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SEC Disclaimer 

The Securities and Exchange Commission, 
as a matter of policy, disclaims 
responsibility for any private publication or 
statement by any of its employees. The views 
expressed herein are those of the author and 
do not necessarily reflect the views of the 
Commission or of the author’s colleagues 
upon the staff of the Commission.  
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RESPONSIBILITIES 

Subject to available resources, 

Employing agencies have the primary 
responsibility for retirement financial 
education to employees at a minimum of 
three career points:  

• New employees;  

• Mid-Career; and 

• Pre-Retirement. 
From Retirement Financial Literacy and Education Strategy / Report 
to the Congress, Working for America, U.S. OPM October 2005, 
Agency Responsibilities p. 11. 
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Lack of Funding 

Despite the challenges of a lack of 
funding within federal agencies, the 
Office of Personnel Management 
and the Federal Executive Boards 
have continued the work of 
building financial literacy among 
federal employees.   
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Unintended Consequences 

One way to address the lack of funding 
has been to use free or low-cost training 
offered by the financial services 
industry. 

 

However, this has sometimes brought 
unintended consequences.   
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Problem Identified 

Retirement planning seminars offered 
to federal employees and sponsored by 
FEBs are often presented by individuals  

affiliated with, or  

compensated by,  

financial services firms  
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Problem Identified 

Frequently, the affiliation 
and/or compensation of the 
seminar presenters is not 
disclosed to the federal 
employees attending the 
retirement planning seminars.   
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Problem Identified 

In fact, in many cases the 
presenter/trainer is 
represented to be an 
objective educational 
resource.   
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Problem Identified 

Contrary to those representations, 
one of the goals of the affiliated 
presenters/trainers may be to 
develop sales leads for the affiliated 
financial services firm by 
persuading federal employees to 
transfer their funds from the TSP to 
IRA accounts.  
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Why Fees Matter  

There are fees and commissions charged when a new 
investment is purchased in these IRA accounts. 
 
In addition, the new investments are likely to have 
higher ongoing expenses and fees than the TSP. 
 
Fees and expenses are a really important part of an 
investment’s net return.   
 
Although you can’t control the stock market, you 
have a lot of choices about fees and expenses. 
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Why Fees Matter 

Ongoing fees reduce the value of your 
investment because: 

• your investment principal is reduced by 
the fee;  

 and because 

• you also lose any return you would have 
earned on that fee. 
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Why Fees Matter 
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Why Fees Matter 

The previous chart illustrates the impact of a 
1% ongoing fee on a $100,000 investment 
portfolio that grows 4% annually over 20 
years.   
 

As the investment portfolio grows over time, 
so does the total amount of fees you pay.  
Because of the fees you pay, you have a 
smaller amount invested that is earning a 
return. 
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Why Fees Matter 

 The 1% fee in the chart costs $10 per $1000 invested.   
 
• That 1% annual fee charged on $100,000 over 20 years 

= $28,000 
• And, if you were able to invest that $28,000, you 

would have earned an additional $12,000  
 

The total nest egg cost was $40,000. 
 
 The TSP fees and expenses for 2016 
averaged .38 per $1000 invested. 
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Marketing Retirement Training 

 Feds nearing retirement often 
have large TSP accounts.   
 
Be skeptical about the 
retirement training marketing 
you receive.    
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What’s This? 
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Fine Print:  

Not Affiliated with the TSP 
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Another Unsolicited Invitation 
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Fine Print: Not Affiliated with OPM 

 

Government Employee Benefits is not a division of OPM but provides 
training to agencies under the mandate required by Public 

Law 108-469. GEB operates under contract with individual federal 
agencies to provide training.   

Federal Contractor CAGE:6UUR2 I DUNS: 060968074 
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GEB Seminars are  

Not Government Sanctioned 

Government Employee Benefits (GEB) is an approved contractor under the 
SAM.gov (System for Award Management System)  
 
GEB specializes in providing to government agencies Early Career, Mid-
Career and Pre-Retirement Planning seminars 
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GEB’s March 2017 Fort Worth Training 
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1. No agency invited GEB, despite strong 
suggestions used in marketing materials. 

2. The trainer shares commissions with GEB’s 
local “Federal Benefits Specialist,” a fact that 
was not disclosed during the training. 

3. Attendees were repeatedly encouraged to provide 
their contact information in order to receive a 
“Personal Benefit Analysis Report”—a “personalized, 
detailed report of your federal retirement benefits.” 

4. Repeated announcements that GEB’s local 
specialist will review retirement applications 
(who was identified by the trainer and chatted with 
attendees during breaks). 

