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There’s no going back to “business as usual”
The pandemic and post-pandemic era has impacted the wholesaling industry significantly, with supply chain issues, 
accelerating automation, trade and regulatory issues, and more. In fact, “every part of the supply chain was stressed  
in 2021. Issues that were considered temporary — like COVID-19 shutdowns — are persistent, and the side-effects  
have been longer-lasting than companies anticipated...the silver lining is that business is good — just too good  
for most distribution companies to manage.”1 

Consider that supply delays and port challenges have affected wholesalers as well as consumers. And the staffing  
shortage hasn’t helped. Additionally, increased competition from new sources is a challenge too. For instance,  
a growing number of manufacturers are now going direct to consumer (D2C) — in fact, “D2C sales in the U.S. were  
$129.31 billion in 2021, and are expected to jump to $174.98 billion by 2023, a whopping 50% growth spike.”2

And, although 2021 was a mixed year for the wholesale industry, we expect the industry will grow to $64 trillion  
this year — reflecting a CAGR of 7%.3  But wholesalers may need to rethink the way they do business, perhaps trying  
to create alliances with manufacturers to help become their D2C arm, or trying other new strategies in order to compete.

1  What the distribution industry can expect in 2022, Chris Blaylock, January 31, 2022, Digitalcommerce360.com.

2 Top wholesaler trends growing in popularity in 2022, John Tomblin, Senior Solutions Architect Los Angeles Bizz, a division of Sofvue, LLC, February 2, 2022.

3 9  wholesale trends you don’t want to miss out in 2022, Alibaba.com February 14, 2022.
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With The Great Resignation 
continuing to be an impactful  
trend in 2022, having an  
employee retention strategy  
is crucial. This is especially  
true for your sales team.

Top talent requires top benefits 
Another challenge facing the wholesaling industry is the shortage of workers. 
And although, “labor shortages aren’t new to distribution…they’re at critical levels now. 
In this worker’s economy, companies have been trading craftsmen and truck drivers 
without drawing new talent into the career field. Distributors need creative strategies 
to recruit and retain essential workers.”4

According to LinkedIn, wholesale industry employment is up 9.3% year over year.5  
And, according to the Bureau of Labor Statistics, employment in wholesale trade 
increased by 14,000 in May of 2022. However, these numbers are still 41,000 lower 
than in February 2020.6 

And when you factor in the increasing automation and growing need for skilled talent 
that other industries may be able to pay more for, the wholesale industry has got 
to consider make some adjustments when it comes to attracting and retaining talent. 

According to Emily Payne of BenefitsPro, “Heading into 2022, we’ll see employers 
implementing new strategies to recruit workers, as well as amping up employee benefits, 
compensation and other perks to keep existing workers happy and engaged. Even after 
the Great Resignation ebbs, these new tactics, will likely become the new standard.”7

4 What the distribution industry can expect in 2022, Chris Blaylock, January 31, 2022, Digitalcommerce360.com.

5 Workforce Report June 2022, United States, LinkedIn, June 2, 2022.

6 Current employment statistics, Bureau of Labor Statistics, May 2022, released June 2, 2022.

7  2022 Employee benefits & workplace predictions: Keeping the talent pipeline full, Emily Payne, BenefitsPro, 
December 14, 2021.

SOURCE: Attract, Hire & Retail Top Talent #19,  
by Mark Kunkle, SparxiQ, June 9, 2022 National 
Association of Wholesale Distributors.
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“Employees are paying attention to the bells and whistles... 
 [think about] new and creative benefit ideas that your employees actually want... 

[and remember] small tweaks made to existing packages can go a long way.” 
       —  Jeanne, J. Sutton, Strategic Retirement Partners8

The good news 
The wholesale industry in general tends to be behind other industries where their retirement plans 
are concerned. However, there are a number of categories where they are ahead of the curve.

Category Wholesale distribution plans Average among all industries

401(k) plan 95.5% 91.1%

In-plan Roth conversions 47.5% 36.5%

Participation 82.1% 77.9%

Average deferral rate 7.7% 7.3%

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2021.

Retirement plan report card
Your retirement plan can help you or hinder you in attracting and retaining motivated, 
productive employees. ADP can help you gain insights into how your plan measures  
up against other industry retirement plans and where there might be room for improvement.

8 Spice up routine benefits offerings to attract and keep talent, April 14, 2022.
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The challenges
While every industry has its challenges, the wholesale distribution industry is in the bottom  
50 percent in three key plan categories.

