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“Father time always wins.
But he can be fickle.”

— Warren Buffett



Presenter Notes
Presentation Notes
Conversations about wealth transfer can sometimes be difficult. Dealing with generational transfer is not the easiest subject

However, the earlier the conversation starts the easier it may be to put the best transfer plans in place and filter out any anticipated conflicts

In fact, Warren Buffet actually suggests to write down your wealth transfer plans and have your children read and understand the plan for transfer.



Seizing Opportunities in
the Wealth Transfer

By 2030, trillions are expected to flow to today’s pre-retirees,
Gen Xers and Millennials.

This wealth transfer will also benefit surviving spouses,
predominantly pre-retiree women.

70% of widowed women switch their financial advisor within a
year of their spouse’s death. ?

This presents an enormous opportunity for financial
professionals to build, grow and strengthen their practices by
understanding these trends.

1 Eisen, Ben and Anne Tergesen, “Older Americans Stockpiled a Record $35 Trillion. The Time Has Come to Give It
Away,” The Wall Street Journal, July 2, 2021.
2 Alliance for Lifetime Income: State of Women Study 2022
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Presenter Notes
Presentation Notes
By 2030, trillions are expected to flow to today’s pre-retirees, Gen Xers and Millennials.1 It also will transfer to surviving spouses — predominantly pre-retiree women. 

It also creates an enormous opportunity for financial advisors (FAs) to build, grow and strengthen their practices. The more FAs understand about the characteristics and goals of the people set to inherit and gain control of this unprecedented wealth, the better positioned they will be to attract and retain them as clients. FAs who understand these trends and tailor their approaches accordingly are likely to develop rewarding, durable practices founded on deep relationships with these investors and their families.

Called “the Great Wealth Transfer,” it represents a seismic reordering of wealth among generations. 

For FAs, the survey results yield a critical insight: Millennials (both men and women) and surviving spouses (predominantly pre-retiree women) are expected to take control of the bulk of the assets changing hands in the Great Wealth Transfer. These groups each have particular preferences that FAs can help support. As women investors prioritize retirement planning, they tend to look for FAs who understand their goals beyond finance (90%). Moreover, 1 in 3 look for an FA who actively strives to build strong relationships with their clients. Meanwhile, despite being more self-directed, Millennial investors overwhelmingly trust the advice and choices of FAs, and most (83%) would have an FA help them as they manage their inherited wealth. FAs who understand these trends and tailor their approaches accordingly are likely to build rewarding, durable practices founded on deep relationships with these investors and their families.
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Survey insights on
How to Plan for

Wealth Transfer beneficiaries THE GREAT

WEALTH _

Equitable's survey of 500 retail investors from
WSJ Intelligence reveals key insights.

o Demographics: Evenly split among pre-retirees, Gen X, and
Millennials; 60% are women.

o Income and Net Worth: 65% earn over $150,000 annually; 45%
reporting household net worth of more than $1 million.

o Need for Financial Professionals: Investors intend to use an FA to
help them as they manage their wealth.

The below disclosure applies to customers of bank affiliated entities.

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

This material is for informational purposes only and does not constitute investment advice or a recommendation.

The Wall Street Joumnal news organization was not involved in the creation of this content.

% EQUITABLE For financial professional use only. Not for distribution to the general public.


Presenter Notes
Presentation Notes
To help provide insight into these beneficiaries of the Great Wealth Transfer, Equitable commissioned an online quantitative survey of 500 retail investors from WSJ Intelligence. These investors were evenly split among pre-retirees, Gen X and Millennials, and 3 in 5 respondents were women. In general, they’re high earners, with 65% reporting annual income of more than $150,000 and 45% reporting household net worth of more than $1 million. And their net worths are anticipated to rise in the coming years: More than 2 in 5 investors expect an inheritance or primary benefit of more than $1 million — and the majority of those investors intend to use an FA to help them as they manage their wealth.


