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 Participant/Spouse Income Sources: Put together retirement income from Social 

Security, public pension(s), personal savings, IRAs, and Ohio DC.  

 Pension Maximization: Discuss the potential use of insurance to assist with income 

needs for participants and beneficiaries. Pension plan withdrawal options combined with 

low-cost term insurance might provide necessary coverage for the participant’s heirs. 

Assist with analyzing the decision to purchase service credit for their pension. 

We will continue to expand our reach and will offer the ability to meet virtually or face-to-face with 
a broad audience from all across Ohio. One of the resources we use most frequently to contact a 
significant number of participants is email. However, not all messages can be used for the entire 
participant base, which is why we conduct targeted email campaigns. Targeted electronic 
messages can be tracked, measured, recorded, and analyzed immediately to allow us to increase 
the effectiveness of future campaigns. Electronic communications reach the participant and 
employer via the website, emails, and webinars. 

Electronic Communication – Email (Strategic Goals 1 & 2)
The Service Plan for 2025 currently involves approximately 67 participant emails promoting 
various events throughout the year and encouraging financial behaviors in the best interest of 
participants. We can add or delete emails throughout the year, as needed, in order to react to 
market volatility, increased plan limits, Board action, or legislative changes. Scheduled emails are 
up from previous years due to an expanded number of webinars, new webinar topics, and an 
increased focus on asset retention. 

We continue to strengthen our email address list and currently have approximately 200,000 email 
addresses on file. Measurement is also an important component of the communication plan. 
Industry email open rates are rising, but Ohio DC email open rates are rising faster. Ohio DC’s 
email open rate of 55% is more than double the industry average according to WebFX’s 
consolidated 2024 statistics which show open rates of 20.2% for financial services. As with other 
facets of Ohio DC, communications targeted at older participants or those with higher balances 
are getting the most attention. Younger participants are less engaged. To appeal to younger 
audiences, we send a biannual Early Savers newsletter with topics that would be more likely to 
appeal to a younger audience. 

We continue to send special communications to keep retirees in the loop. Distributed in March 
and September, the Rewards newsletter is designed for participants over age 50. Articles are 
generally written by the Retirement Planning Specialist team and reflect common questions or 
concerns that arise from their thousands of appointments each year with retirees. Our Retirement 
Planning Specialists meet with people approaching retirement and those who have already 
retired. Using common questions and discussion items from these meetings, the Retirement 
Planning Specialists write articles designed to answer questions and capture the attention of 
retirees. 
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Nationwide is required by law to maintain a “do not call” and a “do not email” list to comply with 
anti-spamming regulations. Emails to participants cover topics such as quarterly statement 
notifications, account retention, and webinar announcements. Messages are altered based on the 
anticipated appeal to a target age range, account circumstances, or other demographic 
information. For a complete list of all the planned emails in 2025, refer to the Marketing Checklist 
following this document. 

Electronic Communication – Multimedia (Strategic Goals 1 & 2)
The following multimedia features are currently available: 

 17 Retirement Basics videos 
 Two Ohio DC overview videos 
 Nine recorded webinars conducted by Retirement Planning Specialists and 

Nationwide Retirement Institute (NRI) 
 9 (on demand videos coming soon) 

Electronic Communication – Website (Strategic Goals 1 & 2) 
For 2025, Nationwide will revise and simplify the “My Interactive Retirement Planner” for existing 
participants and potential new enrollees. It allows users to incorporate pension estimates from the 
Ohio public pensions (including various groups), spousal information, and outside assets to help 
participants gauge their retirement readiness and close the retirement gap. We will incorporate 
this tool into meeting announcements, account reviews, webinars, and phone conversations. We 
will also develop a flyer and email template that highlights the benefits of this tool. 

In addition, Ohio DC offers other web tools such as a W-4P Tax Withholding Calculator, My 
Health Care Estimator, Asset Allocation Tool, Paycheck Impact Calculator, Roth Analyzer, Future 
Value Calculator, and Payout Illustrator Calculator. Our Account Executives also have a variety of 
other tools at their fingertips to help participants make informed decisions about retirement plan 
fees, the SMarT Plan, tax withholding, required minimum distributions, and the Enrich Financial 
Wellness Program. 
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Electronic Communication – Web-based Seminars/Education (Strategic Goals 1 & 2)
Our Field Account Executives and Retirement Planning Specialists will continue to offer weekly 
live webinars in 2025. Through our partnership with the NRI, we will be offering webinars that 
focus on broader retirement planning topics such as Social Security, Women and Investing, Tax 
Efficient Retirement Income, and Medicare. For over a decade, the NRI has been focused on its 
mission to provide practical “thought leadership” and actionable solutions to improve financial 
health and retirement outcomes. Retirement Planning Specialists have recently been collaborating 
with experts from NRI as guest speakers during our “Webinar Wednesday” series. 

Retirement Planning Specialists already have 51 webinars scheduled for 2025 covering topics 
such as: 

 Approaching Retirement - Preparing to Retire 
 Approaching Retirement - Beyond the Basics 
 Asset Allocation & Managing Risk 
 Closing the Retirement Gap 
 Ask Ohio DC (general overview with the majority of time dedicated to Q&A) 
 Retired Minds Want to Know 
 Helping Your Employees Prepare for Retirement (Employer Webinar) 
 Introduction to Medicare 
 Women in Retirement 
 Social Security 
 Tax Efficient Retirement Income 

In addition to these centrally coordinated and advertised webinars, individual Field Account 
Executives are also offering smaller webinars using Microsoft Teams for specific employers in 
their territory each week. 

For those who cannot attend a live webinar, pre-recorded webinars are available on the website. 
We also know that some employers promote our webinars as “lunch and learn” events and often 
have multiple participants watching on a big screen. Webinars have become a very efficient way 
to communicate with participants across the state, many of whom may not otherwise have 
opportunities to meet with our representatives due to their remote locations. For a listing of all the 
webinars currently scheduled for 2025, please see the 2025 Marketing Checklist following this 
document. 

Electronic Communication – RetireU Virtual Campus (Strategic Goals 1 & 2)
Nationwide has experienced success over the last few years with virtual interactive micro-sites 
and plans to design another new theme for 2025. Past themes have included the Virtual Booth, 
Virtual Courtyard, Virtual Adventure Center, and RetireU Virtual Campus. These are all virtual 
destinations for employers who did not have interaction with Ohio DC at a benefits fair or annual 
enrollment meeting. Employees can watch videos, enroll, read literature, or sign up for a webinar. 
We hope to further improve on the great success of more than 8,700 unique visitors and the 
62,500 interactions in the RetireU Virtual Campus last year. 
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Employer Engagement & Recognition (Strategic Goal 1)
At the November 2024 Board meeting, the Board voted to recognize eight employers for their 
outstanding attitude toward retirement savings and the results they helped produce in terms of 
new enrollments, number of active participants, and percentage of active participants enrolled in 
the SMarT Plan. We will continue to bring recommendations to the Board for employer recognition 
in our attempt to increase employer engagement. Employers honored with a Board resolution will 
receive a framed resolution and recognition in the participant and employer newsletters in 2025. 

Written Communication - Marketing Materials (Strategic Goal 1 & 3)
Nationwide maintains approximately 115 different printed marketing and communications pieces 
in our database. The entire catalog of printed material and forms maintained by the Ohio DC staff 
is closely examined every six months so that all requested changes from Nationwide and the Ohio 
DC staff are made during the revision and redesign process. Most printed pieces have a 15 to 18-
month lifecycle except for those materials that contain outdated performance, contribution limits, 
or become obsolete due to legislative changes. Samples of any of the marketing materials can be 
provided to the Board upon request.  

Although printed materials are decreasing in popularity, we still maintain a library of materials to 
grab participants’ attention and encourage them to attend a workshop or schedule a one-on-one 
meeting with our Field Account Executives. Our system called “Marketing Works,” provides the 
opportunity to personalize material with the name and photograph of the local representative, and 
is an organized presentation of professional-looking, compliance-approved announcements. In 
addition, these can be emailed to employers in a PDF format so they can distribute the same 
material electronically. 
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III. Primary Marketing Initiatives 

“Be Ready…” ongoing theme for 2025 (Strategic Goal 1 & 2)
The theme of marketing messages for 2025 is designed to make the participant think about how 
they want to feel when they have accomplished their retirement savings goals. The concept 
focuses on the ultimate emotional benefit of being retirement-ready with a sense of confidence. 
This initiative will use our tagline, "Invest in you," as part of the lead-in to the call to action, 
creating a directive for how a participant can get to their ultimate goal. 

