F3: Female Forward Finance

Jill Faherty Lloyd
The Shantz Mantione Group

October 2025

UBS Financial Services Inc. Taking your seat at the table you built
Private Wealth Management
600 Washington Boulevard
Ninth floor

Stamford, CT 06901
203-705-4237
866-860-7266 toll free
jill.f.lloyd@ubs.com

advisors.ubs.com/
shantzmantione

It's back-to-school season, not just for students, but for professionals and business
owners who never really left the classroom. As a founder, you're constantly
learning: adapting, pivoting, building, rebuilding. It's one of the toughest and most
rewarding educational journeys out there.

But here’s something | see often, and it still surprises me: even after building

and selling successful businesses, many women still find themselves on the
sidelines when it comes to managing their personal wealth. Not because they lack
knowledge or capability, but because the financial industry hasn’t always made
space for their full participation. That's changing. And I'm here to make sure of it.

You wouldn’t guess it now, but | spent much of

my early life feeling like | just couldn’t keep up. |
had undiagnosed ADHD, which made traditional
learning environments really difficult. | struggled to
sit still, retain information, and keep pace, especially
compared to my older sister, who thrived in school
and went on to earn multiple advanced degrees.

I've always deeply admired her, but it was tough not
to compare myself. And, in that comparison, | often
came up short in my own eyes.
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The turning point came thanks to my dad. He reminded me
that not everyone learns the same way and that my path
would look different—not “less than.” He recognized my
curiosity, my love of people, and my instinct for business.
He believed finance could be my lane for learning and
success—and he was right.

That early encouragement became the foundation for my
career. Today, | get to help other women step into their
financial confidence—often in unconventional ways—
and build a future that reflects their values, goals, and
unique journeys.

Why this matters

Here's the reality: many high-achieving women, even
those who've built, scaled, and exited companies, still
feel underrepresented or underestimated in wealth-
planning conversations.

This isn't about lack of capability. In fact, data show that
women now earn the majority of advanced degrees and
are leading innovation across nearly every industry. Yet, in
couples and families, the financially “dominant” partner
is still often assumed to be male—even when that’s not
the case.

We believe it’s time for a reset. Not a fight for power, but
an intentional shift toward shared knowledge, shared
decision-making, and full inclusion.

What we do differently

On our team, financial inclusion isn‘t just a philosophy—it’s
built into how we work. One of the ways we put this into
action is by ensuring both partners are actively involved
in every planning conversation, especially when one has
historically taken a back seat in financial matters.

We do this because we believe every voice at the table adds
value—and every partner should have clarity, confidence,
and agency when it comes to wealth planning.

Women are already outperforming expectations in
education and entrepreneurship. The next step is making
sure that success translates into informed financial
decisions, across all aspects of life, from investing to estate
planning to legacy design.

Financial planning=continuing education

Financial planning is, at its core, an ongoing learning
process. You don’t need a finance degree to feel in control
of your wealth; you just need the right environment and
the right guide.

Many of the female founders we work with tell us:

— After exiting their businesses, they felt less confident
navigating personal wealth than they did running
a company.

— They didn’t know what they didn't know about tax
strategy, legacy planning, trusts, or how to repurpose
their capital for new ventures.

— They wanted to stay involved in growth in ways that felt
purposeful, not overwhelming.

If that resonates, you're not alone. These are incredibly
smart, capable women—they just haven’t been invited into
the conversation in the right way. That's where we come in.

The top three steps you can take right now to ensure

the financial agency with your capital

1. Make your voice part of the process. \Whether or not
you manage the finances, your input matters and should
be reflected in every planning conversation.

2. Approach your financial strategy as an evolving
curriculum. Ask questions. Seek clarity. Make sure your
advisor prioritizes education, not jargon.

3. Align your capital with your next chapter. Whether
you're starting something new, joining a board, or
focusing on legacy, your wealth should support the life
you're intentionally designing.

Final thought

You've already built something meaningful. Now is your
opportunity to ensure your wealth is just as thoughtfully
structured—and just as empowering.

Financial confidence doesn’t come from knowing
everything. It comes from being engaged, informed, and
supported by professionals who respect your voice and
your vision.

You don’t need another degree to step into that space.
Just the right team, the right tools, and a plan designed for
where you're headed next.

Onward,
Jill

PS

If you're at a transition point—preparing to exit your
company, thinking about what legacy looks like, or just
wanting to feel more engaged in financial conversations—
let's talk. I'd love to help you map out what comes next and
make sure your capital is working as hard as you are.
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*\We provide periodic monitoring of advisory accounts in accordance with the client’s agreements with UBS. Unless separately agreed in writing, UBS
does not manage client’s brokerage account, and clients make the ultimate decision regarding the purchase or sale of investments.

The information contained in this newsletter is not a solicitation to purchase or sell investments. Any information presented is general in nature and
not intended to provide individually tailored investment advice. The strategies and/or investments referenced may not be suitable for all investors as the
appropriateness of a particular investment or strategy will depend on an investor’s individual circumstances and objectives. Investing involves risks and
there is always the potential of losing money when you invest. The views expressed herein are those of the author and may not necessarily reflect the
views of UBS Financial Services Inc.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal
counsel and/or your accountant or tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including any
estate planning strategies, before you invest or implement.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an
SEC-registered investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage
services are separate and distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that you
understand the ways in which we conduct business, and that you carefully read the agreements and disclosures that we provide to you about the
products or services we offer. For more information, please review the client relationship summary provided at ubs.com/relationshipsummary, or ask
your UBS Financial Advisor for a copy.
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