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What Is The Purpose of This Guide?

This guide has been designed to assist you in completing the Annuity Suitability Questionnaire / USA PATRIOT Act
Form as well as provide you with a better understanding of why American National needs this information.

Why is This Important?

All recommendations for the purchase or exchange of an annuity product should be in the consumer’s best interest
based on information known by the insurance agent at the time the recommendation is made. Prior to making a
recommendation for the purchase or exchange of an annuity product, the insurance agent should make a reasonable
effort to obtain suitability information from the consumer regarding his or her insurance needs and financial objectives.
Insurers are also required to determine the suitability of a transaction for your client.

To assist you in gathering necessary information, we have given you the Suitability Questionnaire / USA PATRIOT Act
Form. This form has carefully crafted questions that can provide you with a clear picture of your client’s needs, financial
objectives and financial status, so you can be confident in making your recommendation.

Failure to fully complete this form will result in delays in processing and/or rejection of the application.

American National Needs Your Help!

One thing to consider is that we were not in the room when you spoke to the client about this transaction. So when
we review the annuity contract forms, we may be getting only part of the conversation. Therefore, American National
needs your help putting the pieces together to make the annuity transaction go smoothly for you, your client and for
us. Here are a few things to remember when submitting an annuity application to American National.

Have you taken the annuity product-specific training that American National requires each insurance agent to
complete prior to selling annuities for American National? If not, be sure to complete this training prior to submitting
any annuity contract applications.

Have you or your client filled out all of the required annuity contract forms? Any forms that have not been completely
filled out may delay processing. Your client will also be required to initial any updates to the forms. So, make sure that
all documentation is in good order prior to submitting the application to alleviate processing delays.

Remember that less is not always more. Providing us with any additional information about the transaction will assist
us in understanding your rationale for making the recommendation. This will also cut down on phone calls and/or
emails to obtain additional information about the transaction and avoid unnecessary delays.



Owner/Joint Owner Information Section

Tips for the . o If the owner is an entity or non-natural owner, use the entities or non-natural owner’s
OW“FV Information information to complete the form.
section: o If the owner is not currently employed, please be sure to include additional information

about the owner’s source of income in the Explanation of Transaction section.
e Non-Spousal Joint Owners must complete separate forms for each person.



» Financial Profile Section



Financial Profile Section (Cont.)

Why the Financial
Profile sectionis
important:

Knowing a client’s annual household income, and how they obtain that income, can tell
you if they have enough funds to cover everyday expenses. Knowing the household
income of an unemployed client is especially important because it helps you evaluate the
whole picture.

Annuities have surrender charges. It is important that your client be able to provide for
their current living expenses and any expenses that occur because of an emergency or
unexpected medical issue.

The client’s tax status can be an indicator as to what the client is trying to accomplish
with this annuity and is also an indicator of their income and relative affluence. If the
client is in a higher tax bracket: they may be purchasing the annuity as a means to
defer their tax burden. If a client is a senior and indicate that they have only have social
security as their income yet check that they are in a higher tax bracket, you might be
missing information that is important to this transaction.

Understanding the insurance needs of your client ensures that all of their needs are
addressed when offering them any product and you are looking at their financial
situation as a whole.

Due to the high costs associated with Assisted Living Facilities and Nursing Homes,
itis important to understand your client’s need for funding for these services in the
near future. It may be unwise to lock up money in an annuity with surrender charges.
Your client may, however, be using an annuity as a means to distribute funds to family
members in order to meet Medicaid requirements to assist in the costs for these
facilities.

Before recommending an annuity for purchase, the insurance agent should review

the current financial situation to determine if the product being proposed will help the
consumer attain those goals and objectives.



Financial Objective Section

Wh.y th.e Financ_:ial . ¢ Knowing your client’s investment experience, risk tolerance, and intended use of the
ijectlve sectionis annuity helps show if this transaction is one that they would normally enter into and that
important: the annuity they are purchasing will meet their financial needs.



