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Consumption and savings 
decisions made in the earlier 
stages of the life cycle can have 

a disproportionately large impact on 
retirement preparedness. These saving 
decisions have had an even greater 
impact on U.S. household welfare over 
the last two decades, as the responsibil-
ity for funding retirement has shifted 
from employers to employees (Milevsky, 
Chen, and Zhu 2007). According to the 
Employee Benefit Research Institute 
(EBRI), only 38 percent of all private 
workers participate in employer 
sponsored defined contribution plans, 
and just 14 percent of Americans are 
confident in their ability to retire 
comfortably (Helman, Copeland, and 
VanDerhei 2012). 
	 Greater employee responsibility for 
funding retirement means that individu-
als, rather than pension professionals, 
must estimate how much saving is 
needed to provide an adequate retire-
ment income (Poterba, Rauh, Venti, and 
Wise 2007). A lack of financial knowl-
edge and sophistication among many 
American workers may contribute to 
inefficient retirement savings (Lusardi 

and Mitchell 2009). Most American 
households cannot maintain a constant 
level of consumption in retirement with 
their current retirement savings (Bern-
heim 1993; Mitchell and Moore 1998; 
Yuh, Montalto, and Hanna 1998), and 
one-third of retirees obtain 90 percent 
of their income from Social Security, 
according to 2012 data from the Social 
Security Administration.
	 This shift in retirement funding 
responsibility, coupled with the 
complexity of the investment process, 
should increase demand for professional 
financial advice (Milevsky et al. 2007). 

Professional financial planners can help 
households accurately estimate the 
amount of retirement income needed to 
fund household retirement goals. Addi-
tionally, a financial planner can provide 
a financial plan that involves establishing 
the steps needed to meet a retirement 
goal and facilitate regular interaction to 
evaluate progress. A financial planner 
may also increase a worker’s awareness of 
the consequences of low savings, reduce 
the psychic costs of making complex 
choices, and help improve investment 
performance and tax efficiency within 
household portfolios. 

A Comparison of Retirement 
Strategies and Financial Planner 
Value
by Terrance K. Martin Jr., Ph.D.; and Michael Finke, Ph.D., CFP®

•	 Although most Americans believe 
they are not saving enough for 
retirement, few are able to increase 
retirement saving on their own due 
to a lack of knowledge and inertia. 

•	 The goal of this study is to 
evaluate and contrast retirement 
planning strategies and financial 
planner value in order to determine 
the impact on retirement wealth 
accumulation. 

•	 This study creates four distinct 
household groups based on 
whether respondents report 
consulting a financial planner 
for retirement and/or estimat-
ing retirement income needs: 
comprehensive planner, planner, 

self-directed, and no plan. 
•	 Using a quantile regression to 

estimate the marginal differences 
in accumulation at various levels 
of retirement savings, results 
show that estimating retirement 
needs and working with a plan-
ner increases retirement savings 
significantly more than the other 
strategies.

•	 Results provide evidence of the 
value of comprehensive financial 
planning over a self-directed retire-
ment plan. Findings indicate that 
the use of a planner or adviser who 
does not create a retirement plan 
has little impact on accumulation 
within qualified accounts.

Executive Summary
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	 However, little evidence exists in 
the current literature that the use of 
financial planners improves household 
financial outcomes. The metric most 
commonly used to assess adviser 
value is gross investment performance 
(Bergstresser, Chalmers, and Tufano 
2009; Kramer 2012). Because markets 
are generally efficient and adviser 
channel funds have higher fees, previous 
research concluded that advice has 
little value (Bergstresser et al. 2009) or 
that advisers are merely “babysitters” 
whose inferior performance is tolerated 
by households who would rather not 
bother with caring for investments 
themselves (Hackethal, Haliassos, and 
Jappelli 2012). Few papers differenti-
ate between advisers who do and do 
not provide comprehensive financial 
advising services, such as retirement 
planning, nor do they estimate welfare-
enhancing services outside of generating 
risk-adjusted investment performance. 
	 This paper contributes to the litera-
ture on the value of financial planners 
by evaluating the impact of retirement 
income planning advice on retirement 
saving. Both the 2004 and the 2008 
waves of the National Longitudinal 
Survey of Youth (NLSY79) were used 
to estimate the total retirement savings 
and the change in accumulated retire-
ment wealth between 2004 and 2008. 
We hypothesized that the process of 
estimating retirement income needs 
can motivate a household to save more, 
and that working with a planner can 
help a client formulate a more realistic 
estimate of how much they should save 
and help them maintain a saving plan 
that results in higher savings rates. 

