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The resources and conversation-starters you’ll find here are available to you only 

through us and have been carefully designed to help you in three ways:

Allianz Life Insurance Company of North America and Allianz Life Insurance Company of New York do not provide financial planning services. 

AMK-160-N (R-1/2024)  For financial professional use only – not for use with the public.

ADVANCED MARKETS

Advanced Markets tools 
for building knowledge
Resources that can help make connections and enhance relationships

THE MORE YOU UNDERSTAND YOUR CLIENTS, the more effectively you can 
market to them.

One of the ways that Allianz Life Insurance Company of North America (Allianz) and Allianz Life 

Insurance Company of New York (Allianz Life of NY) help you grow your business is by providing you 

helpful tools that are specific to topics like federal tax implications, retirement income planning, Social 

Security, and more.

Find new clients. Expand your influence. Reach the next level.

Learn how the right client 

acquisition and segmentation 

strategies can help you 

explore new markets, find 

viable prospects, and win 

new clients.

Access a wealth of client-management 

programs and tools that can help you 

understand your clients’ financial-, tax-, 

and estate-planning strategy needs, 

along with their tax advisor and/or 

attorney where applicable.

Get practical support to run 

your business, maintain your 

licenses and designations, 

fulfill continuing education 

requirements, and even 

develop your career.

To learn more about our available marketing tools, PLEASE CALL THE FASTEAM 

at 800.950.7372 or the Sales Desk at 800.542.5427.
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Encourage clients to consult with their tax advisor to discuss their specific situation.

FP = Financial professional only piece 

For financial professional use only – not for use with the public.

Advanced market essentials
FP Q&A book (AMK-118-N)

Informative answers to complex questions that frequently arise in areas such as 

potential federal tax implications, retirement plans, and contract structuring. This 

guide also provides some helpful details specific to Allianz and Allianz Life of NY, 

such as what ownership types are allowed, processing requirements, forms to 

complete, etc.

Taxation strategies
A variety of tools to help determine and compare the tax implications of 

annuities, and consider other rules and regulations regarding taxation

Tax summary sheet (AMK-105-N)

Reference charts on current federal income tax rates, standard deductions, 

retirement plan contributions, federal gift and estate tax exclusions, and more.

Tax review kits (AMK-102a-N/AMK-102b-N) 

Help clients determine their long-term retirement goals with this review guide 

for their IRS Form 1040; focus on their taxable interest, IRA distributions, Social 

Security benefits, deductions, and more. AMK-102b-N for securities-registered 

producers only.

Year-end tax topics consumer checklist (AMK-231-N) 

Provide your clients this checklist as you discuss year-end tax considerations and 

potential financial opportunities.

Tax updates consumer guide (AMK-301-N) 

A brochure that discusses annual tax updates to help inform your clients of 

tax changes.

FP SECURE Act 2.0 summary sheet (AMK-683-N)

A summary of the key provisions that could impact financial planning decisions of 

many Americans.

AMK-118-N

AMK-102a-N / AMK-102b-N

AMK-105-N

Kiddie tax exemption1 $2,600

A “kiddie” is under age 18; or age 18 provided child’s earned income does not exceed ½ of his/her 
support; or ages 19-23 if full-time student and earned income does not exceed ½ of support.

Rates for long-term capital gains and qualified dividends1, 2

Individuals
Head of  
Household

Married,  
filing jointly

Married,  
filing separately

Estates 
 and trusts

0% $0-$47,025 $0-$63,000 $0-$94,050 $0-$47,025 $0-$3,150

15% $47,025-$518,900 $63,000-$551,350 $94,050-$583,750 $47,025-$291,850 $3,150-$15,450

20% Over $518,900 Over $551,350 Over $583,750 Over $291,850 Over $15,450

28% Collectibles

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York2024 Tax Summary

Federal income tax rates

Taxable income between:

Single1

$0-$11,600 10%

$11,600-$47,150 12%

$47,150-$100,525 22%

$100,525-$191,950 24%

$191,950-$243,725 32%

$243,725-$609,350 35%

Over $609,350 37%

Married, filing jointly1

$0-$23,200 10%

$23,200-$94,300 12%

$94,300-$201,050 22%

$201,050-$383,900 24%

$383,900-$487,450 32%

$487,450-$731,200 35%

Over $731,200 37%

Head of Household (HOH)1

$0-$16,550 10%

$16,550-$63,100 12%

$63,100-$100,500 22%

$100,500-$191,950 24%

$191,950-$243,700 32%

$243,700-$609,350 35%

Over $609,350 37%

Married, filing separately1

$0-$11,600 10%

$11,600-$47,150 12%

$47,150-$100,525 22%

$100,525-$191,950 24%

$191,950-$243,725 32%

$243,725-$365,600 35%

Over $365,600 37%

Estates and trusts1

$0-$3,100 10%

$3,100-$11,150 24%

$11,150-$15,200 35%

Over $15,200 37%

Standard deduction1

Single $14,600

Married, filing jointly $29,200 

Head of household $21,900 

Married, filing separately $14,600 

Additional standard deduction for 
taxpayers who are age 65 or older, 
or who are blind: $1,550 for married; 
$1,950 for unmarried and not a 
surviving spouse.

Social Security7

Maximum earnings (during working years) 
subject to payroll tax7 $168,600

Social Security payroll tax7 Employees pay 7.65%

Self-employed pay 15.30%

Additional 0.9% high-income payroll tax for wages in excess of10

Single or HOH $200,000

Married, filing jointly $250,000

Married, filing separately $125,000

Income8 (in retirement) causing Social Security benefits to be taxable9

Single or HOH

Up to 50% taxable $25,000 MAGI

Up to 85% taxable $34,000 MAGI

Married, filing jointly

Up to 50% taxable $32,000 MAGI

Up to 85% taxable $44,000 MAGI

Max earnings (from a job) between age 62 and full (normal) Social Security retirement age before Social 
Security benefits are reduced $1 for every $2 above $22,320. For individuals who reach FRA in 2024, $1 
for every additional $3 earned: $59,520 up until first of month of birthday. Thereafter unlimited.7

Education

Student loan interest deduction1 $2,500

PHASE-OUT:1 Single $80,000-$95,000

Married, filing jointly $165,000-$195,000

American Opportunity Tax Credit (Hope Scholarship Credit)12

Maximum $2,500 (100% of first $2,000 + 25% of next $2,000 of eligible expenses)

PHASE-OUT:12 Single $80,000-$90,000

Married, filing jointly $160,000-$180,000

Lifetime learning credit12 20% of qualified expenses 

up to $10,000

PHASE-OUT:1,12,15 Single or HOH $80,000-$90,000

Married, filing jointly $160,000-$180,000

LTC1,10

Maximum premium amount allowed as a medical expense (deductible to 
extent all medical expenses exceed 7.5% AGI)15

Age 40 or less $470

More than age 40 but not more than 50 $880 

More than age 50 but not more than 60 $1,760 

More than age 60 but not more than 70 $4,710

More than age 70 $5,880

Other qualified plans4

401(k), 403(b),5 governmental 457(b),6 and SARSEP elective deferral (under age 50) $23,000

401(k), 403(b),5 governmental 457(b),6 and SARSEP elective deferral (age 50 and older) $30,500

Limit on additions to defined contribution plans $69,000

Annual benefit limit on defined benefit plans $275,000

Highly compensated employee makes $155,000

Maximum compensation taken into account for qualified plans $345,000

HSA contribution individual coverage12,14 $4,150

HSA contribution family coverage12,14 $8,350

IRA4

IRA contribution (under age 50) $7,000

IRA contribution (50 and older) $8,000

Single or HOH phase-out $77,000-$87,000

Married, filing jointly $123,000-$143,000

Married, filing separately $0-$10,000

Spousal IRA $230,000-$240,000

Phase-out of Roth IRA contribution eligibility4

Single phase-out $146,000-$161,000

Married,  
filing jointly

$230,000-$240,000

Married, filing separately $0-$10,000

INVESTMENT AND INSURANCE PRODUCTS ARE: • NOT FDIC INSURED • NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY  
• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES  

• SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED

3.8% Medicare surtax thresholds3

Single or HOH $200,000 

Married, filing jointly $250,000 

Married, 
filing separately

$125,000 

Estates and trusts1,3 $15,200

The tax is assessed on the lesser of the amount 
of income over the threshold or the amount of 
net investment income.

Federal gift and estate tax1

Gift tax annual exclusion $18,000

Annual exclusion for gift to noncitizen spouse $185,000

Highest estate and gift tax rate13 40%

Unified estate and gift tax credit amount1 $13,610,000

Generation-skipping transfer tax exclusion1 $13,610,000

Unused credit can pass to the surviving spouse if decedent spouse elects 
on Form 706. 

SEP4, 11

SEP contribution 
Up to 25% of 
compensation 
(limit $69,000)

Minimum compensation  
participant

$750 

SIMPLE4

SIMPLE elective deferral 
(under age 50)

$16,000

SIMPLE elective deferral 
(50 and older)

$19,500

Individual 401(k)4

Employer contribution
Up to 25% of 
compensation

Employee salary 
deferral (under 50)

$23,000

Employee salary deferral 
(50 and older)

$30,500

Total employer and employee
$69,000 ($76,500 
age 50 and older)

1 Rev. Proc. 2023-34.
2 IRC Sec. 1(j)(l),(2),(4),(5)(B).
3 IRC Sec. 1411.
4 IRS Notice 2023-75.
5 Additional catch-up contributions may 

be available for 403(b) participants with 
15 or more years of service. Treas. Reg. 
1.403(b)-4(c)(3).

6 In last three years pre-retirement, governmental 
457(b) participants may be able to increase 
elective deferral if needed to catch up on missed 
contributions. IRC Sec. 457(b)(3).

7 “2024 Social Security Changes,” Fact Sheet, Social 
Security Administration.

8 Most income, including municipal bond interest, but 
only ½ of Social Security benefits.

9 IRC Sec. 86.
10 IRC Sec. 3101(b)(2).
11 IRC Sec. 402 (h)(2).
12 IRC Sec. 25A (c),(i).

13 IRC Sec. 2001(c).
14 Rev. Proc. 2023-23.
15  Consolidated Appropriations 

Act, 2021.
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2023 EDITION

Q&A
Advanced markets

Line 2b Taxable interestLine 3b Ordinary dividendsLine 4b Taxable amountLine 5b Taxable amountLine 6b Taxable amount

Line 4a IRA distributionsLine 5a Pensions and annuitiesLine 6a Social Security benefits
Line 7 Capital gain or (loss)Line 8 Add if any income from Schedule 1 line 10

Line 13 Qualified business income deduction from Form 8995 or 9995-A

Line 10 Adjustments to Income (Schedule 1 line 26)

Line 11 Adjusted Gross IncomeLine 12 Standard deduction or itemized deduction from Schedule A
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AMK-102b-A-N   (R-1/2023)

Note: Overlays may not line up on your IRS Form exactly.

