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RETIREMENT PLANNING

Addressing the Retirement-Savings Gap

for Hispanic Americans

Hispanic Americans are projected to comprise a quarter of the United States population by 2050.' Why are they

still at the greatest risk of having insufficient retirement funds? How does it affect their long-term prospects?

And, most importantly, what can you do to empower them?

As we celebrate Hispanic Heritage Month, you have an
excellent opportunity to recognize the unique financial
challenges faced by Hispanic Americans—particularly
when it comes to retirement savings. Understanding the
core reasons behind these challenges can better position
you to serve this underserved demographic.

Retirement-Savings Trends Are Concerning among
Hispanic Americans

Despite being the largest minority group in the United States,
independent studies reflect a startling image of retirement
saving among Hispanic Americans. Recent behavioral
research from the Center for Retirement Research at Boston
College revealed that more than two-thirds of all Hispanic
workers don’t use workplace retirement-savings accounts
like 401(k)s.?

Several factors contribute to this phenomenon. One
significant issue is limited access to employer-sponsored
retirement plans. Only 40% of Latino workers are employed
by companies that provide employer-sponsored retirement
plans, compared to 63% of white workers.® And, rather than
saving their money in high-yield accounts, Hispanic savers
typically prioritize lower-yield assets such as homes, cars,
etc.?2 However, this may not be a matter of conscious choice.

Hispanic households were recently found to have a median
net worth of $48,700—a far cry from the $250,400 median

net worth of white households. And the wage disparity
only grows when considering gender; Latina women are
estimated to have earned 52 cents for every dollar non-Latino
white men earned in 2022, a number that has remained
relatively consistent for decades.* This pay gap has likely
contributed to Hispanic families having to prioritize immediate
financial needs over long-term savings, which can hinder
retirement planning.

Top Concerns to Address with Hispanic Clients

The lack of adequate retirement savings poses several
risks for the Hispanic community. Longevity risk is of
particular concern. If clients are not confident that their
savings will last their lifetimes, they may find it harder to
enjoy their lives and retirements—whether they're truly at
risk or not. Additionally, without sufficient retirement funds,
Hispanic clients may struggle to leave financial support for
their heirs, perpetuating a cycle of financial instability.

This lack of stable resources can lead to increased reliance
on social safety nets such as Social Security retirement
benefits, which may not provide enough to maintain a
comfortable standard of living—especially given the wage
disparity discussed previously. With the right strategies in
place, you can help these clients navigate away from these
scenarios and toward retirement lifestyles in which they
can fully enjoy.

Insurance products can be issued in all states, except New York, by Pacific Life Insurance Company and
in all states by Pacific Life & Annuity Company. Product/material availability and features may vary by state.

No bank guarantee - Not a deposit - May lose value
Not FDIC/NCUA insured - Not insured by any federal government agency
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https://apnews.com/article/growth-population-demographics-race-hispanic-f563ebc4537f83792f3f91ba5d7cdade#:~:text=Under%20the%20low%2Dimmigration%20scenario,million%20residents%20with%20high%20immigration.
https://crr.bc.edu/the-myriad-stories-behind-hispanic-retirement-saving/
https://www.epi.org/publication/chapter-2-retirement/
https://www.cnbc.com/2023/10/05/the-gender-pay-gap-is-even-worse-for-latinas-with-college-degrees.html#:~:text=The%20wage%20gap%20shortchanges%20Latinas,Women's%20Law%20Center%20(NWLC).
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Start the Conversation Early

Financial professionals play a pivotal role in bridging the
retirement-savings gap for Hispanic Americans. It may be

helpful to meet early and often to discuss your Hispanic

clients’ goals. Here are some strategies you may consider
as you start these vital conversations:

Financial Education: Providing targeted financial
education can empower Hispanic clients to make
informed decisions about their retirement savings.
Workshops, seminars, and one-on-one consultations
can help demystify retirement planning, clarify
misconceptions, and highlight the importance of
starting early.

Lifetime Income: Savings vehicles that provide lifetime
income benefits, such as annuities, can be effective
tools for many types of retirement savers. By exploring
how to incorporate annuities into clients’ retirement
portfolios, you can offer reliable income that can
address longevity risk, allows for a financial legacy,
and can cultivate confidence. To start the conversation,
consider making financial education as accessible as
possible by hosting educational seminars with free
sessions to analyze Social Security retirement benefits
and claiming strategies.

Customized Retirement Strategies: Tailoring retirement
strategies to meet the unique needs of Hispanic clients
is crucial. This includes understanding cultural values
and financial priorities, and offering solutions that align
with their goals. For example, emphasizing the benefits
of diversifying retirement savings beyond low-yield
assets like homes and automobiles. Another option is
to focus on Latino business owners. Recent analysis of
census data revealed that Latinos accounted for 36% of
all businesses launched in 2023—more than twice as
many as any other ethnic demographic.® You can attract
these business owners by hosting business-finance
events, essentially offering a sample of your services.

You Can Help Change Lives

Yes, Hispanic Americans face obstacles when it comes to
retirement planning, but their futures can still be bright. By
helping them, you can plant seeds to build relationships
and expand your book of business. During this Hispanic
Heritage Month, take the initiative to learn more about
this client demographic and help them navigate toward
financial security and dignified retirement journeys.

ACTIONS YOU CAN TAKE RIGHT NOW

Host educational sessions aimed at Hispanic
Americans focused on their challenges and
the importance of retirement savings.

Learn about the unique financial situations
and cultural values of Hispanic clients.

Discuss whether lifetime income could provide
the stability these clients may need.
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https://www.forbes.com/sites/korihale/2024/04/02/the-unstoppable-growth-rate-of-latino-owned-businesses-in-america/

Additional Resources and Links

Consider the “Us” Mindset When Serving Hispanic Clients

Bridging the Financial Knowledge Gap in the Hispanic Community

Retirement Planning for Small-Business Owners

For more information about retirement planning,
please contact our Retirement Strategies Group at
RSG@PacificLife.com or (800) 722-2333, ext. 3939.

Annuities.PacificLife.com

This material is provided for informational purposes only and should not be construed as investment, tax, or legal advice.
Information is based on current laws, which are subject to change at any time. Clients should consult with their accounting
or tax professionals for guidance regarding their specific financial situations.

Annuity withdrawals and other distributions of taxable amounts, including death benefit payouts, will be subject to ordinary
income tax. For nonqualified contracts, an additional 3.8% federal tax may apply on net investment income. If withdrawals and
other distributions are taken prior to age 59%2, an additional 10% federal income tax may apply. A withdrawal charge and a
market value adjustment (MVA) also may apply. Withdrawals will reduce the contract value and the value of the death benefit,
and also may reduce the value of any optional benefits.

Pacific Life refers to Pacific Life Insurance Company and its subsidiary Pacific Life & Annuity Company. Insurance products can
be issued in all states, except New York, by Pacific Life Insurance Company and in all states by Pacific Life & Annuity Company.
Product/material availability and features may vary by state. Each insurance company is solely responsible for the financial
obligations accruing under the products it issues.

The home office for Pacific Life & Annuity Company is located in Phoenix, Arizona. The home office for Pacific Life Insurance
Company is located in Omaha, Nebraska.
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https://www.annuities.pacificlife.com/home/resources/retirement-landscape/blog/2023/considering-the-us-mindset-when-serving-hispanic-clients.html
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