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Introduction:
Annuities can be a great way to make your money work, but many people may not 
understand the risks rewards or the workings of their annuities.

This paper will point out some common mistakes to avoid and show you how to get a lot of 
use out of your annuity.  You will get an education and real understanding of your annuity in 
plain English.

Additionally this paper that will point out some hidden values of annuities anyways many 
people are not aware of that you’ll find if you find that you questions after reading this please 
feel free to contace us, so let’s get started.

Rates Constantly 
Changing 
Accumulation rates for annuity 
contracts vary widely and some 
insurance companies also offer 
bonus credits for new clients.  
These rates are constantly 
changing, sometimes weekly.

With nearly 2200 insurance 
companies operating in the 
United States, each with a different 
balance sheet, different needs for capital and, reserve requirements, there methods to 
attract new capital, vary substantially from company to company, throughout the year.  
Some Life Agents are restricted to offer their clients the best rate due to contractual issues, 
and sometimes are referred to as a “Captive” agent.   As a consumer, it is important to 
understand the distinctions between captive and independent agents. 

Many consumers like working an independent insurance agent because an independent 
agent gives the customer more options. They are not locked into purchasing from a small 
number of contracts that may not be a great fit for their needs or be competitive. 

Clearly, independent agents tend to have more opportunities when it comes to choosing 
life and annuity contracts to work with.  Important to note, that just because one 
company may spend more money on advertising their insurance contact, does not mean 
they are not the most competitive when comparing contacts, side by side. 
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Contracts Have Two Sides 
With any Life Insurance or Annuity, the Contract will always have two sides.  The first side is 
accumulation, the second is income.  During the accumulation stage the Insured, who may 
or not be the actual owner of the contract, invests in a lump sum or in periodic payments to 
fund a death benefit or account value. Each contract determines how the money will be 
credited during the accumulation phase. 

The second side of the insurance contract is income, where the owner annuitizes the 
contract.  Here the Owner may take payments via lump sums, or designated periods, 
ranging from five to thirty years or also choose Life Options, that usually include a minimum, 
of years to pay out a monthly, quarterly, or annual benefit.  

Insurance companies regularly advertise their accumulate rates, but rarely or never 
advertise their annuity income rates.  During the income stage, owners are older and 
rarely do the leg work to shop for better rates, usually out of convenience but this can be 
a costly mistake.  With nearly 2200 insurance companies and income schedules, income 
annuity rates can vary 25% from company to company. 

Under section 1035 of the IRS Code, owners of insurance contacts can move over to 
another contract with an insurance company that offers higher rates, all it takes is an 
advocate to do the research.  It is important to research the best rate BEFORE a contract 
owner annuitizes, as after they make that long-term decision, are usually locked in for life.  

Another reason to work with a annuity specialist who is an independent, not a captive agent. 



A Closer Look at the 1035 Annuity Exchange.
Does It Make Sense for Me to Change Annuities?

If you have an annuity contract of any kind, you may have been approached about the idea 
of exchanging it for a new model or one with the latest features. A 1035 exchange could 
help you to achieve these objectives. 1035 refers to a provision in the federal tax code 
("Code") that allows you to transfer the accumulated funds in an existing annuity to another 
annuity without creating a taxable event. In other words, the earnings from your original 
investment continue to receive tax-deferred treatment until you take money out of the 
annuity.

But the continuing tax benefit comes with some important conditions. First, the Code says 
the old annuity contract must be exchanged for a new contract. Therefore, you should have 
your current annuity company send the account funds directly to the new company. 
Secondly, the Code says you can make a tax-free exchange from: 1) a life insurance 
contract to another life insurance contract or an annuity contract or 2) from one annuity 
contract to another annuity contract. You cannot, however, exchange an annuity contract 
for a life insurance contract.

Why might you want to exchange or roll over an annuity? Here are some questions to 
consider on this:

1. How safe is my annuity investment? 
For any annuity product, the safety of 
your money is backed by the 
claims-paying ability of the issuing 
insurance company, not any government 
agency. So you need to make sure that 
the issuing company is in sound financial 
health. Annuity owners will sometimes 
exchange to a company with greater 
financial stability.

