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Financial literacy resources from Putnam Investments 
Putnam Investments strives to assist financial professionals in helping clients reach all of their 
financial goals. Education is central to this core mission. As we continue to drive this important 
initiative together, we are happy to introduce a number of tools to advance our collective work. 
 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Empower, Elevate, Achieve: Financial 
guidebook for women 

Women control roughly $22 trillion of wealth in 
America1 and are increasingly in charge of 
financial decision-making and investing. At the 
same time, they face specific challenges to 
financial planning including longevity and 
earnings inequality. Speak directly to your clients 
about these unique challenges and 
opportunities, and ways they can work with you 
moving forward. 

Presentation inventory code: PPT002 

Ideas to help make money-smart kids & 
Financial literacy at a glance 

Talking about finance with children is 
intimidating for many but educating children 
about money early can lead to increased 
confidence with financial decisions. Advisors 
can encourage clients to take advantage of 
teachable moments in everyday life and build 
smart-money habits with longer-term 
strategies. Parents and grandparents will 
appreciate help breaching the difficult topic. 

One-pager inventory codes: II1000, II999 
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Market rebounds outlasted declines, 
Alternating market leadership, Time not 
timing, and more 

Reassuring clients in turbulent markets is just as 
important as helping them develop and maintain 
an investment plan. Our Investor Education 
content is designed to support discussions with 
clients on a wide range of general investing and 
financial planning topics. Advisors can use these 
materials to put market volatility in perspective 
and keep clients focused on long-term goals. 

One-pager inventory codes: II869, II956, II508 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

To request more information, contact your Putnam Consultant or dial 1-800-354-4000. 
 
For Investment Professional Use Only – Not for public distribution.   

For informational purposes only. Not an investment recommendation. 

Your clients should carefully consider the investment objective, risks, charges, and expenses of a fund before investing. For a 
prospectus, or summary prospectus if available, containing this and other information for any Putnam fund or product, call the 
Putnam Client Engagement Center at 1-800-354-4000. Your clients should read the prospectus carefully before investing. 

Putnam Investments | 100 Federal Street | Boston, MA 02110 |                       Putnam Retail Management 
putnam.com                                                     II1001    AD2456236        10/22 
1 https://www.newyorklifeinvestments.com/insights/how-financial-wellness-is-different-for-women  
2 https://www.nasdaq.com/articles/generational-wealth%3A-why-do-70-of-families-lose-their-wealth-in-the-2nd-generation-2018-10 

Finance fundamentals 

Money management skills are not always 
passed down with an inheritance. In fact, 70% 
of wealthy families lose their wealth by the 
second generation and 90% lose it by the third 
generation.1 With this client seminar, advisors 
can help parents, grandparents, teachers, and 
more begin cultivating financially sound heirs, 
all while connecting with the next generation of 
investors. 

Presentation inventory code: PPT402 


