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Agenda

« Welcome and Introductions

« 2023 Strategic Partnership Plan (SPP) in Review
e QOperational Updates for WDC

« Empower Marketing Review

« 2024 Strategic Partnership Plan (SPP) Proposal

* Open Discussion

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.



We serve our customers

Our culture Our values
Customer obsessed » We do the right thing
Accountable » We own it
Growth mindset » We lead
Constantly improving &> We simplify

Inclusive ™» We collaborate

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.




2023 Communication

Accomplishments

)

EMPOWER



[ 2023 WDC Communications

Activity
Vancuard TDE Communicate TDF additions via « 53,482 emails sent
& .- email and News and Updates web  January 2023 All participants « Openrate: 67%
Communications . . .
tile « Click rate: 2%

Add auto increase language post-
Enroliment/Save More login in and increase awareness of  February 2023 Active participants
auto increase tool available

Usage decreased per 2023 survey
respondents 75% of whom were age 55+

Promote educational webinar « 2,516 total attendees (74%)

Ste.ppmgstones Campaign Created for WD.C participants February 2023 All participants « 1,430 total attended entire webinar (57%)
(Winter) focused on Social Security, the « 81 meetings were scheduled with an RPA
WDC and WRS 5
: : Provide ETF with WDC material to ETF followers on
Social Media Posts post on Twitter and LinkedIn March 2023 Twitter and LinkedIn Completeg

How to read an Empower  Provide education on how to read Al participants who Satisfaction with statements went up 1.7%
March 2023 review their

Statement Flier a statement to participants over 2022
quarterly statements

2023 Annual Participant Rating satisfaction with Empower
Satisfaction Survey and WDC services

4.7% response rate
Additional results in the appendix




-

Activity

2023 WDC Communications

At Risk Retiree

Meet with your RPA for no

« Open rate: 55%; click rate: 0.62%

At-risk terminated « 46 clicks to schedule a meeting;

Cambaien cost/promote advice, Stay in the plan, June 2023 articinants aoe 58+ « 2 scheduled via email
Palg Attend a webinar P P 5 « 296 meetings scheduled 6/6-7/6
« 4 webinar attendees (8 registrants)
Employer Provide operational and plan updates . Increase partnership with employers
Newsletter/Webinars to employers April/May 2022 Employers allowing cleaner data and more activity
Fidelity Contrafund Announce and update materials with .
Update the Fidelity Contrafund Update July 2023 All participants Complete
News and Updates - Promote enhanced communications
Enhanced and resources available for July 2023 All participants Complete and posted on website
communication blurb participants
Rating satisfaction with Empower and « Open rate: 34%
Employer Survey WDC services August 2023 Employers . Click rate: 7%
: Provides information on the 50+ . .
Catch Up Flier catch-up and the three-year catch-up August 2023 All participants Complete and posted on website
Add a blurb to the News and Updates
W-4P and W-4R Changes tile and a Statement Narrative August 2023 All participants

discussing the W-4P



[ 2023 WDC Communications

Activity

Notify CESA 7 participants that they'll

Transition Letter be transition to Empower August 2023 CESA 7 participants Complete
Promote investment options 0 _
: . . . . . - pen rate: 50%
Investment Campaign available, including expanded target August 2023 All active, at-risk participants Click rate: 30
date funds; meet with an RPA '
: : Aggregate accounts, Meet with a
National Retirement . . ,
Security Month Campaign RPA, promote Stepplngstones October 2023 All participants Pending results
webinar
Steppingstones Campaien Promote educational webinar
(FaZf & PAIEN - reated for WDC participants focused November 2023 All participants Pending results
on Social Security, the WDC and WRS
WRS Newsletter Articles Include WDC |n.quarterly WRS Quarterly WRS actives and retirees Completed for Q1-Q3
newsletters (active and retiree)
———————————————f ———7 Q 1494ma|l|ngssent ............................
Mon.thly termm.ated Stay in the WDC Monthly Recently.t.ermlnated Q2: 255 mailing sent
participants Mailer participants Total: 749 mailings sent
WDC FDIC Rate Update the WDC FDIC rate on a Monthly All participants N/A _I

monthly basis
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Empower Communications Engine (ECE) Results

Total unique individuals who received a message: 59,699

Engagement and Response Metrics

Unique Email Open Rate
Unique Email Click Rate
nbound Call %

_ogin %

Primary Response Rate
Secondary Response Rate
PLA Click Rate

47.81%
2.76%
1.24%
35.62%
1.60%
0.06%
1.70%

Data as of 8/29/2023

Helping You Turn
Over a New
Retirement Leaf

Unique Customers That Received Messages By Demographic
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Plan Performance Insights

7/31/2023
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¢ Executlve summary

Participant assets

S=
$6,738,240.918

Trending

/ o —o

$6,000M
$4,000M
$2,000M
$OM
7/31/2020 7/31/2021 7/31/2022 7/31/2023
$5.8B $7.1B $6.3B $6.7B
Plan assets $1,61 1,320
Total assets $6,739,852,233

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC.

Participants with a balance

0 OO0

i
69,099

Trending
I == O )
60,000
40,000
20,000
0
7/31/2020 7/31/2021 7/31/2022 7/31/2023
66,563 67,414 68,307 69,099
Active participants with a balance 41,312
Separated from service participants
P Parficipan®™ " 27,786

with a balance

ALL RIGHTS RESERVED.

As of 7/31/2023

Overview

The assets and participant
counts presented are effective as
of period end. The assets do not
reflect any adjustments,
dividends, corrections, or similar
that are processed after period
end.

98971-01 Wisconsin Deferred Compensation Program
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= Lifetime Income Score

As of 7/31/2023

The below is based on a standard income replacement goal of 75%

Comparison of Lifetime Income Score summary statistics

o Source

0
_ A participant’s estimated Current balance 10%
Median Average Benchmark retirement income is based . o
. Future savings 10%
85% 96% 59% on 5 sources of potential
income. This breakdown Employer contributions 29%
) shows the percentage of
h . Top 10% total income by source for Social security 35%
e average and median scores for your 0
plan are based on 40,422 eligible 85 /0 the plan.
- ' Other assets 16%
participants.
Lifetime Income Score comparison over time
100% 94% 97% 96%
84% 84% 86% 86% 85%
64% 70% g
60% 64% c7o 61% 59% 59%
i jl I
0%
7/31/2020 7/31/2021 7/31/2022 7/31/2023
M Plan median B Plan average Benchmark B Top 10%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY.

©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Overview

This Lifetime Income Score
summary is based on all actively
employed and eligible
individuals for which both a date
of birth and a salary have been
provided. A standard salary
replacement goal is used for all
the included individuals.

98971-01 Wisconsin Deferred Compensation Program



Executive summary

As of 7/31/2023

&

Average balance

$97,516

Benchmark Top 10%
$63,462 $99,662

$97,516 is the average account balance for all

participants that have a balance as of month
end. This is above the benchmark by $34,054
and is below the top 10% of peers by $2,146.

Trending

52
N
Investment strategy utilization

Do it for me

Help me do it

Do it myself

0% 20% 40% 60% 80% 100%

Do-it-yourself strategy is the investment
strategy utilized by the most participants with
42.2% of participants classified as using this
strategy.

Investment strategy % of Participants

/.\m -

7/31/2020  7/31/2021  7/31/2022  7/31/2023
$87,174  $105,237  $92,537  $97,516

™ My Total Retirement 29.2%
B Online Advice 0.1%
M Target-date strategy 27.1%
M Risk-based strategy 0.5%
W Brokerage strategy 0.9%
© Do-it-yourself strategy 42.2%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

&

Allocations by asset class

Asset Allocation
Balanced

Bond
Brokerage
Fixed
International
Large Cap

Mid Cap
Money Market

Small Cap
50% 100%

Large Cap is the asset class that holds the

largest share of participant assets.
$1,829,446,988 is invested in Large Cap which
represents 27.2% of participant assets.

98971-01 Wisconsin Deferred Compensation Program
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Executive summary

As of 7/31/2023

)

Participation rate

83%

Benchmark Top 10%
50% 87%

83% of eligible participants have a contribution
rate setup as of month end. This is above the
benchmark by 33% and is below the top 10% of
peers by 4%.

Trending

® *— — ®

Contribution rate

9.4%

Benchmark Top 10%

1.2% 9.4%

9.4% is the average contribution rate for
participants that have a contribution rate set up
as of month end. This is above the benchmark by

2.2% and matches the top 10% of peers which is
9.4%.

Trending

—— — D

Contributing over 10%

19.7%

Benchmark Top 10%

13.2% 21.0%

19.7% of participants are contributing over 10%.
This is above the benchmark by 6.5% and is
below the top 10% of peers by 1.3%. This is
based on the population of participants that
have a contribution rate set up as of month end.

7/31/2020 7/31/2021 7/31/2022 7/31/2023
86% 86% 84% 83%

7/31/2020 7/31/2021 7/31/2022 7/31/2023
10.0% 8.6% 9.3% 9.4%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Trending
———o
/
4
7/31/2020 7/31/2021 7/31/2022 7/31/2023
2.6% 17.2% 19.0% 19.7%

98971-01 Wisconsin Deferred Compensation Program
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<5 Cash flow

As of 7/31/2023

Year-to-date participant activity summary’

+

Total contributions

$151,924,477

Impact on balances

8/1/2019 - 7/31/2020

Disbursements

-$216,637,232

8/1/2020 - 7/31/2021

8/1/2021 - 7/31/2022

=

Net Activity

($64,712,755)

8/1/2022 - 7/31/2023

Beginning balance $5,416,484,292 $5,802,554,431 $7,094,459,437 $6,320,930,892
Contributions $216,834,428 $230,858,575 $246,509,340 $250,528,900
Disbursements -$271,744,727 -$303,858,607 -$368,196,734 -$375,796,169
Fees® -$6,318,816 -$7,630,478 -$7.430,891 -$7,637,378
Loans issued $0 $0 $0 $0
Loan payments $0 $0 $0 $0
Other? $0 $0 $0 -$1,531,295
Change in value $447,299,257 $1,372,535,521 -$644,410,256 $551,745,974
Ending Balance $5,802,554,431 $7,094,459,437 $6,320,930,892 $6,738,240,918

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Overview

Cash flow illustrates the inflows
and outflows of dollars from
participant accounts along with
the impact that those flows have
on participant balances. All
actively employed and separated
from service participants are
included.

'"The year-to-date period begins
when the plan is loaded onto the
recordkeeping system. Therefore,
the year-to-date period may not
include all months for plans that
were recently added.

’Fees may include but are not
limited to: transactional and plan
administrative fees.

30ther includes 'Transfer In',
‘Transfer Out', 'Adjustments’

98971-01 Wisconsin Deferred Compensation Program 14



@ Participation rate

As of 7/31/2023

Participation rate comparison Overview of those who are not participating

Benchmark 3,642 have never participated and are without a balance
o)
50 /0 732 have never participated but have a balance
83% ) |
Top 10% 3,378 have participated previously but are not currently
participating in this plan

87%

@ 38,203 eligible individuals are participating in this plan

@ 7,752 eligible individuals are not participating in this plan as of

month end
Participation rate comparison over time
100% 86% 86% 86% 89% 84% 87% 83% 87%
0,
I G%I I 7AI ISO%I b
50%
0%
7/31/2020 7/31/2021 7/31/2022 7/31/2023
B Yourplan Benchmark B Top 10%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Overview

The participation rate represents
the ratio of participants that are
actively participating in the plan
compared to the total population
of actively employed participants
that are eligible to contribute.
Actively participating is defined
as having a regular deferral
election on the recordkeeping
system that is greater than
0%/%$0.

98971-01 Wisconsin Deferred Compensation Program



¢ Participant balances

As of 7/31/2023
Account balances comparison Account balances by employment status )
Overview
Average Benchmark The account balance insights
Average balance $77.295 presented are based on all
$97,5 1 6 $63,462 participants that have a balance
Median Top 10% # of participants 41,312 applicable, any outstanding loan
amounts are not included as
art of a participant's account
$3 1 1397 $99’662 Average balance $127,581 E P P
alance.
Separated from service Median balance $43,941
The average and median account balance for your plan is -
based on 69,099 participants # of participants 27,786
Distribution of account balances
50% 45%
40% —
30% —
20% — 0
10% — 8% cor 11%
% — 6% 4% 3% 3% 2% 9 : -
0% __ _-_-_____—_—D__D_L_ 1% _-_

$0 - $25K $25K - $50K

$50K - $75K  $75K - $100K $100K - $125K $125K - $150K $150K - $175K $175K - $200K $200K - $225K $225K - $250K  Over $250K

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

98971-01 Wisconsin Deferred Compensation Program



> Contribution rate

As of 7/31/2023

Contribution rate comparison

Benchmark

1.2%

Average Median

9.4% 5.6%

The average and median
contribution rates for your
plan are based on 30,248

participants.

