Explore Series Q2 2010

Rethinking Retirement, Investor Trust, and the Value Proposition

Harnessing Behavioral Segmentation to Address Major Differences in Investor Attitudes and Emotional States

Overview

Hearts and Wallets bi-annual Explore series is based on multi-sponsor focus groups held across America. This report—the first in the
series—features analysis of 9 Mid- and Late-career investor focus groups held in late January 2010. Discussions were centered on the
drivers of trust in financial services firms and advisors, plans for (and perceptions of) retirement, the transition to retirement, and key
needs and motivators—all of which were examined in light of the recent financial crisis and economic downturn.

This Report Will Help You
e Enhance communications to Mid- and Late-career investors, as well as Pre-retirees
e Take the steps (and/or help advisors take them) necessary to rebuild investor trust
e |mprove offerings for distribution direct-to-client or through advisors
e |mprove client satisfaction, loyalty, and new investment

e Reorient retirement offerings to new investor attitudes

Key Findings
e Many investors no longer view traditional (full) retirement as achievable, or even smart

e Few investors can articulate how financial services can help them beyond earning high rates of return—advice
value propositions are unclear, increasing the perception that fees are too high

e Behavioral segmentation reveals major differences in post-downturn emotional states and motivators—
these segments must be added to traditional age- and wealth-based models

e Not at 50-somethings are Pre-Retirees; many are better described as Late Career, suggesting industry
communications and offerings need to recalibrated

Report Chapters Key Analysis

; - e Transition for Late-career to Pre-retiree—what's on the “checklist,” and what isn't
1. The Behavioral Segmentation

Imperative e Six key trust drivers and three key trust eroders

2. Retirement No Longer * Three screaming unmet investor needs that financial services firms and advisers
Achievable or Smart must address

3. Not all 50-Somethings are e Behavioral segmentation that lead to improvements in communications and
Pre-Retirees: Late-Career MCAs offering design

and The Transition to Pre-Retiree

4. Muddled Advice and Pricing Sample pages.
Value Propositions: Screaming
Unmet Needs #1 and #2

5. Trust Can Be Rebuilt: Six
Trust-Building Practices and
Three Trust-Eroders

6. Yes!To Personalization, No! to
“Cookie-Cutter:” Screaming
Unmet Need #3

Price: $7,800, Order Form attached.
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Hearts & Wallets™ Order Form:
Complete and fax to Sway Research at 603-382-5358 or Mast Hill Consulting at 781-875-1751.

|:I | would like to purchase Rethinking Retirement, Investor Trust, and the Value Proposition. This includes two printed
reports, an electronic copy (with internal distribution rights), a focus group highlight video, and a one hour management debrief

via conference call, for which | agree to pay $7800, within 30 days of receipt of the report

Shipping and Billing Information:

Name

Title

Company

Address

City State Zip

Phone

Email

By signing below, | agree to pay the fees indicated above, and to the terms of use, which are that the report and its contents are
for my company's internal use only. No study content is to be distributed outside of my company without the express written

consent of Mast Hill Consulting and Sway Research.

Signature Date
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