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Marilyn is a nationally recognized Financial 
Educator, Author, Speaker, and Wealth 
Manager. She has a deep passion for supporting 
her clients who are business owners, executives 
and health care professionals to build their 
businesses, as well as to design their Personal 
Prosperity Blueprint™ that can help guide them 
on the road toward financial independence.

Marilyn Suey is a registered representative with, and securities offered through LPL Financial, 
Member FINRA/SIPC. Investment advice offered through Strategic Wealth Advisors Group, LLC, a registered 
investment advisor. Strategic Wealth Advisors Group, LLC. and The Diamond Group Wealth Advisors are 
separate entities from LPL Financial. CA Insurance License #0E01981



Mission & Vision

The Diamond Group is an independent wealth management firm that 

empowers its clients to design and define their ideal lifestyles starting 

today, for tomorrow and for life. We follow a disciplined planning system, 

“Your Prosperity BlueprintTM Process”, that enables our clients to design 

their customized plan which will guide them as they travel on the road 

toward financial independence.

Our clients understand that their wealth is more than their money. 

Working with us, using our Prosperity BlueprintTM Process, we 

collaborate and support our clients to take care of their families, and the 

people and causes they care about deeply.

Your Prosperity BlueprintTM includes your overall plan, a wealth 

accumulation strategy and tactics; wealth protection strategy and tactics 

and a wealth preservation strategy and tactics that serve you and your 

family. We collaborate with you every step of your journey to keep you on 

the road toward financial independence.
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Broaden your view
Planning for uncertainty with annuities

Jackson® is the marketing name for Jackson Financial Inc., Jackson National Life Insurance Company®, and Jackson National Life 
Insurance Company of New York®.

Brian Carlson, Jackson and The Diamond Group Wealth Advisors are not affiliated with LPL Financial.

The financial consultants at The Diamond Group Wealth Advisors are registered representative with, and securities offered through LPL Financial, Member FINRA/SIPC. Investment advice offered through Strategic Wealth 

Advisors Group, LLC, a registered investment advisor. Strategic Wealth Advisors Group, LLC. and The Diamond Group Wealth Advisors are separate entities from LPL Financial. Marilyn Suey CA Insurance License 

#0E01981. Ora Citron CA Insurance License #0D87132.
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Important disclosure

9

This presentation is best viewed on a larger device.

VARIABLE ANNUITY DISCLOSURE:

Before investing, investors should carefully consider the investment objectives, risks, charges, and expenses of the variable annuity and its underlying investment options. The 
current contract prospectus and underlying fund prospectuses, which are contained in the same document, provide this and other important information. Please contact your 
Jackson representative to obtain the prospectuses. Please read the prospectuses carefully before investing or sending money. 

Add-on benefits are available for an extra charge in addition to the ongoing fees and expenses of the variable annuity. See prospectus for specific benefit availability. The long-term advantage of the add-on 
benefits will vary with the terms of the benefit option, the investment performance of the investment options selected, and the length of time the annuity is owned. As a result, in some circumstances, the 
cost of an option may exceed the actual benefit paid under the option.

Variable annuities are issued by Jackson National Life Insurance Company (Home Office: Lansing, Michigan) and in New York by Jackson National Life Insurance Company of New York (Home Office: 
Purchase, New York). Variable annuities are distributed by Jackson National Life Distributors LLC, member FINRA.  May not be available in all states and state variations may apply. These products have 
limitations and restrictions. Contact Jackson for more information.

REGISTERED INDEX-LINKED ANNUITY DISCLOSURE:

Before investing, investors should carefully consider the investment objectives and risks of the registered index-linked annuity. The current contract prospectus provides this and 
other important information. Please contact your Jackson representative to obtain the prospectus. Please read the prospectus carefully before investing or sending money.

Registered index-linked annuities are issued by Jackson National Life Insurance Company and distributed by Jackson National Life Distributors, member FINRA. Not available in all states and state variations 
may apply. These products have limitations and restrictions, including withdrawal charges or market value adjustments. Contact Jackson for more information.