Help everyone succeed 
with smart plan design. 
ADP Retirement Plan 
Solutions bring you the 
services and features you 
need to customize your 
plan design to reduce 
administrative burdens, 
while unlocking better 
employee retirement 
outcomes.

Category Average among all plan sizes Industry rank (out of 48)

Immediate eligibility 18.3% 43rd 

Immediate vesting 26.1% 42nd 

Average account balance $104,800 33rd

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2021.
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Challenge Why it matters How ADP retirement solutions can help

Only 18.3% of plans enable 
employees to participate  
in the plan immediately —  
and 35% of plans make  
employees wait at least  
1 year before they can  
participate in the plan.

The wholesale industry is facing a tight  
labor market and competing with some 
industries with deeper pockets. Not letting 
employees participate in benefits right  
away can be reason enough for them  
to select a different job.

ADP retirement plan solutions bring 
you the services and features you need  
to customize your plan design — which  
may help you to better attract and  retain 
employees. 

52.3% of plans do not offer 
automatic enrollment.

Making things as easy as possible for  
your employees can go a long way toward 
building loyalty.

We transform employee enrollment by  
leveraging technology and the support  
of our knowledgeable education team  
to guide employees toward making  
sound retirement planning decisions.  
Additionally, mobile and  automatic  
enrollment help increase participation  
and make enrollment easy.

Only 23.3% of plans say nearly 
all of their participants defer 
enough to take full advantage  
of the match — which could,  
in part, be because 58.1%  
of plans do not offer auto  
escalations.

Failing to contribute enough for a match  
is like “leaving free money on the table”  
and with retirement, every little bit helps. 
Additionally, lower account balances may 
not only keep employees from reaching their 
retirement goals, but may also lead to plan 
compliance issues. And that’s not good  
for anyone. 

Save Smart enables participants to  
automatically increase their savings rate  
at designated intervals (like at annual 
review time).

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2021.

The challenges — plan design
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Challenge Why it matters How ADP retirement solutions can help

40.7% of plans offer no formal 
education/guidance on many 
financial topics.

Providing employees with education about 
the plan not only helps you meet your  
fiduciary requirements, but also helps  
educate employees about the plan,  
helps encourage participation, and provides 
the information they want — and need —  
to make better informed decisions.

ADP Achieve is designed to help employees 
prepare for life’s financial challenges, 
improve financial literacy, and put them  
on the road to financial wellness. It program 
leverages data-driven peer benchmarking 
to offer personalized insights that can help 
engage and motivate action, communicate 
next steps, and help participants make 
confident decisions.

54.3% of plans believe they  
are responsible for helping  
with financial wellness. At 
least 65% of plans do not  
offer participants education  
on financial wellness topics  
like, budgeting, credit/debt 
management, student loan  
debt, home buying, college 
saving, tax/estate planning, 
healthcare costs, and Social 
Security withdrawal strategies.

Employees can struggle with paying daily 
bills, debt, saving for a rainy day —  
and a number of other financial issues  
unrelated to investments. 

ADP Achieve leverages aggregated data 
from nearly 30 million U.S. workers to create 
peer profile-based benchmarks that provide 
personalized insights. ADP It integrates these 
with persona-driven messaging delivered 
through our mobile application and digital 
enrollment experience to help participants 
when they need it most — as they’re making 
critical choices about saving for retirement.  

The challenges — education

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2021.
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The challenges

The challenges — investments

Challenge Why it matters How ADP retirement solutions can help

29.4% of plans do not know  
if they have funds that  
pay 12b-1 or sub-TA fees,  
and 33.3% of plans do still  
have them.

Plan sponsors have a fiduciary responsibility  
to do look out for their employees’ best  
interests. Arguments can be made that  
funds with these types of fees are not  
in participants’ best interests — which  
can add to your fiduciary risk.

ADP offers a selection of low-cost funds 
(typically referred to as zero revenue 
funds). These investment options pay 
no 12b-1, sub TA, shareholder servicing 
fees or compensation, in general, to ADP 
(or its affiliates). As a result, your plan 
recordkeeping fees are calculated and 
charged separately which provides greater 
fee transparency.

While retail, institutional  
and custom target-date funds 
account for 74.1% of the  
default investment options, 
35.3% of plans either don’t 
know or don’t believe their  
IPS specifically covers target 
date funds and their underlying 
funds.

Providing an investment policy statement 
(IPS) is part of your fiduciary responsibility.  
If the IPS does not accurately reflect  
the underlying asset classes for the  
investments, that may put you under  
increased fiduciary risk.

ADP makes available a sample IPS for your 
use. And, if you and your advisor are looking 
for fiduciary support, we offer 3(21) or 3(38) 
investment management services. 

