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ANNUITIES 101:

THE FIRST STEP IN YOUR FINANCIAL EXPEDITION

Knowing how to discuss annuities means knowing how to build trust, resolve

problems, and grow your business by helping your clients.

Annuities aren't just products—they’re problem-solvers for one of the biggest
concerns clients have: running out of money in retirement. With 10,000
Americans turning 65 every day, annuities offer guaranteed income and
stability even during market volatility. But most clients don’t understand them.
That's the gap—and the opportunity.

THE OPPORTUNITY

Financial professionals and marketers who can clearly explain how annuities
work, which ones fit which needs, and what guarantees are built in, instantly set
themselves apart. Education builds a foundation of knowledge and trust. For
financial professionals, this is a call to skill up.

For marketers, it's a chance to support financial professionals with innovative
tools, clear messaging, and materials that answer questions before they're even
asked. Together, you're not just selling a product—you're addressing real fears,
solving real problems, and showing up as a team that knows its stuff.

KEY TAKEAWAYS
© Over the next 20 years, a massive generational shift of assets will occur.
Knowing how annuities fit into legacy planning is critical.

© Top retirement concern: The #1 concern among retirees is running out of money.

Annvuities may directly address this by offering guaranteed lifetime income.

© Consumer-friendly product changes: Features like nursing home waivers,
bail-out provisions, and simpler structures make annuities more appealing for
addressing consumer needs.

PRO TIPS IN ACTION

Mention annuities in every client conversation—especially with Medicare or
final expense clients—and ask questions about retirement income concerns or
excess uninvested savings. Use the carrier tools—partner with a mentor. Don't
try to know everything; know enough to open the door and continue to educate

yourself. Then bring the info back to your team, get support, and follow through.

Educating clients is how you build relationships that help you grow your
business. Please keep it simple, stay consistent, and let the annuity conversation
become a natural part of how you help people.
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CHECKLIST FOR SUCCESS

Start simple:

New agents should focus on learning
details on a few products and carriers
first. Don't get overwhelmed—even
experienced agents typically sell only a
few annuity types.

Use carrier tools:

Most carriers now offer powerful tools
for illustrations, product training, and
svitability guidance. These help you
understand the solutions you offer your
clients, how to align appropriately client
needs with specific annuities, reduce
new business errors, and help your
clients feel like they are in good hands.

Mentorship matters (get one):

Agents who lean on mentors or carrier
teams for support write better business
and make smarter recommendations.

Recognize cross-sell potential:
Agents working in Medicare, life
insurance, or final expense can tap
info existing client bases to introduce
annuities where appropriate—no need
to chase new leads.

Overcome client misconceptions:
Many clients wrongly believe all
annuities are illiquid or risky. Clear
education dispels myths and opens
the door to better income planning.

o Think beyond commissions:

Agents are compensated by the
carrier, not the client. Compared to
AUM fees, annuity compensation is
competitive, transparent, and may be
considered more client-friendly.

l_ *The financial strength and claims-paying ability of the issuing insurance company back guarantees.




CHARTING NEW WATERS: _
TIPS TO CROSS-SELL INTO THE ANNUITY MARKET

Expand your sales in the lucrative annuity market.
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THE OPPORTUNITY

The annuity industry is being driven by market volatility, wealth transfer, and
product innovation. As clients age, they may seek safer alternatives to traditional
investments, making annuities an attractive option for asset protection and
guaranteed returns for a portion of their funds. Not to mention, the impending
multi-million-dollar wealth transfer from baby boomers to their heirs presents a
vast market for annuities as tools for legacy planning and income generation.

This dynamic creates a need and opportunity to expand your horizons and

cross-sell annuities.

WORKING WITH CLIENTS

Prioritize understanding client goals (accumulation, income, legacy planning)
to recommend the most suitable annuity product, rather than pushing a single
carrier or product. Ask qualifying questions to uncover client needs, risk
tolerance, assets, and identify potential annuity opportunities.

EDUCATE CLIENTS ON THE VALUE OF ANNUITIES AND HIGHLIGHT
THESE KEY DETAILS:

© No upfront annuity costs to the client: Explain to clients that they retain their
principal while gaining interest and other benefits from the beginning.

© The power of guarantees: Emphasize the increasing trend of products with
robust, lifelong guarantees, which provide clients with predictable income.

PRO TIPS IN ACTION

Proactively identify potential annuity clients within your existing book of business,
especially Medicare clients who value guaranteed benefits and have excess
retirement funds. Introduce the concept of fixed annuities as a solution for securing

lifetime income or protecting assets. When approaching complex cases or specific
product types that are less familiar to you, consider bringing in an annuity specialist.
This collaborative approach allows you to expand your offerings and client service

while relying on the expertise of others, ultimately leading to helping your client.

