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Plan sponsors look to specialist advisors
for retirement plan assistance

The challenging world of retirement plans is characterized
by constantly evolving regulations, investment changes
and market swings, among many other influences.
Retirement plan sponsors of all sizes frequently rely on
others for assistance with the administration of their
retirement plans. The delineation between a traditional
investment consultant and a specialized retirement plan
advisor is blurring, meaning there are a number of people
and firms that can provide the professional guidance many
plan sponsors may require. PLANSPONSOR recently
spoke with Marc Brookman, managing director and head
of Graystone Consulting, a business of Morgan Stanley
Smith Barney that provides investment consulting services
to institutional clients, and Ed O’Connor, managing director
and head of Retirement Services at Morgan Stanley Smith
Barney, to discuss what plan sponsors should look for
when evaluating the services of a financial advisor, and
what value a financial advisor can add.

PS: Why should plan sponsors hire a financial advisor
who is a defined contribution plan specialist?

O’Connor: As we know, the defined contribution system is
rapidly becoming the main vehicle that American workers
depend on to help fund their future retirement security.
That has led to a significant amount of changes in the
industry, including many from a regulatory standpoint.
As a result, | think it is more important than ever to have
a financial advisor who is a specialist in this field to help
guide employers and plan sponsors.

The financial advisor who is a specialist—for instance, a
Corporate Retirement Director or a Graystone Consulting
team member—has chosen this as his profession, and as
a result, he needs (and wants) to be on top of the latest
regulatory changes, the latest and best practices, and he
can share that value with the plan sponsor.

Brookman: I think having a specialized financial advisor for
your plan provides the plan sponsor with an experienced
professional to consult about plan issues. That financial
advisor is someone who can open doors, provide unbiased
advice and can really show the plan sponsor all potential
options for their plan.

PS: When looking to hire a retirement plan specialist
advisor, what questions should the plan sponsor ask
that individual or firm?

O’Connor: | think, upfront, youre going to reach out
and try to assess two main things: the credentials of the
financial advisor and the resources he brings to your
plan. Clearly, in addition to formal designations such as
a Chartered Retirement Plans Specialist™™ (CRPS®) or
Chartered Financial Analyst (CFA) designation, you want
to ask what experience that prospective financial advisor
has, and what his references are. | think that last part is
very important. | would focus on the types of retirement
plans he services, whether they are of similar size and
perhaps similar industries that face similar challenges.
Ask him to give real examples of how he helped other plan
sponsors. So credentials and experience are number one.
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The second question, | believe, is about the resources
available: How often will he or she be focused on your
plan, and how big is his or her team?

A team can come in several shapes and sizes. There’s
the very specific team: the financial advisor’s local team.
You should find out who is on that team, their credentials,
what will they be doing and what the lead financial advisor
will be doing.

But, a financial advisor’s team also includes the expertise
in the home office. What amount of resources and
experience can the local team draw upon?

In the Retirement Services group at Morgan Stanley Smith
Barney, we have 13 people dedicated to the defined
contribution market. Their job is to make sure we stay very
competitive in regard to what the firm offers plan sponsors.
That manifests itself in products, tools and knowledge. But
my team is just the beginning.

Brookman: | agree, you want to talk about resources, and
it’s not just Ed’s team or my team at Morgan Stanley Smith
Barney, for example—it’s our legal teams who are focused
on ERISA, it’'s our compliance teams, it's our risk teams.
It’s a highly regulated industry, but we have an extra layer
of resources to help address that. Having this level of
resources should help plan sponsors sleep at night and
feel confident that we always have their best interests in
mind. Resources really do matter. It’s not just about any
one component; rather, it’s the ability to put all of these
things together in a single relationship, which will allow the
plan sponsor to feel very comfortable.

It is also important to ask what the financial advisor’s
retirement plan focus is. Asset sizes matter; certain types
of companies matter. | think it’s critical that it’s not a new

experience for your defined contribution plan specialist.
For example, you want to avoid a situation where it is the
financial advisor’s first time in a particular market, where
he is “learning on the fly.” The financial advisor should
have the experience in place that can be readily applied to
the specific opportunity with which he is presented.