Form 1040 Overlay (1/2)
This document is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it intended 

to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, their affiliates, 

and their employees and representatives do not give legal or tax advice or advice related to Social Security benefits. Clients are encouraged to consult with their own legal, tax, 

and financial professionals for specific advice or product recommendations, or to go to their local Social Security Administration office regarding their particular situation.

Allianz Life Insurance Company of North America

Allianz Life Insurance Company of New York
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Getting to know the 
revised Form 1040
2022 – 2023 Tax Review Kit

ADVANCED MARKETS

AMK-683-N

AMK-231-N

AMK-301-N

Allianz Life Insurance Company of North America

Allianz Life Insurance Company of New York

AMK-231-N (R-8/2023)

Year-end 2023 
Tax Topics Checklist
As we enter the sixth year of the Tax Cuts and Jobs Act (TCJA) of 2017, there have 

been many additional changes since then that modify tax laws. One of the latest is the 

Consolidated Appropriations Act passed into law December 2022. Division T of this 

important budget package is commonly referred to as SECURE Act 2.0. It builds on many 

of the principles introduced in the first version of the SECURE Act, which passed in similar 

fashion in 2019. There are more than 90 provisions in the Act that may have an impact 

on the financial planning decisions of many Americans. Recognizing the impact of these 

changes, some of which have expired, may better equip you to review, and potentially 

modify, your 2023 tax filing.

ADVANCED MARKETS TAXATION

Ask your tax 

advisor about 

these tax topics. 

2023
Taxable income 

(married, filing jointly)

Taxable income 

(single)

10% $0 - $22,000 $0 - $11,000

12% $22,000 - $89,450 $11,000 - $44,725

22% $89,450 - $190,750 $44,725 - $95,375

24% $190,750 - $364,200 $95,375 - $182,100

32% $364,200 - $462,500 $182,100 - $231,250

35% $462,500 - $693,750 $231,250 - $578,125

37% Over $693,750 Over $578,125

The following checklist includes some 

common tax topics that could provide tax 

strategies for you to consider. This list is only 

a preliminary guide as no one knows with 

certainty what tax law changes may be 

coming. Consider it a starting place for the 

current tax law environment. It is not intended 

to be a comprehensive list of topics that may 

be applicable to you. You should consult your 

own tax advisor to discuss whether these and 

other opportunities are suitable for you in 

preparing your 2023 tax forms.

Lower tax rates

Current law still includes seven individual tax 

rates, ranging from 10% to 37% depending on 

filing status and taxable income.
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ADVANCED MARKETS

INVESTMENT AND INSURANCE PRODUCTS ARE: • NOT FDIC INSURED • NOT INSURED 

BY ANY FEDERAL GOVERNMENT AGENCY • NOT A DEPOSIT OR OTHER OBLIGATION OF, 

OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES • SUBJECT TO INVESTMENT 

RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED

OR GUARANTEED BY

RISKS, INCLURIS

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York
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• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES  

• SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED
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SECURE Act 2.0 
In December 2022, the Consolidated Appropriations Act was passed into law to fund the 

government through September 30, 2023. Division T of this important budget package is 

commonly referred to as SECURE Act 2.0. It builds on many of the principles introduced in 

the first version of the SECURE Act which passed in similar fashion in 2019.

There are more than 90 provisions in the Act that may have an impact on the financial planning 

decisions of many Americans. This summary is intended to provide descriptions and effective dates 

for key provisions contained in the SECURE Act 2.0. Please note that not all provisions are included. 

ADVANCED MARKETS 

AND SOLUTIONS

§ 102.  Credit for small employer pension plan 

start-up costs 

Tax credit can now offset up to 100% of 

qualified start-up costs for employers with up 

to 50 employees. Additional credit available 

for five years of up to $1,000 per employee 

equal to the applicable percentage of eligible 

employer contributions to an eligible employer 

plan (not including a defined benefit plan). 

This credit applies to employers with up to 50 

employees and is phased out for employers 

with between 51 and 100 employees. There 

is an exception for employees with wages in 

excess of $100,000, as adjusted for inflation. 

§ 107.  Required beginning date for required 

minimum distributions (RMDs) 

Increases the RMD age to: (i) 73 for a person 

who attains age 72 after December 31, 2022 

and age 73 before January 1, 2033, and (ii) 

75 for an individual who attains age 74 after 

December 31, 2032. 

§ 202.  Qualifying longevity annuity contracts (“QLACs”) 

Updates eliminate the 25% limit of the 

individual’s account balance and increase 

the dollar limit from $125,000 (indexed) to 

$200,000 (indexed). Further clarifies that 

employees may rescind a contract during the 

90-day trial period (“short free-look period”). 

§ 204.  Eliminating a penalty on partial annuitization 

New rules direct the Secretary of the Treasury 

to update the applicable regulations as 

follows: to calculate the RMD for a retirement 

account that holds annuity contracts and 

other assets, the employee may elect to have 

the RMD calculated by applying the defined 

contribution rules to the entire account. The 

account balance will include the value of the 

annuity contracts, and the payments from 

those annuity contracts will be applied toward 

satisfying the RMD. Taxpayers can rely on 

their reasonable good faith interpretation of 

this rule until guidance is finalized.

Starting January 1, 2023

AMK-683-N.indd   1 2/6/23   3:43 PM
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Clients should consult with their local Social Security Administration office for information regarding 
their specific situation. 

For financial professional use only – not for use with the public.

Social Security
Materials to help better understand Social Security, how it works, and 

what individuals should know when taking Social Security income 

Social Security: 7 keys to enhancing benefits client presentation (ENT-843-N) 

This presentation provides clients with an understanding of Social Security benefits 

as they manage their retirement income.

SOCIAL SECURITY CLIENT SEMINAR INVITATION (ENT-905-N)

This invitation corresponds with the ENT-843-N presentation and features 

customizable fields for your information. Attach it to an email or print it out and 

mail it to clients and prospects you wish to invite to your presentation. (PDF only.)

Understanding Social Security and Medicare guidebook (ENT-1520-N)

This guidebook provides information to clients regarding Social Security and 

Medicare and how they will fit into their overall retirement strategy. 

Social Security retirement benefits brochure (ENT-1440-N)

Learn the basics of Social Security and other rules and factors that may enhance 

your clients’ Social Security benefits.

Social Security and Medicare summary sheet (ENT-1545-N)

A quick glance to determine your clients’ Social Security full retirement age, filing 

strategies, and Medicare premiums.

Understanding government pension offset and the windfall elimination provision 

brochure (ENT-1518-N)

Generally speaking, Social Security is pretty straightforward, but there are two 

situations where things get complicated. This brochure will help your clients 

understand those situations so that they don’t face a reduction in the amount of 

Social Security they or their spouse is receiving.

Social Security filing strategies guide (ENT-1645-N)

This reference piece organizes several common benefits and filing strategies that 

could potentially enhance the total benefits your clients are eligible to receive into 

an easy-to-use, at-a-glance format. 

Social Security fact-finder (ENT-1544-N)

Help prepare clients to discuss Social Security benefits and how to enhance their 

retirement income strategy.

Understanding Social 
Security and Medicare
How these programs can fit into your retirement strategies
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ENT-1545-N (R-12/2023)

2024 Social Security and Medicare guide

SOCIAL SECURITY

Determining your Social Security full retirement age (FRA)

Year of birth Social Security FRA Age 62 reduction

1941 age 65 and 8 months 23.33%

1942 age 65 and 10 months 24.17%

1943-1954 age 66 25.00%

1955 age 66 and 2 months 25.83%

1956 age 66 and 4 months 26.67%

1957 age 66 and 6 months 27.50%

1958 age 66 and 8 months 28.33%

1959 age 66 and 10 months 29.17%

1960 and later age 67 30.00%

Must be at least age 62 for the entire month to receive benefit. If born on January 1, use the 
prior year of birth. Social Security Administration, Benefit Reduction for Early Retirement.

Primary insurance amount (PIA) calculation

Average indexed monthly earnings (AIME) PIA (as % of AIME)

$0-1,174 90%

$1,174-$7,078 $1,057 plus 32% of excess over $1,174 through $7,078

$7,078+ $2,945 plus 15% of the excess over $7,078

Social Security Administration, Primary Insurance Amount, 2024

Social Security cost-of-living 

adjustments (COLAs)

NOTE: Percentage increase to benefits 

received, starting in January of the 

year indicated

Year COLA (%) Year COLA (%)

2005 2.7% 2015 1.7%

2006 4.1% 2016 0%

2007 3.3% 2017 0.3%

2008 2.3% 2018 2.0%

2009 5.8% 2019 2.8%

2010 0.0% 2020 1.6%

2011 0.0% 2021 1.3%

2012 3.6% 2022 5.9%

2013 1.7% 2023 8.7%

2014 1.5% 2024 3.2%

Social Security Administration, Cost-of-Living 
Adjustment, 2024

Social Security FICA payroll taxes

Wage base $168,600

Employee Social Security rate 6.2%

Employee Medicare rate 1.45%

Additional 0.9% high-

income payroll tax for 

wages in excess of

Single or HOH: $200,000

Married, filing jointly: $250,000

Married, filing separately: $125,000

Earnings required for 1 credit $1,730

Self-employed Social 

Security rate
12.4%

Self-employed Medicare rate 2.9%

Social Security Administration, Fact Sheet, 2024

Social Security benefits

Maximum 

monthly benefit
$3,822

Earnings 

limitations and 

benefit reduction

Before FRA ($1 for $2 benefit 

reduction): $22,320/year

Year up until first of month 

one turns FRA ($1 for $3 benefit 

reduction): $59,520/year

After FRA: no reduction

Social Security Administration, Fact Sheet, 2024

Social Security 

benefits taxation

(income in retirement 

causing 0%, up 

to 50%, or up to 

85% of Social 

Security benefits 

to be taxable)

Single or HOH

up to 50% taxable: $25,000 MAGI 

up to 85% taxable: $34,000 MAGI

Married, filing jointly

up to 50% taxable: $32,000 MAGI 

up to 85% taxable: $44,000 MAGI

Benefits Planner: Income Taxes and Your Social Security Benefits

INVESTMENT AND INSURANCE PRODUCTS ARE: • NOT FDIC INSURED • NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY • NOT A DEPOSIT OR OTHER OBLIGATION OF, 

OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES • SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED
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SINGLE

DIVORCED

MARRIED

SURVIVOR

Must be withdrawn within first 12 months after 

you begin retirement benefits. Unavailable after 12 

months of receiving benefits. No age requirement to 
withdraw. Must contain written consent from others 

who received benefits based on your application.

