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State of Retirement

4
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Saving for retirement vs. managing debt

5

ñéabout half of workers and a quarter 

of retirees agree that debt is 

negatively impacting their ability to 

save or live comfortable in retirement.ò

New EBRI & JPMC Personal Finance Research 
Report Finds Increases in Health Care and Home 
Expenses in Households With Defined 
Contribution Loans
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Workers Who Participated in an Employment -Based Retirement Plan

Source: Employee Benefit Research Institute estimates of the 2025 March Current Population Survey.
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Washington & Retirement Policy

Eligible for Savers Match ð Summary (in millions)

7

Potential Number of Individuals Eligible for the Saver's 
Match

All Returns
83.8 (would include some without 

wage income)

W-2 69.0 (only those with W-2 income)

Potential Number of Individuals Who Would Have Been 
Able to Use the Saver's Match by Contributing to an 

Employer Plan or an IRA
Employer Plan Contributions 18.9
Traditional IRAs* 1.0
Roth IRAs* 2.0

Total 21.9

Source: EBRI estimates using IRS-SOI tabulations and the EBRI Integrated 401(k) Plan/IRA Database.
*Excludes those also with a 401(k) plan.
ά{ƛȊƛƴƎ ǘƘŜ aŀǊƪŜǘ ŦƻǊ ǘƘŜ {ŀǾŜǊΩǎ aŀǘŎƘΣέ EBRI Issue Brief, no. 602 (Employee Benefit Research Institute, 
February 29, 2024).

AGI cutoffs for the Saverôs Match:

Single and married filing separately: $35,500 (phase-out range: 

$20,500 to $35,500).

Married filing jointly: $71,000 (phase-out range: $41,000 to $71,000).

Head of household: $53,250 (phase-out range: $30,750 to $53,250).
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Retirement accounts and leakage

8

Two -Thirds of Enrollees With an HSA 
Were Using it to Pay For Current or 
Near -Term Out -of-Pocket Expenses
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Innovation
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DC Plan evolution ð Alternative assets, guaranteed income

10



© Employee Benefit Research Institute

Social Security
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Culture shift ð 401(k)s are cool!

12



2026 Workplace Outlook: 11 Trends 
Shaping Future of Plan Design

Jason Jagatic
Fidelity



Pushing through Uncertainty
2026 Workplace Outlook: 11 Trends Shaping the Future of Plan Design

EBRI / Milken Institute Retirement Symposium | March 19, 2026
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1. www.foundsf.org/Downtown_Scenes_Early_20th_Century, excerpt from San Francisco 1865 ς 1932, /ƘŀǇǘŜǊ о ά[ƛŦŜ ŀƴŘ ²ƻǊƪέΣ ǇǳōƭƛŎŀǘƛƻƴ ȅŜŀǊ мфус17

Before the bridge

Isolated & 
constrained

85% growth 
(1900ς1930)1 

Bridge to and for 
the future

Is it even 
possible?

http://www.foundsf.org/Downtown_Scenes_Early_20th_Century
http://www.foundsf.org/Downtown_Scenes_Early_20th_Century
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The engineering challenges were extraordinary

Toppling winds

Unprecedent foundation depths

The Great Depression
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Leaders chose to act anyway ς despite the lack of clarity

Innovations only because work 
had begun:

ÅA new kind of suspension cable

ÅPioneering safety practices

ÅBrand-new aerodynamic engineering 
concepts
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A symbol of what is possible

Taking action created the clarity. Momentum fueled the innovation. 

