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Aging and Retirement Research

SOCIETY OF ACTUARIES
Antitrust Compliance Guidelines

Active participation in the Society of Actuaries is an important aspect of membership. While the positive contributions of professional societies and associations are
well-recognized and encouraged, association activities are vulnerable to close antitrust scrutiny. By their very nature, associations bring together industry competitors
and other market participants.

The United States antitrust laws aim to protect consumers by preserving the free economy and prohibiting anti-competitive business practices; they promote
competition. There are both state and federal antitrust laws, although state antitrust laws closely follow federal law. The Sherman Act, is the primary U.S. antitrust law
pertaining to association activities. The Sherman Act prohibits every contract, combination or conspiracy that places an unreasonable restraint on trade. There are,
however, some activities that are illegal under all circumstances, such as price fixing, market allocation and collusive bidding.

There is no safe harbor under the antitrust law for professional association activities. Therefore, association meeting participants should refrain from discussing any
activity that could potentially be construed as having an anti-competitive effect. Discussions relating to product or service pricing, market allocations, membership
restrictions, product standardization or other conditions on trade could arguably be perceived as a restraint on trade and may expose the SOA and its members to
antitrust enforcement procedures.

While participating in all SOA in person meetings, webinars, teleconferences or side discussions, you should avoid discussing competitively sensitive information with
competitors and follow these guidelines:

* Do notdiscuss prices for services or products or anything else that might affect prices

* Do notdiscuss what you or other entities plan to do in a particular geographic or product markets or with particular customers.

* Do not speak on behalf of the SOA or any of its committees unless specifically authorized to do so.

* Do leave a meeting where any anticompetitive pricing or market allocation discussion occurs.

e Do alert SOA staff and/or legal counsel to any concerning discussions

* Do consult with legal counsel before raising any matter or making a statement that may involve competitively sensitive information.
Adherence to these guidelines involves not only avoidance of antitrust violations, but avoidance of behavior which might be so construed. These guidelines only provide

an overview of prohibited activities. SOA legal counsel reviews meeting agenda and materials as deemed appropriate and any discussion that departs from the formal
agenda should be scrutinized carefully. Antitrust compliance is everyone’s responsibility; however, please seek legal counsel if you have any questions or concerns.
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Aging and Retirement Research

Presentation Disclaimer

Presentations are intended for educational purposes only and do not replace
independent professional judgment. Statements of fact and opinions expressed are
those of the participants individually and, unless expressly stated to the contrary, are
not the opinion or position of the Society of Actuaries, its cosponsors or its
committees. The Society of Actuaries does not endorse or approve, and assumes no
responsibility for, the content, accuracy or completeness of the information
presented. Attendees should note that the sessions are audio-recorded and may be
published in various media, including print, audio and video formats without further
notice.
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Aging and Retirement Research

e Background and Methodology

e Key Findings and Summary by Generation
e Financial Priorities and Behaviors

e Retirement Savings and Planning

e Financial Fragility

* Millennials and Financial Security

e Researchers’ Perspective

e Conclusions
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Aging and Retirement Research

Current Environment and Context

e Major shift: DB to DC
e Financial literacy challenges

e Many Americans: limited access to unbiased financial advice except linked
to employee benefits

e Big increases over time: college costs, student loans, and housing
e Great Recession impacted many careers — especially Millennials
 Massive technology changes: different effect on different generations

e Demographic shifts: life spans, family structures, number of children
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Aging and Retirement Research
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SOA Research on Public Knowledge/Perceptions

e Generational survey (2018) builds on 20 years of prior SOA work

e Long term program goal: Understand and improve post-retirement risk
Mmanagement

e Focus on middle-income market
* Many lack adequate assets to maintain living standard in retirement

e Decisions will require trade-offs on living standards

e Focus on multiple stakeholders

e Builds on prior work:
e Started biennial Risk Survey in 2001 and added focus groups in 2005, 2013 and 2015

e Survey, focus groups and interviews with those over 85 added in 2017 and 2018
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SOA Generational Survey

e Sponsored by the Society of Actuaries’ Aging and Retirement Strategic Research
Program

e Survey Focuses on

e Financial priorities and strategies with emphasis on retirement planning
e Five generations: Millennials, Gen X, Early Boomers, Late Boomers, and Silents

e Research Goals are
* Understand differences and similarities by generation
e Understand how younger generations are doing vs. earlier generations
* Help improve retirement security and help stakeholders improve their offerings
e Define and understand financial fragility and compare across generations
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Aging and Retirement Research