PS: Do financial advisors have different service models
based on the size of the retirement plan?

O’Connor: | think we all have a tendency to use the assets
in a retirement plan to segment our services. That said,
one of the key issues is actually the amount of resources
that an employer or plan sponsor is going to bring to the
table. How much will be insourced, versus how much the
employer wants to outsource?

A very large employer that has a human resources
department, and perhaps even a department focused
on employee benefits or retirement services, will choose
certain things it prefers to do in-house rather than
outsourcing to a service provider. At this level, the plan
sponsor looks to the financial advisor to act as a consultant,
and this may include advising on the appropriate level of
insourcing/outsourcing.

Obviously, smaller-sized employers may have fewer
resources and, therefore, less flexibility, in that regard. In this
case, they may seek a financial advisor to help them with all
aspects of the plan, including selecting and managing the
service providers and delivering participant education.

Certain financial advisors focus on different ends of this
service spectrum. That is why during the hiring process
it is important to ask for references and examples of how
they may have helped other clients. From that, you will
have a better idea if the fit is right for your plan.
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“Certain financial advisors focus on different ends of this
service spectrum. That is why during the hiring process
it is important to ask for references and examples of
how they may have helped other clients.” —oconnor

At Morgan Stanley Smith Barney, we have financial
advisors that fit the bill across this entire spectrum.

PS: One thing that continues to be of interest for plan
sponsors looking for assistance is help with their
fiduciary responsibilities. How has Morgan Stanley
Smith Barney approached this?

Brookman: At Morgan Stanley Smith Barney, we take our
fiduciary responsibilities extremely seriously.

Things like “co-fiduciary” and “fiduciary responsibility”—
they aren’t just words. They really mean something, and
it’s in the tough times that they’re going to be more of a
differentiator. So you can't just jump into it, and | think
that’s one of the things plan sponsors really need to ask
themselves: Are all firms that offer fiduciary services
equal? What does that really mean at the end of the day?
The situation in which you most need a financial advisor
and a firm with knowledge, experience and resources is
the situation in which something didn’t go perfectly.

While we might not always be the first to market with things,
we are very focused on doing the right thing for our clients,
including plan sponsors, and making sure that we deliver
what they want, because we do take it very seriously and
it does mean a lot.

O’Connor: In this area, actually, many of our financial
advisors were waiting for the home office to “catch up.” For
example, the Graystone Consulting teams have, for years,
been acting as fiduciaries for foundations, defined benefit
plans and other institutional pools of money. Graystone
Consulting saw defined contribution plan clients wanted
the same type of service, they were clearly prepared to go
there, and they helped us in the home office to elevate our
game in this space. It was, in many ways, a collaborative
experience.

For the reasons Marc outlined, it's true we took our time
getting there, but now we believe we have it right and it’s
a great offering.

PS: Let’s talk about investments, if we can. How can a
financial advisor help plan sponsors navigate defined
contribution plan investment selection and portfolio
construction?

Brookman: | think many plan sponsors just think, “I'm
going to go pick the best performing funds, that’s going to

be part of my lineup.” However, there are three components
that really make up your return: asset allocation, overall
manager research and portfolio construction.

You've got to make sure that all three of those components
are truly covered. | think, when you look at all of these
components, not all firms are created equal. It's very
important for plan sponsors to look at the resources
behind these three components. In our case, Morgan
Stanley Smith Barney’s Global Investment Committee has
18 people that drive our asset allocation; our investment
advisor research team has more than 20 manager research
analysts, and both groups have numerous support
personnel. We also have alternative strategiesresearch,
which is not a critical component of defined contribution
plans today, but with the advent of a lot of these new
exchange-traded fund (ETF) and mutual-fund alternative
products, it is something that sponsors are evaluating.

