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Making
Retirement
Income
Thrive

• Retirement Income Puzzle

• Moving Away From Success or Failure

• Adjustments Not Failure



The Retirement 
Income Puzzle



• Human Decisions

• The Walking Three-Legged 
Retirement Stool

• Public Policy

• Industry Development 

• Demographic and 
Environmental Changes

• Technology 

• Experiences

• Education/Understandings

The Retirement Income Puzzle





What do people learn 
about when working as 
it comes to retirement 
planning?



SNS
Saving. NOT. Spending. 



Behavioral Biases In Retirement

Risk aversion over 
long period of time 
could be harmful 

Don’t know how to 
spend down

Spending feels like 
loss

Prioritizing the now
Superman syndrome 
– overstating one’s 
own health

Narrow focus – don’t 
prioritize spending 
needs in future like 
long-term care



We need to rewire how we 
think about saving for 
retirement into how we 
think about spending in 
retirement! 



Retirement income  
planning can be like 
hitting a moving target in 
the wind.



What is Our 
Goal 
(the Target)?

• What do we want to 
accomplish?

• Where do we want to live?

• What is our lifestyle? 

• Charitable goals?

• Risk tolerance?

• Long-term care planning?



Why Does the Target Move (Longevity)?

Longevity Risk

• How long do you expect 
to live?

o Uncertain

o Social Security says roughly 84 for males and 86 for female

• Remember averages are just 
a starting point

o 1 in 3 will live past age 90

o 1 in 7 will live past 95

Source: www.ssa.gov/planners/lifeexpectancy.html



So Many Issues to Face (The Wind)

• Inflation

• Health Care

• Market Risks

• Public Policy

• Taxes

• Long-Term Care



Meet your  financial goals

▶ Income needs

▶ Contingent expenses

▶ Legacy goals

Address retirement risks

▶ Longevity

▶ Inflation

▶ Healthcare

▶ Long-term care

▶ Sequence of withdrawal 

risk

▶ Public policy risk

Goal-Based Planning

= Secure Retirement Income Plan

What is Retirement Income Planning?



So What is the Challenge?

Working Years

Secure

Retirement

Income

Social Security

Employer 

Retirement Plan

Personal 

Savings

Savings Income Plan



Moving Away 
From Success 
or Failure



The information included herein is for informational purposes and is intended for use by advisors only, not for public distribution. Carson Group Partners offers investment advisory services through CWM, LLC, an SEC Registered Investment 
Advisor. Carson Group Coaching and CWM, LLC are separate but affiliated companies and wholly-owned subsidiaries of Carson Group Holdings, LLC. Carson Group Coaching does not provide advisory services.

What is Retirement Income Planning?

“Hitting a moving
target in the wind”





Determine Approach to 
Generating Retirement Income

Safety First
(flooring) approach

Systemic 

Withdrawal
from a single 

portfolio

Bucket or 

Time 

Segmentation 

Approach



The information included herein is for informational 

purposes and is intended for use by advisors only, not for 

public distribution. Carson Group Partners offers 

investment advisory services through CWM, LLC, an SEC 

Registered Investment Advisor.



► 65-Year Old Female$1 million at retirement

► Seeks Real $40,000 Spending Through Age 100

► 0.5% fixed real yield curve

► Society of Actuaries Individual Annuitant Mortality Table

► Life-only, CPI-Adjusted Income Annuity

► True Liquidity: Discretionary Wealth Not Earmarked to Meet Spending Goal

► 100,000 Monte Carlo Simulations for stock and bond portfolios 

► Bonds earn a  fixed real return of 0.5%. 

► Stocks earn an arithmetic average real return of 6.5% with a 20% annual 

volatility.

The information included herein is for informational purposes and is intended for use by 

advisors only, not for public distribution. Carson Group Partners offers investment advisory 

services through CWM, LLC, an SEC Registered Investment Advisor.

Spending, Liquidity, and Legacy
for Bonds, Annuities, & Stocks

Research by Wade Pfau



► Mortality credits provide unique source of returns 

competitive with the risk premium

► Lifetime spending is guaranteed

• Greater legacy in the long run

• Greater true liquidity for spending shocks

► Partial annuitization – integrates risk pooling and risk 

premium 

Dr. Wade Pfau’s Conclusions

► More legacy in event of short retirement

► Upside growth may support greater spending and legacy

► Self-management for longevity & market risk requires 

conservative spending w/o guarantee

Risk Pooling Risk Premium (Investments Only)

The information included herein is for informational 

purposes and is intended for use by advisors only, not for 

public distribution. Carson Group Partners offers 

investment advisory services through CWM, LLC, an SEC 

Registered Investment Advisor.





