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Retirement Planning  

Self Assessment 
Instructions: Reflect on the following statements and rate yourself on a scale of 1 to 5 (1 
being strongly disagree and 5 being strongly agree). Be honest and consider your current 
financial situation, goals, and planning efforts. 

1. I have a clear understanding of my retirement goals and aspirations. 
 1 | 2 | 3 | 4 | 5 

 
2. I have a well-defined retirement budget that accounts for my expected 

expenses and lifestyle choices in retirement. 
 1 | 2 | 3 | 4 | 5 

 
3. I regularly review and update my retirement plan to accommodate changes 

in my financial situation, goals, or external factors. 
 1 | 2 | 3 | 4 | 5 

 
4. I am aware of my current retirement savings and investment portfolio, 

including the types of accounts (401(k), IRA, etc.) I hold. 
 1 | 2 | 3 | 4 | 5 

 
5. I have a diversified investment strategy that aligns with my risk tolerance, 

time horizon, and retirement objectives. 
 1 | 2 | 3 | 4 | 5 

 
6. I understand the tax implications of my retirement accounts and make 

informed decisions to minimize taxes in retirement. 
 1 | 2 | 3 | 4 | 5 

 
7. I have considered the potential impact of inflation on my retirement savings 

and adjusted my plan accordingly. 
 1 | 2 | 3 | 4 | 5 
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8. I have an emergency fund or contingency plan in place to cover unexpected 
expenses during retirement. 

 1 | 2 | 3 | 4 | 5 
 

9. I am familiar with the available retirement income sources, such as Social 
Security, pension plans, and other potential streams. 

 1 | 2 | 3 | 4 | 5 
 

10. I have considered and planned for healthcare costs in retirement, 
including potential long-term care expenses. 

 1 | 2 | 3 | 4 | 5 
 

11. I have a strategy for transitioning from work to retirement, including 
considerations for phased retirement or pursuing post-retirement activities. 

 1 | 2 | 3 | 4 | 5 
 

12. I am actively seeking financial advice or consulting with a financial 
advisor to enhance my retirement planning efforts. 

 1 | 2 | 3 | 4 | 5 

Scoring: 

 50-60: Excellent! You have a strong grasp of your retirement plan and are well-
prepared. 

 40-49: Good. There are areas to improve, but you have a solid foundation for 
retirement planning. 

 30-39: Fair. Consider reviewing and adjusting your retirement plan in areas where 
you scored lower. 

 20-29: Needs Improvement. Focus on addressing key aspects of retirement 
planning to enhance your financial preparedness. 

 10-19: Critical. Significant attention is needed to strengthen your retirement plan. 
Seek professional advice if necessary. 

Remember, this self-assessment is a starting point for reflection and improvement in 
your retirement planning journey. Regularly reassessing your goals and adjusting your 
plan accordingly is crucial for a secure and comfortable retirement. 
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Case Study 
 
Case Study: Jane's Retirement Self-Assessment 

Background: Jane, a 52-year-old professional, decided to evaluate her retirement readiness by 
completing a comprehensive self-assessment. She rated herself in various aspects of retirement 
planning on a scale of 1 to 5, with a total possible score of 60 points. 

Score Breakdown: 

1. Understanding Retirement Goals: 4 
2. Budgeting for Retirement: 3 
3. Regular Review of Retirement Plan: 5 
4. Awareness of Retirement Savings: 4 
5. Diversified Investment Strategy: 3 
6. Understanding Tax Implications: 4 
7. Consideration of Inflation: 3 
8. Emergency Fund in Place: 4 
9. Familiarity with Retirement Income Sources: 4 
10. Planning for Healthcare Costs: 3 
11. Transition Strategy to Retirement: 5 
12. Consulting with Financial Advisor: 3 

Total Score: 45/60 

Analysis: Jane's overall score of 45 indicates a strong foundation in retirement planning. Let's explore 
some key observations: 

 Strengths: 
 Jane excels in regularly reviewing her retirement plan, with a perfect score in this 

category. This demonstrates her commitment to staying informed and adjusting her 
strategy as needed. 

 She has a clear understanding of her retirement goals and is familiar with the various 
retirement income sources, earning high marks in these areas. 

 Jane has actively considered a transition strategy to retirement, indicating that she is 
mindful of the changes that may come with this significant life transition. 

 Areas for Improvement: 
 While Jane has a strong foundation, there are opportunities for improvement. Budgeting 

for retirement and maintaining a diversified investment strategy could be areas to focus 
on for greater financial preparedness. 

 Although Jane understands the tax implications of her retirement accounts, a more in-
depth exploration of tax-efficient strategies could enhance her overall retirement plan. 
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 Consulting with a financial advisor more regularly may provide additional insights and 
personalized advice, contributing to a more robust retirement strategy. 

