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The Numbers Tell 
the Story
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The Numbers Tell The Story

Americans who manage their own finances with 
NO help from a professional or online service*75%

17%

* CNBC and Acorns “Invest In You Savings Survey,” April 2019
** Transamerica Center for Retirement Studies, June 2018

Use a financial advisor and reap the benefits of 
your professional advice which studies have 
shown add 1.5% to 4% in returns*  

Provided an estimate of retirement savings and 
“guessed” the amount they needed**4 in 10
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Snapshot of Managed Account Usage

66% of large market plans offer 
professionally managed accounts

Source:  2019 Trends and Experience in Defined Contribution Plans, Alight 

27% of plans with $1-5M in assets offer 
professionally managed accounts

Source:  2020 PLANADVISER Micro Plan Survey, February 12, 2020

20% of plans with <$1M in assets offer 
professionally managed accounts

Source:  2020 PLANADVISER Micro Plan Survey, February 12, 2020

31%
Source:  2020 PLANADVISER Micro Plan Survey, February 12, 2020

of all plans offer professionally 
managed accounts
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One more question…
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Managed Account Basics

Matt Meyer Steve Schreiber
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What is a Managed Account?
• In a managed account, a professional investment advisor oversees an investment and 

savings strategy in a participant’s retirement plan, all according to the participant’s 
unique objectives and personal circumstances

• From the participant’s standpoint, a managed account removes the guesswork
associated with which investments to pick, how much to save, and when to retire.

1
Your Circumstances and 
Needs Form the Strategy

The service gathers data 
from your retirement plan, 
as well as information that 

you provide, to help 
you determine your 

retirement goal.

2
Your Personalized 
Strategy is Created

The service creates a 
personalized saving and 

investment strategy for your 
retirement plan to help you 

reach your goal.

3
Your Strategy is 

Implemented and 
Managed For You

When you subscribe, your 
strategy  is automatically put 
in place.  And for as long as 

you are subscribed, the 
service continues to manage 

your strategy.
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A History of Success

• 1st introduced in 
DC plans over 20 
years ago

• Managed accounts 
have proven their 
worth, particularly 
in larger plans

99% of employers 
ranked managed accounts as 
effective

Source:  2019 Trends and Experience in Defined Contribution Plans, Alight 

66%
of large market plans offer 
professionally managed accounts

Source:  2019 Trends and Experience in Defined Contribution Plans, Alight 

The percentage of sponsors that are 
somewhat or very satisfied with 
managed accounts

Source:  2020 Defined Contribution Trends Survey, Callan Institute 

94%



12FOR INSTITUTIONAL USE ONLY. NOT FOR USE WITH THE PUBLIC.

And a Need to Evolve

• 3rd Parties with no relationship to advisor, sponsor, or participants

• Expensive fees on top of high fund fees often with minimums

• Not used as the plan’s QDIA

• Investment diversification solution only

• Minimal integration with participant recordkeeping experiences

• Lack of participant adoption programs

THE ‘OLD’ MANAGED ACCOUNT service
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Newport’s New Managed 
Account Service
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How It’s Different

Our new Managed Account service was built with your business in mind:

• Incorporates your business model as the plan’s advisor 

• Low cost

• Functions as the plan’s QDIA

• Full savings, investment and retirement strategy

• Fully integrated with recordkeeping system

• Supported by strong participant communications programs
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Newport’s New Managed Account Service
• Data about participant and plan is provided via recordkeeping platform

• The participant can enter additional personal information to further customize 
the experience

• The service uses the information to create a personalized strategy that includes: 
• Projection of future retirement income needs and any gap

• A savings rate recommendation to help close any gap.

• A retirement age recommendation to help close any gap

• An asset allocation recommendation based on assets in the plan’s investment menu to help 
close any gap

• When participants subscribe for a small monthly fee, the service automatically 
implements their personalized strategy and manages their investments on a go-
forward basis.
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Benefits for Plan Sponsors
• Works with plan’s existing investment menu 

• Turnkey and easy to introduce

• Qualifies as a QDIA

• Three subscription choices
• Opt-in
• Auto-enrollment of new employees
• Mapping of investment elections at conversion

• Participant interactions are fully integrated with 
recordkeeping system

• Deferral guidance likely increases employee 
contributions which may reduce overall investment 
costs for the plan

• Full suite of participant support services (e.g., phone 
center, email campaigns and meeting services from 
Newport or the plan’s advisor)

Source:  The Impact of Managed Accounts on 
Participant Savings and Investment Decisions, 
Morningstar Research, January 22, 2019.

Did you know that 
employees who aren’t 
on track for retirement 
have increased their 
savings rates by an 

average of 33% in a 
managed account?
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Benefits for Plan Participants

• Easy way to manage retirement planning with 
varying levels of personalization through a  free, 
personalized retirement planning tool

• Access to “Do It For Me” professional investment 
management at a reasonable cost 

• Access to support from advisors like you

• Ability to unsubscribe at any time without 
penalty

• Participants in managed account programs have 
been shown to have better outcomes and have 
been shown to stay on track in terms of their 
investment and saving strategy

Did you know that 
employees who 
aren’t on track for 
retirement have 
increased their 
projected retirement 
income by 15-21% 
net of fees in a 
managed account?

