Retirement Planning Challenges
& Strategies

A Comprehensive Case Study on Bank of India

Understanding how different generations prepare for their golden years and the

critical role financial institutions play in securing retirement futures across India's
diverse demographic landscape.
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Purpose & Objectives

This comprehensive study examines the current state of retirement planning among Bank of India customers, analyzing preparedness levels,
financial behaviors, and the evolving needs of different age demographics in today's economic climate.
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Examine Retirement Analyze BOI's Role Recommend Strategic
Preparedness Evaluate Bank of India's current Improvements

Conduct in-depth analysis of retirement retirement planning services, product Develop actionable recommendations to
readiness across different age cohorts, offerings, and customer engagement enhance retirement planning services,
identifying gaps in planning and strategies to understand institutional improve customer financial literacy, and
preparation that could impact financial impact on retirement outcomes. strengthen BOl's position as a trusted

security in later years. retirement planning partner.



Research Methodology

Research Design 01

We employed a descriptive and Sample Selection

exploratory research design to capture

L 120 Bank of Indi t t ti
TG S s e O Bank of India customers selected across multiple age

e : : roups and income levels
qualitative insights into retirement groups andin Y

planning behaviors.
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The study utilized structured

questionnaires and demographic Data Collection

segmentation to ensure Structured surveys capturing financial behaviors, investment
comprehensive data collection across preferences, and retirement goals

diverse customer profiles.
03
Age-wise Analysis

Segmented examination of financial preparedness across
generational cohorts

04

Pattern Identification

Analysis of trends in savings habits, awareness levels, and

service utilization
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Respondent Distribution

Our study captured insights from 120 Bank of India customers strategically distributed across four key age demographics, providing a comprehensive view of retirement planning behaviors across different life stages and financial

priorities.
@ Below 30 @ 30-40 years @ 40-50 years @ Above 50
Early Career Prime Earning Peak Planning Pre-Retirement
Below 30 years 30-40 years 40-50 years Above 50 years
23% of sample, focusing on career establishment and 29% of sample, balancing family needs with long- 27% of sample, accelerating retirement preparation 21% of sample, finalizing retirement strategies and

initial savings term planning efforts arrangements



Retirement Preparedness Across Age Groups

Analysis reveals a concerning trend: younger demographics show significantly lower retirement preparedness, with readiness improving as individuals approach retirement age. This pattern underscores the critical need for early
financial education and planning interventions.
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Below 30 30-40 years 40-50 years Above 50
Critical Gap Identified Mid-Career Improvement Pre-Retirement Confidence
Only 35% of customers under 30 feel prepared for retirement, The 30-50 age range shows progressive improvement from 52% to Those above 50 demonstrate 78% preparedness, though this leaves
representing a substantial vulnerability that could impact long-term 68%, indicating growing awareness but still leaving nearly half approximately one in five still facing retirement uncertainty despite
financial security for this demographic. inadequately prepared. proximity to retirement age.



Financial Awareness Levels

Financial literacy regarding retirement planning products shows similar age-related patterns, with awareness increasing substantially as individuals progress through their careers and approach retirement years.

Below 30

30-40 years

40-50 years

Above 50
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) Key Insight: The 39-percentage-point gap between the youngest and oldest cohorts highlights the urgent need for targeted financial education programs aimed at early-career professionals to build awareness
and encourage proactive retirement planning from the start of their working lives.



Investment Preferences Among BOI Customers

Customer investment choices reveal a strong preference for traditional, low-risk instruments, with Fixed Deposits leading at 72% adoption.
This conservative approach reflects cultural preferences for capital protection but may limit wealth accumulation potential for retirement.

N
) 2% ) 58% 50%

Fixed Deposits Public Provident Fund Insurance Products

Most popular choice, offering guaranteed Tax-advantaged long-term savings with Combining protection with retirement

returns and capital safety government backing savings components
| 46% | | 40%

National Pension System Mutual Funds

Government-sponsored retirement-focused Market-linked investments for potentially

investment scheme higher long-term returns

The relatively lower adoption of equity-linked instruments like mutual funds (40%) and NPS (46%) suggests opportunities for Bank of India to
enhance education around balanced portfolio diversification and the importance of growth-oriented investments for long-term retirement
planning.



Primary Challenges Facing Retirement Planners

— Customers identify multiple obstacles to effective retirement planning, with healthcare costs and inflation
; : emerging as the most significant concerns affecting their ability to build adequate retirement corpus.
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Rising Healthcare Costs Inflation Impact

70% of respondents 65% of respondents

Medical expenses continue escalating faster than general inflation, creating anxiety about managing health Persistent inflation erodes purchasing power, making it difficult to accurately project future needs and
needs in retirement years without depleting savings. maintain lifestyle standards post-retirement.
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Limited Savings Capacity Knowledge Gaps
55% of respondents 48% of respondents
Current income levels and family obligations restrict the amount customers can allocate toward retirement Insufficient understanding of retirement planning products, strategies, and optimal allocation methods hinders

savings, particularly in mid-career years. effective long-term financial preparation.



Customer Satisfaction with BOI Services

Bank of India customers express generally positive sentiment toward retirement planning services, with digital services receiving the highest satisfaction rating at 72%. However, there remains significant room for improvement in
advisory support and investment returns.
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2% . 68%

Digital Services Branch Accessibility

Online platforms and mobile banking capabilities for account management and transactions Convenient branch locations and operating hours for in-person banking needs

60% 557

g
Investment Returns Advisory Support
Performance of retirement-focused products and investment offerings Quality and availability of personalized financial planning guidance

The 17-percentage-point gap between digital service satisfaction and advisory support highlights a critical opportunity for Bank of India to strengthen its personalized consultation offerings and financial planning expertise to
better serve customers' retirement preparation needs.



Strategic Recommendations for Enhanced Retirement Planning

Based on comprehensive analysis of customer behaviors, challenges, and satisfaction levels, we propose four strategic initiatives to strengthen Bank of India's retirement

planning services and improve customer outcomes across all demographic segments.

Promote Early Retirement Planning

Launch targeted campaigns emphasizing the power of compound interest and
early savings. Develop starter retirement packages specifically designed for
customers under 30, with lower minimum investments and gamified progress

tracking to build engagement and long-term savings habits.
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Enhance Financial Literacy

Develop comprehensive education programs through multiple channels: digital
webinars, branch workshops, simplified product guides, and video content
explaining retirement planning concepts. Focus on inflation protection,
healthcare cost planning, and investment diversification strategies.
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Age-Specilic Advisory Sessions

Implement tailored consultation programs addressing unique needs at each life
stage —debt management and initial savings for under-30s, portfolio
diversification for 30-50 age group, and income optimization for pre-retirees.
Schedule regular workshops and one-on-one planning sessions.

Strengthen Investment Support

Expand advisory team capabilities, introduce Al-powered portfolio
recommendation tools, and create personalized retirement dashboards
showing projected income scenarios. Enhance transparency around product
performance and fees while providing regular portfolio review services to build
customer confidence and satisfaction.



