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Great-West Financial GREAT WEST

FINANC I AL

Great-West’s success in 2012... ...has led to signifticant

reinvestment in our services:;

More than 26,000 Plans » Enhanced Plan Sponsor
More than 4.6 million participant Retirement Readiness
accounts » Enhanced Participant
» $174 billion in plan assets Retirement Readiness Solutions
administered » Enhanced Technology
» Exceeded $6 billion Managed » Fee Disclosure
Account assets
» Exceeded $3 billion in target date
assets

All figures are approximate as of September 30, 2012,. Information refers to the retirement business of Great-West Life & Annuity Insurance
Company, Great-West Life & Annuity Insurance Company of New York, and to recordkeeping business of FASCore, LLC and reflect all
recordkeeping customers: those of institutional partners, TPA clients and Great-West Retirement Services.
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Agenda GREAT-WEST.

FINANCIAL

Great-West Promise

To increase your participants’ retirement readiness by partnering with you to
offer a best practice deferred compensation retirement program.

In this Strategic Partnership Plan, we will address:

2012 Program Milestones
Plan Statistics and Benchmarking
Best Practices and Industry Trends

¥y ¥ ¥ v

Expanding the Four Dimensions
» Accumulation — Participation/Savings/Diversification
» Lifetime Income
» Marketing and Education

» Plan Action Items
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Best Practices and Industry Trends

GREAT WEST.

FINANCIAL

Comments

Implemented
Yes No
Consolidated RecordKeeping X
Open Architecture X
Auto Enrollment X
Auto Increase X
Qualified Default Investment Alternative (QDIA) X
Employer Match
Roth 457
Loans

Investment Advisory Services

X X X X X

Self-Directed Brokerage
Fee Disclosure & Transparency
Behavior-Based Education

Annual Plan Review and Measurement

For Broker, TPA or Plan Sponsor Use Only

State restrictions /alternative Quick
Enroll

Legislation in process

Discuss for 2013




Administrative Improvements GREATWEST.
Xx \I(n;slemen:\le: Comments
Payroll Data Interchange (PDI) X gr?r:g:gevr;i;:tLine-of-Business
Online Deferral Process X
Plan Service Center X
To Do List X
QDRO Services X Discuss for 2013
Hardship Approval Services X Discuss for 2013
Beneficiary Recordkeeping X
Vesting Tracking X
Money Source Balances X
Online Enrollment X Systems discussions
Loan Administration X
Online Loans X
Electronic Loan File Feed X
Online Disbursement X Discuss for 2013
Online Allocations X
Online Fund Transfers X
Quarterly Participant Statements X
For Broker, TPA or Plan Sponsor Use Only 5
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Program Milestones GREAT-WEST.

FINANCIAL

 Web redesign

 Enhanced Voice Response System

QETTTALA
Larcut- West Retirement Service k-l

e Fee disclosure launch PROJECTED RETIREMENT INCOME
. .. AT-A LANGE PRELEECTID RETFEMENT BCME Based on information held in
» Redesigned participant statement S i g e your account, at age 67 your
. | d . d thl L AT01% | e e B3 ot st projected income may be:
to include projected monthly | i $2.503 /mon (nern

iIncome and fee disclosure

Dpen the Retirement Income
Control Panel

e Retirement Income Control Panel

e De Minimis Distributions 401(a) e
automated e : v g——

» Beneficiary campaign: 7,910
records online; 92% updated

[Access to the voice response system and/or the website may be limited or unavailable during periods of peak demand, market volatility, systems
upgrades/maintenance or other reasons.]