The Great Wealth Transfer —
key findings



Key findings
Opportunities for Financial Professionals

’ 81% of respondents plan to use a financial
advisor for managing new wealth.

4

Millennials will be among the Women are expected to

biggest likely beneficiaries of control much of what will Only 33% plan to keep working with the

the Great Wealth TranSfer. be tranSferrEd. same advisor they have now

With 57% of respondents expecting Currently, 54% of women

to inherit $1 million or more and surveyed use FAs to manage

26% expecting to inherit $3 million their investments. They also ...

or r%or(f, ? overwhelmingly want ¥o be Over 67% of surveyed individuals have a

heard. . written financial plan for long-term

investing, yet only a third collaborated with
a financial advisor.

Source: WSJ Intelligence 2024 Equitable Thought Leadership Study. Base: Total respondents, n=500. Q. Now, thinking about your attitudes in regard to financial
advisors, how much do you agree or disagree with the following statements?
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Presenter Notes
Presentation Notes
Great Wealth transfer key findings.

Millennials will be among the biggest likely beneficiaries of the Great Wealth Transfer. With 57% of respondents expecting to inherit $1 million or more and 26% expecting to inherit $3 million or more. These benefits outstrip those expected by older generations, including Gen X and pre-retirees.

Women are expected to control much of what will be transferred. Some will come via inheritance, but much of that wealth is likely to come in the form of a benefit following the death of a spouse.

Currently, 54% of women surveyed use FAs to manage their investments. They also overwhelmingly want to be heard. They want their advisors to understand their unique needs and goals, even when those goals go beyond finances and investments.


Opportunity for Fas:
The survey indicates a strong willingness among individuals to engage financial advisors for their wealth management. However, there is a significant turnover, with many clients considering new advisors, providing ample opportunity for financial professionals to establish new relationships and enhance collaboration in financial planning.

Source: WSJ Intelligence 2024 Equitable Thought Leadership Study. Base: Total respondents, n=500. Q. Now, thinking about your attitudes in regard to financial advisors, how much do you agree or disagree with the following statements?







Most common primary goals

=g

@

Financial
independence

Control of their
financial future

Compounding
returns
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Preserving purchase
power against inflation

For financial professional use only. Not for distribution to the general public.

Preparing for
unforeseen
expenses


Presenter Notes
Presentation Notes
Read Slide




Navigating
Investment Decisions

While many investors feel confident, they often react
impulsively to market changes, which can hinder their
long-term goals.

75% Millennials reported frequently changing their
investments based on new information or changes in the
market

60% of investors struggle with asset selection.

81% of respondents intend to use an FA to manage
their new wealth

Source: WSJ Intelligence 2024 Equitable Thought Leadership Study. Base: Total respondents, n=500. Q. Now, thinking about your attitudes in regard to
financial advisors, how much do you agree or disagree with the following statements?
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Presenter Notes
Presentation Notes
it’s important to note an investor’s confidence does not necessarily mean they make appropriate investment choices, especially those with a tendency to react to market shifts in ways that could wind up working against their stated longterm goals.
 Consider that nearly 3 in 4 Millennials reported frequently changing their investments based on new information or changes in the market. With the potential to offer meaningful support to investors at every confidence level, FAs have openings across the board to tailor the way they engage with investors to match their unique combinations of investment styles and desired outcomes. In fact, there are signs investors are receptive to this type of support, even today: Nearly half (47%) currently engage an FA to help with their investment strategy, with an additional 34% planning to start a relationship with an FA to manage the wealth they expect to take control of in the coming years.

The good news is that the survey respondents already see the value of working with an FA. Indeed, 81% of respondents intend to use an FA to manage their new wealth

Source: WSJ Intelligence 2024 Equitable Thought Leadership Study. Base: Total respondents, n=500. Q. Now, thinking about your attitudes in regard to financial
advisors, how much do you agree or disagree with the following statements?


