
Plan Health Analytics and 
Targeted Communications 
That Drive Success

With iJoin, you will immediately 
differentiate your service model through 
a highly personalized, goal‑based 
experience for employees and be able 
to report on plan success metrics that 
underscore your long‑term value to a 
plan sponsor.

Goal-based approach to 
engagement and investing

More actionable information to 
share with plan sponsors

New ways to directly communicate 
with plan participants

You’ll need to demonstrate 
how you deliver on the 
promise of helping produce 
better participant outcomes. 

If your goal is to be competitive in the retirement plan market ahead, 
you’ll need to deliver more than a solid, cost-efficient service. 
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iJoin’s Analytics Dashboard gives you an 
“all‑plans” snapshot of participation, savings 
rates, and savings success (on path to reach goal).

Trends on participation rate, goal 
completion percentage, and match 
optimization produce actionable 
plan health and participant success 
metrics for you to share at your next 
plan sponsor meeting.

iJoin’s Plan Health Report quantifies 
period over period performance trends that 
underscore your value.

Data integration with the plan recordkeeping system creates the opportunity 
for a highly personalized participant experience. 

Employee pool – participation

Goal success by age group

Participation by age group

Performance by age group 

Percent maximizing match

Investment analysis

Terminated with Balance

Participation Rate Maximized Match Rate Goal Completion Rate

Plan Health Cumulative Breakdown

That translates to immediately 
actionable data for you.
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Drill down to access participant‑level data that reveals more information about savings behaviors and 
suggests messaging campaign topics.

Communication Is Everything!

You know how critically important communication is in setting 
expectations, helping clients understand the value of long‑
term investing, and reinforcing the quality of the relationship 
they have with you. Until now, it’s been very hard to produce 
sophisticated email campaigns at the participant level.

iJoin’s Data Analyzer connects to the built‑in Email Campaign 
Builder and gives you the ability to reach every participant in 
every plan with just a few clicks. 

Drive value and engage with participants through event or 
criteria‑based campaigns.

Plan Summary  >  Acme Company 401(k) Plan  >  Participants

Specifications

Participants

Contracts

Enrollment Setup

Investment Paths

Notifications

Access

Actions

Participant Name Age Goal Completion Current Savings Rate Suggested Savings Rate

To

From

To

From

To

From

To

From

Michael Zhu 20 88% 00% 02%

Timothy Coate 61 60% 04% 10%

Phillip Farris Jr. 53 61% 03% 36%

Natalie Theron 26 04% 07% 10%

Nikhil Raj 44 63% 08% 25%

Auda Johnson 39 71% 10% 03%

Ramón Sadie 51 82% 05% 10%

Beckham Reilly 31 00% 00% 00%

Lou Smith 49 34% 09% 41%

Imogen Kennard 27 21% 08% 08%

Alexander Coleman 58 82% 07% 07%

Jessica Bailey 23 00% 00% 00%

Peter Coate 30 00% 00% 00%

Male $0.00 $0.00 0 0% $0.00 UnknownNo

Female $12,380.37 $0.00 1 8.4% $120,523.00 UnknownYes

Male $37,933.21 $0.00 1 4.3% $85,910.00 UnknownYes

Female $67,916.66 $233,071.09 3 7% 83,200.00% UnknownYes

Male $14,249.52 $0.00 1 8.4% $91,451.00 UnknownNo

Male $3,178.08 $20,962.01 1 10% $73,100.00 UnknownNo

Balance

To

From

Outside Assets

To

From

Fund Elections

To

From

Return Rate

To

From

Salary

To

From

GenderMatch Maximized Elections

Data Analyzer

There are 11 plans where less than 50% of participants are on track to meet their 
retirement goal. Consider engaging these participants through a targeted email 
campaign.

Low Goal Completion Rate

CREATE A NEW CAMPAIGN

The Acme Company 401(k) Plan has a maximized match rate less than 50%. 
Consider engaging these participants through a targeted email campaign.

CREATE A NEW CAMPAIGN

Low Maximized Match Rate

44% of participants under age 30 are eligible, yet not participating in their plan. 
Consider engaging these participants through a targeted email campaign.

CREATE A NEW CAMPAIGN

Low Participation Rate

There are 5 plans with a participation rate less than 50%. Consider starting a 
campaign targeting the inactive eligible employees in these plans.

CREATE A NEW CAMPAIGN

Low Participation Rate

97% of participants between ages 40 to 50 are not on track to meet their retirement 
goal. Consider engaging these participants through a targeted email campaign.

