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The monthly interview
This month we bring you insights from Zodwa Matsau, Independent Non-executive Director on the PSG
Konsult board and Kim Potgieter, Founder of the Women in Finance Network. In this edition, we highlight
the fundamental challenges inherent to women in the industry and emphasise the need for increased women
representation in the industry.
What do you think are the unique challenges
female financial planners and advisers face?

Zodwa Matsau

Kim Potgieter

Why do you think we need more women in the
industry?
Kim Potgieter: According to the CFP board, worldwide,
76.83% of Certified Financial Planners are male and
23.16% are female.
Despite the growing number of CFP® professionals, there
are many reasons why more women don’t enter into the
financial planning industry. In most cases women have
never talked to a female planner, and it’s not a popular
career option discussed with young women either. There’s
also a lack of guidance and support for the few that want
to pursue this career path.
Financial advice can be an excellent career path for women
especially because maintaining strong, empathetic
relationships with clients is one of the key skills needed by
a financial adviser, something that women are inherently
good at.
Moreover, managing your own advice practice offers
flexibility and affords women the opportunity to strike
the right balance between work and life.
Zodwa Matsau: This is not just a phenomenon in
the financial planning space, but it is prevalent across
the broader financial services industry and more so in
senior leadership roles. Even though more women are
earning qualifications in this space, men are still getting
hired and promoted more than women. Studies have
shown that more and more women are attaining the
required qualifications, why are they not getting hired or
promoted. The question is who are making these hiring
and promotion decisions?

Matsau: Challenges faced by women are the same
across industries, I don’t particularly think the challenges
faced by financial planners and advisors are unique to
them. There is still a perception that women will interrupt
their careers when they and their partner decide to have
children together. Women are more likely to be expected
to be primary caregivers, which can be at odds with the
demands of work, and the expectation to provide most
of the unpaid domestic labour, also prevents them from
giving as much time and energy. Sadly, women don’t
walk through the doors of the office on an equal footing
to their male counterparts.
But even within the office, discrimination is significant
beyond not recognising women’s roles outside of work.
Their contributions are often less recognised and less
rewarded. To deter this kind of discrimination, PSG Konsult
advocates for the principle of equal pay for work of equal
value, and bases fair and responsible pay on the concept
of ‘pay for performance’ (which performance includes
financial (if relevant) and non-financial performance).
Consequently, there is no pay differentiation based on
gender or racial classification. The same behaviour by men
and women has been shown to be valued differently. In
finance, the way men and women differ in their relationship
to risk, and our expectations of these behaviours might be
a good example: men are not only less risk averse, but
even when they take risks, they are perceived as more
calculate, whereas women’s risk-taking, maybe because it
is considered out of character, is considered more reckless.
Sadly, this scrutiny, which often starts much earlier than
any career, also impacts confidence in decision making.
How can we overcome these challenges?
Matsau: Proving the perceptions wrong. By being
competent, finding our voice does not have to mimic a
man’s voice. There is power in leading and speaking from
an authentic space. Women do not have to be “like the
boys” to be heard. Working hard, being confident in my
abilities and remaining authentic to who I am has seen
me overcome the challenges. This should not detract
from the fact that I had to overcome these challenges,
sometimes enduring condescension, and at others having
to push harder than my male colleagues.
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been taken in the research and preparation of this document, no responsibility can be taken for actions taken on information in this interview.

3 | PAGE

PSG Wealth | Monthly Insights - August 2019

The monthly interview
Potgieter: From a female client pespective, it is clear that
the industry has a long way to go in catering for the specific
needs of female clients. It is also clear that women are
starting to take accountability for their personal financial
planning and emerging as entrepreneurs, innovators and
leaders. I have been involved in the financial planning
industry for twelve years, and it is heartening to see that
women are empowering themselves to become part of
the financial conversation. Women are being recognised
for the value they add, and it is up to us, as women, to
believe in ourselves, remain true to our beliefs, and enter
into the arena with confidence and courage.
Access to senior leadership within the industry
remains uneven, how do we begin to change this
narrative?
Matsau: There must be a deliberate and focused effort
to empower women. Those in power must buy into the
fact that a diversified team is better for the company and
stop seeing women empowerment as just a compliance
matter.
Organizations must also understand the reality of
women’s lives, accommodating female employees who
might need flexible hours to accomplish a task and
care for children which men neglect. Even creating an
institutional culture that encourages men to be more
active in parenting and their home has been shown to
increase well-being and productivity. Maybe, a key part
of this, is to recognise that allowing a mother to come an
hour later and catch up at a better time, or have sufficient
family responsibility leave, are not only favours, but
they are a good investment by the business, improving
productivity, staff retention, well-being, and more.
What’s your advice for young women entering the
industry?
Potgieter: It is a healing and rewarding profession – and
a people’s business. Spend time getting to know yourself
and understand your relationship with money. It is this
self-awareness and confidence in your own values that
gives you a much better understanding of where your
client is coming from, and how their money habits were
formed.
My advice for young women entering the career is to
find a mentor – of any gender - as long as you feel that
the relationship works for you. Support is everywhere –
don’t be too proud to ask for help. You will be pleasantly
surprised at how many people love to help and share.

