
The value of diversity and inclusion in all aspects of life — including business — has become part of the national 
conversation. Not only is it the right thing to do, it’s a way for companies to gain a competitive edge. Many 
firms recognize that people with disabilities are an untapped pool of talent and insight, as well as potential 
customers that could be better served to mutual advantage. Financial advisory practices are no exception 
to this trend. In this article, Disability Rights Advocate and Business Consultant Kathy Martinez explains the 
benefits and best practices of disability inclusion in financial advisory firms.

Research shows that companies that build an inclusive workplace for people with disabilities 
are more profitable than those that do not.1 Why is that?
People with disabilities contribute meaningfully in the workplace — provided they’re given the chance! As with other types 
of diversity, employees with disabilities bring a unique and valuable perspective to the businesses they work for. They 
are used to using their creative side to adapt to their environment — and that problem-solving mindset is a real asset. If 
companies are welcoming, and people are respected, valued and feel that they can bring their authentic selves to work, 
they are much more productive. In fact, we’re seeing more employees coming forward and self-identifying as having a 
disability, something they may not have felt comfortable doing in the past. 

Is technology helping disability inclusion to make an impact on workplaces?
Technology has created an opportunity for people with disabilities to jump into the employment mainstream. To take one 
example, many people with disabilities find that simply getting to the office can be a challenge, so being able to work from 
home can be really important. Many employees used to view that kind of accommodation as too difficult to implement. 
Then COVID happened and, almost overnight, businesses across the board figured out a way to make it work. But it’s 
important to remember that people with disabilities are not a monolithic group — we’re very diverse and have different 
needs. But, as with working from home, solutions can very often be implemented without great difficulty or inconvenience, 
so long as a business is ready to make them a priority.

What is it that makes a disability inclusion program truly successful?
There is no formula, but for disability inclusion to succeed, it has to be part of a business’s DNA — from how you recruit 
to on-boarding right through to engaged leadership. Building a genuinely inclusive culture is crucial. And it can’t be one 
person’s pet project, because when that person leaves the company the momentum will likely die. Nor should disability 
work be viewed as a “nice to have.” 

It has to be as important as any other diversity work.
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What do financial advisors need to know about people with disabilities?
The disabled population influences over $13 trillion in annual disposable income2 — so this is undeniably a growth 
opportunity. That sum of wealth is partly a legacy of ADA (Americans with Disabilities Act), which became law in 1990 
and has since helped generations of people with disabilities be educated alongside their non-disabled peers and to grow 
up with the assumption that they will work and contribute. And they’ve succeeded fantastically!3 For financial advisors, 
these are potential clients — and it’s really important that these people have the benefit of expert advice on planning their 
finances just like anyone else. They may have fundamental questions that need answering, such as “How do my investments 
affect my disability benefits?” Likewise, they may want to know if they are making the most of investment vehicles created 
for people with disabilities, such as ABLE accounts. 

Why is it important that mainstream financial advisors serve clients with disabilities — why not 
let specialists cater for this group of people?
Disability is a natural part of the human condition, so advising disabled people should be woven into the basic training for 
all financial advisors. Leaving this group to be served exclusively by specialists removes people with disabilities from the 
mainstream. There are so many opportunities for advisors who can help disabled investors understand how benefits interact 
with investments. 

How can financial advisors gain a better understanding of clients with disabilities — and how 
can they help them to access their services?
First of all, ask questions! As I said before, people with disabilities aren’t a monolithic group. So whatever you do, don’t 
make assumptions; ask your clients what you can do to make working with your practice easier. For me, having information 
in an accessible document is critical. For clients who prefer virtual meetings, make sure you have the technology and skills 
in place to accommodate that. 

You talk about forging a “connection to disability.”  What does this mean, and why is it important 
for financial advisors?
Most financial advisors are already serving people with disabilities, or family members, caregivers and companions of 
people with disabilities, and yet they don’t know it. So they think they have no connection to disability, but in fact they do. 
And today people are living longer, but they tend to acquire disabilities as they age. I like to remind people that being able-
bodied is a temporary state! This senior population has substantial wealth, but to serve them effectively as they age, and to 
maintain strong connections, it’s important for financial advisors to be mindful of their disability-related needs and to ask 
questions about what will make the partnership a success.

?

?

?

?