Requires payback of all benefits – including spousal and childrens’ 

benefits – received (at no interest). Must obtain written consent from 

others who received benefits based on your application. You can use 
this strategy only once.

Start receiving benefits later, with a 

potentially larger benefit. 
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SINGLE

DIVORCED

MARRIED

SURVIVOR

Must be at full retirement age (FRA) or older 

(up to age 70) and already receiving personal 

retirement benefits. 

No payback required. Individual benefit stops. This would cause a 

stop in spousal benefits and anyone else receiving benefits based 

on your record. Spousal benefits do not earn DRCs. Divorced 

spousal benefit does not stop. You can start benefits again later. 

Payments will automatically start again the month you turn age 70.

The individual benefit you previously 

received grows by delayed retirement 

credits (DRCs) of 2/3 of 1% per month or 8% 

per year after the suspension. Could also 

enhance the surviving spouse’s benefit. 
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MARRIED

Married for one year or married for less than one 

year and the parent of worker’s child. Spousal 

benefit is based on 50% of other spouse’s PIA or the 

difference between 50% of spouse’s PIA and own 

benefit. Spouse claiming a spousal benefit must be 

age 62 or older. Other spouse must qualify for own 

benefits and have already filed for benefits.

See back for other special spousal strategies that might be available 

depending on spouses’ ages.

Allows you to receive a spousal benefit 

of 50% of spouse’s PIA if it is greater than 

your own PIA.

DIVORCED

Married for at least 10 years before the 

divorce. Both former spouses must be age 62 

or older. The former spouse applying for a 

divorced spouse’s benefit must be currently 

unmarried. Divorced spousal benefit is 50% 

of PIA of other former spouse, and must be 

greater than your own PIA.

The amount of a divorced spouse’s benefit has no effect on 

the ex-spouse and their current spouse. If you remarry but are 

subsequently widowed or again divorced, you are still eligible to 

collect on your former spouse’s record. If you are divorced for at least 

two years, and if you and your ex-spouse are at least age 62, you can 

get benefits even if your ex-spouse is not yet retired. Your benefit as 

divorced spouse may be reduced if taken before your FRA.

Allows you to receive a spousal benefit 

of 50% of ex-spouse’s PIA if it is greater 

than your own benefit.

ELIGIBLE 
CHILDREN

Under age 18, up to age 19 if still in high 

school full time. Any age if disabled before 

age 22. Child must be unmarried.

Parent must be retired and receiving Social Security retirement 

benefits. Family maximum applies. Benefit may be limited if 

child works and has earned income.

An eligible child receives 50% of either 

retired parent’s PIA, whichever is greater, 

but not both. Subject to age restrictions.
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WIDOWED

Age 60 or over (or age 50 if disabled). Married for 
at least nine months before death occurred, or 

married and the parent of deceased’s child. Amount 

of survivor benefit is 100% of deceased spouse’s PIA 

or spouse’s actual benefit if deceased was receiving 

benefits and not less than 82.5% of spouse’s PIA. 

But those benefits will be reduced if taken prior to 

surviving spouse’s FRA. (71½% of PIA from age 50 

through age 59 for disabled widow.)

If survivor remarries before age 60, surviving spouse is not 
eligible for survivor benefits unless and until that marriage ends. 

If survivor remarries at or after age 60 (or age 50 if disabled), 

surviving spouse is entitled to the survivor benefits based on the 

work record of the deceased spouse.

Provides survivor benefit to the widow 
or widower as early as age 60 if they 

were married at least nine months prior 

to the spouse’s death, or if married and 

the parent of deceased’s child. Widow or 

widower can take a survivor’s benefit only 

and then switch to own personal benefit 

at age 62 or older.

DIVORCED

Age 60 or over (or age 50 if disabled). Must have 

been married for 10 years or more. Cannot collect 

survivor benefit until age 60. Amount of survivor 

benefit is 100% of former deceased spouse’s 

PIA, or deceased ex-spouse’s actual benefit if 

deceased was receiving benefits, but reduced if 

taken prior to surviving divorced spouse’s FRA.

If survivor remarries before age 60, the surviving divorced spouse 

is not eligible for survivor benefits unless and until that marriage 

ends. If the survivor remarries at or after age 60 (or age 50 if 

disabled), the surviving divorced spouse is entitled to the survivor 

benefits based on the work record of the deceased former spouse.

Provides survivor benefit to the divorced 

widow or widower as early as age 60 (or 

age 50 if disabled) if married for at least 10 

years. Divorced widow or widower can take 

a survivor’s benefit only and then switch to 

own personal benefit at age 62 or older.

ELIGIBLE 
CHILDREN

Under age 18, up to age 19 if still in high 

school full time. Any age if disabled before 

age 22. Child must be unmarried.

The deceased parent must have been currently or fully insured 

under Social Security rules. Family maximum applies. Benefit may 

be limited if the child works and has earned income.

An eligible child receives 75% of deceased 

parent’s PIA. Subject to age restrictions. If 

both parents are deceased, child gets 75% of 

the parent’s PIA that is the higher of the two.

WIDOWED 
with ELIGIBLE 

CHILDREN
DIVORCED 

with ELIGIBLE 
CHILDREN

Widowed or divorced survivor can be any age 

if caring for eligible child. Child must be under 

age 16 or disabled before age 22. 

The caretaker widow(er) or caretaker divorced spouse receives 75% of the 

deceased spouse’s PIA. Maximum family benefit applies. The caretaker 

benefit stops when the youngest child reaches age 16, unless caring for 

child disabled before age 22. The divorced spouse is not required to have 

been married to the deceased for 10 years. Family maximum applies.

Provides a caretaker widow(er) or caretaker 

surviving divorced spouse with a flat 75% 

of deceased spouse’s PIA regardless of 

number of eligible children. 

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products are issued 
by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Variable products are distributed by their affiliate, 
Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. Only Allianz Life Insurance Company of New York is 
authorized to offer annuities and life insurance in the state of New York.
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Social Security filing strategies at a glance
This publication provides an overview of several common filing strategies, as well as a summary of the benefits available to eligible retirees, 

survivors, and children. Please keep in mind, however, that the rules on who can use these strategies are complex. Please consult the Social Security 

Administration for details on whether any of these strategies may apply to you.
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Social Security: 
Understanding government pension offset 

and the windfall elimination provision

ENT-1544-N (R-6/2022)

Social Security 

can be the 

starting point for 

your retirement 

income analysis. 
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Social Security
Social Security Fact-Finder

NAME(S): DATE: 

CONTACT INFORMATION: 

For many people entering into retirement, Social Security retirement benefits are often the main 

source of retirement income. Knowing the options and strategies available for potentially enhancing 

those benefits can be a key factor in the total amount of Social Security benefits you will be projected 

to receive over your lifetime.

Please answer the following questions for yourself and your spouse (if applicable) and bring this 

worksheet to your financial professional to start the conversation on Social Security benefits and 

enhancing your retirement income strategies. (Note: Financial professionals can provide information 

regarding Social Security benefits, but cannot provide individualized advice.)

Current marital status:    Married     Widowed     Divorced     Single (never married)

You Spouse

Current age?  

What age is your full retirement age (FRA)? (see chart below)

(If FRA is unknown, what is your year of birth?)

What is your primary insurance amount (PIA)?

Are you considering claiming Social Security retirement benefits: Yes No Uncertain Yes No Uncertain

Prior to FRA 

At FRA 

Delaying past FRA

Do you have adequate resources besides Social Security  

retirement benefits to meet your retirement income needs?

Full retirement age

Year born 1937 or earlier 1938 – 1942 1943 – 1954 1955 – 1959 1960 and later

FRA 65

65 + 2 months  

for every year after  

1937 until 1943

66

66 + 2 months  

for every year after 

1954 until 1960

67
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Social Security: Seven keys 
to enhancing your benefits

A seminar to help you make 

informed decisions

[Month, date, year]  |  [Time of seminar]

Social Security continues to play an important role in a retirement 

strategy. Is yours taking full advantage of what Social Security offers? 

I can help. Together, let’s rethink your retirement.

I’ll share seven keys to enhancing Social Security benefits, such as:

• Keys to help you understand the basics of Social Security, including 

when to consider taking benefits

• Keys that take a deeper dive into Social Security, such as working  

in retirement

• Finally, taking the next step at this insurance sales presentation  

by rethinking retirement strategies

Social Security: 

Seven keys to enhancing benefits

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]
[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

[Retirement consultants market and distribute products manufactured by Allianz Life Insurance 
Company of North America and Allianz Life Insurance Company of New York. Retirement 
consultants provide education and information related to products they market and do not 
provide financial or investment advice.]
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Retirement strategies
Guides, presentations, and informational pieces to begin productive 

discussions with clients on retirement strategies

The Value of Income Planning® client presentation (AMK-421-N) 

If you aren’t discussing retirement income planning with your clients, you may be in 

jeopardy of losing them. This presentation provides an overview of the importance of 

retirement income planning and the need to identify possible retirement income gaps. 

THE VALUE OF INCOME PLANNING® CLIENT SEMINAR INVITATION (ENT-3283-N) 

This invitation corresponds with the AMK-421-N presentation and features 

customizable fields for your information. Attach it to an email or print it out and 

mail it to clients and prospects you wish to invite to your presentation. (PDF only.)

The Value of Income Planning® client brochure (ENT-3301-N) 

The Value of Income Planning® process brochure guides clients through the step-by-

step approach to help them identify potential retirement income gaps and solutions 

– such as an annuity – as part of their overall retirement portfolio.

Retirement income planning worksheet (ENT-3109-N) 

A tool your clients can use to take inventory of their annual ongoing expenses, 

income, and assets, which can help them determine if they are facing a potential 

retirement income gap.

Rethinking Retirement strategic consumer workbook (ENT-538-N) 

Your retirement income strategy process begins here, with worksheets to help 

you understand clients better, including their current standard of living and the 

retirement lifestyle they want, and legacy wishes for their families.

Retirement timeline consumer guide (ENT-902-N) 

Major retirement decisions start long before age 65. This timeline shows possible 

decision points for a client’s retirement strategy – a great guide for the discussions 

you should be having.

Deciding when to retire (AMK-298-N) 

Help your clients explore the opportunities and challenges they may face in retirement 

so they can take them into account when determining their retirement age.

The 4 C’sSM framework for your retirement income strategies client presentation 

(ENT-1361-N)

This presentation uses the 4 C'sSM framework to help simplify the decision process 

and systematically identify your clients’ needs, wants, concerns, and attitudes 

surrounding their retirement income strategies.

