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Millions of 401k participants got one step closer to seeing private equity, real 
estate, or even crypto alongside their target date funds and equity accounts. 
In this article, we will explore how the White House order to regulators to 
expand the menu of 401(k) investments presents a huge opportunity for the 
industry, but also brings some huge operational demands on asset managers 
and advisers. 

For plan participants, wealth managers, and advisers, the implications are far-reaching. Defined 
contribution plans now represent the largest pool of retirement savings in the U.S., with more than 
$9 trillion in assets across 90 million participants. Opening these plans to alternatives introduces 
both opportunity and operational complexity. 

Fiduciary management moves into new territory 
Traditionally, plan participants built their businesses around defined benefit pensions, 
endowments, and sovereign wealth funds. Scale came from a relatively small number of very large 
clients. Defined contribution plans change that dynamic. 

If alternatives are added to 401(k) menus, plan sponsors and advisers (who have a fiduciary duty 
to act in the best interest of participants) will need to evaluate, monitor, and report on these 
products for millions of everyday savers. That requires an operating model built for high-volume, 
small-ticket onboarding, transparent reporting, and clear investor education. Managers will also 
need to design products with liquidity and cost considerations in mind, since retirement investors, 
even though they might have to, generally cannot tolerate the same lockups as institutions. 

Market opportunity and competition 
The scale of this opportunity is significant. More than $9 trillion is currently held in U.S. 401(k) 
accounts. Until now, only about 2.2% of those assets have had any exposure to alternatives1.  By 
comparison, Australia’s defined contribution “superannuation” funds already hold close to 25% in 
alternatives2.  

For the private markets industry, the U.S. 401(k) channel represents a new distribution path beyond 
pensions and endowments. It could also intensify competition among plan providers. The top ten 

 
1 Plan Sponsor, Ahead of Executive Order, What to Know About Private Equity in 401(k) Plans, July 2025 
2 Reserve Bank of Australia, THE FUTURE SIZE OF THE SUPER SECTOR: EXTERNAL ESTIMATES 
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defined contribution recordkeepers account for about 
78% of total industry assets, led by Fidelity, Empower, and 
Vanguard. For asset managers, that concentration means 
scale will only be achieved by designing products these 
recordkeepers can support: with liquidity, reporting, and 
embedded education built in. Those that integrate 
alternatives in a retirement-appropriate way will be best 
positioned to differentiate themselves in a crowded 
market. 

Rising demand for private markets 
The timing of this policy shift aligns with an already growing appetite for private markets. Globally, 
alternatives have been one of the fastest-growing asset classes, with compound annual growth 
rates well above traditional markets. 

Companies are staying private for longer, and many of the largest value-creation stories now 
happen before IPO. Without access to private equity, venture capital, or private credit, retirement 
portfolios risk missing a major part of the modern 
economy. The executive order seeks to close that gap and 
bring everyday savers into the opportunity set. 

Lessons from other markets 
Other regions provide useful reference points. 

• In Australia, superannuation funds have built diversified alternative portfolios that now 
represent roughly a quarter of assets. 

• In the UK, the Long-Term Asset Fund structure is designed to open private markets to retail 
investors in defined contribution schemes. 

• In Europe, the ELTIF framework serves a similar purpose. 
• In Hong Kong, the Mandatory Provident Fund has introduced private equity options and is 

moving to a digital platform to improve investor access. 

Each of these examples shows that defined contribution investors can have exposure to 
alternatives, but that success depends on product design, liquidity planning, and investor 
communication. 

Operational challenges for managers 
Supporters of the new U.S. policy believe it could democratise access, giving savers more 
diversification and potentially stronger long-term returns. But success will depend on getting the 
details right. 

Managers will need to address: 

• Liquidity and redemption structures suited to retirement savers 
• Transparent valuation and reporting standards 
• Cost structures that can compete within the 401(k) framework 
• Education resources for advisers and participants 
• Technological infrastructure to handle high volume subscribers and redeemers for semi-

liquid products 

“Those that integrate 
alternatives in a retirement-
appropriate way will be best 
positioned to differentiate 
themselves in a crowded 
market.” 

“Without access to private 
equity, venture capital, or 
private credit, retirement 
portfolios risk missing a major 
part of the modern economy.” 
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Meeting these expectations will not be simple. For the largest players, scale and resources make it 
easier, but for managers outside the top 20 in AUM they can be real barriers. The firms that use 
technology to scale onboarding, automate reporting, and work more closely with advisers will be 
best positioned to capture new allocations. 

The role of advisers 

Financial advisers and wealth managers will be critical in this transition. They already act as 
fiduciaries for individual clients and will be on the front-line helping investors navigate new choices 
inside their retirement accounts. 

Advisers will also play a role in structuring portfolios. They can allocate across traditional and 
alternative options, explain liquidity trade-offs, and set expectations for long-term performance. 
To do that effectively, they need tools that connect them directly to asset managers while 
preserving their own client relationships. 

