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Because men are supposedly from Mars and, well, you know the rest, I’ve taken several months to in-

terview over 60 successful women. The list comprises attorneys, CEOs, human relations directors, PhDs, 

professors, entrepreneurs, real estate agents, luxury auto saleswomen (who outsold men!), successful 

business owners, physicians, company presidents, senators, dentists, marketing specialists; very impres-

sive….each and every one!   They all contributed richly to this white paper. I thank them all! 

As my own life has always found me surrounded by independent, self-reliant, strong women, I decided 

to seek out successful women for this report.  My mother demonstrated an incredible work ethic with a 

profound “I can do this and don’t get in my way” attitude that encouraged me in many ways.  I subse-

quently supervised many women on assembly lines, and then found myself reporting to women as a 

management consultant.  My personal observations have proven that women are a force to contend 

with and are to be taken very seriously.  As such I was determined to find out what “Venus” was really 

like so I jumped in with both feet and hope that you will benefit from what I learned about Empowered 

Women (aka EW). 

 

 

“It’s a new day for women’s individuality!” J.C. 

They know what their assets (strengths) and liabilities (weaknesses) are.  Personal assets might be the 

fact that you enjoy working with people (not everyone does), you are good on the computer, you are a 

talented writer, you are creative, you have great leadership skills.  Personal liabilities might be that you 

don’t like taking care of details, you leave loose ends in your projects, you’re not particularly good with 

numbers, or you don’t take negative feedback well.  

I will share an exercise that I was assigned many years ago and challenge you to complete also.  It was 

MOST revealing!  Contact six people who know you well.  Ask them each to prepare a letter to you, de-

tailing what they think are your unique abilities.  Many things you read will surprise and maybe even 

amaze you.  This will occur because the things that are unique to you, that come easily to you, that are 

simple for you to accomplish, will not feel unique.  You’re in the woods trying to find the trees.  You 

need those close to you to tell you these things.  I cannot stress the importance of this exercise.  Do it 

now! 

I will pause here and offer an observation and suggestion.  Many women spend a great deal of time try-

ing to get better at things that they feel need improvement.  I submit that women need to get better at 

those things they are good at already and let someone else do those things that they are not good at!  

That’s what EW realize!  Don’t waste your time “majoring in the minors,” become more effective at 

what your unique talents are.  If needed, re-read the paragraph above this one! 

While personal assets and personal liabilities should be known, I’m speaking now to your financial as-

sets and liabilities. You need to complete a personal balance sheet each year listing your financial assets 

EW are organized! 
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and liabilities.  If you’re not keeping score, how do you know if you’re making progress? 

Another important exercise is completing a monthly budget.  Remember when you first realized your 

independence?  What was the first thing you did?  You probably listed your monthly expenses…if for no 

other reason than for survival’s sake.  You knew where every dime was spent, at least initially.  You 

then compared that figure to your monthly income.  If your income at least equaled or better yet ex-

ceeded your expenses, you had a high degree of confidence of success.  You felt empowered and in 

control. After you received that first raise, the first thing to go was that “pesky” budget.  I submit to you 

that to be truly in control of your money, you need to know where you money goes each month.  With 

computer programs, it is easier to record your expenses than ever before.  If you don’t control your 

money, your money will control you! 

 

 

Personal, educational, vocational, savings, vacation, health and an emergency fund goal comes to 

mind. 

“What is that one thing that you want to do for yourself?” S.L. 

Financially speaking, three to six months of monthly expenses in a low risk, liquid savings account is 

usually a suggested goal.  If you’ve completed a budget and you know for example that your monthly 

expenses are say, three thousand per month (food, mortgage, car payment, clothing, electric, etc.) 

then it is recommended that you keep nine thousand to eighteen thousand in a savings account at all 

times.  If you’re just starting out, then your goal might be to accumulate that amount of money as 

quickly as you can.  Soon after, you must start to save money for other purposes (retirement, college 

education for your children, new home, new car, etc.).  Without goals you may be subject to what I call 

“impromptu spending” whereby your precious money gets frittered away by unplanned events, items 

and distractions. ( Oh, please beware of credit cards.  They can be very dangerous and should only be 

used sparingly.)   

