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What type of support is most important to financial professionals today? Based on findings from a 
recent advisor survey, the three most valued activities are providing Market Insights, Access to Product/
Portfolio Specialists, and Value-Add/Practice Management programs.* 

92% of financial professionals cite Value-Add/Practice Management programs as important, with 47% 
saying it is very important—outranking Websites, Marketing and Traditional Wholesaling support.

AIG Life & Retirement is a leader in providing award-winning client engagement and business 
development programs to help financial professionals elevate the growth of their practice, increase 
client retention and enhance client satisfaction. 

Award-winning programs, resources and tools 
Our award-winning programs can be optimized through a range of opportunities, including: 

• Firm-sponsored conferences

• Break-out sessions / sponsored panels

• Webinars / financial professional lunch & learns

• Focus campaigns & sales desk promotions

• Online resources

• Client and FP videos

• Firm newsletters & marketing libraries

• Social media posts

• Link to AIG Life & Retirement’s Client Connections microsite

*Fuse Advisor Trend Monitor Series, March 2021

Addressing the needs of  
financial professionals today.



1For financial professional use only. Not for distribution to the public.

Client Engagement Programs

ANNUITY EDUCATION
This new education program offers a series of tools 
and resources that highlight the value and importance 
of using annuities to help address clients’ retirement 
accumulation and income needs—particularly in 
today’s low interest rate environment.

• Annuity Fundamentals includes interactive “Annuity 
Education Guide” for clients and “Annuity Basics” 
educational presentation for FPs

• Fixed Income Alternative Toolkit education solution 
with FP presentation, white paper, emails and 
calculators

• Check Off the Basics from the Alliance for Lifetime 
Income helps clients take important first steps in 
creating a plan for protected lifetime income in 
retirement M6108F11

S E C T I O NS E C T I O N

GROCERIES

MORTGAGE

UTILITIES

TRANSPORTATION

GYM MEMBERSHIP

MEDICAL

A GUIDE TO PLANNING 
FOR ESSENTIAL EXPENSES 
IN RETIREMENT

GROCERIES

MORTGAGE

UTILITIES

TRANSPORTATION

GYM MEMBERSHIP

MEDICAL

A GUIDE TO PLANNING 
FOR ESSENTIAL EXPENSES 
IN RETIREMENT

SOCIAL SECURITY SAVVY
This client education and prospecting program is  
designed to help raise awareness about integrating 
Social Security benefits with other sources of 
retirement income. 

• Making Smart Decisions Client Brochure M5358CBR
includes strategies for Married, Divorced and
Widowed Clients

• Medicare Client Brochure M5358MED

• Client Powerpoint Presentation M5358CPT

• Fillable PDF Invitation M5358IN1

Also available on https://clientconnections.aig.com/ 
social-security-savvy/

M5358CBR.10 (11/20) aig.com

Social Security Savvy

Making smart 
decisions for 
your future.

Variable annuities are sold by prospectus only. The prospectus contains the investment objectives, risks, fees, charges, 
expenses and other information regarding the contract and underlying funds, which should be considered carefully before 
investing. Please contact your insurance and securities licensed financial professional or call 1-800-445-7862 to obtain a 
prospectus. Please read the prospectus carefully before investing.
All contract and optional benefit guarantees, including any fixed account crediting rates or annuity rates, are backed by the claims-paying ability of the issuing 
insurance company. They are not backed by the broker/dealer from which this annuity is purchased.

This material is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax advice, 
nor is it intended to make any recommendations. Applicable laws and regulations are complex and subject to change. Please consult with your financial 
professional regarding your situation. For legal, accounting or tax advice consult the appropriate professional.

The purchase of an annuity is not required for, and is not a term of, the provision of any banking service or activity. Products and features may vary by state and 
may not be available in all states.

Annuities issued by American General Life Insurance Company (AGL), Houston, TX. Certain annuities issued by The Variable Annuity Life Insurance
Company (VALIC), Houston, TX, except in New York. In New York, annuities issued by The United States Life Insurance Company in the City of New York (US 
Life). Variable annuities are distributed by AIG Capital Services, Inc. (ACS), Member FINRA, 21650 Oxnard Street, Suite 750, Woodland Hills, CA 91367-4997, 
1-800-445-7862. AIG Life & Retirement is part of American International Group, Inc. (AIG). It includes Individual Retirement, Group Retirement, Life Insurance 
and Institutional Markets, as well as issuing companies AGL, VALIC and US Life. ACS is a member of AIG.

© 2021. American International Group, Inc.

aig.com
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Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

Making smart decisions about your future isn’t always easy, but a financial professional can 
help you understand your options and make a more informed decision about one of your 
most valuable retirement benefits—Social Security. Still, these examples are not meant to be 
exhaustive, so it is important to work with the Social Security Administration for a full discussion of 
your available benefits and options. These strategies can be complex. Before making any decision, 
consult with your qualified tax advisor. Your financial professional can work with you to position 
your investments to help provide for your income needs throughout retirement. 

Next steps?

Qualifying requirements

In order to qualify for spousal benefits based on your former spouse’s earnings record, there are a number  
of requirements that need to be met:

• You must be age 62 or older and not currently married

• Your marriage must have lasted for 10 years or longer

• Your Social Security benefits based on your own earnings record must be less than the spousal benefit 
available under your former spouse’s earnings record

• If your former spouse qualifies for Social Security benefits and is age 62 or older but hasn’t applied for benefits,
you can receive benefits based on his/her earnings record if you have been divorced for at least two years

Note: If you have remarried, you are ineligible to collect spousal benefits based on your former spouse’s earnings record. However, if your 
subsequent marriage ends due to death, divorce or annulment, your eligibility to receive benefits based on your former spouse’s earnings record  
is restored. If you have had multiple spouses, you can only receive benefits based on one former spouse’s earnings record at any given time. 

Opportunity for delayed retirement credits

If you were age 62 or older as of 12/31/15, when you reach Full Retirement Age (assuming you are eligible for 
benefits based on your own record and that of your former spouse) you have the option to claim the spousal 
benefit only and delay taking your own benefit in order to receive delayed retirement credits for a potentially 
higher benefit later.

Important Note: Your financial professional can help you better understand your options, in light of the legislation that went into effect on 
12/31/15, so that you can make a more informed decision about Social Security benefits. Once you have made a decision about claiming your 
benefits, talk to your financial professional about the role Social Security will play in your overall retirement plan.

Sources: socialsecurity.gov, “Retirement Benefits - 2020,” and “Benefits Planner - Retirement - Benefits for Your Family,” accessed November 20, 2020.

Making smart decisions  
if you are divorced

Social Security Savvy

If you are divorced, you will generally receive the greater of:

• Your own retirement benefit based on your individual earnings record, or

• The spousal benefit: Up to 50% of your former spouse’s full benefit, provided that certain 
requirements are met—even if your former spouse has remarried

For married couples, deciding when to start collecting Social Security benefits can be 
especially important. That’s because you may have a greater number of choices that will 
impact the benefits you and your spouse receive for life, along with survivors benefits.

Spousal benefits
If you are married, you will generally receive the greater of: 

• Your own benefit: based on your individual earnings record, if applicable, or

• The spousal benefit: up to 50% of your spouse’s full benefit

The spousal benefit cannot be collected until your spouse files for benefits. It is available if you are at least  
age 62 and have been married for at least 12 months prior to your application for benefits. 

The spousal benefit is reduced permanently if you collect it prior to your Full Retirement Age. It is based on 
your spouse’s Primary Insurance Amount at Full Retirement Age—and does not include delayed retirement 
credits that your spouse may earn by waiting to collect benefits.

You should also know that the spousal benefit can provide a benefit to a spouse who has no earnings record 
under Social Security.

Coordination of benefits

As a married couple, you may be able to coordinate the timing of when each spouse starts taking benefits, 
which may help generate a stream of benefits that’s aligned with your income needs and goals. For example, 
one spouse may choose to collect benefits at his/her Full Retirement Age, while the other spouse may choose 
to wait until age 70 to collect. This can be an especially powerful strategy for couples when there is a younger, 
lower-earning spouse, and the older, higher-earning spouse waits to collect benefits. 

Coordinating benefits with your spouse may allow you to: 

• Take advantage of the annual 8% increase1 (delayed retirement credit) available each year that benefits 
are delayed past Full Retirement Age—up to age 70

• Potentially maximize total lifetime benefits paid to you and your spouse

• Provide a potentially larger survivors benefit to your spouse 

1Assumes individual is born in 1943 or later. 
This material is intended only for educational purposes to help you, with the guidance of your financial professional, make informed decisions.  
We do not provide investment advice or recommendations. 
Important Note: This material about Social Security is provided for educational purposes only and does not constitute tax, legal, or other 
individualized advice. 
Sources: socialsecurity.gov, “Social Security Benefits - Benefits for Spouses” and “Benefits Planner - Retirement - Benefits for Your Family,” accessed 
November 20, 2020. 

Making smart decisions  
if you are married

Social Security Savvy

Social Security Savvy

Understanding 
your Medicare 
options. 

If you are widowed, you can collect Social Security benefits at age 60*—known as survivors 
benefits. The benefit amount is based on your spouse’s Social Security benefit and your age. 

Making smart decisions  
if you are widowed

*Age 50 if you are disabled.
Source: socialsecurity.gov, “If You Are the Survivor,” accessed November 20, 2020.

Social Security Savvy

• If you are at Full Retirement Age or older:
You would receive 100 percent of your deceased spouse’s benefit amount

• If you are age 60* up to Full Retirement Age (but not including Full Retirement Age):
You would receive a percentage (ranging from 71½ to 99 percent) of your deceased spouse’s benefit amount

• If your spouse was receiving reduced benefits:
Your survivors benefit will be based on the reduced benefit amount

The Full Retirement Age used to calculate survivors benefits may differ from the Full Retirement Age used to  
calculate retirement benefits. Please check with the Social Security Administration for details.

Other things to consider:

• If you remarry after you reach age 60*, your remarriage will not affect your eligibility for survivors benefits. 
However, if your current spouse is receiving Social Security benefits, you can apply for benefits based on his 
or her record if it is higher than your survivors benefit.

