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Introduction

Many product providers now regard Third Party Administrators (TPAs) as important service
partners and as a significant distribution channel. Advisors focusing on the retirement market
are moving toward a fee-based compensation model and RIA status; increasingly these
advisors are partnering with TPAs to offer administrative and investment management
services to plan sponsors, often in competition with packaged product providers. This report
describes the services TPAs now offer, their relationship to other DC investment product and
service providers, their influence in the DC plan market and the various business models in
which they operate.

Retirement plan TPAs are not monolithic. Any one TPA organization can encompass and
support a variety of plan servicing models depending on the requirements of a given plan and
the product provider(s) selected. Thus, for a given plan a TPA may offer only administration
while a national or regional provider offers recordkeeping and investment services; for
another plan the TPA may offer plan design, consulting and administration services; for yet
another plan actually bundle all recordkeeping and administration services itself and thus
become a bundled provider. Individual TPAs also vary significantly in the types and average
size of plans supported.
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Exhibit 5

Market Share Segmented by Primary Service Provider Type
As perceived by Plan Sponsors
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