 

 

Amazing things happen when you write down your goals.  I am serious!  If you don’t write down your 

goals, then all you have are wishes.  Furthermore, when you have wishes, they will change minute by 

minute as each distraction takes you away from your alleged goals.   Picture this:  you’re driving down 

the street thinking that you’d like a new red convertible; a blue one goes by and now you want a blue 

one!  Just that easy, you’ve lost focus.   “No, Fred…I’ve changed my mind” you say.  It’s OK to change 

your mind, but your mind was never made up to begin with.  It was just a wish.  WRITE DOWN that you 

want a red convertible, then go out and test drive one…picture yourself driving it…enjoying it.  Think 

EW have goals! 

EW have written goals! 
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about how stunning you’d look behind the wheel of it!  Trust me, when you write it down, and do all 

those other things I suggested, even while you sleep, your mind is searching and finding solutions to  

get that red (or blue) convertible in your drive way! 

I would also suggest to you that you should have bold, audacious goals….or as one speaker once said,  

“You need to have big, HAIRY goals!”  GAWD, I LOVE THAT!!!  You should too! 

A written financial plan is essential to successful achievement of your goals.  If you have done most of 

the things previously stated, the next natural step is to complete a financial plan.  If you’ve completed 

the aforementioned task then you are off to a great start already! 

 “A husband is NOT a financial plan!” L.N.Z.  

Included in the financial plan may be a college funding plan for your children, retirement plan for your-

self, an investment plan to help achieve both of those goals, and a life insurance plan in case you are 

not around to complete your obligations to your loved ones. In case your health changes, a plan for 

shifting that cost to an insurance company may be in order by considering long term care insurance. 

The last thing I’ll say about YOU writing your goals and your plan….if YOU don’t design and commit to 

your goals with a written plan, then YOU will be part of someone else’s goals who did this work.  Get it? 

 

 

As you have already experienced, there are lots of distractions along the “road of life.”  Life events, 

family events, husband, parent and children events will come along to divert you.  The famous woman 

character of Gilda Radnor, Roseanne Roseanna Danna, would always add the poignant line in her mon-

ologue “it’s always something!”   

“Women must be prepared for contingencies” L.B. 

You need to have an emergency fund.  As addressed before, the suggested three to six months of re-

serve expenses could double for your emergency fund.  Having an emergency fund will go a long way to 

improve your focus on your goals. 

 

 

“More is better than less; sooner is better than later” K.K. 

Once you have a written financial plan, you must now put your plan into action!  As one popular come-

dian says; “Get ‘R done!”   

You now know your personal as well as financial assets and liabilities.  You’ve actually written down 

EW have focus! 

EW execute their goals! 
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and created a list for each with (at least) semi-annual reviews. You’ve drawn a line in the sand with 

your balance sheet that demonstrates where you are “now.”  You’ve completed your budget of month-

ly expenses; you are holding three to six months’ worth of expenses in a savings account.  Your confi-

dence level should be very high now so that you may be able to start contributing to some serious sav-

ing and investment plans. 

As you progress, you need to have no less than an annual, semi-annual or quarterly meeting with your-

self to monitor your progress towards your goals.  If you are like most people, you will be amazed at 

what your focus has accomplished when you complete your progress meetings.   

You will get an incredible feeling of accomplishment and especially empowerment if you have attained 

your goals….if you have fallen short, not only will you know that you have, you will know by how much 

and now you will be able to assess what you need to do to get back on track.  Falling short is no reason 

to stop and feel badly about yourself.  You at least know that you have; others don’t have a clue. 

“Three kinds of women; Those who make things happen, those who 

watch things happen and those who don’t even know things are hap-

pening” F.D. 

 

 

Now that you’re successful and well on your way, you give your verbal (and/or financial) support to 

other women.  There is nothing more powerful than a great role model….well maybe there is; a role 

model who will give others a helping hand to show them the way.  Encouraging them…leading them by 

example.  Reveal the passion for what you do in life to them. Bring other women along on your em-

powerment journey.  How often have you heard that old adage “the total is greater than the sum of its 

parts?”  Empowered women can not only help others to “get the power” but the magnification of sev-

eral women working together can have an exponential effect!  It can be truly magnificent.  I’ve seen it 

happen. 

