
Connect, 
Teach, Grow:
The Hidden Business 
Potential of Financial 
Education
You don’t have to advise retirement 
plans to take advantage of 
opportunities with business owners.
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How You Can Help
Many financial professionals shy away from servicing retirement 
plans because they view them as complicated, challenging, 
or not worth the investment of resources. While we don’t 
necessarily agree—more on that later—we do understand 
that not everyone wants to advise plans. However, we believe 
that every financial professional should consider serving plan 
participants. Let us explain.

Most financial professionals have at least one business owner 
in their books. These business owners often have employees to 
whom they provide benefits, including retirement plans. That 
means most financial professionals have someone in their book 
who is directly connected to a larger group of investors who may 
be in need of financial advice. Plan participants—and employees 
who don’t yet participate—are often undereducated about 
investments and finances in general. 

Regardless of whether you service their retirement plan, 
a business owner likely knows their employees would 
likely benefit from more financial education, presenting 
an opportunity for you to step in. Offer to host a workplace 
financial wellness event, where you present on financial and 
investment basics and provide opportunities for one-on-one 
consultation.

By offering to educate and consult with employees, you can 
strengthen your relationship with the business owner while also 
opening the door to new relationships with employees. This 
represents a win for everyone involved:

 � The business owner gets better-educated employees who 
are more empowered to control their financial lives (and 
hopefully happier).

 � The employees get information to help them improve their 
financial situations from someone they know they can trust. 

 � You get to broaden your network, hone your skills, and 
improve your current relationships. In some cases, you may 
even get asked to take over advising the plan.

Sound too good to be true? It almost is. There’s no real reason 
more financial professionals aren’t paying more attention to 
businesses—it’s just not common practice yet. As such, there 
isn’t an abundance of resources telling you how to approach 
the conversation. That’s where we come in. In the following 
white paper, we’ll explain how to reach out to businesses 
and run successful workplace financial wellness events, why 
managing retirement plans can strengthen your approach, and 
how Cetera can support you through the process. Let’s start by 
looking at the current retirement plan landscape.

Broad Application
Although we’re discussing 
this opportunity with 
a focus on business 
owners who already 
have retirement plans, 
you can run a financial 
wellness event at any 
workplace. It may even 
lead the business owner to 
consider a retirement plan 
if they haven’t already.
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For many Americans, an employer’s 401(k) is their 
biggest investment. It’s where they’ve put most of 
their hopes for a comfortable future, but they may not 
understand the mechanisms at work when they make 
contributions. 

In fact, studies show that the average retirement investor 
is undereducated about their investments: 

 � According to MarketWatch, 42% of investors don’t 
know how their assets are allocated in their portfolios, 
and nearly three-quarters (74%) of pre-retirees 
said they should be doing more for their accounts. 
Another 40% of participants said they just don’t know 
how to prepare for retirement.1

 � More than half (56%) of all workers don't know how 
much they'll need to save for retirement.2

Moreover, there’s a gap between benefits offered by 
employers and how employees are taking advantage:

 � In 2019, the average monthly Social Security benefit 
was only $1,461, which comes out to $17,532 per year.3 

 � In 2019 a typical couple in the 56-to-61 age bracket 
without any retirement accounts had just $17,000 
in savings.3

 � Only 64% of private-sector workers who are offered 
retirement savings plans are participating.4

 � About 43% had no workplace savings vehicle of any 
kind in 2019.3

One of the primary drivers of this gap is that financial 
professionals who manage retirement plans haven’t 
spent as much time educating and fostering 
relationships with the plan participants as they could. 
While it’s common practice to schedule consultations 
before and after a presentation of the plan’s benefits, 
there’s a larger opportunity to educate employees on not 
just plan features but also investment basics. 

Rather than just reviewing features of a plan, a financial 
professional could help employees understand how to 
evaluate their financial goals and make decisions that 
help them progress in the right direction. They could 
discuss budgeting and savings strategies, how various 
investments work, when and how to reevaluate your 
allocations, and so on. 

While these concepts may seem basic to you, to many 
average retirement investors, they’re new and valuable. 
Getting help with the basics of investments can help 
people save more and participate more in the retirement 
plan. Even if you’re not the manager of the plan, you 
have the skills to offer this kind of guidance.

Employees Need 
More Help Than 
They’re Getting



Connect, Teach, Grow: The Hidden Business Potential of Financial Education 4

For use with financial professionals only.

