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The Need for Advice 
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Our customers need help 

Retirement confidence People are worried about 
the economy and inflation 

Significant decline compared to 2022; returned to levels last seen in 2018 

of investors th ink the U.S. 
is in a recession or will be 
before the end of 2023 

of investors believe inflation will 
remain elevated through 2023 

68% 

a 
47% 

1998 

61% 

2008 

75% 

--- o-
----

64% 

2018 

Sources: BCG investor pulse check (Q1 2023), EBRI Retirement confidence survey 2023, Cerulli-Retail Investor Products and Platforms 2022. 
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Participant actions result 
in underperf ormance 

20-year average annual returns 

The average investor underperformed the S&P 500 by 3.28% 

1 2021 DALBAR Quantitative Analysis of Investor Behavior. 
2 Morningstar® Direct5M, "60/40 Portfolio" is a back-tested portfolio with a 60% allocation to the S&P 500® Index and 
a 40% allocation to the Bloomberg Barclays U.S. Aggregate Bond Index, which is rebalanced on a monthly basis. As 
of December 31, 2020. 
3 Empower Capital Management, LLC proprietary research, December 31, 2021. 
This material represents the views of Empower Capital Management, LLC and is subject to change without notice. 
Past performance is not a guarantee of future results. This material is for informational purposes only and is not 
intended to provide investment, legal, or tax advice. 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

Buying high and selling 
low can result in 

underperformance for 
the average investor3 



EMPOWER" 

Enhancing the Rep 
Interactions 
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Personalized 
advice from an 
EmpowerRPA 

Current vs. alternative allocation 

• 

FOR ILLUSTRATIVE PURPOSES ONLY 

The Retirement Readiness Review is provided by an Empower 
representative registered with Empower Advisory Group, LLC and 
may provide investment counseling and/or recommendations at no 
additional cost to participants. There is no guarantee provided by any 
party that use of the review will result in a profit. 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. RO2793212-0323 
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Set the agenda for the meeting 
Introduce Retirement Plan Advisor (RPA) and help employee understand the RPA 
role as an ongoing resource 

Listens with empathy, addresses questions, and follows a structured process to 
help drive action 

Account review and goal setting 
Build personal financial profile (e.g., Social Security, pension amount, outside 
accounts, and other income) 

Discusses desired retirement goals (e.g., age and lifestyle) 

Retirement assessment 
Perform diagnostic assessment to assess goal tracking to help answer the 
question of "Am I on track?" 

Uses our technology to run simulations 

Review analysis and next steps 

Deliver advice to help with savings strategies, investment diversification, and 
spend down 

Provides a written plan and has the ability to implement changes 



Maintaining our duty of care 

When we provide recommendations, we must comply with a 
number of rules and regulations, including: 

• Securities and Exchange Commission (SEC) Regulation Best Interest 

• Department of Labor (DOL) rules 

• FINRA suitability requirements 

• ERISA fiduciary conduct standards 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

As regulations change, 
so do we 



Advice 2.0 - Enhancing our advice delivery 

Deliver and execute 
point-in-time investment 

advice for participants 

• 
Integrated Best Interest 
Profile (BIP) tool into our 

RPA experience 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

Helping participants determine 
what is the best execution 

strategy to deploy 

Ongoing, integrated 
documentation of written plan 

and recommendations 



Retirement Readiness Review conversation flow 

Setting Account review Retirement Review analysis, 
the agenda and goals assessment next steps 

RPA intro and Input assets, Projections and Current strategy and 
expectations income, and probability for next steps for 

spending goals success improvements 

The Retirement Readiness Review is provided by an Empower representative registered with Empower Advisory Group, LLC and may provide investment counseling and/or recommendations at no 
additional cost to participants. There is no guarantee provided by any party that use of the review will result in a profit. 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 



Helping to determine suitability 
FOR ILLUSTRATIVE PURPOSES ONLY. 

l m. II you answered "Yes · lo lhe previous question. whal is U1e name of FINRI\ employee? 

2. Annual income 

$0 $25.000 

3. Current tax bracket 0 

Low la braLkel 

4. Liquid net wor th 0 

$0 $25.000 

5. Investment objective 0 
Preservation of capital 

" . I 
Preservalton of cap1la 

6. Investment experience 

None 

! 

----

$50.000 

$50.000 

Income 

$100.001 -$250.000 

$75.000 $100.000 " $250.000 $500.000 

15.1%- 32% 

~ Middle la, br ackel H,gil lax b,acket 

$75.001-$100.000 

$75.000 " $100.~ $250.000 $500.000 $1.000.000 

Balancedldiversif,ed Capital appreciation 

Limited Moderate 

$1.000.000 $5.000.000 $10.000.000 

Top lax bracket 

$5.000.000 $10000.000 $100,000.000 

Speculation Trad ing prohls 

Extensive 



INVESTMENT RECOMMENDATION 

Target date fund 
~ REDEAGLE 

MPOWER' 

•• Oisclostn email smt on 08/ 31/2022 17:38 EDT·· 

M Hb/E F*MM:F E·iME ENfA(*rM 
,,. "!" ~ "- •1',#1( I ..,. • 

lnv.!ilDrProfile Al\anclalwelness ..... ~ . • • 
,, \ff:"'i'": 4t'-~w:"'~ ~ ~:r-:-~ 

.----,. ·- ~ ·- --
1. ~P to o.ssrss if diml hos onr money in St'cu1t'f<>t.mdation. 

