2006 PRUDENTIAL FINANCIAL’S STUDY ON THE

FINANCIAL EXPERIENCE &
BEHAVIORS AMONG WOMEN

Acknowledgement
Today’s women are very aware of the importance
of financial and retirement planning, as well as the
need to actively manage their health. And many
have moved beyond the “beginner” stage in terms
of their knowledge of financial products and
services. However, this study—the fourth in a
series about the financial experience and behaviors
of women—indicates that this awareness and basic
knowledge is not inspiring women to take the
appropriate actions that will help ensure they
maintain their desired lifestyle as they move
through the next 20 to 30 years of their life.
As the following pages reveal, various factors
“interfere” with women’s financial priorities. To
help bring to life some of these issues, Prudential
Financial’s 2006 report includes real stories* of
women who are tackling the challenge of keeping
their health and wealth issues in balance.
Please take time to learn from this study and,
more importantly, take action.
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Women Wish to Be Financially Fit, But Many Are Sidetracked
Nearly 1 in 3 American women consider themselves
more involved in financial decisions than they were
five years ago. And, among married women, over a
third claim to be “at the head of the table” in the
financial decision making in their household.
Despite this sense of leadership, women are still
uncertain about—and not necessarily on the right
path for—achieving their financial goals. Lack of
confidence and knowledge, and interference of more
immediate responsibilities, combine to sidetrack
even those with the best of intentions. American
women are clear about their financial goals, but
many are not taking action.
This study touches on some of these inhibitors
while also looking at women’s expectations,
preparedness, knowledge, confidence, and approach
to financial issues.

About the Study
Prudential Financial’s study on the Financial
Experience and Behaviors Among Women polled
1,007 American women about their financial
knowledge, goals, actions taken and confidence in
attaining financial goals. The survey was administered
from January 25 to February 1, 2006. The margin of
error is ±3% at a 95% confidence level.
Study participants are a national sample of female
sole, and joint, heads of households between the ages
of 25 to 68, with a 2005 household income of $50,000
or more, and who use the Internet.
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PROFILE OF SURVEY RESPONDENTS
PROFILE OF WOMEN RESPONDENTS – 2006 STUDY

AGE

24%
30–39

31%
40–49

HOUSEHOLD INCOME

6%
25–
29 13%
60+
26%
50–59

61%
$50,000
to $99,999

INVESTABLE ASSETS
$50,000 to
$99,999
14%

36%
$100,000+

40%
$100,000+
36%
Under
$50,000

3%
Under $50,000
(Retired)

10%
Refused

Note: This report on the Financial Experience and Behaviors Among Women is the fourth in a series. For consistency when comparing 2006 data to the 2004 results, the
2004 data has been restated to represent the same age and income criteria used for the 2006 study. Due to the change in participant criteria for the 2006 study, data from
the 2000 and 2002 studies could not be compared for tracking purposes.

Most Women Don’t Make
the Financial Honor Roll

50

40

30

Two thirds of women grade themselves
a “C” or worse
When women were asked to grade themselves on
their overall knowledge of financial products and
services, only 1% gave themselves an “A”. While 37%
claimed to be ahead of the grading curve with a “B”,
most women gave themselves a “C”. Almost half
(45%) of those polled feel they need to work harder at
expanding their knowledge of financial products and
services. The balance of women (17%) are failing, or
HOWtoWOMEN
GRADED
THEMSELVES ON THEIR
close
it, by their
own admission.
OVERALL KNOWLEDGE OF FINANCIAL PRODUCTS AND SERVICES
maybe
do a pielack
chartofor knowledge
maybe a “bell curve” graphic to go grading theme?
An
admitted
These average grades are rooted in a basic lack of
50
knowledge. But the 45%
implications run deeper than that.
C Need to work harder
These grades indicate a crisis in confidence, and perhaps
40a sense that women are overwhelmed by short-term
37% to little action on the longer-term
priorities, leading
B Ahead of the grading curve
30financial planning they know they need to do.

20
20

3

9%
D Catch up in summer school

10
10

8%
F “The dog ate my homework”

0

Suzanne
43 years old
Married, mother of two
Marketing Manager

What keeps me up at night
is saving for college. I worry
about whether or not we’ll
get any financial aid…if
not, we’re really going to
struggle to pay for eight
years of school—or
more—for our two boys.
As for our own retirement
plans, it’s one more thing
that keeps me up at night,
but putting any money in
the retirement piggy bank
is on hold until we feel
more secure about our
boys’ futures.

0

1%
A High honors

If you were being graded on your overall
knowledge of financial products and services,

HOW DO YOU THINK YOU’D DO?