Many years ago, a group of successful women assembled with a goal of helping other women to suc-

ceed. I recall going to at least two meetings.  Frankly, I don’t recall who they all were nor what it was 

that I was expected to do or say, but I was happy to lend my time, expertise and ideas to the group of 

women.  At the end of the second meeting, I determined that these very talented, determined, focused 

women no longer needed any more thoughts from me, as they were well on their way.  During those 

early discussions I do recall that they established a goal of having 1,000 women contribute $1,000.00 

each, so they would amass $1,000,000 and be able to make a difference in other women’s lives.  

Starting from zero so long ago must have seemed like a daunting task.  I’m pleased to report that The 

Fund For Women is well on its way to yet another $1,000,000 all the while giving hundreds of thou- 

EW give support to other women! 
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sands of dollars to women over the years!  Never underestimate the power of a woman, or women 

working in concert for a common goal!  It’s just awesome! 

 

 

The National Association of Women Business Owners, Wilmington Women in Business, New Castle 

County Chamber of Commerce, Delaware State Chamber of Commerce, Linked Incorporated, Forum of 

Executive Women, Dining for Women, Delaware Breast Cancer Coalition, International Women’s Fo-

rum, Greater Wilmington Convention & Visitors Bureau, YWCA, Rotary, are just a FEW of the worth-

while organizations that should be considered.  I’ve been involved in many organizations over the years 

and have witnessed firsthand the POWER of women!  WOW! 

 

 

You need to exercise, grow, read, relax, and refresh.  You need to realize that it’s OK to put yourself 

first once in while!   I cannot say enough about recharging your batteries.  Most of your inspirations 

and best ideas will come to you while you are unwinding….so on regular occasions, PLAN to do noth-

ing!  In fact if you don’t spend down time, you may be missing essential dialog from your inner voice on 

important matters and solutions to challenges.  The benefits to your emotional and mental well-being 

cannot be understated. 

 

 

EW recognize that they cannot do all things by themselves.  EW seek out a team of trusted advisors.  A 

personal chief financial officer, wealth manager, great accountant, attorney, and an insurance expert, 

all need to be “on call.” 

“I never went to a (wealth manager), it was a tremendous mistake!” 

J.O. 

“(Wealth Manager’s) save women time!” R.H.  

“A Financial Advisor is really essential!” M.B. 

You need someone who demonstrates a passion for working with women.  One who displays a sincere 

level of respect for women, asks more questions, engages in dialogue, tells more stories, helps to base 

decisions on meaningful discussions, has a longer decision cycle, and allows comparison shopping.  Find 

someone who wants to make you a “raging fan.” 

EW take time for themselves! 

EW surround themselves with excellent resources! 
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The following formula should be the base of the financial process of your Wealth Manager:   

WM = IC + AP + RM 

Wealth Management equals Investment Consultation plus Advanced Planning plus Relationship Man-

agement. 

 

Part I - The Initial Consultation: 

Step 1:  The Discovery Meeting 

A highly structured discovery meeting should include many questions that ask about the quantitative 

issues as well as the qualitative issues in a woman’s life.  This meeting should take no less than two to 

three hours.  Then and only then can a deep understanding of each woman’s values and needs be as-

sessed and used to begin a long term working relationship.  The focus of that meeting is spent in under-

standing her and her circumstances, not trying to figure out what financial product should be sold.  

From that meeting a “mind map” should be developed that depicts all the facets of her life.  I’ve had 

women tell me that they loved the process of sharing so many aspects of their lives.  Reviewing this 

mind map with her demonstrates that she is strongly cared for and that her values are truly important 

and must be considered in the financial process.  

