IRONWOOD

Retirement Plan Consultants

Research: Advisory Support Boosts Retirement
Confidence, Lowers Stress

Resources that support informed financial decision-making
can help workers navigate the complexity of retirement
planning with more confidence and less anxiety. The 2026
EBRI/Greenwald Retirement Confidence Survey provides
cause for optimism but also indicates there is opportunity
to do more to help savers. Among responding employees,
61% of employees say they're confident they'll have enough
money for retirement, but approximately 40% also say they
have no idea where to go for financial advice.

Wherever a participant stands in their confidence level or planning journey, sponsors and advisors can play
key roles in ensuring they know where to find the tools and guidance they seek.

The Value of Trusted Advice
Research consistently shows that providing participants with access to trustworthy guidance can help them
become more confident investors, make more informed decisions, and reduce their money-related stress

and anxiety.

According to a study in the Journal of Financial Therapy, financial knowledge and self-efficacy (people’s
belief in their ability to successfully manage money-related decisions) are closely linked to better outcomes.
The findings also suggest support and guidance from a known and reliable source can make financial

decisions feel more manageable.

Participants want the help. A Charles Schwab survey finds 61% of workers say they want professional-quality
financial guidance, and nearly 40% say they're likely to seek that advice through their plan.
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More Confidence, Higher Savings

Workers who receive professional financial guidance not only tend to feel more confident about retirement,
they're also likely to save more. According to EBRI data, 83% of workers with advisory access feel confident
about their retirement readiness, compared to just 53% of those without access.

Advised participants are also more likely to maximize their plan contributions (66% versus 40%) and save
a larger percentage of their income (15% on average versus 10% among non-advised savers). Notably, the
largest gains in confidence are seen among younger workers and those with lower account balances,
groups that may benefit substantially from additional guidance and support.

An Opportunity for Employers

As workers seek greater clarity and guidance across their entire financial picture, plan sponsors and their
advisors can help individuals boost their confidence by helping them understand and take advantage of
available tools and resources.

Sources:

https:/newprairiepress.org/cgi/vViewcontent.cgi?article=1279&context=jft
https./greenwaldresearch.com/wp-content/uploads/2026/04/2026-rcs-release-report.pdf
https.//pressroom.aboutschwab.com/press-releases/press-release/2024/Schwab-401k-Study-Confidence-Among-Workers-Improves-as-Inflation-and-
Market-Volatility-Concerns-Soften/default.aspx
https://accelerateretirement.com/adyvisor-support-is-key-to-driving-confidence-and-outcomes-among-younger-participants/
https.//mww.prnewswire.com/news-releases/pontera-401k-survey-advisors-significantly-boost-the-financial-knowledge-and-confidence-of-americas-
retirement-savers-302290992.htm|

Women's Savings in Focus

B

Recent research paints an encouraging picture of women’s
financial engagement: most women are actively saving,

feel confident about their finances, and prioritize long-term
financial security. The data also reveal some opportunities
around confidence, strategies, and obstacles that education,
guidance, and employer-sponsored benefits can help close.

For plan sponsors and advisors, it may be worth considering
these findings and how plan resources can be deployed to

women (and all participants).

Insights into Confidence and Guidance Preferences
According to a Vanguard survey, 70% of women respondents say they feel confident about their savings.

In terms of where they turn to boost their financial knowledge and confidence — and what motivates them

to act — Vanguard found women are more likely to reconsider their savings approach when guidance comes
from a trusted source (cited by 35% of respondents) or certified financial professional (29%), or when it is paired
with additional, broader financial education (30%). This suggests support from credible, trustworthy sources
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can play a meaningful role in helping women build and act on their financial confidence.

Working Toward Financial Security, but Facing Challenges Along the Way

Nearly half of women surveyed by Vanguard cite financial security as their primary motivation for saving.
Transamerica also reports nearly eight in 10 women are pursuing that goal by saving for retirement through
an employer plan or on their own.

