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Positioning: A positive approach to (un)certainty
Trimester objectives
�� How to best serve our advisors �� How to best serve our advisors’ clients �� How to drive Lincoln sales growth

Three needs/sales  
concepts to drive sales

Drive to Lincoln’s  
annuity solution

Key messages and leading client 
concerns

Promote Lincoln’s differentiators

Prepare SAVERS for 
an uncertain market

Lincoln Level 
Advantage® indexed 
variable annuity

American Legacy® 
Target Date Income 
variable annuity

Lincoln OptiBlend® 
fixed indexed annuity 

Lincoln Set 5® fixed 
indexed annuity

Lincoln Covered 
Choice® 5 fixed 
indexed annuity

How long will the low-rate environment 
last and how long will it go?

How will the political landscape impact 
regulations around retirement planning, 
taxes and investing? 

Are we late in a market cycle and about to 
head into a significant market correction?

How much will taxes negatively impact my 
income stream now and in retirement?

Should I be worried about the impact of 
market factors on my retirement?

�� Lincoln Level Advantage® competitive and consistent 
cap rates; new 3-year participation rate account & 20% 
protection on 1-year term (2/18)

�� Target Date Income: First VA in market to be powered 
entirely by target date funds (1/21 launch); including 
national ad campaign

�� Industry-competitive fixed and fixed indexed annuity rates

�� Ongoing focus on new Fidelity Indexed Account in Lincoln 
OptiBlend® products (designed to outperform in low-rate 
environment and after long bull markets)

�� Ongoing promos of industry recognition and the strength of 
Lincoln: Barron’s Top 100 & IVA Carrier Award

�� Webinar Series, including economic outlook, Tax Volatility & 
Practice Management from R. Weylman

Prepare SPENDERS for 
an uncertain market

Prepare GIVERS for an 
uncertain market

Alliance for 
Lifetime Income 
& practice 
management

Educating and providing  
tools for sales

Income-planning education  
on LFG.com Advisor/firm support Advertising/awareness

�� Alliance educational 
materials now on  
the OMC

�� 3 Habits of Highly Effective 
Advisors program, including 
videos, fliers, and webinars

�� New consumer experience:

–– Case studies

–– Annuity education
�� New advisor experience:

–– Highly Effective  
Advisor video series

–– Practice management blogs

�� NEW financial professional hub: 
https://resources.retireyourrisk.org/

�� Quarterly newsletter and webinar 
for wholesalers & financial 
professionals

�� Alliance speakers at meetings

�� New Alliance advertising 
launches in Q1 2020, 
includes media 
broadcasting, paid search, 
social, digital marketing, etc.
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Utilize collateral within the campaign to help you streamline interactions with advisors before, during and after your scheduled meetings.

Positioning: Meeting-in-a-box

For broker-dealer use only. Not for use with the public.

Insurance products issued by: 
The Lincoln National Life Insurance Company  
Lincoln Life & Annuity Company of New York

2899860

Agenda: A positive approach to (un)certainty

LINCOLN ANNUITIES

Page 1 of 2

What level of protection are 
your clients looking for? Retirement income protection Account value protection 

Topics you’d like to address/current opportunities 
1.  ___________________________________________________________________________________________________________
  ____________________________________________________________________________________________________________
2.   ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________
3.   ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________

Increase client satisfaction by helping clients face the future with added certainty
Stability during (un)stable markets: CLIENTS TO THINK ABOUT

• Want to protect what they have, yet stay invested for growth opportunities
• Are reluctant to invest in the market, but need higher yield/returns
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________

  ___________________________________________________________________________________________________________

Predictable income for (un)predictable times: CLIENTS TO THINK ABOUT 
• Want to maximize retirement income 
• Are currently taking income from their portfolio to satisfy RMDs — or will be soon
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________

  ___________________________________________________________________________________________________________

Protect the (un)protected: CLIENTS TO THINK ABOUT 
• Would like a tax-efficient way to provide for beneficiaries
• Could benefit from trust planning strategies
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________
  ___________________________________________________________________________________________________________

  ___________________________________________________________________________________________________________

Next steps 

[SALUTATION OPTION 1]
[SALUTATION OPTION 2]
[SALUTATION OPTION 3]
[SALUTATION OPTION 4]
[SALUTATION OPTION 5]
[TOPIC 1 ‐ Mee�ng Agenda]
[OPTION 1 ‐ Mee�ng Agenda]
[SUBJECT LINE 1 ‐ Mee�ng Prep]
[SUBJECT LINE 2 ‐ For our Mee�ng]
[SUBJECT LINE 3 ‐ Making the most efficient use of your �me.]

I’m looking forward to our upcoming mee�ng.

If there are any specific topics you’d like to discuss, please reply back, so I can come to the mee�ng well prepared.

My ask of you:

Take a look at the five profiles below. If any of your clients come to mind, please print their most recent statements for us to review.

1. Would like a source of life�me income that will cover two lives, rather than just one
2. Are taking income from their por�olio to sa�sfy RMDs — or will be soon
3. Are reluctant to invest in the market, but need higher yield/returns
4. Have old assets that may not be in line with their current goals
5. Would like a tax‐efficient way to provide for beneficiaries

See you soon!

LCN‐2428702‐021919

[VALEDICTION OPTION 1]
[VALEDICTION OPTION 2]
[VALEDICTION OPTION 3]
[VALEDICTION OPTION 4]
[VALEDICTION OPTION 5]

[First Name] [MI] [Last Name]  
[Des 1], [Des 2], [Des 3] 
[Title] 
[XXX‐XXX‐XXXX]  Ext. [XXXX] 
[Email] 
 

[First Name] [MI] [Last Name]  
[Des 1], [Des 2], [Des 3] 
[Title] 
[XXX‐XXX‐XXXX]  Ext. [XXXX] 
[Email] 
 

[First Name] [MI] [Last Name]  
[Des 1], [Des 2], [Des 3] 
[Title] 
[XXX‐XXX‐XXXX]  Ext. [XXXX] 
[Email] 
 

[First Name] [MI] [Last Name]  
[Des 1], [Des 2], [Des 3] 
[Title] 
[XXX‐XXX‐XXXX]  Ext. [XXXX] 
[Email] 
 

       

       

Registered Representa�ve of Lincoln Financial Distributors, Inc., a broker‐dealer. Insurance products are issued by Lincoln Na�onal Corpora�on affiliates. Principal office located at 130 N.
Radnor‐Chester Rd., Radnor, PA 19087‐5221. Lincoln Financial Group is the marke�ng name for Lincoln Na�onal Corpora�on and its affiliates.

[First Name]  [MI]. [Last Name] 
[Des 1], [Des 2], [Des 3] 
[Title]  
[Company Name]  
[XXX‐XXX‐XXXX]  Ext. [XXXXX] 
[Email] 
 
[Disclaimer 1]

[First Name]  [MI]. [Last Name] 
[Des 1], [Des 2], [Des 3] 
[Title]  
[Company Name]  
[XXX‐XXX‐XXXX]  Ext. [XXXXX] 
[Email] 
 
[Disclaimer 1]

[First Name]  [MI]. [Last Name] 
[Des 1], [Des 2], [Des 3] 
[Title]  
[Company Name]  
[XXX‐XXX‐XXXX]  Ext. [XXXXX] 
[Email] 
 
[Disclaimer 1]

   

[Company Name] is not an affiliate of Lincoln Financial
Group. 

   

[Company Name] is not an affiliate of Lincoln Financial
Group. 

   

[Company Name] is not an affiliate of Lincoln Financial
Group. 

For agent or broker use only. Not for use with the public.

Lincoln Financial Group® affiliates, their distributors, and their respec�ve employees, representa�ves and/or insurance agents do not provide tax, accoun�ng or legal advice. Please consult an independent advisor as to any
tax, accoun�ng or legal statements made herein.

Lincoln Financial Group is the marke�ng name for Lincoln Na�onal Corpora�on and its affiliates, including broker‐dealer/distributor Lincoln Financial Distributors, Inc., Radnor, PA, and insurance company affiliates The
Lincoln Na�onal Life Insurance Company, Fort Wayne, IN, and Lincoln Life & Annuity Company of New York, Syracuse, NY. Affiliates are separately responsible for their own financial and contractual obliga�ons.

Not a deposit Not FDIC­insured Not guaranteed by any bank or savings association May go down in value

Not insured by any federal government agency

2878345

Insurance products issued by: 
The Lincoln National Life Insurance Company 
Lincoln Life & Annuity Company of New York

For broker-dealer use only. Not for use with the public.

A positive approach  
to (un)certainty
Retirement income planning in 2020

CONVERSATION GUIDE

For agent or broker use only. Not for use with the public.2360625

We want your feedback 

INCOME SOLUTIONS

Page 1 of 2

What % of the following products makes up your business?
 ______ % Mutual funds/brokerage

 ______ % Variable annuities 

 ______ % Fixed annuities 

 ______ % Fixed indexed annuities 

 ______ % Managed money 

 ______ % 401(k) 

 ______ % Alternatives 

 ______ % Structured products 

 ______ % Other

What are the two annuity companies you work with most and why?
1) _______________________________________________________________________________________________________

 _______________________________________________________________________________________________________

2) _______________________________________________________________________________________________________

 _______________________________________________________________________________________________________

Which of the following Lincoln products and features would you be most interested in hearing more 
about? (Check all that apply)

 Lifetime Income AdvantageSM 2.0 (Managed Risk)
•  6% simple growth or annual market step-ups
•  5.75% income starting at age 65 (5.5% for joint life)
•  Money-back guarantee live or die 
•  10% nursing home enhancement option

 Lincoln Market Select® Advantage 
•  Up to 80% equity (no Managed Risk requirements)
•  6% simple growth or annual market step-ups
•  5.25% income at age 65 (5.15% for joint life)
•  Money-back guarantee live or die

 i4LIFE® Advantage Select GIB
•  Protected lifetime income
•  Opportunities for rising income
•  Patented tax-exclusion ratio on withdrawals if  

 invested with nonqualified money

 Lincoln Level Advantage® indexed variable annuity
•  Four indexed accounts to choose from, including  

 a proprietary strategy from First Trust (Capital  
 Strength Index)

•  No explicit fees
•  Downside protection ranging from 10% – 100%  

 levels of protection
 Lincoln IRA Income PlusSM

•  6% simple growth or annual market step-ups
•  Two options for income to choose from:
    – 7% (if AV > $0), then 4% (if AV = $0)
    – 6.25% (if AV > 0) then 5% (if AV = $0)
•  Choose up to 80% equity 

Prior to the meeting, what was your opinion of Lincoln?
 Favorable   Unfavorable  

Name Broker-dealer

Business address Phone Email

All features are subject to state and firm approvals. Please see your registered representative for more details on firm guidelines and state approvals.

Invitation 
VA-AGEMM-EML001 

Conversation Guide
VA-T120-FLI001 

Survey
VA-SURV-FLI001

Tearaway Agenda
VA-AGEND-FLI001

Customizable Agenda
VA-CAGEN-AGD001

FA-specific version
FA-T120-FLI001
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https://fulfillment.lfg.com/servepdf.aspx?sku=VA-AGEND-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-T120-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-SURV-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-T120-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-SURV-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-AGEND-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-CAGEN-AGD001
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-CAGEN-AGD001
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-T120-FLI001


Positioning: Conversation guide for your advisors

Not a deposit 

Not FDIC-insured 

Not insured by any federal 
government agency 

Not guaranteed by any  
bank or savings association 

May go down in value

©2020 Lincoln National Corporation

LincolnFinancial.com

Lincoln Financial Group is the 
marketing name for Lincoln National 
Corporation and its affiliates.

Affiliates are separately  
responsible for their own financial 
and contractual obligations.

LCN-2878345-121919 
POD 1/20 Z01 
Order code: VA-T120-FLI001

Important information:

Lincoln Financial Group® affiliates, their distributors, and their respective employees, representatives 
and/or insurance agents do not provide tax, accounting or legal advice. Please consult an independent 
advisor as to any tax, accounting or legal statements made herein.

Variable annuities are long-term investment products designed for retirement purposes and are subject 
to market fluctuation, investment risk, and possible loss of principal. Variable annuities contain both 
investment and insurance components and have fees and charges, including mortality and expense, 
administrative, and advisory fees. Optional features are available for an additional charge.

Variable products are sold by prospectuses, which contain the investment objectives, risks, 
and charges and expenses of the variable product and its underlying investment options. Read 
carefully before investing.

Lincoln variable annuities are issued by The Lincoln National Life Insurance Company, Fort Wayne, IN, and distributed 
by Lincoln Financial Distributors, Inc., a broker-dealer. The Lincoln National Life Insurance Company does not solicit 
business in the state of New York, nor is it authorized to do so.

Contracts sold in New York are issued by Lincoln Life & Annuity Company of New York, Syracuse, NY, and distributed  
by Lincoln Financial Distributors, Inc., a broker-dealer.

All contract and rider guarantees, including those for optional benefits, fixed subaccount crediting rates, or annuity 
payout rates, are subject to the claims-paying ability of the issuing insurance company. They are not backed by the 
broker-dealer or insurance agency from which this annuity is purchased, or any affiliates of those entities other than  
the issuing company affiliates, and none makes any representations or guarantees regarding the claims-paying ability  
of the issuer.

There is no additional tax-deferral benefit for an annuity contract purchased in an IRA or other tax-qualified plan.

All features and products may not be available in all states or through all firms.

For broker-dealer use only. Not for use with the public.

Lincoln can help you bring predictability to your client’s 
retirement income plan during an unpredictable market. 
Contact your Lincoln representative for more resources.

3 The Cerulli Report, “U.S. High-Net-Worth and Ultra-High-Net-Worth Markets,” 2019.
4 Greenwald and Associates, “Guaranteed Lifetime Income Study,” 2019.
5 Fidelity Investments, “The Tipping Point: Will the Coming Wave of Wealth Value Advice?” 2017.

The opportunity: Clients want protected growth and income
Your clients worked hard while saving for retirement. Now they look to you to help them 
protect what they’ve saved and secure protected lifetime income in retirement. In fact, 
assuring a comfortable standard of living in retirement is ranked the most important 
financial goal by affluent investors.3

Over 8 in 10 investors think it’s important for those age 50+ to have a strategy that 
protects against significant investment loss.4

71% of consumers say adding guaranteed lifetime income to cover their basic expenses 
in retirement sounds like a good strategy for their own portfolio.4

52% of boomers with $1M+ would pay more for a financial professional who employs 
tax-saving strategies.5

2020 could shape 
up to be an  
(un)predictable year. 

And, it’s something your clients 
are thinking about. In fact, 76% 
of investors feel the upcoming 
presidential election will affect  
the market.1 

Do you think we’re due for a market 
correction? How about the current  
low-rate environment — how long will 
it last? How will this year’s political 
climate affect not just the market,  
but regulations and taxes also?

The good news is you can help your 
clients think differently about their 
retirement income by adding more 
certainty during uncertain times. 

The value of your guidance increases 
when you have a conversation about 
income planning—89% of clients say 
they are highly satisfied with their 
financial professional, a 7% increase 
over clients who have not discussed 
the topic.2

Here’s how you can get  
the conversation started:

Saving-focused clients may be concerned with every 
market movement that their retirement plans are at risk. 
Thinking about the year ahead, they may be asking:

“ How can I protect my savings if  
there’s a market downturn?”

The conversation
These clients may need to keep their money growing to 
keep their retirement income goals on track, even as they 
become more sensitive to risk. Help them talk through  
their concerns and consider the value of protection. 

 � How would you feel about investing in the market if you 
knew a percentage would be protected from losses?

 � Would you be more comfortable handling market ups  
and downs if you knew your savings would be protected?

The current bull market is nearly 11 
years old. Until now, the longest we’ve 
gone without a bear market was from 
Dec. 1987 until March 2000.

Your action step
Clients at this stage may want to consider strategies 
where they have access to market gains while reducing 
some of the downside risk.  

 � Annuities linked to the market provide the potential for 
growth or predictable growth with a fixed rate. 

 � Annuities with optional features may offer a level of 
protection to help guard against market losses. 

