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viously had to either build it 
on their own or forego the 
ability to compete with the 
large captive insurance 
company sales organiza-
tions. Their unique ap-
proach allows regional firms 
to retain their leadership 
and local focus while capi-
talizing their sweat equity 
and becoming a part of an 
industry leader. 

Dughi & Skinner Launch U.S. Retirement 
Partners -  Focus on K-12 

The Continued Growth of the K-12 Market 

Robert C. Dughi and Mark 
M. Skinner have an-
nounced  the formation of 
U.S. Retirement Partners.  
The goal of the business is 
to create scale for inde-
pendent regional specialist 
firms by uniting the top tier 
organizations. The resulting 
scale will create value for 
clients by creating a “Best 
of Class” independent firm 
that can deliver unbiased 
retirement solutions. 

Bob Dughi was Chairman 
and one of the two founders 
of The Copeland Compa-
nies. Copeland was the first 
national independent K-12 
firm in the marketplace. 
Mark Skinner was the 
President  who together 
with Bob grew Copeland 
into the national leader it 
became.  

“From my 20+ year per-
spective,” says Bob “the K-
12 market has become in-
creasingly dominated by 
captive insurance company 
sales people. They have 
lost focus on the client. The 
solution to every client’s 
needs is not a proprietary 
annuity or life insurance 
product, but rather a 
broader planning perspec-
tive.” 

Mark adds “We see a need 
and an opportunity for an 
independent national or-
ganization, without product  
bias, to help clients look at 
their entire long term plan-
ning needs.” 

U.S. Retirement Partners 
will deliver technology, in-
frastructure and support to 
regional Partners who pre-

educator ranks are shifting 
more dramatically then any-
time since WWII.  A 2005 
study by the National Cen-
ter for Education predicts 
that 40% of public school 
teachers will be retiring 
within the next five years. 
As this group (cont’d pg 2) 

The K-12 Public School 
segment of the retirement 
market is predicted to grow 
at an annual rate of 9% 
through 2009, according to 
research conducted by 
Spectrem Research.  With 
assets pegged at $165  
billion at year end 2006, it is  

estimated that by year end 
2009 K-12 assets will top   
$214 billion. 

Mark Skinner adds “What 
appears to be fueling this 
growth is a combination of 
three factors. First, the 
demographics within K-12 

403(b) K-12 Facts 

· K-12 403(b) Assets 
projected to grow at 
9 % annually 

· Current Assets esti-
mated at  $165 bil-
lion 

· More new Teachers 
are in their 30s and 
40s than ever before 

· 42% of Teachers are 
over age 50 
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U.S. RETIREMENT: An Emphasis On 
Partnership  

Continued Growth of K-12 (cont’d) 

ing a galvanized focus on 
the client. 

Continuous improvement 
through products, services, 
technology and practice 
management tools will help 
everyone associated with 
U.S. RETIREMENT gain 
and maintain a leadership 
position. This applies to the 
Advisor, the Regional Firm 
and U.S. RETIREMENT on 
a national level. Organiza-
tions committed to this path 
will help shape the future 
direction of our industry. 

To summarize the major 
emphasis points of U.S. 
RETIREMENT would be a 
challenge as there are 
many opportunities to de-
liver value to clients, Re-
gional Partners and Advi-
sors. Probably the single 
most important point of em-
phasis is that of Partner-
ship. 

Bob Dughi likes to remind 
people that “the organiza-
tions that have been the 
most successful are those 
that create an environment 

of dialogue and inclusion. 
Whether it is through Field 
Advisory groups, Regional 
Partner meetings or client 
focus groups it comes down 
to good listening skills.” 

A driving force behind the 
formation of U.S. RETIRE-
MENT is to combine  the 
Best Practices within the 
industry and deliver them 
through the Advisors to the 
clients. That requires a total 
commitment on behalf of 
the organization to embrace 
new ideas while maintain-

Center for Education “more 
people are moving into the 
field in their 30s and 40s.” 
The result is that they are 
saving in 403(b) plans at a 
higher rate then traditional 
new hires in K-12.” 

Bob Dughi sees the growth 
as “very positive for the 
firms focused on this mar-
ket.” 

approaches retirement, 
they accelerate their per 
pay savings rate and take 
advantage of the 403(b) 
age 50+ “catch-up” provi-
sions.  Secondly, Federal 
and State guidelines im-
pacting class size are forc-
ing the addition of more 
teachers at a time when we 
are seeing a school age 

population boom hit the 
schools.  Third, the new 
teachers being hired to re-
place the retiring group are 
coming in at an older age 
and they have fewer years 
to accumulate the years of 
service through the State 
provided Defined Benefit 
plans.  According to the 
same study by the National 
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“40% of public 
school 
teachers will 
be retiring 
within the next 
five years” 

403(b) - Public K-12 Segment
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Advisor Support : A Growing Opportunity To 
Recruit & Retain Advisors 

Growing Your Regional Firm :  
You Are Not On Your Own Anymore 

Client Needs : Are We Listening? 

