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INTRODUCTION

Defined contribution (DC) plans continue to evolve to help participants get not just to, but through retirement.

This part of our four-part series focuses on DC decision maker perspectives regarding the role
of DC plans in helping participants achieve retirement success.

First, we note that despite the widely noted belief that retirees should have access to tools and education during
retirement, the availability of such tools to help retirees and participants with investing, spending, and Social
Security decisions is lacking. For example, only 48% of plans offer tools to help retirees determine prudent
spending levels and only 20% of plans offer Social Security claiming tools.

Second, the income fund in a target-date fund (TDF), stable value, and long-duration fixed income are the most
widely available retirement income solutions. Larger plans are much more likely to offer any type of retirement
income solution. There is likely some confusion among decision-makers about what is available, though, given the
unusually high percentage of respondents who offer solutions such as long-duration fixed income and some kind
of annuity (compared to general industry availability).

Third, only 34% of plans surveyed allow systematic withdrawals during retirement, which is a clear barrier to
using DC savings to fund retirement spending.
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DC LANDSCAPE SURVEY

To better understand plan sponsor perspectives and the defined contribution landscape, PGIM regularly conducts
surveys of DC decision makers. Our latest survey polled 302 retirement plan decision-makers online in September
and October 2024. Respondents included decision-makers for DC plans with at least $10 million in plan assets.
Larger plans were oversampled. 152 respondents were decision-makers in plans with at least $100 million in assets.
Findings were weighted by plan asset size, using data from a BrightScope/ICI 2021 report.

This report focuses on retirement-related perspectives of DC plan decision makers. First, we focus on the tools
that plan sponsors make available to participants to make better savings and investment decisions. While 81% of
decision-makers either agreed or somewhat agreed that it is becoming more important for DC plans to provide
suitable investment options and support tools for retired participants, our latest survey suggests the availability of
these options and tools is generally lacking, as noted in the Exhibit 1.

Exhibit 1: Tools Provided to Plan Participants
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Tools to help retirees determine effective investment strategies were the most widely available (in 58% of plans),
followed by tools to help retirees determine prudent spending levels (48%), tools on strategies for withdrawing
savings (39%), tools for allocating to annuity (31%), and a Social Security claiming tool (20%). Interest in adding
these solutions was roughly inverse to the current level of availability. The general lack of tools to help retirees
make effective investing and spending decisions is going to be a clear barrier to staying in the plan

during retirement.

Next, we seek to better understand what types of retirement income solutions plans are offering today. The term
“retirement income solutions” is relatively broad and includes a variety of options that a plan decision-maker could
consider a retirement income solution. We break out the potential options into those that are currently being
offered and those the plan is likely to offer, as indicated in the next exhibit.
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Exhibit 2: Retirement Income Solutions Being Offered or Considered

Investments Investments + Income Advice Lifetime Income
0,
70% 64
60%
51
= 50%
3
o
o
2 40%
2
< 30%
20%
10%
0%
Income fund of ~ Long duration Stable value Managed Non-guaranteed Managed Annuities Annuities
TDF series fixed income payout fund income options  account with (in-plan) (out of plan)
spending
guidance

B Currently Offer

Source: PGIM 2025 DC Plan Sponsor Landscape Survey

H Likely to Consider

We can see that the income fund of a TDF series is the most cited solution, followed by stable value,

long-duration fixed income, and in-plan annuities. TDFs are the most common default investment in DC plans

today; therefore the prevalence of income funds isn’t necessarily a surprise; however, some may question its

effectiveness as a retirement income solution.

The responses regarding some of the solutions are
puzzling. For example, while 51% of decision-makers
note offering a long-duration fixed income fund to
participants, our recent research’ suggests long-duration
funds were available in less than 5% of 401(k) plans
using 2020 Form 5050 data. Additionally, while 34%
of respondents indicated they offer some kind of in-
plan annuity (and 25% out-of-plan), industry surveys
commonly put the availability of annuities in DC
plans closer to 10%. This suggests there may be some
confusion among DC decision makers regarding the
actual solutions available to participants.

There are notable differences in the availability of
options by plan size, where larger plans are significantly
more likely to offer more options, as indicated in the
following exhibit.
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RETIREMENT INCOME SOLUTION
TO PARTICIPANTS.

Source: PGIM 2025 DC Plan Sponsor Landscape Survey

! “Enhancing Core Menus to Help Get 401(k)s in Better Shape for Retirement” by David Blanchett. Available here:

https://www.pgim.com/dc-solutions/article/enhancin
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Exhibit 3: Retirement Income Solutions Currently Being Offered
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We can see that for each solution, the probability is higher of it being offered in a plan with $100 million plus in
assets versus $10 million to $99 million. This suggests larger plans can help participants achieve a
better retirement.

Next, we asked whether the plan allows participants to take systematic withdrawals in addition to a lump-sum
withdrawal, which is an important way to access savings to fund retirement. We find that only 34% of all plans
allow participants to take systematic withdrawals.

Exhibit 4: Percentage of Plans that Offer Systematic Withdrawals
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Source: PGIM 2025 DC Plan Sponsor Landscape Survey

While the percentage of plans that offer systematic withdrawals was slightly higher in plans with over $100
million in assets, at 38%, we see that other plan sponsor preferences can impact whether or not certain plans
offer systematic withdrawals, as well. For example, 41% of plans that prefer participants to stay in the plan after
retirement are likely to offer systematic withdrawals versus only 29% of plans preferring participants roll out.

