
Fidelity’s Workplace Managed Account
Enrolled Experience: 
Participant Engagement
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What plan participants can expect when enrolled in Fidelity’s 
workplace managed account
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A discretionary advisory service giving your employees confidence in their retirement goals and a plan to help achieve them

Personalized financial planning

Create personalized retirement plan 

Assess financial situation 

Integrates financial priorities  and retirement 
strategy

Discretionary investment management 

Investment strategies based on personal situation

Ongoing monitoring and rebalancing as needed of your 
investments

Proactive notifications about investment changes

Help me invest 

Help me plan1

Ongoing support

Track progress to help achieve your goals

Personalized quarterly check-in emails

Robust personalized planning dashboard

Easy appointment scheduling

Help me stay on target1

Integrated 
experience and 
support via live 

channel & 
NetBenefits 

1 Some of these services are provided by Fidelity Brokerage Services and available to all. 



Workplace Managed 
Account Program 

Enrolled communications



Personalized Planning 
& Advice dashboard

NetBenefits homepageE-mail

Mobile app
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Fully integrated Fidelity 
experience allows for connectivity 
and targeted messaging

Integrated dashboard for participants 
to track real time progress, leverage 
tools & resources, and take action on 
their retirement readiness 

Depending on a participant’s 
personalization and 
engagement, they will receive 
~4-8 targeted 
communications a year 

For participants who prefer a mobile 
experience our app allows for easy, 
on-the-go account review with
reminders encouraging action and 
next steps

Our goal is to drive a deeper level of participant engagement and 
personalization with surround sound messaging across multiple channels

1:1 live support is accessible through each channel to help participants

Robust targeted engagement strategy for participants



At Fidelity, we’re improving our support, helping each employee
navigate financial planning and learn how to optimize their benefits 

Participants can expect dedicated messaging 
journeys, even for those who are newly 
enrolled, retired, or separated from their plan
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We’re deepening engagement through 
more personalized communications 
based on the participant’s planning 
horizon and details from their Personal 
Profile

Comprehensive messaging across all channels



Three key factors to help inform the enrolled experience and suggested actions for 
each participant
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Our holistic strategy for dynamic and targeted enrolled outreach

Personalized 
Planning & 
Advice 
enrollment

Saving
horizon

Early savers
More than 35 years from 
targeted retirement

Mid-savers
Between 15-35 years from 
targeted retirement

Late savers and pre-
retirees
15 years or less from 
planned retirement

Retired
Over the age of 55, 
confirmed retired, or 
retired status

Enrolled in plan and 
Personalized Planning 
and Advice

Digital or live channel 
enrollment

Plan 
conversion 

Participant 
onboarding

Saving and 
investing

Stay in plan
or retired 

Saving
status

Stay in Plan
Terminated employees 
under the age of 55, who 
have kept their plan with 
us



Personalized onboarding suggested actions to help 
participants start strong

Our enhanced onboarding deepens the personalization 
based on participant behaviors and profile completeness

Registering their NetBenefits account

Adding work income to their Personal Profile

Confirming their risk tolerance

Visiting their Planning dashboard to see their 
investment strategy and projected retirement income

7 Screenshots are for illustrative purposes only.



New behavior-based suggestions nudge participant to 
the next level of engagement

A quarterly check-in customized for each participant

Unregistered Register NetBenefits account

Unengaged
Log in to Personalized Planning 
& Advice dashboard

Suggested actions customized based on Profile 
completeness and impactful details 

Engaged Visit your planning dashboard

Profile personalization suggestions based on planning 
horizon, impact of advice, and relevancy, 
for example:

Account personalization 
is highlighted to include 
outside assets

Mid-savers are more 
likely to have other savings 
outside their workplace 
managed account

Projected retirement 
expenses are 
prioritized 

Near retirees generally 
have better insights into 
day-to-day living expenses

8 Screenshots are for illustrative purposes only.



Planning dashboard for enrolled participants

Screenshots, content, and graphics are for illustrative purposes only9

Action cards at top of the dashboard are based 
on the information we know about each 
participant and their next best action to take

