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KEY FINDINGS
� Perceptions about retirement — and work — are changing and becoming more fluid. As life
expectancy increases and health care expenses rise, the majority of pre-retirees plan to work until they are
68 years old, compared with 58 for current retirees. Nearly half of pre-retirees plan to work during the
first part of retirement; while a third plan to work throughout their retirement, changing the very concept
of retirement itself. This dramatic shift gives advisors the chance to add value to investors by helping
them plan for this new reality.

� An increasing number of investors need to discuss retirement income planning with their
advisors. Yet nearly half of preretirees and almost a third of retirees have no formal retirement
income plan in place.With 70% of pre-retirees and 60% of retirees concerned about health care
expenses, and 64% of pre-retirees and half of retirees worried about inflation eroding their retirement
savings, investors are anxious about making their money last throughout their lives — giving advisors a
major opportunity to offer solutions and strategies that address these concerns.

� More than half of advisors are most challenged by the basic elements of retirement income
planning. The majority of advisors surveyed admitted they found it a challenge to discuss certain
components of the retirement planning process with clients, including life expectancy issues (55%),
planning for healthcare needs (53%), and tackling the technical aspects of a retirement income discussion
(53%). What’s more, there is a sizeable gap between investor concerns and advisor orientation: only half
of advisors account for health care expenses or offer tax optimization strategies, and 22% don’t account
for the impact of inflation during the planning process.

CONCLUSION
Investors will increasingly turn to their financial advisors for retirement planning and guidance. As
retirees’ dependence on pensions and Social Security wanes, and individual investors assume more
responsibility for saving for their retirement, advisors will take on an increasingly important and active
role in the retirement planning process. Advisors that are knowledgeable about the fundamentals of
retirement income planning and who offer a full range of retirement planning services will be able to
take advantage of this growing opportunity space in the years ahead.

Survey Methodology
MFS, acting as an unidentified survey sponsor, conducted an online survey between September and October 2007. 639
advisors and “affluent” investors (at least $100,000 in investable assets, excluding real estate and retirement accounts)
between the age of 55 and 75 and who used a paid professional financial planner participated in the survey. Of the 639
respondents, 206 were advisors, 204 were pre-retirees who work full-time, and 229 were retirees.
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Every client has unique financial dreams. Ensuring your investors’

success — as well as the long-term success of your practice —

takes a unique understanding of those individual goals.

Since 1924 MFS® has distributed its investments exclusively

through investment professionals. As a long-standing, committed

partner to investment professionals, MFS understands that

attracting and retaining high-quality investors in today’s financial

environment takes the ability to manage increasing market

complexity and time pressures. MFS is committed to providing

a diverse range of investment options that enables you to

choose what fits:

For your business

For your clients’ portfolios

For the important role you play with your clients

At MFS we recognize that our investments fill a distinct role in

a client’s portfolio — and we believe that every investor can

benefit from working with an investment professional. With our

investments and tools, MFS is dedicated to helping you choose

what fits for your success.

For more details on investing with MFS,
call us at 1-800-343-2829 or visit mfs.com.



THE MFS® EDGE
MFS market research to help accelerate your business

There is a growing need for advisors to offer formal retirement income planning
services. As a key way for advisors to build their books, retirement income
planning is an important component of an advisor’s services and should be a
major element of the client offering.

The second annual MFS Retirement Income Planning survey, conducted in late
2007 asked brokers and investors about their impetus and concerns around
retirement income planning. MFS also wanted to estimate the number of
advisors that offer retirement income plans, the amount of investors with formal
plans in place and the issues associated with the planning process.

While most investors — nearly half of preretirees and more than half of retirees
in this survey — said their advisors took the lead role in initiating retirement
income planning discussions, many advisors find the planning process difficult.
In fact, nearly half (44%) of the advisors surveyed do not offer formal retirement
plans. Two thirds of advisors find it easier to develop investment strategies with
their clients than to try to tackle the retirement income planning process.