The Survey Methodology

e Online survey (conducted July 17 - July 27, 2018)

e Used Research Now panel

e Conducted by Greenwald & Associates for Society of Actuaries
e Sampled 2001 individuals, about 400 per generation

e Five generations: Millennials, Gen X, Early Boomers, Late Boomers, and
Silents

e Early and Late Boomers separated: different opportunities through their
careers

e Recognizes key issues that surfaced in earlier SOA work including family,
planning horizon, debt
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Aging and Retirement Research

The Survey Reports

 Full report and posted questionnaire:
e Financial Perspectives on Aging and Retirement Across the Generations

e Posted Questionnaire and Results

* Six short reports on specific topics:
e Difficulty in Gaining Financial Security for Millennials

e Financial Priorities, Behaviors and Influence on Retirement

e Family Obligations Across Generations

e Financial Risk Concerns and Management Across Generations

e Financial Fragility Across the Generations

e Relationship of Marital Status to Financial Priorities of Five Generations of Americans

e All reports at https://www.soa.org/research-reports/2018/financial-perspectives-aging-retirement/
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https://www.soa.org/Files/resources/research-report/2018/financial-perspectives-aging.pdf
https://www.soa.org/Files/resources/research-report/2018/posted-questionnaire-results.pdf
https://www.soa.org/Files/resources/research-report/2018/difficulty-gaining-financial.pdf
https://www.soa.org/Files/resources/research-report/2018/financial-priorities.pdf
https://www.soa.org/Files/resources/research-report/2018/family-obligations.pdf
https://www.soa.org/Files/resources/research-report/2018/financial-risk-concerns.pdf
https://www.soa.org/Files/resources/research-report/2018/financial-risk-concerns.pdf
https://www.soa.org/Files/resources/research-report/2018/financial-risk-concerns.pdf

Aging and Retirement Research

Respondent Demographics

Marital Status Children

Millennials I . Millennials 58%
Gen X . GenX 34%

22%

E
o e
Boomers : : ' Boomers : :
Early 5 Early
14% i 28%
Boomers ‘ . Boomers :
Silent i Silent
W Married Living with a partner .
W Separated or divorced Widowed i W None One B Two or more

Single, never married

s EMEETING




Aging and Retirement Research

Respondent Demographics

Employment Status | Income
Millennials M | Millennials
Gen X I GenX
Late Late
7% :
Boomers : I i Boomers : :
Early Early
18% : 28%
Boomers | 1] ' Boomers :
Silent B Silent
B Working for pay Retired B A Homemaker B Less than $50,000 to m $100,000
Unemployed Disabled B Something else 550,000 599,999 ormore
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Aging and Retirement Research

Key Findings: Overall

 More similarities than differences across the generations

e All generations
* Retirement savings important
 Many people do not have adequate emergency fund
e Family relations are important and members need to help each other

 Most fragile have key common issues throughout generations

e Financial planning time horizons: often too short but lengthen for older
generations

 Millennials face greater challenges than earlier groups: Great Recession
and student loans are drivers
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Aging and Retirement Research

Definition of Generations

* |nitial methodological decision — defining and choosing generations

e Different sources use varying definitions of Generations

e For purposes of survey defined by ages in 2018:

e Early and Late Boomers separated: different opportunities through their

Millennials (ages 20-38), (birthyears: 1980 -1998)

Gen Xers (ages 39-53), (birthyears: 1965-1979)

Late Boomers (ages 54-63), (birthyears: 1955-1964)

Early Boomers (ages 64-72), (birthyears: 1946-1954)

Part of Silent Generation (ages 73-83), (birthyears:1935-1945)

careers, etc.
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Aging and Retirement Research