The Planning Dashboard within NetBenefits
provides retirement progress, recap of recent 
activities, profile information, and provides 
the resources and tools to take action



Email Communication 
Overview  



Goal

Format

Timing

Enrolled participant email communications 
A series of timely Fidelity-deployed Personalized Planning & Advice service messages to help 
promote engagement and further personalization 

To welcome 
participants and 

promote personalizing 
their profile and 

visiting the planning 
dashboard

To target and remind 
participants who have 

yet to update their 
Personal Profile

To engage participants 
quarterly with a 

snapshot of their plan, 
drive planning 

dashboard visits, and 
promote tools and 

resources

To provide 
participants with 
their retirement 

readiness score, target 
asset allocation, and 

contribution snapshot 
compared to the 

previous year

To inform participants 
of strategy

confirmation /changes 
for every enrolled plan

To provide a 
personalized checklist 
of next steps to take, 

including having a 
planning discussion 

with a representative*

Up to 60 days post 
enrollment

Quarterly 
(Mar/June/Sept/Dec)

Quarterly 
(Jan/April/July/Oct)

Sent to all participants 
on their anniversaries 

with the service

Sent after every 
rescore and/or 
profile update

Sent 5 years from 
retirement age, 1 year 
from retirement age 

and at retirement age

3-4 emails with 
scalable capability for 

client co-branding
Email with print back

Email with print 
back up

Email with print 
back up

Email with print 
back up

Email corresponds to 
change in the 

dashboard from 
accumulator view to 
pre-retiree / retiree

Onboarding Profile reminders Quarterly Check-In Anniversary
Investment review 

/ rescore
Retirement 
readiness

Each campaign has a prominently displayed phone number should the participant want to learn more from a licensed professional1
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*Some of these services are provided by Fidelity Brokerage Services and available to all
1Excluding trade confirmation emails

Depending on a participant’s personalization, they will 
receive ~4-8 targeted communications a year driving 
personalization and engagement



Onboarding 



2 days post 
enrollment

~ 1 week post 
enrollment

~3 weeks post enrollment

Screenshots and graphics are hypothetical and for illustrative purposes only. 13

Variable dependent on Personal Profile completion

NetBenefits / Home Page Messaging

Welcome

Touch 1 email (w/print back-up)

Sent 2 days post enrollment

Sets expectations and provides clear 
actions for participant

Engage

Touch 2 email

Sent 1 week post enrollment

Personalized action steps based on 
engagement level and Profile 

completeness.

Personalize

Touch 3 email

Sent 2 weeks post enrollment if 
participant hasn’t completed 
their Personal Profile, visited 
their planning dashboard, or 
registered an online account

O N B O A R D I N G

Onboarding communications: newly enrolled participants

Add additional savings

Touch 4 email

Sent 3 weeks post enrollment to 
participants who have not added 

outside accounts to their Personal 
Profile

~ 2 weeks post 
enrollment



Onboarding: 
Welcome

Screenshots, content, and graphics are for illustrative purposes only14

GOAL: 

Welcome participant to their 
Personalized Planning & Advice plan

TIMING:

Sent 2 days post enrollment

CALL TO ACTION:

View welcome kit to review personal 
profile details and investment strategy 

Schedule a call

FORMAT:

Email with Welcome Kit print back up 



Onboarding: 
Engage

Screenshots, content, and graphics are for illustrative purposes only15

GOAL: 

To drive personal profile completion 
and planning dashboard visits

DETAILS: 

Versioned email based on most 
important actions and profile details of 
specific participant

TIMING:

Sent  1 week after enrollment

CALL TO ACTION OPTIONS:

Register online account

Add income to profile

Confirm risk tolerance

Visit planning dashboard

Schedule a call

FORMAT:

Email with scalable capability for client 
co-branding



Onboarding: 
Personalize

Screenshots, content, and graphics are for illustrative purposes only16

GOAL: 