How Do You Start?
Before you march up to a business owner and offer to start talking to 
their employees about saving for retirement, it’s best to start by asking 
questions. During an annual review or check-in call with business 
owner clients, ask how they’re feeling about their retirement plans. Are 
employees participating? Do they feel employees are well informed 
about investments? Are they well informed about finances in general? 
Would they be open to an educational presentation for their employees?

Because this is an investment in relationships and overall well-being, it 
should be a pretty easy “sell” to the business owner. Whether your offer 
comprises a half-day seminar, complete with consultation sessions for 
employees, or a short, lunch-hour presentation, any effort will likely 
improve the lives of employees. 

Putting Together 
Your Educational 
Opportunity
Your first step, ideally before you even approach the business owner, is to 
take stock of your available resources and decide how much you’re willing 
to invest in developing these relationships. Depending on the businesses 
in your book and network, you may have varying levels of incentive to 
provide in-depth financial education. For instance, a law office may have 
more employees with long-term relationship potential than a boutique 
gift shop, so you may choose to adjust your time investment accordingly. 

In a setting where you’d benefit from deeper investment, an ideal 
arrangement would be an hour-long presentation, either at the 
beginning of the day or over lunch, followed by 15-minute consultation 
windows that employees could sign up for. During this time, they can ask 
you questions about their own financial situation, and you can consult 
within the bounds of what’s compliant.

Remember, depending on the nature of your relationship with the 
retirement plan, you may be held to the fiduciary standard, so you’ll need 
to be mindful about how you approach these conversations. If you’re 
not the plan’s advisor, you’d be safest to avoid discussing its particulars. 
Rather, you might discuss general savings strategies and broad questions 
about financial matters, which should be easy to stick to within the 
parameters of a 15-minute consultation.
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What Topics Should Your Presentation Cover?
Even knowing the dearth of financial education among 
average investors, it can be tricky to know where to 
position a workplace financial wellness presentation. 
Your goal is to strike a balance between covering high-
level, basic concepts and keeping your information 
useful enough to have value. You also need to be careful 
not to provide investment advice and stay firmly within 
the realm of financial education.

Here are a few topics you might consider addressing:

 � Saving for specific goals, especially college. You 
can educate on savings strategies for nearer-term 
expenses than retirement, such as a down payment 
or child’s education. Many people may not know 
about 529 plans, for example.

 � How to allocate between cash and investments. 
Many investors struggle to determine how much of 
their investable assets should be in the market and 
how much should be tucked away in a cash account. 
While you can’t provide a universal ratio, you can help 
people think through their needs and what a safety 
net might look like.

 � The role insurance can play in a portfolio. Without 
going too in depth or ending up in a sales pitch, 
you can help people understand what it means to 
be underinsured or over-insured and how various 

products work, on a broad level. Many people don’t 
understand what an annuity is, for instance.

 � Credit and debt management. The average 
American’s education about credit, credit scores, and 
debt management is wildly variable, often passed 
from family members who may be misinformed. 
For instance, a common misconception is that not 
paying your entire balance—always carrying a small 
amount from month to month—is important for 
building credit. Employees would likely benefit from 
debunking some of these myths and explaining not 
just how credit is built but also how credit and debt 
affect your financial future.

 � Social Security planning and retirement readiness. 
Many Americans have never heard from a financial 
professional about the cost of retirement or the 
limitations of Social Security. They may also have 
never been taught the impact of when they choose 
to claim Social Security benefits. Explaining these 
numbers could help employees better understand 
the need to plan for their futures, and you could 
propose actions they’re able to take immediately, no 
matter their life stage.

 � Buying a home. This may be a relatively niche topic, 
but if it’s appropriate to your audience, a primer 
on the home-buying process may help employees 
prepare for their financial futures.

Know The Rules
Working in the retirement plan space brings its own set 
of regulations. Make sure whenever you engage with plan 
participants, you’re keeping compliant. Be especially cognizant of 
not advising rollovers where it would be inappropriate to do so. 

You’re free to provide general education about financial concepts, 
though anything that may be considered investment advice will 
require having an agreement in place with the individual.



Connect, Teach, Grow: The Hidden Business Potential of Financial Education 6

For use with financial professionals only.

