
EXECUTIVES'

Einancial Preparation

for Retirement

€ To obtain success in financial preparation for retirement requires the same
energy and foresight that executives use in their business.

By Harold R. Hall

There has been a steady increase in the
number of men retiring from executive positions
in the United States. This is mainly due to a
combination of two circumstances: ( i ) the
simple fact that a larger proportion of men live
to older ages than previously, and (2) manage-
ment's need to forego the services of executives
when they are no longer fully competent to make
decisions in a business world of increasing com-
plexity and competitive stress. Needless to say,
the situation gives rise to many significant prob-
lems for company managements, not the least
of which is the effect on individual executives
who must look ahead to their retirement.

This article is written from the point of view
of the individual executive. What can he do
to prepare himself financially? It is equally
necessary for him to work out an activity pro-
gram in advance, but that is another question,
requiring separate treatment.

The findings and observations reported here

EDITORS' NOTE: A report of the full results of Mr.
Hall's study, dealing with the problems of retirement from
the point of view of management as well as of individual
executives, is scheduled for immediate publication in book

are based on a field study extending from
December 1949 to June 1952, in the course of
which data were obtained on some 425 execu-
tives. Of this group, approximately 125 had
already retired, the balance of course still being
active in executive positions. Use has been made
both of the reactions of men interviewed and
of their reports of other executives whom they
knew well.

The definition of an executive for the pur-
poses of such a study must necessarily be general:
an employee of a business, whether he works for
others or is the owner or part owner of the
company, with the responsibility for getting
things done through group effort. Included are
executives whose planning and operating func-
tions cover one or more of these classifications:
(a) policy determination, (b) general administra-
tion, (c) division or department management,
and (d) creative, service, and staff direction.
Eurther, such executives may be members of top
management, with duties exclusively or partly
those of policy determination; or they may be

form under the title. Some Observations on Executive
Retirement (Boston, Division of Research, Harvard
Business School, 1953). This article is based on one of
the 14 chapters in that book.

83



84 Harvard Business Reviexv

members of middle management, charged with
carrying out the policies and plans of the com-
pany through specific action.

Needs and Desires
The majority of executives do not yet have

the benefit of company pension plans for re-
tirement and need financial programs of their
own. Even those who do have such help in
most cases feel that they need to supplement it
by personal programs, though obviously they
have less of a problem than those who cannot
count on company benefits.

A great amount of concern was expressed,
especially among middle-management men who
faced the entire job of financial preparation
themselves, as to whether they would be able
to solve their problems successfully. Many of
those who were approaching retirement age had
decided that they must continue to work because
of their financial requirements. Others who had
also decided to work as long as they could were
concerned primarily about bow they would find
means of meeting living costs if their health
should break.

Instances were found among retired execu-
tives in wbich inadequate financial preparation,
as they viewed it, had been the chief factor
which brought unhappiness in retirement. At
least an equal number of retirees, however, ap-
peared to be getting along satisfactorily on in-
comes that provided about the same proportion
of their former business salaries as was the case
in the unhappy group.

Clearly, individual views as to financial need
are vital aspects of this problem of financial
preparation. Eew executives, retired or active,
expressed doubt about obtaining for their life-
time the primary needs of food and shelter,
though some were worried about how they
would obtain personal care for themselves and
their wives in the event of extended disability.
On the other hand, the majority of executives
stated that they would not have adequate
financial resources to carry out all their desires
— the degree of insufficiency depending largely
on the relative importance to their happiness of
the fulfillment of their desires.

Since individual decisions play so large a
part, the discussion that follows cannot under-
take to set forth what the financial needs for
retirement are. But it is hoped that the sugges-

tions obtained from interviews will be helpful
in stimulating thinking toward reaching per-
sonal decisions. (I have no intention of telling
executives how to build an estate or of indicating
the advantages and disadvantages of various
procedures; rather I am merely reporting the
information which I obtained from the men
whom I interviewed.)

Men Under 40
The closer a typical business executive is to

his retirement age, the shorter, proportionately,
will be his earning period after 1939, the in-
terval that has been marked by high taxes and
high living costs. The interviews brought out
forcefully that this circumstance has had an
important bearing on the relative ability of
executives as a group to make personal financial
preparations for old age. As might be expected,
present top-management men were found as a
rule to have had better opportunity to build
retirement funds than the current middle-
management groups. On the whole, top execu-
tives were older and had lived a greater part of
their executive careers before 1940. Hence a
larger proportion of their total compensation
had come before the advent of high taxes and
high living costs.

Men who have achieved high earning status
as executives since 1939 have been considerably
handicapped in carrying out a savings program.
They cannot save the same proportion of their
salaries as did executives with high incomes
before that time. The younger men will of
course continue to be under this handicap so
long as present high taxes and conditions of high
living costs last. Thus the ways and means
which executives indicated that they were using
to provide for retirement income, while of
significance to men generally, should par-
ticularly interest the men under approximately
40 years of age.

Most executives under 40 years of age re-
ported that saving for retirement was necessarily
secondary. Eirst thoughts on saving were di-
rected toward building reserve funds for family
needs and emergencies. The majority of these
men reported a good deal of trouble just in
keeping up with their current living expenses
and insurance premiums. Most were also
making payments on their homes. These
younger executives stated that they had had to
postpone the earmarking of savings for old age



until their incomes had increased and their
children had been educated. They reported that
the bulk of their personal insurance was of the
ordinary life, limited-payment life, or regular
term types, because they viewed the purpose of
their insurance to be primarily that of protec-
tion for their families if they should die pre-
maturely.

Interviews brought out the information that
most executives did not start to worry about
specific financial preparation for their retire-
ment until they were 45 or 50 years of age.
Many men said that they wished they had
realized its importance in their earlier years.

Uncertainty as to Amount

As time goes on, the number of executives
who must depend on themselves alone for
financial sufficiency will undoubtedly be reduced
because of the increase in formal retirement
benefit arrangements. Yet there will still be
quite a few who are subject to the generosity of
die moment — that is, to what the organization
feels it can afford at the time the executive is
retired. Others, whose pensions have been
financed by a profit-sharing plan, are in a some-
what better position, although they can estimate
only roughly what the amount of the pension
will be and may worry because of the lack of a
specific guaranteed income.

Several men remarked that even with formal
retirement plans there was no guarantee that a
forecastable amount would be available at retire-
ment, for the plans might be discontinued by
companies if tbe ability to continue them was
seriously impaired. In general, however, execu-
tives who were participants in such plans
counted themselves fortunate. Moreover, they
arranged their current expenditures in the ex-
pectation that the full determinable pension
amounts would be forthcoming.

