
Life’s better when we’re connected® 

Finances in Retirement:  
New Challenges, New Solutions 

Sandra Lewandowski 

Corporate Wealth & Workplace Financial Solutions Specialist 

 

March 28, 2017  

A Merrill Lynch Retirement Study,  

conducted in partnership with Age Wave 



2 

Merrill Lynch makes available products and services offered by Merrill Lynch, Pierce, Fenner & Smith Incorporated, a registered broker-dealer and member 
SIPC, and other subsidiaries of Bank of America Corporation. 
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Are Not FDIC Insured 
Are Not Bank 
Guaranteed 

May Lose Value 

The results of this survey is for information and education purposes only. The opinions, assumptions, estimates and views expressed are as of the date of 
this presentation, and are subject to change, and do not necessarily reflect the opinions and views of Bank of America Corporation or any of its affiliates. 
The information does not constitute advice for making any investment decision or its tax consequences and is not intended as a recommendation, offer or 
solicitation for the purchase or sale of any investment product or service. Before acting on the information provided, you should consider suitability for 
your circumstances and, if necessary, seek professional advice. 
 
This material does not take into account your particular investment objectives, financial situations or needs and is not intended as a recommendation, 
offer or solicitation for the purchase or sale of any security, financial instrument, or strategy. Before acting on any information in this material, you should 
consider whether it is suitable for your particular circumstances and, if necessary, seek professional advice. Any opinions expressed herein are given in 
good faith, are subject to change without notice, and are only correct as of the stated date of their issue. 
 
This material should be regarded as general information on healthcare considerations and is not intended to provide specific healthcare advice. If you 
have questions regarding your particular situation, please contact your legal or tax advisor.  
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• Finances in Retirement: The New Retirement Lifescape 

• Bridging the Intention-Action Gap 

• Money Saving Trade-offs and Course Corrections Across all Life Priorities 

Overview 
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Finances in Retirement:  
The New Retirement Lifescape 
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New Freedoms - The Upside of Aging 

Today’s retirees are more “time affluent” 
than previous generations and have new 
freedoms to: 

• Live where they want 

• Make lifestyle changes to suit their 
needs 

• Connect with family and friends 

• Engage in leisure of their choosing 

• Invest in their health 

• Contribute to activities and causes they 
care about 
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Forces Are Converging to Transform  
Retirement and Retirement Funding 
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While retirement comes 
with life’s highest price 
tag, 81% of Americans 
say they don’t know how 
much money they’ll need 
to fund their retirement.  

Base: Age 25+ 

Life’s Most Expensive Purchase 
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Younger generations expect to fund a higher 
percentage of their retirement with personal funds.  

Base: Age 25+ 

Silent Generation Boomers 

Millennials Gen Xers 

Employer 
23% 

Government 
51% 

Personal 
26% 

Employer 
16% Government 

29% 

Personal 
55% 

Employer 
21% Government 

39% 

Personal 
40% 

Employer 
14% 

Government 
21% 

Personal 
65% 
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For most people, it’s about living 
comfortably within their means 

17% 

25% 

28% 

34% 

39% 

57% 

My family is provided for if something 
happened to me 

Feeling confident I won’t outlive my money 

Not feeling overwhelmed by debt 

Feeling confident that I could financially 
handle a major expense 

The freedom and financial resources to live 
as I choose 

Being able to live comfortably within my 
means 

What does the term “financial peace of mind” mean to you?  

Being able to live comfortably within my means 

The freedom and financial resources to  
live as I choose 

Feeling confident that I could financially  
handle a major expense 

No feeling overwhelmed by debt 

Feeling confident I won’t outlive my money 

My family is provided for if  
something happened to me 

Base: Age 50+ 
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For those who are saving for retirement,  
the top trigger was the information and plans 
offered by employers. 

Base: Age 25+ who have started saving for retirement 

11% 

16% 

18% 

20% 

26% 

46% 

My parents retired 

I saw someone else struggle in retirement 

A positive role model influenced me 

I reached a certain age 

I received information about retirement 
benefits from my employer 

An employer offered a retirement savings 
plan 

An employer offered a retirement savings plan 

I received information about 
retirement benefits from my employer 
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Bridging the  
Intention-Action Gap 



12 

There’s an intention-action gap: People have a 
savings target, but they don’t come close to 
achieving it.  

