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Speaker Profiles

Terry Allard, CEBS | Business Development Executive

Terry has extensive knowledge of employee benefits and has been with The Wilson Agency since 1997. She
has been working in the dustry since 1985. Having sp in the industry Terry is
able to bring and developing strategies for the challenges Alaska
businesses face. As a key member of the Business Development team, she Is responsible for initiating new
relationships and specialized in executive compensation strategies and disabilty plans for highly compensated
individuals. She works with both prospects and clients of The Wilson Agency team,

Terry worked at Blue Cross Blue Shield of Alaska for 11 years and gained a thorough understanding of the.
marketing, and underwriting health plans. She attended Anch
Community College and the University of Alaska.

Jeff Albers, CFP®, ChFC®, AIF® | Retirement & Financial Services Director

Jeff heads our Financial Services division. He joined the company in 1995 as Vice President of Financial Services,
where he gained years of realife experience providing both big picture financial strategy as well as individual
wealth management guidance.

Jeffis a graduate of the University of Washington in Business and Finance, he has furthered his expertise with
series 6,62, 65 and 7 securities and investment advisory licenses as well as advanced education through Wharton
Business School, Certfied Financial Planner Board of Standards and The American College. In 2013, Jeff acquired
the Accredited Investment Fiduciary (AIF) designation.
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Not another boring PowerPoint
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Today’s Discussion

QQualified retirement plans
QRetirement Plan Protection
QONon-qualified plans
QOCorporate owned life insurance

QAdditional Disability Benefits AKA IDI

QFill the Gap for Highly Compensated Employees
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What’s your objective?

b |
51@1&'9{

PLANS




WiLson
What's your objective?
QRecruitment il
A St it
URetention =
i - |
dReward / Incentive :

L of
*****

9/20/2018

THE
WILSON

Retirement Crisis

QRoughly 50% of American workers participate in employer plans
QThe average 50 year old has saved $42,797
045% of Americans have saved nothing, including 40% of Baby Boomers

036% of American adults over 65 are completely dependent on S.S.
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Qualified Retirement Plans

ODefined Benefit Plans — Traditional, Cash Balance
Q Defined Contribution Plans - 401(k), 403(b), 457(b)

QHSA — Retirement Plan? Triple Tax Benefit

QQp's Generally Non-Discriminatory, but....




Your strategy is your map
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Qualified Retirement Plans

UTenure based Profit Sharing Formulas
UCross-Tested Profit Sharing Plans
UCash Balance Plans
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What's Changing with Plan Design?
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Plan Design Changes May Help Participants
Become More Engaged

Have you made any of the following plan Changes in the Past two years?
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Using Auto-Solutions May Foster Readiness AgEhey
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Qualified Retirement Plans

Current Trends:
QAuto-Enroliment — Higher starting deferral rates
OAuto-Increase — Higher caps
QOManaged Investments and Managed deferrals
Qshorter Eligibility Periods — Recruitment Advantage
OAge Requirement - Why?
OHardship withdrawal - Optional Changes 1/1/19

Qstudent Loan Repayment Program - 8/17/18 PLR
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Qualified Retirement Plans

What makes a good candidate for a Cash Balance Plan?

Good candidates have one or all of the following characteristics:
<»Owners or partners who desire to contribute significantly more than $55,000 per year.
“+Companies that have demonstrated consistent profit patterns.

“+Companies already contributing 3-4% or more to employees, or are willing to do so.

“Owners or partners over age 40 who desire to “catch-up” on pension savings.
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Retirement

Plan Provide Peace of Mind —
Protection

Protect their Retirement

* Creates unique benefit

* Replace 401k contribution during disability
* Includes employer match

* Not subject to non-discrimination rules

* Flexible & portable

* Insured can direct investments
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Retirement plan with & without interruption LN

RPP can close the savings gap caused by a disability —
with combined assets of $2,862,326
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Non-Qualified Deferred B
Compensation Plans

Once again,
Be clear on your objectives?

- Total Rewards Strategy: Recruiting, Retention, Reward

- Support for Operational Goals
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Goals of a NQDC Plan
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The primary goal of most NQDC plansis to recruit, reward and retain top
executive talent.

NQDC plans are also commonly used to restore benefits lost due to qualified
plan limits and discrimination testing.
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Non-Qualified Deferred
Compensation Plans

Qultimate Flexibility for Incentive/Reward Structure

QISERP - Supplemental Executive Retirement — "Golden Handcuffs"
Q401(k) Mirror or Excess Plans — Employee Deferral
QCombination Plans

Qinsurance Benefits (Pre & Post-Retirement)
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Non-Qualified Deferred
Compensation Plans

Non-Qualified Executive/Manager Bonus/Incentive Plan
Create Incentive for the results you seek:

Q Financial / Operational Goals
o Revenue/Sales, Profit
o Client retention
° Production or Quality metrics

QO Leadership/managerial goals?
o Employee Turnover
o Employee Attitude / Engagement Survey
o Employee 401(k) Participation Rate Increase
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Non-Qualified Deferred
Compensation Plans

Plan Design — With Clear Objectives
UWho shall participate?
QPlan Funding Alternatives

UWho Shall Bear Investment Risk?
o Defined Contribution
o Defined Benefit

UEmployer or Participant Contributions (or Both)?

dPerformance/Incentive-Based
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OParticipant Security
= Family Protection
= Potential Tax Savings

Corporate Owned Life
Insurance (COLI)

QEmployer Protection
= Key-Person Coverage
= Potential Cost Recovery

QSplit $ Plans - IRC Section 409A - Short-term deferral rule
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Individual
Disability
Insurance
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Provide Peace of Mind —
Protect their Income

* Can be layered on top of group plan

* Not subject to non-discrimination rules
« Typically portable

* Some carriers offer options
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Gap Analysis i
LTD PLAN DESIGN - 60% TO $7,000
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Individual Disability Example
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IDI Examples

Medical practice
« Six owner docs, two non-owner docs, 48 total employees
« Group LTD benefit 60% to $6,000
« Layered IDI for the docs only for full 60% income replacement
« Cost was lower than increasing the group plan max & provided more benefit

Financial Institution
* Approximately 125 employees
* Group LTD benefit 60% to $6,000

* BOD instructed management to find ways to create “golden handcuff” for VP
level and above

* Layered IDI to bring to 75% income replacement
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Fill the Gap

The Wilson
Agency

Full suite of benefit servi

=Plan negotiation, review and
placement

=Great customer service

= Compliance support

= AleraHR resource (ThinkHR)
= Nationwide benefits expertise

administration system
if desired

*HR Services, if desired
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Provide Peace of Mind —
Protect their Income & Retirement

Traditional Voluntary

Executive Medical Reimbursement

Creates unique benefit — Employer can design the
plan

Not subject to non-discrimination rules
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INTEGRATED SERVICES
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