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A hy “It’s Your...”? Many people prematurely relinquish their financial and estate \ /
\ onsibility to others. This could be the spouse, children, neighbor, broker or
your guide through the :
workshop series ﬁ IT'S YOUR ESTATE
WORKSHOPS  CONNECT TAX-WISEGIVING  ARTICLES ABOUTUS SPONSORS RESOURCES CONTACT
les
| FINANCIAL & ESTATE
A\ g || S\ Fad WORKSHOPS
RN | S— y
A [T'S YOUR MONEY N
WORKSHOP SCHEDULE The “It’s Your Money!” sessions cover the business of money; 12 hours of objective education over an 8
Week 1: Introduction week period. Our instructors are local FEE ONLY financial advisors who all act in a fiduciary capacity with
e ATl Eares their clients. None of our speakers are licensed to sell any financial products. You will learn how they
5 5 X X i charge and the steps you need to take on your own or with a financial professional. We take the “secret
To vl eW q r‘l'lcles fo r eqc h mod U Ie fleekE b anpial Pl sauce” out of investing. Click HERE to find your Workshop Community.
4 Week 4: Financial Planning Il
Week 5: Medical Care Plannin
(o) 1-0 . ! WEEK 1: INTRODUCTION
g . Week 6: Equity Investing
Week 7: Fixed Income Investing . . R .
Welcome to our first session of eight meetings called “It's Your Money!”. The name came about because many
. Week 8: The Big Takeaway people relinquish their financial responsibility to others: this could be the spouse, child, neighber, broker or the
h ﬂ' p :// I TS yo U r m o n eyq n d e ST q .re . O r g / advisor. We believe the longer you stay in control of your money, either through a FEE ONLY advisor (owes a
View It's Your Estate Session fiduciary duty to you) or through your personal efforts, the longer and happier you will live!
You can find our Mission Statement and rules for the workshops in the ABOUT US section. WE ARE NOT LIKE 95%
OF THOSE OTHER “Free Lunch or Dinner” FINANCIAL PROGRAMS - we do not sell insurance or financial products.
° Our only bias is that we believe people should consider charitable organizations in their financial plans because
CI IC k on Wo r ksho ps Se I ect the our tax system encourages us to do so and giving tells the world about our personal values and interests. We
’ especially encourage giving through your estate plan. Consider a Charitable Remainder Trust or a Charitable Gift
o Annuity when selling highly appreciated assets as well as making a charitable organization a beneficiary on your
Sess I on q n d SC ro I I d oWn to IRA, 401K or 457 plan - it is very tax wise!
Articl
rricies. WORKSHOP DOCUMENTS
A 4
HOW BROKERS, FINANCIAL ADVISORS, FINANCIAL INSTITUTIONS ARE PAID & CHARGE FEES; THE
MOST IMPORTANT FACT YOU NEED TO UNDERSTAND:
W7, - Wrap Accounts Under Fire
N v,
- Why AUM Fees Still Make (Im) Perfect Sense
- SEC Exam Chief Sends Warning on Wrap Accounts
FINANCIAL & ESTATE g =
- FINRA Sends Broker Bonus Plan to SEC for Approval
- Let the sunlight shine on fee disclosure
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ANNUITIES

* Commercial annuities are issued by insurance
companies

* Sold by brokerage firms, banks and insurance
agents

* A contractual relationship wherein one party
agrees to pay a sum of money in exchange to
receive payments for life or period of years

* Cooling off period — 30 days

* Timeshares — 3 days by comparison

o \/ \/ 0]



TYPES OF ANNUITIES 9

* Deferred annuities
* Money grows tax free until you convert to
immediate annuity
* Immediate annuities
* Paid for term of years or your life time
* Payout is return on your principal + return

* Earning rate depends ~

@ + Usually 3% '

FINANCIAL & ESTATE
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ANNUITY LANGUAGE Y

* “Fixed” annuity
* Generally fixed for 6 to 12 months
* Updated to about one year CD rate

* Guaranteed annuity
* Guaranteed by the financials of the company

* Generally 3 percent on older contracts and
newer ones are normally the one year
treasury rate

* Variable annuity -

\’ * Return based on your investment plan v

FINANCIAL & ESTATE
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« April 22, 2020

» BY EMILE HALLEZ

Investors favored variable annuities during the first quarter, with many seeking
higher returns amid an extremely low interest-rate environment, according to a
report today from Limra's Secure Retirement Institute.

Total VA sales hit $26.5 billion, up 16% from the $22.8 billion sold during the first
quarter of 2019, the report shows. Meanwhile, fixed-annuity sales languished,
falling 22% quarter-over-quarter, at $29.5 billion, compared with $38 billion a year
prior.

But given the recent volatility, the rest of the year could have very different results,
said Todd Giesing, annuity research director at the Secure Retirement Institute.