But no matter what may be the degree of
future financial help from their companies, or
lack of such help, the large majority of execu-
tives feel they need to provide for retirement
days by setting up some kind of financial pro-
gram of their own.

Dollar Dimensions
A survey among 41 leading companies in the

United States, chosen to provide a cross section
of high, medium, and low compensation indus-
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tries, indicated the following changes in average
income of top management and middle manage-
ment from 1939 to 1950:

For the average executive in top management the
increase in gross income was from $43,700 to
$59,300, up 35%. Eor middle management the
change was from $10,500 to $15,200, or an in-
crease of 45%.

But despite those dollar increases the amount in
"purchasing power" left after taxes has decreased
materially since 1939. Computations that allow
for both higher taxes and higher prices show that
the average top-management executive who re-
ceived $59,300 gross income from his company in
1950 had the equivalent of only $18,000 in 1939
terms, which is 59% less than the $43,700 he re-
ceived in 1939. In other words, from 1939 to
1950 he suffered an actual loss in real income of
59%. Correspondingly, the average executive in
middle management, with his 1951 compensation
of $15,200 worth only $6,300 in 1939 terms, hacl
40% less real income than in 1939.^

Self-Pensioning

In light of this depreciation in purchasing
power, it is informative to examine the problems
that confront executives who find it necessary
to provide fully for their own pensions by means
of a self-implemented savings program.

In the situations used here for illustrative
purposes it is assumed that no savings have been
made up to the age of 40, and that approximately
half of the highest attained net earnings are
desired in pensions starting at the age of 65.
Again, the supposition is made that an executive
using this method prefers a savings plan that
does not commit him to the purchase of an
annuity until he attains the age of 65, and that
then he would choose a "10 years certain and
life thereafter" basis. This type of annuit}'
would assure a continuation of his pension as
long as he lived, but also would provide for the
continuance of the specific payments for 10
years to his wife or other beneficiary should he
die before the end of the i o-year period. In
practice, such an arrangement would be flexible
enough to permit departure from the plan if
there was a great increase in inflation; and,
obviously, it would also allow the executive to
select the t\'pe of annuity purchased when the
age of 65 was reached, if at that time the 10
years certain annuity was not appropriate.

'Edward C. Bursk, "Thinking Ahead," HARVARD
BUSINESS REVIEW, March-April 1952, p. 141.
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EXHIBIT I shows the total and annual self-
pensioning requirements for executives with
three different income histories, if savings are
made each year from age 40 to age 65. Illustra-
tion A assumes annual earnings of $10,000
throughout the whole period. Illustration B
starts with earnings of $10,000 at age 40 and
assumes salary increases of $5,000 every five
years, ending with a salary of $25,000. Illustra-
tion C is similar to B except that increases of
SI0,000 are assumed.

visabllity of starting a savings program early in
one's business career is important if the job of
financial preparation must be undertaken per-
sonally. (2) There is need for at least some
measure of help by business organizations in
providing retirement benefits.

Other Difficulties

Besides the difficulties of self-pensioning, a
minority of the interviews indicated that execu-
tives had self-imposed difficulties affecting the

EXHIBIT I. TOTAL AND ANNUAL SELF-PENSIONING REQUIREMENTS FOR
EXECUTIVES WITH DIFFERENT EARNINGS

Age at

.sai-ing.%
are

made
( I )

.Annual
assumed
earnings

( 1 )

Illustration A
40-65 Sio,ooc

Illustration B

40-44
45-49
50-54

55-65

$10,000
15,000
20,000
25,000

Illustration C
40-44

45-49
50-54
55-65

$10,000
20,000
30,000
50,000

Federal
income
tax*

(3 )

$ 1,823

$ 1,823

3,304
5,076

6,983

$ 1,823
5,076
9,176

20,230

N e t
earnings

after
tax

(col. 2
minus
col. 3)

( 4 )

$ 8,177

S 8,177
11,696

14,924
18,017

$ 8,177
14,924
20,824
29,770

Desired
annual
income
start-
ing at
age 65

(5 )

$ 4,000

$ 4,000
6,000
7,000
9,000

$ 4,000
7,000

10,000
14,000

Size of
fundi
needed
at 65

to provide
income in

col. 5
(6)

$57,282

$57,282

85,923
100,243
128,884

857,282
100,243
143,205
200,487

Annual savings required to
If fund earns ,

Net rate
of yield t

during
accumu-

lation
(7 )

21/4% $

21/4% $
2

1 %

I 3 ^

21/4% $
1 %

11/2
r

Dollar
amounts
needed
in view
of yield
rate in
col. 7

(8 )

1,732

1,732
2,982
3,882
6,615

1,732
3,630
6,427

12,393

3 %
Savings
(col. 8)
as per-
centage
of net

earnings
(col. 4)

(9 )

21.2%

21.2%
25.5
26.0

36.7

21.2%

24.3

30.9
41.6

accumulate fund in col
If

Net rate
of yield t

during
accumu-

lation
(10)

33/4%

33/4%
31/4
3V8
2 %

33/4%
3V8
25/8
13/4

fund earns 5
Dollar

amounts
needed
in view
of yield
rate in
col. 10

( I I )

$ 1,422

$ 1,422
2,590
3,412
6,093

$ 1,422
3,162

5,813
11,932

. 6
%
Savings
(col. 11}
as per-
centage
of net

earnings
(col. 4)

(12)

17.4%

17-4%
22.1
22.9

33.8

17.4%
21.2
27.9
40.1

* At 1952 rates. Assumes married man, no dependents; 10% deductions on income up to $10,000; $1,000 deduc-
tions on income between $10,000 and $20,000; 5% allowable deductions on bigher income.

t Assumes purchase of annuity on "to years certain and life thereafter" basis.
t After allowance for income tax on earnings of fund.
SOURCE: The form of this table was adapted from the luly-August 1948 issue of the "TPF&C Letter," published by

Towers, Perrin, Forster, and Crosby, Inc., Philadelphia. Application of the 1952 federal income tax rates was made
by the Boston office of Marsh and McLennan, Inc.