Retirement Saving and Wealth Accumulation
Retirement wealth accumulation is 
motivated by a household’s desire to 
smooth consumption beyond working 
years. Many are not successful, which 
leads to a welfare loss from reduced 
consumption in old age (Bernheim, 

Skinner, and Weinberg 2001). Bernheim 
(1993) concluded that actual savings 
rates are 9 percent to 19 percent lower 
annually than optimal for young house-
holds aged 35 to 45. Bernheim, Forni, 
Gokhale, and Kotlikoff (2000) found 
that the median household would need 
to increase their savings rate by as much 
as 20 percent to replace pre-retirement 
levels of consumption.

	 Employee participation in defined 
contribution plans in the U.S. is 
optional. Studies of employee participa-
tion in employer sponsored retirement 
plans show that many do not partici-
pate, that those who do participate often 
do so at a default savings rate that is too 
low, and that retirement saving deci-
sions change little over time because 
of an unwillingness to actively change 
contribution rates (Choi, Laibson, and 
Madrian 2006).
	 Financial knowledge is critical to the 
process of accumulating retirement 
wealth (Jacobs-Lawson and Hershey 
2005). The ability to make financial 
choices that are consistent with prefer-
ences is limited by someone’s ability 
to collect and process information 
(Simon 1955). Complex retirement 
decisions are a challenge for households 
that lack financial knowledge (Finke, 
Huston, and Winchester 2011). Lack of 
knowledge can also potentially result in 
a household’s decision to not participate 

in financial markets (Campbell 2006). 
Financial literacy surveys consistently 
show that most American workers do 
not have the investment knowledge 
to make effective retirement savings 
decisions (Lusardi and Mitchell 2009).
	 One problem with low financial lit-
eracy is that households may not possess 
the analytical tools needed to calculate 
how much they must save each month 
in order to meet retirement spending 
goals. The process of calculating retire-
ment income needs often results in a 
realization that an individual has not 
been saving enough for retirement. This 
can change retirement saving behavior. 
A study of university employees found 
that a modest 10 percent increase in 
the likelihood of calculating retirement 
income need was related to $16,600 
in additional retirement savings for 
respondents over 40 (Mayer, Zick, and 
Marsden 2011). A possible source of 
value provided by seeing a financial 
planner is to be led through the process 
of estimating the difference between 
current and optimal retirement saving 
behavior.

Professional Advice and Retirement
Households faced with the responsibil-
ity for funding their own retirement 
can choose to rent the services of a 
financial expert to help them make 
better choices. An expert, such as 
a financial planner, has invested in 
specific knowledge about financial 
products and theory they can draw from 
to help a client develop a plan to achieve 
retirement goals. 
	 A financial planner who employs a 
comprehensive approach to financial 
planning may incorporate any one or 
more of the six main planning areas 
into an analysis: cash management, 
risk management, investments, retire-
ment, tax planning, and estate planning 
(Warschauer 2008). As an example, a 
discussion on retirement planning typi-
cally includes an analysis of the assets 

