
Focusing on the needs of your  
baby boomer workforce 
Helping a diverse, multigenerational workforce get on the path 
toward income for life in retirement. 

Employees like to know that they’ll never run out of income in retirement. But different 
generations have specific needs.

Let’s look at those born between 1946 and 1964… 

25% 32%

Baby boomers account for a solid quarter  
of the American workforce.1

Nearly a third are less confident in their ability to 
retire comfortably as a result of the pandemic.2

75%

Three out of four have not factored in the cost  
of healthcare in retirement planning.3

Two in five envision a phased transition into retirement, 
cutting back work hours and increasing leisure time or 

working in a less demanding capacity.4 



What’s on the minds of baby boomers?   
Boomers may continue to work for personal fulfillment, or as a result of weak investment growth during the 
2008-2009 recession. Many are keeping an eye on the rising cost of healthcare, while also learning how to 
convert savings into income that won’t run out in retirement.

Current and future financial needs

Affording the basics
Housing, food,  

healthcare,  
emergency fund

Transitioning from 
workforce to retirement
How to convert savings 
into structured income 

A stable retirement
Ability to live comfortably 
with a steady stream of 

monthly income  
they won’t outlive

Confidence
Assurance that  

investments can help 
outpace the rising 

 cost of living

How plan sponsors can help baby boomers build their  
path toward retirement

Provide them with personalized advice and 
financial literacy training. Show boomers 
how they can maximize their plans now to 
ensure lifetime income in retirement.

Offer holistic financial solutions, such as 
budgeting, workplace banking and transitioning 
to retirement. Help align their asset allocations 
with long-term income needs.

Offer retirement investment options that 
allow them to invest easily and achieve 
income for life.5 Help them plan the transition 
to retirement and educate them on options for 
converting all or a portion of their retirement 
savings to a stream of income for life.

Consider phased retirement relationships 
where retirees work part time as they 
leave the workforce. This will allow them 
to share their knowledge and experience 
with the teams poised to take over their 
responsibilities.

Make sure that your overall benefits 
package meets their needs today and that 
their retirement investment strategy includes 
healthcare considerations when they leave  
the workforce.

 

Your workforce is changing—are your benefits changing to meet  
its diverse needs? Discover more about this modern workforce.
Visit TIAA.org/plansponsors today.
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1 	Pew Research Center, “Millennials are the largest generation in the U.S. labor force,” April 2018.
2,4	Transamerica Center for Retirement Studies, 20th Annual Transamerica Retirement Survey of Workers, “Retirement Security Amid COVID-19: The 

Outlook of Three Generations,” May 2020.
3	 Insured Retirement Institute, “Boomer Expectations for Retirement 2019,” April 2019.
5	 In retirement, your employees can convert savings into a stream of lifetime income payments. Options include choosing between receiving guaranteed 

fixed income payments or variable income payments that change based on investment returns.

This material is for informational or educational purposes only and does not constitute investment advice under ERISA. This material does  
not consider any specific objectives or circumstances of any particular investor or suggest any specific course of action. Investment decisions 
should be made based on the investor’s own objectives and circumstances.

Annuity account options are available through contracts issued by TIAA or CREF. These contracts are designed for retirement or other long-term 
goals and offer a variety of income options, including lifetime income. All annuity guarantees are subject to the claims-paying ability of  
the underlying issuer. Payments from the variable annuity accounts are not guaranteed and will rise or fall based on investment performance. 
If you choose to invest in the variable investment products, your money will also be subject to the risks associated with investing in securities, 
including loss of principal.

You should consider the investment objectives, risks, charges and expenses carefully before investing. Please call 
877-518-9161 or go to TIAA.org/prospectuses for current product and fund prospectuses that contain this and 
other information. Please read the prospectuses carefully before investing.  
Investment products may be subject to market and other risk factors. See the applicable product literature or visit TIAA.org for details.

TIAA-CREF Individual & Institutional Services, LLC, Member FINRA, distributes securities products. Annuity contracts and certificates are issued 
by Teachers Insurance and Annuity Association of America (TIAA) and College Retirement Equities Fund (CREF), New York, NY. Each is solely 
responsible for its own financial condition and contractual obligations.
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