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The future of wealth is female 
More women than ever are investing their long-term savings and taking an active role in future-proofing family 

finances. The team at Key Capital Private Wealth Management in Ireland is with them every step of the way,  
with a series of compelling initiatives that empower their investment journeys. 
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One of the biggest financial shifts in recent decades has 
been the surge of economic power and influence wielded 
by women. The 2020s are set to be a transformational 
decade with more women in leadership positions than 
ever before; increasing numbers of female-led businesses 
and female entrepreneurs; unprecedented wealth transfer 
between generations of women; and higher levels of  
wealth being generated by women than ever before.

After decades of wealth management being a male-
dominated endeavour, wealth management companies 
globally are reporting higher levels of engagement by women, 
who are taking a more active role in investing for their 
futures and that of their families than in previous decades. 
Marina Giblin, Director, Wealth Management at Key Capital 
Private, attests to witnessing such a shift in their client base.  
“We have definitely seen a shift to more female clients taking 
a proactive role in the management of their portfolios and 
we are working more with female advisors in the legal and 
taxation world who are advising their clients,” she says. 
“There is also a noticeable demographic shift in female clients 
under 40 who are leading accounts to a more 50/50 split.”

As a company, Key Capital, which is Irish-owned and 
headquartered in Dublin, has taken proactive steps to 
encourage this shift. “Ten years ago, primarily only men 
would be at the investment meetings, but we made  

a conscious effort at Key Capital to support and prompt 
the inviting of partners, families and all the trusted 
advisors around the table. We have also changed the way 
we do things to make investment events more educational 
and interesting for women,” explains Marina. 

Marina marks 30 years in the industry this year, after starting 
in the 1990s in San Francisco as an assistant to one of the only 
female brokers at Smith Barney before moving to Charles 
Schwab. She returned to Ireland in 2000, working with BOI 
Private Banking, before joining Key Capital ten years ago. 

“We have been working quietly over the past decade to 
empower women on their finance and investing journeys,” 
she says. “We have run many events focused on this aim, 
including our Key Capital ‘Women in Investing’ series; as 
well as sponsoring ‘Going for Growth’, an initiative that 
champions leading female entrepreneurs in Ireland; and 
supporting various charities with a female focus.”

Seonadh Johnson also spent time in the financial industry 
abroad before returning to Dublin to take up a position 
as Director, Wealth Management. “I’ve spent two decades 
working abroad since graduating, 16 years of which was with 
JP Morgan gaining experience with international clients and 
multi-jurisdictional families,” she says. Seonadh also spent 
time on the trading floor before moving to private banking. 
“I decided to relocate home after Brexit and I chose to join To read more about the career journeys of Marina Giblin, Seonadh Johnson and Leanne Malone, visit image.ie 

Key Capital because it’s well-positioned to serve Ireland’s 
successful entrepreneurs and the Rising Generations.” 

“We have built a great network of advisors from large 
multinational organisations and local boutique firms. Our 
relationships with these advisors help us make, and receive, 
meaningful referrals. They also help us ensure that each of 
our clients has a strong team of advisors around the table.”  

Research by McKinsey has found that women place  
a high value on finding a strong team of advisors,  
as well as establishing a personal connection with them.  
They are also more likely than men to seek professional 
advice and less likely to feel confident about their own  
skill at financial decision making. Relationship Manager  
Leanne Malone, who has been part of the Key Capital team 
for almost a decade, highlights the importance of this personal 

connection given the level of vulnerability clients often feel 
around their wealth. It was a desire to build these strong 
relationships with clients and to help families with their 
wealth that led Leanne’s career from banking to Key Capital.  
“There are four broad categories of how people come into 
money: inheritance, selling a business, winning money 
and high income earners. We have vast experience dealing 
with each of these groups and pride ourselves on offering a 
bespoke service to each client. We work closely with them to 
assess their risk appetite and any concerns or issues. When it 
comes to wealth management, one size does not fit all.”

Key Capital are the corporate finance, wealth and investment 
advisor of choice in Ireland for over 300 substantial families, 
individuals and businesses. www.keycapital.ie

MARINA GIBLIN – Director, Wealth 
Management at Key Capital Private

I got into the world of wealth management 
by being in the right place at the right time 
– and making a quick decision to avail of 
an opportunity. I am so glad I did. 

I started in the 1990s in San Francisco, 
working as an assistant to one of the only 
female brokers at Smith Barney, before 
moving to Charles Schwab. I returned to 
Ireland in 2000 working with BOI Private 
Banking for 12 years. I joined Key Capital  
ten years ago.

At Key Capital, we have a commitment 
to doing the best for our clients and not 
being afraid to stand out from the crowd. 
Educating my clients is important to me 
and I have an emotional investment in  
my clients’ outcomes and futures. 

I wrote a children’s book about inclusion 
and acceptance. It’s called Amelia Finds 
Her Voice. Key Capital assisted me to fund it.

My advice for 
women who 
are thinking of 
investing is to 
start now, make 
a decision and 
commit to it. 
Be consistent, 
persistent and 
resilient.

SEONADH 
JOHNSON – 
Director, Wealth 
Management 
at Key Capital 
Private 

I started on the 
trading floor and 
then a role came 
up in the Private 

Bank, which I took. I’ve worked in private 
banking since 2006. I relocated home after 
Brexit and joined Key Capital in mid-2021.  

Our clients at Key Capital are diverse, 
across a mix of ages, gender and business 
interests, so it is highly important that we  
are a diverse staff group, too.

When working with clients, one of the 
hardest questions to answer is ‘What is it  
all for?’ This can, and should, take more  
than one meeting to figure out.

Financial advice I would give my younger 
self? Maximise your pension contributions 
from Day One. Sometimes you have to  
spend money to make money. Ask all the 
questions that you need to, and don’t be 
afraid to get a second opinion.

I find it so encouraging that Key Capital has 
always had a strong education focus and 
ethos and is happy to support everyone in 
the firm with relevant further education and 
industry accreditation.

LEANNE MALONE – Relationship Manager, 
Wealth Management at Key Capital Private

One of the most surprising things about 
working in the world of wealth management is 
that I have seen that money doesn’t make you 
happy. Of course, having money gives you a 
comfortable life, but 
it brings a new level 
of stress, paranoia 
and vulnerability. 

My advice to 
women is to find 
a relationship 
manager and 
firm that you 
trust to help you 
on your journey. 
Don’t put investing 
on the long finger. Put as much as you 
can into your pension. It’s tax efficient and, 
more importantly, you don’t want to get to 
retirement and not have enough money to  
go on holidays and live a comfortable life.

I am proud of Key Capital’s Private Equity 
programme; being a small, Irish-owned firm 
successfully competing with large Irish and 
international companies and working for a 
firm that rewards hard work and has great 
integrity in all its dealings.

We pride ourselves on offering a bespoke 
service to each client because one size  
certainly does not fit all when it comes  
to wealth management.


