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Major Sources of Retirement Income

43%14%Employer-sponsored DC plan
44%37%Savings/investments
45%43%Social Security
38%52%Employer-sponsored DB plan

Pre-retireesRetirees

Source: Limra 2006; Retirement Planning: Is it Happening?
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Agenda

Review of current competitive offerings

Framing goals and expectations

Identifying trends and future developments
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Review of Current Competitive Offerings

1. Allocation solutions - Target maturity, Lifestyle, other
allocation funds, models, et al

2. Investment solutions - Income funds (many variations),
Growth and Income, et al

3. Guaranteed solutions - Income Benefits, Withdrawal
Benefits, Income Annuities, CDs, Fixed Annuities

4. Hybrids - Investment/allocation solutions that can be
turned into guaranteed solutions
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Framing Goals and Expectations

Education - impacts of inflation, longevity, withdrawal rates
– Seminars

– Collateral material

– White papers

– Representatives via Wholesalers

– Websites

Tools/illustrations
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Income Wizard
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Retirement Readiness
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ING Presents
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Trends and Future Developments

Approach – Life Planning
(how a person envisions retirement,other life events)
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Trends and Future Developments, cont’d

Approach - Life Planning

Tools - Income analysis, probability scenarios, etc.

Education initiatives

Full service accounts - managing assets, distributions, bill paying, etc.

Products
– Investment funds geared toward income

– Guarantees in DC Plans

– Guarantees outside of annuities

– Fixed Index Annuities with Living Benefits

– Health/Wealth combos

– Managed Accounts
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Results Your Clients Can’t Afford

Source: DALBAR Associate Investors Study, 1983-2002

Note: Chart represents average annual performance. Past performance is no guarantee of
future results. Accounts are subject to market risk and possible loss of principal.

2.57% 3.14%

12.22%

Average Investor
Earnings

Inflation Stock Market
Increase
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Having the Minimum Guaranteed Income Benefit

… may allow your clients the freedom of equity participation
providing the opportunity to grow their assets…

“Owners who elected the MGIB rider tend to have a greater
proportion of their account balances in moderate – to higher–risk
funds, compared to annuity contract owners who did not elect the
MGIB rider. This relationship holds even when controlling for age
and the presence of asset allocation restrictions. Such results
support the notion that risk tolerance and the MGIB rider
election are strongly linked!” *

*LIMRA Study – Variable Annuity Guaranteed Living Benefits, 2005



For Broker/Dealer Use Only.  Not For Use With The Public.

Asset Allocation & MGIB Rider

LIMRA Study – Variable Annuity Guaranteed Living Benefits, 2005

Asset Allocation: MGIB
Non- Electors

45%39%

16%
Moderate Risk

Higher Risk
Lower Risk

Asset Allocation: MGIB
Electors

62%19%

19%

Moderate Risk

Higher Risk

Lower Risk
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“The primary determinant of any individual’s

long-term return is not the performance of his investment.

Rather, the critical variable driving real-life returns is the

behavior of the investor himself.

- Nick Murray
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Thank you


