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Goal/Action  
Item Tools adopted Results desired 4/30/21 Results

Enrollment
• Employee and Employer
• Group meetings

• 3% in-force* growth
• 10 new employers
• 1-2 Conventions
• 45+ benefits fairs

• 0.67% in-force* growth
• 6 new employers (resolutions received)
• 1-2 Conventions
• 45+ virtual benefits fairs being planned

Asset Allocation

• RRRs with at-risk groups
• Emails, mailers and tweets
• Fiduciary advice/CFP service
• Partnership on

financial  wellness
grant

• RRRs with 10% of at-
risk  population**

• Increase average number
of  investment options by
5%+

• 314 RRRs with at-risk population
• Average number of

investments  remains at 5

Education

• Participant Education
• RRRs for at risk groups
• DB Addition Campaign

• Employer Education
• Partnership on

financial  wellness
grant

• Restart campaign

• 3,000 total RRRs
• 300 group meetings
• Bring positive actions*** to

33%+  of the RRRs conducted
• Restart campaign: Restart 2%

of  participants who stopped  
contributing

• 637 total RRRs
• 61 group meetings
• 53% positive action rate (614 positive  

actions out of 1,152 total individual+RRR 
meetings)

• Restart campaign: Q4

Retention
• Retirement Readiness Reviews
• Retiree webinar
• RSG support and CFP service

• Increase asset retention by
5%+  (roll out 5% fewer assets
than  2020)

• Conduct 150 financial plans

• $24M total distributions
• Communications launched May 5

for  financial planning

2021 Scorecard

*In-force means net lives or number of participants with an account balance greater than $0.
**At-risk population = 50+ >75% equities; 50+ <10% equities; all ages <25% equities
***Positive actions include actions like enrollments, rollovers, deferral increases, diversification 
(moving 100% to TDF or enroll in managed accounts), and personalization for those in managed 
accounts 2
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61

515637

Group Meetings 
Individual Meetings
Retirement Readiness Reviews

1,213

Activity as of 4/30/2021

314

3

614

At Risk Retirement 
Readiness Reviews

Positive Actions Taken

At-risk population = 50+ >75% equities; 50+ <10% equities; all ages
<25% equities
Positive actions include actions like enrollments, rollovers, deferral 
increases, diversification (moving 100% to TDF or enroll in managed 
accounts), and personalization for those in managed accounts
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Retirement Solutions Group (RSG) 
Participant Actions

4

98971-01 3.25.21 - 4.30.21
RSG Contact Participant Actions % assets Assets Participants
Average Account Balance $165,815
Average Rollover Balance $108,902
Allocation of total assets $13,596,826 82
Stay in Plan 91% $12,356,967 50
Cash Outs 3% $368,644 24
Rollovers to External Provider 5% $736,201 6
Rollovers to Empower IRA 1% $135,015 2
Rollovers to Empower Plan 0% $0 0
Average Roll In Balance $28,479
Total Roll Ins $4,414,219 155
Termination letters mailed 70
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• New Service Announcement
- Web banner
- Flyer
- News & Updates
- Tweet
- Add ADV and Privacy Notice to  

website
• WRS Pension Estimate

- Active employees
- FAQ
- Email and reminder email
- Mailer (those without email 

addresses on file)
- Pre log-in bulletin
- Post log-in message
- Statement narrative
- Tweets

5

• Financial Planning
- Cascaded email
- Cascaded postcard

 Phase I = 60+
 Phase II = 45-59
 Phase III = up to 44

- Pre log-in tile (Phase III)
- Tweets (Phase III)
- RSG Term Mailer

• At Risk Campaign
- Pre-login bulletin
- Employer emails
- Individual meeting invitations
- Tweets

• Termination Mailer

Q1 Communications
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• Audience:
- Participants 50+ with less than 10% equity
- Participants 50+ with more than 75% equity
- Participants under 50 with less than 25% equity
- Retired participants

• Tactics:
- Postcard: Sent 3/25 to 3,473 part.
- Email:

 Phase 1 sent 3/25 to 7,783 part.
 Phase 2 sending 5/18

• Results:
- 229 participant meetings scheduled
- 52% open rate
- 12% click rate
- 23% click to open rate

At Risk Campaign

6
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• Audience:
- Active participants with a balance who have been 

in the plan for at least 5 years
• Tactics:

- Email 4/5
- Letter 4/5

• Results:
- 41,076 delivered
- 45% open rate
- 8% click rate
- 18% click to open rate
- 9 opt outs received

7

WRS Pension Estimate Opt-out Campaign
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• Audience:
- All participants with a DB feed who did not opt out

• Tactics:
- Email 4/28 (sent to 27,289 participants)
- Mailer 4/28 (sent to 4,517 participants)
- FAQ
- Pre-login bulletin
- Post-login bulletin
- Statement Narrative

• Email Results:
- 25,304 delivered
- 44% open rate
- 10% click rate
- 24% clickthrough rate

WRS Pension Estimate Launch Campaign

8
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Lifetime Income Score

9
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Factors influencing the results shown:

10

Lifetime Income Score

Time: The participant’s current age and when he/she plans to
retire

Savings: How much the participant has now and how much he/she 
is likely to save in the future

Allocation: The investment mix the participant has selected for his/her 
WDC account balances

WRS estimate: Directly from the annual Statement of Benefits

Social Security: Estimated benefit per the SSA
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• Audience:
- Participants with a balance who are 60 and over

