THE TIMING OF CONVERSATIONS
IS KEY TO CAPTURING MORE
ROLLOVER IRA OPPORTUNITIES

A 2021 Secure Retirement Institute study revealed that the timing of a conversation
about Rollover IRAs with a client or prospect is essentially as important as the
reasons for doing so. The reason that timing is so important is that most investors
have a good idea about what they plan to do with a plan balance prior to leaving an
employer. Specifically, 54% of investors who complete a rollover decided to do so
before leaving their former employer, and 32% of all investors who completed a
rollover decided to so 90 or more days before leaving.1
Initiating conversations early on in the relationship is important for two reasons, the
first of which is simple: if you don’t capture the rollover, another financial advisor
probably will. Generally, 61% of investors age 40-75 who recently left an employer
roll their plan balance to an IRA. Of those who did, 40% spoke with a financial
professional beforehand, and 34% said that a financial professional had the biggest
influence on their rollover decision.1 And regardless of whether you’re dealing with
existing clients or not, there could be competition from a plan advisor or another
independent financial advisor actively soliciting Rollover IRA business.
Another reason that timing is so important is that you’re competing with more than
just other advisors for Rollover IRA opportunities. Investors can complete a “roll-in” to
a new employer plan, cash out their entire balance, convert part or all their balance
to an annuity, or simply leave their balances in their former employer’s plan. All are
valid actions, depending on an investor’s circumstances and needs.
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Getting out ahead of a job change or retirement decision goes a long way in
capturing Rollover IRAs, and having an existing dialogue with clients is paramount to
doing so. In addition, implementing and maintaining a Rollover IRA marketing
campaign can help on the prospecting side.
As it may be difficult to know exactly when your clients or prospects begin
considering their retirement plan balances in conjunction with a job change or
retirement decision, it’s important to have regular client check-ins with the intent of
collecting information about job changes and to mention Rollover IRAs in all
prospecting discussions. For help with this potentially significant business-building
opportunity, refer to our Rollover IRA checklist and Rollover IRA scripts for idea
generation and to help ensure you’re discussing all relevant items.
NORTHERN TRUST RETIREMENT SOLUTIONS
As one of the largest managers of retirement assets in the United States, our team
has deep expertise in developing innovative answers to challenges faced by many
plan sponsors, retirement advisors and individual investors. We take a consultative
approach to addressing our clients’ needs and offer a suite of solutions aimed at
improving retirement outcomes.
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Considering the size of the Rollover IRA market, financial advisors may want to
prioritize firm efforts around capturing potential IRA assets in motion. However,
capturing rollovers can be difficult given the events that must align to do so, including
having discussions at an opportune time. As a result, initiating discussions early and
often in client relationships can be key in successfully capturing Rollover IRAs.

NORTHERN TRUST ASSET MANAGEMENT
As a leading global asset management firm, our investment expertise, strength and
innovation have earned the trust and confidence of the world’s most sophisticated
institutional and individual investors.
With $1.2 trillion in total assets under management,2 and a long-standing history of
solving complex challenges, we believe our strength and stability drive opportunities
for our clients. Our comprehensive asset class offering includes passive, factorbased, fundamental active and multi-asset class solutions that are available in a
variety of investment vehicles.
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LET OUR EXPERTS BE YOUR EXPERTS

To learn more about growing your business with retirement planning services, contact your Northern
Trust Relationship Manager or send an email to NTAMIISolutionsExperts@ntrs.com, or visit us at
NTAMInvestmentInstitute.com
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not intended for distribution or use by any person in any jurisdiction where such distribution would be contrary to local law or regulation. Northern
Trust and its affiliates may have positions in and may affect transactions in the markets, contracts and related investments different than
described in this information. This information is obtained from sources believed to be reliable, and its accuracy and completeness are not
guaranteed. Information does not constitute a recommendation of any investment strategy, is not intended as investment advice and does not
take into account all the circumstances of each investor. Opinions and forecasts discussed are those of the author, do not necessarily reflect
the views of Northern Trust and are subject to change without notice.
This report is provided for informational purposes only and is not intended to be, and should not be construed as, an offer, solicitation or
recommendation with respect to any transaction and should not be treated as legal advice, investment advice or tax advice. Recipients should
not rely upon this information as a substitute for obtaining specific legal or tax advice from their own professional legal or tax advisors. References
to specific securities and their issuers are for illustrative purposes only and are not intended and should not be interpreted as recommendations
to purchase or sell such securities. Indices and trademarks are the property of their respective owners. Information is subject to change based
on market or other conditions.
Past performance is no guarantee of future results. Performance returns and the principal value of an investment will fluctuate. Performance
returns contained herein are subject to revision by Northern Trust. Comparative indices shown are provided as an indication of the performance
of a particular segment of the capital markets and/or alternative strategies in general. Index performance returns do not reflect any management
fees, transaction costs or expenses. It is not possible to invest directly in any index. Gross performance returns contained herein include
reinvestment of dividends and other earnings, transaction costs, and all fees and expenses other than investment management fees, unless
indicated otherwise.
If presented, hypothetical portfolio information provided does not represent results of an actual investment portfolio but reflects representative
historical performance of the strategies, funds or accounts listed herein, which were selected with the benefit of hindsight. Hypothetical
performance results do not reflect actual trading. No representation is being made that any portfolio will achieve a performance record similar to
that shown. A hypothetical investment does not necessarily take into account the fees, risks, economic or market factors/conditions an investor
might experience in actual trading. Hypothetical results may have under- or over- compensation for the impact, if any, of certain market factors
such as lack of liquidity, economic or market factors/conditions. The investment returns of other clients may differ materially from the portfolio
portrayed. There are numerous other factors related to the markets in general or to the implementation of any specific program that cannot be
fully accounted for in the preparation of hypothetical performance results. The information is confidential and may not be duplicated in any form
or disseminated without the prior consent of Northern Trust.
This information is intended for purposes of Northern Trust marketing of itself as a provider of the products and services described herein and
not to provide any fiduciary investment advice within the meaning of Section 3(21) of the Employee Retirement Income Security Act of 1974, as
amended (“ERISA”). Northern Trust is not undertaking to provide impartial investment advice or give advice in a fiduciary capacity to the recipient
of these materials, which are for marketing purposes and are not intended to serve as a primary basis for investment decisions. Northern Trust
and its affiliates receive fees and other compensation in connection with the products and services described herein as well as for custody, fund
administration, transfer agent, investment operations outsourcing, and other services rendered to various proprietary and third-party investment
products and firms that may be the subject of or become associated with the services described herein.
Forward-looking statements and assumptions are Northern Trust’s current estimates or expectations of future events or future results based
upon proprietary research and should not be construed as an estimate or promise of results that a portfolio may achieve. Actual results could
differ materially from the results indicated by this information.
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