• If you are receiving survivors benefits and you are eligible for retirement benefits based on your earnings 
record, you can switch to your own retirement benefit as early as age 62 if it is higher. 

• If you are already receiving retirement benefits based on your own earnings record, you can contact the Social 
Security Administration and they will determine if you are eligible to receive a higher benefit as a widow or widower.

Next steps?

Making smart decisions about your retirement income isn’t always easy, but a financial professional can help you 
understand your options and make a more informed decision about one of your most valuable retirement benefits. 
Still, these examples are not meant to be exhaustive, so it is important to work with the Social Security  
Administration for a full discussion of your available benefits and options. These strategies can get complex. 
Before making any decision, consult with your qualified tax advisor. Your financial professional can work with you 
to position your investments to help provide for your income needs throughout retirement.

https://view.ceros.com/aig/annuity-education-guide/p/1
https://view.ceros.com/aig/annuity-education-guide/p/1
https://cloud.commpltfm.aig.com/PowerSeriesFIAaNewCore
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F11
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F11
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358CBR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358MED
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358IN1
https://clientconnections.aig.com/social-security-savvy/
https://clientconnections.aig.com/social-security-savvy/


For financial professional use only. Not for distribution to the public.2

INCOME SAVVY®

This award-winning program offers a 
systematized and repeatable process for 
helping clients shift their focus from saving for 
retirement to generating income. Income Savvy 
provides tools to use with clients to review 
their savings and how they’re positioned for 
retirement income. 

Developed in partnership with Wade Pfau, 
PhD, CFA®, RICP and Michael Finke, PhD, CFP®, 
well-known academics published frequently 
in research and financial journals, the 
program sets the stage for deep and effective 
discussions to educate customers and help 
identify guaranteed income solutions for their 
retirement income needs.

Income Savvy Business-Building Support

• Client Brochure M6060CBR

• Client Seminar M6060CPT

• Seminar Invitation M6060INV

• Income Savvy Insights and Tips Flip Book
M6060FBK*

• Q&A with Dr. Finke & Dr. Pfau M6060QA

• Will You Retire at the Wrong Time (Sequence
of Returns) Client Brochure
M6060SEQ*

• Visualize Retirement Client Workbook
M6060WBK

• Client Worksheet M6060WKS

• Microsite https://clientconnections.aig.com/
income-savvy/

* Interactive digital version available on 
https://clientconnections.aig.com/ income-savvy/

You’ve worked hard to build up your retirement assets. And now, with retirement in sight, 
it’s time to shift the focus from saving for retirement to generating income.

Please join us for this educational retirement income seminar.
It’s designed to help you make informed decisions about your retirement income and help create a 
personalized income strategy that’s right for you.

Creating protected 
lifetime income for a 
more secure future.

Specific investments, including variable annuities with optional income protection features, will be discussed. Investments involve risk, 
including the possible loss of principal. Please ask me about the risks and fees associated with your current investments and any investments that 
may be recommended in the future. Annuity guarantees are backed by the claims-paying ability of the issuing insurance company.

Variable annuities are sold by prospectus only. The prospectus contains the investment objectives, risks, 
fees, charges, expenses and other information regarding the contract and underlying funds, which should be 
considered carefully before investing. A prospectus may be obtained by calling 1-800-445-7862. Please read the 
prospectus carefully before investing.
Please see  reverse for important information.

Income Savvy®

Hosted by

[Financial Professional Name]
[Title]

[Firm name]
[Insurance License #]

[Address]
[City, State, Zip]
[Phone number]

[Date 00, 2021]
[0:00 a.m./p.m. Time zone]

[location/Virtual meeting link]

[123 Main Street - if applicable]
[City, State, Zip Code - if applicable]

1

Turning assets 
into income.

Income Savvy®

Consumer-Based Research

• Enhancing Retirement Satisfaction 
Whitepaper M6060CWP

1
Annuities are issued by American General Life Insurance Company (AGL). Certain annuities are issued by The 
Variable Annuity Life Insurance Company (VALIC). AGL and VALIC do not issue annuities in New York. In New 
York, annuities are issued by The United States Life Insurance Company in the City of New York (US Life). 

With the help of your financial professional, the first step in becoming Income Savvy is to consider your retirement 
income needs.  

Assess your income needs
Determine how much money you’re going to need each year—this is your “Income Number.” It’s the sum of your 
Essential Lifestyle Expenses plus your Discretionary Lifestyle Expenses.

Begin by calculating your current expenses and then adjust them based on your desired lifestyle in retirement. 

This material is intended only for educational purposes to help you, with the guidance of your financial professional, make informed decisions. 

Essential Lifestyle Expenses Annual Cost

Housing 
mortgage payments, rent, insurance,  
property tax

$

Utilities 
gas, water, electricity, telephone, cable

$

Food/Groceries/Meals $

Transportation 
car payments, gas, car insurance, maintenance $

Personal 
clothing, haircuts, dry cleaning, toiletries $

Healthcare/Medicare Premiums 
supplemental medical insurance, prescriptions 
and other out-of-pocket expenses

$

Life, Disability and  
Long-Term Care Insurance $

Income Taxes 
federal, state $

Other $

Annual Essential Lifestyle 
Expenses $

This is your “Income Number”

Annual Essential Lifestyle 
Expenses $

Annual Discretionary Lifestyle  
Expenses $

Total Annual Expenses 
(Essential Lifestyle + Discretionary 
Lifestyle)

$

Discretionary Lifestyle 
Expenses Annual Cost

Entertainment 
movies, theater, sporting events & restaurants

$

Travel & Recreation 
hotels, airfare and RV/boat expenses $

Memberships 
golf, health club and yoga $

Gifts and Donations $

Other $

Annual Discretionary Lifestyle 
Expenses $

Income Planning Worksheet

Income Savvy ®

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

0

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

XXX,XXX

0

XXX,XXX

XXX,XXX

0

Exploring the strategic use 
of annuities in retirement 
income portfolio construction

Income Savvy® Insights

An exclusive whitepaper for AIG Life & Retirement by

Wade D. Pfau
Ph.D., CFA, RICP
Professor of Retirement Income
The American College of Financial Services

Michael Finke 
Ph.D., CFP 
Professor of Wealth Management
The American College of Financial Services

Enhancing retirement 
satisfaction.

Client Engagement Programs

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060CBR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/m6060cpt
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060FBK
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060WBK
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060WKS
https://clientconnections.aig.com/income-savvy/
https://clientconnections.aig.com/income-savvy/
https://clientconnections.aig.com/income-savvy/
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060CWP
http://view.ceros.com/aig/m6060qa
https://view.ceros.com/aig/m6060seq/p/1
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TAX SAVVY
This educational and prospecting program is designed  
to help clients take a fresh look at their retirement savings 
and investment strategies with the goal of reducing  
current taxes.

• Tax Smart Strategies for Retirement Client
Brochure M6057CBR

• Webinar Invite M6057INV

• Client Seminar M6057CPT

• Avoid the Social Security Tax Trap Worksheet M6057SSW

• Prospecting Letter M6057PL1

• Tax Facts and Tables Brochure M6057RCK

• Factor Taxes Into Your Saving Strategy Placemat M6057MAT

Investor Guide

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

Retirement income solutions 
for a changing market

RETIREMENT INCOME SOLUTIONS  
FOR A CHANGING MARKET 
This insightful program can help educate clients 
on the challenges of investing for retirement and 
the need for guaranteed income.

• Client Brochure M4781CBR

• Client Seminar M4781CPT

• Client Seminar Invitation M4781INV

Tax-smart 
strategies for 
retirement.

Tax Savvy

Please see reverse for important information.

Tax-Smart Strategies for Retirement

Tax Savvy

Specific investments, including annuities will be discussed. Investments involve risk, including the possible loss of principal. Please ask me about the risks 
and fees associated with your current investments and any investments that may be recommended in the future. Annuity guarantees are backed by the 
claims-paying ability of the issuing insurance company.

We’ll take a look at tax-smart strategies that may help you reduce your current 
taxes and help you meet your long-term financial objectives.

Now is an opportune time to review your retirement savings and investment 
strategies to help make sure you’re being tax savvy.

Add this event to your calendar and be sure to log in!

Please join us for

Virtual meeting link

Hosted by:

Month xx, xxxx

xx:xx a.m. PST / xx:xx p.m. EST

www.ExampleOfWebexLink

Host Name
Firm Name

Address, City, State, Zip

(xxx) xxx-xxxx

Client Engagement Programs

Avoid the 
Social Security tax trap

You’ve paid into Social Security all your working life. Do you have to pay federal income taxes on your benefits too? 
Not necessarily. With the tax deferral in an annuity, you not only have the potential for long-term growth, but you may 
also reduce the amount of your current taxable income.

How much of your Social Security benefits could be taxed?
As much as 85% of your Social Security benefit could be subject to federal income tax.1 What’s more, the formula to 
determine taxable Social Security income includes tax-exempt income, such as that from municipal bonds and qualified 
U.S. Savings Bonds. Here’s how it works:

From taxable income to tax-deferred income
Because earnings in an annuity are generally tax-deferred, your earnings (until withdrawn) are not included in the formula 
used to determine the amount of Social Security income that is subject to federal income tax. If you have non-qualified 
assets that are generating taxable or tax-exempt income that is not needed to meet your current financial needs, you may 
want to consider moving the assets to a deferred annuity in order to help reduce the extent to which your Social Security 
benefits are taxed.

This material is intended only for educational purposes to help you, with the guidance of your financial professional, make informed decisions. 
We do not provide investment advice or recommendations.
1 Based on Internal Revenue Service Publication 915, 2019.

Tax Savvy

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

Adjusted Gross Income
(pensions, wages, dividends,

savings interest)

Up to 50%
of Social Security benefit is subject to tax1

Up to 85%
of Social Security benefit is subject to tax1

+ +Tax-Exempt Income

= Provisional Income used to determine taxable amount

50% of Annual Social 
Security Benefits

If Provisional Income is between: If Provisional Income is greater than:

$25,000–$34,000 $34,000for SINGLE persons or for SINGLE persons or

$32,000–$44,000 $44,000for MARRIED couples filing 
jointly, then...

for MARRIED couples filing jointly, then...