Advisors that address clients’ most pressing retirement needs by offering a full
range of retirement planning services will expand their business, now and in
the future.

Continued on page 2
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Advisors set to play critical role
as retirement landscape shifts.
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Will never work
in retirement

Will work throughout
entire retirement

Will work toward
end of retirement

Will work midway
through retirement

Will work
early in retirement

47%

24%

7%

8%

0%

1%

32%

10%

16%

59%

Pre-retirees

Retirees

Investing too
conservatively

Social Security cuts

Outliving my savings

Inflation

Unexpected
health expenses

70%

60%

64%

50%

57%

38%

55%

43%

46%

35%

Pre-retirees

Retirees

SURVEY DATA: HIGHLIGHTS

What issues are of
concern to you regarding
retirement savings?
Investors are anxious about
multiple threats to their
retirement savings, in
particular health care
expenses, inflation, outliving
their retirement savings, cuts
to Social Security, and
investing too conservatively.

Implication:
Investors are ready for their
advisors to initiate retire-
ment income planning
discussions and strategies.

Do you expect to work
in retirement?
There is a major shift in how
the next generation of retirees
views working in retirement.
Only 16% of pre-retirees say
they will never work in
retirement, versus 59% of
current retirees. Nearly half of
pre-retirees plan to work at
the start of their retirement;
another third say they will
work throughout it.

Implication:
Longer life spans mean that
pre-retirees will need
advisors to help them devise
retirement strategies vastly
different from the ones used
today.

Figure 2



Once you retired, when
did you begin withdraw-
ing from savings?
Many retirees are forced to
supplement their pensions
and Social Security early on
by drawing on personal
savings, starting at a mean
age of 64.2.

Implication:
Investors’ concerns about
outliving their retirement
savings are well founded.
Developing and following
stringent retirement income
plans will become even more
crucial for future retirees.

Which represents your
primary source of income
in retirement?
Unlike previous generations,
preretirees cannot rely on
secured retirement income
sources.

Implication:
As investment responsibility
shifts to the individual,
the need for disciplined
planning with an advisor
increases greatly.
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401(k), profit sharing plan,
or similar workplace savings

(excluding pension)

IRAs

Personal brokerage
account

Social Security

Pension

Other

Working at least
part-time in retirement

Personal savings (e.g., bank
account, CD, money market)

23%
40%

11%
14%

17%
13%

7%
10%

25%
11%

7%
8%

4%
1%

6%
3%

Pre-retirees
Retirees

If you initially delayed withdrawing,
have you since withdrawn from your
retirement savings?

If yes, at what age?
Under 60 24%
61 − 65 41%
66 − 70 26%
70+ 9%
Mean age 64.2

Yes
39%

Right away
24%

Delayed withdrawing
when first retired

76%



What actions did you
take after your
retirement income
planning discussion?
Around 50% of investors
change their allocations on
the basis of discussions with
their advisor, while nearly
one third consolidate their
assets with one advisor.

Implication:

Initiating retirement
income planning discus-
sions with prospects and
clients can be tremendous-
ly profitable for advisors.

What prompted your
retirement income plan-
ning discussions?
Investors are driven by
increased affluence almost as
much as they are by the aging
process.

Implication:
Investors who reach higher
asset goals can be an
extremely lucrative target
for advisors.
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Concern over investment
performance

Concern over rate of
spending in retirement

Reached a certain
level of assets

Reached a certain age
before/in retirement

36%

36%

25%

23%

23%

18%

31%

27%

Pre-retirees

Retirees

Modified retirement
budget/expectations

Consolidated assets
to one advisor

Increased savings

Changed
investment allocations

53%

52%

27%

30%

26%

21%

32%

14%

Pre-retirees

Retirees
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“Investors are quick to act upon their advisors’ suggestions after
retirement planning discussions take place.”