FIXED ANNUITY DISCLOSURE:

Fixed annuities are issued by Jackson National Life Insurance Company and in New York by Jackson National Life Insurance Company of New York. Not available in all states and state variations may apply. 
May be subject to restrictions and limitations, including withdrawal charges and possible market value adjustments. Contact Jackson for more information. 
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Important disclosure
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FIXED INDEX ANNUITY DISCLOSURE:

Fixed index annuities are also known as fixed annuities with index-linked interest.

Add-on benefits that provide income for the length of a covered life and/or lives may be available for additional charge. The amount of income that these benefits may provide can vary depending on age, 
when income is taken, and how many lives are covered when the benefit is elected. Certain state variations may also apply. The cost of these benefits may negatively impact the contract's cash value.

The design of these annuity contracts emphasizes the protection of credited interest rather than the maximization of interest rate crediting. 

Fixed index annuities are issued by Jackson National Life Insurance Company. These products are fixed annuities that do not participate in any stock or equity investments and have limitations and 
restrictions. Not available in all states and state variations may apply. Contact Jackson for more information.

GENERAL ANNUITY DISCLOSURE:

Annuities are long-term, tax-deferred vehicles designed for retirement. Variable annuities and registered index-linked annuities involve risks and may lose value. Earnings are taxable as ordinary income 
when distributed. Individuals may be subject to a 10% additional tax for withdrawals before age 59½ unless an exception to the tax is met.

Guarantees are backed by the claims-paying ability of the issuing insurance company.

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or 
certain types of trusts.

Jackson, its distributors, and their respective representatives do not provide tax, accounting, or legal advice. Any tax statements contained herein were not intended or written 
to be used and cannot be used for the purpose of avoiding U.S. federal, state, or local tax penalties. Tax laws are complicated and subject to change. Tax results may depend on 
each taxpayer's individual set of facts and circumstances. Clients should rely on their own independent advisors as to any tax, accounting, or legal statements made herein.
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Introductions | Broaden your view

There are opportunities ahead.

We see the world 

from our own unique vantage point.
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Our environment is unpredictable.

Markets, interest rates, and inflation are equally unpredictable.

Introductions | Broaden your view

CMC25113RILACEPPT 05/21
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We work hard to minimize risk.

But clients can feel especially vulnerable in uncertain times.

Introductions | Broaden your view

CMC25113RILACEPPT 05/21
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Introductions | Broaden your view

Recent surveys reveal that we are not very risk tolerant.1 We are highly concerned 
about the economy and how the environment is impacting our retirement plans.

60%
are ignoring the 
markets as much 

as possible.

33%
are very confident they 
will have the income to 
cover all their expenses 

in retirement.

22%
say the economic 

situation has led them 
to consider the benefits 

of protected lifetime 
income to cover basic 

retirement needs.

Market Risks Cost of Living Interest Rates

1 Alliance for Lifetime Income. "COVID-19 Retirement Reset #3 Tracker Report." July 2020.
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We’ve learned to leverage resources.

People are resilient.

Introductions | Broaden your view

CMC25113RILACEPPT 05/21
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We harness the market’s power.

The stock market is a powerful force, too.

What is an annuity?

Annuities are long-term, tax-deferred vehicles designed for retirement. Variable annuities involve 

investment risks and may lose value. Earnings are taxable as ordinary income when distributed. 

Individuals may be subject to a 10% additional tax for withdrawals before age 59½ unless an exception 

to the tax is met.

Guarantees are backed by the claims-paying ability of the issuing company.

Introductions | Broaden your view

CMC25113RILACEPPT 05/21
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An annuity is a long-term, tax-deferred vehicle designed for retirement. 

Variable and registered index-linked annuities involve investment risks 
and may lose value. Earnings are taxed as ordinary income when 
distributed. Individuals may be subject to a 10% additional tax  for 
withdrawals before age 59½ unless an exception to the tax is met.