Step 2:  Investment Planning Meeting 

At age 65, women can expect to live, on average, an additional 20 years.* The U.S. Census Bureau indi-
cates that women own almost 30% of nonfarm businesses.  Moreover, according to recent statistics, 
42% of older women are widowed, 11% are divorced, and approximately half of all women age 75 and 
older live alone.** 
 
It is for that reason that women have a heightened interest in assuring that their investment portfolio 
is aligned with their long term goals, objectives and concerns.  During this step, the plan should be able 
to demonstrate that it addresses her goals in retirement, traveling, hobbies, interests and supporting 
those causes that are important to her.  Her investment temperament should also be reflected in the 
plan as it incorporates her short term and long term goals.  The plan should culminate in the action 
steps that need to be taken and when appropriate.  These steps should be simply stated with assign-
ments as to “who does what and when.” 
 
Step 3: Mutual Commitment Meeting 

Research on Empowered Women indicates preferences of more time being needed during the decision 

cycle.   Certainly no decision should be rushed and proper reflection time should be given.  It is at this 

meeting that the EW needs to be sure that this particular firm should be utilized and that a long term 

relationship would be most beneficial.  A wealth manager is an important member of the team of ex-

perts.  The selection of this person is of utmost importance and requires proper due diligence and con-

sideration. 

Empowered Women  
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Step 4:  90 Day Follow up Meeting 

Our research has shown that EW seek education, organization and simplicity around their finances.  

Many times it is the women who handle the money in families, so assistance should be given in getting 

better organized as well as a review of all financial statements to make sure that she can read them 

and knows what key indicators should be considered.  An especially attentive Wealth Manager will 

make sure that all questions are addressed in a dignified encouraging way and that at no time should a 

patronizing tone be used.  If you need to ask the same question ten times, then do it….at the same 

time, the Wealth Manager should be happy to offer answers as many times that are needed.  A great 

Wealth Manager will encourage questions.  Understanding is paramount in fulfilling a woman’s goals. 

Step 5:  Systematic Review Meetings 

In the beginning it may be appropriate for monthly meetings to occur.  As communication and under-

standing take hold, semi-annual or quarterly meetings may serve her well.  No less than annual 

meetings are suggested.  Changes in the EW can occur and usually do.  We know that laws and regula-

tions can change as well, necessitating the annual review process. 

Part II – Advanced Planning 

WM = IC + Advanced Planning + RM 

Wealth Management equals Investment Consulting plus Advanced Planning + Relationship Manage-

ment 

EW need to have an expert team of resources.  Members of this team might include a Certified Public 

Accountant, Trust and Estate Lawyer, Insurance Specialist (home owners, auto & liability, property and 

casualty) Life Insurance Specialist, Business Valuation Specialist, Long Term Care Specialist, Charitable 

Giving Specialist, Stock Broker and Banker.  Some of this team of professionals need to be consulted 

with at least annually or more often if situations arise or change.  This keeps recommendations, ideas 

and suggestions fresh and viable especially with the ever changing tax laws and personal situations. 

Part III – Relationship Management 

Best practices indicate that comfortable, quiet, private surroundings afford more open and objective 

dialogues.  Minimizing distractions and interruptions make meetings more productive as well  as con-

ducive to better decision making.   During these important meetings, empowered women should be 

given enough information to make a good decision that serves their best interests. 

Part IV – Closing Summary 

Empowered, successful women know where they are going and how they are going to get there.  EW 

have a definite time-line as they recognize there are only 24 hours in a day.  They surround themselves 

with trusted advisors because they also realize they can’t know everything all the time.  They also know 

their unique abilities do not pertain to many of those areas in which a Wealth Manager regularly 
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works. They invest their money, talent and time wisely.  EW seek out opportunities to help other wom-

en become successful and empowered. 

*Source:  National Vital Statistics Report, Volume 59, Number 4, March 2011 
**U.S. Department of Health and Human Services Administration on Aging, A Profile of Older Ameri-
cans:  2010 
 

The information has been obtained from sources considered to be reliable, but we do not guarantee 

that the foregoing material is accurate or complete.  Any information is not a complete summary or 

statement of all available data necessary for making an investment decision and does not constitute a 

recommendation.  Any opinions are those of Fred Dawson and not necessarily those of RJFS or Raymond 

James.  Expressions of opinion are as of this date and are subject to change without notice. 
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Frederick J. Dawson, ChFC, CLU 

