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Retirement is changing—and the new 
world that’s emerging is not neces-

sarily what we expected it to be. At least, 
that is one of the conclusions to draw from 
BlackRock’s 2012 Retirement Survey.

Clearly, plan sponsors are doing many 
things right, especially when it comes  
to helping participants accumulate 
retirement savings. But in the face of 
growing uncertainty about the future —
driven by economic, demographic and 
regulatory challenges—many are 
legitimately concerned about arming the 
next generation of retirees with the tools 
they need to enjoy a secure retirement. 

BlackRock’s annual Retirement Surveys 
have tracked beliefs and behaviors 
around retirement so that we can better 
understand how to meet the needs of 
our defined contribution clients and  
their participants. This year, to get 
insight into what creates a successful 
retirement, we expanded the survey  
to include over 1,000 recent retirees. 

Why recent retirees? Because as 
retirement evolves, who better to discuss 
the realities of retirement and provide 
guidance to current plan sponsors and 
participants? While the survey did include 
some longer term retired in the database, 
the average age was 67, meaning that they 
are emerging from a workforce that is 
substantially similar to the leading edge 
of Baby Boomers. In order to help under-
stand the effectiveness of DC plans, the 
self-described “retired” had to have 
been in a DC plan for at least five years.

One of the most surprising findings to 
emerge is that recent retirees’ experi-
ence of retirement is more positive than 
the expectations of current participants. 
This gap is considerable—more than  
half of retirees are confident they will 
have enough money to live comfortably 
in retirement, as compared with only a 
quarter of plan participants. 

What has caused this gap in confidence?  
Is it the difference between having made 
the transition into retirement as opposed 
to the “great unknown” those still in  
their careers sense lurking around the 
corner? That may be the case, but the 
survey provides an opportunity to dig 
into this gap to identify several factors 
that seem to be correlated with retire-
ment confidence. 

Notably, the survey found a clear 
connection between secure retirement 
income and retirement confidence.  
Of course, traditional sources of retire-
ment income, including defined benefit 
pensions and social security, are in 
decline. Participants can, to some 
extent, replace this important financial 
and psychological foundation of retire-
ment security themselves through an 
individual annuity, but there are numer-
ous reasons to hope for more efficient, 
in-plan income solutions. Ultimately, 
solving this problem is a challenge for 
plan sponsors and DC providers. 

Perhaps the most intriguing—and  
inspiring—conclusion to be drawn  
from this year’s survey, however, is the 
extent to which creating confidence is  
in the hands of participants themselves. 
This is an important finding. We have 
identified seven habits that highly 
confident retirees practiced throughout 
their working career. They are easily 
understandable and easy for today’s 
participants to emulate. 

At a time when a great deal of media 
coverage of retirement seems calculated 
to inspire gloom, we have the opportunity 
to give participants an action plan to 
improve their chances for a secure retire-
ment. Fortunately, today’s participants are 
receptive to the lessons shared by the 
recently retired: almost 92% of partici-
pants agree they can learn from retirees 
when it comes to retirement planning.1

ESSENTIAL HABIT #1  
“MAKING THE MOST” OUT  
OF THE SAVINGS PLAN 
Many participants ignore their plans. 
Contributions are deducted and maybe—
just maybe—their quarterly statements 
are reviewed. Engaged participants regard 
their plan as a source of information  
and guidance. They want to know the 
current best thinking about retirement 
savings and they act accordingly.

Action steps: Plan sponsors need to 
think of new ways to keep their plans  
top of mind with their participants.  
One suggestion is to have participants 
annually review their 401(k) elections 
along with their health benefits. This  
creates a yearly contact point to help 
participants get engaged.

ESSENTIAL HABIT #2 
INCREASING 
CONTRIBUTIONS TO 
SAVINGS PLAN WHEN 
POSSIBLE
The most confident and successful 
retirees report increasing their contribu-
tion percentage after annual pay hikes, 
promotions and bonuses. Auto-escala-
tion features can help all participants 
achieve this automatically. 

Action steps: In addition to auto features, 
make it easy for participants to increase 
contributions when they get a raise or to 
defer part of their bonus into their plan. 

ESSENTIAL HABIT #3 
ESTIMATING RETIREMENT 
INCOME
Sometimes it’s nice to take a trip and  
not know where you are going. Success-
ful retirees, however, will tell you that 
saving for retirement is NOT one of  
those times. They used in-plan tools  
and external resources to understand 
how their savings might translate into 
post-retirement spending.

Action steps: Add income projections  
to participant statements so they can 
track their progress toward their 
retirement income goals. 

1. Source: All statistics from BlackRock’s 2012 Retirement Survey.



ESSENTIAL HABIT #4 
REVIEWING STRATEGY ON  
A REGULAR BASIS
If Habit #3 is checking your destination, 
Habit #4 is all about checking the road 
map (or installing GPS). Successful, 
confident retirees ask the question,  
“Is this the way to get where I’m going?” 
It’s an all-inclusive question, from their 
contribution to their work plan through  
to their additional savings and Social 
Security estimates. 

Action steps: Our survey shows that 
retirees value advice from their former 
employers—in fact, they wanted even 
more. Offer access to holistic tools that 
help participants assess their entire 
retirement picture. 

ESSENTIAL HABIT #5  
CHANGING INVESTMENT 
MIX AS THEY AGE
A 25-year old with forty years of earning 
potential ahead of her should not have  
the same asset allocation as a 65-year 
old set to retire next week. Qualified 
Default Investment Alternatives (QDIA) 
such as target date funds may be the 
most efficient way to manage the 
changing needs of participants moving 
throughout their careers. 