If you’re advisor to the retirement plan, you might also 
consider addressing some of these common investment 
questions, according to Forbes:5

 � Where do I start investing? This is a great topic to 
cover for those who have access to an employer-
sponsored retirement plan. While you’ll need to be 
careful about not specifically advising anyone to 
invest or not invest in a plan if you’re not their financial 
professional, you can speak generally about the 
benefits of investing in an employer-sponsored plan. 
You might also delve into other avenues for investing, 
such as self-directed apps for people who are just 
starting out.

 � What types of investments are available to the 
average person? As a financial professional, it can be 
easy to take for granted your own knowledge of an 
acronym-riddled industry, but the average retirement 
investor might not know ETF from REIT or SRI from 
ESPP. Even simply defining common terms can be 
eye-opening for people who haven’t spent time in the 
financial world.

 � How do I find my risk tolerance? For many employees, 
participation in their employer’s retirement plan involved 
picking an option based on their risk tolerance, but those 
employees might simply be guessing. Educating broadly 
about risk and how to evaluate one’s own tolerance can 
help people better understand their options.

 � What is diversification and how important is it? Many 
people may have heard that their portfolios need to be 
diversified, but understanding what that means can be 
challenging. Investors’ knowledge might be advanced 
enough to wonder if a REIT is right for them, or it could 
be at the stage where they wonder if a tech stock, a 
manufacturing stock, and a foreign stock adds up to 
diversification. You could address this by explaining the 
goals of a diversified portfolio, the market forces at play, 
and common diversification strategies.

 � How does investing affect my taxes? Without 
going too in depth on this issue (unless you’re a tax 
professional), you can help people understand how 
different types of investments tend to impact taxes. This 
can also be a great opportunity to refer a tax professional 
with whom you have a reciprocal referral relationship.

As you build your presentation, consider your specific 
audience, your areas of specialty, how much time you have, 
and how much the average employee likely knows about 
investing and finance. If you’re weighing whether to cover 
more topics more broadly or fewer topics in greater depth, 
we recommend the latter. By diving a little further into each 
topic, you’ll be more likely to hit on information no one in 
your audience already knew. This improves the chances that 
everyone gets something of value from your presentation.

Great Presentations
To make the most out of your workplace financial 
wellness presentation, follow some basic 
presentation guidelines:

 � Keep slides visual and reduce verbiage. 
When presenting substantive information with 
a lot of data and resources, presenters often 
like to put all the details on the slide. Typically, 
this is so they can share the slide deck later, 
but it’s at the cost of making their presentation 
difficult to follow. Instead, consider put all 
the details in the notes and leaving the slide 
content minimal, with just a few highlight 
phrases. Later, you can share a PDF with 
those notes visible, so everyone gets all the 
information they need.

 � Talk slowly and repeat yourself. People often 
need to hear something a few times before it 
sticks, so it’s a good practice to repeat your most 
important points a few different ways. You’ll also 
help people follow along if you speak slowly. This 
can be challenging when your nerves get going, 
so be sure to be deliberate. 

 � Stories over data. As a financial professional, 
numbers might feel like the most compelling 
information to you, but for the average person, 
stories are far more compelling. If you have 
illustrative examples (shared anonymously) 
to drive home a point, it’s far more likely to 
resonate with your audience than data alone. 

 � Narrow your focus. While there are many 
topics to cover, your presentation will be easier 
to follow if it focuses on the few that are most 
relevant to your audience. 

 � Have fun! An audience can tell when a 
presenter isn’t enjoying themselves, and they’ll 
quickly check out. While you don’t need to be 
zany or tell dozens of jokes, covering material 
you’re interested in with a bit of personality will 
make all the difference.
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Consultations
If you include private consultations as part of your workplace financial 
wellness event, plan ahead for the types of conversations you’d like to 
have. For instance, you might consider preparing a forecasting tool, such as 
Cetera’s AdviceWorks™, that allows you to input information about the client 
to help them understand a little about their current trajectory. 

In addition to helping you paint a more tangible picture for the participant, a tool 
like AdviceWorks can help should you ever enter into a client relationship with 
the employee you’re consulting. When the time comes, you’ll already have basic 
information about their needs and goals, which will help you get started faster.

If You Manage the Plan
Until this point, we’ve discussed this opportunity as available to financial 
professionals who aren’t specifically managing the retirement plan. However, 
the experience is as valuable—if not more—for those who do manage. 
Without getting into the benefits of retirement plan business in a macro 
sense, there are distinct advantages to being the plan advisor in this scenario.

