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How to  maximize  the full potential 
of your K-12 retirement plan

Although many K-12 districts are 

facing what may be the largest teacher 

shortage in recent history—creating 

challenges with recruiting and 

retention—a well-executed retirement 

plan can help employers compete, 

even stand out, as a destination where 

educators want to work and plan for 

their future.

Employees value their retirement plan

When asked to select which options they will use 
to pay for retirement, 70% pointed to retirement 
savings while 48% pointed to a pension to fund 
part of their retirement.1 

1 �Corebridge Financial Survey of Public Sector Workers, November 2023 with Morning Consult.
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Here are four important ways to  enhance 
participant engagement

K-12 ACTION PLANNER

Offer educational resources live and on demand 
Employees and plan participants rely primarily on you for information about their plan, according to our survey 
of public sector workers.1 But you can work with your plan provider to implement a financial wellness education 
program that includes the following—and then your plan provider can become the #1 source of plan information.

•  �An expert webinar series available live and on 
demand. Topics can include financial basics 
(like compound interest and the power of saving 
early), determining contribution amounts, 
understanding investments, managing student 
loan debt, retirement readiness, wealth transfer, 
and more.

•  �In-person advice offered onsite helps ensure 
every employee has equal access to important 
planning conversations and guidance. 

•  �Interactive digital resources such as planning 
calculators, budget trackers, retirement income 
estimators and others allow employees to model 
different scenarios and outcomes. 

•  �Online articles and content help participants 
understand relevant current issues, including  
how they can navigate uncertainties such as 
inflation, market volatility, and longevity risk.

Employee go-to resources for 
retirement plan information1

With the right program, your plan provider 
can become the top source of information 
for your employees. 

Employer

Human resources

Plan provider

45%

32%

27%

1

1 �Corebridge Financial Survey of Public Sector Workers, November 2023 with Morning Consult.

For plan sponsor and consultant only.

2 / 4



K-12 ACTION PLANNER

Use automatic features—with education2

•  �Automatic enrollment for new hires can help 
your employees start saving for retirement as 
soon as possible. It gets them on the right path, 
reinforces the power of compounding, and can 
serve as an important launching pad to build on. 

•  �Couple this with automatic escalation so 
contributions increase over time, with a goal 
of having employees personally build up to 
maximum allowable contributions when it is 
financially feasible for them. 

•  �Also consider pairing automatic features  
with clear education to help achieve the  
best outcomes.

1 �Corebridge Financial Survey of Public Sector Workers, November 2023 with Morning Consult.

For plan sponsor and consultant only.

Consider the power of an  
employer match

Corebridge Financial’s survey of public 
sector employees reveals that an employer 
match is the most influential factor in how 
much a participant contributes to their 
retirement plan.1

Top financial priorities for educators:1

Save enough to retire when I want 

Build an emergency fund 

Pay off student debt 

74%

59%

55%

Have a simple enrollment process and targeted messaging3

•  �A clear and informative participant website 
simplifies enrollment while delivering important 
educational and financial literacy content.

•  �Connect with employees in the right way. This 
can be accomplished by delivering timely content 
in multiple channels and using data to target key 
employee segments. This includes recognizing 
and addressing the priorities of employees in 
different life stages. 

•  �Address specific segments. Using payroll data, 
customize plans and communications to meet  
the needs of your various employee segments.

•  �Ongoing communications make a difference.  
Make sure your plan provider has a robust,  
year-long strategy of communications that 
educate and drive employee action. This  
includes communications that link directly  
to key resources and promote one-on-one 
interaction with financial professionals. 

1

2

3
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1 �Corebridge Financial Survey of Public Sector Workers, November 2023 with Morning Consult.

Corebridge Financial Inc. and its subsidiaries provide a wide range of life insurance, retirement solutions, and other financial services. These diverse offerings 
include products and services that help businesses and individuals protect their assets, manage risks, and provide for retirement. All products and services are 
written or provided by subsidiaries of Corebridge Financial, Inc. Products or services may not be available in all countries and jurisdictions. This material is general 
in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax advice, nor is it intended to make any 
recommendations. Applicable laws and regulations are complex and subject to change. For legal, accounting or tax advice consult the appropriate professional. 
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Action today can lead to great things tomorrow. Action is everything.

Your retirement plan can help create a positive work environment that leads to improved 
recruitment and retention. For more information on how we can help grow plan 

engagement, reach out to your Corebridge Financial representative.

Provide access to professional advice4

•  �One-to-one counseling can help guide employees’ retirement planning choices and investment strategies,  
so they may achieve the outcome they want. It can also help them address financial stressors and priorities. 

•  �Advice improves confidence. Individuals who work with a financial professional are much more likely to 
express confidence in their ability to manage their money on a day-to-day basis and in their ability to have 
income for life in retirement. 1

•  �Eliminate typical barriers to advice. Some reasons for not meeting with an advisor include not knowing 
how to find one or feeling intimidated. Access to advice through an employer-sponsored program may help 
remove these barriers.
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