What is wanted from a Financial Professional

) &

Clients are looking for relationships that They trust the advice and options
extend beyond their portfolio to their Financial Professionals provide.

overarchlng goals and attitudes. They see the fees and costs involved as a good investment.

% EQUITABLE or financial professional use only. Not for distribution to the general public.



Presenter Notes
Presentation Notes
Clients are looking for relationships that extend beyond their portfolio to their overarching goals and attitudes. Notably, respondents see the value of an FA relationship, as long as it lives up to their expectations. They trust the advice and options FAs provide, and they see the fees and costs involved as a good investment in their financial future. In particular, Millennial women embrace the role of FAs, with 86% saying they trust the advice and options of financial advisors.




What respondents value in a financial advisor

88%

85%
%
80% 76% 75%

FAs should understand FAs should | trust the advice The fees and other It is critical to use
my overall goals, objectives understand my life and decisions of costs in working with financial advisors
and risk tolerance to help me beyond my finances. financial advisors. financial advisors is to inform investment

achieve my financial goals. worth the investment. decisions and advice.

® Strongly @ Somewhat

Source: WSJ Intelligence 2024. Equitable Thought Leadership Study Base: Total respondents, n=500. Q. Now, thinking about your attitudes in regard to financial advisors, how much do you agree or disagree with the following statements?
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Presenter Notes
Presentation Notes
A look at the respondents currently using FAs provides an idea of what these investors want from such relationships. While the confidence level in making investment decisions varies among respondents, most say they are likely to welcome the support and guidance that advisors can provide, especially as they become recipients of the Great Wealth Transfer


Study conclusions

y ey &

The expected beneficiaries of the Many investors do not fully For complex products in particular,

Great Wealth Transfer are generally understand how an FA could help FAs have an important role to play

knowledgeable about investing. them now. in connecting benefits to long-term
goals.

12
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Presenter Notes
Presentation Notes
To build the relationships that will help them grow their practices, FAs must understand what investors’ current financial plans involve and how they might be falling short. In keeping with the general level of sophistication of the affluent generations, more than 2 in 3 respondents (67%) have already developed a written financial plan.


Takeaway ideas —
wealth transfer



Takeaways

&y

Trust and annuity
opportunities

o Wealth transfer
o Annuity beneficiary

o Do's and don't’s

@R EQUITABLE
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RMDs and
wealth transfer

o QCD
o IRA with living benefit to fund ILIT

For financial professional use only. Not for distribution to the general public.
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Inherited IRAs

o Post SECURE Act planning
o CRT as beneficiary

14


Presenter Notes
Presentation Notes
Now that we have looked at what investors are looking for from advisors

The great wealth transfer may create opportunity for the informed financial advisor to work with both the current and next generation

We will now look at several wealth transfer opportunities to help provide client solutions for the great wealth transfer

Read slide-


Why annuities — tax landscape

Medicare surtax: Income tax and capital gains:

o 3.8% Tax brackets

o Surtax is lesser of invegtment income or o No 37% bracket for incomes above $578,125 (Single),
MAGI over $200,000 (Single), $250,000 (MFJ) $693,750 (MFJ) and $14,450 (Trusts and Estates)

and $14,450 (Trusts and Estates)
Capital gains and qualified dividends

o Raises to 20% for incomes in excess of $492,300 (Single),
$553,850 (MFJ) and $14,650 (Trusts and Estates)

Source: website www.IRS.gov

% EQUITABLE For financial professional use only. Not for distribution to the general public.
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Presenter Notes
Presentation Notes
And When dealing with Wealth Transfer one of the tools that wealthy individuals may use to transfer wealth are Irrevocable trusts

Irrevocable Trusts can have some tax challenges with the significantly compressed ta brackets they are subject to when compared to individual taxpayers or taxpayers who file Married filing jointly

Source-  www.IRS.gov

Read slide


Trust-owned annuities and tax deferral

Section 72(u) applies to non-natural owners

General rule: Exception:
No tax deferral Entities acting as an agent for a natural person

If all the beneficiaries of the trust are people, the annuity
may be eligible for tax deferral.