The retirement industry is in a similar state ς ready for the next level of growth.
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The retirement analogue

Transition to decumulation

Increased complexity

Numerous stakeholders
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Jason Jagatic
Head of Workplace Research & Thought Leadership

ÅBenefits Experts, Behavioral Scientists, 
Researchers, Storytellers 

ÅLargest record keeper: ~50 M Americans and 30K 
clients
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It all starts with understanding the current state

https://fidlink.info/4s
0btAD 

https://fidlink.info/4s0btAD
https://fidlink.info/4s0btAD


¢ƻŘŀȅΩǎ CƻŎǳǎ 
Areas

24

Participation & 
Engagement Trends 

01
Balances & Contribution 
Trends

02

Withdrawal
Trends

03

Investments &
Broader Benefits Trends

04
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Section 01:

Participation &
Engagement Trends



Growth of auto enrollment (AE) is driving higher plan participation 

26

Å45% of plans use AE (up 25 percentage 
points over the past 15 years.)

ÅExpect rise in the coming years. SECURE 
2.0 requires new plans to auto enroll 
employees, as of 2025

ÅEmployers without auto solutions 
should consider ƻǇǘƛƳƛȊƛƴƎ ǘƘŜƛǊ ǇƭŀƴΩǎ 
design to remove friction for employees.

0%

20%

40%

60%

2010 2015 2020 2025

% plans using AE

Growth of Auto Enrollment rates over time

Source: Fidelity recordkept ŘŀǘŀΣ ŀǳǘƻ ǎƻƭǳǘƛƻƴǎ ŀƴŀƭȅǎƛǎ ŀǎ ƻŦ {ŜǇǘŜƳōŜǊ нлнрΦ



Engagement is an important additional consideration

27

ÅUnengaged: No contact in at least
12 months

Defining engagement levels

ÅEngaged: Basic service and transactions via 
NetBenefits® website or inbound phone 
contact

ÅHighly engaged: Engagement with financial help 
via digital and live/virtual education, tools, and 
planning

44%

8%

25%

26%

31%

50%

Auto enrolled
participants

Participants who
proactively enrolled

Highly Engaged

Engaged

Unengaged

Source: Fidelity recordkept data, auto solutions analysis as of September 2025.

Engagement level by enrollment type



Pairing education & auto solutions 
for higher participation and engagement

28 Source: Fidelity recordkept ŘŀǘŀΣ ŎƻƴǘǊƛōǳǘƛƻƴ ŀƴŀƭȅǎƛǎ ŀǎ ƻŦ {ŜǇǘŜƳōŜǊ нлнрΦ 

>2.5x

Average 
balance for engaged employees is

higher than
for unengaged

employees

Participation is the first 
step, but engagement is 

the goal.

Nearly 60% of Fidelity 
participants are highly 

engaged.

>3x

Engaged
employees are

More likely to have 3 
ƳƻƴǘƘǎΩ ǿƻǊǘƘ ƻŦ 
emergency savings 
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Section 02:

Balances &
Contribution Trends



Average contribution rates have reached near-record highs

30

12.9%

13.4%

13.9% 13.9%

14.2%

10.8%

11.3%

11.6% 11.6%
11.7%

2017 2019 2021 2023 2025

Employee and employer combined deferrals 

Corporate DC deferrals (e.g., 401(k)) Tax-exempt market deferrals (e.g., 403(b), 457)

Average employee
contribution:

Average employer
contribution:

9.5%

4.7%

Average employee
contribution:

Average employer
contribution:

8.5%

3.2%

Source: Fidelity recordkept data, contribution analysis as of September 2025.



48.7%

16.1%

6.3% 7.3%

100% to 3%, 50% next 2% 100% up to 4% 100% up to 5% 100% up to 6%

% of plans offering that match formula

Strategic auto-enrollment default rates and automatic increase 
programs (AIP) drive greater retirement readiness

Most popular match formulas

Match formulas have consolidated, with the top 4 formulas now representing 78% of all retirement 
plan match structures. All of these formulas qualify as Safe Harbor designs.