Why it matters

1 Phoenix Marketing International and Lincoln Financial 
Group, “Affluent Market Study,” 2019.

2  Greenwald and Associates, “Guaranteed Lifetime 
Income Study,” 2019.

Source: Invesco, “Bull and Bear Markets—Historical Trends and Portfolio 
Impact,” May 2019.
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Stability during  
(un)stable markets

Spending-focused clients may worry about overspending 
in retirement. As they consider how to maintain their 
lifestyle, they may be asking:

Giving-focused clients may be concerned that the legacy 
they hope to leave their loved ones could be vulnerable to 
taxes. They may be asking: 

“ How can I protect my monthly income 
in retirement when rates are so low?”

The conversation
While these clients may have saved well, they may 
not know how to turn a portion of their savings into 
protected income. Help them focus less on concerns 
and more on solutions.

 � Would having a set amount of monthly income help 
you feel more in control of your money in retirement?

 � Is it important to have a source of protected income 
to cover both you and your spouse for life?

“ How can I protect my legacy  
from taxes?” 

The conversation
Give these clients added comfort today by helping  
them leave their families a legacy that lasts well into  
the future.

 � Would you be interested in making the wealth 
transfer process more tax-efficient for your family?

 � What concerns you about the way your financial  
legacy could impact your heirs?

Last year, the U.S. Federal Reserve  
cut rates that were already low,  
moving the fed funds rate to a range  
of 1.50% to 1.75%. 

The top 50% of all taxpayers pay 97% of 
all individual income taxes. The top 1% 
of taxpayers pay 37.3% of all taxes, more 
than the bottom 90% combined (30.5%).

Your action step
When clients are looking for reliable income to deliver 
over decades, consider where a source of protected 
income fits within their plan. 

 � Diversifying clients’ income strategies to include an 
annuity with optional benefits provides predictable 
lifetime income that’s protected from market stumbles.

 � For clients who want protected income that also 
covers their spouse, an annuity can do that, too.

Why it matters

Your action step
Help clients take control by exploring tax-smart strategies.

 � An annuity can be an effective way to make sure their 
assets will be passed on to loved ones while still giving 
them the protected lifetime income they need today.

 � With a benefit option, an annuity can provide 
beneficiaries with a source of protected income  
for generations.

Why it matters

Source: Board of Governors of the Federal Reserve System, “Open Market 
Operations,” October 2019. www.federalreserve.gov/monetarypolicy/
openmarket.htm

Source: The Tax Foundation, “Summary of the Latest Federal Income Tax 
Data, 2018 Update,” November 2018. www.taxfoundation.org/summary-latest-
federal-income-tax-data-2018-update/

3

Income Solutions

Predictable income  
for (un)predictable  
times

Protect the  
(un)protected

Order this in OMC today: VA-T120-FLI001

FA-specific version:  FA-T120-FLI001
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January February

Target Date Income  
Launch 1/21

www.LFG.com/
targetdateincome

IVA Calculator on  
LFD.com: 1/24

TDI Cover Wrap on  
1/27 edition

Investment Webinar: 
Outlook 1/30

LLA Enhancements 
Launch 2/18

Practice Management 
On Demand  
Webinar: 2/27

March April

LLA Investment News 
Cover Wrap on 3/2

Washington Update 
Webinar w/Jeff Bush: 3/26

Practice Management On 
Demand Webinar: 4/23

T1 Actions & Events Timeline

Check your weekly Annuities Now for approved 
promotions and support to drive visibility and advisor 
engagement with these business opportunities!

 

  

Bringing 
protection and 
growth into 
balance
Lincoln Level Advantage®  
indexed variable annuity

Not insured by any federal government agency Not a deposit Not FDIC-insured
May go down in value Not guaranteed by any bank or savings association2901585

Insurance products issued by:
The Lincoln National Life Insurance Company
For use with the general public.

B-Share
Client Guide

VARIABLE ANNUITIES

Insights 2020
Investment Themes For the New Year

Thursday, January 30, 2020, at 4:00 p.m. ET

REGISTER NOW

Join us for a webinar where you’ll hear from two of today’s most influential industry experts.
Learn how to capitalize on the top themes that could shape the investment landscape in
2020.

Featuring:

Rick Rieder 
Chief Investment Officer of Global Fixed Income, Head of the Global
Allocation Investment Team in the Multi-Asset Strategies Group, a
member of BlackRock's Global Operating Committee and Chairman of
the firm-wide BlackRock Investment Council.

David Kostin 
Chief U.S. equity strategist, responsible for analyzing and forecasting
the U.S. stock market, a member of the Goldman Sachs Global
Investment Research Client & Business Standards Working Group,
and the Structured Research Products Group.

View this email with images. 
E-communication from Lincoln Financial Group 
For financial professional use only. Not for use with the public.

Thursday, January 30, 2020, at 4:00 p.m. ET

REGISTER NOW

Lincoln Financial Group is the marketing name for Lincoln National Corporation and its affiliates, including
broker-dealer/distributor Lincoln Financial Distributors, Inc., Radnor, PA, and insurance company affiliates
The Lincoln National Life Insurance Company, Fort Wayne, IN, and Lincoln Life & Annuity Company of New
York, Syracuse, NY. Affiliates are separately responsible for their own financial and contractual obligations.

LCN-2855149-120319 
FMM-INVWB-EML001_Z02 

©2020 Lincoln National Corporation 

LincolnFinancial.com 

Lincoln Financial Group 
150 N. Radnor-Chester Road 
Radnor, PA 19087 
877-ASK-LINCOLN 
877-275-5462

Webinar dates subject to change!

Coming 

soon 

6Annuities trimester 1 playbook 2020

Income Solutions

http://www.lfg.com/targetdateincome
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-LEVEL-BRC001
https://fulfillment.lfg.com/servepdf.aspx?sku=FMM-INVWB-EML001


LASER+ is an advisor ranking model created by LFD’s Data 
& Analytics team. It leverages highly advanced statistical 
calculations to help pinpoint advisors with the greatest value 
to your business and to Lincoln.

LASER+ leverages the producer recency, length of relationship, 
frequency & monetary value of their sales history dating back 
to 2008. The Producer LASER+ scores are married against key 
demographic and behavioral characteristics of each advisor, 
which are then applied to our prospect population to derive the 
LASER+ rank.

For additional information on how LASER+ works, or if you 
want to provide feedback to help improve the accuracy of the 
list, please contact Jeffrey Daveler on LFD’s Data & Analytics 
team at Jeffrey.Daveler@LFD.com.

Opportunity: Target segmentation

Segment Targeting Logic SFDC Report

Top LLA 
Targets

Top 75 producers and prospects for  
Lincoln’s LLA product based on LASER+  
and Market Metrics intelligence. 

2020 Ann T1 - WS 
Focus - TDI & LLA

Your target list 
is also available 
in Territory 
Visualizer in your 
Consolidated 
Campaign Report.

Top TDI 
Targets

The top 75 targets for the TDI product launch have 
been identified based on two tiers. 

Tier 1 — Based on the crossover between Market 
Metrics, Capital Group Retail TDF sales, Bright Scope 
and American Legacy sales. 

Tier 2 — Capital Group Retail TDF and Market Metrics. 

Prioritization is based on LASER+ and firms that sell 
Prudential’s PDI product.

Wholesalers will receive 75, assuming all state and 
firms approve the product. As states and firms approve 
the TDI product, the number of targets included in this 
campaign will increase.

LASER+  
is based on  

5 factors

1
Recency of  
the sales

2
Frequency of  

the sales

3
Value of  
the sales

4
Length of the 
relationship  
with Lincoln

5
Advisor profile & 

opportunity
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https://lfd.lightning.force.com/lightning/r/Report/00Of30000050g8GEAQ/view?queryScope=userFolders
https://lfd.lightning.force.com/lightning/r/Report/00Of30000050g8GEAQ/view?queryScope=userFolders


Clients approaching retirement have a lot to worry about, but managing market factors shouldn’t be one of their concerns. Help financial professionals weather the 
economic and political environment in 2020.

For use with the general public.2791622

Outlook on the markets, Q3 2019
Survey of views from our asset manager partners

LINCOLN VARIABLE ANNUITIESRETIREMENT PLAN SERVICESLONG-TERM CARE PLANNINGLIFE SOLUTIONSLINCOLN INVESTMENT ADVISORS

Manager asset class views   As of 9/30/19

vs. Prior Qtr Bearish Neutral Bullish

Eq
ui

tie
s

U.S. Large Cap 28% 24% 48%

U.S. Mid Cap 24% 29% 48%

U.S. Small Cap � 48% 17% 35%

U.S. Growth 30% 40% 30%

U.S. Value 10% 45% 45%

International Equity 35% 35% 30%

Emerging Markets Equity � 42% 33% 25%

Fi
xe

d 
In

co
m

e

U.S. Government 32% 36% 32%

U.S. High Yield 48% 22% 30%

U.S. Investment Grade 21% 36% 43%

U.S. Investment Grade Corporate 24% 48% 29%

Emerging Market Debt (USD) 21% 50% 29%

TIPS (BBg US TIPS) - TR 13% 58% 29%

International Fixed Income (IG) � 52% 35% 13%

Al
ts

. Global REITs � 7% 80% 13%

U.S. REITs 16% 58% 26%

Commodities 20% 50% 30%

Lincoln Investment Advisors has deep relationships with a large network of asset managers, each with unique 
investing perspectives. We've aggregated the views from several of our partners to bring you a consensus look at 
how leading minds in the industry are positioning. The table below shows their collective asset class views  
for the next 12 to 18 months.

Asset manager views are compiled each quarter-end through a survey process. This quarter's results include the views of 32 asset manager partners. 

The views expressed above are those of the select asset managers only and not necessarily of any Lincoln Financial Group affiliate. The survey results are not based on any particularized 
financial situation, or need, and are not intended to be, and should not be construed as, a forecast, research, investment advice or a recommendation for any specific strategy, product or 
service from any of the participating investment managers. Investors should speak to their financial advisors regarding the investment mix that may be right for them based on their financial 
situation and investment objectives.

Grading scale
Darker shade indicates greater number of views.

Definitions 
A bearish reading indicates the potential for an asset to underperform its class or subclass on a risk-adjusted basis. 

A bullish reading indicates the potential for an asset to outperform its class or subclass on a risk-adjusted basis. 

A neutral reading indicates the potential for performance in line with the asset’s historical averages.

81% - 100% 61% - 80% 41% - 60% 21% - 40% Up to 20%

Arrows represent a sentiment change of greater than or equal to 20%

�= bullish response increase

�= bearish response increase 

For agent or broker use only. Not for use with the general public.2337827

Patience, discipline, and a long-term view 
A diversified portfolio can enhance performance and help manage volatility

Some investors question whether they should continue to invest outside 
of the U.S. based on recent market performance. Those investors who 
maintain allocations to non-U.S. markets can take advantage of the benefits 
of diversification, improving fundamentals, strong growth prospects, and 
attractive valuations outside of the United States.

Diversification is the only “free lunch” in investing 
It’s human nature for investors to favor investing with companies from their own country, but 
home-country bias limits an investor’s opportunities. In today’s global economy, nearly half the 
revenues of the U.S. companies in the S&P 500 Index come from overseas, and about half the 
world’s market capitalization is from outside the United States (Exhibit 1).  

While the U.S. equity market performed well year-to-date through September 30, 2018, non-
U.S.-developed and emerging equity markets outperformed in 2017 and have been strong over 
the long run. For the 20-year period through September 2018, emerging equity markets have had 
an annualized return of 10.2%, higher than the annualized return of 7.4% for the U.S., although 
associated risk is also higher in emerging markets (Exhibit 2). 

International investments tend to react to geopolitical events and risks, along with foreign 
monetary and fiscal policies, but have historically provided considerable benefits when added to a 
U.S. portfolio. Maintaining a globally diversified portfolio can enhance performance while helping  
to manage volatility.

Exhibit 1: Country weights in MSCI All Country World Index
FMM-INVDV-FLI001_Z01
Exhibit 1: Country weights in 
MSCI All Country World Index

25%

 United States: 55%

 Japan: 8%

 United Kingdom: 5%

 China: 3%

 France: 3%

 Other: 25%

Source: MSCI, September 2018.
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The Certainty (and Uncertainty) of Taxes
Help protect your lifetime income stream from tax risk

LINCOLN INCOME SOLUTIONS

TAXES AFFECT EVERYONE
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Tax impact: identify opportunities
How taxes are affecting your clients’ retirement plans
and how you can help protect their wealth

INCOME LATER
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Fo
rm 1040 Department of the Treasury—Internal Revenue Service (99)

U.S. Individual Income Tax Return 2017 OMB No. 1545-0074 IRS Use Only—Do not write or staple in this space. 

For the year Jan. 1–Dec. 31, 2017, or other tax year beginning , 2017, ending , 20 See separate instructions.
Your first name and initial Last name Your social security number 

If a joint return, spouse’s first name and initial Last name Spouse’s social security number 

▲ Make sure the SSN(s) above 
and on line 6c are correct.

Home address (number and street). If you have a P.O. box, see instructions. Apt. no. 

City, town or post office, state, and ZIP code. If you have a foreign address, also complete spaces below (see instructions). 

Foreign country name                                        Foreign province/state/county                        Foreign postal code   

Presidential Election Campaign

Check here if you, or your spouse if filing 
jointly, want $3 to go to this fund. Checking 
a box below will not change your tax or 
refund. You Spouse

Filing Status 

Check only one 
box. 

1 Single 

2 Married filing jointly (even if only one had income) 

3 Married filing separately. Enter spouse’s SSN above 
and full name here. ▶

4 Head of household (with qualifying person). (See instructions.) 

If the qualifying person is a child but not your dependent, enter this 

child’s name here.  ▶

5 Qualifying widow(er) (see instructions)

Exemptions 6a Yourself. If someone can claim you as a dependent, do not check box 6a . . . . .

b Spouse  . . . . . . . . . . . . . . . . . . . . . . . .
}

c Dependents:  
(1)  First name                         Last name 

(2) Dependent’s 
social security number 

(3) Dependent’s  
relationship to  you 

(4)  ✓ if child under age 17 
qualifying for child tax credit  

(see instructions) 

If more than four  
dependents, see  
instructions and 
check here  ▶

d Total number of exemptions claimed . . . . . . . . . . . . . . . . .

Boxes checked 
on 6a and 6b
No. of children  
on 6c who: 
• lived with you 
• did not live with  
you due to divorce  
or separation  
(see instructions)

Dependents on 6c 
not entered above 

Add numbers on  
lines above  ▶

Income 

Attach Form(s)  
W-2 here. Also  
attach Forms  
W-2G and   
1099-R if tax  
was withheld. 

If you did not  
get a W-2,   
see instructions. 

7 Wages, salaries, tips, etc. Attach Form(s) W-2 . . . . . . . . . . . . 7 

8a Taxable interest. Attach Schedule B if required . . . . . . . . . . . . 8a 

b Tax-exempt interest. Do not include on line 8a . . . 8b 

9 a Ordinary dividends. Attach Schedule B if required . . . . . . . . . . . 9a 

b Qualified dividends . . . . . . . . . . . 9b 

10 Taxable refunds, credits, or offsets of state and local income taxes . . . . . . 10 

11 Alimony received . . . . . . . . . . . . . . . . . . . . . 11 

12 Business income or (loss). Attach Schedule C or C-EZ . . . . . . . . . . 12 

13 Capital gain or (loss). Attach Schedule D if required. If not required, check here  ▶ 13 

14 Other gains or (losses). Attach Form 4797 . . . . . . . . . . . . . . 14 

15 a IRA distributions . 15a b  Taxable amount . . . 15b 

16 a Pensions and annuities 16a b  Taxable amount . . . 16b 

17 Rental real estate, royalties, partnerships, S corporations, trusts, etc. Attach Schedule E 17 

18 Farm income or (loss). Attach Schedule F . . . . . . . . . . . . . . 18 

19 Unemployment compensation . . . . . . . . . . . . . . . . . 19 

20 a Social security benefits 20a b  Taxable amount . . . 20b 

21 Other income. List type and amount 21 
22 Combine the amounts in the far right column for lines 7 through 21. This is your total income  ▶ 22 

Adjusted  
Gross  
Income 

23 Educator expenses . . . . . . . . . . . 23 

24 Certain business expenses of reservists, performing artists, and 
fee-basis government officials. Attach Form 2106 or 2106-EZ 24 

25 Health savings account deduction. Attach Form 8889 . 25 

26 Moving expenses. Attach Form 3903 . . . . . . 26 

27 Deductible part of self-employment tax. Attach Schedule SE . 27 

28 Self-employed SEP, SIMPLE, and qualified plans . . 28 

29 Self-employed health insurance deduction . . . . 29 

30 Penalty on early withdrawal of savings . . . . . . 30 

31 a Alimony paid b  Recipient’s SSN  ▶ 31a 

32 IRA deduction . . . . . . . . . . . . . 32 

33 Student loan interest deduction . . . . . . . . 33 

34 Reserved for future use . . . . . . . . . . 34 

35 Domestic production activities deduction. Attach Form 8903 35 

36 Add lines 23 through 35 . . . . . . . . . . . . . . . . . . . 36 
37 Subtract line 36 from line 22. This is your adjusted gross income  . . . . .   ▶ 37 

For Disclosure, Privacy Act, and Paperwork Reduction Act Notice, see separate instructions. Cat. No. 11320B Form 1040 (2017) 

Lines 8a and 8b: Consider ways to defer taxes on some of the money you’re saving  
for retirement. When comparing taxable vs. tax-advantaged returns, be sure to take your 
marginal tax rate (the rate on the last dollar of income earned) into account. A higher 
marginal tax rate means more taxes, making tax-advantaged investing even more important.