Tax Savvy

Tax 
Facts
and Tables

2021 at a Glance

FUTURE PLANNING/FINANCIAL PREPAREDNESS 
Help clients take stock of their financial matters and 
assess their preparedness with resources from our 
Financial Preparedness Toolkit.

• Year-end Checklist M6335CHK

• Designate Your Annuity Beneficiaries Educational
Flyer M6335FL1

• Be Prepared Fillable Financial Preparedness Journal
M6335GDE

Be Prepared 
Will you be ready in the event of an emergency?

Not FDIC or NCUA/NCUSIF Insured

May Lose Value • No Bank or Credit Union Guarantee 
Not a Deposit • Not Insured by any Federal Government Agency

Year-end checklist

With the current year drawing to a close, now may be a good time to review your financial matters and 
prepare for the year ahead. This reminder checklist can help you get started.

❒ Review your beneficiary designations on all your accounts. Do all accounts have beneficiaries named? 
Do your designations still reflect your intended wishes? If you have a will and/or trust, consider if any 
updates are needed there as well.

❒	 Review	your	financial	plan	with	your	financial	professional. Are you on track to meet your goals? Are 
you taking advantage of tax-deferred investment strategies that may be helpful in a potentially rising tax 
rate environment? 

❒	 If	you’re	nearing	retirement,	consider how adding protected lifetime income to your portfolio with an 
annuity can help you “check off the basics.” An annuity can help cover your essential expenses (e.g., 
housing, utilities, food)―no matter how the market performs.

❒	 Take	an	inventory	of	your	retirement	accounts. Consider whether you want to consolidate multiple 
savings accounts and brokerage accounts to help simplify your finances.

❒	 Review	your	current	contributions	to	your	retirement	accounts (e.g., 401(k), 403(b), IRA, etc.). Consider 
any opportunities to make catch-up contributions if you’re age 50 or older.

❒	 Start	preparing	for	tax	season.	Begin grouping your deductions and make an appointment with your 
tax advisor for the new year.

❒	 Review	your	tax	withholding (if applicable). Consider if any adjustments are needed before year-end or 
for the coming year.

❒	 If	you	have	a	Flexible	Spending	Account (FSA) for healthcare, consider opportunities to spend it down 
before the end of your plan year. If you don’t use the money, you may very well lose it. 

❒	 Working	closely	with	your	financial	professional	and	tax	advisor,	consider any tax loss harvesting 
strategies you may want to use before year-end.

❒	 If	you	own	any	annuities,	consider	reviewing	them	with	your	financial	professional	to see if any 
changes are needed and to confirm if the annuity still meets your long term goals and objectives. For 
example, the review might include the annuity’s performance, income benefit (if applicable), beneficiary 
designations and more. 

Please see reverse for important information.

Please see reverse for additional information.

Properly designating a beneficiary will ensure your annuity death benefit goes to the person(s) or entity of your choice. The annuity 
funds are disbursed directly to your beneficiary(ies), generally avoiding the delay and potential cost of the probate process.

• Who can be your beneficiary?
A spouse, family member, friend, business organization, trustee or charity. You can name several people or entities—just be sure you specify 
how the proceeds should be divided.

• Designate a primary and contingent beneficiary 
If your primary beneficiary is deceased or cannot be located, the death benefit will be paid to the contingent beneficiary.

• Be specific when naming beneficiaries 
You won’t be around to clear up any misunderstandings, so make your designations as precise and specific as possible. For example, if you simply
designate “my children,” you could be excluding a stepchild or foster child. Consider naming each child—natural, step, foster—individually on
the beneficiary form.

• What if you don’t designate a beneficiary? 
In that case, the death benefit is paid directly to your estate, which could result in a lengthy and costly probate process, delaying distribution 
of the proceeds. Annuities generally avoid probate when beneficiaries are named.

• As part of your year-end financial review, review the beneficiary designations on your accounts
Life events, such as marriage, divorce, the birth or adoption of a child, can prompt you to change your initial selection.

Designate your 
annuity beneficiaries.

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057CBR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057SSW
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057PL1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057RCK
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057MAT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6335CHK
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6335FL1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6335GDE
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4781CBR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4781CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4781INV


For financial professional use only. Not for distribution to the public.4

FINANCIAL KNOW HOW FOR WOMEN
This targeted program is designed to help address the 
financial planning concerns many women face when 
preparing for retirement.

• Tips and Strategies Client Brochure M5787CBR

• Client Seminar M5787CPT

• Client Seminar Invitation M5787INV

• 8 Tips for Investors M5787TPG

• Advisor Brochure M5787BRO

Financial Know How
 for Women

Your guide 
to financial 
independence.

EMOTIONS AND YOUR MONEY 
This powerful program is designed to help clients avoid 
costly emotional mistakes and use time-tested strategies 
to navigate through volatile markets.

• Interactive Client Presentation W4882CBR

• Client Seminar M4882CPT

• Client Seminar Invitation M4882IN3

• Client Flyer M4882SL1

Client Engagement Programs

8 tips for investors.

Financial Know How for Women

Today, you need a plan to call your own.
For many women, financial independence is their No.1 concern. But what steps can you take to achieve this throughout your life? 
Here are a few key action items to help increase financial confidence:

1 Share the decisions. If you share finances with someone else, start talking. This way, you’ll know if you share the same 
goals and dreams for the future, as well as whether you are on track to meet those goals. And though disagreements are 
bound to happen, good communication is key to stay on track financially as a couple.

2 Maintain access to all financial documents. Keep your financial records accessible and easy to gather when you need 
them. Keep a record of who owns each account. Be sure to notify the person responsible for handling your estate where all 
your documents are and whom to contact in the event of your passing.

3 Pay yourself first. Consider funding your 401(k) or other retirement account to the maximum. This will reduce your taxable 
income and allow you to benefit from tax-deferred compounding. When the time comes, consider rolling your 401(k) funds 
into an IRA. An IRA can continue to grow tax-deferred, and you may be able to choose from a broader array of investments.

4 Keep money in your name. Every woman needs a pot of money to call her own. This means that in addition to joint 
financial accounts you may have, you may want to consider keeping some financial accounts in your name only. Also, make 
sure you maintain an individual credit history.

1 Kantar, Winning Over Women in Financial Services, December 2018, and  
Federal Reserve Statistical Release, September 2018 
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Client Brochure 

As you get older, you may still be saving or paying for your first home, paying 
for your kids’ college education, or helping your parents. 

Retirement—still the #1 goal

All of your financial obligations are likely to be important to you but, as you get older, you 
may want to consider increasing your retirement savings. Social Security benefits—which are 
designed to replace only a portion of a retiree’s pre-retirement income—may not cover all of 
your expenses. 

If you’ve already taken advantage of any available long-term retirement savings plans such 
as employer-sponsored plans, IRAs, or other types of plans, and have maximized your 
contributions, you may want to consult a financial professional about other savings and 
investment vehicles that can complement these plans.

5 U.S. Department of Health and Human Services, (https://aspe.hhs.gov/basic-report/long-term-services-and-supports-older-americans-risks-and-
financing-research-brief) 4 5

Know when to move beyond 
the fundamentals

Additional 
priorities you 
may want to 

consider

Consider a trust for estate planning. 
To avoid your estate being settled 
through probate, have a qualified 
attorney create a trust. This will 
 help pass assets more efficiently  
and cost-effectively and could  
reduce estate taxes.

Consider a living will and 
healthcare power of attorney 
(heathcare POA). 
A living will specifies what type of 
medical treatment you want 
at the end of life and a 
healthcare POA appoints 
someone to make those 
decisions on your behalf.

Check in with your parents. 
If you’re unsure about your parents’ financial situation 
and what they would choose if they become unable 
to live independently, speak to them 
about their resources and wishes. 
They may even qualify for federal or 
state assistance.

Consider long-term care 
insurance
The Department of Health and 
Human Services predicts that 
among women who turned 65 in 
2016, those who eventually 
need paid long-term care 
services will incur an 
average of $320,000 in 
expenses.5

Draft an up-to-date will.
Having a qualified attorney 
draft your will can help ensure 
that it complies with state law 
and provide your heirs with an 
understanding of your wishes 
and more immediate access to 
your assets.4 

Financial Know How
 for Women

Your guide 
to financial 
independence.

A program to help you build your practice with women clients

Did you know women control 51% of $40.1 trillion in investable assets in the U.S.?1  
Financial Know How for Women offers tools and strategies to help you tap into this 
important market segment.

The Financial Know How for Women series includes:
• An educational guide for women, designed to help them make informed decisions at each life stage

• An engaging seminar presentation and invitation created to help you attract and retain female clients

• A brochure offering tips and tactics to gain loyalty with current and potential women clients

Financial Know How
 for Women

For financial professional use only. Not for distribution to the public.

Build your 
practice with 
women clients.

M5787OVR.1 (3/21)

To learn more about Financial Know How for Women,  
please contact your Annuities wholesaler. 

Strategies to help take control of your financial future 

Financial decisions can be complex, particularly when it comes to planning for 
retirement. But they don’t have to be. 

During this webinar

• Explore ways to gain better control over your financial future as you 
approach retirement. 

• Discuss simple steps to prepare for the unexpected.

• Identify strategies to reduce the risk of outliving your money.

Information presented may include insurance products.

This material was prepared to support the marketing of annuities issued by American General Life Insurance Company (AGL), Houston, TX, The Variable 
Annuity Life Insurance Company (VALIC), Houston, TX, and The United States Life Insurance Company in the City of New York (US Life). Variable annuities 
and mutual funds are distributed by AIG Capital Services, Inc. (ACS), Member FINRA. AGL does not issue product in the state of New York.  American General 
Life, VALIC, US Life and ACS are part of the American International Group, Inc. (AIG) family of financial services companies. All contract and optional benefit 
guarantees are backed by the claims-paying ability of the issuing insurance company and are not the obligation or responsibility of AIG.

M5787INV.1 (2/21)

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

Virtual meeting link: 

Hosted by: 

You are cordially invited to attend

Financial Know How
 for Women

Add this event to your calendar 
and be sure to log in.