Finally, we are more than planners, we are coaches,
and clients expect to form a meaningful relationship
with their advisers. It’s often about thrashing out ideas
and finding creative solutions for money to enable the
vision a client has for her life. I do recommend doing a
coaching course, for your own development and growth,
and even possibly becoming a certified coach yourself. It
has personally benefitted me in so many ways and adds
significant value to the work I do with clients.
Matsau:
a) Be competent
b) Respect the profession, (honour your commitments,
be on time, respond timeously, stay in touch with
your clients).
c) Build resilience
What’s your advice for female investors?
Potgieter:
1. Choose advisers who “gets” you.
The relationship with your advisers could potentially
be the longest relationship you have in your life. Make
sure that your advisers respects you, values your input,
includes you in conversations with your partner, listens
to what you value in life and appreciates your goals
and dreams. They must be prepared to engage in
conversations about what you want to achieve with
your money. You cannot begin to formulate a financial
plan for your life if you don’t know what the money
is for. Spend time designing a life plan, visualise what
you want your life to look like and make sure that your
financial goals match your life plan. For example, if
your family and children are your highest value, your
financial plan, investment strategy and scenario plan
must accommodate for this.
2. Put yourself first
Women so often put everyone else’s needs ahead of
their own. I encourage women to invest in themselves.
You are, after all, your greatest asset. If you are able to
look after yourself and your money first, you will be of
so much more value to everyone else.
3. Trust your instincts
Engage in courageous currency conversations. Money
conversations are not easy conversations. They make
us feel vulnerable, but even if you don’t feel you have
much to contribute, start by expressing your needs
and values. Remember that money is your servant, and
that you hold the power to make your money work for
you. Still she inner critic and believe in your self-worth.
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How can we empower women to have more
courageous money conversations?

How do you think male financial advisers can
contribute to a more equal industry?

Potgieter: The reality is that women are fast becoming
a force to be reckoned with. According to Stats SA, 62%
of children born in country in 2017 had no details of
fathers recorded at birth. This implies that more women
are becoming breadwinners and making the financial
decisions.

Matsau:

1. Partners or spouses should attend planning sessions
together. In this way, both partners’ needs are catered
for and shared decisions and sacrifices are encouraged.
Women are urged to actively participate in financial
planning process, and not to leave the responsibility to
their partners or advisers alone.
2. Women talk about money differently to men. Women
engage with money on a holistic level, exploring ways
in which money could benefit themselves and their
families. Women question their financial choices in
terms of the impact it will have on their families and the
world around them. Financial planners are encouraged
to incorporate life planning into the financial planning
process and to find creative solutions for money to
enable the dreams, goals and vision a client has for
her life.

• Experienced men can help by mentoring women,
especially young professionals.
• Avoid creating spaces, especially informal networking
that exclude female colleagues, and be cognizant of
making sexist remarks.
• When conducting performance appraisals, men should
also factor in the “ soft skills/ functions” such as when
females are requested to organize office parties or to
deal with conflict situations in the office.
• It all boils down to showing the same amount of
respect to your colleagues irrespective of their gender.
• It would also be beneficial for firms to establish a
policy that ensures that both genders are equally
remunerated for doing the same job. Beyond this, the
policy should also ensure that both genders are treated
equally in recruitment, training, hiring and promotion.

3. Conversations with clients require an empathetic
mindset. Women value deep and meaningful
connections based on authenticity and whole hearts.
Women are not impressed by financial jargon, neither
do they respond to dumbed-down versions – women
are interested in a simplified version of how the
financial plan will enable their needs and goals, for
themselves and their loved ones.
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