Accessing Funds Section

Tips for the e There are tax penalties and surrender charges if premature annuity distributions are
Accessing Funds taken.
section:

e Do not complete this section if your client is purchasing a Single Premium Immediate
Annuity.



Transaction Information

Why the Transaction
Information section
isimportant:

e When your sale involves the replacement of an existing life insurance or annuity
contract, American National reviews the case to determine if the replacement is
appropriate. Any additional details that may help American National determine that the
proposed contract supports a financial benefit to the client should be included in the
Explanation of Transaction section, or on a separate page.



Exchanges / Replacements

The insurance agent should consider the following when making a recommendation that involves the replacement of another
annuity contract or life insurance product, or the exchange from another financial instrument:

Surrender Charges

Minimum Guaranteed Interest Rates

Product Features

Premium Enhancements

Tax consequences



Exchanges / Replacements (Cont.)

Tips for e Section 6 letters A — P are required for all replacement transactions.
Replacements e In Section 6, Contract 1 and Contract 2 allow for information to be filled in on 2 replaced
Sections:

policies on one form.
e If replacing a fixed annuity to a fixed annuity — only Section 6 Letters A — P are required.

These questions review the benefits that may be gained or lost when purchasing the new annuity. Products vary from company

to company and often have different riders and benefits so it is important for you to understand what your client will be losing or
gaining in a replacement transaction.

Tips for e If the contract being replaced is an Indexed Annuity — you must fill out Section 6 and
Replacements Section 7.
Section 7:

e If the replaced policy is an indexed annuity and the proposed American National policy
is a fixed annuity, the proposed columns in Section 7 can be left blank or filled in with
N/A’s.

e Section 7 only allows for one replaced policy’s information. If replacing 2 policies,
please fill out Section 6 with both policies then provide a separate copy of section 7
for each policy being replaced.

e Options 1, 2, 3, and 4 are for the 4 most allocated to index strategies and their corre-
sponding information.

e E.g.if allocated to 2 strategies, fill out Option 1 and 2. If allocated to 5 strategies,
fill out all 4 options with the strategy information most allocated to.



Exchanges / Replacements (Cont.)

Tips for e |f the contract being replaced is a Variable Annuity — you must fill out Section 6 and
Replacements Section 8
Section 8: e Section 8 only allows for one replaced policy’s information. If replacing 2 policies,

please fill out Section 6 with both policies then provide a separate copy of
section 8 for each policy being replaced.



Explanation of Transaction

Why the e Use this space to provide us with any additional information about the transaction that
Explanation of can assist our new business areas review of the proposed transaction.
Transaction section e By using this space, you can avoid unnecessary calls and emails to you to gather

isimportant: additional information.



» State-Specific Disclosures

Note: California residents must answer the 2 state-specific questions pertaining to Medi-Cal and
Senior In-Home Service.



» Recommendation Summary, Acknowledgement,
and Signatures

Why is this section o When you sign the Annuity Best Interest — Suitability Questionnaire / USA PATRIOT Act
important? Form you are acknowledging that the annuity is suitable and in the best interest of your
client.

o Please note: If there is any missing information, the consumer will be required to initial
and date all changes.



» USA PATRIOT Act Notice

Note: A separate USA PATRIOT Act Notice is required for each owner/trustee/partner/POA.



USA Patriot Act Notice

Forms of Identification

If the ID has a P.O. Box for the address: Submit an additional form of acceptable ID that has the

physical address.