5.5% 

25.3% 

What people are actually saving for 
retirement 

What people say they should be saving for 
retirement 

Percent of Disposable Personal Income (DPI)* 

What people say they  
should be saving for retirement 

What people are  
actually saving for retirement 

*DPI is the income available to persons for spending or saving. It is equal to personal income less personal current taxes.  
Source: Federal Reserve, 2016; November 
Base: Age 25+; mean; total answering; Age Wave calculations 
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Barrier #1: Prioritizing near-term financial 
priorities  

9% 

11% 

12% 

12% 

12% 

16% 

38% 

41% 

I'm too young and still have lots of time to save 

I/my partner was out of work 

I'm too old for it to matter 

Education expenses for my children/ grandchildren 

It's hard to know how to save 

I prefer to spend my money on things that I enjoy today 

I prioritize(d) paying down debt 

The cost of basic expenses 

Base: Age 25+; select all that apply 

What situations are preventing/have prevented you from saving more for retirement?  
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Barrier #2: Finance is too taboo to discuss 

55% 

57% 

66% 

68% 

70% 

72% 

72% 

77% 

My credit score 

My cost of living 

Inheritance/ wills 

My debt 

My income 

My retirement savings 

Family financial support 

My assets/ net worth 

Percent of retirees who say 
this financial topic would be 

uncomfortable to discuss 
candidly with friends: 

Base: Age 25+ 

Base: Age 25+ Base: Age 50+ retirees 

When it comes to personal finances, 
which statement is more true for you?  

Personal finances 
are a private 

matter 
57% 

Personal finances 
can be discussed 
openly with very 
close family and 

friends 
36% 

Personal finances can 
be discussed openly  

8% 
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Barrier #3: No financial role models 

50% of pre-retirees say they don’t have any 
positive role models when it comes to financial 
planning 

Base: Age 25+ 
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Barrier #4: Financial knowledge gaps 

• 65% of Americans age 25+ say the language of finance 
is confusing and not user-friendly 

• 9 in 10 of all Americans want basic financial 
management to be a standard part of school 
curriculum 

Base: Age 25+ 
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Barrier #5: Lack of financial confidence   
Americans age 50+ give themselves a “C-minus” on average 

 for financial and savings behaviors and second guess  
financial decisions more than any other. 

3% 

8% 

9% 

11% 

15% 

18% 

36% 

Involvement in giving/volunteering 

Home or living situation 

Leisure and things I do in my free time 

Family or friendships with loved ones 

Mental and physical health 

Job or career 

Personal finances 

Of all the decisions you make in life, which are the ones that 
you second guess the most? 

Base: Age 25+ 
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Money Saving Trade-offs and 
Course Corrections  
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Course Corrections Across the Seven Life Priorities 



20 

Course Corrections: Health 
Staying proactive and preparing for health disruptions 

58% 

63% 

68% 

77% 

83% 

91% 

Spend down assets to be eligible for Medicaid 

Putoff non-essential medical treatments or procedures 

Purchase long-term care insurance 

Re-evaluate my health insurance plan/options 

Use more generic medications/health supplies 

Make healthier choices now to save money later 

Base: Age 50+ 

Which of the following would you do for a more financially comfortable retirement? 
 

Make healthier choices now to save money later 

Re-evaluate my health insurance plan/options 

Increase use of low cost community healthcare 

Purchase long-term care insurance 

Put off non-essential medical procedures 

Spend down assets to be eligible for Medicaid 
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24% 

38% 

43% 

60% 

67% 

75% 

Turn my car into a source of income 

Start a business in retirement 

Work full time in retirement 

Delay my date of retirement and work more years 

Learn additional skills to work at something different 

Work part time on a seasonal or project basis in retirement 

Which of the following would you do for a more financially comfortable retirement? 
 

Work part-time on a project basis in retirement 

Learn new skills to work at something different 

Delay my date of retirement and work more years 

Work full-time in retirement 

Start a business in retirement 

Turn my car into a source of income 

Course Corrections: Work 
Forging new paths in retirement 

Base: Age 50+ 
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Course Corrections: Family 
Addressing the ‘Elephant in the Room’  

30% 

56% 

59% 

69% 

70% 

84% 

Ask family members to provide financial help to me 

Ask family members I have loaned money to pay me back 

Cut back on financial support to parent(s) or in-law(s) 

Have child(ren) attend state rather than private college 

Cut back on financial support to child(ren) 

Educate family on ways to be more financially 
independent 

Which of the following would you do for a more financially comfortable retirement? 
 

