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LEARNING OBJECTIVES

Factors that impact participant behavior

An overview of available technology to help you
create a scalable retirement plan practice

How to leverage technology in order to improve
participation and participant behavior

How to utilize fi360’s tools for greater
participant impact
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FACTORS THAT IMPACT PARTICIPANT BEHAVIOR



BEHAVIORAL ECONOMICS 101

Behavioral economics brings together tools and
insights from economics and psychology to
explain why and how people make seemingly
irrational or illogical decisions when they
spend, invest, save and borrow money.
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BEHAVIORAL FACTORS TO CONSIDER

Not all dollars are created equal

Tip: Communicate to participants that their
compensation package includes their participation
In their retirement plan and the employer match. If

they don’t collect it, then it’s like giving part of their
salary back to their employer.

The measurement effect

Tip: Ask participants if they will increase their
contribution to their plan in the upcoming year and
then remind them of their commitment.



BEHAVIORAL FACTORS TO CONSIDER

The power of suggestion in anchoring

Tip: Drop anchor with participants. Ex. People we
talk to are finding they will need to save about 15%
of their total compensation each year of their
working lives in order to be able to retire
comfortably.

People are loss averse

Tip: Work with plan sponsors to get participants to
Increase their participation concurrently with pay
raises so they don’t feel the deferral as a loss.



BEHAVIOR-RELATED READING

Why Smart People Make Big Money Mistakes
by Gary Belsky & Thomas Gilovich

Predictably Irrationalby Dan Ariely

Yes! 50 Scientifically Proven Ways to Be
Persuasive by Noah J. Goldstein

50 Scientifically
Proven Ways to
Be Persuasive

WHY SHART PEOPLE MAKE
Bi§ MONEY NISTAXES

B i by S Lok
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GENERATIONAL FACTORS TO CONSIDER

Baby Boomers
Born 1946-1964
Work to live, willing to sacrifice for success
Value respect, personable communication style

Started workacholic trend, committed to climbing
the corporate ladder

Team oriented, but anti-rules/regulations
Like options and flexibility
Email, voicemaill, in-person



GENERATIONAL FACTORS TO CONSIDER

Generation X

Born 1965-1979

Entrepreneurial, self reliant, manage their own
time, solve their own problems

Independent, somewhat skeptical of chain of
command

Multi-taskers

Value information and share it immediately and
often

Primarily emalil



GENERATIONAL FACTORS TO CONSIDER

Generation Y (Millennials)
Born 1980-1999
Lofty goals but no idea how to get there
Likely to favor lifestyle over salary
Get bored easily and want to do things fast
Huge multi-taskers
Have high expectations of employers, question authority
Want feedback and like to compare with others
Use voicemail, email, also text



GENERATIONAL FACTORS TO CONSIDER

Generation Z (Mosaics)
Born 2000 and thereafter

Multi-cultural, multi-racial, complete blurring of
gender roles

Everything online, everything mobile
Digital junkies, have never known a world without
the internet

Texting almost exclusively



OTHER FACTORS TO CONSIDER

Generally, people do
what is easy

Be mindful of the
“Alfreds” in
organizations




Creating a scalable retirement plan practice

BASIC TECHNOLOGY OVERVIEW




MUST-HAVE TECHNOLOGY

CRM is the cornerstone of a successful,
scalable retirement plan practice

Enter prospects, plan clients, centers of influence,
and participants

Track communications, important dates, and critical
Information

Kick off communication campaigns, assign next
actions, create and execute workflows



THE ROLE OF VENDOR-PARTNERS

Recordkeeper with strong technology

Helps you filter, sort and communicate with plans and

participants

Can automate some reporting to make your life easier
Fi360 Tools (or other reporting/benchmarking
provider)
Custodian with strong integration with your other
vendors and tech providers

Integration reduces errors and saves time



OTHER TECHNOLOGIES

Desirement Mortgage® Calculator, RetireLogix
app, other retirement calculators

PocketRisk, FinaMetrica or another online risk
profile service

Americancards.com, Hallmark ecards
Video editing software or outsourced solution

Vestorly.com, Wordpress, Mailchimp.com,
Constant Contact, Twitter, Linkedln, Facebook,
YouTube, Pinterest