4 C’SSM CLIENT SEMINAR INVITATION (ENT-1369-N) 

This invitation corresponds with the ENT-1361-N presentation and features 

customizable fields for your information. Attach it to an email or print it out and 

mail it to clients and prospects you wish to invite to your presentation. (PDF only.)

The 4 C'sSM framework client brochure (ENT-1349-N)

The 4 C'sSM client brochure can help clients with an easy-to-follow framework – clarity, 

comfort, cost of living, and certainty to help with their transition into retirement.

AMK-421-N

ENT-3301-N
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The Value of 
Income Planning®
A process for retirement preparedness

[Month, date, year]  |  [Time of seminar]

Do you feel confident about your retirement security? To the average 

person, preparing for a comfortable retirement can seem as intimidating 

as scaling a mountain. While you may apply certain strategies and 

techniques to reach the summit, climbing down will require a different 

method. The same is true for the phases of retirement where you may 

encounter risks like longevity, sequence of returns, and rising health 

care costs during the income phase – and unless you address them, they 

could threaten the funds you’ve worked hard to save. 

Attend the Value of Income Planning® insurance sales presentation 

to discover a simple process that can help you feel more confident 

about your retirement preparedness. Together, we can: 

• Analyze your retirement situation

• Understand potential retirement income risks

• Evaluate your retirement income needs

The Value of Income Planning® seminar can help you prepare for – and 

maneuver – the potential risks and solutions that may lie ahead.

The Value of Income Planning®

[Seminar location information 1]
[Seminar location information 2]

[Presented by: Name and designations]
[Presented by: Name and designations]

[Call/email today to register.]
[Financial professional name, designations]
[Financial professional phone number]
[Financial professional address 1]
[Financial professional address 2]
[Financial professional email address]

[Company name]
[Company phone number]
[Company address 1]
[Company address 2]

[State insurance license number][Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

[Retirement consultants market and distribute products manufactured by Allianz Life Insurance Company of North America and Allianz Life Insurance Company 
of New York. Retirement consultants provide education and information related to products they market and do not provide financial or investment advice.]

ENT-3283-N

osees only. It i
ny tax plan o
nd their emp
th ttheir own 
owwn situatio

annd claims-p
witth market c

mpaany of Nort
Newew York, 16
uitiies and life
rivee, Minneap

or r credit unio

to discover a simple process that can help 

about your retireme ness. Tont preparedness. ge

ion

ent incomeen

mee needs

minnar can

d sosolutions

t bee used for 
t bee used for 

prooducts ma
eduucation and

ENT-3301-N

THE VALUE OF 
INCOME PLANNING®

A process for retirement preparedness 
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A framework for 
your retirement
[Month, date, year]  |  [Time of seminar]
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THE RETIREMENT YOU ENVISION STARTS 
WITH THE 4 C’SSM

If you’re like most Americans, you’re concerned about saving enough 

for retirement. But to enjoy the retirement you envision, it’s also 

important to consider your transition into retirement – and your years 

spent in retirement, as well. 

Discover how the 4C’s can help by providing a framework as you 

build your overall retirement strategy:

1. Clarity 2. Comfort 3. Certainty 4. Cost of living

Join me at this insurance sales presentation and discover how you can 

build your own retirement strategy using the 4C’s framework.

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

4 C’s: A framework for 
your retirement
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Retirement income planning worksheet

Your retirement income strategy starts with an inventory of your current 

standard of living and your idea of the lifestyle you want during retirement.

Fill in the essential expenses category to estimate your total annual expenses. Then fill in your guaranteed income sources to 

project your total annual income stream in retirement. Completing the essential expenses and guaranteed income sources parts 

of this worksheet can help you determine your retirement income needs. If your projected income does not cover your total 

essential expenses, then you could be facing a retirement income gap.

Client name: 

Essential expenses (CURRENT ONGOING) 

Monthly Annual1

Tax essentials

State $ $

Federal $ $

Local $ $

Total tax essentials $ $

Household essentials

Mortgage/rent $ $

Property taxes $ $

Maintenance $ $

Home/renters insurance $ $

Home equity loan $ $

Association fees $ $

Utilities: gas/oil/electricity $ $

Utilities: water/garbage/sewer $ $

Phone/cellphone $ $

Cable/internet $ $

Vacation/second home $ $

Other $ $

Total household essentials $ $

Transportation essentials

Car payment $ $

Maintenance repairs $ $

Gasoline/tolls/mass transit $ $

License/registration $ $

Insurance $ $

Other $ $

Total transportation essentials $ $

Monthly Annual1

Living expenses essentials

Food $ $

Clothing $ $

Dry cleaning/laundry $ $

Barber/salon/spa $ $

Credit card payments/fees $ $

Other $ $

Total living essentials $ $

Medical/health essentials

Health insurance $ $

Life insurance $ $

Long term care insurance $ $

Disability insurance $ $

Out-of-pocket medical expenses $ $

Dental expenses $ $

Prescription/over-the-counter drugs $ $

Other $ $

Total medical essentials $ $

Children/grandchildren essentials

Child care $ $

Education/tuition $ $

Clothing $ $

Other $ $

Total children essentials $ $

A Total essential expenses $ $

ENT-3109-N
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Retirement income 
strategies workbook
Rethinking Retirement
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ENT-902-N

Many people think that major retirement decisions are all made at age 65. In 
reality, there are a number of important dates, and many begin as early as age 50. 
It is important to start looking at the series of decision dates, and work with your 
financial professional to be sure you make the choices that are appropriate for you.

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it intended 
to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, their affiliates, 
and their employees and representatives do not give legal or tax advice or advice related to Social Security benefits. Clients are encouraged to consult with their own legal, tax, 
and financial professionals for specific advice or product recommendations, or to go to their local Social Security Administration office regarding their particular situation.
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issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Variable products are distributed by 
their affiliate, Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. Only Allianz Life Insurance Company 
of New York is authorized to offer annuities and life insurance in the state of New York.
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Rethinking 

retirement

A retirement timeline

As you can see, there are a number of important decision points. Your choices can affect your retirement 
strategy. Call your financial professional or your tax advisor to discuss your retirement timeline and to 
discuss what may be appropriate for your situation.

Your retirement timeline

During the year in which you will turn age 50: 

You can begin to make catch-up contributions 

to 401(k) and many other retirement 

arrangements. A catch-up contribution is an 

amount beyond the normal contribution limits.

During the year in which you will turn age 

55: If you separate from service with your 

employer during or after this year, you 

can receive amounts from that employer’s 

retirement arrangement without the 10% 

federal additional tax for early withdrawals.

At age 59½: If you are eligible to take 

withdrawals from retirement arrangements, 

you can now take withdrawals without 

the 10% federal additional tax for early 

withdrawals. Of course, the more you leave in 

the arrangements, the more they can 

grow tax-deferred. 

At age 62: You can now begin to receive Social 

Security benefits. By waiting longer, though, 

you could receive a larger monthly benefit.

At age 65: You are eligible for Medicare 

on the first day of the month that you turn

65. You might want to consider enrolling, 

because if you do not enroll during the 

month you turn 65 and wish to enroll later, 

you may be required to pay a higher 

premium for Medicare Part B. Discuss 

with your tax advisor what is appropriate 

for your situation.

50 55 59½ 62 65 66 67 70 72

At age 66: If you were born between 1943 and 

1954, you are now eligible for full Social 

Security benefits. By waiting longer, though, 

you could receive a larger monthly benefit.

At age 67: If you were born in 1960 or later, 

you are now eligible for full Social Security 

benefits. By waiting longer, though, you could 

receive a larger monthly benefit.

At age 70: If you have not started receiving 

Social Security benefits, waiting longer will 

not increase your benefit.

At age 72: You need to start taking required 

minimum distributions (RMDs) from most 

retirement arrangements by this age. If you 

don’t, you could incur significant excise taxes.
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Retirement risks
Resources designed to help consumers plan for the “financial 

unknowns” such as inflation or health care costs

Inflation: Protecting your retirement future client presentation (AMK-277-N) 

Help clients understand how inflation – including the rising cost of health care – may 

affect them in retirement, along with practical steps to help minimize its effects. 

INFLATION CLIENT SEMINAR INVITATION (AMK-279-N) 

This invitation corresponds with the AMK-277-N presentation and features 

customizable fields for your information. Attach it to an email or print and mail 

to clients and prospects you wish to invite to your presentation. (PDF only.)

Inflation consumer brochure (AMK-278-N)

Why should inflation matter to retirees? Are your clients prepared for rising health 

care costs? This brochure explains why inflation and health care are big concerns to 

clients and how they can begin to prepare for both. 

Health care costs: Options before and after retirement client 

presentation (ENT-1591-N)

Help clients understand health care and its financial impacts at various stages of life. 

Gain a better understanding of how health care costs will impact your clients and 

give them the opportunity to plan accordingly. 

HEALTH CARE COSTS CLIENT SEMINAR INVITATION (ENT-1615-N) 

This invitation corresponds with the ENT-1591-N presentation and features 

customizable fields for your information. Attach to an email or print and mail to 

clients and prospects you wish to invite to your presentation. (PDF only.)

Rising health care costs client presentation (AMK-346-N) 

Help clients understand the impact inflation can have on health care costs and how 

that may impact their retirement, and offer some strategies to help manage some of 

the rising costs. 

RISING HEALTH CARE COSTS CLIENT SEMINAR INVITATION (ENT-1825-N) 

This invitation corresponds with the AMK-346-N presentation and features 

customizable fields for your information. Attach to an email or print it out and 

mail it to clients and prospects you wish to invite to your presentation. (PDF only.)

Rising health care costs consumer brochure (ENT-1828-N)

An approved-for-consumer discussion of the impact of inflation on health care costs 

and how it can impact your client’s retirement.

Common retirement issues to consider (AMK-067-N)

A worksheet, designed for your clients, of retirement issues they should consider.

Sequence of returns consumer brochure (ENT-1363-N)

This visual guide helps clients understand how sequence of returns risk can affect 

their retirement income strategies.

 

AMK-067-N  (R-3/2022)

Allianz Life Insurance Company of North America

Allianz Life Insurance Company of New York 

RETHINKING RETIREMENT

Common retirement issues to consider
NAME: 

FILE #:    DATE: 

 1.   Retirement accumulation and distribution 

Inflation, longevity, rate of return, and unexpected expenses can all have a dramatic effect on retirement income. 

What average interest rate do you think is appropriate for your situation?     3%  |  4%  |  5%  |  6%  |  7%  |  8% 

What average rate of distribution do you think is appropriate for your situation? 3%  |  4%  |  5%  |  6%  |  7%  |  8%

 2.    Health care coverage 

Medicare begins at age 65. If retiring earlier, how will you be covered prior to Medicare?

