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2025 MDRT U.S. Survey Results XXX

Ongoing inflation and slowing gross domestic product growth has
added to consumer anxiety about the potential for a recession.

To gauge how advisors can enhance clients’ sense of security, MDRT
surveyed 2,000 U.S. consumers regarding their economic and
personal thoughts around the onset of a recession.
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ECONOMIC IMPACT CONCERNS

Most consumers expressed concern about the onset of a
recession and the impacts on the economy.
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PERSONAL FINANCE CONCERNS

Consumers are overwhelmingly concerned about how a recession

may impact their personal finances.
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FACING THE FACTS: COST CUTTING \\

Many Americans will cut back on several nonessential costs. Below are the N
top five expenses consumers would eliminate.
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Methodology: This survey was conducted by Opinium through a panel of individuals who

The Premier Association agreed to take part in surveys. Fieldwork was undertaken September 29-October 9, 2025,
of Financial Professionals® with a representative sample of 2,000 U.S. consumers, weighted on age, gender, region,

race, ethnicity and education according to the 2020 U.S. Census.