Photography will include lifestyle images that focus on confident individuals looking directly into 
the camera with bold headlines and supporting copy such as: 

 Be Ready. Invest in you. Use our retirement tools to find out more about retirement 
readiness. 

 Be Prepared. Invest in you. Enjoy the long-term advantages of staying with Ohio DC. 
 Be Resilient. Invest in you. Talk with an Account Executive to get started. 

This campaign will be supported by marketing efforts in the following areas: 

 Web banners 
 Newsletter articles 
 Targeted emails to participants 
 Videos and presentations online 
 Online webinars 
 Online scheduling 
 Auto features (SMarT) 
 Virtual and in-person consultations from Field Account Executives and Retirement 

Planning Specialists 

Resource usage can be measured by examining the number of visits to various online tools, time 
spent per website page, attendance at webinars, average telephone talk time, number of 
meetings with participants, and the number of meetings with Retirement Planning Specialists. 

The brand refresh was completed last year. The focus in 2025 will be to maintain alignment 
between the Ohio DC brand and any new materials, forms, web pages, and communications. 
Nationwide’s marketing team will continue to consider the following brand attributes when revising 
and designing materials: 
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 Helpful 
I know that Ohio DC will help me make smart financial decisions every step of the way 
on my path to retirement readiness. 

 Authentic 
I can tell that Ohio DC respects hard-working public-sector employees like me. They 
communicate in a relatable way and don’t talk down to me. 

 Empowering 
Ohio DC has helped me see my own potential and motivated me to set goals. I’m 
excited to stick with the plan and watch my savings grow over time. 

 Assuring 
I trust Ohio DC to protect my savings and make decisions based on what’s best for me. 
It feels good knowing I have a partner I can count on. 

 Clear
I appreciate that Ohio DC simplifies the complex world of retirement planning, making it 
easier for me to understand. 

 Adaptive 
I’m confident that Ohio DC is keeping pace with the times. I see them innovate and 
modernize to make sure I have up-to-date information and the latest tools. 

 Representative 
My colleagues are Ohioans of all walks of life and at every career stage. I like that Ohio 
DC takes care to reflect the rich diversity of our state in the materials I see. 

Retention 

The Board spent the majority of the day discussing asset retention at the most recent Strategic 
Planning Meeting. We plan to enhance our retention message in 2025 while proactively engaging 
participants during conversations. In 2025, we will continue our retention efforts and offer 
compelling reasons to stay with Ohio DC. Retention tactics will include: 

 Trial run of outbound calls to participants who have requested to rollover or transfer out of 
Ohio DC 

 Surveys of participants who have returned rollover or transfer-out paperwork 
 Conversations about retention with every participant interaction regarding a withdrawal 

over $20,000. 
 More offerings of in-depth webinars such as Asset Allocation & Managing Risk, Tax 

Efficient Retirement Income, Social Security, Medicare, Women in Retirement, etc. 
 Greater promotion of retirement planning expertise 
 Retention conversations with every field interaction 
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Account Engagement 

Over the last couple of years we have increased the number of account engagement emails. We 
have several additional account engagement emails planned for 2025. We will continue a focus 
on administrative details such as encouraging more participants to update their beneficiaries and 
complete their online account profile settings for security reasons. For 2025, we will conduct the 
following activities to increase account engagement: 

 Retention emails sent to participants who have separated service during the last three 
months encouraging them to stay with Ohio DC. 

 Rollover-in email sent to participants who enrolled during the previous 3-6 months 
encouraging them to consider consolidating other accounts with Ohio DC. 

 Reallocation email sent to participants who recently completed a rollover encouraging 
them to review their investment allocations for the appropriate asset mix. 

 Beneficiary update emails sent to participants without a named beneficiary to update the 
beneficiaries on their account. 

 Online profile emails to encourage participants to create an online profile to help prevent 
unauthorized access. 

 Include information about current beneficiaries in annual statements. 
 Include information about online profile security in the participant newsletter. 
 Remind participants about the security of eDelivery. 
 Announce new contribution limits in Q4. 

Financial Wellness 

Overall financial wellness through the Enrich platform will once again be part of the message for 
2025. We will offer a new employer webinar to promote Enrich while continuing to incorporate 
Enrich into participant emails and Field Account Executive demonstrations. Messages regarding 
financial wellness will continue to be incorporated into the primary marketing campaign for 2025 
and will include messages to Enrich users and non-Enrich users. 
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Strengthening Peer Relationships with Pension Systems (Strategic Goal 2) 
This document makes many references to enhanced strategic relationships with OPERS. This will 
be a focus for 2025 as Ohio DC representatives continue to work the employer list, attempting to 
improve rates of participation with employers and encouraging new employers to adopt. OPERS 
has created a new series of member seminars and invited Ohio DC to present. OPERS also 
experimented with employer seminars last fall and those may continue into 2025. For those 
employers who are reluctant to entertain a meeting with Ohio DC, we have discussed leveraging 
the relationship with OPERS to make inroads in 2025. 

Ohio DC has also been in discussion with leadership at STRS about enhancing the partnership to 
include more events, cross-promotion, and shared materials. Relationships also remain positive 
with SERS, HPRS, OP&F and the City of Cincinnati pension system. 

Collaboration with 403bwise.org (Strategic Goal 2)
This relationship began at the end of 2023. Ohio DC is still working with 403bwise to determine 
how we can partner to achieve results in the school market. Their mission is educating school 
employees about the fee structure of 403(b) plans compared to an institutional 457(b) plan like 
Ohio DC. They are slowly building out a competitive comparison database, but currently have 
limited data on Ohio school systems. We will continue to assist them by providing information for 
them to research and post on their site. They also suggested the possibility of including Ohio DC 
in their podcasts as an example of a preferred vendor for retirement savings, but so far that has 
not materialized. 

Opt-in/Opt-out process (Strategic Goal 1 & 2)
Field Account Executives will continue to meet virtually, or in-person, with non-State employer 
contacts throughout the year encouraging them to adopt the Opt-in/Opt-out election form. More 
than 200 different employers have used this form at least once, although, as of legislation passed 
in 2022, it is only required for State agencies who don’t participate in the auto-enrollment process.  

National Retirement Security Month (NRSM) (Strategic Goal 1, 2, & 3) 
As described previously, offering webinars has proven to be a successful and efficient method to 
educate participants. Nationwide will continue to promote and offer on-site education and 
webinars during NRSM. Details of this campaign will include: 

 Email announcements to participants regarding webinars with instructions on how to 
register for the events 

 Follow-up emails after the webinars with any additional information requested 
 Information on how to view a webinar recording 
 Promotion of online educational videos and planning tools 
 News articles will be provided to unions and associations who are willing to include our 

message in their communications to members 
 Distribution of new micro-site for 2025 similar to the RetireU Virtual Campus 



Ohio Deferred Compensation 2025 Annual Service Plan 15 

V. Special Enhancements 

SECURE 2.0 Act (Strategic Goal 4) 
Since the passage of the SECURE 2.0 Act, staff has been meeting frequently to discuss the 
required and optional provisions of the Act. Work has either been completed or begun for all of the 
required provisions with only one more major provision left to be developed for calendar year 
2026. 

Auto-enrollment (Strategic Goals 2 & 5)
The auto-enrollment project was completed over the summer of 2022 allowing participating state 
agencies to auto-enroll all new employees. Nationwide works with the Ohio DC staff to track auto-
enrollments and compare them to the three previous years’ enrollment numbers for state 
employees to determine the number of additional employees captured by the auto-enrollment 
process.  
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VI. Annual Service Plan Conclusion

The Annual Service Plan takes into account a significant portion of the activities that will take 
place during 2025. However, the plan will remain flexible for any unexpected events or as a result 
of legislative or regulatory changes. The marketing theme for the year, “Be Ready…,” will help 
participants focus on their own retirement readiness with confidence. Strategies for marketing will 
incorporate a variety of messages through print, electronic media, virtual meetings, and face-to-
face meetings. 