We don't succeed or fail

We adjust 

Its not black and white

Most retirement plans can be sustained by making small 
adjustements

Retirement is not Binary



Whey we need different ways to measure success:
Failure rates ignore magnitude of failure

Failure rates rely on historical returns

Failure rates ignore spending utility

Failure rates look only at financial assets

Failure Rate as Measure of Success



Six Outcome Measures

Downside 
Spending 
Protection

(1) 
Underfunding 

Below Minimum 
Needs

(4) Minimum 
Spending 
Amount

(6) Spending 
Value

Upside 
Spending 
Potential

(2) Average 
Spending

(6) Spending 
Value

Bequests

(3) Bequests

(5) Direction 
of Spending



Eight Income Strategies

Withdrawal Strategy Name

1. Constant Inflation-Adjusted Amounts

2. Constant Percentage

3. Percentage Withdrawals Based on Life Expectancy

4. Hybrid Constant / Life-Expectancy Percentages Approach 

5. Inflation-adjusted single-premium immediate annuity

6. Fixed Single-premium immediate annuity

7.
Variable annuity with guaranteed living withdrawal benefit 

rider

8.
Partial Annuitization (real SPIA for essential needs, hybrid 

percentage withdrawal for the rest) 



What percentage of minimum spending needs are not met?

Measure of the magnitude of shortfall, not just probability

Systematic withdrawal studies lead to a much higher chance for underfunding from 
minimum spending needs

Constant inflation-adjusted withdrawal amount tends to perform worse 

No underfunding if enough inflation-adjusted SPIAs to meet minimum needs

Approaches that ensure meeting minimum needs leave little opportunity to achieve 
lifestyle spending goals

Constrained clients must choose for a lifestyle goal with risk of dramatic spending 
reductions, or ensure minimum needs will be met.

Average Underfunding Below Minimum Needs



Shifts from just the downside and considers how high spending might 
go, and percentage of lifestyle goals met on average.

Distributions are wider for systematic withdrawal strategies 
(sometimes exceed spending goals other times lower than other 
strategies)

VA/GLWB strategy has a wider distribution than other guaranteed 
strategies, but narrower distribution than other systematic 
withdrawal strategies.

Average Spending Over a 30-Year Period



Bequest After 30 Years

• How much financial assets remain?

• Any strategy without full annuitization leaves 

some potential for a bequest.

• Systematic withdrawal strategies support 

higher upside potential if markets do well.



Real spending in year 1 divided by real spending in year 30

Provides an indication about whether spending will tend to rise or fall during the 
retirement period

Mostly spending tends to fall (ratio of spending is greater than 100) for all of the 
strategies

An indication that the life expectancy based percentages may be too conservative 
for clients is that more often than not, this strategy supports increased spending 
over time

Again depends on client preferences, some clients will accept declining spending to 
enjoy their early retirement more. 

Other clients may want to support spending increases to help with unknown health 
care or long-term care expenses.

Direction of Spending 



More theoretical measure based on a utility function

Spending is translated into the value it provides capturing concept of diminishing marginal satisfaction from 
increased spending

Upside potential still receives some award, but downside risk is punished more harshly

Constant inflation-adjusted withdrawal amount strategy performs worse by far. It allows spending to drop far 
below minimum needs. 

Guaranteed strategies tend to support more narrow and higher distributions--better protect from spending falling 
below the minimum needs.

Total Spending Value



Success varies depending on measurement

The way to measure a strategy depends on what is important to you

The appropriate strategy depends on the goals

If focus is on downside protection – flooring

If focus in on legacy – systematic withdrawal

Upside potential - systematic provide upside but also more downside (wider range)

Best Strategy 



Determine Approach to 
Generating Retirement Income

Safety First
(flooring) approach

Systemic 

Withdrawal
from a single 

portfolio

Bucket or 

Time 

Segmentation 

Approach



Determine Approach to 
Generating Retirement Income 

Systematic 

Withdrawal

Bucket 

Approach
Safety 

First

► Consider advisor’s preferences 

► Consider client's preferences (safety of 

income, potential for upside, legacy)

► Consider client's funding status



How much can I spend?

What would trigger a 

change?

How much would I adjust?
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5 years @ 

$400/month below plan

5 years @ 

$1000/month above plan

All values are shown net of inflation in 2023 

dollars.
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All values are shown net of inflation in 2023 

dollars.