The figures in column 6 show the fund which
must be accumulated to provide the desired
annuity at age 65. The tabulation assumes a
continuation of the 1952 federal income tax
rates and, as alternative possibilities, gross re-
turns of 3% and of 5% on the investment of
the fund during its accumulation. It will be
noticed that the annual savings, as a percentage
of net earnings after income tax, required to
accomplish the specified objective run from
21.2% to 41.6% on the 3% gross return basis
and from 17.4% to 40.1% with a 5% gross re-
turn.

In addition to showing the difficulties of self-
pensioning on the basis outlined, these illustra-
tions bring out two other points: (i) The ad-

financial problem of retirement. This situation
appeared among men still active in business as
well as among others who had left their com-
panies.

Case histories indicated that quite a few had
acquired living standards beyond their means
while in business. Double harm had been done
thereby, first, because they were unable to save
and, secondly, because they faced a proportion-
ately greater need of reducing their standards
of living in the retirement period.

In some instances executives had refused to
earmark capital for even a minimum portion of
their retirement expense needs, holding that
such savings were strictly for emergencies or
earmarked as inheritances for their children or



worthy causes. Some had a similar attitude
about their life insurance policies, apparently
exhibiting an inability to accept for themselves
the lower cash surrender values as compared
with the higher amounts that would accrue to
their beneficiaries or estates after they died.

In a surprisingly large number of cases, with-
drawing or reducing monetary help to children
or others was viewed as less desirable than taking
a sacrifice personally. Some men with this point
of view said they had in mind that saving money
was going to be more difficult for their children
than it had been for them. A few spoke of the
harmful deficit financing of the government
with the long-term disadvantages this would
bring for future taxpayers, some expressing the
belief that defense spending of a high order
would continue as a regular thing or that there
might be another war bringing even more diffi-
cult conditions for saving. They wanted to try
to help their children through Inheritance, these
men said, because such eventualities might
seriously handicap their children in providing
for their families. Others who had received
family inheritances felt a moral obligation to
pass on to their family members the benefits
which had come to them.

Ways of Saving

An impression was gained from interviews
that the hulk of savings by most of the executives
over 55 years old was made before the last ten
years of high taxes and increased living costs.
More definite evidence, however, brought out
the fact that the large majority of these men had
saved a fair amount of money during the past
decade despite hindrances to doing so. The
indication also seemed clear that most execu-
tives from 3 5 or 40 up to 5 5 had also saved some
money during these recent years, although not
so much in proportion to their salaries as had
the older men.

The ingenuity, resourcefulness, and deter-
mination of American business executives were
emphasized by the savings and capital apprecia-
tion effected in the face of the attendant diffi-
culties. Likewise, the firm hand used by most of
these men to reduce financial outgo as a means
of saving was clearly evident.

For the most part discussions indicated two
phases in connection with programs of financial
preparation for retirement:
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(1) Up to their retirement date, or to just a few
years before this time, executives concern them-
selves primarily with saving money and with in-
creasing the amount of their accumulated dollars
through the route of Hfe insurance pohcies carry-
ing cash values, savings accounts, bond interest,
stock dividends, rentals, and royalties, as well as
from methods of capital appreciation. "I'm just
doing the best I can and hoping the end results
will take care of us satisfactorily," was typical of
the state of mind expressed in liiis connection hy
most executives, particularly those of middle man-
agement.

(2) At or near the retirement date the second
phase begins. In their desire for fund preservation,
men shift from their previous emphasis on accumu-
lation to consideration of the form their savings
should take.

Minimum of Risk
The ways and means of using savings in a

program of financial accumulation for retire-
ment showed great variation. A minority of
executives, believing in conservativeness, placed
their funds where there was a very minimum
of risk involved. Although most of the men
with this point of view were over 50 years of
age, a surprising number of executives between
30 and 40 felt the same way. Some of these
younger men stated that they had jobs which
they considered financially hazardous, but with
most of them a conservative outlook toward
saving and investing seemed to go with a general
reaching for security in life.

A middle-management executive, 55 years
old, recorded his viewpoint as follows:

"Inflation has not influenced me in planning for
my retirement income since I have lived through
the upturn after the First World War, the 1921 re-
cession, the steady upward trend culminating in
1929, and then the long depression of the 1930's.
Lately, of course, there have heen the war years,
and to my mind we are now in a postwar upturn
somewhat similar in character to that of the late
1920's.

"Provided our country remains on the free enter-
prise system, I am convinced that we will continue
to have the same cycles in varying degrees. In my
opinion, therefore, we will again experience a pe-
riod during which a dollar will huy a dollar's worth
— or at least a good deal more than it does now.
As far as I am concerned, my efforts will continue
to he toward accumulating dollars and to holding
on to as many of them as I can in safe, conservative
investments.

"In that way I expect to have some money when
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I retire. My wife and I may have to cut down con-
siderably then, but we would rather face that pos-
sihilit}' than worry in the meantime ahout losing
our savings and thus face the possibility of real
hardship or loss of our independence through be-
coming dependent on one of our children."

Meeting Inflation

At the same time, the majority of executives
interviewed during 1950 and 1951 were in
fact concerned about the threat of further in-
flation in connection with the accumulation of
funds for retirement purposes. These men said
that they were trying to "ride up" with increas-
ing living costs occurring currently and that
they anticipated more inflation in the future.
Moreover, many of them remarked that about
the most effective way they had of accumulating
more dollars was through the capital gains route
with equities furnishing the means of attain-
ment.

Following this line of reasoning, they believed
that appreciation of holdings was of greater im-
portance than yield on the investment. Common
stocks and (to a much lesser extent) commodi-
ties seemed to be generally favored over real
property and real estate. At one extreme of the
concept of risk-taking were men who were using
oil leases and royalties as their main financial
fare (after ownership of their homes had been
secured and money reserved for insurance
premiums). At the other extreme were execu-
tives who had simply shifted upward the propor-
tion of common stocks in their portfolios in com-
parison with bonds or fixed-income investments.
The financial programs of most men who antici-
pated further inflation were of course in the
middle ground between these two extremes.

To complete the picture, two other points
should be noted that pertain to the majority of
executix'es interviewed who thought that some
continued inflation was likely:

(1) Many of these men volunteered that they
had no way of knowing the ultimate net effect of
inflationarj' and deflationary forces that were pres-
ent in the economy; accordingly, all they could do
was to map out an investment policy which seemed
to fit the situation at any time. These men stated,
or inferred, that they were watching closely the
interplay of these forces and might well want to
change or amend their personal plans for accumu-
lation of funds, perhaps even several times, hefore
their retirement dates.