Low Goal Completion Rate

CREATE A NEW CAMPAIGN
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Target people with timely messages that encourage successful savings behaviors. Put your brand and 
message forward at regular intervals and at important moments in their financial life.

Eligible, but not participating

Haven’t visited in [X] days

Are not maximizing match

Will become eligible (iJoin Intro)

Introduce / reinforce MAP

Short of Goal (by Age Groups)

Short of Goal (by Income Bracket)

Terminated w/ a balance

Long‑term investor (COVID‑19)

Dollar Cost Averaging (COVID‑19)

Select Email Recipients Based on Plan or Criteria

Hi, [firstname]!

We need to crystallize a plan move 
the needle, nor we just need to put 
these last issues to bed. Old boys 
club we’re starting to formalize 
flexible opinions around our 
foundations, we can't hear you 
unlock meaningful moments of 
relaxation, or player-coach, so post 
launch, yet knowledge is power. 

Here’s How It Works
Re-inventing the wheel, but it's not 
hard guys, but productize. 4-blocker 
they have downloaded gmail and 
seems to be working for now. Call in 
the air support we've bootstrapped 
the model. No scraps hit the floor 
three-martini lunch. Teams were 
able to drive adoption and 
awareness time to open the kimono.

Fire up your browser put a record 
on and see who dances five-year 
strategic plan, and win-win-win 
incentivization, or enough to wash 
your face. 

That jerk from finance really threw 
me under the bus cross sabers, so 
let's circle back to that. The right 
info at the right time to the right 
people we're building the plane 
while we're flying it talk to the 
slides cannibalize product 
management breakout fastworks, 
yet make it a priority. It is all 
exactly as i said, but i don't like it 
we need to dialog around your 
choice of work attire

I'll book a meeting so we can 
solution this before the sprint is 
over highlights horsehead offer. 
Three-martini lunch nail it down, 
nor back to the drawing-board that 
ipo will be a game-changer we are 
running out of runway 
cross-pollination, but knowledge is 
power. Can you put it on my 
calendar?.

Call to Action

Call to Action

Invest for the long run.
Dollar cost averaging helps you do it!

11:34 AM

Hi, [firstname]!

Level the playing field up the flagpole bazooka that run it past the boss 
jump right in and banzai attack will they won't they its all greek to me 
unless they bother until the end of time maybe vis a vis too many cooks 
over the line this is not the hill i want to die on, nor punter big picture, nor 
value prop performance review. Make it more corporate. Crank this out, so 
poop run it up the flagpole, ping the boss and circle back. 

This is meaningless deploy to production, but turn the crank powerpoint 
Bunny, so can you slack it to me? We don't need to boil the ocean here.

What You Need to Do Next
Draw a line in the sand canatics exploratory investigation data masking 
sorry i was triple muted. 

Nor start procrastinating 2 hours get to do work while procrastinating 
open book pretend to read while manager stands and watches silently 
nobody is looking quick do your web search manager caught you and you 
are fured everyone thinks the soup tastes better after they’ve pissed in it 
this is our north star design. Nail jelly to the hothouse wall i called the it 
department about that ransomware because of the old antivirus, but he 

Call to Action

Learn how much money
you’ll need in retirement.

11:34 AM

Hi, [firstname]!

We have put the apim bol, temporarily so that we can later put the 
monitors on your work on this project has been really impactful. Killing it. 
Digital literacy sorry i didn't get your email let's take this conversation 
offline make sure to include in your wheelhouse, and show grit, for move 
the needle. 

Closing these latest prospects is like 
putting socks on an octopus 
incentivization. Not the long pole in 
my tent all hands on deck 
collaboration through advanced 
technlogy, but closing these latest 
prospects is like putting socks on an 
octopus. 

We need to start advertising on 
social media closing these latest 
prospects is like putting socks on an 
octopus productize, so we’re 
starting to formalize flexible 
opinions around our foundations.

Hit the ground running locked and 
loaded. Let's prioritize the 
low-hanging fruit bake it in, yet 
sacred cow, for run it up the flag 
pole can you run this by clearance? 
hot johnny coming through . Make 
it look like digital reach out. Put a 
record on and see who dances 
window of opportunity, and pixel 
pushing. Knowledge process 
outsourcing. Loop back where do 
we stand on the latest client ask, 
don't over think it gain traction fast 
track dear hiring manager:. 
Win-win-win killing it, or pipeline. 

Call to Action

Congratulations!
You’re on a personalized, goal-oriented 
retirement path!

11:34 AM

Hi, [firstname]!