Top 10%

9.4%

Distribution of contribution rates

1% 2% 3% 4% 5% 6% 7% 8% 9% 10% 11%+

19.7% (7,532) of participants are contributing over 10%. This
compares to the benchmark which is 13.2% and the top 10%
which is 21.0%.

Number of participants by contribution rate over time

1% 2% 3% 4% 5% 6% 7% 8% 9% 10% 1%+
7/31/2023 2,816 3,155 3,007 2,443 2,195 2,788 1,490 1,213 980 1,306 7,532
7/31/2022 2,737 3,012 2,982 2,372 2,161 2,416 1,495 1,203 1,000 1,247 7,257
7/31/2021 2,955 3,254 3,089 2,415 2,093 2,188 1,496 1,183 1,019 1,050 6,596
7/31/2020 251 373 400 305 368 663 224 193 128 267 977

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Overview

The contribution rates presented
are based on all actively
employed and eligible
participants that have a regular
deferral election on the
recordkeeping system that is
greater than 0%/%0.

Percentage deferral elections are
always included. Flat dollar
deferral elections are included
when a salary has been provided
as a participant’s salary is used
to convert their flat dollar
deferral election to a percentage
election.

98971-01 Wisconsin Deferred Compensation Program
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o o o [
= Money type utilization ps of 73172023
Population of participants by their money type strategy for deferral elections Overview

Before-tax only

56.2%

16,987 participants have elected pre-tax
contributions only.

Roth only

30.4%

9,191 participants have elected roth contributions
only.

Insights into the above populations of participants

l

Average age
47

Average / Median
Contribution rate

9.7% / 5.7%

Average balance
$83,697

Median Lifetime Income Score
89.1%

'The average/median contribution rates by source for these participants are:

l

Average age
40

Average / Median
Contribution rate

8.1% / 4.8%

Average balance
$39,916

Median Lifetime Income Score
84.1%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Multiple types*

13.5%

4,070 participants have elected contributions to
multiple money types.

l

Average age
42

Average / Median
Total contribution rate’

10.8%/7.7%

Average balance
$65,602

Median Lifetime Income Score
91.1%

Before-tax-5.7% / 3.6% Roth-5.1%/3.3%

Money types are the different
kinds of regular contributions
that can be made which differ
from each other in how they are
taxed. Money type utilization
illustrates the different
approaches that participants are
using for managing the tax
treatment of their future
contributions.

98971-01 Wisconsin Deferred Compensation Program



< Distribution activity

As of 7/31/2023

Distribution activity at-a-glance’

Separation Service
of service RMD In service Hardship Deminimus credits QDRO Death Other Total
Year to Amount $172.1M $12.8M $8.1M $205.0K $4.3K $245.9K $2.1M $17.0M $4.1M $216.6M
date Transactions 15,090 6,102 378 47 1 16 97 962 75 22,7168
Rolling 12 Amount $281.9M $39.6M $14.6M $330.8K $4.3K $700.2K $3.1M $26.4M $9.1M $375.8M
months Transactions 25,592 11,869 594 73 1 29 165 1,724 143 40,190
Total distribution amounts by month
$50,000,000 $45.8M
$40,000,000 -—m
§29.5M . $33.6M
$30,000,000 —$26.8M : $28.7M  $28.3M -
— s e

$20,000,000
$10,000,000
$0
Aug 2022  Sep 2022  Oct 2022 Nov 2022 Dec2022  Jan 2023 Feb 2023  Mar 2023  Apr 2023
B Separation of service ® |n service ® Deminimus = QDRO B Other
RMD ® Hardship ® Service credits ® Death

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

May 2023

Jun 2023

Jul 2023

Overview

The distribution activity details
show the activity for all actively
employed and separated from
service participants.

"The year-to-date and rolling 12
month periods begin when the plan
is loaded onto the recordkeeping
system. Therefore, the periods may
be less than indicated for plans that
were recently added.

98971-01 Wisconsin Deferred Compensation Program

19



‘N Investment strategy utilization

As of 7/31/2023

ylili S

Participants by strategy Participant assets by strategy
Do it for me Do it for me
Help me do it Help me do it
Do it myself Do it myself
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Investment strategy % of participants # of participants Investment strategy % of assets Assets Average balance
I My Total Retirement 29.2% 20,179 I My Total Retirement 17.8% $1,202,379,550 $59,586
B Online Advice 0.1% 101 B Online Advice 0.3% $22,553,137 $223,298
W Target-date strategy 27.1% 18,723 W Target-date strategy 12.1% $812,304,594 $43,385
I Risk-based strategy 0.5% 368 I Risk-based strategy 0.5% $36,774,972 $99,932
I Brokerage strategy 0.9% 598 I Brokerage strategy 2.5% $169,197,314 $282,939
L] Do-it-yourself strategy 42.2% 29,130 L] Do-it-yourself strategy 66.7% $4,495,031,352 $154,309

Do-it-yourself strategy is the investment strategy utilized by the most participants with 42.2% of participants using this strategy.

However, this strategy holds a larger share of assets with 66.7% of assets.

Overview

The investment strategy
utilization is based on all
participants that have a balance
greater than $0. Each participant
is assigned a single investment
strategy to provide insights on
how investment options,
features, and services are being
utilized.

When a participant is assigned a
strategy, 100% of their balance is
grouped within that strategy
even if they have a diverse
investment mix. Additionally,
each participants’ strategy is
reevaluated and assigned every
month so a participant may
move in and out of the different
strategies from month to month.

For the full list of investment
strategies and their definitions,
please refer to the glossary.

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED. 98971-01 Wisconsin Deferred Compensation Program



% Advisory services

Utilization of My Total Retirement

Participant assets

N

17.8%

Enrolled participants

29.2%

® $1,202,379,550 in assets
belong to these participants

® 20,179 participants are
enrolled in My Total Retirement

7]
-'g 20,000
o 15,000
2
= 10,000
o
o 5,000
1
7/31/2020 7/31/2021
l Participants 17,606 18,736

— Assets $844,860,508

$1,117,817,376

Trending

b Participants
Q Assets

7/31/2022

19,764
$1,084,886,487

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Growth rates

7/31/2020 - 7/31/2023

Year-over-year average

7/31/2020 - 7/31/2023

Year-over-year average

7/31/2023
20,179

$1,202,379,550

14.6%

4.7%

42.3%

13.4%

$1,000M

$500M

$OM

Assets

As of 7/31/2023

Overview

The number of participants and
the participant assets are based
on all actively employed and
separated from service plan
participants that are using the
managed account service. When
applicable, any outstanding loan
amounts are not included as
part of the assets.

98971-01 Wisconsin Deferred Compensation Program



% Advisory services population

The balances reflected are based on all actively employed and separated from service plan participants. The participant balances do not include any outstanding loan amounts.

Population overview

Participants with a
balance

Active participants

Separated from service
participants

Gender’

Salary
(Average/ median)

Strategy

Managed account
Online advice

No advisory service
Managed account
Online advice

No advisory service
Managed account
Online advice

No advisory service
Managed account
Online advice

No advisory service
Managed account
Online advice

No advisory service

Under 30 yrs
2,063

2

1,970

1,587

1,647

476

323

797 F/ 1,261 M/ 0 NB
1F/1M/0NB

911 F/ 1,058 M/ 0 NB
$87,175 / $53,726
$35,800 / $35,800

$93,184 / $54,954

30-39 yrs
5,190

7

7,034

4,019

5421

1,171

1,613
2,192 F/ 2,995 M/ 0 NB
6F/1M/0NB

3,450 F/ 3,581 M/ 0 NB
$105,568 / $56,909
$217,718 / $45,968

$218,419 / $61,984

'F = female | M= male | NB= nonbinary | Participants with an unspecified gender are excluded.

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

40-49 yrs
4,642

18

9,939
3,863

16

7,742

779

2,197
2,236 F/ 2,403 M/ 0 NB
9F/ 9 M/0NB

5,156 F/ 4,780 M/ 0 NB
$136,939/ $60,133
$144,871 / $70,000

$161,767 / $66,508

50-59 yrs
4,601

35

11,793
3,489

27

8,109

1,112

3,684
2,387 F/ 2,211 M/ O NB
12 F/ 23 M/ 0 NB
6,174 F/ 5,617 M/ 0 NB
$180,401 / $63,419
$218,979 / $71,822

$227,547 / $70,000

60-67 yrs

2,564

26

8,789

1,257

13

3,288

1,307

13

5,501

1,496 F/ 1,068 M/ 0 NB
13F/ 13 M/ 0 NB
4,707 F/ 4,078 M/ 0 NB
$130,805 / $60,070
$65,700 / $65,978

$194,422 / $68,084

As of 7/31/2023

Over 67 yrs
1,119

13

9,288

153

664
966

11

8,623

649 F/ 470 M/ 0 NB
4F/9M/0NB

4,669 F/ 4,617 M/ 0 NB
$89,937 / $61,110
$37,348 / $37,348

$303,095 / $70,808

98971-01 Wisconsin Deferred Compensation Program



& Investment risk

As of 7/31/2023

Equity risk participants
Participants that are 50 or older and that have
75% or more of their balance exposed to equities

Assets
7/31/2023 « $2,229,575,948
7/31/2022 » $1,952,911,018

Participants

o
7/31/2023 » 11,337 53.2 /o
7/31/2022 + 10,897 . .
31/ of participants using the

Do-it-yourself strategy have
Average balance investment risk as of 7/31/2023.
7/31/2023 + $196,663

7/31/2022 « $179,215 :

The percent with investment risk
has increased by 4.0%
from 7/31/2022.

Average age

7/31/2023 + 63 years old
7/31/2022 » 62 years old

Average equity
7/31/2023 «» 89.2%
7/31/2022 » 89.1%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.

Inflation risk participants
Participants that have 10% or less of their
balance exposed to equities, regardless of their age

Assets
7/31/2023 » $365,869,226
7/31/2022 » $401,884,870

Participants

7/31/2023 « 4,155
7/31/2022 « 4,374

Average balance
7/31/2023 « $88,055
7/31/2022 « $91,880

Average age

7/31/2023 » 66 years old
7/31/2022 « 66 years old

Average equity

7/31/2023 « 0.5%
7/31/2022 « 0.5%

Overview

Participants using the
Do-it-yourself investment
strategy may gravitate toward
market exposure extremes while
being unaware of the risks
associated with being over-
exposed or under-exposed to
equities. Here we showcase the
populations of Do-it-yourself
participants that are subject to
either equity risk or inflation risk
based on their total equity
exposure across all of their fund
balances.

The participant populations
include both actively employed
and separated from service plan
participants.

98971-01 Wisconsin Deferred Compensation Program



‘1 Do-it-yourself strategy equity exposure

As of 7/31/2023

Participant total equity exposure compared to the equity allocation of a representative target date glide path
Ly Do-it-yourself strategy participants with a balance, by employment status

100% o EQuity risk
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X . s . .
o 60% o § gordtes
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S 50% - ; SRR .
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0%!_ _;_, o - . . : 3. 3 . 3 : s i . . |
18 20 22 24 26 28 30 32 34 36 38 40 42 44 46 48 50 52 54 56 58 60 62 64 66 68 70 72 74 76 78 80 82 84 8 88 90
Age
Equity exposure insights Active participants Separated from service participants All participants
Within 10% of glide path 28.9% 11.8% 19.5%
Within 20% of glide path 50.4% 23.6% 35.7%
Participants with equity risk 4,506 6,831 11,337
Participants with inflation risk 936 3,217 4,153

Overview

Each shape on the graph
represents participants of a
certain age that are at a certain
level of total equity exposure
from all of their funds. The size
of the shape indicates the
number of participants.

The black line displays the equity
exposure, by age, for a
representative target date glide
path. The glide path was derived
in conjunction with Morningstar
Investment Management LLC
and is for illustrative purposes
only.

Any participants within the red
outlined areas might be at-risk.

