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SHOULD A FIREFIGHTER
ALSO HAVE TO FIGHT
FOR HIS RETIREMENT?
Recent years have thrown so much into question. Like whether those
who protect us, teach us and care for us can look forward to a secure
financial future.
At BlackRock, we’re working with some of the world’s largest pension
funds, 401(k) plans and financial advisors to make sure that millions
of investors can have the retirement they deserve.
No matter how the financial landscape shifts, we will help provide an
answer to the one question on everyone’s mind:

“So what do I do with my money?”®
The answer not only impacts what you do today, but what you will be
able to do tomorrow. That’s why BlackRock is working to ensure that
if you’ve spent your life working and saving—or even fighting fires—you
can spend your retirement doing just the opposite.

IT’S ALL ABOUT
EXPERTISE.
*
$480 BILLION
WORTH OF
EXPERTISE.
When it comes to selecting a money manager, it’s important to work
with an investment management leader. That’s where The Principal*comes
in. With 135 years of experience and more than $480 billion in
assets under management, we service a wide range of clients. In fact,
our long-term disciplined approach has helped us become the 29th largest
money manager in the U.S** Which is why we’re in a position to earn
your confidence and give you the edge you need, too.
To learn more about our investment management expertise, visit principal.com/leader

Call 1-855-BLK-8880 for more information. © 2014 BlackRock, Inc. All rights reserved.
BLACKROCK, SO WHAT DO I DO WITH MY MONEY, and INVESTING FOR A NEW WORLD, are
registered trademarks of BlackRock, Inc. or its subsidiaries in the United States and
elsewhere. All other trademarks are those of their respective owners.
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*As of 12/31/13 assets under management, $483.2 billion.**Principal Global Investors is the 29th largest U.S. money manager out of 300 managers profiled.
Managers ranked by total assets under management as of Dec. 31, 2012. “II 300 America’s Top 300 Money Managers,” Institutional Investor, July 2013.
©2014 Principal Financial Services, Inc. Insurance issued by Principal National Life Insurance Co. (except in NY) and Principal Life Insurance Co. Securities
offered through Princor Financial Services Corp. 800-247-1737, Member SIPC. Principal Funds, Inc. is distributed by Principal Funds Distributor, Inc.
Institutional Asset Management provided by Principal Global Investors. Principal National, Principal Life, Princor,® Principal Funds Distributor, Principal Global
Investors and Principal Financial Services are members of the Principal Financial Group,® Des Moines, IA 50392. t13040204qu
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Products and financial services provided
by the companies of OneAmerica®

Experience a New
Retirement Readiness Movement
Work with an organization that takes
an active interest in helping employees
prepare for their financial journey. We
provide robust tools and resources to
make the job of helping your clients get
their employees in the plan easier.

Consistent education and intuitive tools keep
participants informed about where they stand
along the way. Our newest initiative uses
Peter Dunn’s, a.k.a. Pete the Planner’s, Mock
Retirement® program to teach participants how
to practice living on their retirement income.
Get to know us at OneAmerica.com/
Financial-Professionals

Note: The companies of OneAmerica ® offer 401(k), 403(b), 457, Defined Benefit & ESOP. Peter Dunn, also known as Pete the Planner,
is not an affiliate of American United Life Insurance Company ® (AUL), McCready and Keene (MCAK) or OneAmerica Securities and
is not a OneAmerica company. The companies of OneAmerica ® include: American United Life Insurance Company ® (AUL), The State
Life Insurance Company, OneAmerica Securities, Inc., McCready and Keene, Inc. and Pioneer Mutual Life Insurance Company (PML).
PML is a stock subsidiary of American United Mutual Insurance Holding Company. This information is provided for overview or general
educational purposes only. This is not to be considered, or intended to be legal or tax advice. Changes in the tax law may affect the
information provided. Investors should consult with their legal or tax advisors for personalized assistance, including any specific state
law requirements.
© 2014 OneAmerica Financial Partners, Inc. All rights reserved.
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LETTER FROM THE EDITOR

Inspiration in the Raw
It was about 8 p.m. and I had just arrived home from another late night at the office. I sat
on the couch and thought about all the events of the past few weeks: the more than 100
phone calls with RPAG members; changing broker dealers and repapering 600 corporate
clients in just a few days; the thousands of tasks needed to get flexPATH up and running;
all our new technology initiatives; dozens of conversations with RPAG team members
about the upcoming conference and various other projects; battling with competitors; and
not to mention the upcoming wedding for my eldest son.
I walked outside, post sunset, to a dimly

I thought about how proud I was of our

As we approached the 10th anniversary

lit

by

more than 75 team members, and how

celebration of the founding of RPAG, I

Melaleuca trees. Exhausted, I sat in one

much their own focus, leadership, and

realized that there is a deeper meaning to

of the teak lounge chairs that surround the

passion for excellence INSPIRED me. And

“victorious” that Vince Lombardi refers to

fireplace when it hit me. Déjà vu. Not the

I thought about one of my favorite quotes,

in his quote. I was part of a team that had

events, or the location, but the feeling and

from Vince Lombardi:

DNA and life of its own. A culture where

backyard

fireplace

surrounded

state of mind.

A man’s finest hour, the greatest

excellence begets more excellence and
a collaborative environment where we all

It was the same feeling that I had when I

fulfillment of all that he holds

started RPAG’s sister company, 401(k)

dear, is that moment when he has

Advisors, almost 15 years ago. Every

worked his heart out in a good

business

cause and lies exhausted on the

All of that can be summed up in one word:

field of battle - victorious.

INSPIRATION.

goes

through

periods

that

demand uber levels of focus, teamwork
and peak performance. We were once
again in one of those periods. I had
cancelled two vacations in the past month
and was working very long hours, yet I felt
more energized, more INSPIRED, more
invigorated and had greater clarity of
purpose and razor sharp focus than at any

|

IMPACT

|

and as an organization.

Although by typical economic, financial and

I thought about my conversations with

market share metrics we had indeed been

over 100 RPAG members over the past

“victorious”, there was something deeper

few weeks, and it became crystal clear

happening, something more profoundly

that the vast majority of advisors that have

impactful and meaningful for our own team

graciously chosen RPAG as their retirement

members, and for RPAG members as well.

practice management platform, have a

point since our company’s inception.
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make each other better both individually
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similar cultural DNA for their businesses and
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for their lives. I realized that we are drawn

They are humble. And they make me a

together for a greater purpose, INSPIRED

better person every single day.

by each other and driven to INSPIRE more
than 28,000 retirement plan sponsors to
reach their highest potential.
Everything else is white noise.

I am INSPIRED to be here with
you for RPAG’s 10th Anniversary

I am INSPIRED by my work
Every single day is an opportunity to

Thank you for being here. Thank you for

sponsors, and participants. There is so

INSPIRING me.

much MORE to do, and so much MORE

white board in my home office, and wrote

that we can do together. I am inspired to be

the following:

in the trenches with people that I respect,

people in my life
The list of people is too long, and the

Conference.

enhance the lives of advisors, plan

I stood up from my fireplace, walked to the

I am INSPIRED by the amazing

And lastly,

value and enjoy being around.

I only have one more question:
What is it that INSPIRES you?

I am INSPIRED to make a positive
difference in the lives of others

reasons innumerable, however, they share

I believe that the power of connection

Vince Giovinazzo

some basic traits. They are trustworthy

and building trust, loyalty and meaningful

Chief Inspiration Officer

and loyal, especially when no one is

friendships creates more of the same. The

Retirement Plan Advisory Group

looking. They often give without expecting

more I give, the more I get back. It never ends.

anything in return. They are forthright and
sometimes even brutally honest.
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C O N F E R E N C E I N F O R M AT I O N

Conference Agenda
SUNDAY, SEPTEMBER 7
10:00 a.m. – 5:00 p.m.

Conference Check-In

5:00 p.m. – 5:40 p.m.

What Inspires You?
Keynote Address

5:40 p.m. – 6:00 p.m.

Ten years of Impact Through Innovation
A 10th anniversary retrospective on the RPAG platform

6:00 p.m. – 6:30 p.m.

The Next Evolution in Target Date Funds
A look inside flexPATH Strategies

6:30 p.m. – 9:00 p.m.

Networking Reception & Sunset Dinner

MONDAY, SEPTEMBER 8
6:30 a.m. – 7:30 a.m.

Quick-Start Breakfast

7:30 a.m. – 8:05 a.m.

Navigating the New World of Plan Design
Implementing PLANavigator into your practice

8:05 a.m. – 8:35 a.m.

Panel of Plan Sponsors – Small Plans

8:35 a.m. – 8:45 a.m.

The Power of Connectivity
Plan Assets Link (PAL)

8:45 a.m. – 9:15 a.m.

Break

9:15 a.m. – 9:45 a.m.

Panel of Plan Sponsors – Large Plans

9:45 a.m. – 10:15 a.m.

Engaging with RPAG’s Investment Due Diligence
Differentiate yourself using RPAG’s Scorecard System

10:15 a.m. – 11:05 a.m.

Creating a Superior Participant Experience
Panel Discussion

11:05 a.m. – 11:35 a.m.

What is Most Concerning to Plan Sponsors?
Panel Discussion

11:35 a.m. – 12:30 p.m.

Lunch

12:30 p.m. – 1:00 p.m.

Who Wants to be a Millionaire: ERISA Edition
Understanding the evolving regulatory landscape

1:00 p.m. – 1:20 p.m.

The Fundamentals of Growing Your Practice
Solutions to grow your business

1:20 p.m. – 2:00 p.m.

Plan Design Redefined
Panel Discussion

2:00 p.m. – 2:30 p.m.

Building a Better Tomorrow: Insights into the Retirement Landscape
Panel Discussion

3:00 p.m. – 5:00 p.m.

Refreshments & Ice Cream with Sponsors

6:00 p.m. – 10:00 p.m.

Networking Reception & Sunset Dinner

TUESDAY, SEPTEMBER 9
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7:00 a.m. – 10:00 a.m.

Breakfast

8:30 a.m. – 12:00 p.m.

PMP Workshop (Optional)

9:00 a.m. – 12:00 p.m.

Non-Qualified Plan Workshop (Optional)
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C O N F E R E N C E I N F O R M AT I O N

Session Details
What inspires you?

The Power of Connectivity

Keynote Address

Plan Asset Link (PAL)

The Fundamentals of Growing
Your Practice

Vince Giovinazzo, Founder & CEO

Matthew Giovinazzo, Strategic Partner

Solutions to grow your business

Ten Years of Impact Through
Innovation
A 10 anniversary retrospective on
th

the RPAG platform
Nick Della Vedova, President

The Next Evolution in Target
Date Funds
A look inside flexPATH Strategies
Jeffery Elvander, CFA, Chief Investment
Officer

Emcee:
Darryl Marks, Vice President,
New Business Development

Navigating the New World of
Plan Design
Implementing PLANavigator into
your practice
Kellen Foley, Institutional Relationship
Manager

Panel of Plan Sponsors –
Small Plans
Moderator:
Veronica Lee, Senior Vice President,
Client Services
Panelists:
Jon Klassen, SVP, General Counsel,
BioMed Realty Trust, Inc.
Tiffany Stith, Vice President, Human
Resources, Lawry’s Restaurants, Inc.
Craig Spraker, Partner, CFO,
White Nelson Diehl Evans LLP

Jesse Taylor, Manager of Communications

Liaison

Panel of Plan Sponsors –
Large Plans

Plan Design Redefined
Panel Discussion

Moderator:
Joel Shapiro, J.D., LL.M., Senior Vice
President, ERISA Compliance
Panelists:
Carol Brummer, EVP Human Resources,

Building a Better Tomorrow:
Insights into the Retirement
Landscape
Panel Discussion

Move, Inc.
Paula Brock, Chief Financial Officer,

Closing Thoughts

Zoological Society of San Diego

Ten years of building successful

Kristi Parnell, VP Human Resources,

retirement outcomes

Waxie Sanitary Supply

Vince Giovinazzo, Founder & CEO

Engaging with RPAG’s Investment
Due Diligence

Nick Della Vedova, President

Differentiate yourself using RPAG’s
Scorecard System
Daniel Mullarkey, Director of Investment
Research
Kyle Olson, Investment Analyst

Creating a Superior Participant
Experience
Panel Discussion

What is Most Concerning to Plan
Sponsors?
Panel Discussion

Who Wants to be a Millionaire:
ERISA Edition
Understanding the evolving regulatory
landscape
Joel Shapiro, J.D., LL.M., Senior Vice
President, ERISA Compliance
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C O N F E R E N C E I N F O R M AT I O N

Conference Sponsors

Diamond

Gold

Allianz
American Funds
Blackrock
Fidelity
Goldman Sachs
John Hancock
Mass Mutual
NY Life
OneAmerica
Principal
Securian
Transamerica Retirement
Wilmington Trust

ADP
American Beacon
American Trust
AMG Funds
BMO Global Asset Management
BNY Mellon
Calamos
Calvert
Deutsche Asset & Wealth
Management
Diamond Hill
Eagle
Emerald Advisers
Fidelity Investments
Franklin Templeton
Great West
Guardian
Hartford Funds
Invesco
IVY Funds Distributor, Inc
Janus

Platinum
American Century
JP Morgan
TIAA-Cref
Wells Fargo

Manning & Napier
MetLife
MFS
Nationwide
Natixis
Neuberger Berman
Nuveen
Oppenheimer
PIMCO
Pioneer
Prudential
Ridgeworth
RS Funds
Russell
Stadion
T. Rowe Price
Thornburg
Vanguard
Voya
Wisdom Tree

Silver
Alger
Ascensus
Artisan Funds
Aspire
Becker Capital
Columbia
Daily Access
DFA
F Squared Investments
Federated
Horizon Investments
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Lazard Asset Management
Lincoln National
Madison Investment Advisors
Mutual of Omaha
Newport Group
Pacific Life
Payden & Rygel
Putnam
The Standard
Victory
Wasatch Advisors
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We believe
a stronger future begins
with a thoughtful partner.
At J.P. Morgan Asset Management, we put our
best thinking from across our organization to work to
strengthen the ability of advisors, plan sponsors and
individuals to meet today’s retirement challenges.
Our experience, resources, tools and insights make
us well equipped to impact retirement outcomes.

To start building a stronger retirement
future, please contact your J.P. Morgan
representative or call 1-877-576-4632.

jpmorgan.com/retirement
Opinions and statements of financial market trends that are based on current market conditions constitute our judgment and are subject to change without notice.
The views and strategies described may not be suitable for all investors.
IRS Circular 230 Disclosure: JPMorgan Chase & Co. and its affiliates do not provide tax advice. Accordingly, any discussion of U.S. tax matters contained herein (including any attachments) is not intended or
written to be used, and cannot be used, in connection with the promotion, marketing or recommendation by anyone unaffiliated with JPMorgan Chase & Co. of any of the matters addressed herein or for the
purpose of avoiding U.S. tax-related penalties.
J.P. Morgan Asset Management is the marketing name for the asset management businesses of JPMorgan Chase & Co. and its affiliates worldwide. JPMorgan Distribution Services, Inc., member FINRA/SIPC.
© 2014 JPMorgan Chase & Co. All rights reserved.
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YOU’VE GOT A LOT ON YOUR SHOULDERS.

HERE

WE CAN HELP CARRY THE WEIGHT.
FOR ALL THINGS RETIREMENT.
THE JANUS RETIREMENT TEAM CAN PROVIDE STRATEGIES AND RESOURCES TO BUILD AND SUPPORT YOUR RETIREMENT PRACTICE FOR YEARS TO COME.
From innovative investment strategies to industry-recognized thought leadership resources and practice management components,
Janus offers retirement solutions to meet your and your clients’ retirement needs.
Please consider the charges, risks, expenses and investment objectives carefully before investing. For a prospectus or, if available, a summary prospectus containing
this and other information, please call Janus at 877.33JANUS (52687) or download the file from janus.com/info. Read it carefully before you invest or send money.
Janus Distributors LLC
C-0114-55243 01-30-15

166-41-27247 01-14

A new kind of company.
With a strong, clear commitment to helping
you grow your retirement plan business.
Experience Voya FinancialTM
866-481-3653, option 4
Voya.com

3032070.C.R © 2014 Voya Services Company. All rights reserved. CN0602-18518-0716
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Inspired by ING
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AmericanCentury.com/Choice • 800 345 6488

“To” vs. “Through”

Flatter Matters

Smoother Ride

We found that a steady glide path
post-retirement may be better at
reducing the likelihood of a retiree
running out of money too soon.

The bigger the difference between
the glide path’s beginning and ending
equity allocations, the more investors
may be impacted by market volatility.

Our focus on limiting volatile return
streams may encourage participants
to stay the course throughout a
variety of market environments.

A One Choice Portfolio’s target date is the approximate year when investors plan to retire or start withdrawing their money.
The principal value of the investment is not guaranteed at any time, including at the target date.
Each target-date portfolio seeks the highest total return consistent with its asset mix. Over time, the asset mix and weightings are
adjusted to be more conservative. In general, as the target year approaches, the portfolio’s allocation becomes more conservative
by decreasing the allocation to stocks and increasing the allocation to bonds and money market instruments.