Four types of annuities are fixed, fixed index, registered index-linked 
and variable. 

The key areas of concern that annuities can address are long-term 
growth, generating income, and legacy creation.

Annuities are tools that can 
address key retirement concerns

Legacy
Long-Term

Growth

Generating
Income

WHAT IS AN ANNUITY?

CMC25113RILACEPPT 05/21
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1 | Defining annuities

• Tax deferral is delaying taxes until 
a later date. 

• A tax-deferred annuity is one where 
assets can grow without being exposed 
to taxes year after year.

• You only pay taxes when you take 
withdrawals in the future (i.e., pay 
when you spend, not while you earn.)
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Year 1 Year 5 Year 10 Year 15 Year 20

Value of $100,000, invested at 8%/year
Taxable vs. Tax Deferred (@25% tax rate)

Taxable Tax Deferred

Note:  This chart is for illustrative purposes only; the actual difference may increase or decrease as the 
annual tax rate and rate of return increase or decrease. This hypothetical example should not be viewed 
as indicative of the past results or future performance of any particular product. Past performance is no 
guarantee of future results.

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or 
IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain 
types of trusts.

TAX DEFERRAL: WHAT AND WHY

$320,714

$466,096
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Living benefits,† available with many variable and 
fixed index annuities, can provide guaranteed‡

income that your clients cannot outlive.

Death benefits,† available with many variable 
annuities, may increase or guarantee the amount 
that your clients can leave to their beneficiaries.

Living 
Benefits

Death
Benefits

* Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is  owned by a legal entity such as a corporation or certain types of trusts.
† Add-on benefits are available for an extra charge. For variable annuities, this charge is in addition to the contract's ongoing fees and expenses.
‡ Guarantees are backed by the claims-paying ability of the issuing insurance company.

ANNUITIES: BEYOND TAX DEFERRAL*

CMC25113RILACEPPT 05/21
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% $

TRANSACTIONAL VS. ADVISORY PRODUCTS

TRANSACTIONAL OR 
COMMISSION-BASED ANNUITIES

Transactional annuities are products 
where a commission is  built into the contract. 
The commission is paid by the annuity carrier

to the financial professional and is typically 
a percentage of the value of the annuity.

ADVISORY OR 
FEE-BASED ANNUITIES

Advisory annuities are specifically designed 
for fee-based financial professionals 

with no commissions or withdrawal charges.*

* With variable annuities, contract charges and subaccount fees will apply.

CMC25113RILACEPPT 05/21
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WHY CONSIDER AN ANNUITY?

• There is a new generation of advisory products, 
without commissions.

• Income planning: reliable, predictable income is 
essential for clients to enjoy the retirement they want.

• Tax planning: many annuities defer the owners' taxes 
on their earnings until they take payment. 

• Legacy and trust planning: preparing for how an 
owner’s money is used or distributed after death.

77% of financial 
professionals feel 
clients are open 
to considering 

annuities.1

1 Survey results based on internet interviews of 200 financial professionals conducted between April 8 and April 17, 2020. Each respondent sold at least one annuity in the past year. Research sponsored by Insured Retirement 
Institute (IRI) and Jackson.

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.

CMC25113RILACEPPT 05/21



22

Annuities are bought, not sold.

2| Not all annuities are created equal

CMC25113RILACEPPT 05/21

Guarantees are backed by the claims-paying ability of the issuing company.
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TYPES OF ANNUITIES

FIXED 
ANNUITIES

FIXED INDEX 
ANNUITIES

VARIABLE ANNUITIES/
INVESTMENT-ONLY 

VARIABLE ANNUITIES

REGISTERED 
INDEX-LINKED 

ANNUITIES

CMC25113RILACEPPT 05/21
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FIXED ANNUITIES

Allow the contract owner to avoid market volatility, 
while receiving the benefits of guaranteed growth. 

• Traditional Fixed Annuities offer a fixed interest 
rate, but the rate is subject to change on the 
contract anniversary date.