Then the last issue is how these individual investment
products fit together in the appropriate way to drive
returns with a reduced level of risk. It’s a decision to be
much more efficient and effective in your overall portfolio
construction rather than just indiscriminately putting a
bunch of investments together. When plan sponsors really
start looking at those three return components, not all
firms may have very robust capabilities compared to the
offerings of a firm like Morgan Stanley Smith Barney.

PS: What are retirement plan advisors doing to help
participants shifttheirfocus fromanassetaccumulation
phase retirement income—in other words, a focus on
turning their savings into a monthly income stream?

O’Connor: As | mentioned in the very beginning, defined
contribution plans are becoming the main vehicle for
retirement security in the United States. This, along with
an aging work force, makes delivering retirement income
solutions within defined contribution plans of paramount
importance.

Our firm has been helping individuals for decades
transition to—and manage their income during—their
retirement years. So we bring a lot of experience to this
area. First, we can convey these concepts to individuals
in a way they understand and which resonates with them.
Second, we can reinforce for participants the importance
of discipline—of staying focused and not overreacting
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“Things like ‘co-fiduciary’ and ‘fiduciary responsibility’—
they aren’t just words. They really mean something,
and it’s in the tough times that they’re going to be more

Of a differentiator.” —Brookman

to market events. And last, but not least, we have the
resources to bring very competitive retirement income
management solutions to the table.

On that last point, there are a couple of ways of addressing
retirement income issues within a defined contribution
plan. One example is to help a plan sponsor find
appropriate income-guaranteed strategies to include in
their investment selection. | do think that is going to be
a growing share of defined contribution plan assets over
time. So | would advise a plan sponsor to keep up-to-date
on the latest innovations and the regulatory and legal
landscape, in that regard. We definitely can help.

Brookman: At Graystone Consulting, all our financial
advisors are on teams comprised of members that
specialize in certain areas, and usually there is a member
of each team that is more focused on the individual client
side versus—for instance—the institutional client. This
member has the ability to sit down with participants and,
even apart from their individual defined contribution plan
account, really help to construct investment portfolios for
today and for retirement.

To Ed’s point, the beauty of a firm like ours is we've got
resources and financial advisors all over the country. So,
even if it’s a plan sponsor that has 25 locations throughout
the United States, we, as an organization, have people all
over the country who can help. We do a lot of split business,
we partner together. So we always have local representation
wherever we are so that we can sit down, either from the
corporate side or from the individual-participant side, to
help the clients figure out where they need to go.

PS: Let’s talk about some other niche markets that
plan sponsors might need help with—namely 403(b)
and nonqualified deferred compensation. What
kind of assistance can these plan sponsors look for,
specifically?

Brookman: Again, | think the key is about specialization,
and having a financial advisor who is experienced,
specifically in some unique areas of the market, including
403(b) plans. Graystone Consulting has a couple of teams
that really focus in the 403(b) area and have some very
significant business.

Given that we have the ability to work with many defined
contribution plan providers, whether it's an insurance
company, a money manager or others, there are certain
organizations and financial advisors that are better built to
handle a 403(b) than a 401(k) plan.

O’Connor: The good news about working with a financial
advisor at Morgan Stanley Smith Barney is he can bring you
professionals in other fields that can present other types of
ideas and solutions. One example is nonqualified deferred
compensation programs. In a particular company, you
may have high-paid individuals that are not able to save
enough within the qualified plan. Nonqualified deferred
compensation can be an answer.

So, in addition to getting a defined contribution plan
specialist, your financial advisor can also help you
become aware of other ways of addressing a whole host
of challenges. Great financial advisors don’t just provide
answers. They also pose great questions.

