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Major Sources of Retirement Income

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

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

* Review of current competitive offerings
* Framing goals and expectations

» |dentifying 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

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




Income Wizard

Let's see how much you have saved ri

Right now What if...

Tell us about yourself
*Required Fields

| Sample |

Name:

* *
Current age: Desired retirement age:

ht now.

Now what?

Tell us about your current
retirement savings

IMJ)EM account balance: 43 100,000

Regul;arconu'ibu‘ions:x I Monthly Ivl$ 450
{ex. 500)

[_sooke
300k

*
Assumed average annual rate of return:
{ex. 5.00)

Assumed annual rate of inflation:
{ex. 3.00)

N
TING B ¢ 10002005 m ot e veanc Crporaon A ighs vt

= Enter personal information. Age
and retirement date are required.

= Get helpful instructions as you go.

« INCOMEWIZARD fields can be
adjusted to help you explore
different scenarios and how they

may affect your potential income.

Have additional questions or need
help? Contact us

LET"S RUN SOME NUMBERS >

What if you saved more?

Right now What if...

Today
Your current account balance: 5 100,000
Years until retirement: E

Assumed average annual rate of return:

Assumed annual rate of inflation:

Regular contributions: IM’!_IJ‘H 450]
[_o00%

Ongoing annual contribution increase:

Now what?

Future
Estimated retirement nesteqg ¢ 602,726
balance:

IE]

Potential income:  ®in todays dollars  (_in future dallars

oy s 3182] o s 38,189

View your potential retirement
savings nest egg and income based on
input.

Do some “What If* scenarios. ..

- What if you save more?

- What if you earn more?

- What if you want $50K annual
income? Change the income
amount to see how much more
you may need to save.

Adjust any field. Click “recalculate” to
see alternate savings and income
potential.

= Print scenarios if desired

N
TING BB < 20022005 15 ot Amerca bosronce carparaton. Al gt resrve.

Have additional guestions or need
help? Contact us.

NoW WHAT? >
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Retirement Readiness

Probability of Success
0%

100%

stocks I 100%

Capital Markets Investment

During Retirement

Retum® I 8.4%

bionds
bills

Allocation shyle

Inwestment
tanagement
Expenze”®

[

Tatal [T00%]

I 542| " Calculate |

n s 1
IAggresswe I v

Probability Investments will Last

1 ] 5 7 E]
Investment Balance by Year

100

k3 4,600,000

$1.280,000
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ING Presents

Create your income stream

Retirement income needs and sources

It's estimated you will experience an income shortage or “gap” during retirement.

Estimated Retirement Income (in Thousands of Dollars)

elect Option to Estimate:

@ Retirement account value

© Amountirate nesded to close income gap

© mmourtivate nesded to reach retirement bjectives

elect Value to Solve For-
Contriaution € Rt of Retum

Contributtion per Paycheck

Pre-Retirement Rate of Return

Estimated Retirerment Account Values (#stere cbdrs)

Employee Contribution 251,264
Employer Contribution 30 = =
a W . m Print Preview
urrent Account Balane
Age Total Account Values/Objective $251,264 B 1 p ] @ |Pase] 7 or2e HistorcallLstration =2

=]
‘ension Benefit [ Social Security Benefit | ( CHANGE TNPUT CALCULATE )( RESET ING ROLLOVER CHOICE VARIABLE ANNUITY I NG m

[ Withdrawals from Plan B Retirement Gap A Flexible Promison Deforred Combination Variale and Fired Annuity
G USA Aty and Life Tnsirance Company

HISTORICAL ILLUSTRATION
ING LifePay Withdraweal Benefit
All values in future dollars. Pension bensfit estimates are based an a Life anly payeut aption Honquaified Separate Account

Ernplayer contributions (if any) are included in the ilustration.  This is a hypothetical 0
illustration and is not intended to imply the performance of any specific investment Frepared for
First Annual Withdraveal: $5,000.00 |
John Doe, Owner MAW: 5% of LifePay Base
Male, 50 Annuitant's ageat first withdrawal: S

State of Lssye: Connecticut
Tnitial Premiurn: $100,000.00

VARIABLE INVESTMENT OPTIONS

Portfolio Portfolio Date Allocation
Franklin Small Cap Value Secusities Fund - Class 2 05/01/100% 16%
ING Arnerican Century Large Company Vahie Porifalio - Service Class  12/10/2001 16%
ING Asnerican Fusds Growth Portfolin 02/08/1984 16%
ING VP Balaniced Portfolio - Class § 04/03/1089 16%
ING VP Index Plus LargeCap Portfolio - Class § 00/16/1006 16%
ING VP Intermediate Bond Portfolio - Class § 05/15/1073 20%

ING LifePay Withdrawel Benefit

Cash  Separate Account Option [ M Annual

Vear Contract Swrende  Average Annual Death LifePay Withdtawal
Ending  ¥r  Premium Withdrawals Vale Vaiue Total Retun Benefit Base forlife
12312002 1 100,000 5.000 81,837 75877 13 8 95,000 - 5,000
12312005 2 0 5,000 93,190 87,190 21.28% 93,190 - 5,000
12312004 3 0 5,000 95,947 91,947 953% 96,947 - 5,000
12310005 4 0 5,000 04,348 93,348 470% 96,343 - 5,000
1312008 5+ 0 5,000 08436 95403 736% 03436 - 5,000

T 100,000

* The last walues illustrated reflect retumns from the previous period through the last dete shown.

Note that although this llustration endsat a specific point in time, payments are guatanteed to continue until the first death of an owner (first annuitart death during Lifetime
Automatic Periodic Benefit Stabas)

ING LifePay Withdrawsal Benefit Assumptions:
Fixed Allocation Fund Rebalancing in effect
Reset Ontion Aontied. For the Reset oceurs above. Vou must notify the Company each time vou would likethe Reset to occur.

[esaan |
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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

2.57%

Average Investor Inflation Stock Market

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.

Source: DALBAR Associate Investors Study, 1983-2002 B

i
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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
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Asset Allocation & MGIB Rider

62%

OModerate Risk O Moderate Risk
B Higher Risk B Higher Risk
OLower Risk OLower Risk

LIMRA Study — Variable Annuity Guaranteed Living Benefits, 2005
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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

ING &
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