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The Council advocates for successful qualified plan and participant retirement out-
comes through the collaborative efforts of experienced, qualified retirement plan advi-
sors, investment firms, and defined contribution plan service providers. 

The Council accomplishes this mission by its focus on:

•  Identification of duties, responsibilities and attributes of the professional retirement 
plan advisor;

• Sharing our professional standards with plan sponsors who are responsible for the 
success of their plans;

• Providing collective thought capital to decision makers, product providers, legislators 
and the public;

• Giving voice to the retirement plan advisor community;

• Tools to evaluate advisors, ensuring the quality of services needed for successful 
retirement outcomes.

Executive Board

Advisor College
Jim O’Shaughnessy, AIF®, PRP®

James D. Robison, AIF®

Practice Leader College
Paul D. Mahan, AIF®

Service Provider College
Adrian D. Hodge

Investment Manager College
Gene R. Huxhold, CFP®, AIF®

Retired/Emeritus

Timothy J. Black (Founding - 2011-2013)

Stephen Davis (Founding - 2011-2013)

Matthew D. Gannon (Founding - 2011-2012)

Patrick J. Rieck, CRPS®, QPA, QKA, QPFC, 
AIF® (Founding - 2011-2013)

http://www.dcpicadvisors.com
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 JANUARY 
• Study of 401(k) plans and 403(b) plans 

demonstrates benefits of partnering with a 
Professional Retirement Plan Advisor

• Redesigned and rebranded website 
completed. URL changed to: 
www.retirementadvisor.us

• January 24 Conference Call

FEBRUARY
Council Call: How Professionals Help Plan 
Sponsors Understand Fee Disclosures

MARCH
Release of plan sponsor survey results 
documenting the benefits of partnering with a 
Professional Retirement Plan Advisor

• News release and Executive Summary

• Web conferences by study sponsors

• Presentations by study sponsors

APRIL
Annual Report including paper on the es-
sence of a Professional Retirement Plan 
Advisor (characteristics)

MAY
Annual Planning Meeting held  
May 23-24 in Hartford, CT

• Case study competition

• Report Advocates for Consistent 401(k) / 
403(b) Contributions in the Range of 10% 
to 16% of Pay Over a 30‐Year or 40‐Year 
Career 

JUNE
• Nominations for Retirement Advisor 

Council

• BlackRock joins the Retirement Advisor 
Council

• Final review of the Template Advisor 
Search RFP by the Plan Sponsor 
Council of America and PLANSPONSOR 
Magazine 

JULY
• Release of Template Advisor Search RFP 

and Advisor Search Protocol 

• Elections–Investment Manager College – 
(Gene Huxhold elected)

AUGUST
• Inviting Advisor applications for Council 

membership

• Council staff due diligence on Advisor 
applications

SEPTEMBER
• September 25 Conference Call

• Nomination Committee review of Advisor 
applications

OCTOBER
Focus groups with plan sponsors on the 
value of a Professional Retirement Plan  
Advisor

Semi-Annual Meeting (Chicago, IL)

Board review of Advisor nominations for 
membership

NOVEMBER
• Council Call - Review of semi-annual 

meeting and presentation of 2013 
initiatives by the Board

• Presentation of findings of plan sponsor 
focus groups

DECEMBER
Council Call:

• Final review and approval of Advisor 
nominations 

• Refining governance rules regarding 
transition

• Initial discussions of member at-large 
status

http://www.retirementadvisor.us
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JANUARY
Council Call: 

• Board resolutions on governance

• Schedule of 2013 activities

• Discussion of Annual Planning Meeting 
topics 

FEBRUARY
• New class of member Advisors announced

• Principal Financial Group joins the Service 
Provider College

JUNE
2013 survey of plan sponsors on the Value 
of a Professional Retirement Plan Advisor: 
Research Planning Meeting

JULY 
Conference Call: 

• Announcing Board elections

• Discussing 2013 edition of the plan 
sponsor survey to research 

• Document the benefits of partnering with 
a Professional Retirement Plan Advisor, 
call for Member Advisor nominations

AUGUST
• Executive Board elections– Advisor 

College

• Executive Board elections– Practice 
Leader College

SEPTEMBER
Professional Retirement Plan Advisor  
Initiative: Survey fielded

OCTOBER
Board meeting: adoption of Advisor team 
membership

NOVEMBER
Conference Call:

• Program of semi-annual meeting

• Board strategy meeting

DECEMBER
Semi-annual meeting at Championsgate in 
Orlando, FL
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MARCH
Conference Call: 

• Discussion of upcoming news release and 
research reports

• Discussion of upcoming case study on 
smart plan designs to contain plan costs 
and improve outcomes

APRIL
Release of two research reports from focus 
groups with plan sponsors:

• Legislative and Regulatory Issues Plan 
Sponsors Need To Follow

• What Type of Professional Retirement 
Plan Advisor is Right for My Plan?

MAY
• Executive Board Meeting: Approval of the 

Member at-large status

• Council Annual Planning Meeting hosted 
by Great-West Financial in Denver, CO

• Executive Board elections–Adrian Hodge 
elected in the Service Provider College

• Publication of case study on plan designs, 
plan costs and outcomes
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Why use a Professional  
Retirement Plan Advisor?
Purposeful plan design—The Professional 
Retirement Plan Advisor helps the plan  
sponsor create and implement a plan design 
that balances the strategic and financial 
goals of the plan sponsor and rewards 
participants for behavior that is conducive 
to successful retirement, including compo-
nents such as creative employer matching 
and profit sharing formulas that encourage 
maximum employee contributions.

Investment monitoring—The Professional 
Advisor supports the plan sponsor by review-
ing investment options regularly, conducting 
investment provider due diligence, and help-
ing to formulate an investment policy.

Plan governance—The plan sponsor and 
Professional Advisor work together to ensure 
the plan is administered according to  
applicable laws, regulations, plan documents, 
and stated policies. The Professional Advi-
sor helps the plan sponsor understand and 
respond to a changing legislative and regula-
tory environment that reflects pending tax 
reform, additional disclosure requirements, 
and new limits on defined benefit plans. In 
addition, the Professional Advisor assists the 
plan sponsor to manage added pressure for 
investment monitoring, and the possibility of 
retirement income solution mandates in the 
future.

Plan provider management—A criti-
cal function of the Professional Advisor is 
supporting the plan sponsor with service 
provider due diligence and helping the plan 
sponsor understand the fees charged by 
service providers, investment providers and 
other plan service providers.

Fiduciary responsibilities—Plan sponsors 
who partner with a Professional Advisor 
have a better understanding of their fiduciary 
responsibilities, most significantly in terms  
of keeping their plan in compliance and  
avoiding decisions that would be contrary  
to the interest of plan participants and  
beneficiaries. Professional Advisors often 
assist with the design, implementation and 
review of the fiduciary process.

Participant education and communica-
tion—Participants in plans served by  
Professional Advisors are more engaged, 
more likely to monitor their accounts, use 
online and other resources, and attend  
employee education meetings, and less likely 
to escalate questions or complaints to  
Human Resources. Professional Advisors 
help ensure that participants have access to 
the education, communication and counsel-
ing services they need to make informed 
decisions for retirement.
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Driving Successful Outcomes

Plan sponsors who partner 

with a Professional Advisor 

specializing in retirement 

plans find their expertise 

and experience to be  

indispensable in driving 

superior outcomes for their 

plan and participants. 
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Driving Successful Outcomes

Participant retirement readiness—Plan 
sponsors who partner with a Professional 
Advisor achieve a higher degree of success 
keeping participants on-track toward the goal 
of a fully-funded retirement. Growing evi-
dence shows that plan sponsors who partner 
with a Professional Advisor do a better job of 
monitoring yearly progress in achieving re-
tirement readiness for participants—monitor-
ing that is critical in terms of demonstrating 
progress and fostering change that will drive 
improved outcomes. 