You should consider the fund’s investment objectives, risks, charges and expenses carefully before you invest.
The fund’s prospectus or summary prospectus, which can be obtained by visiting americancentury.com, contains this
and other information about the fund, and should be read carefully before investing.
American Century Investment Services Inc., Distributor. ©2014 American Century Proprietary Holdings, Inc. All rights reserved. CO-ADV-82768
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10 Years Later:
A Scorecard
Retrospective
I channeled Steve Jobs. It was the year Apple
launched its iTunes music store. That week,
iTunes would sell 1 million songs. That same
year, Apple would sell over 1 million iPods.
Steve Jobs emerged as a genius.
The year was 2003. I was preparing
investment due diligence reports
that totaled over 100 pages per
recordkeeper. After preparing these
exhaustive investment due diligence
reports, I assumed they would lead to
clear decisions regarding the analyzed
investment strategies. They didn’t.
Instead, these large reports increasingly
made the investment decision making
a random process. Sometimes trendy
statistics were used. Other times a certain
chart was preferred. Rarely was the
same time period selected. Many times,
the statistic or time period chosen was
dependent on the story the consultant
was trying to tell. Over time I noticed that
the consultants favored certain charts
and graphs, meaning there could be a
different conclusion depending who you
talked to, even with the same data set!
Clients also had their favorite statistics,
favoring mostly the peer group ranking
charts.
I began to question the validity of this
random process years earlier during
my time on the investment management

12
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side of the business. The fact that the
process was random made it difficult to
know whether a client would choose our
investment strategy or not. Nothing was
ever clear cut, not even the starting point.
It seemed like it was a case by case, or
rather, consultant by consultant basis.
When it was time for a client’s investment
decision, anything went. And the chaos
escalated when the client would throw
in its two cents, very few of them being
investment experts. Needless to say, this
was an extremely frustrating process
we endured every time one of our
investment strategies was considered for
a new mandate or for removal after being
placed on watchlist.
The Employee Retirement Income
Security Act of 1974 (ERISA) had been
in existence for retirement plans for
some time. It made clear that there
existed a standard of care for retirement
plan fiduciaries, which at least gave
these fiduciaries some guidance, which
was the perplexing part of it. I couldn’t
understand why there were so many
inconsistencies amongst even this

Retirement Plan Advisory Group

group! Not only was this random process
commonplace, but seemingly quite
acceptable. Wasn’t consistency integral
to the standard of care?
ERISA’s Standard of Care definition
made clear that fiduciaries would be
held to a very high standard. This is what
we were accustomed to as institutional
money managers. Few aspects, if any,
of the investment process were random.
It was frustrating then, that retirement
plan fiduciaries were not only random,
but reckless with their investment due
diligence approach. This certainly
couldn’t have been the intent of ERISA’s
Standard of Care. It turns out, it wasn’t.
Over this entire time, ERISA had been
evolving.
While the evolution came slowly, it
did eventually come to fruition. I am
specifically referring to ERISA’s “Prudent
Man Rule.” This rule mandates advisors
to make investment decisions in the
same manner required of a “prudent
person.” A “prudent person,” however
did not necessarily connote one skilled in
investments. It was no coincidence

F E AT U R E A R T I C L E

Written By: Jeffery Elvander, CFA, CIO,
Retirement Plan Advisory Group

then that over time, this rule exceedingly
evolved into the “Prudent Expert Rule.” This
clearly indicated that investment decisions
should be made by prudent investment
experts, not just prudent people. Like
investment managers, who had well defined
standards and criteria for managing money,
retirement plan fiduciaries required similar
elevated standards with their process. At
the same time procedural prudence became
just as important as adhering to well defined
investment standards and criteria. A new
“gold standard” for retirement plan fiduciaries
emerged. Expectations for a “prudent expert”
were being set and clarified.
The new standard only caused more
frustration as retirement plan fiduciaries still
seemingly failed to grasp its meaning. My
frustration only increased when I moved
from the ranks of investment management
to investment consultant. But now I had
the opportunity to change what seemed
so backwards in the consulting industry. I
surmised there to be an alternative to the
production of 100 page reports. I knew that
the randomness they brought would likely
not meet the standards of ERISA. I now
had a chance to set things straight. As Bob
Dylan so famously quoted years ago, “the
times, they are a changing.”
Much like investment managers, the better
way to conduct investment due diligence
was to organize it around a process. This
was no different than how I managed
money for my prior firm’s comprehensive
asset allocation product or how I calculated
stock weightings for its analyst portfolio. To
do this, there needed to be an evaluation
system comprised of relevant criteria. This
would set the process and allow fiduciaries
to follow some procedural prudence. It
would incorporate the same institutional
criteria that investment managers utilized,
not the simple peer group rankings relied
upon in the retail environment. With such a
process, it would remove the randomness
from consultant to consultant. Most
importantly, it would lay the groundwork for
the establishment of a formal process.

Mid-2003 is when I set out to formulate and
organize a better process. It was shortly
thereafter the Scorecard System™ was
created. The Scorecard™ was designed
to incorporate the essential ingredients in
identifying manager skill. It would be more
forward looking than backward looking. It
set a process. But process itself is not the
end all and be all for fiduciaries. Garbage
in is garbage out. Such a system, much like
those used on the investment management
side, must not only be “back-tested” before
inception, but consistently evaluated while
in use. This is our own internal benchmark
to gauge whether it is adding value. This
is what we today call our “Back-Study”,
where actual results are tested to quantify
if the Score (the quantitative investment due
diligence) is providing a meaningful result.
While the Scorecard System has many
followers, the retail-based systems from
which many are derived fail to capture the
value of the institutional metrics utilized
by the Scorecard System. One day, these
retail-based systems may realize that there
is little value in their professed “Scores”
with any willingness to undergo their own
backstudies. Only through this type of
process will they better understand that
comparing a fund to its peer group, the most
common retail “Scoring” method, lacks a
forward looking component. Peer group
analysis is not modern or post-modern
portfolio theory. Certainly there is little value
in evaluating your fund’s performance
against its neighbor if the neighborhood is
not worth the investment in the first place!
A central component of the Scorecard, and
perhaps radical at the time of its inception,
was its weighting to style related portfolio
analytics. Even today, no other evaluation
process efficiently captures Average Style
or Style Drift as does the Scorecard. These
analytics are two of the most important
components in identifying manager skill.
Absolute performance, which many
fiduciaries focus on, is not.

After ten years in institutional investment
management, a Bachelors degree in
Economics, an MBA and a CFA Charter,
the Scorecard was created because I
channeled a bit of Steve Jobs that day.
Not his genius, but his frustration. He
was frustrated with the technology of the
day, the Sony Walkman. Like Steve Jobs,
who allegedly threw his Sony Walkman
into the trash after his frustration on how
cumbersome it was, I trashed that 100page report because of how cumbersome
(and random) it was. Just as he thought
there was a better and more efficient way
to deliver music, I knew there was a better
and more efficient way to deliver investment
consulting.
My questions were simple. Why couldn’t
retirement plan fiduciaries operate in the
same manner as investment professionals?
Shouldn’t there be a similar level of
investment expertise in the process?
Fiduciaries needed it. The “Prudent Expert
Rule” demanded it. If an investment
consultant couldn’t devise it, then who
could? The answer is what we all know
today as the Scorecard System. Steve
Job’s answer to the clunky Walkman was
the iPod.
Similar to the iPod, which houses thousands
of songs in your music library today, the
Scorecard System houses thousands
of funds according to the same and
consistently applied institutionally accepted
standards of today. Cognizant of ERISA,
the Scorecard System allows fiduciaries to
follow a better and more efficient approach
to their investment decision making.
Through the backstudies we conduct, we
can also quantify to its value as a selection
tool and for ongoing monitoring.
Like Steve Jobs, I was frustrated. He was
frustrated with the Walkman. I was frustrated
with 100-page portfolio analytic reports.
But sometimes frustration leads to the
beginning of something new, revolutionary
and wonderful. Ten years of the Scorecard
System has proven just that.
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COUNT ON STABLE VALUE TO DO WHAT YOU EXPECT –
PROTECT PRINCIPAL AND GUARANTEE INTEREST.
Regardless of market conditions, stable value
products have performed as designed.
• Historically higher returns than money
market or other protected principal options.
• The safety and security of the book value
guarantee.
Visit MetLife at this event to learn more
about how we can structure a customized
stable value solution for your plan.

Metropolitan Life Insurance Company, 200 Park Avenue, NY, NY 10166.
© 2014 MetLife, Inc. L0614378910[exp1215][All States][DC]

©2013 OppenheimerFunds Distributor, Inc.

GLOBAL IS NOT A PERCENTAGE.

It’s a perspective.
Our recent study of future retirees reveals that
many investors are not taking advantage of the many
opportunities around the world today.
With 40 years of success in global investing,
we know where to look.

Scan this code
to see the full
study.

Download free
Global Tracker app:
SM

Visit
blog.oppenheimerfunds.com

Look for
OppFunds:

Foreign investments may be volatile and involve additional expenses and special risks, including currency fluctuations, foreign taxes
and political and economic uncertainties. Emerging and developing market investments may be especially volatile.
Shares of Oppenheimer funds are not deposits or obligations of any bank, are not guaranteed by any bank, are not insured by the FDIC
or any other agency, and involve investment risks, including the possible loss of the principal amount invested.

Before investing in any of the Oppenheimer funds, investors should carefully consider a fund’s investment objectives,
risks, charges and expenses. Fund prospectuses and summary prospectuses contain this and other information about
the funds, and may be obtained by visiting oppenheimerfunds.com or calling 1.800.255.2755. Read prospectuses and
summary prospectuses carefully before investing.
BM0000.155.0413.p3.indd 1
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OUR BEST ADVICE
TO EMPLOYEES?
ASK FOR ADVICE.

At TIAA-CREF, our top priority is helping employees
pursue higher income replacement rates in
retirement. We know how helpful advice can
be, whether it comes from you or from us. In
a study, 68%1 of participants we advised took
action to improve their retirement readiness.

Learn how we do it in
just 2 clicks at TIAA.org

Source: TIAA-CREF Outcomes Chart Report 2011-2012. 2 The Lipper Award is given to the group
with the lowest average decile ranking of three years’ Consistent Return for eligible funds over
the three-year period ended 11/30/12 and 11/30/13, respectively. TIAA-CREF was ranked
against 36 fund companies in 2012 and 48 fund companies in 2013 with at least five equity, five
bond, or three mixed-asset portfolios. Past performance does not guarantee future results. For
current performance and rankings, visit the Research and Performance section on tiaa-cref.org.
TIAA-CREF Individual & Institutional Services, LLC, and Teachers Personal Investors Services Inc.
C17458 ©2014 Teachers Insurance and Annuity Association of America – College Retirement
Equities Fund (TIAA-CREF), 730 Third Avenue, New York, NY, 10017.
1

BEST OVERALL LARGE FUND COMPANY 2
The Lipper Awards are based on a review
of 36 companies’ 2012 and 48 companies’
2013 risk-adjusted performance.

Consider investment objectives, risks, charges and expenses carefully
before investing. Go to tiaa-cref.org for product and fund prospectuses
that contain this and other information. Read carefully before investing.
TIAA-CREF funds are subject to market and other risk factors.

5021A0001 C17458 B2B BEST ADVICE Print 7.75x9.5_1.indd
Cyan Magenta Yellow
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FOR OVER 150 YEARS,
OUR STRENGTH HAS
HELPED PROTECT
WHAT MATTERS MOST.
Guardian remains a company where
people count, policyholders come first, and
business decisions are made with integrity.
And we’ll continue to do business as we
always have—guided by our values, no
matter how times change.

At Guardian Retirement SolutionsTM, we are
dedicated to the small and mid-sized retirement
plan marketplace.
Work with a trusted company that provides the
freedom and control to do what’s right for financial
professionals and their clients.
Contact a member of our sales team today!
•Call: 866.390-7268 (option #2)
•Email: 401ksalesdesk@glic.com
•Visit: www.401kGuardianLife.com
©2013. Disability Income Insurance underwritten and issued by Berkshire Life Insurance
Company of America, Pittsfield, MA, a wholly owned stock subsidiary of The Guardian
Life Insurance Company of America (Guardian), New York, NY. (Guardian), New York, NY.
Products not available in all states. Product provisions and features may vary from state
to state.
Investments are offered through Park Avenue Securities LLC (PAS), 7 Hanover Square,
New York, NY 10004. PAS is an indirect wholly owned subsidiary of The Guardian Life
Insurance Company of America, New York, NY.
PAS, member FINRA, SIPC.
The Guardian Choice ® group variable funding agreement and The Guardian Advantage ®
group variable annuity contract are issued by The Guardian Insurance & Annuity
Company, Inc. (GIAC), a Delaware corporation whose principal place of business is
7 Hanover Square, New York, NY 10004. GIAC is a wholly owned subsidiary of The
Guardian Life Insurance Company of America (Guardian), New York, NY. Guardian does
not issue The Guardian Choice ® and The Guardian Advantage ® and does not guarantee
the benefits they provide.

LIFE INSURANCE
INVESTMENTS

DISABILITY INCOME INSURANCE

RETIREMENT

EMPLOYEE BENEFITS

Guardian Retirement Solutions™ refers to the administrative support services, including
participant recordkeeping as well as marketing, enrollment and educational materials,
provided by GIAC in conjunction with the individual and group retirement products
issued by GIAC.

ANNUITIES

GEAR 2012-10092

I V Y FU N D S Accountability & Collaboration

Our Ideas Stand Up To
Scrutiny—Every Morning.

I V Y F U N D S .C O M
SM

FA C EB O O K .C O M / I V Y F U N D S

At Ivy Funds, each day begins with the Morning Meeting:
a roundtable where portfolio managers and analysts review
news from every corner of the global economy. A process
we started decades ago, it stresses group collaboration to create
our best thinking — and accountability for those tasked with
implementing it.
Through bull and bear markets, we’ve followed a time-tested
investment process, marked by rigorous debate, hands-on
research and a proven cross-disciplinary approach. Because we
never forget it’s our clients’ money we’re managing.

Past performance is no guarantee of future results. Investment return and principal value will fluctuate, and it is possible to lose money by investing.
Investors should consider the investment objectives, risks, charges and expenses of a fund carefully before investing. For a prospectus containing
this and other information for the Ivy Funds, call your financial advisor or visit us online at www.ivyfunds.com. Please read the prospectus or
summary prospectus carefully before investing. I V Y F U N D S D I S T R I B U T O R , I N C . 18 6 8 9 ( 01/ 14)
For Investment Professional Use Only — Not Approved For Use With Retail Investors
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Written By: Daniel J. Houston, President of Retirement, Insurance and
Financial Services at the Principal Financial Group®

Longevity Changes Everything:
The importance of championing retirement
readiness
As the last of the baby boomers turn 50 this year, we’re no longer anticipating a wave
of retirements, we’re experiencing it. But is this generation – or the next – really
prepared? Couples aged 65 have a 45 percent chance at least one will live to age 90,1 so
for the first time in history, retirement may last longer than a traditional working career.
Contributors to the new book, The Upside
of Aging, discuss the challenges and
opportunities of an aging population that’s
living longer, with a focus on making
those extra years more active and more
productive.
My chapter focuses on what it takes to
fund a retirement that could last 20, 30,
even 40 years – a key challenge and
opportunity for the retirement industry. More
than 6 in 10 pre-retiree households have
financial assets of less than $100,0002.
That said, retirement savings accounted
for 34 percent of U.S. household financial
assets as of Dec. 31, 2013, with retirement
assets reaching $23 trillion, an increase of
16 percent from year-end 2012.3 So while
we have our challenges, at the same time
we’ve made significant progress.
A plan of action
Over the next 20 years, I believe we can get
90 percent of workers on track to replace
85 percent of their pre-retirement income.
Crucial work is already underway to help
workers implement financial strategies,
and with our defined contribution retirement
system (DC), we have a proven vehicle for
workers to save:
• Nine of 10 households invested in DC
say these plans help them think about the
long term and make it easier to save for
retirement4.
• DC plans have enabled Americans to
amass $5.9 trillion in assets as of Dec.
31, 2013.5

Clearly, there are a number of important
stakeholders in driving better outcomes:
• Workers need to take more ownership
– just two percent identify saving or
planning for retirement as their most
pressing issue according to LIMRA.
• Employers must continue to redefine
plan success – from traditional yardsticks
like participation to retirement readiness
– ensuring workers can meet retirementincome goals that allow them to maintain
their pre-retirement standard of living.
• Policymakers must further enable
retirement readiness: by championing
financial literacy; by further encouraging
businesses, especially small and
medium-sized organizations, to form new
retirement plans; and by fixing Social
Security – people are relying on it for at
least a portion of their retirement income.

• More participant tools and guidance
– The demand is there according to
Deloitte6. Employers want intuitive
websites, robust tools and innovations
such as on-demand financial education
for participants.
• Account aggregation – To help
participants take action, they need tools
and resources that capture all their
retirement and investment accounts, so
planning and guidance are based on a
complete picture as opposed to a single
account.
• Better plan design – Thanks to the
Pension Protection Act’s automatic
enrollment provision, DC plans are well
positioned to get employees on track.
The key is to influence employers to use
these features in a more optimal way,
including7:

I’d contend the biggest impact, however,
will come from financial professionals and
plan providers, working together, to drive a
shift from good retirement plans to best in
class retirement programs. I see four key
elements to this collaboration:

o Higher default savings rates (just one
in nine plans uses a default rate of 6
percent or higher)

• Streamlined enrollment – Long
meetings and content heavy brochures
are out. Simple, streamlined and
understandable are in, with an emphasis
on recommended savings rates, impact
to take home pay, and use of mobile
enrollment technologies.

o Automatic escalation (adopted by just
four in 10 plans)

o Applying auto enrollment to all nonparticipants, not just new hires (only
one 1 in 12 plans does this)

Financial professionals and plan providers
should also influence employers to restructure matching contributions so workers
must save at a higher rate to receive the
full employer contribution. For example,
The Principal found workers were on track
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to achieve 30 percent higher retirement
income where the matching formula was
changed to 25 cents on the dollar on the
first 8 percent saved, from dollar for dollar
on the first 2 percent. Importantly, the
employer’s matching cost does not go up.

1 Society of Actuaries, “Key Findings and Issues: Longevity,” June,
2012.

Increasingly,
employers
are
also
recognizing that financially secure workers
are more productive. According to a survey
of retirement plan sponsors commissioned
by The Principal, the vast majority were
open to discussing plan design changes
with their financial professionals to improve
participant outcomes.

5 Investment Company Institute, March 2014 – http://www.ici.org/
research/stats/retirement/ret_13_q4

Taking a more optimistic view
Perhaps as much as anything, we need to
change some mindsets. There’s been too
much focus on what isn’t working in the
retirement system and not enough focus on
all that is.

2 LIMRA Retirement Study, “The Pre-Retiree Market: Surveying the
Landscape,” 2012. Pre-retiree defined as 55 to 70 and not retired.
3 Investment Company Institute, March 2014 – http://www.ici.org/
research/stats/retirement/ret_13_q4
4 America’s Commitment to Retirement Security, Investment Company
Institute, Feb. 2013.

6 Annual 401(k) Benchmarking Survey, Deloitte, 2012 Edition.
7 PSCA’s 55th Annual Survey of Profit Sharing and 401(k) Plans, Oct.
2012.

I’ll close with an insight from the book’s
introduction: “A massive demographic shift
is upon us and it’s changing our world. We
can accept it, embrace it, and capitalize
on it – or ignore it at our peril.” Financial
professionals who embrace this shift stand
to differentiate themselves and experience
the upside of aging in their own practices.

Daniel J. Houston is President of Retirement, Insurance and Financial
Services at the Principal Financial Group®. Houston is a noted
retirement and employee benefits expert, with more than 30 years of
experience working directly with businesses and American workers to
help them achieve financial security.
Houston is called on frequently as an expert on retirement savings
issues by the news media and Congress. Most recently Houston
authored a chapter for the book, The Upside of Aging—released in April
2014--in which he offers a plan of action to ensure that aging is a time
of fulfillment as opposed to one of financial stress. Follow him on his
blog, at http://blog.principal.com/author/danhouston/.

If you’ve changed the way
you see Retirement,
shouldn’t you do the same with

Retirement
Investing?
Today’s retirement investors face longer life spans as well as volatile,
highly correlated and low-yielding markets.
Plan sponsors have to confront these new realities by building retirement
solutions that focus on stable returns, inflation protection and income
generation over longer time horizons.
At BNY Mellon, we provide investment solutions that are designed for these
unprecedented times, with a diversification and risk management approach
that goes far beyond conventional style boxes.
To learn more about how we combine our institutional-quality strategies
into next-generation retirement solutions, download our white paper at
www.bnymellonretirement.com
BNY Mellon Investment Management is one of the world’s leading investment management organizations and one of the top U.S. wealth managers, encompassing BNY Mellon’s affiliated investment
management firms, wealth management services and global distribution companies. BNY Mellon is the corporate brand of The Bank of New York Mellon Corporation. BNY Mellon Retirement is a
dedicated team of experienced retirement professionals representing BNY Mellon Investment Management’s retirement investment solutions for the Defined Contribution and Insurance/VA businesses,
including retail mutual funds, bank-maintained collective investment funds for employee benefit plan investors, and institutional separate accounts.
BNYM0211 RPAG Imapct Mag_HalfPage 7,75"x4,525"_JUNE 2014_FAW.indd 1
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Deﬁned Contribution Investment Only
Investment strategies and valuable
insights from a retirement leader to
help build better plans and improve
retirement readiness

Stop by our table at the
RPAG National Conference or
visit advisor.ﬁdelity.com/dcio

Not FDIC Insured • May Lose Value • No Bank Guarantee
Not NCUA or NCUSIF insured. May lose value. No credit union guarantee.
For Investment Professionals and Institutional Investors.