8% – “F”
“The dog ate my
homework”
9% – “D”
Catch up in
summer school

1% – “A”
High honors

37% – “B”
Ahead of the
grading curve
45% – “C”
Need to
work harder

Clear Financial Priorities, But Low Confidence
Retirement confidence gap
Since 2004, there has been no change in women’s
confidence levels in terms of achieving their financial
goals. This is a significant concern for retirementrelated goals, where the widest confidence gaps occur.
Well over three quarters of women believe
maintaining their lifestyle in retirement is a very
important priority, yet few are very confident they
can achieve it. There is a 67-point gap between
women’s confidence level and the importance they
place on this goal.

Financial uncertainty poses some risk
There was a slight increase in the confidence gap of
“securing long-term health or nursing home care.”
While 36% believe it is a very important financial goal,
only 1 in 10 are very confident that they will be able
to achieve it—a rather high level of uncertainty
against a potentially high level of financial risk.
Over a third of women are very confident about
paying off debt, a shorter-term load on one’s
shoulders which, in many cases, inhibits individuals
from concentrating on other long-term goals.

IMPORTANCE OF AND CONFIDENCE IN ACHIEVING FINANCIAL GOALS

Importance of and Confidence in Achieving Financial Goals
Very Important
Very Confident
Maintaining my
lifestyle in retirement
Not outliving all
of my savings

86%
19%
77%
17%
81%

Being financially secure
if I outlive my spouse
Protecting investments
and retirement savings

25%
67%
15%

Maintaining standard of
living for my family if
I die or become disabled

65%
23%
59%

Reducing personal debt
Securing long-term health
or nursing home care
Pass money on to
children/heirs

2006
2004
“Very” Gap “Very” Gap

35%
36%
13%
29%
16%

–67

–66

–60

–61

–56

NA

–52

NA

–42

–41

–24

–21

–23

–20

–13

–6
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No Problem Making Decisions,
Especially When the Homework Is Done
One in 5 are prepared, 4 in 5 need help
Eighteen percent of women feel that they are
very well prepared to make financial decisions.
The balance admit they need some kind of help
in understanding financial products and services.
However, few (8%) consider themselves “beginners.”
Stepping out of traditional roles
When women feel “very well” prepared, they play
a leading role in financial decision making for their
households over 60% of the time, and more than half

claim to be “at the head of the table.” Women who
are less prepared are not nearly as likely to take this
leadership role. A majority of them “share equally”
in the responsibilities.
Whether or not women feel prepared, the chart
below demonstrates that some women today are in
fact in a leading role in making financial decisions
for their family. They may be the single head of the
household, or simply the most able and committed
to tackle the financial management issues.

PREPARED TO MAKE WISE FINANCIAL DECISIONS
About employee workplace benefits, retirement and other important financial decisions

45%
5

33%
29% 27%
18%

21%

19%

2006
2004

Women’s roles in household
financial decision making, by
how well prepared they are

8%

Very well
prepared

Need help in
select areas

Need help in
many areas

“At the head of the table”

53%

34%

27%

22%

“At the table”

47%

66%

73%

78%

Take control yourself

23%

15%

8%

4%

Do it yourself, spouse input

Beginner

62%
39%

30%

24%
71%

18%
70%

Share equally

37%

41%

46%

52%

Spouse leads, controls

1%

14%

22%

26%

78%

Lessons Still Needed for Many Financial Products
Understanding of savings accounts is strong
Among the array of financial products and services,
women have a firm grasp on savings accounts
(98%), insurance (83%), and workplace retirement
plans (76%).
Unfortunately, about half do not understand
the majority of the key financial products that can
enhance their futures. Even mutual funds, the
foundation of IRA and 401(k) investments, are not
well understood by nearly half of all women.

Education could boost confidence
The low levels of knowledge, charted below, prevent
the actions that could help women achieve the
financial goals women cherish most. Despite 95% of
women saying that making sure they don’t outlive
or fully spend their savings is important, a staggering
6 in 10 know little to nothing about an annuity—
the only product designed specifically to guarantee
a steady stream of income for life.
Likewise, 46% say they don’t understand long-term
care insurance, a product that can help cover the
expenses related to failing health or debilitating
disease that could otherwise wipe out one’s savings.