[The Retirement Income Control Panel is brought to you by Advised Assets Group, LLC, a federally registered investment adviser and wholly owned subsidiary
of Great-West Life & Annuity Insurance Company and an affiliate of Great-West Life & Annuity Insurance Company of New York, White Plains, New York ]
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2012 Four Dimensions Scorecard GREATWEST
_ Metric / Objective 2012 Results
457 metrics «371 new enrollments
Particination *312 new enrollments - increase 10% 19% increase
P *Avg contribution: $4,414 - increase *Avg contribution: $4,576
2% 3.6% increase
*Reduce number of people using a
single fund: 41% «Single Fund usage: 40%
Asset Allocation sIncrease use of Target Date Funds: «Target Date Funds: 2.3%
0.71% *Average # of investments: 2.9

*Average # of investments 2.9

*Group meetings / Webinars: 79 *Group meetings / Webinars: 92

Education «Individual counseling: 4,101 eIndividual counseling: 3,077

L . . eTotal Distributions increased
*Distribution Education Services : .
Utilization *Partial withdrawals and PPay up

Retiree Outreach Reduce number of full withdrawals by 36 / 3% retention increase
*DES retained 75% of those who

called

For Broker, TPA or Plan Sponsor Use Only 7




Executive Summary — 2012 Plan Summary GREAT WEST.

] ANC | AL

SECTI
Your

Plan Asset Balance

10.4% increase

Contributions: $29,960,000

Distributions: $19,990,000

Net flow: $9,970,000

Average Contribution: 457/ $3,895 401(a)/ $4,576
Average Balance: 457/%$43,698 401(a)/ $32,875
Average combined: Cont: $4,108 Bal: $41,037
Participation rate:  457: 8,516 contributing: 5,013
Participation rate: 401(a): 2,776 contributing: 2,281

¥y ¥ ¥ ¥ ¥ ¥ ¥ ¥ v ¥

Assume 15,000 eligible. 457 Participation 57% overall; 33% contributing
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Plan Success Goals — Accumulation GREAT WEST.

FINANCIAL

THE MODEL PLAN WOULD HAVE SAVE MO |
RE
» 90% Plan Participation Rate TOmo RROW
10% Individual Savings Rate b
90% of participants are invested N .
in Diversified Savings Solutions _‘--.I..
SHLD MO B E I'*u , I'- '-_:.
4

“Behaviorally Healthy Plans have high
participation, adequate savings levels,
and a wise investment strategy.”

— Shlomo Benartzi

For Broker, TPA or Plan Sponsor Use Only : 9



http://books.google.com/books?id=WYD_Bm97ZRIC&printsec=frontcover&source=gbs_ge_summary_r&cad=0

Participation GREAT-WEST.

FINANCIAL

Plan NAGDCA* PLAN SPONSOR**
56.51%
Participation (%) (33% 26% 72% 90%
contributing

* NAGDCA 2012 DC Plan Survey Report- March 2012
** Al Research Plan Sponsor 2012 Industry Report 457 Plans., Represents 41% of respondents.
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Participation GREAT-WEST.

FINANCIAL

Education and Marketing Alone | Employees Don’t Want to Save
Cannot Beat Participant Inertia

26% 98%

Government 457 plan Auto-enrolled employees
participation rate reported in 2012* who stayed in the Plan**

*Source: NAGDCA Study: Defined Contribution Plan Survey Report, March 2012
**Source: State of Indiana Deferred Compensation Plan, Auto Enrolled Statistics in 2011

For Broker, TPA or Plan Sponsor Use Only 11




Participation

Tools to increase participation:

Major Impact: Auto enrollment
will have the single largest impact
on increasing contribution rates*

Case studies show opt out rate of
auto-enrolled programs ranges
from 3%-6%**

*Al Research Plan Sponsor 2012 Industry Report 457 Plans
**Source: State of Indiana Deferred Compensation Plan, Auto Enrolled Statistics in 2011 and SMartT Program Safelite Group Study,

k - »

Thaler and Bernartizi, 2004

GREAT WEST.