Educate family to be more financially independent 

Cut back on financial support to children 

Have children attend state vs. private college 

Cut back on financial support to parents or in-laws 

Ask family who owe me money to pay me back 

Ask family members to provide help to me 

Base: Age 50+ 
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Course Corrections: Leisure 
Limiting expenses while still having fun  

23% 

70% 

77% 

82% 

82% 

87% 

Ask family members to pay for some of my travel expenses 

Stay with friends or family while traveling to reduce hotel 
costs 

Cut back on paying for other family members’ travel 

Cut back on travel 

Cut back on everyday leisure 

Increase use of discounts for leisure activities 

Base: Age 50+ 

Increase use of discounts for leisure activities 

Cut back on everyday leisure 

Cut back on travel 

Cut back on paying for family travel 

Stay with friends or family while traveling 

Ask family members to pay for my travel expenses 

Which of the following would you do for a more financially comfortable retirement? 
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Course Corrections: Home 
Aligning one’s home with financial needs 

27% 

31% 

42% 

47% 

67% 

75% 

Rent a room or part of my home on a short-term basis 

Take equity out of my home or refinance my home 

Sell my home and rent another place to live 

Move to a less expensive location 

Limit or cut back on improvements or repairs 

Downsize Downsize 

Move to a less expensive location 

Sell my home and rent another place to live 

Take equity out of my home or refinance my home 

Take out a reverse mortgage 

Rent a room or my home on a short-term basis 

Which of the following would you do for a more financially comfortable retirement? 
 

Base: Age 50+ 
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Course Corrections: Giving 
Becoming more strategic for greater impact 

53% 

69% 

71% 

75% 

75% 

77% 

Eliminate my charitable giving 

Share my time/skills with others in exchange for their 
time/skills 

Reduce how much money I plan to leave to my loved ones 

Volunteer my time/skills more and give monetary 
donations less 

Reduce how much money I plan to leave to charities 

Limit or cut back on my donations to charities Limit or cut back on my donations to charities 

Reduce how much I plan to leave to charities 

Volunteer more instead of giving money 

Reduce how much I leave to my loved ones 

Barter/exchange my time/skills more with others  

Eliminate my charitable giving 

Base: Age 50+ 

Which of the following would you do for a more financially comfortable retirement? 
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Course Corrections: Finances 
Scaling back & seeking advice on the path to a secure future  

60% 

64% 

66% 

77% 

79% 

90% 

Declare bankruptcy 

Take Social Security as early as I can 

Postpone taking Social Security 

Increase use of tax protected retirement accounts 

Seek financial advice 

Cut back on expenses Cut back on expenses 

Seek financial advice 

Increase use of tax efficient retirement accounts 

Sell real estate or other personal belongings 

Postpone taking Social Security 

Take Social Security as early as I can 

Which of the following would you do for a more financially comfortable retirement? 
 

Base: Age 50+ 
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Summary 
• More people must fund longer retirements. 

• Responsibility is increasingly landing on people’s shoulders. 

• Retirement is the most expensive purchase most people will make, yet many 

Americans don’t know how much they’ll need and are underfunding their 

retirement. 

• Course Corrections across the life priorities provide choices and options for 

Americans to achieve a more financially secure retirement. 
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Q&A 

Surya 
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Your Workplace Financial Solutions Team 

Sandra Lewandowski 
L 

 

Workplace Financial Solutions Specialist 
Retirement & Benefit Plan Services 
714.316.6097 
sandra.lewandowski@baml.com 
 

Dennis Walston 
Workplace Financial Solutions Executive 
Retirement & Benefit Plan Services 
310.656.5483 

dennis.p.walston@baml.com  

mailto:sandra.lewandowski@baml.com
mailto:dennis.p.walston@ml.com
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Since 2012, Age Wave and Merrill Lynch have collaborated on strategies for advancing and enriching Merrill Lynch’s client-centric focus, and on developing unique, 
holistic, and customized ways to make Americans’ financial lives better in retirement. The multi-year initiative has included a series of in-depth investigations into the 
changing landscape of retirement. Looking through the lenses of life’s major priorities—Family, Health, Home, Work, Leisure, Giving, and Finances—we explored the 
preferences, worries, and aspirations of retirees and pre-retirees. 
 