What type of Advisor is appropriate?
Prior to hiring a Professional Retirement Plan 
Advisor for their plan, most plan sponsors 
engage in a deliberate selection process. 
Not all Professional Retirement Plan Advisor 
practices are the same. In fact, Advisor prac-
tices often differ on several important criteria, 
including:

Participant counseling services—Some 
Advisors take a lead role in providing educa-
tion, communication and counseling services 
for participants; others ensure that partici-
pants receive these services from the plan 
provider. If it is important that participants 
have access to an Advisor who can meet 
with them in groups and/or one-on-one to 
discuss saving and investing goals, the Advi-
sor search should be conducted accordingly.

Fiduciary support services—The scope 
and nature of an Advisor’s role in providing  
fiduciary support varies widely, from provid-
ing fiduciary training and assisting in the 
design and implementation of fiduciary best 
practices, to serving as an ERISA plan fidu-
ciary across multiple functions.

Qualified Default Investment Alternatives 
(QDIA)—Investment policy and QDIA ap-
proach is another area where Advisor prac-
tices differ, with some Advisors advocating, for 
example, custom asset allocation models and 
others preferring to first select a target-date 
fund family, and then select the best service 
provider given that chosen fund family.

Compensation—Annual retainer paid by the 
sponsor, percent of plan assets, flat dollar 
amount paid by each participant, project 
fee—the mode and mix of Advisor compen-
sation is another differentiating factor.

Affiliation—Some Professional Advisors 
work for firms that are exclusively dedicated 
to retirement plans, while others work for the 
retirement plan affiliate of a diversified group. 
The plan sponsor may prefer to partner 
with a specialized Advisor in a diversified 
group with a wealth management, corporate 
finance, third-party administration, human 
resources and compensation consulting, 
and/or health and welfare benefits consulting 
affiliate, or a Plan Advisor with no affiliation 
at all. 

Plan sponsors who partner 

with a Professional Advisor 

achieve a higher degree of 

success keeping participants 

on-track toward the goal of 

a fully-funded retirement.
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Driving Successful Outcomes

What are the benefits of a formal 
RFP search process? 
Use of a formal RFP process is becoming  
the standard method for beginning the pro-
cess of finding a Professional Retirement Plan 
Advisor. The benefits of conducting a formal 
search include the educational value of  
information gained in the process, fiduciary 
risk mitigation (as the search demonstrates 
the application of a deliberate process), cost  
savings, detection of trends, benchmarking 
data and an inherent fairness of process.

Once the formal RFP process has narrowed 
the field of Advisor candidates, plan spon-
sors typically invite finalists to present to the 
sponsor’s retirement committee, where they 
can demonstrate their expertise, discuss 
their experience, show their knowledge of the 
specific plan, demonstrate their creativity by 
proposing initial ideas for plan improvements, 
and—perhaps most importantly—distinguish 
themselves from the other Advisor finalists. 
The sponsor then makes a selection deci-
sion. Studies have shown that while cost is 
a factor, the primary driver of the decision 
process is the perceived “fit” with the Advisor.

Are tools available to guide Plan 
Advisor selection?
The Retirement Advisor Council has created 
an Advisor Search Protocol that outlines a 
suggested process for plan sponsors to  
follow when selecting a Professional Advisor  
or when conducting due diligence on their 
current Advisor. The Council also offers a 
customizable Advisor Search RFP Template  
to use when initiating the process. The 
Search Protocol and RFP Template are  
available free of charge and/or copyrights. 
These useful tools and other insightful  
research and analysis can be accessed at  
www.retirementadvisor.us. 

What is the bottom line?
Plan sponsors who partner with a Profes-
sional Retirement Plan Advisor experience 
tangible benefits that include effective plan 
design, diligent investment monitoring and 
plan governance, careful vendor manage-
ment, heightened understanding of fiduciary 
responsibilities, and engaging participant 
education and communication, all of which 
lead to improved retirement readiness for 
participants. Plan sponsors who have not yet 
engaged a Professional Advisor are encour-
aged to examine their own practices and 
consider partnering with a Professional Advi-
sor to help drive superior outcomes for their 
plan and retirement preparedness for their 
participants.

Plan sponsors who partner with 

a Professional Retirement Plan 

Advisor experience tangible 

benefits that include effective 

plan design, diligent investment 

monitoring and plan  

governance, careful vendor 

management, heightened 

understanding of fiduciary 

responsibilities, and engaging 

participant education and 

communication, all of which 

lead to improved retirement 

readiness for participants. 

http://www.retirementadvisor.us
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The 2012 Annual Planning Meeting took place May 
23rd and 24th, 2012 at The Hartford in Hartford, 
Connecticut. Speakers included Joshua Dietch 
(Chatham Partners), Patricia Harris (The Hartford), 
Marcia Wagner (Wagner Law Group), and Marcy 
Supovitz (National Association of Plan Advisors  
- NAPA). Several panels discussed Advisor prac-
tices in areas such as fee disclosures (408(b)2 
and 404a-5), strategic partnering, cross-selling, 
and administration / data flows. Jason Chepenik 
and Steve Dimitriou won the first-ever client suc-
cess case study competition. Billy Bob and Bobby 
Jean Restaurants: Smart Plan Design Contains 
Plan Costs and Improves Outcomes published in 
2013 documents the success story. The meeting 
identified a number of action items for implemen-
tation including the establishment of a new Advi-
sor nomination process, the formal recognition of a 
group of “members emeritus,” the publication of a 
position paper on state-sponsored plans for private 
employers, and additional research on plan spon-
sor needs in the Advisor search process. 
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Board members Pat Rieck, Tim Black,  
Jim O’Shaughnessy, Steve Davis

Back row from left to right:  
Dan Fay, Steve Davis,  
Phil Callahan, Pete Margiotta, 
Chris Doucet, Peggy 
Santhouse, Ryan Mullen
Front row from left to right 
Denise Diana, Terence Shea, 
Steve Smith, Chris Cumming
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Pat HarrisJason Chepenik

Joshua Dietch

Kathleen Kelly, Vince Morris Steve Dimitriou Marcia Wagner
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The Council met October 24th 2012 at the Chicago Marriott Downtown to review the list of initiatives 
selected for 2013 implementation. Six breakout roundtable discussions provided input into position 
papers concerning state-sponsored plans for private employers, lifetime income / retirement income, 
and Advisor practice financial management. At this occasion, Executive Director Eric Henon paid 
tribute to founding Board member Matt Gannon on his retirement from the Board, handing him a 
gavel in appreciation for his service from the inception of the Council. 
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Back row from left to right: Steve Smith, Peggy Santhouse,  
Mike Shamburger, David Patch, Terence Shea, Phil Callahan
Front row from left to right: Jim D’Agostino, Gene Huxhold, Denise Diana,  
Joe Lee

Gene Huxhold, Steve Davis,  
Jim O’Shaughnessy, Tim Black, 
Pat Rieck

Eric Henon, Matt Gannon

Gene Huxhold
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The 2013 Annual Planning Meeting held May 13th 
and 14th at Great-West Financial offices in Green-
wood Village, Colorado discussed a broad range 
of topics: Retirement readiness reports, pending  
legislation and regulations, template Advisor search 
RFP, benchmarking practices, and financial litera-
cy. Members of the Executive Board moderated 
sessions; speakers included David McLeod (Great-
West Financial), Marilyn Collister (Great-West  
Financial), Tom Kmak (Fiduciary Benchmarks), 
and Council member Advisors Tom Hoffman (KAF 
Financial Advisors) and Jim Robison (White Oak 
Advisors). Jim Robison won the client success 
case study competition, showcasing a non-profit 
client’s move from an non-ERISA 403(b) arrange-
ment to a ERISA 403(b) plan, and the professional 
support he provided to facilitate implementation. 
Among the action items for implementation in 2013-
2014 identified in breakout discussions: Website  
redesign to enhance functionality, formulation of 
“best in class” standards, development of a new 
member onboarding process, formation of a PR 
cabinet, refresh of the template Advisor search RFP 
and addition of modules for diverse plan types, and 
position paper on Retirement Readiness. 