FINANC I AL

Other Alternatives:

Quick Enroll will reduce the
inertia and investment obstacle
facing the average employee

Conscious choice enrollment
will re-engage participant and
remind participant about
presence of plan

Participant education will
continue to add individual
eligible employees to the plan

For Broker, TPA or Plan Sponsor Use Only
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GOAL: Improve Participation GREATWEST

IMNANC | AL

1. Renew efforts to utilize HR departments in addition to payroll clerks
» Establish contact list for HR contacts of all participating employers

2. Emphasis on new hires —where possible attend new hire orientation

3. Develop letter to all new hires mailed 30 days after employment
* Invite to view enrollment presentations online
* Invite to participate in an individual counseling session
* Include date and instructions for next webinar
» Generational training — beginning; mid career; pre-retirement

4. Adopt Quick enrollment form 2 Q 13
* Revise with custom logo and plan information

5. Online enrollment feature coming 2015 with new Line-of-Business

6. Launch online deferral for 2 Q15
* Presentationto Board at May Board meeting

For Broker, TPA or Plan Sponsor Use Only 13
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Savings Rate GREAT WEST
12%
Annual Contribution (%) ($4.738) 4.9% 3.0% 10.0%

NOTE: Average salary assumption $37,000.00 — contribution is 457 only
NAGDCA stat is $4,334/yr in footnoted study

* NAGDCA 2012 DC Plan Survey Report- March 2012
** Al Research Plan Sponsor 2012 Industry Report 457 Plans., Represents 41% of respondents.
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Closing the Gap in Retirement Plan Asset Levels GREATWEsT.

FINANCIAL

How Much Should the Employee Save in a DC Plan?

$50,000

Average salary, assume 80% replacement

Average
ratio, or needing $40,000 a year* J Other

Annual Income

Pension $20,000
$20,000

FOR ILLUSTRATIVE PURPOSES ONLY. This hypothetical illustration does not represent the performance of any particular investment options.
* Center for Retirement Research at Boston College; How Prepared Are State and Local Workers for Retirement?, October 2011

For Broker, TPA or Plan Sponsor Use Only 15




Accumulation — Savings Rate GREAT WEST.

FINANCIAL

How Much Should the Employee Save in a DC Plan?

Average
Annual

Pension
$20.000 $20,000 receive $20,000 a year

Other Hypothetically, $320,000 will
Income purchase a life-only annuity to

FOR ILLUSTRATIVE PURPOSES ONLY. This hypothetical illustration does not represent the performance of any particular investment options. The purchase price of an
annuity will vary based on a number of actuarial factors.
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Savings Rate GREAT WEST.

FINANCIAL

To Save $320,000 Over:

Cost per Month” Percentage of Salary™

35 Years $220 per month 8.8%

20 Years $700 per month 28%

* 6% average annual rate of return
** |f salary averaged $30,000 a year over 35 years

FOR ILLUSTRATIVE PURPOSES ONLY. This hypothetical illustration does not represent the performance of any particularinvestment options. It assumes a
6% annual rate of return and reinvestment of earnings, with no withdrawals. Rates of return may vary. The illustration does not reflect any charges, expenses
or fees that may be associated with your Plan.

For Broker, TPA or Plan Sponsor Use Only 17




Savings Rate

Tools to increase savings rate:

 Major Impact - Auto escalation
will have the single largest impact
on increasing contribution rates*

« Case studies show automatic
escalation, raising salary deferrals
by 1 percent or more annually,
increased average deferral rates
from 4% to 8% or higher*

*  16.8%** of 457 Plan respondents
have implemented auto escalation

* NAGDCA 2012 DC Plan Survey Report- March 2012

** Al Research Plan Sponsor 2012 Industry Report 457 Plans., Represents 41% of respondents.

For Broker, TPA or Plan Sponsor Use Only
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GREAT WEST.

FINANCIAL

Other Alternatives

Campaign to “restart”
contributions for those who are
employed and are no longer
contributing

Participant seminars such as
“Increase Contributions” and
“Budgeting”

WELLNESS -

JBEELING o

18




GOAL: Improve Savings Rate GREAT WEST

FINANCIAL

1. Launch Retirement Income Control Panel Campaign
» Gap analysis

2. Webinars

* Retirement Planning — An Action Plan for Baby Bomers
» Basic Investment Education
 Demo RICP

3. Group meetings
e Enrollment
e Tax Benefits
* Increase Contributions

4. Statement Narratives
* Increase Contributions

5. Web Bulletins

* Introducing calculators and web based tools

For Broker, TPA or Plan Sponsor Use Only 19




Accumulation - Asset Diversification GREAT WEST.

