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Our Mission
The mission of the association is to 
facilitate the financial security of its 
members, associates, and their families 
through provision of a full range of 
highly competitive financial products 
and services; in so doing, USAA 
seeks to be the provider of choice 
for the military community. 

Our Core Values
Service     Loyalty     Honesty     Integrity

Passionate
Member 

Advocacy

Financial
Strength 

& Wisdom

Shared
Military 
Values

Our Brand Pillars

GOING ABOVE
Our Brand Promise

FOR THOSE WHO HAVE GONE BEYOND

Who We Are

As of Oct. 2014
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Agenda

Financial Readiness education

USAA Member Financial Readiness overview

Consistently integrating advice

Financial Readiness capabilities ecosystem

Measuring progress

Financial Readiness program best practices
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Education alone does not work

Financial Readiness education

Motivation &                         
Caring

 ID persuasive moments, trigger action
 Show impact & options
 Incentives

Ability, Knowledge & 
Commitment

 Edu-tainment
 Make it easy
 Social Connectedness

Engage, Build & 
Maintain

 Show impact & options
 Keep priorities top of mind
 Nurture

Eager to learn
Hopeful

Determined
Hopeful

Engaged 
Unconcerned 

Apathetic

Likelihood to Engage
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 USAA member landscape: 

 34% of members are living paycheck to paycheck*

 Only 25% of members are financially secure+

 #1 goal to pay down debt*

 25% not saving for retirement*

 How members interact with USAA:

 4.4M members have completed a financial plan^

 42% re-engage with their plan^

 307K have acquired their Financial Readiness Score 
(FRS) ^

USAA Member Financial Readiness Overview

* Hageman, Ronda (September 2014) USAA Report: Deeper 
Dive into members living paycheck to paycheck
+ Hall, Ellen (January 2014) USAA Report: Spend Borrow 
Save – Taxonomy of Denial.
^FASG Data & Analytics (January 2016)
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 USAA Core Advice: 

 Spend less than you earn

 Protect your life, loved ones and 
possessions

 Save enough for emergencies

 Save now for retirement

 Have a will and other legal documents

 Have a plan, review it annually and 
update with major events. 

Consistently integrating advice
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Taking members through the planning journey

Financial Readiness capabilities ecosystem
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Complexity & Personalization

Priorities
• Micro advice:

 Daily spending
 What’s left 
 Bill reminders
 Gamification
 Social 

Connectedness
 Education

Start a Goal
• FRS assessment & 

Actions Plan
• Commit to a goal

 Budget
 Savings
 Debt mgmt
 Life Needs

• Impact illustration

Comprehensive 
Financial 
Planning

Nurturing & 
Deepening 
• Take action
• Progress 

towards goal
• Accountability 

reminders

Advice Points of View  Digital Platform  Education Content  Personal Financial Management
Financial Planning  Financial Advisors  Education Content

Ecosystem of USAA and 3rd Party Service Providers
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 Capability Utilization

 Education

 Planning tools

 Taking action

 Engagement

 Systematic savings and debt management

 Progress towards goals

 Financial Readiness Score

Measuring Financial Readiness improvement

Measuring Progress
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 Education alone won’t work

 Meet members where they are

 Digital is accelerating the speed of change 

 Inspire shared commitment

 Living Advice

 Engagement and nurturing

 Sustaining good habits

Financial Readiness program best practices
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Investments/Insurance: Not FDIC Insured • Not Bank Issued, Guaranteed or Underwritten • May Lose Value

This material is for informational purposes and is not investment advice, an indicator of future performance, a solicitation, an offer to buy or sell, or a 
recommendation for any specific product. A Financial Readiness Score should not be used as the primary basis for making investment or financial 
decisions. A Financial Readiness Score provides a basic assessment that is based on information and assumptions provided by you regarding your 
goals, expectations and financial situation, but it does not guarantee financial success or replace more detailed financial planning. The calculations do 
not infer that USAA assumes any fiduciary duties. Consider your own financial circumstances and goals carefully before investing or purchasing 
financial products. Before making any decision, consult your own tax, financial or legal advisors regarding your situation. Information provided by you 
in connection with the Financial Readiness Score tool is voluntary, will not be considered in connection with a request or application for credit or 
insurance products/services, and may be used by USAA for marketing and other business purposes as set forth in the USAA Privacy Promise. 
USAA or its affiliates do not provide tax advice. Taxpayers should seek advice based upon their own particular circumstances from an independent tax 
advisor. 
USAA means United Services Automobile Association and its insurance, banking, investment and other companies. Banks Member FDIC. Investments 
provided by USAA Investment Management Company and USAA Financial Advisors Inc., both registered broker dealers.
Financial planning services and financial advice provided by USAA Financial Planning Services Insurance Agency, Inc. (known as USAA Financial 
Insurance Agency in California, License # 0E36312), a registered investment adviser and insurance agency and its wholly owned subsidiary, USAA 
Financial Advisors, Inc., a registered broker dealer.
Investments provided by USAA Investment Management Company and USAA Financial Advisors Inc., both registered broker dealers, and affiliates. 
No Department of Defense or government agency endorsement.  Securities offered are not being offered or provided by the broker or dealer on behalf 
of the Federal Government, and its offer is neither sanctioned, recommended, nor encouraged by the Federal Government.

Disclosures
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