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ome observers of the financial plan-
ning profession have argued that the
maturing of America, in terms of age
and wealth, will cause a radical change in
the planning industry. For example, Jeffrey
Rattiner (2000) has argued that rthe needs of
clients in the future will be significantly
different than the needs of clients today. If
Rattiner is correct, this means that the
source and type of clients seeking help
from professional planners may also be
quite different in the future. Additionally,
it is likely that planners who fail to reach
out beyond traditional sources of clientele
will find themselves at a competitive disad-
vantage as socioeconomic factors change in
the future. Ultimately, the growth of any
financial planning practice in the future
will rest on a2 planner’s ability to simultane-
ously improve current client outcomes and
increase the recruitment of new clients,
especially those who have been under-
served by the financial planning profession.
The purpose of this paper is to describe
a market niche that is currently under-
served by financial planners. This paper

provides financial planners with a profile of

the help-seeking behaviors of university
faculty and staff who have sought help for
financial issues. This paper also reviews
why those who work in academia seek help
and where faculty and staff turn for help
with financial planning questions. The per-
ceived effectiveness of financial planning
services from the perspective of university
faculty and staff is also presented. It is
hoped that the information provided here
will agsist financial planners to understand,
in a more definite manner, the motives and
actions of those employed in academic set-
tings in relation to financial planning issues
and concerns. The information provided is
intended ro help financial planners market
their services to those individuals wha may
not otherwise have sought the help of a
professional.

University Faculty and Staff:
An Underserved Market

An obvious, but underserved, market for
financial planning services exists among
university faculty and staff (Fields 1996).
Consider the demographic trends among
this group. University and college faculty
hold roughly 865,000 positions in the
United States. Seventy percent of faculty
work full-time, and most work for public
institutions. The median annual earnings of
igrsity and college faculty, based on
(}?}ZSZB& artment of Labor statistics, is
"|§46,630,%vith the highest ten percent earn-
inig more’than $90,000 a year. Earnings are
significantly higher for faculty who teach
in business, engineering, law and medicine.

Journal of Financial Planning / May 2002




Grable

Most faculty also supplement their earn-
ings from consulting, writing and research
activities.

Staff members are employed in large
numbers in oerder to support the teaching
and research functions of the typical uni-
versity or college. Unlike teaching faculty
who usually must possess at least a
master’s or Ph.DD. degree, support staff may
be employed with a coliege or high school
diploma. Staff positions are generally clas-
sified as support functions. Positions
include research assisrants, department sec-
retarial staff and maintenance workers.
While the salary level of staff is less than
what a faculty member might earn, staff
associates typically enjoy stable employ-
ment, collegial work environments and
excellent benefits,

Demographic trends are coming to a
climax as university faculty and staff grow
older. Nearly one-third of full-time faculty
in the United States are 55 years of age or
older (Magner 20300). Many of today’s
senior faculty were hired in the 1960s and
early 1970s to teach the waves of baby
boomers entering college at that time. This
cohort of faculty are now entering their six-
ties, which is the time that most academics
begin to wind down their careers and focus
more intently on financial planning issues.
According to Magner, state universities and
comnunity colleges will experience signifi-
cant faculty retirements in the decade to
come, In fact, according to the National
Education Administration {1996), the vast
majority of university faculty and staff cur-
rently age 55 or older plan to retire well
before age 70, with most planning to retire
in their early sixties.

The Teachers Insurance and Annuity
Association-College Retirement Equities
Fund (TTAA-CREF) has long profited
from the growing financial importance of
university faculty and staff in terms of
marketing financial planning services.
TIAA-CRIF recently reported that of
thase faculty and staff who participate in
TIAA-CREF almost 64,000 had retirement

%

account haldnces i‘;a"é T$3 UU,OUO,[g(ver
34,000 had { int balances exceeding
$750,000 and 32,000 had account balances
of $1 million or more (Magner 2000).
These figures do not include balances fac-
ulty may have vested in traditional defined
benefit plans, self-employed defined contri-
bution plans or other savings.

University faculty and staff are increas-
ingly becoming a powerful financial force,
The significance of this fact will become
even more obvious as waves of faculty and
staff begin to retire. Arden (1996) noted
that faculty and staff included in the baby
boomer cohort wili face uncertainties
related to their investments and potential
lower realized rates of return in the furure.
These uncertainties are the result of
changes in anticipated asset returns and the
inexperience of many faculty and staff in
managing assets. These concerns are
echoed in the halls of academia. Numerous
university faculty and some staff have
accumulated large sums in their defined
contribution plans. While this firancial
trend has prompted some academics to
think about early retirement, there are indi-
cations that some within the academic
community feel overwhelmed with the
responsibilities of managing such Jarge
account balances. As Magner {2000) sug-
gests, stress may be associated with accu-
mulated wealth when faculty see so much
of their net worth tied to fluctuations in the
stock market.