Annual Report Cabinet 

20
13

 A
n

n
u

al
 P

la
n

n
in

g
 M

ee
ti

n
g

11

Board members Gene Huxhold, Jim O’Shaughnessy, Pat Rieck, Adrian Hodge, Tim Black, Executive Director Eric Henon

Top row from left to right: Adrian 
Hodge, Jim Brockelman, Ryan Schutty, 
Phil Callahan
Bottom row from left to right: Brian 
Schweitzer, Steve Smith, Chris 
Cumming, Ryan Mullen
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Adrian Hodge Chris Cumming

Alan Spierer

Tom Hoffman

Tom Hoffman, Brian Dillon, Jim O’Shaughnessy
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Council membership consists of 
representatives of four Colleges:

Advisor College
Practice Leader College
Investment Manager College
Service Provider College

Membership is limited by statute (75 Professional 
Retirement Plan Advisors and Practice Leaders, 6 
Investment Managers, and 8 Service Providers)

Membership in the Advisor College is by merit. 
The application review process takes multiple 
factors into consideration, including size of the 
Advisor’s practice, the Advisor’s dedication to the 
retirement plans business, and contribution to 
thought leadership in the industry. The Executive 
Board appoints members from among nominees 
recommended by a committee representing the 
Investment Manager and Service Provider Col-
leges. The Practice Leader College consists of 
senior executives managing the retirement plans 
business of major Retirement Plan Advisory 
Firms in the United States. Profiles in this report 
are those of Advisors and Practice Leaders who 
attended Council meetings between January 1, 
2012 and June 30, 2013. Members in the Invest-
ment Manager and Service Provider colleges is 
designated by the Executive Board to represent a 
broad spectrum of firms. Each firm in membership 
is represented by an individual voting member.

Investment Manager College
Gene R. Huxhold, CFP®, AIF®

Advisor College
James D. Robison
AIF®, left

Jim O’Shaughnessy,
AIF®, PRP®, below

Practice Leader College
Paul D. Mahan, AIF®

Service Provider College
Adrian D. Hodge
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Gregg Andonian,
AIF®, CFP®

Baystate Fiduciary Advisors, 
Inc.

Timothy J. Black
NFP 401(k) Advisors

Jason Chepenik,
AIF®, CFP®

Chepenik Financial

Baystate Fiduciary Advisors, Inc. focuses on three 
market segments in the ERISA space: Higher 
Education, Non-Profit, and Mid-Market For-Profit. 
All of the firm’s revenue is generated from its insti-
tutional client base via a flat dollar fee-for-service 
fiduciary engagement. The primary differential to 
the firm’s service model is the capacity to deliver 
globally accepted fiduciary standards of excellence 
in a manner that resonates with plan fiduciaries 
of all sophistication levels. The truest testament 
to Baystate Fiduciary Advisors’ capabilities is the  
feedback from their plan sponsors, trustees, and 
plan participants. Gregg Andonian was named a 
“Top 5 Plan Adviser”8 by PLANSPONSOR maga-
zine in 2008/2013, and was included in the list of 
“Top 100 Most Influential People in the Retirement 
Industry” published by 401kWire in 2009/2010. 

www.baystatefiduciary.com

(866) 411-401k

  Boston, MA

Client Plans: 28

Participants: 10,000

NFP/401(k) Advisors is a leading independent 
retirement plan advisory and consulting firm fully 
dedicated to consulting with retirement plan clients. 
With his unique background in finance, service, 
and sales to retirement plans, Mr. Black applies 
over 25 years of retirement plan industry exper-
tise to his clients. He has received numerous in-
dustry accolades and is a sought-after speaker for  
engagements pertaining to retirement planning. He 
was recently named a “Top 5 Retirement Plan Ad-
viser”8 by PLANSPONSOR and PLANADVISER 
magazines; and listed among the “Top 300 Most In-
fluential Consultants in Defined Contribution Plans” 
by 401kWire each year since 2010. Prior to working 
for 401(k) Advisors, Mr. Black was the Director of 
the Retirement Plan Consulting Division for NFP 
Corporate Services NY. 

www.401kadvisors.com

(508) 251-2625 

Boston, MA 

Client Plans: 75 

Participants: 40,000

Founded in 1973, Chepenik Financial is a long-
standing family business that has served as a 
thought-leader and outspoken advocate for the 
retirement industry. With passion, creativity, and 
a deep knowledge of inner-workings of 401(k) 
plans—from data flow to plan economics—Chepe-
nik Financial thrives on challenging the system, 
challenging plan sponsor committees and chal-
lenging participants to better prepare for retirement. 
In 2008, Mr. Chepenik testified before the ERISA 
Advisory Council to the DOL on the spend-down 
issues of corporate retirement plans. In 2010, Mr. 
Chepenik was named ”Top Advisor for Mid-Mar-
ket – Defined Contribution Plans” by 401kWire. In 
2012, he was named a “Top 50 Advisor for Retire-
ment Plans” and “Top 10 Advisor for Large Plans.”

 www.chepenikfinancial.com

(407) 660-1010

Orlando, FL

Client Plans: 78

Participants: 40,000

14

http://www.baystatefiduciary.com
http://www.401kadvisors.com
http://www.chepenikfinancial.com


15

Robert Clark
AIF®

Marsh & McLennan Agency

Joe Connell
AIF®, CRPS®, RF™

Retirement Plan Partners, 
Inc.

Barbara J. Delaney
AIF®, PRP® 

StoneStreet Equity, LLC

Bob Clark oversees the strategic direction and 
business development for Marsh & McLennan 
Agency’s Retirement Services practice. He has 
extensive experience in all aspects of the manage-
ment of retirement plans, including plan design, 
investments, fiduciary responsibility, cost contain-
ment and employee communication. Prior to joining 
Marsh & McLennan Agency in 2005 (then Bosto-
nian Group), Mr. Clark spent over 20 years in the 
retirement industry working for UBS, New York Life 
Investment Management and CIGNA in a variety 
of positions including 401(k) sales and marketing, 
pension investment consulting and retirement plan 
consulting. In addition to his AIF® designation,  
Mr. Clark holds FINRA Series 7, 63 and 65 licenses.

www.mma-newengland.com 

(617) 587-2300

Boston, MA

Client Plans: 200

Participants: 50,000

Founded in 2013, Retirement Plan Partners, Inc. 
is the product of over 15 years of working on ev-
ery aspect of retirement plans, including plan de-
sign, investment reviews and monitoring, fiduciary 
compliance, employee communication and educa-
tion services, provider selection, and fee bench-
marking. President Joe Connell helps employers 
implement prudent processes designed to reduce 
fiduciary liability and plan expenses, meet plan ob-
jectives, and improve participant outcomes. He is 
a nationally recognized speaker and presenter to 
employer and industry groups who has conducted 
numerous retirement plan workshops educating 
employers on the elements of well-structured re-
tirement plans. Retirement Plan Partners, Inc. of-
fers securities and investing advisory services 
through Financial Telesis, Inc.

www.retirementplanpartners.com

(763) 445-2632

Maple Grove, MN

Client Plans: 47

Participants: 9,200

In 25+ years as a full service firm, StoneStreet’s 
independent advice, assistance in managing plan 
costs, and proficiency in grasping company culture 
have set it apart from its peers. The firm’s fiduciary 
advisory services enable plan sponsors to design 
plans to maximize employee retirement outcomes. 
Client tenure with the firm averages ten years or 
more. PLANSPONSOR magazine named Barbara 
and her group the Retirement Plan Adviser Team 
of the Year8 in 2008 and inducted the team into 
the PLANSPONSOR Hall of Fame in March 2011. 
StoneStreet Equity is an LPL Retirement Partners 
firm.

www.stonestreetequity.com

(845) 735-2000

Pearl River, NY 
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http://www.retirementplanpartners.com
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Brian D. Dillon
AIFA™, ChFC

