Opportunities in
retirement income planning
Over the next two
decades, more than 76
million Americans born
between 1946 and 1964 –
the so-called baby boomer
generation – will begin
converting $8.4 trillion
in assets to retirement
income.1 Even though
the economy has begun
to recover from the Great
Recession, many clients
continue to have concerns
regarding their retirement
future. And who can blame
them? From multi-year
market lows to historically
low interest rates, many
boomers may have seen
their retirement savings
dwindle. Others may have
experienced reduced
wages or layoffs.

REWIRE to RETIRE
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Any way you look at it, the recovery has sometimes
seemed like a roller coaster ride. And despite their
concerns, your boomer clients are still keeping an eye
on retirement and counting the days to when they can
transition away from full-time employment.
As they consider their options, your clients will be looking
to you, their insurance agent, for answers to the following:
•

Have they saved enough money to retire?

•

Will they be able to live the way they want in their
golden years?

Switching Gears:
From Accumulation to Income
Many of your clients may be working
hard to save for retirement by following a
disciplined accumulation strategy consisting
of asset allocation, dollar-cost averaging and
diversification. There’s not a better time to
do it: during the period from five to 15 years
before retirement most Americans have
achieved their peak earning potential.
That said, asset accumulation strategies differ from income
strategies. It’s one thing to build assets, but it’s another
to receive income from a retirement nest egg. How many
clients have a “de-accumulation” plan or income strategy
to help them transition to retirement? Creating a formal
retirement income strategy – one that shows how assets
are drawn-down over time - can help give your clients a
more realistic snapshot of their overall financial situation.
It can also better assist them in determining what kind of
adjustments they need to make in order to maintain the
retirement lifestyle they desire.

Addressing Retirement Risks
There are several obstacles your boomer clients must
address as they prepare to retire. In developing a
retirement income strategy, it’s important to understand
the risks, which include:
1. Longevity risk. Americans are living longer. Your
clients need a strategy to help ensure they don’t
outlive their retirement dollars. Going from drawing a
paycheck to managing retirement asset withdrawals
puts a strain on most retirees. Although some of
your clients may live as many as 20 to 30 years in
retirement, they may not have a strategy that can
help them prudently manage their income over time.
Let’s face it, no one wants to run out of money during
retirement.
2. Withdrawal rate risk. In the past, many financial
experts embraced the 4% withdrawal rule-of-thumb
as a way for clients to safely distribute money annually
from their nest egg without the risk of running out of
money. However, a 2013 study by David Blanchett,
Michael Finke and Wade Pfau shows that the widely
accepted 4% rule may not be suitable for different
economic environments.2 In other words, your clients’
withdrawal rates may vary, depending on unique
factors, including when they want to retire, how much
they have saved, and how they want to live in their
golden years. Every client’s situation is as individual as
they are.
3. Sequence of returns (or market risk). An unfavorable
market environment can have a big impact on your
client’s retirement savings. If your client experiences
a high proportion of negative returns early in
retirement it will reduce the amount of income you
can withdraw later.
4. Inflation risk. Inflation can have a damaging affect
on your clients’ future purchasing power. While
recent increases in the U.S. government’s measure
of inflation – the Consumer Price Index – may seem
minimal, it’s important to note that overtime, rising
inflation can slowly reduce the value of a level
income. Down the road, this often leaves clients no
other option than to adjust their retirement lifestyle in
a way they had not envisioned.
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An Opportunity to Assist Your
Clients & Connect with Prospects
Clients who occupy senior-level positions may count on two or more advisors
to help them accumulate their retirement funds. When they get older, however,
these same clients are more likely to have just one: someone who can guide
them through retirement and assist them in generating lifetime income. As
Paychecks and Play Checks author and financial adviser Tom Hegna points
out, “At 60, people have one (advisor). The one who stays is the one who
understands de-accumulation.”3
With approximately 10,000 boomers turning 65 every day (which will continue
until 2030)4, it’s more important than ever for you to arm yourself with effective
retirement income information and potential solutions. Prospects and clients
will need different strategies to effectively navigate the de-accumulation stage
of their financial lives.

Fixed Indexed Annuities from Athene
Annuity and Life Company, West Des Moines, IA
When you assist your clients in identifying their retirement needs and objectives,
you may discover income gaps that need to be addressed. While Social Security
and pension benefits, if you are lucky enough to have a one, may help cover
necessities, such as food and housing, your clients may need other reliable sources
to supplement their income. Fixed indexed annuities offered by Athene Annuity
and Life Company, West Des Moines, IA, can provide guaranteed lifetime income
to help your clients meet their lifestyle needs and objectives.
Being well-versed in retirement income-generating insurance products,
including fixed indexed annuities, may help you expand your business, gain
new clients and retain existing ones by implementing retirement income
planning as a core component of your practice.

Contact your IMO today to learn how
fixed indexed annuities can help your
clients supplement their income.

The Numbers

62%
Two-thirds (62%) of middle-income
Boomers express some doubts
that they will have enough money
to live comfortably throughout
retirement.5

$33,848
Median household income for
those 65 and over.6

3.36%
Average annual inflation rate in the
U.S. from 1914 to January 2014.7
A $100.00 item in 1994 would cost
$157.84 in 2014. That’s a difference
of $57.84 in just 20 years.8
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Guarantees provided by annuities are backed by the financial strength and claims-paying ability of the issuing insurance company
and are not guaranteed by any bank or the FDIC. Guaranteed lifetime income available through annuitization or the purchase of an
optional income rider for a charge. Annuities are long-term products of the insurance industry designed for retirement income. They
contain limitations and exclusions, including withdrawal charges and a market value adjustment that will affect contract values.
Products not available in all states.
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