 3.   Employer-sponsored retirement plan 

Do you have company stock in your employer-sponsored retirement plan?   Yes    No  

If yes, company stock in an employer-sponsored retirement plan can present special issues at distribution. Be sure to consult your tax advisor to discuss your options.

 4. Rolling out of a company retirement plan into an IRA before age 59½ 

   Are you planning to retire between the ages of 55 and 59½ and  

think you may need access to the company retirement plan assets?   Yes    No 
 

 If you answered yes, you may want to consider leaving all plan assets in the plan until age 59½. Distributions to a plan participant who separates from service after 
age 55 are not subject to the 10% federal additional tax for early withdrawal. If plan assets are rolled over to an IRA, distributions from the IRA will be subject to the 
10% federal additional tax until age 59½. Be sure to consult your tax advisor to discuss your situation. Please note that rolling over your qualified retirement plan 
assets to an IRA does not assure positive results or that sufficient funds will be available for retirement.

 5.   Leaving a 401(k) vested account with the employer 

Do you feel your current 401(k) is going to meet your retirement needs, risk tolerance, and time horizon?   

 Yes    No 
 

Be sure to consult your financial professional about your options.

 6.  Required minimum distributions (RMDs) 

 The first required minimum distribution (RMD) must be taken from your traditional IRA by April 1 of the year following 

the year you turn age 72. Subsequent RMDs must be taken by December 31. If you wait until the year following the 

year you turn age 72 to take your first RMD, you must take your second RMD in that same year.    

YOUR DATE OF BIRTH:    YOUR AGE: DATE OF YOUR FIRST RMD: 

Consult your tax advisor for further details. Not taking RMDs each year can result in a 50% federal excise tax.

Protecting your retirement  

income from market volatility
Understanding the impact of your sequence of returns
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This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it intended to 
market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, their affiliates, 
and their employees and representatives do not give legal or tax advice or advice related to Social Security benefits. Clients are encouraged to consult with their own legal, tax, 
and financial professionals for specific advice or product recommendations, or to go to their local Social Security Administration office regarding their particular situation.

Guarantees are backed by the financial strength and claims-paying ability of the issuing insurance company. Variable annuity guarantees do not apply to the performance of the 
variable subaccounts, which will fluctuate with market conditions. 

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products 
are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Only Allianz Life Insurance 
Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable products are distributed by their affiliate, Allianz Life Financial  
Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

ENT-1615-N  (R-3/2022)

  
HEALTH CARE COSTS HAVE BEEN INCREASING 
FASTER THAN THE GENERAL INFLATION RATE. 
IS YOUR FINANCIAL HEALTH AT RISK?

This seminar will help you prepare strategies designed to help meet  

your current – and future – financial health care needs. You’ll learn:

• Common health care plan options

• Factors that impact health care pricing

• Implications of the Affordable Care Act prior to retirement

• COBRA and other options before age 65

•  Medicare and other strategies for health care coverage  

during retirement.

Register for this seminar today and find out how healthy your  

financial future can be.

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

Health Care Costs:  
Options before and  
after retirement

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

Health Care Costs: 
Options before  
and after retirement
[Month, date, year]  |  [Time of seminar]

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York
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[Month, date, year] | [Time of seminar]

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to 
avoid tax penalties; nor is it intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of 
North America, Allianz Life Insurance Company of New York, their affiliates, and their employees and representatives do not give legal or tax 
advice or advice related to Social Security benefits. Clients are encouraged to consult with their own legal, tax, and financial professionals for 
specific advice or product recommendations, or to go to their local Social Security Administration office regarding their particular situation.

Guarantees are backed by the financial strength and claims-paying ability of the issuing company. Variable annuity guarantees do not apply to the performance of the variable 
subaccounts, which will fluctuate with market conditions.

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products 
are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Only Allianz Life Insurance 
Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable products are distributed by their affiliate, Allianz Life Financial 
Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com.

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

ENT-1825-N (R-3/2022)  

Rising Health  
Care Costs
Is your retirement income keeping up?

HEALTH CARE COSTS ARE RISING FASTER 
THAN INFLATION AND ARE A CONCERN FOR 
MANY RETIREES.

Are your retirement income strategies addressing the rising costs of 

health care and inflation?

This insurance sales presentation will help you learn more about:

• How health care coverage generally works in retirement

• The impacts of rising health care and Medicare costs in retirement

• Considerations to help manage some of these rising costs

We can help you gain a better understanding of how the costs of 

health care and Medicare could impact you during retirement. 

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.]
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

SPECIAL SEMINAR INVITATION

Join us for Rising Health Care 
Costs: Is your retirement 
income keeping up?

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

[Month, date, year] | [Time of seminar]

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

[Month, date, year] | [Time of seminar]

Inflation: 
Protecting Your 
Retirement Future
[Month, date, year] | [Time of seminar]

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be 
used to avoid tax penalties; nor is it intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance 
Company of North America, Allianz Life Insurance Company of New York, their affiliates, and their employees and representatives do 
not give legal or tax advice. Clients are encouraged to consult with their own legal, tax, and financial professionals for specific advice 
or product recommendations.

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products 
are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Only Allianz Life Insurance 
Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable annuities are distributed by their affiliate, Allianz Life Financial 
Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com.

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

Product and feature availability may vary by state and broker/dealer.

AMK-279-N (R-5/2022)  

WHAT YOU CAN DO TO HELP SECURE  
YOUR RETIREMENT SAVINGS

Protecting your retirement assets from inflation is an important part of 

any financial strategy. If left unaddressed, future inflation and health 

care costs could chip away at your retirement savings.

Join me for an exclusive seminar and insurance sales presentation to 

learn about inflation and its associated risks, with topics that include:

• inflationary trends

• inflation concerns

• rising health care costs

Then, find out what each may mean to you, and to your own readiness 

for retirement.

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.]
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

Inflation: 
Protecting Your 
Retirement Future

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]
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Encourage clients to consult with an attorney and tax advisor for their own situation. 

For financial professional use only – not for use with the public.

Estate distribution
Materials to help your clients better understand ways to transfer assets 

and learn about different options and strategies for annuities to help 

with the transfer process

Asset protection planning (AMK-289-N) 

A discussion of why insurance alone may not be enough to financially protect assets 

from certain risks, and overviews of several asset protection strategies.

Credit shelter trusts consumer brochure (AMK-253-N) 

An approved-for-consumers explanation of a credit shelter trust and how it can help 

clients leave an inheritance without a large income-tax bill (PDF only).

Common estate planning documents checklist (ENT-1829-N) 

This consumer brochure discusses some common estate planning documents that 

may help your clients and their attorney during estate planning.

Charitable remainder trusts (CRT) consumer brochure (AMK-274-N) 

A discussion of how a CRT can be used to benefit a charity and reduce estate taxes, 

while providing lifetime income.

Tax-savvy withdrawal strategy guide (AMK-643-N)

A reference sheet for financial vehicle and account withdrawals and their impact on 

taxes in retirement.

Family legacy: Discovering what's really important client presentation (ENT-3097-N)

This presentation will help clients understand the broader definition of legacy, 

beyond the transfer of wealth, and discover the need for legacy conversations within 

their own families.

FAMILY LEGACY CLIENT SEMINAR INVITATION (ENT-198-N) 

This invitation corresponds with the ENT-3097-N presentation and features 

customizable fields for your information. Attach to an email or print it out and 

mail it to clients and prospects you wish to invite to your presentation (PDF only).

Family legacies client brochure (ENT-168-N) 

Help clients understand the five key areas of family legacies and estate planning 

strategies to help your clients make plans and begin family discussions.

Gifting to an annuity for retirement savings consumer brochure (AMK-642-N)

This brochure discusses how an annuity can help provide the next generation with 

retirement savings while reducing the size of an estate.

Allianz Life Insurance Company of North America
Allianz Life Insurance Company of New York
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Family Legacies
A discussion of values and wishes, goals and dreams

AMK-643-N (R-3/2023)  For investment professional use only – not for use with the public.

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

Tax-savvy withdrawal 
strategy guide
How and when your clients choose to withdraw from various accounts in 

retirement can impact their taxes in retirement. This reference sheet can help 

you, your clients, and their tax advisor with key values and concepts.

2023 tax brackets: ordinary income

Married, filing jointly 
(MFJ)

Married, filing 
separately 

Single
Head of household 

(HOH)

10% $0-$22,000 $0-$11,000 $0-$11,000 $0-$15,700

12% $22,000-$89,450 $11,000-$44,725 $11,000-$44,725 $15,700-$59,850

22% $89,450-$190,750 $44,725-$95,375 $44,725-$95,375 $59,850-$95,350

24% $190,750-$364,200 $95,375-$182,100 $95,375-$182,100 $95,350-$182,100

32% $364,200-$462,500 $182,100-$231,250 $182,100-$231,250 $182,100-$231,250

35% $462,500-$693,750 $231,250-$346,875 $231,250-$578,125 $231,250-$578,100

37% Over $693,750 Over $346,875 Over $578,125 Over $578,100

Rates for long-term capital gains and qualified dividends

Individuals
Head of  

household
Married,  

filing jointly
Married,  

filing separately 
Trusts  

and estates

0% $0-$44,625 $0-$59,750 $0-$89,250 $0-$44,625 $0-$3,000

15% $44,625-$492,300 $59,750-$523,050 $89,250-$553,850 $44,625-$276,900 $3,000-$14,650

20% Over $492,300 Over $523,050 Over $553,850 Over $276,900 Over $14,650

Retirement income tax structure

Taxable income Income generated within the arrangement that 

is taxed each year to the account owner. 

Examples: interest, dividends, capital gains, etc.

Tax-deferred income Earnings not taxed until taken from the 

account. Examples: traditional IRAs, qualified 

retirement plans, nonqualified annuities, etc.

Tax-free income Income that is never taxed when distributions 

are made, provided certain qualifications  

were met. Examples: Roth IRAs, etc.

Basis recovery of retirement arrangements

Aggregate for basis recovery

Roth IRAs Basis out first

Traditional IRAs Basis prorated

Aggregation for basis recovery not required

Life insurance
Basis out first (provided not a modified 

endowment contract (MEC))

Qualified retirement 
plans (401(k) plan)

Basis prorated

Nonqualified  
annuities (annuitized)

Basis prorated

Nonqualified 
deferred annuities 
(not annuitized)

Generally basis out last. Aggregation may be 

required for annuities purchased by same owner 

from same company in one calendar year.