FINANCIAL

Avg. # of Investments 3.45 4.0

Diversified Investments 45.45% 20.2% 90%
Advisory Services 0 7.3% -

Asset Allocation

0 -
Funds 2 12.9%

Plan participants using more than 2 asset classes
* NAGDCA 2012 DC Plan Survey Report- March 2012
** Al Research Plan Sponsor 2012 Industry Report 457 Plans., Represents 41% of respondents.
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Diversification GREAT WEST.

FINANCIAL

“People who hold undiversified portfolios, like people who buy lottery
tickets, are gambling; they are accepting high risks without
compensation in the form of high expected returns.”*

O A diversified portfolio eliminates
8 /O 88% of the total risk exhibited by
a single security*

*'The Diversification Puzzle”, Meir Statman, Financial Analysts Journal, cfapubs.org 2004
Diversification of an investment portfolio does not ensure a profit and does not protect against loss in declining markets.

For Broker, TPA or Plan Sponsor Use Only 21




Diversification GREATWEST

Tools to increase diversification: Other options

 Major Impact - Plan Restarts and/or « Participant seminars such as
Mapping Strategies will have the “Steps to Building an Investment
single largest impact on improving Strategy” will address the
diversification of your plan’s importance of diversification
participants e Post Card campaign

« Case studies show that 90 or more of encouraging portfolio review and
Investment Return comes from asset providing stats on importance of
allocation* diversification

Utilize Quick enroll on all new
enroliments using TDF funds.
Follow up with representative to
select personal portfolio

*"The Diversification Puzzle”, Meir Statman FlnanC|aI Analysts Journal cfapubs.org 2004
Diversification of an investment portfolio does not ensure a profit and does not protect against loss in declining markets.
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GOAL: Improve Diversification GREATWEST.

FINANCIAL

1. WEB Bulletin

*  Encouraging portfolio review and need for diversification

2. Two Paths Campaign to target audience
* Asset Allocation Funds
*  How to Build your Portfolio

3. Statement Narrative
e Asset Allocation
. Diversification

[Asset allocation and balanced investment options are subject to the risks of the underlying funds, which can be a mix of stocks/stock funds and bonds/bond
funds. Stock values fluctuate in response to the activities of the general market, individual companies and economic conditions. Bond values fluctuate in
response to the financial condition of individual issuers, general market and economic conditions, and changes in interest rates. In general, when interest rates
rise, bond values fall and investors may lose principal value.]
[There is no guarantee that participation in the Reality Investing® Advisory Services will result in a profit or that your account will outperform a self-managed
portfolio.]

For Broker, TPA or Plan Sponsor Use Only 23
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Plan Success Goals - Lifetime Income GREATWEST.

FINANCIAL

“Aretirement plan without an income solution is like taking off on a plane
without landing gear”

-- Shlomo Benartzi

NECESSARY TOOLS

» Lifetime Income Solution
» Retirement Income Control Panel
» Retiree Outreach

For Broker, TPA or Plan Sponsor Use Only 24




Lifetime Income-Retention GREATWEST.
Rollovers Out of Plan $9,359,120  $8,436,259 $8,011,111 $3,604,681

Tools to reduce rollovers:

» Referring participants to Great-West counselors will provide useful
information to your participant when making the decision to leave the plan

» Distribution Option webinars

« Retention begins at enrollment — counseling on plan advantages during
enrollment and mid career appointments will reinforce the ability to remain
in the plan

« Utilizing Great-West's Retirement Resource Center reduces full withdrawals
from plan. 67% of callers stay in the plan vs. 28% who roll out.” Montana
experience is 75% remaining in the plan

Rollovers include full distribution for retirement and separation from service

* 2012 activity for all PNP plans

For Broker, TPA or Plan Sponsor Use Only 25
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GOAL: Retain Assets and Provide Lifetime -

GREAT WEST.