Lines 9a and 13: Reduce the taxes you pay on 
dividends and capital gains from taxable mutual funds 
by moving to tax-efficient funds or holding retirement 
savings inside a qualified plan, IRA or annuity.

Lines 15b and 16b: If you do not need the income from the IRS-imposed required 
minimum distributions (RMDs), it might make sense to consider distribution planning.

Line 32: Depending on your age, income, and tax filing 
status, you may be able to take a full or partial deduction 
for contributions you make to an IRA until April 18, 2017. 
If you are over age 50, you are permitted to make an 
additional “catch-up” contribution of $1,000.

Line 20b: Are you paying taxes on Social Security benefits? 
You may be able to reposition some of your assets to help 
reduce the tax liability on your Social Security income.

1658064
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Do the math — the Rule of 72
The Rule of 72 is a simple formula used for estimating the time 
it will take an investment to double. The rule number (in this 
case, 72) is divided by an expected rate of return or growth 
rate to determine when the initial investment could double in 
value. 

72
6% (growth rate)

=
12 years 

to double

What this rule does not account for is taxes — and taxes can have a dramatic effect on the growth of an investment. Assets may 
be taxed for short- and long-term capital gains, dividends, transfers and interest earned. Now, consider the time it would take a 
taxable investment to double given different tax rates.

Number of years it could take an investment to double

Tax-deferred account
Growth rate using  

the Rule of 72

Taxable account
Growth rate adjusted to reflect  

a 22% annual tax rate

Taxable account
Growth rate adjusted to reflect  

a 35% annual tax rate

Growth Rate Your rate Years to double Your rate Years to double Your rate Years to double

2% 2% 36 1.56% 46 1.30% 54

3% 3% 24 2.34% 31 1.95% 36

4% 4% 18 3.12% 23 2.60% 28

5% 5% 14 3.90% 18 3.25% 22

6% 6% 12 4.68% 15 3.90% 19

7% 7% 10 5.46% 13 4.55% 16

8% 8% 9 6.24% 12 5.20% 14

9% 9% 8 7.02% 10 5.85% 13

10% 10% 7 7.80% 9 6.50% 12

This chart is for illustrative purposes only and is not intended to represent a particular investment.

Why tax-deferred investing matters

TAXES AFFECT EVERYONE

INCOME LATER

With big changes to income taxes in 2018, and 
uncertainty regarding future tax rates, it is essential 
to have a tax-smart investment strategy. Investors—
especially those with portfolios heavily invested in 
taxable accounts —could be losing investment earnings 
to taxes. Over time, this may significantly erode the 
portfolio’s returns. 

A tax-deferred investment vehicle can help you stay 
invested in the market while limiting your tax exposure. 
By keeping more assets invested over time, tax deferral 
helps your money work smarter for the long run. 

Insurance products issued by: 
The Lincoln National Life Insurance Company 
Lincoln Life & Annuity Company of New York

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

For broker-dealer use only.  
Not for use with the public.2196529

The Pass-in-Kind opportunity

LINCOLN VARIABLE ANNUITIES

FMM-SURV-FLI001 FMM-INVDV-FLI001 LFD-WPTX-PPT001 LFD-1040-BRC001 LFD-1040-FLI001 VA-RUL72-FLI001 VA-PASS-BRC001
Outlook on the 
Markets — Gain the 
critical market insights 
you need to better serve 
your clients.

Patience, Discipline, 
and a Long-term 
View — Show how 
diversification can 
enhance performance 
and manage volatility.

Taxes Affect Everyone —  
Client seminar that  
introduces the importance  
of tax planning and  
illustrates the power of tax 
deferral — featuring our 
tax-advantaged solutions.

Tax Impact: Identify 
Opportunities — Shows 
you how to use a client’s 
1040 to identify how 
taxes might be affecting 
their retirement plans.

1040 Overlay — Use with 
a client’s 1040 and help 
identify strategies for 
reducing tax liabilities 
and immediate tax 
savings.

Why Tax-Deferred 
Investing Matters —  
Taxes can have a 
dramatic effect on the 
growth of an investment. 
Examples show the 
power of tax deferral.

The Pass-in-Kind 
Opportunity — Learn 
how a trust can be an 
effective tool for clients 
to pass on a tax-deferred 
inheritance.

Reducing taxes through  
asset location
Have more control over your taxable gains

2035544
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Investors and advisors are beginning to realize the importance of reducing the impact of taxes 
on investments. This is in part due to the gains in the market in past years, increasing taxable 
distributions from mutual funds, and our changing tax laws. The good news is an asset location 
strategy can help reduce taxable gains.

Asset location can help 
Taxes on investments that are held within accounts like IRAs, retirement plans and variable 
annuities are deferred until the assets are withdrawn. 

One financial planning strategy called asset location involves locating assets that are generally 
tax-inefficient, (like actively managed investments with high portfolio turnover rates and bonds 
that generate monthly income) in tax-deferred accounts. Assets that are generally tax-efficient 
can then be located in taxable accounts. These include investments with low portfolio turnover, 
index and tax-managed mutual funds, and tax-advantaged investments like municipal bonds. 

Choosing the most appropriate account in which to locate assets based on tax-efficiency can help 
reduce the impact of taxes on your entire portfolio. 

However, using retirement accounts (like IRAs) for implementing an asset location strategy can 
be difficult because money can only be added to these accounts through contributions, which are 
limited by IRS rules.

Asset location strategy

RETAIL ACCOUNT

Investments with low portfolio  
turnover, index, passive, and  

tax-managed strategies

Investments with inherent tax 
advantages like municipal bonds 

IRA AND ANNUITY

Investments with active managers  
with high portfolio turnover

Investments containing taxable bonds  
that pay income regularly
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FINANCIAL SOLUTIONS

Strategic Advisory Solutions Goldman Sachs Asset Management | 1

Strategic Advisory Solutions
Portfolio Strategy

EXHIBIT 1: TAXABLE DISTRIBUTIONS HAVE BEEN ON THE RISE SINCE 2009 

.

Source: Morningstar and GSAM. As of December 2017. Chart data is from 2005 to 2017. The LHS of the chart shows the 
count of the US Large Cap Blend Universe managers in Morningstar (I share) making an annual capital gain divided by the 
total number of managers. The RHS of the chart shows the median of the annual dollar capital gains distribution of mutual fund
managers in the US Large Cap Blend Universe (I shares) divided by each manager’s respective year end Net Asset Value 
(NAV), defined as the value of a fund’s assets minus the value of its liabilities.

FOR INSTITUTIONAL OR FINANCIAL INTERMEDIARIES USE ONLY – NOT FOR USE AND/OR DISTRIBUTION TO THE GENERAL PUBLIC.
For use with the general public.
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Paying taxes on investments
Understanding the impact of sales and distributions 

Page 1 of 4

FINANCIAL SOLUTIONS

Investors pay taxes on their investments mainly as a result of two activities. The 
first is from annual taxable fund distributions, such as dividends and realized gains 
from mutual funds. The second is by selling investments, exchanging mutual fund 
shares, or rebalancing a portfolio. Each of these activities is taxable within the year 
in which the transactions occur. 

The tax impact from sales 
The sale of a fund holding has a huge impact on an investor's tax liability and the 
overall tax efficiency of a portfolio. Although most people consider themselves 
long-term investors, research shows that the average retention rate* for an equity 
fund is only 3.4 years; it’s just 3 years for a fixed income fund, and 4.6 years for an 
asset allocation fund. Over a 20-year period, an investor might sell their mutual 
fund holdings 4 or 5 times, paying capital gains taxes of up to 20% for each sale.

Average mutual fund retention rates (based on 20-year analysis)

0 years

1 years

2 years

3 years

4 years

5 years

Asset allocationFixed incomeEquity

4.60
3.063.46

* Source: DALBAR, "Quantitative Analysis of Investor Behavior," 2017. Retention rate reflects the length of time 
the average investor holds a fund if the current redemption rate persists. It is the time required to fully redeem 
the account. Retention rates are expressed in years and fractions of years.

For agent or broker use only. Not for use with the general public.

Variable annuities and mutual funds are different financial vehicles, designed for different client objectives. While they share 
several similar characteristics, they also each contain unique features, terms and conditions. For many clients, either or 
both products may be suitable choices to help them reach their financial objectives. This material is not designed to be a full 
discussion of each product, and financial professionals should carefully consider all features, benefits, risks and objectives of 
each before making a recommendation to a client.

2338667

How much could taxes reduce your 
clients’ returns?
Tax-deferred annuities can make a difference

LINCOLN VARIABLE ANNUITIES

Page 1 of 2

Clients are paying enough in taxes — but you can help them through tax deferral! 
Many mutual funds are likely to distribute capital gains this year on par with or even higher than previous years. So, before you 
recommend the purchase of a specific fund, consider its tax efficiency.  

To assist you, Lincoln can provide Morningstar Tax Cost Ratio data for the retail funds which are managed in a similar manner as the 
insurance funds offered in the Lincoln Investor Advantage® investment-only variable annuity. Below is a list of these retail equivalent  
funds with a 5-year tax cost ratio of 1.9% or higher (as of October 2018). Clients who purchased the insurance version of these funds 
through Lincoln Investor Advantage® had their taxable gains deferred.   

About Morningstar Tax Cost Ratio*
Mutual funds regularly distribute 
dividends, coupon payments, and/
or capital gains to shareholders.  
While oftentimes a meaningful part 
of the total return of a fund, these 
distributions are taxable to investors 
in the year received, even if they are 
reinvested. This can lead to unexpected 
taxes for many of your clients.

The Morningstar Tax Cost Ratio 
measures how much a fund's 
annualized return is reduced by taxes 
paid on these distributions.  Generally 
speaking, a higher tax cost ratio 
indicates that a fund is less tax-
efficient.

For example, if a fund had a 2% tax cost 
ratio over a 3-year period, investors, 
on average, lost 2% of their return 
to taxes each year. If this fund had a 
3-year annualized pre-tax return of 
10%, investors who owned the fund in 
a taxable account would net about 8% 
annually on an after-tax basis (actual 
return is 7.8% with compounding).

If all things were equal, and this same 
investor owned the fund inside of a 
tax-deferred vehicle such as Lincoln 
Investor Advantage, they would realize 
the full 10% annualized return as taxes 
have been deferred.

Insurance fund Retail Fund Managed 
in a Similar Manner

Tax Cost Ratio % 
5 Yr (Mo-End)

Retail Fund 
Ticker Symbol

Ivy VIP High Income II Ivy High Income A 3.17% WHIAX

Hartford Capital Appreciation HLS IC Hartford Capital Appreciation A 3.12 ITHAX

Delaware VIP Smid Cap Core Service Delaware Smid Cap Growth A 3.09 DFCIX

Putnam VT Global Health Care IB Putnam Global Health Care A 2.95 PHSTX

Delaware VIP REIT Svc Delaware REIT A 2.8 DPREX

Franklin Small Mid Cap Growth VIP 4 Franklin Small-Mid Cap Growth A 2.73 FRSGX

LVIP JPMorgan High Yield Service JPMorgan High Yield A 2.56 OHYAX

Invesco VI Balanced-Risk Allocation II Invesco Balanced-Risk Allc A 2.52 ABRZX

Lord Abbett Series Developing Growth VC Lord Abbett Developing Growth A 2.43 LAGWX

ALPS/Red Rocks Listed Private Eq III ALPS|Red Rocks Listed Private Equity Inv 2.4 LPEFX

Lord Abbett Series Bond-Debenture VC Lord Abbett Bond-Debenture A 2.26 LBNDX

Fidelity® VIP Mid Cap Service 2 Fidelity Advisor® Mid Cap II A 2.16 FIIAX

Virtus Newfleet Mlt-Sect Intrmdt Bd A Virtus Newfleet Multi-Sect Intrmdt Bd I 2.11 VMFIX

American Century VP Balanced II American Century Balanced I 2.06 ABINX

Ivy VIP Asset Strategy II Ivy Asset Strategy A 2.06 WASAX

American Funds IS® Growth-Income 4 American Funds Invmt Co of Amer A 2.05 AIVSX

Franklin Income VIP 4 Franklin Income A1 1.97 FKINX

AB VPS Small/Mid Cap Value B AB Discovery Value A 1.94 ABASX

Invesco VI Equity and Income II Invesco Equity and Income A 1.93 ACEIX

PIMCO VIT All Asset All Authority Adv PIMCO All Asset All Authority A 1.91 PAUAX

[SALUTATION OPTION 1]
[SALUTATION OPTION 2]
[SALUTATION OPTION 3]
[SALUTATION OPTION 4]
[SALUTATION OPTION 5]
[TOPIC 1 - Volatility Clients Calling ]
[SUBJECT 1 - Clients calling today? Have this answer ready. ]

With market headlines like we’re seeing, clients are probably calling you for answers.

You know that volatility is normal, and history shows that given enough time, your clients’ portfolios can weather the storm.

But what about clients whose portfolios don’t have enough time to bounce back?

Annuities offer protected income that stands the test of time, through all of the market's ups and downs. See our talking points for reassuring clients today.
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Stock market downturns:  
Helping clients cope with volatility

Page 1 of 2

Emphasize a historical perspective  
Market cycles are part of investing, and it’s normal for investors to be anxious if the market  
dips. But some measure of comfort can be taken from a historical perspective. Over time,  
the long-term trend of the market has been up. 

The graph below illustrates the growth of $1 invested in the stock market at the beginning of 1970 
and the four major market declines that have occurred subsequently, including the banking and 
credit crisis of 2008. 

Investors tend to look at market downturns in isolation. When viewed in isolation on the lower 
tier graphs, each decline appears severe. However, showing your clients a historical perspective 
allows them to look at the big picture, where every crisis has been eclipsed by periods of growth. 
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Compound annual return 10.3%
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Source: Morningstar.com 1/1/2017

Returns and principal invested in stocks are not 
guaranteed.  

About the data
Stocks are represented by the Ibbotson® Large 
Company Stock Index. An investment cannot 
be made directly in an index. Four market 
crises defined as a drop of 25% or more in the 
index. Return represented by the compound 
annual return. 

Crisis and long-term 
performance
Market declines in 
historical context,  
Jan 1970–Dec 2016

Maintain regular contact with your clients   
Despite knowing the history of market declines, many investors are still uncomfortable with 
volatility, especially when they are approaching or in retirement. This is when you can play a 
pivotal role in helping your clients avoid making rash decisions and keep them from straying 
from their long-term investment strategy. Offer a portfolio review, help them evaluate their 
needs, determine if their portfolio is properly diversified, and assess if their asset allocation  
is in line with their risk tolerance.    

LINCOLN VARIABLE ANNUITIES

For use with the general public.

 Source: Morningstar, 12/31/18. The S&P 500® Index measures the performance of 500 widely held, mostly large-cap common stocks weighted by market value. 

 Investors cannot invest directly in an index. Index returns do not reflect any fees, expenses or sales charges. Past performance is no guarantee of future results.
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It pays to stay invested through market ups and downs

S&P 500® Index calendar year returns and intra-year declines: 1980 – 2018
Performance is based on price return excluding dividends. Intra-year declines refer to the largest index drop during the year.

Stock market ups and downs 
can be unsettling. But volatility 
is normal and could even benefit 
you down the road. While past 
performance doesn’t mean the 
same will happen in the future, 
history shows us that staying 
invested can have benefits. 