Frederick J. Dawson, Chartered Financial Consultant (ChFC), 

Chartered Life Underwriter (CLU) has been a Wealth Manager 

for all of his clients since 1980 with a large portion of his cli-

ent base comprising women.  Executive Vice President of Bas-

sett, Dawson & Foy, Inc. a Registered Investment Advisor, he 

has written over 400 articles that have been published locally, 

nationally and internationally. Mr. Dawson has appeared on 

CNBC many times, had his own radio show and did The Wall 

Street Week Wrap-up Report for over 5 years on a local cable news station. In 2008 Fred was included 

in a story by Delaware Today Magazine on some of Delaware’s Financial Advisors.  Fred received a 

State of Delaware Senate Tribute in 1999 for his “long and distinguished record of service to his com-

munity, his country, his state and his region.”  One of his hobbies is music.  He has not only performed 

with most of his musical and rock star heroes, but his band CLUB PHRED has joined in his passion of 

giving back to his community by helping to raise in excess of $2.5 Million for more than 25 charities 

including The Breast Cancer Coalition, Fund For Women, March of Dimes, American Cancer Society, 

Boys and Girls Clubs, Autism, and many, many others. Check out www.clubphred.com.  Mr. Dawson 

has been recognized by many organizations and received many awards and honors including New Cas-

tle County Chamber of Commerce’s “Entrepreneur of The Year” for 2003 (*see included award criteria 

at the end of this document) and Rotarian of The Year twice.  With the help of his son, Brian D. Daw-

son, ChFC, CIMC, his assistant, Terry Ann Heidt, and his in-house attorney, Holly Chappell, Esq., he looks 

forward to helping empowered women make great financial and life decisions.   For more information 

or to schedule a complimentary, no obligation initial consultation contact his office at 302-999-9330 or 

fdawson@bdfwealth.com. 

*Estate planning services of BDF, Inc. are independent of Raymond James.  Ms. Chappell and the advice and ser-

vices she offers are not affiliated with Raymond James. 

E.A. Delle Donne Corporate Center 

1011 Centre Road, Suite 110 

Wilmington, DE 19805 

302-999-9330  

www.bdfwealth.com 
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 CAL Awards Criteria 
 

The success of our local and regional economy is based on the success of people in business 
that have a vision and who are willing to take risks to turn their visions into reality. Each year 
the New Castle County Chamber of Commerce recognizes four outstanding members who 
exemplify the entrepreneurial spirit and support the efforts of the Chamber. The purpose of the 
awards is to not only recognize business success right here in New Castle County but to pause 
for a moment and celebrate the TRUE entrepreneurial spirit of our members. 
 
Entrepreneur of the Year Award (to be nominated by chamber members) 

1. Must be an active member and supporter of the NCCCC 
2. Have been in business for 5 or more years 
3. Has 3 or more employees 
4. Demonstrated an active level of participation in the local community  

Entrepreneur Advocate of the Year Award (selection committee) 
1. Must be a member of the NCCCC 
2. Participated in programs and activities that support early stage business 
3. Have been active in supporting entrepreneurial activity for at least 3 years 
4. Be an active member and supporter of the Chamber 

Entrepreneur Young Professional Advocate of the Year Award (YPN committee) 
1. Must be a member of the NCCCC 
2. Participated in programs and activities that support other Young Professionals 
3. Have been active in supporting young entrepreneurial activity for at least 1 year 
4. Be an active member and supporter of the Chamber 

Ambassador of the Year Award (chosen by highest number of points in full year) 
1. Must be a members of the NCCCC 
2. Must be an active member of the Ambassador Committee for at least one year 
3. Must have either attended the most events or achieved the most points in year prior 
4. Support the chamber to the highest degree with most new members brought on 

board 
Roth Citizenship and Scholarship Award (chosen by the selection committee) 

1. Barbara sends out nomination request letters to all the school districts 
2. Nominees must have a very high GPA 
3. They should be very actively involved in the community 

Wallace V. Johnson Community Service Award (chosen by Mark and the BOD’s) 
1. Must be an active member of the NCCCC  
2. Should be VERY active in the Community and be a leader figure 

Lifetime Achievement and/or  Free Enterprise Awards  
(decided on and chosen by BOD’s and Committee) 