• Tactics:
- Email 5/5 (sent to 12,309 participants)
- Mailer 5/5 (sent to 4,011 participants)

• Results:
- 11,231 delivered
- 46% open rate
- <1% click rate
- <1% clickthrough rate

• 17 initial appointments scheduled

CFP Campaign (Phase 1)

11
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• Audience:
- Monthly recently terminated participants

• Tactics:
- Mailer (First drop sent to 70 participants on 4/27)

• Results pending

RSG Term Mailer (ongoing)

12
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F i n a n c i a l  P l a n n i n g
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• Financial wellness assessment

• Personalized email communications

• Targeted wellness and comprehensive planning

• Phone consultations

• In-person and on-site 

• Interactive digital experience

A COMPREHENSIVE
SOLUTION

F I N A N C I A L  W E L L N E S S

An integrated exper ience designed to engage 

employees with  act ionable  next  steps

D E L I V E R E D  T H R O U G H  
T A R G E T E D  C H A N N E L S

E D U C A T I O N  &  T O O L S

C O A C H I N G  &  A D V I C E

A C T I O N A B L E  S O L U T I O N S

Some features are under consideration and/or in development. Presented for discussion purposes only; non-binding and subject to change without notice.
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Personalized 
Financial Planning
Empower provides each customer the potential  

solution based on a clear understanding of their  

current financial  situation and future goals

P E R S O N A L I Z E D  S U P P O R T ,  
A L W AY S T H E R E

C R E AT E  A N D  
I M P L E M E N T  P L A N

U N D E R S TA N D  
P E R S O N A L  G O A L S



FOR PLAN SPONSOR AND FINANCIAL PROFESSIONAL USE ONLY 4

H O W  E M P O W E R  C A N  H E L P

BROAD RANGE OF 
FINANCIAL TOPICS

Financial Foundation

Emergency Savings

Debt Management 

Student Loan Debt

Budgeting

Retirement Savings

Savings rates

Investment strategy

Lifetime Income Score

Healthcare Costs

Saving for other goals

Saving and Investing accounts

Health savings accounts

529 Plans

Insurance Planning

Life Insurance

Disability, Long-Term Care Insurance

Retiree Planning

Income strategy

Social Security and RMD

Roth conversion planning

Tax efficient withdrawals

Medicare and healthcare cost planning

Estate Planning

Networth statement

Wills and Trusts

Beneficiary designations
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W H Y CO M P R E H E N S I V E  L I F E - P L A N N I N G

About me:
 28 year old
 Very active and mobile
 Engaged getting married next year
 Full-time job in a tech startup, pursuing 

communications degree

Financial goals
 Day to day expenses are a top priority, 

including my student debt
 I will take a year off work to focus on 

finishing my degree
 Can I afford to start a family in the next 5 

years?
 I would prefer to take “mini-retirements” to 

travel (not working through age 65 and then 
stop working entirely)

About me:
 66 year old
 Widowed, two grown children,  

one living with Samuel
 Physician, reduced working 

hours to 80%

Financial goals
 I’m slowly easing into 

retirement and I plan to stay 
very active

 Need help converting my 
savings into income

 I want guaranteed income 
during my retirement

 I want to help my kids financially

NICOLE SAMUEL

W E  H E L P  C R E A T E  A  S I M P L E  A N D  A C T I O N A B L E  F I N A N C I A L  P L A N  T O  
R E A C H  Y O U R  P E R S O N A L  G O A L S
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Customer Experience

• Retirement savings
• Emergency savings
• Debt
• Budget

Setting a good 
foundation

• Retirement savings
• Saving for other 

goals
• Protecting your 

family

Reaching 
multiple goals

• Retirement income
• RMDs
• Tax planning
• Long-term care, 

retirement expenses, 
protection, legacy 
planPreparing for 

retirement

F I N A N C I A L  P L A N N I N G

Simple and actionable
next steps

I M P L E M E N T

A financial plan 
tailored to your goals

C O N S U L TP R E P A R E

Schedule appointment,
set expectations

Create awareness
of the service

E N G A G E

FOR ILLUSTRATIVE PURPOSES ONLY
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 Net Worth Statement
 Budgeting
 College Planning
 Insurance Coverage
 Asset Allocation Report
 Roth Conversion Planning
 Taxable vs Tax-Deferred Planning
 Income Planning
 Social Security Planning
 RMD Planning
 Estate Planning

Pre-retirement / In Retirement
Financial Plan 

Estimated 5 hours of total  consultat ion t ime.

An average of 3 conversations take place.

Comprehensive report fol lows engagement.

90% of t ime includes spouse/partner.
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M o r e  t h a n  j u s t  n u m b e r s …

G o a l s  S u m m a r y
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C o m p r e h e n s i v e  F i n a n c i a l  P l a n

P a r t i c i p a n t  “ P l a y  Z o n e ”  t o  M o d e l  S c e n a r i o s

S u c c e s s  
M e t e r
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Financial Planning
Financial Planning Service 
• Certified by CFPB (CFP)
• FINRA 6/7, 63, 65/66 (dual-licensed) 
• Supports accumulation through distribution
• Offers financial wellness education 
• Provides targeted or comprehensive financial planning 

Locations
• On-site meetings
• Virtual financial planning meetings (web-conferencing/phone-

based) 
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