Participants with equity risk are age
50 or older with 75% or more of
their balance allocated to equities

2Participants with inflation risk have
10% or less of their balance
allocated to equities, regardless of
their age
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Plan services

As of 7/31/2023
IMPLEMENTED IMPLEMENTED
Yes No Comments Yes No Comments

Consolidated recordkeeping ' v | Payroll data interchange (PDI) I v oo . Central Payroll
|||||||||||||||||||||||||||| . s ST T o T LT ST ||||||||!- i T T ||||||||: ST i T g T ST T T __-__-____———I———;———————————
Openarchitecture - o - R Indicative data (SSN, name, v
Auto-enroliment I S S S ) address, DOB, gender) |

Auto-increase I X ) Employment data

Employer match | X (eligibility, hire, termand v

Roth | v _ rehire dates) | _

toans L Lox L Contributions (EE before

Self-directed brokerage I v’ tax, Roth, after tax, ER l v
............................................................................................ R e ek |

FEE dis‘:lﬂsure and transparency -yl"l E ___}_ .............. - _-_ ................................. . ..................... _é_ .....................................................................................
............................................................................................ S R R Salary (for Lifetime Income .,

Investment advisory services | v Score) |
___________.i. ........................................... .E.___q____— ___- ........................................................................................ I__i ...................................................................................................................
Annual investment product review | v Email address (for v
T — electronic de”uer&;} _

Qualified default investment | Y Cl """ ine d f """"""" orocess — 1/ """" e

alternative (QDIA) 1 niine deterrat process IR F
____: ........................................ . ___.,____.;____ .................................................... . -5{’ E

Target date glide path review | v’ ElaDSEW_'EE_EEth ................................ ' ..................... R S S ——
____.__. .......................................... .I_ ............................... 1 I I —_ TD—dD ”51: | _vf" g I_I:H:_EI ﬂﬁiEE manages

DB and DC |ntegrat|ﬂn Ve D e—— . _______..i______ .................................................................................
.................................................................... : _____l________.,_____ QD H[:] services 'o‘(

Empﬂwer Eﬂmmunlﬂ:anﬂns Englne | 1’;‘ ............................. - .......................................................... - ............................ | .................................................................................................................................................

(ECEs) | i i _Hardship approval services - A N T
Annual plan review and 2 I R Beneficiary recordkeeping v .

benchmarking | Online enrollment ' v Plan Enrollment Code

..................................................................................... B S
Online file cabinet v
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Plan insights

Plan details 7/31/2020 7/31/2021 7/31/2022 7/31/2023
Median Lifetime Income Score 59.7% 84.4% 85.9% 84.8%
Participation rate 86.3% 86.0% 83.5% 83.1%
Average contribution rate 10.0% 8.6% 9.3% 9.4%
Participant assets $5,802,554,431 $7,094,459,437 $6,320,930,892 $6,738,240,918
Plan level assets $1,874,895 $2,311,402 $1,485,536 $1,611,320
Average before-tax contribution rate 9.9% 8.3% 8.8% 8.9%
Average Roth contribution rate 7.5% 6.5% 7.1% 1.2%
Participant details 7/31/2020 7/31/2021 7/31/2022 7/31/2023
Eligible participants 43,963 44 572 45,693 45,955
Eligible participants not participating 6,046 6,257 7,529 7,752
Participants contributing 10% or less 36,940 31,719 30,907 30,671
Participants with a balance 66,563 67,414 68,307 69,099
Average account balance $87,174 $105,237 $92,537 $97,516
Participant email addresses captured 84.3% 84.2% 79.0% 80.5%
Participants without email address 10,460 10,658 14,345 13,466
Separated from service participants <$5,000 5,257 5,089 5,511 5,800
Separated from service participants <$1,000 2,502 2,329 2,526 2,728
Investment details 7/31/2020 7/31/2021 7/31/2022 7/31/2023
Investment options 27 27 26 32
Average funds utilized 5 5 5 6
Participants using advisory services 26.5% 27.8% 28.9% 29.4%
Participants using Target-date strategy 25.4% 25.5% 25.9% 27.1%
Participants using Risk-based strategy 0.6% 0.6% 0.6% 0.5%
Participants using Do-it-yourself strategy 46.6% 45.1% 43.7% 42.2%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER,
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=] Plan insights by age

As of 7/31/2023
Age group overview Under 30 yrs 30-39 yrs 40-49 yrs 50-59 yrs 60-67 yrs Over 67 yrs
Participants with a balance 4,035 12,231 14,599 16,429 11,379 10,420
Eligible participants 3,913 10,495 12,671 12,669 5,098 1,109
Number participating 3,138 8,948 10,903 10,648 3,922 644
Participant assets $34,473,089 $290,098,274 $818,929,332 $1,880,295,394 $1,748,159,713 $1,966,276,769
Participant outcomes Under 30 yrs 30-39 yrs 40-49 yrs 50-59 yrs 60-67 yrs Over 67 yrs
Average account balance $8,544 $23,718 $56,095 $114,450 $153,630 $188,702
Average equity percent 90.5% 87.5% 79.8% 68.4% 57.9% 51.7%
Participation rate 80.2% 85.3% 86.0% 84.0% 76.9% 58.1%
Average contribution rate 6.9% 8.1% 8.8% 10.6% 12.7% 19.9%
Median Lifetime Income Score 78.2% 77.0% 83.8% 95.2% 100.9% 109.2%
Average Lifetime Income Score 85.5% 83.9% 91.1% 105.3% 113.3% 141.0%
Percent reaching goal 23.0% 21.8% 31.0% 45.8% 50.6% 55.9%

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.
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Glossary of terms

Subject

Balances

Benchmarks

Cash flow

Contribution

activity

Distribution
activity

Loans

Description

Participant assets is the summation of all participant balances. (Excludes any loan balances). Plan assets is the summation of all plan balances such as
forfeitures. Total assets is the summation of all participant and plan balances.

The benchmarks are based on the recordkeeping system book of business and are updated monthly. The benchmarks reflect the median of individual plan
results for a population of similar plans based on the combination of plan type and plan assets. The plan type categories are: 401(k), 403(b), 401(a), 457, and all
other plan types combined. The plan assets ranges are: <$5M, $5M - $10M, $10M - $25M, $25 - $50M, $50M - $500M, and >$500M.

Cash flow illustrates the inflows and outflows of dollars from the plan by all actively employed and separated from service participants. The difference in the
beginning balance and the ending balance is the result of adding and subtracting the following cash flow activity events: Contributions, disbursements,
participant fees, loans issued, loan payments, transfers, adjustments, dividends, and gain/loss to reflect the ending balance.

Contribution activity reflects all new participant account money such as: contributions via payroll, one-time contributions, employer contributions, and rollovers.
Contributions are illustrated as participant and employer funded. Participant contributions are further broken down by before-tax, Roth, and after-tax
contributions when applicable. The contribution activity will match the contribution totals illustrated on the Cash Flow slide.

Distributions are based on actively employed and separated from service plan participants. The distribution categories are derived from the methods in which
assets are removed from the plan. The possible categories are: Deminimis, Hardship, Death, Housing allowance, In-service, QDRO, Required minimum
distributions (RMD), Separation of service, Service credits, CARES Act, SECURE Act and Other#*.

*"Other” is a combined category for infrequently used distributions such as but not limited to: contract exchanges, disability, 1035 exchanges, defined benefit
payout, dividend payment, early distribution penalty, transfer to an IRA, Roth conversions, etc. The category also includes transaction reversals.

Overall loan insights reflect both general purpose loans and principal residence loans. Loans belonging to both actively employed and separated from service
plan participants are included. Active loans in default are included.

The total amount of outstanding loans includes any loans that were issued during the month of the reported month-end. The average loan balance is calculated
by dividing the total of all active and outstanding loan balances by the total number of active and outstanding loans. The percent of participants with a loan is
calculated by dividing the number of participants with at least one active and outstanding loan by all participants with a balance greater than $0.
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Glossary of terms

Subject

Lifetime Income
Score

Participation rate

Contribution
rates

Money type
utilization

Description

The Lifetime Income Score is based on all actively employed and eligible participants that meet the following criteria: Date of birth on file, valid annual salary of
at least $10,000, and assets from outside sources that are less than $5 million. The Lifetime Income Score assumes a retirement income replacement rate of
75% of current income for all participants or a different plan-chosen replacement rate when applicable.

Assumptions used by the Lifetime Income Score change over time so the historical results provided may be based on assumptions that are different from the
current period. For more information please see the Lifetime Income Score Important Information and Disclosure located on the Data Library dashboard in the
Plan Service Center.

The participation rate represents the ratio of participants that are actively participating in the plan compared to the total population of actively employed
participants that are eligible to contribute to the plan. Actively participating is defined as having a regular deferral election on the recordkeeping system that is
greater than 0%/$0. Before-tax, Roth, after-tax, and catch-up deferral elections are included.

Contribution rates are based on all actively employed and eligible participants that have a regular deferral election on the recordkeeping system that is greater
than 0%/$0. Before-tax, Roth, after-tax, and catch-up deferral elections are included.

The rates reflected always include percentage deferral elections. Flat dollar deferral elections are also included when a salary has been provided as a
participant’s salary is used to convert their flat dollar deferral election to a percentage election.

Money types are the different kinds of regular contributions that can be made which differ from each other in how they are taxed. Money type utilization
illustrates the different approaches that participants are using for managing the tax treatment of their future contributions. Each included participant is
assigned to a single money type category and becomes part of the population of participants that their respective category's insights are based on. Refer to the
contribution rates section above for details about how reporting on deferral elections is handled.

The money type categories are:

- Before-tax only: Population of participants where 100% of their deferral election is setup to make before-tax contributions.
« Roth only: Population of participants where 100% of their deferral election is setup to make Roth contributions.

 After-tax only: Population of participants where 100% of their deferral election is setup to make after-tax contributions.

- Multiple types: Population of participants that have a deferral election setup to make contributions to two or more sources.

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.
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Glossary of terms

Subject

Match behaviors

Rate of return

Description

Match behaviors illustrates participants that are eligible for employer match and the different levels at which they are utilizing their available match benefits. It
only includes match benefits where the employer chooses to make an established contribution that is based on the elective contributions that a participant
makes. This excludes non-elective employer contributions that do not require the participant to make a contribution.

Each participant is evaluated against the match rule that individually applies to them as a single plan can have multiple match rules that cover different
populations of eligible participants. The evaluation is based on a participant’s deferral elections on file. Percentage deferral elections are always included and
flat dollar deferral elections are also included when a salary has been provided as a participant’s salary is used to convert their flat dollar deferral election to a
percentage election. Participants with flat dollar deferral elections but without a salary are excluded from the analysis.

Included participants are assigned to one of the following match behaviors:

* Not contributing: Is eligible to contribute and to receive employer matching contributions but does not have a deferral election greater than 0%/$0 on file.
- Missing out: Has a deferral election on file but it is below the amount required to receive the full amount of their available match benefit.

- Meeting the match: Has a deferral election on file that is the same amount that is required to receive the full amount of their available match benefit.

- Exceeding the match: Has a deferral election on file that is higher than the amount required to receive the full amount of their available match benefit.

Rate of return is calculated in 1 month intervals based on the opening balance, transaction activity, and closing balance for the month. The calculation is
consistent with the procedures called by the participant website for displaying a participant’s rate of return for a 1 month period. Determining the 1, 3, and 5
year returns is achieved by using an aggregation of the individual monthly rates of return for that period. Only participants with a result across all of the months
in the period are included.

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.
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Glossary of terms

Subject

Investment
strategy

Equity exposure

Description

Investment strategy includes all actively employed and separated from service plan participants with a balance. Each participant is assigned to a single
investment strategy by evaluating the criteria for each investment strategy against the participant’s fund balances and their use of investment services and
features. This evaluation is done in a particular order and the investment strategy that ends up being assigned is the first one that has its criteria met.

The evaluation order and criteria for each possible investment strategy is as follows:

« Managed accounts: Assigned to any participant enrolled in an available managed account service.

- Online advice: Assigned to any participant utilizing an available online advice service.

- Asset allocation model strategy. Assigned to any participant enrolled in a model portfolio.

- Brokerage: Assigned to any participant utilizing an available self-directed brokerage account for any portion of their balance.

- Target-date strategy. Assigned to any participant with greater than 95% of their balance invested in one or two target-date funds. 5% of their remaining
balance may be invested in funds in other asset classes.

- Risk-based strategy:. Assigned to any participant with greater than 95% of their balance invested in one or two risk-based funds. 5% of their remaining
balance may be invested in funds from other asset classes.

- Do-it-yourself strategy: Assigned to any participant that is not classified under any of the above investment strategies.