Improving participation and participant behaviors by

LEVERAGING TECHNOLOGY




FILTERING AND SORTING DATA

x Separate your participants into groups that
make sense for different communications

+ Age

+ Role

+ Gender

+ Savings %

+ Participants, plan sponsors
+ HCEs, rank and file

+ Salaried, hourly




ADD REMINDERS

Pre-populate participant-specific dates into
your CRM that will occur at some point in the
future

Find out key details about the
plan/organization and their typical cycles

Populate plan-level activities based on their cycles
In addition to regulatory due dates



COMMUNICATIONS TO PARTICIPANTS

eCard: Congratulations, you're eligible!



http://www.americangreetings.com/ecards/view?i=605989366&m=8992&source=aggoogle992&c=emag63458&utm_medium=internal_email&utm_source=pickup&utm_campaign=confirm

COMMUNICATIONS TO PARTICIPANTS

Video your education &
enrollment (so you don’t have
to show up on site multiple
times per year)




COMMUNICATIONS TO PARTICIPANTS

Happy 40" Birthday. You're one year closer to
retirement. Are you on track? Find out!
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COMMUNICATIONS TO PARTICIPANTS

Remind them of their commitment to

themselves

March 15, 2013

DearJM-ﬁ’M,

| promise myself that | will increase my savings by 2 % next year because...

1./ don t want bz be a barden or "y Kidds

2. [ don ¢ Fnow {f social .ﬁwm@ witl be aroand when ( w oliler

3. [ don t want ts have o go back to work die ny mow

This is really important and I've been putting it off too long. | know | need to be saving 10% or more of
my total pay and I’'m going to make that happen by saving...

3% in 2073, increasing o 5% ix 2074, ixcreasing to 7% i 2078, Mqﬁ'@/ﬁ cvery tine [ get
a rase, [ witl ircrease my savirgs by al loast 1% antil [ w ox Crack lo meet my retirement fmfﬂ

Sincerely,

essica Maldonads




EDUCATION AND ENROLLMENT MEETINGS

Consider breaking meetings out to specific
audiences

By age (or generation)
By compensation levels or role

By those who are saving a substantial amount (given
their income) and those who are not

Target your discussion to the group

Allow them to set the agenda at the beginning of
the meeting

Draw attention to your social media (if you use it)



OTHER RESOURCES

Consider traditional materials vs interactive
tools or experiences
Practicalmoneyskills.com rcawmss —

| Tfor Life .i Financial Literacy for Everyone e a
[ e Friece | Fo s | Ganes | Catutos | Vs | s | Aot

roewus 3 0] &

Quick Poll
REMISTER NOW }
Which resource do you use

— 145, BLOG

How to Play

i
You start the game with $1000 cash and $0 savings. fisa Viewpoints
Try to move as much cash as pessible into savings by T cr e Clmeret
the end of 4 weeks. Each level represents one week, #ekling Financial

] teracy |s a Team Effon
Practeal Mony Malie:
ARTICLES You'll be confronted with different opportunities for

Weeent Articles: income and expenses along the way - choose wisely, or
you'll run out of cash. Move cash into savings via the

Money-Saving Tigs far Senig
=il summary screen at the end of each level.

gl

Don't let your gas or insurance run out, or you'll be
stranded and the game will be over.

1. Leam where o
dthem in tnis week's
Bctical Money Matters.

cier AMencuRs & SRAN your
BAMCIpAton Wa Twamer &
Faceboak pmsfl usS0FASE




OTHER RESOURCES

x Leverage third-party resources - articles, tools,

calculators

» Help them benchmark how they’re doing

compared to their peers
+ Ingcompareme.com

= e
ING (& INGComparelMe.com
. FOR GOOD MEASURE

SAVINGS SPENDING INVESTING DEBT PLANNING Get Your Report
‘ RETIREMENT N A | E IYER E 3, r |
© SAVINGS ‘ . hEEDs (s —r P o wii |le ‘ o

How much have you saved for retirement?

