The Equality Economy
GROWING YOUR BUSINESS WITH LGBTQ
INVESTORS MEANS UNDERSTANDING
THEIR NEEDS AND THEIR COMMUNITY.
As the LGBTQ community grows, so does the number of investors who are
members. Steps financial professionals can take to meet the community’s specific
investment needs and financial goals include proactively offering support and
demonstrating that you understand the cultural and legal ramifications of their lives.
THIS PROGRAM PROVIDES:
■■

■■

■■

A foundation, based on proprietary research, to help
you communicate with LGBTQ investors and families.
A step-by-step process to help you identify the
LGBTQ community in your area and ally yourself with
this community.
An LGBTQ investor seminar in a box. Everything you
need—from invites to follow-up.

$917billion

The estimated buying power of the LGBTQ community,
which represents 4.1% of the total population.1, 2

80

%

The percentage of LGBTQ investors who prefer to
work with firms that support the LGBTQ community.3

MATERIALS:
FOR FINANCIAL PROFESSIONALS
White paper:
In October 2016, CMI
surveyed a diverse group
of 1,300 adults aged 21
and over who identify as
LGBTQ. All participants have
household incomes of at
least $50,000 and investable
assets of $25,000 or more,
with a few exceptions. To
compensate for younger
adults not having as
many assets, the research
somewhat oversampled
Millennials to include
younger LGBTQ people,
typically aged 28–31.
Additionally, all coupled
participants indicated that
they share in the financial
decision-making in their
household. The survey has a
margin of error or ±2.68% at
a 95% level of confidence.

The equality economy
A LOOK INSIDE THE CHANGING
LIVES OF LGBTQ INVESTORS AND
HOW YOU CAN BEST HELP THEM
REACH THEIR FINANCIAL GOALS

■■

EXECUTIVE SUMMARY

The LGBTQ community in the U.S. has grown each year since 2012 currently
representing 4.1% of the total population1 with an estimated buying power of $917b2.
This community is expected to grow even more as changing attitudes and laws allow
individuals to live more authentic lives. As an example, 20% of millennials currently
identify themselves as LGBTQ compared to 7% of Boomers3.
The sheer size and buying power of this group make them an important market for
financial services. To better understand the financial behaviors of the community,
T. Rowe Price conducted primary research through Community Marketing &
Insights (CMI). The research consisted of an online survey of 1,300 LGBTQ adults.
Specifically, we surveyed individuals over 21 with investible assets over $25,000.
We also took a focused look at affluent individuals (AIs) with more than $500,000
in investable assets.
THREE THEMES ABOUT THE LGBTQ COMMUNITY AND THEIR INVESTMENT
BEHAVIORS CAME THROUGH IN THE STUDY:

1 They are self-reliant investors.
The median age of participants is 51,
which means they grew up in an era
when marriage equality and same-sex
benefits were not universal. Culturally,
this created a population with a mindset
that they have to look out for themselves
when it comes to planning for long-term
financial security. Our research shows
that 80% of LGBTQ adults are actively
investing assets to provide for long-term
needs. For affluent individuals, that
percentage goes up to 95%.
2 They are open to guidance.
Along with self-reliance, this community
places a high value on the advice of
1
2
3

experts. More than half (54%) currently
work with a financial professional and
47% use social media to seek out
different perspectives to inform financial
decisions. While they are willing to
listen and learn from the experts, 71%
ultimately want to make investment
decisions for themselves.
3 They feel underserved.
Despite their willingness to work with
financial professionals, our survey found
low affinity for the financial services industry.
This group has a strong preference to work
with a firm that is known to be supportive
of the LGBTQ community, but fewer than
10% could identify any investment firm
as particularly LGBTQ-friendly.

■■

http://news.gallup.com/poll/201731/lgbt-identification-rises.aspx
http://www.nlgja.org/outnewswire/2016/07/20/americas-lgbt-2015-buying-powerestimated-at-917-billion/
http://glaad.org/files/aa/2017_GLAAD_Accelerating_Acceptance.pdf

 elps you understand the financial
H
and social aspects of the LGBTQ
community, based on proprietary
T. Rowe Price research.
 rovides insights to connect with
P
the LGBTQ community.

Opportunity Size Tool
FINDING OPPORTUNITY IN THE
LGBTQ COMMUNITY

■■

Our research shows that investors in this community are open to guidance
and feel underserved by the financial services industry.