(2) Only a few of these executives reported any

reduction in their life insurance programs, a move
which might have been more generally expected if
convictions were strong that inflation was inevitable
for the future.

Other Means
For both top and middle management, stock-

option plans with the companies for which they
worked appear to have appeal above all methods
of securing anticipated capital gains. Although
still relatively small in number among total
companies covered in the study, plans involving
stock purchase or stock option are apparently
growing rapidly. Management representatives
often mentioned that they viewed such arrange-
ments as an excellent means of aiding company
executives in their financial preparation for
retirement.

A number of executives had purchased the
stock of investment companies. Particularly
favored were those which permitted full or part
employment of funds in various types of securi-
ties as their directors deemed advisable, since
this permitted both ofl̂ ense and defense to meet
changing conditions of the security markets.
The reasons generally given for favoring invest-
ment companies were as follows:

(1) Such a program shifts to specialists in the
field the selection of securities as well as the timing
of purchases and sales.

(2) Many stocks of investment companies pay
gains from their sales of securities in capital gains
dividends which are suhject to a capital gains tax
only; or they may issue additional stock for such
gains, and taxes need not be paid on this stock so
long as it is held.

(3) Greater diversification can he obtained than
is usually practical through individual purchase
programs.

(4) Because of the diversification of holdings, a
stake could he ohtained in a field or an industry
with minimum risk.

Employed executives interested in investment
companies were often representatives of middle
management who did not have a great deal of
capital. Top-management men, who had laid
away more money over the years, tended to
favor the services of investment counselors and
trust companies when they placed in the hands
of others the responsibility of recommending or
making investments for them. Similarly, a
larger proportion of retired executives inter-
viewed used either trust companies or invest-
ment counselors to guide them in investing than



did men still employed. The main reason given
by the retired men was that they could not
sufficiently keep in touch with economic and
industrial conditions; as they got older, there-
fore, they thought it better to rely on the
judgment of financial specialists.

A growing method of preparing financially
for retirement involves the acquirement of
property or small businesses several years before
R-day with the expectation of using such ac-
quisition as a means of producing income later.
(In most cases a program of retirement activity
is a part of such arrangements.) Operating
losses may be involved over a period of time
while these businesses are being put into shape
in the hope that they will be profitable after re-
tirement. But the net cost of these losses, it was
pointed out, is cut down considerably because
they are expense items properly deducted before
payment of the personal income tax on the men's
present high salaries and business earnings.

This study showed that a large number of
programs of this type involved the purchase
of farms and ranches. Perhaps the largest clas-
sification, however, included the purchases of
businesses that were akin to those in which the
executives had engaged during their business
careers. For example:

C A department store executive has bought a
general store near his summer home. He Inspects
its operation during his vacations, makes sugges-
tions to the manager (who has a profit-sharing in-
terest), and arranges what expenditures will he
made for improvements. When this man retires,
he expects to live in his summer home most of the
year, spend what time he wishes at his store, and
travel to warmer climates in the winter.

e A factory manager has purchased a small as-
sembly plant which he believes can he made more
profitable hy the installation of lahor-saving ma-
chinery. This plant is located about ten miles in
one direction from his home, while the large com-
pany where he works at present is ten miles in the
other direction. The man and his wife like their
home, and with this arrangement they can con-
tinue to live in it even after he retires in a few
years from his present job.

cAn executive in the sales department of a
large automobile manufacturer arranged, hefore he
retired, to ohtain the first dealership which should
hecome available in a designated southern area after
his leaving the company.

' Thomas H. Sanders, Chapter XII, "Little Outside
Ventures, Effects of Taxation on Executives (Boston,

Preparation for Retirement 89
C A contractor has put his savings over many

years into the huilding (and mortgaging) of 14
small and medium-size houses in various parts of
his home city of 500,000 population. His ex-
pressed objective is to retire when he has 20 of
these houses. After that he will undertake the
renting and maintenance johs himself, and Hve on
the rentals.

Financial preparation for retirement has also
been made interesting and sufficient by other
less ambitious investments of this nature, usually
referred to by the men interviewed as "little out-
side ventures." ^ It is likely that in the future
the imagination of executives will expand con-
siderably the utilization of their past experience
in ways of this kind. The idea seems of par-
ticular value to men who will not have pensions
from their companies; but others who are more
interested in activity programs than in the need
for extra income may also adopt it.

Fixed Income
While, as previously stated, most executives

with whom the subject was discussed anticipated
that inflationary forces would outweigh defla-
tionary' ones in the foreseeable future, at least
some fixed income was included in the large
majority of individual financial arrangements.

An attitude of caution toward the use of
savings set aside for retirement was typical of
the older executives as they approached their
retirement date. Many older men with relatively
little capital believed that they could not risk
losing it, whereas most men with a great deal of
capital felt that they did not have to take a
chance since a small return was sufficient to
provide for them anyway. Some who favored
measures of capital preservation mentioned in-
stances of financial loss after retirement on the
part of friends or relatives. AflFairs of 1929
especially were often described, as witness the
following:

"My father-in-law was a successful mechanical
engineer. He sold the company which he con-
trolled, and of which he was president, early in
1929. retiring at the age of 53, a fairly wealthy
man.

"He and his wife had plans for enjoying his
early retirement — quite complete and amhidous
ones. Unfortunately, he lost almost all his money

Division of Research, Harvard Business School, 1951)
contains similar information along this line.
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in the early 1930's. Prohahly as a result of this in-
ahilit)' to do what he had planned, he changed from
a vigorous, alert man into a somewhat querulous,
aihng old gentleman who soon looked and acted as
if he were 70 years old.

"Today he has recovered to a degree and leads a
fairly normal life for his present age. I feel, how-
ever, that the intervening years have heen more or
less a loss, or, shall I say, a wasted preparation as
well as somewhat of a trial to his wife."

Obviously, many kinds of fixed-income in-
vestments are available and are used by men
planning for retirement income, who wish in
turn to keep their capital intact. The return is
low, however, if tax-free bonds, government
bonds, or any high-grade municipal, state, or
industrial obligations of this nature are selected.
Hence, quite a few executives expressed some
preference for annuities with their combination
of capital return and interest. A small propor-
tion said they intended to receive their entire
retirement income either from personally pur-
chased annuities only or from these together
with company pensions. A larger proportion of
the executives planned to use annuities primarily
as a "floor," with additional investment in equi-
ties for the purpose of providing a hedge against
further inflation.