[Month Day, Year]
[0:00 a.m./p.m. Time zone]

[xxxxxxxxxxxxxxxxxxxxxxx]

[Host name]

[Firm name]

[address, city, state zip]

[xxxxxxxxxxxxxxxxxxxxxxx]

Client Seminar & Invitation

Brochure for Financial 
Professionals

Financial Know How
 for Women

Financial Know How
 for Women

For financial professional use only. Not for distribution to the public.

Build your 
practice with 
women clients.

TRANSFORMATIONAL CONVERSATIONS— 
COMING SOON!
Blueprints from America’s top advisor teams

How can we learn from America’s fastest-growing, highest-
retaining advisor teams? What are they doing differently to 
drive their success? 

Transformational Conversations brings together and distills 
some of the industry’s best client engagement research and 
ideas—offering financial professionals practical applications 
to help elevate their practice.

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787CBR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787TPG
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787BRO
https://view.ceros.com/aig/emotions
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4882CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4882IN3
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4882SL1
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REFERRAL SAVVY 
This program is designed to help financial 
professionals maximize referrals from clients 
and business professionals to help expand  
their business. 

• Referral Ideas Workbook for Advisors M5659WKB

• 15 Referral Ideas Brochure M5659BR2

• Who Do You Know Worksheet M5659WK3

• Client-Centric Event Planning Guide M5945GDE

• Branch Referral Program Brochure for bank and
credit union employees B5659MAN

Business Development Programs

For financial institution employee use only. 

Referral Savvy

15 referral ideas 
in 15 minutes

For financial institution employee use only. 

Referral Savvy

Referral 
Workbook

Referral Savvy

Expanding your practice with  

Client-Centric Events

For financial professional use only. Not for distribution to the public.

Just retired

Has been laid off

Changed jobs

Complains about CD rates

Is new to town

Sold a business

Sold real estate

Inherited money

Who do you know, who...

Referral worksheet
Ideas that build business

For financial professional use only.  
Not for distribution to the public.

Center of influence

M5659WK3 (3/21)

What are some of the significant, life-changing  
events that might indicate an individual could  

benefit from an investment review? 

Use this worksheet to help identify clients who  
might fit into these categories.

You

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

CLIENT CONNECTIONS FROM AIG
Client Connections from AIG® is designed to help 
financial professionals grow their practice and engage 
clients with 360° support tools and programs. 

The Client Connections microsite provides easy 
access to our signature business development and 
client education programs, plus additional tools and 
resources to help strengthen client connections and 
build a more digitally savvy practice. 

• Enhancing Your Game

• Income Savvy® 

• Social Security Savvy

• Videos to Share

• Client Connections Toolkit

• Research & Insights

Visit ClientConnections.aig.com today.

For financial institution employee use only.

Making
successful referrals
A training guide for financial institutions

For financial institution employee use only. 

https://clientconnections.aig.com
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5659WKB
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5659BR2
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5659WK3
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5945GDE
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/B5659MAN
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Business Development Programs

ENHANCING YOUR GAME 
This golf-themed program is aimed at top clients and 
prospects, and provides an atmosphere for financial 
professionals to make stronger connections. 

• Enhancing Your Game Client Presentation M6271CPT

• Webinar Invitation M6271INV

• Lower Your Handicap Golf Strategies and Techniques
Guide M6271BRO

• Putting—The Magic Number 31 Golf Tips Flyer
M6271FL1

• 9 Fun Facts for the Back 9— Golf Facts Flyer with
annuity close M6271NFF

Strategies & 
techniques to 
help improve 
your game.

Lower your handicap

Is scoring really such a mystery? 
Most of us know that scoring isn’t really about driving the 
ball long, yet we still focus most of our practice time on 
driving. One of the best secrets to achieving lower scores is 
simple: Just remember the number 31!

Almost without fail, most golfers have entirely too many 
putts per round. With the number of greens missed in 
an average round, an amateur player should have ample 
opportunities to get the ball up and down. Two putts per 
hole is 36 putts, so every up and down will bring the total 
number of putts in a round to under 36. There is no reason 
why the average player should take more than 31 putts 
per round. Every putt over 31 in an average round should 
be considered a stroke thrown away. If you are averaging 
36 putts a round and you are a 12 handicapper, then you 
should be a 7 with little stretch of the  
imagination! Here’s how to hit that magic number.

The stroke
Without a doubt, the first step in lowering your total 
number of putts per round is to have a solid stroke. It’s 
virtually impossible to feel confident about your putting 
if the ball rarely goes in the right direction when you hit a 
putt. This will simply be a matter of having a sound motion 
and a positive outlook, expecting success. The elements  
of a good putting stroke are detailed to the right, in figure 1.

Continued

The magic number
Putting–

31

2

1

3

The elements of a good putting stroke:

1.  Start with a putter face that’s perpendicular to 
the intended line at address.

2.  Turn your shoulders and arms around a steady 
spine, using a smooth flowing motion with no 
manipulation in your hands.

3.  Your putter should drift gently away from the 
target line on the backstroke and again on the 
way through the ball.

To check your putting stroke, stand with the toe 
of your putter very close to a wall. Now swing your 
putter back and forth, seeing that the putter drifts 
gently away from the wall on the backstroke and 
again on the way through. This will ensure that your 
putter is swinging on plane and in the right direction.

Tip

Figure 1

During this webinar discover:

1. Golf tips to lower your handicap and enhance your game

2. Planning tips to raise your retirement readiness

Investments involve risk, including possible loss of principal. Please ask your financial professional about the risks associated with your current 
investments and any investments that may be recommended in the future.

This webinar is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax 
advice, nor is it intended to make any recommendations. Applicable laws and regulations are complex and subject to change. Please consult with your 
financial professional regarding your situation. For legal, accounting or tax advice consult the appropriate professional.

M6271INV (5/21)

Enhancing your game
Tips and strategies to help prepare 
for a brighter future—on and off the course

Please join us for

Add this event to your calendar and be sure to log in.

Month, Day, Year

Time / Time Zone

Virtual Meeting Link

Hosted by:

Host name

Firm name

address, city

state, zip

The Ocean Course at Kiawah Island is 
so impacted by wind that the course is 
technically two courses in one (one for 
easterly and one for westerly winds).1

An avid golfer always checks the weather 
forecast. A golf ball will travel further on 
hot days because the air is less dense, so it 
takes less velocity to travel.2

The oldest golf course in the world is the Old Course in St. Andrews, Scotland, where golf was banned 
three times between the years of 1457 and 1744 because the government believed it interfered with 
military training.5  

The highest golf course in the world is the 
Tactu Golf Club in Morococha, Peru, sitting 
14,335 feet above sea level at its lowest point.3

Golf balls used to be made from leather and 
chicken or goose feathers.3

The first round of women’s golf was played 
in 1811 in Musselburgh, Scotland.5

Golf is a staple in our culture. And AIG Life & Retirement is proud to be an Official Sponsor of the 2021 PGA 
Championship in Kiawah Island, South Carolina.

Whether you’re out on the course with friends or colleagues, golf gives you the opportunity to enjoy the 
outdoors, engage in some friendly rivalry and focus on the details to improve your score.

9 fun facts 
for the back 9

1

3

Only two sports have ever been played 
while on the moon. One is golf and the 
other is the javelin throw.2

8

9

7

4

The term ‘green’ only refers to the area of 
the golf course and not the color.4

5 6

The French word “Cadet” (cad-DAY) means 
“youngest child” and is the origin of the 
word “Caddy”.2

2

Visit LifeandRetirement.aig.com today to learn more about our tools, 
resources and retirement income solutions designed to help you focus 

on the details of your retirement.

While you probably already know a lot about 
the game, here are some fun facts to discuss 
around the green.

Annuities are long-term products designed for retirement. Early withdrawals may be subject to withdrawal charges. Partial withdrawals reduce the contract 
value and may also reduce certain benefits under the contract, such as the death benefit and the amount available upon full surrender. Withdrawals of taxable 
amounts are subject to ordinary income tax and, if taken prior to age 59½, an additional 10% federal tax may apply. An investment in a variable annuity involves 
investment risk, including the possible loss of principal. The contract, when redeemed, may be worth more or less than the total amount invested. The purchase 
of an annuity is not required for, and is not a term of, the provision of any banking service or activity. All contract and optional benefit guarantees, including 
any fixed account crediting rates or annuity rates, are backed by the claims-paying ability of the issuing insurance company. They are not backed by the broker/
dealer from which this annuity is purchased. Products and features may vary by state and may not be available in all states.

This material is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax advice, nor 
is it intended to make any recommendations. Applicable laws and regulations are complex and subject to change. Please consult with your financial professional 
regarding your situation. For legal, accounting or tax advice consult the appropriate professional.

Annuities issued by American General Life Insurance Company (AGL), Houston, TX. Certain annuities issued by The Variable Annuity Life Insurance Company
(VALIC), Houston, TX. AGL and VALIC do not issue annuities in New York. In New York, annuities issued by The United States Life Insurance Company in the City 
of New York (US Life). Variable annuities are distributed by AIG Capital Services, Inc. (ACS), Member FINRA, 21650 Oxnard Street, Suite 750, Woodland Hills, 
CA 91367-4997, 1-800-445-7862. AIG Life & Retirement is part of American International Group, Inc. (AIG). It includes Individual Retirement, Group Retirement, 
Life Insurance and Institutional Markets, as well as issuing companies AGL, VALIC and US Life. ACS is a member of AIG.

M6271NFF (5/21)

1. “The Ocean Course: An American Icon,” Kiawah Resort, kiawahresort.com, 2021.
2. “10 Fun Golf Facts,” Keiser University Blog, 8/10/15.
3. “10 Weird Facts About Golf,” American Golf Blog, 7/24/17.
4. “63 Amazing Facts & Statistics About Golf,” Reach Par Blog, 2021.
5. “10 Surprising Golf Facts You Haven’t Heard Before,” Panther Run Golf Club.
6. “The Peak 65 Generation: Creating a New Retirement Security Framework,” Alliance for Lifetime Income, 3/30/21, based on data from finance.yahoo.com, 

“Americans are retiring at an increasing pace,” 11/21/18.

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

1.  In three years, the U.S. will have more 65-year-olds than 
ever before (known as the “Peak 65” moment), but many will 
lack sufficient protected lifetime income.6

2. An annuity from AIG Annuities can help you clear the path 
for a more secure financial future by providing a source of 
additional protected lifetime income beyond Social Security. 