Before investing, have your client consider the funds’ investment objectives, risks, charges, and expenses. Contact Fidelity
for a prospectus or, if available, a summary prospectus containing this information. Have your client read it carefully.
FIDELITY INVESTMENTS INSTITUTIONAL SERVICES COMPANY, INC., 500 SALEM STREET, SMITHFIELD, RI 02917

676852.2.0

madisonfunds.com

Simplified

Madison Funds® offers

investing for

investment solutions for:

you and

• capital preservation

your clients

• income generation
• global diversification
• growth for long-term

investors

Consultant and
Advisor Services
550 Science Drive
Madison, WI 53711
888.971.7135

Mutual funds are subject to investment risk. The investment return and principal
value of an investment in a mutual fund will fluctuate, and an investor’s share,
when redeemed may be worth more or less than their original cost.
Mutual funds invested in bonds are subject to certain risks including interest rate
risk, credit risk and inflation risk. As interest rates rise, the prices of bonds fall.
Long-term bonds are more exposed to interest rate risk than short-term bonds.
Investors should consider the investment objectives, risks, and charges and
expenses of the investment company carefully before investing. Call Madison
Funds at 800.877.6089 or visit madisonfunds.com for a copy of the prospectus,
which contains this and other information about the funds. Read it carefully
before investing. MFD Distributor, LLC. 06302014

We have the solutions,
relationships, and
experience to help you
grow and retain your
book of retirement
business.
Contact the Victory Investment Professionals
at 1-800-991-8191.

Victory Capital Management Inc. is a Registered Investment Advisor.
Past Performance is not a Guarantee of Future Performance.
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New York Life Retirement Plan Services

Stress matters. We’re here to help.
In our May 2014 Financial Stress Study, we
surveyed plan participants and found that ...

73%

of survey respondents

reported being

STRESSED

And of those ...

44%

have a fear of

FINANCIAL
DIFFICULTIES

Change your client conversations. Ask us how.
Stop by our booth or contact your New York Life Sales Director.

New York Life Retirement Plan Services
690 Canton Street, Westwood, MA 02090
newyorkliferetirementplans.com
New York Life Retirement Plan Services is a division of New York Life Investment Management LLC,
a subsidiary of New York Life Insurance Company, New York, New York.
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F E AT U R E A R T I C L E

Written By: New York Life Retirement Plan Services

Solutions for a
Stressed-out Nation

The different faces of stress

Financial stress is a reality faced by the American worker every day—its ripple effects
impacting individual health, productivity, and quality of life. In May, 2014 New York Life
Retirement Plan Services sponsored a research study, conducted by the respected
research firm Greenwald and Associates, in which we surveyed more than 1500
workers to uncover individual stress levels, its causes, and how to best combat it.
How stressed are we?

On organizations:

Quite simply—we are very stressed. Nearly
three-quarters of survey respondents admit
to experiencing stress in their daily lives—
and more than 25% report feeling extremely
stressed. And when asked to identify the
causes of stress, financial worries bubbled
to the top:

• The World Health Organization estimates
the cost of stress to US businesses to be
$300 billion annually.2

• 60% worry about possible financial
difficulties
• 47% are concerned with facing potentially
unaffordable medical expenses
• 46% fear possible job loss
Only half of all survey respondents
considered their financial situation to be
good.

• Productivity losses related to personal
and family health problems cost U.S.
employers $1,685 per employee per
year, or $225.8 billion annually.3
• One in four workers reports that financial
stress distracts them at work.4
The retirement industry feels the impact of
financial stress too:
• Nearly one-quarter of retirement plan
participants at New York Life5 have an
outstanding loan

The impact of stress:

• New York Life participants with loans
contribute less than those without loans

Stress is not something to be taken lightly.
It impacts the individual and their employer.

• An additional 2% of participants took a
hardship withdrawal in 2013

Individuals identifying as highly stressed
people are aware that they are not taking
action to rectify their financial situation. 58%
of highly stressed respondents admitted
showing poor effort in saving for retirement,
and half report that they fail in the basics of
budgeting.
Financial stress is not limited to low earners.
More than one quarter of respondents
earning more than $100,000 reported
feeling highly stressed.
Women feel financial stress more
acutely—34% of women responding to
the study reported experiencing extreme
stress, compared to 22% of men—and are
significantly more likely to bring that stress
with them to work.
Lower income workers—those earning less
than $50,000—are more concerned with
establishing an emergency savings than
higher paid colleagues, establishing that
safety net trumps retirement savings, dayto-day bills, and medical bill concerns.
Solving for stress
As it stands now, 70% of respondents
see their stress levels staying the same
or increasing in the next year. But can we
change that?
By and large, respondents recognize the
value of taking action, considering the

Common effects of stress1 on the individual:
... On the body

... On mood

... On behavior

Headache
Muscle tension or pain
Chest pain
Fatigue
Change in sex drive
Stomach upset
Sleep problems

Anxiety
Restlessness
Lack of motivation or focus
Irritability
Sadness or depression

Overeating or undereating
Angry outbursts
Drug or alcohol abuse
Tobacco use
Social withdrawal
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act of establishing a financial plan the
most helpful in reducing stress. A holistic
financial plan—one encompassing basic
financial skill sets like budgeting, savings,
debt management, and retirement and
investments—may
effectively
combat
financial stress.
This means financial advisors and
retirement plan providers must re-examine

the best way to engage plan participants,
and redefine the value proposition
presented to plan sponsors. Simply
focusing on retirement planning in our
participant education and engagement
strategies ignores the complexities of an
individual’s financial life—and rings hollow
and incomplete.
To successfully empower individuals to

The Benefits of Taking Action
Very helpful

Getting a financial plan

30%

Debt elimination or consolidation
tools

30%

Investment advice

24%

Meeting with a financial advisor

23%

Helpful

Not at all helpful

31%

47%

32%

43%

29%

2 Forbes, 2012
3 Center for Disease Control, October 2013
4 PwC Employee Wellness Survey, 2013
5 New York Life Retirement Plan Services’ defined contribution
platform, December 31, 2013
New York Life Retirement Plan Services is a division of New York Life
Investment Management LLC
The data in this material has been complied by New York Life Retirement
Plan Services as of 5/31/2014 and is exclusive to the experience of
clients of New York Life Retirment Plan Services. This does not take
into consideration the experiences of markets outside of New York Life
Retirement Plan Services.

43%

Relaxation techniques such as
meditation or deep breathing

19%

24%

56%

Stress management coping skills

18%

24%

57%

For additional information on this study,
and to learn how New York Life is working
to combat financial stress, please contact
your New York Life representative.
1 Mayo Clinic, July 19, 2013

39%

23%

save for retirement, it is imperative that we
utilize tools and advice to support the broad
spectrum of their financial lives. To help
our sponsors increase productivity and
lower the healthcare costs associated with
financial stress, we need to help reduce
financial stress.

This information contained herin is general in nature and is provided
soley for educational and informational purposes. New York Life does not
provide legal, accounting or tax advice. You should obtain advice specific
to your circumstances from own legal, accounting and tax advisors.

Proud sponsor of the 2014 RPAG Fall Conference!

Active Management Since 1992
Persistent Process ⦁ Consistent Results

For informa�on contact John Smith at 800 ⦁ 722 ⦁ 4123
or jsmith@teamemerald.com
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A Proud Sponsor of RPAG

Becker
CapitalManagement
Management
Becker Capital

Mutual Fund
• Separate Accounts
•

For more information about our Large Cap Value Strategy
Contact Jay Dyer - (503) 223-1720 - jdyer@beckercap.com

www.beckercap.com

IT’S NOT JUST A NEW DAY. IT’S A WHOLE NEW TOMORROW.

Every 24 hours, the world gets a chance to start anew. To plan ahead. To set goals and
work to make them come true. At Great-West FinancialSM, we believe in a future where
retirement is only the beginning. Learn more at: www.greatwest.com/launch
Great-West FinancialSM refers to products and services provided by Great-West Life & Annuity Insurance Company (“GWLA”), Corporate Headquarters:
Greenwood Village, CO; Great-West Life & Annuity Insurance Company of New York (“GWLANY”), Home Office: White Plains, NY, their subsidiaries
and affiliates. GWLA is not licensed to conduct business in New York. The trademarks, logos, service marks, and design elements used are owned by
Great-West Life & Annuity Insurance Company. © 2013 Great-West Life & Annuity Insurance Company. All rights reserved.
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Celebrating over 20 years of

RETURNING REVENUE SHARING
TO PARTICIPANTS DAILY

Securian has been crediting revenue sharing back to participant accounts on a daily basis since
1993, thereby eliminating inequity in assessing plan costs to participants.
Call the Securian sales team at 1-877-876-4015 to learn how we can help you bring industryleading fee levelization and transparency to your clients.

Securian Retirement
www.SecurianRetirementCenter.com
Securian Retirement’s qualified plan products are offered through a group variable annuity contract issued by Minnesota Life Insurance Company,
400 Robert Street North, St. Paul, MN 55101-2098
©2014 Securian Financial Group, Inc. All rights reserved.
F77261-3 6-2014 DOFU 6-2014
A03507-0614
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F E AT U R E A R T I C L E

Written By: Kent Peterson, Director of Investment Services & Senior Associate Actuary,
Securian

Achieve Fee Transparency by
Removing Two Conflicts of Interest
Volumes of information exist on 401(k) fee transparency, many along the lines of “best
practices ” and “what to consider about fee transparency.” What it seems to lack is
… well, transparency. Why? Because when there’s a conflict of interest, disclosure
becomes complicated. In fee transparency, the action taken determines the reliability
of the information that action yields. Do the right thing, and the reliability of information
grows exponentially.
Why the complication in revealing to a
client the true cost for services rendered?
Unfortunately, when the service provider
is not a fiduciary to the plan, there may be
conflicts of interest in its business process
that are difficult to identify and even more
difficult to quantify. Fiduciaries have strong
incentives to avoid conflicts of interest while
non-fiduciaries often feel free to utilize them
to their advantage. Fee transparency is
rarely achieved when conflicts of interest
are present. To achieve fee transparency,
remove the cause for lack of transparency.
1. Revenue sharing is a historic source
of retirement plan conflict of interest.
For years, sponsors did not appreciate
the existence or the amount of the
transfer payments that were made
between the investment provider and
a service provider. Ignorance is not a
defense for failure to meet one’s fiduciary
requirements under ERISA. While
understanding is growing, plan sponsors
are still grappling with the implications
of effective share class selection and
the inequitable assessment of plan
expenses to participants when revenue
sharing percentages differ across some
or all plan investment options.
2. Inclusion of proprietary investment
options of the service provider is the
other troubling source of inadequate
transparency. Lawsuits have increased
the attention to this long running
conflict of interest in the recordkeeping
business. Proprietary fund requirements
often involve target date funds that

are capturing a significant portion of
plan assets. It is no coincidence that
the largest target date fund families
are those of mutual fund companies
and insurance companies that do
retirement plan recordkeeping. Another
common proprietary fund requirement
is fixed accounts backed by the general
account of an insurance company.
When proprietary funds are required,
the plan sponsor should anticipate a
hidden benefit to the service provider. An
accurate assessment is onerous and the
plan sponsor’s ability to be confident in
the accuracy of the true cost is tenuous.
An informed and trusted advisor helps a
plan sponsor navigate the decision making
process when selecting service providers.
Visible and hidden conflicts of interest are
treacherous and run contrary to a plan
sponsor’s fiduciary duty. Conflicts of interest
must be effectively removed to mitigate
fiduciary risk and get a fair assessment of
the true costs of the services provided to the
plan. There can be little or no confidence in
an assessment until conflicts are removed.
3. How to eliminate conflict of interest
regarding revenue sharing
• Credit the revenue sharing back to the
same participant that incurs the charge.
Although rare, a daily pass-back of
revenue sharing is the most accurate
and maximizes the time value of money.
However, when offered, most providers
have to wait until the end of a month or a
quarter to apply revenue sharing credits.

• Select investments with equitable revenue
sharing across all investment options.
• Utilize additional asset charges by
investment to achieve a total asset charge
that is equal across the core investment
lineup. However, monitoring is required
to ensure that this “equalization of asset
charges” persists.
4. Entirely avoid situations when there
is a clear conflict of interest posed by
proprietary funds.
When proprietary fund requirements are in
place, one option would involve selecting a
properly vetted alternative service provider
that does not require proprietary fund
usage. Proceeding with a conflicted service
provider requires the plan sponsor to obtain
full disclosure of the conflicts of interest and
to effectively manage the situation. The mere
existence of proprietary fund requirements
or pricing based on proprietary fund
requirements implies a desire by the service
provider to achieve a benefit which would
not be available to the service provider
when non-proprietary funds are used to
the same extent. Explanations that do not
fully reflect that situation should be held as
extremely suspect.
5. Pro-rata allocation of fees is what a plan
sponsor expects when it chooses to pay for
services using an asset charge. If asset
based fees for a service are not pro-rata,
the sponsor should have prudent reason as
to why this is a reasonable allocation of fees
to plan participants.
Fee transparency is essential to a plan
sponsor’s execution of its fiduciary
responsibilities and its associated fiduciary
exposure. If it is transparent, it should not
be complicated: The service provider
selected ultimately determines whether fee
transparency is adequately achieved.
Securian Retirement
www.SecurianRetirementCenter.com
Securian Retirement’s qualified plan products are offered through a group
variable annuity contract issued by Minnesota Life Insurance Company,
a Securian Financial Group afﬁliate. • 4 00 Robert Street North, St. Paul,
MN 55101-2098
©2014 Securian Financial Group, Inc. All rights reserved.

Retirement Plan Advisory Group |

IMPACT

| 25

I M PA C T

AMG Funds

Institutional-Quality Investment Strategies
for the Defined Contribution Marketplace


Access world-class investment boutiques



Differentiate your fund menus



Utilize a wide range of asset classes

www.amgfunds.com | 800.368.4410
Past performance does not guarantee future results. Investing involves risk, including loss of principal.
AMG Funds is a subsidiary of Affiliated Managers Investment Group LLC (NYSE:AMG)
Funds are distributed by AMG Distributors, Inc., a member of FINRA

AD078-0614

All of the plans,
none of the headaches
High Value-Added Investment Strategies

Watch this ad come to life at LFG.com/LRPS
For more information, please contact your
Lincoln representative at 877-533-9710

Experienced Investors
Autonomous Investment Teams
Growth | Global Equity | Global Value | U.S. Value | Emerging Markets | Credit

For more information: Visit www.ArtisanPartners.com or call 800.468.1770

ARTISAN PARTNERS
For Institutional Investor Use Only – Not for Retail Distribution. ©2014 Artisan Partners. All rights reserved.
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Written By: OneAmerica

Insights into Participant Behavior:
How to enhance the participant experience
to improve retirement outcomes
Recently the companies of OneAmerica® fielded an online survey to gather insights
into the behaviors of plan participants. The results of the survey were broken down
into five different demographic sub-groups to analyze behaviors based on different
predominant factors such as age, gender and presence of a personal financial
professional. The survey yielded results from 7,545 participants.
The good news is that survey results showed
that most all participants, regardless of
demographic, ranked saving for retirement
as a high priority. In fact, sixty percent of
younger survey respondents say they began
contributing to their retirement between the
ages of twenty and thirty. So, why is there
a general perception that people are not
planning for retirement?
“The problem really isn’t getting people to
start participating in a plan. It’s getting people
to stick with contributions over the long-term
and properly calculate their future retirement
income needs so that they know how to save,”
says Marsha Whitehead, vice president of
marketing for retirement services. “We found
that less than half of survey respondents
have calculated their retirement income
needs. This is a real problem today and we
have to take proactive steps to help them
change that behavior.”
As a financial professional, this is where
you can step in and help. Encourage plan
sponsors to implement plan design changes
that help set participants on the right path.
We found that fifty- five percent of participants
are in favor of having an automatic annual
increase to their contributions.
“This tells us that participants are looking
to plan sponsors to take the lead in helping
them with their retirement preparations,”
says Whitehead. “There used to be this
stigma associated with plan sponsors being
in control of decisions at the participant level.
However, recent research is telling us that
participants need and want that direction.”
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Financial professionals can also encourage
plan sponsors to hold annual enrollment
meetings. It is important for financial
professionals to attend these meetings
as a knowledge resource for participants.
These meetings provide a great opportunity
to explain the importance of a personal
financial professional and to offer out of
plan financial services. Sixty-eight percent
of participants who have calculated their
retirement need have done so because
they have met with a financial professional.
This survey, along with additional research
by the companies of OneAmerica®, has
also indicated that people learn best online;
however, there are all types of learners out
there. As a financial professional, make
sure you are diligent in looking at the types
of communication and education programs
available to employees through the plan
providers you work with.
The companies of OneAmerica® have
recently revamped the entire learning
experience for participants by offering
education in a variety of formats (online tools,
articles, guides, videos and podcasts). My
OneCheck Online™ is one such example.
This intuitive educational tool provides
detailed explanations of different investing
concepts plus twenty-nine calculators to
help with budgeting and planning. More
importantly it offers a strategy builder tool
that can suggest investments based on a
person’s financial situation and retirement
goals. Suggestions can be overridden or
implemented with the click of a button.