WOMEN’S UNDERSTANDING OF FINANCIAL PRODUCTS
Women’s Understanding of Financial Products
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Very Well

Savings accounts

Life insurance

Somewhat Well

Not Too Well/
Not At All

62%

28%

36%

56%

401(k), 403(b), 457 plans

24%

52%

IRAs

22%

48%

16%
24%
30%

Individual stocks and bonds

16%

Long-term care insurance

14%

40%

46%

Estate plans, trusts, wills

14%

40%

46%

Mutual funds

16%

Annuities

12%

40%

37%
29%

2%

44%

47%
59%

Women Seek Information
From Many Sources
Face-to-face conversation is preferred
About half of the women surveyed said they prefer to
learn about financial products through financial
advisors, particularly for investment decisions that
affect long-term goals. Yet, less than a quarter (24%) of
respondents have actually met with an advisor in the
last 24 months. So there appears to be a disconnect
between women wanting to learn more through
advisors but not taking the necessary steps to actually
meet with them.
Internet and brochures are important tools
Internet and marketing brochures can provide
answers to questions and help women better
understand products and terminology. Many of these
resources also provide analysis and “what if” tools to
help women better evaluate options. Based on the low
levels of product knowledge and confidence expressed
in this study, Prudential believes that materials should
be made available that help meet women’s specific
informational needs.
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Stephaine
36 years old
Single
Registered Nurse

With so many balls in the
air, it’s a challenge for me
to focus on long-term
financial planning.
I participate in my
employer’s pension plan,
but I should be doing
more. Between paying
my mortgage and related
bills, and managing my
elderly mother’s finances,
the here-and-now is what
consumes my time.
I know I need the help
of a financial planner—
and took some initial
steps—but finding
someone I trust to build
a relationship with is just
one more ball for me to
juggle right now.

41%
24%
PREFERRED SOURCES
FOR LEARNING
ABOUT FINANCIAL TOPICS

Brochures Internet Employer

ADVISORS
Selecting investments
to reach financial goals

58%

20%

30%

9%

How much income
needed in retirement

57%

22%

34%

12%

21%

30%

8%

22%

30%

12%

25%

32%

13%

16%

21%

48%

Estate plans,
trusts, wills

54%

IRAs
Long-term care
insurance
401(k), 403(b),
457 plans

51%
35%
31%

Lack of Action, Despite the Best Intentions
Many are willing, fewer take action
In 2004, over half of the women polled (53%) expected
to boost their savings or invest more money over the
next 12 months. However, 2006 data reveals that only
about 2 in 10 took investment actions—11% invested
in stocks or mutual funds for the first time and 14%
opened some kind of IRA or retirement account.
There is clearly a gap between intentions and
action. While women are optimistic and have good
intentions to save more, the trend we see throughout
the data is that saving is secondary to the goal of
paying off debt.

Women simply don’t have the time
Another factor challenging women is, no doubt, the
busy day-to-day activities that take precedence—
family, career, and household and personal chores.
Financial planning most often gets put aside.
Take, for instance, planning a will. In 2004, nearly
5 in 10 women (47%) said they intended to prepare a
will or an estate plan in the next 12 months. Only
14% have actually done so in the past two years.
It’s not for lack of importance or intent. The reality
is that it’s difficult for many to find the time
to devote to such matters.

IN 2004, WOMEN ANTICIPATED THE FOLLOWING CHANGES TO THEIR FINANCES
53%

41%

Save and invest more

Make no change

6%
Save and invest less

IN 2006, ACTIONS TAKEN TOWARD IMPROVING
FINANCIAL SECURITY NEED
28%
53%

11%

41%

6%

2004: Anticipated actions in next49%
12 months
2006: Actions 30%
taken in past 24 months
SAVING AND INVESTING
18%
Invest in stocks, bonds or
11%
13%
mutual funds for the first time
Change mix of assets in
16%
57%
stocks, mutual funds or bonds 6%
PROTECTION
Buy a life insurance policy
on own, not through employer
Buy a long-term care
insurance policy

14%

28%

–17

49%
30%

26%18%
13%

–19

–5

16%

57%

GAP

–10

6%

41%
24%

RETIREMENT/TAX-DEFERRED
Open IRA or other retirement
account, not through employer

26%

14%

14%

PLANNING
Meet with an advisor to develop
financial or retirement plan
Create a will or estate

47%

–12

41%

–17

24%
47%
14%

–33
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Retirement: Women’s Expectations vs. Reality
Expectations reflect little diversification
It’s no surprise that women list Social Security as
their number one income source to fund their
retirement—nearly 8 in 10 say they will depend on it.
Not too far behind are personal investments and
savings (73%) and workplace retirement plans (69%).
After that, there’s a rather large gap in women’s
expectations, in terms of how they will generate
an income in retirement.
Annuities and reverse mortgages are low
on the list of retirement income resources,
both of which are the least understood
financial products.