Focusing on the 
details matters 
on the course 
and off.

FINE WINE & FINANCE
This program is designed for clients and prospects 
and brings them together in an engaging atmosphere 
of fun and education. The presentation provides tips 
about selecting and enjoying different wines. It also 
offers strategies to help clients stay calm and focused in 
today’s changing financial market.

• Client Seminar Fine Wine and Finance M5599CPT

• Fillable Client Seminar Invitation M5599IN2

• Client Vintage Wine and Callan Chart M5599CAL

• Client Wine Tasting Journal M5599MWG 

• Advisor Brochure How to Host a Wine
Tasting Event M5599GDE

Refine your 
business and 
your lifestyle.

For financial professional use only. Not to be used with the public.

My Wine    
 Journal
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Rioja          
85R

Oregon 
Pinot Noir  

84T

Barossa/ 
McLaren   

85I

Oregon 
Pinot Noir   

86R

Oregon 
Pinot Noir   

88I

California 
Cabernet   

78I

Bordeaux 
Margaux   

89E

Bordeaux 
Margaux   

80C

Barossa/ 
McLaren  

87R

Oregon 
Pinot Noir   

93R

Burgundy 
87I

California 
Cabernet   

86I

 Barossa/McLaren Vale
 Bordeaux Margaux

 Bordeaux St. Julien
 Burgundy Beaujolais

 California Cabernet 
 California Chardonnay

 Oregon Pinot Noir
 Spanish Rioja

 Tuscany Chianti

Select Vintages Marked in Order of Ratings (Best to Worst)

Vintage Wine Chart 1998-2017

ABOUT VINTAGE CHARTS
This vintage chart should be regarded as a very general overall rating 
slanted in favor of what the finest producers were capable of producing in a 
particular viticultural region. Such charts are filled with exceptions to the rule; 
for example, astonishingly good wines from skillful vintners in years rated 
mediocre, and thin, diluted wines from incompetent producers in great years. 

Chart prepared by AIG Annuities using select information from The Wine 
Advocate’s Vintage Guide 1970-2020.

This handout must only be used in conjunction with the Fine Wine and Finance 
presentation.

Source: www.eRobertParker.com.

KEY (General Vintage Chart)

=  Extraordinary
=  Outstanding
=  Above Average to Excellent
=  Average

100-96
95-90
89-80
79-70

EXPLANATIONS OF SYMBOLS

=   Caution, may be too old
=   Early maturing and accessible
=   Irregular, even among the best wines
=   Not yet sufficiently tasted to rate
=   Vintage not declared
=   Ready to drink
=   Still tannic, youthful, or slow to mature

C
E
I

NT
NV
R
T

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271BRO
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271FL1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271NFF
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599IN2
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599CAL
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599MWG
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599GDE
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271CPT
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Business Development Programs

ANNUAL BUSINESS PLANNING
This program helps financial professionals 
understand the importance of business 
planning and provides direction on efficient and 
effective ways of developing and executing a 
successful business plan. 

• Business Plan Fillable Template M5596BRO

• Business Plan Quarterly Review worksheet
M5596BQR

• Business Plan Webinar Presentation M5596PP1

For financial professional use only. Not for distribution to the public.

Build your Annual

Business Plan

Enhanced with valuable relationship-strengthening insights from MIT AgeLab!

Name of practice

Prepared by

Date

For financial professional use only. Not for distribution to the public.

Quarterly review

Business Plan

Name of practice

Prepared by

Date

1st Qtr. 3rd Qtr.2nd Qtr. 4th Qtr.

SOCIAL MEDIA
This timely program offers tools to help financial 
professionals enhance their Social Media skills. 
The Playbook for Social Media can help financial 
professionals reach and engage clients—and attract 
new ones—in far-reaching and cost-effective ways.

• Social Media Playbook Presentation M5616PPT

• Social Media Playbook M5616BRO

CYBERSECURITY AWARENESS FOR FINANCIAL 
PROFESSIONALS
This important program provides valuable tips and tools 
to help financial professionals protect their practice from 
cyber risks, such as phishing and social engineering. 
Presentation includes tips on how to keep data safe in 
today’s rapidly changing marketplace.

• Cybersecurity Presentation M6004PPT

• Cyber Awareness Checklist M6004CHK

Playbook for Social Media 
Getting started with social media

For financial professional use only. Not to be used with the public.

For financial professional use only. Not to be used with the public.For financial professional use only. Not to be used with the public.

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5596BRO
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5596BQR
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5596PP1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5616PPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5616BRO
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6004PPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6004CHK
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Research & Partner Specialty Programs

THE FUTURE OF CLIENT-ADVISOR RELATIONSHIPS 
Developed in partnership with the MIT AgeLab, this research-based program 
reveals new opportunities to deepen client relationships by expanding 
conversations into more non-traditional areas that are of current interest 
and are highly relevant to your clients’ long-term financial well-being. 

Discover the available client-approved resources at https://www.
lifeandretirement.aig.com/financial-professionals/mit-age-lab-study:

•  White Paper

•  Executive Summary

Additional tools and resources:

•  Conversation Guide and Advisor Insights 
Digitized Presentation: http://view.ceros.com/
aig/conversation-guide-and-insights/p/1

•  Conversation Starters Advisor Brochure 
M6166CS1

•  FP Conference Presentation M6166PP1

•  Infographic—Not Just Finance M6166IG1

•  What Clients Want from You M6166FL1

•  Drivers of Client Satisfaction M6166FL3

Broadening 
client conversations

•   New research from AIG Life & Retirement and MIT AgeLab reveals that broadening client conversations beyond just financial 
topics can help increase client satisfaction, strengthen client bonds, and help clients identify issues that can affect their future. 

•   Consider these conversation-starting ideas to help expand client conversations and deepen client relationships. Of course, you 
need not broach all of these topics at once. Incorporate them into client meetings over time as appropriate, client-by-client, in a 
way that makes sense for you and for them. 

•   This process can help provide valuable new insights into your clients’ lives—and help you serve them in a more holistic way.  
It may also introduce additional opportunities for you to be a “resource connector”—providing clients with access to a range  
of professionals and specialists who can help them prepare for a brighter future. 

CONVERSATION STARTERS

The Future of 
Client-Advisor 
Relationships.

Not Just Finance:
What Clients Wish Advisors
Would Talk About

Safety from scammers
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Physical health
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Client satisfaction
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Personality counts
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Friends and family 
drive referrals
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Making moves
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7 “Helping me see my 
plan for my future”
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The company you keep
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Younger Clients Value
Communication & Connection 

Let’s be friends
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CLICK TO LEARN MORE

Key drivers of client satisfaction

Rank Ages 30-45 Ages 46-60 Ages 61-75

#1 Expertise Understands my 
financial and life goals 

Understands my 
financial and life goals 

#2 Understands my 
financial and life goals Expertise Expertise 

#3 Ability to 
explain things

Ability to 
explain things

Reputation of 
 financial professional 

#4 Reputation of  
financial professional 

Years of 
experience 

Ability to 
explain things

#5 Years of  
experience 

Develops my portfolio in 
line with my ethics/morals 

Reputation of  
company 

Research from AIG Life & Retirement and the  
MIT AgeLab reveals that across all age groups 
surveyed, the top two drivers of client satisfaction are:

•   “Understanding of my financial and life goals”

•  “Expertise”

The third top driver is: 

•  “Ability to explain things” for clients age 30-60  
•  “Reputation” for clients ages 61-75 

The Future of Client-Advisor Relationship Study, MIT AgeLab and AIG Life & Retirement, August 2020.

Insights and ideas from AIG Life & Retirement and the MIT AgeLab

Strive to know clients on a deeper level

One way to help better understand clients’ 

financial and life goals is to broaden 

conversations to include non-financial topics 

that may be of importance to clients today.  

Discover how this valuable new research from 
MIT AgeLab and AIG Life & Retirement can help 
you build deeper connections with clients.

CLICK TO LEARN MORE

Add required legal/regulatory copy or disclaimers.  Add privacy language and/or data classification level.

Executive Summary
Launch date: August XX, 2020

The roles you play—and what is most important to clientsTo better understand how clients of different 
ages view their relationship with their 
financial professional, AIG Life & Retirement 
and the MIT AgeLab explored what roles 
clients are looking for from an ideal financial 
professional today. 

Clients across all age groups cited these roles 
as top contenders:

•  “Helping me see a plan for my future”

•  “Financial educator”

•  “Future financial risk management”

Discover how this valuable new research from 
MIT AgeLab and AIG Life & Retirement can help 
you build deeper connections with clients.

The Future of Client-Advisor Relationship Study, MIT AgeLab and AIG Life & Retirement, August 2020.

Insights and ideas from AIG Life & Retirement and the MIT AgeLab

What clients want from you today

0% 10% 20% 30% 40% 50% 60% 70%

Helping me identify/manage potential 
risks to my financial future

Confidant

Resource connector

Financial educator

Friend

Life coach

Managing complex aspects of 
my life, beyond finances

Helping me see my plan 
for the future

Just managing 
my money

Ages 30-45
Ages 46-60
Ages 61-75Are you delivering what clients are 

looking for today?

CLICK TO LEARN MORE

PROGRAMS AVAILABLE FROM OUR MONEY 
MANAGERS
AIG Life and Retirement is proud to partner with some of the 
largest and most respected names in money management. 

As part of our relationship with these premier organizations, 
we are pleased to provide you access to many of their 
signature specialty programs designed to help financial 
professionals enhance their practice and increase their level 
of engagement with clients and prospects. 

For institutional investor use only. Not for further distribution.

Speaking to Topics That Matter
T. Rowe Price brings you actionable insights through tools and topics focused on 
industry themes and trends. These tools can help strengthen client relationships 
and keep you apprised of current topics and evolving trends in the industry.

Grow and support your 
retirement business 
with Federated Hermes’ 
programs and services
The future of the retirement landscape is unknown. Federated Hermes can help you grow 
and support your business in these ever-changing times. We are committed to providing 
our partners with valuable programs and practical tools to help navigate the retirement 
landscape. We have developed materials that address many current fiduciary concerns; 
we offer third-party independent evaluations of plan investment menus; we provide 
access to industry experts; and we offer a custom model program to assist financial 
professionals in obtaining and retaining retirement plan business.