First, you’ll have access to more information at the outset than you otherwise 
would. You’re able to see information about the plan, its participation rate, 
and specific details about participants’ accounts. Use this data to start a 
conversation. Rather than asking the business owner if they’re happy with 
their retirement plan and how they feel about participation, you can lead 
with numbers. Are only 60% of employees participating? Are they taking full 
advantage of matching contributions? Are the savings-to-salary ratios smaller 
than you might expect? Bring up these numbers in your next conversation 
with the business owner.

When you do host workplace financial wellness for events as the plan advisor, 
you’ll also be able to uniquely tailor the content of your presentation to 
address the gaps you can see in the data. If you see that people within a 
certain salary range are under-contributing, you can address these trends 
in your presentation and demonstrate appropriate contributions for a 
theoretical person within that range.

Information that people can directly relate to is more likely to stick in 
their minds. It’s also far more likely to prompt follow-up questions and 
consultations from people who now trust you as a resource on their 
specific situation. If there are participants who you believe you could 
serve particularly well, you can focus your presentation on situations and 
circumstances that will resonate most with them. This will boost the chances 
of them seeking out further advice.

As the plan advisor, you’ll also be able to specifically address employees’ 
questions about the plan during consultations. You’ll have the capacity—
and responsibility—to speak directly to the plan’s benefits and features and 
how the employee can utilize them. You’ll also still be able to use tools like 
AdviceWorks to forecast finances unrelated to the plan, which could open the 
door for a longer-term relationship.

Information 
that people can 
directly relate 

to is more likely 
to stick in their 

minds. 
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How Cetera 
Supports You
At Cetera, we have a team of retirement plan specialists who can help 
you plan your workplace financial wellness event, regardless of whether 
you have or pursue plan business. Their goal is to make sure plan 
participants have access to the advice they need—and that you have 
the tools you need to develop important relationships.

And if you want to explore retirement plan business? We can help with 
that, too. Our team of retirement specialists can help you move into 
plan business or expand the retirement plan business you already have. 
We have tools to make the process easier, including:

� Insourced services—We’ll take care of fund selection, reporting, 
and requests for proposal (RFPs).

� Reporting assistant—We’ll generate plan investment monitoring 
reports for you. You’ll receive customizable reports for your plans 
that benefit you with no new platform or technology to learn, 
quarterly or annual reporting, reports personalized with your logo, 
and flexible pricing where pay only for the reports you request

 � Investment Fiduciary Manager—Provide 3(38) fiduciary support to 
your clients by letting us handle investment selection and monitoring.

Retirement Consultants
Our Retirement Practice Consultants work with you to improve your 
plan management process with a customized, systematic approach. 
They provide the training and resources that equip you with best 
practices for engaging plans and managing them effectively. Drawing 
on extensive product knowledge, the latest industry insights, and 
retirement plan-focused technology, they work with you consultatively 
to improve your workflow and plan management through a proven 
five-step process.

� Plan development—You’ll get a summary of findings along with a 
roadmap to implement suggested changes.

� Discovery—We’ll identify your needs and work with you to collect 
data on your current retirement plan practice

� Analysis—We’ll organize and assess your practice to identify gaps 
and areas for improvement

� Coaching—You’ll get scheduled reviews where we meet with you to 
monitor progress toward goals.

� Implementation—We’ll help you implement process changes from 
the report, setting measurable goals when possible.
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About Cetera Financial Group®

Cetera Financial Group (Cetera) is a leading financial advice firm. It empowers the delivery of an 
Advice-Centric Experience®  to individuals, families and businesses across the country through 
independent  financial advisors as well as trusted tax professionals and banks and credit unions. 
Located at 200 N. Pacific Coast Highway, Suite 1200, El Segundo, CA  90245-5670.

Comprehensive services include: wealth management solutions, retirement plan solutions, 
advisory services, practice management support, innovative technology, marketing guidance, 
regulatory support, and market research.

"Cetera Financial Group" refers to the network of independent retail firms encompassing, 
among others, Cetera Advisors LLC, Cetera Advisor Networks LLC, Cetera Investment Services 
LLC (marketed as Cetera Financial Institutions or Cetera Investors), Cetera Financial 
Specialists LLC, and First Allied Securities, Inc. All firms are members FINRA / SIPC.

Individuals affiliated with Cetera firms are either Registered Representatives who offer only 
brokerage services and receive transaction-based compensation (commissions), Investment 
Adviser Representatives who offer only investment advisory services and receive fees based on 
assets, or both Registered Representatives and Investment Adviser Representatives, who can 
offer both types of services.
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