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Capitalizing on 
Cash Balance at Merrill

How FuturePlan RVPs can build relationships with Merrill by using cash balance plans to help advisors and Workplace Benefits Specialists (WBSs) hit their ambitious goals.


	Enhance the three Rs of effective sales
Bringing cash balance plans to Merrill allows RVPs to strengthen each of the core elements of meaningful sales relationships:
	Position FuturePlan as Merrill’s trusted partner for cash balance

	· Reputation: Showcasing FuturePlan’s vast expertise (more than 400 actuaries and a deep bench of ERISA experts) and experience (35+ years) in cash balance plans positions you as the most trusted resource for these powerful qualified retirement plans
· Rapport: Getting to know advisors’ and WBSs’ personal stories, goals, and clients allows you to show how cash balance plans align with the things that matter most for people throughout Merrill
· Responsiveness: Responding quickly to advisors’ and WBSs’ questions about cash balance plans and guiding clients throughout the onboarding process builds trust and confidence

	FuturePlan is an approved actuarial provider for Merrill’s Cash Balance Program and one of the retirement industry’s largest administrators of these plans. Our in-house experts are dedicated to helping advisors put the power of these retirement plans to work for their clients—and their practice.





	Focus on what’s in it for them
Although cash balance plans aren’t as well-known as other retirement plans, explaining the benefits of cash balance plans to each of these groups inspires them to learn more. 

	Advisors
· Grow and differentiate your practice
· Generate recurring inflows from A+ clients (business owners)
· Offer a high-impact tax and retirement strategy that CPAs and other advisors overlook
· Position yourself to become the primary advisor—ahead of a potential liquidity event
	WBSs
· Hit Merrill’s ambitious targets for cash-balance activity
· Bring strategic, unique ideas to your advisors
· Use the RVP as your go-to resource for all questions from advisors and clients throughout the sales, onboarding, and maintenance cycle
· Free up time to support your advisors as they grow their practices
	Business-owner clients
· Accelerate your retirement savings by contributing significantly more to your retirement than a 401(k) plan alone
· Reduce your tax bill while building long-term wealth
· Protect your assets from creditors
· Differentiate your employee retirement benefits
· Manage risk across your business



	Put these 6 best practices to work
FuturePlan’s most successful RVPs have seen the following tactics drive interest in cash balance plans with their Merrill relationships.

	Show them the money
	Send case studies of how other Merrill advisors have used cash balance plans to transform their practices or set up meetings to walk advisors through existing or customized illustrations. Seeing the magnitude of the inflows drives home the impact these plans have on advisors’ practices.

	Show up in person
	Visiting Merrill offices in person, whether to informally walk the halls or host a 30-minute presentation, is an effective way to tell the cash balance story to many advisors. Come equipped with Merrill-approved content and copies of Beyond the 401(k), the book by FuturePlan’s Ken Guidroz.

	Capitalize on tax deductions
	November through February is a great time to reach out to advisors because this is when their clients who own businesses are thinking about year-end tax planning or getting ready to file their tax returns. As long as a cash balance plan is created before the owner files the tax return, contributions are deductible for that tax year.

	Stay top of mind
	If advisors or WBSs don’t respond to your first or second messages, don’t give up. Keep sending different content about cash balance plans to stay on their radars. Immediately after meetings or presentations, send a prompt follow-up about next steps to keep the momentum going.

	Get your foot in the door by partnering
	If you’re having trouble connecting with WBSs, leverage the relationships recordkeepers and asset managers may have with these centers of influence. Ask these partners if they are interested in co-hosting a joint presentation for Merrill that covers retirement trends, including cash balance plans.

	Identify the best candidates
	Work with WBS’s and advisors to go through their existing lists of clients or prospects to identify people who are the best candidates for cash balance plans. By leveraging the Merrill’s Book 360 they can help to identify key prospects for your outreach. Then, create customized illustrations for those ideal candidates and walk the advisor and clients through what the numbers mean for them. 
















	Know the numbers

	4.1[endnoteRef:1] [1:  Source to come] 

	2x[endnoteRef:2] [2:  FuturePlan Center of Excellence, National Cash Balance Research Report, March 2023.] 

	5+ years[endnoteRef:3] [3:  Bank of America, The Advisor Playbook: A Cash Balance Sales Guide.
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] 


	Number of advisors millionaires work with, on average

Why it matters: Creates an opportunity for Merrill advisors to become the primary wealth manager by offering differentiated strategies, such as cash balance plans 
	Rate at which the number of cash balance plans is growing relative to 401(k) plans

Why it matters: Highlights the growing recognition of the attractiveness of cash balance plans and reinforces the need for WBSs to have a trusted resource for these complex plans
	Number of years business owners must maintain a cash balance plan

Why it matters: Shows the opportunity for advisors to generate recurring asset inflows from business owners and potentially family members who work at the company




	Use the Q1 Merrill campaigns-in-box and other Merrill-approved resources

	FuturePlan’s marketing team has created Q1-2025 email sequences, talking scripts, social media posts, and other resources RVPs can use to connect with Merrill advisors and WBSs. Check it out. 
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