2. How does the current interest rate 
compare to the original contract rate? 
Some fixed annuity products offer 
competitive initial rates to attract 
investors. However, the interest rate 
might only be guaranteed for a limited 
period of time, say one or two years. With 
this in mind, your current renewal rate 
could be lower than what you might 
otherwise get on a new annuity.

3. Is my annuity lacking some of the 
newer annuity benefits? In a highly 
competitive business, many annuity 
companies work to offer new insurance 
features, such as interest rate 
guarantees, bonuses, guaranteed death 
benefits, long-term care riders and 
guaranteed income payments to attract 
investors. Therefore, you could find that a 
new annuity may better meet your needs 
or provide you with the opportunity for 
competitive returns.

Whether or not an annuity exchange 
makes sense depends on your existing 
policy and your individual financial 
situation. Although the thought of 
switching annuities might, at first, appear 
to be in your best interests, you should 
always consider the costs that will often 
be involved to do this.
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Your consideration of the consequences 
should also take into account the 
following additional questions:

4. What is the total cost to me of this 
exchange? Although income taxes 
continue to be deferred, there are some 
other costs to consider before making the 
switch. For example, will the annual fees 
or other charges assessed by the new 
insurance company offset the higher 
interest or bonus payments? Does the 
surrender charge justify the added 
benefits? What are the comparative costs 
associated with the guaranteed benefits 
and investment options?

5. How do the surrender provisions 
compare? One of the biggest 
transactional costs that often comes into 
play for any annuity exchange is the 
surrender charge. For many companies, 
surrender charges eventually expire with 
an existing contract after a certain period 
of time. However, a new contract could 
increase these charges and could even 
increase the period of time in which the 
surrender charges apply.

6. What are the new features being offered 
and why do I need or want those features? 
For example, you might realize the life insurance 
guarantee or long-term care benefit rider is not 
really needed if other resources already exist. Of 
course, just the opposite could hold true if you 
need the coverage and cannot find a life or 
long-term care insurer to take you because of 
health reasons. You should also consider 
whether there are any limitations that apply to 
the features? For example, if there is a 
guaranteed interest rate, then how long does it 
last? Although the current interest rate for one 
company might be better, it's also important to 
consider past payment history. Also, what are the 
relevant expenses? Do they justify the benefits?

Keep in mind that a 1035 exchange does not 
provide a permanent income tax exclusion for 
gains on such exchanges, but merely a 
deferral-since the basis of the contract given 
up is carried over as the basis of the new 
contract received.

Please contact us if you would like to find out 
whether an annuity exchange can benefit you.
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How Your Annuity Payments Are Taxed
Getting the most value from any annuity arrangement begins with an understanding of the 
relevant income tax rules. This helps us to understand how much income taxes will be taken 
from our annuity payments during retirement. This article will discuss some important tax 
rules you need to be aware of with respect to annuities.

The income tax rules that apply to all annuity payments start with Section 72(b) of the 
Internal Revenue Code ("Code"). This rule begins with the idea that every person should be 
allowed to recover his or her own contributions to a non-qualified annuity free of tax. This 
makes perfect sense, as your own non-qualified contributions were paid for with after-tax 
money. Your personal investment in a non-qualified annuity is commonly referred to as your 
cost basis.

The Code allows you to recover your cost basis gradually over the time you are receiving 
annuity payments. So, out of each payment received by you, a portion will represent a 
tax-free return of your basis. The amount of the payment that exceeds the basis portion is 
subject to federal income taxes at your respective tax rate. This will range anywhere from 
10% to 37%, depending on your income level during your retirement years.
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To understand how this works, let's look at an example. First, let's assume that our annuity 
owner, who is a non-smoking 60-year-old male and in good health, invests $250,000 of his 
own funds into a fixed deferred annuity that will start making income payments to him for 
the rest of his life when he turns 65. Let's assume that this taxpayer will pay income taxes 
at a 22% marginal rate when he retires.1 Let's also assume that the monthly annuity 
payments in our example come to $1,4972 when the annuity owner starts taking payments 
(principal and interest for life). Now we have enough information to determine the federal 
income tax on the annuity.