31 Source: Fidelity recordkept data, match analysis as of September 2025.



Roth adoption is growing across the workforce

Most plans offer Roth: 

Nearly 95% of plans now offer a Roth 401(k) option,
driven in part by SECURE 2.0 requirements1

74% 95%

27%

5%

2020 2025
Offering Roth No Roth option Overall average Roth 401(k) adoption rate: 17.5%

5%

24%

Unengaged

Engaged

% of employees utilizing Roth

32

Employee engagement matters more than age:

Engaged employees are 4.5x more likely
to take advantage of a Roth option2 

1. Fidelity Investments Q3 2025 401(k) data based on 26,000 corporate DC plans and 24.8 million participants as of September 2025. These figures include the advisor-sold market but exclude the tax-exempt 
ƳŀǊƪŜǘΦ 9ȄŎƭǳŘŜŘ ŦǊƻƳ ǘƘŜ ōŜƘŀǾƛƻǊŀƭ ǎǘŀǘƛǎǘƛŎǎ ŀǊŜ ƴƻƴǉǳŀƭƛŦƛŜŘ ŘŜŦƛƴŜŘ ŎƻƴǘǊƛōǳǘƛƻƴ Ǉƭŀƴǎ ŀƴŘ Ǉƭŀƴǎ ŦƻǊ CƛŘŜƭƛǘȅΩǎ ƻǿƴ ŜƳǇloyees.

2. Fidelity record kept data, Roth 401(k) participants analysis as of September 2025.
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Section 03:

Withdrawal Trends



Early withdrawals continue to rise across DC plans

Hardship withdrawals have risen over 2% since 20211

3.5%

4.4%
5.0%

5.7%
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Hardship withdrawals

Employees without adequate 
emergency savings are 5x more likely to 
initiate a hardship withdrawal2.

34

The top 3 reasons  (Foreclosure/Eviction 
Avoidance, Medical Costs, and 
Education) account for nearly 75%2

74% of hardship withdrawals amount to 
less than $2,0002.

1. Fidelity recordkept data, loan and hardship utilization analysis as of December 2024.
2. Fidelity recordkept data, DC hardship withdrawal analysis as of August 2025.



Almost 9K plans have adopted SECURE 2.0 withdrawals with more than 18M eligible participants. 
One and a half million withdrawals have been taken across 6K plans and 566K participants.

SECURE 2.0 live

0%

1%

2%

3%

4%

5%

 $-

 $5,000

 $10,000

 $15,000

 $20,000

 $25,000

Jan-21 Apr-21 Jul-21 Oct-21 Jan-22 Apr-22 Jul-22 Oct-22 Jan-23 Apr-23 Jul-23 Oct-23 Jan-24 Apr-24 Jul-24 Oct-24 Jan-25 Apr-25 Jul-25

SECURE 2.0 withdrawals show no significant rise in plan leakage yet

35

Although transactions are increasing, total money out remains flat1

Average money out per transaction (hardships, 
in-service withdrawals, loans, and SECURE 2.0 withdrawals)  

Transaction volume Total money out

Fidelity recordkept ŘŀǘŀΣ {9/¦w9 нΦл ǿƛǘƘŘǊŀǿŀƭ ŀƴŀƭȅǎƛǎ ŀǎ ƻŦ !ǳƎǳǎǘ нлнрΦ 
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Section 04:

Investments &
Broader Benefits



Sponsors have been honing their investment plan lineups 
over the past decade

1234379.5.137

26

23 22 21 20 19 18 18 17 16
18

22

19
21 21 21 20 19 19 18 18

16 15

20

-27%

However, 27% of plan sponsors state that they intend to increase the number of investment 
options in their lineups in the next 12 months.

Fidelity Investments 401(k) data as of June 30, 2025. These figures include the advisor-sold market but exclude the tax-exempt market.

