
Participation campaign
Case study: What difference would a year of targeted engagement make?

The opportunity
A health care company had a 
low plan participation rate and a 
population of employees who did 
not understand the plan’s features 
and benefits.

The solution
T. Rowe Price supported the 
health care company by targeting 
employees not yet enrolled in the 
plan with a yearlong campaign 
promoting the plan’s features 
and benefits.

	■ Plan benefits flyers distributed 
during quarterly on-site meetings.

	■ Quick-enrollment brochures 
employees could use to easily 
enroll by mail.

	■ Letter focused on the benefits 
of saving that included a 
quick-enrollment form.

	■ Emails that emphasized the 
value of compounding and 
included a link to enroll.

To learn more, contact your T. Rowe Price representative.
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The results

98%
increase in participation, as the participation 
rate grew from 12.6 to 25% in one year.