To drive personal profile completion 

TIMING:

Sent 2 weeks post enrollment to 
participants who have yet to register an 
online account, complete their Personal 
Profile with the key data points (income 
and risk tolerance), or visit their 
planning dashboard

CALL TO ACTION:

Register online account

Add income to profile

Confirm risk tolerance

Visit planning dashboard

Schedule a call

FORMAT:

Email with scalable capability for client 
co-branding



Onboarding: 
Add additional savings

Screenshots, content, and graphics are for illustrative purposes only17

GOAL: 

Drive outside asset inclusion to 
Personal Profile

TIMING:

Sent 3 weeks post enrollment

CALL TO ACTION:

Add accounts now

Schedule a call

FORMAT:

Email with scalable capability for client 
co-branding



Participant engagement 
& personalization 



Planning dashboard for 
enrolled participants

Screenshots, content, and graphics are for illustrative purposes only19

The Planning Dashboard within NetBenefits provides 
retirement progress, recap of recent activities, profile 
information, and provides the resources and tools to take 
action 



Profile Personalization 
Campaign

Screenshots, content, and graphics are for illustrative purposes only20

GOAL: 

To target and remind participants who 
have yet to update their Personal 
Profile. Includes dynamic suggested next 
steps based on participant’s planned 
retirement horizon.

TIMING:

Communications are quarterly 
(March/June/Sept/Dec)

CALL TO ACTION:

To the Personal Profile to update. 
Includes option to call a Fidelity 
representative or schedule an 
appointment.

FORMAT:

Email with print backup. 

Print backup includes new QR code to 
increase print to digital conversion.

September

March June

December



Quarterly check-in (QCI)

Screenshots, content, and graphics are for illustrative purposes only21

GOAL: 

To engage participants quarterly with a 
snapshot of their plan, drive planning 
dashboard visits and promote tools and 
resources

TIMING:

Sends during the first month of each 
quarter

CALL TO ACTION:

Visit your planning dashboard, update 
savings rate, update your personal 
profile, or schedule a planning 
discussion

FORMAT:

Email with print backup



Anniversary campaign

Screenshots, content, and graphics are for illustrative purposes only22

GOAL: 

To provide participants with their 
retirement readiness score, target asset 
allocation, and contribution snapshot 
compared to the previous year

TIMING:

Sent to all participants on their 
anniversaries with the service 

Replaces the QCI mailing on the month 
of the participant’s anniversary

CALL TO ACTION:

Visit planning dashboard, view 
methodology, review contributions and 
review/update personal profile

FORMAT:

Email with print  backup



NetBenefits® home 
page and mobile app

Screenshots, content, and graphics are for illustrative purposes only23

Sample homepage messaging

For those newly enrolled:
Welcome to Personalized Planning & 
Advice. Make the most of it by completing 
your Personal Profile.

For those missing work income in their 
profile:
Entering your work income will help us 
determine your projected monthly 
retirement income.

Default message during the launch of the 
Quarterly Check-in communication:
Action Needed: It’s time for your quarterly 
check-in.

Default message in between months from 
the Quarterly Check-in:
Visit your planning dashboard to track 
your retirement progress and review your 
investment strategy.

NB Home Page Personal Profile Action Card

for those who have yet to update their Personal Profile

NetBenefits mobile app

Mobile app DC Summary card Sample mobile app messaging



Portfolio review / 
investment updates 



Investment 
review / rescore

Screenshots, content, and graphics are for illustrative purposes only25

GOAL: 

To inform participants of strategy 
confirmation/changes for every 
Personalized Planning & Advice enrolled 
plan

TIMING:

Sent after every rescore and/or profile 
update

CALL TO ACTION:

View detailed confirmation and review 
personal profile

FORMAT:

Email with print back up 



Personalized Planning & Advice market outlook hub
NetBenefits content hub for market outlook and broader Fidelity investing content to 
provide help/reassurance and address participant feedback and sentiment

