net-worth individuals in this demographic face unique, and often unaddressed, challenges

across every stage of the wealth lifecycle. For firms aiming to deliver truly inclusive financial services, these
gaps present both a challenge and an opportunity.

Estate and Legacy Planning

Many LGBTQ+ individuals, especially those in . ] .
non-married or non-traditional partnerships, 5 Key Financial Plannlng

encounter legal and logistical hurdles in Pain Points for LGBTQ+Clients

transferring wealth. Without proper planning,
partners and chosen family may face costly probate
battles, unexpected tax burdens, or even exclusion.

—'ﬁ Estate and

o : . ) Legacy Planning
Trans individuals, in particular, may struggle with
documentation that doesn’t reflect their lived
identity, creating additional roadblocks in executing Family Planning &

wills, trusts, and powers of attorney. Parental Protections

Family Planning & Parental Protections
Retirement &

Long-Term Care

Family-building often involves costly and complex
paths like adoption, surrogacy, IVF, or co-parenting
agreements. These scenarios introduce nuanced
legal and financial considerations around
guardianship, insurance, tax deductions, and estate
inclusion, most of which are areas where traditional

Insurance & Risk
Protection

wealth advisors often lack fluency.
Employment-Based

Wealth Disparities

Retirement Planning & Long-Term Care

Due to historical disparities in marriage equality and
workplace protections, many older LGBTQ+
individuals have lower lifetime earnings, fewer
retirement benefits, and a higher likelihood of
aging alone. Long-term care planning is often more urgent, and more expensive, due to reduced familial
support structures and increased risk of discrimination in eldercare facilities.

Insurance & Risk Protection

From life and disability insurance for HIV+ individuals to navigating health insurance plans that recognize
same-sex spouses or gender-affirming care, insurance remains one of the most uneven financial domains
for LGBTQ+ clients. Underwriting standards and beneficiary policies have not always kept pace with evolving
societal norms.
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Employment-Based Wealth Disparities

While gay men and leshian women may out-earn their heterosexual peers in some sectors, trans individuals
and queer people of color face disproportionate barriers in employment, career advancement, and pay
equity. These structural disparities impact not just income, but also access to employer-sponsored wealth
tools like equity, 401(k) matching, and financial planning benefits.

Each of these pain points represents a moment where traditional financial services often fail to meet LGBTQ+ clients
where they are. In the next section, we’ll explore how Alpha FMC can help firms close these gaps, not with one-size-
fits-all DEl initiatives, but with data-informed strategy, product design, and segmentation expertise.



The Alpha Lens: Helping Our Clients Serve the Future of Wealth

At Alpha FMC, we don’t build products or manage client portfolios, we help firms that do. As a strategic consulting
partner to the world’s leading asset and wealth managers, our role is to guide institutions in adapting to evolving
client needs through smarter strategy, digital innovation, and operational excellence.

When it comes to LGBTQ+ finance, many firms recognize the importance of inclusion but lack a roadmap to make it
real. That’s where Alpha can deliver value. We do not speak for LGBTQ+ clients; instead, we equip our clients to serve
them more effectively.

Here’s how we support that evolution:

1. Strategic Segment Design

We help clients revisit traditional segmentation models to reflect the needs of underserved and emerging
client groups, including LGBTQ+ individuals and families. Our work supports the development of tailored
personas, targeted value propositions, and future-ready client journeys grounded in data, not assumptions.

2. Inclusive Product & Service Review: From Gap Assessment to Innovation

Wealth managers today are navigating a generational shift: clients expect personalization, flexibility, and
inclusion embedded into every interaction, not tacked on as an afterthought. For LGBTQ+ clients, these
expectations often collide with legacy product design and outdated assumptions. At Alpha FMC, we help clients
identify not only where their offerings fall short, but where true innovation can set them apart.

Here are several product and service areas we advise clients to explore:

LGBTQ+-Inclusive Family Planning Accounts & Benefits Platforms

Many LGBTQ+ clients face high out-of-pocket costs for surrogacy, IVF, adoption, or legal guardianship
services, which are ften not covered by traditional benefits or HSAs. We help clients assess opportunities to
create planning tools or accounts that earmark funds for these services, offer tax-advantaged strategies, or
partner with fintechs or fertility networks for bundled solutions.

Gender-Affirming Financial Planning Packages

Transitioning often comes with major financial, legal, and insurance decisions—from healthcare costs to
name changes and documentation updates. We advise firms on packaging these touchpoints into cohesive
planning journeys that position advisors as trusted partners, not just service providers.

Flexible Beneficiary & Estate Tools for Chosen Families

Traditional estate planning tools often assume spousal or blood-relative hierarchies, leaving chosen families
unprotected. We help clients review their digital tools and document templates to allow greater
customization and transparency around non-traditional beneficiaries, multi-parent households, or friend-
based guardianship models.

HIV-Neutral Life & Disability Insurance Offerings

While underwriting policies have evolved, many insurers still impose unnecessary hurdles for HIV+ clients.
Alpha can support firms in reviewing their risk models and exploring reinsurance structures or partnerships
that allow for more inclusive coverage, especially as longevity for HIV+ individuals increases.

~——



ESG & Values-Based Investment Strategies with LGBTQ+ Lenses

Younger LGBTQ+ investors are especially values-driven, seeking portfolios that reflect their identity and
beliefs. We help firms evaluate the opportunity to layer LGBTQ+ equality metrics, such as the Human
Rights Campaign Corporate Equality Index, into ESG screening tools, custom SMAs, or thematic fund
development.