When applicable, the number of participants and their associated total balances that are assigned to the Target-date strategy or the Risk-based strategy will not
match the assets and participant counts reported elsewhere for the funds within the Target-date or Risk-based asset classes. This is because all fund reporting
is based on the holdings of all participants, regardless of a participant’s assigned investment strategy.

A participant's total equity exposure is the ratio of the total amount of their balance (across all investment options) that is exposed to equities, compared to
their overall account balance. The amount that is exposed to equities for each individual investment option is calculated by multiplying the participant’'s balance
within the fund by the percentage of the fund’s underlying holdings that are in equity asset classes. The underlying asset allocation of each investment option is
sourced from Morningstar LLC. In the event that an investment option’s asset allocation is unavailable, it is defaulted to having 50% allocated to equities.

FOR FINANCIAL PROFESSIONAL AND PLAN SPONSOR USE ONLY. ©2023 EMPOWER, LLC. ALL RIGHTS RESERVED.
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Glossary of terms

Subject

Investment risk

Advisory services

Fund exposure by
investment
strategy

Asset allocations

Net interfund
transfer activity

Description

The investment risk insights presented are based on all actively employed and separated from service plan participants that have a balance greater than $0 and
that have been classified as using the do-it-yourself investment strategy. Investment risk is categorized into the following different types of risk:

Equity risk: Defined as participants that are age 50 or older and that have 75% or more of their total balance exposed to equities.

« These participants may be inadvertently over-exposing themselves to too much equity (or market) risk, causing them to be vulnerable in market downturns
or times of general volatility, a risk particularly harmful to those nearest retirement.

Inflation risk: Defined as participants of any age, that have 10% or less of their total balance exposed to equities.

« These participants may be too removed from the market. While taking on too much risk, as illustrated with the equity risk definition, can be detrimental to
participant outcomes, the inverse an also be true. Participants underexposed to equities (or the market more broadly) can suffer from lack of investment
returns which would otherwise bolster their performance and account balance growth.

Advisory services includes all active and terminated participants with a balance. It compares the participants enrolled in the managed account service or online
advice service against the participants that are not enrolled as of the last day of the reporting period. Each participant is only included in one group.

The calculation for an individual participant's exposure to an investment option is: Participant’s balance in the investment option divided by the participant’s
overall account balance. Participants without a balance in a fund are excluded when calculating the average for each fund. Average fund exposures are
provided for the population of participants within each investment strategy to provide insights into how participants of each investment strategy are utilizing
the investment lineup.

lllustrates the total of participant balances within the different investment options and their associated asset class. Plan level assets and outstanding loan
balances are not included. The % of total assets represents the total of participant assets within the fund divided by the total of all participant balances. The
participant counts include all actively employed and separated from service plan participants with a balance greater than $0 in the fund.

Participant transfer in counts are a distinct count of the participants that had transfer in financial activity during the timeframe. Participant transfer out counts
are a distinct count of the participants that had transfer out financial activity during the timeframe. Net transfers are the net of the transfer in and transfer out

financial activity. Net transfers as a % of a fund's assets is derived by dividing the net transfers amount by the total of participant balances within the investment

option. Plan level assets and outstanding loan balances are not included.
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Glossary of terms

Subject
Plan
insights:
Plan detail

Plan
insights:
Participant
detail

Plan
insights:
Investment
detail

Description of terms

- Median Lifetime Income Score: Refer to the Lifetime Income Score subject.

 Contribution rates: Refer to the contribution rates subject.

« Participation rate: Refer to the participation rate subject.

 Participant assets: Total of all participant balances. It does not include plan level assets or outstanding loan balances.

« Loan balance: Total amount of all active loans with an outstanding loan balance at month-end.

 Plan level assets: Total amount of plan assets which may include forfeitures, unallocated plan assets, and a plan expense account.

- Eligible participants: Number of actively employed participants that are eligible to contribute to the plan.

« Eligible individuals not participating: Number of actively employed and eligible participants that do not have a deferral election on file that is greater than 0%/$0.

« Participants contributing 10% or less: Number of actively employed and eligible participants that have a deferral election on file that is greater than 0% and less than
11%. Refer to the contribution rates subject for details about how flat dollar deferral elections are handled.

« Participants with a balance: Number of all the participants that have a balance >$0.

« Average account balance: Average total balance of all the participants with a balance >$0.

* Participants with loans: Percent of all the participants with a balance >$0 that have at least 1 active loan with an outstanding balance >$0.

 Participant email addresses captured: Percent of all the participants with a balance >$0 and an email address on file.

« Participants without an email address: Number of all the participants with a balance >$0 and no email address on file.

« Terminated participants with a balance <$5,000: Number of separated from service participants that have an account balance that is less than $5,000.

« Terminated participants with a balance <$1,000: Number of separated from service participants that have an account balance that is less than $1,000.

* Investment options: Total number of investment options offered in the plan.

« Average funds utilized: Average of the total number of funds that each participant has a balance in. It is based on all the participants with a balance $>0.

* Participants using advisory services: Percent of all the participants with a balance >$0 that are using an available managed account service or online advice service.

 Participants using Target-date strategy: Percent of all the participants with a balance >$0 that have been classified as using the Target-date investment strategy.

* Participants using Risk-based strategy: Percent of all the participants with a balance >$0 that have been classified as using the Risk-based investment strategy.

* Participants using asset allocation model strategy: Percent of all the participants with a balance >$0 that have been classified as using the asset allocation model
iInvestment strategy.

« Participants using Do-it-yourself strategy: Percent of all the participants with a balance >$0 that have been classified as using the Do-it-yourself investment strategy.
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Forms vs online

Affidavit of Heirship
Beneficiary Designation
In-Kind Withdrawal
Beneficiary Account Withdrawal Request Ave rage Rejections
Catch-Up Form

Personal Information Change Request 207

Alternate Payee Distribution

Hardship Withdrawal Request Average WDC Rejections
Enroliment Application 16%

In-Service Withdrawal Request

In-Plan Roth Rollover Request Form

Required Minimum Distribution Request
Installment Payments

Purchase of Service Credits Transfer Request
Public Safety Distribution Form
Transfer/Rollover Contribution Form 0 Rejections
Separation From Employment Withdrawal Request
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RMD Full-Service Overview

Current process:
« Letter to participants based on their date of birth that they may be required to take a distribution from the WDC if they are separated from service or
should they separate from service during the year.
« No monitoring of the account occurs to ensure the distribution is taken.
« Penalty of 25% (decreased in 2023 from 50% due to Secure 2.0) if RMD not taken.
* There were 438 missed RMD's in 2022 for employees with a date of termination on file.
 Participants must submit a form for the withdrawal.
« We would like to turn on online RMD distributions to simplify this process for participants wanting to take one-time RMD payments.

* [Installment RMD requests would still require a form.

RMD Full-Service:
« Letter to participants based on their date of birth that they are or may be required to take a distribution from the WDC.
« If the participant previously set up installment payments, they will be excluded the mailing as they are considered to have taken control of their
RMDs.
« When Empower has a termination date on file, we will include language in the letter that if they do not take action by xx date, Empower will force out
the payment as a partial withdrawal.
« Empower forces out the RMD for anyone of RMD age and with a date of termination on file.
« This prevents the excise penalty for missed RMD's for those we know are required to take the distribution.

« Termination dates are critical to the administration of this service.
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Online Required Minimum Distribution (RMD) Experience

Home / Account / Withdrawals

ACCOUNT INFORMATION Reqguest a new withdrawal

Account overview

Balance

Rate of return

Transaction history

statements and documents -

R Withdrawals summary
Manage bank accounts

Upload documents

CONFIRMATION REASON STATUS DATE AMOUNT
PAYCHECK CONTRIBUTIONS
My contiinilicns 1770582355 Required mimimum distribution Complete 1272172022 5101.99
INVESTMENTS 1499451997 Required minimum distribution Complete 12/21/2021 $101 62
My investments
Investment help 1287451338 Required minimum distribution Complete 1272172020 104 53
Investment ineup
LOANS & WITHDRAWALS
- Active periodic installment payments
0ans summary
| cans
| oan cost calculator
s LAST NEXT PAYMENT
CONFIRMATION PAYMENT TYPE FREQUENCY PAYMENT DATE DELIVERY
FLAN INFORMATION
an forms = @ min I ]
- 454176508 b R aada Annual $101.99 12/21/2023 Mail

Summary plan description
Disclosure notces
Consolidate accounts

distribution
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= Print

o o
Onllne ReqUIred You're scheduled to take a required minimum distribution (RMD)
o o o o @
Mlnlmum Dl StrlbUtlo n The IRS generally requires you to begin talong Required Minimum Distributions (RMDs) from your account by the later of age

13 (70 1/2 if you were born before July 1, 1943 or /2 f you were born from July 1, 1949 through December 31, 1950}, unless

o you are a 5% owner as determined under IRS regulations. Indniduals who are 5% owners must begin RMDs upon attaining
RMD E ); e rl e nc e age 73 (70 1/2 if you were bom before July 1, 1945 or 72 i you were bormn from July 1, 1949 through December 31, 1950).
Review your W-4R election and select "Request my RMD now” below to proceed
Your RMD is calculated based on the assumption that you no longer work at SENECA FOODS CORPORATION. Call us at 1-
844-465-4455 if you need to update this information.

For more information see the |IRS BEMD FAOSs

2023 RMD

Remaining RMD Estimated tax withholding® Delivery method

$91.69 10%* federal Direct deposit ($15)

Change amount Make alternate election or learn Choose bank account or change
more method

2023 RMD amount $91 69 i

(How is this calculated?) 0%* state Sent to:

Taken year-to-date $0.00 Make giterngte elecion Select delvery method above

* Apples to taxable amount only

Your federal withholding rate is determined by the type of payment you will receive. For nonpenodic payments, the
default federal withholding rate is 10%. You can choose to have a different rate by entering a rate between 0% and
904 on the alternate election link above. To elect more than 90% federal withholding, please give us a call. We will
automatically process any remaining RMD amount in December if you do not take it by then

[l Send me status updates by Email v at

It i i ] { k ,'J|'_ . W 1 " ] 5 . :
FOR PLAN SPONSOR OR EINANCIAL PROFESSIONAL USE ONLY. tis a requirement by the IRS to view the W-4R federal tax withholding document View or edit W-4R tax withholding
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American’s connect other aspects of their life with
financial health

© 7 13

59% 59% 57%

Having clear goals Happiness

Lifestyle

O _
¢ A
Y N, =
55%0 53% 59%

Mental health Self-esteem Career



What type of help do American’s want

Paying off debt 32%

30%

Building an emergency fund

Investment strategy 28%

27%

Planning for retirement

Reducing money stress 26%

Planning for my entire household's needs 24%

Saving for large purchases 24%

Making financial tradeoffs 14%




Empower brand journey

EMPOWER
What's Next



2015-2017: Established Empower Retirement as a
brand

primarily focused on advisors and plan sponsors

NOW IS A GOOD TIME

Watch this video to learn more
about your retirement

Proposal for: [Plan name]

Date: [Date]

EMPOWER

plan provider.

Click to learn more.

Ll
“I'm always
thinking about
your employees’
retirement.’

LEARN MORE

Help your employees save for tomorrow
while living for today

As the 2016 Retirement Leader of the Year', we work with plan sponsors to help more '
than 8 million people look at retirement differently — empowering them to save for
the future while embracing the here and now.

"

Empower Retirement Advisory Services
Offered by Advised Assets Group, LLC, a registered investment advisor

Presenter name: [Name]

ISAGOOD TIME

Presenter title: [Title]

Learn how we help employees engage in their financial future.
Email 401kinternalSM@empower-retirement.com
or call 800-338-4015.

23rd annual Mutual Fund Industry Awards, April 2016

)

Core securities, when offered, are offered through GWFS Equities, Inc. and/or other broker-dealers.