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2021.

“     Our research shows that 25% of the employees who voluntarily left and then returned (to both  
traditional and nontraditional roles) are at least somewhat likely to leave their current employers  
in the next three to six months. They know that other opportunities are out there — particularly  
in this strained labor market. And they say that if professional development, workplace flexibility,  
support for mental and physical health, and other needs aren’t being met at one company,  
they will look for the right conditions elsewhere.”

         —  Excerpt from McKinsey Quarterly9

9 Gone for now or gone for good? How to play the new talent game and win back workers, McKinsey Quarterly, March 9, 2022.
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10   Edelman Financial Engines® Professional Management is a service of Financial Engines Advisors, LLC. Plans that wish to offer this participant advisory service 
may engage Financial Engines to serve as an investment manager or advisor to plan participants. Participant advisory and management services provided by Edelman 
Financial Engines Professional Management is made available through ADP, Inc. (“ADP”), however Edelman Financial Engines is not affiliated with ADP nor any 
of ADP’s affiliates, parents, or subsidiaries. ADP provides technology services that facilitate a plan’s connectivity to the services of Edelman Financial Engines 
and provides information about Edelman Financial Engines’ services to you; however the provision of these services is in no way a recommendation or endorsement 
by ADP of Edelman Financial Engines, nor does it imply a certain level of skill or services offered by Financial Engines.

The challenges — fiduciary risks  

Challenge Why it matters How ADP retirement solutions can help

Only 32.4% of wholesale companies 
believe their employees will achieve 
their retirement goals by age 65. 

You have a fiduciary responsibil-
ity to try to help employees to 
become retirement ready. 

ADP’s Plan Health Dashboard provides the detailed 
analytics, holistic plan visibility, and actionable  
ideas you need to measure and improve the health  
of your plan, including retirement readiness. 

66.7% of plans use a retirement  
plan advisor or institutional 
investment consultant, but:
	�  Only 18.2% are 3(38) fiduciaries 

while 48.5% are 3(21) fiduciaries
	�  18.4% of plans offer no 

financial or investment  
advice to participants.

You have a fiduciary 
responsibility to act in the best 
interests of your participants, 
conduct due diligence on 
investments, and provide 
participants with information on 
the investment options.

To assist you in making investment decisions for your 
plan, ADP makes services that can help you mitigate 
the risks associated with investment option selection 
and monitoring. You can choose between two options 
— 3(21) or 3(38) investment management services.

To support your participants’ needs for investment 
advice and guidance, ADP clients may choose  
to offer their employees investment advisory 
services through Edelman Financial Engines.10

Source: PLANSPONSOR Defined Contribution (DC) Survey, 2020.
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Let’s Talk.
Let’s talk about how ADP can help you solve plan design  
challenges so you and your workforce can unlock the full  
potential of your retirement plan. 

ADP connects you and your employees to data and technology that make retirement plans  
easy and engaging. Seamless access to data and insights keeps everyone in control of saving  
for retirement. And our extensive, real-world experience in HCM and data security means  
we make work easier so you and your employees can thrive. We offer: 

	�  Seamless, automatic flow of data through our ADP platforms to make retirement planning  
easy and accessible. 

	�  A data-driven approach to employee education that solves unique challenges, uncomplicates 

retirement planning and empowers employees to make better decisions.

	�  Plan design to best meet the needs of your business and workforce.

	�  Industry-recognized security to ensure that your employee data is secure , compliance is managed 

and risk is mitigated.

MORE THAN A PROVIDER,  
ADP IS YOUR RETIREMENT ALLY.



ADP and licensor do not endorse, warrant, or guarantee any product, information or service offered by a third party 
through the marketplace, and will not be a party to or in any way monitor any transaction between any customer 
of the marketplace and any third-party including an Independent Software Vendor. 
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and are not affiliated with ADP Retirement Services, ADP Broker-Dealer, Inc., ADP Strategic Plan Services, LLC.

Unless otherwise disclosed or agreed to in writing with a client, ADP, Inc. and its affiliates (ADP) do not endorse  
or recommend specific investment companies or products, financial advisors or service providers; engage or compensate 
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or (in the case of certain investments) ADP, Inc. Only licensed representatives of ADP BD or, in the case of certain 
products, of a broker-dealer firm that has executed a marketing agreement with ADP, Inc. may offer and sell  
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in any ADP retirement product. Nothing in these materials is intended to be, nor should be construed as, advice  
or a recommendation for a particular situation or plan. Registered representatives of ADP Broker-Dealer, Inc.  
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