Income

1. RICP Webinar for participants

2. Fee comparison handout attached to the Distribution Option brochure

3. Obtain termination dates for retention outreach mailing
»  Distribution Education Services

4. Board approval of SecureFoundation
5. Webinar “Protecting Your Retirement”

6. Employer training meeting

* Include Great-West to explain the need and elicit assistance from the top down sharing the
value of group participation

For Broker, TPA or Plan Sponsor Use Only 26




Field Service Activity GREATWEST

FINANCIAL

Group Meetings

Individual Meetings 4,101 3,077 4,000

» Department meetings

* Appointment interest cards
 Webinars

* Individual meetings

* Fliersto HR departments

 Web Bulletins

» Postersto all sites

» Fliers to follow poster campaign

» Increased visibility in outlying areas

For Broker, TPA or Plan Sponsor Use Only
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GREATWEST

FINANCIAL

MARKETING AND EDUCATION
' CALENDAR

For Broker, TPA or Plan Sponsor Use Only 28



Marketing and Education Calendar GREATWEST.

FINANCIAL

Quarterly Campaigns

15T QUARTER 2ND QUARTER 3RD QUARTER 4™ QUARTER

Enrollment & Contributions W ebsite Tools/RICP Roth 457 Communication Retirement Readiness

STATEMENT ESSAGING STATEMENT MESSAGING STATEMENT MESSAGING  STATEMENT MESSAGING

Increase your contribution Benefits of the website Roth 457 Stay in the Plan/DES
FLIERS FLIERS FLIERS FLIERS
Cost of Waiting Web Resources Roth 457 Q&A Approaching Retirement
Contribute a Little More Rebalancer Growth of $1,000 Stay in the Plan
Fee Comparison Continue to Contribute Periodic Table of Budgeting Worksheet
Top Reasons to Enroll Finding Extra Dollars Investments Appointment Card
Appointment Card Appointment Card Appointment Card
SEMINARS SEMINARS SEMINARS SEMINARS
Increase Contributions Budgeting Steps to Building an Distribution Options
& Enrollment Retirement Planning for Investment Strategy Protecting Your Retirement
Retirement Planning for the Women Advanced Investment Savings
Next Generation Education

Plan Level Initiatives

RICP Campaign

Fund and revenue credit Strategic Partnership/Annual Retirement Resource
: RFP
change Plan Review Center

For Broker, TPA or Plan Sponsor Use Only 29
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Seminar Lineup

Target Auience: New and anisting participants

Description: Attend this seminar 10 leam mora about your naw servica provider, why your

Pian s making a change, and what 1o espect during the transition pariod.
in the Transi i we

EARN HOW TO INVEST

| —

S

Our licensed

SEMINAR REFERENCE GUIDE  Greatwes

FOR PLAN SPONSOR USE ONLY

FINANCIAL

Bright tomorrows begin todays

Great-West Retirement Services® developed its marketing communication strategy to educate and
encourage plan participants and employees in their journey to retirement. These seminars are an integral
part of this strategy as they cover topics in all of the following categories:

Enroll

Learn How to Invest
Investment Solutions
Grow My Savings
Financial Education
Retiree Outreach

specific topic.

ENROLL

Your Joumey to Retirement

Taha Citarge of Your Financial
Future with a Roliovar

are available to conduct these seminars on-site. Contact your local Great-West Retirement

Services representative for mare information

Great news! We have improved our seminars to be more concise. Each seminar is now abeut 15 to 20 minutes long. If you need to facilitate a
longer seminar, you may choose to combine seminar topics that work well together* For example, the Increase Contributions seminar might
work well with the Steps to Building an Investment Strategy seminar, or the Retirement Planning: An Action Plan for the Next Generation
seminar might go well with the Budgeting seminar.