[

GWFS Equities, Inc., Member FINRA/SIPC, is a wholly owned subsidiary of Great-West Life & Annuity Insurance Company.
Empower Retirement refers to the preducts and services offered in the retirement markets by Great-West Life & Annuity Insurance
Company (GWLRA), Corperate Headquarters: Greenwood Village, CO; Great-West Life & Annuity Insurance Company of New York, M o

Home Office; NY, NY; and their subsidiaries and affiliates. The trademarks, logos, service marks and design elements used are E P WE R
owned by GWLEA. ©2017 Great-West Life & Annuity Insurance Company. All rights reserved. ERCR-ADP-3787-1703 AM 7126094 RETIREMENT™

EMPOWER

RETIREMENT™

Empower Retirement
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2020-2022: Brand transformation

Revamped our website and our customer materials to make them more consumer friendly

—
Individuals  Plam Sponsors  Financisl Professionals  About Q m — I B il Praf
EMPOWER EM R Individuals lan Spontors Financial Professionals About

and evolving
irkers and retirees.
We are exc the opportunity to
reach ne d ] d serve even more
Ameri oward
creating a secure retirement.”

securing the retirement of millions of Americans

we must continuously adapt and evolve. It is o

honor to be your trusted |"HE[I1[‘F and a

Protecting the plans

Ldmund §. Murphy I8

Log in to

and participants we
serve

We’re ready to'0pen

some doox$ for you

We continually invest in cutting-edge cybersecurity
technologies, security programs, independent testing
and ongoing training.

ver 12 million customers' and
tions® administer over
create the future they want

We invest in security because;

Empower Retirement to acquire e —
Prudential Financial retirement business What is Empower's Cybersecurity: Defense Cybersecurity security

570}0 2380,(0 70 OfO Security Guarantee? in Depth | tips

The securty and prates Rivie haow bevances
of financial services firms experience increase in eyber attacks on financial of financial services organizations o ok
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m mare phishing attacks compared to firms and services erganizations reported experiencing a cyber attack o, TEE galibri "
other sectors.’ were seen in the first half of 20207 in the past year." OS1eS 10 B [T employees

& & result of

ticiws through LEarn more —s
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- K . Learn more — Wiew security tips —
Latest Articles
Discover opportunities for
your financial future B2 New Department of Labor (DOL) cybersecurity
ting your fina abs, st b5 @ bury part 1o schieving the guidance
v £ haslp 1 i} The DOL's Employes Benelits Security Ad < -
whiat refirement plan recordkeep
do to suffsciently protec r Az
SIS SRRy e Modern recordkeeping maximizes security
Adset data
m OCT 4, 2931 « DAPOWTR INUGHTS OCT 4, 2031 + PRITE RILIAL] P 36, 3031 = IMPOWER iNETITUTE { We collaborated with the SPARK Institute to provide detalled information on these new de prossdes an enh y influences the
} e o efficiency and effectiveness of r
How much money do you Empower Institute: Complements, not
need in retirement? Managed Accounts and substitutes P ook
— TDFs Better Together i i
[T Than Apart ATARED )
o T 1 Eo ST _ ; RIS for 1arg
Check out our newly launched national
TV commercial
Empower's Security Understanding the cloud
¥ i T T Guarantee
How does coud technalogy imprave bussn
berefit clenes? [ F wory, Chied
1, Chibef Informa peovides
5 heoww we parc
We are proud to partner with world-class athletes, power's Security

teams and organizations

EMPOWER -
FIELD s

dshbeten

Carefully consider the investment
oprtion s objectives, risks, fees and
expenses, Contact Empower
Retirement for a prospectus,
SUMMATY prospectus for SEC-
registered products or disclosure
document for unregistered
products, if available, containing
this information. Read each
carefully before investing.
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2015-2023

Grew organically and through six major company acquisitions.
One acquisition provided strong springboard:

CAPITAL

AN <——=EMPOWER COMPANY

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.



What has changed

10:00 AM

Mo Service

“« Retirement savings

Saved this year (O
Recommended (3)

$16,587

of $35,000 #*

ACCOUNT TAX STATUS WITHDRAW

Education %1,8C

Tax free %473

You are planning to save $35,000 this year which is
within your recommended yearly savings of $30,900
to $36,100 to keep you on track to meet your
Retirement Planner goals. Setting up automatic
contributions can help ensure you hit your plan, so
can contributing to tax efficient accounts such as you
company's 401k plan if you are eligible.

The table below will help you to prioritize where to
save to maximize your net worth.

$30,900-336,100/yr

O Rebranded

hPCap mobile
apps

No Service = 10:00 AM £ 100% (-
< Debt paydown ves

Remaining debt @ $314,021
Lhang il @ il ¥
$340K

Taxable -$2,13 B

Mo Service = 10:00 AM £100% (-

Tax deferred $12,18 |

If you carry credi
focusing on othe
interest account.
other debt shoul
investment retur
advisor on how t
low-interest det

ACCOUNT

Bank of America

American Educat

< Emergency fund ses

Emergency fund savings @

M Cash in bank accounts $65,067
Target emergency fund $24,000 - 348,000
$75K

$50K

f | f : } N [ B

You have $65,067 in your emergency fund which will
cover 8 months of budgeted expenses. You only need
$48,000 to cover & months of budgeted expenses.
Unless you have a planned spending goal this year,

. the extra $17,067 could be invested.

© Rebranded hPCap dashboard

© New Empower tagline

New empower.com homepage >

© New TV commercials and campaign

h

__|_'-I_-|..|-:=. EMPQWEH Por ol iyl iFt W ks o ragiraen o L

What we clfer Emiporaar ¥ arenso MNews & views Halp "l R T puf R i

Hi, we're Empower

You may not know us, but we help over 17 million
people create the future they want.' Now we want
to help you meet your goals with personalized
financial advice, and it starts with our free financial
dashboard

SLaed Doedliny

Gt your free dashboard Gt a free second apinion Get personalized advice

Link acooants. Simudale ancd plan you TS (G an EIVISGT AD G0 YOur current o il el vou Build a pe ranline

3 i "
retirerment JUccess eIl SErdlegy EEariiolia Ehat™ Casar ed Wi Eaals

Start now with just three quick steps

Get a bird's-eye view of all your Save more and
finances spend smarter
Only Empower Laarnmore G

offers these

T
powerful tools — .

e

i Clasity Gn your entire fingnclal plctisie, thed
A ponbrol of your spendes, Budgeting and

Simulate and plan
your retirément
SUCCESS.

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.
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http://empower.com/

The Currency

Seriously smart financial news and views — mapped to how we live, work, and play

Q The Currency  Empower Institute  Press Center -::s'l'he

Currency
~—~—=EMPOWER Thursday, May 25, 2023

Life

Work

sCLhFrency‘

+
S+ EET

How mental accounting can Guide to catch-up

Recent Articles

impact your portfolio contributions
Mental accounting refers to the way you M o n ey Ta I ks Catch-up contributions are a way to ‘
treat money depending on how you got maximize retirement savings later in
it. Find out about how mental Money Talks is about the financial questions shaping your career. You can start making these
accounting biases might be impacting how we live, work, and play - and the conversations additional contributions at age 50. Get Sty i ey el s '
your personal finances. we're having (or not) to find answers. We talked to up to date with the rules and reasons poess

2,000 U.S. adults. Here's what we heard. why you may want to up your 0508200

contributions.

e =
) Want to stay in the know? Email* | Subscribe |

Power up with the latest money news, sent every week to your inbox.

O By providing your information and clicking Subscribe, you agree to our Terms of Use and Privacy

*If you're already registered with Empower, please use the same email address as your Policy. You also elect to receive updates, newsletters, and offers from Empower. This site is protected

s feedback a missed gift?

on

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.



Early brand
performance results

Your financial future
doesn’t have to be. ’ EMPOWER

Start for free —_—
EMPOWER

CBS SRORTS

CBSSPORTS.COM 247SPORTS MAXPREPS SPORTSLINE HOP PLAY GOLF STUBMUB f v @ r SPORTS
@®CBSSPORTS  SPORTS HQ FANTASY BRACKETS NCAA TOURNEY NCAA BB - PLAY WATCH PODCASTS  LOG IN H
Q |
¢ |- =
S

WRs while awaiting Rodgers

D Raiders lure WR Meyers away N -— —_— u’x
\ T P = = =ty e

from Pats with $33M deal

Report: Colts land kicker with

opanded 534 wotd cp I |l /.\ C B S S P O Q TS
ol ‘”}M WEC: I:mu(dhnn)trsas UsA v "~
GAME PLAN
BROUGHTTOYOU BY EMPOWER. GET YOUR FINANCIAL GAME ON POINTAND EMPOWER WHAT'S NEXT.

LIVE: NFL 'legal' tampering

« March user traffic to empower.com
increased 77% vs. same time last year. 3= N e "‘”‘k

Classic Rock Greatest Hits

(

» Empower’s brand health score e T

R
money answers \ gy EMPOWER . e

increased 52% vs. same time last year. L | s

Take control. Plan now.

EeRE

HASEG Vit ampowercomrefve
ey

K

<Firstname>,
respond by May 30, 2023

<Firstname>, see how you can
live the life you want in retirement.

~<S=EMPOWER e
) Jronce
95, Ochrd o
Greemwood Vilage,COBOITT PAID
pou

<Firstname> <Lastname>
<hddrassLinl>
<AddressLina>

<City, <State> <ZIP+d>

EF-‘;I‘:‘ Did you know that 50% of pre-retirees

1 T havenot completed a useful retirement plan?
"'-t *f' (: Don't make that mistake.

Ej.-,.( . Geta FREE Retirement Planner

L. mévv now at empower.com/retir

R VR TR U T TR T

« 172% year-over-year increase in brand
impressions in March.

orl Wowslth, wh

i
Take == 3 .
EMPOWER e mﬁnﬁ 5 EMPOWER Wit Next
co nt rOI What's Next 35 million people
are finding financial o i eim ottt ko Bl Here's what
) N | of your s
‘ ! = . looks ke
- | e financial wsa 8
future ¢
With a plan 3 keys to unlocking your .
that works hard dream retirement: - . ‘
for you every step Helpfindyour "% =
of the way pathto;‘;::;i;: Py A .

=
EMPOWER What's Next

As of April 1, 2023.
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Empower’s Marketing
Approach

EMPOWER
What's Next



Frequency and reach matter

The average American is exposed to more than

4,000

ads everyday'

1 Harvard Business Review, “How Customers Come to Think of a Product as an Extension of Themselves,”

September 2018.
2 Journal of Advertising Research, “Revisiting the Relationship Between Ad Frequency and Purchase Intentions,”

August 2018.
FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.

Takes more than 10 impressions
to inspire action?

1-2-message exposure
Pay attention

3-10 exposures
Consideration and
evaluation

10+ exposures
Consumer action




Take a research-driven approach

Use research as the cornerstone:

A

. . . A/B testing:
Consumer panels Social testing sites random process where two or
more versions are showed to
different segments to determine
what is most impactful

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.



Stimulate the reader’s End with a single CTA
senses with imagery

Example: Orange Count . . .
P 5 y  3-click website rule for user to take action

[ ]
ey County of Orange
[ 1.62 Defined Contribution Plan

, « What is the next step you want the
« Simple.

customer to take?

« Animated. — Download.

Get on a roll toward your

+ Relatable.

Enroll in the County of Orange 1.62 Plan today

Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam
nenummy nibh euismed tincidunt erat volutpat. Ut wisi enim ad minim
veniam, quis nostrud exerci tation ullameorper suscipit lobortis nisl ut

o
I eg I Ste r tO ay. Empower 401k Plan
aliquip ex ea commodo consequat A— County of Orange
. Lorem ipsum dolor sit amet, consectetuer adipiscing elt, sed diam @ 1.62 Defined Contribution Plan
° nonummy nibh euismod tincidunt ut lacreet dolore magna aliquam erat, —
[ ]

START SAVING

° 1 $ ego oo
I ° FOR ILLUSTRATIVE PLRPOSES ONLY.
ot your estimated manthly retirement income.

f

P
EMPOWER FIND OUT NOW

Just log in to your Empower 401k account to see what your monthly

Get your savings off and retirement paycheck might look like. Plus, see how increasing your
running again savings rate could make a big difference for your future.

Restart your contributions to the County of Orange 1.62 Plan

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. sed diam
nonummy nibh euismed tincidunt erat volutpat. Ut wisi enim ad minim
veniam, quis nostrud exerci tation ullamcorper suscipit lobortis nisl ut
aliquip ex ea commodo consequat.

Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam
nonummy nibh euismod tincidunt ut lacreet dolore magna aliquam erat

RESTART YOUR SAVINGS

(

————
EMPOWER

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.