CHECKLIST FOR SUCCESS

° Expand your annuity
knowledge: Familiarize
yourself with the key features
and benefits of various annuity
products. Stay up to date
with the following resources:
National Association for
Fixed Annuities (NAFA),
Alliance for Lifetime Income,
and Insurance News Net.

° Network and collaborate:
Identify and connect with
annvuity specialists within your
FMO, IMO, wholesalers,
or at carrier levels who can
provide support and guidance
for case design, illustrations,
and suitability guidance,
especially in the initial stages.

o Stay updated on rates:
Regularly check annuity
interest rates and market trends
to ensure you're offering
competitive products.

o Utilize technology & tools:
Annuity Genius and RateWatch
can help quickly compare
products, run quotes, and
deepen your product knowledge.

o Start simple:
Start building confidence
by offering multi-year
guaranteed annuities (MYGAs)
to those clients with excess
retirement savings looking for
competitive credited interest
and tax-deferred growth.

*Guarantees are backed by the financial strength and claims-paying ability of the issuing insurance company.



https://nafa.com/
https://nafa.com/
https://www.protectedincome.org/
https://insurancenewsnet.com/

EXPLORERS VS. PROFESSIONALS: PARTNERING WITH
PROFESSIONALS VS. BEING THE PROFESSIONAL

Confidently cross-sell annuities to existing clients to enhance client relationships.
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UNDERSTANDING ANNUITIES

As an agent, you already have a crucial advantage: established trust with your
clients. Many individuals, especially those in or nearing retirement, lack access to
financial professionals and are actively seeking guidance for their accumulated
wealth. Selling annuities doesn’t require you to be an expert; your role is to
identify client needs and gather basic information to support their decisions.

THE OPPORTUNITY
The current market presents significant opportunities for agents to incorporate
annuities into their offerings:

© Leverage existing client base: Your current Medicare, final expense, or
Property & Casualty (P&C) clients may be the ideal demographic for
annuities. They are invested in their relationship with you and have already
shared personal financial details, making cross-selling a natural next step.

© High demand for income solutions: With concerns about market fluctuations
and outliving savings, clients are actively seeking guaranteed lifetime income
options that annuities uniquely provide.

@ Increased client retention: Agents who cross-sell multiple products, including
fixed annuities, experience significantly higher client retention rates, as clients
view them as their overall financial partner.

PRO TIPS IN ACTION

After enrolling in Medicare, always schedule a “retirement income planning
check-up” for a later date. During this follow-up, open the conversation by
asking, “Have you thought about how market fluctuations might impact your
retirement income?2” This can naturally lead to discussing annuity solutions.
Remember, your goal is to be a comprehensive resource, making your clients
more connected to you and increasing their retention. Collaborate with partners
to address complex annuity details, broadening your service offerings and
building deeper, more meaningful client relationships.

*Guarantees are backed by the financial strength and claims-paying ability of the
issuing insurance carrier.

CHECKLIST FOR SUCCESS

Consistency is key: Integrate
annuity conversations into your regular
practice consistently, even if initially
challenging to articulate the value.
After a primary sale (e.g., Medicare),
schedule a separate appointment
specifically to discuss broader
retirement income planning.

Proactive engagement: Don't wait
for clients to ask; proactively introduce
the topic of annuities and retirement
income planning.

Focus on income & protection:
Emphasize how annuities provide
guaranteed lifetime income and help
protect against market fluctuations.

Ask open-ended questions:
Initiate conversations with questions
like, “Do you have any ‘lazy money’2”
to uncover financial needs.

Offer a “complimentary
review”: For clients who already
have annuities, offer to review their
current product fo see if you can find
them a more suitable option.

Compliment and connect: Start
the conversation with a compliment
about their existing assets, then pivot to
securing their retirement income.

Gather information, then
consult: Collect client financial
statements and goals, then bring them
to an annuity specialist for case design.

Collaborate with partners:
Partner with annuity specialists within
your organization or from your carriers
to help support complex case design,
suitability assessments, and product
knowledge, allowing you to focus on
client relationships and sales.
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SIMPLIFY YOUR JOURNEY: RUNNING QUOTES

WITH ANNUITY GENIUS QUOTE AND ENROLL

When clients understand how annuities work, they may be more likely
to act, and you may be more likely to earn their trust.

Many people nearing retirement are unfamiliar with annuities. They might've
heard the word before, but they don’t know what an annuity is, what it does,
or why it might matter. That creates an opening for you. When you can walk
someone through the basics in a way that makes sense to them, you stop
sounding like a salesperson and start becoming a resource they can count on.
That kind of trust is hard to earn, but it may turn one-time meetings into long-
term client relationships.