-17%

2015 2025

Median number of 
investments 
offered in 401(k) 
plans, by plan size 
in assets



Target Date Funds (TDFs) remain the dominant investment option in 401(k) 
plans

9.2%
7.6% 6.9% 6.2% 6.0% 6.2% 6.6%

5.5%

4.4%

3.3%
2.9%

2.3% 1.8% 1.7%

2014 2016 2018 2020 2022 2024 2025

100% equity 0% equity

14.7%

12.0%

9.1%
8.3% 8.0% 8.3%

Portfolio diversification has 
improved

10.2%95%
Of plans use target date 

funds (TDFS) as the 
Qualified  Default 

Investment Alternative 
(QDIA)

Fidelity Fidelity Investments 401(k) data as of September 30, 2025. These figures include the advisor-sold market but exclude the tax-exempt market. Data represent all TDF vehicles (e.g., mutual funds, CITs, separately 
managed accounts). Diversification and asset allocation do not ensure a profit or guarantee against loss.38

% of 401(k) participants holding 100% or 0% equity



Offering more than a DC plan could drive better outcomes for Fidelity participants and plan sponsors.

Going beyond DC plans

39

1. Healthier savings behaviors 2. Higher participation rates 3. Higher engagement levels

Average participant 
contribution rate

Percentage of participants 
actively contributing to a retirement plan in 

the last 12 months

Percentage of 
participants highly 

engaged with Fidelity

Participants 
with only a 
DC plan

8.6% 89% 51%

Participants with 
multiple benefits 
(Health, Equity, 
Emergency Savings)

11.2% 95% 64%

+2.6% +6% +13%

Fidelity recordkept data on 16.9 million participants who utilized a single product DC compared to 4.4 million participants who utilized more than м ǇǊƻŘǳŎǘΦ tǊƻŘǳŎǘǎ ƛƴŎƭǳŘŜ 5/Σ I{!Σ {ǘƻŎƪ tƭŀƴ {ŜǊǾƛŎŜǎΣ CƛŘŜƭƛǘȅ Dƻŀƭ .ƻƻǎǘŜǊϱ όŦǳƴŘŜŘ ŀŎŎƻǳƴǘύΣ {ǘǳŘŜƴǘ 5Ŝōǘ όŘƛǊŜŎǘ ŀƴŘ 
benefit choice), DB (future benefits or currently in pay), nonqualified plans, health & wellness (Fidelity health benefits clienǘǎ ƻƴƭȅύΣ ŀƴŘ 9ȄŜŎǳǘƛǾŜ {ŜǊǾƛŎŜǎΦ 5ŀǘŀ ŀǎ ƻŦ WǳƴŜ олΣ нлнрΦ
* Highly engaged participants engaged with financial help via digital and live/virtual education, tools, and planning within the past year.
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YŜȅ ŎƻƴǎƛŘŜǊŀǘƛƻƴǎ ŀǎ ǿŜ άōǊƛŘƎŜέ ǘƻ ǘƘŜ ŦǳǘǳǊŜ ƻŦ ǊŜǘƛǊŜƳŜƴǘ

Balance short-term 
and long-term for 
savers 

Continue public-private 
partnerships

Continue to provide 
safe harbors and clear 
guidance to 
employers

Provide Automatic, but 
Personalize-able 
Experiences

/ƻƴǎƛŘŜǊ ƛƴŘƛǾƛŘǳŀƭǎΩ 
holistic needs

Continue to drive 
access & engagement

Support those in 
retirement
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Thank You!



Learn more

42

https://fidlink.info/4s
0btAD 

https://fidlink.info/4s0btAD
https://fidlink.info/4s0btAD


Disclosures

For plan sponsor and investment professional use only.

Unless otherwise expressly disclosed to you in writing, the information provided in this material is for educational purposes only. Any viewpoints expressed by Fidelity are not intended to be used as a primary basis for your

investment decisions, are based on facts and circumstances at the point in time they are made, and are not individualized or parǘƛŎǳƭŀǊƛȊŜŘ ǘƻ ȅƻǳΣ ȅƻǳǊ ǇƭŀƴΣ ƻǊ ȅƻǳǊ ǇƭŀƴΩǎ ǇŀǊǘƛŎƛǇŀƴǘǎ ƻǊ ōŜƴŜŦƛŎƛŀǊƛŜǎΦ !ŎŎƻǊŘƛƴƎƭȅΣ CƛŘŜƭƛǘȅ ŀƴŘ ƛǘǎ

representatives are not acting in a fiduciary capacity, and nothing in this material constitutes impartial investment advice, under or within the meaning of the Employee Retirement Income Security Act of 1974 or the Internal

