The Future of Retirement
The Power of Planning
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Introduction

At HSBC, we focus on anticipating and understanding changes that impact our customers,
society and the world at large. The Future of Retirement program is a world-leading,
independent study of global retirement trends. The 2011 report, The Power of Planning,
is the sixth in the series and is based on interviews with more than 17,000 respondents
in 17 countries.

Planning for the future means different things to different people. Almost half of the
survey respondents view retirement as a time of happiness, satisfaction and freedom.
However, many also expressed fears about potential financial hardship. The report’s
major findings — summarized here — reinforce that planning is one of the most powerful
steps in achieving a more enjoyable retirement.

How do you perceive retirement?

Faced with the universal challenge of funding an aging society, people in the U.S. remain upbeat

in their perception of retirement. Nearly 75% of respondents in the U.S. stated that not having to
worry about money is key to having a happy retirement. Similarly, 65% believe that good financial
planning is extremely important.

How U.S. respondents perceive retirement

Opportunity for a whole new chapter in life
Continuation of my current lifestyle
Opportunity to be more flexible in how | work

Time for rest and relaxation
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The beginning of the end

What U.S. respondents find most important in achieving a happy retirement

73

Not having to worry about money
Loving family and friends Al
Keeping your mind sharp 69

Good financial planning 65
Staying young at heart 64
Keeping fit 62
Avoiding stress 56
Continually trying new things 45

Strong religious faith 44
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Is your retirement plan heading in the right direction?

Fully one-quarter of Americans expect to be much worse off than their parents in retirement. This
rises to 30% among those without a financial plan. While 60% expect to be worse off because

of the uncertainty in the job market, 53% are concerned that their generation has not saved
enough for retirement.

Why Americans feel they will be worse off in retirement than their parents’ generation

Jobs and careers are less secure 60
My generation is not saving enough 53
People are living longer and need more savings 52
Social Security is not as generous as it used to be 51
The value of my investments and savings has diminished 46
Higher taxes will reduce the value of my retirement plans 46
Company pensions are no longer as generous as they used to be 43
My generation has borrowed too much 39

Low interest rates will mean lower returns on retirement savings 31

What funding will you rely on in retirement?

In the U.S., 92% of respondents feel it is important to have enough money in retirement, yet 41%
indicate they are under-prepared. A key question emerges: how will people source their retirement
income in the future? Surprisingly, one in five U.S. respondents (20%) does not know what their
main source of income will be in retirement.

Expected sources of retirement income for U.S. respondents

Social Security 26
Don't know 21
Wages or salary from paid employment 10
Employer-sponsored pension plan (e.g. 401(k)) 8
Individual pension plan 7
Stocks and/or shares investments 6
Selling primary residential property 6
Rental income 5
Selling assets tied up in investment property 3
Support from children/descendents 8

Selling assets tied up in business 2

Since 54% of U.S. respondents believe that Social Security will not provide adequate retirement
funding, much greater emphasis in the future will be placed on individual preparations. Still,
financial planning behavior in the U.S. falls short. Only 36% on average have financial plans,
though an encouraging upward trend may be forming in the younger generations.



Are you reaping the benefits of planning?

Our findings reveal that those with a financial plan for the future enjoy several benefits over those
who do not — the “planning premium.” Hard benefits of the planning premium include greater and
more diverse retirement savings, while soft benefits include a more positive outlook and fewer
worries about later life.

What U.S. respondents associate with retirement

Freedom 17 I64
Happiness 37 : 58
Opportunity 27 : =
Hope 21 : 2
Wealth 7 : 1
Loneliness I8 19
Fear 112 23
Poor health 115 28
Financial hardship : 19 a1
Planners Non planners

When we look at the retirement savings and investment assets of our respondents, we see that
those with financial plans have assets nearly six times (552%) as much as non-planners. We also
find that those who have a financial plan in place and seek professional advice are the best off
financially, with three times as much in retirement assets as the global average.

Starting a retirement plan is possibly the most critical decision. In the U.S., independent financial
advisors and banks are the top two sources for retirement planning advice. Many also benefit

by starting their planning with input from family, friends and the Internet. As the survey findings
show, planning has the power to transform your well being in retirement.

Schedule a complimentary planning session.

Since its inception in 2005, The Future of Retirement program has surveyed more than 110,000
people worldwide. HSBC uses these insights to better help our clients navigate the complex and
pressing issues facing retirement. To learn how you can put our knowledge to work for you and
the future of your retirement, call 866.257.3637 or visit a branch to schedule a complimentary
planning session.

Securities and Annuity products are provided by Registered Representatives and Insurance Agents of HSBC
Securities (USA) Inc., member NYSE/FINRA/SIPC, registered Futures Commission Merchant, a wholly-owned
subsidiary of HSBC Markets (USA) Inc. and an indirectly wholly-owned subsidiary of HSBC Holdings plc. In California,
HSBC Securities (USA) Inc., conducts insurance business as HSBC Securities Insurance Services. License #: OE67746.
Insurance products are offered through Insurance Agents of HSBC Insurance Agency (USA) Inc., a wholly-owned
subsidiary of HSBC Bank USA, N.A., and an indirectly wholly-owned subsidiary of HSBC Holdings plc. Products and
services may vary by state and are not available in all states. California license #: OD36843. Securities, Annuities and
Insurance Products are: Not a deposit or other obligation of the bank or any of its affiliates; Not FDIC insured
or insured by any federal government agency of the United States; Not guaranteed by the bank or any of its
affiliates; and are subject to investment risk, including possible loss of principal invested.

All decisions regarding the tax implications of your investment(s) should be made in connection with your
independent tax advisor.
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