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Plan review conversations
Advocating for a lifetime income option

A plan review or quarterly review session is a great time to suggest that a plan sponsor consider 
adding a guaranteed lifetime income option, such as annuities, to their plan. After you review the 
health of the plan and current features, it’s an ideal time to suggest additional strategies to help 
improve participant outcomes and address rising concerns about retirement income.

ARM YOURSELF WITH THE DATA

Recent research insights citing employee interest and perceptions may help you demonstrate 
the need to the plan sponsor. 
• 78% of plan participants would be interested in a product that can serve as a 

supplemental source of guaranteed income along with Social Security.1 
• 66% of plan participants expect that most of their retirement income will come from money 

in their employer-sponsored plan, and 64% would like more information about annuities as 
part of their plan.1

• And finally, 78% said providing an option for lifetime income within their plan would 
demonstrate their employer has a vested interest in their retirement readiness and well-being.1

EXPAND YOUR PLAN REVIEW CHECKLIST

There are several key moments during the plan review which can be a natural segue to a 
conversation about in-plan lifetime income options.

Investment review
  Have they considered 

adding a lifetime income 
option to their managed 
account option to address 
the decumulation needs 
employees have after 
their working years? 

  If they don’t have a 
managed account option, 
it’s an opportunity to 
address participant needs 
for investment guidance 
and lifetime income.

Fiduciary review
  Are they aware that 

the recent legislation, 
including the Setting 
Every Community Up for 
Retirement Enhancements 
(SECURE) Act, has 
effectively reduced 
fiduciary liability if the 
insurance company 
selected were unable to 
meet its obligations to 
participants?

Participant communications
  What sort of feedback 

are they hearing from 
participants? 

  Are any expressing 
concerns about  
outcomes? 

  Do they express concern 
about saving enough or 
outliving their savings?

If you build it,  
they will come.

75% 

of plan participants 
would consider 
adding an option 
that offers 
guaranteed 
lifetime income.1

Leverage these 
marketing assets 
to support the 
conversation.
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1 Allianz 2023 Q2 Quarterly Market Perceptions Study, conducted in May 2023 with a nationally representative sample of 637 respondents age 18+ with an employer-sponsored 
retirement plan.

Product and feature availability may vary by state and retirement plan. 
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The time is now for in-plan 
guaranteed lifetime income
Now more than ever, employees and even job seekers are looking to employers to help 
them solve their financial wellness challenges and address the financial risks they face – 
especially in retirement. Meeting these evolving needs can help attract and retain talent.

While tremendous progress has been made to help plan participants save for 
retirement, few have been able to effectively transition those savings to a lifetime 
stream of income – until now. Allianz Lifetime Income+sm Annuity with the Lifetime 
Income Benefit is a fixed index annuity that offers guaranteed retirement income 
that is easily added to any defined contribution retirement plan.

Fixed index annuities are designed to meet long-term needs for retirement income. 
They provide guarantees against the loss of principal and credited interest, tax-deferred 
accumulation potential, and the reassurance of a death benefit for beneficiaries.

Guaranteed 
Lifetime Income

• Offers flexibility in starting income (age 60 or older) to help your participants transition to 
retirement on time

• Provides income that a participant cannot outlive and that can increase to help address inflation
• As an insurer, we’re uniquely able to offer guarantees and income protected from 

market downturns

Low Costs • No additional costs for plan sponsors to add Allianz Lifetime Income+sm to the plan
• The annual product fee is 0.50%, which is well below most retail annuities and competitive with 

many plan investment options
• The fee is guaranteed not to increase, even if the participant leaves the plan and rolls the 

annuity into an IRA

Simplified • Easily integrated with existing enrollment, managed account, and financial wellness solutions
• Fully digital enrollment, guidance, and service experience

Flexible • Offered as a stand-alone investment option or within a managed account and is eligible as a 
Qualified Default Investment Alternative (QDIA)

• Participants can contribute to the annuity when they want (as the plan allows), choose when 
income starts at age 60 or older, pause income payments, and even withdraw account value 
with no surrender charges (Market Value Adjustment may apply)

Portable • Unlike a group annuity, this is an individual contract and all benefits, guarantees, and pricing 
carry with the contract, if a participant leaves the plan or the plan removes the option 
from the lineup

• Fully portable at the plan level when changing record keepers

84% of plan participants state 
that having an option that allows me 
to build a protected foundation for 
lifetime income would demonstrate 
my employer has a vested interest 
in my retirement readiness and 
well-being.1

Plan Sponsor  
One Pager 
LIA-047

1 Allianz 2024 2Q Quarterly Market Perceptions Study, conducted in May 2024 with a nationally representative sample of 630 respondents 
age 18+ with an employer-sponsored retirement plan. 
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Fixed index annuities are designed to meet long-term needs for retirement income. They provide guarantees against the loss of principal and credited interest, tax-deferred 
accumulation potential, and the reassurance of a death benefit for beneficiaries.

Guarantees are backed by the financial strength and claims-paying ability of Allianz Life Insurance Company of North America (Allianz).

• 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

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. (C64712-MVA)

Product and feature availability may vary by state and retirement plan.

This content does not apply in the state of New York. 

For institutional use only.

→   READY TO GET STARTED? Connect with the Allianz® team today to learn more.  

 
866.604.7516, option 2   retirement-income@allianzlife.com  

 
www.allianzlife.com/dcplan

REVIEW A CUSTOMIZED PIR

Contact us today to request a Portfolio Impact Report to assess how the integration of an annuity in a 
participant’s portfolio can help improve quantitative outcomes. Build it into your agenda and review with 
the plan sponsor along with other recommendations to improve plan health – it’s an effective way to 
demonstrate the value of a lifetime income option.

PORTFOLIO #1: Without annuity PORTFOLIO #2: With annuity

Monthly income at age 95 (terminal value)

This hypothetical example is provided for illustrative purposes only. The projections shown are based on the inputs provided and capital market assumptions used.
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Monthly income at age 95 (terminal value)