U.S. RETIREMENT recog-
nizes that recruiting and 
retaining Advisors is a key 
to success. With the advent 
of many new tools, U.S. 
RETIREMENT has created 
a state of the industry set of 
Advisor support tools. U.S. 
RETIREMENT has also 
focused on the concerns 
Advisors have expressed 
such as the ability to get 
Group Health Insurance or 
to become an  owner of the 
organization they represent.  

More next Newsletter 

As Advisors look into the 
competitive landscape they 
see many product and ser-
vice innovations. They want 
to be sure they are provid-
ing the best solutions for 
their clients and doing it in 
an administratively simple 
fashion with a minimum of 
paperwork. Regulations are 
pushing against simplicity 
as we and regulators want 
to be sure our clients are 
making fully informed deci-
sions. 

U.S. RETIREMENT Advi-
sor Support Programs 

· Career Compensation 

· Career Development 

· Career Recognition 

· Client Planning 

· Client Management  

· Health Insurance 

· Stock Ownership 

their greatest concern. After 
retirement most clients are 
concerned about saving for 
their kids’ college educa-
tion. 

So while we are focused on 
retirement, are we listening 
to what else the client is 
concerned about?  It may 
not be college, but it could 
be something as important. 

Understanding the needs of 
our clients is paramount to 
success. In our day-to-day 
work, we tend to be drawn 
to products, regulations and 
other technical aspects of 
our niche.  We can lose  
focus on what our clients 
are concerned about.  

Industry research initiated 
by Mark Skinner caused 

many to recognize that 
what we may be focused on 
is not the only thing our 
clients are worrying about. 

For example, this research 
conducted by Access Re-
search on a large cross 
section of K-12 403(b) par-
ticipants showed that retire-
ment (for those between 
the ages of 25 and 59) was 

U.S. RETIREMENT has 
some of the answers. 
Through real experience 
and by bringing together 
other regional groups, you 
can find a wide range of 
opportunities to grow your 
business.  Access to capital 
through the Capital Invest-
ment Program (CIP) makes 
implementation a reality. 

So how do you grow?  Are 
you willing or able to fund 
the costs of hiring more 
Advisors for those 10 Dis-
tricts that you really don’t 
have covered?  Can you 
afford the time and re-
sources to equip your Advi-
sors with laptops and soft-
ware to allow them to com-
pete more effectively with 

the Insurance Company 
reps?  What has worked 
elsewhere?  How can you 
get capital to fund your 
growth? 

A lot of questions to answer 
while you are keeping your 
current business going and 
taking care of your own 
individual clients. 
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“after retirement  
most clients are 
concerned about 
saving for their 
kids’ college 
education” 

Are your Advisors 
hearing the whole 
story?  
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The Broader Defined Contribution Retirement 
Marketplace - An Opportunity for Growth 
Recent work published by 
Spectrem Research shows 
that the growth in Defined 
Contribution assets has 
been explosive. Since 2000 
when they represented 
40% of total retirement as-
sets, defined contribution 
has grown to represent 
45% of the market. 

How can you as a Regional 
Firm tap into this growth? 
U.S. RETIREMENT sees a 
robust opportunity for 
growth in the broader retire-
ment marketplace by lever-
aging the local relationships 
within the markets you 
serve today with the 
breadth and scope of a 

national  independent or-
ganization.  

The founders of U.S. RE-
TIREMENT grew an organi-
zation that started in the K-
12 market into one that 
became a dominant player 
in the  Hospital 403(b)/401
(k) market, the Government 
457(b) market and the Cor-
porate 401(k) market, with 
over $18 billion in assets. 

U.S. RETIREMENT is de-
veloping an integrated ser-
vice model that will connect 
you with an open architec-
ture, national Defined Con-
tribution recordkeeping sys-
tem which will allow you to 
deliver the kind of services 

U.S. Retirement Partners is the largest national in dependent 
Partner owned retirement planning organization spec ializ-
ing in the 403(b) marketplace.  Formed by the acqui sition 
and merger of top tier regional firms throughout th e United 
States, U.S. Retirement Partners provides unbiased finan-
cial planning services.  

that have previously been 
the exclusive enclave of the 
insurance and mutual fund 
companies.  Couple that 
with the opportunity for your 
Advisors to provide person-
alized retirement planning 
through leading technology, 
connected to the participant 
records, and you will have a 
powerful platform for 
growth. 

Imagine the possibilities!  

99 Wood Avenue South 
Iselin, New Jersey 08830 
www.usretirementpartners.com 