Forms of Identification accepted:
e State Issued Driver's License
State Issued Identification Card
State Issued Permit to Carry a Concealed Handgun
Resident Alien ID (Green Card)
Fully Signed Passport

U. S. Issued Travelers Visa

U. S. Post Office Employee ID

Mexican Driver’s License (provided it is issued by one
of the 31 states or federal district)

Work Visa

United States Military/Military Dependent ID
NASA Employee ID

U.S. Department of Labor Employee ID

U.S. Department of Corrections Employee ID
DC Department of Transportation Employee ID
United States Veterans Affairs ID

Country of Guam Driver’s License

Employee ID for Bureau of Indian Affairs
State Learner’s Permit

Forms of Identification NOT accepted:
Matricula Consular ID

Registro Federal de Elector

Tarjeta de Elector

Library Cards
Gym ID Cards
Oklahoma Asbestos Worker Licenses

Application for EIN

Native American Tribal Enrollment Card
Foreign driver’s license unless accompanied by
passport verification

International Driver’s License

Alternate Ways to Establish Identity

Names & addresses on Proof of Address documents must match those submitted on new business applications. If

the parent, spouse, or partner is also the owner or beneficiary and their documentation matches the address on the

application, we can accept this documentation.

If an alternate form of identification is accepted, the company must also use Accurint or some other venue to

confirm Social Security Number. All related documentation should be imaged to the client’s file.

o Utility bills showing current address (Cannot be more than 2 months old; Excludes cell phone bills)

e Vehicle registration
e Documentation from the IRS

e Statements or other reports from recognized financial institutions issued since May 2006 and issued no more

than twelve months prior to the application date.
e School ID Cards (age 18 and under)
e DC Public School Employee ID
¢ W2 Payroll Stub

o Employee ID Cards (Prior to this form of identification being deemed acceptable, Corporate Compliance must

be contacted to research what type of identification requirements and background checks are in place as part of

the hiring process at the employer. Employment Verification may also be required.)



Glossary

Annual Gross Income — Total amount of earned income by the e Converted to reduced paid-up insurance, continued as
owner of the annuity. In cases of trusts, the amount can be the extended term insurance, or otherwise reduced in value
total amount of just the trust or the trust and the grantor of the by the use of non-forfeiture benefits or other policy

trust combined. values;

Liquid Net Worth — The total amount of funds or assets e Amended so as to effect either a reduction in benefits or
available to the owner of the annuity that can readily be turned in the term for which coverage would otherwise remain in
into cash without penalty. force or for which benefits would be paid;

. . . Reissued with any reduction in cash value; or
Market Value Adjustment — A feature that combines the fixed * Y

interest rate guarantees in an annuity with an interest rate e Used in a financed purchase.
adjustment factor that can cause the surrender value of the
annuity to fluctuate either positively or negatively in response
to market conditions.

Suitability Information — (As defined by the Suitability in
Annuity Transactions Mode Regulation)

Information that is reasonably appropriate to determine the

Minimum Guaranteed Interest Rate — For a fixed annuity, the o e ) )
suitability of a recommendation, including the following:

minimum interest rate the insurer guarantees to pay on the
accumulated value of the annuity for the life of the contract. The
minimum rate is almost always stated when the annuity policy is
issued, and usually ranges from 1.5% to 3%.

e Age;
e Annual Income;

e Financial situation and needs, including the financial

Non-Qualified Annuity — An annuity purchased outside of a resources used for the funding of the annuity:

tax-advantaged retirement plan or an IRA.
e Financial experience;

Qualified Annuity — An annuity that qualifies to receive

favorable tax treatment and is purchased to either fund or

distribute funds from a qualified retirement plan. e Intended use of the annuity;

e Financial objectives;

Risk Tolerance — The degree to which a person or organization * Financial time horizon;

is willing to accept risk. e Existing assets, including investment and life insurance
holdings;

Reverse Mortgage — A loan under the terms of which a

homeowner, who continues to live in and own a home as his/ e Liquidity needs;

her primary residence, borrows against the equity in his home e Liquid Net Worth

but is not required to repay the principal and interest during

the loan’s term. During this time the owner is still responsible
for taxes and homeowner’s association fees on the home. The e Tax status
funds are repaid at the owner’s death.

