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TIAA-CREF Survey:  
Americans Want Monthly 
Retirement Income But Don’t 
Know How to Get It 
 
Despite being concerned about their 
financial future, few Americans are 
taking steps to secure lifetime income 

According to a new TIAA-CREF survey, 84 
percent of Americans say having a guarantee of 
monthly income for the rest of their life is 
important to them. Nearly half (48 percent, up 
from 34 percent in 2014) say that having 
guaranteed income to cover living costs should 
be the primary goal for their retirement plan. 
That increase highlights Americans’ growing 
focus on having a regular paycheck during their 
post-career years. 
  
But, for as important as Americans say it is to 
have guaranteed monthly income in retirement, 
only 14 percent have actually purchased an 
annuity, which is the only way to ensure income 
that retirees can’t outlive. Furthermore, many 
Americans (44 percent) are unsure if their 
current retirement plan even offers them the 
option of receiving a monthly paycheck in 
retirement.  
 
 

The following pages outline Americans’ attitudes about lifetime 
income and provide additional information about TIAA-CREF’s 
expanded portfolio of advice and financial education resources. 
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If you could set one primary goal for your 
retirement plan, what would it be? 
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Many Americans 
need help setting and 
achieving retirement 
goals 
 
The 2015 Lifetime Income survey 
showed that Americans are likely to 
underestimate how much of their 
income they will need to replace in 
retirement. Although experts 
recommend planning to replace 70 
percent to 90 percent of pre-retirement 
income, only one-third of Americans 
think they will need to replace more 
than 75 percent of pre-retirement 
income. 
 
That disconnect may explain the 
alarming increase, from 21 percent in 
2014 to 29 percent in 2015, in the 
number of Americans who are saving 
nothing at all for retirement.   
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E- 
Financial advice can 
boost confidence in 
lifetime income 
options 
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Employers have an opportunity to help 
employees better understand how to 
generate a steady stream of income in 
retirement, by offering access to 
financial advice. Without such advice, 
many Americans may be missing out 
on options in their retirement plans that 
could help them meet their financial 
goals. 
 
Only 31 percent of Americans have 
sought advice on how to translate their 
retirement savings into lifetime income. 
Similarly, just 38 percent have 
analyzed how their savings will 
translate into monthly income in 
retirement. In many cases, Americans 
conducted this analysis without the 
help of a financial professional.  
 
Financial advice and education can 
help individuals meet their need for 
retirement income that they can’t 
outlive.  
 
 

Have you done an analysis of how your 
savings will translate into monthly income 

in retirement?* 

*Note: Respondents could choose more than one option.  
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Americans aren’t familiar with 
annuities  
 
The survey revealed that 46 percent of Americans are 
worried about running out of money in retirement. Yet 
the majority (65 percent) are not familiar with annuities, 
which are the only sure way besides Social Security or a 
pension to guarantee a steady stream of income in 
retirement. This is particularly true of Americans ages 
18-34: Only 26 percent are familiar with annuities, 
compared to 48 percent of Americans ages 55-64.   
 
What’s more, only 28 percent  of Americans overall 
have a favorable impression of annuities, and only 29 
percent have purchased an annuity or plan to do so in 
the future. 
 
These results highlight the opportunity for many 
Americans to learn about the benefits annuities can 
offer. The results also reveal the critical need for 
education and financial advice to help Americans who 
are clear about what they want from their retirement 
plan, but unclear about how to achieve it. 
 
The findings come from TIAA-CREF’s 2015 Lifetime 
Income Survey, which was conducted by an 
independent research firm and polled a random sample 
of 1,000 adults nationwide to assess their attitudes, 
preferences and behaviors about lifetime income and 
receiving financial advice. The survey was not 
conducted among TIAA-CREF participants, and the 
survey questions and responses did not reference or 
concern any TIAA-CREF product, service or client 
experience.  
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What is your impression of annuities?  
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Improving access to advice 
 
In response to individuals’ diverse needs and 
preferences for receiving information, TIAA-CREF has 
expanded its portfolio of advice and financial education 
resources to give clients more options for receiving 
help. 
  
• Enhanced Online Advice and Guidance Center: 

TIAA-CREF’s Advice and Guidance Center has 
expanded to feature articles and resources based 
on commonly searched financial topics, including 
retirement, and a variety of other important life 
events. The enhanced site also delivers TIAA-CREF 
clients individualized content to ensure the 
information they receive is relevant to them.  

  
• For Women: To give women the tools they need to 

help them become financially secure and 
successful, TIAA-CREF continues to expand its 
Woman to Woman Financial Empowerment Series, 
which includes workshops that are developed by 
women, for women. Each workshop is interactive, 
allowing attendees to learn from the financial 
consultant, as well as the other women in the room.  

 
• TIAA-CREF “Financial Essentials” Financial 

Education Program: This series of in-person 
workshops and webinars addresses a variety of 
topics from investing, saving and budgeting to 
planning and living in retirement. Workshops tackle 
the real issues individuals face, like planning for 
healthcare costs in retirement and learning how to 
effectively use online tools to help manage their 
finances.   

 
• In-Person Advice Services: TIAA-CREF offers 

access to financial consultants via phone and at 
more than 100 offices across the country. 

 

Explore further 
 
For more information on the survey and TIAA-CREF’s 
advice and planning resources, visit tiaa-cref.org. For 
more information on TIAA-CREF’s advice and 
guidance offerings, visit our Advice and Guidance 
Center. 
 
 

The TIAA-CREF 2015 Lifetime Income survey w as conducted by KRC Research by phone among a national random sample of 1,000 adults, ages 
18 years and older, from Jan. 7-13, 2015, using landline and cell phone interview s. The margin of error for the entire sample is plus or minus 3.1 
percentage points.   
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http://www.tiaa-cref.org/
https://www.tiaa-cref.org/public/advice-guidance
https://www.tiaa-cref.org/public/advice-guidance


The material is for informational purposes only and should not be regarded as a recommendation or an offer to buy or sell any product or service to 
which this information may relate. Certain products and services may not be available to all entities or persons. Past performance does not guarantee 
future results. 
 
Guarantees are based on the claims-paying ability of the issuer. Payments from variable annuity accounts are not guaranteed and will rise or fall 
based on investment performance. 
 
Annuity contracts contain exclusions, limitations, reductions of benefits and may contain terms for keeping them in force. Your financial advisor can 
provide you with costs and complete details.  
 
Investment, insurance and annuity products are not FDIC insured, are not bank guaranteed, are not deposits, are not insured by any federal 
government agency, are not a condition to any banking service or activity, and may lose value. 
 
TIAA-CREF Individual & Institutional Services, LLC, Teachers Personal Investors Services, Inc., and Nuveen Securities, LLC, Members FINRA and 
SIPC, distribute 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. 
 
© 2015 Teachers Insurance and Annuity Association of America-College Retirement Equities Fund (TIAA-CREF), 730 Third Avenue, New York, NY 
10017 
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