Tax laws are complex and subject to change. Morgan Stanley Smith Barney LLC, its affiliates and Morgan Stanley Smith Barney
financial advisors do not provide tax or legal advice and are not “fiduciaries” (under ERISA, the Internal Revenue Code or
otherwise) with respect to the services or activities described herein except as otherwise agreed to in writing by Morgan Stanley
Smith Barney. This material was not intended or written to be used for the purpose of avoiding tax penalties that may be imposed
on the taxpayer. Individuals are urged to consult their tax or legal advisors before establishing a retirement plan and to understand
the tax, ERISA and related consequences of any investments made under such plan.
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Tallored Retirement
Plan Solutions

As an industry leader in investment advisory and corporate retirement services, Morgan Stanley Smith Barney, including
its Graystone Consulting teams, knows that plan sponsors are being confronted with unprecedented change and
complexity when it comes to achieving their unique retirement plan goals and objectives. That is why it is important

that they work with an experienced Financial Advisor.

Our firm is pleased to recognize the following individuals who have earned either the Corporate Retirement Director
or Institutional Consulting Director designation. They have been carefully selected and trained according to what
we believe is the highest standard in the industry. Located throughout the country, our Corporate Retirement and

Institutional Consulting Directors have a wide breadth of resources to offer corporate clients.

Please use the Financial Advisor Locator at www.morganstanleysmithbarney.com to locate a Financial Advisor in your

area who can help you tailor solutions to meet your specific retirement plan needs.

Tax laws are complex and subject to change. Morgan Stanley Smith Barney LLC, its affiliates and Morgan Stanley Smith Barney
Financial Advisors do not provide tax or legal advice and are not “fiduciaries” (under ERISA, the Internal Revenue Code or
otherwise) with respect to the services or activities described herein except as otherwise agreed to in writing by Morgan Stanley
Smith Barney. This material was not intended or written to be used for the purpose of avoiding tax penalties that may be imposed
on the taxpayer. Individuals are urged to consult their tax or legal advisors before establishing a retirement plan and to understand
the tax, ERISA and related consequences of any investments made under such plan.

© 2012 Morgan Stanley Smith Barney LLC, member SIPC.
Graystone Consulting is a business of Morgan Stanley Smith Barney LLC.




Corporate Retirement and Institutional Consulting Directors at Morgan Stanley Smith Barney

Central States

John Abeyta, San Antonio, TX
Michael Arthur, Cincinnati, OH
Gary Bartak, Wichita, KS

Sanjay Beach, Westlake, OH
Michael Beers, Columbus, OH
Thomas (Chris) Bidwell, Centerville, OH
Judy Lynne Bunch, Houston, TX
Michael Ciesemier, Chicago, IL
Cindy Cogins, Cincinnati, OH
Jeffrey Collins, Fargo, ND

Jamie Constantine, Des Moines, |A
George Cook, Barrington, IL

Mark Digman, St. Louis, MO
Robert Dion, Chicago, IL

Craig Dobbs, Indianapolis, IN
Patrick Donnelly, Peorio, IL
Edward Dunphy, Oak Brook, IL
Brian Edwards, Columbus, OH
Larry Ekstrom, Barrington, IL
Steven Esposito, Riverwoods, IL
James Evans, Davenport, IA

Lisa Gibson, Houston, TX

John Granger, Houston, TX

Chad Gruett, Appleton, WI

Jason Haines, Canton, OH

Todd Hart, Sheboygan, WI

William Hendrix, Wichita, KS
Michael Hull, Madison, WI

James Hunt, Chicago, IL

Edward Johnson, Minneapolis, MN
Thomas Kahle, Columbus, OH
Christopher Kelly, Chicago, IL
Kelly Kelp, Cincinnati, OH

Scott Krantz, Glenview, IL

Bruce Lanser, Milwaukee, W
John Ledford, Dallas, TX

Edmund Martinez, Houston, TX
Barry Martzahl, Green Bay, WI
Craig Massey, Houston, TX
Joseph Matis, Indianapolis, IN
Dean McCall, Duluth, MN
Rebecca McCormick, Green Bay, WI
Tom McShane, Chicago, IL

Aaron Mechling, Toledo, OH

Louis Meyer, Kenwood, OH

Edgar Mooney, Mequon, WI

Paul Murray, Riverwoods, IL
Norm Nabhan, Houston, TX

Paul Notermann, Bloomington, MN
William O'Brien, Oak Brook, IL
Thomas Parks, Milwaukee, WI
Carol Passalaqua, Deerfield, IL
Daniel Peluse, Lisle, IL