Highlights: Millennials (Age 20-38)

e Struggling to establish themselves financially
e Majority not married and do not have children

e Highest level of financial fragility: 26% high financial fragility and 35%
moderate financial fragility

e Very short planning horizon: 64% say 12 months of less

e Face financial pressures: payoff student loans and credit card debt, build
emergency fund, save for a home

e Feelings when considering finances: Millennials most likely to feel
overwhelmed: 29% of males and 51% of females (much greater than
other generations)

2ANNUAL
| Jriit SMEETING



Highlights: Gen X (Age 39-53)

e Family status: 59% married and 66% have children

 More confidence than Millennials and more focus on longer term
e More focus on retirement

e Few report student loans

e Lower level of financial fragility: 24% high financial fragility and 24%
moderate financial fragility

e 11% are employed, laid-off or disabled
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Aging and Retirement Research

Highlights: Late Boomers (Age 54-63)

* Majority focusing on and nearing retirement

e Planning horizon: 51% say 3 years or more

e Family status: 66% married and 74% have children
e Targeting investments to grow their money

e Less fragile than younger groups: 13% high financial fragility and 26%
moderate financial fragility
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Highlights: Early Boomers (Age 64-72)

e 75% are retired
e Most better financially and least likely to be financially fragile

e Marital status: 90% married or previously married

* 66% married
e 14% divorced or separated
* 9% widowed

e Most likely to be working with an advisor

e 60% can afford an unexpected expense of $10,000
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Highlights: Silents (Age 73-83)

e Almost all are retired

e Marital status: 97% married or previously married
e 52% currently married
e 17% divorced or separated
e 27% are widowed

e Group is 55% female and widowed group is heavily female

e Higher level of confidence than younger groups
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Key Findings

e All generations
» See themselves more as savers then spenders, but older generations say so more
e See themselves as thrifty, but older generations say so more
e About half are budget-driven
* Most individuals consider themselves planners
e About half of each generation enjoy managing their finances
e Few consider themselves investment pros
* More optimistic than pessimistic, with 45% seeing themselves as optimistic

e Millennials

e Focused on paying off student loans and home buying
e More likely to feel overwhelmed
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Aging and Retirement Research

Key Findings (continued)

e Biggest financial priorities
» All generations: being able to afford everyday bills
e Groups not yet retired: saving for retirement and building emergency fund

e Paying off credit card debt is a top priority for youngest and oldest

e Planning varies a great deal

e Some plan only paycheck-to-paycheck and more than % in each generation plan for 3
months or less, with half of Millennials planning for three months or less

 More than half of Silents and Late Boomers plan for 10 years or more
e Only 17% of Millennials plan for 10 years or more

e Confidence in making decisions increases with age
e Some people are probably over confident
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Aging and Retirement Research

Savers, Planners and Confidence by Generation

Saver < > Spender
ml 2 m3 4 5 m6 m7

Millennials
Gen X

Late Boomers

Early Boomers

Silent

Planner Not a Planner

Millennials
Gen X

Late Boomers
Early Boomers

|
|
|

|

|

|

|
I
Silent |

Confident in Making Financial Decisions < > Not Confident in Making Financial Decisions
Millennials

Gen X
Late Boomers

Early Boomers

Silent

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

What best describes where you stand in the continuum between each of the following pairs of opposing words?
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Aging and Retirement Research

All generations feel similarly optimistic. Older generations
more in control/satisfied

Feelings When Financial Planning

Optimistic |, /5%

In control I — N 4%
52%
57%

Satisfied I =67
46%
56%

Smart I 20%

Happy | -

26%

® Millennials Gen X B Late Boomers Early Boomers Silent
What are your feelings when you are reviewing your financial situation and looking ahead for planning purpose? Please select as many words
below that describe how you fee/. Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Aging and Retirement Research

Most say affording everyday bills is a priority, Millennials more than others.
Saving for retirement is most important to Gen Xers and Late Boomers.

