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Two-thirds of individuals see a high value in having GlI in addition to
Social Security, down slightly from 2018.

Perceived Value of Guaranteed Lifetime Income
in Addition to Social Security

2019 Highly Valuable: Rated 6-7 out of 7
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Note: GLIS question on perceived value of GLI was phrased slightly differently in 2014 and 2015.
How valuable is it fo you to have guaranteed lifetime income in addition to Social Security in retiremente (Consumers, n=1,005)



It appears that strong upward markets lessen the perceived value of GLl,

while strong downward markets, like that seen during the 2018 survey,
increase the value.

GLI Value and Market Return
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Note: GLIS question on perceived value of GLI was phrased slightly differently in 2014 and 2015.

Source of S&P Data: S&P Dow Jones Indices LLC, S&P 500 [SP500], retrieved from FRED, Federal Reserve Bank of St. Louis
How valuable is it fo you to have guaranteed lifetime income in addition to Social Security in retiremente (Consumers, n=1,005)



That GLI products will continue to pay for life is seen as the best

argument for ownership, over stable income and peace of mind.

Would Recommend Purchasing
Among GLI Owners

76%

Would
recommend

Would you recommend purchasing an annuity that guarantees lifetime income to family or friends2 (Consumers, owns a GLI product, n=240)
Which of the following do you think is the best argument for owning a guaranteed lifetime income product? (Consumers, owns a GLI product, n=240)

Best Argument for Owning an
Annuity with Guaranteed Income

Among GLI Owners

The products will continue
paying for the rest of your
life, even if you live for a
long fime

The products are a stable
source of income, similar to
a paycheck, that allows you
to know how much you will
receive each payout

The products are designed
to give you peace of mind
and protect you against
stock market downturns

21%

35%

44%



Owning a GLI annvuity allows consumers to worry less about expenses
and budget more effectively.

Benefits of Owning an Annuity with Guaranteed Income
Among GLI Owners

B Allows to a significant extent m Allows to some extent

Worry less about day-to-day expenses in retirement AN 58% 88%

Budget more effectively for your essential expenses 24% 61% 86%

Budget more effectively for your discretionary expenses 23% 63% 85%

Spend more on discretionary spending than you would

otherwise 14% 61% 75%

Take greater investment risks with your other assets than

you would otherwise 1% 52% 63%

To what extent does owning an annuity that guarantees lifetime income allow you to do any of the following? (Consumers, owns a GLI product, n=240)



When GLI is described as part of a broader floor strategy of how to cover
essential expenses, 7 in 10 view it as a good strategy for them.

Strategy Description Shown to Respondents:

One common strategy for managing finances involves
doing the following:

Add up all of the essential expenses you expect to
have to pay each month (this includes
mortgage/rent, basic healthcare, food, household
expenses, utilities, debt payments, taxes, and
essential fransportation costs).

Figure out how much Social Security will cover
these essential expenses.

Use a portion of your savings to purchase a product
that offers guaranteed lifetime income to cover
the gap between those covered by Social Security
and your remaining essential expenses.

Invest the remainder of your savings however you
would like and use that money to pay for any
discretionary spending in retirement.

If the market goes up one year, you can spend
more on discretionary purchases. If it goes down,
you can cut back on spending. Either way, your
essential expenses are covered for life.

How would you evaluate this strategy? (Consumers, n=1,005)

How would you evaluate this strategy?

m Very good strategy for you

m Somewhat good strategy for you
m Somewhat bad strategy for you
m Very bad strategy for you

m Nof sure

71%

Good
strategy




7 in 10 say their GLI annuity purchase was part of a broader porifolio
strategy; most are sold the annvuity by an adyvisor.

GLI Purchase Part of a Broader Strategy

Among GLI Owners

72%

[IF PURCHASED GLI ON OWN, THROUGH PLAN, OR FROM AGENT] Was purchasing an annuity that guarantees lifetime income part of a broader strategy for your
portfolio? [IF SOLD GLI BY ADVISOR] Was purchasing an annuity that guarantees lifetime income part of a broader strategy that a financial advisor had for your
portfolio? (Consumers, owns a GLI product, n=228)



On average, adyvisors have discussed retirement income strategies with
79% of their clients 55 and older. However, only 55% of consumers with
an advisor say that have had this discussion.

Consumer with an Advisor What Advisors Say: Average % of
Currently Clients They Discuss It With

55%

Discussed
income
strategies

797

Clients

[IF WORKING WITH ADVISOR] Has your [IF MULTIPLE ADVISORS: primary] professional financial advisor ever discussed with you strategies for getting income from
your assets [IF NOT RETIRED when you are retired] to pay for living expenses2 (Consumers, n=1,005)

If you had to guess, what percent of your clients who are age 55 or older have you discussed retirement income strategies/methods with?2 (Advisor, discusses
retirement income strategies, n=301)



Reasons for Clients
Not Owning an
Annvuity with
Guaranteed

Income
m Advisors

Consumers

Note: Response text may be abbreviated.