Demographic and economic trends that
may cause some worry and stress in the
lives of university faculty and staff may
also present an opportunity for financial
planners. As stated above, this market seg-
ment has tended to remain underserved by
the financial planning profession. This is
probably the result of faculty, in particular,
being less than proactive in seeking out
help and a perception among planners that,
as a target market, the income and wealth
of unjversity faculty and staff was too low.
The result is that many instructors,
researchers and support staff are managing

their assets, planning for retirement and
navigating financial pathways without the
help of professional planners. Britt (1998)
concluded that “when it comes to financial
planning, many consumers ignore much of
the advice available from bankers and other
financial experts, and instead rely on the
workplace as their source of financial
knowledge” (p. 54). This is a model fol-
lowed by a large number of individuals
employed within university and cellege set-
tings.

The Theory of Financial Help-
Seaking Behavior

Financial help seeking is operationally
defined as an action by an individual to
seelc and use the assistance of a secondary
source when dealing with a personal
finance issue, problem or objective. Theory
suggests that individuals are proactive in
seeking help for a problem, issue or gues-
tion (Lee 1997). The source of help can be
informal (such as family er friends) or
formal (such as an attorney or planner).
The choice of help-provider tends to be
influenced most directly by factors such as
a person’s age, education, income and self-
esteemn. For example, those who seek help
from professionals tend to be younger and
better educated {Joo and Grable 2001).
Those with less income and lower levels of
self-esteemn {self-worth) tend to seek help
from non-professionals (Banerjee and
Suparna 1998).

The first step in retaining current
clients and recruiting new underserved
clients involves understanding the dynam-
ics of the financial planning help-seeking
market. The help-secking marketplace is
defined as those individuals, families and
small business owners who have sought, or
will seek, help for a financial planning
issue, concern or question. University fac-
ulty and staff, as a cohort, are certainly
included in this definition. Help seekers
have many alternatives when it comes to
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selecting help providers. Obviocusly, finan-
cial planners, insurance professionals, bro-
kers, bankers and attorneys come te mind
as help providers, but there are other
sources of help that are used more fre-
quently by help seelers. These sources of
help may include family, friends, co-worle-
ers, the Internet, magazines and television
shows (Britt 1998, Topkis 1999).

There are several reasons why financial
planners should be interested in help-seek-
ing theory and research. To begin with,
financial help-seeking research can help
identify important factors thar lead to
increased financial well-being. This type of
research also can provide information that
can be used to offer insights inte why some
individuals are more successful in meeting
their financial goals than others. Help-seel-
ing research can be used to substantiate the
assertion that those who seek and use pro-
fessional help tend to have better financial
outcomes thag others (DeVaney, Gorham,
Bechman and Haldeman 1995). Resuits and
conclusions for help-seeking studies can
indicate both the reasons and outcomes of
help-seeking behavior. As such, financial
planners have a vested interest in monitor-
ing research that shows the significant and
positive impact of professional planning
efforts, as contrasted against self-help and

non-personal forms of help.

Help-seeking research is also of interest
from a practice management perspective.
Research can be used to better understand
the demographic, socioeconomic, psycho-
logical and personality attributes of current
and potential clients. These insights can
then be used to conduct business-building
relationships. Finally, help-seeking research
can be used to specify the motives and
behaviors of those who have not sought the
help of a planner. As the financial planning
market matures, an astute planner will
want to know why certain individuals have
or have not sought help, where target
marker clients are currently receiving
advice, and how underserved potential
clients can be captured.

Research Methodology

The following discussion highlights the
methedology and findings from a recent
study that was undertaken to better under-
stand the attitudés, behaviors and outcomes
of university faculty and staff who sought
help fer a financial question or concern. A
special emphasis will be made to compare
those whe sought help from non-profes-
sional sources with those who sought help

from a practicing financial planner. A dis-
cussion of the results follows the presenta-
tion of research findings.

Sample. Participants in this study were
selected from a sample of faculty and staff
from two large midwestern universities.
Those included in the sample were chosen,
at random, from university directories. Of
1,000 surveys originally distributed, 478
were returned. Eighteen surveys were
returned as nondeliverable and 54 were
incomplete, leaving 406 useable returned
surveys. This resulted in a useable response
rate of 41.3 percent.