Being able to afford everyday Saving for retirement Build Lértfr?gr;c grrﬁlquémg\?fu nd Pavying off credit card debts Saving for medical expenses
bills
79%
67% 68% 69% 69%
30% 61%  60% 60% 59%
24% 25% 1 . 1% 51% 48y >2% 48%
28%  25% 42% 41%  41%
N 36% - 37% 4l 3% A4 38% o 0% 37%
30% 32% 349 29% 21% 30%
L% 3% 19% 21% 20%
26% 25% 26%  24%
= O e e 35% ll 41% 19% ’ 1 20%
25% 22% 22% 0 22% | 21% l 20% § 21% | 27*
£ = L 4 € £ = 2 2 = £ > L L € £ = 2 2 e £ I 2 €
g é:) [0} (3] g g 6 (4] [} g g é:) [0} [} E g 6 [} (] g g 5 (0] (4] 2
s O 5 5 D S U 5 5 A s ) 5 5 D s U 5 5 A s © 5 5 D
< o o < o o <L o o < o o < o o
= o o = o o = o o = o o = o [aa]
= 9 > > 9 = > 9 = = 9 = > 9 =
B Highest priority High priority

Thinking of your current financial situation, how much of a priority is each of the following?
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Aging and Retirement Research

All generations stick to a budget more than other strategies to address their financial
priorities. Boomers, especially older ones, are more likely than others to use an advisor.

Addressing Financial Priorities —
0
24%
Targeted investing to grow your money [ R 27%
I 1% 21%
49%
Sticking to a budget [ NN /3% 19%
46%
53% I s
I 15%
) _ ) _ 349 ° Targeted investing to produce income now and in retirement | A 22%
Cutting back on things like vacations and 0
. I 0% 18%
eating out 26% 16%
32%
I 5 L U
33% °
Sticking to a monthly saving plan [ G 3% Working with a financial advisor/planner | NN 21%
2%% 29%
25% 21%
I 4 1% -
k ff deb d | o )
Maki ts to get t trol [ 319 , . . 9
aKing efforts to get your debts under contro 27%1/0 Cutting back on needed medical costs, such as visits to doctors - g;’
27% and prescription drugs 6% ?
(]
T 5%
_ _ _ 26%
Learning to use credit cards wisely |G %222 B %
30% 8%
None of the above | 10%
I 36% 14%
Putting money into your or spouse's/partner's D 35% 14%
employer retirement savings plan 3% °
1%
® Millennials Gen X B Late Boomers Early Boomers Silent

Which of the following things are you doing this year to address your financial priorities? Please select all that apply.
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Retirement Savings
and Planning
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Key Findings

e Saving for retirement was second highest financial priority
* 60% indicate savings for retirement was highest or high priority.

e All generations: retirement savings important

e Strong interest in retirement savings across generations.
 |f plan offered, about % saved
 |f plan offered a match, about % saved enough for the maximum match

e Six in ten say they are on track for retirement savings - but are they?
e Few are knowledgeable about investments

e Planning horizons are a problem
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Aging and Retirement Research

Younger generations are more likely to work for an employer that offers a
retirement savings plan.

Employer Offers Retirement Savings Plan

Millennials 77% 19% 4%
Gen X 80% 16% 4%
30%

Late Boomers

Early Boomers 34%

Silent 37%

W Yes No W Not sure

Does your employer offer a retirement saving plan such as a 401(k) or 403(b) plan, profit sharing plan or other type of retirement savings plan?
[IF EMPLOYED] Millennials (n=280); Gen X (n=285); Late Boomers (n=199); Early Boomers (n=81); Silent (n=28%) *Caution: Low n-size (11-49)

2ANNUAL
O EMEETING

& EXHIBIT




Aging and Retirement Research

Early Boomers are least likely to be offered a matching contribution while Late Boomers are
most likely to make contributions high enough to qualify for the maximum employer match.

V)

Employer Offers Matching Contribution

43%

75%
71%

B
22%
No

.

3%

Not sure
M -

12%

Fof
Does your employer o

45%

illennials .
er matching fun

~—

Qualify for Maximum Employer Match

80%

Yes

79%

;.