• Multi-year Guaranteed Annuities (MYGA) are 
deferred annuities that lock in the guaranteed 
interest rate for a longer period of time than 
traditional fixed annuities.

Cons

May grow more slowly than other annuity types

Possible withdrawal charges

Some fixed annuities offer no inflation protection

Pros

Steady, predictable growth

Flexible payment timeframe

Typically no associated fees

CMC25113RILACEPPT 05/21
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2| Not all annuities are created equal

Protection against market losses

Market Upside

Growth Potential

Contract

Fixed Rate 
of Return

This chart is for illustrative purposes only and is not representative of the past or future performance of any particular product.
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Hypothetical Example of Fixed Annuity Client: Joseph, Age 63

Goal: Growth Potential and Principal Protection

Scenario: Joseph has money on the sideline, but he’s 
risk averse. He feels that other investment types aren’t for him, 
but he still wants a better interest rate than leaving his money 
in a certificate of deposit (CD) to accumulate.

Strategy: Joseph may experience more growth with a fixed 
annuity than a CD due to their often higher interest rates. 
Additionally, his principal is also protected as he never has to 
enter it into equity market.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of Fixed Annuity Client: Sheila, Age 58

Goal: Income Protection

Scenario: Sheila is forward thinking and looking to cover the 
necessities in retirement without incurring charges and fees 
that may interfere with her income needs.

Strategy: With a fixed annuity, Sheila can take tax-penalty-free 
withdrawals at age 59½ and count on a specific rate of return 
that may help with her income needs in retirement.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of Fixed Annuity Client: Carol, Age 69

Goal: Legacy Creation and Protection

Scenario: Carol is devoted to leaving a legacy to her 
grandchildren, and she wants to invest in a way to protect 
her wishes after she passes. 

Strategy: Because fixed annuities can not experience market 
losses, Carol’s principal is protected, and that principal plus any 
interest will be paid to her beneficiaries upon her passing. This 
gives her an opportunity to provide for her heirs. 

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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FIXED INDEX ANNUITIES

Provide the principal protection of a fixed annuity 
with the potential growth of additional interest 
measured by a market index. 

They are protected from market downturns 
because they are not invested in the market. 

Cons

Full index return may not always equal credited interest

Poor market cycles may produce less growth

No dividends or reinvested capital gains

Pros

Principal protection, plus growth

Protection against market downturns

Add-on benefits, available for an additional charge

CMC25113RILACEPPT 05/21
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2| Not all annuities are created equal

Protection against loss

Index Upside

Growth Potential

This chart is for illustrative purposes only and is not representative of the past or future performance of any particular product.
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Hypothetical Example of 
Fixed Index Annuity Client: Sonia, Age 61

Goal: Income Protection

Scenario: Sonia wants to protect her income for when she 
reaches retirement, with no risk to her principal. She would 
prefer a guarantee that her retirement income not fall below 
a certain level.

Strategy: Sonia can rely on principal protection and potential 
growth associated with her fixed index annuity and an add-on 
living benefit, available for an additional charge. This may help 
her reach the income level she wants to see in retirement.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Fixed Index Annuity Client: Tony, Age 56

Goal: Plan Flexibility and Customization

Scenario: Tony wants to take charge of his future. He's looking 
for a retirement product that is flexible and customizable for 
when financial circumstances shift.

Strategy: Fixed index annuities have customizable options, 
such as length of contract, growth potential, and protection 
options, in case Tony's retirement plan changes.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Fixed Index Annuity Client: Luis, Age 54

Goal: Growth Potential and Principal Protection

Scenario: Luis is a cautious investor who likes the idea 
of potential growth linked to the return of a market index 
but is unwilling to risk his principal. 

Strategy: A fixed index annuity allows Luis access to the 
growth potential of the market through a market index, 
such as the S&P 500. But, since he's not truly in the market, 
there's no risk to his principal.

CMC25113RILACEPPT 05/21

An investment cannot be made directly into an index.

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.