ENT-168-N

AMK-289-N

ENT-1829-N

AMK-274-N

AMK-643-N

ENT-3097-N

Asset protection
planning
Strategies to assist in 
safeguarding your wealth

ASSET 
PROTECTION
PLANNING
Strategies to assist in 
safeguarding your wealth

AMK-289-N  (R-7/2021)

Allianz Life Insurance Company of North America
Allianz Life Insurance Company of New York
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This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it 
intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New 
York, their affiliates, and their employees and representatives do not give legal or tax advice. Clients are encouraged to consult with their own legal, tax, and financial 
professionals for specific advice or product recommendations.

Guarantees are backed by the financial strength and claims-paying ability of the issuing company. Variable annuity guarantees do not apply to the performance of the variable 
subaccounts, which will fluctuate with market conditions.

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products 
are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Only Allianz Life Insurance 
Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable annuities are distributed by their affiliate, Allianz Life Financial 
Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com.

ENT-198-N  (R-3/2022)

Family Legacy 
Seminar 
Planning and providing for your legacy

[Month, date, year]  |  [Time of seminar]

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

  
JOIN US FOR A DISCUSSION OF VALUES  
AND WISHES, GOALS AND DREAMS.

Too often, the question of “What’s most important to us?” goes 

unanswered in families. This insurance sales presentation can help 

you get started. You’ll learn:

• Why your legacy is more than just money

•  How the four pillars of leaving a legacy include everything 

from family traditions to personal possessions

• What your unique legacy is

Register for this seminar today and find out how you can start  

a discussion with your loved ones on planning and providing for 

your own legacy.

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

Family Legacy:  
Discovering what’s  
really important

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
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[Company name] 
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[Company address 2]

[State insurance license number]
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Gifting to an annuity 
for retirement savings
Helping to ensure your gift is used the way you intend
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Funding a credit shelter 
trust with a nonqualified 
deferred annuity
Leave behind an inheritance.
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For financial professional use only – not for use with the public.

Beneficiary designations
Resources designed to help consumers review their beneficiary 

information and their designations, and help ensure all information is up 

to date

Beneficiary worksheet (AMK-021-N) 

Helps determine beneficiary designations and wishes for them, owner’s comfort level 

with passing on assets, and how they may wish to pass them.

Consumer’s guide to beneficiary designations (AMK-158-N) 

A quick reference for basic beneficiary guidelines and guidance on how to word 

beneficiary designation choices.

Small-business retirement plans
Resources to aid consumers in better understanding the retirement plan 

options for small-business owners

Small-business retirement plans consumer brochure (AMK-161-N) 

A walk-through and overview of four retirement plans designed specifically for small-

business owners.

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

Your plan for leaving 
a financial legacy
Beneficiary review worksheet
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A guide to beneficiary 
designations
At Allianz Life Insurance Company of North America (Allianz) and Allianz Life Insurance Company of New 

York (Allianz Life of NY), most beneficiary designations can be specified on the beneficiary designation 

section of your applications. For example, one or several primary or contingent beneficiaries can be 

designated. These designations can be in equal or unequal percentage distributions, totaling 100%.

For some contract owners, the beneficiary designation section of the application may not meet 

their particular need. In these cases, the owner can simply write “see attached” in the beneficiary 

designation section of the application and sign, date, and attach their desired designations.

The following are examples of wording for special beneficiary designations.

Beneficiary designation Suggested wording

For a group of beneficiaries that could change over time

In equal shares to my surviving 

grandchildren. My grandchildren currently 

living are: Mary Jane Jones, Felix Jones, and 

Rebecca Jones. 

For passing shares down family lines (instead of to the 

other primary beneficiaries) if a beneficiary dies before 

the owner (per stirpes designation)1

Alex Smith, son, and Ann Davis, daughter, 

equally, per stirpes

For passing equal shares to multiple beneficiaries or  

to the surviving beneficiaries (per capita designation)

Sam Jones, Sandra Jones, and Stella Jones, 

children, equally or to the survivor(s)

For unequal shares to pass to multiple beneficiaries 

Note: If a beneficiary dies before you, his or her share 

will be distributed proportionally among surviving 

beneficiaries, unless otherwise designated.

Mary Clark, daughter, 60%, Jonathan Clark, 

son, 20%, Myra Lloyd, friend, 20%

For a minor child

Note: If more than one minor child, list each separately.

Mary Doe, custodian for Baby Doe under 

[name of state]  

Uniform Transfers (Gifts) to Minors Act2

(continued on back)

BENEFICIARY 

DESIGNATIONS

 

1 Where minor children or special needs children are potential beneficiaries, special designation may be appropriate.

2  An UTMA designation should be considered for a minor child even if the child has living parents. The parent or any adult can be the custodian under the UTMA designation. If the owner 
fails to make an UTMA designation as described above, state law may not permit the insurer to distribute more than a minimal amount to the parents of the minor child. State law may 
require a court-appointed guardian to collect the funds. You can avoid the potential inconvenience and expense of this procedure by making the appropriate UTMA designation.

AMK-158-N  (R-4/2022)

AMK-161-N

AMK-158-N

AMK-021-N

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York
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FP = Financial professional only piece 

For financial professional use only – not for use with the public.

Traditional IRAs and Roth IRAs
Information to help consumers better understand 401(k)s, traditional 

IRAs, Roth IRAs, rollovers, and options for their retirement lifestyle plans

Rollover IRAs consumer brochure (AMK-393-N) 

A look at the rollover process available for individuals leaving a job, retiring, or 

those who have left retirement plan assets with a previous employer. Only securities-

registered producers can use this piece with clients.

Traditional IRA required minimum distribution flowchart (AMK-416-N) 

This flowchart will help to determine if and when a required minimum distribution 

(RMD) should be taken from a traditional IRA.

Understanding IRA distributions consumer guide (AMK-019-N) 

Highlights various distribution options and strategies that can help your clients 

understand choices that may reduce taxation and help meet their needs and goals.

IRA to IRA distribution consumer brochure (AMK-381-N) 

Understanding IRA distributions is an important first step toward creating retirement 

income strategies for your clients. Help clients make informed decisions about their 

IRA and the options available to them with this educational brochure. 

Preparing for your required minimum distributions client brochure (ENT-3147-N) 

A general guide to RMDs to help provide a basic understanding of the applicable rules 

and guidelines, timing, considerations, and types of accounts that require RMDs.

Making the most of your RMDs client presentation (AMK-415-N) 

RMDs are a key part of your client’s overall retirement strategies even when they 

are not needed for daily living expenses. Help clients understand the rules and 

requirements for RMDs, as well as explore some potential options when navigating 

decisions that can help them make the most of these required distributions.  

RMD CLIENT SEMINAR INVITATION (ENT-3234-N) 

This invitation corresponds to the AMK-415-N presentation and features 

customizable fields for your information. Attach it to an email or print and mail 

to clients and prospects you wish to invite to your presentation. (PDF only.)

RMD client prospecting brochure (ENT-3223-N) 

This overview brochure is a great conversation starter to use with clients when 

discussing the topic of RMDs. Using this brochure can help you inform them on how 

RMDs could help fulfill multiple financial goals in retirement.

FP RMD Quick-Reference Guide (AMK-680-N)

A must-have reference guide to RMD basics and requirements for financial 

professionals, including life expectancy tables with RMD percentages.

Allianz Life Insurance Company of North America 

Allianz Life Insurance Company of New York

Roth IRAs
Make an informed decision to fit your situation.
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AMK-393-N

AMK-416-N

ENT-3147-N

AMK-019-N

AMK-381-N

AMK-415-N

ENT-3223-N

Allianz Life Insurance Company of North America
Allianz Life Insurance Company of New York

BEFORE AFTER

BEFORE AFTER

1 OR the owner’s life expectancy if the owner is younger than the oldest trust beneficiary, 
and owner died on or after required beginning date (RBD). 

This document is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice 
and cannot be used to avoid tax penalties; nor is it intended to market, promote, or recommend any tax plan or 
arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, 
their affiliates, and their employees and representatives do not give legal or tax advice. Clients are encouraged to 
consult with their own legal, tax, and financial professionals for specific advice or product recommendations.

AMK-416-N (R-1/2023)  

Traditional IRA Required Minimum Distribution Flowchart
After the Secure Act of 2019 and the Consolidated Appropriations Act of 2023 (SECURE Act 2.0)

Is the traditional IRA owner living?

Who is the beneficiary? 

SpouseTrustEstate Nonspouse individual

Nonspousal 
individual

Did the IRA owner pass 
before 12/31/2019 or after?

10-year rule

Charity

Did owner die before required 
beginning date (RBD)?

Five-year rule Remaining life 
expectancy of decedent 

as of death based 
on Single Life Table 

(SLT) (See Section C 

on other side)

Is the trust a designated 
beneficiary?

Rollover or transfer: 
Take RMD if applicable, 
then return to beginning, 

treating survivor 
as new owner

Inherited traditional IRA
(See Section A 

on other side)

Did the IRA owner 
pass before

12/31/2019 or after?

Were separate 
shares created by 
December 31 of 

year following the 
year of death?

Possible life expectancy 
of each beneficiary if 

separate trust share is 
in existence on the date 

that a person dies and the 
beneficiary designation 
form specifically names 
each separate share as 

beneficiary.

Life expectancy of oldest beneficiary 
based on SLT1

Beneficiary’s life 
expectancy using 
Single Life Table 
(See Section C 

on other side)

Is the trust 
beneficiary a 
disabled or 
chronically 
ill person?

Were 
separate 

shares 
created by 

December 31 
of year 

following 
the year 

of death?

Life expectancy 
of beneficiary 
based on SLT1

Nonspousal 
individual 

(grandchildren, 
children, etc.)

Are there 
multiple 

beneficiaries?

Is beneficiary 
disabled, chronically 

ill, not more than 
10-years younger 

than the IRA owner, 
or a minor child of 

the IRA owner?

Is beneficiary a minor 
child of the IRA owner?

Distributions based on child’s life 
expectancy until the child reaches 
age 21 (or dies) at which time the 

10-year rule applies

Is the IRA owner age 73?

10-year 
rule

Life expectancy of 
each beneficiary 

based on SLT1

YES

Is the spouse the “sole 
beneficiary”?

RMDs not required yet

Is the spouse more 
than 10 years younger 
than IRA participant?

Calculate using Joint 
and Last Survivor 

Table (See IRS 

Publication 590-B)

Calculate using 
Uniform Lifetime Table 

(See Section B 

on other side)

The Setting Every Community Up for Retirement 

Enhancements (SECURE) Act of 2019 modified 

distribution options of some (but not all) nonspouse 

beneficiaries of inherited IRAs and other retirement 

accounts. This chart is a summary of the changes starting 

with traditional IRA owner deaths after 12/31/2019.
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Are you taking 

advantage of your 

required minimum 

distributions?
Learn how they could help you fulfill 

other financial goals in retirement.