Action steps: The longer an employee  
has tenure with a company, the less 
likely he is to be in a target date fund—
and the more likely he is to be in an 
investment option chosen when his 
needs were quite different. Reach out  
to tenured employees and encourage  
them to review their previous choices. 

ESSENTIAL HABIT #6  
ENROLLING EARLY
Time is on your side. Yes it is—but only 
if you use it. For some, unfortunately,  
it is too late to start early. But the clear 
connection between tenure in a work-
place savings plan and retirement 
security should motivate late starters  
to get going. 

Action steps: Even if it is too late to  
“start early,” reenrollment into a target 
date fund or other QDIA with an appro-
priately high default deferral rate will 
help prevent procrastinators from 
waiting any longer. 

ESSENTIAL HABIT #7  
SAVING THE MAXIMUM
Successful retirees sacrificed to save  
the maximum, including the “catch up” 
provisions allowed for participants  
older than 50. 

Action steps: There are many ways to 
gently persuade participants to save 
more. One of the most effective is by 
adjusting the employer match. Matching 
100% of a participant’s first 4% in contri-
butions is roughly the same cost to the 
plan as saving 50% of their first 8%. 

The seven habits offered here are not 
particularly surprising—nor should  
they be. There is no secret method or 
brilliant investment choice that will  
solve a participant’s retirement chal-
lenges. Rather they emphasize just  
how much power participants actually 
hold in their own hands when it comes  
to building security. It’s a blueprint  
that has worked. ♦

I increased my contribution to my retirement savings plan  
when I was able to

90%

I made the most of my 401(k) plan 87%

I estimated my retirement income 84%

I reviewed my retirement savings strategy on a regular basis 83%

I changed my mix of investments as I got older 79%

I enrolled in my retirement savings plan early enough in my work life 77%

I saved the maximum amount of money permitted by my 401(k) plan 73%

Survey Says: You Can Build Retirement Security 
Retirees who are confident about their finances overwhelmingly indicate  
that they took positive steps to improve their retirement saving.
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The LifePath Funds may be offered as mutual 
funds. You should consider the investment  
objectives, risks, charges and expenses of the 
BlackRock LifePath Portfolios carefully before  
investing. Each fund’s prospectus and, if avail-
able, summary prospectus contains this and  
other information about the portfolios and is 
available, along with information on other  
BlackRock funds, by calling 800-882-0052 or  
from your financial professional. The prospectus 
and, if available, summary prospectus should be 
read carefully before investing. Unless otherwise  
noted, all information contained herein is as of the 
date of this publication. BlackRock LifePath  
Portfolios may invest in other BlackRock funds 
not shown. Investing involves risk, including  
possible loss of principal. Investment in the funds 
is subject to the risks of the underlying funds.

The information included in this material has been 
taken from trade and other sources considered  
reliable. No representation is made that this  
information is complete and should not be relied 
upon as such. Any opinions expressed in this  
material reflect our judgment at this date and are 
subject to change. This material is not intended  
to provide investment advice. No part of this  
material may be reproduced in any manner with-
out the prior written permission of BlackRock, Inc.

The strategies referred to herein are among  
various investment strategies that are managed 
by BlackRock, Inc., and its subsidiaries (together, 
“BlackRock”) as part of its investment manage-
ment and fiduciary services. Strategies may  
include collective investment funds maintained  
by BlackRock Institutional Trust Company, N.A., 
which are available only to certain qualified  
employee benefit plans and governmental plans 
and not offered to the general public. Accordingly,  
prospectuses are not required and prices are  
not available in local publications. To obtain  
pricing information, please contact a defined  
contribution strategist. Strategies maintained  
by BlackRock are not insured by the Federal  
Deposit Insurance Corporation and are not  
tguaranteed by BlackRock or its affiliates.

The LifePath® Portfolio mutual funds are  
distributed by BlackRock Investments, LLC,  
member FINRA. BlackRock Fund Advisors (BFA) 
serves as investment adviser to LifePath Portfolio 
mutual funds, and the Master Portfolios, in which 
each LifePath Portfolio invests all of its assets  
and to the Underlying Funds in which the Master  

Portfolios invest. BFA is a subsidiary of BlackRock 
Institutional Trust Company, N.A. The LifePath 
products are covered by US patents 5,812,987  
and 6,336,102.

Investing involves risk, including possible loss  
of principal. Asset allocation and diversification 
models do not promise any level of performance or 
guarantee against loss of principal. An investment 
in the funds is not guaranteed, and an  
investor may experience losses, including near, at 
or after the target date.

In Canada, this material is intended for accredited 
investors only. This material is provided for infor-
mational purposes only and does not constitute  
a solicitation or offering of shares or units of any 
fund or other security in any jurisdiction in which 
such solicitation or offering is unlawful or to any 
person to whom it is unlawful.

Notice for residents in Latin American countries: 
For Institutional and Professional Clients Only. 
This material is solely for educational purposes 
only and does not constitute an offer or a solicita-
tion to sell or a solicitation of an offer to buy any 
shares of any fund (nor shall any such shares be 
offered or sold to any person) in any jurisdiction 
within Latin America in which an offer, solicitation, 
purchase or sale would be unlawful under the  
securities law of that jurisdiction. Some of the 
funds mentioned or inferred to in this material 
have not been registered with the securities  
regulator of Brazil, Chile, Colombia, Mexico and 
Peru or any other securities regulator in any Latin 
American country and no such securities  
regulators have confirmed the accuracy of any  
information contained herein. No information  
discussed herein can be provided to the public.
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