
Young Investors:
Thoughts on Finances, Retirement, 
and Ways to Engage
Janus Henderson survey findings can help financial 
professionals better educate and engage with 
younger investors.



In the summer of 2022, Janus Henderson had the pleasure of hosting several groups of interns at many of our global 
offices. In Denver, they hosted interns from the Greenwood Project.

The Greenwood Project (GP) provides career opportunities to high-achieving Black and Latinx students through paid 
internships, educational field trips, a FinTech coding bootcamp, and a summer Financial Institute that provides simulated 
training for the financial services and technology industries.

I’ve been fortunate to be able to interact with them throughout the summer, and it has afforded me the opportunity to 
provide guidance and support. (Unfortunately, it’s also forced me to see how “un-cool” I have become over the years.)
More importantly, we conducted a survey that was developed by GP interns Marianna Martinez (Northwestern University, 
2025) and Hanna Abera (University of Illinois-Urbana Champagne, 2025) to get their fellow interns’ views on their futures 
and their finances.

The findings give us valuable insight into what young people are thinking about, worried about, and what their financial 
goals might be. These ideas should help financial professionals better understand younger people, who very likely will 
become financial planning clients in the future. I think the survey results – along with open-ended feedback we received 
from the interns – also provide all of us in the financial industry with clues on how we can better educate and engage with 
younger investors.

Willing to Learn

When we think about millennials, Gen Z, or just young people in general, the stereotypical refrain is that they don’t listen,
and they think they’ve got it all figured out. But, as this survey and others have shown, this group is generally willing and
excited to learn. In our survey, 100% of respondents noted that they knew something about finances but wanted to learn 
more. Topics that were of most interest included real estate and cryptocurrencies, but also foundational ideas like 
retirement accounts and long-term financial planning.

For example, when I asked Marianna for more of her thoughts on these subjects, she noted that long-term financial 
planning was important and would help her achieve long-term financial freedom. Hanna noted that she would like to 
know more about budgeting but also expressed an interest in learning more about affordable investing options like 
exchange-traded funds.

With these responses, both Marianna and Hanna demonstrate that young people do understand that they need to think 
about their futures but still need our help to get there.

Content that Connects

One of the main questions I get from advisors is how to connect with younger people. We’ve encouraged families to 
conduct family money meetings, but it’s also important to be able to engage with young investors directly. When we 
asked our group how they got financial information, all of them said they utilized the internet or apps like TikTok or 
Instagram. (Surprisingly, only 20% cited family/friends as a resource.)

I think this speaks to the fact that financial professionals clearly need to have a presence online and create content that’s
viewable on their websites. But they should also be thinking about posting content on sites like YouTube or even TikTok, 
because that’s where many younger investors turn for financial information. More importantly, they need to make sure 
this content is relatable to younger people.

One key aspect of that is to create content that is “visual and easily understandable,” as Hanna put it. The use of pictures,
simple drawings and analogies are so important here, and they push us to explain financial concepts in simple terms. If 
you’re able to do this, you’ll be able to connect and build a relationship with your viewers. It may seem unthinkable, but 
I’d encourage all advisors to look at the top personal finance YouTube channels. Read the comments on these videos; you 
will see that viewers feel connected to the creators, many times acting as if they are on a first-name basis with them.

Engaging with people through mediums like YouTube also helps increase accessibility, which is an important thing to 
remember with this group. Many of the young people I’ve spoken with find financial advisors inaccessible. In fact, 
Marianna and Hanna both commented that financial professionals are “unaffordable” or “only for rich people.” I’ve heard 
these same sentiments from other young people, and that reputational issue is a key obstacle that financial professionals 
of today and tomorrow will need to overcome. Part of the solution lies in being accessible online.

https://www.janushenderson.com/henderson/document/131418


Retirement

While GP interns have yet to graduate from college, it’s interesting to see when young people plan on retiring. You can 
see the breakdown in the chart below, but in looking at the results and speaking with respondents, there are a couple key 
ideas that emerge.

First, the “retirement age” may be getting younger. With some respondents saying they’d like to retire at age 40, it’s clear 
they are going to need help from financial professionals to accomplish these goals or educate them as to what may be 
possible.

