
 

 

 
 

 
 

Have you been considering the need to issue a formal Request For Proposal (RFP) for the co-fiduciaries 

of your retirement plan? If so, you are not alone. ERISA requires a plan fiduciary (i.e., an employer or 
plan sponsor) to ensure that its service providers are competitive, both in terms of quality and fee 

reasonableness. But how does the plan sponsor provide itself with such assurances? Is the solution a full-
blown RFP? Sometimes, yes, but not always. The industry consensus has traditionally been undeniably 

predictable, recommending that plan sponsors conduct an RFP despite it being costly and tedious. We’ve 
developed an alternative solution that enables plan sponsors to fulfill their fiduciary obligations while 

minimizing the cost and internal resource consumption relative to an RFP. 

 
One popular myth is that ERISA requires a periodic RFP for a plan’s vendors and services. Not true. This 

myth is perpetuated by companies that are attempting to win your business. Ask your own advisor if she 
thinks that you should conduct an RFP, and she will name a thousand reasons why you shouldn’t. If a 

prospect (not you) asks your advisor that same question, she will have just as many reasons why that 

plan absolutely must conduct an RFP. The fact is that ERISA does not require a periodic RFP; it merely 
requires a periodic review of service adequacy and fee reasonableness compared to market standards. 

RFPs are expensive (if they are done correctly), consume significant time and internal resources, and 
could lead to jettisoning perfectly capable service providers due to their competitors making unrealistic 

promises throughout the RFP process. 
 

Also consider that the fiduciary might love its providers and the relationship that they have formed while 

working with the plan. Maybe the provider is an old friend or a trusted financial advisor who also provides 
personal wealth management services for the company’s owner or other key employees. This is not 

uncommon, and these ancillary services and longstanding relationships may even contribute to a plan 
sponsor’s justification for retaining a vendor. However, ERISA doesn’t care about these factors and 

deems them irrelevant when a fiduciary assesses its vendors. The fact is that the retirement plan market 

has been experiencing very significant price compression, and fees that a plan may have recently 
negotiated and found to be perfectly fair, may now be considered excessive. This environment has fueled 

fierce price competition between providers, forcing them to accept a lower fee for the exact same 
services. 

 

We offer a solution. 
 

Our Incumbent Review process ensures that your providers are competitive based on market standards, 
without straining the trust formed with your partner firms or jeopardizing your valued relationships. We 

achieve this by soliciting updated service proposals solely from the plan’s current vendors, without 
putting their services out to bid. Essentially, your providers will be asked to compete against themselves, 

forcing an adjustment to market standards in an industry that continues to rapidly evolve. We work 

closely with your vendors throughout this process, offering suggestions where fees can be reduced and 
areas of service that can be improved. We then conduct a thorough analysis of these proposals and 

benchmark them against the current market. Upon review, we will provide our fiduciary opinion as to the 
adequacy of the incumbent’s proposed fees and services. 

 

Our process involves practically no time or internal resource consumption from the plan sponsor and is a 
fraction of the cost of an RFP. In our experience, this process improves the plan by adding service 

deliverables, decreasing fees, or both. More importantly, we do this without putting any strain on the 
trust formed between parties, which is so vital to the continued efficacy of the group’s joint mission – the 

plan. At the conclusion of our process, we can ensure that your plan adheres to today’s standards and 
that a box on your fiduciary checklist can be firmly checked. 


