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Going Down

A new survey shows a large number of
plan sponsors are demanding, and
getting, lower feas.
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Boots On The Ground
TIAA-CREF TO DOUBLE ADVISOR TEAM

TIAA-CREF plans to double the size of its advisor force this year,

pushing its wealth management team up to about 600 staffers. TR
James Nichols, v.p. of advice strategy, said partidpant demand
prompted the hiring push. TIAA-CREF has grown its Wealth _
Management dient base from 394,000 in 2005 to 495,000 at the '8
end of 2006. The unit advises partidpants holding about

(consinyed on page 11)

HANCOCK AIMS FOR LARGER PLANS

John Hancock Retirement Plan Services is re-engineering its 401(k) services to move up
market. “Historically John Hancock has been a very dominant player in the small and micro
segments of the marketplace... We're beginning to go up market,” said Jim Brockelman,
executive v.p. for national sales.

Hancock, which has nearly $46 billion in assets across 37,000 retirement plans, is in part
responding to advisors and third-party administrators it works with, many of which are
looking to retain plans that have grown out of the small- and micro-market. The mid-

(continued on page 11)

PNC EYES ONE-ON-ONE ADVICE

PNC Insttutional Investments is looking at offering one-on-one advice from advisors at
affiliate PNC Investments to participants in its Vested Interest 401(k) platform, which has
$7 billion in assets.

Bonnie Fawcett, v.p., said the Pension Protection Act’s advice provisions have a large
impact for banking organizations by allowing affiliates of providers to offer advice without
requiring the provider to be paid level fees. The level fee requirement in the PPA was
intended to prevent advisors from having an incentve to steer partidpants into certain

(continued on page 12)

focoecve RIAS ROLL OUT 401(K)S

Registered investment advisors are increasingly teaming with
recordkeepers and third-party administrators to roll cut defined
contribution platforms of their own. RIAs are competing head-to-
head with national providers selling in the small to micro plan market, using the shift to
open architecture to sell their investment expertse.

Frank Bruno, senior v.p. at TruSource, a recordkeeper, has seen growing interest from
advisor firms in the past year, a departure from its usual client base of national fund and
(continued on page 11)

Check www.definedsavingsalert.com during the week for breaking news and updates.