  



 
 
 
 
 
Before you register, or pass along 
training flyers, ask: 
   1)  What agency is contracting for this 
 training, and who is the agency 
 contact?   
   2)  How is the trainer compensated, and 
 who is paying for other  expenses? 
   3)  Will you invite employees to a 
 follow-up meeting in which financial 
 recommendations will be made? 
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Be Skeptical 



•  
 
 
 
 
 
 
 
 
Financial education can be obtained from a 
variety of sources, such as a: 
 
  -Firm that specializes in benefits education; 
 

  -Financial planner;  
 

  or  
 

 -Financial services firm that provides        
 education as one of several lines of business.   
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Pre-Screen Your Providers 



 
 
 
 
 
 
 
 
 

Although any one of these sources 
can potentially provide competent, 
un-conflicted financial education, 
agencies should be aware that 
vendors who also accept financial 
planning clients or sell financial 
products may have conflicts of 
interest. 
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Pre-Screen Your Providers 



 
 
 
 
 
 
 
 
The federal securities laws require 
that advisers disclose any and 
all potential conflicts of 
interest, including affiliations 
with financial services  firms or 
agreements to provide referrals to 
financial services  firms. 
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Pre-Screen Your Providers 



 
 
 
 
 
 
 
 
Be wary of titles or designations that 
imply an official or vetted status.  If 
your provider claims to be a “licensed 
federal benefits coach,” “certified thrift 
savings plan counselor,” or something 
similar, be prepared to investigate.  
Designations such as these are not 
approved by any regulatory entity, and 

may simply be invented titles.  
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Pre-Screen Your Providers 



 
 
 
 
 
 
 
 
Meaningful professional designations, 
brokers, brokerage firms, investment 
adviser representatives, and investment 
advisor firms can all be researched 
using the BrokerCheck® tool at the 
Financial Industry Regulatory 
Authority website at 
http://www.finra.org/.   
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Pre-Screen Your Providers 



 
 
 
 
 
 
 
 
You can check out investment advisor 
representatives and investment 
advisory firms registered with the SEC 
at www.sec.gov . Your state securities 
regulator and insurance commission 
can also help you research individuals 
and firms that operate financial 
services lines of business.  
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Pre-Screen Your Providers 
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Avoiding Post-Event Contacts 

The best way to ensure that pre-
retirement seminars are not being 
used as marketing opportunities is 
to 

remove any opportunities for 
post-event contacts between 

the federal employees and 
speakers 



 
 
 
 
 
 
 
 
Below are some best practices you may 
want to consider: 
 1) Agencies should work with their 

General Counsel’s office to develop a 
Memorandum of Understanding to execute 
with outside vendors. 
 2) Screen presentation slides in 
advance.  If possible, copy the presenter’s 
content onto a neutral background.  
Otherwise… 
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Best Practices to Avoid Post-Event Contacts 



 
 
 
 
 
 
 
 
 
…ensure that slides are not branded with the 

name or contact information of a financial services 
firm with which the presenter is affiliated. 
 3) Do not permit vendors to circulate and 
retrieve surveys directly from attendees.  If they 
desire post-event feedback, have surveys returned 
to you and provide them with aggregated 
responses. 
 4) Do not permit speakers to distribute 
business cards, flyers, or any other materials 
bearing their name or the name, telephone, or 
website of a financial services firm with which the 
presenter is affiliated. 
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Best Practices to Avoid Post-Event Contacts 
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Best Practices to Avoid Post-Event Contacts 

 5) Prohibit speakers from offering any post-
event contact with attendees, no matter how well-
intentioned they might sound.   This includes 
things likely intended to steer employees toward a 
sales pitch for financial products,  such as: 

a) A link offering “complimentary, no-
obligation consultation,” 

b) A coupon for a “free personalized benefits 
analysis,” or 

c) The speaker’s email address even casually 
jotted onto a chalkboard. 



One recent vendor included this footer on all 
training slides:  
  
        www.thriftsavingsplan.org 
 
Which is strikingly similar to the Thrift 
Savings Plan (www.tsp.gov) except that… 
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Avoiding Post-Event Contacts 

instead, it leads to the webpage of a 
financial services firm that invites you to 
schedule a complimentary consultation. 
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Coming to Your FEB Soon 

Federal Retirement Training 
 

By Feds For Feds 
 

featuring   
 

Federal Agency Trainers 



Federal Partnerships for Effective 

Retirement Training 

What’s in Your Retirement Wallet? 

A collaborative training offered through 
Federal Executive Boards featuring Federal 
Agency Trainers from: 

• Federal Retirement Thrift Investment Board 
(TSP); 

• OPM Retirement Services; 

• Securities & Exchange Commission; and 

• Social Security Administration 
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QUESTIONS? 
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