Mark Ratay, Lisle, IL

James Rivard, Birmingham, Ml
Thomas Robertson, Columbus, OH
Robert Roenitz, Milwaukee, WI
Joe Sammons, San Antonio, TX
Michael Schmidt, Houston, TX
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Samuel Sesto, Orland Park, IL

Phil Shaffer, Columbus, OH

Charles Snyder, Hudson, OH

George Stanley, Evansville, IN

Keith Swanson, Des Moines, 1A

Bill Talmage, Cincinnati, OH

Mary Tomanek, Deerfield, IL

Samuel Valeo, Oak Brook, IL
Christopher Vordemesche, Cincinnati, OH
Chris Walsh, Grosse Pointe Farms, M|
Richard Wartman, Pewaukee, WI
Todd Washburn, Cincinnati, OH

Troy Winegarner, Minneapolis, MN
Monica Woodward, Houston, TX
John Wright, Omaha, NE

Northeastern States

Jonathan Barnes, Burlington, VT
Arthur Bartholomew, Conshohocken, PA
Richard Breining, Ridgewood, NJ
Kevin Butler, Norwell, MA

Peter Ciovacco, Danvers, MA
James Costello, Garden City, NY
Martin Coyne, Philadelphia, PA
Anthony Cristiano, New York, NY
John Decker, Hartford, CT
Charles Dennis, New York, NY
Jim Detterick, New York, NY
Richard (Keith) Dressel, Paramus, NJ
Christopher Dubie, Burlington, VT
Ned Dubilo, Boston, MA

Joseph Durso, Mount Laurel, NJ
Michael Ferrara, Westport, CT
Marc Fischer, Rochester, NY

Paul Fitzsimmons, Stamford, CT
Kevin Foord, Ridgewood, NJ
William Forte, West Hartford, CT
Charles Friedlander, Garden City, NY
Todd Gutkin, New York, NY
Aaron Hagwood, Wellesley, MA
Al Hammond, Danvers, MA

Jeff H. Herb, Wymossing, PA
Frank Hill, Boston, MA

lan Jones, Buffalo, NY

Peter Jones, Buffalo, NY

Stephen Kelliher, Norwell, MA
Kyle Kennelly, Great Neck, NY
John Lembeck, Shrewsbury, NJ
Daniel Liff, Melville, NY

Joe Lizzio, Garden City, NY

John Longo, New York, NY

Scott Lowman, Mt. Kisco, NY
Michael Malz, Allentown, PA
Vincent Mancuso, Greenwich, CT
Scott McEwan, Boston, MA

Matt McLaughlin, Danvers, MA
Joseph Mclaughlin, Norwell, MA
Marshall Myers, Jenkintown, PA
Scott Myers, Jenkintown, PA
Cynthia Newman, Shrewsbury, NJ
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George Overhiser, Philadelphia, PA
Craig Pastolove, New York, NY
William Peragine, Jericho, NY
Gary Pollick, Ridgewood, NJ
Jonathan Posner, Florham Park, NJ
Linda Rhodes, New York, NY
Brian Riccardi, New York, NY
Alice Rudd, Burlington, VT

Tom Schatzman, Wymossing, PA
Scott Sides, York, PA

David Snetro, New Haven, CT
Elaina Spilove, Philadelphia, PA
Jason Traino, Danvers, MA

John Urda, Pittsburgh, PA

Cliff White, Boston, MA

Bennet White, Norwell, MA
Andrew Wilshinsky, New York, NY
Noel Wolfe, Jenkintown, PA

Eric Zakarin, Short Hills, NJ

Southern States

Mark Altemus, Baltimore, MD
Brett Anthony, Washington, DC
Gabe Aronson, Bethesda, MD
James Bagwell, Orlando, FL
George Bauer, Alexandria, VA
Samuel Brandwein, Boca Raton, FL
Randy Campbell, Nashville, TN
Michael Carelli, Tampa, FL