% EQUITABLE For financial professional use only. Not for distribution to the general public. 16


Presenter Notes
Presentation Notes
The most common question on a trust owning an annuity is whether the annuity will remain tax deferred.

Section 72(u) of the tax code states that any annuity contract that is owned by a non-natural entity loses tax deferral and stops being an annuity contract.  Obviously a trust would be considered an non-natural owner.

There is a very important exception to this rule that is often overlooked with trust owned annuity contracts.    The exception states if the non-natural owner is acting as an agent for a natural person(s) then the annuity retains tax deferral.

The practical application of this exception is if the beneficiaries of the trust are all natural persons then the trust owned annuity contract will retain tax deferral.  If any of the trust beneficiaries are not natural persons then tax deferral will not apply.



Taxation of income for an irrevocable trust

Irrevocable trust

If trust requires all income to If trust allows income to
be distributed to beneficiaries, Investments earnings: be retained in trust, it's
it's called a simple trust. $$$ called a complex trust.

Capital gains, dividend, interest, etc.

Earnings paid to beneficiaries’

Earnings retained in trust

Taxes reflected on beneficiaries' return Taxes reflected on trust return

EQUITABLE For financial professional use only. Not for distribution to the general public.
(g
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Presenter Notes
Presentation Notes
This flowchart illustrates two different ways an irrevocable trust can be taxed.

The first example illustrates what is often referred to as a simple trust. In this example any income that is created by the investments in the trust is immediately paid out to the beneficiaries of the trust. The beneficiary who receives the income is responsible for the tax liability for that income. They are taxed at their respective bracket for ordinary income or capital gains.

The second example is the most common example of a complex trust. When the income is created by the investments of the trust that income is retained by the trust. It may also be reinvested. Since the income is not distributed out to a beneficiary at the end of the tax year the trust must reflect the tax liability on the trust tax return. This income would be taxed at the respective rate for the trust.


Trust as beneficiary of nonqualified annuity

Trust can still be a beneficiary Stretch option is not available
of NQ annuity. to trust beneficiary of
NQ annuity.

1 Some productions may allow for 5-year deferral. Always check with product carrier for distribution options.

% EQUITABLE For financial professional use only. Not for distribution to the general public.

Lump-sum distribution
may be required.’
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Presenter Notes
Presentation Notes
Read Slide


Beneficiary distribution options

Non-spouse
Lump sum Lump sum
Defer 5 years' Defer 5 years'
Annuitize Annuitize
Stretch — inherited annuity Stretch — inherited annuity
Spousal continuation

1 Five-year option not available if the policy holder dies on or after the annuity starting date.

% EQUITABLE For financial professional use only. Not for distribution to the general public. 19


Presenter Notes
Presentation Notes
Read slide on NQ annuity beneficiary options


Plan in action

Owner — revocable trust
Annuitant — child
Beneficiary — irrevocable trust

Owner — irrevocable trust
Annuitant — child
Beneficiary — irrevocable trust

@R EQUITABLE

Income paid to mom through
revocable trust

Trustee changes owners:

* Owner — child
* Annuitant — child
« Beneficiary — grandchild

For financial professional use only. Not for distribution to the general public.

Mom passes away

Irrevocable trust registered
under the trust TIN

Ownership change not taxable
Benefit base carries forward
Child can name own beneficiary

20


Presenter Notes
Presentation Notes
So let’s take a look at this strategy in action.

An annuity contract is owned by the revocable living trust with the child as the annuitant and the revocable living trust as the beneficiary.  Since the child is the annuitant they can purchase both living and death benefit riders.

Since it’s Mom’s revocable trust the trust can take income from the annuity contract and distribute it back to Mom if she needs it.  

In step 3 Mom passes away.  The revocable trust becomes irrevocable after her death.  The trustee of the trust would now register the trust as irrevocable under the trust’s TIN.  The annuity contract is now owned by the irrevocable trust, the same annuitant as before, and the irrevocable trust as the beneficiary.