For Financial Professional Use Only / Not for Distribution to the Public

COURSE CATALOG FOR 
FINANCIAL PROFESSIONALS
A comprehensive, global investment curriculum

FRANKLIN TEMPLETON ACADEMY

HOME WHO WE ARE BUILD YOUR BUSINESS INSIGHTS SOLUTIONS

Client 
acquisition
Psychology of investing
Client seminar plus our popular 
“conversation starters”

Women, wealth and well-being
Client seminar plus resources 
including action-oriented worksheets

Social Security
Client seminar plus our Social Security 
Benefits Estimator and other resources

Health & wealth
Client seminar plus life transition 
guides for clients and advisors.

Additional client seminar topics

Build your business
BlackRock believes in the value of professional advice, so we are investing in you –
to support you in growing your business and helping your clients build better financial futures.

For financial professional use only. Not to be shown or distributed to clients.

Advisor
best practices
Build your business 
for the future
Peer-to-peer best practices learned 
from our extensive consultations 
with advisors across the industry to 
help you improve your investment 
process, scale your business and 
grow your client relationships.

Grow your value today.

Market & 
portfolio trends
In the know
What’s our view on markets? 

How are advisors constructing 
portfolios? 

Find the answers to these 
questions and more.

USRRMH0721U/S-1740507-1/12

https://www.lifeandretirement.aig.com/financial-professionals/mit-age-lab-study
https://www.lifeandretirement.aig.com/financial-professionals/mit-age-lab-study
http://view.ceros.com/aig/conversation-guide-and-insights/p/1
http://view.ceros.com/aig/conversation-guide-and-insights/p/1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6166CS1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6166PP1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6166IG1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6166FL1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6166FL3
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Proud member ofProud member of

Cautious Preparers

Overview & challenge
Cautious Preparers have an uncertain outlook on the future and a very strong focus on achieving financial security. 
They are not yet optimistic about retirement. Though they have a good savings ethic, they have modest retirement 
expectations and recognize they need to prepare for it. When it comes to making decisions, Cautious Preparers are 
guarded and quite risk averse. Many get professional guidance, have financial resources, and have done a lot of work 
to get their retirement plans on the right track. They would benefit from a clearer path to their goal and should be 
reassured that their retirement dreams can be realized. Encourage them to continue seeking advice. Consider using 
tools that show how risk can be mitigated. 

Challenge: Cautious Preparers need to BROADEN THEIR OPTIONS a little more. They are in the middle to upper part of 
the financial understanding hierarchy, with a clear understanding of protected lifetime income and a low to moderate 
familiarity with annuities.

Key considerations 
1. Retirement goals and expectations: Cautious Preparers stand apart in their uncertain outlook on the future and 

their strong focus on security. More than others, they need assurance that they are on the right track. They need 
encouragement to broaden their goals to understand that a good retirement lifestyle means more than just security.  

2. Investment and allocation decisions:  Cautious Preparers are most in need of guidance on how to manage their 
finances, as well as insights on how to use advice effectively. They are both familiar and interested in protected 
lifetime income, and know that annuities exist. They value the security side of the saving and investing equation so 
this is an opportunity to help them broaden their options to include protection.

3. Managing risk with of protection: While Cautious Preparers understand the value of diversification, most don’t 
think of risk very explicitly. Concepts of portfolio risk and protection are less understood. They need a roadmap 
to continue their retirement preparation and should be open to learning more about annuities and the value of 
protection. Consider using tools for risk assessment.

4. The income planning journey: Cautious Preparers are a little more willing than others to acknowledge that they 
haven’t taken their plans far enough. Though they are generally good savers, they also convey uncertainty about 
what ought to come next. It’s a good opportunity to provide tangible guidance on having safe income as a portion  
of their retirement income plan.

Retirement Vision Scale:

Cautious Preparers

Advice matters
Step 4

Diversification  
is a key tool for  
managing  
investment risk

Step 3 Retirement is  
the biggest 
reason to invest

Step 5 Protected 
lifetime income 
provides 
assurance and 
security

Step 7

An Income Plan 
is a key part of a 
retirement plan

Step 6

Investing grows  
savings; requires 
taking on and  
managing risk

Step 2

Saving is  
fundamental 
and never ends

Step 1

■ Cautious Preparers

For financial professional use only. Not for use with the public.

ProtectedIncome.org | AllianceForLifetimeIncome.org
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Purposeful Planners

Overview & challenge
Purposeful Planners have a good understanding of personal finance and are cautiously optimistic about living a full 
life in retirement. They are confident about their plans and attentive to their finances. Purposeful Planners don’t leave 
much to chance and know how to take moderate risk while being in control of their finances. They’ve done well saving 
and investing. Purposeful Planners tend to work well with financial professionals and they have high expectations for a 
well-rounded retirement life. 

Challenge: Purposeful Planners need to FIND THE BUYING MOMENT with protection products to cover basic expenses 
in retirement—a risk mitigation strategy they will likely consider seriously. Their overall familiarity with protection 
products is low to moderate. They are at the top spot of the financial understanding hierarchy.

Key considerations 
1. Retirement goals and expectations: Purposeful Planners are clearly seeking and expecting the full life in 

retirement. They recognize the need to plan carefully. That’s why they’re proud of what they’ve done so far and 
are optimistic about retirement. Acknowledge their aspirations and success and reinforce their retirement goal of 
feeling safe and secure through their smart and responsible planning. 

2. Investment and allocation decisions:  Because Purposeful Planners tend to work well with financial professionals, 
they should be good partners when it comes to accepting and acting on advice.

3. Managing risk with protection: Purposeful Planners are attuned to risk and value strategies and tactics to reduce 
it. They see managing risk  as an important part to their vision of living a good retirement lifestyle. They understand 
and appreciate protected lifetime income. Many already have both pensions and annuities and may already taking 
their Social Security benefit.

4. The income planning journey: Purposeful Planners are astute investors, confident about their plans being on the 
right track, and likely receptive to a message that “you can always do more.”

Retirement Vision Scale:

Purposeful Planners

Advice matters
Step 4

Diversification  
is a key tool for  
managing  
investment risk

Step 3 Retirement is  
the biggest 
reason to invest

Step 5 Protected 
lifetime income 
provides 
assurance and 
security

Step 7

An Income Plan 
is a key part of a 
retirement plan

Step 6

Investing grows  
savings; requires 
taking on and  
managing risk

Step 2

Saving is  
fundamental 
and never ends

Step 1

Step 6
■ Cautious Preparers

For financial professional use only. Not for use with the public.

ProtectedIncome.org | AllianceForLifetimeIncome.org

ALLIANCE FOR LIFETIME INCOME
AIG is proud to be a founding board member of the Alliance for 
Lifetime Income. 

Through the Alliance, we’re pleased to offer you client research, 
education and other tools to help clients understand the 
importance of protected lifetime income.

• Check of the Basics Planning Guide M6108F11

• Starting the Retirement Income Conversation Retirement
Checklist M6108AL5

• Annuities Explained Flyer M6108AL6

• Annuities for Protection Article M6108AL8

• Healthcare Costs Article M6108AL7

• America’s “Peak 65” Moment Article M6275FL1

• America’s “Peak 65” Moment Infographic M6275INF

• Alliance for Lifetime Income Consumer Website:
www.protectedincome.org

Research & Partner Specialty Programs

America is nearing its 
“Peak 65” moment

“ Peak 65” is a new program from the Alliance for Lifetime Income, a non-profit consumer 
education organization, that highlights a unique moment in our nation's history. Peak 65 
also reveals the retirement opportunities and concerns that lie ahead.

Proud member of

To learn more about annuities, an efficient way for you to generate protected lifetime income for 
your retirement, talk to your financial professional and visit LifeandRetirement.aig.com. 

1  Alliance for Lifetime Income, “The Peak 65 Generation: Creating a New Retirement Security Framework,” March 30, 2021, based on Finance.yahoo.com, "Americans are 
retiring at an increasing pace", 11/21/18.

2 Alliance for Lifetime Income, “The Peak 65 Generation: Creating a New Retirement Security Framework,” Alliance for Lifetime Income, March 30, 2021.
3  Alliance for Lifetime Income, “The Peak 65 Generation: Creating a New Retirement Security Framework,” March 30, 2021, based on Bureau of Labor Statistics, National 

Compensation Survey: Employee Benefits in the United States, March 2020. 
4  Alliance for Lifetime Income, “The Peak 65 Generation: Creating a New Retirement Security Framework,” March 30, 2021, based on Center for Retirement Research at 

Boston College, National retirement risk index, 01/2021.
5 Alliance for Lifetime Income, “The Peak 65 Generation: Creating a New Retirement Security Framework,” March 30, 2021.
6 Socialsecurity.gov, as of April 2021.
7 Alliance for Lifetime Income, 2020 Protected Lifetime Income Study, 10/2/20.

ALLIANCE FOR LIFETIME INCOME is a service mark of Alliance for Lifetime Income and used with permission of Alliance for Lifetime Income.

AIG is a founding member of the Board of Directors for the Alliance for Lifetime Income.

Annuities are long-term products designed for retirement. Early withdrawals may be subject to withdrawal charges. Partial withdrawals reduce the contract value and 
may also reduce certain benefits under the contract, such as the death benefit and the amount available upon full surrender. Withdrawals of taxable amounts are subject 
to ordinary income tax and, if taken prior to age 59½, an additional 10% federal tax may apply. An investment in a variable annuity involves investment risk, including the 
possible loss of principal. The contract, when redeemed, may be worth more or less than the total amount invested. 

This material is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax advice, nor is it 
intended to make any recommendations. Applicable laws and regulations are complex and subject to change. Please consult with your financial professional regarding your 
situation. For legal, accounting or tax advice consult the appropriate professional.

All contract and optional benefit guarantees, including any fixed account crediting rates or annuity rates, are backed by the claims-paying ability of the issuing insurance 
company. They are not backed by the broker/dealer from which this annuity is purchased. Products and features may vary by state and may not be available in all states.

