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#1  “The Day I Designed The First 401(k) Savings Plan” By Ted Benna  
 
#2  The Difference Between Qualified Retirement Plans 
 
#3  The Opportunity: Service   
 
#4  Vesting And Eligibility Requirements Can Help The Plans Image 
 
#5  Fiduciary Fact #1 
 
#6  Business Plan Writing Assistance Web Sites 
 
#7  Competition Is Good For The Plan Sponsor  
 
#8  Understand Your Market – Develop Your Expertise 
 
#9  Up-To-Date 401(k) Marketplace Statistics 
 
#10  The 401(k) Industry Is Consolidating 
 
#11  Study Of 401(k) Plan Fees And Expenses 
 
#12  Fiduciary Fact #2 
 
#13  Fiduciary Fact #3 
 
#14  Form Strategic Relationships With TPAs 
 
#15  Mission Statement Development #1 
 
#16  Your Production Analysis Worksheet 
 
#17  Mission Statement Development #2 
 
#18  A Business Plan Answers Four Questions 
 
#19  Bad Or Good Market, Which Is Best To Prospect? 
 
#20  Clean Your Database! 
 
#21  Data-Mine Your Book 
 
#22  Prospecting With Surveys   
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#23  Focus On The Few 
 
#24  Ask For The Opportunity To Compete 
 
#25  “Hail Mary” Prospecting 
 
#26  Clarify Prospect Priorities 
 
#27  Benchmark The Competition 
 
#28  The Union “Bug” 
 
#29  Customize Your Proposals  
 
#30  Three Variables That Determine The Amount Of Our Retirement Wealth 
 
#31  Power Statements 
 
#32  The “401(k) Answers” Vest 
 
#33  “Off-Year End” Conversions 
 
#34  Testimonial Letter #1 
 
#35  Ideas To Manage The Time Between The Discovery Meeting And The First 
Sales Presentation 
 
#36  The Implementation Phase Is Critical! 
 
#37  “Crow” When You Win  
 
#38  The Sarbanes-Oxley Act Of 2002 Concerning 401(k) Plan “Blackouts” 
 
#39  Celebrate National 401(K) Day!   
 
#40  Seek Employer Input To Determine Employee Education Events 
 
#41  Stay In Touch Letter To Plan Participants 
 
#42  Risk Tolerance Worksheets 
 
#43  The Top Three Reasons Eligible Employees Do Not Participate Fully In Their 
Company 401(k) Plan 
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#44  Fiduciary Fact #4 
 
#45  Savings Calculators  
 
#46  You Have To Keep Your Plans In Order To Enjoy The Benefits They Provide 
To You 
 
#47  Stay In Touch With Plan Sponsors 
 
#48  Grow Your 401(K) Business Through Service 
 
#49  Testimonial Letter #2 
 
#50  Become Indispensable To Plan Participants 
 
#51  The Social Security Administration Personal Earnings And Benefits Estimate 
Statement 
 
#52  A Creative Service Event 
 
#53  Newsletter Resources 
 
#54  Successful Service Ideas 
 
#55  Fiduciary Fact #5 
 
#56  Fiduciary Fact #6 
 
#57  Fiduciary Fact #7 
 
  
 