*Source: The Impact of Managed Accounts on Participant Savings and 
Investment Decisions, Morningstar Research, January 22, 2019.
± 33% average savings increase when using a managed account
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Benefits for Advisors
Our service was built with your business in mind:

• No need to change existing plan menus

• No disruption to 3(38), 3(21) or investment consulting relationship

• Compensation for supporting participants in certain business models

• Built-in billing and payment automation

• Tools for due diligence and monitoring of program

• Flexible participant contact and support services that allow you freedom to structure 
participant support to meet your business needs

• Opportunity to engage with participants holistically

• Scale to offer advice for all participants while allowing you to focus on participants that 
require specialized assistance (i.e. larger balance, outside assets, planning clients, etc.)
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Benefits for Advisors
Newport offers multiple options to fit your business needs and 
preferences, and you can choose whether you wish to be compensated 
as part of the service.

And we have more options if your firm chooses to become the service’s 3(38) fiduciary, 
taking over some or all of the functions Newport performs.

OPTION 1
Newport Turnkey Service

Newport performs all services as the 3(38) fiduciary for the service.

OPTION 2
Advisor Compensated 
Participant Support

Newport services as the 3(38) fiduciary for the service with you as the 
plan’s advisor being compensated for participant enrollment and 
education support services.

OPTION 3
Semi-Custom Service

Your firm serves as the 3(38) fiduciary for the service with Newport 
fulfilling some fiduciary functions as your sub-advisor.  Newport also 
supports the managed account platform, and performs certain 
participant support services.
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Newport’s Managed 
Account Service
How It Works – The Participant Experience
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The Participant Experience
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The Participant Experience
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The Participant Experience
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The Participant Experience
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The Participant Experience
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The Participant Experience
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Newport’s Managed 
Account Service
Options for Implementation
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Options for Implementation

An additional option in the plan’s investment menu

Qualified Default Investment Alternative (QDIA) when 
participants don’t make an election or are automatically 
enrolled as a new hire

QDIA when mapping participant balances when plan 
converts to Newport for recordkeeping

1
2
3
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Benefits of Managed Accounts as a QDIA

QDIA Features Risk-based 
Portfolios

Target Date 
Funds

Managed 
Accounts

DOL Compliant QDIA   

Risk Sensitive  

Investment Horizon Responsive  

Systematic De-Risking  

Health, Income, and Marital Status 
Considerations 

Deferral Balance and Retirement 
Income Modeling 

Outside Account Integration 

Other Income Sources Considered 

Only managed accounts are dynamic and responsive to changing participant 
situations, with outcomes improving as participants become more engaged!
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Newport’s Managed 
Account Service
Advisor Success Stories

Ken Weida Dale Essenmacher
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Key Take-Aways from Advisors

• Because Newport does not have any proprietary or preferred 
investments, our Managed Account service keeps your investment 
relationship, menu and structure in place
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Key Take-Aways from Advisors

• Because Newport does not have any proprietary or preferred 
investments, our Managed Account service keeps your investment 
relationship, menu and structure in place 

• Allows you to provide advice to all participants, and still focus your 
personal attention on target participants
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Key Take-Aways from Advisors

• Because Newport does not have any proprietary or preferred  
investments, our Managed Account service keeps your investment 
relationship, menu and structure in place

• Allows you to provide advice to all participants, and still focus your 
personal attention on target participants

• Sign up for a personal demo and discussion on how managed 
accounts can work for you and can help you differentiate your 
services
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Questions?

Interested in a demo? 
Let us know during the survey at 
the end of today’s webinar.
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Thank You!

Notice of Confidentiality and Disclosure

The attached material was prepared by Newport. The format and substance of the material contained in this report were developed by and 
constitute the confidential work product of Newport. This report is provided solely for the use of the recipient and any other use, dissemination 
or distribution of such, including dissemination or distribution to outside consultants or advisors, without the prior written consent of Newport is 
prohibited.

© Newport Group, Inc. 2020. All rights reserved. 

Newport Group, Inc. and its affiliates provide recordkeeping, plan administration, trust and custody, consulting, fiduciary consulting, insurance 
and brokerage services. 

Newport and its affiliates do not provide tax, legal or accounting advice. This material has been prepared for informational purposes only, and is 
not intended to provide, and should not be relied on for, tax, legal or accounting advice. You should consult your own tax, legal and accounting 
advisors before making any decisions.

The Managed Account service is a web-enabled financial advisory service offered to retirement plan participant accounts including employer-
sponsored defined contribution accounts (401(k), 457, 403(b), and other participant directed plans). The service offered by Newport Group 
Consulting, LLC, a registered investment adviser and wholly owned subsidiary of Newport Group, Inc., allows plan participants to develop a 
strategy to help them reach investing and retirement goals by offering a personalized plan for saving and investing, forecasts for retirement 
income and wealth, and the creation and management of model portfolios using the designated investment alternatives offered in the employer-
sponsored defined contribution plan. Please refer to the Newport Group Consulting, LLC Managed Account ADV Part 2 for detailed information 
regarding the Managed Account service and associated fees. The ADV Part 2 is available at newportgroup.com and www.iard.com.

http://www.newportgroup.com/
http://www.iard.com/
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