e Risk tolerance; and

e Reverse Mortgages (Minnesota)

Replacement — (As defined by the Suitability in Annuity

) ) Trust — A legal arrangement whereby one or more persons,
Transactions Model Regulation)

called the trustees, hold legal title to property on behalf of

A transaction in which a new policy or contract is to be another person, called the beneficiary, and are responsible
purchased, and it is known or should be known to the proposing ~ for ad.m.mlsterlng the property for the benefit of the trust
insurance agent, or to the proposing insurer if there is no beneficiary.

insurance agent, then by reason of the transaction, an existing
policy or contract has been or is to be:

e Lapsed, forfeited, surrendered or partially surrendered,
assigned to the replacing insurer or otherwise terminated;



Appendix A:

Producer Disclosure For Annuities Form

As part of the best interest obligations, you are required to disclose to your client information about 1) you, as agent,
2) the types of financial products you are licensed and authorized to sell, 3) whose products you sell, and 4) your
compensation. Appendix A has been provided to assist you with this requirement.

Agent/Client Information Section

Date

» NOTE: Do not sign unless you have read and understand the information in this form.

EB Insurance Agent (Producer) Information (“Me”, “I”, “My”)

First Name Last Name

Business\Agency Name Website

Business Mailing Address Business Telephone Number
Email Address National Producer Number in [state]

E3 Customer Information (“You”, “Your”)

First Name Last Name

How to Fill Out This Section

Please complete all information related to the producer and the customer.

[l What Types of Products Can I Sell You?

| am licensed to sell annuities to You in accordance with state law. If | recommend that You buy an annuity, it means
| believe that it effectively meets Your financial situation, insurance needs, and financial objectives. Other
financial products, such as life insurance or stocks, bonds and mutual funds, also may meet Your needs.

| offer the following products:

L] Fixed or Fixed Indexed Annuities L] Variable Annuities L] Life Insurance

| need a separate license to provide advice about or to sell non-insurance financial products. | have checked below any
non-insurance financial products that | am licensed and authorized to provide advice about or to sell:

[J Mutual Funds ] Stocks/Bonds [ Certificates of Deposits



Appendix A:

Producer Disclosure For Annuities Form

How to Fill Out This Section

Please complete by selecting all that apply.

IE1 Whose Annuities Can I Sell to You?

LI Annuities from Only One (1) Insurer
[l Annuities from Two or More Insurers
[ Annuities from Two or More Insurers although | primarily sell annuities from:

How to Fill Out This Section

Please complete by selecting the applicable option. If you primarily sell annuities from a certain insurer, indicate the
name of the insurer in the space provided.

Ed How I’'m Paid for My Work

It is important for You to understand how | am paid for my work. Depending on the particular annuity You purchase, | may
be paid a commission or a fee. Commissions are generally paid to Me by the insurance company while fees are generally
paid to Me by the consumer. If You have questions about how | am paid, please ask Me.

Depending on the particular annuity You buy, | will or may be paid cash compensation as follows:

[]Commission, which is usually paid by the insurance company or other sources. If other sources, describe:

[IFees (such as a fixed amount, an hourly rate, or a percentage or your payment), which are usually paid directly
by the customer.

[] Other (Describe):

» NOTE: If You have questions about the above compensation | will be paid for this transaction, please ask me.

| may also receive other indirect compensation resulting from this transaction (sometimes called “non-cash”
compensation), such as health or retirement benefits, office rent and support, or other incentives from the
insurance company or other sources.

[ ] Any applicable material conflicts of interest that may influence the impartiality of my recommendation have been
disclosed to you as follows:

How to Fill Out This Section

Please complete by selecting all that apply. Provide details as applicable. If a material conflict of interest has been
disclosed (box selected), provide details.

Special Note on Form Completion

e Both you and your client are required to sign and date the form
e If there is any missing information, your client will be required to initial and date all changes.
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