10 million

As you look to build new business with this diverse
group, these ten U.S. metro areas have the highest
percentages of self-identified LGBTQ populations.2
They also include some of the highest household
incomes in the United States.3

n Ranking (including ties)

Seattle
No. 5 (tie)
4.8%
$76,061
Portland
No. 2
5.4%
$64,592

n Percentage of LGBTQ residents

Salt Lake City
No. 6
4.7%
$68,1966

5

The number of American adults who openly identify as
LGBTQ—now 4.1% of the country’s adult population.1
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n Median household income of all residents

Boston
No. 5 (tie)
4.8%
$79,783

Denver
No. 7 (tie)
4.6%
$70,686

5
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Hartford
No. 7 (tie)
4.6%
$72,5597
San
Francisco
No. 1
6.2%
$89,469

1
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Los Angeles
No. 7 (tie)
4.6%
$63,443
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Austin
No. 3
5.3%
$71,0004

New Orleans
No. 4
5.1%
$48,8045

■■

 heat map that breaks out key
A
LGBTQ economic and demographic
statistics, including incomes,
by region.
 elps you understand the size and
H
location of the community to better
pinpoint opportunities in your area.

Playbook
The Equality Economy

GROWING YOUR BUSINESS
WITHIN THE LGBTQ COMMUNITY

■■

 elps you identify LGBTQ groups
H
in your community and guides
you on how best to authentically
connect with them.

“America’s LGBT Economy,” National LGBT Chamber of Commerce, 2016.
Gates, Gary J., “In U.S., More Adults Identifying as LGBT,” Gallup, January 11, 2017.
3 Based on online survey of 1,300 adults aged 21 and over who identified as LGBTQ, conducted by T. Rowe Price through Community Marketing & Insights (CMI) in October 2016.
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MATERIALS:
FOR USE WITH INDIVIDUAL INVESTORS
Conversation Starter:
FINANCIAL ADVICE TAILORED
TO YOUR NEEDS
Partnering with a financial professional who understands your circumstances
and vision for the future can help you achieve your goals.

THE GROWING FINANCIAL
POWER OF THE LGBTQ
COMMUNITY

$917 billion
The estimated buying power
of the LGBTQ community, which
represents 4.1% of the total
population.1,2

3 QUESTIONS YOU MAY HAVE ABOUT
FINANCIAL PROFESSIONALS
Whether you are a long-time investor or looking to make your first investments,
a financial professional can help develop a personalized financial plan for you.
Consider these questions as you search for the financial professional who best
suits your needs as an investor—and as a member of the LGBTQ community.

1

I strive to be independent. Does a financial professional
take over control from me?

Finding a financial professional who is willing to work at your comfort level is
essential. That can mean your financial professional takes over the day-to-day
management of your portfolio and only contacts you for larger decisions. Or
perhaps the financial professional works with you closely on a regular basis
to make sure you are on board with every decision. Financial professionals
can be flexible—remember you can work with yours to determine the right
balance for your needs.

2

My partner and I aren’t married. How can a financial
professional help us plan for our financial future together?

Many LGBTQ couples prefer to separate their finances, which has pros and
cons when it comes to financial and tax planning. Financial professionals
know that couples in long-term relationships dating back to before samesex marriage was legalized might have legacy “workarounds” in place to
financially protect non-traditional families. Your financial professional can
help you explore the financial implications of not being married and suggest
potential steps and precautions you may want to consider.

3

■■

 elps you identify concerns of the
H
LGBTQ community on working with
financial institutions and financial
professionals.

Seminar in a Box
Planning for your unique
circumstances and future goals.

TAKE PRIDE IN
YOUR FINANCES

■■

PresenterName Bolded
Conference or Meeting Name

How do I find a financial professional who respects my
values and goals?

Selecting a financial professional may take time, and you shouldn’t rush the
process. Have meetings with two or three financial professionals to see who
you feel most comfortable with—think of the process as the precursor to
establishing a long-term working relationship. Ask each of them questions
about whether they support LGBTQ causes and whether they have
experience working with non-traditional families.

“America’s LGBT Economy,” National LGBT Chamber of Commerce, 2016.
Gates, Gary J., “In U.S., More Adults Identifying as LGBT,” Gallup, January 11, 2017.
T. Rowe Price Investment Services, Inc.
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■■

 turnkey 30-minute presentation—
A
complete with speaker notes—for use
with LGBTQ investors in your region.
 elps you gather information and
H
establish relationships via sign-in
sheets and evaluation forms.

Legal Approval Level
These materials have been approved at the individual investor level.

To Learn More
Contact your regional sales consultant, call 800-564-6958 or email AdvisorServices@troweprice.com;
or visit troweprice.com/equalityeconomy.

INVEST WITH CONFIDENCE.®

This is part of the T. Rowe Price Client Loyalty program, which
has been designed to provide financial professionals with the
tools they need to make connections and build relationships
with investors in the LGBTQ community.
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