Only include the assets you plan to keep for retirement. Don't indude the
value of your home. {If you are martied, include information for your spouse,
e retirement savings plans such as 401(k), 403(b), 457 and other

ied retirement products, such as IRAs. Estimate if necessary.)

$ 132,000
$132,000
You
33,605 How useful was
People Like You: - this comparison?

e de ot de v

Average rating 4/5

o ———

ING ﬁu YOUR FINANCIAL COMPARISON REPORT

YOUR SAVINGS COMPARISONS
How much have you saved for
retirement?

the assets you plan to keep for

T o whude the value of your home. (1f

you are married, inchude information for your

o, Include retirement savingt plans such as

401(k), 403(b), 457 and cther qualified retirement

products, tuch a4 IRAL. Litimate if necemary )

Approximately how much do you
think you will need to save to live
the life you expect in retirement?
if you are married, include infermation for your
Jreten

At what age did you start saving
for retirement?

What percentage of salary do you
contribute annually to your
employer's retirement plan?

[ BA0k), 403, 457 retireenent ndngy plae

2,200,000

§1,467,971




Creating greater participant impact by

USING FI360’S TOOLS




PROPOSAL GENERATOR

» Use the . —

Hypothetical Performance Analysis

This section is intanded to show hypathetical performance for szch portfolio alang with 2 custom benchmark (if includad). Thiz hypothetical performance is for illustrative purposes only and may not
reflect the actual performance that would have beem experienced. It should NOT be used to represent the actual returns realized by a client since timing and cash flows are not considered. For this
hypothetical calculstion, annual rebalancing is assumed. If 2n underlying investment does not have the required parformance history, it allacation is excluded from that particular month(s)
calculation. Please view the detailed calculation methodology on the following page for more details. Past performance is no guarantee of future results.

Hypothetical Performance as of 12/31/2013 (%)

1-Month 3-Month 1-Year 3-Year 5-Year 10-Year

Return Std. Dev. Return Std. Dev. Return Std. Dev. Return Std. Dev. Return Std. Dev. Return Std. Dev.
[ current Allocation 2.03 [ om0 [ 263 ro1] 1547 933 ] 1647 wer|  em 13.00
| Managed Allocation 2.07 | 6.57 | 19.80 6.06 | 11.16 8.78 ‘ 16.68 11.53 ‘ 7.78 10.37
Hypothetical Calendar Year Performance (%)

2009 2010 2011 2012 2013
[ current allocation 22.44] 1369 338] 1220 26.58
[ Managed Allocation 3460]  17.00 023] 1451  13.80

Hypothetical Growth of a $10,000 investment from 12/31/2003 to 12/31/2013

participants how | ..
their self-

$18.000

directed

514,000

allocation -
ompares to a -
professionally e

L] Informational purposes; (3) are ni wamanted ar represented to ba corecs, complete, o acrurste; and (4) e of i © 2014 Momingtar, Inc. Al ight restrved, The daa contained fiz60
herein: (1) & proprietary to Momingstar, Inc and/or ks content pronders; (2) may not be capied or distributed; and (3) & not warranted ta be scrurate, camplete or timely. Nellher Morningstar, Inc nor ts cantent providers are respansibie for E
any damages ar losses arising from any use of s Information, Past performance & no guarantee of future results
fi360_Proposal_v6_0 | Report created on March 04, 2014

m—Cument Asocation
W Managed Alocation

Page 30f 26

Investment data as of 12/31/2013




ILLUSTRATE ALL-IN COSTS

Fee & Expense Summary
The following pie chart will illustrate the relative expensa distribution of all plan expenses.