THE OPPORTUNITY

For financial professionals, this is an opportunity to demonstrate your value
early and often. If you can help clients understand what they're looking at—
especially when they're comparing income strategies or trying to decide when
to retire—you're already ahead.

For marketers, this is where you can truly make a difference. By providing
producers with the right visuals, messaging, and materials, you're helping them
explain products that require understanding in a relatable way. The tools are
out there. What clients need now is someone to help connect the dots.

PRO TIPS IN ACTION

Start small. Pick one client—maybe someone who's talked about retirement or
has excess savings that they do not need for expenses—and walk through a
basic income scenario with them. Use the tools to demonstrate how the numbers
work, not just explain them. Let the illustration speak for itself. Then, bring that
insight back to your team. The more you practice using these tools in real-world
conversations, the more natural it becomes. Before long, it won't feel like “selling
annuities,” it'll just feel like helping people strategize better.

Guarantees are backed by the financial strength and claims-paying ability of the
issuing insurance carrier.

 Z

T

CHECKLIST FOR SUCCESS

o It’s easy to show clients what

their money can do. Whether
they want to see how much income
they’ll earn or determine how much
they need to set aside, today’s tools
can do that in seconds.

You can sort and filter based on
what matters. From carrier ratings
to state availability to premium type,
it's easy to narrow down the potential
best-fit options for each client situation.

Strong visuals help you

tell the story. Side-by-side
illustrations—comparing guaranteed
vs. hypothetical, as well as monthly
vs. annual income—allow clients

to see the value. Explaining the
surrender period, charges, and other
terms and considerations of annuities
reinforces the understanding of how
insurance companies help deliver on
their contract promises.

Comparing options helps
clients decide with confidence.
You can line up different annuities
and see how different surrender
periods and indexing options impact
payout based on start date or
income deferral. Even a few years
can make a big difference.

Client-ready reports do a lot
of the explanation for you.
Brochures, performance snapshots,
and income breakdowns help clarify
the annuity conversation—and give
clients something tangible to review.

Step-by-step tools make
onboarding smoother for
new agents. Guided flows guide
producers through key questions,
helping them match appropriate
products to the client’s needs, even
if they’re new to annuities.




ANNUITY ADVANTAGE | THE PLAYBOOK

UNDERSTANDING HEXURE’S FIRELIGHT SALES AUTOMATION PLATFORM
Firelight is a robust digital sales platform that consolidates essential tools for
annuity sales, equipped with pre-sale activities such as quoting, illustrations,
and suitability checks, seamless e-application with e-signatures, and post-

sale servicing. This platform enables you to manage all annuity products and

is integrated with 90+ carriers, allowing you to serve a broader market. This
centralization minimizes manual data entry, reduces errors, and significantly
reduces processing times, ensuring a smoother and more efficient workflow for
agents and a better experience for clients.

THE OPPORTUNITY

Many annuity applications are still submitted on paper (approximately 50%),
which often results in significant delays and a high error rate. With Hexure's
e-submission process, you can skip the line, reducing processing times and
improving your in-good-order rates. The platform’s automated checks and
integrations minimize common mistakes, such as incorrect addresses or missing
forms, which are frequent causes of NIGO (not in good order) applications.

This efficiency enables you to focus more on client relationships and prospecting,
which can lead to increased sales and higher client satisfaction.

KEY TAKEAWAYS
o Streamlined e-application: Firelight simplifies the annuity application process.

© High “in-good-order” rates: Significantly reduces errors, leading to 90-
94% in-good-order applications, compared to 20-30% for paper, with fewer
resubmissions and less administrative burden

© Integrated e-signature: Included at no additional cost and eliminates the need for
separate e-signature software, streamlining the signing process for all parties.

© Multi-carrier and product support: Hexure supports all annuity types (fixed,
fixed index, MYGA, variable, SPIA, deferred, RILA, etc.) and integrates with
most major carriers, providing a one-stop shop for agents.

© Accelerated processing: Digital submissions bypass manual processing queues,
resulting in faster application approvals and policy issuance. Some carriers can
issue in as little as 19 seconds, meaning you can close more deals faster.

© Enhanced compliance and suitability: Built-in rules and checks ensure
applications meet regulatory requirements, reducing compliance risks.

PRO TIPS IN ACTION

When working with clients virtually, remember to generate and share the e-signature
link directly in the chat function of your video conferencing tool. This bypasses email
delays and ensures immediate access for your client, accelerating the “signing
ceremony.” Try to regularly download and save signed applications to your local
files, as Firelight instances might purge data after a specific period, ensuring you
always have a complete record. For agencies, consider investing in your own
Firelight instance to customize workflows, brand the platform, and gain access to
multi-carrier functionalities and new features as soon as they are released by Hexure.

