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Understanding Regulation Best Interest (Reg BI): How It Impacts You.
Reg BI provides a new standard that is not an explicit fiduciary standard but does draw upon certain fiduciary concepts
found in the Advisors Act. With a “fiduciary-like” standard, the intent is to preserve the Broker-Dealer model and provide
distinction between the Broker-Dealer model and the fiduciary standard under the Advisers Act when acting as an
RIA. The new Reg BI standards apply to recommendations you make to retail customers in your capacity as a registered
representative of a broker-dealer.

What are some examples of recommendations under Reg BI?
•

Recommendations of a securities transaction

•

Investment strategies, such as opening a brokerage or advisory account, or a rollover from a benefit plan

•

Account recommendations which include recommendations to rollover or transfers assets from one account to
another such as rolling a 401(k) to an IRA or an IRA to IRA transfer

•

Hold recommendation: This covers both explicit hold recommendations, and implicit hold recommendations, for
example, where a broker agrees to monitor a customer’s account and makes no subsequent recommendation to buy
or sell a security

Care Obligation

Follow your broker-dealer’s policies and procedures

As part of the Care Obligation of Reg BI, a broker-dealer

when making a recommendation of a product.

financial professional, must exercise reasonable diligence,
care, and skill for certain components.
•

Reasonable basis component — Know your approved

The broker-dealer obligation
1.

before or during the recommendation about the

products
•

recommendation and the relationship between

W hat products or platforms do you have ready

you and your retail customer, and conflicts of

for a recommendation? Understand your clients’
potential risks, rewards, and costs associated with
recommendations. You must have a reasonable

interest.
2.

“components” described under “Care Obligation.”

best interests of clients.

The SEC also says that the Care Obligation does

Customer-specific component — Do your due

not require a broker-dealer to consider every

diligence
•

security available in the marketplace or only

Have a reasonable basis that the recommendation

recommend securities with the lowest cost. There

you made is in the best interest of your specific

are many factors to consider when making a

retail customer based on their individual

recommendation.

investment profile, potential risk, rewards, and

3.

costs associated with your recommendation.
•

C are Obligation — The SEC provides additional
guidance on the care obligation beyond the

basis that the products you recommend are in the

•

D isclosure Obligation — Provide disclosure

C onflict of Interest Obligation — Establish,
maintain, and enforce policies and procedures

Q uantitative component — Look at your clients’

reasonably designed to address conflicts of

whole picture

interest.

•

Have a reasonable basis to believe that the series

4.

C ompliance Obligation — Establish, maintain,

of recommended transactions, even if in your

and enforce policies and procedures to achieve

customer’s best interest when viewed in isolation,

compliance with Reg BI.

is not excessive, and is in your retail customer’s
best interest when considering their entire
investment profile.
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Be in the know: Bringing it all together to differentiate
your practice.

Advisor Mutual Fund Program

There are many factors to consider when making a recommendation

Over 140 Investment Options with brands

to a client. Some examples of questions when considering the many

names like Vanguard Funds®, American

factors to take into consideration are listed below:

Funds®, Fidelity ®, BlackRock®, and T.Rowe
Price ®.

Investment Options

•

31 different fund companies

•

How many investment options are available?

•

31 different asset classes

•

I s there a diverse set of mutual fund companies to choose from?

•

Free exchanges between funds

•

A re there multiple asset classes available for diversification?

•

Target Portfolios by Mesirow ®

•

Can investors make exchanges between funds without

•

Target Date Funds1

additional fees?

•

Vanguard Index Funds®

•

•

A re there fund level risk-based portfolios or Target Date Funds
available?

Services

Are Index Fund options available?

A mobile app experience that helps your
clients fiscally, physically, and emotionally

Services

•

•

What about financial and health wellness?

•

D o customers have easy account access to help them stay

easy account access
•

How do you keep your clients motivated to learn?

•

A re basic features like automatic account rebalancing and

•

Systematic withdrawals

•

I s enrollment easy to deliver in a contactless environment?

Commissions and Fees
•

D o you have a platform that’s flexible and does not lock you
into one option and allows you to tailor to meet your individual
client servicing needs?

The principal value of target date funds is not guaranteed at any time, including at
or after the target date, which is the approximate date when investors turn age 65.
The funds invest in a broad range of underlying mutual funds that include stocks,
bonds, and short-term investments and are subject to the risks of different areas of the
market. The funds emphasize potential capital appreciation during the early phases
of retirement asset accumulation, balance the need for appreciation with the need for
income as retirement approaches, and focus more on income and principal stability
during retirement. The funds maintain a substantial allocation to equities both prior to
and after the target date, which can result in greater volatility.
1

2

Earn gift cards for taking classes
and reading articles to places like
Starbucks, Target, Amazon, and many

automatic dollar cost averaging available?
•

F inancial and health wellness with a
built-in rewards system2

engaged?
•

My Security Benefit Mobile app for

more
•

Automatic rebalancing

•

Automatic dollar cost averaging

•

Systematic withdrawals

Efficient Enrollment
Check a box to choose your investment
option
•

Target Date Funds1

•

Target Portfolios by Mesirow

•

Vanguard Index Portfolios

Commissions and Fees
Select from two options to customize your
clients’ servicing needs.

Rewards provided by a third party.
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Understand your clients’ needs and deliver value to grow your practice.
While some financial professionals have a fee-based practice, not every client is ready for a managed account.
That’s why some financial professionals have adopted hybrid models for their practice. Hybrid models allow
financial professionals to provide flexibility for clients who do not want a managed account. A few potential
indicators that your client may not be interested in a managed account are listed below.
•

Your clients aren’t ready give up control.

•

They want to help pick the fund choices for their portfolio.

•

Or, they may hear the words “management fee” and completely tune out from your advice
recommendation.

Advisor Mutual Fund is a non-advisory platform with low minimums to get started, and the flexibility to give
your clients what they need to help you move your practice forward.

We’re here to help your clients
To and Through Retirement®.
Call us for more information at 800.747.5164, option 3,
or visit SecurityBenefit.com.
Security Benefit offers the Advisor Mutual Fund Program, which is available for individual 403(b), SEP, and
Simple IRA accounts. Advisor Mutual Fund is also available for Traditional and Roth IRA’s. With low account
minimums and free fund exchanges, we give you and your clients the maximum flexibility needed to create a
customized portfolio for your clients.
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Dollar cost averaging does not ensure a profit or provide protection
against loss. An investor should consider the ability to continue
purchasing through periods of low price levels.
Services are offered through Security Distributors, a subsidiary of
Security Benefit Corporation (Security Benefit). All securities brokerage
services are performed exclusively by the local sales representative’s
broker/dealer. Security Benefit is not affiliated with Morningstar.

The Security Benefit Advisor 403(b)(7) is a Custodial Account under
§403(b)(7) of the Internal Revenue Code. The Security Benefit Advisor
457 is a Trust Account under §457 of the Internal Revenue Code.
Security Benefit Advisor IRA is an IRA Custodial Account under §408(a)
of the Internal Revenue Code.
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