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On Wealth
LGBTQ families need tailored
investment and financial services
Timothy J Volk

Editor’s Note: We are pleased to present a report on
the new Metropolitan Forum, a place for LGBTQ
wealth-owners to discuss their needs.

Why do LGBTQ clients need focused services?
Many LGBTQ (Lesbian, Gay, Bisexual, Transgendered,
Queer) leaders understandably applauded recent gains
in their communities’ civil and legal rights, but
another area of LGBTQ need remains unmet: long-
term financial planning both for individuals and their
families. While most members of these communities
have experienced discrimination at some time in their
lives, Baby Boomers and Gen-Xers in particular
suffered because anti-gay rhetoric and attitudes were
especially strong in the past, warping both family and
business relationships. As a result, these people also
faced additional challenges in planning a stable
financial future for themselves, their spouses and life
partners, their families and their businesses.

In recent years, I began a concerted effort to fill this
gap, exploring how traditional financial planning and
wealth management failed to reach out to, or even
acknowledge, the LGBTQ population. I further
gathered information on what services this market
segment most needed.

This summer in Chicago, I convened the inaugural

meeting of the Metropolitan Forum with other leaders
in the wealth management profession, emphasising the
establishment in family offices. Although our group is
still gathering additional data, our discussion generated
insight into the need for LGBTQ-specific financial
advisory, along with some remaining barriers to the
work. Let me share part of our conversation with you.

The gathering was the first time (that we can
document) that a group of LGBTQ wealth creators and
inheritors met to share their stories and experiences
about money and family. Our intention remains to
create a peer-to-peer thought leadership forum of
LGBTQ wealth holders in a safe space. Our first
purpose was to determine whether there is a benefit in
meeting to share stories about our own experiences
and to identify common themes. 

The attendees also shared their notes with other
peers who expressed interest in the Metropolitan
Forum’s work but could not attend the meeting. 
We have since surveyed their thoughts and soon 
plan to share the group’s overall findings, with the
information then helping us better formulate our
purpose and objectives. 

I have spent much time over the past few years
researching and exploring the high net worth of the
LGBTQ world. My interest is partly personal: I’m
openly gay, but I’ve seen many professionals – even 
in the financial industry – who have never told their
clients or their families about their orientation,
leading to grief, stress and eroded self-confidence. 
I’m also from a family who runs a four-generation-
long family enterprise, but some conservative kin who
at one time had trouble accepting me and my partner
as we truly are, created discomfort both at the office
and in our personal interactions. Meanwhile, I gained
considerable expertise in helping families and high-
net-worth (HNW) individuals in managing their
resources and preserving them for future generations,
both from my time as an executive inside large
financial institutions and from my own advisory
practice. So, I know the difficulties that LGBTQ people
face and I know financial services.

What is missing, I learned, is a better
understanding of how to meet the specific needs of
LGBTQ HNW individuals – and in particular, of older
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LGBTQ people. Unfortunately, there is little
quantitative data available to help this clientele. 
So, I started the Metropolitan Forum.

Our group, comprised of mostly Baby Boomers,
Gen-Xers and Millennials, provides an interesting 
and distinct insight as to how the older generations
experienced being gay in a world that did not
welcome them in comparison to today’s far more
open society. 

Our group includes several members who are
professional advisers in addition to being wealth
holders. Each of them talked about a rapidly evolving
world where LGBTQ people are being more accepted
and yet continue to be treated differently from our
straight peers. 

While our younger members experience a more
open and accepting environment, both personally 
and professionally, they hesitated to say when, or
even whether, they would tell family members they
are LGBTQ. They especially debated whether they
would share that information if either their clients or
they themselves are over age 45 – a telling discussion,
since most wealth creators are middle-age or older, as
are many advisers to HNW individuals. 

Regional differences also quickly emerged, as
members agreed that the HNW LGBTQ community 
is far more open and accepted in progressive cities
such as Chicago, New York and Boston. But in other
parts of the country, such as smaller cities or rural
areas, both wealth holders and financial advisers are
more likely to keep their orientation private. 

Still, each member shared stories highlighting
experiences where they were treated differently
because of their orientation. This point deserves
emphasis: while society in general may be more
accepting of LGBTQ people, all Metropolitan Forum
members said they had been treated differently or
experienced discrimination at some point in their
lives. For families, there are many variations.
Interestingly, one of the attendees pointed out that
within the Jewish community, even if your parents
didn’t like or approve of you being gay, you still were
always welcome in the family home. 

From my experience in the wealth management
business, I have observed that having money seems 
to exacerbate the underlying issues. Some previous
writings on the issue show that LGBTQ people are
more willing to discuss their sexuality with family
than they are to talk about money issues – including
what to do if they have high net worth. Perhaps our
Metropolitan Forum group can help ease this angst
among our members. 

Most Metropolitan Forum members agreed that 
the LGBTQ community is being integrated into
straight society, now more so than ever. As many
younger gay people now have children, they will
experience similar needs and desires are their straight
counterparts. Yet, a significant portion of the
homeless youth – and youth (teenage) suicides – are
LGBTQ and an increasing number of our LGBTQ
aging population are being abused and discriminated
against as they enter retirement communities. These
facts all indicate that LGBTQ people have not been
fully accepted and integrated into ‘straight’ society. 

We are gathering information to help solve global
issues within our community, but perhaps by finding
our commonality and comfort within we can better
help those around us. 

In the near future, the Metropolitan Forum will
continue to leverage our collective knowledge and
experiences, providing peer-to-peer thought
leadership and examining who else should join this
broader conversation. Further, we need to research
whether financial advisers understand that the LGBTQ
community has unique needs and whether the
advisers understand that reality and, in turn, are
willing to help us. 

Meanwhile, we will continue to reach out, inform
and create dialogue with our community. This
process, and the information that it generates, will
help family members, family offices and their
financial advisers better understand the gaps and
needs, so we can then develop new resources and
discover new ways in how advisers speak to and 
assist their clients. 

Tim Volk hails from an entrepreneurial family, is a unique professional with an exceptional network, great inter-personal
skills, and a deep appreciation of the issues surrounding wealth. He is an experienced business executive, a seasoned
board member with a strong financial background and lives with his partner (recently husband) of 29 years in Chicago.
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