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AIMSE 26th Annual Conference 
May 4-6, 2003 
 
Meet the Plan Sponsors Roundtable 
Panelists: 
Brian Chew, Sempra Energy; Patricia Haverland, Pharmacia Corporation; Shelley 
Smith, Los Angeles City Retirement Services; Bill Lee, Levi Strauss & Co.; Matt Peden, 
Annuity Board Of The Southern Baptist Convention; Andy Ward, Northrop Grumman; 
Greg Williamson, BP; Steve Cochrane, North Dakota State Investment Board; Clariza 
Mullins, Pepperdine University 
 
As you can see, nearly ten plan sponsors shared their invaluable time and insights on how 
to gain access to them and meet their needs.  Here are highlights from five of the 
panelists.   
 
Corporate, $3.7 B in DB and DC plan 
This plan sponsor’s firm was recently acquired by a larger firm, and transferred all plan 
assets to the acquiring firm.  Now they are under one name with approximately $10 B in 
combined assets.  Managers in the original line-up were not replaced unless there was an 
overlap with the larger plan.  The original plan remained as the fiduciary until the 
transition officially took place, which made the process smoother for everyone involved.  
The original plan had a minor allocation to alternatives; the new plan has a 15% 
allocation to alternatives and is decreasing the allocation. 
 
In determining which managers they will meet, she looks at experience – age of the 
portfolio manager matters; previous roles and number of years in the industry are also 
important.  The plan meets semi-annually with managers and quarterly with consultants; 
however, she is on the phone with the consultant on a regular basis.  At the beginning of 
each year, she has the consultant give a state of the union address to her committee.  She 
learned that having all the committee members meet with the managers doesn’t work 
well – too many differences of opinion create unneeded changes.  Therefore, she is the 
point person and involves the committee only when necessary.  Being second guessed by 
your committee is the hardest part of the job; people blame whatever goes wrong on the 
CIO.    
 
Corporate, $1.3 B  
This plan sponsor’s local investment committee works with a consultant in a number of 
ways; however, they do some manager due diligence research themselves.  Criteria for 
selecting managers includes “chemistry” between the manager and committee, and 
stability within the investment organization.  He’s also looking for managers “to put risk 
back on the table and add aggressive behavior elsewhere.”   
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He is not a fan of enhanced index – says you end up looking like a Russell 3000 fund.  In 
order to reduce biases, he also does not have managers meet with the committee.  In 
terms of asset allocation, in January 2000, they were 90% equity/10% fixed income.  
Currently, they are 55% equity/45% fixed income, and are moving to 60% equity/40% 
fixed income.  He added that his compensation is not tied to plan performance.    
 
Public Fund, $3.7 B 
This state investment board invests in qualified and non-qualified commingled funds; all 
have their own boards and asset allocation plans.  The plan sponsor shared that his role is 
to review asset classes, control risk and meet the plan’s needs.  One way he accomplishes 
this is through monthly educational meetings, which are set up by their managers.   
 
This plan sponsor’s biggest challenge is integrating new board members with set opinions 
and managing their personalities.  Age and experience of the portfolio managers are 
important in the selection process.  He is more comfortable with younger portfolio 
managers running quantitative products.  When a manager is in his/her 50s, his concern is 
that they will soon retire.  Recent search/investment activity includes adding distressed 
debt and a fund of funds.  They began an international small cap search and learned there 
are not many from which to choose.  
 
Endowment, $400 M  
This endowment’s asset allocation plan mirrors that of their sister $1 B foundation.  Both 
have a 40% allocation to alternatives.  Three years ago, they were only 30% alternatives.  
Relationship building is very important to the Board, and they like to work with 
managers who can articulate their products well and educate the Board.  They welcome 
any reports on the market environment.  The Board sees value in a multi-strategy firm 
over a single strategy firm due to greater resources available, and there is less worry 
should there be professional turnover.  When meeting with managers, they like to discuss 
the firm, culture and resources.   
 
When meeting with a manager for the first time, the Board appreciates receiving 
materials that will educate them ahead of time; they also urged managers not to assume 
that everyone is at the same level in terms of investment knowledge.  Packaging of 
materials matters – impresses that this is a high quality product.  As treasurer of the 
Board, she often uses manager web sites for research and ideas.  Market overviews are 
useful.  With in-depth reports on a strategy, rather than referring to where things were last 
year, go back 15 years and explain the cycles.  She also appreciates it when managers 
provide sample score cards for how they select companies; the more education the better.   
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For alternatives, the endowment’s internal analysts do the initial screening, then request 
materials to explain the products.  The Board does meet with managers on a regular basis.  
Currently, the endowment is analyzing the differences and overlaps between global and 
international investments, as well as the quality of company research.    

Dos and Don’ts from an Endowment Officer’s Perspective 
§ Relationship building is key; know your client or prospect well. 
§ Understand client’s profile, needs and investment policy guidelines. 
§ Respect each other’s time and busy schedule. 
§ Avoid blind email solicitation 
§ Be selective with information sent by email or mail; educational or timely 

information on items of interest and value are welcome; email overload is 
pervasive and being selective with information you send is best. 

§ Tell a good story.  Be very knowledgeable on your sector/investment product and 
environment; highlight your strengths, investment process, compliance, risk 
management, people and culture. 

§ Proof your pitch book well, e.g., “auto-replacing” institutional name used in a 
prior presentation (save yourself embarrassment). 

§ Deliver a timely response when requested; if you are unable to do so, say so. 
§ Do not promise what you cannot deliver; be realistic and straightforward in your 

capabilities. 
 
Umbrella Fund, $7.2 B 
This fund includes DB and DC plans, insurance, endowment and operations assets.  They 
have 13 proprietary mutual funds that are internally managed; nine are selected and four 
are blended.  They also work with 25 sub-advisors and only use a consultant to receive 
manager research.  They do all the other work internally among the CIO, Director of 
Mutual Funds, Fund Structuring Manager and two analysts.  PSN is used for its returns 
database and Zephyr Style Advisor.  This plan sponsor believes value-added comes from 
intellectual capital versus data (data is more of a commodity).   
 
Currently, they are looking into currency overlay; they have some private equity/REITs, 
and just opened stable value and high yield.  This plan sponsor looks at risk-adjusted 
returns.  At the end of the day, performance is what counts the most – his compensation 
is tied to the performance of the fund.  Challenges:  the new proxy voting rules will be a 
challenge, especially on the administrative side in the beginning.   
 