The largest potential change is the enhanced partnership with OPERS. We are already seeing 
some improvements in exposure to employers and greater awareness as a result of this 
collaboration. We will continue to focus on roughly 130 employers identified last summer while 
also seeking new adoptions from some of the smaller employers who have not yet taken 
advantage of Ohio DC. As this project progresses, we will provide updates to the Board on 
successes and lessons learned. 

One of the largest components of the Annual Service Plan is a description of our service model. 
Please refer to the Exhibit titled, “Service Model” for additional details. 

Changes made to the Annual Service Plan throughout the year are always discussed with the 
Ohio DC staff in progress meetings held at least once a month. Measurement for these activities 
is also reported monthly to the Ohio DC staff. Weekly communication meetings also ensure 
Nationwide and Ohio DC staff remain committed to the Service Plan presented to you each 
January and any communication needs that arise throughout the year. 
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2025 Service Model 

Service Summary 
Nationwide is responsible for the following operational components each year. A scorecard is 
reviewed monthly by Ohio DC staff that measures progress and performance on goals.  

Participant call center – Answer incoming participant phone calls in a timely manner using 
monthly targets for average speed of answer.  

On-site services – Form relationships with employers and participants through group meetings 
and one-on-one consultations in both a virtual space and a physical presence.  

Retirement Planning Services – Offer both on-site and virtual appointments to participants 
nearing retirement or already retired. Educate all participants through enhanced webinars.  

Administrative processing – Fulfill paperwork to participants requesting a distribution of their 
account or other administrative requests. Receive all returned paperwork and quality check prior 
to sending to Board staff for final processing.  

Electronic communications – Send proactive targeted emails to participants. Respond to 
participant email inquiries and faxes in a timely manner.  

Marketing and Compliance – Execution of the Annual Service Plan. 

Project Management – Thought leadership regarding the Board’s business processes and 
consultation on the design and testing of process enhancements. 

Program Growth – Grow the Ohio DC by increasing net new accounts through enrollments, 
rollovers and transfers into the Plan, retention of existing accounts, and automatic contribution 
increases.  

Staffing Model (Strategic Goal 1 & 5) 
The Nationwide staff assigned to Ohio DC has always been 100% dedicated to Ohio DC. Each 
employee is fully integrated into the service model and uses the Ohio DC brand in all 
interactions with employees, employers, and participants. This integration is the key to 
seamless service for the participants and employers. Our service model incorporates a mix of 
automated services via the website, as well as personal service from Account Executives over 
the phone, in person, or in a virtual environment. 

We continue to see significant growth in new participant enrollments and SMarT increases. We 
anticipate a few potential retirements in the field Account Executive role over the next few years 
and will be looking closely at territories to see if there are efficiencies to be achieved.  
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Hiring, training, and staffing will continue to be a huge focus of effort for Service Center 
management. Labor shortages seemed to have improved in recent years, however, it is a 
challenge to hire people who want to work in a call center and physically report to an office. 
Conducting training in the office versus remotely has helped improve attrition rates. The process 
of hiring, training, and licensing a representative can take six months before each associate is 
fully contributory. As always, we will continue to use increased flexibility in our staffing model to 
staff up for the peak season and reduce hiring during the spring and early summer months, 
which saves the Board and participants money by reducing the staffing  
budget. 

Fraud Prevention/Intervention (Strategic Goal 5)
Nationwide purchased Pindrop® software to assist with fraud identification. Pindrop® was 
implemented for Ohio DC in October of 2018. The software provides a risk score and call 
intelligence to our operations department in the first few seconds of each call. The risk score, 
along with the analysis of the caller’s voice, device, and behavior, is provided to Nationwide’s 
fraud analysis team for further investigation. If the call’s risk score exceeds a certain threshold, 
the fraud analysis team contacts a manager at the Service Center to review the call, compare it 
to previous call recordings, and analyze the request of the caller to determine the next steps. 

We will continue to use this as a backup measure for our security protocols and account 
verification during all calls. Although no security methods are completely foolproof, this is one 
more way that Nationwide is adding value to Ohio DC by helping to secure participant 
information and dollars in their accounts. Each year we are experiencing more and more 
attempted fraud which can be a significant drain on Service Center resources. We are fortunate 
to have assistance from Nationwide’s expanding anti-fraud team. 

Quality Management Artificial Intelligence (Strategic Goal 1)
Rather than old methods of manually listening to and scoring a limited sampling of calls, the AI 
quality management solution will evaluate 100 percent of the calls in the Service Center. After 
transcribing the speech into text, artificial intelligence and machine learning can be used to 
auto-score every call. As the software evaluates the words spoken by both the Account 
Executive and the participant, it can also interpret tone, empathy, responsiveness, positivity, 
confidence, and more. Although this tool is continuing to learn and improve, the Service Center 
management team has found there is no substitution yet that can replace a solid training 
program, peer-to-peer coaching, mentoring, and accessible resources when it comes to 
improving call quality. 

Enhanced Training for Existing Staff (Strategic Goal 1, 3, & 5)
Service Center turnover and promotional opportunities reinforce the need for a strong cross-
training program and frequent succession planning by Nationwide management staff. We will 
continue to enhance training and development in 2025 with the following: 

 Shadowing–Succession planning and development begins with a willingness to allow 
shadowing within the organization. This gives team members an opportunity to sit with 
more experienced staff in roles of increasing responsibility to learn about their jobs. It 
also allows Nationwide staff from other business units to learn about Ohio DC and can 
serve to attract new talent. 
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 Holiday training days–There are very limited opportunities throughout the year to 
conduct Service Center training for all staff members. Closure of the Service Center for 
stock exchange holidays provides a great opportunity for staff training. Utilizing these 
holiday closures minimizes the interruption and inconvenience to participants. 

 Field Account Executive training–Nationwide will bring all Field Account Executives 
together for in-person or virtual training and staff meetings twice per year. 

 Workday Learning–Nationwide offers hundreds of developmental courses online. 
Leadership supports scheduling time to allow associates to develop new skills and stay 
current with regulatory requirements. 

 eDevelopment–Nationwide will assist associates with a formal development plan for 
personal and career growth. Leadership is required to oversee this process. 

 Succession planning–Nationwide leadership will have weekly succession planning 
meetings to ensure we have backup plans in place for staff turnover. 

New Employee Training (Strategic Goal 1, 3, & 5)
During the first few weeks of employment, new contractors will learn the business flow of the 
office, including processing paperwork. They will then begin training on several specific call 
types related to withdrawals and website help. They are provided with recorded video training 
sessions to view. After completion of the video library, Account Executives are paired up with a 
Service Center Team Lead to recap all subject matter and test their retention of the material. 
After completion of subject matter training, hands-on Service Center training continues with the 
Account Executive listening to live calls and completing follow-up paperwork with a Sr. Account 
Executive or Service Center Team Lead. This process helps them learn how a call should flow 
and provide the opportunity to learn first-hand how to lead a participant through each process 
and answer their questions. After they have an understanding of the call flow, they will begin 
taking calls under the supervision of a Sr. Account Executive or Team Lead. Not until they have 
a proven working knowledge of Ohio DC will they be permitted to take calls on their own.  

After the Account Executive has successfully taken these call types for a period of time and has 
a proven track record of attendance and great customer service, they will be provided the 
opportunity to apply for a full-time position with Nationwide. Consideration will be given to those 
contractors who have already completed their FINRA Securities Industries Essentials exam. 
Upon converting to a full-time associate, the Account Executive will be required to complete 
both the FINRA Securities Industry Essentials exam, if they have not already done so, and their 
FINRA Series 6 licensing exam. During the time they are studying, training begins on specific 
call types related to rollovers and enrollments. Similar to the previous hands-on training, 
Account Executives will review the library of training videos and recap with a Team Lead. After 
new Account Executives have completed their licensing requirement, training begins on call 
types related to changes to investments or contributions.   
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Ongoing Training and Performance Management (Strategic Goal 1, 3, & 5)
Ongoing training exists in the form of classroom technical training, personal skills training, 
mentoring, and on-the-job learning from peers. Nationwide values personal development and 
offers a variety of resources to help improve job performance and career advancement. 
Managers and Team Leads review and score random recorded calls taken by our Account 
Executives for quality and training purposes. In-depth feedback is provided to each Account 
Executive on the call-review and opportunities for improvement are highlighted. 