Screenshots, content, and graphics are for illustrative purposes only.26

Fidelity Viewpoints

NB Learn Hub cards (Investing, Market 
Ups and Downs, and Retirement pages)

Market perspective



Retirement readiness 



Pre-retiree 

Screenshots, content, and graphics are for illustrative purposes only
1The retirement decision guide and planning discussions are not an offering specific
to Personalized Planning & Advice28

GOAL: 

To provide a personalized checklist of 
next steps to take, including having a 
planning discussion with a rep

TIMING:

Sent at 5 years from retirement age, 1 
year from retirement age, and at 
retirement age

CALL TO ACTION:

Links to the Retirement Decision Guide 
in NetBenefits1

FORMAT:

Email corresponds to change in the 
dashboard from accumulator view to 
pre-retiree / retiree

https://nb.fidelity.com/public/nb/default/home?option=rdgOnboardingAndPathing


NetBenefits®
pre-retiree experience

Screenshots, content, and graphics are for illustrative purposes only
1The retirement decision guide is not an offering specific to 
Personalized Planning & Advice29

GOAL:

To help pre-retirees view projected income in 
retirement and educate on how to prepare 
for the road ahead

✓ Pre-retiree dashboard turns on 5 years 
out from retirement

✓ Allows participants to view projected 
income/spending and if adjustments 
need to be made 

✓ All pre-retiree participants are invited to 
call a planning consultant to review long-
term financial goals

✓ Participants can use the Retirement 
Decision Guide tool for additional 
planning considerations if needed and 
turned on for your employees 1

Dashboard

Pre-retiree view

Shortfall view

Surplus view



Plan sponsor resources



Live session: 
Ask Fidelity

“How to make the most of your 401K with 
Fidelity Personalized Planning & Advice”

Personalized Planning & Advice value prop

Planning dashboard
Importance of personalization & “how- to”

CTA: Review your plan on your planning 
dashboard and update your profile

Touch 1: Email 
announcement

Promote the Ask Fidelity Session

CTA: Attend

Touch 2: Email 
follow-up

Thanks for attending / in case you missed the
session. Includes link to “how-to” profile
video

CTA: Visit planning dashboard and update
your profile; or schedule an appointment

KEY BENEFITS:

Educational session intended to improve 
the financial wellness of your employees
Engaging 2-way communications format 
– talk to an actual person
Clear, actionable next steps
Increased engagement creates better 
outcomes for enrolled employees

WHAT’S INCLUDED:

Live 30-minute event with Fidelity SME 
and extensive Q&A session
Promotional materials to encourage 
participation and drive attendance
Follow-up messaging with session recap and 
call-to-action

Ask Fidelity Session

Screenshots are for illustrative purposes only31



PSW ad-hoc employee 
engagement resources 

Screenshots, content, and graphics are for illustrative purposes only32

GOAL:

To provide resources through PSW 
to support your ad-hoc employee outreach 
communications for investment help, 
awareness and adoption, and drive 
personalization and engagement with 
enrolled Personalized Planning & Advice 
participants via:

✓ Emails

✓ Digital signage

✓ Social/Intranet copy

✓ Videos

✓ FAQs

✓ Educational Workshops



We provide resources through PSW 
to support your fiduciary duty of 
reviewing your Personalized Planning 
& Advice plan offering

New model report 

Enrollment report 

Performance reporting 

Quarterly client reporting deck 
(available by request through MD) 

PSW and other client reporting capabilities 

Screenshots, content, and graphics are for illustrative purposes only.33



Appendix 



The value of Personalized Planning & Advice1

Fidelity’s managed account service can put your employees on a personalized path to retirement

Fiduciary role
Strategic Advisers LLC serves as a 
3(38) ERISA fiduciary, with 
discretionary authority over the 
investment allocation decisions in 
workplace managed accounts. We 
take fiduciary responsibility for the 
participants’ portfolio allocations

Integrated experience 
With a robust engagement 
strategy, helping participants plan, 
invest, and stay on target towards 
their unique goals remains our 
top priority 