Retirement Plan Advisory Group

“We have a comprehensive communication
and education program which offers
employees the option to learn in a manner
that is most conducive to their personal
learning styles. In addition, all of our
materials are written in a way that anyone,
at any level of financial literacy can
understand,” says Whitehead.
Peter Dunn, aka Pete the Planner, has
become the newest face of the learning
initiative launched by the companies
of OneAmerica®. He is currently the
fourth most influential personal financial
broadcaster in the nation* and is working
with the companies of OneAmerica® on
creating a line of powerful financial wellness
curriculum to complement our current
program. He communicates retirement
preparation in an easy to understand and
fun manner making people, regardless of
age or income level, realize that everyone
has a possible path to a successful
retirement with proper planning. Our
largest initiative includes MockRetirment®,
a program taught by retirement education
consultants, that takes employees through
a three-month program of practicing
retirement in which they learn how to live on
their projected retirement income.
“People practice during all aspects of their
lives. People practice to learn to drive a car,
learn a new language or pass a college
exam. Why not practice for retirement?” says
Whitehead. “It’s something that every person
has in common – we all age and eventually
come to the point in our lives where we are
either no longer able to work or are ready to
take some time off and enjoy life.”
For more information on this study or the
retirement initiatives discussed in this
article, visit www.oneamerica.com.
*Rating provided by Cision, January 2012. Cision is a public relations/
media firm that tracks popularity/analytics.
Note: Peter Dunn a.k.a. Pete the Planner is not an affiliate of American
United Life Insurance Company® (AUL), McCready and Keene (MCAK) or
OneAmerica Securities and is not a OneAmerica company. The companies
of OneAmerica® include: American United Life Insurance Company®, The
State Life Insurance Company, OneAmerica Securities, Inc., McCready and
Keene, Inc. and Pioneer Mutual Life Insurance Company (PML). PML is a
stock subsidiary of American United Mutual Insurance Holding Company.
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Putting Financial Science
to Work
PLANSPONSOR® Magazine’s Defined Contribution Survey, November
2013 for More
AVAILABLE ON MOST OPEN
than 30 Years
Since 1975

ARCHITECTURE
RETIREMENT
Dubuque IA
800.548.2993PLATFORMS
americantrustretirement.com
Small Cap
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Dimensional Fund Advisors
is a proud sponsor of the
2014 Retirement Plan Advisory Group
Annual Conference.

dimensional.com

Contact Dustin McCarty at
801.415-5524

Send us an email:
dmccarty@wasatchadvisors.com

For more info, visit us at:
www.wasatchadvisors.com

Dimensional Fund Advisors LP is an investment advisor registered with
the Securities and Exchange Commission.
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Written By: Robert Barnett, Vice President
Wilmington Trust

Why Advisors are Taking a New Look
at Collective Investment Trusts
As

many

institutional

investment

advisors know, Collective Investment
Trusts have been in existence since the
1970s.
Yet today’s collective funds are becoming
increasingly popular as plan sponsors and
institutional investment advisors seek more
efficient ways to provide plan participants
with high quality/low cost investment
options.
What Has Changed
There are two reasons for collective funds’
growing popularity. First, the industry has
eliminated many operational impediments
that made collective fund performance
difficult to monitor. Second, collective funds
can now be traded via the NSCC and offer
share class structures similar to those of
mutual funds, yet at a typically lower cost.
This increase in share class structures
provides advisors with considerable
versatility. As a bank offering collective
investment funds to our clients, Wilmington
Trust has seen an increased interest in riskbased model portfolios, target date and
index funds. We believe that this increased
interest in these asset classes is due to
three key factors:
• Potentially Lower Fees -- Net expenses
of index, risk-based and target date funds
have all trended lower for collective funds
than for their mutual fund counterparts.
• No Minimums -- A number of collective
funds require no minimum initial
investments from plans. This can be
conducive to a wider application of
the funds across an advisor’s book of
business.
• Potentially Lower Cost to Participants
-- Using collective fund structures to
manage model portfolios has allowed
many plan sponsors and advisors to
drive down asset management costs to
their participants.

Why Expenses are Typically Lower
A major reason for the typically lower
expenses of collective funds is that
individual investors cannot invest in these
products. As such, their costs are often well
below those of mutual funds, due to their
less stringent reporting and administrative
requirements.
This provides plan sponsors and their
investment advisors an opportunity to use a
structure that is dedicated to the retirement
plan marketplace, with funds selected to
meet the unique needs of such plans.
Of course, collective fund portfolio managers
need to account for daily liquidity for participant
withdrawals or plan sponsor liquidations.
However they do not have to plan for retail and
hedge fund investor behavior.
Collective funds investors are limited to
defined contribution, defined benefit and
government 401(a) and 457 retirement
plans. Collective Investment Trusts are
maintained by bank trust companies and
maintain an exemption from the 40s act
under section 3(c)11.
Summary
Collective Investment Trusts are viable
investment options to mutual funds,
with collective funds typically providing
significant cost savings. However, the
decision to use a Collective Investment
Trust or mutual fund should be decided on
a case-by-case basis.
Ultimately the decision to use mutual funds,
collective funds, or both, resides with
plan sponsors and institutional investment
advisors. However, knowledge of collective
funds as an alternative to mutual funds can
in the right situation produce measurable
benefits.
What is Wilmington Trust’s Role in
Collective Investment Trusts?
As a bank, we are the investment fiduciary,
the trustee.

We provide required manager oversight,
including selection of sub-advisors. We do
this using multiple committees which meet
frequently and monitor the managers, the
movements of funds, and the operational
aspects of each fund. We’re also
responsible for the fund’s back office and
some transfer agency work.
We keep the books and records of the
funds, and insure that financial reports are
produced annually for each fund. We keep
plan-level shareholder records, sign the
plans up, and set a daily strike price.
We have been providing these services
for nearly 70 years. Our professional
managers, client service, and sales staff are
our core assets.
Author Rob Barnett is Vice President at Wilmington Trust Retirement
and Institutional Services Company. For more information about
Collective Investment Trusts, contact Rob at 360-904-6945, or email
him at: rbarnett@wilmingtontrust.com
For investment professional use only.
Not FDIC insured | No Bank Guarantee | May lose value
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Follow us
@FA_Forum

ACHIEVABLE.
What gives you the confidence your DC plan participants
will achieve their goals? Adding features like auto-enrollment
and choosing the right default option are crucial.

That’s why we
stand with you.

Help your participants reach their income replacement goals
with Russell’s multi-asset solutions.

Call Andrew Scherer
Director, Defined Contribution
1-630-542-7833 or email
DCDirections@russell.com

Your job’s not easy. But with a little guidance, you can climb
to the challenge.

Copyright © Russell Investments 2014. All rights reserved.
Russell Investment Group, a Washington USA corporation, operates through subsidiaries worldwide, including Russell
Investments and is a subsidiary of The Northwestern Mutual Life Insurance Company.
RFS 14-12039
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flexPATH’s efficient and personalized
investment selection process offers
participants a flexible, yet simple step
toward achieving their highest
retirement savings potential.
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OUR APPROACH TO
401(k) RETIREMENT PLANS:
PROVIDING YOU AND YOUR CLIENTS
WITH SUPERIOR SERVICE

There’s a different approach at John Hancock. Simply put, we provide you with the service, tools and
resources you need to build an efficient and profitable retirement plan business. That’s probably why
we’ve been voted #1 by you for best overall service for plans under $5 million for the past 6 years in the
PLANADVISER survey*. If you’re not already partnering with John Hancock – why not? We offer you the
tools and support to help you grow your 401(k) business. Learn why we’re easy to do business with. Visit
www.buildyour401kbusiness.com.

* PLANADVISER Magazine (Sept/Oct 2013). Favorite Recordkeeping Service Provider for plans less than $5 million.
The 2013 Retirement Plan Adviser Survey ranked 34 defined contribution providers across 16 different categories. Results are based on 404 qualified advisers asked to
select the DC provider with the best service in each category.
John Hancock Life Insurance Company (U.S.A.) and John Hancock Life Insurance Company of New York are collectively referred to as “John Hancock”.
Both John Hancock Life Insurance Company (U.S.A.) and John Hancock Life Insurance Company of New York do business under certain instances using the John Hancock
Retirement Plan Services name. Group annuity contracts and recordkeeping agreements are issued by: John Hancock Life Insurance Company (U.S.A.), Boston, MA 02210
(not licensed in New York) and John Hancock Life Insurance Company of New York, Valhalla, NY 10595. Product features and availability may differ by state. Plan administrative services may be provided by John Hancock Retirement Plan Services LLC or a plan consultant selected by the Plan.
NOT FDIC INSURED | MAY LOSE VALUE | NOT BANK GUARANTEED | NOT INSURED BY ANY GOVERNMENT AGENCY
© 2014 All rights reserved.
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Written By: Mark E. Donovan, CFA Portfolio Manager, Robeco Boston Parnets
For John Hancock Investments

Bias Towards Higher Equity
Process Remains
Nearly five years after the lows of 2009, U.S. equity markets have returned to the range
of fair value. At around 1,800, the S&P 500 Index trades at about 16.5 times estimated
2013 earnings, priced for a fair rate of return in the long run of between 7% and 9%,
in line with historical averages. As such, the equity markets look neither cheap nor
overvalued. The quandary for investors who missed the massive rally is this: If they
buy U.S. equities now, will they be buying at the top? And if they don’t get in, will they
miss out on further gains?
The economic climate looks better
In attempting to answer those questions, we
start with the premise that the investment
landscape is in much better shape today
than it was in the dark days of 2008 and
2009. As bottom-up stock pickers, we do
not attempt to make macroeconomic and
geopolitical forecasts, but we do believe
that the U.S. economy is relatively well
placed compared with the rest of the world.
Consider:
• Housing prices have recovered sharply.
• Gas prices continue to fall.
• The job market is improving, even if the
upward trend remains sluggish.
• The U.S. Federal Reserve’s injection
of liquidity into the system has clearly
benefited major financial institutions,
which have boosted capital at the same
time credit quality has improved and
nonperforming loans have declined.

on plant and equipment and on research
and development, major corporations are
opting to return cash to shareholders by
way of buybacks and dividends. This lack
of expenditure is one reason why economic
growth in the United States is running
below trend.
Finding investment opportunities
We assess market opportunities using
our “three circles” approach to investing,
selecting stocks that have three key
characteristics: attractive valuation, strong
business fundamentals, and positive
business momentum.
Based on our discounted cash flow analysis,
we believe the value of the S&P 500 Index
at around 1,800 implies a very high equity
risk premium and very modest long-term
earnings growth expectations, both of
which indicate upside for the market if the

economy strengthens from here.
Looking at the fundamentals, one key
element we seek is high generation of free
cash flow. The current trend toward share
buybacks and dividend increases is clearly
working to the benefit of shareholders.
It is worth noting that a number of large,
activist investors seem to be targeting high
cash-generating businesses, pressuring
management to return more capital to
shareholders.
As for momentum, investors might be
pleasantly surprised by an end to the
budget impasse in 2014. While dysfunction
has been the hallmark of Washington
politics, any move toward a consensus
might persuade the corporate sector to
open its purse strings and step up capital
expenditure. That, in turn, would spur more
economic growth.

Further, we do not believe the U.S. equity
market has formed a bubble, as it did
between 1998 and 2000, with the exception
of a few highly priced small- and mid-cap
stocks. (We define a bubble as a material
disconnect between asset prices and
fundamentals, usually driven by extreme
sentiment.) The U.S. bond market, on the
other hand, does look to be artificially inflated
as the likelihood of higher rates increases.
Set against these favorable factors is the
continuing disagreement in Washington,
DC, over U.S. fiscal policy, which has done
significant damage to business confidence.
Rather than increase capital expenditure
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valuations as well as the catalysts of a
gradually improving economy, and, once
the budget situation is resolved, increased
business spending. It is true that corporate
earnings growth will present more of a
challenge in 2014, but we think that is
already fully priced to market expectations.
This commentary is provided for informational purposes only and
is not an endorsement of any security, mutual fund, sector, or index.
The information contained herein is based on sources believed to be
reliable, but it is neither all inclusive nor guaranteed by John Hancock
Investments. The S&P 500 Index is an unmanaged index of 500 widely
traded common stocks.

Be wary of high-flying stocks
We continue to detect a mood of caution
and skepticism on the part of investors who
missed the buying opportunity of early 2009.
However, there are signs in certain parts of
the market that sentiment is beginning to
move away from fear and pessimism toward

greed and optimism. We see evidence of this
in the sky-high valuations of certain smalland mid-cap stocks, whose prices reflect
totally unrealistic expectations for the future.
On balance, we believe that the bias toward
higher equity prices over the long term
remains. This view is based on current

Value stocks may decline in price. Foreign investing, especially in
emerging markets, has additional risks, such as currency and market
volatility and political and social instability. Large company stocks could
fall out of favor, and illiquid securities may be difficult to sell at a price
approximating their value.
A fund’s investment objectives, risks, charges, and expenses should
be considered carefully before investing. The prospectus contains this
and other important information about the fund. To obtain a prospectus,
contact your financial professional, call John Hancock Investments at
800-225-5291, or visit our website at jhinvestments.com. Please read
the prospectus carefully before investing or sending money.

At Columbia Management,
reaching our performance goals
matters, and how we reach them
matters just as much.

Backed by more than 100 years of experience, Columbia Management
is one of the nation’s largest asset managers. At the heart of our
success and, most importantly, that of our investors, are highly
talented industry professionals, brought together by a unique way
of working.
Securities products offered through Columbia Management Investment Distributors, Inc.,
member FINRA. Advisory services provided by Columbia Management Investment Advisers, LLC.
© 2014 Columbia Management Investment Advisers, LLC. All rights reserved.
CM-MK/247374 C (07/14) 4783/964261
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Why view target date
performance the same way
ZKHQHYHU\FOLHQWLVGL;HUHQW"
T:4.525”

When choosing a target date solution for your clients, performance is only one consideration. T. Rowe Price
offers two target date solutions designed for different plan objectives, risk priorities, and participant needs.

To learn more about evaluating target date solutions,
go to troweprice.com/tdfs
Call 1.800.638.7780 to request a prospectus or summary prospectus; each includes investment objectives, risks, fees, expenses, and
other information that you should read and consider carefully before investing. The principal value of the target date funds is not guaranteed
at any time, including at or after the target date (the approximate year an investor plans to retire, assumed to be age 65, and likely stop making new
investments in the fund). The target date funds’ investment strategies and allocations among a broad range of underlying T. Rowe Price stock and
bond funds will change over time according to a predetermined glide path, which shows how the funds’ asset mixes become more conservative—
both prior to and after retirement—as time elapses. The target date funds are not designed for a lump-sum redemption at the target date and do not
guarantee a particular level of income.
T. Rowe Price Investment Services, Inc., Distributor.
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Investors should consider the investment objectives, risks, charges and expenses of the funds carefully before investing. This and other information are contained in the fund’s prospectus and summary
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A word about risk: Past performance is not a guarantee or a reliable indicator of future results. All investments contain risk and may lose value. The value of most bond funds and fixed-income securities are impacted by changes in interest rates. Bonds and bond
funds with longer durations tend to be more sensitive and more volatile than securities with shorter durations; bond prices generally fall as interest rates rise. The Morningstar Fixed-Income Fund Manager of the Year award [PIMCO Income (2013); PIMCO Investment Grade
Corporate Income (2012)] is based on the strength of the manager, performance, strategy and firm’s stewardship. Morningstar Awards 2013©. Morningstar, Inc. All Rights Reserved. Awarded to Dan Ivascyn and Alfred Murata for U.S. Fixed-Income Fund Manager of the Year.
This material has been distributed for informational purposes only and should not be considered as investment advice or a recommendation of any particular security, strategy or investment product. No part of this material may be reproduced in any form, or referred to in any
other publication, without express written permission. ©2014 PIMCO.
PIMCO Investments LLC, distributor, 1633 Broadway, New York, NY, 10019, is a company of PIMCO.
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You have a vision
for your clients’ retirement plans.

we can
help you
reach it.
retirement plan services
deferred compensation and executive benefits

www.newportgroup.com

Are you ready for the Road to Retirement?
Consider taking the Thornburg Investment Income Builder Fund along for the ride.
When you’re setting out on the road to retirement, make sure you’ve taken everything you need for the journey. Thornburg Investment Income
Builder Fund may help you balance your current lifestyle with your long-term retirement needs. The Fund invests globally in companies with a track
record of paying dividends and a willingness to increase dividend payouts over time. If you’re looking to increase and sustain your retirement income,
Thornburg Investment Income Builder Fund could help you go the distance.
Before investing, carefully consider the fund’s investment goals, risks, charges,
and expenses. For a prospectus containing this and other information, contact
your financial advisor or visit thornburg.com. Read it carefully before investing.
Investments in the Fund carry risks, including possible loss of principal. Special risks may be associated
with investments outside the United States, especially in emerging markets, including currency
fluctuations, illiquidity, volatility, and political and economic risks. Investments in small
capitalization companies may increase the risk of greater price fluctuations.
Funds investing in bonds have the same interest rate, inflation,
and credit risks that are associated with the underlying bonds.
The principal value of bonds will fluctuate relative to changes in
interest rates, decreasing when interest rates rise. Investments
in the Fund are not FDIC insured, nor are they deposits of or
guaranteed by a bank or any other entity.
Thornburg Securities Corporation, Distributor
2300 North Ridgetop Road, Santa Fe, NM 87506
© 2014, Thornburg Investment Management

thornburg.com | 505.467.7214
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Your target date road map
Simplify target date evaluation
Monitoring target date funds can be a daunting task, and
the Department of Labor recommends sponsors do so
periodically. Our road map offers a practical three-step
process for evaluating performance.

From this paper, you’ll learn:
Which five statistics to use
How to identify lagging target date funds
Why a road map helps fiduciaries
■■

■■

■■

Target Date Funds

April 2014

A road map for evaluating
target date fund performance
Wells Fargo Funds Management, LLC

Plan sponsors have a fiduciary responsibility to monitor the performance of the target
date funds (TDFs) they have selected for their retirement plan participants and to verify
they are performing as expected according to their investment objectives. Last year, the
Department of Labor’s Employee Benefits Security Administration recommended that
plan sponsors establish a process for the periodic review of TDFs. In this paper, we will
discuss the performance criteria that should be monitored and suggest a process for

Access our exclusive white
paper for institutional
sales professionals.

evaluating them.
In one of our previous papers, Evaluating Target Date Managers Requires Digging Deeper,
we concluded that plan sponsors will get a more thorough understanding of the risk and
return characteristics of their TDFs by examining a broader set of performance criteria,
which included both absolute and risk-adjusted return measures. While more complex
performance evaluation can be done, we have developed a three-step monitoring process
that we believe is actionable and comprehensive without being too complicated.

Key points for plan sponsors
■■

■■

■■

Evaluate a comprehensive set of performance criteria. By looking beyond total return rankings to
multiple performance statistics, plan sponsors are better able to assess if a TDF is performing as intended
and meeting its investment goals. These statistics include the peer-group ranking of a fund’s risk-adjusted
return, volatility, total return, up-market capture, and down-market capture.
Ensure that performance remains on its intended course. We share a three-step process for evaluating
performance that ranks the performance measures highlighted in the first bullet, sets thresholds for
flagging performance that is inconsistent with the plan’s investment objectives that were established
when the TDF suite was selected, and analyzes any resulting flags.
Focus on fiduciary duty. A thorough and consistent review process will serve as a check that results
are consistent with a plan’s investment policy objectives and underlying investment strategies, and it
will help demonstrate fiduciary oversight.

Get your copy of A Road Map
for Evaluating Target Date
Fund Performance.