Field Account Executives are not generally part of the office environment. Due to the nature of 
their jobs, they would normally be traveling to different worksites each day, providing fewer 
opportunities to attend formal training classes. However, they are evaluated and reviewed by 
management several times per year in a variety of settings. Management also carefully reviews 
verbatim survey comments for any opportunities to improve performance. For 2025, Field 
Account Executives will be asked to assist the Service Center by answering incoming calls 
during peak season depending on Service Center staffing levels. 

Weekly team huddles and monthly conference calls with Field Account Executives ensure 
representatives are kept current on any changes. Guest speakers from Ohio DC’s investment 
managers and an economist occasionally attend these meetings to discuss fund updates or 
provide an economic overview. An annual meeting of all Field Account Executives across the 
country typically occurs in January. This conference allows us to share and learn from our peers 
in other areas of the country, especially large multi-employer plans. Field Account Executives 
also conduct peer-to-peer shadowing on occasion to share ideas and learn from each other’s 
experiences. 

Formal performance reviews are conducted twice per year and determine employee 
compensation and career development, while individual coaching and feedback occur much 
more frequently. The Service Center routinely holds small group meetings with staff members 
about once a month.  

Training Manual (Strategic Goal 1, 2, 3, & 5) 
All training manuals and procedure manuals are hosted on an internal SharePoint website so 
everyone in the office is accessing the same, current documents for use with participant calls. 
These procedure documents are also available to Field Account Executives. All team members 
also have access to pre-recorded video training sessions by our experienced Team Leads to 
expedite the training and onboarding process, while minimizing the time needed from leadership 
to conduct training sessions. Training and procedures documents will be updated each time we 
are informed of a new administrative procedure by the Board staff. 

Quantitative and Qualitative Service Goals (Strategic Goal 1, 2, 3, & 5)
Nationwide and Ohio DC staff believe participant satisfaction is very important. We record all 
calls so that we can use them for training purposes and to help address areas where we could 
have worked harder to improve the participant experience. The Board evaluates Nationwide’s 
performance based on survey results. Survey scores have been very high over the last decade. 
Using the new “Net Promoter Score” which benchmarks Ohio DC to the financial services 
industry, scores were in the 100th percentile.  
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Collaboration with Other Large Defined Contribution Plans (Strategic Goal 1, 2 & 5)
Nationwide remains the largest deferred compensation provider ranked by the number of plans. 
This puts us in a unique position to serve some of the largest and most complex plans in the 
country. Several years ago, Nationwide created a single “Large Plan” team that includes staff 
servicing Ohio Deferred Compensation, the Maryland Teachers & State Employees Retirement 
Plans, New York State Deferred Compensation Plan, the Kentucky Deferred Compensation 
Plan, and the California Savings Plus Plan. Through frequent meetings and conference calls 
with other leaders from large plans, we continue to share best practices to benefit all plans 
including web content, marketing materials, outreach meetings to participants, etc. These plans 
are all leaders in the public sector defined contribution industry. 

Disaster Recovery (Strategic Goal 2 & 5) 
Each year Nationwide evaluates its Disaster Recovery Plan to ensure our operations can 
continue during a catastrophic disruption of the business. As part of Nationwide’s contract, we 
are responsible for providing information on our full-scale Disaster Recovery Plan for the 
Service Center and auxiliary Nationwide services. This plan is reviewed by our Business 
Continuity team. 

A more likely disruption scenario is a temporary loss of power or communication. While we 
previously used other local Nationwide facilities as a staging area for short-term disruptions, we 
now have the full capability of all associates to work from anywhere with an internet connection. 
Using our phone system, an Account Executive can login and begin taking calls from anywhere 
in the country through a Virtual Private Network. 

Strict Adherence to Financial Industry Regulatory Authority (FINRA) Requirements (Strategic 
Goal 4 & 5) 
Nationwide actively monitors both federal and state legislation as it applies to our businesses, 
business partners, customers, and employees. For the purposes of Ohio DC, Nationwide 
provides and monitors the activities, marketing materials, and communications used by its 
Registered Representatives. Nationwide Investment Services Corporation (NISC) Compliance 
manages the compliance program. NISC Compliance is responsible for providing the oversight 
of NISC’s business lines.



Target Date Completed Date
Employer Emails

Employer Newsletter Notification (Communication Mgr.) Even months February
Monthly Employer webinars (Communication Mgr.) Odd months January

Participant Emails
Approaching Retirement - Preparing to Retire & Beyond the Basics January 8
Quarterly Newsletter January 13
Asset Allocation & Managing Risk January 22
Closing the Retirement Gap January 29

Promotional email Q1 January 30
NRI Webinar - Women in Retirement February 5
Ask Ohio DC February 12
Retired Minds Want to Know February 19
Rollover with single investment option default February 25
NRI Webinar - Social Security February 26

eDelivery reminder email February 27
Retired Minds Want to Know March 5
Early Saver Newsletter 1 March 6
Retention Email (separated within past 3 months) March 11
Ask Ohio DC March 12
Rewards Newsletter 1 March 13

Closing the Retirement Gap March 19
Enrich promotion Q1 March 20
Rollover-in email to newly enrolled employees March 27
NRI Webinar - Tax Efficient Retirement Income April 2
Asset Allocation & Managing Risk April 9
Quarterly Newsletter April 14

NRI Webinar - Introduction to Medicare April 16
Approaching Retirement - Preparing to Retire & Beyond the Basics April 23
Promotional email Q2 April 30
Beneficiary clean-up email May 7
Beneficiary clean-up email May 14
NRI Webinar - Social Security May 21

NRI Webinar - Women in Retirement May 28
Asset Allocation & Managing Risk June 4
Cybersecurity awareness reminder to establish online profile June 11
Retention Email (separated within past 3 months) June 12
Enrich promotion Q2 June 18
Rollover-in email to newly enrolled employees June 26

Closing the Retirement Gap July 2
Ask Ohio DC July 9
Quarterly Newsletter July 14
NRI Webinar - Tax Efficient Retirement Income July 16
Retired Minds Want to Know July 23
Promotional email Q3 July 31

Ask Ohio DC August 6
Beneficiary clean-up email August 7
Beneficiary clean-up email August 13
NRI Webinar - Introduction to Medicare August 20
Asset Allocation & Managing Risk August 27
NRI Webinar - Women in Retirement September 3

Early Saver Newsletter 2 September 4
Approaching Retirement - Preparing to Retire & Beyond the Basics September 10
Rewards Newsletter 2 September 11
Retention Email (separated within past 3 months) September 12

2025 Marketing Checklist



Target Date Completed Date

Enrich promotion Q3 September 18
Rollover-in email to newly enrolled employees September 24
RMD management email October 1

Quarterly Newsletter October 13
Asset Allocation & Managing Risk October 15
NRI Webinar - Social Security October 29
Promotional email Q4 October 30
Ask Ohio DC November 12
NRI Webinar - Tax Efficient Retirement Income November 19

Ask Ohio DC November 26
Retention Email (separated within past 3 months) December 12
New Contribution Limits December 17
Rollover-in email to newly enrolled employees December 18
Enrich promotion Q4 December 19
Section 603 email (50+ Roth) TBD

Section 603 email (50+ Roth) TBD
Section 603 email (50+ Roth) TBD
Section 603 email (50+ Roth) TBD

Web Banners
To be determined each month January
To be determined each month February
To be determined each month March
To be determined each month April
To be determined each month May

To be determined each month June
To be determined each month July
To be determined each month August
To be determined each month September
To be determined each month October
To be determined each month November
To be determined each month December

Physical Mailings
C Status Participant Letter (Age 65-72) to be sent by Board Office February
C Status Participant Letter (Age 73+) to be sent by Board Office February
Accel Letter to be sent by Board Office May
Small Balance Letter to be sent by Board Office May

RMD Direct Deposit Notification September
Default RMD Notification November

Newsletter articles - Front Page
Themed article - Be Ready. Be Prepared. January
Themed article - Be Ready. Be Prepared. April

