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SOCIETY OF ACTUARIES
Antitrust Compliance Guidelines

Active participation in the Society of Actuaries is an important aspect of membership. While the positive contributions of professional societies and associations are
well-recognized and encouraged, association activities are vulnerable to close antitrust scrutiny. By their very nature, associations bring together industry competitors
and other market participants.

The United States antitrust laws aim to protect consumers by preserving the free economy and prohibiting anti-competitive business practices; they promote
competition. There are both state and federal antitrust laws, although state antitrust laws closely follow federal law. The Sherman Act, is the primary U.S. antitrust law
pertaining to association activities. The Sherman Act prohibits every contract, combination or conspiracy that places an unreasonable restraint on trade. There are,
however, some activities that are illegal under all circumstances, such as price fixing, market allocation and collusive bidding.

There is no safe harbor under the antitrust law for professional association activities. Therefore, association meeting participants should refrain from discussing any
activity that could potentially be construed as having an anti-competitive effect. Discussions relating to product or service pricing, market allocations, membership
restrictions, product standardization or other conditions on trade could arguably be perceived as a restraint on trade and may expose the SOA and its members to
antitrust enforcement procedures.

While participating in all SOA in person meetings, webinars, teleconferences or side discussions, you should avoid discussing competitively sensitive information with
competitors and follow these guidelines:

* Do notdiscuss prices for services or products or anything else that might affect prices

* Do notdiscuss what you or other entities plan to do in a particular geographic or product markets or with particular customers.

* Do notspeak on behalf of the SOA or any of its committees unless specifically authorized to do so.

* Do leave a meeting where any anticompetitive pricing or market allocation discussion occurs.

e Do alert SOA staff and/or legal counsel to any concerning discussions

* Do consult with legal counsel before raising any matter or making a statement that may involve competitively sensitive information.
Adherence to these guidelines involves not only avoidance of antitrust violations, but avoidance of behavior which might be so construed. These guidelines only provide

an overview of prohibited activities. SOA legal counsel reviews meeting agenda and materials as deemed appropriate and any discussion that departs from the formal
agenda should be scrutinized carefully. Antitrust compliance is everyone’s responsibility; however, please seek legal counsel if you have any questions or concerns.



Presentation Disclaimer

Presentations are intended for educational purposes only and do not replace
independent professional judgment. Statements of fact and opinions expressed are
those of the participants individually and, unless expressly stated to the contrary, are
not the opinion or position of the Society of Actuaries, its cosponsors or its
committees. The Society of Actuaries does not endorse or approve, and assumes no
responsibility for, the content, accuracy or completeness of the information
presented. Attendees should note that the sessions are audio-recorded and may be
published in various media, including print, audio and video formats without further
notice.




Moving the needle
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EVOLUTION OF FINANCIAL WELLNESS

CHANGE IN PENSION REGULATORY BHAVOURAL FINANCE
SYSTEM GUIDANCE ISSUED A FOCUS ON RETIREMENT
MOVE FROM DEFINED IN CANADA ADEQUACY
BENEFIT TO DEFINED CAPITAL
CONTRIBUTION ACCUMULATION PLAN

GUIDELINES

1990s 2000-2004 2005-2009 2010-2014 2015-present

TARGET DATE FUNDS
INITIAL FINANCIAL ARRIVE IN CANADA EMPHASIS ON
KNOWLEDGE ISSUE BENFITS OF A DEFAULT FINANCIAL WELLNESS
OBSERVED APPROACH FOCUS ON OVERALL
LACK OF FOCUS ON OUTCOMES
INVESTMENT SELECTION

PHASE 3
PHASE 1 PHASE 2 FOCUS ON OVERALL
GETTING STARTED OPTIMIZING INVESTMENTS FINANCIAL WELLNESS
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CANADIANS AND FINANCIAL WELLNESS
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2 out of 3 workers
over 50 don’t
have a strategy to
retire

20% stated
retirement as
their biggest

financial worry

KEY FINDINGS

Over half of
Canadians are
financially literate

The same financially
literate Canadians
were not financially
well

40% of Canadians
struggle with debt

Debt an issue

regardless of

generation or
income

Canadians do not
trust their employer
as a source of
financial
information

Change,
personalization
and influence
impact sources of
trust
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FINANCIAL THEMES

FINANCIAL ‘ FINANCIAL

TRUST CONFIDENCE
AND WORRY

FINANCIAL
HEALTH

FINANCIAL
KNOWLEDGE
AND LITERACY

THE GENDER PARADOX
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DEFINING FINANCIAL WELLNESS

ON TRACK TO MEET
FINANCIAL GOALS

CONTROL OVER
DAY-TO-DAY FINANCES

(())

CAPACITY TO ABSORB A
FINANCIAL SHOCK

HAVE FREEDOM TO
MAKE CHOICES

Copyright © 2019 Mercer (Canada) Limited. All rights reserved. 11



CHANGE MEANS ACTION

AMBASSADOR
¢| lead others to act

ACTION

el act on my
COMMITMENT commitment

| want to change

BELIEF

*| believe the
change is good

UNDERSTANDING

*| accept the facts

AWARENESS and logic behind
the change
*You told me about

the change

| believe | act

© MERCER 2019 .