Positive Retirement Out-
comes, LLC

Steven Dimitriou
AIF®, AAMS, PRP®

Mayflower Advisors LLC1

Founded in 2009, Positive Retirement Outcomes, 
LLC is on a mission to improve retirement out-
comes in America. The two-man advisor team 
offers expertise in plan design, vendor selection, 
fiduciary governance consulting, investment ad-
visory/management, participant advice and edu-
cation, compliance consulting, and consulting 
projects for plan correction. With over 20 years of 
experience in the retirement plans business, Brian 
Dillon works exclusively with retirement plans as 
an independent fiduciary, retirement plan manager 
and consultant. He works directly for employers 
to effectively manage retirement plans and assist 
employees in realizing their retirement dreams. 
With expertise in ERISA matters and one-on-one 
counseling meetings, Mr. Dillon accepts consulting 
assignments with the ultimate objective of being 
retained as an advisor.

www.positiveretirementoutcomes.com

(508) 242-9912

Medfield, MA

Client Plans: 17

Participants: 2,500

The effort and attention dedicated to plan partici-
pants distinguishes Mayflower Advisors from other 
firms. From employee education to plan document, 
design consulting to relationship management, 
Mayflower Advisors provides a full scope of ser-
vices. The 18-member team works primarily with 
privately-held companies serving 401(k), profit 
sharing, and defined benefit plans. In 2009, PLAN-
SPONSOR magazine named Mr. Dimitriou “Retire-
ment Plan Adviser of the Year.”8 In 2010, 401kWire 
recognized Mr. Dimitriou as one of the “40 Most 
Influential Advisors in Defined Contribution Plans” 
and he was named a finalist for the ASPPA/Morn-
ingstar Leadership Award. In 2012, along with being 
named again by 401kWire as one of the “50 Most 
Influential Advisors in Defined Contribution Plans”, 
he was named President Elect of the National As-
sociation of Plan Advisors (NAPA) - the largest ad-
vocacy group representing interests of retirement 
plan advisors and plan participants on Capitol Hill. 

www.mayfloweradvisors.com

(866) 688-0180

Boston, MA

Client Plans: 80

Participants: 11,000
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Gouldin & McCarthy’s singular purpose is to help 
people retire with dignity. The firm’s team of retire-
ment plan specialists uses time-tested processes 
to handle everything from plan design to employee 
education.  The firm’s education program is cen-
tered on helping employees establish financial 
goals and put in place a plan that has a reason-
able chance of achieving those goals. Gouldin & 
McCarthy helps employees avoid some of the pit-
falls of investing, such as chasing returns, investing 
with emotion, and failing to plan. As co-founder and 
CEO, Mike Gouldin has been providing small and 
medium-sized businesses with customized retire-
ment plan consulting since 1996. In both 2011 and 
2012, 401k Wire recognized Mr. Gouldin as one of 
the Top 300 Most Influential Ad visors in Defined 
Contribution.

www.gouldinmccarthy.com

(908) 630-0200

Basking Ridge, NJ

Client Plans: 45

Participants: 13,000

Michael H. Gouldin,
CRPC®, AIF®

Gouldin & McCarthy, LLC2

http://www.positiveretirementoutcomes.com
http://www.mayfloweradvisors.com
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Stace A. Hilbrant
AIF®, PRP®, CFS

Managing Director
401(k) Advisors, LLC4

Thomas E. Hoffman
AIF®, CRPS, CFS

KAF Financial Advisors, LLC

Named PLANSPONSOR magazine’s 2012 “Advi-
sor of the Year,” 8 Stace Hilbrant is Managing Di-
rector and co-founder of 401(k) Advisors, LLC. The 
firm represents small to mid-sized companies serv-
ing defined benefit, 401(k), and 409(a) retirement 
plans. Founded in 2001, the Chicago-based firm 
has over $1.2 billion in assets under management. 
Mr. Hilbrant has over 30 years of financial industry 
acumen. His expertise includes ERISA Fiduciary 
best practices, employee education services, in-
vestment due diligence, and vendor bench-mark-
ing. He is a Registered Fiduciary (DALBAR), and 
holds Series 6, 7, 24, 63, and 65 registrations with 
LPL Financial. 

www.401kadvisorschicago.com

(847) 256-4300

Wilmette, IL

Client Plans: 48

Participants: 42,000

Tom Hoffman has been in the financial services in-
dustry since joining Capital Analysts, Inc. in 1985.  
Joining KAF Financial, LLC, a branch of Capital 
Analysts of England, Inc., in 2000, Mr. Hoffman 
and his staff work with over 70 corporate retirement 
plans as well as many individual pre-retirees and 
retirees.  Mr. Hoffman serves on the Financial Advi-
sor Council of the Financial Services Institute and 
is a member of both ASPPA and the Profit Sharing 
Council of America. He holds a B.A. in Econom-
ics from St. Lawrence University and a MBA in Ac-
counting from the University of Massachusetts at 
Amherst. Prior to joining the financial services in-
dustry, Mr. Hoffman worked for the NFL’s New Eng-
land Patriots for nine seasons, serving as Business 
Manager and then as Director of Media Relations.  
He was selected to serve on seven NFL Super 
Bowl staffs and as Director of Public Relations for 
the 1985 NFL Pro Bowl.

www.kafgroup.com

(781) 356-2000 ext. 1171

Braintree, MA

Client Plans: 72

Participants: 6,500
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Keith J. Gredys
JD, CTFA, AIF® 

Kidder Advisers, LLC3 

Since its founding in 1996, Kidder Advisers, LLC 
has been committed to a consultative approach, 
creating and implementing unique solutions by 
listening to clients’ needs. Working primarily within 
the private sector, the Kidder organization’s 40 pro-
fessionals, consisting of the advisory firm, a TPA 
firm, and an actuarial firm, furnishes comprehen-
sive and sophisticated plan consulting, design, 
fiduciary guidance, administration, and actuarial 
services for 1,100 Defined Contribution and De-
fined Benefit plans across the US. Kidder is able to 
design working programs across the spectrum of 
client requirements using a consultative and solu-
tions driven approach. Co-Founder, Chairman and 
CEO Keith Gredys brings 30 years of experience in 
the industry to this ten person advisory firm. 

www.kidderadvisers.com

(800) 693-0138

West Des Moines, IA

Client Plans: 1,100

Participants: 26,000

http://www.401kadvisorschicago.com
http://www.kafgroup.com
http://www.kidderadvisers.com
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Bruce G. Lanser
AIF®, CIMA®, CRPS®, CRPC®

UBS Financial Services, Inc.

Edward M. Lynch
Jr., AIFA®, RF™, GFS™

Dietz and Lynch Capital

Bruce Lanser is a First Vice President and Institu-
tional Consultant with UBS Financial Services. He 
works closely with the team’s 401(k) clients, and 
has an extensive background in the design and im-
plementation of communication and education pro-
grams for plan participants. Mr. Lanser joined UBS 
in August of 2013. He has over 30 years of industry 
experience. He graduated from Marquette Univer-
sity in 1980 with a bachelor’s degree in Accounting. 
Mr. Lanser continued his education by becoming 
a Fellow in the Financial Analysts Federation and 
received his Certified Investment Management 
Analyst designation in 1994. In addition, he has 
earned the designations of Chartered Retirement 
Plan Specialist, Chartered Retirement Planning 
Consultant, and Accredited Investment Fiduciary. 

www.ubs.com

(414) 289-3817

Milwaukee, WI

Since 1989, Dietz & Lynch has provided invest-
ment management and consulting services to pen-
sion, profit sharing and 401(k), 403(b), 457, and 
Taft-Hartley retirement plans. The firm was one of 
the first investment advisors to complete the Centre 
for Fiduciary Excellence (CEFEX) certification pro-
cess. Fiduciary Plan Governance, LLC is an expe-
rienced resource comprised of former regulators, 
plan sponsor fiduciaries, and legal, investment and 
retirement plan experts who are actively engaged 
in advising, training and supporting broker/dealers, 
registered investment advisers, plan sponsors, and 
other fiduciaries in effectively meeting their respon-
sibilities. Ed Lynch works with plan sponsors and 
designated fiduciaries in most aspects of plan in-
vestments, governance, and the creation of effec-
tive participant outcomes. 

