


sychologist, gerontologist, author 
of 12 books, sought-after speaker 
– we’re left to wonder when, ex-

actly, Ken Dychtwald has time to sleep? 
Since our introduction for the February 
2005 cover story, we’ve interviewed the 
president of research and consulting 
firm Age Wave from the back seat of a 
taxicab in New York and a hotel room 
in the tropics, for the simple reason it’s 
the only time he has available.

He’s spent his career researching and 
writing about boomer retirement, and 
now that it’s officially begun, he’s in 
demand.

“I’ve been thinking a lot about where 
we are in the transformation of financial 
services,” he explains. “And I’ve come up 
with five key points.”

The first is the growing uncertainty 
with pensions and government entitle-

ments, and the realization of self-fund-
ing retirement. Old news for advisors 
and tend watchers, says Dychtwald, but 
it’s now getting through to the general 
public.

The second is longevity issues, spe-
cifically as they relate to older workers 
staying in their jobs longer. This also 
feeds the growing realization of self-
funded retirements, and when these 
older workers look at it as a do-it-your-
self process, “it can be overwhelming.”

The third point is “the mid-wifing of 
the new retirement model. It used to be 
the vision was walking hand-in-hand 
down the beach. Now it’s about so 
much more, and there’s a flourishing of 
varied choices in retirement that have 
not been seen before.”

The fourth point is a rebirth of financial 
services in response to the first three 

points. “It’s less and less transactionally 
based and a more customize approach. 
Specifically with women, we’re seeing 
the feminization of the financial indus-
try. It’s no longer about macho terms 
like ‘bulls and bears’ and ‘making a kill-
ing in the market.’ Now it’s more about 
comfort, security and predictability.”

His final point deals with a knowledge 
gap on the part of the average advisor. 
The advisor may know a lot about basis 
points, rates-of-return and risk compo-
nents, but not much about people.

“This last point is changing,” he says, 
“But it’s changing slowly.”

To help close this gap, Dychtwald 
recently released Retirement Bridge, an 
online research tool to help enlighten the 
advisor on how to better serve his client.

“We were hearing an enormous amount 
of frustration from clients about how 
advisors don’t understand them,” he 
says, “At the same time, advisors were 
telling us they’re having trouble ef-
fectively relating to their clients. It’s a 
situation that isn’t working for advisor 
or client.”

Detailed questionnaires about the client, 
his hopes and dreams and the manner 
in which he likes to be treated are filled 
out online, and extensive reports are 
then generated.

“To conduct this research himself would 
be enormously time consuming and ex-
pensive,” Dychtwald says. “We help get 
it for him. Ultimately, it’s about creating 
a higher level of engagement between 
advisor and client.”

For more information  
about Retirement Bridge™  
visit www.agewave.com/tools 
or contact Elyse Pellman at 
415-705-8018 or email her at  
epellman@agewave.com.