* Please note: When combining seminars, the seminars must remain in their entirety to maintain their pre-approved status. Any alterations to
the seminars {e.g., removing slides, etc.) will require compliance review (12+ business days) and approval before use.

Remember to utilize the corresponding fiiers listed under the same topics. These fliers were created to enhance the education on each

All seminars are approved for alllines of business, but certain presentations have specific siides that pertain to certain plan types and have
instructions for removal of that content if the plan type does not apply.

Enrollment

Target Audience: Non-participating eligible employees

Description: Haven't started your journey to retirement yet? It's never too late to start! Attend
this seminar to learn useful information about your employer-sponsored retirement Plan, in-
cluding the Plan features and benefits, investment option overviews, and how you can enroll.
Also available in Spanish.

Rollover

Target Audience: New participants

Description: Do you know what a rollover means when it comes to your retirement? Attend
this seminar to learn exactly what a rollover is, as well as the costs and processes associated
with completing a rollover in your employer-sponsored retirement Plan.

-
Description: Atten this seminar 6 learm about stocks, bonts and cash qualents and tha
ks sssoriated with these types of investments.

GREAT WEST.

FINANCIAL

Options for Investing

Target Auience: Existing participants

Doscription: Attand this seinar o learn sbout the diffarent types of investment gt
available in your Plar. Also availabla in Spanish.

INVESTMENT SOLUTIONS
lity Investing® Advisory
Target Audience: New and axisting participants
Description: Atten this seminar o learm about Adisory Services, a sute of investing|

et

FINANCIAL EDUCATION, continued.

learn what your distrity
curmant amployer o if an emplayor cancels your fotiemer

vg Your Savings
Target Audience: Retied particpants

Description: Astand this sarminar to learn some tactics and
sustan you t come over time. Also available

Advanced lllvaﬁllnm Education -~
‘E:?r:ynm.nm INew and austing particpants wha are [ust beginning ther investm - L s
o barceand s sy | o e sl limenuist  'GROW MY SAVINGS

Increase Contributions

Target Audience: Existing parnticipants
Descriptian: Attend this seminar to learn haw increasing your retirement Plan contribution
may have some incredible savings benefits over time.

- Steps to Building an Investment Strategy
Target Audience: Existing participants
g Description: Attend thes seminar to learn haw 1 build a personal investment strategy] FINANCIAL EDUCATION

-
Target Audience: Existing participants
Description: Attand this seminar 1o learn tha fundamentals of budgating and how you can
prepare fnancially to meet your futura needs and goals. Also available in Spanish.

P this serminar with able under

Market Volatility
Target Audience: Existing participants

Description; Attend this seminar to get some tips on how
aceount 1o batter withstand markst volatiity. Alse availabl

W can structure your retiremant
in Spanish.

Retirement Planning: An Action Plan for the Next Generation

Target Audience: Non-panticipating eligible employees (ages 21-35)

Description: Attend this seminar to learn how expenses and maney allocation choices can
impact your financialfuture. Help your future self by lsaming some Important financial
planning tactics now. Also available in Spanish.

Retirement Planning: An Action Plan for Baby Boomers

Target Audience: Existing participants (ages 46-55)

Description: Attand this seminar 1o leam helgful tigs and get suggesiions for creating a plan
that may help you thiough the course of your retirement. Also available in Spanish.

Retirement Planning: An Action Plan for Women
Torge Audience: Existing particpants
Des

1o learn about the myths and facts related to women and in-
vasting today, and why it i 50 important for woman 1 have 3 retirement savings plan in piace
Alsa available in Spani

Tax Benefits

Target Audience: Existing pamicipants.

Descriptian: Attend this seminar to find out abaut the tax-deferrad banefits, tax-deferred
grovith benefits, and saver’s tax cradits that may be available when you participate in your
Plan. Also available in Spanish.