Ye< 

2. Do you wcmf to maintain your hwcstmt'111 /11 SecurrF"o1mdo1ion? 

Ye< No 

3. Arter disc/Oimt'r is ,rad, doM the po1 lkipont still wan I to St'lf Sttuttfoundation? 

Yes No 

4_ Does rhe pion offer Flnonclal [ ngimes? 

Yes 

S. Is moooscd occoonts ovoi/aUlt'? 

.J Yes No 

6. A.-e torJel dott funds avalloblt? 

No 

7.Arr 10,.et 1isk (u11dsovailoble? 

Yes 

8. ~P to osstss II fund f111a,p fi ovolloblt' for l he plo,1. 

.J Yes No 

9. Do you wont to mona,14! ar1d molr.r yoo, own invrstmrnt dtc/slons? 

No 

JO. Would you /ikt mt to ltelJ) you ct,oosr your inves1mt'11t options? 

'1 Yes No 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

' - • otr.tributton • ~ IRA Compa,t'°n lnves~t advlte 

-------· 
Recommcnd.alion: 

Invest in a tar3et date fund. 

If this recommendation is for the Empower Premier IRA. the suss ested target date (1Jnd is: Great West Lifetime 

Funds. 

Accepted Rejected 

Au achmcnts 

11. R~latiw lo l'f'I " Pt(rS- rloyr,u thin~ you, frnnnCN'II 1irmrion i< ~~,. cm,r:nfmlf-. o, l710fr.cnrnpfraled? 

e 1::1:H 
Coml),luble Mort' mmplirated 

12. \Voukl you l.ot" williri:1 lo puy u f«. tcnm ilyb~ flmn l 1' 11U!!UOlly. fOI w,-1,eorie top1ofenim<1!/y mortit o, 
ond rnono:cYDll1 0cccwnt onon o,uoinzboli,? 

43 

lnves lment uperitoce 

Umited 

What b id of i,msrorae you~ 

Moderate 

e 

FOR ILLUSTRATIVE PURPOSES ONLY. 



INVESTMENT RECOMMENDATION 

Point-in-time advice 
~ RED EAGLE 

EMPOWER. 

1. R.cp lo os~u if ,linu hos cmr mor1cy in kcurcFoondotio11. 

2. Do you wont IO 1110.nruin you, im~stment in Sttu1tFou11d<1!ion' 

Yes No 

•• Disdos1Xe em.iii sent on 08/31/2022 17:38 EDT · · 

♦Wf:E ♦4%11¥& M·I · rM +·1 .Pf 11·• IE 
~J ''7 '1 ,.,,. .. ~ J ::;: _.,. ·.:. 

~f"l:'4 0.tt1budon l°J»:~ / ~ IRACo~IOn lnw:stmenl.advla! 

,, ,., ... ~ .... ~. V -~' -------~ • ~ • - -•~ 

Invest in a lineup identified os best suited forvou at this time. 

Accepted Rejecled 

J. Afle, di5dalmt, is ,rod. ~ lht participa/11 still wo,11 10 5dl kcvreFoundurion? 

Yes No 

4 _ Docs the lllorJ offc, rmandol foJirtei? 

5./;:monajt'doccounllo~oilobJe? 

~ 

7.Artl0!~11is~(undfovoilablc? 

Yes 

8. Rrp to as~u if fund li11cup Is ovailab(c for 1hr pion. 

9 Do you ',\-'1"11 to llKlfJO~ 011d malir )'Otlt own im.'Cllmtnt dtcis/om! 

10. Would you likt mt lo liclp )'OU choo~ 1-ou, iuvt"Slmtrll optiorn? 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

Auxhmcn~ 

J J Rcloh•'t' ro rour l!ttrs. do you thin~ tour (11M11Kial !lluot,on Is Jl,npln, C0111P<J1t1btc, o, more comii'koltd! 

Simplef" Comparable &+¥1::·M§M 
12 IVouldioube""illinJ topovoftt. lffl(ro#vlcH tl'ta1 , J lr. orJl<llll/y. fo, 10,n('OI~ 10 vro/csskwr,;1/lymo,,,to, 
and,TK1t1'1Ji!l'OU<OCCOUrl!or1cmon,otlt,1"bcnls! 

13\Vh,ubrouraJi!? 

None 

\ '/lr,;1tlinJaf&1,ti!OIOlt)'OU1 

Conservat ive 

f 

FOR ILLUSTRATIVE PURPOSES ONLY. 

Sde<.t ftle lo wlo.a(L 



Fund-specific advice - at no cost 

• Point-in-time advice generates a one-time, customized, 
fund-specific investment allocation for participant. 

• RPA can execute that allocation change right then and there. 

