
that outlines the main areas of focus for anyone acting as a fiduciary.  

BEING A 
FIDUCIARY: 
What it Really Means

FEES 
REVIEW

Over the past decade, more than 
75 lawsuits have been commenced 
alleging claims of “excessive fees” 
with regards to defined contribution 
retirement plans. 1  

3 QUESTIONS TO ASK YOURSELF 
ABOUT FEE REASONABLENESS:

1. Have I received and evaluated 
compensation disclosures?

2. Do the fees I pay deliver the 
value I expect?

3. Have I compared fees with 
other service providers? 

Let’s walk through a 7 POINT CHECKLIST

1

1.  Groom Law Group. “Excessive Fee Litigation.” October 2016.
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INVESTMENT 
ANALYSIS:

The process of selecting investment 
options to meet the unique needs of 
your participants is vital.

Establishing an investment policy 
statement (IPS), with the help of 
your advisor, is one way fiduciaries 
can outline the plan’s investment-
related decision-making process. 
Although an IPS can vary greatly 
from plan to plan, there are typical 
items an IPS may address, such as:

Defining the plan’s investment objectives.

Defining the roles of those responsible for 
the plan’s investments.

Describing the criteria and procedures for 
selecting investment options.

Describing ways to address investment 
options that fail to satisfy established 
objectives.

Providing diversification guidelines within 
investment vehicles

2

EMPLOYEE 
EDUCATION:

There are many things plan 
sponsors can do to help educate 
and provide useful tools to 
employees. You may consider: 

One fiduciary management tool for 
your employee education program 
is an education policy statement 
(EPS). An EPS builds on the 
example set by the ERISA-required 
IPS. An EPS can help you: Holding enrollment workshops.

Offering simple investment 
education on topics related to the 
economy and investing 

Establishing an ongoing outreach 
campaign to keep the benefits of 
your retirement plan top-of-mind. 

Define

Document

Benchmark your 
education initiatives. 

3
(NOT A COMPLETE LIST.) 

SERVICE 
PROVIDER 
SELECTION 
AND 
REVIEW: 

An important aspect of fiduciary 
responsibility is conducting periodic 
reviews of your retirement plan 
provider, third party administrator or 
TPA, and even your financial advisor. 
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PLAN 
DESIGN:

Your goal as a fiduciary is to make 
your retirement plan successful, 
proper plan design is key. Your 
plan design should aim to do 
three things; 1) improve financial 
wellness, 2) increase contribution 
rates, and 3) increase plan 
participation. 

What eligibility requirement is 
appropriate for your company?

What should your matching 
contribution be to boost participation?

Should you consider auto enrollment?

What vesting schedule will meet your 
turnover or retention needs? 

A FEW THINGS TO CONSIDER WHEN 
ESTABLISHING YOUR PLAN DESIGN ARE:

(NOT A COMPLETE LIST.) 
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DOCUMENT 
DOCUMENT 
DOCUMENT

One critical component of fiduciary 
responsibility is documentation. 
We’ve talked about documenting 
your investment selection process 
and employee education program 
through an IPS and EPS, but 
there are other items you should 
document as well. 

Service agreements.

Plan documents such as, adoption 
agreements and plan and trust 
agreements.

Any plan amendments and others. 

THESE INCLUDE:7

ONGOING 
FIDUCIARY 
REVIEW

After your plan has been established, 
it’s imperative to focus time on 
keeping your plan in compliance and 
in line with your original objectives. 
This requires thoughtful, regular 
review of your plan. This typically 
takes the form of an annual due 
diligence review. 

The purpose of your retirement plan.

A review of or changes to fiduciaries.

Plan provisions and determine if any 
need revision.

Review of your IPS and discuss any 
investment replacements.

Employee communications.

JUST SOME OF THE THINGS YOU SHOULD 
DISCUSS AT YOUR ANNUAL MEETING ARE:

6

(NOT A COMPLETE LIST.) 
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Investment advisory services are offered by Financial Management 
Network, Inc. (“FMN”) and securities offered through FMN Capital 
Corporation, (“FMNCC”), member FINRA & SIPC.

At Financial Management Network, our goal is to work with plan sponsor 
clients to help reduce fiduciary risk and assist their employees in reaching a 
meaningful retirement. We partner with employers to explain the company benefits of financially healthy 

employees.  Many employees look to their employers for guidance on savings levels, so we work to understand your employee 

population, plan design options, and organizations goals;  we are dedicated to providing superior service and quality financial 

advice.

Call for more information on our retirement plan services and how we strive to reduce employer fiduciary risk, while working to 

increase financial wellness and retirement outcomes.  

CURTIS S. FARRELL CFP AIF
  949.455.0300 x222 
  cfarrell@fmncc.com
  26041 Acero 
     Mission Viejo, CA. 92691

The “Top 100 Retirement Plan Advisers, 2015 & 2016” 
list by PLANADVISER Magazine recognizes individuals, 
teams, and multi-office teams according to quantitative 
measures, including the dollar value of qualified plan 
assets under advisement as well as the number of plans 
under advisement. Nominations were solicited online 
from retirement plan advisers, their employers and/or 
broker/dealers, and plan sponsors, as well as from working 
partners of these advisers, including investment vendors, 
accountants and attorneys, and pension administrators.
The Financial Times 401 Top Retirement Plan Advisors is 
an independent listing produced by the Financial Times 
(September 2016). The FT 401 is based on data gathered 
from financial advisors, regulatory disclosures, and the 
FT’s research. The listing reflects each advisor’s status 
in seven primary areas, including DC plan assets under 
management, growth in DC plan business, specialization in 
DC plan business, and other factors. This award does not 
evaluate the quality of services provided to clients and is 
not indicative of this advisor’s future performance. Neither 
the advisors nor their parent firms pay a fee to Financial 
Times in exchange for inclusion in the FT 401.

ARAN SAHAGUN
  949.455.0300 x210 
  asahagun@fmncc.com 

  www.fmncc.com


