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“There’s a group that do need a retirement 
coach and you’d be able to tell by their actions. 
Sadly, there’s a group who would benefit but 
don’t know it or won’t admit it – they probably 
feel they’re bigger than the situation and won’t 
ask for it. They will tend to close in on them-
selves,” he says.

Through recognising the benefits of retire-
ment coaching, financial advisers could make a 
tangible difference not only to their clients’ lives 
but also to their own business. 

Adding a retirement coach to your value 
proposition makes for a much more holistic of-
fering, ensuring greater outcomes for clients.

“An adviser should think of a retirement 
coach in the same way they think of an estate 
planner, tax specialist or lawyer to whom they 
would refer a client,” Glass explains.

“There are those clients who present with 
what I call the ‘stuck syndrome’, meaning 
they’re not quite sure what they want to do with 
their lives. They become emotional when the 
conversations moves from money to lifestyle 
and that’s the ideal client for coaching.”

At the end of the day, the financial adviser 
and the retirement coach share the same desired 
outcome for clients, it’s just the journey that’s a 
little different.

“I want them to feel that meaning and that 
purpose, that they now have something to look 
forward to and retirement is a productive time 
in their life; a wonderful opportunity, full of lib-
eration, to do all the things that they’ve always 
wanted to,” Glass says. fs

White sand, a hammock and a good book. 
This is just one of many stereotypical 

images conjured when one thinks about retire-
ment. Sounds like a dream and, in many ways, 
it is.

Today, the concept of retirement means 
something very different and it’s not always en-
tirely positive.

The word ‘retirement’ now has several nega-
tive connotations attached, with people often 
associating it with no longer being of use to the 
world, their families or themselves.

While much of what a financial adviser does 
is prepare clients for retirement, they remain 
predominantly focused on the fiscal health of 
clients’ later years; ensuring they have the finan-
cial resources to achieve their goals.

But what are those goals, and how have they 
been determined? Sometimes the goalposts 
shift, particularly when one retires and that re-
tirement isn’t what they imagined it would be.

Enter the retirement coach.
Former investment banker and 64 PLUS di-

rector Jon Glass says retirement is all about cre-
ating new meaning and lasting self-worth.

As a retirement coach, Glass works with 
clients over the course of six sessions, uncov-
ering their background and underlying moti-
vations with a focus on what they miss most 
about working. 

This is because so many will still define them-
selves by their occupation, even well into retirement.

Where once they may have rejoiced under a 
glorious title of one kind or another and now they 
are forced to contend with ‘retired person’ being 
the best possible title for them, Glass explains.

It’s all about finding your ‘ikigai’; a Japanese 
concept meaning “a reason for being”.

“What you miss about working is really an in-
troduction to the central point which is what is 
their meaning or purpose in retirement?” he says.

“It’s a question you don’t ask yourself when 
you’re working because you know why you’re 
there. In retirement, you have the choice as to 
why you get out of bed in the morning.”

Glass often observes in clients a type of deficit 
whereby their working life was largely responsi-
ble for the opportunities that led to satisfaction 
and recognition.

“When you’re retired, it’s important to un-
derstand where that recognition might come 
from, and to not be craving it because there’s no 
pay rises or bonuses,” Glass explains. 

“So much in coaching is helping the client 
understand what they will miss and how to 
replace it. At a basic level, a financial adviser 
helps someone replace the salary they had in 
their working life with a sustainable cash flow 
in retirement.”

Again, retirement coaching is very different 
to financial advice.

Characterising advice very broadly as telling 
a client what is best for them, Glass says coach-
ing is much more about extracting from an indi-
vidual the best solution for them - which is likely 
already deep inside them and just requires some 
coaxing.

“It therefore has a low level of advice. There 
can be a little bit of mentoring involved, but be-
yond that it’s important for coaches to restrain 
the advice monster inside,” he explains.

Financial advisers still have a role to play 
however, in identifying those who could benefit 
from retirement coaching.

To make it easier, Glass divides retirees into 
three distinct groups; those who don’t need 
coaching, those who do and those who do but 
would never seek it.

Those who wouldn’t benefit are those indi-
viduals who have waited enthusiastically for re-
tirement or are happy and content being retired, 
Glass explains.

Coaching to contentment  
With millions of baby boomers moving into retirement, how can you ensure 
you’re giving your clients the best possible quality of life?

Watch the video  
on www.fsitv.com

The quote

An adviser should think 
of a retirement coach in 
the same way they think 
of an estate planner, tax 
specialist or lawyer.
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Help your clients really retire. 
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