Second, the idea of “retirement” seems to be shifting as well. The idea of working until age 65, getting a gold watch from 
the company and then playing golf every day is largely a thing of the past. Retirement for Gen Z may look more like a 
book with many chapters. Young people may close one chapter, or career, to then start something else, with all these 
chapters focusing on passions, interests and learning something new. This again highlights the value financial 
professionals can provide in helping investors generate or manage the income they will need over the years to realize 
these goals.

The young investors of today and tomorrow will be the people that financial professionals will be working with more and 
more over the next few decades. While they may seem like an enigmatic group, I continue to see a generation of 
individuals who are serious about their futures and excited to learn.

Not only that, but this is a group that wants to be role models. Both Marianna and Hanna mentioned helping those 
around them through increased financial acumen and success. Marianna summed it nicely by saying that she “wants to 
be able to help my family members and the community around me.”

And isn’t that the type of client we want to meet with? Someone who is engaged and who is going to push us to find 
solutions for their own financial goals, but also someone who takes those lessons and shares that success with their 
friends, family and community.

At what age do you want to retire?



Survey Findings

What do you search for financial 
literacy and investing information? How do you manage your finances?

How do you save money?
How much of your income do 
you save and/or invest?

Are you currently investing?

We surveyed a group of Janus Henderson’s interns to 
gain insight into their level of financial knowledge, 
saving and investing practices, and retirement 
expectations.

The findings can help financial professionals better 
understand younger investors, who will likely become 
financial planning clients in the future.

One key takeaway for advisors is the importance of 
creating educational content that is visual, relatable and 
engaging for this audience.

Key Takeaways:
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Founded in 1984, The Pacific Financial Group, Inc. (TPFG) is a dynamic wealth management innovator that blends three decades of 
traditional asset management experience with leading-edge financial technology know-how, to provide products and services that 
empower financial freedom for advisors and their clients.

The firm focuses on the group retirement space and was an early pioneer in the evolution of Self-Directed Brokerage Account 
Management for 401(k), 403(b), and 457 plans. Strategy PLUS is the firms next gen investment platform that includes a suite of over 
40 model strategies built especially for retirement plan participants. A unique blend of choice, world-class strategists, and 
sophisticated modeling not found in traditional retirement plans.

The firm also offers Separately Managed Accounts, Core Retirement Optimization, and a Variable Annuity Program. TPFG technology 
affiliate RiskPro®, is a risk profiling and portfolio construction system providing “always-on” risk monitoring for all TPFG model 
portfolios. www.tpfg.com.
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Janus Henderson is not affiliated with The Pacific Financial Group, Inc. (TPFG). The information presented is the opinion of TPFG 
and is believed to be accurate but has not been independently verified. TPFG makes no warranties as to the accuracy of the 
information or any representations made or implied. Articles cited/linked to are the express opinion of the third-party author. 
There are no affiliations between TPFG and any third-party links. All information may be changed without notice. The information
should not be construed or interpreted as an offer or solicitation to purchase or sell a financial instrument or service and should 
not be relied on or deemed the provision of tax, legal, accounting or investment advice. Past performance is not a guarantee of 
future results. All investments contain risks to include the total loss of invested principal. Diversification does not protect against 
the risk of loss.
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Disclosures – Janus Henderson Investors

The opinions and views expressed are as of the date published and are subject to change. They are for information purposes only 
and should not be used or construed as an offer to sell, a solicitation of an offer to buy, or a recommendation to buy, sell or hold 
any security, investment strategy or market sector. No forecasts can be guaranteed. Opinions and examples are meant as an 
illustration of broader themes, are not an indication of trading intent and may not reflect the views of others in the organization. It is 
not intended to indicate or imply that any illustration/example mentioned is now or was ever held in any portfolio. Janus Henderson 
Group plc through its subsidiaries may manage investment products with a financial interest in securities mentioned herein and any 
comments should not be construed as a reflection on the past or future profitability. There is no guarantee that the information
supplied is accurate, complete, or timely, nor are there any warranties with regards to the results obtained from its use. Past 
performance does not predict future returns. Investing involves risk, including the possible loss of principal and fluctuation of value. 
Janus Henderson Group plc ©
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