Driving better outcomes
Proven track record of driving 
results for both the plan sponsor 
and participant

80% of enrollees who stay in the 
service for the long term are on 

track for retirement4

Strength of Fidelity 
20+ years as a workplace managed 
account leader with continual market 
share growth

$871B in AUM across Fidelity’s 
advisory services platforms2

131 Fortune 500 clients offer 
Personalized Planning & Advice3

1 Fidelity® Personalized Planning & Advice at Work is a service of Fidelity Personal and Workplace Advisors LLC and Strategic Advisers LLC. Both are registered investment advisers, are Fidelity Investments 
companies and may be referred to as "Fidelity," "we," or "our" within. For more information, refer to the Terms and Conditions of the Program. When used herein, Fidelity Personalized Planning & Advice 
refers exclusively to Fidelity Personalized Planning & Advice at Work. This service provides advisory services for a fee.
2 Assets are as of March 31, 2024. Includes the Fidelity corporate retirement plan.
3 Based on Fidelity Investments recordkeeping data, including both defined contribution and Tax-Exempt clients that currently offer, or have recently committed to offering, Personalized Planning & 
Advice as of March 31, 2024.
4 Cohort data includes all participants who had been enrolled in Personalized Planning & Advice for 8+ years as of December 31, 2021. Assessment based on Fidelity’s RPM (Retirement Preparedness 
Measurement) score, which represents the percentage of a participant’s retirement expenses that are on track to be covered in poor market conditions. RPM considers an individual’s contributions, 
portfolio asset mix, retirement time horizon, and expected retirement expenses. There are four categories on the retirement preparedness spectrum based on the participant’s ability to cover estimated 
retirement expenses. For the definitions of each category, please see the disclosures in the appendix. 35
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Ongoing multi-channel messages 
and reminders 

Quarterly and annual check-ins 

NetBenefits exclusive planning dashboard to track 
retirement score and income estimates in real time

Investment strategy and trade 
confirmation updates 

Educational resources, tools and guidance 

Live channel support with Workplace Planning 
Consultants

Retirement readiness support

Helping each participant achieve their unique goals 
by offering them a personalized experience alongside a robust investment approach 

Engaging communications 

Reliable support

Participants keep track of their investments 
and see their full financial picture through:

Fidelity’s Personalized Planning & Advice
A comprehensive management solution built around the participant 

73% of 401(K) 
savers would like 

personalized 
investment advice1

173% of 401(k) Savers Would Like Personalized Investment Advice by PlanAdviser, 8/2/23



Driving participant engagement to complete their personal 
profile

Screenshots are for illustrative purposes only37

Profile Personalization
Campaign
Quarterly emails: Remind participants 
to update Personal Profile. Dynamic 
suggested next steps based on planning 
horizon. Includes print backup with QR 
code.

Ask Fidelity Q&A sessions 
Scheduled group Q&A events

Fidelity representative call-to-
action
Participants encouraged to call or schedule an 
appointment to speak with a planning and 
advice professional

Personalized communications Online resources Additional support

Planning dashboard 
suggestions & targeted 
NetBenefits messaging
Additional targeted messaging 
throughout the online experience with 
CTA to personalize.



Important information
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Screenshots are for illustrative purposes only 

For plan sponsor or investment professional use only.

Investing involves risk, including risk of loss.

Fidelity® Personalized Planning & Advice at Work is a service of Fidelity Personal and Workplace Advisors LLC and Strategic Advisers LLC. 
Both are registered investment advisers and Fidelity Investments companies and may be referred to as “Fidelity,” “we,” or “our” within. 
For more information, refer to Terms and Conditions  for the Program. When used herein, Personalized Planning & Advice refers
exclusively to Fidelity Personalized Planning & Advice at Work. This service provides advisory services for a fee.

Fidelity Brokerage Services LLC, Member NYSE, SIPC, 900 Salem Street, Smithfield, RI 02917

© 2023 FMR LLC. All rights reserved.
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