Looking at the life expectancy tables published by the Internal Revenue Service, we would 
see that the life expectancy established by these tables for a 65-year-old is 85 years of age. 
Based upon the initial investment, annuity payment, and life expectancy, the annuity owner 
will be allowed to exclude $898 (60%) of each annuity payment from income taxation.3 Once 
we apply the 12% rate to the remaining portion of the payment, we come up with a federal 
income tax of $72 for each annuity payment.4 Here's a breakdown of how the excluded part 
of the annuity payment was calculated:

In the event of an unfortunate death prior to the life expectancy, the tax code still allows you 
to recover your unused cost basis by taking this as a deduction on the final tax return. For 
example, if we assume in our previous example that something happened to the annuity 
owner in the fifteenth year, he would be entitled to a $53,880 deduction on the final return.5 

On the other hand, if annuity payments are received after the life expectancy period, then 
the entire amount of these payments are subject to taxes.

Investment In Contract
($250,000)

Expected Payment over Life
($1,497 x 12 mo x 20 yr)

x  Payment ($1,497)   =   $898 Excluded Amount

1 Married couples filing joint returns are taxed on the first $80,250 of their taxable income at the lower 10% and 12% rates 
(https://www.irs.gov/pub/irs-drop/rp-19-44.pdf 12/20/19)

2  www.namcoa.com 11/30/20
3 Reg. 1.72-9 (Table V) irs.gov
4 ($599 multiplied by 12% tax rate).
5 (898 x 12 mo) x 5 remaining years = $53,880 deduction on final return.
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Like all annuity guarantees, annuity payments are subject to the claims-paying ability of the 
issuing company. The payment assumptions were taken from a hypothetical annuity 
illustration of a healthy male who is eligible for preferred underwriting rates. Your results 
could vary based, among other things, upon your age, income and tax rate status, 
contribution, annuity payment beginning date, health and tobacco-user status. Please also 
note that tax laws are subject to frequent changes. You should therefore consult with your 
tax advisor regarding your individual circumstances.



An Annuity That Offers Market Participation

Choosing a suitable vehicle for your 
retirement is not an easy task. With the 
numerous choices, which product is better 
suited for your needs? On one hand, you 
might want the guarantee of principal and 
past earnings. On the other hand, many 
prefer the potential of higher returns by 
being linked to the equity markets.

Would you like an annuity that tracks the 
performance of the stock market, yet helps 
to protect your principal when the market 
declines? The equity-indexed annuity could 
help you to cover these objectives.

The equity-indexed annuity can offer some 
market risk protection, tax deferral, a 
minimum interest rate guarantee, probate 
savings, and guaranteed minimum income 
payments for life. The interest earnings for 
these annuities are based upon the growth 
in an accepted equity index, such as the 
S&P 500 Index, Dow Jones Industrial 
Average, and Russell 2000. The interest rate 
applied to these annuities is based upon the 
overall movement of the index.

Many of these annuities will base the 
interest rate upon a pre-determined 
percentage of the market movement. For 
example, let's assume for illustration 
purposes that the annuity company set its 
participation rate at 50% of the index 
movement of the S&P 500. Let's assume 
that the S&P 500 had a good year and 
increased by 30% (this is a hypothetical 
assumption and is not based upon the 
performance of any particular investment). 
Let's also assume that the interest rate 
could actually move as high as 15% before 
any rate limitations were applied. Based 
upon the facts of this example, the interest 
rate that would apply to this hypothetical 
account would be 15% (before contract 
fees and expenses are subtracted from the 
account balance). Please note that 
participation percentages do vary among 
companies and can range anywhere from 
50% to 90%. Some companies also set a 
cap on the interest rate, which can vary 
from company to company (typically 10% 
or less).
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The second fundamental feature of these annuities is the market risk protection. In the event 
that the market index should go down, this feature will help prevent your principal 
investment from being reduced below a certain percentage of your principal investment. 
The minimum guaranteed account value typically can also vary among companies and 
generally ranges anywhere from 75 to 100% of your premium, depending upon the type of 
product involved.

Notwithstanding the benefits previously discussed, there are many other things that should 
be considered before a purchase is made, including:

1. Surrender Fees. Like fixed deferred 
annuities, equity-indexed annuities have 
penalties for early withdrawal called 
surrender charges. These charges can 
result in a loss of your principal 
investment (see discussion below on 
withdrawals). These charges typically 
decline over the length of the surrender 
charge period (typically 5 to 15 years, 
depending upon the company).