www.dietzandlynch.com

(978) 225-8386

Newburyport, MA
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Douglas A. Igel
CIMA®, AIF®, CRA

Precept Advisory Group, 
LLC

Recipient of the “Top 5 Advisor Team”8 award by 
PLANSPONSOR magazine in 2010, Doug Igel is 
Managing Consultant for Precept Advisory Group. 
Mr. Igel has been in the financial services indus-
try for over 18 years. At Precept, Mr. Igel oversees 
the Invest ment Research group, chairs the firm’s 
Investment Policy Committee, and serves as Chief 
Compli ance Officer. Mr. Igel and his team work with 
over 60 retirement plans and manage over $2.5 
billion in assets. In 2011, he was recognized by 
401KWire as one of the Top 300 Most Influential 
Advisors in Defined Contribution and PLANSPON-
SOR “Top 100 Retirement Plan Adviser” in 2012. 
Mr. Igel earned his B.A. in Finance from Colorado 
State University and his M.B.A. from Regis Univer-
sity. Most recently, he became a Certified Behav-
ioral Finance Analyst, a certification held only by a 
select few advisors in the country.

www.preceptadvisory.com

(949) 679-2173

Irvine, CA

Client Plans: 65

Participants: 35,000

http://www.ubs.com
http://www.dietzandlynch.com
http://www.preceptadvisory.com
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Vincent Morris
AIF®, PRP®

Bukaty Companies

Jim O’Shaughnessy
AIF®, PRP®

Sheridan Road Financial

Since 1991, Bukaty Companies has worked with 
hundreds of clients to design, implement, and 
more effectively administer their retirement plans. 
As President of Retirement Services, Vincent Mor-
ris oversees business development, marketing, 
and daily operations. As a consultant, he manages 
vendor searches, implementation timelines and 
conversion teams, plan design and administration, 
and industry and market analysis. He also over-
sees board training, fiduciary services, develop-
ment of investment policy statements, investment 
monitoring, and demographic analysis. Institutional 
Investor News named Mr. Morris a “Top 20 Rising 
Star” in the retirement plan industry. PLANSPON-
SOR magazine nominated Mr. Morris “Advisor of 
the Year”8 every year from 2006 to 2011. He was 
also named one of the “300 Most Influential Retire-
ment Plan Advisors” by 401kWire.

www.buildabetter401k.com

(913) 345-0440

Leawood, KS

Client Plans: 200+

Participants: 44,000

Sheridan Road Financial is a leading independent 
consulting firm providing corporate and not-for-
profit retirement plan consulting services. Its ser-
vices include investment advisory services, open 
architecture investment structures, plan design 
consulting, vendor searches, fiduciary best practic-
es and comprehensive education services. Sheri-
dan Road Advisors provides fee-based advice to 
private wealth management clients, customized 
portfolio management, and financial planning ser-
vices to individuals, family offices, corporate, and 
not-for-profit clients. Morningstar & ASPPA rec-
ognized Sheridan Road Managing Partner Jim 
O’Shaughnessy as a 401(k) Advisor Leadership 
Award finalist in 2011. He was also recognized by 
401kWire as one of the “Top 40 Most Influential 
Advisors” in Defined Contribution Plans, and was 
named a “Top 20 Rising Star” by Institutional Inves-
tor News. 

www.sheridanroad.com

(847) 205-9073

Northbrook, IL

Client Plans: 180

Participants: 80,000
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Joseph M. McLaughlin
CRPS®, AIF®, PRP®

The Kelliher Corbett Group  
at Morgan Stanley5

The Kelliher Corbett Group is a corporate retire-
ment plan advisory practice whose focus is sup-
porting committees, human resources, and finance 
personnel with their duties and responsibilities as 
retirement plan fiduciaries. PLANSPONSOR mag-
azine recognized the group as one of the nation’s 
“Most Successful” practices in their 2004, 2005, 
2006, 2007, 2008 and 2009 annual surveys, and 
as a “Top 100 Adviser Team”8 in 2010, 2011, 2012, 
and 2013. In 2009, the group was recognized as 
one of the “Top 5 Retirement Plan Advisory Prac-
tices” for their dedication to and positive impact on 
the plans they serve. Additionally, 401kWire named 
Joe McLaughlin one of the nation’s “Top 300 Most 
Influential Advisors in the Defined Contribution In-
dustry.” 

www.morganstanley.com

(781) 681-4904

Norwell, MA

Client Plans: 125

Participants: 20,000

http://www.buildabetter401k.com
http://www.sheridanroad.com
http://www.morganstanley.com
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Alan Spierer
AIF®

UBS Institutional Consulting 
Group

James D. Robison
AIF®

White Oak Advisors6

White Oak Advisors is a boutique retirement plan 
consulting and advisory firm. The firm fulfills its 
plan services on a fee-for-service or annual re-
tainer basis. Many of White Oak’s clients are in the 
not-for-profit arena and in the fields of healthcare, 
manufacturing, construction, and professional ser-
vices. White Oak’s consultants are able to provide 
comprehensive services and custom solutions to 
their clients regardless of plan type. White Oak 
Advisors was named one of 401kWire’s “Top 30 
Advisory Firms” for 2010 and a “Top 60 Firm” for 
2011. PLANADVISER magazine also named White 
Oak a “Top 100 Retirement Plan Adviser” for 2012. 
A principal and co-founder of the firm, Jim Robison 
has 20+ years in the retirement plan consulting and 
advisory business. 

www.whiteoakadvisors.com

(317) 218-1562

Indianapolis, IN

Client Plans: 76

Participants: 140,000

Alan Spierer and his UBS Institutional Consulting 
team have pioneered innovative strategies uniquely 
designed to support trusted advisors to the C Suite.  
The team creates value for client plans by provid-
ing a synergistic partnership with ERISA attorneys, 
401(k) auditing firms, financial advisors, and invest-
ment bankers. Benefits include plan advocacy, im-
proved plan governance, fiduciary best practices, 
activity-based financial wellness programs, and a 
greater focus on retirement readiness. Alan’s histo-
ry in the industry spans 27 years, including over 20 
years at UBS. He and his team specialize in retire-
ment consulting to corporate, non-profit and public 
retirement plans across industries and providers. 
Alan leads the Retirement Advisor Council’s NAPA 
relationship committee. He is a member of NAPA, 
serving on the government affairs committee, and 
has been recognized in Corporate Cash Flow, and 
On Wall Street magazines.

www.Financialservicesinc.ubs.com/team/ 

 spiererzangari/

(908)789-3178

New York, NY

Client Plans: 70

Participants: 5,000     
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Troy L. Redstone
AIF®

PHD. Retirement  
Consulting

Troy Redstone launched PHD. Retirement Con-
sulting in the spring of 2013 to focus exclusively 
on qualified retirement plans, specifically on Plan 
Health Design and the dynamics of Behavioral 
Finance, such as Financial Wellness. As the chief 
architect of plan design for his client base, Mr. Red-
stone is a Behavioral Finance Specialist who turns 
behavioral challenges into behavioral solutions. An 
author, featured speaker, and retirement plan con-
sultant, he focuses on helping employees retire on 
their own terms and helps employers build a Health 
& Wellness System to promote healthy plans with 
a defensible due diligence process. Mr. Redstone 
holds a BA in Behavioral Psychology from the Uni-
versity of Alabama and an MBA in Finance from 
Rockhurst University. 

www.planhealthdesign.com 

(913) 944-4600

Overland Park, KS

Client Plans: 93

Participants: 20,000

http://www.whiteoakadvisors.com
http://www.Financialservicesinc.ubs.com/team/spiererzangari/
http://www.Financialservicesinc.ubs.com/team/spiererzangari/
http://www.planhealthdesign.com
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James L. Worrell
JD, PRP®