This study culminates the “Life Priorities in Retirement” series. As was the case in all previous studies, the sample was nationally representative of age, gender, 
ethnicity, income, and geography. The study was conducted by Merrill Lynch in partnership with Age Wave and executed by TNS via an online data collection 
methodology. The survey was conducted in August 2016 among a total of 4,854 adult respondents age 25+. The general population sample consisted of 3,718 
respondents, including: 674 Silent Generation (age 71+), 2,117 Boomers (age 52-70), 516 Generation Xers (age 40-51), and 411 Millennials (age 25-39). 

Overview & Methodology  

Merrill Lynch Global Wealth Management is a leading provider of comprehensive wealth management and investment services for individuals and businesses globally. 
With 14,629 financial advisors and $2.1 trillion in client balances as of December 31, 2016, it is among the largest businesses of its kind in the world. Merrill Lynch 
Global Wealth Management specializes in goals-based wealth management, including planning for retirement, education, legacy, and other life goals through 
investment, cash and credit management. Within Merrill Lynch Global Wealth Management, the Private Banking and Investment Group focuses on the unique and 
personalized needs of wealthy individuals, families and their businesses. These clients are served by more than 190 highly specialized private wealth advisor teams, 
along with experts in areas such as investment management, concentrated stock management and intergenerational wealth transfer strategies. Merrill Lynch Global 
Wealth Management is part of Bank of America Corporation.  For more information, please visit www.ml.com. 

Merrill Lynch Global Wealth Management 

Survey Background 

 

 

 

 

 

Age Wave is the nation’s foremost thought leader on population aging and its profound business, social, financial, health care, workforce, and cultural implications. 
Under the leadership of Founder/CEO Dr. Ken Dychtwald, Age Wave has developed a unique understanding of new generations of maturing consumers and workers 
and their expectations, attitudes, hopes, and fears regarding retirement. Since its inception in 1986, the firm has provided breakthrough research, compelling 
presentations, award-winning communications, education and training systems, and results-driven marketing and consulting initiatives to over half the Fortune 500. 
For more information, please visit www.agewave.com. (Age Wave is not affiliated with Bank of America Corporation.) 

Age Wave 

Source: Bank of America Corporation. Merrill Lynch Global Wealth Management (MLGWM) represents multiple business areas within Bank of America’s wealth and investment 
management division including Merrill Lynch Wealth Management (North America and International), Merrill Lynch Trust Company, and Private Banking and Investment Group. As of 
March 31, 2016 MLGWM entities had nearly $2 trillion in client balances. Client Balances consists of the following assets of clients held in their MLGWM accounts: assets under 
management (AUM) of MLGWM entities, client brokerage assets, assets in custody of MLGWM entities, loan balances and deposits of MLGWM clients held at Bank of America, N.A. and 
affiliated banks. 

 

http://www.ml.com/
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Bank of America Merrill Lynch offers a variety of streamlined financial wellness solutions for you and your employees. We’ll work 
with you to design, implement and monitor a financial solutions package that addresses the priorities of your workplace and the 
needs of your employees. 

For You: helping you simplify with a custom-designed plan 

• Defined contribution 
• Defined contribution investment 

consulting 
• Defined benefit 
• Equity compensation 
• Nonqualified deferred compensation 
• Executive services 

Retirement and Benefit Plan Services Bank of America Merrill Lynch  
Health Benefit Solutions  

Cost-effective accounts to reduce costs 
and give employees more control over 
healthcare spending 

1 Banking products and services are available from Bank of 

America, N.A.  
2 Investment products and services are available from Merrill 

Lynch, Pierce, Fenner & Smith Incorporated. 