Revenue Code of 1986, both as amended, or any regulations or other guidance thereunder. Fidelity and its representatives may have a conflict of interest in the products or services mentioned in this material because they have a

financial interest in the products or services and may receive compensation, directly or indirectly, in connection with the management, distribution, and/or servicing of these products or services, including Fidelity funds, certain

third-party funds and products, and certain investment services.

Fidelity does not provide legal or tax advice. Before making any investment decisions, you should consult with your own professional advisors and take into account all of the particular facts and circumstances of your individual situation.

Fidelity and its representatives may have a conflict of interest in the products or services mentioned in these materials because they have a financial interest in them and receive compensation, directly or indirectly, in connection with the management, distribution, and /or 
servicing of these products or services, including Fidelity funds, certain third-party funds and products, and certain investment services.

Keep in mind that investing involves risk. The value of your investment will fluctuate over time, and you may gain or lose money.

Views expressed are as of January 2026, based on the information available at that time, and may change based on market or other conditions. Unless otherwise noted, the opinions provided are those of the speaker or author and not necessarily those of Fidelity 
Investments or its affiliates. Fidelity does not assume any duty to update any of the information.

Target date investments are generally designed for investors expecting to retire around the year indicated in each investmentΩǎ name. The investments are managed to gradually become more conservative over time. The investment risk of each target date investment 
ŎƘŀƴƎŜǎ ƻǾŜǊ ǘƛƳŜ ŀǎ ǘƘŜ ƛƴǾŜǎǘƳŜƴǘΩǎ ŀǎǎŜǘ ŀƭƭƻŎŀǘƛƻƴ ŎƘŀƴƎŜǎΦ ¢ƘŜ ƛƴǾŜǎǘƳŜƴǘǎ ŀǊŜ ǎǳōƧŜŎǘ ǘƻ ǘƘŜ Ǿƻƭŀǘƛƭƛǘȅ ƻŦ ǘƘŜ ŦƛƴŀƴŎƛŀl markets, including that of equity and fixed-income investments in the U.S. and abroad, and may be subject to risks associated with investing in high-
yield, small cap, and foreign securities. Principal invested is not guaranteed at any time, including at or after the investmentǎΩ ǘŀǊƎŜǘ ŘŀǘŜǎΦ

Screenshots are for Illustrative Purposes Only.

Diversification and asset allocation do not ensure a profit or guarantee against loss.

Fidelity, the Fidelity Investments logo, and NetBenefits® are registered service marks of FMR LLC.

Fidelity Brokerage Services LLC, Member of NYSE, SIPC, 900 Salem Street, Smithfield, RI 02917.

National Financial Services LLC, Member NYSE, SIPC, 245 Summer Street, Boston, MA 02110.

Fidelity Distributors Company LLC, 500 Salem Street, Smithfield, RI 02917.

© 2026 FMR LLC. All rights reserved.
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Panel Discussion: Innovations and FinTech 
Developments that Help Savers Help Themselves

Abdul Al -Asaad
Basic Capital

David Ramirez
ForUsAll

Elizabeth Heffernan
Micruity

Dario Fusato
Savvly

Jeffrey Snyder 
Broadcast Retirement 

Network





Networking Break



Jason Herman 
SecureSave

Rich Linton
Empower

Romi Savova 
PensionBee

Debby Moorman
Inspira

Optimizing Retirement Accounts: HSA, Roth,
In-Service Rollover, IRA, Lost Accounts



EBRI Research Presentation and Table Dialogue: 
Intersection of Saving and Spending 

Craig Copeland
EBRI



Impact of Credit Status on 

401(k) Plan Behavior: 

Integrating Credit Bureau and 

401(k) Plan Data

Craig Copeland, EBRI



Preliminary Results

Background

ÅFinancial factors outside of a defined contribution (DC) plan can have a 

significant impact on what happens within the plan. A better understanding 

of what affects participant behavior can allow for interventions to help 

alleviate this impact.