Annuities issued by American General Life Insurance Company (AGL), Houston, TX. Certain annuities issued by The Variable Annuity Life Insurance Company (VALIC), 
Houston, TX, except in New York. In New York, annuities issued by The United States Life Insurance Company in the City of New York (US Life). Variable annuities are 
distributed by AIG Capital Services, Inc. (ACS), Member FINRA, 21650 Oxnard Street, Suite 750, Woodland Hills, CA 91367-4997, 1-800-445-7862. AGL, VALIC, US Life and 
ACS are members of American International Group, Inc. (AIG). 

M6275INF (4/21)

Not FDIC or NCUA/NCUSIF Insured
May Lose Value • No Bank or Credit Union Guarantee 

Not a Deposit • Not Insured by any Federal Government Agency

60% of pre-retirees value protected income
throughout retirement7

62% of pre-retirees believe that part of a 
retirement portfolio should be in annuities7

of civilian workers participate in a 
defined-benefit pension320%Only

Pensions, Social Security and Personal Savings represent the 
metaphorical 3-legged “stool”, which has historically served as a 
model of retirement income security. Today, given the decline in 
the number of companies offering traditional pension plans, the 
“stool” has become a bit wobbly.5 

Estimated number of Americans prematurely 
retiring due to the Covid-19 pandemic24 million

Age The age to start collecting your Social Security benefits if you want 
to max-out your monthly benefit for more income in retirement670

The “Peak 65” year when more Americans will turn 
age 65 than at any other point in history12024

50% of households are “at risk” of not having enough money 
to maintain their standard of living in retirement4

65

Resources for financial professionals

• Financial Planning Personality Quiz to share
with clients and prospects

• Financial Planning Personality Profiles/
Planning Aid:

Hopeful Strivers M6108F34

Optimistic Dreamers M6108F35

Ambitious Risk-Takers M6108F36

Cautious Preparers M6108F37

Purposeful Planners M6108F38

• The Value of Protected Lifetime Income -
Financial Professional Interview M6108AL3

• Alliance for Lifetime Income Financial
Professional Resource Center:
https://resources.protectedincome.org

Proud member ofProud member of

Hopeful Strivers

Overview & challenge
Hopeful Strivers don’t have much of a retirement vision. They’re operating with limited resources and are in need of 
basic financial planning help. “Discouraged” is a good descriptor of their personality.

Challenge: Hopeful Strivers need to GAIN A SENSE OF CONTROL. They are at the low end of the financial understanding 
hierarchy. They don’t believe there can be protected lifetime income and they don’t know about annuities.

Key considerations 
Hopeful Strivers are currently off course when it comes to personal finances. Their decision-making style is instinctive 
and they don’t relate to the idea of financial risk. They tend to be more introspective and less open to new ideas. Their 
expectations are low and they expect to take things as they come. They hope to remain in control of their lives. Consider 
experimenting with different approaches to breaking through to the Hopeful Strivers keeping in mind their desire to 
maintain a sense of control.

1. Retirement goals and expectations: They’re hoping for good health and relief from some of the burdens they 
experience now. They haven’t been able to focus on many of the key early steps to retirement planning. Encourage 
them to seek advice.

2. Investment and allocation decisions: Provide the Hopeful Strivers with basic tools and education that will help 
them gain a sense of financial control.

3. Managing risk with protection: They don’t relate to the idea of financial risk. Again, help them with education.

4. The income planning journey: Hopeful Strivers need to start with a basic roadmap of understanding personal 
finance. That should help with their desire to gain a sense of control.

Retirement Vision Scale:

Hopeful Strivers
■ Hopeful Strivers

Advice matters
Step 4

Diversification  
is a key tool for  
managing  
investment risk

Step 3 Retirement is  
the biggest 
reason to invest

Step 5 Protected 
lifetime income 
provides 
assurance and 
security

Step 7

An Income Plan 
is a key part of a 
retirement plan

Step 6

Investing grows  
savings; requires 
taking on and  
managing risk

Step 2

Saving is  
fundamental 
and never ends

Step 1

For financial professional use only. Not for use with the public.

ProtectedIncome.org | AllianceForLifetimeIncome.org

Proud member ofProud member of

Optimistic Dreamers

Overview & challenge
Optimistic Dreamers haven’t thought that much about their retirement and are still at the early stages of retirement 
preparation. They’ve started on the saving journey but they are in need of greater knowledge and guidance about what 
to do. They don’t know enough about personal finance to have adequately engaged in any planning that would help 
them understand what they need. But they are optimistic about their future and entertain a wide range of possibilities 
they hope to achieve in an active retirement.

Challenge: Optimistic Dreamers need to BUCKLE DOWN a little more. They are early in the financial learning curve. They 
show only a vague concept of protected lifetime income. Their small profile of 8% among pre-retirees means you’re less 
likely to encounter an Optimistic Dreamer compared to the three major segments of Cautious Preparers, Ambitious Risk-
Takers, and Purposeful Planners.

Key considerations 
You’ll find the Optimistic Dreamers’ personality and decision style to be upbeat. They tend toward an open style, but 
they make financial decisions cautiously and with limited guidance. Given the Optimistic Dreamers’ position on the lower 
end of the financial understanding hierarchy, consider using an approachable and light-hearted style to engage them. 
Encourage them to take simple steps such as seeking a broader range of advice and guidance about their finances.

1. Retirement goals and expectations: Optimistic Dreamers need guidance to establish the relevance of retirement 
planning to their future. Consider emphasizing how financial preparation will give them the ability in the future to 
pursue dreams and creative endeavors.

2. Investment and allocation decisions: Though they’ve started on the saving journey, they are in need of greater 
knowledge about what to do.

3. Managing risk with protection: Because Optimistic Dreamers are still at the early stages of retirement preparation, 
introduce them to the long-term value of investing, diversification and protected lifetime income.

4. The income planning journey: Reinforce the benefit of saving as part of their learning more about personal finance 
and planning.

Retirement Vision Scale:

Optimistic Dreamers
■ Optimistic Dreamers

Advice matters
Step 4

Diversification  
is a key tool for  
managing  
investment risk

Step 3 Retirement is  
the biggest 
reason to invest

Step 5 Protected 
lifetime income 
provides 
assurance and 
security

Step 7

An Income Plan 
is a key part of a 
retirement plan

Step 6

Investing grows  
savings; requires 
taking on and  
managing risk

Step 2

Saving is  
fundamental 
and never ends

Step 1

For financial professional use only. Not for use with the public.
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Overview & challenge
Ambitious Risk-Takers have a strong desire to succeed and are optimistic, confident, and ambitious about living the full 
life in retirement. Many are in the middle of their accumulation phase. They are slightly younger and better educated on 
average. They want it all and their plans reflect their intent to be social, busy, and very active in retirement. Ambitious 
Risk-Takers are confident with their finances and value guidance. They know how to take a moderate risk with their 
resources. They’re relieved to know they are on the right track and also show openness to new ideas.  

Challenge: Ambitious Risk-Takers need to SEE THE POSSIBILITIES in protected income and annuities. They are in the 
middle to upper part of the financial understanding hierarchy. They think about protected lifetime income in a very 
broad sense. Their interest in annuities is good, though their familiarity with the products is low to moderate.

Key considerations 
1. Retirement goals and expectations: Ambitious Risk-Takers feel successful and confident about retirement goals.

They deserve acknowledgement of their achievements and should be encouraged to take the right steps to convert 
their current success into future comfort of a safe and secure retirement.

2. Investment and allocation decisions: Ambitious Risk-Takers generally are confident about being in control of their 
finances. They understand their investments and are comfortable with risk. They are open to new options regarding 
their portfolios. Acknowledge their sophistication and aspirations regarding their retirement plans.

3. Managing risk with protection: Ambitious Risk-Takers are confident in their judgment but also value guidance. 
Their awareness of how protection works is weak.  A portfolio review through the risk lens could be a fruitful 
conversation, especially if it addresses being prepared for adversity and reassured about the future.

4. The income planning journey: Since Ambitious Risk-Takers are open to new ideas and options, consider having 
a “safe retirement” planning conversation that leads with approaches such as “have you consider this?” or “here’s 
another option.” Similar to other segments, they have an interest in annuities. But in order to fully appreciate 
annuities, they need a better understanding of income planning and the various roles of protected lifetime income. 
Clarify the concept of protection and show how annuities may fit in their plan.

Retirement Vision Scale:

Ambitious Risk-Takers
■ Ambitious Risk-Takers

Advice matters
Step 4

Diversification  
is a key tool for  
managing  
investment risk

Step 3 Retirement is  
the biggest 
reason to invest

Step 5 Protected 
lifetime income 
provides 
assurance and 
security

Step 7

An Income Plan 
is a key part of a 
retirement plan

Step 6

Investing grows  
savings; requires 
taking on and  
managing risk

Step 2

Saving is  
fundamental 
and never ends

Step 1

For financial professional use only. Not for use with the public.
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Healthcare costs in  
retirement are a top  
concern, an Alliance  
survey says. Protected 
lifetime income can 
help pay for the essential 
monthly medical expenses.
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If you’ve ever dealt with serious illness or have been a caregiver for family members, you already understand the 
importance of thinking ahead about healthcare costs. It’s also top-of-mind for many Americans close to retirement 
age, according to a March survey – Retirement Reset – by the Alliance for Lifetime Income.

Healthcare costs are the No. 1 uncertainty for those aged 61-65 who are still employed, the survey found. Among the 
survey respondents, 53% believe they or a spouse or partner have at least a moderate chance of seeing high medical 
expenses in retirement, while 37% believe there’s at least a moderate chance they’ll need to provide care for someone.

These results aren’t surprising, especially given the survey’s timing early in the outbreak of COVID-19 cases in the 
U.S. And healthcare has of course been an important issue for Americans during the last several election cycles, 
with many candidates promoting various changes, including universal healthcare, to our current healthcare system.

A KNOWN UNKNOWN: CATASTROPHIC ILLNESS AND LONG-TERM CARE
For Michael Harris, the Alliance’s senior education advisor, a key challenge is preparing for highly unpredictable 
medical costs. “You could be 80 and healthy, and then bend over to pick up a stick and suddenly have an emergency,” 
he says. “Overnight you could go from having manageable monthly healthcare expenses to spending thousands a 
month on medical treatments, long-term care or assisted living.”