Themed article - Be Ready. Be Prepared. July
Themed article - Be Ready. Be Prepared. October

Webinars
NRI Webinar - Introduction to Medicare January 8
Approaching Retirement - Preparing to Retire January 29

Approaching Retirement - Beyond the Basics February 5
Employer webinar February 11
Asset Allocation & Managing Risk February 12
Closing the Retirement Gap February 19



Target Date Completed Date

NRI Webinar - Women in Retirement February 26
Ask Ohio DC March 5
Retired Minds Want to Know March 12

Employer webinar March 18
NRI Webinar - Social Security March 19
Retired Minds Want to Know March 26
Ask Ohio DC April 2
Employer webinar April 8
Closing the Retirement Gap April 9

NRI Webinar - Tax Efficient Retirement Income April 23
Asset Allocation & Managing Risk April 30
NRI Webinar - Introduction to Medicare May 7
Employer Webinar May 13
Approaching Retirement - Preparing to Retire May 14
Approaching Retirement - Beyond the Basics May 21

Approaching Retirement - Preparing to Retire May 28
Approaching Retirement - Beyond the Basics June 4
Employer Webinar June 10
NRI Webinar - Social Security June 11
NRI Webinar - Women in Retirement June 18
Asset Allocation & Managing Risk June 25

Employer Webinar July 8
Closing the Retirement Gap July 23
Ask Ohio DC July 30
NRI Webinar - Tax Efficient Retirement Income August 6
Employer Webinar August 12
Retired Minds Want to Know August 13

Retired Minds Want to Know August 20
Ask Ohio DC August 27
Employer Webinar September 9
NRI Webinar - Introduction to Medicare September 10
Asset Allocation & Managing Risk September 17
NRI Webinar - Women in Retirement September 24
Approaching Retirement - Preparing to Retire October 1

Employer Webinar October 7
Approaching Retirement - Beyond the Basics October 8
Approaching Retirement - Preparing to Retire October 22
Approaching Retirement - Beyond the Basics October 29
Asset Allocation & Managing Risk November 5
Employer Webinar November 18

NRI Webinar - Social Security November 19
Ask Ohio DC December 3
Employer Webinar December 9
NRI Webinar - Tax Efficient Retirement Income December 10
Ask Ohio DC December 17

Staff Training & Development
National Sales Meeting for field staff January 21-24
President's Day internal staff training meeting February 17
Associate development plans March

Good Friday internal staff training day April 18
Juneteenth training/holiday June 19
Firm element training September
Field staff training meeting November



Target Date Completed Date

Workday Learning development Monthly
Small group training Monthly
Field staff conference calls Monthly

Level 2 Processing Team huddle Daily
Service Center team huddle Every other Tuesday
Field representative team huddle Every Tuesday

Miscellaneous
Annual fraud awareness/training March

Call center disaster recovery exercise July 3
Semi-annual marketing audit June/December
Training manual/videos updated online Monthly
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PLAN PROFILE: 
Plan: Ohio Deferred Compensation Plan (Ohio DC)  
Plan Type: 457(b) (pre-tax & Roth) 
Participants:  260,000 accounts                   Assets: $20 Billion       
Administrator:  Ohio DC (Defined Contribution) 
 
Category:  Communication and Marketing 
Initiative:  Ohio DC – 2023 Enhanced Webinar Education Campaign 
     
Overview/Background: 
 
Since the onset of the pandemic, Ohio DC noticed a decline in group meeting attendance. With decentralized 
work locations, fewer employees participated in workplace meetings, impacting Ohio DC’s field 
representatives across the state. To continue delivering valuable education to Ohio’s public employees, Ohio 
DC sought innovative solutions. Although webinars had been offered for more than a decade, Ohio DC was 
able to increase year-over-year attendance by 154% by providing new engaging content and thoughtful 
tactics. The enhanced content led to a 98% surge in meeting participation during the second half of 2023.  
 
Campaign Goals: 
 

1. Efficiency to connect with more Ohio public employees. 
2. Increase group meeting satisfaction for employees and employers. 
3. Motivate participants to act on their knowledge. 

 
 
From Paul Miller, Interim Executive Director  
 
Our post-pandemic work environment has changed considerably, and online education has replaced in-person 
as our primary education channel. With many media alternatives vying for our attention, we felt a refresh in 
invitations and webinar content was needed to improve our results. Our improvement in webinar attendance 
was stunning! 
 
 
 
 
 
 
 
 
 
 
 



Project/Campaign Descriptions: 
The pandemic significantly altered the way defined contribution plans conducted business. The number of 
traditional in-person meetings declined and never fully recovered due to employee decentralization. 
Additionally, an independent survey found that employer satisfaction declined 11% from 2021 to 2022 with 
onsite group meetings as a method of reaching their employees. The survey results concluded that 
dissatisfaction did not rise, neutral responses increased. Also, the survey uncovered plan participants’ need for 
additional retirement education, covering topics from investing to retirement preparation. The existing 
webinar content addressed these concerns but needed enhancement. 
 
To address these challenges, Ohio DC revamped its webinar strategy. The goal was to boost knowledge 
distribution, increase webinar attendance, and enhance employer satisfaction. We achieved this by employing 
multiple communication touchpoints. Leveraging survey insights, we realized that 79% of employees and 62% 
of employers preferred email as their primary communication channel. Key tactics to promote webinars 
included engaging email campaigns promoted by Ohio DC’s field representatives, informative employee and 
employer newsletters, virtual events, and a mix of live and recorded meetings. 
 
Campaign Tactics 

 Proactive Communication: Targeted emails were dispatched to employees three weeks prior to the 
webinars. This proactive approach allowed both employees and employers to engage in 
communication and allocate time for these important meetings. The emails were designed to highlight 
one specific event each month. By doing so, attendance for that event was maximized, allowing 
employees and employers to fully engage and benefit from the content. 

 Quarterly Connection: The Focus newsletter (participant-facing) and Employer Insights newsletter 
played a crucial role in boosting quarterly awareness for both audiences. These newsletters catered to 
31% of audiences who prefer alternative channels to email or lack an online presence, ensuring they 
remained informed about Ohio DC content. 

 Accessible Meeting Materials: Ohio DC ensured that live meeting registration links were posted online. 
Additionally, we archived digital recordings of past meetings, allowing participants to revisit content at 
their convenience. 
 

Refreshed webinar topics offered in 2023 

Asset Allocation & Managing Risk  Approaching Retirement—Beyond the Basics  

Closing the Retirement Income Gap Introduction to Social Security  

Women & Retirement  Introduction to Medicare  

Managing the Taxes on Your Retirement Income  What Retired Minds Want to Know  

Approaching Retirement—Preparing to Retire  Ask Ohio DC. We’re Here to Help!  

 
Campaign Results: 

1. Yearly Progress (2022 to 2023): In 2022, the total number of webinar attendees was 1,721. However, 
the following year, in 2023, there was a remarkable increase in attendees. The total attendance surged 
to 4,376, marking an impressive 154% increase. Every month in 2023 saw attendance increases, 
indicating enhanced engagement and interest in the webinars. This growth could be attributed to 
factors such as improved content quality, effective marketing strategies, or broader audience reach. 
 

2. Mid-Year Shift (First Half to Second Half of 2023): Further examining the 2023 data, we notice a 
significant trend. In the first six months, 1,467 attendees participated. However, during the latter half 
of the year, this number surged to 2,909, translating to a substantial 98% increase. Strategic 



adjustments, targeted promotions, or compelling topics contributed to this upswing. The second half 
of 2023 witnessed heightened engagement, emphasizing the importance of adapting and refining 
webinar approaches throughout the year. 

 
Email webinar results  

 2022 2023 Outcome 

Open Rate 54.2% 58.5% +4.3% 

Registration-Link Clicks  3,739 11,737 +213.9% 

Online webinar page 
views 

6,867 9,226 +34.4% 

 
Newsletter Results 

 107,533 newsletters were mailed per quarter in 2023  

 2,648 views of the digital newsletter 

 733 clicks to visit Ohio457.com 
 

Application to other plans: 
Here are three ways other plans can enhance webinar attendance and engagement: 

1. Leverage Common Tactics: 
o Webinar Content Enhancement: Plans can adopt the same tactics used here to bolster their webinar 

content. This includes creating informative and engaging material that resonates with participants. 
o Multi-Channel Promotion: Utilize multiple communication channels (such as email, social media, and 

employer intranet sites) to advertise webinars effectively. By reaching participants through various 
platforms, plans can maximize visibility and attendance. 