FOR INSTITUTIONAL INVESTOR USE ONLY – NOT FOR USE WITH THE RETAIL PUBLIC

Call 1-800-233-8930 or visit wellsfargoadvantagefunds.com/roadmap
Contact us to learn more about our high-scoring RPAG funds.
The target date represents the year in which investors may likely begin withdrawing assets. The funds gradually seek to reduce market risk as
the target date approaches and after it arrives by decreasing equity exposure and increasing fixed-income exposure. The principal value is not
guaranteed at any time, including at the target date.
Stock values fluctuate in response to the activities of individual companies and general market and economic conditions. Bond values fluctuate in
response to the financial condition of individual issuers, general market and economic conditions, and changes in interest rates. In general, when
interest rates rise, bond values fall and investors may lose principal value. The use of derivatives may reduce returns and/or increase volatility.
Certain investment strategies tend to increase the total risk of an investment (relative to the broader market). These funds are exposed to active
trading risk, foreign investment risk, mortgage- and asset-backed securities risk, smaller-company investment risk, and allocation methodology
risk (risk that the allocation methodology of the Dow Jones Target Date Indexes, whose total returns the funds seek to approximate, before fees
and expenses, will not meet an investor’s goals). Consult the funds’ prospectus for additional information on these and other risks.
”Dow Jones®” and “Dow Jones Target Date IndexesSM” are service marks of Dow Jones Trademark Holdings LLC (Dow Jones); have been licensed
to CME Group Index Services LLC (CME Indexes); and have been sublicensed for use for certain purposes by Global Index Advisors, Inc., and
Wells Fargo Funds Management, LLC. The Wells Fargo Advantage Dow Jones Target Date FundsSM, based on the Dow Jones Target Date Indexes,
are not sponsored, endorsed, sold, or promoted by Dow Jones, CME Indexes, or their respective affiliates, and none of them makes any
representation regarding the advisability of investing in such product(s).
Carefully consider a fund’s investment objectives, risks, charges, and expenses before investing. For a current prospectus and, if available,
a summary prospectus, containing this and other information, visit wellsfargoadvantagefunds.com. Read it carefully before investing.
The funds are distributed by Wells Fargo Funds Distributor, LLC, Member FINRA/SIPC, an affiliate of Wells Fargo & Company. 225863 06-14
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Retirement plan advisors are
rethinking the best approaches to
fixed income. Are you?
• Adaptive approach in fixed income space

• Time-tested team

• Solutions for a rising rate environment

• Share class flexibility

• Defined Contribution expertise

BMO TCH CORE PLUS BOND FUND
(MCBIX) RPAG SCORE 9 OUT OF 10
AS OF 3/31/2014

Talk to our defined contribution experts
today about rethinking your fixed income
allocations. Visit bmofunds.com for
more information.
Or contact us at:
1-800-236-3863 / DCIO.sales@bmo.com

BMO Global Asset Management is a proud partner of RPAG
You should consider the Fund’s investment objectives, risks, charges, and expenses carefully before investing. For a prospectus and/or summary prospectus, which contain this and other
information about the BMO Funds, call 1-800-236-3863. Please read it carefully before investing.
BMO Global Asset Management is the brand name for various affiliated entities of BMO Financial Group that provide investment management, retirement, and trust and custody services. Certain of the
products and services offered under the brand name BMO Global Asset Management are designed specifically for various categories of investors in a number of different countries and regions and may
not be available to all investors. Products and services are only offered to such investors in those countries and regions in accordance with applicable laws and regulations. BMO Financial Group is a service
mark of Bank of Montreal (BMO). BMO Asset Management Corp. is the investment adviser to the BMO Funds. M&I Distributors LLC is the distributor. BMO Funds are not marketed or sold outside of the
©2014 BMO Financial Corp.
United States. Investment products are: NOT FDIC INSURED — NO BANK GUARANTEE — MAY LOSE VALUE.

Distinct Retirement Solutions
Calamos has a a dedicated DCIO group with a
breadth of capabilities and partnerships. For more
information, please visit www.calamos.com
or contact Barry Livingston, CFA, CAIA, SVP,
Co-Head of Global Institutional Distribution at
877.841.0098.
» Active Strategies
» Global Research Platform
» Growth, Value and Alternative
Investment Solutions

Calamos Investments Headquarters | Naperville, IL
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Written By: Matthew Rauseo, Director, Matthew Marra, Managing Director,
Blackrock

What Do Participants Really
Want from Their Bond Fund?
Why do participants choose bond funds? Some may have an understanding of how
bonds can function in a diversified portfolio while others have a dimly understood
perception that bonds are somehow supposed to be “safer” for retirement. Whatever
their reason, one thing is almost certain: most don’t think about their core bond fund
the way investment professionals do.
It is an obvious point, but worth reinforcing
– especially at a time when the fixed income
landscape may be shifting. An investment
professional measures a core bond fund
by how closely it matches its benchmark,
typically the Barclays US Aggregate Bond
Index. For participants, the measure is
whether it gained or lost value, or whether
it produced sufficient income.
We need to put the participant’s perspective
at the heart of building DC plan menus, and
to do that, we need to think in terms of their
individual purpose in making a selection.
If participants are looking to a plan’s core
bond fund for safety, return, or retirement
income, then we may need to rethink our
fixed income options in order to help them
meet their purpose.
Matt Rauseo’s investment policy
adaptions for the new world of fixed
income:
• Have some flexibility to respond to market
conditions and opportunities.
• Plan sponsors should reconsider whether
their participants are best served by
a fixed income fund or a fund with a
specific risk and return mandate.
• Expand the mandate to allow for a wider
opportunity set.
• Couple rigorous risk management with a
dynamic portfolio construction process.
Shifting Ground: Looking Ahead for
Fixed Income
Is fixed income shifting in a way that can
undermine what participants hope to
achieve through their core bond fund
investment? An argument can be made that
this is the case.

For the past three decades, conditions
have been nearly perfect for core bond
funds benchmarked to the Barclays
Aggregate Bond Index. Since 1980, rates
have drifted steadily lower from their postWorld War II high, driving bond prices
higher and boosting core bond fund total
returns. Lately, however, the environment
has shifted. Rates have been at historic
lows and a growing consensus believes
that at some point, they will start moving in
the other direction.
Evidence of the powerful effect interest rate
movements can have on bond funds was
seen in May and June 2013, when interest
rates rose and the Barclays Aggregate fell
3.5%. While the Index did rebound from the
jolt, the question has become not whether
rates will rise, but how – steadily, quickly, or
with sudden shifts back and forth. Different
scenarios provide different challenges,
and depending on their convictions about
what’s ahead, portfolio managers are
looking down the road and asking where
returns are to be found.
According to Matt Rauseo, a Senior
Investment Strategist within BlackRock’s
Defined Contribution team, there are a
number of compelling stories being told
about potential sources of return. Various
managers are describing approaches
that introduce greater flexibility regarding
duration, credit quality, and sectors.
“It makes sense,” he says. “Done in a careful,
intelligent way, a manager may be able to
find returns in a rising rates environment.”
He cautions, however, that switching to a
strategy that adds some exposure to high
yield, foreign or emerging market debt

does not entirely solve the problem. Many
such strategies are still benchmarked to the
Barclays Agg and much of their return is still
explained by the index.
More to the point, adding asset classes in
an attempt to compensate for the declining
return potential of the benchmark misses
the point, he believes. “When it comes
to DC plans, the core bond fund story
shouldn’t be about returns. It should really
be a risk story.”
Safety First: The Purpose-Driven Menu
Let’s return to our original questions: what
do participants expect from a core bond
fund? A disconcerting clue can be gleaned
from one survey that found as many as 65%
of DC participants do not understand that
they can lose money in a bond fund. Even
participants with a more realistic assessment
of investment risk turn to fixed income funds
for safety and income, especially when they
are near or in retirement.
The problem is that thirty years of robust
core bond fund returns may have skewed
even intelligent investor’s perceptions
about the risk of fixed income investments.
Participant expectations about bond
funds create a potential fiduciary concern
for plan sponsors in a rising interest rate
environment. Simply put, participants do
not understand the risk (and likely reduced
returns) with fixed income, while plan
sponsors and their investment managers
are expected to know better.
Rauseo believes that managing risk,
especially in the light of participant
expectations, should be first and foremost
in plan sponsors’ minds when responding
to the changing fixed income landscape.
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Being mindful of risk, however, does not
mean that a conservative approach tied to
what we have done in the past is the right
response. In fact, it seems very clear that
the “same old core bond fund” is not going
to deliver what participants are looking for.
“What needs to be understood,” Rauseo
explains, “Is that a flexible approach to
fixed income does not necessarily mean
greater risk. The bottom line is that the risks
participants are exposed to now are different
than they were over the last decades, even
though their expectations from their core
bond funds remain the same.”
He suggests that changes made to
investment policy statements to better align
with the new world of fixed income need to
consider the following:
• Having some flexibility to respond to
market conditions and opportunities may
help a portfolio manager maintain a more
diversified set of risks than a fund pegged
strictly to the Barclays Aggregate.
• With that in mind, plan sponsors should
reconsider whether their participants
are best served by a fixed income fund
benchmarked to the Barclays Agg, or
to a fund with a specific risk and return
mandate.

“BlackRock has a culture of risk
management,” says Rauseo, “And a
culture of fixed income risk management
in particular. It’s really part of our corporate
DNA.”
A granular understanding of sources of
risk is necessary, including whether the
sources are domestic or global interest
rates, domestic or global credit, inflation,
real estate, and so on. The risk of actively
managing at least a portion of the fixed
income portfolio needs to be evaluated. A
new flexible approach that can move across
asset classes and regions requires building
a range of risk and return assumptions
that should be put through stress tests
and scenario analysis. There are far more
moving parts involved than a core bond
fund that simply follows a benchmark.
For those plans who have the scale should
consider a white labeled unitized fixed
income fund with an allocation to a flexible
fixed income fund. “Our modeling indicates
that an addition of flexible fixed income to
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The important thing to recognize is that
change is happening – no matter how
you respond. “The fixed income ground
is shifting under our feet,” says Rauseo.
“Standing still is impossible. What makes
sense is to get out ahead of the changes,
before rates start moving, and put a plan into
place that can provide the risk management
and potential returns participants want from
their standalone core bond funds.”

Investment Solutions

• Rigorous risk management coupled with
a dynamic portfolio construction process
that adjusts the portfolios risk exposures
to both help improve return and more
importantly mitigate risk.

42

An additional consideration is how the
change to the stand-alone core bond fund
will be communicated to participants - and
whether or not the new approach should
be applied to the fixed income allocations
within multi-asset class solutions such as
target date funds.
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• Expanding the mandate by decoupling
from the Agg may allow for a wider
opportunity set. Asset classes, credit
qualities and geographies that they may
not have considered in the past can also
help deliver risk management and return
potential.

Rauseo points to an unconstrained fixed
income strategy as an example of a flexible
approach that can offer lower risk than
the Agg. He warns, however, that plan
sponsors should not add new asset classes
to their core fixed income funds without fully
understanding what their objective is and
how it will be implemented.

a core portfolio can diversify risks while
improving prospects of returns,” explains
Rauseo. “For plans who do not have such
scale, we understand some third party trust
products are being launched that provide
commingled access to these types of
blended strategies.”

Markets can be unpredictable. Since 1955, millions of investors
have relied on Federated’s experience to navigate challenging
environments. Our stability and diligent approach have
helped us to provide the investment solutions investors have
come to expect from one of the nation’s largest investment managers.

ederated
1-800-341-7400 FederatedInvestors.com
Federated is a registered mark of Federated Investors, Inc.
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Collaboration and precision
can conquer all.
Markets never go straight up. That’s why you need the
seasoned professionals of a focused investment team
behind you...and ahead of you. At RidgeWorth, we never
lose sight of the fact that our success is tied to yours.
Visit us at ClimbWithRidgeWorth.com
or call 877.927.1158 today.

Ceredex Value Advisors
Seix Investment Advisors
Zevenbergen Capital Investments

Certium Asset Management
Silvant Capital Management

©2014 RidgeWorth Investments. RidgeWorth Investments is the trade name for RidgeWorth Capital Management LLC, an investment adviser registered with the
SEC and the adviser to the RidgeWorth Funds. RidgeWorth Funds are distributed by RidgeWorth Distributors LLC, which is not affiliated with the adviser. Collective
Strength Individual Insight is a federally registered service mark of RidgeWorth Investments.
©2014 Ceredex Value Advisors LLC, Certium Asset Management LLC, Seix Investment Advisors LLC, Silvant Capital Management LLC and Zevenbergen Capital
Investments LLC are registered investment advisers with the SEC and members of the RidgeWorth Capital Management Inc. network of investment firms.

HELP PARTICIPANTS

NAVIGATE
TO RETIREMENT
FRANKLIN LIFESMART RETIREMENT TARGET FUNDS
TM

To help plan participants reach their retirement goals, Franklin LifeSmart Retirement
Target Funds are designed to seek the highest level of long-term total return, while
continuously managing investment risk.
To see why Franklin LifeSmart is a smart choice for your clients’ retirement plans, visit
franklintempleton.com/lifesmart.
Investors should carefully consider a fund’s investment goals, risks, charges and expenses before investing.
To obtain a Franklin Templeton fund summary prospectus and/or prospectus that contains this and other
information, call 1-800-342-5236. Investors should read the prospectus carefully before investing.
All investments involve risks, including possible loss of principal. Principal invested is not guaranteed
at any time, including at or after the fund’s retirement target date; nor is there any guarantee that the
fund will provide sufficient income at or through the investor’s retirement.
© 2014 Franklin Templeton Distributors, Inc.
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Inside our
glide path is
another great
glide path.
AMERICAN FUNDS TARGET DATE RETIREMENT SERIES®*

Our intelligent allocation has a proven record
of delivering risk-managed, higher returns.
Like all fund managers, American Funds seeks lower volatility as our Target Date Fund
vintages mature. But that’s where the similarity ends. We believe achieving retirement
plan objectives requires a more sophisticated approach. Our dynamic equity
management gradually moves from growth to dividend-focused equities, contributing
to a historically lower-volatility, higher-return glide path within a glide path — helping
to address both market and longevity risk.
As the American Funds Target Date Retirement Series ® demonstrates, our strategy
has clear advantages.
• Proven results: We have a history of above-average results with lower volatility.1
• Exceptional underlying funds: They have beaten their respective Lipper peer
indexes in 93% of rolling 10-year periods.2
• A commitment to low fees: We strive to deliver superior results and service at a
competitive cost.
• Lifetime investment needs: Crafted to address participants’ long-term goals of
appreciation, income and preservation.

An Inside View of the Equity Sleeve
Dynamic Equity vs. Static Equity

Our dynamic equity
management gradually
increases allocations
to historically higher
yielding equity funds.
This secondary glide
path, shown above,
increases income
potential while seeking
to lower volatility.

A typical static approach
employs a single glide path,
replacing equity with a
relatively constant mix of
growth and income through
retirement. This simplistic
approach can miss the
opportunity to create low
volatility income and may put
retirement objectives at risk.

American Funds Target Date Retirement Series®

With clear differences among target date funds, the Department of Labor
suggests plan fiduciaries periodically review whether plan options are keeping
up with plan objectives. And when you do, consider the proven track record of
success with American Funds’ dynamic equity management.

CONTACT US TO START THE CONVERSATION TODAY
americanfunds.com/targetdatefunds • (800) 421-9900, ext. 3
Investments are not FDIC-insured, nor are they deposits of or guaranteed by a bank or any other entity, so they may lose value.
Investors should carefully consider investment objectives, risks, charges and expenses. This and other important information is contained in the fund
prospectuses and summary prospectuses, which can be obtained from a financial professional and should be read carefully before investing.
*American Funds investment professionals actively manage each target date fund’s portfolio, moving it from a more growth-oriented approach to a more
income-oriented focus as the fund nears its target date (the year in which an investor is assumed to retire and begin taking withdrawals), and continue to manage
each fund for 30 years after it reaches its target date. Although the target date funds are managed for investors on a projected retirement date time frame, the
funds’ allocation approach does not guarantee that investors’ retirement goals will be met.
1. Relative to their Morningstar indexes since the series launched in 2007; data ending March 31, 2013. 2. Based on Class R-6 share results for rolling periods
through December 31, 2012. Periods covered are the shorter of the fund’s lifetime or since the comparable Lipper index inception date.
We offer a range of share classes designed to meet the needs of retirement plan sponsors and participants. The different share classes incorporate varying
levels of advisor compensation and service provider payments.
© 2014 American Funds Distributors, Inc.

14TCG342_AF_AFTDF_FP_TAd_Impact_0714_FNL.indd 1
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Written By: American Funds

Make Every Dollar Count for
More Successful Participant
Outcomes

It’s also prudent for plan sponsors to develop
a repeatable and documented selection
and monitoring process. This is a point
the Department of Labor reinforced last
year when it released a document to assist
plan fiduciaries. Some of the DOL’s basic
recommendations to plan sponsors include:

When it comes to investing for retirement, participants don’t always act in their

• Establishing a process for comparing
and selecting target date funds

own best interest. That’s why an increasing number of plan sponsors and financial
professionals are taking action for their participants’ benefit.
Encouraged by the Pension Protection Act
(PPA) of 2006’s guidance and protections,
plan sponsors can adopt features and
take the following four steps to influence
better investor behavior and help improve
outcomes:
1. Enroll more employees in the plan:
Auto-enrollment is a feature that can help
improve participation in the plan, starting
participants at a meaningful level of
contributions.
2. Encourage participants to save
enough: Ideally, participants should
be saving at least 15% of their annual
salary throughout their working years.
Fortunately, plan sponsors are adopting
auto-escalation and becoming more
creative with matching contributions
to help lift deferral amounts higher. For
example, instead of offering a 100%
match on participant contributions up
to 3% of earnings, sponsors could offer
a 50% match up to 6%. The result is no
or little additional cost to the sponsor, but
greater total participant savings.
3. Help them to invest appropriately:
Plan sponsors can help improve investor
outcomes by streamlining their plan’s
investment menu — that is, by reducing
the number of options and offering what
they believe to be the best quality choices
available. A key to this may be the plan’s
qualified default investment alternative
(QDIA), which is often a target date fund
series. If it appears that asset allocations
in a plan are out of alignment, the sponsor
may decide to initiate re-enrollment
(either as a one-time or recurring event)
to reset participant allocations into ageappropriate target date funds.

• Establishing a process for the periodic
review of selected target date funds

4. Teach participants how to draw down
their savings wisely: This could include
education and proactive plan advisor
guidance to help participants develop
a withdrawal strategy when they stop
working and retire. Research generally
indicates 4% to be a reasonable rate of
withdrawal, but that may vary from person
to person. Also, because retirement may
last 20 to 30 years, participants usually
need to remain invested to hedge against
the challenge of longevity.

• Understanding the funds’ underlying
investments
• Reviewing the funds’ fees and investment
expenses
Objective: Reach the tipping point earlier
A key factor in successful participant
outcomes is related to how well participants
invest. Since we know that participants don’t
typically invest well when left to their own
devices, many plan sponsors have chosen
target date funds as their plan’s QDIA.

The tipping point

Culmulative earnings exceed cumulative contributions
100%
Age
80%

Earnings

60%
40%
Contributions

20%
0%

22

32

42

52

62

Choosing the right target date series
For many plans, successful participant
outcomes will depend on a plan sponsor’s
choice of target date series as the QDIA.
Selection of the right target date series
should be based on the answers to the
following five essential questions:
• How is the glide path constructed?
• Who manages the series?
• What underlying funds are used in the series?
• How much do the participants pay for the funds?
• What are the results of the target date funds?