6 years @ $1200 to 

$2000/month below 

plan

10 years @ 

$1100/month above plan
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All values are shown net of inflation in 2023 

dollars.

2 years @ 

$1000/month 

below plan

12 years @ $1000/month above plan







AQ – Adaptability 
Quotient 



Adaptability or AQ is 
more important than IQ



Adaptability

Changing Dynamics

• Plans are out of date immediately

o Garbage in creates garbage out (GIGO)

o Goals shift – macro factors shift

• Remember averages are just 
a starting point

• With averages you are wrong most of the time



How To Get To 
Moon

It is anything but a 
straight path



Retirement Planning Language 

Make retirement more positive

Don’t focus on success and failure – instead focus on adjustments

Too Risk focused in general 

How do we give people permission to spend?

Think about strategies here like phased retirement, spending down earlier, stopping to save



Questions and 
Closing 
Comments 



Appendix 
Materials



Understanding 
The Now and 
Then



Where is Wealth Management and 
Retirement Planning Going

Themes:

1. Changing Consumer & Industry Base

2. Consumer Trust Gap

3. Tax Revenue Pressure

4. Technology 



Big Picture Industry Trends
• Changes in demographics

• Wealth transfer

• Mass affluent 

• Digitalization

• Digital assets

• Aging advisor base

• Artificial Intelligence 

• ETF Growth

• Technology Integration

• Mergers and PE

• Workplace changes after Covid

• Outsourcing

• Convenience over Experience

• Alternative Investments Access

• Crypto

• Annuities

• Planning Services

• Robo

• Pricing Pressure

• Client Acquisition

• Tax Revenue 

• Social Security Funding

• Globalization 

• Longevity

• Meaning v. Services

• Wealth Building v. Investing



Aging Population Issues

https://www.pgpf.org/us-2050/research-

summary#:~:text=America%20will%20also%20be%20more,will%20have%20more%20than%20do

ubled.

Themes:

1. Baby boomers had 3 kids

2. Boomers had two

3. Caregivers going from 1-7 to 1-3 in 2050

4. Having one fewer child increases the risk of 

spending a night in a nursing home over a two-

year period for people over age 50 by almost 2 

percent



Changing Consumer Base



Changing Consumer Base



We are not facing a 
retirement income 
crisis in the United 
States but we are on 
the doorstep of a long-
term care crisis.



Changing 
Consumer 
Base



More Diverse





Changing Consumer Base



Changing Consumer Base



Changing Consumer Base



Changing Consumer Base



Changing Consumer Base



Concerning Views

• Americans think the government needs to take care of LTC but wont

• They think the aging population is bad for the country

• There is no real population growth

• They believe the debt will rise

• Americans will becoming increasingly unprepared for retirement

• Don’t want cuts to SS but don’t believe it will be solvent for them

• Retiree standard of living is going to drop



Who Will Serve



Who will serve retirees?

• RIAs

• CFPs

• Insurance

• Wire Houses

• Investment Providers

• Hybrid Offerings

• BDs

• Roboadvice

• AI

• Technology

• Employers 

• Consumer Retail (Walmart)



Industry Continues to Grow



But…







The Trust Gap







The Trust 

Gap



What will people pay for?



Trust

Seventy percent of survey participants said that recent events in the financial industry had made them question 
financial professionals’ trustworthiness

Thirty-two percent believed that an advisor was likely to take advantage of a consumer.

Of the 54% who do not work with one, 45% said this was owing to lack of trust.

Harris Poll

https://www.thinkadvisor.com/2017/05/24/70-of-americans-question-financial-pros-trustworthiness/







Tax Revenue 
Pressure







Corporate 

Tax Rates

https://www.advisorperspectives.com/articles/2023/02/27/what

-makes-your-advisory-business-marketable



However one thing the 
199A deduction is 
not, is simple.

199A TCJA



SECURE 
ACT

• SECURE Act was at its cores a mess with 
the fringes of retirement bill

• It was also at its core – a stealth tax 
increase bill 

• Think about RMDs – shortened, revenue 
raiser, who does it fall onto? The next 
generation



Outside of a geopolitical 
event, there is nothing 
potentially more disruptive 
to retirement income 
planning than tax reform.



Considerations 
and Questions



Considerations 

1. Who is going to serve the next generation? Advisors, Robo, RIAs, Banks, someone else? Consumer 
retail? Walmart?

2. What are people really looking for?

3. How do we change behavior?

4. How do taxes reshape the retirement income landscape?

5. What role will technology play? 

6. What do people want today?

7. Are we facing a long-term care crisis?