Many executives, active and retired, men-
tioned the annuity settlement options of their
life insurance policies taken out several years
previously. A few discussed analyses made for
them by persons specializing in the life insurance
field, commenting that since the subject was
compUcated, they had sought help and recom-
mendations from unbiased experts. As a rule,
programs for action involved finding answers to
two basic questions: ( i) what to do about the
annuity settlement options in old life insurance
contracts, and (2) what to do about the purchase
of annuities that would start to pay income after

retirement.

Uses of Insurance

Several experts of long experience in the
insurance field were consulted about the uses
of insurance which were revealed in the inter-
views.̂ * The main points made by interviewees,
confirmed by these experts as providing sound
and advisable procedure, are outlined below.

= 1 should like to acknowledge particularly the help
secured from officials and department heads of the lohn
Hancock Mutual Life Insurance Company, the Metro-

Annuity Options

Personal life insurance policies that were
issued some years ago provide settlement options
in the form of annuity payments that have
greater values for the policyholder than do
similar policies currently available. The reason
is that these previous insurance contracts carry
higher interest rates than do present policies
and that life expectancy in the tables used was
lower than in the compilations used today. Al-
though a description of the dates and amounts
by which companies have reduced settlement
payments is not practical, FXHIBIT II gives the
picture in terms of four selected mutual com-
panies.

In this table the reductions from the highest
to the lowest payments over the periods indicated
for Companies A, B, C, and D are 16.6%,
14.3%, 23.9% and 12.9% respectively. Note,
however, that the payment amounts shown op-
posite the latest years (which also represent 1951
payments) are identical in three cases and only
slightly lower in the fourth instance. Separate
examination of records shows that the policies
of most of the best known insurance companies
now have almost identical annuity settlements
on the "10 years certain and life thereafter"
basis illustrated above. This holds true also in
the case of other types of annuity options.

Clearly, insurance policies, particularly those
taken out in earlier years, can provide valuable
help in setting a floor of retirement income
through the use of the annuity options in them.
Moreover, and this is an important point,
huilding the cash value in advance of retirement
can take full advantage of these unusual oppor-
tunities. An example of an admitted error in
huilding such cash values is recorded in the
following:

"Shortlv after attaining the age of 55 years, I
made some changes in my life insurance program
hecause I was convinced that I did not need so
much protection for my family as formerly and
therefore I could save the paying of premiums on
some of the policies hy electing the paid-up value
as the amount that would he paid at my death.
Now I think I made a mistake in not considering
more thoroughly at that time what I could have
done in connection with financial help for my re-
tirement days.

politan Life Insurance Company, and Marsh and
McLennan, Boston office, from which I secured criticism
and expansion of points obtained from field discussions.



"One error in particular bothers me. It concerns
a sizable policy taken out in 1926 which carries a
iV2% interest guarantee and much more favorable
annuity elections than are now available. What I
should have done was to accept the provision in that
policy that permitted me to transfer it from its
straight life basis to one of either limited payment
hfe or endowment. By that handling I could have
taken advantage of the increased cash value of the
pohcy in connection with the favorable annuity
feature when I am 65 and shafl retire. After I
elected to take the paid-up value of this contract,
I gave up the contract right to change the policy to
limited payment life or endowment, and therefore
I cannot correct my error."
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to consider the purchase of annuities to supple-
ment the fixed income provided by their com-
panies. With the larger number of men who do
not have a company pension at retirement, the
purchase of annuities in connection with what-
ever "floor" of retirement income they happen to
desire appears to be especially worth consid-
eration.

Many executives pointed out the tax advan-
tage of income from an annuity bought personal-
ly as compared with income from securities.
Under the present personal income tax laws, an
annuitant reports as income only 3% of the
purchase price of his annuity; the balance of

EXHIBIT II . ANNUITY SETTLEMENT OPTION WITH MONTHLY PAYMENT PER $1,000 CASH VALUE ON BASIS
Qg 10 YEARS CERTAIN AND LIFE THEREAFTER" FOR MALES AT THE AGE OF 65 YEARS

Company A
Year Amount Year

Company B
Amount Year

Company C
Amount

1922
1938
1939
1947

$7.38
6.91
6.48
6.16

Year
Company D

1908
1935
1937
1939
1944

$7.09
7.19
6.91
6.57
6.16

Amount

1930
1933
1935
1938
1940
1942

$7.93
7.42
7.29
6.57
6.30
6.04

I919
I931
1934
1939
1943
194:

$7.07
7.38
7.19
6.48
6.30
6.16

NOTE. Assumes no participating dividends after the cash value is placed under settlement option payments
SOURCE: Tliese four companies were selected by Mr. Robert W. Lord, Vice President of Flitcraft ^ '^^"*'-

of record books for the insurance industr>'. Mr. Lord writes concerning these companies "Thev are of
and expenence and are probably fairly typical of a good part of the industry." ^ ' J- " '

Another suggestion for building the cash
value of life insurance policies with favorable
annuity settlements is illustrated in the follow-
ing report:

"I had always elected to reduce the gross pre-
miums on my life insurance policies by deducting
the annual dividends. My thought was that I
wanted my entire insurance program supported by
as little outlay as possible.

"Recently, however, after examining my policies
I decided to let the dividends stay with the com-
panies on those policies that carried relatively high
interest rates and offered good options that I want
to use for retirement income. Frankly, I can't
afford at this time to transfer my ordinary life poli-
cies to more expensive types of insurance as a means
of building cash values. To take this move would
require a lot of money at one time to pay the differ-
ence in premiums plus interest from the original
dates when I took out my policies. By leaving in
dividends, however, I am building some additional
income for later use."

New Annuity Purchases

The groviiih of pensions as a part of retirement
plans was found to have caused many executives

the annuity payments received are tax free until
he gets back the cost paid to the insurance com-
pany. To illustrate, a man of 65 years buying a
straight life annuity obtains the equivalent of
about 71/2 % annually (consisting of capital re-
turned plus interest), of which 41/2% is tax
free for a period of about 20 years. In contrast,
if his money were invested at a 3% gross yield,
the net after taxes might be only 2%, or even
less, although he would not, of course, be draw-
ing on capital.