This takes us to a concept we refer to as
the “tipping point” — that moment in time
when investment earnings begin to exceed
the amount of new contributions. See the
accompanying chart, “The tipping point.”
We believe that plan sponsors should strive
to help participants reach their personal
tipping point earlier. This is possible if
sponsors help participants invest more
wisely, and a key to achieving this objective
is choosing the right target date fund series
— one that addresses both market risk and
longevity risk — and paying attention to
fees and long-term results.
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Our Mission
At Diamond Hill, we serve our clients by providing investment strategies that deliver lasting value through a shared
commitment to our intrinsic value-based investment philosophy, long-term perspective, disciplined approach
and alignment with our clients’ interests.
VALUE

LONG-TERM

We believe market price and intrinsic value are independent
in the short-term but tend to converge over time.
DISCIPLINE

We maintain a long-term focus both in investment analysis
and management of our business.
PARTNERSHIP

We invest with discipline to increase potential return and
protect capital.

We align our interests with those of our clients through
significant personal investment in our strategies.

DIAMOND-HILL.COM | 614.255.3333 | 325 JOHN H. MCCONNELL BLVD | SUITE 200 | COLUMBUS, OHIO 43215

67%

OF OUR FUNDS RATED

4 or 5 stars
by Morningstar.

Our commitment to advisors and investors is backed by the focused expertise
of our independent affiliates and more than a century of industry leadership.
Follow @NuveenInv
on Twitter

Find out more at nuveen.com or by calling 800.752.8700.

Past performance is no guarantee of future results. Morningstar ratings may vary among share
classes and are based on historical risk-adjusted total returns, which are not indicative of future
results. Some funds may have experienced negative returns over the time periods rated. Mutual
fund investing involves risk; principal loss is possible. There is no guarantee the investment
objectives will be achieved. Ratings are for the period ended 3/31/14 and include all share classes,
some of which are load-waived and may not be available to all investors. Out of 81 mutual funds
rated by Morningstar, 24 received a 5-star overall rating and 30 received a 4-star overall rating. The
Overall Morningstar Rating™ is based on the weighted average of the number of stars assigned
to the fund’s applicable time periods. Morningstar ratings may vary among share classes and are
based on historical risk-adjusted total returns, which are not indicative of future results. Some funds
may have experienced negative returns over the time periods rated. For funds with at least a threeyear history, a Morningstar Rating™ is based on a risk-adjusted return measure (including the effects
of sales charges, loads, and redemption fees) with emphasis on downward variations and consistent
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performance. The Overall Morningstar Rating™ for a fund is derived from a weighted average of the
fund’s three-, five-, and 10-year (if applicable) risk-adjusted return measures and Morningstar ratings
metrics. The top 10% of funds in each category receive 5 stars, the next 22.5% 4 stars, the next 35%
3 stars, the next 22.5% 2 stars, and the bottom 10% 1 star. Each share class is counted as a fraction
of one fund within this scale and rated separately. ©2013 Morningstar, Inc. All Rights Reserved. The
Morningstar information contained herein: (1) is proprietary to Morningstar; (2) may not be copied;
and (3) is not warranted to be accurate, complete or timely. Neither Morningstar nor its content
providers are responsible for any damages or losses arising from any use of this information.
Before investing, carefully consider fund investment objectives, risks, charges and expenses.
For this and other information that should be read carefully, please request a prospectus or
summary prospectus from your financial advisor or Nuveen Investments at 800.257.8787 or
visit nuveen.com.
Funds distributed by Nuveen Securities, LLC.
©2014 Nuveen Investments, Inc.
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ZeroOptionsophobia:
Your client’s fear that their retirement plan
doesn’t give them the options they need.

Nationwide Retirement Flexible Advantage® gives your
retirement plan sponsor clients the flexibility to better
meet their participants' needs.
Visit nationwidefinancial.com/FlexAdvantage
ANNUITIES

|

LIFE INSURANCE

| RETIREMENT PLANS |

|

1-800-626-3112
MUTUAL FUNDS

Trust programs and trust services are offered by Nationwide Trust Company, FSB, a division of Nationwide Bank. Variable life and annuities are issued by Nationwide Life Insurance Company or Nationwide
Life and Annuity Company, Columbus, OH. The general distributor is Nationwide Investment Services Corporation, member FINRA. In MI only: Nationwide Investment Svcs. Corporation. Nationwide Funds
distributed by Nationwide Fund Distributors LLC, Member FINRA. Nationwide, Nationwide Financial, the Nationwide framemark and Nationwide Retirement Flexible Advantage are service marks of Nationwide
Mutual Life Insurance Company. Let's Face It Together is a service mark of Nationwide Life Insurance Company. © 2014 Nationwide Financial Services, Inc.
All rights reserved.

DC PlanAnalyzer App for iPad®
Featuring 401(k) Cost Comparison
The Invesco DC PlanAnalyzer app allows you to
alternate between two sets of data — retirement plan
benchmarking from PlanSponsor and 401(k) cost
comparisons from 401ksource.com — on the go.

Download the app
iPad users, visit the
App StoreSM from your
iPad and search for
“PlanAnalyzer.”

• Compare fees for 401(k) related services to plans of
various sizes based on average account balance and number
of participants
• Cost comparison categories of what plans pay for including
investments, recordkeeping and trustee services
• Access benchmarking data across more than 40 industries
and five plan sizes
• Customize reporting with benchmarking information in
11 different categories

iPad is a trademark of Apple Inc., registered in the US and other countries. App Store is a service mark of Apple Inc.
invesco.com/us
Invesco Distributors, Inc.
7772

Retirement Plan Advisory Group |

IMPACT

|

47

I M PA C T

clear view of retirement,

improving outcomes
Rainy

Cloudy

Partly Sunny

Sunny

We keep participants on course toward a funded retirement.
What makes our approach to retirement readiness so effective is that it’s so
personalized. At any time, participants can check their own retirement forecast
to get an idea of whether they’re on course toward a funded retirement and,
if not, what steps they can take to improve it. Think how much more engaged your
clients’ participants would be with this kind of actionable guidance. To learn more,
call 888-401-5826 or visit trsretire.com.

Securities offered through Transamerica Investors Securities Corporation (TISC),
440 Mamaroneck Avenue, Harrison, NY 10528. Transamerica and TISC are affiliated companies.
14599-FA_AD (01/14)
© 2014 Transamerica Retirement Solutions Corporation
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Written By: Catherine Collinson, President of the Transamerica Institute
and Transamerica Center for Retirement Studies

The Retirement Readiness of
Three Unique Generations:
Baby Boomers, Generation X, and Millennials
As a financial advisor working with employer retirement plans, you have the
opportunity to reach a broad spectrum of participants in various age groups. But how
different is your approach based on age? New research from nonprofit Transamerica
Center for Retirement Studies® (TCRS) reveals how three generations—Baby
Boomers, Generation X and Millennials—are planning for retirement, and highlights
their dramatically different views of retirement readiness.
Baby Boomers: Pioneers of a New
Retirement Paradigm

Millennials: The Digital DIY Generation of
Super Savers

first 12% of deferrals, instead of 100% of
the first 3%.

Baby Boomers are challenging longstanding assumptions and changing
the face of retirement in America, with 65
percent who plan to work past age 65 or
do not plan to retire. More than half plan
to continue working, at least part-time, in
retirement. Most plan to do so for reasons of
income and benefits.

Millennials have heard and responded
to the message that they need to start
early. Seventy percent are already saving
for retirement—and the median age at
which they started saving for retirement is
an unprecedented age 22. Seventy-one
percent believe mobile apps are helpful to
manage their accounts.

4. Ensure educational offerings are easyto-understand and meet the needs of
employees.

The differences among age groups can
be significant. However, the following
recommendations for plan sponsors with
assistance from their advisors are universal
for helping participants of all ages improve
their retirement readiness:
1. Proactively encourage participation in
existing retirement plans.
• Add automatic enrollment
automatic escalation features.
Generation X: The 401(k) Generation
Generation X entered the workforce just as
401(k)s were being implemented. The vast
majority (91 percent) value 401(k)s or similar
plans as an important benefit, and 84
percent of those offered a plan participate
in it. However, they are more likely than
other generations to have plan loans and
early withdrawals. They estimate that they’ll
need $1,000,000 (median) to fully retire
with a comfortable lifestyle but have only
saved $70,000 (median) in total household
retirement accounts.

and

• Extend eligibility to part-time workers.
2. Discourage loans and withdrawals from
retirement accounts.
• Limit the number of loans available.
• Educate participants about the
consequences of taking loans and
early withdrawals.
3. Consider
structuring
matching
contribution formulas to promote higher
salary deferrals by matching 50% of the
first 6% of deferrals or even 25% of the

• Provide education on calculating a
goal, principles of investing, distribution
options, retirement income strategies,
and the need for a backup plan.
• Offer digital tools for those who prefer
them.
5. Create opportunities for workers to phase
into retirement by allowing for a transition
from full-time to part-time and/or working
in different capacities.
You can get a copy of the full Three
Unique Generations report online at www.
transamericacenter.org.
About Transamerica Center for Retirement Studies®
The Transamerica Center for Retirement Studies® (TCRS) is a division
of Transamerica InstituteSM, a nonprofit, private foundation. The
Transamerica Institute is funded by contributions from Transamerica
Life Insurance Company and its affiliates and may receive funds from
unaffiliated third parties. For more information please refer to www.
transamericacenter.org and follow TCRS on Twitter at @TCRStudies.
About the 15th Annual Transamerica Retirement Survey
The survey was conducted online within the United States by Harris
Poll on behalf of Transamerica Center for Retirement Studies between
February 21 – March 17, 2014 among a nationally representative sample
of 4,143 full-time and part-time workers, including 1,021 Millennials
(born after 1978), 1,120 Generation X (born 1965-1978), 1,805 Baby
Boomers (born 1946-1964), and 197 who were born prior to 1946.
Potential respondents were targeted based on employment status and
company size. Respondents met the following criteria: U.S. residents,
age 18 or older, full-time workers or part-time workers in for-profit
companies, and employer size of 10 or more. For the full methodology,
please go to www.transamericacenter.org.
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401(k) admin Advantage
SM

Imagine choice without limits
You don’t have to imagine any more.
It’s a reality. With Aspire.
Conflict-free open architecture delivers
over 25,000 investment options, ETFs,
collectives & stable value
It’s your choice. Your way. Flexible.
Scalable. Across all plan types.

To learn how to operate without limits and sign
up for the InvestDesignSM Center advisor portal,
visit AspireOnline.com/nolimits

le t us emp t y your in-box

Simplify 401(k) administration and
give your clients some peace of mind
with 401(k) Admin Advantage.
Contact your Mutual of Omaha
Representative or call
877-401-SALE (7253) for
more information.

Group variable annuity contracts underwritten by United of Omaha Life
Insurance Company, Omaha, NE, in all states except New York. In New York,
Companion Life Insurance Company, Hauppauge, NY underwrites the group
variable annuity. Each underwriting company is solely responsible for its
own contractual and financial obligations. For producer use only. Not to be
T:7.75 in
used with any plan sponsor or participant.
AFN46596

14 TIMES THE POPULATION OF
LOS ANGELES WILL RETIRE BY 2020.

T:4.525 in

We need to think differently.
Are you up to the retirement challenge?
bringyourchallenges.com

© 2014. Prudential, the Prudential logo, the Rock symbol and Bring Your Challenges are service marks of Prudential Financial, Inc. and its related entities, registered in many jurisdictions worldwide.
Source: U.S. Census. Retirement products and services are provided by Prudential Retirement Insurance and Annuity Company, Hartford, CT, or its affiliates. PRIAC is solely responsible for its financial
condition and contractual obligations.
0262352-00001-00
4_MB_General_IMPACT_7.75x4.525.indd 1

6/9/14 3:08 PM
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Partnering with DC Advisors, Every Day
At Goldman Sachs Asset Management (GSAM), we partner with
institutions and their advisors every day to deliver thoughtful solutions to
help participants seek to achieve financially secure retirements.

Goldman Sachs Asset Management
Delivers...
n

ENHANCEMENT to the advisor value prop

n

EXPERTISE in defined contribution and defined benefit plan asset management

n

DEEP RESOURCES and THOUGHT LEADERSHIP in portfolio construction,
risk management, stable value and qualified default investment options (QDIA)

n

GLOBAL PERSPECTIVES on economics and investing

n

DEDICATED support for recordkeeping and brokerage platforms

Established in 1988, Goldman Sachs Asset Management is one of the world’s leading asset managers:
Ranked among the top 10 Defined
Contribution Investment Only providers1

Over $935.2 billion in
assets under supervision2

Over 1,900 professionals
based in 32 locations worldwide2

Learn more about how GSAM can partner with you. Contact us at (800) 559-9778.
1 Pensions & Investments, GSAM; March 31, 2014, Based on Defined Contribution Investment Only Assets Under Supervision (AUS). 2 March 31, 2014. AUS includes assets under

management and other client assets for which Goldman Sachs does not have full discretion. These materials are provided solely on the basis that they will not constitute investment
advice and will not form a primary basis for any person’s or plan’s investment decisions, and Goldman Sachs is not a fiduciary with respect to any person or plan by reason of providing
the material or content herein. Plan fiduciaries should consider their own circumstances in assessing any potential investment course of action. The material provided herein is for
informational purposes only. It does not constitute an offer to sell or a solicitation of an offer to buy any securities relating to any of the products referenced herein, notwithstanding
that any such securities may be currently being offered to others. Confidentiality: No part of this material may, without GSAM’s prior written consent, be (i) copied, photocopied or
duplicated in any form, by any means, or (ii) distributed to any person that is not an employee, officer, director, or authorized agent of the recipient.
© 2014 Goldman Sachs. All Rights Reserved. Date of first use: July 2, 2014. 132567.OTHER.TMPL/7/2014
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Written By: Josh Kruk, Head of Stable Value Portoflio Management, GSAM
and Erik Karpinski, CFA, CPA, Client Portofolio Manager, GSAM

Do You Know Your Stable
Value Manager?
As demographics in the U.S. continue to shift and the retirement landscape evolves,
the demand for defined contribution investment options that seek both capital
preservation and relative income stability remains strong.
The stable value market has experienced
considerable growth in the years following
the financial crisis. At the same time, the
evaluation of the asset class has become
more complex. The discussion that follows
seeks to provide perspective on some of
the key criteria market participants can utilize to evaluate potential portfolio solutions.
Know your stable value manager:
Stable value is a nuanced asset class, so a
fundamental step in assessing stable value
options should be to identify and consider
those managers with the expertise, experience, scale and resources necessary for
success. This evaluation has taken on elevated importance post-financial crisis, as
many wrap providers have developed a
more selective approach regarding which
managers/strategies they will wrap within a
stable value portfolio.
The success and stability of a stable value
fund is predicated in part on the manager’s
ability to access sufficient wrap capacity,

thereby allowing the fund to grow while limiting the exposure of lower yielding cash. Additionally, since wrap contracts expose stable
value funds to an element of counterparty
risk, effective diligence and management of
that risk is an important consideration.
Plan sponsors and their advisors should attempt to understand the specific approach
and resources dedicated to wrap provider
credit evaluation and contract negotiation
process.
Potential interest rate risk:
The evaluation of the underlying fixed income strategies within a stable value fund
may take on more importance today due to
the decline in interest rates over the last 30
years and the relatively low-level of current
yields. We believe a measured increase
in yields would be a healthy development
for stable value portfolios. However, a dramatic rise in interest rates could potentially
present risk for some stable value funds.
The book value crediting rate amortization mechanism, unique to stable value
products, reduces the short-term volatility in stable value fund crediting rates as
economic and market conditions change.
However, trying to assess how a stable

value manager is specifically positioned
and how a fund might respond to a changing fixed income environment should be
an important consideration. For example,
sponsors should consider asking a stable
value fund’s manager how the fund might
react under various interest rate conditions
based on the manager’s or any external
manager’s management style. Certain market environments may penalize funds with
longer dated bond exposure. Additionally,
strategies with significant concentrations
to Treasury and Agency Mortgage-backed
securities may pose specific risks in a rising
rate environment given how these sectors
have generally responded to broad interest
rate movements.
Given the potential for increased volatility
and the prospect of rising interest rates,
plan sponsors should evaluate each stable
value manager’s fixed income risk management capabilities and the manager’s
resources to dynamically assess the potential impact of different market conditions on
portfolios.
Unique considerations for pooled funds:
The evaluation of stable value pooled funds
requires additional analysis due to some
of the specific features of these products.
While many stable value pooled funds have
generally included a 12-month put feature
for plan sponsor related withdrawals, recently some pooled fund managers have
implemented a 24-month put provision, presumably in part to obtain additional wrap
capacity. Others have removed the put provision altogether, allowing for redemptions
at the lower of market or book value. As we
contemplate a rising interest rate environ-
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ment and potentially lower market-to-book
ratios, it is important to consider the implications and flexibility associated with each
fund’s specific redemption provisions.
Maintaining a diverse set of underlying
plans can potentially serve to mitigate some
of the risk that put provisions are intended
to address, including the negative impact
that significant withdrawals by a small number of large plans could have on a fund.
Pooled funds that exhibit greater plan diversification can potentially reduce this risk for
investors and wrap providers, which may
improve the fund’s underwriting profile and
increase the likelihood of maintaining adequate wrap capacity.
Finally, if interest rates were to rise, sponsors should consider, among other things,

the impact that cash flow can have on a
pooled fund. Funds on a positive growth
trajectory may be able to more effectively
take advantage of rising rates by investing
inflows at gradually higher yields. This can
also dampen the negative impact higher
rates have on the market-to-book ratio.
In summary:
The last several years have brought some
paradigm shifts to the stable value asset
class. The current state of the market warrants a thoughtful, resource-intensive level
of engagement, with the core objective of
capital preservation in mind. It is critical
for managers to be forward-looking in the
evaluation of risk, as the issues that characterized the last crisis may not necessarily
drive the next one.

See further.
Plan smarter.
Move forward.

RS Funds are sold by prospectus
only. You should carefully consider
the investment objectives, risks,
charges and expenses of the RS
Funds before making an investment
decision. The prospectus contains
this and other important information.
Please read it carefully before investing or sending money. To obtain
a copy, please call 800.766.3863
or visit www.rsinvestments.com.
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Not a Deposit • Not FDIC or NCUA
Insured • May Lose Value • No Bank
or Credit Union Guarantee
RS Funds are distributed by RS
Funds Distributor LLC, member:
FINRA, SIPC.
©2014 RS Investment Management
Co. LLC
AD14Q2RPAG_FCv1
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Disclosures
There can be no assurance that any particular stable value fund will
achieve its investment objective or, to the extent applicable, that it will be
able to maintain a stable NAV of $1.00 per Unit. The value of investments
and the income derived from investments will fluctuate and can go down
as well as up. A loss of principal may occur.
Stable value funds typically invest in “stable value contracts”, under
which the insurance company or other financial institution contract issuer
agrees, subject to certain conditions, to make payments from the contract
in connection with redemptions for plan participant-initiated benefit
payments. Stable value contract risk includes credit risk with respect to
the obligations of contract providers. Stable value contracts have terms
that provide that contract withdrawals relating to certain redemptions
may not be paid at full contract value, and also define certain termination
events that permit the provider to terminate the contract in which case the
fund could be exposed to losses. These types of provisions could limit
a stable value fund’s ability to maintain a stable NAV of $1.00 per Unit.
Participants in stable value funds are also exposed to risks associated
with investing in the fixed income markets, including interest rate risk,
credit risk and call/extension risk. For example, changes in interest rates
will impact the return earned by the fund as well as the relative market
value to book value ratio of a stable value fund.
Confidentiality
No part of this material may, without GSAM’s prior written consent, be
(i) copied, photocopied or duplicated in any form, by any means, or (ii)
distributed to any person that is not an employee, officer, director, or
authorized agent of the recipient.
© 2014 Goldman Sachs. All rights reserved.
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Neuberger Berman is proud to sponsor

The Retirement Plan Advisory Group
Since 1939, Neuberger Berman has worked toward a single goal: helping clients preserve and build wealth.
Neuberger Berman retirement specialists are dedicated, experienced professionals who have the skill and
knowledge to deliver retirement-focused solutions.