Represectatives of GWF"
Consuit with your finan

2 not registared investrent acuisers and cannct offar financial, legal or tax advice. Plasse
ey anctior tan addwser a5 naeded,

ommecriinn hdn oo, o offrdd fugh QIS Ecuitio, . e etharbioki daslrs. CWPS Ecutied, b Mgatier
FINRA/SIPC, is a whally owned subsidiary of Great-West Life & Anvuity Insurance Company and an affilate of Great-West L
nuity Insurance Company of New York, White Plains, New York, and FASCore, LL [FASCone Administrators, LLE b catbomin

3 and ver,

West Firancal™ refers ta prc 4 ool by Goant et s & Asty memrs Compaoys
y Insurance Company of New York, Whts Plains, New York. &
ot b i New ot

o Company of New York

rost Wost Lie &
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Marketing Campaigns

GREAT WEST.

INANCIAL

RETIREMENT

AUTOMOTIVE -**.

TAKL A LODK UNDLR 111
100D AT THE T001S AND
RESOURCES AAIRABLE ON
youn PLAN'S WEBSITE.

TIME FOR AN ANNUAL
TUNEUP:
Got a benefir.-ary?ﬁf

Saving enough? Iﬁ

. Retirement income
- on tdck"m

I PKick th  acrmemon

now and again

Insert local rep contact inform|

RETIREMENT

PHOTOGRAPHY

GREAT-WEST
FINANEIAL

ETJPE

)e}

POINT AN

RETIREMENT

TLCHNOLOGY -

RETIREMENT INCOME CONTROL PANEL:

The next evolution of retirement calculators...

IT'S LIKE A GPS

FOR NAVIGATING
YOUR WAY TO

RETIREMENT

Ready o Novigate

Tip:

How to translate your

Iumn-sum balance into a
AMVKITLLL MIFAVAAE ARAMIIRIT

..........

jates, times, locations here.




Action Items GREATWEST
_ Goal/Action Item Tools Adopted
*Webinars
Particination sIncrease new enrollments by *New Hire letters
P 10% *Engage Employer HR
Assistance
*RICP /Statements
Savinas Rate sIncrease deferrals by 2% *Webinars
g «Catch-up awareness Fliers to HR departments
*50+ mailing
sIncrease TDF usage by 2% sIndividual counseling
Diversification sDecrease single fund allocations *\Webinars on TDF
(ex TDF) by 3% *Asset Allocation Fliers
*Reduce percent of full Distribution Education
Retention withdrawals Services
e increase use of Plan Distribution *\Webinars
Options *Counseling Sessions
*\Webinars

Retiree Outreach EEE A OEE AL IEIEES *WWeb messaging

«Statement narratives
For Broker, TPA or Plan Sponsor Use Only . 32
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Diversification Case Study

Case Study: Managed Accounts Improves Participant
Rate of Return

GREATWESI

/] 4 0 4 06
Enrollment Status Average # of Average # of Average # of

During Period Annual IROR Participants Annual IROR Participants Annual IROR Participants
Participants enrolled in o . .
Advice 12.88% 288 3.47% 268 3.71% 212
Participants enrolled in
Managed Accounts 15.59% 46,853 7.41% 25,829 4.61% 9,397
Participantsin the
study group not

y 9roup 10.45% 184,780 3.95% 162,165 3.76% 73,293

enrolled in any of the
Advisory Services

Advised Asset Group, LLC (AAG) conducted a study to review the performance of its suite of participant advisory services branded as Advisory Services. The study encompassed
approximately 47,000 Advisory Services enrollees across 7 defined contribution plans that represented over 180,000 participants in total. AAG conducted the study to further its
understanding of the behavioral-based aspects of defined contribution plan participant investing patterns. AAG has defined participant investing behaviors in 3 categories: Do-It-Myself
InvestorSM, Help-Me-Do-It InvestorSM (generally interested in Advice service) and Do-It-For-Me InvestorSM (generally interested in Managed Account service). The study represents the
average annual rate of return of study participants for each category of service for the time period of April 1, 2006 through March 31, 2011. To fully account for the study population, also
shown is the average annual rate of return for plan participants not enrolled in any of the Advisory Services.