Yet challenges remain in building their complete financial safety net. The most commmon self-reported
financial regrets among women include:
® Spending on nonessential items (27%)

® Delaying savings toward important goals (18%)

® Prioritizing financial support for friends or family over their own savings (14%)

These findings highlight the competing priorities many women are navigating as they work toward long-term
financial security.

How Plan Sponsors and Advisors Can Help
Sponsors and advisors are well positioned to help women build financial confidence and align their savings
behaviors with their long-term goals. Effective strategies can include:

® Providing access to financial education resources from established, verifiable sources. Women want to know the
guidance they're getting is reliable. Be clear about where educational information comes from, so they can easily
assess and weigh it for themselves.

® Promoting plan features and benefits (e.g., employer match, auto-escalation, and the “set it and forget it”
convenience of target date funds) in a way that shows how they can support goals for financial security, a motivating
savings factor for more than half of women.

® Tailoring commmunications and financial wellness programming to reflect the specific goals and priorities women
bring to retirement planning. For example, make clear connections between plan features and benefits and how
they may help women avoid or manage the types of financial regrets outlined above.

Sources:
https//imww.prnewswire.com/news-releases/vanguard-survey-women-face-a-cash-crossroad-between-confidence-and-reality-302763132.html
https.//www.aboutschwab.com/mss/story/why-dont-women-identify-as-investors
https.//lcontent.schwab.com/web/retail/public/about-schwab/charles-schwab-women-investors-survey-2025_findings.pdf
https.//mmww.transamericainstitute.org/research/publications/details/25-facts-highlight-womens-risky-road-to-retirement

The Boomer Delay: When Employees Don't Retire
“On Schedule”
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For many employers, “retirement planning” brings to mind compliance obligations and decisions about
plan designs and investment lineups. But retirement readiness also has increasingly direct consequences
for workforce management, succession planning, and business operations. One demographic trend makes
this an especially important moment for plan sponsors to pay attention.

The Boomer Delay

The Baby Boomer generation spans roughly 76 million Americans born between 1946 and 1964. The young-
est Boomers turn 62 in 2026, and all will reach traditional retirement age by 203]1. In theory, this represents
one of the largest generational workforce transitions in U.S. history. Many Boomers, however, are not leaving
their workplaces on a “traditional retirement age” schedule.

According to the latest Employee Financial Behavior Report from Your Money Line, 59% of Baby Boomers
are delaying retirement due to financial stress, not because they want to keep working, but because they
feel they have to. Key reasons include perceptions about:

® |nsufficient retirement savings

Rising healthcare costs and uncertainty about coverage in retirement
Lingering debt, including mortgages and credit obligations

® Financial support responsibilities for adult children

General anxiety about outliving their savings

When senior employees feel they cannot afford to leave, it can create operational friction for employers. Old-
er workers, while often highly skilled and valuable, typically carry higher compensation and benefit costs.
Plus, delayed retirements can slow promotion pipelines, create succession planning uncertainty, and make
it harder to open and offer entry- and mid-level positions.

How Employers Can Meet and Manage the Moment
Employers do not have to be passive observers of this trend. They can lean on existing plan tools and bene-
fits to help support Boomers and get them more comfortable and prepared for retirement. Consider:

® Ensuring older employees are aware of the expanded catch-up contributions available to them, which can help
them boost their savings rates as they near retirement.

Directing workers to calculators and other modeling tools available to them through the plan. The better people
can assess their retirement readiness, the more confident they can be in setting their timeline.

Helping savers understand how their balances will translate into income at retirement. Many employees, including
Boomers, lack a clear picture of how their savings can become a reliable income stream and how to map out a
decades-long budgeting and drawdown plan.

Source:

https.//www.yourmoneyline.com/blog/why-baby-boomers-are-delaying-retirement--and-what-it-means-for-employers
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Participant Corner

Beyond Financial I1Q:
Confidence Matters

If you listen to financial podcasts, watch TikTok budgeting videos, or read investing tips from online “gurus”
and still feel stressed about everyday money decisions, you're not alone.