Inclusive Retirement Income Planning Tools

Retirement projections often assume heterosexual marriage, two-income households, or family caregiving
structures that don’t apply to many LGBTQ+ individuals. We assist clients in refining retirement calculators,
annuity illustrations, and long-term care planning models to reflect more diverse scenarios.

Personalization Engines for Inclusive Advice Journeys

Using Al and behavioral segmentation, firms can now tailor planning prompts based on key life events like
legal name changes, forming a domestic partnership, or seeking LGBTQ+-friendly eldercare. We help clients
explore how to responsibly integrate these signals into advice platforms or hybrid advisor workflows,
enhancing both empathy and efficiency.

3. Advisor & Employee Enablement Strategy

We advise on internal programs that prepare advisors and employees to serve a wider range of clients with
cultural fluency and confidence. This may include recommending training frameworks, internal equity
assessments, or communications playbooks that reflect inclusive values at every touchpoint.

4. Digital Experience Audits

We partner with clients to review digital platforms and journeys for inclusive design. From pronoun options in
onboarding forms to financial planning tools that reflect non-traditional families, we help clients ensure their
tech reflects their values and resonates with a broader client base.

5. Regulatory & ESG Alignment

Finally, we support clients in embedding inclusion within broader governance and ESG strategies, ensuring that
inclusive finance aligns with evolving regulatory expectations, reputational risk management, and
sustainability reporting frameworks.

Alpha’s role isn’t to dictate what inclusion looks like, but to empower our clients with the tools, insights, and
strategic clarity to build inclusive offerings that last. Because when our clients lead with purpose, the entire
industry moves forward.



The Business Case: Why This Matters Now

The financial industry is entering an inflection point. As client demographics shift and values evolve, firms that
integrate inclusion into their core strategies are positioning themselves to lead the future of wealth, not lag behind it.
The case for investing in LGBTQ+-inclusive services is no longer just about values; it is about growth, loyalty, and
long-term relevance.

1. Demographics Are Sh|ft|ng Fast Generational Shift in LGBTQ+ Identification
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According to Gallup, 20% of Gen Z adults now
identify as LGBTQ+, compared to 11% of
Millennials and just 3% of Boomers. This
generation is entering peak earning years and
building wealth on different terms, with greater
interest in personalization, ESG values, and
digital-first solutions. Firms that don’t evolve risk
alienating one of the fastest-growing segments
of future clients.

% Identifying as LGBTQ+
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Source: Gallup. “LGBT Identification in U.S. Ticks Up to 7.1%." 2022.

LGBTQ+ clients often report feeling ignored or misunderstood by traditional financial institutions. In a 2023
survey by Credit Karma: Only 15% of LGBTQ+ respondents had worked with a financial professional who they
felt understood their needs. More than half reported delaying financial decisions due to fear of discrimination
or lack of knowledge. Firms that address these gaps with sincerity and substance have an opportunity to earn
lifelong loyalty in a largely untapped market.

3. Equity Is Now a Strategic Expectation

Investors, regulators, and employees alike are holding financial institutions accountable for how they embed
equity into core operations. Inclusive client offerings are no longer “nice to have,” they’re a visible measure of
how well a firm is walking its talk. For publicly traded companies, inclusive services can also tie into ESG
commitments and shareholder expectations.

4. Innovation Is a Competitive Advantage

While many firms have embraced equity in marketing, few have reimagined their product portfolios, client
journeys, or digital platforms with inclusion at the core. Those who do will gain a first-mover advantage.
Inclusive design is not a constraint, it’s a catalyst for innovation, unlocking better tools and broader engagement
across the client base.

5. The Bottom Line

Inclusive clients don’t just want to be seen, they want to be served. And when they are, the results follow:
According to McKinsey, companies in the top quartile for ethnic and cultural diversity are 36% more likely to
outperform on profitability. When inclusion is embedded into product, strategy, and service design, firms don’t
just improve equity, they improve outcomes.
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Recap & Final Conclusions

The LGBTQ+ Opportunity In Wealth Management Is Massive.

LGBTQ+ households wield $1.4 trillion in annual U.S. spending power (over $4.7 trillion globally), yet most still feel
unseen by traditional wealth managers.

Demographics Demand Urgency.

One-in-five Gen Z adults now identifies as LGBTQ+, signaling that inclusive finance is a core growth market, not a
seasonal campaign.

Five Pain-Point Clusters Drive Client Churn.

Estate and legacy planning, family-building costs, retirement and long-term care, insurance access, and
employment-based wealth gaps remain chronically underserved. These areas represent a clear path to
differentiated value.

Inclusion Fuels Outperformance.

Firms embedding inclusion across segmentation, product design, advisor training, digital journeys, and ESG
governance are already winning loyalty and market share.

Alpha FMC Turns Intent into Execution.

Through data-driven strategy, inclusive product audits, and end-to-end change delivery, we help institutions convert
unmet need into sustainable growth.

Inclusive finance is no longer a “nice-to-have.” It is the next frontier of client-centric wealth management and a
$4.7 trillion opportunity hiding in plain sight. The question isn’t whether to act, but how quickly firms can realign
their operating models before the window closes.



Brian Larson - Manager, Alpha FMC Asset & Wealth Management

Brian is a Manager in Alpha FMC'’s Asset & Wealth Management practice, where he drives front-,
middle-, and back-office transformations that boost operational agility, modernize infrastructure,
and unlock data-driven insights. He recently led the strategic redesign of one of the world’s largest
donor-advised funds, improving scalability, integrating modern technology, and streamlining
third-party partnerships. Before Alpha, Brian held product and strategy roles at JPMorgan Chase
spanning asset & wealth management and consumer banking. He earned his Master’s from The
Fletcher School at Tufts University and completed executive coursework at Harvard Business
School, authoring a thesis on the future of work in financial services.