Words can hurt

Nearly 40% report being intimidated by their current employer retirement plan provider's communications.
This rises to 58% of millennials

Percentage of respondents who found the following terms
unclear:

Total % Unclear Millennials % Unclear

Defined contribution retirement plan

Defined contribution retirement plan

Social Security optimization Social Security optimization

Registered investment advisor Registered investment advisor

Rebalancing investments Rebalancing investments

Asset allocation Asset allocation

Managed account service

Managed account service

Plan participant | NSRRI 449, Plan participant [ 63%



Engaging with social media

12:51 By %
O of 18-41-year-olds have < Bl
O received financial advice
from social media’

Most trusted social media site for financial information

Facebook, 2%

Instagram, 3%

Twitter, 4%

LinkedIn, 7%

. T *Iﬁt "1
Reddit, 37% U TSSO SRk
r__*_‘_O%'*seemssteep%‘j

“J"F“"_

TikTok, 14%

© Pikes Peak | Cascade ;Z;_ AN, e
eeievalile; each year
#emgiowertoday -:‘B-r‘j% Tl o

Yotrve got )64 47 #Hintok #money L - Hey Leos! d7 l/tf’s time to,Jcarn more about

_‘#godls #retirement #financial'.. See more %" your spendinghabits: §/& #... See more

@empowertoday &

YouTube, 34% J1 2% @Yo0.So00 Kim " LEVEL t - d Aesthetic s@Tollan Kim

1 Prolific survey of 1,009 U.S. adults commissioned by Forbes Advisor, January 2023.



Engaging with video

When it comes to making a decision
about a product or service,

O t Jt Of EMPOWER  Owrwes~  Acomt~  Sutpuing « ity = g = ot | [ @) oo
S I Retirement planner -
$184,334.71 y

consumers say video helps them
with their choice?

When video marketing is used in an email, it
leads to a substantial 200-300% increase in
click-through rates2

Simple ways to
step up your savings

3D (B

1 Yans Media, “Video Marketing Statistics,” 2020.
2 Hubspot 2022 Video Marketing Report, May 2022.



https://www.yansmedia.com/blog/video-marketing-statistics
https://blog.hubspot.com/marketing/video-marketing-statistics

Preferred methods of receiving communications

Method Most preferred
Personal email 26%
Website visit 16%
Notice mailed with account statement 13%
Mailed letter sent separately from account statement 13%
Work email 10%
In-person meeting 11%
Telephone call 4%
Mailed postcard sent separately from account statement 2%
Social media page visit 2%
Text message by phone - 8% 2%,
Live messaging online - 7% 2%,

OK OK OK OK OK OK OK



WDC Website Engagement

EMPOWER
What's Next



New Empower Experience
Par tiCipant Web Usage Stats — Post LOgin 9/1/22-7/31/23

My Accounts Pages (top 15)

Page URL Pageviews
/participant/accounts/account/account-details 135,825
narticipant/accounts/account/feat/balance/account-overview-do 118,036
/participant/accounts/account/investment-options/my-investments 60,546
narticipant/accounts/account/my-contributions 49 949
/participant/accounts/account/transaction-history 45,704
narticipant/accounts/account/rate-of-return 37.544
/participant/accounts/account/beneficiary 32,178
narticipant/accounts/account/ngfeat/balance/balance-over-time 33,541
/participant/accounts/account/distribution/landing 30,072
narticipant/accounts/overview 27,001
/participant/accounts/account/documents-statements 26,222
narticipant/accounts/account/ngfeat/balance/asset-allocation 24,196
/participant/accounts/account/investment-options/allocations/selection 21,463
narticipant/accounts/ 19,847
/participant/home/accounts/details 14,157

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.



New Empower Experience
Participant Web Usage Stats — Pre Login 0/1/22-7/31/23

Pre-Login Article Pages (top 15)

Page URL Pageviews
/participant/articles/fagSupportCenter 1,120
/participant/articles/WisconsinWR/employer 877
/participant/articles/WisconsinWR/enrollINowForm 810
/participant/articles/WisconsinWR/newsAndUpdates 715
/participant/articles/WisconsinWR/investmentinformation 609
/participant/articles/WisconsinWR/planHighlights 288
/participant/articles/fags 505
/participant/articles/WisconsinWRE/managedAccounts 379
/participant/articles/WisconsinWR/programResource 220
/participant/articles/WisconsinWR/keyActions 224
/participant/articles/WisconsinWR/meetYourRepresentatives 113
/participant/articles/wellnessAndFinancialResourceCenter 109
/participant/articles/accessibility 106
/participant/articles/WisconsinWR/elLearningSeminars a5
/participant/articles/securityCenter 86

FOR PLAN SPONSOR OR FINANCIAL PROFESSIONAL USE ONLY.
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Proposed WDC 2024
Strategic Partnership Plan

(SPP)

)

EMPOWER



Library of Materials Review Underway

Working with the local WDC RPAs to determine what materials are most used and providing feedback on

existing materials.

Calculators

Wisconsin Retirement System (WRS) Benefits Calculator

Fliers

» The WDC 457(b) Program — a Complementary Companion to Your WRS Pension Flier

» Annual Retirement Plan Account Check-up Flier

» Benefits of Enrolling Flier

» Certified Financial Planning Flier

» Fact Sheet

» Fee Comparison Flier

» Howto Read a Statement Flier

» Investment Options Flier

» Meet Your Bep Flier
» MNew WDC Web Experience Flier

» Self-Directed Brokerage Account Flier

Guides

» Distribution Options Guide

» Plan and Trust Document

» Program Highlights

e Stable Value Fund

» Hardship Withdrawal Guide

Privacy Motice

» Empower Advisory Group LLC Financial Planning Service Disclosure

Helping You Turn
Over a New
Retirement Leaf

Top five views:
Plan Highlights: 1,456

Meet Your Rep Map: 440
Distribution Options Guide: 308

Self Directed Brokerage Account: 120
Complimentary Companion: 81

(data from 9/1/2022-7/31/2023)




Proposed website enhancements

Consolidate e-learning seminars with the Program Resources webpage.

eLearning seminars

*fou have the convenience of learning more about creating the right retirement strategy for yvour needs with self-paced, online leaming. The curriculurn of courses available to
you includes:

Calculators

» Wisconsin Retirement System (WRS) Benefits Calculator » Retirement Planning: What steps do you need to take 1o get ready for and enjoy your retirement? Click to learn more.

= Women and Investing: Learn how to use the WDC Program to be more confident about your financial future.

= WDC Bond and Short-term Fund Review: Learn about the investment options available to you in the WDC, specifically the short term and bond funds.

* Your Journey to Retirement: Learn about the value of enrolling in the WDC Program and the benefits of saving and investing for vour retirement

Fliers . ) . . . . . . . .
» Financial Wellness: Learn how the financial choices you make now affect not only your financial well-being today but how it can impact how you live in the future

» The WDC 457(b) Program — a Complementary Companion to Your WRS Pension Flier » Maximizing Your Retirement; What does your retirement look like? Learn where your money can come from after you retire and if you'll have enough to live the retirement
» Annual Retirement Plan Account Check-up Flier yeu imagined.
» Benefits of Enrolling Flier
Webinars

» Cerified Financial Planning Flier
» Fact Sheet * A Conversation about Mutual Funds and Collective Trust Funds
» Fee Comparison Flier » WDC Employer Review
» How to Read a Statement Flier

) ) Plzase note these links will open in a new tab.
» |nvestment Options Flier

» Meet Your Bep Flier

» MNew WDC Web Experience Flier

» Self-Directed Brokerage Account Flier

Guides

225 views on the Program
Resources webpage

» Distribution Options Guide

» Plan and Trust Document

» Program Highlights

e Stable Value Fund

vs. 95 views on the e-learning

seminars webpage
(data from 9/1/2022-7/31/2023)

» Hardship Withdrawal Guide

» Privacy MNotice

Empower Advisory Group LLC Financial Planning Service Disclosure

Helping You Turn
Over a New
Retirement Leaf




Proposed website enhancements

Delete eNewsletter webpage. The newsletters are saved in our folders so can be referenced if needed.

eNewsletters

Find handy savings tips and important information regarding updates and features of your program in these qguarterly newsletters. Please note these links will open in a new
tab.

The Q4 edition of the 2019 WDC MoneyTalks newsletter is the last that will be produced. The way people access and consume information has changed significantly over the
years, and the newsletter format simply doesn't meet the needs of WDC participants any longer.

Fven though the newsletter is coming to an end, you'll still have access to the information and updates you need to make smart decisions about your financial future. You'll
receive updates via emall and paper mail, web messages on www.widc457.org, and continuous posts you can access from the News & updates tile on the WDC homepage.

» 201904
» 201903
» 201902
» 201901
» 201604
» 201803
» 2018 Q2
» 2016 Q1
» 201704
» 2017 Q3
» 2017 Q2
» 201701
» 2016 Q4
» 2016 Q3
» 2016 Q2

Helping You Turn
Over a New
Retirement Leaf




I_Operational Updates Proposed

- Online RMDs

- Forced out RMDs in 2025

- Plan Document enhancements
- SECURE 2.0 implementation

Helping You Turn
Over a New
Retiremen t Leaf

%




Helping You Turn
Over a New
Retirement Leaf

4,0t Anniversary

Steppingstones Campaign
(Winter and Fall)

Goal: Educate participants on how
Social Security, the WRS pension and
WDC Program fit together in their
retirement picture

Audience: New hires, mid-career and
pre-retiree participants

Tactics:

« Email

« Web banner

« Social media post
« Webinar

Communication updates:

- ETF newsletter articles

- 2024 social posts

- Plug on WRS Statement of Benefits

Fraud Prevention/Email Capture
Campaign

Goal: Educate participants with tips
and best practices to help them stay
ahead of cybersecurity threats and
other types of fraudulent
communications/activities

Audience: Active and terminated
participants with a balance

Tactics:
« Webinars
e Email

« Pre-login pop-ups

« Self-send email

« Social media post

« ETF newsletter article

Communication updates:
- ETF newsletter articles
- 2024 Annual Participant Satisfaction
Survey
— Targeted Emails (x2)
— Web messaging

Advice/ Retirement Readiness
Campaign

Goal: Encourage participants to meet
with their local WDC rep for a no-cost
RRR and provide a free trial of MTR
along with the campaign.

Audience: At Risk DIY ppts with a
balance

Tactics:

« Email

ETF newsletter article
Web messaging
Social media post

Communication updates:

- ETF newsletter articles

« Enrollment mailing to all non-
participating employees

National Retirement
Security Month

Goal: Aggregate accounts, Meet with a
RPA, engage with the new website,
promote open enrollment webinars

Audience: All participants

Tactics:

e Emails-2to4

« Social media posts-2to 4
« Web banner

« ETF newsletter article

« Webinars

Communication updates:
- ETF newsletter articles

« Survey
« Survey emalil
«  Webinar

« Ongoing Employer communications
 Newsletter & PEC emails (x3)
« Non-participating employer outreach
» Benefits fairs and conventions
« Employer plan reviews as needed/requested

Empower Communications
Engine (ECESs)

Goal: Deliver personalized automated
messaging to participants

Audience: Various as applicable

Topics:

« Benefits of using the personalized

website

Welcome to your retirement plan

Update your beneficiary and profile

Save More

Invest Wisely

Get help with financial wellness (CFP)

RPA Investment Advice

RPA Near-retiree/retiree

Key milestones ages (RSG)

Do you need help investing?

Welcome to professionally managed

accounts

« Engage with your professionally
managed account

* Your retirement savings options (RSG)

« Ongoing guidance for stay-in-plan
terminated ppts

 Retirement Readiness Reviews with Retirement Plan Advisors —- ONGOING

* Monthly Retirement Solutions Group terminated participants mailer
« Secure 2.0/ Limit Updates
« Ongoing Library of Material review




Appendix

)

EMPOWER



Helping You Turn
Overa New
Retirement Leaf

Vanguard TDF Additions -

Hi Tim,
The Wisconsin Deferred Compensation Program (WDC) is an important part of your long-term

°
° retirement savings strategy. That is why the Deferred Compensation Board regularly reviews the
() a ‘ I ‘ S WDC investment options. On January 6, 2023, the WDC plan added both the Vanguard Target
° Retirement Trust Plus “107 series and the 2065 fund. These fund options (listed below) are in addition

to the Target Date Funds already available in the WDC. To leam more about these additions, click
here or cut and paste htips. f/wdcd57 empower-
retirement. com/paricipant#/ariclesMisconsin\WR/newsAndUpdates into your browser.