Technology and investor experience 

As retirement investors gain access to alternatives, their experience will be shaped by technology. 
Retail participants expect processes to be as fast and seamless as the digital services they use 
every day. 

If investing in a private market product means logging into multiple systems, filling out long forms, 
or re-entering data, many will disengage. Fragmented point solutions also increase the risk of errors 
and create inconsistent experiences. In a retirement setting, where trust is crucial, this can deter 
investors from participating again. 

One environment for onboarding, compliance checks, subscription processing, reporting, and 
ongoing communication ensures a consistent experience and reduces operational risk. It also 
makes it possible to scale from a few institutions to thousands of individual investors. 

Fundraising and investor management at scale 

In addition to its operational challenges, opening 401(k) plans to alternatives is a fundraising 
challenge. Managers will be engaging with thousands of investors at once rather than a handful of 
institutions. That scale requires tools to manage subscriptions, track commitments, and 
communicate performance across a far larger and more diverse base. 

Investor management will move from quarterly calls with a few pension CIOs to ongoing 
engagement with advisers and retirement savers. 
Technology that unifies fundraising, onboarding, 
reporting, and investor relations into a single workflow will 
make the difference between an offering that scales and 
one that stalls. 

Bite Stream was built with this in mind. Beyond 
onboarding and education, our platform equips managers 
to run fundraising campaigns, manage investor pipelines, 
and deliver clear, timely updates post-investment, without adding layers of complexity or cost. 
For firms looking to grow in the 401(k) channel, this means they can raise and manage capital 
efficiently while maintaining a consistent investor experience. 

“Technology that unifies 
fundraising, onboarding, 
reporting, and investor relations 
into a single workflow will make 
the difference between an 
offering that scales and one 
that stalls.” 

file:///C:/Users/MargaritaKou_6m8ot8i/AppData/Local/Microsoft/Windows/INetCache/Content.Outlook/6GCSRQ7H/•%09https:/www.biteinvestments.com/resources/research-papers/bite-stream-insider-why-point-solutions-dont-work-in-fundraising/
file:///C:/Users/MargaritaKou_6m8ot8i/AppData/Local/Microsoft/Windows/INetCache/Content.Outlook/6GCSRQ7H/•%09https:/www.biteinvestments.com/resources/research-papers/bite-stream-insider-how-to-optimize-fundraising-and-take-your-tools-to-the-next-level/
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Preparing for the next phase 

The 401(k) Trump executive order is one of the most significant developments in U.S. retirement 
investing in decades. It has the potential to exponentially speed up the shift of alternatives from a 
niche allocation to a mainstream option for millions of savers. 

The winners will be the firms that act early, create retirement-ready products, partner with 
leading providers, and equip advisers with the tools they need to guide clients. Technology will be 
the enabler, making fiduciary management possible at scale and giving investors a seamless 
experience. 

If your firm wants to position itself for the 401(k) alternative asset era, contact Bite Stream to see 
how we can support you as an extension of your team. 
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Get in touch and schedule a demo to learn more about Bite 
Stream’s features and find a solution that suits your needs.  

https://www.biteinvestments.com 

enquiries@biteinvestments.com 

 

Schedule a demo 

 

 

 

 

 

 

 

Disclaimer: This article is made available by BITE Investments (UK) Limited (“Bite UK”), a 
company incorporated in the United Kingdom (company registration number 11706620) 
with its registered office at 28 Ecclestone Square, London SW1V 1NZ. 

The information contained in this article (the “Information”) is for informational purposes 
only and may not be relied upon for the purposes of evaluating the merits of investing in 
any shares, other securities, limited partnership interests or other interests in any funds 
listed or referred to in the article or for any other purpose. 

The Information does not constitute an offer to acquire any limited partnership interests, 
shares or other securities, make any investment or to provide any fund management 
services or any investment advice of any kind, nor does this article constitute an invitation 
to invest, directly or indirectly, in any company or collective investment scheme, or to 
undertake to do so. 

Reliance on the Information for the purpose of engaging in any investment activity may 
expose the investor to a significant risk of losing all of the money invested. 

Nothing in this article is to be construed, and shall not be relied upon as legal, regulatory, 
credit, business, tax, or accountancy advice. 

The Information may change and there shall be no obligation on the part of Bite UK to 
update any of the Information. Data and facts used in this article are derived from sources 
which are considered to be reliable and have been compiled using Bite UK’s best 
knowledge. However, Bite UK does not guarantee the correctness of the Information. 

This article and the Information are strictly confidential and are used exclusively for a 
limited number of addresses. Reproduction of this article or the dissemination of this 
article, or the Information, to third parties, is not permitted. 

https://www.biteinvestments.com/contact-us/
https://www.biteinvestments.com/bite-stream/schedule-a-demo/
https://www.biteinvestments.com/bite-stream/schedule-a-demo/

