
The power of true  
financial planning
With consumer confidence at historic lows, there is one group that remains 

optimistic and on track to achieve their financial goals, especially retirement — 

those with a comprehensive financial plan. In fact, they are nearly twice as likely 

to report feeling confident about their financial future versus those without paid, 

professional support.

Ameriprise Financial and the Financial Planning Association recently collaborated  

on the FPA® and Ameriprise® Value of Financial  

Planning study. Inside, you’ll find the research results  

detailing what comprehensive financial planning  

means for advisors and their clients.

1�Ameriprise helped pioneer the financial planning process. Our unique approach is about more than just numbers, it’s both science  
and art. We have more financial planning clients and more CERTIFIED FINANCIAL PLANNERTM professionals than any other company in  
the U.S. based on data filed at adviserinfo.sec.gov and documented by the CFP Board of Standards as of December 31, 2007. 
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3�FinancialNews — Top independent broker-dealers ranked by number of reps, January 28, 2008.
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Minneapolis, MN 55474. Ameriprise Financial Services, Inc., Member FINRA and SIPC, and Equal Opportunity Employer. 
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“Our business is helping 
people reach their 
financial goals and 
dreams through financial 
planning. We’re the leader 
at it, due to our 10,000 
advisors and all the 
people who support them, 
and the values and vision 
we share. We’ve created a 
place where you and your 
clients can experience the 
true power of planning.”

Jim Cracchiolo  
Chairman and CEO  
Ameriprise Financial

“Ameriprise is unique in our ability  
to bring true financial planning  
into our clients’ lives. Clients want  
an advice-based relationship  
and Ameriprise financial advisors  
bring that to them.” 

Jim Barnash, CFP® 
National Director of Financial Planning  
Ameriprise Financial

Proud National Sponsor of

joinameriprise.com

Why Ameriprise. 

Ameriprise Financial delivers solutions for today and tomorrow through 
a comprehensive and personalized approach built on a long-term 
relationship with a knowledgeable advisor. Our approach appeals to those 
who see their work — helping clients plan for their dreams — as more 
than a job.

The strength to deliver.

Ameriprise Financial is America’s financial planning leader.1 We are 
ranked No. 296 on the Fortune 500®2 and have the third-largest 
advisor force in the U.S.3  We have a diversified business model and a 
conservative approach to managing the company’s assets, including:

	 >  �Modest financial leverage relative to other financial  
services companies 

	 >  $9.1 billion market cap 

	 >  Significant excess capital and strong liquidity

	 >  Strong credit rating 

We also offer 360° support for both advisors and clients,   
best-in-class technology and a wide range of innovative products  
and services solutions.

To learn more about the FPA and Ameriprise Value of Financial  
Planning study or financial advisor opportunities with Ameriprise,  
go to joinameriprise.com today. 



12004 Consumer Survey, CFP Board of Standards. 
A financial planning relationship does not guarantee financial or investment success.  
Clients are not required to implement a financial plan with Ameriprise Financial. 

Further proof that it works.
Even in today’s economy, those with a comprehensive financial planning 
approach are more likely to report feeling optimistic and on track to reach  
their retirement goals, including retiring at an earlier age, than those 
without a comprehensive planning relationship.

Advantages for clients
>	� Among those who named planning for retirement as a primary goal,  

73% with a plan and planner report being on track or have already 
achieved this goal, compared to 48% of those without a plan or planner.

>	 68% said they were living their dreams vs. 42% who didn’t have a plan.
>	� Those with a comprehensive financial plan are 70% more likely to 

be utilizing a non-company sponsored retirement vehicle like an IRA, 
401(k) or SEP account than those without a plan.

Optimistic and 
on track.

Research indicates that 
individuals with a planner 
and a comprehensive plan 
are more confident they 
will achieve their goals.

Those with a 
comprehensive financial 
plan are effectively 
managing their finances 
for today, planning for 
tomorrow and protecting 
themselves and their 
families for the long term.

In the study, a 
comprehensive plan 
was defined as including 
planning for three or more 
of the following areas: 
retirement, savings, debt 
management, college 
savings, protection plans 
(such as insurance),  
tax management, 
investment planning  
and estate planning.

Prepared and 
confident. 
78% of those with 
a comprehensive 
financial plan say they 
are well prepared for 
retirement compared 
to fewer than half — 
46% — without paid, 
professional support. 

Nearly 80% of those 
with a comprehensive 
plan feel optimistic 
they’ll reach their 
retirement goals vs. 
just over half of those 
without a paid financial 
advisor (79% vs. 56%).

93% of retirees with 
a financial plan feel 
financially prepared for 
retirement vs. 70% who 
don’t have a plan.1

“I am well prepared for retirement.”
When surveyed, more respondents with a 
planner and a comprehensive plan felt they  
were well prepared for retirement.
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Retirement GoalsFinancial Goals
The power of comprehensive 
financial planning.
While most people surveyed believe the economy is on the “wrong 
track,” those with a comprehensive financial plan are almost twice as 
likely to report feeling in control of their financial future. 

Not only do 75% of respondents feel that the economy is headed in the 
wrong direction, but the majority also believe recovery is 1–2 years away. 
Yet 50% of those with a comprehensive financial planning relationship 
report feeling “very” or “completely” in control of their financial future, 
versus only 29% of those without a financial planner. A comprehensive 
plan benefits both advisors and clients.

Advantages for advisors
>	 Develop deeper, long-term client relationships
>	 Acquire additional assets
�>	 Encourage consolidation of assets
>	 Strengthen retention rates

Advantages for clients
>	 More optimism about financial future
>	 Greater confidence
>	 Financial decisions have direction and meaning

“I’m on track to achieve my 
FINANCIAL GOALS.”
Individuals with a planner and a 
comprehensive plan believe they are on track 
to achieve their overall financial goals.  

No Paid 
Planner

Planner/No 
Comprehensive 
Plan

Planner w/ 
Comprehensive 
Plan

51%
58%

78%

No Paid 
Planner

Planner/No 
Comprehensive 
Plan

Planner w/ 
Comprehensive 
Plan

46%
60%

78%

FPA and Ameriprise Value of Financial Planning study   conducted by Harris Interactive, August 2008.