• Investors who trying to time the 
market or let emotions control 
their investing may miss out on 
strong positive returns.

• Over time a long-term investing 
strategy can pay-off, with most 
years returning positive returns.

• Even good years have bad days. 
Weathering the downturns puts 
you in position to take advantage 
of potential rebounds

Stay the course

• Investors who try to time the 
market or let emotions inform 
their investing may miss out on 
strong positive returns.

• Over time, long-term investing 
can pay off, with most years 
returning positive returns.

• Even good years have bad days. 
By staying invested, you'll be 
in position to take advantage of 
potential rebounds.

• The S&P 500 has been down 
more than 10% fourteen times 
since 1980, more than 20% only 
four times, and down more than 
30% only twice.

• Investors who want to add 
a level of protection to their 
portfolio may want to consider 
an annuity that provides access 
to market gains while reducing 
some of the downside risk.

Stock market ups and downs can be unsettling. But volatility is normal and could even benefit you down the road. While past 
performance doesn't mean the same will happen in the future, history shows us that staying invested can have benefits. 
Your advisor can help you look beyond volatility and stay focused on your financial goals.

A variable annuity is a long-term investment product that offers tax-deferred growth, access to leading investment managers, 
and a lifetime income stream. To decide if a variable annuity is right for you, consider that its value will fluctuate; it is 
subject to investment risk and possible loss of principal; and there are costs associated such as mortality and expenses, 
administrative and advisory fees. All guarantees, including those for optional features, are subject to the claims-paying ability 
of the issuer. Limitations and conditions apply.
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FMM-AL-FLI001 INV-GSAM-FLI001 FMM-TAXC-FLI001 FMM-TAXDI-FLI001 LFD-VOLEM-EML001 VA-VOLA-FLI001 VA-STAY-FLI001
Reducing Taxes 
through Asset 
Allocation — Review 
how an asset location 
strategy may help 
reduce taxable gains.

Goldman Sachs Asset 
Location — What is 
asset location? Read  
to find out.

The Real Cost of 
Taxes on Your Mutual 
Funds — Understanding 
the impact of sales and 
distributions.

Tax Cost Ratio Flier —  
How much could taxes 
reduce your clients’ 
returns?

Volatility OSE —  
Outlook-style email for 
financial professionals 
worried about the 
volatile market.

Helping Clients Cope 
with Volatility — 
Adding annuities to a 
diversified, long-term 
investment strategy can 
help balance portfolios 
against the impact of 
market volatility.

Staying invested in 
uncertain markets — 
Volatility is part of the 
market cycle. See why 
staying the course 
matters.

Resources: Navigating the markets

NEW NEW
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Income Solutions
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Many clients approaching retirement want to protect their assets, but they need to stay invested to keep their retirement income goals on track. Help advisors talk to 
them about finding the balance that’s right for them.

For use with the general public.

Insurance products issued by: 
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value

Not insured by any federal government agency

Not guaranteed by any bank or savings association

Bringing protection and growth into balance
Lincoln Level Advantage® indexed variable annuity

1973931

Client Guide

LINCOLN VARIABLE ANNUITIES
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Lincoln Level Advantage® indexed variable annuity 

What happens during an indexed term?

LINCOLN VARIABLE ANNUITIES
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With Lincoln Level Advantage indexed variable annuity, you can find the balance that’s right for you. 

I’ve invested, now what?
With Lincoln Level Advantage, your indexed account performance is based on the percentage 
change in the index value from the beginning of the term to the end of the term. Adjustments are 
made for the level of protection you’ve selected for the downside or the performance cap rate for 
the upside.

Before your term ends, you can track the current percentage change in the index value by logging 
in to your online account. This helps you see how the level of protection may safeguard your 
portfolio from index losses and how any growth from the index would give you upside potential for 
your savings. 

To see how your account is progressing, log in to your account at LincolnFinancial.com. Below are 
examples of what you may see as index values move during the term.1

If performance isn’t determined until the end of the term, why is my account  
value moving up or down?
While you may plan to stay allocated to the indexed account until the end of the term, you have 
access to take a withdrawal or transfer out of the indexed segment before the end of the term.2 
Because you have this ability, Lincoln calculates a daily value for each of your indexed segments to 
determine your total accessible account value.

This daily value is referred to as the interim value. It is the fair value of the underlying investments 
that support each indexed segment and is intended to match Lincoln’s assets that support the 
downside protection and upside potential of each indexed segment you’re allocated to. The value 
will move up or down as market conditions change throughout the term and as a result, the 
interim value may not align with the index performance during the term. 

It’s important to remember that the interim value is irrelevant if you hold the indexed account until 
the end of the term. It is only relevant if the account value is accessed for a withdrawal or transfer 
before the end of a term.2

Index term 
begin date

Beginning  
index value

Current  
index value

% change in  
the index value

Level of 
protection

Performance 
cap rate

Index term  
end date

05/21/2019 2,705.27 2,407.69 -11.00% 10% 12% 05/21/2020

05/21/2019 1,110.23 1,219.50 9.48% 10% 12% 05/21/2020

1 For annual lock indexed segments the dates and values will be for the current year of the term. 
2 The interim value applies if a death benefit is paid or if you annuitize during a term.

For use with the general public.

Insurance products issued by: 
The Lincoln National Life Insurance Company 
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Index Options

Lincoln Level Advantage®  

indexed variable annuity 
Lincoln Level Advantage can be customized to fit a broad range of investment objectives 
and investing styles, so you and your advisor can choose how to allocate your investment 
to find the right balance for you in a single diversified strategy.

Index options

S&P 500 Index®

Tracks the performance 
of 500 large U.S. 
companies and is well-
recognized within the 
consumer marketplace.

MSCI EAFE Index
Follows the performance 
of international stocks in 
developed markets outside 
the U.S. and is a reputable 
international index in the 
marketplace.

 Russell 2000® Index
Measures the performance 
of 2,000 small U.S. 
companies and is well-
recognized within the 
consumer marketplace. 

Proprietary index option

First Trust Capital Strength Index 
Measures 50 well-capitalized companies with strong market positions designed to provide  
a greater degree of stability and performance over time.

Lincoln Level Advantage® is an indexed 
variable annuity. Annuities are 
long-term investment products that 
offer tax-deferred growth, access 
to a lifetime income stream, and 
death benefit protection. To decide 
if Lincoln Level Advantage is right 
for you, consider that its value will 
fluctuate; it is subject to investment 
risk and possible loss of principal; 
and there are costs associated with 
the variable investment options such 
as product charges. All guarantees, 
including those for optional features, 
and all amounts invested into the 
indexed accounts are subject to the 
claims-paying ability of the issuer. 
Limitations and conditions apply.

What is the Capital Strength Index?
First Trust’s proprietary strategy is used to select the 50 least volatile U.S. large-cap 
stocks with significant liquidity reserves, low financial leverage, high return on equity, 
and lower volatility. Individual stocks are equally weighted at each rebalance, and there 
is a maximum exposure of 30% for each industry. 

In designing Lincoln Level Advantage®, Lincoln looked to indices representing a wide 
spectrum of investment objectives and strategies. Along with the three well known 
market indices, Lincoln partnered with First Trust to offer the NASDAQ Capital 
Strength NF Index, helping to provide additional flexibility and diversification to clients.

LINCOLN VARIABLE ANNUITIES

Page 1 of 4

A consistent approach
Creating confidence through consistency with Lincoln Level Advantage®

Since the launch of Lincoln Level Advantage® indexed variable annuity, we’ve experienced 
a sustained low rate environment. Yet we try to keep performance cap rates steady. 
Give your clients opportunities to grow their savings with a level of protection during 
downturns, all while knowing you’re working with a consistent and dependable provider.  

5/21/2018 Lincoln enters the indexed variable annuity market 
with the launch of Lincoln Level Advantage

3.06%

9/15/2018 Capital Strength IndexSM, with the 6-year term and 20% 
protection, is added to Lincoln Level Advantage

2.99%

1/15/2019 Lincoln changes rates for the first time seven months 
after launch, a rate increase   

2.72%

1/17/2019 Sales reach $1 billion, making Lincoln Level Advantage 
our most successful product launch

2.75%

6/1/2019 Lincoln’s first rate decrease occurs more than one year 
post-launch

2.14%

6/15/2019 Lincoln introduces uncapped rates to our 6-year term 
option*

2.09%

6/24/2019 Lincoln Level Advantage sales continue to climb, 
reaching over $2 billion 

2.02%

6/30/2019
Indexed variable annuity industry crossed $7.6B 
in sales for 1H2019, with projected year-end sales 
expected to pass $15B — a 34% increase YOY†  

2.00%

7/22/2019 Lincoln Level Advantage is recognized in Barron’s “The 
Top 100 Annuities”

2.05%

7/31/2019 Federal Reserve cuts rates for the first time since 
2008

2.02%

9/25/2019 Lincoln receives the Best Variable Index Annuity 
Carrier Award by Structured Retail Products

1.73%

Data as of September 30, 2019.  
Treasury rates can be found at https://www.treasury.gov/resource-center/data-chart-
center/interest-rates/pages/TextView.aspx?data=yieldYear&year=2019.

10-year 
Treasury rate

* Uncapped rates were added to our 6-year terms with a 10% level of protection. An “uncapped” rate is reflected 
on confirmations and quarterly statements as a cap of 999%.

 † LIMRA

For broker-dealer use only. Not for use with the public.2778327 1

HISTORY OF  
RATE CHANGES

Lincoln Level Advantage 
rates have changed only 
five times out of a possible 
seventy opportunities.

7%

Current cap rates 
and renewal rates 
are available at  
www.LFG.com/
LevelAdvantage. 

Variable Annuities

 

  
For use with the general public.
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You can’t predict the market — not even professionals know what the market will do next. But, historical patterns may be  
indicators of market volatility. If you're close to retirement or worried about market downturns, it may be time to think about  
adding some safeguards to your portfolio. Lincoln Level Advantage offers four distinct indices and levels of protection to help  
guard against downturns.

Historical index returns: January 1988–January 20181

This table shows how frequently gains and losses occurred during 6- and 1-year time periods on a rolling monthly basis (Jan–Jan) based 
on historical index price returns. With Lincoln Level Advantage, you have a level of protection (the amount of loss that Lincoln absorbs). 
Protection levels that vary based on the index and term selected are subject to change and may not be available with every option. You 
can select a protection level of 10% on all term options and indexed accounts, 20% (6-year S&P 500, Russell 2000 and Capital Strength), 
30% (6-year S&P 500 and Russell 2000), and 100% (1-year S&P 500). The protection level remains the same for the term. Ex., if you 
select a 10% level of protection and the given index declines by 9% during that period, then you would not experience a loss. If the index 
declines by 13%, you would experience only a 3% loss. 

S&P 500® Russell 2000® MSCI EAFE Capital StrengthSM

 6-year 1-year 6-year 1-year 6-year 1-year 1-year
Average return 64.2% 9.3% 64.3% 10.0% 23.0% 4.5% 10.7%
Number of gains 245 278 287 255 224 217 43
Number of losses 44 71 2 94 65 132 3
Loss < or = 10% 31 27 2 45 22 57 3
Loss between 10%–20% 13 21 0 26 21 48 0
Loss between 20%–30% 0 15 0 16 22 16 0
Loss > or = 30% 0 8 0 7 0 11 0
Times loss occurred 15.2% 20.3% 0.7% 26.9% 22.5% 37.8% 6.5%
Times loss exceeded the 
highest level of protection2

0.0% 12.6% 0.0% 14.0% 14.9% 21.5% 0.0%

All periods mentioned above are rolling monthly periods. Past performance is not a guarantee of future results. For illustrative purposes only. This data does not represent the 
performance of any specific investment. Indexed accounts are tied to market performance, but they are not actual investments in the stock market. You cannot invest directly in  
an index. Please see the prospectus for details. 
 

S&P 500® Index Russell 2000® Index MSCI EAFE Index Capital Strength 
IndexSM

Over a 30-
year period, 
the 6-year 
term never 
experienced 
loss exceeding 
a 30% level of 
protection.

Over a 30-year 
period, the 
1-year term 
experienced loss 
that exceeds 
a 10% level of 
protection 12.6% 
of the time.

Over a 30-
year period, 
the 6-year 
term never 
experienced 
loss exceeding 
a 30% level of 
protection.

Over a 30-year 
period, the 
1-year term 
experienced loss 
that exceeds 
a 10% level of 
protection 14%  
of the time.

Over a 30-year 
period, the 
6-year term 
experienced loss 
that exceeds 
a 10% level of 
protection 14.9% 
of the time.

Over a 30-year 
period, the 
1-year term 
experienced loss 
that exceeds 
a 10% level of 
protection 21.5% 
of the time.

Since the 2013 
index inception,  
the 1-year term 
never experienced 
loss exceeding 
a 10% level of 
protection.

Lincoln Level Advantage® is an indexed variable annuity. Annuities are long-term investment products that offer tax-deferred growth, 
access to a lifetime income stream, and death benefit protection. To decide if Lincoln Level Advantage® is right for you, consider that 
its value will fluctuate; it is subject to investment risk and possible loss of principal; and there are costs associated with the variable 
investment options such as product charges. All guarantees, including those for optional features, and all amounts invested into the 
indexed accounts are subject to the claims-paying ability of the issuer. Limitations and conditions apply.

1 The Capital Strength IndexSM only tracks historical returns back to 2013, its inception date.
2 For the 6-year terms, the 30% level of protection is used for S&P 500® and Russell 2000®; the 20% level of protection is used for the S&P 500®, Russell 2000®, and Capital Strength; 
for MSCI EAFE, the 10% level of protection is used. There is a 100% protection level option with the S&P 500 index 1-year term if you would like full principal protection.

Lincoln Level Advantage® indexed variable annuity

A look back at market index movements

LINCOLN VARIABLE ANNUITIES

For use with the general public.

Insurance products issued by: 
The Lincoln National Life Insurance Company 
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Many consumers prefer a simple approach to maintaining a balanced portfolio. With Lincoln Level 
Advantage, money they've allocated to an indexed account allows clients to keep any growth, up 
to a performance cap, and have a level of protection to help guard against market losses.

Why a 6-year term option might be right for you?

You're nearing retirement, 
but don't expect to need this 

money for six years

Your priority is  
shifting toward protecting  

your money

You still want  
opportunities to continue 

growing your money 

For a 6-year term, interest is credited at the end of the term. Interest credited is determined by 
the percentage change in the index value from the start to end date as adjusted by the level of 
protection or the performance cap.
Below is a hypothetical example of how a 6-year term works.  In this case, your performance was 
the same as the index.

 Example is for illustrative purposes only. The example assumes the hypothetical performance cap for the 6-year term is 80% and the 
protection level (the amount of market loss Lincoln will absorb) is 20%. A new cap is declared for each additional term. In the event of 
market growth, the value will grow up to the cap at a rate based on the market index chosen. If the negative return is in excess of the 
protection level, there is a risk of loss of principal. Performance cap rates are declared weekly and will vary based on the index, term, 
protection level, and optional death benefit selected.

 Indexed accounts are tied to market performance but are not actual investments in the stock market. You cannot invest directly in an index. 

Withdrawals and transfers will adversely impact the value of the indexed segment. See prospectus for details.

Lincoln Level Advantage® is an indexed variable annuity. Annuities are long-term investment 
products that offer tax-deferred growth, access to a lifetime income stream, and death benefit 
protection. To decide if Lincoln Level Advantage® is right for you, consider that its value will 
fluctuate; it is subject to investment risk and possible loss of principal; and there are costs 
associated with the variable investment options such as product charges. All guarantees, including 
those for optional features, and all amounts invested into the indexed accounts are subject to the 
claims-paying ability of the issuer. Limitations and conditions apply.
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End of year 6
20% Level of protection

$175,000

80% Performance cap

Initial investment

S&P 500® Price Return index performance
Lincoln Level Advantage (LLA)

Index return 75% LLA return 75%

Initial investment $100,000

Indexed account S&P 500® 

Term 6-year

Level of protection 20%

Performance cap 80%

Ending balance $175,000

Performance cap rates  
are available prior to 
purchase and renewal. 
See www.LFG.com/
LevelAdvantage for  
current rates.
Knowing you have a plan 
that includes a level of 
protection from market 
losses and opportunities 
for growth can help you 
feel more confident about 
your retirement income 
plan. Ask your advisor if 
Lincoln Level Advantage®  
is right for you.

