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ALLIANZ CENTER FOR THE
FUTURE OF RETIREMENT®

Driving improved financial
security for Hispanic Americans

Helping financial professionals build culturally intelligent strategies that
better reflect and support clients’ values, goals, and lived experiences

Hispanic Americans are often optimistic about the future and motivated by a desire to create
opportunities for themselves and their loved ones. Understanding how long-term goals, family
responsibilities, and everyday financial realities influence their decision-making can help financial
professionals build stronger relationships and deliver more personalized guidance. As part of

a global company, Allianz is uniquely positioned to help financial professionals with research-
driven cultural insights and retirement risk-management strategies to deliver meaningful
solutions to their clients that are designed to strengthen long-term financial security.

Optimistic about the future — but without a clear roadmap

Many Hispanic Americans feel confident about their ability to achieve their financial goals. Yet
confidence does not always come with a formal strategy. The lack of a written strategy can leave
long-term goals vulnerable to unexpected setbacks.

70% feel confident about being
70% able to financially support all the 47%
things they want to do in life

47% do not have a written
financial plan

By generation By gender By generation By gender

66% 65% 72% 77% 62% 42%  51% 52% 42% 51%
Millennials Gen X Boomers Men Women Millennials Gen X Boomers Men Women

planning rates. Financial professionals can step in by aligning top goals — from retirement to

Confidence isn’t necessarily lacking, but without a written plan, even the best intentions
can stall. This gap is especially pronounced among women, who report lower confidence and
debt reduction — with a strategy that brings clarity, structure, and long-term security.

Allianz Center for the Future of Retirement® conducted the 2026 Annual Retirement Study in January 2026 with a nationally representative sample of 1,000 respondents age
25+ with an annual household income of $50K+/$75K+ (single/married) OR investable assets of $150K+. The study also included an additional sample of respondents who
identified as Black/African American (400 responses); Hispanic (407 responses); Asian/Asian American (356 responses).

The Allianz Center for the Future of Retirement® produces insights and research as a part of Allianz Life Insurance Company of North America.
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Hopeful about retirement. Hindered by reality.

Retirement is filled with meaning for Hispanic Americans, but financial realities often delay or derail
preparation. For many, retirement represents more than just the end of a career. It's seen as a time to
explore passions, support loved ones, and pursue new goals. Competing priorities, day-to-day expenses,
and a lack of clear strategies can make it difficult to take the next step.

%
64 o 61% aren’t sure how 66% say they're

aren’t saving as o to plan beyond basic o juggling so many
9 61% retirement account 66% financial goals that it's
much for retirement contributions difficult to prioritize

as they'd like

When asked what is

keeping them from 7
saving as much as ﬁ m
they would like for

retirement, these three Expenses for day-to-day Credit Housing
rose to the top: necessities taking priority card debt debt

Taking a ‘figure it out’ approach

When retirement goals compete with immediate financial demands, planning for the future
can begin to feel overwhelming. Many Hispanic Americans acknowledge uncertainty about how
to move forward, leading some to delay planning altogether or take a less structured approach to
retirement preparation.

50% Feel they're already too far behind on their
4 80/ ° retirement goals to catch up (vs. 46% overall)
(o]
Say they don't
have a retirement . Say people should live more for today
56% than prepare for tomorrow given so much

plan and will just
figure it out when
they get there

(vs.42% overall) 47% Do not have a specific age in
mind for retirement

uncertainty in the world (vs. 50% overall)

Many Hispanic American clients already envision a fulfilling retirement. What they need is help
bringing it to life. By offering personalized, values-based strategies, financial professionals can help
turn long-term dreams into achievable plans.




Confidence can coexist with concern

Optimism about the future doesn't eliminate uncertainty about the path ahead. Many Hispanic
Americans are working toward important financial goals, yet concerns about market volatility,
retirement income, and financial security remain. These findings suggest that confidence and caution
often go hand in hand, creating opportunities for financial professionals to help clients navigate
uncertainty while staying focused on long-term objectives.

Market volatility remains a concern:

Two in three (66%) worry Three in five (61%) feel Three in four (78%) would
that having nearly all of their anxious about their future prefer automatic withdrawals
retirement savings in the stock financial well-being when their from retirement savings so

market makes them vulnerable retirement accounts suffer a they don't have to closely
to losing too much money loss due to a market drop monitor and stress over

account balances

Planning for retirement isn't only about accumulating assets. It's also about creating confidence that
retirement savings can weather uncertainty and support future income needs. Financial professionals
can help clients evaluate strategies designed to balance growth potential with a level of protection.

Guidance is valued, yet many are going it alone

Despite concerns about retirement readiness and market volatility, relatively few Hispanic Americans
currently work with a financial professional. Yet most say professional guidance would help them
achieve the financial future they want.

Just 33% of Hispanic Americans currently work with o
a financial professional 87/0

say working with a

By generation 26% 29% 51% financial professional
Millennials Gen X Boomers would help ensure they
can financially support

By gender 36% 31%

Men Women

the life they want

Hispanic Americans see the value in professional guidance — but many, especially women, aren’t
accessing it. This is your opportunity to meet clients where they are and offer culturally relevant,
trust-driven support that turns intent into impact.




How a financial professional can help

Turning goals into a clearer path forward

Many Hispanic Americans have a strong vision for the future, yet competing priorities, planning
uncertainty, and concerns about retirement readiness can make it difficult to know where to start.
Financial professionals can help bring greater clarity to the planning process by helping clients align
today's financial decisions with the future they want to achieve.

Concerns about outliving retirement savings may create
opportunities for planning conversations around:

* Increasing retirement savings

* Managing current spending

* Incorporating solutions that can provide lifetime income

68% say they're

more worried about
outliving their money
than dying.

68%

When asked what they value most in a financial professional, Hispanic American respondents said:

Ensuring their Maximizing Protecting Balancing budget to Create a financial plan that
money lasts a return on savings from both save money and allows them to retire on
lifetime investments market loss enjoy life now their own terms

Many Hispanic American clients are looking for more than investment guidance alone. They
want help navigating important financial decisions while balancing the goals, responsibilities, and
priorities that shape their lives. Financial professionals can create value by helping clients establish a
strategy, prepare for uncertainty, and move toward retirement with greater confidence and purpose.

Beyond the numbers

As part of Allianz SE, a global company with operations in more than 70 countries, Allianz Life has the
cultural insights to help financial professionals meet the evolving needs of a multicultural client base.

We understand that financial decisions are shaped by a wide range of goals, priorities, and life
experiences. That’s why we're proud to offer a range of retirement and risk management solutions
through annuities and life insurance designed to support lasting financial security for all.

Our tools, insights, and resources can help financial professionals build trust, strengthen relationships,
and create new opportunities for growth.

Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, and Allianz Life Financial Services, LLC are aoffiliated companies.
All are part of Allianz Group.

Annuities and life insurance are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com.

In New York, annuities are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42" Floor, New York, NY 10019-7585. www.allianzlife.com/new-york.
Registered index-linked annuities are distributed by their affiliate, Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297.
800.542.5427. Only Allianz Life Insurance Company of New York is authorized to offer annuities in the state of New York.



