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CASE STUDY

An Integrated Approach to a  
Complete Retirement Solution  
 
When a retailer faced ongoing discrimination testing issues with its 401(k) plan, 
Newport Group and its advisor partner proposed a new approach—integrating a non-
qualified deferred compensation plan with its qualified retirement offerings. 

 
Situation 
This retailer with 200 employees was generally pleased 
with the company’s 401(k) plan. But with approximately 
20 highly compensated employees (HCEs), the plan was 
experiencing discrimination testing failures every year. 
The company turned to Newport Group and its advisor 
partner for help. 
 

Solution 
Newport Group and its advisor partner recommended 
integrating a non-qualified deferred compensation plan 
with the client’s current 401(k) plan. This approach was 
designed to resolve the discrimination testing issue and 
offer HCEs an additional retirement savings opportunity. 
 

Outcome 
Approximately 60 percent of HCEs enrolled in the new 
NQDC plan, which offered the same company match as 
the 401(k) plan. These employees reported being happy 
with having an additional vehicle for retirement savings 
and opportunities for in-service distributions. Importantly, 
the inclusion of the integrated NQDC plan successfully 
eliminated the previous discrimination issues the 
company was encountering with its 401(k) plan.  

 

 
Fast Facts 
• Client: Retail  
• Client Since 2013 
• Plan Type: Integrated NQDC/401(k) 
• 401(k) 
• Plan assets: $25 million 
• Plan Eligibles: 200 
• Plan Participants:170 

• NQDC 
• Plan assets: $1 million 
• Plan Eligibles: 20 
• Plan Participants: 12 

 
How We Helped the Client  
• Resolved discrimination testing issues 
• Provided additional savings 

opportunity for key employees 
• Offered low-cost solution  

 
How We Helped our Advisor 
Partner  
• Competitive solution for the client 
• Increased assets under management 
• Further solidified and deepened client 

relationship   