An “upscale/comfy” retirement requires
additional involvement
Successful retirees are much more likely to have
made extra savings and investments and to have
participated in employer-provided defined
contribution or defined benefit plans. Preparation
during their employment years significantly
improved their retirement prospects. Successful
retirees are also more likely to report using annuity
products for income purposes.
Working in retirement may not be feasible
Forty-four percent of the women polled expect
that they will work to supplement their income in
retirement, yet only 13% of current retirees are
actually working. The reality is that while many
anticipate to continue working, some may not be
physically capable of doing so, while others may not
be able to secure employment.

RETIREMENT FUNDING
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“Actual” Among Retirees
Based on self-described retirement lifestyle…
Expected Sources of Funding

Social Security

78%

Personal investments,
savings, IRAs
401(k), 403(b),
457 plans

73%
69%

Work in retirement

44%

80
Spouse’s pension

42%

My own pension

38%

Downsize home

31%

Annuity Income

23%

Inheritance

18%

Private business/
real estate
Reverse mortgage

17%
3%

Upscale/
Comfy

Adequate/
Struggling

%
Difference

75%

85%

+10

90%

60%

-30

45%

28%

-17

13%

13%

0

53%

36%

-17

57%

38%

-19

16%

13%

-3

34%

19%

-15

19%

9%

-10

20%

15%

-5

0%

4%

+4
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Eleanor
69 years old
Widow
Retired

I’m enjoying retirement. I’m relatively healthy,
living in a nice community, and my family is not too
far away. I have four grandchildren! But I realize I’m
one of the fortunate ones. My husband managed
our finances well, and we had good life insurance.
Some of my friends do not have this kind of financial
security, and they are really struggling. It’s a pity.
I think we need to have a better support system for
our senior citizens; we’ve contributed to the growth
of this country in so many ways, and in the end
many don’t have anything to show for it.

Women Value a Retirement Game Plan
Very few say they’d leave their
financial well-being to fate
When asked to select the style that best describes their
personal attitude toward preparing for retirement,
84% of women agreed that “while nothing is certain,
careful planning and active involvement can
significantly improve my chances of a successful
retirement.” The rest of the group (16%) had more
of a laissez-faire attitude, believing that “much of
retirement is beyond my control. I plan to take it as
it comes and hope it all works out.” This ratio was
consistent across all age groups, but showed some
difference depending on household income.

Philosophy affects confidence
Accepting accountability for one’s retirement is a
great step toward women’s financial independence.
And this personal attitude does have an impact on
how confident women feel about their retirement
prospects. For example, 76% of women who believe in
careful planning are very or somewhat confident in
their ability to maintain their lifestyle in retirement,
compared to only 45% of women who feel a
comfortable retirement is beyond their control.
Despite one’s attitude toward saving, the road to
retirement security is often disrupted by other
financial challenges.

PERSONAL ATTITUDE TOWARD PREPARING FOR RETIREMENT
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Total Random

84%

16%

BASED ON HOUSEHOLD INCOME
$50–$74,999

78%

22%

$75–$99,999

79%

21%

93%

$100,000 or more

20

40

60

80

Careful planning
and active
involvement
Beyond
my control

7%

100

PERCENTAGE OF WOMEN WHO ARE “VERY/SOMEWHAT CONFIDENT”
IN THE FOLLOWING RETIREMENT GOALS…
Among women who believe
in “careful planning”

Among women who believe
it’s “beyond my control”

% Difference

Maintain lifestyle in retirement

76%

45%

–31

Protect investments and savings

74%

38%

–36

Not outlive retirement savings

72%

50%

–22

Yet, Debt Tips the Balance
Away from Retirement Savings
Many women struggle when it comes
to focusing on long-term goals
It has become the American way. Buy now, pay
later. This formula does not include savings.
As the diagram below shows, many have landed
in a position where financial priorities are
knocked off balance by the heavy weight
of debt on their shoulders.
Today’s women have various goals, but when
asked to identify their primary financial goal for
this year, 43% said “getting out of debt.” This
fact tends to overshadow their other important
financial goals—like saving, investing, or preparing
for retirement, all of which are far behind.
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MY PRIMARY
FINANCIAL
MY PRIMARY
FINANCIAL
GOAL GOAL FOR 2006 IS TO…
FOR 2006 IS TO...
MY PRIMARY FINANCIAL GOAL
Acquire real estate,
FOR 2006 IS TO...
or retirement or financial Other
Pay off a loan or
credit card debts
Pay off43%
a loan or
credit card debts
43%

protection
Acquire
realproduct
estate,
Save or invest
or financial
more money or retirement
18%
protection product
Save27%
or invest
more money
18%
27%

12%
Other
12%

IF I WON $25,000,
I’D BE MOST LIKELY TO ...
IF I WON $25,000,
IF I WON $25,000, I’D BE MOST LIKELY
TO…
Luxury vacation
I’D BE MOST LIKELY TO ...