For more information please visit www.nb.com.
The “Neuberger Berman” name and logo are registered service marks
of Neuberger Berman Group LLC. Neuberger Berman LLC is a Registered
Investment Advisor and Broker-Dealer. Member FINRA/SIPC.
©2014 Neuberger Berman LLC. All rights reserved.

M0223_0514_RPAG_Annual_Conference_Ad_7.75x4.525_r1.indd 1
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The Power to Do More

Greater engagement. Enhanced diversification.
Strong risk-adjusted performance potential.

Plan sponsors can realize many advantages by choosing Sustainable and
Responsible Investment (SRI) options from Calvert Investments. And though
industry research indicates that participant demand for SRI plan options
continues to increase, only 14% of plan sponsors offer an SRI option.* Therein
lies opportunity.

Put the power of SRI to work for
your clients. Visit our booth at
RPAG or call our DCIO specialists at
800.368.2750, and select option #2.

With Calvert Investments as your partner, SRI can help you make a powerful
connection with plan sponsors to build a thriving retirement practice.
*Source: Mercer Report for Social Investment Forum, September 2011

Investment in mutual funds involves risk, including possible loss of principal invested.
For more information on any Calvert fund, please contact Calvert at 800.368.2750 for a free summary prospectus and/or prospectus. An investor
should consider the investment objectives, risks, charges, and expenses of an investment carefully before investing. The summary prospectus and
prospectus contain this and other information. Read them carefully before you invest or send money.
Calvert mutual funds are underwritten and distributed by Calvert Investment Distributors, Inc., member FINRA and subsidiary of Calvert Investments, Inc. AD10081-201407

www.calvert.com
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NOW THERE’S A SCIENCE BEHIND

YOUR SUCCESS.

T:11”

MassMutual Planaly tics SM is our award-winning combination of custom data,
technology, targeted participant communications and retirement readiness tools that
helps participants retire on their own terms. It leverages actual data — not averages or
assumptions — to appropriately measure, inspire and help improve plan and participant
outcomes. Which means as a financial professional, you can prove you’re making a difference
to the plan sponsors and participants you serve. To learn how Planalytics can help you
show your value, call MassMutual at 1-866-444-2601 or visit MassMutual.com/Retire

TOTAL RETIREMENT SERVICES + TPA + DEFINED CONTRIBUTION + DEFINED BENEFIT + NONQUALIFIED + NONPROFIT +
PUBLIC SECTOR + TAFT-HARTLEY + STABLE VALUE + PEO + IRA

©2014 Massachusetts Mutual Life Insurance Company. All rights reserved. MassMutual Financial Group refers to Massachusetts Mutual Life Insurance Company (MassMutual)
[of which Retirement Services is a division] and its affiliated companies and sales representatives. Mutual Fund Industry Awards “Hall of Fame” selection announced
12/2/13 by Fund Industry Intelligence & Fund Director Intelligence (Euromoney Institutional Investor) for MassMutual’s prior awards: Retirement Leader of the Year for industry
leadership and excellence in retirement plan services, April 2012; Deal of the Year, April 2013; Ad Campaign of the Year, April 2013. MassMutual is the only firm ever to
have earned a Hall of Fame induction in just two years. RS: 34080-00
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Written By: Elaine Sarsynski, Executive Vice President,
MassMutual Retirement

Focusing on Outcomes,
Not Activities
There is an emerging trend in the world of defined contribution retirement plans that
may soon snowball into an avalanche: a focus on outcomes instead of activities.
Employers who sponsor 401(k) and other
defined contribution plans increasingly
want to know how well their employees are
prepared for retirement. These enlightened
plan sponsors want to know if their retirees
will be able to have enough savings to
live comfortably and, if not, what financial
advisors and plan providers can do to fix
the problem.
It’s not surprising when you consider that
a 2014 study by the Employee Benefits
Research Institute found that only one
in five Americans are at least somewhat
confident about having enough money
for a comfortable retirement. Three in
five Americans have less than $25,000 in
savings and investments, and three in 10
had less than $1,000, according to a 2012
report by the EBRI.
MassMutual is working closely with its
36,000 plus retirement plan sponsors and
their financial advisors to change that
dynamic. Our firm has introduced a new
program called PlanalyticsSM to gauge
the relative effectiveness of an individual
employer’s retirement plan while providing
the tools, education and encouragement
to spur higher savings rates by plan
participants.

Once a benchmark is established,
MassMutual works with its plan sponsors
and advisors to drive retirement plan
participation on multiple fronts. Planalytics
employs a broad range of consumermarketing techniques and resources to
encourage participation, including Big
Data, personas and customer preferences
to connect with participants where they live,
on their own terms.
We benchmark our consumer initiatives
against the practices of the best consumer
brands in the world, not just in the financial
services or employee benefits industries.
After all, we’re competing for consumers’
attention and dollars against the immediate
gratification of a shiny new car, big screen
TV, dinner out or shopping. Increasingly,
we’re winning more battles.
That’s because MassMutual is uniquely
positioned to help retirement plan
participants achieve a better outcome in
retirement. Our approach is built on the
latest technology and personal interaction.

We empower participants to take action by
keeping it real and being as accessible as
possible.
Once we know where a participant
stands in terms of retirement readiness,
we provide prescriptive guidance across
multiple media, wherever he or she is most
comfortable interacting. Our research and
experience supports a “human touch.” Data
shows participants are most “comfortable”
with face-to-face interactions because their
need for education and guidance outpaces
preference to complete transactions online.
Surely, your own experience confirms this
approach.
Our enrollment specialists annually meet
face-to-face with more than 150,000 plan
participants every year in individual or
group meetings. Nearly half (46%) take
measurable actions to improve their
retirement readiness after group meetings.
Three in four take action after one-on-one
sessions.

Planalytics starts with a universal definition
of retirement preparedness. MassMutual’s
Plan Health diagnosis program determines
what percentage of retirement plan
participants are on track to replace 75
percent of their preretirement income at age
67. This analysis takes into consideration
not only retirement savings but the
availability of Social Security and a defined
contribution pension, if applicable.
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The introduction of technology enhances
results. When iPod Touch devices are
employed in group meetings, for instance,
nearly 90 percent of attendees increase
their savings rate.

solutions can include automatic enrollment,
automatic deferral increases, refining
investment choices to include target date,
lifestyle or custom target date funds,
targeting campaigns for specific employee
demographics, and other techniques.

Of course, not everyone wants to meet
about their retirement plan. Targeted and
tested direct response programs have
resulted in more than $150 million in new
deposits in the past three years. Direct
includes both snail mail and email.
Although we are gratified that our efforts
are making a difference, we know we
can do better. MassMutual is focused on
continuous improvement and investment
in the technology infrastructure necessary
to capture, analyze and use data to benefit
our customers. Our approach includes
analyzing the market, seeking feedback
from clients and leveraging innovation from
other industries to ensure we offer a best-inclass experience.

What differentiates our Planalytics approach
is the use of actual data – not averages or
assumptions – to appropriately measure
and improve results. Without increasing
plan expenses, MassMutual develops
significant action plans based on data for
each plan sponsor and plan participant.
At the plan level, we work with advisors to
implement a broad range of solutions to
boost retirement readiness over time. Those

Plan sponsors and participants are
responding positively to this approach,
with the ultimate goal of raising retirement
readiness for as many plan participants
as possible. Gone are the days when
plan sponsors simply want to increase
participation in a defined contribution plan.
Increasingly, it’s all about helping ensure
gainfully employed employees become
financially secure retirees.
Elaine Sarsynski is Executive Vice President of MassMutual Retirement
Services, a division of Massachusetts Mutual Life Insurance Company,
Inc.
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Realize the Benefits of
Active Management
The Alger Capital Appreciation and
Alger Spectra strategies have been
actively managed for more than 38 years.
All of Alger’s strategies seek alpha by
following our proven investment philosophy
of investing in companies experiencing
Positive Dynamic Change.
Learn more at

www.alger.com/activemanagement
or call 800.223.3810.

Inspired by Change, Driven by Growth.
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As a pioneer of multi-manager strategies, American Beacon is committed to partnering with those
we judge to be “the best of the best.” Using our innovative manager-of-managers approach,
we’ve been able to deliver timely investment opportunities while pursuing consistent results
for those who’ve entrusted us with their assets.

Why we stand apart

Visit americanbeaconfunds.com
or call 800-967-9009 today.
4151 Amon Carter Blvd., MD 2450



Manager-of-managers approach



Ongoing due diligence



Style purity



Fiduciary perspective



Competitive pricing



Strong long-term track record

Fort Worth, TX 76155
© 2014 American Beacon Advisors, Inc.
All rights reserved.

®

At Horizon, we seek to capitalize on dynamic market
environments with the goal of improving the overall
participant experience. Our Active Asset Allocation
seeks to invest in the best global opportunities
and adapt as markets change. Risk mitigation is an
additional layer that seeks to protect investors from
significant market losses.

At Putnam, we are continuously working to
pursue a better retirement experience and deliver
results for advisors, plan sponsors, and employees.
Visit putnam.com or call 1-800-719-9914.

Our professionally managed 3(38) portfolios can
serve as the QDIA in a retirement plan.

866.371.2399 | gainprotectspend.com
Horizon Investments, LLC products are subject to risk including, general market risk, currency fluctuations
and economic conditions. Please evaluate your client’s circumstances and risk tolerance to understand if these
investments are right for them. Horizon does not forecast future economic environments and cannot comment
on how it might do in any economic scenario. Investments offering the potential for higher rates of return also
involve a higher degree of risk. Asset allocation cannot eliminate the risk of fluctuating prices and uncertain returns.

Benefit
from our
experience

Expect a
premium
level of
service

Realize the
value of
innovation

See
individual,
measurable
results

Risk Assist is NOT A GUARANTEE against loss or declines in the value of your portfolio. It is a principal protection
strategy that accompanies Horizon’s traditional strategies.
The Portfolios’ underlying investments fluctuate in price and may be sold at a price lower than the purchase price
resulting in a loss of principal. The underlying investments are neither FDIC insured nor guaranteed by the U.S.
Government. There may be economic times whether all investments are unfavorable and depreciate in value.
© 2014 Horizon Investments, LLC 13024 Ballantyne Corporate Place, Suite 225, Charlotte, North Carolina 28277
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Are your clients overlooking
tomorrow’s biggest risks?
Learn how to help your clients form a transition
strategy that shifts their retirement plan’s focus
from accumulation to income.
Retirement-plan sponsors know they need to be aware of the
many dimensions of risk that plan participants face.
But with the industry’s overwhelming focus on asset values at
retirement, one key element is frequently going unaddressed:
how to effectively manage the transition from accumulation
to income.
Encountering unfavorable market conditions at this critical
point in time can have a significant impact on retirement
income—one that can be even more severe than the effect
of falling asset values.
The good news? There are thoughtful approaches available
today to help your clients form an effective transition
strategy—and Allianz Global Investors can help. Read our
new white paper to learn more.

April 2014
Allianz Global Investors White Paper Series

Transition Risk: Rethinking Investing
for Retirement
By Tim Friederich, Wolfgang Mader, Ph.D. and David Karim

Executive Summary
Are millions of Americans, retirement-plan sponsors and financial advisors really focusing on the right retirement goal? This
white paper explores the critical but often overlooked dangers presented by transition risk—the risk that investors make
the transition from accumulation to income at an unfavorable point in time under unfavorable market conditions. Learn
why fluctuating interest rates—the most unpredictable factor in the retirement-income equation—make it imperative
to help plan participants shift the focus from asset value at retirement to income in retirement.
Saving for retirement not only involves some of the most difficult
and complex financial decisions that most investors will make in
their lifetimes, but it can have one of the most significant impacts on
their quality of life. That is why it is so important for retirement-plan
sponsors and advisors to be aware of the different dimensions of risk
involved in retirement investing: so they can help plan participants
make the right choices for their individual retirement needs.

An Overwhelming Focus on Asset Value at Retirement
There are several risks that need to be taken into account to help
investors make smart retirement choices. Some are widely known,
yet others tend to be overlooked even though their impact can be
crucial. One of these neglected risks—transition risk—is the
primary topic of this paper.
The most common interpretation of risk is financial-market risk,
or the risk that investors could lose money if their asset prices fall.
This is the risk that investors are perhaps most aware of thanks to
a media environment that reports daily prices of stocks, bonds,
mutual funds and other investment products. This steady flow of
information keeps investors informed about what their portfolios
are worth in terms of dollars, and it gets their attention by playing
right into their biggest fear: the risk of declining asset values.
This fear is justified to some extent—after all, asset values have a
large impact on retirement savings—but it is not the only risk
investors should be concerned about. Moreover, the closer plan
participants get to retirement, it may not even be the most
important risk.

The Need to Shift Focus to Income in Retirement
To understand which risks retirement-focused investors should
concentrate on, we need to ask several important questions:

What are investors saving for? To have money at retirement?
Or to have money in retirement? Although the difference
between the two concepts is just two letters long, it is key.
Because of widespread awareness of financial-market risk, there is a
widely held belief that it is more important to focus on maximizing
money at retirement, and therefore that accumulation is imperative.
At Allianz Global Investors, we believe this view is wrong, and that
plan sponsors and advisors must help participants shift the focus
from asset value at retirement to income in retirement. We
further believe that retirement income, in most cases, should be a
combination of drawing down principal and securing a guaranteed
income stream1 to meet basic needs and maintain living standards.
Why is this shift in focus so important? Because maximizing
or securing the net asset value of the plan participant’s portfolio
at retirement is not necessarily equivalent to maximizing or
securing a retirement income stream. This is where transition
risk comes into play.

Why Transition Risk Is Important
Transition risk is closely related to longevity risk—the risk that
investors will “outlive” their money.2 While the demographic trend
toward living longer than ever before is generally a positive one, it
also increases the danger that retirees will run out of money during
retirement. As a result, not only is it important that investors
consider guarding against longevity risk to some degree, but in
many cases it will be advisable that they do so.3 This will require
prudently planning an anticipated income stream—and perhaps
even securing a certain retirement income level in form of a
lifelong guarantee.

us.allianzgi.com

For a copy of our new white
paper, contact your Retirement
Consultant at 1-866-988-4015.

us.allianzgi.com/retirement
©2014 Allianz Global Investors U.S. LLC.
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Written By: Glenn Dial, Head of Retirement Strategy,
Allianz Global Investors

Solving One of the Biggest
Retirement Risks You Never
Heard Of
Are millions of retirement plan participants focusing on the wrong retirement risk?
It’s a question worth considering for the simple reason that the stakes are so high.
Saving for retirement not only involves some of the most difficult and complex
financial decisions that most investors will make in their lifetimes, but it can have
one of the most significant impacts on their quality of life.
That’s why it’s so critical for retirement plan
sponsors and advisors to be aware of the risks
involved in retirement investing—particularly
the ones that frequently get overlooked.
Equally important, however, is the fact that
advisors today can take many different
approaches to turn these challenges into
something more positive: actual solutions.
One example of how advisors can bring
enormous benefits to plan sponsors and
individual investors alike is by helping them
solve for transition risk with an effective
transition risk strategy.
Transition risk occurs when participants make
the transition from accumulation to income
under unfavorable market conditions. In some
scenarios, transition risk can have an even
more severe impact on retirement portfolios
than falling stock markets, particularly when
plan participants are close to retirement.
Consider this example to understand the
challenge that transition risk presents:
• An investor builds up a nest egg for
retirement with the goal of living off this nest
egg during his or her golden years.
• At some point in the retirement savings
process, the investor needs to exchange
his or her nest egg for lifetime income; this
phase is called the “transition.”
• Because this “exchange rate” fluctuates
with interest rates, even if the investor has
a large nest egg, he or she might need
to exchange it for income at a time when
rates are unfavorable.

• What’s more, even if an investor’s
portfolio value continues to increase
during retirement, he or she may get less
retirement income if the price paid for that
income is increasing at a higher rate.
So if transition risk plays such a critical role,
how can it be so easily overlooked and
what are investors focusing on instead? To
understand how we got here, consider for a
moment what most plan participants think of
when they think of risk.
The most common interpretation of risk is
financial-market risk, or the risk that investors
could lose money if their asset prices fall.
This is the risk that investors are perhaps
most aware of thanks to an environment that
reports daily prices of stocks, bonds, mutual
funds and other investment products. This
steady flow of information keeps investors
informed about what their portfolios are worth
in terms of dollars, and it gets their attention
by playing right into their biggest fear: the risk
of declining asset values.
This fear is justified to some extent—after
all, asset values have a large impact on
retirement savings—but it contributes to a
widely held belief that the secret to a wellfunded retirement is having the most money
at retirement.
At Allianz Global Investors, we believe this
is only part of the story. Retirement is not
all about accumulation. After all, what are
investors really saving for? To have money at
retirement, or to have money in retirement?

Although the difference between the two
concepts is just two letters long, it is key.
We believe that retirement preparedness
should not only aim at growing portfolio
values, but also at growing retirement income.
That’s why it’s important to reduce transition
risk by setting up the portfolio in such a way
that it keeps the expected future retirementincome stream as stable as possible, and
reduces the exposure of retirement income
to changes in the interest rate environment.
We’ve identified several thoughtful and
effective approaches for managing transition
risk within plan participant portfolios,
including different ways of enhancing target
date glide paths so they focus on pursuing
predictable retirement income rather than
maximizing the portfolio’s value for a small
segment of the plan population.
You can learn more about the impact of
transition risk on retirement income and
approaches for managing it in our white
paper. Contact your Allianz Global Investors
Retirement Consultant for your copy by calling
1-866-988-4015 or visiting us.allianzgi.com.
Mr. Dial is a managing director with Allianz Global Investors, which he joined
in 2011. As Head of Retirement Strategy, he is responsible for overseeing
the firm’s strategic planning for the US defined contribution (DC) channel.
Mr. Dial has 21 years of investment-industry experience. He previously held
senior-management positions with JPMorgan, Merrill Lynch and Ceridian.
Mr. Dial is a co-inventor of the method and system for evaluating target-date
funds, and is also credited with developing the target-date fund-category
system commonly referred to as “to vs. through.” Mr. Dial has a B.S./B.A.
in finance from the University of Central Florida and an M.B.A. from Rollins
College.
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Helping your clients and their employees plan for their future is a
big responsibility.
We have been helping advisors like you create successful retirement plans for
their clients that:
• Help reduce the risk associated with plan administration through SMARTSyncSM
—an intelligent analytics program that identifies potential administrative and
compliance issues through real-time monitoring of plan data.
• Make retirement administration easy to manage thanks to our integrated and
automated solutions that alert your clients when they need to take action.
• Keep our interests aligned with yours – and your clients through a variety of
investment platforms including an open fund architecture platform with no
proprietary fund requirements.1

Map out a path toward retirement
success—with ADP.