The opinions of executives differed as to
whether it was preferable to purchase "deferred"
annuities through annual expenditures which
started several years before retirement or to wait
until retirement and obtain "immediate" an-
nuities through a single expenditure. Those
favoring the deferred type stated that they liked
the idea of installment purchasing over a period
of time, for the arrangement was a spur to saving.
They laid stress on the value to them of having
a savings and investing plan that required regu°
larity of payments. Some men also added that
they thought the return from annuities might
diminish in future pohcies because of continued



92 Harvard Business Revieiv

improvement in hfe expectancy. These men
thought that delay in tying down a contract,
therefore, was not advisable. Others liked the
potency of compound interest over the years.
One man pointed out that the sum of money
divided into annual premium costs starting at
age 35 would accumulate and provide at 65
about twice the monthly pension payments on
a straight annuity' basis as would the same sum
used to buy an annuity in a single premium at
age 65.

More men, however, said that they preferred
to save their money in other ways and then buy
annuities, if desired, upon retirement. They felt
that the flexibility inherent in waiting until re-
tirement before considering purchase of an an-
nuity had greater weight than the arguments in
favor of starting to buy such a fixed-income plan
years earlier. These men disliked the thought
of committing funds to a definite annuity con-
tract in light of the possibility of more inflation.
Many pointed out also that at retirement time a
man is in a better position to judge the state of
his health and that of his wife, and hence the
relative value of annuities in meeting retirement
needs. Also if annuities should in fact seem a
desirable form of investment, it would be easier
to decide such questions as which of the two
persons was to be covered by the annuity,
whether it might be desirable to buy more than
one type of annuity, and so on.

A comparison of the types of annuities cur-
rently available may be helpful in sizing up the
flexibility of steps that can be taken if annuities
are purchased near retirement time or later. In
each case returns from annuities include a por-
tion of the purchase money along with interest
earned on that money. Note that in EXHIBIT HI
the return for women (with the longer life ex-
pectancy they have) is the same as that of men
who are five years younger.

Straight life annuities provide no refund of
the balance of the money paid in, no matter how
soon the annuitant dies after payments start.
The "10 years certain and life thereafter" an-
nuity, as described earlier, guarantees that the
purchaser will receive a definite income no mat-
ter how long he lives, but that at least 120
monthly payments will be made even though the
purchaser dies before the 10 years have elapsed.
(This type of annuity can also be purchased with
5, 15, or 20 years as the certain payment pe-
riod.) The refund annuity goes a step further
and guarantees that the purchaser will receive

payments for the rest of his life, and that any
excess of purchase price over income payments
will be repaid.

The returns on certain and refund t>'pes of
annuities that have guarantees of this nature are
of course lower than from life annuities in which
the promise by the insurance company is to pay
only as long as the annuitant lives. The higher
the age at which the annuity is purchased, the
greater is that discrepancy.

Joint annuities can also be purchased to cover
a man and his wife in one contract for as long
as either may live. It is just as satisfactory, how-
ever, to split the available capital and buy sepa-

III. APPROXIMATE RETURNS FROM

ANNUITIES IN 1951

Age at purchase nfe
\len Women nnr.uity

lo years Retwa
certain annuity annuity

60

65
70

75
80

65
70

75
80

85

6.4%
7-5
9.0
II.0
13.8

5.9%
6.7
/o
8.3
9.0

4.9%
5-4

5-9
6.6
7-3

rate contracts, each to be effective only during
the lifetime of the one covered. Again, flexibil-
ity may be obtained in connection with individ-
ual programs by the purchase of diflrerent t\'pes
of annuities. For instance, a refund annuity may
be purchased on the life of the husband and a
life annuity on the life of the wife; then, in the
event of the husband's death while a refund is
still applicable, the amount refunded becomes
available for another life annuity for the wife
at her then attained age.

Other Insurance Suggestions
In contemplating the use of immediate an

nuities at the start of retirement, some execu-
tives, both active and retired, expressed the
thought that individual coverage probably costs
so much more than does group coverage provided
by their companies that the purchase of an in-
dividual annuity might not be a good buy. Actu-
ally, tbe reduced sales and administration costs
of the insurance companies do permit somewhat
lower rates on group policies, but the differences
are not great, as shown in EXHIBIT IV. (Note
that the indicated returns in dollars may be
translated into percentages because the amount
is based on the return per $100 of capital in-
vested.) Differences in return among the three
types of annuities show up here too.

Executives made other suggestions concern-



ing their uses of insurance in connection with
retirement income. A summary of some of these
suggestions may stimulate ideas that will be help-
ful in other executives' financial preparation for
retirement:

(1) Of the various types of insurance carried by
the typical executive, "ordinary Hfe" predominates.
If such policies have been taken out before age 35,
usually the net premium paid adds at least that
amount to the cash value of the policy after the
insurance contract has been in effect approximately
ten years. In such cases, therefore, the policyholder
is really saving the sum of the premium for use at
retirement time, and he is also keeping the full face
value of the policy as protection for his family in
the event of his death before he leaves his company.

(2) Giving money to their children during active
business days was reportedly preferred by some men
to the provision of an inheritance for them. Two
reasons for this arrangement were cited: (a) the
money would be more helpful to the children while
they were younger; and (b) straight annuities for
retirement time could then be purchased on the
life of the man, his wife, or hoth. In most cases the
$3,000 individual amount that is tax free under
the present laws was used as the limit annually. In
other cases larger amounts were given, and the gift
tax was paid.
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life only or, if necessary, making a joint survivor-
ship program.

(5) If old insurance policies contain disabihty
provisions — or if a man owns old noncanceflable
pohcies covering income in the event of disabil-
ity —• they are of special value as protection before
retirement is scheduled to begin. Similar provisions
are usually not available now, and if obtainable the
coverage may be to the age of 55 only, as against 60
in most policies in the past. The use of such per-
sonal protection may mean the assurance of full
planned retirement income against the need for all
or a portion of it before that time.

Social Security

To almost all employed business executives,
the Social Security system offers a provision for
supplementing retirement income of the "floor"
type. This provision is automatic, of course,
since the basic arrangement, designed to help
safeguard against old age dependency, has been
in effect as a law since 1935.

But differences exist between the definiteness
of benefits and costs in the case of pensions un-
der a company retirement plan or annuities pri-
vately purchased, on the one hand, and the So-

ExHiRiT IV. COMPARISON OF INDIVIDUAL AND GROUP ANNUITIES, ANNUAL RETURN ON SINGLE
PREMIUM OF $100 BEGINNING ON DATE OF PURCHASE

Male
Ages for start

Female Individual
Life annuity

Group

60
65
70
75
80

10 years certain annuity
Individual Group Individual

Refund annuity

65
70
75
80
85

$ 6.37
7.50
9.00

11.03
13.81

Group
? 6.71

7.88
9-45

11.58
14.51

?5-99
6.78
7.66
8.52
9.29

$6.26
7.05
7.91
8.75
9.46

SOURCE: Figures furnished by a large mutual insurance company.