°

STREAMLINE YOUR SUCCESS: E-SUBMISSIONS WITH HEXURE .

Firelight is Hexure’s comprehensive sales platform designed to streamline the annuity quoting and '
application processes, allowing you to manage the entire sales journey from a single, unified interface. ' v

CHECKLIST FOR SUCCESS

Utilize the new user

experience: Familiarize yourself with
the updated interface for an even more
streamlined process.

Leverage instant quoting: Use
the live quoting solution to generate
annuity quotes and seamlessly

transition to the application quickly.

Employ the “copy application”
feature: Efficiently create multiple
applications for laddering policies or
quickly correct and resubmit

NIGO applications.

Implement review queues (for
agencies): Set up internal review
processes to catch potential errors
before applications reach the carrier.

Send signature links directly:
For virtual meetings, generate and
share signature links instantly in chat to
avoid email delays and spam filters.

lllustrations: Run compliant illustrations
for multiple products and carriers from a
single location.

Mobile App: Quote and compare
products across carriers of your choice
while on the go.

Embedded: Embed your eApplication
inside of your CRM, on your website,
info your wealth management platform,
or even your financial planning system.

Take advantage of integrations:

21035 Yellow Pages: Lookup for easy
replacement processing and ID
verification tools.

o LexisNexis ID Check: An integration
used for identity verification to ensure
data accuracy.

o SurelC: An additional component for
pre-licensing checks.

o CRM (Salesforce, Redtail, etc.):
An integration that provides a quick
prefill of data from your CRM into
the e-application.




INCOME PLANNING 101: .
MAPPING YOUR FINANCIAL JOURNEY

Help secure your clients’ retirement by identifying their income gaps and positioning
fixed annuities as a solution for financial security and guaranteed lifetime income.

T
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UNDERSTANDING INCOME PLANNING

Income planning in retirement is about ensuring a steady stream of funds to
cover expenses throughout one’s post-working life. Many individuals lack a
clear strategy beyond relying on Social Security or market-dependent assets.
This may lead to anxiety about outliving savings. Fixed annuities, as discussed,
offer a unique solution by providing a contractual guarantee of income,
alleviating this fear and enabling a more confident and enjoyable retirement.

THE VERSATILE VALUE OF ANNUITIES

© Guaranteed lifetime income: Annuities are unique in their ability to provide
a contractual guarantee of income for life, addressing the primary fear of
outliving savings.

© Market recovery tool: Annuities can help clients retain gains and avoid
further losses, especially in fluctuating markets.

© Flexibility and access: While annuities are long-term products, many offer
features like penalty-free withdrawals and provisions for life-changing events (e.g.,
terminal illness, nursing home riders), providing access to funds when needed.

THE OPPORTUNITY

Many pre-retirees and retirees are in a “DIY” phase, often without adequate
guidance on converting assets info reliable income streams, creating an opportunity
for you to address the widespread consumer need for guaranteed income in
retirement. For example, many individuals rely heavily on Social Security and
401(k)s, often overlooking the importance of the distribution phase and the need
for guaranteed income. The market's fluctuation further amplifies the need for
stable income solutions, as the fear of outliving savings is a key motivator for clients
considering fixed annuities, making annuities a timely and relevant offering.

Communicate with clients to truly understand their concerns about running out of
money and the limitations of traditional retirement vehicles, positioning yourself
as a helpful guide and resource.

PRO TIPS IN ACTION

When working with clients, start by asking open-ended questions about their
retirement income goals and concerns. Use simple, relatable analogies to make
concepts easier to understand. When presenting annuity options, focus on how
they solve specific client needs, such as bridging an income gap or recovering
from market losses. Make sure you take a holistic approach to discuss the pros
and cons of annuities so that the client is clear about their options and how
annuities can help them reach their goals.

CHECKLIST FOR SUCCESS

Identify income gaps:

Assess a client’s current and projected
income sources versus their anticipated
expenses to identify potential shorifalls.
Many individuals face a shortfall
between their guaranteed income
sources (like Social Security or pensions)
and their desired retirement expenses.
Annuities may be able to fill this gap.

Educate on annuity solutions:
Clearly articulate how annuities
work, their advantages, terms, and
considerations, and whether the
guaranteed lifetime income and
protection against market fluctuations
are essential to the client.

Address concerns about access:
Explain penalty-free withdrawal options
and riders for unexpected life events.

Demonstrate value with
examples: Use real-life scenarios to
illustrate how and what annuities are
designed to help.

Affirm understanding:

Confirm that clients understand they
are purchasing an annuity and its
contractual guarantees and restrictions.

Select the right carrier:

Remember that choosing an annuity
carrier involves evaluating the best
payout, associated costs, reputation for
service, and financial strength ratings.