“Households may not 
possess the analytical 
tools needed to calculate 
how much they must 
save each month 
to meet retirement 
spending goals.”
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needed to generate a sufficient income 
replacement, a recommended pre- and 
post-retirement portfolio, and a regular 
savings plan to meet the retirement 
accumulation goal. 
	 Unfortunately, in the empirical 
literature on financial advice, there is 
little evidence that financial planners 
improve welfare outcomes. Using Dutch 
data, Kramer (2012) found no evidence 
that advised accounts achieve higher 
risk-adjusted returns than self-directed 
accounts. Broker-sold funds exhibit 
evidence of greater underperformance 
from return chasing and no superior 
market timing (Bergstresser et al. 
2009). Dahlquist, Martinez, and Söder-
lind (2011) found that advised accounts 
offer, on average, lower net returns 
and inferior risk/return characteristics. 
Compensation incentives appear to 
drive much of the underperformance 
of advised accounts; as previously 
noted, there has been little effort to 
differentiate by adviser compensation 
and breadth of financial advice in the 
literature. 
	 There is, however, some evidence 
showing households that use the 
services of comprehensive financial 

planners execute investment strategies 
that are more consistent with economic 
theory (Bodie and Crane 1997). These 
studies show evidence of improved 
investment performance (Hung and 
Yoong 2010). Professional advisers may 
also help reduce a client’s behavioral 
biases. Shapira and Venezia (2001) 
showed that professional financial 
advisers can reduce the tendency to 
hold losing investments while selling 
winners (the disposition effect). A 
comprehensive financial planner may 
also help clients focus on long-run goals 
by reducing short-term anxiety from 
market volatility (Engelmann, Capra, 
Noussair, and Berns 2009).
	 Two shortfalls of the existing empirical 
literature include the inability to distin-
guish between types of financial advisers 
and the use of investment alpha to 
quantify the value of advice. Professional 
financial planners improve retirement 
savings behavior by increasing a worker’s 
awareness of the consequences of low 
savings, by reducing search and psychic 
costs of making complex choices, and by 
improving investment performance and 
tax efficiency of household portfolios. 
Some advisers may provide compre-

hensive financial planning services that 
include a detailed retirement plan. Others 
may hold themselves out as advisers or 
planners, but provide advising services 
that are more limited in scope. This paper 
provides insights into differences between 
these two types of advisers.

Methods
Data. This study used data from the 
2004 and 2008 administration of the 
National Longitudinal Survey of Youth 
(NLSY79). The survey, which began in 
1979, consists of a random sample of 
12,686 people and is representative of 
U.S. men and women who were born 
between 1957 and 1965. During the 
2008 survey, respondents were between 
45 and 52 years old. Annual interviews 
were conducted by phone or in-person 
and continued every second year from 
1994 onward. 
	 Sample. A special module on retire-
ment appeared in the 2008 administra-
tion of the NLSY79. To obtain the final 
sample, the data was censored only to 
households that were asked whether 
they consulted a financial planner for 
retirement planning. This condition 
on the data reduced the sample size to 
7,616 respondents. In a special module 
on retirement in the 2008 administra-
tion of the NLSY79, respondents were 
asked if they consulted a financial 
planner for retirement and if they had 
calculated their retirement wealth. 
These questions were used to create four 
different household groups based on 
retirement planning strategy. The first 
household group included respondents 
who answered “yes” to consulting a 
financial planner and “yes” to calculating 
retirement income need (comprehensive 
planner). The second group consisted 
of those households that only consulted 
a financial planner (planner only). 
The third group included households 
that only calculated a retirement need 
(self-directed), while the fourth group 
included households that answered 

Figure 1: Household Retirement Planning StrategiesFigure 1:

No plan
70%

Comprehensive
planning

11%

Planner
only
6%

Self-directed
13%

Source: Data from the 2004 and 2008 administration of the National Longitudinal Survey of Youth (NLSY79)  
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N

