Sound Pension Advisors

20th Century 401(k) vs 21st Century 401(k) Plan
	
	20th Century 401(k) Plan
	21st Century 401(k) Plan

	Financial Advisor Function
	Many “financial advisors” function as series 7 brokers or Insurance Agent. Their job is to sell you a commission-based product they deem suitable. 
	Uses a fee-only Registered Investment Advisor. Whose job is to provide you with objective financial and investment advice not tied to selling a specific product.  The Advisor is a Fiduciary of the plan and must act in the best interest of the Plan.


	Compensation
	Commission-based products such as mutual funds and annuities can reap a 4% to 7% commission on new money and 0.25% to 0.75% trailer on old money for the broker.   
	Fixed, low fees range from 0.35% to 1.00% of assets.  Can be negotiated to fit the services provided. 

	Fees
	Full of hidden fees.  These fees reduce the return on investment of the participants.
	No hidden costs.  Uses “Transparent Pricing”.  Plan Sponsor knows all costs.  Can better carry out their Fiduciary duty.

	Revenue Sharing
	Many funds kick back fees to the recordkeeper.  The recordkeeper retains these fees.  Plan Sponsor is usually unaware recordkeeper is getting these payments.

	Collects all possible revenue sharing.  Rebates these payments back to the plan to either offset advisors fees or use as special dividend to participants.

	Recordkeeping
	Daily valuation provided by the investment provider.  Could only choose from a limited list of investments.  Hard to change investments.
	Daily valuation independent of the investment providers.  Can easily change investment choices.  Choice of over 12,000 funds and ETFs

	Administration
	Provided by the investment provider.  Administrator usually half-way across country.  Is more concerned about the number of plans they can get done in a year than what’s best for the client.


	Uses a local TPA. Someone who knows the client can recommend best plan design and operations for the objectives of the client.  Knows the objectives of the client.

	Your Product Choices
	The advisor can sell only commission-based products on their company’s “approved list.” Many firms have a rather narrow approved list.
	Features an open architecture, giving you a wider selection.  Having access to thousands of funds, including no-load funds, some institutional funds, and exchange traded funds.

	Education
	Many advisors do not have business degrees or certifications.  Some people say they function more as salespeople.
	Rick Anderson holds an economics degree from the Pacific Lutheran University  as well as a MBA.  Studied investment management under Richard Brealey, at the time, Dean of the London Graduate School of Business.   

	Experience
	Advisors’ experience varies widely, and you may find yourself working with an inexperienced individual.  Vast majority of advisors don’t sell 401(k) plans.  Yours may be her only one.

	 Rick has over 27 years of experience working with all types of qualified retirement plans.  An expert in plan design and investment management.  He has worked with businesses employing from one person to 30,000. 

	Investment Models
	Many firms give their retail advisors generic investment models with limited diversification 
	We use institutional-quality asset allocation models and study the Harvard and Ivy League Endowment Fund models.

	Advisor Focus
	Most are generalists.
	We are specialists, focusing on 401(k) and other qualified retirement plans.
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