'_ *Guarantees are backed by the financial strength and claims-paying ability of the issuing insurance carrier.
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THE RULE OF 100:
NAVIGATING THE FINANCIAL TERRAIN

Annuity conversations become easier when you understand
what your clients are trying fo solve.

Helping clients strategize for retirement isn't just about products—it's

about knowing how to ask the right questions. The most effective financial
professionals take the time to understand a client’s financial, emotional, and
strategic standing.

THE OPPORTUNITY

Marketers bring clarity to the table. Financial conversations can feel
overwhelming, especially for pre-retirees navigating multiple priorities. This is
where marketing teams shine—by building simple tools that help guide client
discussions without overwhelming them.

PRO TIPS IN ACTION

Use a timeline worksheet in every client conversation. Ask about goals, life
changes, and what they’re nervous about. When they mention uncertainty
or market concerns, you have a clear entry point into annuity discussions.
Marketers can support by creating plug-and-play visuals that help financial
professionals tell a story and build trust, one milestone at a time.

CHECKLIST FOR SUCCESS

Start with open-ended questions.
Asking “What do you want this money
to do for you2” leads to deeper insights
and more meaningful solutions.

Break retirement into timelines.
Using 0-5, 5-10, and 10+ year blocks
helps clients prioritize and visualize
their future income needs.

Use fact finders creatively.
Encourage clients to complete them
privately to unlock more honest and
detailed financial information.

Reframe liquidity conversations.
Ask if clients have 6-12 months of
emergency savings and use that as a
starting point for deeper preparation.

Explore the need for spend-
downs. Evaluate whether there is a
need for Medicaid preparation and
if annuities might offer a solution for
potential qualifications.

Build bridges to future income.
Discuss period-certain income
strategies to delay Social Security
benefits and facilitate strategic
withdrawals where appropriate.

Anchor the strategy in real-
life events. Link income planning
to upcoming expenses, healthcare
concerns, or caregiving responsibilities.

Schedule regular beneficiary
reviews. Annual check-ins can
help update information in response
to family changes and prevent
unintended outcomes.
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STORY TELLING:
CRAFTING YOUR ANNUITY SALES ADVENTURE

Master the power of storytelling to connect with clients, overcome objections,
and drive annuity solutions by highlighting real-world benefits. Authentic
storytelling can help clients understand annuities, address client fears, and
demonstrate the tangible value these products offer, fostering stronger
relationships and boosting success.

UNDERSTANDING THE CLIENT JOURNEY

A common misconception is that all annuities are the same and inherently
flawed due to high fees or liquidity issues. There's a diverse range of annuity
products, many of which have zero fees and offer flexible access to funds.

In the annuity sales process, understanding the client’s emotional and financial
journey is paramount. By sharing stories of how annuities have genuinely
helped individuals, agents can build understanding and illustrate concepts that
are more relatable and easier to absorb. This approach moves beyond product
features to focus on the peace of mind, financial security, and death benefit
protection that annuities can provide, making the sales process a collaborative
journey with the client.

PRO TIPS IN ACTION

Integrate these pro tips by consistently asking open-ended questions to uncover
client stories and financial anxieties. When a client expresses hesitation about
annuities, address their hesitation and share relevant stories of how others with similar
concerns and financial standing used annuities to achieve their financial goals.

For example, if they fear “locking up” money, explain penalty-free withdrawals
with a brief, relevant example. By weaving these narratives into your consultations,
you'll demonstrate practical applications of annuities, helping clients visualize
how these products can help provide financial stability throughout their retirement.

Guarantees are backed by the financial strength and claims-paying ability of the
issuing insurance carrier.
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CHECKLIST FOR SUCCESS

Understand your client: Begin by
asking discovery questions to uncover
your clients’ financial hopes, concerns,
and goals. Share stories that resonate
with clients’ hopes and fears, such as
protecting beneficiaries’ or ensuring a
comfortable retirement.

Provide Clear Understanding:
Use relatable analogies to explain how
annuities function and their benefits.

Proactively address
misconceptions: Don't wait for
questions; proactively address common
misconceptions about annuities, such as
concerns about “money being locked
up” or “high fees.”

Highlight unique benefits:
Showcase how fixed annuities can
provide guaranteed income, protect
beneficiaries, and offer long-term
care benefits, tailoring the product to
individual needs.

Emphasize personalized
solutions: Understand that each client’s
situation is unique, and tailor annuity
recommendations to their specific
financial goals and risk tolerance.

Prioritize client well-being:
Always act in the client’s best interest,
even if it means not making a sale,
which will help build long-term trust
and potential referrals.

Maintain client relationships:
Schedule regular reviews to update
client information and beneficiaries,
as consistent engagement is crucial for
sustained success and wealth transfer.