MEAN
Inome

Net worth

Retirement wealth 2008 

∆ in retirement wealth

MEDIAN        

Income

Net worth

Retirement wealth 

∆ in retirement wealth

$125,043.41 

$798,630.15 

$246,797.33 

$83,500.34 

$96,700.00 

$472,500.00 

$77,568.00 

$12,000.00 

***

***

***

***

***

***

**

***

***

***

***

$75,183.96

$347,417.27

$103,978.66

$41,493.27

$58,000.00

$142,000.00

$1,400.00

- 

$86,577.02

$400,752.68

$163,659.69

$77,597.58

$71,600.00

$210,000.00

$20,000.00

- 

$60,118.67

$221,893.33

$62,087.12

$28,448.60

$45,200.00

$82,750.00

-

 -

7,616

Full Sample

Table 1: Household Mean and Median Values by Group      

Comprehensive
Planning 

836

Planner
Only

478 5,296

No Plan

$101,677.28

$578,582.34

$112,668.24

$14,851.58

$84,400.00

$267,525.00

$30,000.00

- 

1,006

Self-Directed

*p < .10 **p < .05  ***p < .01        
Source: National Longitudinal Survey of Youth 1979, 2008 Administration        

N

VARIABLE

Retirement strategy
Comprehensive planning

Planner only

Self-directed  

No plan

Race
Black

Hispanic

Non-Black, Hispanic

Marital status 
Never married

Married

Separated 

Divorced

Widowed

Education 
Less than high school

High school

Some college

College

Graduate 

Gender
Male

Female

Asset ownership
Homeowner

Business owner

Region
Northeast

North Central

West

South

Other
Health

%  

23.92

12.32

63.76

9.81

72.37

1.67

14.95

1.20

2.15

34.93

14.23

29.78

16.99

48.33

51.67

84.45

12.08

13.28

28.11

19.38

38.52

5.38

%  

10.98

6.28

13.21

69.08

31.09

19.25

49.66

16.91

56.11

5.36

19.18

1.73

13.16

53.06

12.00

14.09

6.51

48.82

51.18

64.72

5.28

14.97

22.95

19.21

41.74

11.80

%  

27.44

18.59

53.98

13.62

62.72

3.68

18.19

1.79

8.25

48.51

14.51

1.89

8.95

50.20

49.80

76.24

5.67

14.12

21.97

21.17

41.55

9.54

%  

33.47

21.04

45.49

18.99

51.04

6.60

21.55

1.82

16.67

57.4

11.04

9.94

3.86

48.7

51.30

57.95

3.61

15.15

21.76

18.95

42.92

13.80

7,616

Full Sample

Table 2: Frequencies of Household Characteristics by Household Groups            

Comprehensive
Planning 

836

Planner
Only

478 5,296

No Plan

%  

23.85

13.39

62.76

13.18

70.08

1.67

13.60

1.46

4.18

46.03

13.6

22.38

12.55

48.74

51.26

81.59

10.67

17.57

28.66

17.99

34.94

5.02

1,006

Self-Directed

Source: National Longitudinal Survey of Youth 1979, 2008 Administration
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no to both questions (no plan). Most 
respondents (5,296) had no retirement 
plan; 1,006 were self-directed; 478 used 
a planner but had no retirement plan; 
and 836 indicated that they consulted a 
planner and had a financial plan.
	 Empirical model: Accumulated 
retirement. Quantile regression (QR) 
was used to model accumulated retire-
ment wealth and the change in accumu-
lated retirement wealth between 2004 
and 2008. QR allows users to estimate 
the ability of the model to predict retire-
ment wealth within retirement wealth 
quantiles. This method is particularly 
appropriate for wealth values that are 
highly skewed and for which the relative 
impact of predictor variables may be 
inconsistent as wealth rises.
	 One potential criticism of the use of 
accumulated retirement wealth as an 
outcome variable is the possibility that 
financial planners target higher wealth 
clients after they have already become 
wealthy. This was potentiality addressed 
first by focusing on savings in sheltered 
retirement accounts, which are less 
likely to be affected by sudden exogenous 
increases in wealth, such as an inheri-
tance. We also estimated the change in 
retirement wealth between 2004 and 
2008 in order to measure active saving 
during this period.