None of us can truly know what our future healthcare needs will be, but not having a plan to cover these costs could deplete 
savings quickly. Though financial professionals differ in their approach to this risk and uncertainty, Chris Hernandez, a 
financial planner at Strategic Capital in Austin, Texas, favors using annuities to help manage some costs of long-term care. 

“Long-term care expenses can wipe out a client’s funds pretty quickly,” he says, so he tries to suggest some protection 
with annuities that can also pay for long-term care costs. “If the client doesn’t need long-term care, they can spend 
the money in the annuity or leave it to their beneficiary.” 

HEALTHCARE COSTS THE TOP  
UNCERTAINTY FOR NEW AND  
SOON-TO-BE RETIREES

America is nearing its 
“Peak 65” moment
Have you met with a financial professional to 
develop your retirement income plan? 

Proud member of

Peak 65 is a term used to describe the point in time when more 
Americans will turn age 65 than at any point in history. 

2024 is the year in which this historical landmark will be reached.1

65

With so many individuals hitting the traditional retirement 
age–approximately 10,000 people daily–and with more 
seeking early retirement, what changes are in store for the 
next set of retirees?

The Alliance for Lifetime Income, a non-profit consumer 
education organization, has published a new economic 
report that puts a spotlight on the growth of retirees in 
America.

The report also focuses attention on the increasing number 
of Americans seeking early retirement. While 65 has long 
been considered the traditional age for retirement, many 
Americans begin retiring sooner. 

•  61% of retirees exit the workforce before age 65—often 
sooner than they planned.2 

•   Further, many retirees claim Social Security benefits 
as soon as they are eligible at age 62—which results in
a lower benefit than if they were to delay taking social 
security benefits.

A recent study estimates that today’s older Americans will 
lose a total of $3.4 trillion in potential income because of 
early claiming, with an average lifetime loss of $95,000 per 
household.3

The Covid-19 pandemic has also impacted retirement 
with an estimated 4,000,000 workers prematurely 
retiring.3 It’s important to recognize that nearly half (47%) 
of all retirees retired as a result of circumstances beyond 
their control, not because they reached the age they 
identified as their goal, reached a certain savings amount, 
or because they wanted to pursue hobbies.4 

While all of this points to a rise in retirement insecurity, 
there are steps you can take today to help ensure a 
more secure retirement. Peak 65’s call to action will 
help support Americans’ retirement goals by ensuring 
financial professionals continue to guide their clients on 
income planning, Social Security planning and the need for 
adequate sources of protected income, such as annuities.

Nearly half (49%) of pre-retirees are concerned that their 
retirement savings and sources of retirement income won’t 
last through retirement.5 That’s why more and more people 
are looking for protected lifetime income from annuities 
to ensure they have a reliable stream of income they 
can count on in retirement. When it comes to financial 
security in retirement, 62% of pre-retirees believe part 
of their retirement portfolio should be in annuities.5
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Make sure  
you’re on  
track for the 
retirement  
you want

9 POINTS
To Review

RETIREMENT
CHECKLIST

Key  points  to  d iscuss  wi th  your  f inancia l  adv isor  
about  protect ing  your  ret i rement  income

The first step in developing a successful income plan for retirement is understanding your 
options. Here are points you should discuss with your financial advisor to make sure you’re 
on track for the retirement you want.

STARTING THE RETIREMENT  
INCOME CONVERSATION

Why is protected monthly income in 
retirement important?

How we fund — and live — in retirement has  
fundamentally changed. 

Too often the retirement planning conversation 
focuses on accumulation — growing the pool of 
savings to have a larger pool to “draw down”  
in retirement.

But this model forgets one important fact:  
the need for regular, reliable monthly income — 
income you can budget on — that doesn’t go  
away when you retire.

At a time when people are living longer and  
facing risks to their savings, having a monthly 
income that is protected for life can be a vital 
part of your income planning in retirement.

√ √

√

√

√

√

√

√

√

How much protected monthly income 
will I need in retirement?

Ask your financial advisor for help in  
calculating your expected monthly income  
in retirement.

Ask your financial advisor for help calculating 
your accumulated savings, so you have an 
idea of how much income you can generate 
and how long that might last. 

And don’t forget to take into account future 
issues, such as rising prices and unforeseen 
health-care expenses. Then work with your 
financial advisor to outline the income you’ll 
need in retirement. 

Ask your advisor to calculate your expected 
monthly income based on current invest-
ments and other sources of income, like 
Social Security, and identify if there is a gap.

Then you should discuss how much of 
that income can or should be protected 
or shielded from potential changes due to 
market downturns. 

1 2

Meeting your 
needs through 
protected  
lifetime income

ANNUITIES 
EXPLAINED
How they work

SIGNATURE
SERIES

ANNUITIES EXPLAINED
Annuities are flexible products and, depending on the type, can meet needs  
for protected lifetime income, growth, and downside protection. 

You purchase an annuity 
from a life insurance 
company

It can be a lump sum or 
multiple payments

$

You can convert your 
annuity into guaranteed 
income when you retire

Payments can continue for a 
specified period of time - or 
you can choose an option for 
payments to continue as long 
as you live.

Certain types of annuities 
offer you the flexibility to 
receive guaranteed lifetime 
income while maintaining 
access to your money.

####  ###  ####

Your money can grow 
tax-deferred until you 
withdraw it1

Additional benefits of an 
annuity can include:

•  Protected lifetime income
•  Protection from market loss2

• Guaranteed death benefit
•  A choice of income

guarantees3

• Access to your money4

1   Qualified retirement plans also 
offer tax-deferral.

2  May offer a fixed return or principal 
protection that avoids market 
downturns.

3  You can add enhanced lifetime 
income benefits for a fee.

4  May be subject to fees or limita-
tions based on the type of annuity. 

See your advisor for details.

ANNUITY

Annuities are long-term financial products designed for retirement purposes. Early withdrawals may be subject to withdrawal charges. Partial withdrawals may reduce 
benefits available under the contract. Withdrawals of taxable amounts are subject to ordinary income tax and, if taken prior to age 59½, an additional 10% federal tax 
may apply. Optional income protection features are subject to additional fees, requirements and other limitations. Keep in mind, for retirement plans and accounts (such 
as IRAs and 401(k)s), an annuity provides no additional tax-deferred benefit beyond that provided by the retirement plan or account itself. Contract and optional benefit 
guarantees are backed by the financial strength of the issuing insurer. The recipient should not construe any of the material contained herein as investment, legal, tax, 
accounting or other advice. The recipient should not act on any information in this document without consulting its investment, legal, tax, accounting and other advisors.
There is no guarantee that any investment will achieve its objectives, generate positive returns, or avoid losses. Investments in annuity contracts may not be suitable for all investors.
This material has been prepared in conjunction with Milliman Financial Risk Management LLC (Milliman FRM). Milliman FRM retained Northern Lights Distributors, LLC, a FINRA/SIPC member, to facilitate FINRA review 
of the material in order to meet certain requirements of its business partners. Northern lights Distributors, LLC is not affiliated with Milliman FRM or The Alliance for Lifetime Income.

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F11
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108AL5
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108AL6
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108AL8
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108AL7
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6275FL1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6275INF
https://www.protectedincome.org/
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F34
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F35
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F36
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F37
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108F38
https://resources.protectedincome.org/
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6108AL3


This material is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary, accounting or tax 
advice, nor is it intended to make any recommendations. Applicable laws and regulations are complex and subject to change. Clients should consult with 
their financial professional regarding their situation. For legal, accounting or tax advice, clients should consult the appropriate professional. 
Annuity contracts issued by American General Life Insurance Company (AGL), Houston, TX except in New York, where issued by The United States Life 
Insurance Company in the City of New York (US Life). Certain annuities issued by The Variable Annuity Life Insurance Company (VALIC), Houston, 
TX except in NY. Variable annuities distributed by AIG Capital Services, Inc. (ACS), member FINRA. Issuing companies AGL, US Life and VALIC are 
responsible for financial obligations of insurance products. AGL does not solicit, issue or deliver policies or contracts in the state of New York. Products 
and services may not be available in all states and product features may vary by state. Please refer to the contract.
AIG Life & Retirement consists of four operating segments: Individual Retirement, Group Retirement, Life Insurance and Institutional Markets. It includes 
the following major U.S. life insurance companies: American General Life Insurance Company; The Variable Annuity Life Insurance Company; and The 
United States Life Insurance Company in the City of New York. 
All companies are members of American International Group, Inc. (AIG).
lifeandretirement.aig.com

For financial professional use only.  
Not for distribution to the public.
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Income Savvy 
Help clients shift their focus from saving for retirement to generating income

• Client Seminar and Invitation M6060CPT, M6060INV

Social Security Savvy
What clients need to know to help make smart decisions about their retirement income

• Client Seminar and Invitation M5358CPT, M5358IN1

Tax Savvy Client Seminar
Help clients take a fresh look at their retirement savings and investment strategies with the goal of 
reducing current taxes 

• Client Seminar and Invitation M6057CPT, M6057INV

Retirement Income Solutions for a Changing Market 
Help educate clients on the challenges of investing for retirement and the need for guaranteed income

• Client Seminar and Invitation M4781CPT, M4781INV

Emotions and Your Money 
Emotions such as overconfidence or fear can be costly for investors

• Client Seminar and Invitation M4882CPT, M4882IN3

Financial Know-How for Women 
Help women clients take control of their financial future

• Client Seminar and Invitation M5787CPT, M5787INV

Fine Wine & Finance 
Tips to enhance your clients’ wine tasting and investing experience

• Client Seminar and Invitation M5599CPT, M5599IN2

Enhancing Your Game 
Tips to help clients enjoy potentially more success in golf and retirement

• Client Seminar and Invitation M6271CPT, M6271INV

Client Seminars at a Glance

https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/m6060cpt
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5358IN1
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6057INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4781CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4781INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4882CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M4882IN3
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5787INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M5599IN2
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271CPT
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6271INV
https://www-1008.aig.com/annuities/sso-redirect-app/jp/pdf/M6060INV