In  Step 5 the trustee now will change the ownership of the annuity contract from the irrevocable trust to the child who is also the annuitant.  The daughter now has a normal non qualified annuity contract in which she is the owner and annuitant.  The daughter can now add a beneficiary and in this case names her child as the beneficiary.

Since the ownership change was done by the irrevocable trust and not an individual the ownership change is a non-taxable event.  Since the daughter has remained as the annuitant on the contract from the beginning any benefit bases for the income benefit or death benefit will carry forward to the daughter.

So in the end the Mother was able to purchase an annuity contract within her revocable living trust.  It served the dual purpose of providing her guaranteed income if she needed it and provided a wealth transfer vehicle to her daughter.  Additionally the daughter would benefit from the income and death benefit riders available within Retirement Cornerstone.


B
SECURE Act — final IRA beneficiary rules

SECURE Act — introduced the 10-year rule for IRA beneficiaries 2020 and beyond

Current proposed regulations updated the definition of how the
10-year rule would be applied — now final for 2025

o Penalties for missed RMD to now be enforced
o Penalty previously waived 2020-2024

Under current proposal non-eligible designated beneficiaries would be
split into two groups determined by when IRA owner died

o Pre-required beginning date: 10-year rule
o Post-required beginning date: 10-year rule and annual distributions

% EQUITABLE For financial professional use only. Not for distribution to the general public. 21


Presenter Notes
Presentation Notes
There has been a lot of confusion recently around IRA and wealth transfer. The rule changes for IRA beneficiaries After the SECURE Act generated several questions about what groups are now subject to the 10 year rule and who now needs to take annual RMD distributions

Read Slide

It’s important to understand that the rule changes from the Secure Act are now final in 2025



.

IRA beneficiaries post-SECURE Act

Eligible designated

beneficiary Designated beneficiary

Account owner died prior to
required beginning date

Account owner died prior to
required beginning date

10-year rule only

Lifetime stretch OR 10-year rule

Account owner died after
required beginning date

Account owner died after
required beginning date

10-year rule only AND

Lifetime stretch

annual distributions

For financial professional use only. Not for distribution to the general public.
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Non-designated beneficiary
(e.g., Estate, NQ Trust)

Account owner died prior to
required beginning date

|
5-year rule only

Account owner died after
required beginning date

Annual distributions

22


Presenter Notes
Presentation Notes
Chart lists distribution options for
1. Eligible Designated Beneficiaries (EDB’s)
2. Designated Beneficiaries
3. Non Designated beneficiaries



Tax-efficient retirement planning

Qualified charitable distributions (QCDs)

@ QCDs can be made as early as 702, not RMD age.

SECURE Act has NOT changed the age requirement.

QCD rules:

O

©)

O

@)

O

©)

$108,000 annual exclusion from gross income per
taxpayer

IRAs only

Must have attained age 7072

Distributions made directly to qualified charity
Donor does not receive tax deduction for the QCD

Can also apply to IRA beneficiaries over 70"

Source: website www.IRS.gov

@R EQUITABLE

QCDs can be combined with a
wealth protection strategy.

o For IRA owners only taking RMDs as required:
o Look to combine QCDs with death benefits.

o Lower current income taxes and protect wealth for
generational transfer.

For financial professional use only. Not for distribution to the general public. 23


Presenter Notes
Presentation Notes
Individuals who are 70½ years old or older may use a QCD to donate up to $100,000 to qualified charities directly from an IRA. SECURE Act 2 changes the annual IRA QCD limit of $100,000 will be indexed for inflation, effective for tax years after 2023. QCDs are not allowed for a donation to donor-advised fund sponsors, private foundations, or supporting organization

Source: www.IRS.gov


IRA with living benefit to fund ILIT

Case study: 65-year-old client

Edward (65) currently has two adult children
from his first marriage that he wants to
provide an inheritance.