The next exhibit provides additional context on the breakdown of whether DC decision-makers want participants
to stay in the plan after they retire.
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Exhibit 5: DC Plan Decision-Maker Preference for Participant Assets Upon Retirement

50%

’ 45
40%
30%

20%

% of Respondents

10%

0%
Roll Qut No Preference Stay in Plan

BAllPlans ®10M-$99M = $100M+
Source: PGIM 2025 DC Plan Sponsor Landscape Survey

We see mixed perceptions on whether plans want participants to stay in the plan post-retirement, with 39%

of plans not having a preference at all. There is clear evidence that larger plans are generally more interested in
keeping participants in the plan post-retirement, though. For example, 37% of plans with assets between $10
million and $99 million wanted participants to roll out, versus only 24% of plans with assets exceeding

$100 million,

Finally, we look at the actions decision-makers are taking to keep participants in their plans during retirement.
We provide estimates for all plans, and then break out the responses among those plans that note a preference for

either having participants leave or stay.

Exhibit 6: Actions Taken to Encourage Participants to Keep Account Balance in Plan After Retirement
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It is not surprising that among each of the actions, plans that would prefer the participant stay were more
likely than those who want the participant to leave. Among those plans that want participants to stay, the most

common ways to encourage plan participants to keep their account balance in the plan after retirement is part of a
retirement planning service as well as emails and meeting presentations to participants nearing retirement age.
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CONCLUSION

Opverall, these findings present mixed evidence about how much DC plan sponsors are collectively interested
in helping their participants achieve retirement success. While we believe the DC/401(k) space is an excellent
environment for many Americans to remain invested in during retirement, if plan sponsors don’t follow suit
DC plans will likely continue to remain predominately a vehicle to accumulate wealth and not decumulate
wealth during retirement.

2025 PGIM DC PLAN SPONSOR LANDSCAPE SURVEY

IMPROVING RETIREMENT ~ BETTER INVESTMENTS, ~ HELPING PARTICIPANTS EFFECTING POSITIVE
OUTCOMES THROUGH BETTER RETIREMENT ACHIEVE RETIREMENT CHANGE FOR DC
PERSONALIZATION OUTCOMES SUCCESS PARTICIPANTS

ABOUT OUR METHODOLOGY

302 retirement plan decision-makers were surveyed online in September and October 2024. Respondents
included decision-makers for DC Plans with at least $10 million in plan assets. Larger plans were oversampled.
152 respondents were decision-makers in plans with at least $100 million in assets. Findings were weighted by
plan asset size using data from a BrightScope/ICI 2021 report.
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ABOUT DC SOLUTIONS*

As the retirement solutions provider of PGIM, we plan to deliver innovative defined contribution solutions
founded on market-leading research and capabilities. Our highly-experienced team partners with clients on
customized solutions that seek to solve for current challenges facing DC participants. As of 6/30/2025, PGIM
has $186 billion** DC assets under management.

* DC Solutions does not establish or operate pension plans.
** Reported data reflects the assets under management by PGIM and its investment adviser affiliates for defined contribution investment purposes only.
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NOTES T0 DISCLOSURE

These materials are for financial professional use only and should not be further distributed by the recipient.

Receipt of these materials by anyone other than the intended recipient does not establish a relationship between such person and PGIM
DC Solutions LLC (“PGIM DC Solutions”) or any of its affiliates. These materials are not intended as an offer or solicitation with respect
to the purchase or sale of any security. The information presented is not intended as investment advice and is not a recommendation about

managing or investing retirement savings. These materials do not take into account individual investment objectives or financial situations.

PGIM DC Solutions LLC (“PGIM DC Solutions”), is an SEC-registered investment advisor, a Delaware limited liability company, and an
indirect wholly-owned subsidiary of Prudential Financial, Inc. (“PFI”). PGIM DC Solutions is the retirement solutions provider of PGIM,
Inc., the principal asset management business of PFI. Registration with the SEC does not imply a certain level of skill or training. PFI of
the United States is not affiliated in any manner with Prudential plc incorporated in the United Kingdom or with Prudential Assurance

Company, a subsidiary of M&G ple, incorporated in the United Kingdom.

These materials are for informational, illustrative and educational purposes only. This document may contain confidential information
and the recipient hereof agrees to maintain the confidentiality of such information. Distribution of this information to any person other
than the person to whom it was originally delivered is unauthorized, and any reproduction of these materials, in whole or in part, or the
divulgence of any of its contents, is prohibited. The information presented herein was obtained from sources that PGIM DC Solutions
believes to be reliable as of the date presented; however, PGIM DC Solutions cannot guarantee the accuracy of such information, assure its
completeness, or warrant such information will not be changed. The information contained herein is current as of the date of issuance (or

such earlier date as referenced herein) and is subject to change without notice.

These materials do not provide any legal, tax or accounting advice. These materials are not intended for distribution in any jurisdiction
where such distribution would be unlawful. Certain information contained herein may constitute “forward-looking statements,” (including
observations about markets and industry and regulatory trends as of the original date of this document). Due to various risks and
uncertainties, actual events or results may differ materially from those reflected or contemplated in such forward-looking statements. As a
result, you should not rely on such forward-looking statements in making any decisions. No representation or warranty is made as to future

performance or such forward-looking statements.

© 2025 Prudential Financial, Inc. and its related entities. PGIM, PGIM Investments, PGIM DC Solutions and the PGIM logo are service

marks of Financial, Inc. and its related entities, registered in many jurisdictions worldwide.
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To learn more about our capabilities, visit Ww.pgimdcsolutions.com

or contact us at dc im.com.
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