?4.88
5.36
5.92
6.56
7.26

$5.15
5.62
6.17
6.76
7-32

(3) After arranging to use for retirement income
the life insurance policies that have favorable an-
nuity' settlement options, the matured value of other
policies may be used for payments of estate taxes,
for specific amounts of capital for the wife's needs,'
or for other beneficiaries. Purchasing neiv insur-
ance for "after death" purposes may be advisable if
most of a man's presently owned policies offer
better values in annuity options than do policies
now available for purchase.

(4) Unless there are reasons to think that the
wife may not follow the usual expectation of Hving
longer than the man, he may apply to her life, so
far as possible, pohcies which allow the same an-
nuity amounts for females as for males, age for age.
This action may mean applying the election to her

cial Security system, on the other hand. Inter-
views indicated that these dissimilarities were
usually not fully understood by executives in
connection with over-all financial planning for
retirement. The main purpose here is to sum-
marize these differences and to make some cost
comparisons between privately purchased annui-
ties and Social Security payments.

Benefits and Costs

The 1950 amendments of the Social Security
law increased the maximum monthly benefits,
continued the advantage of exempting benefit
paynients from the federal personal income tax,
and included a "new start" arrangement. The
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1952 legislation has further raised these monthly
benefits.

The system previously offered participants
progressively better potential values for the tax
paid as they advanced toward age 65. Now, un-
der the "new start' provision, this feature has
become still more pronounced. It is possible for
those in their early 6o's to pay these taxes up
to age 65 and then to enjoy the same retirement
benefits as will younger men after contributing
over a longer period (and at higher rates) before
reaching 65.

A gradually increasing scale of Social Security
taxes is provided in the 1950 amendments.
From the 19 51 level of i Vi % levied on both the
employees and the employers on the first $3,600
of wages paid, the law provides for step-rate in-
creases until the tax reaches 31/4% in 1970.
Over the same period the tax rate for self-em-
ployed persons will rise from 21/4 % to 4% % .
Self-employed persons therefore will pay more
personally, but their charges will be less than
the combination paid by employer and employee.

Here are the essential points of Social Secu-
rity benefits, as the 1950 and 1952 laws apply to
the earnings levels of executives:

(1) The maximum monthly benefit is S85 for a
"fully insured" person when he retires upon reach-
ing the age of 65 if earnings have been 83,600 or
more annually. From age 65 to age 75, however,
there is no payment for any month during which
he earns more than $75 for work covered by Social
Security, or the equivalent in covered self-employ-
ment income. After age 75 there is no such restric-
tion on earnings.

(2) The monthly benefit paid to the wife of such
an individual when she becomes 65 is $42.50. In
the event of the husband's death before or after the
age of 65, the wife's benefit is S63.80 monthlv
when she reaches 65 (if she does not remarrv).

(3) The "fully insured" status is applicable after
a member of the system has to his credit not less
than one quarter of coverage for each two of the
quarters elapsing since 1950, with a minimum of
six quarters required and a maximum of forty.
(Quarters of coverage earned before 1951 count
toward meeting the requirements.) Persons regu-
larly employed since January i, 1951. may apply
for maximum retirement benefits under the "new
start" schedule after June 30, 1952, if they have
attained the age of 65. This same date also applies
to the eligibility of self-employed individuals, al-
though because of certain rules concerning the self-
employed they will not be entitled to the maximum

retirement benefits unless application therefor is
made after January i, 1953.

(4) A lump sum equal to these monthly benefits
is payable upon the death of the person covered,
either before or after retirement, thus totaling S2 5 5
under the maximum arrangement.

(5) Benefits are free from federal income tax,
from state tax (with some exceptions), and from
legal attachment.

Annuities purchased from insurance compan-
ies have fixed costs, of course, and these costs for
the same amount of income beginning at age
65, for example, are greater for older purchasers
than for younger ones. Benefits are payable at
a definitely set age without any qualifications.

On the other hand. Social Security taxes are
more in total for younger than for older par-
ticipants. Monthly benefits are payable only if
and when an insured participant is not working
in a job covered by the system, or receives less
than $75 per month in such a job between the
ages of 65 and 75. (At 75 the old-age insurance
benefits become straight annuity payments.) A
substantial proportion of such persons in fact
stay at work after 65; for example, the average
age at which insured workers came on the bene-
fit rolls in 1950 was 681/2. Hence, a savings in
costs results. According to members of the
Social Security Administration, the schedule of
contribution rates takes this situation into ac-
count.

A straight life annuity purchased personally
from an insurance company will result in gain
or loss to purchasers relative to costs in accord-
ance with the length of their lives. This circum-
stance can be modified, however, as mentioned
earlier, if an annuity with a certain period or an
annuity of the refund type is bought. Under the
Social Security plan, in contrast, some individ-
uals will gain and others will lose from the direct
expenditure each makes, and there is no alterna-
tive to this situation under the present law.

Illustrative Cases
Two extreme examples — one portraying the

situation where Social Security has low cost and
high value for the individual, and the other the
reverse situation where it has high cost and low
value — are shown in the hypothetical cases of
Mr. A and Mr. B:

Mr. A. The company for which Mr. A works
was brought under Social Security for the first time
in January 1951. He was then 63. During 1951



he paid a tax of S54, and his employer matched
this amount. They made the same payments in
1952. Thus the total tax paid in the two years be-
fore he reached 65 was S216. Now, as of January
1953. Mr. A is entitled to an old-age benefit of
$85 per month for the rest of his life (subject to
the standard provision about not earning $75 or
more per month). When his wife becomes 65, she
IS entitled to a benefit of $42.50 per month, which
increases to $63.80 if her husband dies, in both
instances for the rest of her life (if she does not
remarry).