Results
Descriptive statistics. Figure 1 
illustrates the proportion of households 
following each retirement strategy 
within the sample. Table 1 compares 
mean retirement wealth of all house-
holds. The mean retirement wealth for 
all households was $103,978. Those 
who used a financial planner and 
had calculated retirement needs had 
more retirement savings than all other 
household groups.
	 The average retirement wealth of 
those who used a financial planner and 
had estimated retirement needs was 
$246,797, while those who used a plan-
ner but had not calculated retirement 
needs saved less than half that amount, 
or $112,668. Households who had 
estimated retirement needs but had not 
used a financial planner saved $163,659. 
Households with no retirement plan 
saved only $62,087.
	 Similar patterns were observed in 
the change (∆) in retirement wealth 
between 2004 and 2008. Households 
that used a planner and had calculated 
retirement needs saved $83,500 
between 2004 and 2008, while 
those who used a planner but did 
not calculate retirement needs saved 
$14,851. This amount was 50 percent 
less than the households who had 

no retirement plan and did not use a 
financial planner ($28,448).
	 Table 1 also provides results for 
median retirement wealth and median 
change in retirement wealth. Median 
retirement wealth for all households was 
a mere $1,400 in 2008, with a median 
change of $0. Households who used 
a planner and calculated retirement 
needs had higher median retirement 
wealth changes compared to planner-
only households ($77,568 to $30,000 
respectively). At the median, planner 
households realized higher retirement 
wealth than self-directed households 
($30,000 to $20,000, respectively). 
Only comprehensive planning house-
holds reported retirement wealth 
changes at the median ($12,000), while 
all other households report zero change 
at the median. 
	 When average retirement wealth was 
examined by survey year (1994–2008), 
households with a comprehensive 
strategy to retirement planning con-
sistently recorded higher mean values 
of accumulated retirement wealth. 
During the period 1994 through 2004, 
households using the planner strategy 
were a modest second; however, 
between 2004 and 2008 self-directed 
households showed a mean change of 
$77,597 in accumulated retirement 
wealth (see Figure 2).
	 A more complete list of frequency 
data is outlined in Table 2. 
	 Multivariate analysis: Quantile 
regression models. Tables 3 and 4 
provide quantile regression results 
showing estimates of the impact 
retirement planning strategies have on 
retirement wealth while controlling for 
differences in household characteristics 
such as income, education, and home 
ownership. Results can be interpreted as 
the impact of the predictor variable on 
retirement saving within each retire-
ment wealth decile above the median. 
	 Even after controlling for socioeco-
nomic status, households that used a 

Figure 1: Average Retirement Wealth by Survey Year and by
Household Groups

Figure 2:
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financial planner and calculated retire-
ment needs had significantly higher 
retirement wealth accumulation across 
all quantiles relative to households with 
no plan. The marginal effect was higher 
than all other strategies. For example, 
within the 90th percentile of accumu-
lated retirement wealth, households 
that had calculated retirement needs 
and used a planner saved $233,617 more 
in retirement wealth than households 
that did not have a plan. At the median, 
developing a strategy and having a plan-
ner resulted in $20,777 more retirement 
wealth relative to not having a plan. 
Those who estimated retirement savings 

needs without the help of a planner 
saved more than those with no plan, 
but less than if they had used a planner. 
Among self-directed households at the 
80th percentile, accumulated retire-
ment wealth was $41,449 more than 
households with no plan. In general, 
those who used a financial planner but 
had not calculated retirement needs 
saved less than those who did estimate 
retirement needs but did not use a 
planner.
	 Table 4 estimates changes in retire-
ment wealth between 2004 and 2008. 
At the 90th percentile, households with 
a planner that estimated retirement 

needs accumulated $152,787 more than 
households with no plan. Compared 
to overall retirement saving, the use of 
a planner and estimating retirement 
needs had an even more dramatic 
impact on the change in retirement 
wealth between 2004 and 2008. At all 
levels of retirement wealth, the rela-
tive impact of using a comprehensive 
planner was much stronger than 
self-directed households. Similar to 
the results for total retirement savings, 
using a planner without estimating 
retirement needs had little impact on 
accumulation compared to having no 
retirement strategy at all.