Searcy Financial

Accountant i Investment Manager Recordkesper

Compensation from Plan Participants
Compensation from Company

17.98 bps

Compensation Source Compensation Recipient

M Accountant §5,500.00 17.5%
Custodian $500.00 1.6%
M Investment Manager $8,703.95 27.8%
M Recordkesper $4176.00 13.3%
M Company Assets  $5,500.00 17.5% M Searcy Financial Services, Inc  $9,179.02 29.3%
Plan/Client Assets $25,858.97 82.5% TPA $3,300.00 10.5%
Total: $31,358.97 100.0% Total: $31,358.97 100.0%
Page 3 of 13
Analysis, search process, and layout are £ 2000-2014, FI360, Imc. (wew. A3G0.com). All rights reserved. The analysis and opinions generated by A3G0: (1) do not constitute professional investment adivice; (2) are provided solely for informational purposes; (3) are not warranted or
roqcsantad to be corpect, complats, or socursle; and (£) an for tes €uclushrs i of subacrbers w0 60, The data scuma s © 2018 Momingatar, S AN rights mssrvad, The cata contsinad hasmin: (1) ks propristary o Morsingetar, Dac ancior ks conient prkiars; (2) may oot be ﬁ 3(‘)()

ﬁmumsapeusn not warm be accurate or Mo . gotent providers 3 porsible for 3oy damages or oszes arking fro 0 of i ormation, Past performarce b no guarantes of f Funddatzasu(L."JL."ZOm|Ho|d|ngsasu(01.f31.f20]_4
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How much do you know about your
Social Security Benefits?

Social Securtty Basica

Key Point

Adminisired by our

What is Secial Securit
Sochl Serurty IS 3 packags of|
o ULS. wage eamers, all of wie
Which |5 Simiar o an Insurance|
benef®, but also Include mporta
heip support your family when §

When did Social Seon
The Social SECUrty At was 50

Mew Deal i has undergons val
receive Social Security paymen

Can I retire on my Sod

Probabiynot. In fad, T Sock
2 being SUMcient for retnemen
“When combined with your sl
beraefis can hein you bulld 5 ==

Thersfore, you can fachor your §
et o need ko ke control ofy
those goals throug addiboral f

How do I know what

Every year, e Social Secaity)
Eatement about three months |
Drofections svalabie o you and
bxzed on your recond of saming
the: Socisl Becurfy Adminisiratk

How am I contributing
contribution itemized
ou contribute o Socisl securky
o your anrual salary on the s
another 7.65% on your behalf. |
bsiance for Medicans.

Your social security ves e d
memizatons. FICA stands for 5f
the tax provision of the Socal §

PARTICIPANT Education Series

How much money should I be
putting into my 401(k) account?

Confribution Basics

Key Point
Tweo major faciors o
KE2D IR iR when
SETING AEKE money
In your &0k} acoount:
First, you should aieays
contribufe enocugh fo qualfy for
e Sl company match, and
SECON, you Can caloulae how
MUCh money b s by doing
some simple calcuations wsng
one of the rany retirement
calrulaiors svaliabie on he

How much can I contribute to my 401{(k)T

For the year 2007, the maximum an empioyes can conrbulg
F15.500. ¥ youne age SONOr OWer, You may D= abls i make)

cantriodon
Year ‘Conlritestion
=0T $45,500
008 $15,500

Cakche

Keep In mind, these are limits imposed by the intemal Reven
rrpose Dmils of thelr oW, Such 25 3 percentage of income |
contritution cannot exceed IRE imits. Furthermore, notal &

contibudons.

How do I factor in the employer match?

Many 401(K] plans offer empioyer matching contrbutions, an
contribuies i your 40KKL £ |5 awarded to you In proportion i
00D, up B2 3 detned Bl ana tyeicaly ted b o westing sohi

Plans vary, but a typical maich ks 50 cents on every dolar up
miztch |5 Sactonsd In on op of the Smount you can conrbulel
that you Coniibute 3t it the full AToUnt i your 40KK) Sak

*max out” on the employer contribuSion.

The tabie ESiow STsLmes that o Contribute E% of your sl
§% maich offered by your employer.

530,000 51,800 39
$45,000 52,700 B
560,000 53,600 S1E
575,000 34,500 §24
590,000 35,400 w23
$165,000 35,900 -

the
401k Service
SOLUTION™

401K SERVICE SOLUTION™/PPC™ TOOLS

PLAN SPONSOR Education Series

How does your 401(k) plan’s
employer match compare?