• This is provided at no additional cost to plan or participant. 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

HOLDING 

07EAFW 

BlackRock EAFE Equity Index F 

VWENX 

Vanguard Wellington Admiral 

04MDWS 

BlackRock Mid Cap Equity Index - Coll F 

WIFJB M 

FDIC Bank Option 

WIVS00 

Vanguard Institutional 500 Index Trust 

WISSVF 

Stable Value Fund 

BRUSDM 

BlackRock US Debt Index M 

RECOM MENDED FU ND ALLOCATION 

14.0% 

23.0% 

13.0% 

4.0% 

6.0% 

17.0% 

23.0% 



BIP tool outcomes 

II 
Point-in-time advice 

Yes to managing their 
own investments and 

Yes to help 

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY. 

No to managing their 
own investments and 

Yes to help 

Younger customers that 
have simpler financial 

situations 

No to managing their own 
investments and 

Yes to help 

Their age, the complexity 
of their financial situation, 

and their willingness to 
pay a fee to have their 

account managed 

Yes to managing their 
own investments and 

No to help 



Delivering written plans with 
documented recommendations 

Personalized 
retirement . 
review 
For the AAG TEST PPT household 
Asof04-19-2Dn 

MG PCAP 40 1 K TEST PLAN 

'" sxxx,xxx 

Current vs. alternative allocation 

I 

curr,n1 Moderate Conservative 

Alternative Moderate Conservative 

ll!qUIIJ/bond 
•Houotlon 

45'11:/SS"i 

45%155% 

MyToul"'°'l....,..,1 __ ., ______ ,. __ ~,,.,.,_,..,,.,, ___ .. , 
= • 

32.4'1b 29.8'111 

15.2% 

,,. 0.0'16 

7.8% 

7.9% 

Rttir• mtnlSotutlon, Group 
1515E.Orth.lrdRd. 

GrttnwOOd~COIIOlll 

August31,2022 

Redfagle 
112 
Englewood, CO 80134 

Dear Red, 

~ ---==== ----EMPOWER. 

We value our relationship with you and want to thank you ror your time. The endosed Information hlghlights the 
factors we've tak!fl Into consideration In order to provide you with a well-lnform@d recommendation. Enclosures 
Include: 

1. Your Personalized Recommendation Summary- This summarizes our discussion, information collected and 
recommendation(s)we provided. Please rf'View the document and contact us if anything has changed. 

2. Your Disclosure Package - This Includes the Regt1latlon Best Interest disclosures in addition to a Customer 
Relationship summary, which provides Information on Empower and our broker-dealer. 

We act as a fiduciary wh,n d,t,rminlng your J)'l'SOflalized recomm,ndations. ' As a fiduciary. w, must: 

• Meei a profess!onal s~ndard of care wh,n making Investment r,commendations (give prudent advicet 
• Never put our financial interests ahead of yours when making recommendations(duty of loyaltyt 
• Avoid mlsleadlng statements about conflicts of Interest. fttS. and Investments; 
• Follow policies and procedurl!S designed to ensure that we give advice that is In your best imerest; 
• Charge no more than what Is reasonable for our services; and 
• Provldelnformattonaboutconfliruoflnterest; 

Depending on the action taken today, you may also receive addltlonal confirmations and documentation regarding 
your account and/or Investments. If any of your information has changed, please call an Empower represent.1tive at 
(B77) 534-4S69. We thank you for the opportunity to work with you. Please don't hesitate to contact us again. 

Your current financia l profile 

::: 10 I ~=9:: 
l'tiinnumberfAccouotnumber llllll -0 1 

FOR ILLUSTRATIVE PURPOSES ONLY. 

,ary as of 

~datk)nto: 

F"estbeulM: 

~ rson.illn formationyou 

Morecomplk,l,l:ttf 



ADVISORY SERVICES 

Personalized strategies that drive 
better results 

All engagement data is as of September 30, 2022, for eligible and contributing participants with a balance. 

Advice includes managed account users, and financial wellness includes visits to financial wellness pages on participant website. 

Engagement is defined as at least one interaction in a 12-month period between October 1, 2021, and September 30, 2022, through participant website, 
mobile apps (Android™ or iOS®), or call center. 

1 The income replacement statistic is based on data as of March 13, 2023, for active participants who are 60+ in age across corporate, not-for-profit, and 
government plans that own target date funds (those who have 95% or more assets in up to two TDFs) with Lifetime Income Scores between 40-160. They are 
then weighted by participant group based on salary range. 

Empower recordkeeping data is as of March 13, 2023, for contributing participants with a balance; including corporate, not-for-profit, and government clients. 
Data includes participants with available salary data and LIS scores between 40-160. Managed Accounts includes individuals enrolled in My Total Retirement, 
Advisor Managed Accounts, or the Professional Management Program. 

Target date fund (TDF) investors defined as those who have 95% or more assets in up to two TDFs. GEN-SPP-WF-2558429-0523 RO2836884-0423 

A better endgame: 
Better prepared for retirement 

@, Lifetime Income Scores5M by strategy 

Employees closest to retirement (age 60+) are 

on track for over 20% more income 
in retirement1 
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EMPOWER. 



Thank you 

............ ~~­
EMPOWER® 