2| Not all annuities are created equal

34

REGISTERED INDEX-LINKED ANNUITIES

Products that offer returns linked to an index and 
limited by a growth factor with the potential for 
greater growth and the possibility of losses. 
Registered index-linked annuities offer limited 
downside protection with a choice of protection 
factors.

Cons

Growth factor limitations

Typically, no add-on benefits

Inflexible due to locked-in segments

Pros

Protections against downside risk

Typically, no annual fees*

Choice of indexes

CMC25113RILACEPPT 05/21

* Withdrawal charges, market value adjustments and interim value calculation may apply.
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2| Not all annuities are created equal

Protection against loss

Index Upside

This chart is for illustrative purposes only and is not representative of the past or future performance of any particular product.
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Hypothetical Example of Registered Index-linked                     
Annuity Client: Antoine, Age 54

Goal: Growth Potential and Principal Protection

Scenario: Antoine is nearing retirement and wants to boost his 
nest egg through tax deferral and by participating in the 
potential growth associated with indexes linked to equity 
markets. He would also like the security of some downside 
protection in case of market downturns.

Strategy: Registered index-linked annuities offer Antoine choices 
through protection and growth factors.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.



2| Not all annuities are created equal

37

Hypothetical Example of Registered Index-linked                    
Annuity Client: Sylvia, Age 57

Goal: Principal Protection

Scenario: Sylvia is a savvy investor; however, she would like to risk 
less of her principal while keeping her returns linked to the 
performance of an equity index.

Strategy: By choosing a registered index-linked annuity, Sylvia can 
reduce her level of risk with a protection factor. Her risk tolerance, 
and the protection factor she chooses, will determine the growth 
factor on her investment.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of Registered Index-linked               
Annuity Client: Robert, Age 60

Goal: Socially conscious Investing

Scenario: Robert is a socially conscious investor and wants 
to put money in an index that follows his ideals.

Strategy: Some registered index-linked annuities give Robert 
access to well-known domestic and international indexes. Some 
offer access to more specialized indexes that track performance 
of companies exhibiting the best environmental, social, and 
governance (ESG) impacts.

CMC25113RILACEPPT 05/21

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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VARIABLE ANNUITIES

Long-term, tax-deferred investments designed 
for retirement, involve investment risks, and 
may lose value. 

Earnings are taxed as ordinary income when 
distributed.  

Add-on benefits, available for an extra charge in 
addition to the ongoing fees and expenses of the 
variable annuity, may offer options to protect 
income, potentially grow funds, and leave a 
legacy to heirs.

Cons

May lose value

Add-on benefit charges and fees may add up

Variable annuities are considered complex

Pros

Most offer a variety of investment subaccount options

Many offer add-on benefits for an additional cost

Some offer the ability to construct custom portfolios

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.

Withdrawals before age 59½ may be subject to a 10% additional tax.  

CMC25113RILACEPPT 05/21
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Growth Potential

2| Not all annuities are created equal

This chart is for illustrative purposes only and is not representative of the past or future performance of any particular product. 
Guarantees are backed by the claims-paying ability of the issuing insurance company.
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Hypothetical Example of 
Variable Annuity Client: Peter, Age 60

Goal: Growth Potential and Income Protection

Scenario: Peter doesn’t have a pension, but he wants 
guaranteed* lifetime income to fund his retirement. He thinks 
he might branch out and reap the possible benefits of investing 
in equity markets to grow his assets tax deferred.†

Strategy: Variable annuities often offer, for an extra charge, 
lifetime income through add-on living benefits. Certain 
income benefits can provide Peter with protection for his 
retirement income.

CMC25113RILACEPPT 05/21

* Guarantees are backed by the claims-paying ability of the issuing insurance company. 
† Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Variable Annuity Client: Eileen, Age 57

Goal: Growth Potential and Portfolio Diversification

Scenario: Eileen is a venturesome investor who wants a boost in her assets before 
she retires. To achieve this, she is willing to branch out with full market participation. 
She additionally wants to see broad portfolio diversification to reap the potential 
benefits of her market participation. 