11%

No
B

5%

B

10%

Not sure
B

16%

M Late Boomers Early Boomers

nXx i [ .
ds for your contributions to your retirement savings plan?
[IF HAVE RETIREMENT SAVINGS PLAN] Millennials (n=221); Gen X (n=219); Late Boomers (n=143); Early Boomers (n=52)

Is your retirement savings plan contribution enough to qualify you for the maximum employer match? *Caution: Low n-size (11.-49)
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[IF HAVE MATCHING PROGRAM] Millennials (n=170); Gen X (n=164); Late Boomers (n=102); Early Boomers (n=30%)
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Aging and Retirement Research

Few have borrowed money from their retirement savings.

Borrowed Money From Retirement Savings Plan

Millennials 14%
Gen X

Late Boomers

Early Boomers

Silent 38%

HYes mNo

Have you ever borrowed money from your retirement savings plan?
[IF HAVE RETIREMENT SAVINGS PLAN] Millennials (n=221); Gen X (n=219); Late Boomers (n=143); Early Boomers (n=52); Silent (n=16**) **Caution: Low n-size
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Aging and Retirement Research

Concerns about Retirement

% very or somewhat concerned o
0
There might come a time when you are incapable of -g;%
. . 0
073% managing your finances 5%
The value of your savings and investments might not keep 653% Tl 6%
up with inflation ’
i P 3% o o
0 You might not be able to maintain the same standard 459(;/;
69% of living after your spouse’s/partner’s death 44% ’
You might not have enough money to pay for adequate 6256% b %
0

health care
53% 57%
51%
43%

P 49%
Your spouse/partner might not be able to maintain the

72% same standard of living after your death 44%
You might not be able to maintain a reasonable standard <7 64% 0 %
P . 0
of living for the rest of your life 51%
47%
5

57%

P 47%

64% You might be a victim of a fraud or scam 2%
) 63% 43%
You might not have enough money to pay for a long stay _ e300 L 3%
in a nursing home or nursing care 62%
51%
m
31%

P e1%
You might not be able to leave money to your children

63769% or other heirs 8%
0
You might deplete all of your savings 58% P 4%

51%

P 46%
® Millennials m Gen X B Late Boomers Early Boomers m Silent
How concerned are you about each of the following in retirement?
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Aging and Retirement Research

Roughly two in three Boomers, those closest to retirement, feel on track in planning
for a financially secure retirement.

Agree/Disagree

You are on track in planning for a financially secure retirement

0,
64% 67% 64%
(¢)
58% 55%
32% 38% 37%
= 37%
32%
20% 18%
Millennials Gen X Late Boomers Early Boomers Silent

B Agree strongly Agree somewhat
Please indicate the extent to which you agree or disagree with the following statements.
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Qe
64% of Millennials plan financially for 12 months

or less.
Millennials 25% 4% 13%

Gen X 22% 6% 10% 15%
Late Boomers 15% 9% 9% 23%
Early Boomers 6% 7% 29%
Silent 25 33%
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
W | can only plan paycheck to paycheck to paycheck | tend to think 2-3 months ahead
M | tend to think 4-12 months ahead | tend to think 1-2 years ahead
| tend to think 3-5 years ahead M | tend to think 6-10 years ahead
M | tend to think 10 or more years ahead B For the rest of your life

When you are reviewing your financial situation and looking ahead for planning purposes, what time frame do you tend to
consider? (Millennials, n=398; Gen X, n=399; Late Boomers, n=403; Early Boomers, n=401; Silent, n=400)
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Aging and Retirement Research

Financial Fragility Index Methodology

The financial fragility index is defined by assigning and weighting scores to the
following characteristics:

e Feelings about financial situation and planning

e Level of Confidence in making financial decisions
 How respondents would cover unexpected expenses
* Feelings about being on track for a secure retirement

Based on score, respondent assigned to one of 3 levels of fragility: Low, Moderate,
High
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Key Points

e Groups/generations more likely to be fragile
* Millennials
* People with assets under $10,000
e Single people
e Lower income, unemployed and disabled

e Planning: about 60% of most fragile plan paycheck to paycheck and 75%
for three months or less

e Managing debt and avoiding high cost debt very important: 25% say debt
is complicating their financial management
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Aging and Retirement Research

Key Points (continued)

 Emergency funds: often not available
 More planning important for this group

e Retirement planning is out of reach for many who are fragile
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Aging and Retirement Research

One-quarter of Millennials have high financial fragility.