They want fo make sure they can access their
money

Financial experts have warned against annuities

They think the fees/costs could be too high

They do not know enough about annuities

They feel they can get a better return with other
investments

They worry that they will not receive all of their
money back

They feel that their refirement savings will last

They already have enough GLI from another
source

Not sure if they will live long enough to make it
worthwhile

It's not something that has been suggested to them

The current interest rates make it a bad time fo buy

one

They worry that the company offering the annuity

will fail

They don't frust the company to manage their
money

They worry that the money would not go to a
beneficiary

A 5%
80%
A—— 5%
50%

A—— 94
76%

A——— 94
64%
A 92%
75%
B 76%
70%
A 75%
66%

P—— 73%
66%

—— 73%
57%

A—— 70%
36%

P 43%
52%
P— 59%
61%
I 57%

53%
N 54%
42%

To what extent are each of the following reasons why you do not own any annuities that pay guaranteed lifetime income?2 (Consumers, does not own a GLI product,

n=765)

To what extent are each of the following reasons why your clients have been resistant to purchasing annuities that pay guaranteed lifetime income? (Advisors, n=302)

9



Advisors think annvuities are more suitable than their clients are
interested, with certain segments showing a significant gap.

Gap Between Suitability vs. Client Interest of Annuities
with Guaranteed Income

B % of Clients highly interested B % of Clients highly suitable L

Suitability -

Interest Gap
Under age 55 1% 5%
Age 55-64 38% 18%
Age 65-74 32% i 43% 1%
Age 75 or older 25% 4%
Low risk tolerance 39% Vi 51% 12%
Middle-range risk tolerance 27% 8%
High risk tolerance 18% 8%
Assets of $100K to $249K 23% 3%
Assets of $250K to $499K PRA Vo 29% 6%
Assets of $500K to $999K 1% 12%
Assets of $1M+ 47% 18%
Several yrs. from retirement 29% 17%
Near retirement 31% [ 39% 8%
Retired 29% Giiid 36% 7%

In general, how suitable are annuities that provide guaranteed lifetime income for the typical client described below?2 (Advisors, n=302)
In your experience, how interested do clients from the following groups tend to be in purchasing annuities that provide guaranteed lifetime income?2 (Advisors, n=302) 10



Adyvisors underestimate consumer interest across all consumer

segments.

Interest of Annuities with Guaranteed Income
Highly Interested: Rated 6—7 out of 7

m Advisors: % of clients highly inferested

56%
47% 47%
45%
39% 38%
32%
20% 19%
10%
55-64  65-74 Low Middle High
Investment Risk
Age Tolerance

Consumers w/ advisors: % highly interested or already own

51%
50% 49%
45% 46%
43% 43%
31%
29% 29% 29%
23%
20%
I I ]
$100K— $250K— $500K- $1M+ Several Near Retired
$249K  $499K  $999K yrs. from
Retirement
Assets Status

How interested are you in owning an annuity that guarantees you (and your spouse/partner) with a certain amount of regular income for the rest of your life2

(Consumers, have an advisor, Nn=663)

In your experience, how interested do clients from the following groups tend to be in purchasing annuities that provide guaranteed lifetime income?2 (Advisors, n=302) 11



POSiﬁve and Provide extra protection if you should live a long time
Negdﬁve Beliefs Help protect you against the risk of a stock market

decline
about GLI Products

% Agree (Rated 5-7 out of 7)
M Positive Belief
m Negative Belief

Offer peace of mind
Mcke it easier to manage a budget
Help you diversify your portfolio

Allow you to maintain your lifestyle in retirement

Give you more long-term security than other types of
investments

Have too many terms and conditions

Are the best way to get predictable income in
retirement

Tie up your money/put you at risk of not having access
Are difficult to understand

Provide a higher payout than many fixed investments

Don’'t always pay back all of the money they cost to
purchase

Cost too much
Allow you fo invest other assets in equities

Will not keep up with inflation

Are only valuable for those who live well past life
expectancy

Are only for conservative investors

May be taxed at a higher rate than gains from mutual
funds

Note: Response text may be abbreviated.

N 5%
I 597
I 56%
I 5%
I 527
I 527
I 527
A
I /6%
I 7
I 7
I 6%
I /7
I 1
I 3%
L KA
I /7

L A

I 237

Please indicate the extent to which you agree or disagree that financial products that provide guaranteed lifetime income... (Consumers, n=1,005)

12



Almost half of consumers have heard positive information about
annuities while only 2 in 10 have heard negative information.