Employer Match Statistics

Key Point
Emplayer matching
has been shown to
increase employes
partizipation in 401(k)
plans, regardiess of the match
amount. If you don't currently
offer a matching program, you
may wish to consider
implementing one.

Take Action

One of the leading
sources of statistical
information about
401(k) plans is the
Profit Sharing/401(k)

Council of America (PSCA].

This national nonprofit

association publishes a

comprehensive annual survey

of statisties on current trends

and prastices among 401(k)

and profit sharing plans of all

sizes, in virtually every
industry, across the country.

‘You can locate the PSCA on

the intemet at www.psca.org.

@ 2005-2008 Financial Senice Standards, LLC
2652 Hidgen Valey Diive, Suite 100A
Pitscugn, PA 1528

W 401 ksenicesciution com

Al Tights reserved.

How does your match compare to that of other companies?

The most commen employsr matches are fixed matshes of $.50 per dollar. up to the first 8%
of the employee's pay: $1 per dollar up to the first 4% of pay: and $1 per dollar up to the first
3% of pay.

Is there a formula that tends to encourage greater participation?

Employer matching has been shown to inereased participation, of the
match amount. Studies show that employer matching results in increased participation rates
of about 10 percent, and employers offering match rates of 100% can increase participation
by nearly 20 parcent

While the most common formula is a fixed match, &.g., $.50 per dollar up to 6% of pay,
companies also use what's known as a graded matehing formula, e.g., 51 per dallar on the
first 3% of pay. 3.50 per dollar on the next 3% of pay.

How do I determine what's best for my company?

As a general rule, the proper formula should be what encourages employess to enroll in the
plan. Because matching programs seek to encourage employes participation and retention,
most plan spensors design a matching formula consistent with what is being offered by ather
companies in their marketplace or industry.

Some time back, a major retailer increased its match to $1.50 per dollar up to 1% of pay, and
dollar for dollar after that, up to 4% of pay. The company’s intent was to out-match all other
major retailers with his aggressive formula.

How do matching contributions work to influence participation
and contribution levels?

There are two compenents of matehing contributions. the match rate and match threshaid.
that work together in influencing participation and contribution rates.

The match rate is the percentage of the first dallar of the employee’s pay the employer
matches. The match threshold is the maximum percentage of an employee’s pay. or dollar
amount, to which the employer contributes. For example, using the typical match scenarie,
the match rate is §.50 on the dollar. and the match threshold is 8% of the employee’s pay.

Some research indicates that a rise in the match rate may have a negative effect on
participant deferral levels because employees feel the increased employer contribution
relieves them of the burden to invest more of their own money. Converssly, an increase in
the match threshold may increase deferral rates by encouraging employees o contribute
more in order to receive additional employer contributions.

Inconsistencies in a matching program can reduce participation. Companies that have
reduced or eliminated the match during times of financial difficulty have reported drops in
participation. Even when those companies reinstated the match, participation rates tended to
lag behind previous levels.

Disciimers:

This £t sPeet was developd by Financial Senvice SWNGINS, LLC 3 is part of The 401K Service Soktion™ set oftodis. The 401K Service Sotkn is 3 rademark of Financial Service

Stndards, LLC. The informasion on i fact shest is prowided for educasional purposes and was developed based on cument legisiation. Because regulations reganding this subject o
Of 3 annual Dasis, CIECK With your ERISA Jomey FOf e MOSE CUMtent FGcts. 'SOWTe: MATeh Game: Compant it
foying with Meir empioyees’ retvemant? GO Magazine—Human Capitl Special Issue 2005,

a1 maKing STAIRgic use of 401{K) MIoning SaNIOLTONS, DU 3re ey
CFO.com. Source: The Empiaysr March and Paritipant Behauicr, TIAR-CREF Instiute:

Research Summary, July 2006. ¥Souce: How Doss Your 401k Plan Campare with the Typicar 40157 40 Theipcanter.com.
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CONTACT

Jessica Maldonado

Searcy Financial Services, Inc.

Jessica@SearcyFinancial.com
913.814.3800
@JMaldonadoKS

QUESTIONS?

SEARCY FINANCIAL SERVICES, INC.
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