THIS PERFORMANCE DATA IS PROVIDED FOR INFORMATIONAL AND GENERAL EDUCATIONAL PURPOSES ONLY, AND IS NOT INTENDED TO BE CONSTRUED OR
RELIED UPON AS INVESTMENT ADVICE OR TO PREDICT FUTURE RESULTS. PAST PERFORMANCE IS NOT A GUARANTEE OF FUTURE RETURNS, AND THE

PERFORMANCE OF ACTUAL PORTFOLIOS CAN VARY WIDELY. ACTUAL INVESTMENT RESULTS MAY BE HIGHER OR LOWER.

For Broker, TPA or Plan Sponsor Use Only




GREATWESI

Core securities, when offered, are offered through GWFS Equities, Inc. and/or other broker dealers. GWFS Equities, Inc.,
Member FINRA/SIPC, is a wholly owned subsidiary of Great-West Life & Annuity Insurance Company and an affiliate of
Great-West Life & Annuity Insurance Company of New York, White Plains, New York, and FASCore, LLC (FASCore
Administrators, LLC in California).

Managed account, guidance and advice services are offered by Advised Assets Group, LLC (AAG) and powered by Ibbotson Associates. Both AAG and
Ibbotson Associates are federally registered investment advisers. AAG, FASCore, LLC and GWFS Equities, Inc. are wholly owned subsidiaries of Great-
West Life & Annuity Insurance Company. GWFS Equities, Inc. is an affiliate of Great-West Life & Annuity Insurance Company of New York, White Plains,
New York, and FASCore, LLC. Representatives of GWFS Equities, Inc. are not registered investment advisers and cannot offer financial, legal or tax
advice. There is no guarantee that participation in Reality Investing Advisory Services will result in a profit or that your account will outperform a self-
managed portfolio. Please consult with your financial planner, attorney and/or tax adviser as needed. Ibbotson Associates is not affiliated with GWFS
Equities, Inc., Great-West Life & Annuity Insurance Company, Great-West Life & Annuity Insurance Company of New York, FASCore, LLC or Advised
Assets Group, LLC.

Great-West SecureFoundation® guarantee is not available in New York and may not be available in all states. Please check with your advisor or Great-
West representative for more information. Great-West SecureFoundation® guarantee is a contingent deferred annuity contract ("contract") issued by
Great-West Life & Annuity Insurance Company to your plan sponsor. The Great-West SecureFoundation contract is Great-West Life & Annuity Insurance
Company's promise to provide a payment of guaranteed income subject to the terms and conditions of the contract and claims paying ability of Great-
West Life & Annuity Insurance Company. Great-West Retirement Services® refers to products and services provided by Great-West Life & Annuity
Insurance Company, FASCore, LLC (FASCore Administrators, LLC in California), Great-West Life & Annuity Insurance Company of New York, White
Plains, New York, and their subsidiaries and affiliates. Great-West Life & Annuity Insurance Company is not licensed to conduct business in New York.
Insurance products and related services are sold in New York by its subsidiary, Great-West Life & Annuity Insurance Company of New York. Other
products and services may be sold in New York by FASCore, LLC. Great-West FinancialSV refers to products and services provided by Great-West Life &
Annuity Insurance Company; Great-West Life & Annuity Insurance Company of New York, White Plains, New York; their subsidiaries and affiliates. The
trademarks, logos, service marks, and design elements used are owned by Great-West Life & Annuity Insurance Company. All rights reserved. Shlomo
Benartzi is not affiliated with GWFS Equities, Inc. ©2013 Great-West Life & Annuity Insurance Company. PT 167183

NOT A DEPOSIT | NOT FDIC INSURED | NOT BANK GUARANTEED | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | FUNDS MAY LOSE
VALUE
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