GPS Investment Advisors7

Jamie Worrell, President of GPS Investment Advi-
sors and Managing Director of 401(k) Advisors, has 
dedicated his career to retirement plan advisory 
since graduating from law school in 1997. His team 
focuses on getting results for clients while carefully 
guiding them each step of the way. This essential 
advice and guidance helps clients reduce fiduciary 
risk, manage retirement assets, and achieve more 
secure retirement outcomes for their employees. 
Mr. Worrell’s team’s services include: plan design, 
fee benchmarking, provider searches, investment 
advisory, fiduciary compliance, and participant ed-
ucation. Mr. Worrell was PLANSPONSOR maga-
zine’s 2011 “Retirement Plan Advisor of the Year,” 8 

and has been recognized among the nation’s best 
financial advisers for making retirement security a 
reality for workers across the nation. 

www.investorgps.com

(401) 521-5588

Providence, RI

Client Plans: 48

Participants: 6,000

21

A
d

vi
so

r 
C

o
ll

eg
e

David Stofer
ChFC, CLU, AIF®

SageView Advisory Group

SageView Advisory Group is a regional practice 
that provides full service corporate retirement plan 
consulting. SageView focuses on delivering suc-
cessful outcomes for all plan participants. It has 
a small wealth management practice that helps 
participants at retirement and during transition out 
of client plans. SageView does not get distracted 
by trying to be all things to its customers and has 
developed great long-term consulting relationships 
with its clients. All of its employees are truly experts 
in retirement plans. David Stofer is a Principal of the 
firm and manages a ten-person office. He has 30 
years of experience in the retirement plan industry. 

www.sageviewadvisory.com

(816) 423-8434

Kansas City, MO

Client Plans: 82

Participants: 13,000

http://www.investorgps.com
http://www.sageviewadvisory.com
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Founded in 1979, Commonwealth Financial Net-
work, member FINRA/SIPC and a registered in-
vestment adviser, is one of the nation’s largest, 
privately-held independent broker/dealers. With 
headquarters in Waltham, MA and San Diego, 
CA, the firm supports more than 1,400 indepen-
dent registered representatives nationwide and 
offers a comprehensive array of financial products 
and services. With n\more than 20 years of experi-
ence in the retirement plan industry, Paul Mahan 
leads the retirement consulting group strategy and 
is responsible for developing tools, dedicated re-
sources, and best-in-class products and services 
so that Commonwealth Advisors can offer clients 
an enhanced framework in which their workplace 
benefit programs can flourish. 

www.commonwealth.com

(781) 398-9969

Waltham, MA

Wells Fargo Advisors is one of the nation’s premier 
financial services firms. Wells Fargo’s investment 
business is represented by more than 15,000 Fi-
nancial Advisors in 5,000 U.S. locations. With more 
than 125 years of investment experience, Wells 
Fargo Advisors offers more than just knowledge 
and insight—we offer an objective and holistic 
approach to financial solutions for all aspects of 
people’s lives, up to and through retirement. As 
Managing Director of Retirement Plans, Ken Par-
due manages the retirement plans products for the 
firm. He has been in the financial services industry 
for 20 years with a primary focus on the retirement 
market, including Corporate Retirement Plans and 
the IRA Rollover market. Mr. Pardue is a member of 
the Securities Industry and Financial Market Asso-
ciation Retirement Committee in Washington, DC. 

www.wellsfargoadvisors.com

(314) 955-5226

St. Louis, MO

Morgan Stanley offers a complete range of tai-
lored investment consulting services to institu-
tional clients. The mission is simple: set the indus-
try standard for providing investment solutions to 
sophisticated investors.  Investment strategies are 
delivered locally by dedicated teams leveraging the 
global resources of Morgan Stanley. Pat Rieck be-
gan his career in the retirement services industry 
at Emjay Corporation, where he was a Senior Pen-
sion Consultant. He went on to become Director of 
Retirement Account Services at Legg Mason Wood 
Walker and National Retirement Sales Manager at 
Citi Smith Barney. Subsequent to the formation of 
Morgan Stanley Smith Barney in 2009, Mr. Rieck 
assumed his current  role as National Retirement 
Distribution Manager. Mr. Rieck was Co-Chair of 
the ASPPA 401(k) Summit in 2007, 2008, and 2009.

www.morganstanley.com

(443) 315-9743

Annapolis, MD

Paul Mahan
AIF®

Director of Retirement  
Consulting Services
Commonwealth Financial 
Network

Kenneth Pardue
Managing Director  
of Retirement Plans
Wells Fargo Advisors
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Patrick J. Rieck
CRPS®, QPA, QKA, QPFC, AIF® 

Executive Director and  
National Retirement  
Distribution Manager
Morgan Stanley

http://www.commonwealth.com
http://www.wellsfargoadvisors.com
http://www.morganstanley.com
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Baird is an employee-owned, fully independent, 
international wealth management, investment 
banking, asset management, and private equity 
firm. Founded in 1919, Baird serves individual, in-
stitutional, non-profit, corporate, and public clients. 
Baird supports its specialized and credentialed  
financial advisor teams, the Retirement Plan Con-
sulting Group, with unique internal teams of ex-
perts. Together, those teams serve thousands of 
retirement plan clients from all types of industries 
and organizations throughout the country. Sharon 
Schmid serves as First Vice President and Senior 
Consultant for Baird’s Retirement Plans Services 
Department. With more than 20 years of experi-
ence working with qualified plans, Ms. Schmid is 
an expert in serving the needs of plan sponsors 
and participants. 

http://www.rwbaird.com/

(800) 792-2473

Milwaukee, WI

As Managing Director of the Advisor Support 
Group, Rick Shoff works with CAPTRUST’s team 
of Financial Advisors to support their growth. He 
is also focused on the firm’s Institutional Advisor 
Recruiting and Acquisition efforts, and serves as 
a member of the firm’s Executive Committee. Prior 
to joining CAPTRUST in 2006, Mr. Shoff founded 
Plan Advisory Services and built the company 
into one of the most respected advisory firms in 
the nation. He has an extensive background in the 
design, communication, funding, and administra-
tion of retirement plans for companies of all sizes. 
Recognized by The 401(k) Wire as one of the “100 
Most Influential People in The 401(k) Industry,” Mr. 
Shoff is a frequent speaker and panelist on current 
retirement plan issues and is routinely featured in 
industry publications. 

www.captrustadvisors.com

(919) 870-6822 

Raleigh, NC

RBC Wealth Management is the nation’s 7th larg-
est full-service investment firm. Founded in 1909, 
the firm has more than $100 billion in assets under 
management. Parent company Royal Bank of Can-
ada is Canada’s largest bank with assets of $1.5 
trillion under management. Brian Tavano works 
with clients in enhancing plan design, lowering 
plan administration costs, and conducting provider 
searches. As a practice leader, he also works with 
financial advisors to develop business models that 
achieve the highest level of client satisfaction. Be-
fore joining RBC Wealth Management in 2005, Mr. 
Tavano had 17 years of industry experience, most 
recently as a retirement plan consultant at Scud-
der Investments and Pioneer Investments. He is an 
active member of the American Society of Pension 
Professionals. 

www.rbcwm-usa.com

(860) 241-8622

Hartford, CT

Sharon L. Schmid
QPFC® 

First Vice President and 
Senior Consultant
Robert W. Baird & Co.