If this protection were purchased through an in-
surance company by single premium when the hus-
band IS 65 years old, the net cost would be about
$20,700. The actual gross cost would be in excess
of this figure, depending on the amount included
by the insurance company for expenses.
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assumed that the man has earned the maximum
salary during his entire coverage; that he retires
when reaching the age of 65; and that his wife,
with whom he continues to live, is exactly five
years younger than he. The maximum benefits,
common to all four cases, are as follows:

Husband's monthly retirement benefit $ 85.00
Wife's monthly benefit when she reaches

the age of 65 $42.50
Monthly benefit for the widow at the age

of 65 or over $63.80
Lump sum settlement at husband's death $255.00

Note that actuarial values are used in line 4
of the exhibit, instead of the higher combined
Social Securit}' tax paid, so that the figures will
be comparable with those in line 5. Thus, in

EXAMPLES OF SoCIAL SECURITY BENEFITS AND COSTS

T" '
1. Date of entry into Social Security
2. Exact age of husband at entrj'
3. Date of retirement
4- Approximate actuarial value of total employee and em-

ployer Social Security tax if paid as of date of entrj-
into social Security

5- Approximate actuarial value of benefits at the date of
entry into Social Security

6. Actuarial value of total Social Security tax (line 4) as
a percentage of the actuarial value of benefits (line 5) "

Case I Case II Case UI

1/1/45
57

1/1/53

$510

Si5,o8o

4%

1/1/37
49

1/1/53

S830

$12,580

Case IV

I/I/37
39

1/1/63

$1,690

$10,020

17%

1/1/37
29

1/1/73

$2,730

$8,110

34%

Mr. B. Here, in the other extreme example, the
assumption is made that Mr. B comes under cov-
ered employment at the age of 21 in 1970, when
the tax rate at the present scale becomes 31/4%
tor both employee and employer. Mr. B and his
employer each pay annual Social Security taxes of
$117. The total of $234 per year is continued
unti^ just before Mr. B becomes 65, at which time
his death occurs. The assumption further includes
the fact that his wife predeceases him. Under those
circumstances the total cost would he $10 296 of
which Mr. B pays $5,148. To be sure, the actuar-
ial value to Mr. B of the potential protection he
would have received is substantial. The onlv actual
return, however, would be a lump sum benefit of
^.^55 paid to the person or persons who assume
Mr. B s funeral expenses.

The four cases presented in EXHIBIT V illus-
trate situations that are more prevalent, all of
them fallmg under the regulations of the Social
Security amendments of 1952. In each instance
only a man and his wife are considered the
assumption being that they have no children un-
der 18 and no dependent parents. It is likewise

4 ^% ^

both lines 4 and 5, interest earned and the pos-
sibility of death of the insured before reaching
the age of 65 are taken into account.

Balancing Considerations

Interviews with officials of insurance com-
panies and of the Social Security Administration
brought out the point that there is disagreement
between the two groups as to whether the rate
schedule of the Social Security tax will be suffi-
cient to cover the costs of benefits as they develop
m the future. Some insurance company repre
sentatives indicated a "wait-and-see" attitude
while others stated emphatically their belief that
posterity will have to pay for the values offered
on the present schedule. Representatives of the
Social Security Administration, on the other
hand, stated that the schedule of Social Securitv
tax rates is based on long-range actuarial cost
estimates, and is designed to make the svstem
self-supporting. iNeither group can, of course
prove its contentions in advance.

Â s for the fact that they would have to sur-
render their Social Security benefits if they con-
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tinued in some form of work after retirement
from their present companies, almost all the top-
management men interviewed seemed to feel
that this was of no consequence. They empha-
sized that they could, if they wished, earn by
work much more in spendable dollars despite
the tax-free features of Social Security payments.

On the other hand, many members of middle
management said or intimated that Social Secu-
rity payments influenced somewhat their think-
ing about work after retirement. These men,
whose financial programs appeared to them to
be sufficient if they were careful, rather liked
the idea of "getting back something for the hea\7
taxes paid in the past." (Of course, by such
statements they meant more than their Social
Security taxes!) A number of middle-manage-
ment executives expressed the thought that pay-
ment for desired work, usually of public-service
character, might be set at a monthly figure just
below the $75 limit set by Social Security regu-
lations.

The relative emphasis that executives place
on the desirability of work after retirement as an
activity will clearly be an important influence
in the individual's decision to keep on working
after his formal retirement. Another factor,
tending in the other direction, will be the diffi-
culty of finding work that is not covered by the
Social Security system, particularly now that
self-employment is included.

Note, finally, that before a man reaches 75,
Social Security benefits may not fit a desired
activity program as well as do company pensions
or privately purchased annuities. At the same
time, since benefits of the required federal sys-
tem may be started at any time after age 65 if
work plans change, there is assurance of some
financial help whenever the change appears de-
sirable or necessary.

Summary
The job of financial preparation for retirement

is an individual one since views and desires as
to financial needs are individual. Mapping out
a program and staying with it require imagina-
tion, judgment, and determination.

An early start toward saving for retirement
often is made secondary to the task of providing
for future family needs. Or saving for retirement
is fused with saving for family responsibilities.

The fact remains that it is wise to start as early
as possible to institute a specific plan for the pur-
pose of retirement.

If an executive must accomplish his own
financial preparation for retirement without the
aid of a company pension plan, he must usually
be content, after he leaves his company, with an
income that is a good deal smaller proportion of
his former business income than is received by
the man who has been assisted by a company
pension plan.

The problem of saving is being attacked with
varying degrees of success, however, by a large
portion of executives. Even during the recent
years of high taxes and increased living ex-
penses, most executives interviewed had made
at least some savings and capital appreciation.

The fear of continued inflation contributes to
a preference for equities as a medium of saving
and securing dollar appreciation. Nevertheless,
almost all executives viewed some fixed dollar
income as desirable. Financial plans differed as
to the proportion of "Boor" income that was in-
cluded. For providing a fixed income, some ex-
ecutives were found to be benefiting from per-
sonal life insurance policies taken out several
years ago which contain annuity settlement op-
tions that are better than similar provisions in
recent policies. The flexibility inherent in the
use of present annuity contracts, however, also
offers help in tailoring guaranteed dollar income.

Since Social Security benefits are not paid if
a man continues to obtain $75 per month from
covered work between the ages of 65 and 75,
the financial aid from this source may not be
obtained, at least immediately upon retirement.
Social Security in practice may serve executives
more as a help in the later years of retirement
than during the earlier years. From the point
of view of good value for the direct outlay re-
quired, however. Social Security benefits rank
high, particularly as they pertain to older men
near the time they must leave their companies.

To obtain the greatest success possible in
financial preparation for retirement requires the
same energy and foresight that executives use in
their business. Apparently, most men keep their
attention so wholeheartedly on business matters
that they do not take time for study and action
on this subject so important to them. The in-
dividual executive deserves a better break than
he is giving himself in this respect.