Save it for or shopping spree
vacation
Invest in retirement, a “rainy day” Luxury6%
Save
it for or shopping spree
real estate, education
15%
6%
retirement, a “rainy day”
Pay off debt Invest in23%
real
estate,
education
15%
56%
23%
Pay off debt
56%

50

50
40
40
30

Rachel

30
20

21 years old
Single
Part-time college student

20
10

I never thought I’d be so
10
concerned about money
at such a young age.
I’m working full time,
in college part time, and
living at home. Trying to
pay for my classes, a car,
and just general living
expenses is really tough
for a young single person
to manage. I’m really
looking forward to the
day when I don’t feel so
bogged down with debt
and can focus on my
longer-term goals…like
having a place of my own.

Couples’ Financial Preparedness Is Compromised by
Sensitivities to Retirement and Aging
Financial issues related to mortality,
or failing health, fall by the wayside
There are sensitivities inherent to financial
conversations related to retirement and aging.
Many couples find it uncomfortable to plan and
discuss products such as life insurance, disability,
planning a will, and long-term care needs—
all of which deal with failing health and mortality.
Less than a third of the women polled have
actually talked in depth with their spouse or
partner about these subjects. Women who have not
discussed these topics at all, or who have talked
only superficially, neglect the full scope of financial
planning. Some respondents admitted that they
assume their spouse will take care of it. Others said
they tend to avoid the issue or simply procrastinate.
This inaction could be detrimental to their
financial security.

For many, the retirement dream is all roses
Generally speaking, Americans anticipate their
golden years to be happy, healthy and free. Many
avoid the thought that there could be a dark side,
particularly if faced with unexpected health issues
or financial strain.
Only 18% of women have talked with their spouse
or partner in depth about long-term care insurance
and 33% about how much money they need for
retirement, especially if one of them is not in the
picture. Both are important issues related to the
unfortunate fact that women often outlive their
spouse/partner and face retirement alone.
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WOMEN’S CONVERSATIONS WITH THEIR PARTNERS…
Among women who are married or in a domestic partnership

Talked in
depth, have
a plan

Planning a will or estate plan

32%

Being financially prepared for
retirement—how to generate income

33%

Being financially protected if
you/spouse becomes disabled

31%

Life insurance on the value
of you as a wife and mother

31%

The risk of needing long-term care
60

80

100

Your eligibility to collect on your
Social Security benefit, if he dies

18%
25%

Talked
superficially,
have no plan

Have not
talked

44%

24%

36%

31%

33%
25%
35%
20%

36%
44%
47%
55%

Women Are Willing to Talk About Aging Issues With
Their Partners, But Less Than Half Will Initiate
Many women are open to conversation
Forty-one percent of women characterize themselves
as very open and forward, saying that they are
proactive in discussing, researching and purchasing
financial products that deal with failing health and
mortality. Slightly more than that (44%) claim to be
approachable, willing to face the issue if confronted,
and at times might initiate conversation or research
products. The balance (15%) are reserved and guarded;
they talk about these subjects if pressed, and some
generally avoid the subject altogether.
Overall, though, many women realize the
importance of and are open to discussing these
sensitive matters.

Yet discussions are not occurring
Some relationships are prone to “avoiding the issue.”
The chart below, based on how women describe
themselves and how they perceive their spouse’s
approach to sensitive financial issues, is designed to
highlight women who are best prepared (green) and
those who may be at risk (yellow, red).
Women who are “proactive” are all highlighted
in green, because in no matter what category her
spouse fits, she takes the lead in addressing the
necessary financial issues. Women who are
“approachable” are more vulnerable and less likely
to be prepared. The 18% highlighted in green are
probably covered by their “proactive” partner’s
initiative. But the 82% highlighted in yellow and
red, paired with “approachable” or “reserved”
partners, may not have the impetus needed
to discuss these important planning needs.
“Reserved” women are even more at risk.
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WOMEN’S PERCEPTION OF THEIR PARTNER’S CONTRIBUTION
WOMEN’S
OF THEIR
SPOUSE/PARTNER…
TO DEALING
WITHPERCEPTION
SENSITIVE
FINANCIAL
ISSUES
HOW WOMEN PERCEIVE THEIR SPOUSE/PARTNER

