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By Diane Anderson-Minshall

Ever wonder whar is the most commen Anan-
cial mistake women make? San Francisco
leshian fnancial planner Rachel Robasciord
will be the frsr ro cell you: "Underestimacing
how much it will actually cost to redre,” she
siys withour pause A lor of us koow char
we need to save more than our parents did
in general, bur we don't underscand the mag-
nitude. We're living i a completely different
hnancial warld from oue parents arxd grand-
parents. Mot only do we bave to save more
because we're expected o live longer and
cant rely on pensions or social securicy. bur
the expanentially cising high cose of housing,
educacion and health care get in the way of
our ability o save whars needed .

Cinece a |c:|di|1.g fnancizl planoer ar a
Farmane 300 Anancal services hrm (which
shall remain nameless). Robagcioe lefe cor-
porate America when the pressure o “sell”
the companys insurance and invesmment
produces — even when they weren the best
aprien for cliens — became roo mugh_ HAA JaM s
So she pur out her own shingle in 2004 Ve Ve
a5 Robasciort & Associates, Inc, with dne
part-rime staff member in 2 rwo-room office.
Today chere are five smaffers induding her LIFy
business partoer, associate Anancial planner 4
Maya Philipson. HEE

Philipson had experienced some of the

same big-brm concerns.”Rachel and | mer in 2005 and [ was surprised
v il 1 e with values sosimilar ro my own, and one thae fecnsed on
helping women and the LGBT communiry’

Today the women work side by side, and neady all of the firm's cli-
EIES e Uit

"We chose to make working with women and che LGBT communiry
a priority in our practice because these are our communities and chey are
eradicionally excluded from Bnaneial planning” Robascior says.

“And, tronically, our communinies rend 1o necd ir nwore, Phlhpson
adds, “Women are more likely ro live longer and have an underfunded
retirement. Lesbian and gay families have multiple complex hnaneial
needs as a resule of our inabilicy ro legally marry”

Thar doesnt mean rhar because they need ir, chey acmally ger it
chough: " We've found thar most women, regardless of cheir hnancial
staeis, seill harbor this universal fear of becoming a bag lady in their
old age,” Robasciom admirs. “The fear around Anancial planning usu-
ally comes fram the association thar people make berween money and
pergonal survival. And it a real association. In our culrure, iF vou don't
have money, you don't have access o the basics”

Robasciormd, who, despite ber slighe resemablance to an £ Ward-em
Jennifer Beals, was rised in 2 socio-economically disenfranchised ruml
communiry in 3 fmily with rwo disabled parents, is parcicalady sware

found that
of their financial
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Rachel Robaeciotti (left) and Maya Philipson

t most women, regardless
status, still harbor this

of becoming a bag lady in

of how those concerns can shape women's ability to plan. Philipson, on
the other hand, grew up in Berkeley, Calik, as parc of a lesbian Eamily
where both of her mothers were well-educared professionals,

“Sa, we have a wide range of experiences that help us o wuly
empathize with our cients’ various economic sirvations, Philipson
says. " Women and LGBT families seem ro be arrracred o our femi-
nist approach to hnancial planning.” For example, the due mkes grear
care to nnderstand and invegrace their clients’ values ingo their planning,
“When ir's rime o make decisions, our dients know whar cheir oprions
are, whar we recomumend for their sinzarion and char they will be Fully
supported regardless of their choice”

The dua has made it 2 mission to dispel the mychs abour financial
planning, especially the notion thar irs for the wealchy. " Most new cli-
ents coming oo hnancial planning are nuddle-income people who need
help Bguring with their employee benefies; saving for reriremenr, bud-
gering and debr management,” says Robasciarti.

And unlike most commission-only advisors, fee-based planners like
she and Philipson arent hard-pressed ro Rind high-nec-worth clicnrs
in order to be successfl. They do, cthaugh, believe thar educarion goes
boch ways {"we stay open o learning from them as well”) and thae they
should always “eat our own cooking” which is a folksy way of saying
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Take My Money and Run continued from page 41

that the women insist on taking cheir own advice.

“Because we do that, sometimes we realize that
what we're recommending isn't practical and that’s
great for helping us to refine the experience and
advice that we're giving people.”

But does being a lesbian make you a better
financial planner?

“We think so,” Robasciotti says.“Since most of
our clients are from the LGBT community, we're
definitely able to empathize with the special chal-
lenges that they face, We've had clients tell us that
it’s a huge relief to work on with their inances —
an already emotionally charged subject — without
the discomfort of having to explain’ how their re-
lationships work."

Philipson agrees, but admits that their LGBT
clients can still surprise them.

“It’s really amazing that, even with all of the
recent media coverage, some people still don't un-
derstand that we can't legally be married anywhere
in the U.S. according to the federal government,’
she says. “Even if we do have domestic partner-
ship in California, there are so many benefits that
come with the ability to legally marry char we scill
having to jerry rig’ our financial and legal affairs to
match our wishes. They come in with assumptions
abourt what will happen to their assets when they
die and we spend a lot of time educating them on

what won't automatically happen because of their
inability ro marry.”

That fiscal activist, Robasciotti says, makes it
all worthwhile. She also serves on the Board of
Directors of the National Center for Lesbian Rights
and the Foundation to End Sexual Violence.

“I believe that NCLR is the single most effec-
tive organization doing work for the queer com-
munity,’ Robasciotti says. “And the mission of
FESV gives me hope for the future. I give my time
to these organizations because I can't imagine not
being a part of these causes and because I person-
ally need ro participate in the communities that I
care about in order to feel like a whole person.”

Robasciotti and Associates walks their talk,
too, by offering new clients discounts to member
donors of several groups including NCLR, the lo-
cal NPR channel and the Golden Gate Business
Association. Even when the discount turns our to
be more than the cost of membership itself, the
women think its still worthwhile.

“We're a relentlessly idealistic group of people,’
Philipson says.

“We believe that the work that we do with our
clients has a real impact on the world,” Robasciotti
chimes in. “We believe that we can be successful
and socially responsible at the same time and that
the smartest financial decision is pointless if it

doesn'’t support the life that you want to live." m
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