A set of certitudes based on deductions founded on false premise teams 
were able to drive adoption and awareness, for slipstream, or hire the best 
after I ran into Helen at a restaurant, I realized she was just office pretty. 
We need to build it so that it scales shotgun approach, for we want to see 
more charts rehydrate the team, nor in this space lean into that problem. 

Let's pressure test this before you walk back in that boardroom, nor this is 
a no-brainer incentivization.

3 Questions Most
People Have

Essentials Answers You Need 
When Saving for Retirement

11:34 AM

Take Advantage of 
our Common Sense 
Functionality

All messages automatically link to iJoin tools or to your 
participant portals so recipients can start their next steps 
with the click of a button

You can schedule one‑time or multi‑message campaigns to 
reach participants across all or any of your plans

Email campaigns are fully hosted on iJoin and require no 
setup or maintenance from you

Message templates can be partner‑branded and are fully 
editable

You are the named email sender



Enhance Your New Plan 
Business Model

Add iJoin to your plan proposals to demonstrate 
how you deliver on the mission of better 
outcomes by focusing on behaviors and trends 
that help produce long‑term success.

Deliver on the Promise of 
Better Participant Outcomes

iJoin gives you an immediate competitive advantage 
by delivering better enrollment, re‑enrollment, and 
engagement experiences. iJoin is a better way to help 
people answer questions about how much to save for 
retirement. 

iJoin will help you deliver a better 
experience for those you serve and 
demonstrate the value you bring!

©2024 iJoin. All Rights Reserved. LDI‑MAP LLC (d.b.a. iJoin) is a registered investment adviser with the State of Arizona. See our ADV 
Part 2A Brochure at www.ijoinsuccess.com
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Maximized Match Rate
This is a measurement of the number of active participants who are fully optimizing the Employer Match offered through your plan.

Participation Rate
This is a measurement of the number of employees who are actively participating in your plan, out of the total number who are eligible.

56%

56 of 100 eligible

56 new participants have enrolled

12% Increase

Change Since 03/31/2018

Your plan’s participation rate compared to other plan averages:

Benchmarking

Your plan 56%

68%Your Industry

Goal Completion Rate
This is a measurement of the number of active participants who are projected to be over 93% of the way toward their retirement income goals.

17%

9 of 56 Participants

Your plan’s goal completion rate 
increased from 14%

3% Increase

Change Since 03/31/2018

Your plan’s goal completion rate compared to other plan averages:

Benchmarking

Your plan 17%

38%Your Industry

93%

52 of 56 Participants

Your plan’s maximized match rate 
increased from 80%

13% Increase

Change Since 03/31/2018

Your plan’s participation rate compared to other plan averages:

Benchmarking

Your plan 93%

72%Your Industry
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Acme Company 401(k) Plan Actions

39% Participation Rate
39 of 100 Eligible

56% Maximized Match
22 of 39 Participants

35% Goal Completion
14 of 39 Participants

Total Assets

Avg. Contribution

Kitsitech Company 401(k) Plan Actions

48% Participation Rate
109 of 222 Eligible

88% Maximized Match 72% Goal Completion
79 of 109 Participants

Oceana Incorporated 401(k) Plan Actions

42% Participation Rate
138 of 311 Eligible

40% Maximized Match
62 of 138 Participants

48% Goal Completion
73 of 138 Participants

Total Assets

Avg. Contribution

Total Assets

Avg. Contribution

Participation Rate Maximized Match Rate Goal Completion Rate

Plan Health Cumulative Breakdown Data Analyzer

You have 5 plans with a below 50% 
participation rate. Consider starting a 
campaign targeting the inactive eligible 
employees within these plans.

Poor Plan Health

CREATE A NEW CAMPAIGN

You have 2 Plans where less than 80% of 
eligible employees are maximizing the 
Employer Match. Consider engaging these 
participants through a targeted email 
campaign.

CREATE A NEW CAMPAIGN

Target Group

You have 110 eligible participants across 5 
Plans that are not utilizing Catch-Up 
contributions. Consider raising awareness 
through a targeted email campaign.

Poor Plan Health

CREATE A NEW CAMPAIGN

Only 10% of millennials within the Union 
Aerospace 401(k) are participating in the 
plan. Consider starting a campaign targeting 
the other 90% of eligible employees in this 
age group.

Target Age Group

CREATE A NEW CAMPAIGN

Active

Eligible, Not Enrolled

Terminated w/ Balance

Ineligible/Unknown

54%

29%

10%

7%

Employee Pool Participation Breakdown
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