TAKe THe FiRST STep To ReTiReMenT SucceSS
Contact our Financial Advisor Sales Support Desk
at 844-ADp-eLiTe for more information on our
retirement plan solution ADP ACCESS.
x

401(k) PLAN SOLUTIONS

ADPACCESS
Investment options are available through ADP Broker-Dealer, Inc., an affiliate of ADP, LLC, One ADP Blvd., Roseland, NJ; Member FINRA.
ADP, the ADP Logo, ADP ACCESS, and In the Business of Your Success are registered trademarks of ADP, LLC. All other trademarks and
service marks are the property of their respective owners. 99-1893-K2-0714 Copyright © 2014 ADP, LLC ALL RIGHTS RESERVED

1 Open fund architecture investment platform is only available for plan with $1 million or more in plan
assets. Some restrictions may apply.
Investments in mutual funds and commingled funds (also known as collective trusts) involve risk. Some
investment products have more risk than others. For complete information about a particular fund or to
obtain a fund prospectus (or information statement, in the case of commingled funds), please contact
the Financial Advisor Help Desk at 844-237-3548. An investor should carefully consider an investment
option’s objectives, risks, charges and expenses before investing. The prospectus (or information
statement, as applicable) contains this and other important information about the investment option and
investment company. An investor should read the prospectus/information statement carefully before
making any investment decisions.
ADP, LLC and its affiliates do not offer investment, financial, tax or legal advice or management
services. For its retirement plan recordkeeping customers, ADP agrees to act as a non-discretionary
recordkeeper performing ministerial functions at the direction of the plan sponsor and/or plan
administrator. Accordingly, ADP does not serve in a fiduciary capacity to any of the retirement plans for
which it provides recordkeeping services. ADP also does not serve as an investment advisor or manager
to any of the retirement plans for which it provides recordkeeping services. Nothing in these materials
is intended to be, nor should be construed as, advice or a recommendation for a particular situation or
plan. Please have your clients consult with their own advisors for such advice.

99-1893-K2_RPAG_half_page_ad_ver2_0714_v1.indd 1
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The Perspective You Want.
The Partner You Need.
Your clients are important to you, which makes them important to us. That’s
why our dedicated DCIO team is focused on the issues that matter to you
most. With over 40 years experience and extensive knowledge in target date
and risk-based investing, our unique perspective is what sets us apart.
> FOR A FRESH PERSPECTIVE

www.manning-napier.com/Insights
FOR THE LATEST

@ManningNapier
Manning & Napier Investor Services, Inc. is a member of FINRA.

INVESTMENT MANAGEMENT | PRACTICE MANAGEMENT | THOUGHT LEADERSHIP

62

| IMPACT

|

Retirement Plan Advisory Group

I M PA C T

Discover a wealth of opportunity
Deutsche Asset & Wealth Management is defining a new
standard of excellence. With a full range of active, passive
and alternative capabilities, we combine our expertise with
intelligence and innovation to deliver truly client-centered
solutions. Your clients deserve nothing less.
For more information, please contact us at (800) 621-1148
or visit www.dws-investments.com

Deutsche Asset & Wealth Management represents the asset management and wealth management activities conducted by
Deutsche Bank AG or any of its subsidiaries. Clients will be provided Deutsche Asset & Wealth Management products or services
by one or more legal entities that will be identified to clients pursuant to the contracts, agreements, offering materials or other
documentation relevant to such products or services. DWS Investments Distributors, Inc., 222 South Riverside Plaza,
Chicago, IL 60606-5808
© 2014 Deutsche Bank AG. All rights reserved. CH145559 (5/14) I-35073-1
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Help your clients
see DC plans
a whole new way.
Many of your clients are — or will be —
facing the issue of an aging workforce
that’s not prepared to retire. You can
help them by tapping into the powerful
insights and strategies in Fidelity’s new
perspective on DC plans aimed at driving
better outcomes through retirement
readiness for employees — and helping
to make their retirement plan a success.

RETIREMENT VISION 2020: Fidelity’s
Prescription to Help Drive Better Outcomes
In this groundbreaking report, you’ll discover:

Call a Fidelity Representative at
800.684.5254 to learn more, or visit
our table at the RPAG Conference.

•

4 key strategies to help improve
retirement readiness

•

How to make DC plans an effective part
of workforce management strategy

For investment professional use only.
Approved for use in advisor and 401(k) markets.
The Fidelity Investments and pyramid design logo is a registered service mark of FMR LLC.
Fidelity Brokerage Services LLC, Member NYSE, SIPC, 900 Salem Street, Smithfield, RI 02917
690990.1.0
© 2014 FMR LLC. All rights reserved.
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Written By: Phil Chisholm, Vice President,
Fidelity Investments

Four Things Advisors Can Do
to Help Clients Drive Better
Outcomes
Millions of Baby Boomers will move into their retirement years between now and
2020. As defined benefit plans and retiree medical benefits continue to be reduced or
eliminated, it has become even more important for employees to succeed through DC
plans. This is both a challenge and an unprecedented opportunity for advisors and
their clients.
Many providers have begun to espouse a
“better outcomes” approach to retirement
security. By implementing strategies as
outlined below, we believe advisors can
play a role to help employers drive better
outcomes for their employees in the form of
better readiness for retirement that benefits
both the employer and the employee.
These approaches are important not only
for the millions who are inching their way to
retirement in the next few years, but also for
the generations that follow in the decades
ahead. Fidelity has a holistic perspective
on this topic and has identified four key
focus areas to help employers drive better
outcomes – for both health – and retirement
security. They are:
1. Design for income. DC plans
should be designed with an income
replacement goal of 50% of net income
pay at retirement and should consider
the potential results of employee and
employer contributions over a careeri.
Advisors should work with employers
to evolve retirement plan designs to
produce an expected retirement age
that matches the needs of the business
to help lessen unexpected workforce
deficits and surpluses.
2. Account for health care. Advisors can
play a role on the all important health care
front as well: Specifically by working
with employers to help employees better
understand the increasing role of health

care in saving for retirement. In addition
to effective plan design and financial
incentives, advisors can recommend
the use of savings vehicles such as
health savings accounts (combined
with a high deductible health plan) as
a vehicle to help employees reduce
their current health care spending and
increase saving for their health care
needs in retirement. Further, a new and
evolving opportunity for advisors to gain
knowledge about is private health care
exchanges. Although these options are
still quite new to the market, Accenture
recently estimated that over three
million people have enrolled in these
exchanges to date.ii

$

Design for
Income

Transition
and
Confidence

3. Engage and empower. Employers
and their provider partners must drive
for broader and deeper employee
engagement in retirement savings
vehicles using the latest scientific
research and data mining techniques.
These next generation engagement
methods should be available across
web, mobile, wearable technologies
and through phone guidance. Looking
to future engagement technologies,
advisors should keep a watchful eye on
up and coming devices that continue
to allow employees engage in their
benefits thru a device of their choice.
For the majority who won’t engage,
advisors can recommend appropriate

Account
for
Healthcare

Engage
and
Empower
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retirement default solutions to help keep
the “typical employee” on the right path
to retirement security.
4. Transition
with
confidence.
Employees need personalized help as
they near the next phase of their careers,
whether they retire or continue to work
in some capacity. Employers can help
these workers determine how long they
need to work, what resources they will
have available to them in retirement,
and how to get the most out of those
assets in meeting their retirement needs
(including the need for health care
spending). Some employees need
specialized attention as early as age 50.
The first major test of the defined contribution
retirement system is coming. While many
employees are on track to a successful
retirement,
many
other
employees

expecting to retire in the next 10 to 15
years will not have enough money saved to
realize that goal. Today, advisors have the
opportunity -- and responsibility -- to provide
substantial value to clients by thoroughly
understanding their clients’ workforce
strategies and then recommending health
and retirement strategies that can evolve
and thrive as the face of the American labor
market matures.
i. This hypothetical example of an income replacement goal is based
on the following assumptions: a starting age of 25 and a retirement age
of 67; and life expectancy to age 93, starting salary: $35,000; ending
salary: $64, 443, real salary growth rate of 1.5% annually, employer
contribution of 3% per year, annual rate of return: 5.7% (3.2% net of
inflation), assumes no loan or withdrawals, a 17.5% effective tax rate
before retirement and a 14% effective tax rate after retirement, the plan
design assumes a deferral rate of 3% with an Annual Increase of 1% up
to 15%. This hypothetical example is based on monthly contributions to
a tax-deferred retirement plan. A participant’s account may earn more or
less than this example, and income taxes will be due when withdrawals
are made from the account. Investing in this manner does not ensure
a profit or guarantee against loss in declining markets. Social Security
projection based on U.S. Social Security Administration methodology
as of 2013.

For over 150 years
Lazard has been providing
sound financial advice to clients worldwide.
With 17 offices globally
Lazard’s investment expertise
spans the globe and includes Equities,
Fixed Income, and Alternative investments.
www.lazardnet.com
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ii. Growing Pains for Private Health Insurance Exchanges, June 2014,
Accenture.
Call a Fidelity Representative at 800.684.5254 today, or stop by our table
at the RPAG Conference.
For plan sponsor, advisor, and institutional use only. Not for use with
employees or plan participants.
The information provided on Health Savings Accounts is general in
nature. It is not intended, nor should it be construed, as legal or tax
advice.
Accenture and Fidelity Investments are not affiliated
Fidelity Brokerage Services LLC, Member NYSE, SIPC 900 Salem Street,
Smithfield, RI 02917
©FMR LLC 2014. All rights reserved.
FOR FINANCIAL INTERMEDIARIES USE ONLY – NOT FOR USE
AND/OR DISTRIBUTION TO THE GENERAL PUBLIC
© 2014 Goldman Sachs. All rights reserved.
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Successful investing requires both strategy and execution.
At Pioneer Investments we’ve been doing both since 1928.
Heritage

Pioneer helped create the mutual fund industry in 1928 with the establishment of the Pioneer Fund,
the third-oldest fund in the U.S. Our founder, Phil Carret, was a pioneer of “value” investing.

Integrity

Central to our long-term success has been our commitment to careful stewardship of investor assets.

Strength

Pioneer is a global investment leader with more than $245 billion in assets under management in
27 countries.* Our focus on proprietary research, risk management and long-term investing has helped
us build a fund family with a range of compelling equity and fixed income strategies.
*As of 3/31/14

Before investing, consider the product’s investment objectives, risks, charges and expenses. Contact your advisor or Pioneer
Investments for a prospectus or summary prospectus containing this information. Read it carefully.
Securities offered through Pioneer Funds Distributor, Inc., 60 State Street, Boston, MA 02109
Underwriter of Pioneer mutual funds, Member SIPC • ©2014 Pioneer Investments • us.pioneerinvestments.com • 25849-02-0514

To speak to someone on our Sales Desk, please call 800-622-9876
or visit our web site at us.pioneerinvestments.com.

The journey is as important
as the destination!
Planning for retirement in today’s marketplace is no vacation for many
participants. At Eagle, our Defined Contribution Investment Only team
clearly understands the challenges investors face and is dedicated to
offering tools you need for the retirement plan that best meets your
clients’ needs.

Visit us in the
Exhibit Hall to learn
more about Eagle and
to pick up our 2014
fund scorecard!

With more than 30 years of experience, we have the knowledge and
stability you can count on to help your clients get where they want to be.

Small enough to care. Large enough to matter.
For more information on how Eagle can support your efforts, please
contact Jay Natkow at 727-403-3704 or visit us at eagleasset.com

Eagle Fund Distributors, Inc., Member FINRA. 880 Carillon Parkway, St. Petersburg, FL 33716
For Broker Dealer Use only. Not for General Public use.
EFD-0514-535 Exp. 9/30/2014 | 14-EAGLE-0248
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Written By: Joel Shapiro, J.D., LL.M., Senior Vice President, ERISA Compliance,
Retirement Plan Advisory Group

Back to
the Future
Typically in my Closing Arguments I expound upon
legislative, regulatory or judicial goings-on in our
industry. But aside from the Windsor and Dudenhoeffer
rulings, 2014 has been relatively quiet on these fronts.
So, I’m going to take this opportunity to preach on
another area of practice near and dear to my ERISA
attorney heart (please hold the “an attorney with a
heart?!?” jokes) . . . Courageous Plan Design™ (yes,
we trademarked that).
As a well-rounded, full service advisor plan

As an expert you should be exploring the

design should be a topic of discussion with

“whys” of your clients’ plan design. It is a

your clients. At a bare minimum you should

good bet that many of the current decision

be discussing what currently exists and

makers may not have been employed – or

how their day-to-day administration does,

employed in their current positions – by

and/or does not, reflect the terms of their

your client when the plan was first adopted

plan document. You should become well-

and designed. Many of the features of their

acquainted with each client’s individual

current plans may no longer align with their

plan provisions (and mind you I’m talking

corporate goals. Your clients may not even

the plan document, not a “plan-at-a-glance”

realize it since they likely have not taken the

or a summary plan description). You should

time to evaluate their goals in conjunction

be capable of having a robust conversation

with what’s available to them from a design

about whether those provisions are actually

perspective. And even if the decision

reflected in their administration. That level

makers remain the same, their companies

of consulting should just be the minimum.

have likely grown and it’s important that they

You should be diving much more deeply

revisit how their plans align with their goals.

into their plans’ design.
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I need not bore you with the numerical data
regarding how the current system is failing.
The numbers, as you are well-aware, are
alarming to say the least. So, not only do
we, as expert retirement plan advisors,
need to explore our clients’ goals . . . we
need to help them better set their goals . . .
better, more aggressive, goals.

The answer lies in the fact that not enough

Well . . . there was a problem.
401(k) plans were meant to supplement
defined benefit plans. And while employers
were adopting 401(k) plans in droves, they
were concurrently freezing, terminating, or
not even offering (for newer companies)
defined benefit plans. And what happens

employers are willing to go back to the
future. They understand, conceptually, that
their 401(k) and 403(b) plans need to be
more impactful, but they are not taking full
advantage of the tools that are available to
them, namely plan design.

when the core of a structure is removed

They need to become the decision makers

Looking far back into our national retirement

without

replaced,

for their employees instead of continuing to

planning history we see that employers

or without properly strengthening any

thrust the decisions on their participants.

used to “take care” of their employees. The

supplement to that structure? Collapse of

They need to “DB-ize” their plans. AUTO-

defined benefit, or pension, plan was fairly

the entire structure.

EVERYTHING!

That’s what we are staring at . . . collapse

Plan design changes can be scary for

of the U.S. retirement landscape as a result

sponsors. Auto features, as well as the

of removal of the pension in the absence

removal

of employers properly strengthening their

withdrawals, in-service withdrawals, loans,

defined contribution plans.

etc.) may be new concepts to them, but

common.

Corporate

owners/executives

made decisions about how to care for their
employees once they reached retirement.
They provided “promises” in the form of
accrued benefits they funded and invested
the dollars in their plans to meet those

being

adequately

their retirement. And that was a good thing
because prevailing retirement industry data
suggests they were not, and are still not,
capable of making those decisions. The
decisions were – and remain – better left in
the hands of more sophisticated decision

a provision allowing employees to defer

Looking far back into our
national retirement planning
history we see that employers
used to “take care” of their
employees.

eventually became Internal Revenue Code

benefit plans. In their current state,

Section 401(k). In 1981 the IRS ruled that

employers deem defined benefit plans too

401(k) plans could be funded through

complex and too expensive. The answer

employee salary reductions. By 1983 nearly

lies in the strengthening of 401(k) plans.

half of all large employers either offered, or

And Congress thankfully took note of this

were considering offering, a 401(k). And

fact, and took action with the Pension

by 1996 401(k) plans held more than $1

Protection Act of 2006. It provided the tools

trillion of 30 million participants’ retirement

to strengthen the 401(k) plan.

This represented incredible

growth in savings rates. So all was well in
the retirement world, right?

grown to acquire negative implications –
but shouldn’t). Plan sponsors should be
safeguarding and making decisions for
those that need protection and can’t make
good decisions for themselves.

Advisors, need to help our clients be more

The answer doesn’t lie in more defined

savings.

become more paternal (a word that’s

. . . and I am! We, as Courageous Plan
So what is the answer?

compensation,

deferred

(hardship

You might think I’m getting a bit preachy

The Revenue Act of 1978, which included
on

points

they work. We know employers have to

makers . . . their employers.

taxation

leakage

they are not new to our industry. We know

promises. Employees didn’t have to make
a single decision in regards to saving for

of

“But it’s 2014!” you say.

“Why are we

courageous. We need to convince them
that it’s the right thing to do for them to take
back the decision making from those less
sophisticated than themselves. We need to
be ready to dive deep into the courageous
plan design waters and help our clients
create successful retirement outcomes for
their employees. Why us? Because no one
else is doing it effectively!
I rest my case.

discussing something from 2006?!?”
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SHOULD A FIREFIGHTER
ALSO HAVE TO FIGHT
FOR HIS RETIREMENT?
Recent years have thrown so much into question. Like whether those
who protect us, teach us and care for us can look forward to a secure
financial future.
At BlackRock, we’re working with some of the world’s largest pension
funds, 401(k) plans and financial advisors to make sure that millions
of investors can have the retirement they deserve.
No matter how the financial landscape shifts, we will help provide an
answer to the one question on everyone’s mind:

“So what do I do with my money?”®
The answer not only impacts what you do today, but what you will be
able to do tomorrow. That’s why BlackRock is working to ensure that
if you’ve spent your life working and saving—or even fighting fires—you
can spend your retirement doing just the opposite.

IT’S ALL ABOUT
EXPERTISE.
*
$480 BILLION
WORTH OF
EXPERTISE.
When it comes to selecting a money manager, it’s important to work
with an investment management leader. That’s where The Principal*comes
in. With 135 years of experience and more than $480 billion in
assets under management, we service a wide range of clients. In fact,
our long-term disciplined approach has helped us become the 29th largest
money manager in the U.S** Which is why we’re in a position to earn
your confidence and give you the edge you need, too.
To learn more about our investment management expertise, visit principal.com/leader

Call 1-855-BLK-8880 for more information. © 2014 BlackRock, Inc. All rights reserved.
BLACKROCK, SO WHAT DO I DO WITH MY MONEY, and INVESTING FOR A NEW WORLD, are
registered trademarks of BlackRock, Inc. or its subsidiaries in the United States and
elsewhere. All other trademarks are those of their respective owners.
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*As of 12/31/13 assets under management, $483.2 billion.**Principal Global Investors is the 29th largest U.S. money manager out of 300 managers profiled.
Managers ranked by total assets under management as of Dec. 31, 2012. “II 300 America’s Top 300 Money Managers,” Institutional Investor, July 2013.
©2014 Principal Financial Services, Inc. Insurance issued by Principal National Life Insurance Co. (except in NY) and Principal Life Insurance Co. Securities
offered through Princor Financial Services Corp. 800-247-1737, Member SIPC. Principal Funds, Inc. is distributed by Principal Funds Distributor, Inc.
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