The average age of sample respondents
was 43.2 years. The majority of subjects
(54 percent) were female and 63 percent
were married. Almost two-thirds of respon-
dents {63 percent) held an andergraduate
degree or higher, and the majority (92 per-
cent) were ernployed full time. Of those
who were employed, 55 percent described
their occupation as professional, technical
or educational, About §7 percent of respon-
dents were Caucasian, with the remainder
being African-American or
Hispanic/Latino. The average househoid
income of respondents was $52,480, with a
standard deviation of $27,470. Finally, 72
percent of respondents reported owning
their own home (with or without a mort-
gage). These sample demographics
matched closely with national university
faculty and staff profiles as described by
the Bureau of Labor Statisties {2001).

The help-seeking measure, The crite-
rion for determining help-seeking behaviors
was based on a sequence of guestions. The
process began by asking respondents,
“Over the past 12 months, have you sought
information or advice about a personal
finance question, problem or 1ssue?” Each
respondent who answered in the affirma-
tive was then asked a series of questions
about the source, frequency and usefulness
of help sought. Of the 406 respondents in
this sample, 224 answered yes to the initial
help-seeking question and as such, these
224 respondents were classified as general
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help seekers.

Resuits

Help seekers compared with non-help seck-
ers. A comparison of the demographic and
socioeconomic characteristics of non-help
seekers and help seekers was conducted.
Results are provided in Table 1. It was
determined, using chi-square siatistics and
t-tests, that there were no significant differ-
ences between help seekers and non-help
seekers in terms of gender, age, marital
status, education, household size, occupa-
tional starus or housing status, There were,
however, significant differences between
help-seeking groups in terms of ethnic and
racial background and household income.
Whites tended to seek help more than
others, while those with higher household
incomes also tended to be more likely to
seel help. Keep in mind that Table 1 only
indicates a person’s decision to seek help.
The table does not indicate the reason one
might have sought help or the type of help-
provider sought,

TABLE t HERE

Frequency of help use. Table 2 shows
the type and frequency of financial help
used by those classified as help seekers (N
= 224). As shown in the table, friends and
relatives, employers, magazines, newspa-
pers, the Internet and books were used rei-
atively more often. Services provided by
financial counselors, attorneys, stockbro-
kers, bankers and accountants were used
less often. Few respondents indicated using
the services of a financial planner more
than accasionally. The largest number of
help seckers reported that they often
soughit help from the Internet (14 percent).
This was followed by newspapers and
books. On the other ha jori

\
percent} of help seelérs didavoided not use—"

services provided by financial counselors.

e

B2 HERE ..
e

Usefulness of help provided. Table 3
reports the source, frequency and useful-
ness of financial help used by help-secking
respondents in this research. Table 3 ranks
each source in terms of usefulness using the
following scale: | = not useful atall; 2 =
somewhat useful; 3 = fairly useful; and 4
= very useful. A “does not apply” category
was also provided. Professional sources of
help, inciuding accountant, attorney, tax
professional and financial planner ranked
highly in terms of usefulness from those
who occasionally or often used help.

e

e _““'“--_\_

TABLE 3 HERE

REE]EE‘)‘HS“fU’r‘""S”éé]dng help. Table 4 indi-
cates the most commeon reasons why

respondents sought help, By far, the most
commanly sought type of help involved
retirement planning. This was followed by
investrent planning and tax planning.
Other issues, such as managing credit and
loans, estate planning, college planning and
working through a consumer problem,
were less likely to be the reason someone

‘_‘squght help,

TABLE 4 HERE

Assessing the effectiveness of help
providers. Table 5 provides the mean and
standard deviation scores for help-seeking
respondents to a set of outcome assessment
questions. These questions were used to
assess changes in respondents’ financial
attitudes, knowledge, confidence and skills
after receiving help from a primary
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provider. (A primary provider was defined
as the single source of information or ‘
advice that respondents considered to be ™.
their “primary” source of help when deal-
ing with a financial question, problem, or
issue.) Responses were coded 4 if a respon-
dent strongly agreed with the statement, 3
if they tended to agree, 2 if they tended to
disagree and 1 if they strongly disagreed.
Thus, a higher mean score indicated a
higher level of agreement with the state-
ment. The results suggest that respondents
either tended to agree, or strongly agree,
that their financial knowledge had
increased after receiving help. To a lesser
extent, respondents also felt more confident
in their abilities to manage personal finance
situations.