Recommendations: 

1. Financial Advisor Consultation: Encourage Jane to schedule more frequent consultations 
with a financial advisor to address specific concerns, refine her investment strategy, and 
explore tax-efficient planning. 

2. Diversification Review: Work with Jane to review and potentially adjust her investment 
portfolio to ensure diversification, aligning with her risk tolerance and long-term goals. 

3. Budgeting Workshop: Offer resources or workshops to help Jane refine her retirement 
budget, ensuring it accurately reflects her expected expenses and lifestyle choices. 

By addressing these recommendations, Jane can further strengthen her retirement plan and increase 
her overall score in the next self-assessment. Regular reviews and adjustments will contribute to a 
more secure and comfortable retirement. 

 
 
 
 
 

Selecting a Qualified Professional 

 
Selecting a qualified financial services professional is crucial, especially when considering strategies like 
"Banking on Yourself." Here are some steps to help you choose a financial advisor who can provide 
sound advice on this strategy and other investment options: 

1. Credentials and Qualifications: 
 Look for financial advisors who hold relevant credentials and qualifications, such as 

Certified Financial Planner (CFP), Chartered Financial Consultant (ChFC), or similar 
designations. These designations often require education, experience, and adherence to 
ethical standards. And/or 

2. Experience and Specialization: 
 Seek advisors with experience in insurance and retirement planning, as these areas are 

often integral to the Banking on Yourself strategy. Ask about their specific experience 
with dividend-paying whole life insurance and similar financial products. 

 
 

3. Regulatory Compliance: 
 Ensure that the financial advisor is registered with the appropriate regulatory authorities. 

In the United States, for example, you can check the SEC's Investment Adviser Public 
Disclosure (IAPD) database or the Financial Industry Regulatory Authority (FINRA) 
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BrokerCheck. Most states regulatory agencies or Departments of Insurance provide 
consumers with online licensing search capabilities to ensure the appropriate licenses 
are maintained, up-to-date and whether or not there outstanding consumer complaints, 
fines, suspensions or revocations.  National Insurance Producer’s Registry Look Up.  

4. Client References: 
 Ask for references from current clients or check online reviews to get a sense of the 

advisor's track record and the satisfaction of their clients. 
 

5. Transparent Fee Structure: 
 Understand how the financial advisor or insurance agent is compensated. Fee-only 

advisors are compensated directly by clients and may be less likely to have conflicts of 
interest. Fee-based advisors may also earn commissions on certain products. Insurance 
agents are typically paid a commission on the products or services they recommend to 
their clients.  Commissions are highly regulated by various departments of insurance in 
all 50 states and overseen by the National Association of Insurance Commissioners. 
NAIC.  It is recommended consumers read or views the FREE Consumers NAIC Buyers 
Guides available from every licensed insurance agent and https://content.naic.org/  

6. Clear Communication: 
 Look for an advisor who communicates clearly and is willing to educate you about the 

Banking on Yourself strategy and any other investment options. Avoid advisors who use 
jargon without explaining concepts in a way you can understand. 

7. Fiduciary Duty: 
 Ideally, choose an advisor who adheres to a fiduciary standard, meaning they are legally 

obligated to act in your best interest. This standard can help ensure that the advice you 
receive is in line with your financial goals. 

8. Continuing Education: 
 Inquire about the advisor's commitment to ongoing education and staying updated on 

industry changes and trends. 
9. Compatibility and Trust: 

 Trust your instincts. A good advisor-client relationship is built on trust and mutual 
understanding. Choose someone with whom you feel comfortable discussing your 
financial goals and concerns. 

10. Comprehensive Planning Approach: 
 Look for advisors who take a comprehensive approach to financial planning, considering 

your entire financial picture, including risk tolerance, investment goals, retirement 
planning, and insurance needs. 

 
 

Before making any decisions, interview multiple advisors to compare their approaches and 
recommendations. Always read and understand any contracts or agreements before entering into a 
professional relationship. If you're considering a specific strategy like Banking on Yourself, make sure 
the advisor can explain the details clearly and address your questions and concerns. 
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________________________________________________ 

 

The Living Room Learning Channel ™ Adaptive Marketing Group, LLC does not endorse, recommend the sale of and insurance or 
financial services products.  

The Living Room Learning Channel ™ Adaptive Marketing Group, LLC does not claim or attest to the potential success or failure of any 
forementioned investment or insurance protection strategy describe or discussed throughout this informational consumer guide. 

Consumers of insurance and financial services should consult their attorney, tax accountant and/or their financial and insurance 
professional for more advice.  

The Living Room Learning Channel ™ Adaptive Marketing Group, LLC is not affiliated with CMS, Medicare or any other federal and state 
agency. Content on this site is not intended to provide legal, accounting or tax advice. 

By requesting a copy of the consumer guide and downloading of this document, a Licensed Agent/Advisor May Contact You. 
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