
Understanding who your employees are and what matters to them is 
essential to helping them along the path toward financial well-being. 
Reaching them with the information they need, when they need it, 
increases engagement and seeks to help improve outcomes for your 
employees and your plan.

The more precise the segments, the more effective the targeting

Through our research, we know that targeting by age or demographics alone—a typical 
approach—cannot adequately speak to an employee’s needs. You can be 63 and 
struggling, or 30 and well established in your career but not saving for the future. Our 
approach to segmentation is multidimentional, taking a wide range of qualitative and 
quantitative data from our research into account. 

Segmentation drives our end-to-end engagement strategy 

Our segmentation approach is the foundation for understanding employee needs and 
mindsets. This knowledge helps us: 

 W Create relevant content that addresses specific needs 

 W Set realistic and achievable goals for employees

 W Drive communication and education for improved financial well-being

 W Evaluate the success of our programs and campaigns

 W Identify opportunities to improve your plan design and communications plan

Segments are continuously refined

Segmentation continues to evolve through additional data, analytics and research. This 
helps us improve understanding and further refine our strategy and targeting. 

TIAA’s segmentation approach
Engaging employees on the path toward financial well-being 
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We uncover common needs and priorities while treating each employee as a 
distinct individual 

With strong segments as a basis, we can further pinpoint specific needs through subtargeting based on additional 
factors. We can then add personalization to address each individual by name or with personal information. This allows 
us to address the diverse array of employees within segments with the needs they share in common. 

Subtargeting Personalization

Name and contact info

Institution

Age

Asset allocation

Income replacement number

Savings illustrations

TIAA history

Advisor (if applicable)

The right message 
delivered at the 
right timeBehaviors

Gender

Generations

Retirement readiness

Language

Participant status
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Life builders: Living comfortably but still juggling financial needs

Need to prioritize goals and think about long-term planning

   Dollar stretchers: Focused on covering daily expenses

Need to get on solid financial ground

   Accumulators: Professionals in accumulation mode with increasingly complex financial needs and goals

Need to address complex financial situations in a smart way

   Transitioners: Nearing the end of their earning years and preparing to transition to their version of “retirement”

Need to shift from accumulating to creating a distribution (income) plan

   Established: Past their peak earning years with many in full or partial retirement

Need to manage total financial needs in retirement
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There are many paths to retirement, and no two will be the same 

Employees move across the segments in different ways. We target their needs wherever they are at a particular 
stage of life.
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Mary
Mary experienced a divorce and a career change on her road to retirement, and she 
maintained good investing habits throughout.

Same age, different segments

Three 46-year-old employees can all have different needs. We address each of them differently based on their 
segment and individual goals.

Jim
Jim’s paycheck stayed fairly steady throughout his working life. He prides himself on 
knowing that although there was never excess, there was always enough. 
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AGE 25 AGE 45 AGE 55 AGE 65AGE 35 AGE 75

AGE 25 AGE 45 AGE 55 AGE 65AGE 35 AGE 75

Amy, age 46
Lives paycheck to 

paycheck

Frank, age 46
Financially sound but 

needs to prioritize goals

Dana, age 46
Lives comfortably but 

wonders if she’s making 
the right financial choices

DS LB AC

Average salary $44K $61K $96K

Average TIAA assets $15K $52K $181K

Average EE contribution % 2.48% $4.89% 7.2%

Source: Plan Outcome Assessment data 12/31/17. Summary level based on active 46-year-old TIAA participants with salary on file.



This material is for informational or educational purposes only and does not constitute investment advice under ERISA. This material does not take 
into account any specific objectives or circumstances of any particular investor or suggest any specific course of action. Investment decisions should 
be made based on the investor’s own objectives and circumstances.

Certain products and services are only available to eligible individuals.

You should consider the investment objectives, risks, charges and expenses carefully before investing. Please call  
877-518-9161 or log in to TIAA.org for underlying product and fund prospectuses that contain this and other information. 
Please read the prospectuses carefully before investing.

Diversification and asset allocation are strategies to help reduce risk. However, there is no guarantee that any strategy 
protects against a loss of income.
Please note that data in this brochure may not be used for regulatory filings and/or benefit statements.

Advisory services are provided by Advice & Planning Services, a division of TIAA-CREF Individual & Institutional Services, LLC, a registered 
investment adviser.

The TIAA Retirement Advisor is a brokerage service provided by TIAA-CREF Individual & Institutional Services, LLC, a registered broker-dealer, 
Member FINRA and SIPC.

TIAA-CREF Individual & Institutional Services, LLC, Teachers Personal Investors Services, Inc., and Nuveen Securities, LLC, Members FINRA and 
SIPC, distribute securities products. Annuity contracts and certificates are issued by Teachers Insurance and Annuity Association of America (TIAA) 
and College Retirement Equities Fund (CREF), New York, NY. 

©2018 Teachers Insurance and Annuity Association of America-College Retirement Equities Fund, 730 Third Avenue, New York, NY 10017
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Priorities by segment

Dollar stretchers Life builders Accumulators Transitioners Established

 W Enroll in the plan  

 W Learn the basics

 W Make a budget 

 W Pay down debt

 W Make an 
income plan for 
retirement (for 
some)

 W Save to the 
match

 W Diversify 
investments

 W Save for 
emergencies

 W Insure for basic 
protection

 W Save to the max 

 W Save for a home

 W Plan for college

 W Save for 
discretionary 
goals

 W Address complex 
needs

 W Make catch-up 
contributions

 W Save beyond  
the plan

 W Make an 
income plan for 
retirement

 W Save for health 
expenses

 W Make/review an 
income plan for 
retirement

 W Manage and 
track income/
withdrawals

 W Plan for the next 
generation

A road map of priorities guides the communications plan

We have created a financial road map that details important steps along the lifelong financial journey—from the 
fundamentals of saving for the future to living in retirement (see back). The priority of each can differ by segment, 
from top of mind to less of a concern. This helps us better target each employee throughout life with the information 
that is most desirable at a given moment in time.