- Q4 Statement Narrative

Vanguard Target Refire Trust Plus 2020 S2202v42T 17612023 0.055%

° WVanguard Target Refire Trust Plus 2030 92202V393 11612023 0.055%

— N e W S a n d U d a t e S W e b O S t I n O n 1 2 / 1 Wanguard Target Retire Trust Plus 2040 S2202V3TT 10672023 0.055%
Vanguard Target Refire Trust Plus 2050 82202V351 11612023 0.055%

Wanguard Target Refire Trust Plus 2060 FE202V1TI 1162023 0.055%

If you would like to change your future contribution allocations or move your existing account balance
to a different investment option, you can do so anytime by logging on to your account at wdcda7.org
ar calling the WDC at (877) 457-WDCP (9327) weekdays from 7 a.m. to 8 p.m., or Saturdays from 8

°
. ! ; 4 8 ! e m a I I S S e n t am. to 4:30 p.m., CST. The TTY number for those with a hearing impairment is 800-345-1833.
)

Mow may be a good time to review your investments with a local Retirement Plan Advisor. Schedule a
free retirement readiness review with your local Retirement Flan Advisor. Go to wdc457.0rg and click
on the “Schedule a meeting” tile or click the button below:

l I ° ; O Schedule a meeting
° Cybercriminals often use malicious links in scam emails to trick users into revealing sensitive information. To help protect you and your
° 0 money, the WOC will never use an email or links in an email to ask your User |0, Social Security number, account nurber, password, or the
. answers to your password-recovery security challenge questions. If you receive a scam email clsiming to be from the WDC, do not click on
° any links or aftachments and call the WOC at (377) 457-8327.

Securities, when presented, are offered andior distributed by Empower Financial Services, Inc., Member FINRA/SIPC. EFSI is an

affliate of Empower Retirement, LLC; Empower Funds, Inc.; and reaistered investment adwviser Emoawer Advisory Groun. LLG. This.
matesial is for informational purposes enly and is not intended t

Carefully consider the investment opfion's objectives, risks, fee; ® WDC Investment Changes Effective January 6, 2023,

SEC-registered products or disclosure document for unregister:

before invesing. The Wisconsin Deferred Compensation Program (WDC) is an important part of your long-term retirement savings strategy. The WDC's investment options are regularly
reviewed and sometimes revised so you may continue to select from a competitive range of investment options. Effective January 6, 2023, the following change will be
made in the WDC's investment lineup:

The Vanguard Target Retirement Trust Plus options were expanded to include both the "107 series of funds (2020-2060) and the 2065 fund. The additional target date
funds have a gross expense ratio of 0.055%, similar to the current target date funds. The list of additional target date funds now available via the WDC is:

FUND NAME TICKER / CUSIP EFFECTIVE DATE GROSS EXPENSE RATIO
Vanguard Target Retire Trust Plus 2020 92202v427 16/2023 0.055%
Vanguard Target Retire Trust Plus 2030 92202393 16/2023 0.055%
Vanguard Target Retire Trust Plus 2040 92202V377 16/2023 0.055%
Vanguard Target Retire Trust Plus 2050 92202351 16/2023 0.055%
Wanguard Target Retire Trust Plus 2060 92202V1T79 1612023 0.055%
Vanguard Target Retire Trust Plus 2065 92202120 16/2023 0.055%

You do not need to take any action, as these are additions to the WDC investment option lineup.

If you would like to change future contribution allocations or move your existing account balance to a different investment option, you can do so anytime by logging on to
your account at wdc457.org or calling the WDC at (877) 457-WDCP (9327) weekdays from 7 a.m. to 9 p.m. or Saturdays, from & am. to 4:30 p.m., CST. The TTY
number for those with a hearing impairment is 800-345-1833.

C 5 and sxpe = I I C-registered products or disch
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I_Benefit Summit Campaign

- Tactics: - 81 meetings were scheduled with an
- Pre-login pop-up RPA
- Social posts - Results by webinar:
- Email sent on 2/16 February 23 @ 9:00 a.m.
= 33,703 emails sent 1,655 registered
= Openrate: 61% 1,321, attended (80%)
= Click rate:3% 26 meetings scheduled
- Results: March 1 @ 1:00 p.m.
- 3,388 total registrants 1,733 registered
- 2,516 total attendees (74%) 1,195, attended (69%)
- 1,430 total attended entire webinar 55 meetings schedulead
(57%)

Helping You Turn
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News and Updates article additions

- January 2023 Fee Changes
- Audit Message from WDC
- Contribution limits

- 2022 Annual Participation
Satisfaction Results

Helping You Turn
Over a New
Retirement Leaf

* Contribution limits change in 2023

The Internal Revenue Service (IRS) announced retirement plan contributions will change for tax year 2023. Highlights include the following:
» The limit on elective deferrals for participants under age 50 will increase to $22,500 (from $20,500 in 2022).
Additional contributions:

» Participants who are age 50 or over can contribute an extra $7,500 as a catch-up contribution for a total of up to $30,000.
» The special catch-up limit for eligible participants in governmental 457(b) plans will increase to $22 500 from $20,500 in 2022.

Visit the IRS website for more information on 2023 457(b) contribution limits.

Home | MNews and updates

News and updates

*» A message from the Wisconsin Deferred Compensation Program

Our auditors, Wipfli LLP, are conducting an audit for the State of Wisconsin 8457(b) Deferred Compensation Program (WDC). Wipfli LLP has been engaged by the
» 2022 WDC Annual Participant Satisfaction Survey Results Wisconsin Department of Employee Trust Funds (ETF) on behalf of the Deferred Compensation Board. This audit is a core tool used by the Board and ETF to ensure the
plan is being operated according to relevant statutes and the contract with the third-party administrator, Empaower.

March 30, 2023
As part of the audit, Wipfli LLP is responsible for testing account activity in the WDC. To accomplish this, Wipfli has randomly selected a sample of accounts from the plan
Last June, nearly 3,000 WDC participants took a few minutes to share their opinions through the WDC Annual Part tg confirm account activity with participants. Your account may be randomly selected for confirmation. If you are contacted this is not an IRS engagement and you will not

covered a wide range of topics, including in-person support, educational offerings, communication preferences, a0 pe under any sort of investigation. This engagement is intended to ensure that the WDC is operating effectively, and that Empower is administering the plan in accordance
Current, former, and retired employees were all invited to participate. with the terms of their contract with ETE.

Thanks to everyone who completed the survey, -~ = == mrimmt e mmmmm e e = For guestions, please direct participants to contact Bryan Johnson at Wifpli at 608.270.2%66 or via an email to BT Johnson@wipfli.com.

*» January 2023 Fee Changes

+ 56% of respondents shared they like to ge
o The WDC created a "How to Read Yt

Empower Retirement, LLC and its affiliates are not affiliated with the author or responsible for the third-party content provided
The WDC is a self-supporting supplemental retirement savings plas
0% of dents : Compensation Board rgvignvs participant fees and expected expen.  poog74173-0123
. o OT Sunvey responaents are noLCUmen  paaded to keep pace with increases in the WDC's expenses. The &

you to automatically increase by a specific  website, call center and the planning and education resources to which you have access 1o as a WDC participant.
This allows you to save mare automaticall
situation. Effective January 1, 2023, the new fee scheduls is as follows:

o Totake advantage of this automated
= Login to your account af wdcdt

PARTICIPANT ACCOUNT BALANCE 2022 MONTHLY FEE 2023 MONTHLY FEE 2022 ANMNUAL FEE 2023 ANNUAL FEE
Be on the lookout for the 2023 Annual Particips $1_$5.000 $0.00 $0.00 $0.00 $0.00

— $5,001 - $25,000 $0.75 5125 $9.00 $15.00

$25,001 — $50,000 $2.00 £3.00 $24.00 $36.00

$50,001 - $100,000 3425 $6.50 $51.00 $78.00

$100,001 — $150,000 $5.50 $3.25 366.00 %99.00

$150,001 - $250,000 $7.75 51175 $93.00 $141.00

Ower $250,000 $11.50 51725 $138.00 $207.00

The Board uses the negotiating leverage of thousands of WDC participants to keep fees as low as possible and highly competitive with other retirement savings plans.
The WDC is also committed to clear disclosure of fees, so you always know how much you pay and what those fees help fund. For more information on WDC fees, click
on the Learning center menu and Program resources submenu to access the Program Highlights.



2022 Survey Result Takeaways for 2023

- Added auto-enroll language post-login

- Created “How to read your statement” flier

Helping You Turn
Over a New
Retirement Leaf

My Contributions

Contribution Type

Add Auto

Before Tax
Increase

~
@ Standard

Standard contributions are deducted from your paycheck.

Contributions in the Standard group include Before Tax and
Roth.

Add / Edit

Elect the Auto
Increase feature for
your WDC account

Click "Add Auto
Increase™ to
automatically increase
by a specific dollar or
%z amount every year
until you reach the limit
you request or the
2023 contribution limit
of $22 500. This option
allows you to save
more automatically and
gives you the flexibility
to set up a savings
increase schedule
based on your
individual goals and
specific financial
situation.

Less
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How to Read Your Quarterly Account Statement

[t"s important to become fami

od Compens

Example is for llkestration only.

1 Your information o w
This section pravides your personal information, such

a5 your name, address, participant 1D, and plan number, St e e nd i

a5 well as the time period the statement covers.
St st i
7 Important announcements = nais
[r—r—
Check here for important and timely messages about » | e o e S — [
your WD account. [T Ty wr— Wlerre o e bl
. i :1._: -y

3 What is my WDC account balance? .

This & the total value of your account at the end of the

O T,
statement period. s

T e e I s ey o i

4  Where can I go for help?
This section provides contact information for help with
your WDIC account, induding website address, phane T T AT

nurmber, and mailing address.

5 How has my WDC account changed?
This provides a summary of the opening and clasing

values af yaur account along with the changes in value

far the staterment period.

6 How will my future contributions be invested?
This section breaks down how your contributions

will be irvested based an the mast recent investment

direction pravided.

7 How iz my WDC account invested? A .
A pie chart illustrates the allocation of youwr total account — B «
balsnce among the various investments. You will also
see detailed information about your period-ending
investrment wnits/shares and total market value of

RERRRETEE

each irmestrment.

The charts, graphs, and screen prints shown are for ILLUSTRATIVE PURPOSES OMLY. Mot intended as finanaal planning of investment advice

performance of thelr account. it estimates the equivalent rate of return during the period based on the opening balance; transacion actvity,
noluding any applicable fees; and closing balance. Past performance is not a guarantee or prediction of future results

Securities, when presented, are offered andfor distributed by Empower Financial Services, Inc., Member FINRASSIPC. EF51is an affiliate
of Empower Retirement, LLC; Empower Funds, Inc.; and registered investment adviser Empower Advisory Growp, LLC. This material is for
nformational purposes only and is not intended to provide investment, legal, or tax recommendations or adwice

"EMPOWER™ and all assooated kogos and product names are rademarks of Empower Annuity Insurance Company of America.

E2023 Empower Annuity Ins nce Comparny of America. Al rights reserved. All rights reserved
9897107-FLY-WF-2391013-0343 ROZBODE36-0323




I11mual Participant Satisfaction Survey oy

. Tactics: Wisconsin Deferred Compensation Program (WDC)
-Website messaging

-Email being sent on 5/9 Tell us what . .
-Social media post | youlthils
Plan messages Viewall X

-Field activity

Helping You Turn
Owver a New
Retirement Leaf

2512023 We want your feedback on the Wisconsin Deferred
. : . . . . Wisconsin Deferred Compensation Compensation Program!
PartICIpant Survey Metrlcs Orlglnal Emall Remlnder Emall F'n:rgram Take this quick survey and help improve your Wisconsin Deferred Compensation Program.
Huw are we d _u_ing‘.i Click the link before Sunday, May 28, 2023, to take our short survey. It should only take a
. ) ’ ) few minutes to complete.
Survey email launch date 59123 525123 Take this quick survey and tell us what you
— think of the WDC.
Emails delivered 50,869 50,814 start the survey now==>>
Or cut and paste this link into your browser:
. 0 0 hitps:/www.surnveymonkey.com/mWDC2023participantsurvey [surveymonkey.com]
U n Iq ue Open rates 53 /0 52 /0 Your confidential responses will help gauge customer satisfaction with the WDC.
C“Ck to Open rates 2% 2% Thank you for helping us improve the WDC Program!
I_ Questions? Call the WDC at (877) 457-WDCP (9327). _l
Survey close date 5/28/23
P e R T eV i v (e B e S S T
Number of survey responses 2,430 i

3l 2arvicas, Inc., Member FINRAMPC. EFEIis an
el adhviser Ermpower Advisory Group, LLC. This
legal or S recommendations or advice.

Survey response rate 4.7% T —— ——

Take this quick survey and tell us what you think of the WDC.