WOMEN’S SELF-PERCEPTION…

Proactive

Approachable

Reserved

39%

28%

33%

Proactive (41%)
Approachable (44%)

18%

Reserved (15%) 14%

50%
30%

32%
56%

OIDING THE ISSUE

Money Is Every
Family’s
Best-Kept
Percentage
of women who
gave the following SecretPercentage of women who gave the following
reasons for not talking with PARENTS
I just haven’t

I’m not qualified

reasons for not talking with CHILDREN
It’s premature

Courageous conversations
are important had the chance “I don’t wanttotodiscuss
be a burden”
to counsel
I just haven’t
my
parents
had the chance
at
this
time about one’s financial
Conversations with aging parents are important
for
Talking to adult children
12%
21%
25% women shy
the financial well-being of all families. Many women
preparedness seems to also be a subject
33%
find themselves caring
for
elderly
parents
at
a
time
away
from.
Most
women
do
not
want to be a burden
Parents are sensitive;
It’s premature 12%
33%
7% It’sofnot
I
don’t
know
how
discuss
at their own retirement.
when they shouldtobe
planning
on their children. Yet about three quarters
theappropriate;
to bring it up
I
don’t
know
how
this
time
Yet about half of the women polled22%
say they have
population have not had serious
their
35%discussions with
to bring it up
not had discussions with their parents about such
children. Long-term care insurance appears to be the
It’s none of
I don’t
a plan;
matters, and a quarter of them
have
only
skimmed
least discussed topic, yet
the have
risk of
having to care for
my business
so
nothing
to
discuss
the issues in conversation. Of the women who have
an aging parent is very real and potentially very
not discussed one or more of these financial topics
expensive if both parent and child are not prepared.
seriously and in depth with their parents, 33% say
they haven’t done so because their parents are
sensitive about discussing finances, and 22% feel that
it is none of their business.

SERIOUS FINANCIAL DISCUSSIONS HAPPEN TOO INFREQUENTLY

REQUENTLY
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Percentage who have talked
in depth with PARENTS
Life insurance

Life insurance

23%

Long-term
care insurance

24%

Long-term
care insurance

19%

Will, trust,
or estate plan

35%

Generating
retirement income

Percentage who have talked
in depth with CHILDREN

24%

14%

Will, trust,
or estate plan

28%

Generating
retirement income

18%

WOMEN HAVE VARIOUS REASONS FOR AVOIDING THE ISSUE

E ISSUE

Percentage of women who gave the following
reasons for not talking with PARENTS
I just haven’t
I’m not qualified
had the chance
to counsel
my parents
12%
21%
It’s premature
to discuss at
this time

12%

33%
22%

It’s none of
my business

Parents are sensitive;
I don’t know how
to bring it up

Percentage of women who gave the following
reasons for not talking with CHILDREN
It’s premature
to discuss
at this time
33%

I just haven’t
had the chance
25%

35%

7% It’s not appropriate;
I don’t know how
to bring it up

I don’t have a plan;
so nothing to discuss

If the Unexpected Occurs,
Who Will Be Better Prepared?
If you want something done right…
Women who take charge are better prepared for
the unexpected. One in 2 “proactive” women have
written a will or developed an estate plan and have
made plans for funding retirement even with the
possibility that they or their spouse might not be
in the picture by the time they reach retirement.
About 1 in 3 (31%) have prepared for the risk of
needing long-term care.
The percentage of women who describe
themselves as “reserved” are far less prepared and
more than half have not even discussed these
important issues. The examples below reveal a
behavioral pattern that translates into missed
opportunities for many women.

A CLOSER LOOK AT FINANCIAL CONVERSATIONS
(Based on whether women consider themselves
“proactive,” “approachable,” or “reserved”)
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HAVE DISCUSSED…

Sandhya

WILL, ESTATE PLAN
Proactive
35%
50%
Approachable

45%

33%

Reserved 15%
18%

Proactive

22%

38%

44%

LONG-TERM CARE
31%
35%

Approachable 15%

34%

40%

67%

RETIREMENT
51%
Proactive

32%

36%

Reserved 19%

35%

23%

Yes, in depth
Yes, superficially
Haven’t discussed

17%
29%

58%

I own my own business, so I meet
with my financial planner quite
regularly. He spoke to me recently
about long-term care insurance. We
might be good candidates for it,
considering we’re facing some
health issues as a family. The drastic
increases in healthcare costs and
general cost-of-living increases
make me wonder how we’re
going to fund our senior years.
My parents were lucky; they had
enough savings to help them
through their final years. Today’s
world is just so different…you
really need to plan ahead if you
want to have any kind of security in
your old age.
0