TABLE 5 HERE J

Assessing the effectiveness of financial "

planners. Two steps were taken to evaluate
the overall effectiveness of financial plan-
ners as help providers. The first step con-
sisted of evaluating assessments of financial
planners by those respondents who indi-
cated that a planner was their primary help
provider, The second step involved com-
paring the outcomes of those who sought
help from financial planners with other
help seekers. Table 6 indicates the mean
and standard deviation scores for the same
oufcome assessment questions presented
above; however, in thus case, scores repre-
sent attitudinal scores of those who indi-

cated that their primary help provider was
a financial planner. The mean scores for all
evaluation items were higher than those for
the entire help-seeking group. Overall, the
effectiveness of financial planners in
improving attitudes, knowledge, confidence
and skills was rated highly by respondents.

TABLE 6 HERE

T

Step two in assessing the effectiveness
of financial planners involved testing for
significant differences in self-evaluatens
between those who sought help from finan-
cial planners and those who sought help
from: other sources. Table 7 shows the
results of these tests, In general, these who
received help primarily from a financial
planner tended to evaluate their financial
outcomes as higher than those who sought
help from other sources. Specifically, the
clients of financial planners tended to be
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more confident that they were investing
wisely. They also exhibited more confi-
dence about their financial future.

e T e,

.~ TABLE7 HERE >

Whom do clients recommend 1o other
help seekers? Financial planners came out
ahead when all of the help-seeking respon-
dents (N = 224) were asked to recommend
to a close friend or family member the
single best source of financial belp avail-
able. Approximately 24 percent of all
respoadents recommend the services of
financial planners, This was the highest
percentage indicated for any of the help
providers. ‘The most noteworthy resuit
occurred when this same question was
given to those respondents who used finan-

cia] planners as their primary help
provider. In this case, 87 percent of respon-
dents recommended financial planners.
These results suggest that those faculty and
staff who indicated a financial planner as
their primary help provider tend to be very
satisfied and willing to recommend profes-
sional planning services to others.

Other sources of help that respondents
would recommend to family members
included stockbrokers, bankers and the
Internet, Overall, respondents indicated
that among the sources of information and
advice asked about in the survey, the least
likely to be recommended included televi-
sion, magazines, books and friends and rel-
atives,

Summary

The purpose of this paper was to provide
financial planners with a profile of the
lelp-seeking behaviors of university faculey
and staff. "This paper also reviewed why
those who work in academia seelk help and
where faculty and staff turn for help with
financial planning questions. The perceived
effectiveness of financial planning services
also was examined. The following discus-
sion refates findings to these objectives.
First, it was determined that the profile
of a help-seeker is similar to that of a non-
help seeker in terms of gender, age, marital
status, education, household size, occupa-
tional status and housing status. On the
other hand, those who were more likely to
seek help (from any source) tended to be
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Mean/
Standard
Deviation

white/Caucasian and those with higher
levels of household 1zcome. This implies

respondents indicated that professionals,
inciuding financial planaers, were found.to-—-

that, in general, non-whites and those indi- ~=+=be the most useful sources of help.

viduals in households with low to moderare
levels of income are more likely to work
through firancial plarning issues, questions
and concerns by themselves or not at all.
They are less likely to seck the help of
anyone, including a professional financial
planner. It is no surprise that the cohort of
less affluent and low-income blue-collar
workers is also the profile of the most
widely underserved financial planning con-
sumer (Britr 1998).

It was then determined that of those
respondents who sought help with a per-
sonal finance issue (N = 224), the most
pepular sources of help included the Inter-
net, friends and relatives, employers, maga-
zines and other non-professional sources.
However, when asked about usefulness,

The most common reasons stated by
respondents for seeking help included
retirement planning, investment plenning
and rax planning. Te a lesser extent,
respondents sought help for a better under-
standing of their employee benefits, pur-
chasing insurance and getring out of debt.
Few respondents indicated seeking help for
increasing income or working through a
consumner preblem,

Finally, it was concluded that financial
planners were effective in helping clients
improve their attitudes, confidence, knowl-
edge and skills. Those who sought the help
of a professional financial planner tended to
evaluate their financial outcomes as higher
than others. They also tended to be more
confident in terms of investing and their

financial future. [t was also determined that
financial planners were the one source of
Lelp that respondents would be mast likely
to recomrmend to a friend or family
member. This was true of both those who
stated that their primary help provider was
a financial planner and those who indicated
someone else. These findings reflect posi-
tively on the work conducted by financial
planners.

Whiie the research presented 1n this
article provides planners with a snapshot
view of a portion of the help-seelang
market, more research is needed in the area
of academic help seeking behavior and help
seeking tendencies in general. Specifically,
research using different samples of U.S.
households is needed 1o explore how fac-
ulty and staff differ from other client
groups. Further research should also
attempt to explore other differences
between help seekers and non-help seekers
to bertter understand non-help-seekers who
might benefit from financial planning serv-
ices.
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