AMK-381-N

UNDERSTANDING 
YOUR IRA – AND 
YOUR OPTIONS

Allianz Life Insurance Company of North America
Allianz Life Insurance Company of New York
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required minimum 
distributions
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expectancy using 
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following 
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Life expectancy 
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I b fi iIs beneficiary 
disabled chronicallydisabled, chronically 

ill t thill, not more than ,
10-years younger 

than the IRA owner,
or a minor child of

the IRA owner?

Is beneficiary a minor 
child of the IRA owner?

Distributions based on child’s life 
expectancy until the child reaches 
age 21 (or dies) at which time the 

10-year rule applies

10-year 
rule

Life expectancy of 
each beneficiary 

based on SLT1
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Understanding 
IRA distributions
A retirement distribution guide

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

REQUIRED MINIMUM 

DISTRIBUTION GUIDE

IRA Spotlight: 

RMD Quick-Reference Guide

INVESTMENT AND INSURANCE PRODUCTS ARE: • NOT FDIC INSURED • NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY  
• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES  

• SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED

AMK-680-N (R-12/2023)

Uniform Lifetime Expectancy Table III
For use by owners (RMDs calculated using December 31, 2021 
values and after)

Age

Life 
Expectancy 

Factor 
RMD 

Percentage Age

Life 
Expectancy 

Factor 
RMD 

Percentage

73 26.5 3.77% 97 7.8 12.82%

74 25.5 3.92% 98 7.3 13.70%

75 24.6 4.07% 99 6.8 14.71%

76 23.7 4.22% 100 6.4 15.63%

77 22.9 4.37% 101 6 16.67%

78 22 4.55% 102 5.6 17.86%

79 21.1 4.74% 103 5.2 19.23%

80 20.2 4.95% 104 4.9 20.41%

81 19.4 5.16% 105 4.6 21.74%

82 18.5 5.41% 106 4.3 23.26%

83 17.7 5.65% 107 4.1 24.39%

84 16.8 5.95% 108 3.9 25.64%

85 16 6.25% 109 3.7 27.03%

86 15.2 6.58% 110 3.5 28.57%

87 14.4 6.94% 111 3.4 29.41%

88 13.7 7.30% 112 3.3 30.30%

89 12.9 7.75% 113 3.1 32.26%

90 12.2 8.20% 114 3 33.33%

91 11.5 8.70% 115 2.9 34.48%

92 10.8 9.26% 116 2.8 35.71%

93 10.1 9.90% 117 2.7 37.04%

94 9.5 10.53% 118 2.5 40.00%

95 8.9 11.24% 119 2.3 43.48%

96 8.4 11.91% 120+ 2 50.00%

2021 IRS Publication 590-B, Appendix B. Table updated for regulations beginning 
January 1, 2022.

RMD basics

• Traditional IRA owners must 

begin taking required minimum 

distributions (RMDs) for each 

calendar year beginning in the year 

in which the owner turns age 73.

• The owner’s first RMD must be 

distributed no later than April 1 the 

year after they turn 73.

• All subsequent RMDs must be taken 

by December 31 of each year. 

• Starting in 2033, the RMD Required 

Beginning Date increases to April 1, 

the year after the owner turns 75.

Calculating RMDs

To calculate RMDs, divide the 

December 31 IRA value from the 

previous year by the owner’s life 

expectancy factor in the appropriate 

IRS lifetime expectancy table. For IRA 

annuities, Actuarial Present Value of 

certain living and death benefits will 

be included in the IRA value. For most 

IRA owners, IRS Table III (Uniform 

Lifetime Expectancy) will be used. 

AMK-680-N

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is  
it intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of  
New York, their affiliates, and their employees and representatives do not give legal or tax advice. You are encouraged to consult with your own legal, tax, and 
financial professionals for specific advice or product recommendations.

Guarantees are backed by the financial strength and claims-paying ability of the issuing company. Variable annuity guarantees do not apply to the performance of the variable 
subaccounts, which will fluctuate with market conditions.

Products are issued by Allianz Life Insurance Company of North America (Allianz), 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, 
products are issued by Allianz Life Insurance Company of New York (Allianz Life of NY), 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. 
Only Allianz Life Insurance Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable products are distributed by their affiliate, 
Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN  55416-1297. www.allianzlife.com.

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

ENT-3234-N (R-5/2022)

Making the most 

of your RMDs 

special seminar
[Month, date, year]  |  [Time of seminar]

If you’ve prepared for retirement, the chances are high that a portion 

of your savings is in a tax-deferred plan or arrangement like a 401(k) 

or IRA. For now, these accounts are free from income tax if you do not 

take withdrawals. But if you are approaching your 72nd birthday, it’s 

important to know that you’ll soon be required to take withdrawals 

from those funds on an annual basis.

Join us to learn more about these required minimum  

distributions (RMDs):

• Which retirement plans and accounts require RMDs

• Timing and rules associated with various types of RMDs

• Tax consequences you may face if you don’t take your RMDs

• Strategies to effectively implement RMDs into your retirement 

income plans

• Options available if RMDs are not needed for income

It is never too early to start preparing for your RMDs and other 

retirement income needs. Attend this insurance sales presentation to 

make sure you know the rules and requirements to help you make the 

most of your RMDs.

Making the most of your RMDs

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

[Retirement consultants market and distribute products manufactured by Allianz Life Insurance Company of North America and Allianz Life Insurance Company 
of New York. Retirement consultants provide education and information related to products they market and do not provide financial or investment advice.]
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Special markets 
Programs designed to help you manage your business to optimize 

results, more effectively build networks, and prospect for new customers

Bank channel program: Partnering for success with referrals kit (ENT-1521-N) 

Branch referrals can be a source of new-business leads. This kit gives you the tools 

and guidance to set up for an effective bank channel referral program. Kit includes 

financial professional guide, referral story, and a complete teller kit.

TELLER KITS (ENT-1524-N) 

Additional teller kits available separately. Kit includes referral cues, overcoming 

objections, and quick tips.

Recognizing elder financial abuse guide (ENT-1673-N) 

This guide identifies red flags, warning signs, and support resources to help you and 

your clients spot and prevent potential elder financial abuse situations.

Caregiving readiness guide (ENT-1934-N) 

This guide provides simple checklists that may help you start important 

conversations with your clients or prospects about the potential need of caregiving 

for oneself, or the possibility of caregiving for an elder family member or spouse. The 

guide is designed as a file folder to make it easier to gather and organize documents 

pertaining to significant life events.

Navigating the financial aspects of caregiving client presentation (AMK-409-N) 

A seminar for clients who are considering options for funding caregiving expenses 

for a spouse or loved one; includes different options available to help pay for care, 

legal and tax considerations, and additional resources for caregivers. 

CAREGIVING CLIENT SEMINAR INVITATION (ENT-3196-N) 

This invitation corresponds with the AMK-409-N presentation and features 

customizable fields for your information. Attach it to an email or print it out 

and mail it to clients and prospects you wish to invite to your presentation. 

(PDF only.) 

SUCCESS WITH REFERRALS: A GUIDE 

FOR FINANCIAL PROFESSIONALS

• Success with referrals kit

• From training guides and cue cards to Q&As and more,  

this kit contains the tools you need to inspire referral success.
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Recognizing elder 
financial exploitation
Warning signs, precautions, and support resources

Caregiving 
Readiness Guide
A file folder with checklists for important information
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ENT-1521-N ENT-1524-N

ENT-1673-N

ENT-1934-N

ENT-3196-N

AMK-409-N

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it 
intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New 
York, their affiliates, and their employees and representatives do not give legal or tax advice. You are encouraged to consult with your own legal, tax, and financial 
professionals for specific advice or product recommendations. 

Guarantees are backed by the financial strength and claims-paying ability of the issuing company. Variable annuity guarantees do not apply to the performance of the variable 
subaccounts, which will fluctuate with market conditions.

Products are issued by Allianz Life Insurance Company of North America (Allianz), 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, 
products are issued by Allianz Life Insurance Company of New York (Allianz Life of NY), 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. 
Only Allianz Life Insurance Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable products are distributed by their affiliate, 
Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN  55416-1297. www.allianzlife.com.

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

ENT-3196-N (R-5/2022)

Navigating the 

financial aspects 

of caregiving
[Month, date, year]  |  [Time of seminar]

Helping a spouse or loved one evaluate options for funding caregiving 

expenses can be difficult and complex. This insurance sales seminar 

will cover how to start caregiving conversations with your family, as 

well as discuss other important financial and legal considerations.

You’ll learn about:

• Where to begin once you’ve noticed signs that your loved one 

needs assistance

• Different options available to help pay for care

• Legal and tax considerations involving wills, trusts, and medical 

and long term care expenses

• Additional support and resources for caregivers

Navigating the financial 
aspects of caregiving

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]
[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

[Retirement consultants market and distribute products manufactured by Allianz Life Insurance 
Company of North America and Allianz Life Insurance Company of New York. Retirement 
consultants provide education and information related to products they market and do not 
provide financial or investment advice.]

ENT-1524-N (R-6/2022)  

Teller 
resources

Allianz Life Insurance Company of North America

Allianz Life Insurance Company of New York
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WOMEN, MONEY, AND POWER®

Women, Money, and Power® consumer brochure (ENT-321-N)

The issues specific to women and money, including life events, communication style, 

and more. Help clients better understand their financial role and show them how to 

begin taking the next step forward.

Women, Money, and Power® Study client presentation (ENT-374-N)

A seminar for women. Help prospects better understand their financial picture and 

their financial personality, and help them take control of their financial future.

WOMEN, MONEY, AND POWER® CLIENT SEMINAR INVITATION (ENT-382-N)

This invitation corresponds with the ENT-374-N presentation and features 

customizable fields for your own information. Attach it to an email or 

print it out and mail it to clients and prospects you wish to invite to your 

presentation. (PDF only.)

Women’s discovery journal (ENT-364-N)

A companion journal for ENT-374-N seminar attendees. Record financial challenges, 

communication style, goals, and concerns; includes an invitation to meet with you to 

explore financial options. 

Women’s financial personality client worksheet (ENT-322-N)

Is your client a financial initiator or a financial dreamer? Give her the questionnaire 

on this worksheet and help her identify her financial personality and distinct 

financial behaviors.

Women in Transition: Financial checklist for the recently widowed (ENT-860-N)

A checklist to help your recently widowed clients identify which financial decisions 

they may consider addressing first, covering the many items they will need to 

consider in their new situation.

Women in Transition: Financial checklist for the recently divorced (ENT-859-N)

Help your recently divorced clients get financially organized with this checklist, which 

includes important financial items they will need to consider in their new situation.