Strategy: Variable annuities have the potential for unlimited growth, but also the 
potential for loss. And there are many types of annuity subaccounts within a variable 
annuity, from those that track an index, such as the S&P 500, to fixed income and 
actively managed investments. The range of types of investments will help her 
diversify, in order to spread her money across various sectors. Depending on the 
product she chooses, she may invest her money in a variety of investment 
subaccount options.

CMC25113RILACEPPT 05/21

Diversification does not assure a profit or protect against loss in a declining market.

Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Variable Annuity Client: Maya, Age 61
Goal: Growth Potential and Income Protection

Scenario: Maya’s legacy is concerning to her. She wants to grow 
her money, as well as preserve it, to pass on to her favorite 
charity after she dies. 

Strategy: Variable annuities often offer a variety of standard and 
add-on death benefits for Maya to choose from, which may offer 
features that protect her principal, lock in market growth, 
provide annual increases to her death benefit, or a combination 
of these.

Add-on benefits are available for an extra charge in addition to the ongoing fees and expenses of the variable annuity.
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Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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INVESTMENT-ONLY VARIABLE ANNUITIES (IOVAs)

Long-term, tax-deferred investments, involve 
investment risks, and may lose value. 

Earnings are taxed as ordinary income when 
distributed. 

With a basic tax-deferred* chassis, they often offer 
lower fees and less complexity than a traditional 
variable annuity.

Cons

May lose value

Typically no add-on benefits

Lack of safety net

Pros

Tax deferral with generally unlimited upside

Typically low cost

Often easy to understand

* Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts. 

Withdrawals before age 59½ may be subject to a 10% additional tax.
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Growth Potential

2| Not all annuities are created equal

This chart is for illustrative purposes only and is not representative of the past or future performance of any particular product.
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Hypothetical Example of 
Investment-only Annuity Client: Alice, Age 57

Goal: Growth Protection

Scenario: As Alice nears retirement age, she is increasingly looking for 
a tax-efficient, low-cost tool to help grow her assets.

Strategy: An investment-only variable annuity has the potential 
to grow tax deferred, meaning more growth during Alice’s accumulation 
phase. Once she reaches the distribution phase of her annuity, her 
financial professional can assist in her in determining how to manage 
risk and take income in specific years of her retirement. Additionally, an 
IOVA is often lower-cost than traditional VAs because they often don't 
include any built-in benefits. 

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.
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Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Investment-only Annuity Client: Phillip, Age 43

Goal: Portfolio Diversification and Asset Location

Scenario: Philip is a high-net-worth individual who wants to 
diversify his portfolio with asset location and reap the benefit 
of tax deferral in the hope that he will grow his investments 
as efficiently as possible.

Strategy: With his financial professional, Philip can look at his 
portfolio and find where tax inefficiencies lie and rectify them. 
An investment-only variable annuity can be a low-cost tool for 
asset location and help him achieve his accumulation goals.

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.
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Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Hypothetical Example of 
Investment-only Annuity Client: Anne, Age 67

Goal: Legacy Protection

Scenario: Anne is a grandmother and would like to leave money 
behind for her grandchildren's education. She is looking for a 
low-cost way to maximize the amount she leaves to her 
beneficiaries.

Strategy: By purchasing an investment-only variable annuity, 
Anne has an opportunity for tax-deferred growth to maximize 
the amount she leaves to her beneficiaries. Some IOVAs may 
offer an add-on death benefit to protect her initial investment.

Add-on benefits are available for an extra charge in addition to the ongoing fees and expenses of the variable annuity.
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Keep in mind that the hypothetical annuity clients presented are examples for illustrative purposes only. They are provided for informational purposes and are not intended as investment advice or a recommendation. 
Individual circumstances may vary. Investors should consider their individual situation, including time horizon, risk tolerance, investment objectives, and the need for an annuity before investing.
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Annuities are bought, not sold.

3 | The power of planning

Annuities are versatile.