N

Retirement strategy (ref. no plan)
Comprehensive planning

Planner only

Self-directed  

Race (ref. non Black, Hispanic)
Black

Hispanic

Marital status (ref. never married)
Married

Separated 

Divorced

Widowed

Education (ref. less than high school)
    High school

    Some college

    College

    Graduate school

Log income

Log net worth

Health

Male

Age

Family size

Homeowner

Business owner

Risk profile (ref. conservative)
Aggressive

Moderate

Region (ref. South)
Northeast

North Central

West

$126,044.10

20,597.75

41,449.53

–7,510.47

–7,399.48

38,062.23

–146.12

–2,815.07

–5,623.64

2,186.74

10,153.59

132,127.60

158,246.30

663.55

853.75

–2,834.67

2,945.66

498.77

1,443.17

28,251.66

–8,076.47

51,178.27

36,690.80

6,163.32

2,906.59

–1,045.88

***

***

**

**

***

**

*

***

***

***

***

**

**

*

**

***

***

**

**

$233,617.20

69,434.08

91,832.08

–23,475.30

–22,143.90

69,103.88

–1,606.54

–7,921.58

–2,271.46

4,271.28

23,571.42

205,542.50

281,159.70

1,322.72

2,444.25

–6,337.72

10,184.28

1,267.24

2,405.06

47,210.08

–9,038.58

104,401.70

36,200.88

8,965.74

1,500.52

1,234.98

***

***

***

**

***

**

**

***

***

***

***

**

**

**

**

***

***

**

$52,782.55

11,503.86

9,990.70

–3,462.87

–3,408.28

9,938.90

–717.39

–1,856.90

–4,229.39

1,639.95

4,496.66

52,923.84

72,282.06

519.12

416.30

–1,849.42

772.09

33.84

749.05

5,770.14

–4,724.62

5,083.09

7,633.82

4,116.60

2,146.17

–438.02

***

*

**

***

**

***

**

**

**

***

***

***

***

**

**

***

**

**

**

**

$20,777.11

5,651.73

2,896.01

–841.64

–1,022.83

3,203.53

–230.92

–559.24

–1,403.63

661.59

1,331.38

27,519.57

54,397.49

219.43

157.63

–831.20

22.11

0

292.89

1,761.58

–2,911.03

1,482.98

2,305.76

1,730.41

1,236.63

14.51

***

**

**

**

***

**

**

*

***

***

***

***

**

**

***

**

**

**

***

**

7,616

0.9

Table 3: Simultaneous Quantile Regression Results for Accumulated Retirement Wealth     

0.8

7,616

0.7

7,616 7,616

Median

$82,636.43

25,494.52

22,331.02

–5,692.41

–5,608.65

20,943.08

–1,426.66

–3,641.92

–4,796.28

1,346.51

5,029.40

74,629.16

92,779.18

633.09

636.62

–2,764.43

1,469.49

199.70

653.62

12,848.49

–7,096.14

16,767.37

12,694.83

5,968.42

2,666.84

–299.45

***

**

***

***

**

***

**

*

*

***

***

***

***

**

*

***

**

**

***

*

7,616

0.6

*p < .10 **p < .05  ***p < .01
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Conclusions
Few academic studies estimate the value 
provided by a comprehensive financial 
planner. Using a special retirement 
module from a nationally representative 
longitudinal data set, we were able to 
differentiate between households who 
used a financial planner and did not 
estimate retirement needs from those 
who were more likely to have received 
a comprehensive plan that included 
a retirement needs calculation. We 
were also able to estimate the potential 
benefits of using a financial planner 
compared to a self-directed retirement 
planning strategy. 

	 Results indicate consistent evidence 
that a retirement planning strategy 
and the use of a financial planner can 
have a sizeable impact on retirement 
savings. Those who had calculated 
retirement needs and used a financial 
planner (which likely captures those 
who used a comprehensive planner 
who follows a more thorough planning 
process that includes retirement needs 
assessment) generated more than 50 
percent greater savings than those 
who estimated retirement needs on 
their own without the help of a plan-
ner. Those who relied on a planner 
whose advice was not comprehensive 

enough to include the estimation 
of retirement needs had half as 
much saved for retirement. In the 
multivariate analysis that controlled 
for the higher education and income 
of those who used a comprehensive 
planner, we still found a strong and 
consistent relation between a compre-
hensive planning strategy and higher 
retirement savings and change in 
retirement savings between 2004 and 
2008. We also noted that those who 
used a non-comprehensive planner 
consistently saved less than those who 
estimated retirement savings needs on 
their own.
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N