Rick Shoff
AIF®

Managing Director,  
Advisor Support Group
CAPTRUST Financial  
Advisors
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Brian Tavano
AIF®, PRP® 

Vice President  
of Retirement Plans
RBC Wealth Management

http://www.rwbaird.com/
http://www.captrustadvisors.com
http://www.rbcwm-usa.com
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Over the last 19 years Paul Welykoridko has de-
veloped, managed and marketed retirement plan 
products with a focus on helping Financial Advisors 
grow their businesses. He is the Head of 401(k) 
within UBS’ Corporate Solutions and Retirement 
Services organization. He is responsible for leading 
the firm’s efforts to deliver on the retirement needs 
of corporate clients and identify additional wealth 
management solutions to address their investment 
objectives. Mr. Welykoridko recently joined UBS 
from Bank of America Merrill Lynch where he was 
a product management executive heading the re-
tirement business’s Investment Products Group. 
He holds an MBA in Finance & Investments from 
Baruch College, City University of New York and is 
Series 7, 24, 63 and 66 registered.

www.ubs.com

(201) 352-4747

Weehawken, NJ

LPL Financial Retirement Partners was founded 
in 2010 when LPL Financial and National Retire-
ment Partners combined to create one of the na-
tion’s largest affiliations of top-ranked, client-centric 
financial advisors focused on the retirement plan 
and wealth management marketplaces. LPL Fi-
nancial has grown into the nation’s largest inde-
pendent broker/dealer, as reported by Financial 
Planning Magazine, based on total revenue, by 
helping financial advisors build competitive busi-
nesses.  LPL Retirement Partners is recognized by 
PLANSPONSOR magazine as the top retirement 
consulting firm in the country.8 As SVP of Business 
Development, Mr. White is responsible for bringing 
the best retirement plan advisors in the industry to 
LPL Financial.  He was previously National Sales 
Manager and Partner at National Retirement Part-
ners (NRP). 

www.lpl.com

(858) 909-6337

San Diego, CA

Geoffrey R. White
AIF®, PPC, PRP®

 Senior Vice President,  
Retirement Partners
LPL Financial Retirement 
Partners 

Paul B. Welykoridko
Executive Director–  
Head of 401(k)
UBS Financial Services, Inc.
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J.P. Morgan Asset Management is bringing a 
new perspective to the retirement marketplace that 
seeks to build stronger outcomes by sharing our 
knowledge and expertise. We partner with advi-
sors to help them grow their business by providing 
investment and full-service recordkeeping capa-
bilities across all market segments. At J.P. Morgan, 
retirement is more than designing plans, modeling 
risk and developing portfolios. It’s about giving ad-
visors, plan sponsors, and individuals the knowl-
edge to help achieve better retirement outcomes

John Hancock has helped individuals and institu-
tions to build and protect wealth since 1862. Today 
we are one of America’s strongest and most-recog-
nized brands. We search the world to find proven 
portfolio management teams with specialized ex-
pertise for every investment strategy. We apply a 
vigorous level of oversight to ensure they continue 
to meet our uncompromising standards. We under-
stand the challenges of the retirement market and 
were one of the first to offer multi-manager portfo-
lios to retirement savers. Our access to institutional 
money managers makes us exceptionally qualified 
to serve as a strategic partner to our clients.

At Goldman Sachs Asset Management, we part-
ner with institutions and their advisors every day 
to deliver thoughtful, dependable solutions to help 
individuals achieve more financially secure retire-
ments. With over 70 funds spanning investment 
styles, asset classes, and share classes, we offer 
a wealth of investment options for our clients as 
their needs evolve over time. Established in 1988, 
Goldman Sachs Asset Management is one of the 
world’s leading asset managers with over $720 
billion in assets under management and ranked 
among the top 10 asset management firms globally.

Since inventing the mutual fund in 1924, the organi-
zational culture at MFS Investment Management 
continues to be investment driven, client centered, 
and collaborative. In offering a broad range of mu-
tual funds, separate accounts and retirement plan-
ning products, our investment philosophy centers 
on a research-driven process, global vision, and 
disciplined choice. Our dedicated Defined Contri-
bution Investments (DCI) team is fully equipped to 
serve the unique needs of the DC market.

Retirement is harder than ever before. That’s 
why many of the world’s largest DC plans trust  
BlackRock with their participants’ retirement  
futures. As an independent, global DC invest-
ment-only provider, BlackRock provides a breadth 
of capabilities and depth of knowledge across  
asset management, plan design, client engage-
ment and participant communications. Our  
dedicated DC professionals work with plan spon-
sors, consultants and financial advisors to share 
the best thinking from across the globe and objec-
tive insights on the ever-evolving challenges of this 
new world. BlackRock aims to help you bring clarity 
to the most complex retirement plan objectives, so 
that together we can deliver the best possible out-
comes for participants.

25

With over 110 mutual funds, Franklin Templeton 
Investments offers a wide range of quality portfolio 
components for your defined contribution clients. 
As a leader in the retirement marketplace, Franklin 
Templeton manages more than $100 billion in over 
1 million US retirement accounts. This scale is a 
product of our long, proven record of professional 
management and our continuous commitment to 
create and manage the best investment solutions 
possible. Whether your clients need QDIA-eligible 
retirement target-date funds, specialized diversi-
fication or core funds to form the foundation of a 
broadly diversified portfolio, Franklin Templeton In-
vestments is positioned to help you.
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Fidelity Investments, with assets under adminis-
tration of $4.0 trillion, is a leading provider of invest-
ment management, retirement planning, portfolio 
guidance, brokerage, and benefits outsourcing to 
more than 20 million individuals, institutions, and 
through 5,000 financial intermediary firms. The 
Fidelity 401(k) program is a fully bundled, flex-
ible offering designed to help advisors provide a 
401(k) plan that best meets the needs of their plan 
sponsors. Backed by the strength of Fidelity, the 
program offers four key elements for a successful 
401(k) plan: flexible plan drafts; an innovative em-
ployee engagement program, called Plan for Life; 
analytics tools; and outstanding service. 

Great-West Financial offers comprehensive re-
tirement savings products and services for public, 
corporate, and non-profit employers.  Our solutions 
in plan design, enrollment services, communica-
tion materials, and investment options help plan 
sponsors improve participation. Our solutions also 
address the different investment behaviors of par-
ticipants at each stage of the retirement planning 
process to help them reach their retirement income 
goals.

For employers committed to worker retirement 
readiness, MassMutual combines experienced lo-
cal service, financial strength and comprehensive 
participant offerings to drive overall retirement plan 
health. As an innovator, MassMutual provides next 
generation, replacement income focused plan met-
rics. MassMutual’s Retirement Services Division 
has been serving retirement plans for more than 
65 years. Working exclusively through advisors, It 
offers a full range of products and services for cor-
porate, union, nonprofit and governmental employ-
ers’ defined benefit, defined contribution and non-
qualified deferred compensation plans. It serves 
approximately 3 million participants. 

The Principal Financial Group® is a global in-
vestment management leader offering retirement 
services, insurance solutions and asset man-
agement. Principal offers businesses, individuals 
and institutional clients a wide range of financial 
products and services, including retirement, asset 
management and insurance through its diverse 
family of financial services companies. Founded 
in 1879, the Principal Financial Group has $466.2 
billion in assets under management and serves 
some 19 million customers worldwide from offices 
in Asia, Australia, Europe, Latin America and the 
United States.

Putnam brings innovative tools and industry-lead-
ing service to help participants and plan sponsors 
achieve their goals.  Putnam is transforming the DC 
experience by focusing on successful outcomes 
through programs like the Lifetime IncomeSM  
Analysis Tool—which presents participants a view 
of their account as future monthly income—and 
diagnostic tools like the Lifetime Income ScoreSM 
that bring a new dimension to plan measurement 
for advisors and sponsors. 

To advisors and employers, DailyAccess offers the 
Diamond Strategy®. The delivery of a comprehen-
sive suite of integrated and easy-to-use employee 
benefit services supported by solutions-based 
technologies and personalized client service.  
Design consulting, administration, recordkeeping, 
actuarial, investment advisory, health and welfare 
consulting services support defined contribution, 
defined benefit, cash balance, and flexible benefits 
plans.
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Transamerica Retirement Solutions is a leading 
provider of customized retirement plan administra-
tion, participant communication and open architec-
ture investment solutions for mid to large for profit 
and not for profit organizations. Our expertise cov-
ers the entire spectrum of defined benefit, defined 
contribution, and non-qualified programs. Trans-
america Retirement Solutions partners with plan 
advisors, consultants and their clients to help more 
than two million participants save and invest wisely 
for and throughout retirement.
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Gregg Andonian, AIF®, CFP®

Baystate Fiduciary Advisors, Inc.