Ed would like to use current income to fund a
life insurance policy for the children separate
from the assets going to his current spouse.

o Would like to accomplish outside
of his current estate.

He would like to leverage his
annual gift amount to fund
the life insurance.

% EQUITABLE For financial professional use only. Not for distribution to the general public.

Ed currently has $2,000,000 in an
IRA that he never intends to use
for retirement income.

o Eventually will be forced to
take RMDs from the IRA.

24


Presenter Notes
Presentation Notes
One possible wealth transfer strategy to replace current IRA assets may be to spend down a current IRA and use IRA proceeds to fund a Life Insurance 

It may be possible to leverage a RILA with a living benefit as the funding vehicle for the life insurance

Read Slide example


IRA with living benefit
to fund ILIT

o Annual gift limit of $19,000.

o Annuity with a living benefit can be leveraged to
fund life insurance/wealth transfer.

o Transfers to the trust of $19,000 per beneficiary
using gift tax exclusion.

o Crummey provisions

o Leverage less efficient wealth transfer options to
reposition inheritance assets.

Source: website www.IRS.gov

% EQUITABLE For financial professional use only. Not for distribution to the general public. 25


Presenter Notes
Presentation Notes
Leveraging an IRA with an annuity living and combing that with an annual gifting strategy can be a powerful wealth transfer tool

Taking assets that may not be the most tax efficient wealth transfer vehicles and repositioning them to move to the next generation

Source: www.IRS.gov

Read slide


IRA with living benefit to fund ILIT

Ed can put $800,000 into an IRA with o $38,000 allowable withdrawal is enough to fund the gifts after tax
a 6% withdrawal benefit o 2x$19,000

o The living benefit can be leveraged to provide the insurance premium

The IRA can benefit Ed in multiple areas o The annuity buffers may help protect the IRA asset for
additional wealth transfer

o Provide life insurance protection for the children
o Spend down a less efficient wealth transfer investment (IRA)

Allows Ed to accomplish his goals of:

% EQUITABLE For financial professional use only. Not for distribution to the general public. 26


Presenter Notes
Presentation Notes
Read Slide on transfer strategy


Charitable remainder trust as IRA beneficiary

Alternative strategy

An alternative distribution strategy can be to leave IRA proceeds
to a charitable remainder trust (CRT).

Estate would get a tax deduction and CRT would not owe any income tax.

Trust beneficiary can receive lifetime income from the CRT.

Using annuities inside of a CRT:
Buffered annuity strategies can be an excellent investment vehicle for a CRT.

% EQUITABLE For financial professional use only. Not for distribution to the general public. 27


Presenter Notes
Presentation Notes
An IRA left to a individual non Eligible Designated Beneficiary is required to be distributed over a 10-year period
An alternative strategy can be to leave the proceeds to a Charitable Remainder Trust (CRT)
Estate would get a tax deduction and CRT would not owe any income tax
Trust beneficiary can receive lifetime income form the CRT
A Testamentary Charitable Remainder Trust is created during the life of the donor, and either left unfunded or minimally funded depending on state law.  Once the trust has been created, the IRA owner would name the trust as the beneficiary of their IRA. Upon the death of the IRA owner, the CRT as the beneficiary of the IRA receives the proceeds from the IRA and owes no income tax due to the tax-exempt nature of the CRT. The IRA owner’s estate would receive an estate tax deduction for the present value of the anticipated future gift to charity as calculated 
upon the funding of the IRA into the CRT after death. The trustee would then reinvest the money and begin to pay income to the named beneficiary. Upon completion of the term of the trust, whether it is a set number of years, or the death of the income beneficiary, the trust would terminate, and the trustee would pay the proceeds to the named charity in the trust. The diagram below illustrates the flow of funds from an IRA owner to a CRT and then  on to beneficiaries and ultimately charity.


