CASE STUDY Advocate Health Care, Chicago area

With a multigenerational workforce that includes 50 percent over the age of

50, Advocate Health Care near Chicago looks for ways to repay loyalty from Ad VOC ate
its longer tenured associates. That's one reason Advocate remains among the

minority of employers that still provide a defined benefit plan that offers each © H ea I th Ca re
individual a lump sum or monthly benefit when he or she retires.

Advocate’s concern for its associates’ financial well-being also motivated
its choice to develop an extensive and creative financial wellness program

that serves not just tenured associates concerned about retirement, but F HEALTH CARE

also its growing population of millennial workers whose money concerns are t 1 ASSOCIATES

quite different. “We set up this program to support not only our associates
approaching retirement but all generations,” explains Kim Dwyer, Vice CREDIT UNION
President of Benefit Services in Advocate's human resources department. Th h Hh ¢ b k®

The introduction of a financial wellness program was part of Advocate'’s € healny ch O ban
wholistic approach, which melded its overall wellness strategy into its
medical and retirement plans. The strategy intertwines financial goals with
managing risks for better health, with a message to associates to “bring
your best health into retirement.”

Advocate’s financial wellness program goes beyond retirement to help
associates reduce stress around their finances and tackle issues such as
debt management, household spending and college loan debt. Lessening
those worries not only is the right thing to do for associates, Dwyer says,
but also pays dividends in a happier workforce that can be more productive.

‘A person with less stress who enjoys coming to work will provide
better patient care,” she explains.

Advocate offers a variety of workshops and tools for associates on finan-
cial topics—all of it unbiased advice, which is valuable for people who might
find it challenging to locate a financial adviser without ties to a particular bro-
ker or insurance company. Advocate also sponsors retirement fairs twice a year
where vendors present their retirement products such as dental or vision and
discuss options with associates and their families one-on-one. Representatives
from Social Security and Medicare are also there to answer questions.

Like other employers providing benefits to a wide range of ages,
Advocate’s team must pull itself in multiple directions to meet divergent needs.
The workforce overall is getting younger, with many more millennials who may
not be as focused on retirement savings as say, student loan debt, and there’s
no guarantee they will stay with Advocate for their entire careers, Dwyer says.
So benefits staff at Advocate try to stay creative; each January the company « .
holds a "rollover party” where new associates can consolidate money accumu - A pe rson w |th |e SS

lated with a previous employer with their Advocate-sponsored accounts. “The 0
mind-set is that even if you're not going to be with us long term, you're saving St ressw h O)S nJ OyS
for retirement long term,” Dwyer says. “We want our younger associates to 0

: vl VLTS coming to work

develop a financial strategy for retirement, even if they don't stay with us.”
At the same time, half the workforce is of an age where retirement is V\/| | | p ro\/ld e bette r

becoming more real. Advocate feels a responsibility to take care of loyal .

associates, particularly those with relatively low income such as food service pah e nt care _”

or environmental services. “It has been our mission and philosophy as an

organization to make sure that everyone who contributes to great patient

care and makes a career at Advocate should be able to retire comfortably,”

Dwyer says. “If somebody works here and saves for 30 years, with a proper

investment strategy, they should be able to do that.”

Kim Dwyer,

Vice President of Benefit Services,
Human Resources,

Advocate Health Care
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HealthCare Associates Credit Union (HACU) is a full-service, not-for-profit financial
cooperative serving Select Employee Groups with staff and members that serve or
support Healthcare. They provide low rates on loan products such as student loan
financing and refinancing, personal loans, auto loans, credit cards, mortgages and much
more. HACU also offers depository products such as savings, checking, money
markets and CDs. They also offer commercial loans, lines of credit and equipment loans
and access to an award winning financial literacy platform for their member hospitals,
all at no cost to the hospital, employee or member. If you are interested in partnering
with HealthCare Associates Credit Union and offering them as a no cost benefit to your
employees or just want to learn more, please contact us via email at busdev@hacu.org
or call us at 630-276-5771. To learn more you can also visit us at www.hacu.org.
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The healthy way to bank