Lincoln Level Advantage® indexed variable annuity

6-year term option at-a-glance 
Downside protection with growth potential

LINCOLN VARIABLE ANNUITIES

VA-LEVEL-BRC001 VA-LLAIV-FLI001 VA-FTCS-FLI001 VA-LLATL-FLI001 www.LFD.com VA-LVHIS-FLI001 VA-LVL6-FLI001
Bringing Protection and 
Growth Into Balance —  
Learn about Lincoln 
Level Advantage®, 
Lincoln’s first indexed 
variable annuity.

Interim value flier —  
Help existing clients 
understand what 
happens during their 
indexed term.

LLA index options —  
Learn more about 
the First Trust Capital 
Strength Index, Lincoln's 
proprietary index option.

LLA Timeline Flier—
Illustrate the strength 
and consistency of LLA 
with this flier, which 
illustrates a timeline of 
milestones, consistent 
rates and product 
successes since launch. 

Indexed Annuity 
Comparison Tool —  
Advisors can now access 
this calculator on  
LFD.com to run 
performance 
comparisons between an 
IVA versus a traditional 
managed money portfolio 
of stocks and bonds.

History of rates —  
See the historical 
performance of the 
markets and how a level 
of protection could serve 
your clients in times of 
uncertainty.

6-year term flier —  
Demonstrates how a 
6-year term option with 
Lincoln Level Advantage 
works.

Insurance products issued by:  
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

For use with the general public.2177454

Client Guide

Planning for tomorrow starts today
Strategies for protected income in retirement

LINCOLN ANNUITIES

For use with the general public.

Insurance products issued by: 
The Lincoln National Life Insurance Company 
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For consumers, investing often feels complex. Many prefer a simple approach to maintaining a 
balanced portfolio. With Lincoln Level Advantage, money allocated to an indexed account allows 
clients to keep any growth, up to a performance cap, and have a level of protection to help guard 
against market losses.

Below is a hypothetical example of how a six-year annual lock term works. In this example the 
indexed interest is determined and locked in each year over a six-year period. The interest is 
credited to the Lincoln Level Advantage account at the end of the six-year term. 

Lincoln Level Advantage® is an indexed variable annuity. Annuities are long-term investment 
products that offer tax-deferred growth, access to a lifetime income stream, and death benefit 
protection. To decide if Lincoln Level Advantage® is right for you, consider that its value will 
fluctuate; it is subject to investment risk and possible loss of principal; and there are costs 
associated with the variable investment options such as product charges. All guarantees, 
including those for optional features, and all amounts invested into the indexed accounts are 
subject to the claims-paying ability of the issuer. Limitations and conditions apply.
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Hypothetical index performance Lincoln Level Advantage (LLA) Current year index gain or loss
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Hypothetical index performance Lincoln Level Advantage (LLA) Current year index gain or loss

 Example is for illustrative purposes only. The example assumes the hypothetical performance cap for the 6-year annual lock term is 10% 
and the protection level (the amount of market loss Lincoln will absorb) is 10%. A new cap is declared for each additional term. In the 
event of market growth, the value will grow up to the cap at a rate based on the market index chosen. If the negative return is in excess of 
the protection level, there is a risk of loss of principal. Performance cap rates are declared weekly and will vary based on the index, term, 
protection level, and optional death benefit selected.

 Indexed accounts are tied to market performance but are not actual investments in the stock market. You cannot invest directly in an index. 

Withdrawals and transfers will adversely impact the value of the indexed segment. See prospectus for details.

Index return 12% -5% 10% -12% 12% 11%
LLA return 10% 0% 10% -2% 10% 10%

Initial investment $100,000

Indexed account 6-year  
annual lock

Level of protection 10%

Performance cap 
(applies each year) 10%

The LLA difference $15,482

Performance cap rates  
are available prior to 
purchase and renewal.  
See www.LFG.com  
for current rates.
Knowing you have a plan 
that includes a level of 
protection from market 
losses and opportunities 
for growth can help you 
feel more confident about 
your retirement income 
plan. Ask your advisor if 
Lincoln Level Advantage  
is right for you.

Lincoln Level Advantage® indexed variable annuity

6-year annual lock in action 
Growth potential with downside protection

LINCOLN VARIABLE ANNUITIES

Insurance products issued by: 
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

LINCOLN ANNUITIES

2367922

Funding your future
Lincoln Covered Choice ® 5 fixed indexed annuity

Client Guide

Lincoln Covered Choice® 5

FIXED INDEXED ANNUITIES

Insurance products issued by: 
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

For use with the general public.2657926

Client Guide

Lincoln OptiBlend ® 
fixed indexed annuity 

Plan to live your dream 
Capturing growth with downside protection 

FIXED INDEXED ANNUITIES

Lincoln Set 5®

Client Guide

Insurance products issued by: 
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

INCOME SOLUTIONS

Funding your future
Lincoln Set 5 ® fixed indexed annuity

FIXED INDEXED ANNUITIES

2448540

Dividends may help boost returns 
in your portfolio
Especially in today’s interest rate environment 

Fidelity knows that your retirement income plan could potentially benefit from a strategy 
that’s focused on dividends. That’s why they built the Fidelity AIM Dividend Index with a 
core focus on dividends. A Lincoln fixed indexed annuity offers the 1 Year Fidelity AIM 
Dividend Participation account, which is tied to the Index’s performance.  

To highlight the power of dividends, let’s look at an index with a long history that most 
investors know— the S&P 500 Index. We’ll compare two scenarios to see how dividends 
have contributed to total returns during past market cycles.

2772963

Insurance products issued by:
The Lincoln National Life Insurance Company
For use with the general public.

So how can you benefit from current market conditions?
When you look at the similarities between past and present, it’s clear that a strategy focused 
on dividends may boost returns during periods of market uncertainty. Utilize the 1 Year 
Fidelity AIM Dividend Participation account for a strategy that relies heavily on dividends 
and provides downside protection. 

1 Percentages and statistics from Fidelity Investments and Morningstar, as of 12/31/18.
2 www.multpl.com/10-year-treasury-rate/table/by-year.

Over the last 30 years, 
dividends made up over  

half of the returns of 
the S&P 500 Index.1

50%

The impact of dividends

#1 Scenario #2 Scenario

Returns during low interest  
rate environments   

Returns after a bull market   

Past performance 1

The 10-year Treasury stayed below 4%  
for 34 years, including all of the 1930s.2

The years during the 2000s followed  
an extended bull market run.

1930s: The average return of the S&P 500 
Index was –0.1%, but dividends had a 
5.4% average return.

2000s: The average return of the S&P  
500 Index was –0.9%, but dividends  
had a 1.8% average return.

Present situation

The 10-year Treasury has been below  
4% for 11 straight years.2

We are currently in the longest bull  
market run in history, and no one can 
predict when that will end.

For illustrative purposes only. Does not represent an actual investment. Past performance is no guarantee  
of future results.

1

Fixed Indexed Annuities
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The power of protection
Capture growth opportunities and protect against market losses

Power of protection Growth potential No recovery needed

Index percentage change is negative for 
specified indexed account term.

Index percentage change is positive for 
specified indexed account term.

There is no need to recover
from negative returns.

 � The indexed account is credited 0%
 � Principal is protected
 � Previous gains are protected

 � Money in the indexed account is 
credited up to the 5% cap 

 � Principal is protected
 � Previous gains are protected

 � Indexed accounts are not impacted by  
a negative index percentage change

 � You never have to recover from losses

When the S&P 500 fell more than 21% 
from 2002 to 2003:
 � The indexed account was credited 0%
 � The account value and interest earned 

in prior years were protected

When the S&P 500 was up more than 
11.5% from 2006 to 2007:
 � The indexed account was credited 5%

Even though the S&P 500 fell more than 
35% from 2008 to 2009:
 � The indexed account was credited 0%
 � There were no losses to recover from 
 � Previous earnings and account value  

were protected

As you approach retirement, you want to protect your savings from market losses. With a 
Lincoln fixed indexed annuity, you can stop worrying about changes in the market and focus 
on growth opportunities. With the indexed accounts available in a Lincoln fixed indexed 
annuity, your accounts will never be credited less than 0% – even in a down market. 

Take a look at the chart below, which compares the performance of the 1 Year S&P 500 Cap 
indexed account with the S&P 500 Index. Assumptions include $100,000 premium and an 
indexed interest cap of 5%. See the power of protection in action! 

 Data source: Yahoo! Finance, historical prices accessed February 14, 2019. The S&P 500 Index results are actual performance for the full period, without 
dividends. It is not possible to invest directly in an index. Past performance is not indicative of nor does it guarantee future performance.

1The actual rate will be determined at contract issue, and is declared annually by the issuing company at its discretion. Subsequent interest rates may be higher or 
lower than the initial one and may be different from those used for new contracts.

$105,000

$74,019

$130,381

$75,873
S&P 500 Index

1 Year S&P 500 Cap 
with a 5% cap rate1

$115,349

2773580

Insurance products issued by:
The Lincoln National Life Insurance Company
For use with the general public. 1

Fixed Indexed Annuities

VA-4TLLA-BRC002 VA-LVLOC-FLI001 FA-CC5-BRC002 FA-OB-BRC001 FA-S5-BRC001 FA-DIV-FLI001 FA-ZERO-FLI002
Client Guide with LLA —  
Set up the opportunity 
and need for protected 
income with case studies 
leading to Lincoln 
solutions.

6-year annual lock 
flier — Demonstrates 
how the 6-year annual 
lock term works.

Funding your future —  
See Lincoln Covered 
Choice® 5 in action.

Plan to live your 
dream — See how 
Lincoln OptiBlend® can 
help clients capture 
growth with downside 
protection.

Funding your future — 
See how Lincoln Set 5® 
can help clients fund 
their future.

Dividends may 
help boost returns 
— Demonstrates 
how dividends have 
contributed to total 
returns during past 
market cycles. 

The power of 
protection — With 
the indexed accounts 
available in a Lincoln 
fixed indexed annuity, 
clients’ accounts will 
never be credited less 
than 0% — even in a 
down market.

Resources: Lincoln solutions for Savers

NEW

9Annuities trimester 1 playbook 2020

Income Solutions

https://fulfillment.lfg.com/servepdf.aspx?sku=VA-LEVEL-BRC001
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-LLAIV-FLI001
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-FTCS-FLI001
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-LLATL-FLI001
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-LVHIS-FLI001
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Advisors should be talking to their clients near or in retirement about diversifying their retirement portfolio by allocating a portion of their assets to generate protected 
lifetime income. Help them have the conversation with these resources.

American Legacy® is a 
suite of variable annuities 
with investment options 
from American Funds® 
and Lincoln Variable 
Insurance Products Trust.

Insurance products 
issued by: 
The Lincoln National Life 
Insurance Company

Lincoln Life & Annuity 
Company of New York

Not a deposit
Not FDIC-insured
Not insured 
by any federal 
government 
agency
Not guaranteed 
by any bank 
or savings 
association
May go down in 
value

For use with the general public.

Your retirement  
income made simple

American Legacy® Target Date Income  
Client Guide

2729465

© Capital Group. All rights reserved. 
LCN-2860866-120619

Plan your journey 
to retirement

Insurance products issued by:
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York

For use with the general public.

American Legacy® is a suite of variable 
annuities with investment options from 
American Funds® and Lincoln Variable 
Insurance Products Trust.

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings associationLCN-2860866-120619

B-Share—Fact Sheet

Insurance products issued by:
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York
For use with the general public.

American Legacy® Target Date  
Income variable annuity

Understanding your annuity and its costs
Reliable lifetime income can play a valuable role in your 
retirement plan. A variable annuity is designed to help you save 
for retirement over the long term. It offers a choice of underlying 
investment options, features and benefits that can help protect 
your investment, income and legacy. 

At Lincoln, we believe you should know exactly what you pay so 
there are no unexplained or unexpected costs.

Variable annuity charge: 1.10% (includes the Guarantee of 
Principal Death Benefit)

Early withdrawal charge: This applies if you take out more than 
10% of your total investment or your account value, whichever is 
greater. You have full access after five years.

Completed years 1 2 3 4 5

Withdrawal charge 7% 6% 5% 4% 3%

Annual contract fee: $35, if your account value is less than 
$100,000

Investment options     Expenses1

American Funds IS 2010 Target Date Fund 0.86% 
American Funds IS 2015 Target Date Fund 0.86% 
American Funds IS 2020 Target Date Fund 0.86% 
American Funds IS 2025 Target Date Fund 0.88% 
American Funds IS 2030 Target Date Fund 0.90% 
American Funds IS 2035 Target Date Fund 0.92%

You should carefully consider the target date fund you select. 
Generally, investors choose a fund with the target year closest 
to the date they plan to retire. For example, a 45-year-old 
who plans to retire at age 65 might choose a target date fund 
with a date close to 20 years in the future. In order to provide 
protected lifetime income benefits, Lincoln may limit access to 
some funds that investors normally may have selected to match 
their retirement date.

Additional information
Maximum issue age: 85
Minimum investment: $25,000; $100 for every additional 
payment

Your option for protected growth  
and protected lifetime income2

Target Date Income Benefit3  
Guaranteed income growth while saving, with our highest 
amount of level protected lifetime income.

Single life: 1.10% | Joint life: 1.35%

With this benefit, the account value is allocated to the Target 
Date Fund based on the oldest life's year of birth:

Year of birth (2020 age) Target Date Fund

1968 — 1972 (48 – 52) 2025

1963 — 1967 (53 – 57) 2020

1958 — 1962 (58 – 62) 2015

Prior to 1958 (63+) 2010

Your options for beneficiary protection
Guarantee of Principal Death Benefit4 
Your loved ones receive your account value or total investment, 
whichever is greater.

Account Value Death Benefit  
Your loved ones will receive your account value.  
The variable annuity charge is reduced 0.20%.

How often do you want your retirement  
income checks? 
Twice a month5 
Every month 
Once a quarter 
Twice a year 
Once a year

Strategies to help you manage  
your investment 
Dollar cost averaging6 
Nonspousal continuation 
Nursing home waiver

Simplify your retirement income with a powerful combination of target date investing 
and protected lifetime payments. 

2825836

American Legacy® Target Date Income 

Insurance products issued by:
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York
For use with the general public.

The power of protected lifetime income

Variable annuities are long-term 
investment products that offer a 
lifetime income stream, access 
to leading investment managers, 
options for guaranteed growth and 
income (available for an additional 
charge), and death benefit 
protection. To decide if a variable 
annuity is right for you, consider that 
its value will fluctuate; it’s subject 
to investment risk and possible 
loss of principal; and there are 
costs associated such as mortality 
and expense, administrative and 
advisory fees. All guarantees, 
including those for optional features, 
are subject to the claims-paying 
ability of the issuer.

See how 5.7% protected income works as part of an overall strategy

Meet Kevin, age 65
Kevin is retiring soon. He wants to be confident he has enough to support his lifestyle  
in retirement.

Situation: Kevin’s financial professional cautions him that his income could be more 
sensitive to market fluctuations if he relies on his portfolio for more than 50% of his 
retirement income. Also, a higher withdrawal rate could put him at risk of running  
out of money. 

Solution: His financial professional shows him how using a portion of his portfolio to 
purchase protected lifetime income helps to reduce stress on his overall plan. 

Kevin’s numbers

What he expects to spend each year $50,000
Sources of annual protected income
 Social Security $20,000
 Pension $0
Annual income gap $30,000

See the difference
Without  
protected income 

With  
protected income

Investment portfolio $750,000 $500,000

American Legacy Target Date  
Income variable annuity — $250,000

Social Security $20,000 $20,000

5.7% Protected Annual Income — $14,250

Total protected lifetime income $20,000 $34,250

Portfolio withdrawals $30,000 $15,750

Kevin’s results
Portfolio withdrawal rate 4% 3.1%

Protected lifetime income % 40% 69%

Portfolio reliance rate 60% 32%

“ I like to keep 
things simple.” 

Working with his financial professional, Kevin will get more protected lifetime income when 
he adds American Legacy Target Date Income to his overall strategy. By doing this, he will rely 
less on his other investments to support his income needs and improve his withdrawal rate.