They may help address common retirement-planning challenges.
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UTILITY OF ANNUITIES

INCOME
PLANNING

TAX
PLANNING

TRUST
PLANNING

LEGACY
PLANNING
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INCOME PLANNING

• Annuitization Income vs. Annuities with Add-on Benefits

• Timing Is Everything

• Income Protection
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TAX PLANNING

• Asset Location

• Ordinary Income vs. Long-term Capital Gains

• Rule of 72-33-50

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.
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LEGACY PLANNING

• Death Benefit Options 

• Nonqualified Stretch

CMC25113RILACEPPT 05/21

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.
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TRUST PLANNING

• Trust Taxation

• Annuity Titling

• Multi-generational Planning

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or certain types of trusts.

The IRS issued a private letter ruling (“PLR”) holding that a non-grantor trust cannot utilize the IRC 72(q) exceptions for (1) reaching age 59½, (2) disability, or (3) substantially equal periodic payments. 

The ruling recognized a non-grantor trust may utilize the IRC 72(q) exception for death. (See PLR 202031008.)
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3 | Conclusion

Annuities are flexible.

They support the distinct life stages of retirement planning.

Annuities are opportunities to broaden your view.
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This presentation is best viewed on a larger device.

VARIABLE ANNUITY DISCLOSURE:

Before investing, investors should carefully consider the investment objectives, risks, charges, and expenses of the variable annuity and its underlying investment options. The 
current contract prospectus and underlying fund prospectuses, which are contained in the same document, provide this and other important information. Please contact your 
Jackson representative to obtain the prospectuses. Please read the prospectuses carefully before investing or sending money. 

Add-on benefits are available for an extra charge in addition to the ongoing fees and expenses of the variable annuity. See prospectus for specific benefit availability. The long-term advantage of the add-on 
benefits will vary with the terms of the benefit option, the investment performance of the investment options selected, and the length of time the annuity is owned. As a result, in some circumstances, the 
cost of an option may exceed the actual benefit paid under the option.

Variable annuities are issued by Jackson National Life Insurance Company (Home Office: Lansing, Michigan) and in New York by Jackson National Life Insurance Company of New York (Home Office: 
Purchase, New York). Variable annuities are distributed by Jackson National Life Distributors LLC, member FINRA.  May not be available in all states and state variations may apply. These products have 
limitations and restrictions. Contact Jackson for more information.

REGISTERED INDEX-LINKED ANNUITY DISCLOSURE:

Before investing, investors should carefully consider the investment objectives and risks of the registered index-linked annuity. The current contract prospectus provides this and 
other important information. Please contact your Jackson representative to obtain the prospectus. Please read the prospectus carefully before investing or sending money.

Registered index-linked annuities are issued by Jackson National Life Insurance Company and distributed by Jackson National Life Distributors, member FINRA. Not available in all states and state variations 
may apply. These products have limitations and restrictions, including withdrawal charges or market value adjustments. Contact Jackson for more information.

FIXED ANNUITY DISCLOSURE:

Fixed annuities are issued by Jackson National Life Insurance Company and in New York by Jackson National Life Insurance Company of New York. Not available in all states and state variations may apply. 
May be subject to restrictions and limitations, including withdrawal charges and possible market value adjustments. Contact Jackson for more information. 
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FIXED INDEX ANNUITY DISCLOSURE:

Fixed index annuities are also known as fixed annuities with index-linked interest.

Add-on benefits that provide income for the length of a covered life and/or lives may be available for additional charge. The amount of income that these benefits may provide can vary depending on age, 
when income is taken, and how many lives are covered when the benefit is elected. Certain state variations may also apply. The cost of these benefits may negatively impact the contract's cash value.

The design of these annuity contracts emphasizes the protection of credited interest rather than the maximization of interest rate crediting. 

Fixed index annuities are issued by Jackson National Life Insurance Company. These products are fixed annuities that do not participate in any stock or equity investments and have limitations and 
restrictions. Not available in all states and state variations may apply. Contact Jackson for more information.

