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Managing Expectations



Managing Expectations
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Partner Resources – Q & A
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What Our Clients Have 
to Say

Year after year, OneAmerica is honored 

with our industry’s top awards.

Most Best In Class awards among all providers 2001-2021 PLANSPONSOR ANNUAL DC SURVEY

Since 2007

Most

‘Best in Class’

Awards
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Convergence of 
Retirement & Wealth

Working with your service model – not against it

OneAmerica®

Customer

Concierge 

Services Power of choice

The advisor is in control

For participants needing 

guidance

• Advisor wants them all

• Advisor wants them over 

a certain dollar level

• Advisor prefers full 

support by OneAmerica

✓ Lead Generation

✓ 7,000 leads referred

✓ $88K average referral
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• Innovative, personalized retirement 

withdrawal strategy

• Quickly and simply run income 

projections using participant 

preferences

• Learn impact of decisions like 

whether to delay Social Security for 

higher benefits

• Uses behavioral insights and digital 

nudges not considered by 

traditional tools

Disclaimer: PensionPlus is not an affiliate of the companies 

of OneAmerica

PensionPlusTM



Disclosures

Products issued and underwritten by American United Life Insurance Company® (AUL), a OneAmerica company. 

Administrative and recordkeeping services provided by AUL or OneAmerica Retirement Services LLC, companies of 

OneAmerica which are not broker/dealers or investment advisors.

CEFEX®, Centre for Fiduciary Excellence, a division of Broadridge Fi360 Solutions, is an Independent global assessment 

and certification organization. CEFEX works closely with industry experts to provide comprehensive assessment 

programs to improve the fiduciary practices of investment stewards, advisors, record keepers, administrators and 

managers. The CEFEX Mark signifies that an organization’s established practices have been independently

verified and are worthy of trust and confidence. CEFEX and Broadridge are not affiliates of AUL or OneAmerica 

Retirement Services LLC and are not OneAmerica companies. 

Provided content is for overview and informational purposes only and is not intended and should not be relied upon as 

individualized tax, legal, fiduciary, or investment advice.



Question 1:

How do you measure client satisfaction?



The Standard won 17 Best In Class awards and 2 
service commendations for:

Full survey results available at:

https://www.plansponsor.com/research/2022-best-class-dc-providers

2022 PLANSPONSOR DC Plan Survey

BEST IN CLASS AWARDS FOR RECORDKEEPING SERVICES 

WERE EARNED IN THESE MARKET CATEGORIES:

<$5MM

$5MM – $25MM

$25MM – $50MM

Service Commendation

Plan administration

Plan design flexibility

In-person/virtual participant support

Enrollment materials and support

Website, reporting and tools

Account/client service teams

Investment options

Fee value and transparency

Net 

Promoter 

Score

#4
<$5MM

#6
$5MM-

$25MM

Net 

Promoter 

Score

Net 

Promoter 

Score

#1
$25MM-

$50MM

https://www.plansponsor.com/research/2022-best-class-dc-providers


Advisors Value Our Offering

Top 5 Recordkeeper

in 3 markets



Question 2:

What tools do you have that 
clients seem to love the most? 



PlanNet® Website for Employers

Easy Access, Quick Answers

• View plan contacts, including your service team 

• View all plan data

• View important plan documents/notices

• Access defined reports or customize your own

• Access resources, calendars, newsletters, alerts 

and more

“PlanNet is simply the best of all the record keeper sites 

to work with for gathering critical client and participant 

analytical facts & figures.” – Steve, Plan Advisor 

23



Question 3:

Your clients are the plan sponsors, 

but you also need to keep advisors satisfied, 

what do you have/do that you think advisors 

really appreciate or maybe are underutilizing? 



• White Label Material for Your Practice

• Reach out to your wholesalers for the full library!

• Multi-media Financial Wellness Program Creator Tools for Advisor Use

• Continuing Education Content (AIF, CPFA, CFP)

• Prospecting Tools and Support

• State-specific resources provided to you by The Standard

• Explanation of the state-mandated programs

• One pager comparison between different provisions of retirement plan options compared to 
state program

• Editable for your practice and contact information

Resources for Advisors

Company Confidential
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