2879259

Variable annuities are long-term investment products that offer a lifetime income stream, access to leading investment managers, options for 
guaranteed growth and income (available for an additional charge), and death benefit protection. To decide if a variable annuity is right for you, 
consider that its value will fluctuate; it’s subject to investment risk and possible loss of principal; and there are costs associated such as mortality and 
expense, administrative and advisory fees. All guarantees, including those for optional features, are subject to the claims-paying ability of the issuer. 
The Target Date Income Benefit is available for an additional annual charge of 1.10%, or 1.35% for joint coverage, above standard contract 
expenses (maximum annual charge of 2.25% single and 2.45% joint). As your Protected Income Base increases, your cost will increase 
proportionately. The Protected Income Base is not a cash or surrender value, nor is it available as a lump sum. Withdrawals in excess of the 
allowable amount will adversely impact lifetime income amounts. Investment requirements apply. For some firms, this rider is required when 
purchasing the annuity contract.

American Legacy® Target Date Income
variable annuity 

Insurance products issued by:
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York
For use with the general public.

American Legacy® Target Date Income
Protected Annual Income payout percentages

With the Target Date Income Benefit, your protected lifetime income is based on your age when you purchase the benefit. 

Age Single life Joint life 
(based on youngest life)

48 3.40% 2.90%

49 3.50% 3.00%

50 3.60% 3.10%

51 3.70% 3.20%

52 3.75% 3.25%

53 3.90% 3.40%

54 4.00% 3.50%

55 4.15% 3.65%

56 4.30% 3.80%

57 4.40% 3.90%

58 4.60% 4.10%

59 4.75% 4.25%

60 5.00% 4.50%

61 5.10% 4.60%

62 5.15% 4.65%

63 5.35% 4.85%

64 5.50% 5.00%

65 5.70% 5.20%

66 5.75% 5.25%

67 5.75% 5.25%

Age Single life Joint life 
(based on youngest life)

68 5.80% 5.30%

69 5.85% 5.35%

70 5.90% 5.40%

71 5.95% 5.45%

72 6.00% 5.50%

73 6.05% 5.55%

74 6.10% 5.60%

75 6.15% 5.65%

76 6.20% 5.70%

77 6.25% 5.75%

78 6.30% 5.80%

79 6.35% 5.85%

80 6.40% 5.90%

81 6.45% 5.95%

82 6.50% 6.00%

83 6.60% 6.10%

84 6.70% 6.20%

85 6.80% 6.30%

2880964

As of 1/21/2020. Availability subject to state approval.

American Funds Insurance Series®
Target Date Series

Target date funds & 
variable annuities:
A new road to  
retirement income

Investments are not FDIC-insured, nor are they deposits of or guaranteed by a bank or 
any other entity, so they may lose value.

American Legacy® Target Date Income
Investment Idea

For broker-dealer use only. Not for use with the public.

When rates are low, it’s tough to help your clients create steady lifetime income that will last for decades. Consider where  
an American Legacy Target Date Income variable annuity fits with some popular retirement income strategies.

Investment
10-year  

U.S. Treasury

Barclay's 
Aggregate  
Bond Index

Dividend equity 
strategy1

Balanced 
portfolio (60/40)

American Legacy 
Target Date Income 

variable annuity

Income 2 1.84% yield 2.28% yield 3.10% yield 4.00% 
withdrawals

5.70% income at age 
65 (single life)

For $1000 per month, 
I need to invest… $652,174 $526,316 $387,097 $300,000 $210,526 

Offers growth 
potential ✓ ✓ ✓

Returns your principal ✓ ✓
✓ Through income or 

beneficiary benefit

Beneficiary 
protection

✓ Guarantee of 
Principal Death Benefit3

Benefits

• Interest guaranteed
• Principal returned at maturity

Backed by U.S. 
government

• Protected lifetime 
income 4

• 6% annual income 
growth while saving 5

Challenges Inflation risk

• Income not protected
• Market risk
• Sequence of returns risk

• Market risk for 
underlying fund 
options (not income)

• Costs include
mortality 
and expense, 
administrative  
and advisory fees

Unsustainable 
withdrawals can 
deplete assets

1 Equally weighted real estate, utilities and construction staples sectors
2 As of 12/13/19.
3  Guarantee of Principal Death Benefit is available at no additional charge. There's a dollar-for-dollar reduction to this benefit for any Protected Annual 
Income and Required Minimum Distribution withdrawals. Otherwise it is a pro-rata reduction. See prospectus for additional details.

4  The Target Date Income Benefit is available for an additional annual charge of 1.10%, or 1.35% for joint coverage, above standard contract expenses 
(maximum annual charge of 2.25% single and 2.45% joint). As your Protected Income Base increases, your cost will increase proportionately. The 
Protected Income Base is not a cash or surrender value, nor is it available as a lump sum. Withdrawals in excess of the allowable amount will adversely 
impact lifetime income amounts. Investment requirements apply. 

5  The 6% simple annual Protected Income Base growth will continue for the earlier of 10 years or through age 85 (based on the oldest life for joint) with 
the 10-year period restarting upon an account value lock-in. The 6% enhancement is not available in any year a withdrawal is taken. Annual account 
value lock-ins are available through age 85 (based on oldest life for joint). In New York, you must annuitize by age 99 in order to continue the lifetime 
income under the Target Date Income Benefit.

Balancing risk and retirement income when interest rates are low

Lower risk Higher risk

Equities exposure offers growth potential

2858448

AL-TD-BRC001 AL-TD-PPT001 AL-TD-FST001 AL-TD-FLI001 AL-TD-FLI004 AL-TDF-BRC001 AL-TD-FLI003
TDI Client Guide TDI Client Guide TDI B-Share Fact Sheet 5.7 Power of And Flier TDI Income Payouts 

Flier
Target Date Funds Guide Low interest rate  

advisor flier

Age-based income factors3

Age Income factor Age Income factor Age Income factor
60 5.00% 67 5.70% 74 6.40%
61 5.10% 68 5.80% 75 6.50%
62 5.20% 69 5.90% 76 6.60%
63 5.30% 70 6.00% 77 6.70%
64 5.40% 71 6.10% 78 6.80%
65 5.50% 72 6.20% 79 6.90%
66 5.60% 73 6.30% 80 7.00%

This chart is a sample of the age-based income factors available for single life. For joint lives, 
reduce the payment percentages shown by 0.60%. Age-based income factors range from ages 
50 – 95+. Please contact your Lincoln representative for additional income factors.

Maximize your income potential
Help grow your savings and receive guaranteed lifetime income with Lincoln Lifetime 
IncomeSM Edge 2.0, available with a Lincoln fixed indexed annuity.

Guaranteed growth of the Protected Income Base
With Lincoln Lifetime Income Edge 2.0, you have a Protected Income Base 
you can use for future income, which will grow at 7% each year (for the lesser 
of 10 years or to age 85). If your account value is up more than 7%, your 
Protected Income Base will step up and lock in that higher account value for 
that year.1

Income generated for a lifetime
You can choose single or joint payments when you start income based on the 
eligible lives specified at the time you elect the rider. Starting at age 60, you 
can receive 5% withdrawals with the potential for growth the longer you wait 
to start income. The 5% withdrawals begin at age 66 on joint contracts.

Nursing home enhancement
The nursing home enhancement increases the withdrawal rate to 10% for 
qualified nursing home expenses after age 65.2

2841746

Insurance products issued by:
The Lincoln National Life Insurance Company
For use with the general public.

 Lincoln Lifetime IncomeSM Edge 2.0 is available for an additional charge of 0.95% (1.50% maximum).
1	The	Protected	Income	Base	is	not	available	as	a	lump-sum	withdrawal,	death	benefit,	or	annuitization.	The	rider	charge	
can	change	if	a	step-up	occurs	after	the	first	five	rider	years.

2	In	order	to	qualify	for	the	nursing	home	enhancement,	you	must	be	65;	you	cannot	be	in	a	nursing	home	the	year	prior	to	
rider	election	or	for	five	years	after;	you	must	have	a	minimum	90-consecutive	day	stay;	and	your	account	value	must	be	
greater	than	zero.	With	joint	life,	the	first	person	to	qualify	will	receive	the	enhancement.	Not	available	in	all	states.

3 The	lifetime	benefit	amount	is	available	beginning	at	age	50	(based	on	the	youngest	spouse	if	joint	is	elected)	 
and	after	the	first	rider	year.	Income	factors	are	not	the	same	for	all	products.	

 Guarantees are subject to the claims-paying ability of the issuing company. Limitations and conditions apply.

7%

5%

10%

1

Fixed Indexed Annuities

For use with the general public. 

Insurance products issued by: 
The Lincoln National Life Insurance Company 

2623771

Optional product name/variable color bar

A stronger retirement income plan
It's just math

LINCOLN VARIABLE ANNUITIESRETIREMENT PLAN SERVICESLONG-TERM CARE PLANNINGLIFE SOLUTIONSINCOME SOLUTIONSFIXED INDEXED ANNUITIES

Page 1 of 2

The certainty of having protected lifetime income can help you feel confident about having the 
lifestyle in retirement you've planned for.

MEET BONNIE
Bonnie just turned 60 and plans to retire in five years. She would like to supplement her 
retirement income once her paychecks stop. With the help of her advisor, she decides that 
having an extra $7,425 a year in guaranteed income would help maintain her standard of living.

Bonnie's advisor recommends using $100,000 of her portfolio to generate the $7,425 she 
will need at age 65. He shows her a choice of two income strategies:

*Lincoln Lifetime IncomeSM Edge 2.0 is an optional income benefit available for an additional cost of 0.95% (1.50% maximum).
† Wade Pfau, “How Much of Your Savings Can You Spend Each Year in Retirement? The Answer, Updated for 2018,“ Forbes, Jan. 10, 2018.

Withdraw 4% from mutual 
funds within a managed 

account

Purchase a fixed indexed 
annuity with Lincoln Lifetime 

IncomeSM Edge 2.0*

$100,000 Initial  
investment $100,000 Initial  

investment

17.125% Required rate 
of return 7% Protected Income 

Base growth

$185,625 Account value 
needed $135,000 Protected Income 

Base

4%† Withdrawal rate 5.5% Guaranteed 
withdrawal rate

$7,425 Not guaranteed 
for life $7,425 Guaranteed 

for life

1 2

The 7% guarantee 
to the Protected 
Income Base gives 
Bonnie a reliable 
future income 
check.

If Bonnie chooses 
mutual funds 
within a managed 
account, she would 
need a steady 
return of over 
17% to reach her 
income goal.

Bonnie knows 
her income could 
go up and down, 
depending on the 
performance of her 
portfolio, and may 
eventually run out.

Bonnie’s $7,425 
annual income 
will stay steady 
through market 
ups and downs, 
protected and 
guaranteed for life.

When you do the math, a fixed indexed annuity with Lincoln Lifetime Income Edge 2.0 gives you more!

Steady, predictable 
growth.

Lower growth needed to 
reach the goal of $7,425 

income.

A guaranteed withdrawal 
rate of 5.5%.

Guaranteed lifetime 
income!

Coverage that 
lasts for two 
lifetimes
Protected lifetime income for two with 
Lincoln Lifetime IncomeSM Edge 2.0

For use with the general public.

Not insured by any federal government agency Not a deposit Not FDIC-insured
May go down in value Not guaranteed by any bank or savings association2895576

Insurance products issued by:
The Lincoln National Life Insurance Company

Client Guide

FIXED INDEXED  
ANNUITIES

Lincoln Fixed Indexed Annuities

Client Guide 

For use with the general public.

Insurance products issued by: 
The Lincoln National Life Insurance Company

Not a deposit Not FDIC-insured May go down in value

Not insured by any federal government agency

Not guaranteed by any bank or savings association

Tax-efficient income you can count on
i4LIFE ® Indexed Advantage 

FIXED INDEXED ANNUITIES

2077615

AL-TDF-BRC002 FA-EDGE-FLI429 FA-EDGE-FLI430 FA-JRAFA-BRC001 FA-FIAI4-BRC001
American Funds TD 
Composite Results 
(Available in February)

Maximize Your Income 
Potential — Help grow 
your savings and receive 
guaranteed lifetime 
income with Lincoln 
Lifetime IncomeSM  
Edge 2.0.

It’s just math — The 
certainty of having 
protected lifetime income 
can help clients feel 
confident about having 
the lifestyle in retirement 
they’ve planned for.

Coverage that Lasts 
for Two Lifetimes 
— Protected lifetime 
income for two.

Tax-efficient Income You 
Can Count On — i4LIFE®  
Indexed Advantage.

Resources: Lincoln solutions for Spenders

Coming 

soon 

10Annuities trimester 1 playbook 2020

Income Solutions

https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-BRC001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-PPT001
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FST001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI004
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TDF-BRC001
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI003
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-BRC001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-PPT001
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FST001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI004
https://fulfillment.lfg.com/servepdf.aspx?sku=AL-TD-FLI003
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-EDGE-FLI429
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-EDGE-FLI430
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-JRAFA-BRC001
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-FIAI4-BRC001
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-EDGE-FLI429
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-EDGE-FLI430
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-JRAFA-BRC001
http://fulfillment.lfg.com/servepdf.aspx?sku=FA-FIAI4-BRC001


Key concepts 

�� Build trust by asking the right questions and listening to your clients

�� Build efficiency in your practice to drive loyalty 

�� Build simplicity in your client interactions

Build trust
Key concepts 
�� Master the skill of listening to 

understand

�� Understand how to ask the right 
questions to engage your client

�� Best practices you can use to  
fuel better client meetings 

Resources 

Build efficiency
Key concepts 
�� Understand how to create the  

best client experience

�� Tailor your service model by  
client segment

�� Learn how to ask for feedback  
and earn referrals

Resources 

Building Trust in the Advisory 
Relationship flier

Ask Better Questions to Build 
Trust in Your Relationships

Building Simplicity into Client 
Conversations flier

Building Efficiency in the 
Advisory Relationship flier

Build simplicity
Key concepts 
�� Focus on what your client is trying 

to achieve

�� Lead with how your client may 
benefit from solutions

�� Learn how to avoid all or  
nothing language

Resources 

Seminar

Brochure

Videos

Resources (“3 habits”)The most effective advisors in the 
business build trust, build efficiency, 
and build simplicity in their 
everyday client interactions. Learn 
how to embrace these concepts 
and drive better outcomes for you 
and your clients. 

Practice management: Habits of highly effective advisors

For broker-dealer use only. Not for use with the public.

Insurance products issued by: 
The Lincoln National Life Insurance Company  
Lincoln Life & Annuity Company of New York

2625689

Optional product name/variable color bar

Three questions clients are asking 
Simple, meaningful answers to help strengthen your client relationships 

Your clients in or near retirement may be filled with questions about how they 
can protect and grow their future income. How can you help them achieve greater 
financial and emotional certainty?

THE QUESTION: 

“When can  
I retire?” 

THE UNDERLYING NEED: 

“Help me 
prepare for 
uncertainty.” 

Help clients add more certainty to their retirement 
timeline by helping them consider allocating a portion of 
their portfolio to an annuity that lets them access potential 
market gains while reducing the risk of loss. 

Try these words:
• How would you feel about staying invested in the markets 

if you knew a portion of your money would be protected 
from losses?

• Would you be more comfortable handling market ups and 
downs if you knew your savings would be protected?

THE QUESTION: 

“How much 
can I spend in 
retirement?”

THE UNDERLYING NEED: 

“Help me stay 
in control of 
my money in 
retirement.” 

Help these clients know how much they can spend in 
retirement without running out. By diversifying their 
income portfolio with an annuity with optional benefits for 
an additional cost, you can give clients a known source of 
income that’s protected for life.  

Try these words:
• What are the most important qualities you’d like to 

maintain in your retirement lifestyle?

• Would having a source of protected monthly income help 
you feel more in control of your money in retirement?

THE QUESTION: 

“Will I be able  
to leave a 
legacy to my 
loved ones?”

THE UNDERLYING NEED: 

“Help me make a 
positive impact 
on the future.” 

Help these clients understand that their income needs 
don’t have to compete with their legacy. An annuity with 
optional benefits, for an additional cost, can help them 
pass on wealth for the next generation while still giving 
them the protected lifetime income they need today.

Try these words:
• How would you live differently now if you knew your legacy 

for loved ones was protected?
• What are your hopes for financially impacting your family 

now and after your life?

LINCOLN INCOME SOLUTIONS

Page 1 of 2

VA-3CONV-FLI001
Three Questions Clients 
are Asking — This flier 
was used as a lead 
generation asset in our 
2019 ad campaign and 
helped drive in thousands 
of advisor leads.