45%

Reserved 12% 21%

Approachable

52 years old
Married, mother of one
Small business owner

15%

20

40

60

80

100
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Peggy
85 years old
Retired nurse
Widow, mother of 3

I retired at age 65, shortly after my husband passed away, which means I’ve been living in
retirement for 20 years—alone. We had many lean years when the kids were young, but managed
to save money, pay tuition at private high schools, pay for two of our children to go to college and
take vacations most every year. We did this because I ran the household budget and made sure we
never spent more than what we earned. My husband always looked longer-term at our financial
picture and when he died I took on that responsibility. I remember in the beginning that my idea
of diversification was to have three brokers helping me and each didn’t know about the other!
I was the only one with the total picture. I drove them nuts because I never stopped asking
questions so I could make informed decisions. One of my daughters helps me manage my money
now, but I still make the final decisions. And I know I’ll never be a burden to my two remaining
children because I purchased long-term care insurance about 25 years ago.

What Is the Price of Love?
The value of all you do
A woman’s contribution to her family consists of
more than the money she earns. It encompasses all
of the tasks done every day to love, protect and care
for her family. But the data shows that insuring
one’s life is often not among those tasks.
The good news is that nearly a third of the
women polled have indeed discussed and prepared
for this risk. The balance, however, don’t have a plan
and 44% haven’t even discussed the issue. Among
affluent women who have not talked, an alarming
43% are making the assumption that their spouse
will take care of it, and 37% say the concern hasn’t
crossed their mind.

Even those women who consider themselves
“proactive” are falling short in acquiring the
coverage needed to protect their family. The paradox
is that women know what should be done—they
understand insurance (84%), and maintaining a
standard of living for their family in the event that
they die is an important financial goal for them
(84%), yet they’re not doing anything about it.* With
less than a quarter of them being “very confident”
that they can achieve that goal, it begs the question
yet again: What needs to happen to get women to
take action?
*This data is not charted below, but these figures result from this study.

DO WOMEN “HAVE IT COVERED” WHEN IT COMES
TO INSURING THEIR OWN LIFE TO PROTECT THEIR FAMILY?
Based on whether women consider themselves “Proactive,” “Approachable,” or “Reserved”
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Approachable

Proactive

59%

41%

71%

Reserved

12%

29%
88%

Don’t have a plan

Have a plan

REASONS FOR NOT TALKING ABOUT LIFE INSURANCE
Based on women who have not discussed with spouse/partner

2%
Affluent

18%

37%

43%

it,
care of it

Total

22%

38%

this

36%
4%

I’ve thought
about it but
just haven’t
brought it up

It’s not
something
we’ve thought
or talked about

We haven’t
talked about it,
but I’ve already
planned for this

We don’t need
to talk about it,
I know my spouse
will take care of it

What Gets the Attention, Health or Wealth?
The Balancing Act
For many women, maintaining and improving
health and wealth are core aspects of their lives.
While both are important, it is sometimes difficult to
put the same amount of energy toward both health
and wealth, given the busy day-to-day responsibilities
and the interference of other life challenges that
women face.
When asked to rate their level of focus on health
and wealth, we find that a majority of women are
striving for a perfect balance—about 6 in 10 say they
put the same amount of energy toward both goals.
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In terms of difficulty, we see slightly more of a
difference, with 3 in 10 saying that achieving health is
more difficult for them personally. However, overall,
women appear to be sharing the same level of
concern, interest, and priority toward both health
and wealth.
Interestingly enough, this balance holds true across
all age groups and even across income range, with
women over the age of 60 being more ambitious
toward health (35%).

HOW WOMEN BALANCE CONCERN FOR HEALTH AND WEALTH

MORE ON
HEALTH
LEVEL OF INTEREST: How
much you enjoy this activity

80

100

LEVEL OF IMPORTANCE: How
much value you place on it
LEVEL OF AMBITION: How much
focus/energy you put forth
LEVEL OF CONCERN: How much
you worry about succeeding
LEVEL OF DIFFICULTY: Which is
more challenging for you

24%

SAME

MORE ON
WEALTH

64%

12%

34%
25%
21%
30%

56%
57%
56%
47%

10%
18%
23%
23%

2006-2007 “Actions Promised” List
Writing down your financial goals is a great way of committing yourself to them. Seeing your goals on paper
can help you prioritize and define the actions necessary to achieve those goals.