Understanding basic financial concepts is important, but knowledge alone (especially if you get too much
information at once) may not help calm money worries. According to a recent study, financial knowledge
tends to help more if you're already confident about making money-related decisions.

But how do you get that financial confidence? It may be easier than you think. Building a series of small
wins can establish positive habits and help you feel better about the progress you make over time.

Start Small and Build from There

Trying to improve every aspect of your finances all at once can backfire, making you feel overwhelmed or
like you're losing control. Instead, consider starting with small, practical actions that are achievable and
sustainable. For example:

® Not saving yet through your workplace retirement plan? Start contributing today.

® Already contributing, but not taking full advantage of the company match? Boost your savings to maximize what
you get from this “free money” benefit.

® Looking for an easy way to increase your plan savings over time? Many plans offer an “auto-escalation” feature that
lets you increase your savings rate by a set percentage each year. It takes just a few minutes to choose a recurring
date and increase amount, and it means one fewer thing to remember.

Over time, small financial accomplishments and consistent habits can add up and help you feel more
comfortable and confident in managing your larger financial aspirations.

Progress Over Perfection

Financial confidence doesn’t come from “having all the answers” or a track record of perfect financial
decisions. If you're anxious about your finances, remember that making steady progress can be more
powerful than aiming for perfection. Building on your small wins can give you the confidence you need to
work toward your larger goals and handle any challenges you experience along the way.
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Sources:
https:/newprairiepress.org/cgi/vViewcontent.cgi?article=1279&context=jft
https.//corporate.vanguard.com/content/corporatesite/us/en/corp/who-we-are/pressroom/press-release-advice-pays-in-peace-of-mind-and-time-

vanguard-survey-reveals-hidden-value-of-financial-advice-07072025/htm]

All investing involves risk, including the possible loss of principal. There is no assurance that any investment
strategy will be successful. This material is provided for general and educational purposes only. It is not
intended to provide legal, tax, fiduciary, or investment advice. If you are seeking legal, tax, or fiduciary
advice, consult an appropriate professional.

IRONWOOD

Retirement Plan Consultants

5060 California Avenue, #600 Bakersfield California 93309
P: 661 -735-1558 F: 661-840-5571
Church.ron@irpcsp.com
www.ironwoodretirementplanconsultants.com

The statements contained herein are not intended to and do not constitute an opinion as to any tax or other matter. They are not intended or written to be
used, and may not be relied upon, by you or any other person for the purpose of avoiding penalties that may be imposed under any Federal tax law or
otherwise. CONFIDENTIALITY NOTICE: Investment advisory services offered through Barnes Wealth Management Group, a Registered Investment Adviser
with the United States Securities and Exchange Commission doing business as Ironwood Retirement Plan Consultants however, such registration does not
imply a certain level of skill or training and no inference to the contrary should be made. Barnes Wealth Management Group and Ironwood Retirement Plan
Consultants may only transact business in the states where the firm is noticed filed or otherwise exempt. Please see our Form ADV Part 2A Disclosure
Brochure, which can be obtained at www.advisorinfo.sec.gov. All e-mail sent to or from Barnes Wealth Management Group, may be retained, monitored
and/or reviewed and/or disclosed to persons other than the recipient. The information contained in this email is intended only for the personal and
confidential use of the recipient(s) named above. If this message has been received in error, you hereby are notified that any review, dissemination or
copying of this message and its attachments, if any, is strictly prohibited. If you have received this e-mail in error, please immediately notify the sender by
return e-mail and delete this message and any attached materials from your system. Please be advised that voicemail, fax, or e-mail instructions to buy or
sell assets in your account are not valid and will not be executed. These may only be received and acted upon in real time. Securities offered through Purshe
Kaplan Sterling Investments, Member FINRA/SIPC Headquartered at 80 State Street, Albany, NY 12207. Purshe Kaplan Sterling Investments and Barnes
Wealth Management Group, are not affiliated companies.