NEW
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Income Solutions

http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI001
https://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI009
https://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI009
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI003
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI003
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI002
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-FLI002
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PPTAD-PPT001
http://fulfillment.lfg.com/servepdf.aspx?sku=LFD-PMGMT-BRC001
https://www.lfg.com/public/industryprofessional/insuranceannuities/productsandsolutions/annuities/habitsofhighlyeffectiveadvisors
https://fulfillment.lfg.com/servepdf.aspx?sku=VA-3CONV-FLI001


Bringing the Alliance for Lifetime 
Income into your conversations

Use these fliers to start a 
conversation today!
For more Alliance resources, search 
“allianceincome” on the OMC!

Don’t forget to promote the Alliance’s 
new financial professional-only 
resources center:

https://resources.retireyourrisk.org/

Resources: Alliance for Lifetime Income
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What are you saving for in retirement?
The spending hierarchy worksheet...designed for a better retirement income plan

Expenses 
for my wishes 

in retirement

Expenses for 
my comfortable 

retirement

Expenses 
for my needs 

in retirement

Probable 
  income

Protected 
  lifetime 
    income

Family
31.  Visit children and grand- 

children, wherever they are
32.  Fund (a portion of) the 

grandkids’ education 
33. Family vacations
34. Holiday/birthday gifts  
35. Pet care 
36. Visit long-lost relatives

Memberships, dues 
and tuitions  
37. Country club
38. Fitness center
39. Lessons 
40. Leagues
41.  Back to school for what 

interests you 

Change
42.  Move to a retirement- 

friendly place
43. Build your dream house 
44.  Fund the start of a 

new career / business
45.  Build a prototype and 

invent something

Entertainment
46.	 Hobbies	to	fill	your	days
47.  Tickets for shows, sports 

and theater

Bucket List
48. Take a cruise
49. Tour wilderness
50. Hike the national parks
51. Take an extended vacation
52. Tour America in a motorhome
53.  Sporting events, such as the 

Super Bowl, Olympics, US Open 
or the World Series

54. Invest in art or collectibles 
55.  Visit the home where you 

once lived
56. “ Big-ticket” hobby—boat, 

car, collectible 

Charitable giving 

57.  Making a difference with 
substantial donations

58. Sponsoring someone in need
59. Fund a trust 
60. Establish a foundation 
61. Host an exchange student 
62.  Travel to those who need 

help with church groups 
or mission trips

For illustrative purposes only
The client information shown is fictional and is shown for illustrative purposes only.

NOT FDIC INSURED  |  MAY LOSE VALUE  |  NO BANK GUARANTEE

“The Conversation of a Lifetime” is based on Maslansky + Partners research as well as the 2018 Guaranteed Lifetime Income Study (GLIS), conducted by Greenwald & Associates and CANNEX. 
Used with permission. The Alliance for Lifetime Income is affiliated with neither Maslansky + Partners, Greenwald & Associates nor CANNEX.

This material is for illustrative, informational and educational purposes only. We make no guarantee that participation in this program or utilization of any of its content will result in increased business.

This does not constitute a recommendation of any investment strategy or product for a particular investor. Investors should consult a financial professional before making any investment decisions.

Annuities are long-term investments offered by insuance companies. Annuity guarantees and protections are backed by the claims-paying ability of the issuing insurance company.

VKC-ALI-BRO-2-E     05/19     NA5265

The  Alliance for Lifetime Income is a nonprofit 501(c)(6) organization formed and supported by 24 of 
the nation’s leading financial services organizations, nonprofit consumer and industry groups. The 
Alliance is committed to creating awareness and educating Americans about the risk of outliving their 
savings, so that they can enjoy their retirement lives. The Alliance’s nationwide, multi-year educational 
campaign is designed to inform consumers and their financial advisors about the importance of 
including protected lifetime income from an annuity into a comprehensive retirement plan.

LCN-2770180-101019
TGI  11/19  Z02 
Order Code: ANN-ALLI-BRC001

For use with the general public.

The content in this flier was created by the Alliance for Lifetime Income. All content cannot be included in any 
communication, email or print, relating to Lincoln products. By checking this box, you acknowledge these rules 
and that failing to follow them may result in action by Compliance

3 STEPS TO A BETTER 
RETIREMENT INCOME PLAN
This worksheet is designed to help you organize your thoughts 
as you develop your retirement income plan. Consider such 
vital questions as: How will you spend your money? How 
will you prioritize your expenses? How will you fund them? 
When thoughts are organized and written down, you can 
likely collaborate more productively with your advisor as 
you work to develop a successful retirement income plan.

STEP 1: SELECT
  Circle those expenses from the list you anticipate 

in your retirement. Our list of 62 ideas is not 
complete, so also feel free to write in your own.

STEP 2: SORT
  Organize everything you circled in step 1 into “needs, 

wants and wishes” using the pyramid provided.

  •  List your needs—or your “non-negotiables”— 
at the bottom of the pyramid.

  •  List your wants—or your “comfort money”— 
in the middle tier.

  •  Finally, list your wishes—or your “dream money”—
at the top.

STEP 3: SYNC
  Now that you’ve prioritized your expenses by “needs, 

wants and wishes,” work with your advisor to sync 
your income sources with your spending hierarchy.

Housing
1. Mortgage 
2.  Maintenance, repairs 

and renovations
3.  Homeowners’ / 

rental insurance
4.  Lawn, home and 

cleaning services

Utilities
5. Phone
6. Cable
7. Municipal
8. Gas and electric

Food
9. Groceries
10. Eat well, eat out
11. Premium coffees / teas

Health care
12. Health insurance
13. Out-of-pocket medical bills
14. Elective care

Taxes
15. Property
16. Income and capital gains
17. Sales

Transportation
18. Automobiles
19. Insurance
20. Public transportation

Personal
21. Clothing
22. Shoe budget
23. Hair

“What-ifs”
24.  Parent care
25. Boomerang children
26. Tax hikes
27.	 	Inflation	and	cost-of-living	

increases
28. Uncovered or uninsured losses
29. Lawsuits
30. Medical emergencies

WISHES

WANTS

NEEDS

YOUR SPENDING HIERARCHY

How today’s retirees are spending their money
These are some common expenses of retirees. Circle those expenses that 
you would like to plan for, and do add any expenses not included in the list. 

3 STEPS TO A BETTER 
RETIREMENT INCOME PLAN
This worksheet is designed to help you organize your thoughts 
as you develop your retirement income plan. Consider such 
vital questions as: How will you spend your money? How 
will you prioritize your expenses? How will you fund them? 
When thoughts are organized and written down, you can 
likely collaborate more productively with your advisor as 
you work to develop a successful retirement income plan.

STEP 1: SELECT
  Circle those expenses from the list you anticipate 

in your retirement. Our list of 62 ideas is not 
complete, so also feel free to write in your own.

STEP 2: SORT
  Organize everything you circled in step 1 into “needs, 

wants and wishes” using the pyramid provided.

  •  List your needs—or your “non-negotiables”— 
at the bottom of the pyramid.

  •  List your wants—or your “comfort money”— 
in the middle tier.

  •  Finally, list your wishes—or your “dream money”—
at the top.

STEP 3: SYNC
  Now that you’ve prioritized your expenses by “needs, 

wants and wishes,” work with your advisor to sync 
your income sources with your spending hierarchy.

Housing
1. Mortgage 
2.  Maintenance, repairs 

and renovations
3.  Homeowners’ / 

rental insurance
4.  Lawn, home and 

cleaning services

Utilities
5. Phone
6. Cable
7. Municipal
8. Gas and electric

Food
9. Groceries
10. Eat well, eat out
11. Premium coffees / teas

Health care
12. Health insurance
13. Out-of-pocket medical bills
14. Elective care

Taxes
15. Property
16. Income and capital gains
17. Sales

Transportation
18. Automobiles
19. Insurance
20. Public transportation

Personal
21. Clothing
22. Shoe budget
23. Hair

“What-ifs”
24.  Parent care
25. Boomerang children
26. Tax hikes
27.	 	Inflation	and	cost-of-living	

increases
28. Uncovered or uninsured losses
29. Lawsuits
30. Medical emergencies

WISHES

WANTS

NEEDS

YOUR SPENDING HIERARCHY

How today’s retirees are spending their money
These are some common expenses of retirees. Circle those expenses that 
you would like to plan for, and do add any expenses not included in the list. 

Alliance Income Client Worksheet: ANN-ALLI-BRC001
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One of your main concerns when planning  
retirement is to ensure your money lasts through-
out your life. After all, you worked hard and saved 
your entire life — you shouldn’t have to worry 
about reducing your lifestyle.

Making sure your retirement is properly funded 
remains an ongoing challenge given the num-
ber of risks and concerns you’ll 
face - risks like market volatil-
ity and economic uncertainty. 
On top of that, we’re living lon-
ger than we used to.

The steady income for life pro-
vided by company pension plans 
— if you were lucky enough to 
have one — countered some of 
those risks, but pensions are 
disappearing from the American 
landscape. Today, only 26 percent 
of American workers have access 
to a defined-benefit pension plan, 
according to a Bureau of Labor 
Statistics survey in 2018.

Even with all of the risks and 
concerns a person has as they 
face retirement, and even in the 
absence of a pension, there is some good news: 
You can get that kind of protected monthly income 
by investing in an annuity.

“Put simply, an annuity is the only financial product 
that can generate income that will last as long as 
someone may live, whether that is to age 80, 90, 100 

or 110,” explains Frank O’Connor, vice president of 
research and outreach at the Insured Retirement 
Institute.

Annuities are long-term investments offered by in-
surance companies that can provide this lifetime 
guarantee because they’re able to pool the risk 
among a wide range of individuals.

Allocating a portion of your re-
tirement savings into an annuity 
also helps avoid a second issue 
associated with working with 
lump sum investments, says 
William G. Gale, the Arjay and 
Frances Miller Chair in Federal 
Economic Policy and Director 
of the Retirement Security Proj-
ect at the Brookings Institution 
think tank in Washington, D.C.

If you draw down your lump-sum 
savings too aggressively, and 
live longer than you expected, 
you might have to rely on less 
in your later years, he says. But, 
conversely, if you draw down 
your savings too conservatively 
and pass away earlier than you 

expected, your thrift will have been unnecessary 
and you won’t have enjoyed your retirement years 
as much as you could have.

Having some portion of your retirement assets in 
an annuity reduces these two risks, Gale says. You 
can have a standard of living that’s higher than in the 

OUTLIVING YOUR INCOME
One of  the  most  common fears  people  share  when 
consider ing  ret i rement  is  the  ver y  rea l  poss ib i l i ty  of 
out l iv ing  the  money  they ’ve  worked  so  hard  to  save.

Put simply, an 
annuity is the only 
financial product 
that can generate 
income that will 
last as long as 

someone may live, 
whether that is to 

age 80, 90, 100 
or 110.

FR AN K O ’CONN OR

Will you run 
out of money in 
retirement?

OUTLIVING
YOUR
INCOME

EXPERT
SERIES
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There’s a new way to think 
about how much money 
you’ll need in retirement. 
Calculating your income and 
expenses by month gives 
you a more realistic picture.

RetireYourRisk.org  |  AllianceForLifetimeIncome.org  |  1

How will you cover your expenses when you’re no 
longer receiving a paycheck? And how much money 
will you need in retirement? Those are questions that 
most retirees – and those approaching retirement – 
struggle to answer.

With fewer Americans today having pensions or other 
sources of protected lifetime income, more of us will 
rely on savings to supplement our monthly Social 
Security payments. However, Social Security typically 
accounts for only up to 40% to 50% of the monthly 
income retirees need, and that can leave a gap that 
often requires you to tap into a substantial portion 
of your savings to make up the difference. And with 
Americans living longer than ever before, many retir-
ees are concerned about making their money last.

One solution is to think differently about the income 
you’ll need in retirement. Calculating your income 
on a monthly basis (versus annually or over a longer 
period) can provide you with a better gauge of what 
to expect in retirement.

Looking at your retirement income from a monthly 
perspective gives you a more realistic idea of what 

NEW RETIREMENT FORMULA
A NEW WAY OF THINKING ABOUT HOW MUCH MONEY YOU’LL NEED IN RETIREMENT.

your income will be and whether that will be enough to 
cover your expected expenses. It’s easier to estimate 
your monthly expenses and then compare that to what 
you can generate in income – your Social Security + 
pension (if you have one) + savings. 

If there’s a gap between what you expect you’ll need and 
your income, then you need to decide how to cover that. 

One way to supplement social security and pension 
income is by converting savings into protected lifetime 
income through an annuity. An annuity is simply a 
contract between you and an insurance company 
where you contribute money up front then receive 
payments over a period of time. You can receive those 
payments a variety of ways, including through an 
income stream that lasts your whole life.

Like many investment products, annuities continue 
to evolve to meet the needs of today’s retirees, pro-
viding options that can let you leave a legacy to your 
family, or allow you to make withdrawals as needed. 
There are even options that allow you to participate 
in a portion of the potential growth in the stock 
market without risk of losing your principal, which 
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There’s a new way to think 
about how much money 
you’ll need in retirement. 
Calculating your income and 
expenses by month gives 
you a more realistic picture.
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How will you cover your expenses when you’re no 
longer receiving a paycheck? And how much money 
will you need in retirement? Those are questions that 
most retirees – and those approaching retirement – 
struggle to answer.

With fewer Americans today having pensions or other 
sources of protected lifetime income, more of us will 
rely on savings to supplement our monthly Social 
Security payments. However, Social Security typically 
accounts for only up to 40% to 50% of the monthly 
income retirees need, and that can leave a gap that 
often requires you to tap into a substantial portion 
of your savings to make up the difference. And with 
Americans living longer than ever before, many retir-
ees are concerned about making their money last.

One solution is to think differently about the income 
you’ll need in retirement. Calculating your income 
on a monthly basis (versus annually or over a longer 
period) can provide you with a better gauge of what 
to expect in retirement.

Looking at your retirement income from a monthly 
perspective gives you a more realistic idea of what 

NEW RETIREMENT FORMULA
A NEW WAY OF THINKING ABOUT HOW MUCH MONEY YOU’LL NEED IN RETIREMENT.

your income will be and whether that will be enough to 
cover your expected expenses. It’s easier to estimate 
your monthly expenses and then compare that to what 
you can generate in income – your Social Security + 
pension (if you have one) + savings. 

If there’s a gap between what you expect you’ll need and 
your income, then you need to decide how to cover that. 

One way to supplement social security and pension 
income is by converting savings into protected lifetime 
income through an annuity. An annuity is simply a 
contract between you and an insurance company 
where you contribute money up front then receive 
payments over a period of time. You can receive those 
payments a variety of ways, including through an 
income stream that lasts your whole life.

Like many investment products, annuities continue 
to evolve to meet the needs of today’s retirees, pro-
viding options that can let you leave a legacy to your 
family, or allow you to make withdrawals as needed. 
There are even options that allow you to participate 
in a portion of the potential growth in the stock 
market without risk of losing your principal, which 
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Make sure  
you’re on  
track for the 
retirement  
you want

9 POINTS
To Review

RETIREMENT
CHECKLIST

Key  points  to  d iscuss  wi th  your  f inancia l  adv isor  
about  protect ing  your  ret i rement  income

The first step in developing a successful income plan for retirement is understanding your 
options. Here are points you should discuss with your financial advisor to make sure you’re 
on track for the retirement you want.

STARTING THE RETIREMENT  
INCOME CONVERSATION

Why is protected monthly income in 
retirement important?

How we fund — and live — in retirement has  
fundamentally changed. 

Too often the retirement planning conversation 
focuses on accumulation — growing the pool of 
savings to have a larger pool to “draw down”  
in retirement.

But this model forgets one important fact:  
the need for regular, reliable monthly income — 
income you can budget on — that doesn’t go  
away when you retire.

At a time when people are living longer and  
facing risks to their savings, having a monthly 
income that is protected for life can be a vital 
part of your income planning in retirement.

√ √

√

√

√

√

√

√

√

How much protected monthly income 
will I need in retirement?

Ask your financial advisor for help in  
calculating your expected monthly income  
in retirement.

Ask your financial advisor for help calculating 
your accumulated savings, so you have an 
idea of how much income you can generate 
and how long that might last. 

And don’t forget to take into account future 
issues, such as rising prices and unforeseen 
health-care expenses. Then work with your 
financial advisor to outline the income you’ll 
need in retirement. 

