
For financial advisor or home office use only. 

Not for inspection by, distribution or quotation to, the general public.

WHO ARE YOU CALLING A FIDUCIARY?
DIFFERENTIATE YOURSELF—HELP YOUR CLIENTS

October 4, 2017

This material is provided for informational purposes only and is not intended to be an offer, or the basis for any contract to purchase or sell any security or other instrument, or for AllianceBernstein to 

enter into or arrange any type of transaction as a consequence of any information contained herein. AllianceBernstein and its business units (collectively, “AB”) do not provide tax, legal or accounting 

advice and you should consult your professional advisors with respect to such matters. This material is directed at Professional Clients only, and is not intended for public use or distribution. The views 

and opinions expressed in this document are based on our internal forecasts and should not be relied upon as an indication of future market performance. Past performance is no guarantee of future 

returns. Neither this material nor any of its contents may be used for any other purpose without the express consent of AB.

Jennifer DeLong  Head—Defined Contribution, AB
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The Noise

Litigation

408(b)(2) Fee Disclosure

Revenue Sharing Practices

DOL Rule

BIC Exemption

Fiduciary Responsibility
QDIA

ERISA 404(c)
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Inside the Minds of Plan Sponsors Research
Fifth Biennial Survey

Segment Plan Size

Micro < $1 million

Small $1 million–$10 million

Mid $10 million–$50 million

Large $50 million–$250 million

Institutional $250 million–$500 million

> $500 million
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A Diverse Mix of Survey Respondents

AB Research, Inside the Minds of Plan Sponsors, 2016

*Role definitions: “Senior leadership” is a chairman, president, CEO, business owner, executive director or other senior management position; “Human resources” is a human resource or employee 

benefits position; “Treasury/Finance” is a CFO, chief investment officer, or other financial, investment or treasury position. Due to rounding, numbers may not sum to 100%.

Source: AB Research

Respondent Role in Organization

% of Total*

56%
31%

13%

Senior Leadership

Human

Resources

Treasury/Finance

Organization Type 

(% of Total)

401(k)

91%

6%

403(b)
457

3%
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As of 2016

Source: AB Research

49%

100% of 

Respondents Are 

Fiduciaries

No

Do You Consider Yourself, Personally, a Plan Fiduciary?

Yes

Don’t Know

6% 

44%
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As of 2016

Source: AB Research

Those Who Do Not See Themselves as Fiduciaries

Perception of Responsibility by Role in the Plan (% of respondents)

70

57

39

31Have Primary Responsibility for the Plan

Make All Decisions Associated with the Plan

Say “I Am a Member of the Plan’s Investment

Committee that Is Responsible for 

Choosing/Monitoring Options Offered by the Plan”

Say “I Am a Member of the Plan’s Administrative 

Committee that Is Responsible for Operational 

Aspects of the Plan”
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Fiduciary Responsibility Reviews Useful and Used (% of respondents)

Source: AB Research, 2016

Plan Sponsors with TDFs Take Fiduciary Concerns More Seriously

75 73
66

57

With TDFs Plan to Offer TDFs Without TDFs Don't Plan to
Offer TDFs
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The QDIA: The Most Important Decision for a Plan Fiduciary

Average Large/Mega Plan Asset Allocation: 1Q 2017 

Source: Callan DC Index

Target-Date
29%

US Large Cap
23%

Stable Value/MMkt
10%

US Small/Mid Cap
10%

US Fixed
6%

US/Global Balanced
6%

Non-US Equity
5%

Other
11%
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Do You Offer a Target-Date Fund?

(% of respondents)

40

52
58

2009 2014 2016

Source: AB Research, 2016

Significantly More Plans Offer TDFs Now



| 9Who Are You Calling a Fiduciary?

For financial advisor and home office use only. 

Not for inspection by, distribution or quotation to, the general public.

Respondents could select up to three answers.

Source: AB Research, 2016

Percent of Respondents

Most Important Attributes for TDFs

54

41 40

32

Investment
Performance

Cost Quality of Asset
Management

Appropriate
Glide Path
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CITs Are Growing Fast in TDFs

TDF Mutual Funds vs. CITs
(% of market share)

As of December 31, 2016

Source: Morningstar Direct, Strategic Insight Simfund and AB Analysis

TDF CIT Assets Doubled in Last Few Years

81%

61%

19%

39%

2012 2016

Mutual Funds CITs
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Recordkeeper TDF Assets (%)
Proprietary TDFs Use Is Declining

16% 16%

25%

41%

59% 43%
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Source: BrightScope
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Key Reasons for Using a Financial Advisor/Consultant

Micro to midsize plans

Source: AB Research, 2016

59

27 22 18

I Want to Have
an Objective Check on
the Legal Advice I Get

from Other
Service Providers

As a Fallback
Position in Case

Something
Goes Wrong

My Organization 
Doesn’t Receive 
These Services 
from Our Plan's 
Recordkeeper

My Organization
Has Had Unsatisfactory

Experiences
with Other Types

of Service Providers
in the Past
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How Can Advisors/Consultants Most Improve Their 

Investment/Fiduciary Services?

Source: AB Research, 2016

30%

24%
21% 21%

4%

Help Me Better
Benchmark

Services
Received Against

Industry/Peer
Best Practices

Provide
More Regular
Check-Ins and
 Touchpoints

Provide
Immediate Help/
Communication
in Situations of

Market/Economic
Turmoil

Provide More
Transparency
Related to the

Cost of Services

Other
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Using an Advisor Improves Plan Metrics

* Among DC Plans with Less than US$50 Million in Assets

Source: AB Research, 2016

11%

37%

40%

32%

22%

57%

49%

46%

Use FAs Don’t Use FAs

Participation rate greater than 70%

Participation increased during last

three years

Participants’ average savings levels/deferral 

rates increased over last three years

Over half of plan participants have significantly 

improved retirement readiness
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Help Your Clients Be Better Fiduciaries!

 Help them understand they are fiduciaries

 Explain the implications of DOL rule 

 Review default option 

- document selection process 

- document process for ongoing monitoring
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This material was created for informational purposes only. It is important to note that not all Financial Advisors are consultants or investment managers; 

consulting and investment management are advisory activities, not brokerage activities, and are governed by different securities laws and also by different firm 

procedures and guidelines. For some clients, only brokerage functions can be performed for a client, unless the client utilizes one or more advisory products. 

Further, Financial Advisors must follow their firm’s internal policies and procedures with respect to certain activities (e.g., advisory, financial planning) or when 

dealing with certain types of clients (e.g., trusts, foundations). In addition, it is important to remember that any outside business activity including referral 

networks be conducted in accordance with your firm’s policies and procedures.

Contact your branch manager and/or compliance department with any questions regarding your business practices, creating a value proposition or any other 

activities (including referral networks).

It is important to remember that (i) all planning services must be completed in accordance with your firm’s internal policies and procedures; (ii) you may only 

use approved tools, software and forms in the performance of planning services; and (iii) only Financial Advisors who are properly licensed may engage in 

financial planning. By providing the Defined Contribution Plan Assessment worksheet for your use, please note that none of AllianceBernstein, or its employees 

has the responsibility or authority to provide or has provided investment advice in a fiduciary capacity. This worksheet does not suggest taking or refraining 

from any course of action and should not be viewed as an investment recommendation because it is provided as part of the general marketing and advertising 

activities of AllianceBernstein. Please contact an ERISA or retirement specialist attorney for specific legal guidance relating to Department of Labor regulations 

and guidelines governing retirement plans.

A Word About Risk
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