Retirement strategy (ref. no plan)
Comprehensive planning

Planner only

Self-directed  

Race (ref. non Black, Hispanic)
Black

Hispanic

Marital status (ref. never married)
Married

Separated 

Divorced

Widowed

Education (ref. less than high school)
     High school

     Some college

     College

     Graduate school

Log income

Log net worth

Health

Male

Age

Family size

Homeowner

Business owner

Risk profile (ref. conservative)
Aggressive

Moderate

Region (ref. South)
Northeast

North Central

West

$72,624.24

14,067.87

26,092.81

–2,669.74

–2,600.38

26,640.24

–127.95

–752.16

–1,490.82

577.61

5,905.20

73,942.86

96,175.03

231.66

150.00

–1,198.11

865.63

133.03

464.13

18,825.96

–2,756.76

27,233.91

11,718.01

1,848.09

1,441.87

–208.07

***

**

***

**

**

***

**

***

***

**

**

**

***

***

**

**

$152,787.70

7,687.49

65,707.97

–13,120.30

–13,160.00

49,909.29

–793.46

–2,805.46

–1,445.26

2,881.22

17,863.53

147,618.20

200,446.80

741.92

513.36

–4,124.15

5,163.08

918.67

2,104.26

38,079.19

–3,067.04

68,118.25

27,117.53

6,572.39

2,594.90

1,089.88

***

***

***

**

***

**

***

***

**

**

**

**

**

**

***

***

**

$18,993.43

4,468.17

3,398.10

–334.62

–318.13

3,370.53

–84.07

–146.69

–296.02

147.38

469.00

23,019.72

35,661.89

66.76

5.38

–209.13

160.71

2.89

70.46

752.73

–1,365.16

280.29

643.80

303.90

338.34

–93.97

***

**

*

***

***

***

**

*

**

*

$4,188.31

0

0

0

0

0

0

0

0

0

0

918.00

6,843.55

0

0

0

0

0

0

0

0

0

0

0

0

0

***

***

***

***

***

*

**

**

**

***

***

***

***

***

**

**

***

***

***

**

**

**

**

**

7,616

0.9

Table 4: Simultaneous Quantile Regression Results for the Change in Retirement Wealth (2004–2008)        

0.8

7,616

0.7

7,616 7,616

Median

$37,427.64

8,090.94

11,296.66

–1,317.11

–1,308.29

12,480.20

–199.76

–476.42

–1,122.65

306.69

1,976.56

51,934.94

58,829.46

197.06

60.75

–748.09

668.01

11.43

230.91

6,325.72

–2,510.38

6,924.50

3,499.56

1,231.19

859.15

–588.07

***

**

**

**

***

*

***

***

**

**

*

*

***

**

**

7,616

0.6

*p < .10 **p < .05  ***p < .01
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	 Prior research shows that the 
lack of sufficient retirement savings 
can negatively affect spending in 
retirement (Bernheim et al. 2001; 
Hamermesh 1985; Skinner 2007). 
The transition to defined contribution 
plans has transferred the financial 
responsibility of retirement fund-
ing and investment management 
to households. However, not all 
households possess the financial 
sophistication needed to efficiently 
plan for retirement. Financially 
unsophisticated households and 
households with other behavioral 
biases can benefit from the use of 
a financial intermediary such as a 
financial planner. Although there was 
little evidence in the prior literature 
that financial planners provide value, 
most prior studies focused on invest-
ment performance within accounts 
of clients who used broker services; 
we focused on retirement wealth 
accumulation.
	 Results from this study demonstrate 
the importance of differentiating 
between financial planners whose 
primary objective is to sell financial 
products versus financial planners 
who create a retirement plan by first 
quantifying retirement goals and 
objectives.   
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