2. Harness Survey Insights: 
o Conduct Surveys: Plans should consider conducting surveys among participants. These insights can 

reveal trends and highlight needs that might otherwise go unnoticed. By understanding participant 
preferences and pain points, plans can tailor their webinars accordingly. 

3. Collaborate with Experts: 
o Engage Recordkeepers and Consultants: Plans can collaborate with their recordkeepers or external 

consultants. These experts can help create additional content for webinars, ensuring they remain 
relevant and engaging. By tapping into their expertise, plans can enhance the overall webinar 
experience for participants. 

 

Campaign Content: 
 

Email Messages 
 
 
 
 
 
 
 
 
 
 
 
 



Employer & Focus Newsletter 
 

 
 
 
 
 
 
 



 

Website Posting & Presentations  
 



 

INFORMATION 
ITEMS 



 
 

 
 
In months the Ohio DC Board does not hold a meeting, staff compiles updates on initiatives that 
may not warrant a full discussion during meetings but are nonetheless critical to Ohio DC’s 
success. The Board Update will contain important reminders and statistics, as well as strategic 
plan, priority projects, and shared services updates. If you have questions, please do not 
hesitate to ask. 
 
This update covers the following topics: November meeting wrap-up, quarterly shared services 
budget analysis, strategic plan objectives and 2024/2025 priority project updates, and 
November monthly statistics. 
 
November 19, 2024 Meeting Wrap-Up 
 

• 2025 Meeting Dates – January 14 (Audit Committee), March 18, May 20 (Audit 
Committee), August 19 (Strategic Planning), September 16, November 18. 
 

• US Bond Fund Structure and RFP – Ohio DC provides participants with an active fixed 
income investment option through the US Bond Fund. TCW is the sole manager of the 
fund within a Collective Investment Trust. The Fund represents about 1.07% of Plan 
assets for about 14,700 (0.1%) participants (as of 9/30/24). RVK and staff will move 
forward with an RFP in Q1 2025 to identify a complementary manager. As with Ohio 
DC’s other white label funds, diversity of managers may both improve performance and 
reduce detractors to Fund returns. RVK will present the results at a future meeting. 

 
• Internal Fiduciary Review – Staff conducted an analysis of Ohio DC’s fiduciary 

compliance topics using a best-practices checklist developed by NAGDCA. It was an 
educational and affirming process to recognize where efforts have served the fiduciary 
duties of the Plan. While no significant deficiencies were identified, staff will complete the 
necessary SECURE Act 2.0 Plan amendments in the future. Please review the 
November materials for details. 
 

• Budget Modeling – Staff will be modeling various market performance and fee collection 
scenarios to analyze how they might impact future administrative fees and operating 
cost. This data will help us understand whether the administrative fee policy is 
appropriate in the short and long term. Staff will present information for discussion at a 
future meeting.  
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Quarterly Shared Services Budget Analysis 
OPERS shared services expenses are reported on a rolling three-month period. The analysis 
below aggregates Ohio DC September, October and November shared services expenses.  
 

 
 
Strategic Plan Objectives Update 
All the existing strategic planning objectives have been completed as noted below. Staff are 
building our action plans to support the new strategic objectives.  
 

 
 
  

SHARED SERVICES BUDGET ANALYSIS

YEAR-TO-DATE 2024

ACTUAL BUDGET VARIANCE ACTUAL BUDGET VARIANCE
HUMAN RESOURCES 1,342.00$    $9,242 (7,899.50)$   4,453.00$     $33,886 (29,432.50)$  

PRINTING AND MAILING 4,520.16$    $7,777 (3,257.17)$     18,245.17$     $28,517 (10,271.70)$    

INTERNET CONNECTIVITY -$            $2,497 (2,496.85)$   1,485.12$       $9,155 (7,670.00)$   

EXECUTIVE LEADERSHIP 51,582.97$   * $50,521 1,062.29$      127,600.90$ * $126,302 1,299.20$      

MISCELLANEOUS SERVICES 1,919.99$     $0 1,919.99$      17,072.71$     $0 17,072.71$     

Notes: The 2024 approved budget includes $120,000 for shared services and $202,350 for Executive Director Salary. As of November 
30, 2024, purchase order committments totaling $235,972.82 have been made for OPERS shared services. This amount includes 
$127,600.90 unpaid invoices and interest accrued for Executive Leadership Services. These amounts do not include Postage, as it is 
budgeted in its own line item and is the same cost for Ohio DC and OPERS. As a result, staff concludes that Shared Services projects are 
within budget and scope as of November 30, 2024, with the exception of unexpected interest expense accrued ($1,239.97 year-to-date) 
as a result of non-payment.

OHIO PUBLIC EMPLOYEES DEFERRED COMPENSATION BOARD

SEPT-OCT-NOV 2024

Completed Objectives 
• Update the internal fiduciary review, every five years (2-55). Completed a presentation 

in November.  
• Research asset retention strategies, including but not limited to SDBA and managed 

account options (3-26). Completed with RVK presentations in August and October. 
• Research retirement income strategies (3-27). Completed with the RVK presentation on 

various strategies. The collaboration with Ohio DC and OPERS will continue to review 
strategies and products available in the market. 

• Develop administrative staffing model to assist with maintaining new technology, 
participant service enhancements, and succession plans (5-20). Completed with the 
shared services model being put in place. New opportunities will be evaluated. 

 
New Objectives 

• Reach more new and existing participants by utilizing collaborative data and education 
opportunities (1-50). 

• Develop employer-specific tactics to reach more new and existing employers and 
educate on the advantages of Ohio DC (1-51). 

• Invest in new technologies that improve service to participants, efficient operations, and 
cyber security (2-56). 
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2024 Priority Projects Update 
The following information will inform the Board about the status of work on critical topics and 
their cadence for review in the past or coming year.  
 

• Administration 
 
Annual Financial Audit and Report – Staff participates in external audits and reports the 
results to the Board each year. Staff has asked the auditor to initiate the 2025 external 
audit on a slightly accelerated timeline. Therefore, the representative from Rea & 
Associates is attending the January 2025 Board meeting to kick off the annual audit in 
the Board’s Audit Committee. Reminder: The Audit Committee currently consists of: 
Mr. Smith (Chair), Mr. Steitz (Vice Chair), Mr. Kunk, Mr. Tilling, and Mr. Toth.  
 
Nationwide Services – Nationwide will present its annual service review and upcoming 
year’s plan at the January 2025 Board meeting. Staff monitors and measures services 
and satisfaction, including the use of participant surveys and monthly operational 
meetings. Nationwide’s activities and milestones will also appear in the Board’s regular 
updates. 
 
Participant and Employer Satisfaction Surveys – Participant and Employer surveys are 
conducted routinely each year. The most recent round of completed participant surveys 
was conducted in the spring, with results in-line with exemplary historical norms, ranking 
the Ohio DC in the 100th percentile among financial services vendors in Net Promoter 
Score (comprised of a formula subtracting those dissatisfied with Ohio DC from satisfied 
participants). Ohio DC staff also conducted a census survey of all participating 
employers to improve points of contact and identify service opportunities for employer 
reporting. 
 
CEM Results – Each year, Ohio DC participates in the CEM Defined Contribution 
Survey. The program is free because Ohio DC shares information but does not purchase 
customized reports. Using over 100 U.S. corporate and public defined contribution plans 
as peers, CEM summarized Ohio DC’s individual participant costs as below the median 
and number of investment offerings slightly above the median. Plan participants’ 
average net total return on investments in 2023 was 2% above the U.S. median of 
16.3%, because many of Ohio DC’s investment options are outperforming their 
benchmark indices. Ohio DC does not currently purchase enhanced benchmarking 
outside of RVK consulting services but continues to explore it periodically. RVK regularly 
provides benchmarking reports for investment funds, managers, and participant fees. 
 