B
Nonqualified annuities — Wealth Transfer

SECURE Act did not impact NQ annuities

Lifetime (stretch) distribution is still an option

May be a more attractive wealth transfer opportunity

1035 for beneficiary may be an option

% EQUITABLE For financial professional use only. Not for distribution to the general public. 28


Presenter Notes
Presentation Notes
Non Qualified annuities may provide a more flexible wealth transfer opportunity than other retirement assets

Non Qualified annuities were not impacted by the rule changes from the Secure Act


Inherited annuity option - case study
The Jones Family

Mr. Jones opens a non-qualified variable annuity at Upon Mrs. Jones's death, her children, John (age 63) and

age 65. Jane (age 60), inherit the contract as equal beneficiaries.
; !-Ie avoids withdrawals due to alternative They choose to continue the contracts as non-qualified
HICOIME SOIpEE= inherited annuities and take Required Minimum
« At age 85, he passes away, leaving his contract Distributions based on their own non-recalculated single

to his wife as beneficiary. life expectancies.

Mrs. Jones, now age 80, continues the contract
without needing to take withdrawals. Five years
later, she passes away.

This option allows John and Jane to collect income
distributions over their life expectancies.

22.7 and 25.2 years of additional tax deferral.

% EQUITABLE For financial professional use only. Not for distribution to the general public. 29


Presenter Notes
Presentation Notes
Read from Slide


Conclusion

Maximizing Opportunities in the Great Wealth Transfer

The Great Wealth Transfer opens vast
opportunities for financial professionals to
build, grow and strengthen their practices

Understanding current trends can lead to
strengthened relationships with future . . .
generations. Equitable is your partner in

navigating these changes.
Building relationships can significantly enhance
business growth.

Contact your Equitable Distributors
Wholesaler to learn more

@R EQUITABLE



Presenter Notes
Presentation Notes
This slide aims to summarize the key takeaways regarding the Great Wealth Transfer. It emphasizes how this shift presents unique chances for financial advisors to enhance their practices and build lasting relationships with clients. Understanding and adapting to these trends will be crucial for success, and Equitable offers valuable support in this endeavor.


Important information

Equitable Financial Life Insurance Company, Equitable Financial Life Insurance Company of America and their affiliates do not provide tax or legal advice or services. Clients should consult with their own professional tax and

legal advisors regarding their particular circumstances.

Variable annuities are issued by Equitable Financial Life Insurance Company (Equitable Financial) (NY, NY) and, depending on the particular contract and its distributor, by Equitable Financial Life Insurance of America
(Equitable America), an AZ stock company with an administrative office located in Charlotte, NC. Distributed by affiliate Equitable Distributors, LLC and Equitable Advisors, LLC (member FINRA, SIPC) (Equitable Financial
Advisors in Ml & TN). The obligations of Equitable America and Equitable Financial are backed solely by their own claims-paying abilities.

Equitable is the brand name of the retirement and protection subsidiaries of Equitable Holdings, Inc., including Equitable Financial Life Insurance Company (NY, NY); Equitable Financial Life Insurance Company of America,
an AZ stock company with an administrative office located in Charlotte, NC; and Equitable Distributors, LLC. Equitable Advisors is the brand name of Equitable Advisors, LLC (member FINRA, SIPC) (Equitable Financial

Advisors in Ml & TN).
For financial professional use only. Not for distribution to the general public.

© 2025 Equitable Holdings, Inc. All rights reserved. 1U-7722063.2 (4/25) (Exp. 4/29) | G2898351
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Thank you.



FOCUS
FINANCIAL®

=k

==

651-631-8166

1300 Godward St. NE, Suite 5500
Minneapolis, MN 55413

www.focusfinancial.com

Financial Advisors offer investment advisory, insurance and financial planning services through Focus Financial Network, Inc.
Securities offered through Osaic Wealth, Inc. member FINRA/SIPC. Osaic Wealth is separately owned and other entities and/or
marketing names, products or services mentioned here are independent of Osaic Wealth.
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