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Net Change in Retirement Income Clients Served

58%
60%
28%
No Net Change
28%

11%

Increased Significantly
11%

Increased Modestly

Decreased
Modestly/Significantly
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W 2012
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Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients
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How Various Parties View Retirement Income

Product Financial
Providers Broker-Dealers Advisors

?? Clients and Prospects ??

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 6
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Income Floor

W 2010

Pooled M 2011

M 2012

42%
Risk-adjusted 249
Total Return °
40%
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Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 8
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_Sﬁ 93 Advisors Say They are P'E'
Focused on Retirement Income

Expected Change in Retirement Income

Serving retirement income Clients Served in Next 12 to 24 Months

clients is a top priority among 6%
advisors 10%

Two-thirds believe they are
currently well positioned to
deliver retirement income

Nearly all advisors are
confident in delivering
retirement income

Most address retirement with O
clients in their initial 55%
discussions

M Increase significantly
i : L N |
Most clients are receptive ncrease modestly

Increase minimally

M No change

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 10
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PG ..Believe They Have a Well
. Developed P "
G eveloped Process

Presence of Retirement Income Processes and Capabilities

5% 1%

M Well Developed
M Some But Not All
W Limited

58% B None

37%

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 11
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Practice Management in Serving Significant Challenges in Growing a
Retirement Income Clients Practice from Retirement Income Clients

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 12
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« Leaders have higher closure rates than Laggards
« Closure rates are well below best practice advisors

60% Over 75% of Prospects Become Clients
-

50% 46%
40% -

30% -

23%

20% -

10%

0%
Laggards Leaders

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 13
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« Variable annuities have consistently topped the list

« Advisor interviews reveal growing advisors concerns with using
annuities

Expected Change in Products Used

Alternative
Investments

0% 10% 20% 30% 40% 50%

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 14



Pr&

ical .
Perspectives

Advisor Support Needs



ical .
Perspectives

.1/.! Retirement Income Support
h is More Difficul "
{'y IS IViore Ditticult

» Most advisors are devoting modest to significant time and resources to
evolve/enhance retirement income processes and capabilities

Retirement Income Support More Difficult Today than 5 Years Ago
80% -
70% -
60% -
50%
40% -
30% -
20% -

10%

0% -

2011 2012

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 16



Most Important Areas Advisors Are

Seeking To Position Their Practice in Rl por
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Education on retirement topics _
Developing a process _
Training/tools for more effective discussions _
Practice management support _
Delivering extened services _
Training on products/solutions _
Support for a specificincome approach _
Planning software/frameworks _

0% 20% 40% 60% 80%

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 17
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Degree Advisors Are Capable Discussing Retirement Income Topics

Top 3

Bottom 3

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 18
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1. Mutual fund companies/asset management firms
Annuity providers/insurance companies

Broker-dealer or custodian

R

Other professionals such as attorneys, accountants or
elder care specialists

Third party education or training organizations
Peers or colleagues

Other product or solution providers

© N O O

Industry trade groups

Source: Retirement Income Insights 2013 — Attracting and Engaging Retirement Income Clients 19
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Advisors are attracting a growing number of retirement income clients

Need to make advisors aware they are falling short on the opportunity
and revenue potential

The research reveals a paradox in advisors delivering retirement
income support

Claim to have a process and are well positioned, but struggle with many
aspects of delivering retirement income

Advisors and the industry overall remain divided among different
approaches in managing income portfolios

Need more prescriptive support including training, materials, and field
help to assist in client development and delivering retirement income

Need assistance in developing and articulating their retirement income
process with clients

Need to leverage and work with the advisors’ existing process

21
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