Start the survey nows==:

Helping You Turn Disrriss
Over a New - I

Retirement Leaf




* Red percentages: decrease from 2022 survey

2023 Participant Survey Results Gt perge: s fom 202 e

Survey Emails Open rate Click rate
May 9 initial email 53% (+1%) 2% (-0.9%)
May 25 reminder email 52% (+1%) 2% (-0.2%)

Demographics Answers

Age breakdown

e Age 54 and under o 24.1% (-1.5%)

o Age 55-64 o 30.1% (+0.1%)

o Age 65+ o 45.7% (+1.4%)

How long have you had your WDC 457 account?

e Lessthan 5 years o 11.4% (-1.1%)

e 610 20 years o 33.4% (+1.7%)

o 20+ years o 55.2% (-0.4%)

What is your estimated account balance?

e Less than $10,000 o 8.3% (-2.8%)

e $10,000 to $50,000 e 9.1% (-13.3%)

e $50,001 to 100,000 o 15.9% (-0.4%)

e More than $100,000 e 54.1% (+3.9%)

Helping You Turn
Over a New
Retirement Leaf
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2023 Participant Survey Results

e 98.6% yes (+0.1%)

,,
Do you have (or have you ever had) a WDC account’ e 1.3% no (-0.1%)

How would you rate your satisfaction (4 or 5) with the WDC Board services

below?

e \Website resources e 75.7% (-0.4%)
e 24/7 automated voice response system to commonly asked questions e 58.2% (+2.0%)
e Customer services representative availability o 72.9% (+0.5%)
e Local staff providing virtual support e 65.7% (+0.3%)
e Quarterly statements and balance information e 30.9% (+1.7%)
e Managed Account service, also called Empower Advisory Services or Online @ 66.6% (+0.7%)

Advice or My Total Retirement

66% (+1%) of respondents were unfamiliar with the automated voice response system, 54% (-2%) with the local staff providing virtual support, and 40% (+1%) with the Managed
Account Services

Overall satisfaction (4 or 5) with services received from WDC/Empower 4 out of 5 satisfied (73.7%) (+0.7%)

How likely are you to recommend the WDC to a friend or colleague? 78.2% (+0.2%)

Overall satisfaction (4 or 5) with wdc457.org: e 71.9% (-0.1%)

e Information provided on the WDC website o 75.5% (-0.2%)

e Ease of use of the WDC website e 68.8% (-0.8%) _I

e Information and tools on the website e 68.9 (+1.8%)



2023 Participant Survey Results

Questions

Would you like more information on the investment help and advice offered to you e 26.1% Yes (-5.9%)
as a WDC participant? o 73.8% No (+5.8%)
How do you like to get information from the WDC? (Select all that apply.)

e Emalil o 75.1% (-0.7%)

e Quarterly statements e 55.9% (-0.6%)

o \Website o 51.7% (+3.7%)

e Mail o 40.9% (-5.0%)

Topics of Interest (top 4)
e Living in retirement

e Managed Accounts
o Nearing retirement

e Fees charged

o 59.8% (-0.3%)
o 24.9% (-4.1%)
o 26.0% (+0.5%)
o 25.5% (+0.8%)
Overall satisfaction (4 or 5) with quarterly statements:

e Timeliness o 75.0% (+2.8%)
e Accuracy o 82.3% (+2.1%)
e Ease of reading and understanding o 75.5% (+1.9%)



2023 Participant Survey Results

Questions Answer

Overall satisfaction (4 or 5) with the content of the WDC educational and
communications materials?

o 61.8% (+0.5%)

o 29.8% yes (-23.3%)
e 70.2% no (+2.1%)
o 12.9% yes

Do you currently use the automatic increase feature?

Did you attend the “Your Steppingstones to Retirement” educational webinar?

e 37.0% no
Did you find the webinar beneficial in understanding how the WDC, WRS and o 89.7% yes
Social Security work together? e 10.2% no
. . . . . o 39.1% yes
?
If you did not attend, would you be interested in attending a future webinar e 60.8% 1o
On a scale of 1 to 10, would you recommend the WDC to a friend/colleague? e 8.3 outof 10

Helping You Turn

By Over a New I
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At Risk Retiree Campaign —

- Tactics:
- Social posts

- Email sent on 6/6 to at risk terminated
participants age 58+

- 5,597 emails sent e e
- Open rate: 55% Create the future you imagined
= Click rate: 0.62% e s

VWhiat does your refirement look like? Mo matier where you're &t in your retirement journsy,
you probabhy have a picture in your head of what you thought it would be like. Are thoss

=4 attendees e s

Schedule a no cost one-on-one Refiremeant Readiness Reviews with your local Wisconsin
Dieferred Compensation Program (WOC) Retirement Plan Advisor (RPA) 1o take a look at
your parsonal situation and help create a plan thaf's approgriate for where you are in your
refirerment joumney, your nisk foberance, and the gosls you want fo resch. YVilhen mesting
with your RPA, you'll review and discuss:

= your personal finances and establish goals;

= your ouiside investments and expenses, including projected incorne and cash fiows
throughowt wour refirerment;
recommendations to help strengthen your financial projections;
imvestrnent strategies;
a detziled spend-dowmn plan; and
the variety of opions for staying right here in the WOC post retirement, and the
pobentisl benefils of doing s0.

Schedule your no cost Retirement Readiness Review today. Call (877} 457-WDEF
{8327}, click the link b=low or copy and pasée https:fwdc-campsion. empowemydime. com

mio your browser.
Schedule your review

Want to learn more about Maximizing Your Retirement?
Aftend an upcoming webinar on Juns 14, 2023
at %00 am. - 10:00 a.m. CT

Register today

1 Yo can alsd visil your WDC erfancaed websile at wicd 5T ong and explione diferers? anaas that may
Helplng You Turn el yow with your siralegy. Leam more about the financial fools and resounces avaibsiile iowou by
I §
Over a New =
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Employer Communications

- Tactics:
- Survey email
- Newsletter
- Newsletter and webinar email

Helping You Turn
Over a New
Retirement Leaf
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Take the WDC employer satisfaction survey

A5 an empioyer who offers the Wisconsin Defemad Compensation Program (WDC), we
value your feedback. This online satsfacton sureey takes about two minutes to
complete and |5 avallable now through <DATE=. Click the bution kelow o take the
ELUIVEY NOW.

¥ou can also cut and paste this Ink Inbo your browser 1o take the suney:
hitps e sUrvEymonkey. comrWDCemployersurvey 2023

Thank you for providing your feedinack. We appreciate your time and will use your
fecdnack o Improve senices o empioyers and pariclpants.

Take me to the survey

Cyberriminais often wse mallcious: Inks 0 scam amals o Fok users nn evealing sensihe iromation. To
P profect youw, the W0 will never wse an emall or ks inan small o ask your Ussr 1D, Sockal Security
number, S0rount number, pEssword, o the anmwers B0 pour passwond-neoovery seounty chalenge questons,
S 35 your molier's. malden name oF place o birth. I you recsie 3 sca small claiming o be from B WOC,
don't chck on any liRks or aEachmenis and cal (577 457-8337.

Sagurities, when precentad, are offered andior dichibuted by Ernpower Finanolal Senvioes, ino., Mernber
FANRAEIFC. EFE ks an afllae of Empoaser Refrement, LS, Ermpowsr Funds, Inc.; and regishened
Irvesiment advizer, Empower Advisory Groug, LLC. This maienial 1= for informabional pusposes. only and 1=

nof iInfended b provide Invesiment, legal or tar recommendations or advice. S22 Empowess Rebreent, LLEC.
Al rights ressne,

SECURE 2.0 AND THE WDG

SECURE 2.0 i= a 4,000-page federal law enacted December 29, 2022, The law made multiple changes to retirement savings
plans that are intended to increase savings, simplify and clarify plan rules, and improve access o retirement funds. Stay

tuned for developments from the WDC as we implement applicable provisions.

A MESSAGE FROM THE DEPARTMENT OF EMPLOYEE TRUST FUNDS (ETF)

In tandem with national legislation and in keeping with industry trends, the Deferred Compensation Board has consistently kept
the Wizconzin Deferred Compensation Program moving forward. Examples include adding a Roth contribution for participants

and the option to allow participants w save using payroll percent contributions.

The passage of SECURE 2.0 in late 2022 will also bring changes to the WDC. We are analyzing the law's required and optional

provisions to ensure the Board continues to make sound decisions for the WD that are in support of and consistent with the
Board's fiduciary responsibilities to both employers and participants.

Some of these changes may require revisions to Wisconsin
laws andior Administrative Code, and many may lead to
Flan and Trust Document updates. As 8 WO participating
employer, you will need to abide by any new or revised
provisions. If your payroll system has not been updated to
allow Roth and/for percentage contributions, for example,
it iz important that you take steps now to update it ahead
of anticipated SECURE 2.0 changes.

Employers adopting the WD abide by & resolution that
states the employar has “agreed to be bound by the terms
and conditions of the contracts between the 5tate, its
investment providers and its plan administrator, and the
Plan and Trust Document and Employer Gulde a=s
amended from time to time.”

These documents can be found on the WOCs website,
wdc457.0rg. on the Employer page.

The benefits of participating in the WDC for employers
include the Deferred Compensation Board selecting and
raviewing investment options, determining and collecting
participant fees, maintaining the Plan and Trust Document
as well as the Investment Policy Statement, and more.

AUGUST T023

Thank you for your partnership and cocperation. If you
have amy questions or need additional information, please
contact Shelly Schueller, Deferred Compensation Director,
at shelly.schueller@etf.wl.gov or 608-266-6611.

NEW RMD AGE

SECURE 2.0 raised the required minimum
distribution (RMD) age to 73 starting this year.
This change has already been implemented,;
participants of age will be notified later this year.

The big change we have all been waiting

and Empower, the WDC' 0 must
update its programming. W i 3 when
we are able to begin pri ing deferral changes

before the first of the following month.

FOR PLAM SPOMSOR USE OMLY |1
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nvestment Options Campaign

Wistordln Deferred Campersation Program (WRC)

]
]
* 1AdClCS
]
Email
]
- M a I | e r Here are a few paths you can take (at no additional cost) to create

an investment approach designed around your goals: -

« Feview your fund choices—Get a better understanding of the different funds
available, along with the newly expanded Vanguard Target Retirement Trust
Plus options {2020-2060) and the 2065 target date fund. 5325 Wall Street, Suite 2755

1
- S O C I a p O St + Meet with a local Retirement Plan Advisor' (RPA-Schedule a no-cost, one- Madisen, WI53718

on-one meeting with your local WDC RPA to discuss your investments.

Helping You Turn
tver a New
Retirement Leaf

Are you on the right path with
your investments?

+ Get Online Advice—Take advantage of this feature to validate your approach.

For a more comprehensive strategy, you may want to consider e wiscorsin Delerred Compensahon Program (WK ofems a
‘M e o o ddiiion o b H

- Newsletter article T

Helping You Turn

Over a New ’ - : g o

- s 3 L ‘. v re s BBk - (e ol b g | e g e

Retirement Leaf 3 ¥ : 5% oy 5 . Here are & heww piaths wodd Cam Take a1 no acditions] oost) 0o rea
: an mvesiment appraach designed around vour goals

proradoc:

thee lewed——and you can choose based an YOIl FEr=ana stuabicn
Even l-:."-'.l thnaywad ang correctir alooaden, 2% a pocd ickoa ta
restew wour investments ard tak aboud WIS D DElp arohesct Yar
redirement SIIrEL

€) Moot with a local Resirement Plan Advisar (RFA)
Srhedule a No-CoST, ane=an-ane Mesting Wit your (ool plan
HPAD dSCLSS WIUr Fvesmemis

?‘ X : . : ' 'E Get Onne Advice- Take avantage of this featune to
- - 3 - . -- walidate your appreach

YO U R | N\/E STM E NTS ? % : Xa "= €) Raview your fund chaices-Grt a better understanding of
T2 - . £ g the dfferent funds awalable, Aong with the newty ckoanded
s g varguard [arge: kebrement Trus: Flus aphores {20000 2060]
The Wisconsin Deferred Compensation Program (WDC) offers a variety ¥ - R and the 2065
of services to help with your investment strategy, no matter your level of 4
experience with investing—and you can choose based on your personal
situation. Even if you think you are correctly allocated, it's a good ideato
review your investments and talk about ways to help reduce the risk to ; : ; FOr 3 MaOre COMprahensie SLTSTegy, you may wank 10 congider
your retirement savings.  —— i - ; My Total Retinement™ far an additional fee It provides

' A cushamiped 3OEroact baed anyour unigue sEuakon

- Perionaired maragement o oo aoccunl roen Tinandal

Helping You Turn

To lsarn mors about iInvesting in the WDL,
Over a New contact your local RPA or visit wicd57.org.
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