Material availability may vary over time. 

This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it intended 
to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America, Allianz Life Insurance Company of New York, their affiliates, 
and their employees and representatives do not give legal or tax advice. Clients are encouraged to consult with their own legal, tax, and financial professionals for specific 
advice or product recommendations advice or advice related to Social Security. Clients are encouraged to consult with their own legal, tax, and financial professionals for 
specific advice or product recommendations and their local Social Security Administration office.

Please note that in order to provide a recommendation to a client about the transfer of funds from an investment product to a fixed insurance or annuity, you must hold the 
proper securities registration and be currently affiliated with a broker/dealer. If you are unsure whether or not the information you are providing to a client represents general 
guidance or a specific recommendation to liquidate a security, please contact the individual state securities department in the states in which you conduct business.

CHECK OUT OUR WEBSITE for client videos, tools, 

calculators, consumer research, and more. 

→ www.allianzlife.com or www.allianzlife.com/new-york.
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Women, Money, and Power®

Financial Strategies

DISCOVERY JOURNAL 

TO HELP YOU GET THE MOST OUT OF THIS DISCOVERY JOURNAL, during the 

seminar presentation there will be some optional participant activities. At any point during 

the presentation, feel free to make note of any insights you gain that may be useful to you. 

These insights could be ideas, questions, or even concerns.

At a few points in the seminar presentation, we will stop to give you time to discuss and take 

notes on particular topics. There is plenty of space in this journal for any notes you wish to take.

ENT-860-N (R-4/2022)

Allianz Life Insurance Company of North America
Allianz Life Insurance Company of New York

Financial checklist 
for the recently widowed
Complete the checklist items that apply to you and your situation. Take time to consult with the appropriate 

professionals for assistance and guidance. This checklist does not represent the order in which to address 

these issues; it is only a preliminary guide and is not intended to be a comprehensive list of things to consider. 

Getting organized

Document your team of consultants. Include their names and phone numbers.

ATTORNEY

ACCOUNTANT 

BANKER 

INVESTMENT MANAGER 

INSURANCE AGENT 

OTHER 

  Obtain several death certificate copies (12 to 24) from the mortuary or your local department of 

health. You will need to send them to credit card, mortgage, and other companies or agencies to 

confirm the death of your spouse. 

Some companies/agencies will require a certified copy.

  Retitle assets, including real estate and other property held jointly with right of survivorship.

  Document the assistance you need for ongoing chores, such as transportation, bill paying, 

shopping, housecleaning, appointments, etc. Notify your financial professional of those needs.

Financial professional

Notify your financial professional of adult children who provide guidance to you. Include their 

name(s) and phone number(s).

Change joint bank, mutual fund, and brokerage accounts into your name.

Review all investments to make sure they meet your specific needs.

Complete the Personal Financial Inventory with your financial professional.

Complete the Beneficiary review with your financial professional.

Notify your financial professional of any charitable intentions.

ALLIANZ WOMEN IN TRANSITION®
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Using the following scale how much do you agree or disagree with the following statements?

Strongly 
agree 

Somewhat 
agree Neutral 

Somewhat 
disagree 

Strongly 
disagree POINTS

I feel I am confident when it comes to 

managing money and investing.
5 4 3 2 1 

I feel I have adequately planned for 

retirement savings/security.
5 4 3 2 1 

I feel I am educated when it comes to 

managing money and investing.
5 4 3 2 1 

I feel I have sufficient knowledge about 

money and investing, and I am very involved 

in the management of my long-term savings 

and investments.

5 4 3 2 1 

I feel I am clear about my financial goals 

and my plans to achieve them.
5 4 3 2 1 

I feel I am highly responsible and take initiative 

when it comes to money and investing.
5 4 3 2 1 

It is very important to me that I always 

have a complete understanding of my 

household financial situation.
5 4 3 2 1 

When in a relationship, I like to collaborate 

with my partner in financial decisions.
5 4 3 2 1 

TOTAL POINTS

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

Know your Women, Money,  
and Power® financial personality
Better planning starts with better knowledge of you

This questionnaire was designed to help you identify your financial personality. Understanding your 

particular needs also will allow your financial professional to better understand you, and in turn, better 

understand your decision-making process and personal approach to planning for your financial future. 

Please take your time and carefully answer each of the following eight questions.

ENT-322-N  (R-4/2022)

TOTAL POINTS 8-13 14-19 20-26 27-34 35-40

FINANCIAL 
PERSONALITY

Financial  
dreamer

Financial  
avoider

Financial  
collaborator

Financial  
analyzer

Financial 
initiator

me to consult with the appropriate e app op a e

nt the orde order in whichder in which t dd to address 

prehenensisive ve list of e list of hi idthings to consider.g  

e numbeers.

y or yourr local department of

ther commpanies or agencies to 

with righht of survivorship.

nsportatiion, bill paying, 

professioonal of those needs.

dance too you. Include their 

name.

fessionaal.
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Financial checklist  
for the recently divorced
Complete the checklist items that apply to you and your situation. Take time to consult with the appropriate 

professionals for assistance and guidance. This checklist does not represent the order in which to address 

these issues; it is only a preliminary guide and is not intended to be a comprehensive list of things to consider. 

Getting organized

   Document your team of consultants. Include their names and phone numbers.

ATTORNEY

ACCOUNTANT 

BANKER 

INVESTMENT MANAGER 

INSURANCE AGENT 

OTHER 

  Share immediate needs or concerns with your team of professional consultants.

   Make sure you have several copies of your Judgment or Decree and Marital Settlement Agreement.  

You may need them for any transfer of property, accounts, debts, etc.

   Retitle assets, including real estate and automobiles, per legal decree.

   Close and distribute all joint assets according to legal decree.

   Make name-change notifications.

 Financial professional

   Notify your financial professional of adult children who provide guidance to you. Include their 

name(s) and phone number(s).

  Review ownership and custodial responsibility of children’s accounts.

   Review all investments to make sure they meet your specific needs.

   Complete a Personal Financial Inventory with your financial professional.

  Complete a Beneficiary review with your financial professional.

ALLIANZ WOMEN IN TRANSITION®

WOMEN, MONEY, AND POWER® 

FINANCIAL STRATEGIES
Financially smart, financially strong

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York
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This content is for general informational purposes only. It is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is it intended  
to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North America (Allianz), Allianz Life Insurance Company of New York 
(Allianz Life of NY), their affiliates, and their employees and representatives do not give legal or tax advice. Clients are encouraged to consult with their own legal, tax, and 
financial professionals for specific advice or product recommendations.

Guarantees are backed by the financial strength and claims-paying ability of the issuing insurance company. Variable annuity guarantees do not apply to the performance of the 
variable subaccounts, which will fluctuate with market conditions. 

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com. In New York, products 
are issued by Allianz Life Insurance Company of New York, 1633 Broadway, 42nd Floor, New York, NY 10019-7585. www.allianzlife.com/new-york. Only Allianz Life Insurance 
Company of New York is authorized to offer annuities and life insurance in the state of New York. Variable products are distributed by their affiliate, Allianz Life Financial  
Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. www.allianzlife.com

• Not FDIC insured • May lose value • No bank or credit union guarantee • Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF
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The Allianz Women, Money, 

and Power® Financial 
Strategies seminar

[Month, date, year]  |  [Time of seminar]

Allianz Life Insurance Company of North America 
Allianz Life Insurance Company of New York

Compared to women before you, you’re more educated, earn a 

significantly higher income, and assume a more powerful role in the 

workplace. Despite all this tremendous progress, you might still be 

feeling somewhat financially insecure. 

Attend this insurance sales presentation to:

• Learn why you need a financial strategy

•  Determine which of the five distinct financial personalities you 

identify with

•  Take the first steps to help you become more financially secure by 

developing your own financial strategy

Register now and take control of your financial future

[Retirement consultants market and distribute products manufactured by Allianz Life 
Insurance Company of North America and Allianz Life Insurance Company of New York. 
Retirement consultants provide education and information related to products they market 
and do not provide financial or investment advice.]

[Company disclaimer area 1. This area may not be used for marketing or promotional messages.] 
[Company disclaimer area 2. This area may not be used for marketing or promotional messages.]

Women, Money, and Power® 
Financial Strategies: Take 
control of your financial future

[Seminar location information 1] 
[Seminar location information 2]

[Call/email today to register.]

[Financial professional name, designations] 
[Financial professional phone number] 
[Financial professional address 1] 
[Financial professional address 2] 
[Financial professional email address]

[Company name] 
[Company phone number] 
[Company address 1] 
[Company address 2]

[State insurance license number]

ENT-382-N
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As leading providers of annuities and life 

insurance, Allianz Life Insurance Company 

of North America (Allianz) and its subsidiary, 

Allianz Life Insurance Company of New 

York (Allianz Life of NY), base each decision 

on a philosophy of being true: True to our 

strength as a key part of a leading global 

financial organization. True to our passion 

for making wise investment decisions. True 

to building a culture where everyone feels 

welcomed, included, and valued. And true 

to the people we serve, each and every day.

Through a line of innovative products 

and a network of trusted financial 

professionals, Allianz and Allianz Life of 

NY together help people as they seek 

to achieve their financial and retirement 

goals. Founded in 1896, Allianz, together 

with Allianz Life of NY, is proud to play 

a vital role in the success of our global 

parent, Allianz SE, one of the world’s 

largest financial services companies.

While we pride ourselves on our financial 

strength, we’re made of much more than 

our balance sheet. We believe in making a 

difference with our clients by being true to 

our commitments and keeping our promises. 

People rely on Allianz and Allianz Life of NY 

today and count on us for tomorrow – when 

they need us most.

True to our 
promises 
so you can be 
true to yours®

Products are issued by:

Allianz Life Insurance Company 

of North America

5701 Golden Hills Drive 

Minneapolis, MN 55416-1297

www.allianzlife.com 

In New York, products are issued by:

Allianz Life Insurance Company 

of New York

1633 Broadway, 42nd Floor 

New York, NY 10019-7585

www.allianzlife.com/new-york

Variable products are distributed by their affiliate, Allianz Life Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, 
Minneapolis, MN 55416-1297. www.allianzlife.com.

Guarantees are backed solely by the financial strength and claims-paying ability of Allianz Life Insurance Company of North 
America and do not apply to the performance of the variable subaccounts, which will fluctuate with market conditions.

Only Allianz Life Insurance Company of New York is authorized to offer annuities and life insurance in the state of New York. 

• Not FDIC insured • May lose value • No bank or credit union guarantee 
• Not a deposit • Not insured by any federal government agency or NCUA/NCUSIF

For financial professional use only – not for use with the public.
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