PRODUCT SOLUTIONS: 3
NAVIGATING THE ANNUITY LANDSCAPE ¢ '
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Understanding individual client needs and objectives is essential to making your
annuity product solutions effective. Every client is different, and each unique
scenario requires tailored approaches and product recommendations that
address their specific needs, rather than just making a sale.

The type of annuity product suitable for a client depends on their age, financial
situation, and risk tolerance. For instance, younger clients may not be ideal
candidates for annuities at all if the funds are not intended for retirement.

In contrast, clients in their 40s and 50s may benefit from growth-oriented
products such as indexed annuities. However, for clients in their 60s and above,
guaranteed income solutions and fixed annuities may be a better fit.

THE OPPORTUNITY

Multi-year guaranteed annuities (MYGAs) are typically most suitable for
conservative clients who value certainty and stability. They offer a fixed interest
for a specified period and are considered lower risk. However, they come with
some interest rate risk. If interest rates rise after the client locks in a rate, they
may feel that they have missed out on higher interest rates down the line.

Fixed-indexed annuities (FIAs) require careful management of client
expectations. While they offer potential for growth linked to the performance of
external market indexes, subject to caps/rates/spreads, their illustrations should
be carefully explained to ensure understanding. It's crucial to manage client
expectations and explain that the actual interest credited may vary significantly
from illustrated projections.

PRO TIPS IN ACTION

When determining whether an immediate or deferred annuity is more suitable,
consider the client’s income needs and objectives. Inmediate annuities can
provide a steady income stream or serve as a “bridge” to a later age when
income needs may be more significant. Deferred annuities are more suitable for
accumulating and growing assets.

For clients who may qualify for Medicaid, it's essential to consider asset limits
when recommending annuity products. Working with elder care attorneys can
help navigate these issues and ensure compliance with relevant regulations.

Guarantees are backed by the financial strength and claims-paying ability of the
issuing insurance carrier.

CHECKLIST FOR SUCCESS

° Understanding client needs
and objectives: Tailor annuity
recommendations to individual client
circumstances, considering factors such
as age, financial situation, and retirement
goals. This involves assessing whether
the client is seeking income, growth, or a
combination of both, and whether they
have specific needs such as long-term
care protection.

o Guaranteed income solutions for
near retirees: For clients approaching
retirement, guaranteed income solutions
can provide a predictable income stream.
These solutions can be particularly
beneficial for clients who are risk-averse
or have significant income need:s.

o MYGAs for conservative clients:
MYGAs may be suitable for conservative
clients who prioritize certainty and
predictability. They offer a fixed interest
rate for a specified period, typically with
lower risk. However, clients should be
aware of the interest rate risk associated
with locking in a rate.

° Managing expectations with FlAs:
FIAs require careful management of
client expectations due to their potential
fluctuation and limitations of index
performance. Financial professionals
should ensure clients understand that
actual returns may differ from illustrated
projections and that there is a possibility
of receiving zero credited interest in
some years.

o Immediate vs. deferred annuities:
The choice between immediate and
deferred annuities depends on the
client’s income needs and financial
goals. Immediate annuities can provide
a steady income stream or serve as a
“bridge” to a later stage of life, while
deferred annuities are more suitable
for accumulation and growth.

o Considerations for Medicaid-
eligible clients: For clients who
may qualify for Medicaid, it's
crucial to consider asset limits when
recommending annuity products.




HOW TO FILL OUT AN APPLICATION: S

THE FIRST STEP IN YOUR CLIENT’S ¢ ‘
JOURNEY CONFIRMATION
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The easiest way to speed up sales? Get the application right
the first time.

THE OPPORTUNITY

Filling out an annuity application might seem like a small detail, but it sets the
tone for the entire client relationship. A clean, accurate application signals
professionalism, protects timelines, and helps ensure the policy gets issued
without delays. Most delays don’t come from underwriting—they come from
avoidable mistakes: incomplete forms, mismatched information, missing
signatures, or incorrect ownership structures.

For agents, this presents an opportunity to create significant value. Streamlined
checklists, pre-filled forms, carrier-specific cheat sheets, and explicit training
materials make it easier for producers to succeed without guesswork. A solid
application process isn't just a back-office function—it's a front-line opportunity
to remove friction from sales.

PRO TIPS IN ACTION

Start every case with a checklist in hand. Ask your upline for updated forms
before filling out any forms. Don't assume last week's packet is still current—
double-check it. And before you hit submit or send, pause and walk through
it line by line. If you're unsure about ownership type, suitability, or what form
applies, don't guess—ask.

Agents can prepare application kits in advance or build custom folders for top
carriers to expedite the process. The smoother your paperwork, the faster your
sales, and the stronger your client’s confidence in you.