Timothy J. Black
NFP 401(k) Advisors

Ted Burke, AIF®, IAR
Patriot Pension Advisors 

William D. Byron, AIF®

Corporate Benefit Advisors

Jason Chepenik, AIF®, CFP®

Chepenik Financial

David M. Ciccarelli
Park Ave Securities

Peter J. Ciovacco, PRP®

The MHC Group at Graystone Consulting

Robert Clark, AIF®

Marsh & McLennan Agency

Joe Connell, AIF®, CRPS®, RF™

Retirement Plan Partners, Inc.

Brady Dall, AIF®

401(k) Advisors Intermountain

Barbara J. Delaney, AIF®, PRP®

StoneStreet Equity, LLC

Stephen DesRochers, CFP®, CRPC®

UBS Institutional Consulting Group

Craig C. Dewey,  AIF®, APM, ARPS
401(k) Advisors

Brian D. Dillon, AIFA™, ChFC
Positive Retirement Outcomes

Steven Dimitriou, AIF®, AAMS, PRP®

Mayflower Advisors LLC

Carmela L. Elco, AIF®

RESOURCES for Retirement

Gregory Fiore
Clearview Retirement Group 

Phil Fiore, Jr., CIMA®, CRPC®

UBS Institutional Consulting Group

Michael E. Goss, PRP®

Fiduciary Investment Advisors

Michael H. Gouldin, CRPC®, AIF®

Gouldin & McCarthy, LLC 

Keith J. Gredys, JD, CTFA, AIF®

Kidder Advisers LLC 

Jeffrey S. Greenberg, CIMA®, CRPS®

EPIC Retirement Services Consulting, LLC

Bruce Gsell, CRPC®

Bank of America Merrill Lynch

Alfred J. Hammond, CIMA®, CRPS®, PRP®

 The MHC Group at Graystone Consulting

Stace A. Hilbrant AIF®, PRP®, CFS
401k Advisors, LLC

Thomas E. Hoffman, AIF®, CRPS, CFS
KAF Financial Advisors, LLC 

Douglas A. Igel, CIMA®, AIF®, CRA
Precept Advisory Group, LLC

Harry E. James, CEBS
Lockton Companies, LLC

Evangelia Kalivas, AIF®

EPIC Retirement Services Consulting, LLC

Kathleen A. Kelly, CRPS®, AIFA® 
Compass Financial Partners, LLC

Bruce G. Lanser, AIF®, CIMA®, CRPS®, CRPC®

UBS Financial Services, Inc.

Randall C. Long, AIF®, PRP®, PPC
SageView Advisory Group

Edward M. Lynch, Jr., AIFA®, RF™, GFS™

Dietz and Lynch Capital

Kevin Mahoney, AIF®, CIMA®

The Mahoney Group

Joseph M. McLaughlin, CRPS®, AIF®, PRP®

The Kelliher Corbett Group at Morgan Stanley 

Matthew P. McLaughlin, CIMA®, CRPS®, PRP®

The MHC Group at Graystone Consulting

Brian L. Moore, AIF®, PRP®

The Peachtree Group at Morgan Stanley

Vincent Morris, AIF®, PRP®

Bukaty Companies

Jim O’Shaughnessy, AIF®, PRP®

Sheridan Road Financial

Jason Chepenik, Joe McLaughlin

Marylin Collister, Steve Dimitriou, Alan Spierer
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Sean D. Patton, AIF®

Westminster Financial

Stephen R. Popper, AIF®

SageView Advisory Group

Troy L. Redstone, AIF®

PHD. Retirement Consultants

Brian Roberts, CFA
401(k) Advisors

James D. Robison, AIF®

White Oak Advisors

Scott Saad, ARPC
Bank of America Merrill Lynch

Ken Smith, CLU, ChFC, AIF®

IPS Advisors

Richard M. Sotell, CFP®

Kraematon Group

Alan Spierer, AIF®

UBS Institutional Consulting Group

David Stofer, ChFC, CLU, AIF®

SageView Advisory Group

William Talmage, CIMA®, AIF®

Graystone Consulting at Morgan Stanley

Peter Vacheron, ChFC, CLU
IBG Financial Partners

Richard F. Wartman
Morgan Stanley

Michael J. Winn
RBC Wealth Management

James L. Worrell, JD, PRP®

GPS Investment Advisors

Ron York
Pinnacle Financial Group

Timothy J. Black

Jim Robison Dave StoferTroy Redstone
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Thomas Clark, Jr., JD, ChFC
Lockton Investment Advisors, LLC

Melissa Cowan
Morgan Stanley

Paul Mahan, AIF®

Commonwealth Financial Network

Joseph W. Mrozek, CRPS®

Bank of America Merrill Lynch

Kenneth Pardue
Wells Fargo Advisors

Patrick J. Rieck, CRPS®, QPA, QKA,  
     QPFC, AIF®

Morgan Stanley

Sharon L. Schmid, QPFC®

Robert W. Baird & Co.

Rick Shoff, AIF®

CAPTRUST Financial Advisors 

Brian Tavano, AIF®, PRP®

RBC Wealth Management

Paul B. Welykoridko
UBS Financial Services, Inc.

Geoffrey R. White, AIF®, PPC, PRP®

LPL Financial Retirement Partners

Members at-large

Trisha Brambley
Retirement Playbook, Inc.

Sheri Fitts
ShoeFitts Marketing

Amy Glynn
Pension Resource Institute

Brian Tavano, Steve Dimitriou Pat Rieck

Sharon Schmid
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1 Mr Dimitriou and Mayflower Advisors offer securities 
through Wells Fargo Advisors Financial Network, LLC.

2 Mr. Gouldin offers advisory services through Gouldin 
& McCarthy, LLC, a registered investment adviser.  
Securities are offered through Comprehensive Asset 
Management and Servicing, Inc., a registered broker-
dealer and member of FINRA/SIPC/MSRB.

3  Mr. Gredys and Kidder Advisers offer securities 
through LPL Financial, member FINRA/SIPC, and 
investment advice through Kidder Advisers, LLC, a 
Registered Investment Advisor and separate entity 
from LPL Financial.

4  Mr. Hilbrant and 401(k) Advisors, LLC offer securities 
through LPL Financial, member FINRA/SIPC, and 
investment advice through Independent Financial 
Partners (IFP), a Registered Investment Advisor and 
separate entity from LPL Financial.

5  Mr. McLaughlin and The Kelliher Corbett Group offer 
securities through Morgan Stanley Smith Barney, LLC.

6  Mr. Robison and White Oak Advisors offer securities 
through NFP Securities, Inc.
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7  Mr. Worrell offers securities & investment advisory 
services solely through NFP Securities, Inc. Member, 
FINRA/SIPC. NFP Securities, Inc. is not affiliated with 
GPS Investment Advisors or 401(k) Advisors. GPS 
Investment Advisors is not an affiliated company of 
401(k) Advisors. 401(k) Advisors offers securities 
through Financial Telesis, Inc. and investment advisory 
services through 401(k) Advisors. Financial Telesis, 
Inc. is not an affiliate of 401(k) Advisors.

8  Nominations were accepted by PLANSPONSOR 
Magazine, which then culled the field to 5 candidates. 
The winner was selected by a panel of judges based 
on criteria developed by PLANSPONSOR about 
the plans serviced, independent confirmation of 
information by plan clients, and the judges’ overall 
impression of the advisor. This award is not predictive 
of the advisor’s future performance or indicative of any 
individual client experience, which may vary.

This annual report has been prepared by EACH Enter-
prise, LLC for the Retirement Advisor Council. Nothing 
contained herein should be construed as (i) an offer to 
sell or solicitation of an offer to buy any security or (ii)) 
a recommendation as to the advisability of investing in, 
purchasing or selling any security. Any opinion expressed 
herein reflects our judgment and is subject to change 
without notice. 
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Marcy Supovitz

Tim Black

Marcy Supovitiz, Denise Diana, Josh Dietch

Pat Rieck, Jim O’Shaughnessy, Tim BlackJoe McLaughlin
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