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Abstract:
The majority of New Zealanders are not well-prepared for retirement. Lack of financial
understanding, prevailing attitudes, bad money habits, reluctance to seek professional financial
advice, and the fear of equities and other asset classes could help fuel this issue. This was confirmed
when 69 professional financial advisers were asked to describe the characteristics of well-prepared
and poorly-prepared people. Opposite characteristics could be located, despite differing rankings, in
both lists. The majority of advisers felt their clients, and the general public, do not fully understand
the most commonly used financial terms and concepts, mixing and muddling financial terms. This
should be a source of concern for the financial sector. Also, there were major concerns that when
eligible to withdraw from KiwiSaver, people would treat their KiwiSaver as a ‘windfall’, known as the
“Lotto Effect”. Within a few years, this effect could decimate people’s retirement savings, by being
spent on one-off purchases or ‘well-deserved’ treats, such as overseas holidays, house renovations,
cars or given away to family. It is therefore important that research continues to be carried out in the
areas of financial preparedness for retirement, the “Lotto Effect”, and the use of financial
terminology and public understanding.

Introduction
Survey 1 was an exploratory telephone survey that targeted professional financial advisers (financial
advisers, Chartered Accountants (CAs), lawyers, budget advisers and mortgage brokers)
geographically dispersed across New Zealand. The survey’s aim was to identify the methods used by
their clients to augment their NZ Superannuation and to prepare for retirement and also to survey the
advisers’ views on New Zealanders’ retirement preparedness. This was done by exploring and
identifying the characteristics of retirement-prepared and retirement-unprepared clients, and
identifying the barriers that prevent people from saving for retirement, seeking professional advice, or
putting risk management strategies into place. The purpose being to ensure that the questions in the
larger subsequent on-line Survey 2 are relevant and complete, and offer participants the best answerchoice options possible.1

The Method
The researcher conducted a semi-structured telephone survey of 69 randomly selected professional
financial advisers by occupation and location from Yellow Pages. Wherever possible a professional
was selected where a name and email address could be identified. An introductory explanatory email,
together with a request for participation confirmation was sent a week prior to a follow-up phone call.
It was interesting to note that only five responded as requested, four to the affirmative, and only one to
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A detailed Survey One Report is available upon request to the author.
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