Combine any or all of our offerings into one 
program that is easy to manage and access 

Personalized Wealth 
Management Services2 

Comprehensive offerings for more-
seasoned employees and executives  

• One-on-one complimentary consultations 
• Customized education and wealth planning 
• Advisors and dedicated teams of specialists  

to help create and implement highly  
personalized strategies 

• Health savings accounts (HSAs) 
• Health reimbursement accounts (HRAs)* 
• Flexible spending accounts (FSAs)* 

Employee 
financial 

education 

Executive  
compensation  
plans 

Retirement 
Savings  

plans 

Payroll 
solutions 

Health  
benefit 
plans 

Financial 
education 
programs 

Employee 
financial 

education Health  
benefit 
plans 

Executive  
compensation  
plans 

Retirement 
Savings  

plans 

Financial 
education 
programs 

For your employees: helping them pursue financial well-being 

Bank of America at Work® 

Advice and guidance on banking topics 
from Bank of America and investing 
matters from Merrill Edge to help 
employees manage their money today and 
plan for tomorrow 

• Access for all levels of wealth, assets or 
investing experience 

• In-person, online, and on-demand 
financial education so employees can 
learn when and how they choose 

*Must have 3,500 employees or more to offer these 

products. 

 

Investment products: 

Are Not FDIC Insured  Are Not Bank Guaranteed  May Lose Value 

Employee 

Financial 

Education2 

Personalized 

Wealth Management 

Services2 

Health  

Benefit 

Solutions1 

Financial 
Wellness 
programs 

Executive  

Compensation  

Plans2 

Retirement  

Plans1 
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Merrill Edge is available through Merrill Lynch, Pierce, Fenner & Smith Incorporated (MLPF&S), and consists of the Merrill Edge Advisory Center (investment guidance) and self-
directed online investing. MLPF&S is a registered broker-dealer, member SIPC and a wholly owned subsidiary of Bank of America Corporation. 
 
Merrill Lynch makes available products and services offered by MLPF&S, and other subsidiaries of Bank of America Corporation (BofA Corp.). 
 
U.S. Trust, Bank of America Private Wealth Management operates through Bank of America, N.A., Member FDIC and other subsidiaries of BofA Corp. 
 
“Bank of America Merrill Lynch” is the marketing name for the retirement services business as well as the global banking and global markets businesses of Bank of America Corporation 
(“BofA Corp.”). Lending, derivatives and other commercial banking activities are performed globally by banking affiliates of Bank of America Corporation, including Bank of America, 
N.A., Member FDIC. Securities, strategic advisory and other investment banking activities are performed globally by investment banking affiliates of Bank of America Corporation 
(“Investment Banking Affiliates”), including, in the United States, Merrill Lynch, Pierce, Fenner & Smith Incorporated (“MLPF&S”), a registered broker-dealer and member SIPC, and 
Merrill Lynch Professional Clearing Corp., both of which are registered broker-dealers and members of SIPC, and, in other jurisdictions, by locally registered entities. Merrill Lynch, 
Pierce, Fenner & Smith Incorporated and Merrill Lynch Professional Clearing Corp. are registered as futures commission merchants with the CFTC and are members of the NFA. MLPF&S 
does not provide any services for the Bank of America HSA. Mutual fund offerings and investment services for the Bank of America HSA are provided through Devenir, LLC., which is a 
registered broker-dealer and member FINRA/SIPC. Devenir, LLC provides investment services through its affiliate Devenir Investment Advisers, LLC, which is a registered investment 
adviser. Devenir, LLC is not an affiliate of Bank of America Corporation.  
 
Certain associates are registered representatives with MLPF&S and may assist you with investment products and services. MLPF&S does not provide any services for the Bank of 
America HSA.  
 
Bank of America Merrill Lynch is a marketing name for the Retirement Services business of Bank of America Corporation (“BofA Corp”). Banking activities may be performed by 
wholly owned banking affiliates of BofA Corp, including Bank of America, N.A., member FDIC. Brokerage services may be performed by wholly owned brokerage affiliates of BofA 
Corp, including Merrill Lynch, Pierce, Fenner & Smith Incorporated (“MLPF&S”), a registered broker-dealer and member SIPC. Certain associates are registered representatives with 
MLPF&S and may assist you with investment products and services. Bank of America Merrill Lynch makes available investment products sponsored, managed, distributed or 
provided by companies that are affiliates of BofA Corp or in which BofA Corp has a substantial economic interest. 
 
Banking, mortgage and home equity products offered by Bank of America, N.A., and affiliated banks, Members FDIC and wholly owned subsidiaries of Bank of America Corporation.                     
       Equal Housing Lender. © 2015 Bank of America Corporation. Credit and collateral are subject to approval. Terms and conditions apply. This is not a commitment to lend. Programs, 
rates, terms and conditions are subject to change without notice. 
 
© 2016 Bank of America Corporation  | ARMJPTDP | 8/2016 

 