Sources of Information about Annuities

m Generally positive E Neither positive nor negative m Generally negative

Financial advisor(s) 38%

News media (T.V., newspapers, etc.) _ 24%

Retirement plan provider _ 21%
Financial institution, such as a bank or credit _ 19% 44%
union ° Any positive source

Online sources

16% 19%

Multiple positive sources

Friends 14%

18%

Any negative source

% 7%

Multiple negative sources

Other family members 10%

[ee] I

Spouse or partner

Media personalities (e.g., Suze Orman, Jim
Cramer) - 8%

Social media (Twitter, LinkedIn, Facebook, etc.) I 2%

Was what you heard/read about annuities from these sources generally positive or generally negative? (Consumers, n=1,005) 13



Overall, advisors have stronger agreement around the positive aspects
of GLI products than consumers.

Positive Sentiment around GLI Products
% Agree (Rated 5-7 out of 7)

m Advisors Consumers

Offer peace of min 56%

Provide extra protection for clients, should they live a long time 86%
Help protect clients against the risk of a stock market decline 797
Give more long-term security than other types of investments 7 6%

Provide a higher payout than many fixed investments, such as e 75%

savings accounts and CDs 46%

Make it easier for clients fo manage a budget _54% 7%

Allow clients to invest more assets in equities to increase e 72%

chances for higher returns 36%

Are the best way fo get predictable income in refirement, s 68%

compared to other financial products or investments 46%

Allow clients to maintain their lifestyle in retirement 509, 65%

A— 65%

Help diversify the portfolio 509

Please indicate the extent to which you agree or disagree that financial products that provide guaranteed lifetime income... (Consumers, n=1,005; Advisors, n=302) 14



Interestingly, consumers are less likely to agree with advisors’ top
negative sentiments around GLI products.

Negative Sentiment around GLI Products
% Agree (Rated 5-7 out of 7)

m Advisors

Are difficult to understand

Cost too much

Have too many terms and conditions

Tie up clients' money and put clients at risk of not having
enough money to access in an emergency

May be taxed at a higher rate than gains from mutual funds

Don't always pay back all of the money they cost to purchase

Are only valuable for those who live well past their life
expectancy

Will not keep up with inflation

Are only for conservative investors

Consumers

I—— 347
29%

— 31
35%

I 217
27%

Please indicate the extent to which you agree or disagree that financial products that provide guaranteed lifetime income... (Consumers, n=1,005; Advisors, n=302)

15



Concernsin

Not being able to afford long-term care

Retirement expenses
% Highly Concerned The possibility of losing savings because of
(Rated 6-7 out of 7) downturns in the market
Not being able to afford healthcare costs in

general

The possibility of outliving your retirement savings

Not earning as much as possible on your
investments

Low interest rates not offering a sufficient return

The value of your retirement savings not keeping
up with inflation

Not having extra money on hand for
emergency/health condition

Not having enough money to live comfortably
throughout retirement

Not being able to maintain your current standard
of living in retirement

Not having as much retirement income as
expected due to taxes

Not being able to help family members
financially

Not having enough money to leave to family
members and/or charities

Not having as much social intferaction as you
would like

Not having enough hobbies or activities to do

Note: Response text may be abbreviated.
How concerned are you about the following in retiremente (Consumers, n=1,005)
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In 2016/17 consumers, with or without GLI, were equally worried about
market downturns; through the volatility of the past two years, the
concerns of those who own a GLI annuity have dropped more.

Concern About the Possibility of Losing Some of Your Savings Because of
Downturns in the Market

2019 Highly Concerned: Rated 6-7 out of 7

m 7 - Extremely

concerned 35% Don’'t own a
"6 ° 34% GLI annuity
28%
5 : \
2 5% 33%

29%

4 Highly .
concerned Own a GLI annuity
3 14% " (Rated 6-7 19%
out of 7) 19%
2
m ] - Nof at all oz
concerned 2016/17 2018 2019

How concerned are you about the following in retirement2 (Consumers, n=1,005) 17



Almost two-thirds of advisors believe their clients’ expenses are typically
highest in early retirement, compared to just 28% of consumers who
think the same.

Expect Retirement Expenses to Be Highest

m Advisors Consumers

(The first 10 years) 28%

Middle retirement _ 16%

(The second 10 years) 19%

Late retirement _ 18%

(Year 20 and beyond) 30%

g -

Not sure
23%

When do you expect your expenses in retirement will be at their higheste (Consumers, n=1,005)
On average, when are your clients’ expenses in retirement at their highest? (Advisors, n=302) 18