CHECKLIST FOR SUCCESS

Always confirm ownership
details early. Whether it's a trust,
business, or individual, getting this
wrong can derail the application and
require a complete rework.

Use the correct carrier-specific
forms. Every carrier has unique
requirements—using the wrong version
or omitting a required supplement can
result in delayed issuance.

Review of funding sources

in detail. For rollovers, ensure all
paperwork is complete and compliant,
and replacements are accurately
identified. For cash applications, verify
payment instructions and timing.

Double-check beneficiary
designations. Missing social security
numbers, vague titles like “my children,”
or blank fields can cause costly problems
down the line.

Avoid NIGOs (Not in Good Order).
The most common NIGO issues come
from skipped questions, missing initials,
or incomplete replacement forms.

Digital applications aren’t
foolproof. Even when e-apps are
used, agents should carefully review all
auto-filled sections before submission.

Know the suitability triggers.
Significant premiums, older clients, or
replacements may raise review flags—
make sure documentation supports the
recommendation.

Label and organize scans.

For paper applications, submitting a
messy or unindexed file slows down
the review process.

Check for form expiration dates.
Outdated forms—even within a few days
—can render an entire packet invalid.

Start with a final review.

A complete walkthrough of the packet
before submission catches nearly all
avoidable errors.




ANNUITY ADVANTAGE | THE PLAYBOOK

SITUATIONAL SOLVE:
NAVIGATING INTRICATE FINANCIAL WATERS

Pension plan evolution, high interest rates, higher accumulation
potential, and diverse problem-solving abilities are driving the annuities
market. Leverage annuity solutions to enhance client satisfaction and
grow your business.

THE OPPORTUNITY

With the shift from traditional pension plans to single lump sum distributions,
many retirees are uncertain about how to manage their savings effectively.
Fixed annuities offer a straightforward solution for generating guaranteed
lifetime income, providing a path to financial security.

PRO TIPS IN ACTION

When assisting clients, strive for a solution-based approach. Remember to
leverage internal annuity specialists to review complex cases, explore various
options, and design tailored solutions that meet your needs.

KEY CONSIDERATIONS

o Strategic rider use: Riders should genuinely benefit the client and align with
their goals. Be cautious of riders with fees if the client’s primary objective
doesn't directly necessitate them. Explain the rider fee to the client so they are
aware of the fee and its impact on the value of their annuity.

o Categorize funds accurately: Identify the source of funds (e.g., direct
payment, rollover, transfer, 1035 exchange) on the application to avoid
processing delays.

@ Utilize tools and resources: Tools like Annuity Rate Watch and Annuities

Genius can help compare products across 40+ carriers and hundreds of
options to help find the best fit for clients.

Guarantees are backed by the financial strength and claims-paying ability of the
issuing insurance company.
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CHECKLIST FOR SUCCESS

o Start simple (MYGAs):

For new agents, begin with MYGAs
as they are straightforward and offer
competitive rates, making them an
excellent entry point info annuity sales
for clients looking for a solution for a
portion of their retirement funds.

o Thorough fact-finding:

Use a comprehensive fact finder to
gather all necessary client information.
Ask clarifying questions to gain a
deeper understanding of a client’s goals
and objectives. Verify information by
cross-referencing client details from their
driver’s license with financial statements
to ensure accuracy, especially names
for transfer paperwork.

Determine suitability:

An annuity must be truly suvitable for
the client’s financial situation. Ensure
they retain sufficient liquidity and an
emergency fund. You should avoid
placing 100% of a client’s assets into
an annuity. Carriers have suitability
departments that review applications,
ensuring the product aligns with the
client’s overall financial picture and
needs, including their need for liquidity.

Education on product types:
Differentiate between accumulation and
income annvuities. MYGAs offer simplicity
and guaranteed rates, while indexed
annvities offer growth potential.

Set realistic expectations:

Manage client expectations regarding

credited interest. While some products

offer strong growth, communicate realistic
projections to avoid disappointment.

Assume the sale:

Once a client commits, smoothly transition
to the application process, starting by
requesting their driver’s license.

Involve the family:

Encourage involving adult children or
beneficiaries in the process to build
trust, ensure understanding, and lead
to future referrals.

Simplify beneficiary designation:
For qualified money, consider listing the
spouse as 100% primary beneficiary to
simplify state-specific rules and name
children as contingents.



https://www.annuityratewatch.com/
https://annuitiesgenius.com/
https://annuitiesgenius.com/
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MARKETING TECHNIQUES FOR CURRENT CLIENTS:
DEEPENING YOUR CONNECTIONS

Cross-selling annuity products to your existing clients can strengthen your

relationship and increase the chances of retaining their business.