James Carroll, Fort Lauderdale, FL
Steven Champagne, Knoxville, TN
Kevin Clift, Southlake, TX

Kent Cox, Richmond, VA

Kirk Dehaven, McLean, VA
Melanie Dowell, Jackson, MS
Craig Dunbar, Richmond, VA
Michael Engel, Washington, DC
Thomas Ervin, Annapolis, MD
James Fallon, Peachtree, GA
Craig Flury, Baltimore, MD

Steven Ford, Annapolis, MD

Larry Goldstock, Boca Raton, FL
Andrew Harbour, Atlanta, GA
Susan Harrington, Gaithersburg, MD
Craig Houck, Atlanta, GA

Michael Houser, Annapolis, MD
Esther Houser, Houston, TX
Travis Jacques, Knoxville, TN
Randy Johnston, Birmingham, AL
John Kelsey, Houston, TX

Dennis Carl Lambert, Houston, TX
Brian Lawrence, New Orleans, LA
Charles Lincoln, Little Rock, AR
Mel Locklear, Atlanta, GA
Stephen Lucas, Bethesda, MD
Donald Lucci, Charleston, WV
Brian Malison, Tampa, FL

Randy Mcdonald, Boca Raton, FL
James Meek, Baltimore, MD
Donald Metzger, Washington, DC

Brian Moore, Atlanta, GA

Mark Morgan, Folsom, CA

Lee Morris, Raleigh, NC

John Mott, Houston, TX

Charles Mulfinger, Tampa, FL
Matthew Offen, Washington, DC
Drew Parker, Columbia, TN
James Parr, Orlando, FL

Tom Pryor, Orlando, FL

Hutch Radcliff, Mobile, AL
Steven Robinson, Alpharetta, GA
Adam Rorrer, Bethesda, MD
Robert Scherer, Washington, DC
Richard Schooley, Savannah, GA
Timothy Skelly, Santa Rosa, CA
Jim Stoker, Austin, TX

William Josh Uthe, Raleigh, NC
Tim Wilson, Raleigh, NC

Andy Young, Charlotte, NC

Western States

Peter Bakus, Honolulu, HI

Andrew Basch, Los Angeles, CA
Richard Bratincevic, Pasadena, CA
Bill Campbell, Seattle, WA

Michele Casey, Reno, NV

Kelly Caves, Los Angeles, CA

Mark Chapman, Sacramento, CA
Mark Curtis, Palo Alto, CA

James Diepenbrock, Sacramento, CA
Jeffrey Forster, Santa Barbara, CA
James Gunn, San Jose, CA

Brent Highberger, Lake Oswego, OR
Joris Hitt, La Jolla, CA

Christina Hom, Honolulu, HI

Dana Jackson, Menlo Park, CA
Steve Jackson, Portland, OR

Jeffrey Jensen, Colorado Springs, CO
Carla Koren, Berkeley, CA

Davin Kubo, Honolulu, HI

Rosana Catalina (Cat) Lambertini, Beverly Hills, CA
Paul Marsillo, Scottsdale, AZ

Patrick McKiernan, Los Angeles, CA
Richard Newman, Newport Beach, CA
Anne Nishiura-Seto, Orinda, CA
Michael Roberts, Rancho Bernardo, CA
Rich Romano, Salt Lake City, UT
Gary Roney, Irvine, CA

Freddie Sarno, Las Vegas, NV

Ara Shabanian, Pasadena, CA

David Swanson, Portland, OR
Jeffrey Taggart, San Mateo, CA

Erik Tappin, Carlsbad, CA

Michael Teague, Pleasanton, CA
Scott Thayer, Santa Rosa, CA
Randall Trost, Irvine, CA

Archie Underwood, San Diego, CA
Brannan Vaughan, Menlo Park, CA
Jeffrey Weiler, Lake Oswego, OR
Edward Winslow, Silverdale, WA
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