• Information Technology 
 
IT Staffing – Ohio DC hired a project manager in early November and is in the initial 
stages of integrating her with the team. Staff will proceed with filling out the IT staffing 
needs in 2025, as described in the operating budget. 
 
Priority IT Projects and Security – Priority IT projects for 2024 included implementing 
new IRS age-based contribution limits from SECURE Act 2.0, adding a site search to the 
Participant Web Portal, migrating our bulk printing to leverage OPERS’ shared services, 
outsourcing benefit payment check printing, and reducing technical debt. Priority projects 
for 2025 include adding a managed security operations center vendor and developing a 
document management system. Peraton continues to be a key component to IT staffing 
and will continue to work alongside the Ohio DC IT team to provide major enhancements 
to the recordkeeping system and participant web portal, as well as upgrades to the 
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Azure cloud infrastructure. The Board also heard the results of the external security audit 
and penetration testing in November. In 2024, staff addressed several recommendations 
identified in the 2023 audit. 
 
Business Continuity and Disaster Recovery Plan (BC/DRP) – Ohio DC decommissioned 
its colocation space in 2024, as the provider ceased these services and there were no 
other suitable providers in the area. With Ohio DC’s minimal on-site footprint, alternative 
strategies were developed to outsource any remaining printing and scanning to the 
Nationwide disaster recovery site in the event the Columbus office is unavailable and to 
have staff work remotely. 
 

• Participant and Employer Services and Communication 
 
Auto-Enrollment – Many agencies of the State of Ohio automatically enroll new 
employees in Ohio DC, and the statistics demonstrate that far more employees remain 
active participants than those who choose to disenroll. Through November 2024, there 
were 3,035 potential auto-enrolled participants. 670 of them (22%) enrolled prior to the 
90-day deadline. 275 (9%) opted out of Ohio DC. However, 43 of those who initially 
opted out later chose to reenroll in Ohio DC. Therefore, 2,803 (92%) of the potential 
auto-enrolled participants now have Ohio DC accounts. This rate of retention is strong 
evidence of participants’ favorable behavior around this growth strategy. 
 
2024 National Retirement Security Month – In October of 2024, Ohio DC field 
representatives partnered with OPERS education representatives to reach more public 
employers and educate them about the best practices for reporting contributions and 
why the Plan is valuable for employers and employees. There were several sessions 
throughout the state with strong attendance. Nationwide staff are also hosting an 
employer webinar that is receiving larger registration than expected. 
 
Employer Outreach – Using data provided by OPERS, Nationwide identified 129 large 
employers with below average participation. Hundreds of contacts and events have 
taken place with these employers since last summer. We will be meeting with OPERS to 
review progress on participation. 
 
Annual and Quarterly Statements and Newsletters – Beginning with the second quarter 
2024, the quarterly Focus newsletter was made accessible only online at Ohio457.org. 
An email is sent to participants when the new Focus newsletter is available, and a QR 
code linked to the online newsletter is printed in the quarterly statement. The transition to 
paperless newsletters was successful and well received by our participants. The 
newsletter change represents approximate savings of $47,000 per year. 
 

• Investments 
 
BNY Renewal – Ohio DC’s master custody agreement with BNY Mellon is for a five-year 
term ending on December 31, 2025. RVK and staff agree that an extension of the 
agreement is appropriate without a competitive bid, because the vendor’s performance 
is satisfactory, the relationship is productive, and the current fees are reasonable. Staff 
will solicit a renewal proposal from BNY and review it with RVK to determine whether 
Ohio DC would still need to conduct a full RFP for the services in early 2025. 
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Stable Value Option – To optimize returns, RVK recently advised, and the Board 
adopted, a strategy to reduce a manager in the option. RVK and staff will implement this 
change in the first quarter of 2025. Assets in the Nationwide portfolio will be reallocated 
among our existing SVO managers.  
 
Lifepath Changes – Ohio DC opened a new lifepath portfolio for 2065 and closed the 
year 2025 portfolio. Blackrock is also implementing a modified glidepath strategy within 
these funds, as RVK presented to the Board in October. 



November YTD
Large Company Stocks 5.87% 28.05%
Small/Mid Company Stocks 11.72% 26.24%
Non-US Stocks -0.42% 7.47%
Total Bond Market 1.15% 3.15%

November YTD
   Enrollments

2024 1,763            18,882      
2023 1,585            18,524      

% Change 11.2% 1.9%

   Unforseeable Emergencies (in millions)

2024 2.0$              20.8$        
2023 1.6$              12.2$        

% Change 24.0% 71.2%

Applications Processed: 466 Approval %

Applications Approved: 461 98.9%
Percentage Self-Certified: 79%

Ohio DC StatisticsNovember 2024'| 

Financial data is unaudited and reflects the cash basis of accounting. 

MONTHLY MARKET PERFORMANCE

KEY INDICATORS

Monthly Perf. YTD Perf.

$805
million

$3,464
million

SVO
22%

Core
78%

MONTH END 
ASSET ALLOCATION
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MONTHLY CASH FLOWS (in millions)

Contributions Net Rollovers Distributions

$557.7 -$542.3

-$405.8 -$390.5

ContribuƟons Net Rollovers DistribuƟons Net Cash Flows

2023 YTD NET CASH FLOWS (in millions) 

-$594.1

-$476.9 -$472.1

$598.9

ContribuƟons Net Rollovers DistribuƟons Net Cash Flows

2024 YTD NET CASH FLOWS (in millions) 



 

 

December 31, 2024  December 31, 2023
ASSETS  

 
   CURRENT ASSETS:  
     PETTY CASH $50 $50
     CHECKING ACCOUNT 447,578 $321,030
     MONEY MARKET ACCOUNT 8,769,045 $3,957,101
     SHORT TERM INVESTMENTS 11,654,074 $11,110,035
     ACCOUNTS RECEIVABLE / PREPAYS 1,492,885 3,717,647                   

     TOTAL CURRENT ASSETS 22,363,632 19,105,863                 

   FIXED ASSETS:
     RECORDKEEPING MODERNIZATION 2,273,652 3,516,856                   
     ORIS - PWP 20,175,114 17,189,289                 
     FURNITURE AND FIXTURES 251,832 251,832                      
     OFFICE EQUIPMENT 186,114 182,761                      
     IBM AS/400 2,869 2,869                          
     LEASE ASSET 2,209,807 2,209,807                   
     LEASEHOLD IMPROVEMENTS 46,551 46,551                        

     TOTAL FIXED ASSETS 25,145,939                23,399,965                 
     LESS ACCUMULATED DEPRECIATION (7,063,597) (5,199,480)                  

     NET FIXED ASSETS 18,082,341 18,200,485                 

   LONG TERM ASSETS: 0 -                              
     UNCLAIMED PARTICIPANT BENEFIT PAYMENTS 609,496 483,092                      

     TOTAL LONG TERM ASSETS 609,496 483,092                      

TOTAL ASSETS $41,055,469 $38,401,993

LIABILITIES & FUND BALANCE
 

   CURRENT LIABILITIES:
     ACCOUNTS PAYABLE $433,625 $472,364
     HEALTH INSURANCE RESERVE 129,314 137,693                      
     ACCRUED EXPENSES 482,095 522,418                      
     SHORT-TERM LEASE LIABILITY 261,666 226,836                      

     TOTAL CURRENT LIABILITIES 1,306,701 1,359,311                   
  

   LONG TERM LIABILITIES:
     UNCLAIMED BENEFIT PAYMENT LIABILITY 607,022 480,754                      
     LONG-TERM ACCRUED LEAVE LIABILITY 176,978 -                              
     LONG-TERM LEASE LIABILITY 1,295,407 1,557,073                   

     TOTAL LONG TERM LIABILITIES 2,079,408  2,037,827                   

   TOTAL LIABILITIES 3,386,108 3,397,138                   

   FUND BALANCE:
     BEGINNING OF YEAR 34,034,783 31,441,956                 
     CURRENT YEAR SURPLUS (DEFICIT) 3,634,577 3,562,899                   

   TOTAL FUND BALANCE 37,669,360 35,004,855                 

TOTAL LIABILITIES & FUND BALANCE $41,055,469 $38,401,993
 

NOTE: CERTAIN ACCRUAL ADJUSTMENTS HAVE BEEN OMITTED

OHIO PUBLIC EMPLOYEES DEFERRED COMPENSATION PROGRAM

ADMINISTRATIVE FUND

COMPARATIVE BALANCE SHEETS (UNAUDITED)



OHIO PUBLIC EMPLOYEES DEFERRED COMPENSATION PROGRAM

ADMINISTRATIVE FUND

FUND RESERVE CALCULATION

2024  2023

Annual Expense Budget * $13,791,600 $13,142,197

Average Monthly Expense Budget $1,149,300 $1,095,183

December 31, 2024 December 31, 2023

     CHECKING ACCOUNT $447,578 $321,030
     MONEY MARKET ACCOUNT 8,769,045 3,957,101
     SHORT TERM INVESTMENTS 11,654,074 11,110,035

     NET CASH RESERVES $20,870,697 $15,388,166

Number of Months Expense in Reserve 18.2 ** 14.1

The fund reserve policy was updated in July 2012 and seeks to retain a fund reserve equal to 
six to eighteen months of operating expense.