ÅThis work builds on joint research between EBRI and J.P. Morgan Asset 

Management focused on spending and DC plan behavior. This analysis 

allows for the complete examination of workersô credit histories to 

understand how point-in-time credit status as well as status changes over 

time are correlated with different outcomes within DC plans.

ÅMatched 401(k) plan participant data with credit information from 

Transunion, with all data being at the end of the respective year, are used in 

this analysis.
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Preliminary Results

Outline

Cross-Sectional Results
ÅContribution rates and plan loans by credit scores

ÅContribution rates and plan loans by credit card utilization

Longitudinal Results (three-year period)
ÅCredit score changes after plan loans

ÅPlan loans after changes in credit card utilization

ÅContribution rates and plan loans after a mortgage delinquency

Takeaways

51



CREDIT SCORES

52



Credit Scores of Active 401(k) Plan Participants, by Age and Salary

648

601
627

662

730

795
764 779

797 810

739

682
712

747
782

300

400

500

600

700

800

All <$45k $45k-<$65k $65k-<$100k $100k+

Interquartile Range, by Salary

632 630 634
657

700

764 778 790 801 812

717 720 728
747

777

300

400

500

600

700

800

20s 30s 40s 50s 60s

Interquartile Range, by Age

Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 
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Note: Credit scores range from 300-850.



Preliminary Results

Average and Median 401(k) Plan Contribution Rates, by Credit Scores

5.4%
6.1%

6.8%

8.1%

10.2%

4.5%
5.2%

5.7%
6.4%

8.0%

0.0%

2.0%

4.0%

6.0%

8.0%

10.0%

12.0%

Subprime (300-600) Near Prime (601-660) Prime (661-720) Prime Plus (721-780) Super Prime (781+)

Average Contribution Rate Median Contribution Rate
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 



Preliminary Results

Percentage of 401(k) Plan Participants Who Have an Outstanding 401(k) 

Plan Loan Balance, by Credit Scores

35.9%

28.9%

21.5%

12.7%

5.7%

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

35.0%

40.0%

Subprime (300-600) Near Prime (601-660) Prime (661-720) Prime Plus (721-780) Super Prime (781+)

Percentage With a 401(k) Plan Loan
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 



CREDIT CARD UTILIZATION

56



Credit Card Utilization Rates of Active 401(k) Plan Participants, by Age 

and Salary

Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 

44.0% 40.9% 37.9% 42.6%
51.1%
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Preliminary Results

Average and Median 401(k) Plan Contribution Rates, by Credit Card Utilization
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database.



Preliminary Results

Percentage of Active 401(k) Plan Participants Who Have an Outstanding 401(k) Plan 

Loan Balance, by Credit Card Utilization Rates
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database.



LONGITUDINAL RESULTS
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Preliminary Results

Median Credit Score, by Plan Loan Status in 2022, 2021 -2023
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 



Preliminary Results

Distribution in the Changes in Credit Scores 2021 -2023, by Plan Loan 

Status in 2022
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database. 



Preliminary Results

Plan Loan Incidence and Median Credit Card Usage in 2023, by Change 

in Credit Card Utilization (2022 -2021)
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database.



Preliminary Results

Likelihood of Plan Loan Being Taken or Contributions Being Reduced* in 2023, by 

Mortgage Delinquency Status at Year End 2022
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Source: EBRI Integrated 401(k) Plan and Credit Bureau Database.

*Reduced contributions are a larger than a 1-percentage point reduction in the contribution rate.



Preliminary Results

Takeaways

Å Understanding what financial factors outside of defined contribution plans impact contributions, taking 

plan loans, and other plan behaviors is critical in addressing the barriers to save and to preserve 

assets for retirement. 

