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Financial advisors are fluent in providing guidance on complex 
financial subjects, and they can expand their impact on clients’ wellbe-
ing by discussing topics such as their clients’ social lives and mental 
acuity. These components of a sound mind can have important im-
plications for financial security in retirement—and advisors can offer 
substantial value by helping clients understand and plan for them.

As people age, many experience cognitive declines that can make 
them more vulnerable to fraud and poor financial decision-making. 
But clients can take steps now to retain their mental acuity. With your 
encouragement, they can embrace healthy habits that may help them 
stay sharp and secure their financial wellness into old age. 

One way you might address mental wellness with your clients is to 
ask about their social life. A healthy social portfolio typically includes 
friends, family and rewarding social activities. Whether a person 
has regular coffee dates with friends, attends religious services or 
volunteers with a local nonprofit, these interactions can boost brain 
health and provide a network to rely on in difficult times.1

Researchers at the Stanford Center on Longevity have found 
healthy social portfolios are just as important as strong financial 
portfolios, but many Americans’ social ties are suffering. In the past 
30 years, the number of people who say they lack even one close 
friend has tripled, and only one in three people reports they interact 
weekly with neighbors.2 Those between ages 55 and 64 may face 
the most risk for social isolation, as members of that age group re-
port declining support from family and friends and less community 
participation than in the past. 
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Advisors can strengthen relationships by helping clients understand 
how to maintain their mental — and financial — acuity

The role of a strong social portfolio
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Advisors can strengthen relationships by helping clients understand 
how to maintain their mental — and financial — acuity

You can also play a direct role 
in boosting your clients’ social 
portfolios by hosting a client 
event such as a 

• Workshop for estate planning

• Client-appreciation dinner 

• Simple wine-and-cheese event

Retirement sometimes contrib-
utes to feelings of loneliness. As 
people age, leave the workforce 
and spend more time at home, they 
often withdraw from social groups 
and feel more isolated.4 Help your 
clients avoid letting themselves 
simply drift into this situation, as 
researchers have found that social 
isolation is linked with cognitive de-
cline.5 Feelings of loneliness can 
diminish emotional wellbeing and 
mental sharpness, which in turn can 
hurt an individual’s ability to make 
productive financial decisions.

Consider regularly asking a few 
questions to get a sense of your 
client’s social landscape: Does the 
person have family or friends living 
nearby? What are their hobbies? If 
the client is on the cusp of retire-
ment, what plans do they have once 
they stop working? 

If a client’s social portfolio needs 
some attention, encourage them to 
connect with others through com-
munity groups, religious services 
or simply chatting with neighbors. 
Research shows volunteering is 
another powerful way to connect 
with community, and volunteers 
often experience health benefits. 

One study found nearly two-thirds 
of senior volunteers felt less isolat-
ed after they started volunteering 
— and even more reported feeling 
fewer symptoms of depression.6   

You can also play a direct role in 
boosting your clients’ social portfoli-
os by hosting client events. Consid-
er putting on a workshop for estate 
planning, a client-appreciation din-
ner or a simple wine-and-cheese 
event that gets your clients mingling 
with potential new friends — and 
strengthening their relationship 
with you along the way. If you invite 
your clients to bring a friend, these 
events can further serve as a great 
way to prospect for new clients. 
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As with the rest of the body, 
maintaining a healthy brain — a 
key ingredient in smart financial 
decision-making — requires regular 
exercise. One of the best ways your 
clients can increase their mental 
agility is to continue learning. 

Encourage your clients to be 
curious and to try new things. Lots 
of activities will do the trick — they 
can take a painting or dance class, 
try a new way of cooking, work on 
puzzles or practice a new language 
with a language-learning app.9  
Reading is another great way to 
keep the mind sharp. 

Support clients’ mental fitness 
by pointing out what they’re doing 

right. For example, if a client men-
tions a class they’re taking, a new 
interest or a favorite author, men-
tion the cognitive benefits of such 
activities — and encourage them 
to keep pursuing them.

At first blush, discussing the 
details of your clients’ social life 
and mental acuity might seem far 
beyond your job description. But 
helping your clients prepare and 
strategize for the future is a big 
part of your work. Addressing the 
connections across your clients’ 
brain function, mental health and 
financial health can deepen your 
relationships and help your clients 
live long, fulfilling lives. 

 
 

Action steps
 Educate your clients about   

 the importance of a strong   
 social portfolio — an    
 important factor in brain   
 health, which supports good   
 financial decision-making. 

  Host client events to give   
 your clients a chance to   
 connect socially while they   
 hear from a professional. 

 Prepare clients for the 
possibility of hearing loss,  
which can hurt their social 
portfolio and create ongoing 
medical expenses. 

 Learning is a key tool for 
preserving mental sharpness, 
so encourage your clients to be 
curious and try new things.
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Hearing loss is prevalent in older 
people, and it can take a heavy 
toll on communication and relation-
ships. One in three people over the 
age of 60 suffers from life-diminish-
ing hearing loss, but they typically 
wait five to 15 years before getting 
hearing aids. Years of poor hearing 

can lead to isolation as social gath-
erings become frustrating.7

Consider raising your clients’ 
awareness about the likelihood of 
one day needing hearing aids and 
help them prepare for the related 
expenses. Hearing aids typically 
run $1,000 to $4,000 and should be 

replaced every five years; to many 
clients’ surprise, insurance often 
doesn’t cover them.8  Offer your 
clients critical health information 
through a workshop or client event 
that features a hearing specialist.

Promoting mental and financial fitness

Preparing for hearing loss