*The annual expense budget is adjusted for the impact of non-cash depreciation. 

**While the 12/31/2024 fund reserves calculates to 18.2 months of 2024 expenses, the same reserve 
calculates to 16.9 months of 2025 expenses.



OHIO PUBLIC EMPLOYEES DEFERRED COMPENSATION PROGRAM

ADMINISTRATIVE FUND

MONTHLY AND YEAR-TO-DATE REVENUES AND EXPENSES, WITH BUDGET COMPARISONS

MONTH OF December 2024 YEAR-TO-DATE 2024
ACTUAL BUDGET VARIANCE ACTUAL BUDGET VARIANCE

   PARTICIPANT FEES $1,410,733 $1,312,880 $97,854 $16,535,669 $15,412,264 $1,123,405  
   INTEREST INCOME 117,618 87,019 30,599 1,303,152 1,013,916 289,236 *
   OVERNIGHT FEE INCOME $2,650 1,600 1,050 26,340 19,200 7,140  

 

TOTAL REVENUE 1,531,001 1,401,499 129,502 17,865,161 16,445,380 1,419,782
  

 
   SALARIES 380,617 407,866 (27,248) 2,349,983 2,792,956 (442,973) *
   BENEFITS 48,984 80,144 (31,160) 789,350 801,060 (11,709)  
   INFORMATION TECHNOLOGY (IT) 11,014 62,497 (51,483) 550,888 749,963 (199,075) *
   INSURANCE 0 0 0 198,033 215,200 (17,168)  
   HIRING AND RECRUITING 254 750 (496) 358 9,000 (8,642)  
   RENT 15,346 15,346 0 182,080 182,080 0  
   PRINTING 0 2,988 (2,988) 30,506 25,596 4,909  
   POSTAGE/DELIVERY 15,134 8,730 6,404 407,652 409,720 (2,068)  
   BOARD MEMBERS 0 605 (605) 4,760 9,100 (4,340)  
   EDUCATION/LICENSE/TRAVEL 1,283 2,200 (917) 10,421 26,400 (15,979) *
   STATEMENTS 70 0 70 123,049 145,200 (22,151) *
   PROFESSIONAL FEES 22,662 17,417 5,245 568,837 625,311 (56,473)  
   PARTICIPANT ADJUSTMENTS 3,715 400 3,315 2,132 4,800 (2,668)  
   BANK FEES 4,442 17,000 (12,558) 165,844 204,000 (38,156) *
   MISCELLANEOUS 2,163 3,215 (1,051) 28,853 38,575 (9,722)  

OPERATING EXPENSES 505,684 619,157 (113,473) 5,412,747 6,238,961 (826,213)

DEPRECIATION AND AMORTIZATION 365,307 376,188 (10,881) 1,460,392 1,504,752 (44,360)  

TOTAL OPERATING EXPENSES 870,992 995,345 (124,353) 6,873,139 7,743,712 (870,574)

   NRS COMPENSATION 602,255 624,937 (22,682) 7,105,255 7,302,903 (197,648)  
   OCCUPANCY COSTS 14,000 14,000 0 166,000 166,000 0  
   FINANCIAL WELLNESS 500 6,967 (6,467) 86,190 83,600 2,590  
   DEPRECIATION 0 0 0 0 0 0  

TOTAL CUSTOMER SERVICE EXPENSE 616,755 645,904 (29,149) 7,357,445 7,552,503 (195,058)

TOTAL EXPENSES 1,487,746 1,641,248 (153,502) 14,230,584 15,296,216 (1,065,632)

NET REVENUES OVER EXPENSES $43,255 ($239,750) $283,004 $3,634,577 $1,149,164 $2,485,414

CERTAIN ACCRUAL ADJUSTMENTS HAVE BEEN OMITTED  

A ($) VARIANCE INDICATES ACTUAL AMOUNTS ARE LOWER THAN BUDGETED.

* = SEE ATTACHED EXPLANATION OF YTD VARIANCE OVER $10,000 AND 10% FROM BUDGET. 



ADMINISTRATIVE FUND
YEAR-TO-DATE VARIANCE ANALYSIS OVER $10,000 AND 10% FROM BUDGET

YEAR-TO-DATE 2024

ACTUAL BUDGET VARIANCE ACTUAL BUDGET VARIANCE
   INTEREST INCOME $117,618 $87,019 $30,599 $1,303,152 $1,013,916 $289,236

 

   SALARIES $380,617 $407,866 ($27,248) $2,349,983 $2,792,956 ($442,973)
 

   INFORMATION TECHNOLOGY $11,014 $62,497 ($51,483) $550,888 $749,963 ($199,075)  

 EDUCATION/LICENSES/TRAINING $1,283 $2,200 ($917) $10,421 $26,400 ($15,979)  

   STATEMENTS $70 $0 $70 $123,049 $145,200 ($22,151)

 

   BANK FEES $4,442 $17,000 ($12,558) $165,844 $204,000 ($38,156)

The 2024 budget was based on interest income earned in the previous year, plus 
a small increase. For 2024 YTD, this variance is due to a much larger than 
budgeted balance in reserves; therefore more interest income has been 
earned. 

MONTH OF December 2024

OHIO PUBLIC EMPLOYEES DEFERRED COMPENSATION PROGRAM

This favorable year to date variance is due to fewer conferences attended than 
budgeted.

Approximately $60k of IT services are unbilled at year end and, upon receipt, will 
be adjusted back into 2024 to reduce this variance. $80k was budgeted for 
Document Management System costs and $10k for training: both were unused 
for 2024.

In 2024, we began eDelivery of annual statements. The number of statements 
requiring mailing (instead of e-delivery) is approximately 30% less than what was 
budgeted, resulting in this favorable variance.

Salaries are lower than budgeted due to two open positions and one eliminated 
position that were budgeted to be filled for the entire year. Executive Leadership 
is being accrued in the Professional Fees expense line for 2024. As such, this 
monthly variance is partially offset in that line item.

This favorable year to date variance is due to adjustments made for BNY custody 
fees that were over accrued in 2023.  
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	One of the largest components of the Annual Service Plan is a description of our service model. Please refer to the Exhibit titled, “Service Model” for additional details.


	2025 Exhibit Service Model FINAL
	2025 Service Model
	Service Summary
	Staffing Model (Strategic Goal 1 & 5)
	Ongoing Training and Performance Management (Strategic Goal 1, 3, & 5)
	Training Manual (Strategic Goal 1, 2, 3, & 5)
	All training manuals and procedure manuals are hosted on an internal SharePoint website so everyone in the office is accessing the same, current documents for use with participant calls. These procedure documents are also available to Field Account Ex...

	Quantitative and Qualitative Service Goals (Strategic Goal 1, 2, 3, & 5)
	Collaboration with Other Large Defined Contribution Plans (Strategic Goal 1, 2 & 5)
	Disaster Recovery (Strategic Goal 2 & 5)
	Strict Adherence to Financial Industry Regulatory Authority (FINRA) Requirements (Strategic Goal 4 & 5)


	2025 marketing checklist for monthly meeting
	2025 Checklist

	2024 NAGDCA-Ohio DC-Award Submission




