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Groundbreaking new Chatham Partners study measures the efficiency of value added 
programs and identifies the keys to successfully marketing value-added programs to 

DC Advisors and Broker/Dealers. 
 
BOSTON, MA (July 25, 2014) – Chatham Partners today announced findings from a groundbreaking new 
study on Defined Contribution value-added programs with the inaugural release of “Changing the DC 
Advisor Value-Add Game, Maximizing Your Investment in DC Advisor Value-Added Programs”. 
 
To create its findings, Chatham Partners surveyed over 400 DC Advisors and 
interviewed 64 executives at DCIO, Recordkeeping and Broker/Dealer and 
Advisory firms to determine if DCIOs and Recordkeepers are maximizing the 
return of dollars invested in the value-added programs they sponsor.  
 
Understanding that the industry lacked measures to quantify success, Chatham 
created proprietary indices1, DC Advisor Loyalty Index (DALITM) and 
Broker/Dealer Loyalty Index (BALITM) that measure the effectiveness of these 
programs in creating awareness, differentiating and driving incremental sales. 
The findings show that despite significant investment of resources the Defined 
Contribution industry only registers a 73.5 (scale of 100). The analysis does 
however identify several firms that have excelled in achieving their strategic 
goals. The finding begs the question: Why are some firms winning and why are 
others failing to achieve their objectives? 
 
Chatham’s research reveals what winning providers have come to understand.  
 

1. There is a strong correlation between being a DC Advisors’ preferred provider and offering 
strong value-added programs. 
 

2. One size does not fit all, programs have varying appeal that is often dependent upon the type 
of advisor, channel, or, even, target market segment.  

 

3. Value-added programs open doors or break ties. 
 

4. Winning firms have adopted best practices around creating and managing their value-added 
programs for both DC Advisors and their Broker/Dealer and Advisory firm home offices. 

1 DALITM measures the perceptions of DC Advisors and BALITM measures the perceptions of Broker/Dealer and 
Advisory home office business leaders. 
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In summary, the research demonstrates that value-added programs are an effective means of making 
DC advisors aware of one’s products and services; when executed well value-added programs can 
provided an effective means of differentiating a firm; and, lastly and most importantly, DC Advisors, 
themselves, largely believe that the firms that invest in the growth of their businesses are worthy of 
being rewarded in return with new business. 
 
The implication of the 
research is that value-
added programs have 
reached an important 
milestone in terms of its 
evolution. No longer is it 
simply sufficient to offer a 
program and expect 
results. Today’s winners 
will not be dethroned by 
“me too” tactics. 

Reflecting upon the analysis, report authors Joshua Dietch Managing Director at Chatham Partners, 
Bruce D. Harrington, and Greg Melton collectively commented “Despite many of the headwinds that 
many DCIO and Recordkeeping firms face – industry consolidation, margin compression, increased 
specialization of DC Advisors the future of these programs is bright. The challenge to all is how to build 
better partnerships with their distribution partners. Success will, ultimately, come to those who are 
most adept at figuring out what to offer, to whom, and how to offer it.” 

________________________________________________________ 

The report is an innovative collaboration lead by Joshua Dietch Managing Director of Chatham Partners 
with expert broker/dealer practitioners Bruce Harrington and Greg Melton and a project team of 
Chatham researchers. The collaboration blends the deep research and retirement services expertise of 
Chatham with the real world perspectives of proven practitioners to drive the research and analysis.  

Chatham Partners: 

Chatham Partners provides customized market research, including win/loss sales analysis and client 
satisfaction studies, multi-client research studies, and strategy consulting services that help businesses 
understand the explicit, implicit, and latent needs of clients and prospects. Chatham’s fact-based 
analysis and recommendations enable organizations to improve sales processes, client 
service/retention, product/service offerings, and market perceptions. 

Bruce Harrington & Greg Melton 

Industry leaders with a 20-year track record of successful product development and implementation, 
Bruce has held leadership positions at John Hancock, LPL Financial, MFS Investment Management and 
Putnam Investments. Greg has held leadership roles in strategic planning, marketing research and 
business analytics, multi-media marketing, marketing communications, product development and sales 
distribution for a variety of international blue-chip insurance companies. 

303 Wyman Street, STE 270, Waltham, Massachusetts 02451  
Tel. 781•314•0600   Fax. 781•314•0000   


