
There is a gap between men’s and women’s financial 
knowledge. Here is how the confidence about financial 
knowledge breaks down between the sexes:

It’s okay to outsource 
your knowledge
Involving a financial advisor is 
a proven way to expand your 
knowledge (or to reduce your 
dependence on the limits of 
your own financial insight).

do not have a 
financial 
advisor

have a financial 
advisor for 

personal

have a financial 
advisor for business

BMO conducted a research project which set out to get some 
insight in to the mindsets of men and women — particularly those 
who are business owners. This “deep dive” helps us understand 
where women are thriving and how BMO can better support 
women as they grow and maintain their wealth.

Among other findings, we’ve identified three general blindspots 
which, if illuminated, can help women in business more fully 
achieve their visions. Here they are:  

HURDLE  TWO:
TRANSITION & RETIREMENT PLANNING

HURDLE  THREE:
F INANCIAL  L ITERACY

Planning is a key element of business 
success. While it may be daunting, we 
can help you get started so you can 
enjoy the benefits that come with 
effective business planning.

How thorough is the plan?
Here are some key aspects of a business 
plan and how they rank among those 
who have a detailed plan.

On average, only 36% of 
women business owners are 
likely to have a detailed plan 

compared to 41% of men.

The gender gap
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92%
92% of people with a detailed financial 
plan have a trusted advisor. 
If you’d like a plan, finding a trusted 
advisor is a great first step.

52% of men vs. 33% of women have a 
detailed transition plan.

The main reason business owners fail to 
have a transition or retirement plan is 
because they have no plans to sell or retire. 
Spoiler: changes are coming.
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35% 52%

37%
have a financial 
advisor for both

25%

women 
business 

owners with 
financial 
advisors

BMO For Women Survey:
The State of Financial Planning
for Business Owners

HURDLE  ONE:
BUSINESS PLANNING

33% 52%

36% 41%

“BMO Wealth Management” is a brand delivering investment management services, trust, deposit and 
loan products and services through BMO Bank N.A., a national bank with trust powers; family office 
services and investment advisory services through BMO Family Office, LLC, an SEC-registered 
investment adviser; investment advisory services through Stoker Ostler Wealth Advisors, Inc., an 
SEC-registered investment adviser; digital investment advisory and financial planning services through 
BMO Direct Invest Inc., an SEC-registered investment adviser; and trust and investment management 
services through BMO Delaware Trust Company, a Delaware limited purpose trust company. These 
entities are all affiliates and owned by BMO Financial Corp., a wholly-owned subsidiary of the Bank of 
Montreal.  BMO Delaware Trust Company operates only in Delaware, does not offer depository, 
financing or other banking products, and is not FDIC insured.  You must be an existing customer of 
BMO Bank N.A. and enrolled in BMO Digital Banking to qualify for services from BMO Direct Invest Inc.  
Not all products and services are available in every state and/or location.  Family Office Services are 
not fiduciary services and are not subject to the Investment Advisers Act of 1940 or the rules 
promulgated thereunder.  Investment products and services: ARE NOT A DEPOSIT – NOT INSURED BY 
THE FDIC OR ANY FEDERAL GOVERNMENT AGENCY – NOT GUARANTEED BY ANY BANK – MAY LOSE VALUE. 
Capital Advisory Services are offered by a division of BMO Bank N.A. Member FDIC Equal Housing 
Lender NMLS #401052

CLEAR THIS!
The BMO BOSS – Business Owner Strategies & 
Solutions team, and Wealth Management team 
can help you build customized financial 
solutions to work towards both your business 
and personal goals.

CLEAR THIS!
BMO offers a coordinated approach to business 
transition and personal wealth planning. Get to 
know our Corporate Advisory and Business 
Owner Strategies & Solutions teams today.

CLEAR THIS!
BMO is committed to serving (and exceeding) 
the needs of women finacially. Get to know our 
BMO for Women program and start enjoying 
and contributing to our thriving community.

THREE
HURDLES
(AND HOW TO CLEAR THEM)
FACED BY WOMEN BUSINESS OWNERS

THREE
HURDLES
(AND HOW TO CLEAR THEM)
FACED BY WOMEN BUSINESS OWNERS

Contact BMO today and put our 
expertise to work for you.

This information is an excerpt from BMO for 
Women Survey: The State of Financial Planning 
for Business Owners. 

Visit uswealth.bmo.com/bmoforwomenreport/ 
to see the full report.


