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Employee Response to Recent Marketplace Volatility

Most employees continue to participate in 401(k) plans
Following a brief period where some employees decreased deferral rates, or ceased participation, 
employee participation and deferral levels have been trending towards historical levels

Percentage of continuous active participants increasing versus decreasing deferrals 
(quarterly totals)

Source: Fidelity Perspectives, August 2009, Q2 2009 DC Trends
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Employee transactions in and out 
of equities have aligned with 
broader stock market experience, 
though transactions back into 
equities since market return has 
been cautious

Spike in contributions directed 
towards stable investments (cash 
and fixed income) or target funds 
in 2008 and 2009

Net Equity Assets Exchanged versus the S&P 500

Employee Response to Recent Marketplace Volatility

Source: Fidelity Perspectives, Q2 2009 DC Trends, August 2009

Percentage of Total Contributions Allocated by Asset Class

Source: Fidelity Report on 2009 401(k) Experience, January 2009
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16% 14% 12% 9%

30% 28% 27% 27%

54% 58% 61% 64%
Agree

Neutral

Disagree

Employees Are Looking For Help

Guidance assures on 
right track

Education through 
employer is significant 

benefit

Value solutions and 
strategies to meet 

financial needs

Holistic guidance 
improves financial 

security confidence

44% Increase in online guidance interactions between 
August 2008 and August 2009

Participant Sentiment Survey, September 2009

A majority of participants are looking for holistic, proactive guidance
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Self-Directed: Do own research and make own investment decisions
Validator:  Make own decisions, but use an investment professional for information / a second opinion
Delegator: Delegate decisions about investments to an investment professional
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As people age, more 
become validators

Self Directed

Validator

Note:  Excludes Established Segment, excludes most who selected Job Change, Job 
Loss, Retired, which were taken to IRA Rollover buying process

Source: Investment Buying Process Survey;  n=3,950

Many Investors Prefer a Second Opinion 

1998 2008

Number of Households 3.5M 6.5M

Investment approach2

• Self-directed 74% 44%

• Validator 23% 42%

• Delegator 3% 14%

Sources: Investor Profile, 1998, Loyalty Study, 2008 (except where noted)
2 – Fidelity Household Profiler T1 2009 *Total customers

PROFILE OF FIDELITY RETAIL CUSTOMERS

Age

Investor Profile Types
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EMC Corporation

Initial 
Questions

• Are our employees accumulating sufficient wealth to retire? 
• Is EMC’s retirement plan competitive and progressive?
• Should EMC increase the company match to the 401(k) plan?
• Are EMC and its employees optimizing tax-efficient solutions?

• Are our employees accumulating sufficient wealth to retire? 
• Is EMC’s retirement plan competitive and progressive?
• Should EMC increase the company match to the 401(k) plan?
• Are EMC and its employees optimizing tax-efficient solutions?

EMC
• 33,000 global employees, 16,000 reside in U.S.

• Well educated and well paid workforce

• History of consumer-centric employee solutions

• 33,000 global employees, 16,000 reside in U.S.

• Well educated and well paid workforce

• History of consumer-centric employee solutions
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The Value of Making Good Decisions
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The Power of Personal Prescriptive Education

Since launch in August 2008, those 2,075 employees who have actively utilized the 
Modeler, Optimizer and/or the Statement are exhibiting many desired behaviors 

Changes in Participation

401(k)

HSA

ESPP

NQDC

FSA -20% -10% 0% 10% 20% 40%30%

-17%

-20%

-7%*

0%

0%

-5%

38%

32%
2%

3%

WealthLink Users WealthLink Non-Users

* Plus, average deferral rates of non-users decreased almost 1%
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WealthLink — A Personal and Prescriptive Solution
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Personalized Action Plans to Navigate Site and Learn Efficiently
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Detailed and Customized Wealth Accumulation Modeling
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Specific Recommendations to Capitalize on Tax Efficiencies 
and Maximize Company Subsidies
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Creative and Fun Means of Engaging and Educating Employees
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Total Compensation Statements: Driving Participant Behavior
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Customized Education on Your Programs
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Helping Employees Prospectively Optimize Your Programs
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Other Employee Guidance Tools
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QUESTIONS? 
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This presentation is by Fidelity Consulting Services, which is part of the Fidelity Personal and Workplace Investing 
division and which provides strategic consulting services to plan sponsors.
All content in this presentation is for discussion and informational purposes and is not intended to provide tax, legal, 
insurance, investment or other financial advice. No part of this presentation should be construed, explicitly or implicitly, 
as an offer to sell, a solicitation of an offer to buy, an endorsement, guarantee or recommendation for any financial 
product or service by Fidelity, its affiliates or any third party.
© FMR LLC.
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