Ask your advisor to calculate your expected 
monthly income based on current invest-
ments and other sources of income, like 
Social Security, and identify if there is a gap.

Then you should discuss how much of 
that income can or should be protected 
or shielded from potential changes due to 
market downturns. 

1 2

ANN-ALLI-FLI006 ANN-ALLI-FLI008 ANN-ALLI-FLI027
Outliving your income New retirement formula Retirement checklist

Other top client-approved resources:

12Annuities trimester 1 playbook 2020

Income Solutions

https://resources.retireyourrisk.org/
https://fulfillment.lfg.com/servepdf.aspx?sku=ANN-ALLI-BRC001
https://fulfillment.lfg.com/servepdf.aspx?sku=ANN-ALLI-FLI006
https://fulfillment.lfg.com/servepdf.aspx?sku=ANN-ALLI-FLI008
https://fulfillment.lfg.com/servepdf.aspx?sku=ANN-ALLI-FLI027


The Advanced Planning team is 
creating At-A-Glance fliers and  
emails to support these leading 
advanced planning ideas. Keep an  
eye out for additional materials as  
they become available.

Resources: Advanced planning

 

Questions to ask 
 

• Do you have clients who 
would be interested in 
leaving a lasting legacy to 
their children and 
grandchildren? 
 

• Do these clients currently 
have fixed and recurring 
expenses that a guaranteed 
income stream could help 
satisfy? 
 

• Do these clients hold CD 
accounts, either with you, 
another advisor or at their 
local bank? 
 

• Do you have clients that 
would be interested not in 
the largest income payout, 
but the longest payout 
across the lives of their 
children and grandchildren? 
 

• If so, would these clients be 
interested in hearing about a 
solution that can provide 
them guaranteed income 
now, while they are alive, 
and continue paying income 
to their children and 
grandchild for decades to 
come?  

 

 

What is the opportunity?  

Why an annuity?  

Why Lincoln?  

Most clients have an interest in leaving a legacy to children and especially grandchildren.  While this 
legacy came come in form of a large annuity death benefit, many clients would prefer a legacy that 
will last for many years, across multiple generations. 

Traditional multigenerational planning involves trusts.  Some clients have a reluctance to spend the 
time and money to have trusts drafted and administered.  Nonetheless, the desire for 
multigenerational income planning (“something for the grandkids to remember me by”) is present 
for parents and grandparents of all asset levels. 

While the word “annuity” may have an undeserved and unfair connotation in the marketplace, 
clients have a very positive reaction to the idea of a guaranteed income stream for themselves, their 
kids and their grandkids.  The “guarantee” component becomes a critical consideration if advisor 
and client believe, as many do, that we are in the tail end of a bull market and that a correction is 
long overdue.   

No other retail financial product can guarantee – in writing - a withdrawal rate off the original 
account balance, as well as the possibility of locking in a higher income guarantee over time.  With 
the right product at the right carrier, this guaranteed income stream can last for many decades, 
across multiple generations. 

Most annuity contracts sold in the current retail space are owner-driven, meaning that payout bands 
and death benefits are driven off the age and triggered on the death of the contract owner, 
regardless of who the annuitant is. 

i4LIFE is an annuitant-driven income rider.  This means that while the owner always retains total 
control of the contract, the payouts and the death benefits are based on the age and the death of 
the annuitant. 

While using a young annuitant (grandchild) on i4LIFE will generate a smaller initial payment (perhaps 
matching or exceeding the annual percentage yield of a retail CD), the income is guaranteed for that 
grandchild’s lifetime.  That could translate into decades of tax deferral and guaranteed tax-efficient 
income for the client’s family. 

INTERNAL USE ONLY 
Insurance products issued by: 
The Lincoln National Life Insurance Company 
Lincoln Life & Annuity Company of New York

Not a deposit Not FDIC-insured May go down in value

Not insured by any federal government agency

Not guaranteed by any bank or savings association

1118594

Client Guide

Lincoln variable annuities

A multigenerational 
income strategy
Using a Lincoln variable annuity and 
i4LIFE ® Advantage

 

Questions to ask 
 

• Do you have clients who 
would be interested in 
leaving a lasting legacy to 
their children and 
grandchildren? 
 

• Do these clients currently 
have fixed and recurring 
expenses that a guaranteed 
income stream could help 
satisfy? 
 

• Do these clients hold CD 
accounts, either with you, 
another advisor or at their 
local bank? 
 

• Do you have clients that 
would be interested not in 
the largest income payout, 
but the longest payout 
across the lives of their 
children and grandchildren? 
 

• If so, would these clients be 
interested in hearing about a 
solution that can provide 
them guaranteed income 
now, while they are alive, 
and continue paying income 
to their children and 
grandchild for decades to 
come?  

 

 

What is the opportunity?  

Why an annuity?  

Why Lincoln?  

Most clients have an interest in leaving a legacy to children and especially grandchildren.  While this 
legacy came come in form of a large annuity death benefit, many clients would prefer a legacy that 
will last for many years, across multiple generations. 

Traditional multigenerational planning involves trusts.  Some clients have a reluctance to spend the 
time and money to have trusts drafted and administered.  Nonetheless, the desire for 
multigenerational income planning (“something for the grandkids to remember me by”) is present 
for parents and grandparents of all asset levels. 

While the word “annuity” may have an undeserved and unfair connotation in the marketplace, 
clients have a very positive reaction to the idea of a guaranteed income stream for themselves, their 
kids and their grandkids.  The “guarantee” component becomes a critical consideration if advisor 
and client believe, as many do, that we are in the tail end of a bull market and that a correction is 
long overdue.   

No other retail financial product can guarantee – in writing - a withdrawal rate off the original 
account balance, as well as the possibility of locking in a higher income guarantee over time.  With 
the right product at the right carrier, this guaranteed income stream can last for many decades, 
across multiple generations. 

Most annuity contracts sold in the current retail space are owner-driven, meaning that payout bands 
and death benefits are driven off the age and triggered on the death of the contract owner, 
regardless of who the annuitant is. 

i4LIFE is an annuitant-driven income rider.  This means that while the owner always retains total 
control of the contract, the payouts and the death benefits are based on the age and the death of 
the annuitant. 

While using a young annuitant (grandchild) on i4LIFE will generate a smaller initial payment (perhaps 
matching or exceeding the annual percentage yield of a retail CD), the income is guaranteed for that 
grandchild’s lifetime.  That could translate into decades of tax deferral and guaranteed tax-efficient 
income for the client’s family. 

INTERNAL USE ONLY 

The lifetime gift strategy
With Lincoln variable annuities and i4LIFE® Advantage

Investors are sometimes faced with the (fortunate) problem of having assets saved that 
they don’t need for retirement. If your clients are looking for a tax-efficient way to gift their 
nonqualified assets, and would like to see their beneficiaries enjoy the gift, consider the 
following strategy. Choose the type of income strategy that makes the most sense for you—to 
help you continue living the life you’re comfortable with.

Maggie and her son Rob

Maggie invested 
$100,000 in a Lincoln 
variable annuity and  
it grows to $200,000  
over time.

Maggie doesn’t need the assets for income. She would like 
to gift Rob (and his young family) the money, but when an 
annuity is gifted in the accumulation phase, the gains are 
immediately taxable to the owner (Maggie).

She elects i4LIFE 
Advantage with her son 
as the annuitant and 
gifts the annuity to Rob 
after the first payment.

i4LIFE is an optional feature available for an additional cost.

It provides a lifetime income stream and, for nonqualified 
assets, an exclusion ratio. This means Rob gets a portion 
of the principal back (untaxed) with each payment until the 
principal is fully returned.

Maggie owes no taxes, 
and Rob receives tax-
advantaged payments.

With i4LIFE, the contract moved from the accumulation phase 
to the payout phase before it was gifted to Rob. So Maggie 
owes no taxes on the gain, and Rob pays regular income taxes 
only on the portion of gain in each payment, rather than as a 
lump sum.

Payments continue for 
Rob’s lifetime, with the 
potential to grow.

Rob’s first-year total income was $9,751, of which 27.96% was 
nontaxable return of principal. The payments will fluctuate 
and may grow based on his investment results. He keeps 
control over the investment, with the ability to take additional 
withdrawals or cash out the contract during the Access Period. 
(Before age 59½, additional withdrawals may be subject to an 
additional 10% federal tax.)

1

2

3

4

2789997

 These assumptions represent a 55-year-old male with a 1.25% mortality and expense risk charge and administrative 
fee, a 0.40% charge for i4LIFE® Advantage, the Account Value Death Benefit, a 4% assumed interest rate (AIR), and a 
35-year Access Period. You choose the length of the Access Period and the assumed interest rate (AIR). After the Access 
Period ends, payments will continue on a lifetime basis, but you will no longer have access to your assets or a death 
benefit. Payments may vary slightly in certain states. Investment management fees and expenses as well as any 12b-1 
distribution fees apply. Additional withdrawals will recalculate the i4LIFE® payment.

Insurance products issued by:
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York 1

Variable Annuities

Dynasty stretch Lifetime gift

�� VA-DYNA-BRC001

�� A Multigenerational Income Strategy

�� Includes a step-by-step process to show 
clients how to build a multigenerational 
income plan with i4LIFE® Advantage 

�� VA-APLG-FLI001

�� The Lifetime Gift Strategy

�� Illustrates how clients can use Lincoln 
annuities to gift nonqualified assets to 
beneficiaries in a tax-efficient way

 

Questions to ask 
 

• Do you have clients who 
own non-qualified annuities, 
either with you or 
elsewhere? 
 

• If not, do you have any 
clients or prospects who 
may inherit a NQ annuity in 
the future? 
 

• Do you know which, if any, 
of the annuity carriers you 
use offer a non-qualified 
stretch to beneficiaries?  Are 
you sure? 
 

• Do you know which, if any, 
of the annuity carriers you 
use allow beneficiaries the 
option of a post-death 1035 
exchange?  Are you sure? 
 

• Which of your NQ annuity 
client’s heirs would prefer to 
take the DB over an 
extended period to save on 
taxes? 
 

• For those beneficiaries who 
would prefer to stretch, 
would they be interested in 
payments that are fully 
taxable from Day One, or 
only partially taxable from 
Day One? 

 

 

What is the opportunity?  

Why an annuity?  

Why Lincoln?  

According to Cerulli, $3 trillion of annuity business has been written since 2005.  That translates into 
a lot of money in a lot of contracts, both qualified and non-qualified, with a lot of owners who are, 
unfortunately, passing away every day. 

Whether an advisor writes non-qualified annuities or not, these products are being written in 
massive amounts in the marketplace.  If the rep does not have any NQ annuities in their book of 
business, odds are high that their clients either a.) have NQ annuities held elsewhere; or b.) stand to 
inherit a NQ annuity at some point in the future. 

Not every NQ annuity beneficiary needs or wants to take the death benefit as a lump sum.  More to 
the point, not every beneficiary wants the income tax liability associated with a lump-sum death 
benefit distribution.  For these heirs, a non-qualified stretch can be a powerful tax-planning tool. 

However, not all annuity carriers offer a non-qualified stretch.  If this is the case, the beneficiary may 
have an interest in moving the death benefit to another carrier (like LFD) that does offer NQ stretch. 

Further, not all carriers allow a post-death 1035, either.  It is critical for advisors to know if their 
annuity carriers offer a NQ stretch and a post-death 1035 before the contract owner passes away.   

Non-qualified stretch distributions are generally LIFO (last in, first out), meaning all gain must be 
distributed before basis can be accessed.  Stretch payments will be 100% taxable as ordinary income 
unless and until the gain is exhausted. 

i4LIFE’s exclusion ratio allows beneficiaries to start accessing the tax-free basis on Day One.  This 
means that every stretch payment is partially tax-free - less paid in taxes year over year, and more 
after-tax money in the beneficiary’s pocket. 

Finally, “regular” NQ stretch is simply a systematic withdrawal program; it does not offer 
beneficiaries any income guarantees.  i4LIFE, however, does offer NQ annuity beneficiaries 
guaranteed tax-efficient income for life. 

INTERNAL USE ONLY For broker-dealer use only.  
Not for use with the public.

Insurance products issued by: 
The Lincoln National Life Insurance Company 
Lincoln Life & Annuity Company of New York

Not a deposit Not FDIC-insured May go down in value

Not insured by any federal government agency

Not guaranteed by any bank or savings association

LINCOLN VARIABLE ANNUITIES

IRS Rules on 1035 exchange 
by beneficiary
In Private Letter Ruling 201330016

1941532

LINCOLN VARIABLE ANNUITIES

 

 

 

Questions to ask 
 

• Do you have any non-
grantor irrevocable trusts in 
your book of business?  If 
not, do you know if any of 
your clients have such trusts 
held elsewhere? 
 

• Are the trust assets currently 
being used by any of the 
trust beneficiaries?   
 

• If so, would the trustee be 
interested in investing the 
assets for growth, yet also 
guarantee a level-set income 
stream for the trust 
beneficiaries? 
 

• If not, would the trustee be 
interested in the freedom to 
invest the assets 
conservatively, aggressively, 
or anywhere in-between, 
without the annual 37% tax 
drag on the growth? 
 

• In addition to deferring taxes 
while the trust holds this 
contract, would the trustee 
be interested in passing a 
tax-deferred contract to the 
beneficiaries instead of a 
taxable lump-sum death 
benefit? 

 

 

What is the opportunity?  

Why an annuity?  

Why Lincoln?  

Trusts have historically been, and remain, the most frequently-used vehicle for passing wealth onto 
the next generation.  According to Cerulli, 84% of advisors surveyed reported using trusts as their 
primary method in helping their clients accomplish multigenerational wealth transfer.   

 
There are many different types of trusts that accomplish different goals.  For estate tax planning, 
creditor protection and spendthrift management, higher net worth clients often use some form of 
non-grantor irrevocable trust.  Unlike a grantor (or living) trust, a NG irrev trust removes assets from 
a grantor’s estate, and is a separate taxable entity, with its own tax ID number. 

 
Often, these trusts are a “holding tank” for assets to pass to children or grandchildren after a certain 
period or upon a specified event.  Until the triggering event occurs, the trust assets often sit “idle”. 
 

Tax rates for non-grantor irrevocable trusts are highly compressed.   In 2020, these trusts reach the 
top tax bracket of 37% after only $12,950 of income.   The trust assets can grow and compound 
much faster for the kids without this annual tax drag. 

The IRS allows these trusts to own annuities and enjoy tax deferral, so long as the trust benefits only 
natural persons (no charities, businesses, religious organizations, etc.).  This deferral allows the 
trustee to invest freely, as per the trust language, without needing to pay a 37% tax rate on the 
growth every year. 

The Pass-in-Kind strategy allows the trustee to pass the deferred contract in-kind to the trust 
beneficiaries with no income tax event on the ownership change.  The kids can maintain the tax 
deferral for many more years if they so choose. 

The pass-in-kind opportunity is not proprietary to any annuity carrier.  Lincoln allows this strategy 
within our trust business, and our wide array of best-in-class product offerings can offer trusts not 
only tax deferral, but also principal protection, highly-competitive investment choices and income 
guarantees. 

It should be noted that, unlike our Lifetime Gift strategy, i4LIFE is not required to make a PIK 
ownership transfer.  However, once the kids decide to turn on income (which may not be for many 
more years), i4LIFE remains our “unfair advantage” in delivering tax-efficient guaranteed income to 
the kids.  Less tax paid year over year; more money in the kids’ pockets. 

INTERNAL USE ONLY 
Insurance products issued by: 
The Lincoln National Life Insurance Company 
Lincoln Life & Annuity Company of New York

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association
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The Pass-in-Kind opportunity

LINCOLN ANNUITIES

Post-death 1035 Pass-in-kind

�� VA-1035-BRC001

�� Considerations for 1035 exchanges

�� Details how i4LIFE® Advantage can  
help create a tax-advantaged wealth 
transfer and income plan 

�� VA-PASS-BRC001

�� The Pass-in-Kind Opportunity

�� Learn how a trust can be an effective 
tool for clients to pass on a tax-deferred 
inheritance  
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Income Solutions

https://
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-DYNA-BRC001
https://
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-APLG-FLI001
https://
http://fulfillment.lfg.com/servepdf.aspx?sku=VA-1035-BRC001
https://fulfillment.lfg.com/CF/LFG/EF/99231/VA-PASS-BRC001_Z04_VIEW.PDF
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