With VAs, there is usually a lag between changes in market conditions and sales,
Giesing said. Sales during the first quarter of 2019 were low, given the market
activity in late 2018, he said. i

With the stock market down overall this year and fluctuating wildly, investors
could be less likely to buy most VAs, and product makers will all but

certainly tamp down on levels of guarantees on living benefits that were
previously available. However, a subset of VAs — structured annuities, also
known as buffered annuities or registered index-linked annuities — is poised to do
very well, Giesing said. In the first quarter, sales of those annuities were up 44%
from a year prior, at $5.1 billion, versus $3.5 billion, according to the report,
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Those products, which have been on the market since about 2010, he said,
generally have higher ceilings on returns than indexed annuities, though they also
have the potential for losses, which are limited with a floor.

“This is an interesting period,” he said. “We haven’t seen a period of sustained
market stress that RILAs have gone through, so we have nothing to compare to.”

But because the products have buffers against losses and the potential for more
upside than fixed annuities and bank products, they will likely sell very well for the
rest of the year, he said.

Total annuity sales during the first quarter were $56 billion, compared with about
$60 billion during the first quarter of 2019, according to the report.

Vi
\\ //

FINANCIAL & ESTATE

LITERACY
w

As with the 2008 recession, fixed annuities will probably see sales improve for the
rest of the year, though the current interest rates mean the products will not see as
much of a bump as they did a decade ago, Giesing said. Investors are drawn to
those products as part of a “flight to safety,” he said.

During January and February, sales of fixed annuities fell, though the start of the
year is usually a slow time for sales, he noted. In March, when volatility picked up,
sales of fixed-rate deferred and indexed annuities increased more than they
normally do during the month, he said. Nonetheless, those lines of annuities will
probably not see the level of record sales they did in 2019, he said.

“It’s still early from an impact standpoint,” he said. “If interest rates were at these
levels without these [market and COVID-19 pandemic] events occurring, we
would expect sales to be dropping off pretty rapidly.”

Spring 2020



ANNUITY ADVANTAGES Y

* Very conservative investment vehicle

* Can be a forced investment tool, may substitute
for a retirement fund

* May offer a loan provision in case of an
emergency

* Rates are generally higher than Money Market
rates of Certificates of Deposit
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ANNUITY DISADVANTAGES Y

* Low rate of return with no inflation protection

* Commissions and fees are high
* Commissions range from 5% to 18%

* Heavy surrender penalties

* Annuities are not considered investment products
so disclosure information is limited

* Very limited flexibility
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CHARITABLE GIFT ANNUITY (CGA)

" [ssued by major charities

" Most non-profits that offer CGAs follow
recommended rates from American Council

on Gift Annuities (ACGA)

" Rates based on age - single or dual life
=" No commission, no fees.

= Rates are locked in when annuity established,
do not adjusted over time

" Pay out for your life, not a set time period

= Single or dual life
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* Based on 2020 ACGA rates — dual life V, u ( 9

Charitable Gift Annuity [ TR

Prepared For George (80)

5.30% Annuity

Charity
$500,000

(Approximate Value)

Two Lives

\4

1. Gift property to charity. Partial 2. Annuity of $26,500.00 for two 3. Quarterly payments for two
bypass $440,000 gain may save lives. Tax-free amount $2,469.57. lives. Property passes to charity
$32,374.fincome tax deduction of Estimated two lives payout of with no probate fees. There are

hay sav( $62,619.

ffective payout rate also no estate taxes, if married.

This educational ilustration is not professional tax or legal advice; consult a tax advisor about your specific situation. See data sheets for assumptions.

1/07/2020 Page 1 of 1
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@ Financial & Estate Literacy

FINANCIAL & ESTATE

HTERAEY Charitable giving questionnaire

Name

Email address

First birthday

Date of birth

Second birthday (if needed)

(Stock, rental, home, IRA ...)

Asset type

Asset value

Cost basis

Federal tax rate

Issue you're trying
to solve

Email the information to Don@itsyourmoneyandestate.org s\ /
or dwvivrette@gmail.com
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MUTUAL FUNDS

* Combination of various stocks / bonds
* Owned typically by investment companies

* Types of funds
* Stock funds
* Growth
* Value

* Blended — both growth and value
* Taxable bond funds
* Stock and bond blended funds

* Municipal bond funds (tax free)
o’



TYPES OF MUTUAL FUNDS Y

* Load funds
* No load funds
* Back load funds

* Other expenses
* Investment management fee
* 12b-1 — additional fees over management fees
* C shares — commission is an annual fee

* Other expenses ~/

@  * Bottom line — always a fee they don’t do this for _ /

FINANCIAL & ESTATE
LITERACY
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ADVANTAGES AND DISADVANTAGES

* Advantage
* Diversification
* Professional stock / bond selection

* Low cost of entry

* Disadvantages

* Average return of funds tend to be lower than
the market overaill

* You must decide on the type of fund to use

* The market does go down
7
LITERACY
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HOW TO BUY MUTUAL FUNDS  _

* Two main measurements
* Past performance -3, 5, 10 years

* How has the portfolio manager done
* Expenses — READ THE PROSPECTUS

* Look at the types or families of funds
* Morningstar

* Lipper Mutual Fund Profiles

* Value Line Mutual Fund Survey 0
* Again, READ THE PROSPECT
gain, OSPECTUS _J
LITERACY * Use a professional advisor
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