Suppose you're a licensed life or health insurance agent looking to expand your
portfolio. In that case, you may not realize that you already have an existing
client base that can also benefit from annuity product solutions.

Your foundation for success is already in place—all you need to do is leverage
your current relationships and apply a holistic approach to increase client
retention, enhance your services, and grow your business.

THE OPPORTUNITY

Your existing clients can be an invaluable source of potential annuity sales, as
you already have an established relationship with them. Not only does that
eliminate the need to buy costly leads, but the more policies you have with a
particular client, the more likely you are to keep them in your book of business.

To effectively market annuity solutions, it is essential to understand your clients’
financial situations, retirement goals, and concerns. This involves gathering
information about their assets, income, and financial goals that you may have
already discussed with them if they’ve purchased life or final expense policies
from you. Having that established relationship can make it easier for those with
less annuity experience to get comfortable exploring these products with clients.

Remember that many of your Medicare Advantage, Medicare Supplement, or
life clients may not be aware of the benefits of annuity products or how they
can address their specific needs. Not all annuity products are suitable for every

client, so it’s essential to approach the topic transparently, educating them about

the different types available and the potential risks associated with them.

PRO TIPS IN ACTION

Many existing clients may not be aware of annuities. You can help your existing
clients understand the guaranteed income value of annuity products, which can
help them achieve their retirement goals.

Existing clients may still need time to appreciate the value of annuities. Avoid
rushing the sales process; take the time to have multiple meetings or touchpoints
with clients if necessary, as this is not a “one and done” process.

Guarantees are backed by the strength and claims-paying ability of the issuing insurance carrier.
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CHECKLIST FOR SUCCESS

o Evaluating the opportunity to

cross-sell annuity products to
your existing clients can
strengthen your relationships, expand
your portfolio, and increase the
chances of retaining their business.

Expand your portfolio with
annuities. Start with more
straightforward annuity products, like
fixed annuities or MYGAs (multi-year
guaranteed annuities), and gradually
expand your offerings as you gain
experience. Consider working with

a mentor or experienced annuity
producer to help you learn the ropes.

Don’t jeopardize your current
book to sell a new product—use
annvities to build on your existing
client relationships: helping your
existing clients in turn helps you grow
your business.
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SEMINAR MARKETING: GUIDING YOUR
CLIENTS TOWARDS FINANCIAL SUCCESS

One of the best ways to earn frust—and uncover assets—is by going
where clients are ready to learn.

Seminars do what no ad or cold call can: they build a genuine connection.
When you stand at the front of a room, you're more than just another
salesperson; you become a professional in the eyes of everyone there. These
events give you a way fo reach dozens of prospects at once, build credibility,
and earn trust long before that first private appointment. It's the ultimate shortcut
to scale your relationships without sacrificing personal touch.

THE OPPORTUNITY
For financial professionals, seminars open doors to honest conversations. They
also give you a built-in stage to show clients who you are, which matters just as
much as what you sell.

For agents, it can be a golden opportunity to create successful campaigns,
deliver effective presentations, and fill rooms with prospects, allowing financial
professionals to focus on what they do best. The better your team is at running
these events, the stronger your entire pipeline becomes.

PRO TIPS IN ACTION

Start by lining up a seminar on familiar ground. Pick a Medicare or Social
Security topic if that's your comfort zone. Trust your marketing team'’s advice on
dates, times, and venues—they handle many events monthly and know what
works. Before your event, rehearse your speech in front of the mirror. During the
seminar, relax, smile, and remember your main job is to help, not sell. Follow
up with everyone personally. Stay consistent, and the results are more likely to
continue improving month after month.
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CHECKLIST FOR SUCCESS

Nothing replaces in-person
contact. Webinars can educate, but
seminars allow people to meet you and
get a closer look at your personality.

Build seminars around what you
already know. Turning 65 events
are low-cost and fill seats easily. Almost
everyone needs help with Medicare, and
many attendees have retirement assets.

Even health or income topics
can lead to bigger insurance
opportunities. A basic discussion
about Medicare or Social Security can
uncover long-term care, life insurance,
and annuity needs.

Your local venue matters. Pick
popular restaurants at familiar times.
Two dinners are more effective than two
lunches. Avoid odd slots, such as 10am
or 2pM, which can reduce attendance.

Call registrants before and

after. A quick personal call to confirm
attendance and a thank-you call after the
event dramatically boost appointments.

Don’t rely on only fancy
brochures. Use a simple folder with
a note sheet and a short form. Let your
conversation carry the message so that
you are helping clients understand the
product they are considering purchasing.

Mention the next steps multiple
times. Discuss meeting one-on-one
throughout your presentation to avoid
surprises when you set appointments.

Dress the part. A crisp appearance
buys you grace as you hone your pitch.