Step 1: Set Your Goals
Do you want to pay off your mortgage, buy a home, begin a retirement plan? Try to be precise and practical
when setting your goals.
Short-term goals (Less than 2 years)
Goal

Month & Year
Needed

Approximate
Amount Needed

Monthly
Amount to Save

Mid-term goals (3-10 years)
Goal
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Month & Year
Needed

Approximate
Amount Needed

Monthly
Amount to Save

Month & Year
Needed

Approximate
Amount Needed

Monthly
Amount to Save

Long-term goals (10 years or more)
Goal

Step 2: Assess Your Current Product Knowledge
At the beginning of this report, you saw how women graded their overall knowledge on financial products
and services. Thinking about specific products—some of which may help you achieve your goals—how
would you grade the level of your understanding, using the academic scale of A, B, C, D or F?
After you’ve assessed your product knowledge, prioritize the topics you intend to learn more about in the
next year.

Grade

Priority to
learn more

Savings accounts
Life insurance
401(k), 403(b), 457 plans
IRAs
Individual stocks and bonds
Long-term care insurance
Estate plans, trusts, wills
Mutual funds
Annuities
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Step 3: Define the Actions You Will Take to Achieve Your Goals
Now that you’ve set some goals and priorities, define some of the steps you can take to help achieve your
goals—steps that will translate your intentions into action. Try to make a specific, realistic plan for yourself.
Example:
By June 30, 2006

I plan to Meet with a financial advisor to reassess my retirement savings plan

By

I plan to

By

I plan to

By

I plan to

By

I plan to

By

I plan to

Summary
A common thread throughout this study has been one of balance. Today’s women strive to equally value and
focus on their family and career, as well as their own health and wealth. As some of the data reveals, this pursuit
for balance sometimes results in the sacrifice of attention on, involvement in and preparedness for the very
important matter of financial decision making for their household. While our study shows that some strides have
been made, there is clearly room for improvement.
1. Women’s self-assessed knowledge of financial
products and services is low.
■ Nearly half (45%) of the women polled graded
themselves a “C,” admitting they need to work
harder in building their overall knowledge of financial
products and services. Only 1% of the women are “A”
students, and 37% rated themselves a “B.”
■ Many women say they don’t understand annuities
(59%), mutual funds (47%), long-term care
insurance (46%), or stocks and bonds (44%).
■ Lack of knowledge appears to be the root of
women’s low confidence levels in their ability to
make sound financial decisions.
2. Lack of knowledge and preparation deters
involvement in financial decisions.
■ One in 5 women feel very well prepared to make
wise financial decisions; the balance admit to
needing some level of assistance.
■ Compared to women who are beginners or need
lots of help, women who are very well prepared are
twice as likely to play a leading role in the financial
decision making for their household.
3. Intentions don’t always equal action. There’s a
motivating force missing.
■ In 2004, over half (53%) of the women polled
intended to save and invest more money over the
next 12 months, but 2006 data reveals that in the
past 24 months only 11% invested in stocks or
mutual funds and 14% opened an IRA or
retirement savings account.
■ Likewise, in 2004, 47% intended to create a will, and
in 2006 only 14% said they had done so. And 41%
intended to meet with an advisor, while only 24%
actually did.
■ The discrepancy between intentions versus actions
could be attributed to time constraints and the
balancing act that women face.

4. Sensitive issues are in dire need of attention.
■ Two thirds of respondents say they have not
seriously discussed with their spouse financial issues
that deal with aging or failing health, such as life
insurance or planning a will.
■ Women are even less likely to have discussed
sensitive financial issues with their parents or
children—for example, few have discussed the
potential risks of needing long-term care with their
parents (19%) or children (14%).
■ Eight in 10 women claim to be open to
conversation, but well less than half (41%) are
proactive in initiating discussion or research on
the needed preparations for such sensitive
financial issues.
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5. Retirement: Women feel they have some control.
■ Of the women who believe in “careful planning”
when it comes to retirement, about three quarters
feel very (15%) or somewhat (59%) confident that
they will be able to protect their retirement
investments and savings.
■ More than 4 in 10 women expect to work in
retirement as a source of extra income, but the reality
is that about 1 in 10 retirees are currently working.
■ Over 70% will look to Social Security, personal
savings and employee retirement programs, while
less than half are counting on other options for
funding retirement—such as pensions (38%),
downsizing one’s home (31%), or annuities (23%).
6. Life insurance: Few women have put a price on
their own value.
■ About a third of women (31%) say they have
seriously considered the work they do as a wife and
mother and have a plan for what would be required
to replace it in the event that something happened
to them. The balance don’t have a plan and 42%
haven’t even talked or thought about it.
■ Of the women who haven’t discussed this issue
with their spouse or partner, 43% assume that their
spouse will take care of it.
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