Gen X 24% 24% 52%

Early Boomers 11% 21% 68%

Silent

M High ® Moderate ®m Low

Financial fragility is interpreted here as vulnerability to a financial crisis and having a negative outlook of personal finances.
Financial Fragility Index (Millennials, n=398; Gen X, n=399; Late Boomers, n=403; Early Boomers, n=401; Silent, n=400)
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Aging and Retirement Research

Financial Fragility by Demographic Groups — Other

e By Gender: Female more likely to have high fragility (23%) as male (19%)
e By marital status: Married least likely to have high fragility (15%).

* By employment status: Retired (11%) and Employed (20%) much less likely
to have high fragility than Unemployed (43%) and Disabled (46%)

e High financial fragility decreases with greater education, income and
savings.
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Aging and Retirement Research

V)
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Financial Planning Time Frame by Financial Fragility

Financial Planning Time Frame

Low 13% 11% 11%
Moderate 30% 13% 5% 3% 2%
High 17% 5% 2%
B | can only plan paycheck to paycheck I tend to think 2—3 months ahead M | tend to think 4—12 months ahead | tend to think 1-2 years ahead
| tend to think 3-5 years ahead M | tend to think 6-10 years ahead B | tend to think 10 or more years ahead B For the rest of your life

When you are reviewing your financial situation and looking ahead for planning purposes, what time frame do you tend to consider?
Low Fragility (n=1,150); Moderate Fragility (n=484); High Fragility (n=367)
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Aging and Retirement Research

Current Debt Obligations by Financial Fragility

64%

56%

40% 39%

25% I

Credit card debt

28%

Home mortgage

SOCIETY OF
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38%

23% 23%
18%

8% 7%

6% 6%
1% . 1% 1% 1%

‘

34%

12%

1%

Money owed to Business loan(s)

friends or family

Home equity loan

Car loan(s) or lease Student loan(s)

payment(s)

W Low m Moderate m High

What types of debt do you currently have?
Low Fragility (n=1,150); Moderate Fragility (n=484); High Fragility (n=367)

Other | have no debt
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Millennials and
Financial Security



Aging and Retirement Research

Millennials Face Greater Challenges

e Agreement across generations that Millennials have more difficult path
to being financially established
e More debt — especially student loans
 Low home ownership
e Great Recession effects on earnings and jobs
 More financial fragility than other generations
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Aging and Retirement Research

Older generations say it is easier for them to achieve financial security than their
parents while younger generations say it is harder.

Financial Security of Parents” Generation

57% 58% 56%
48%
44%
33%
29%

23% 23% 21% 23% 21% 229% 22% 0%
Has it easier than your parents’ Has it about the same as your Has it harder than your parents’
generation had it parents’ generation had it generation had it
® Millennials Gen X B Late Boomers Early Boomers Silent

In terms of achieving financial security, do you think your generation...”?
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Aging and Retirement Research

V]
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Millennials’ Feelings Toward Financial Situation by Gender

50% 1%
39%
37%
29% 29% 29% 30%
22%
21%  21% 20% 19%
15%
12% 12% 11%
8%
5%
. -
Optimistic Overwhelmed In control Satisfied Smart Depressed Happy Upset Confused Angry
m Men Women

What are your feelings when you are reviewing your financial situation and looking ahead for planning purposes?
Millennials (n=398)
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Current Debt Obligations of Millennials
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Credit card debt Car loan(s) or lease Home mortgage Student loan(s) Money owed to Home equity loan Business loan(s) Other | have no debt
payment(s) friends or relatives

What types of debt do you currently have?
Millennials (n=398)
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Living Arrangements by Generation

Living Situation
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Live in a home you own Rent your home Live with friends, family or roommates but do not contribute to the
cost of housing
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Do you currently...?
Millennials (n=398); Gen X (n=399); Late Boomers (n=403); Early Boomers (n=401); Silent (n=400)
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Millennials classify themselves as:

44% 33% 12%

Planner* Saver* Investment pro

*Lower than all other generations

What best describes where you stand in the continuum between each of the following pairs of opposing words? (Millennials, n=398;
Gen X, n=399; Late Boomers, n=403; Early Boomers, n=401; Silent, n=400)
Icon Source: Noun Project
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Implications: Researcher Perspective

e A confluence of factors are creating the need for new retirement plan
strategies for Millennials

e Size of generation and pressure it will put on social insurance programs
e Higher levels of debt early in retirement

* High cost of housing

» Expected high cost of education for their children

e Desire for active retirement stage

* Likelihood of longer period of decline due to more effective medical practices that will keep
people with chronic conditions alive longer

e The development of new stages of life

O e, SMEETING

XHIBIT




Profound changes in the life course: three stages
of life to six

For most of human history . Today
Childhood

Adulthood

Decline

Each stage of life creates the need for a transition, and has financial implications, but makes life richer
and broader.
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Implications: Researcher Perspective (cont.)

e Suggested retirement plan strategies:
 More aggressive and age-adjusted auto-escalation strategies
* New approaches to guiding Millennials on accumulation goals for ages 30, 40 and 50
* New, more effective metrics for accumulation goals

e A new set of more effective solutions:

e Transformational products, which transform to meet revised needs
* Transformation from life insurance to long term care or disability insurance to long term care

* New methods of using home equity to fund retirement
* For example, the Equify approach

* A new way to conceptualize the ‘retirement challenge’

e Accumulate for the “go=go years” and less for the “slow-go years”
e |ncorporate risk sharing into the decline stage: the “no-go years”
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Key Findings: Differences and Similarities Between
Generations

Similarities between generations

 For achieving financial security, all believe the Millennial generation has it harder

e All are more likely to describe themselves as savers, thrifty, and investment novices

e Slightly less than half feel optimistic

 Paying bills is a key financial priority

e Three in five believe they are on track to a financially secure retirement

e All are concerned with paying for long-term care

e One-third believe it is important to leave an inheritance

* Most agree adult children should help their parents financially and with regular tasks

 Few believe parents should help adult children if it means they will harm their own financial future
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Key Findings: Differences and Similarities Between
Generations

Differences between generations
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Younger generations have shorter financial planning time frames

Confidence in making financial decisions increases with age

Late Boomers are the most likely to be planners

Older generations are more likely to feel in control and satisfied while Millennials feel overwhelmed
Retirement concerns are higher with younger generations

Younger generations are most likely to have debt with Gen Xers most likely to have mortgage debt and
Millennials most likely to have student debt

The likelihood of having received an inheritance increases with age

Millennials are most concerned with leaving their children money
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Millennials Have Biggest Issues

e Face greater challenges than the group that came before them
e Most likely to have student loan debt

e Some are dealing with the aftermath of the Great Recession

* Fewer are married

 Fewer own homes

 More likely to be overwhelmed by financial management
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Implications for Financial Services Companies

e Different generations have different needs

e There is strong value in customized communications and tools
e Financial fragility is an issue for some employees

e Dealing with debt is critical for some employees

e Product features can help address some of the challenges
e Auto features: auto enrollment, auto increases, and auto portability

e Messages that consider where employees are is very important
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Implications for Benefit Programs

e Programs should recognize key differences among generations

e Programs need to address different issues that are relevant for each
individual

e Tools are important although most will not help the most fragile — how
technology is used differs by generations

e Basic financial management: budgeting, debt management, and building
an emergency fund are key for most people
e Improving 401(k) plan features for employee money will not help most vulnerable
until their shorter term problems are solved

e Provide people with information about different types of debt and debt
Mmanagement
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How to Find SOA Research Reports and More Information

e All of the reports discussed are available on the Society of Actuaries

website at
e https://www.soa.org/research/topics/research-post-retirement-needs-and-risks/

e For more information about SOA Research — contact SOA Research

Actuary Steve Siegel at

e 847-706-3578
e ssiegel@soa.org

e For information about the survey and presentation contact

* Anna Rappaport at anna@annarappaport.com or
e Carol Bogosian at cbogosian@aol.com
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Questions?
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