Å The credit status of workers is strongly correlated with both the level of contributions and the likelihood 

of taking plan loans.

Å Specific credit metrics such as the level of credit card utilization and the incidence of a mortgage 

delinquency signify the likelihood of a plan loan occurring.  

Å Plan loans are most likely to occur among workers with either improving or declining credit scores, 

showing that they can be part of a solution to improve credit scores or can be a last resort.

Å Preparing for retirement is not just about what is accumulated in retirement accounts, but also the 

overall finances of workers. Identifying the indictors of lower likelihoods of accumulating assets can 

help with the better design of financial wellbeing programs to help workers improve their finances and 

save for retirement. 
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Motivation

Wealth is a key indicator of financial security and retirement readiness. 

Å Comparing the Millennials, Generation X and the Baby Boomers at the same ages 

shows both how much wealth they are accumulating and how ownership and levels of 

specific assets and debt may differ.

Å These differences matter for policymakers, retirement plan sponsors, and the financial 

services industry.

Å As a result, this research helps inform better policy, benefit design, and financial well-

being decisions.
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Overview

Generational Comparisons of Family Net Worth, Assets & Debt Between:

Å Baby Boomers (born 1946-1964)

Å Generation X (born 1965-1980)

Å Millennials (born 1981-1996)

Results are taken from the following waves of the Survey of Consumer 

Finances, fielded every 3 years (results are in 2022 dollars):

Å Baby Boomers: 1989 

Å Generation X: 2007

Å Millennials: 2022  

Family reference person aged 27-41

** Note results are a ósnapshot in timeô. Net Worth does not include the value of Defined Benefit plans, which were 

much more common for earlier cohorts, or Social Security. All results are reported in 2022 dollars.
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Median Net Worth, Assets and Debt 

71

Source: EBRI estimates from the 1989, 2007, and 2022 Survey of Consumer Finances. Net Worth is for the full sample; Assets & Debt 

include only families who held assets and/or debt. Median values are in 2022 dollars. 
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Median Values of Net Worth, by Income Quartile
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Source: EBRI estimates from the 1989, 2007, and 2022 Survey of Consumer Finances. These comparisons are made given 

the income distribution within that generation, not an absolute cut-off between generations. Median values are in 2022 

dollars.



© Employee Benefit Research Institute 73

ASSETS



Ownership of Select Assets
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Median Values for Select Asset Categories, Given Asset Ownership
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retirement accounts and non-retirement accounts Estimates are given asset ownership and in 2022 dollars.



Median Retirement Account Balances, by Income Quartile
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Source: EBRI estimates from the 1989, 2007, and 2022 Survey of Consumer Finances. Estimates are given retirement 

account ownership, which includes DC plan and/or IRA holdings. Comparisons are made given the income distribution within that generation, 

not an absolute cut-off between generations. Median values are in 2022 dollars.
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Ownership of Select Debt
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Source: EBRI estimates from the 1989, 2007, and 2022 Survey of Consumer Finances. 
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Median Values for Select Debt, Given Debt Ownership
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Median Student Debt, by Income Quartile
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Source: EBRI estimates from the 1989, 2007, and 2022 Survey of Consumer Finances. Estimates are given a positive 

student debt balance. Comparisons are made given the income distribution within that generation, not an absolute cut-off between 

generations. Medians are in 2022 dollars.
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Main Takeaways & Future Research

Between the ages of 27 and 41:

Å Millennials had the highest net worth and total assets, and the lowest total debt.

Å Millennials were the most likely to hold retirement accounts and had the highest median value in 

them and were less likely to own homes.  

Å While Millennials had only slightly higher median student debt than Generation X, they were 

much more likely to have it. This debt was significantly higher in the lowest and highest income 

quartiles.

This snapshot in time shows Millennial wealth ahead of Generation X and the Baby 

Boomers at the same ages. How Millennials fare as they age will be examined in future 

research.
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