
The Life of a 
Retirement Plan Sale
A brief guide to pitching — and winning — retirement plan business 

Selling retirement plans offers a 

lot of advantages for you as a 

fi nancial professional — fi nancial 

rewards, the opportunity to connect 

with business owners and their 

employees, diversifi cation of your 

revenue stream and more. 

If you haven’t done much retirement 

plan business in the past, don’t 

let that stop you. This guide will 

walk you through the sales process, 

from prospecting to servicing. 

It’s just one of the many ways 

The Principal makes it easy to do 

business with us.

THE PRINCIPAL FINANCIAL GROUP®
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The Principal® can help you: 

Determine your value 
proposition

Market and differentiate 
yourself in the 
retirement space

Get the tools and resources 
you need to prospect and 
win clients

IN IT TO WIN IT



REACHING OUT TO PROSPECTS

You might be surprised at the number of retirement plan prospects in your network. Start by reviewing your personal 
book of business for business owners, key employees, personal clients, C-suite contacts and members of non-profi t 
boards of directors.

Centers of infl uence 
can be great sources 

of referrals. These 
can include:

• Other fi nancial professionals
• Certifi ed public accountants (CPAs)
• Attorneys
• Benefi t/insurance fi rms  

• Payroll companies
• Local chambers of commerce
• Third party administrators (TPAs)
• Any fi rm that connects with businesses 

Use industry resources. Search websites like efast.dol.gov and freeerisa.com. Use Larkspur Data for information on 
corrective distributions, highly compensated employees and strategic provider searches. Review industry newsletters 
and trade magazines.

And don’t forget the personal approach. Seminars, lunches and dinners are great ways to build relationships with 
potential retirement plan clients.

PREPPING FOR THE PITCH 

Once you’ve identifi ed a potential retirement plan opportunity, contact your local representative of The Principal. 
He or she can help you prepare for the fi rst meeting — helping you match products and services to the specifi c needs of 
the client. If you’d like, your representative from The Principal can attend the client meeting with you.

For fi nancial professional use only.

1 2 3 4

To get the best pricing from The Principal, be sure to gather these things:

Plan level 
asset statement 408(b)(2) Total annual 

contributions 

Number of active 
& terminated 
participants
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REQUESTS FOR PROPOSAL (RFP) 

A critical part of the retirement plan sales process is distributing RFPs to potential service providers. Once the initial 
information is collected, your team at The Principal will begin working on a formalized proposal, which will include:

Details of the services provided to the client  |  Investment options available  |  Pricing specifi c to the client

Your representative of The Principal can help you prepare an analysis of current fees and proposals.

THE PRESENTATION 

Once you’ve reviewed the proposals, a formal presentation may follow. There are a number of ways the presentation can 
be handled. Typically, you would lead the meeting and provide a description of the services you’ll provide. 

The Principal sales representative or internal wholesaler can be available (either by phone or in person, depending on 
availability) to assist. Or, if you’d prefer, they can familiarize you with the proposal prior to the presentation. Keep in mind 
that a TPA may be in attendance as well; the three parties will work together.

COMPLETING THE SALE 

You’ve won the plan. Congratulations!

Next, pricing and investment suitability is determined for the client. We’ll use our Notice of Intent to collect data from 
the client, TPA and you.

Finally, we’ll submit this information and turn the new client over to our Client Transition Services team. At that point, 
the client will be introduced to their Client Implementation Manager.

THE TRANSITION 

With an average tenure of 14 years1, the Client Transition Services team at The Principal knows how to ensure a 
smooth onboarding process for you, the client and the participants.

Collects 
plan data

Produces 
legal 

documents

Gets the plan 
ready for 

contributions

Codes it into 
the system

Receives 
& allocates 

transfer 
dollars



ONGOING SERVICE 

The Principal makes your job easier by providing extensive client service — including plan administration, education 
and other support. Here’s what you and your clients can expect from us.

QUESTIONS?

If you have any questions about these processes or any other aspects of selling retirement plans, please contact:
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 WE’LL GIVE YOU AN EDGE®
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CLIENT SERVICE ASSOCIATE

Administration activity

Works with you and the TPA

Primary contact for client

PARTICIPANT CONTACT CENTER

Midwest-based registered representatives

Participant transaction support

Participant education

PARTICIPANT ENROLLMENT 
& EDUCATION SUPPORT

On-site resources 

Online resources

Mobile access

FINANCIAL PROFESSIONAL 
SUPPORT

Dedicated team

Client Dashboard

Annual plan reviews

CLIENT

Your local representative 
of The Principal

The Advisor Support Team 
at 1.800.952.3343

Insurance products and plan administrative services are provided by Principal Life Insurance Company. Securities are offered 
through Princor Financial Services Corporation, 1.800.547.7754, Member SIPC and/or independent broker dealers. Princor® and 

Principal Life are members of the Principal Financial Group®, Des Moines, Iowa 50392.
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Connie Miner
Internal Wholesaler
Principal Financial Group | Advisor Support Team
319-243-2215
Fax: (515) 248-3136
miner.connie@principal.com

Kim Boyette
Sales Rep - Retirement Svcs
Principal Financial Group
14755 N. Outer 40 Drive
Chesterfield, MO 63017
314-583-6804
Fax: 866-673-8024
boyette.kim@principal.com