ENGAGEMENT IN THE EMPLOYEE
JOURNEY Financial Freedom

Prepared for the On track to meet
unexpected financial goals

Control over
day-10-Cday . A
flnances

Financial
Advice

Savings

---------------- Insurance

13



HOW TO GET THERE

UNDERSTAND MAKE IT SIMPLE LOOK FOR LOOK AND
DEVELOP A SEEK OUT
CURRENT STATE AND FOCUS ON A OADNAD OPPORTUNITIES TO N OUATION
TARGET iy

© MERCER 2019




Financial Wellness Programs
Foster a Thriving Workforce

Jeff Tulloch, Vice President, U.S., Broker Relationships, MetLife
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METLIFE EMPLOYEE BENEFIT TRENDS REPORT

Financial Wellness Programs N—————

17th Annual U.S. Employee

Foster aThriving Workforce

B MetLife
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Introduction — About Our 17th Annual Report

For organizations to thrive,
employees must thrive too.

L3
Financial Wellness Programs Foster a Thriving Workfor c  L0419513914 [exp0620 JIAll States ] h MetLlfe
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Thriving in the New *

Work-Life World “/

“Employers need to think
Lc about their employees’
When work and life lives holistically”
blend and enrich
each Other, 76% of Employees Agreed
everybody wins.

. 810/ o Emoresgest

MetLife

h MetLife



01
Personal Finances
A Look at
Employee
Stress

04

Meeting Personal
Commitments

A MetlLife



Answering the Call for Holistic
Benefits

of employees say having non-traditional
benefits would reduce their stress.

Traditional
Medical Dental Paid Time Off Retirement Life/Disability

Non-traditional

Student loan debt Financial wellness Phased retirement Mental health
programs

#1

Stress Factor

Personal Finances

A MetlLife



Benefits play an important role in building
and sustaining workplace culture

800/ Majority of employers say that benefits play an important
0 role in building and sustaining workplace culture

780/ Almost as many employers say that benefits
O help employees be more productive

employees say that benefits were an
important reason why they joined their company

(3
Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States] h MetLlfe
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Benefits play an important role in building
and sustaining workplace culture

“Employers have a responsibility
for the health and well-being
of their employees” of employees are
satisfied with the benefits
they receive through their
employer

down 4% from last year

Employees who agree

80%

76%

75% but
0% 73% of gmployers believe
their employees are
68% satisfied with the benefits
65% they offer
2015 2016 2017 2018 2019
Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States] h MetLife
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Emerging benefits are reflecting

changing norms

“Having benefits customized to meet my needs

would increase my loyalty to my employer”

75%

Employees who agree

70%

65%

72%

60%

65%

2015 2016 2017

of employees say that

the ability to customize

their benefits is a must-have
or nice-to-have option

2018

Only

63%

2019

of employers see
this as importantto
their employees

Financial Wellness Programs Foster a Thriving Workforce

L0419513914[exp0620][All States]
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What is financial wellnhess?

Financial wellness Is the state of
being in strong financial health

so that individuals can successfully
manage day-to-day finances,
protect against unplanned
expenses and financial shocks, and
plan and save for future
milestones.

(3
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Financial stress doesn’t stop at the office door

Across generations, life-stages, and
socioeconomic statuses, all employees
agree that personal finances is their
number one source of stress.

Financial stress can lead to distraction
at work, absenteeism, and high turnover.

admit
to being less productive
at work because of their
financial stress

L]
Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States] h MetLlfe
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Financial wellness has become a top
focus for employers

Employers report their top of employees want access
objectives include... to financial planning
_ . workshops or financial
Helping employees achieve successful
retirement outcomes wellness tools
but only
Ensuring employees are financially prepared to retire
0
89% ZO(y of employers offer these
0 programs today

Increasing employee financial literacy and wellness

89%

Helping employees make better financial decisions

(3
Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States] . MetLlfe
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Financial Wellness Programs Promote a
Thriving Workforce

O 1 Employees’ Financial Perceptions Don’t Match Reality

O 2 Financial Wellness Programs Benefit Employees
and Employers

03 How to Build Best-in-Class Programs

Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States]

B MetlLife
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Employees’
Financial
Perceptions
Don’t Match
Reality

Financial Wellness Programs Foster a Thriving Workforce

B MetlLife =



Employees’ financial perceptions don’t
match reality

of employees over employees
feel financially feel they are in control
confident of their finances

but but
source of
employees’ stress:
Personal finances live paycheck

to paycheck

L]
Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States] h MetLlfe 29
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Financial
Wellness
Programs
Benefit
Employees
______and Employers
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A Simple Formula

Employee

Loyalty

O Stress

90%

of happy employees say they are loyal
to their employer

B MetlLife =



Financial wellness programs benefit

employees and employers

Employees who are on track with their financial goals are more...

Satisfied with the 88%

job they have now | so:
Committed to their 85%
organization's goals [ 61%

Likely to still be
working for their 87%
organizationin | o

12 months’time

84%

78%
Engaged

reppy I 55%
Lk

3%

85%

Productive
N 69

Employees who are on track [l Employees who are not on track

They are also less...

38%

Stressed
D 47

41%

Tired
AN 50%

Financial Wellness Programs Foster a Thriving Workforce L0419513914[exp0620][All States]

B MetlLife
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03

How to Build
Best-In-Class
Programs

(3
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Four key principles of a successful program

1 Start by gathering and
assessing employee data

2 Ensure a personalized
approach

3 Make it easy for
employees to participate

/. Measure the impact and
value of programs

Employers must consider a
multi-channel approach, giving
employees the flexibility to
choose how and when they
want to engage and take action

Digital Phone

In-person

Financial Wellness Programs Foster a Thriving Workforce

L0419513914[exp0620][All States] h MetlLife
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