GENERAL ANNUITY DISCLOSURE:

Annuities are long-term, tax-deferred vehicles designed for retirement. Variable annuities and registered index-linked annuities involve risks and may lose value. Earnings are taxable as ordinary income 
when distributed. Individuals may be subject to a 10% additional tax for withdrawals before age 59½ unless an exception to the tax is met.

Guarantees are backed by the claims-paying ability of the issuing insurance company.

Tax deferral offers no additional value if an annuity is used to fund a qualified plan, such as a 401(k) or IRA. It also may not be available if the annuity is owned by a legal entity such as a corporation or 
certain types of trusts.

Jackson, its distributors, and their respective representatives do not provide tax, accounting, or legal advice. Any tax statements contained herein were not intended or written 
to be used and cannot be used for the purpose of avoiding U.S. federal, state, or local tax penalties. Tax laws are complicated and subject to change. Tax results may depend on 
each taxpayer's individual set of facts and circumstances. Clients should rely on their own independent advisors as to any tax, accounting, or legal statements made herein.
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Thank you
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Let our knowledge and support help you on your journey to financial independence.

We have built a team of strategic 

resources that we know are 

valued professionals for our 

clients.

We leverage deep industry knowledge with our network of professionals such as estate planning attorneys, 

real estate professionals, CPAs, business attorneys, mortgage advisors, banking professionals, and 

insurance providers among other trusted colleagues to serve our client’s best interests.



Friday, May 27 @ 12 pm, PT with guest co-host

Amie Stone, Regional Marketing Director, MoneyGuard 

at Lincoln Financial Distributors

Prepare for a Healthier Future

Register online:  www.diamondgroupwealthadvisors.com/ask-marilyn

4th Friday of the month | 12 pm, Pacific

Next on ASK Marilyn 



Register online:  www.diamondgroupwealthadvisors.com/materclass



Women & Investing
How to Take Control of Your Financial House

Get your FREE eBook today at www.diamondgroupwealthadvisors.com/e-books

5 Empowering Strategies for You

Women investors may face life events that make financial literacy and advanced strategizing especially 

important. Life changes like outliving a partner, divorce, and becoming a primary caregiver for a 

loved one, can all affect one's financial earning and investment potential.

It’s never too late to become an empowered and engaged investor. Adopt the mindset of a learner. Stay 

curious and keep having conversations whenever you can about wealth management. Take advantage of 

the resources available to you to learn everything you can.

Download this free eBook and let's have a conversation. I would be happy to hear your thoughts on this 

guide or any questions you may have on your finances.

Get your 
FREE Guide!

Download Now!



Unlocking the Treasures to 

Financial Wellness

Knowledge is power, the power to build robust financial health. The 

more you know, the better. The financial world can be complex and 

confusing. Understanding where the opportunities lay and how to 

make your way through the muddle of money management may 

give you a distinctive edge.

Get your FREE eBook today at www.diamondgroupwealthadvisors.com/e-books

Download this free eBook and let's have a conversation. 

I would be happy to hear your thoughts on this guide or 

any questions you may have on your finances.

Get your 
FREE Guide!

Download Now!



https://www.diamondgroupwealthadvisors.com/
2022-key-financial-data

Download from our 
website!

Key Financial Data 2022



https://www.diamondgroupwealthadvisors.com/2022-key-financial-data



We meet you where you are and 
join you on your journey to financial 

independence.

Ask us for your free

Lifestyle Upgrade Assessment of 

your Financial House today!

YOUR FINANCIAL HOUSE

Marilyn Suey

CERTIFIED FINANCIAL PLANNERTM

Accredited Investment Fiduciary®

Office: 925.219.0080  | Mobile: 925.336.6611

marilyn.suey@diamondgroupwealthadvisors.com

www.diamondgroupwealthadvisors.com



Understand your Risk Tolerance.

Take the FREE Risk Assessment on our website.

Scan to get your 

Risk Profile

Go to: www.diamondgroupwealthadvisors.com