2. Tax Consequences. These annuities 
are also suited for investors with 
long-term investment horizons. 
Withdrawals from these annuities prior 
to age 59½ can also subject the annuity 
owner to income taxes and an additional 
10% income tax penalty on the 
distributed amount.

3. Features Vary Among Insurance 
Companies. There are many companies 
that are offering these types of annuities, 
and the methods of calculating the 
minimum and maximum interest rate 
vary greatly among them. Although 
many companies offer a minimum 
interest rate (typically ranging between 
1.5 to 3%), some companies offer 
minimum interest rates as low as 0%.

4. Fees and Expenses. Asset management 
fees will be incurred on these annuities. 
Maintenance fees, sales commissions, 
trading costs and other contract charges 
could also apply. These charges will, in many 
cases, reduce the account value of these 
annuities.

5. Loans and Early Withdrawals. Although 
some companies do allow you to take 
minimal withdrawals without surrender 
charges, it is important to remember that 
some withdrawals can affect the amount of 
market downside protection provided under 
the contract.

6. Company Stability and Regulatory 
Oversight. All annuity features are 
guaranteed by the claims-paying ability of the 
issuing company. Please note guarantees 
associated with an equity index applies only if 
the annuity is held until the end of the 
contract term and that loss of principal is 
possible if the annuity is surrendered before 
the end of the contract term. Despite the 
market participation feature, the various state 
insurance departments regulate these 
products.

Do you want to know more about these 
annuities? Please call for more information.
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Prior to 1984, Social Security income was tax-free. Today, however, taxpayers could be 
paying tax on up to 85% of their Social Security income.6 The good news is that annuities 
can help reduce and sometimes eliminate the income tax on your Social Security income!

The IRS calculates the tax on your Social Security income based on your total income 
from all sources. However, income you earn on an annuity that is left to accumulate does 
not appear on your current tax return.

Therefore, annuities may reduce your total income for Social Security benefit taxation 
purposes. In fact, if you shelter enough income in annuities and bring your income below 
the thresholds (adjusted gross income of $25,000 for a single taxpayer and $32,000 for a 
married taxpayer) you then pay no tax on your Social Security income.

For your own benefit, please consult with a qualified tax advisor or attorney. Want to see 
if these calculations work to your advantage? Bring in a copy of your tax return (including 
Schedule B) to the rep who has provided this paper to you. They should be able to let you 
know how much you could save in taxes.

Annuities can provide yet another benefit....

6 Per www.irs.gov Publication 17, single individuals and married with modified adjusted gross incomes exceeding $34,000 and 
$44,000, respectively, pay tax on up to 85% of their Social Security income. The explanation of the tax treatment of payments 
under an annuity contract is found in IRS Publication 17.

Annuities Can Help Reduce or Eliminate the Tax on Your
Social Security Benefits
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Cash Payments for Life 7

It's possible to get a fixed return on your money with a fixed immediate annuity.

Similar to other types of annuities, an immediate annuity involves a premium payment to 
an insurance company. In exchange, the company will immediately start making monthly 
payments to you. Part of these payments is considered income and part comes from your 
principal investment. These payments can last for a term of years or even for your lifetime 
if you so choose. Note that immediate annuity payments could incur premium taxes in 
some states. Maintenance expenses and contract fees charged by the insurance 
company could also reduce your payments. For a detailed discussion on annuity income 
taxes, please revisit the article appearing earlier in this booklet.

7 Subject to the claims-paying ability of the insurance company, please note immediate annuities are designed to enhance cash 
flow and save taxes but are not the only investment vehicles by which these goals may be achieved. Always consider all possible 
investment options before you invest.
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The amount of money you receive each month is dependent on several factors, including 
your estimated life expectancy, the amount of money you have invested and the current 
interest rate being paid by the annuity company (which is locked in at the time of 
purchase). The payout will typically be higher the older you are because the insurance 
company does not expect to have to make payments as long as they would to a younger 
person. Assuming that you have chosen the lifetime payment option, your annuity 
company will continue to make payments to you even if you live past your normal life 
expectancy.8 If you die sooner, the insurance company keeps the balance of the annuity. 
You may also be able to elect to receive a lower payment in exchange for having the 
payments continued to your heirs until the entire amount of your original premium has 
been paid out.

For whom may a fixed immediate annuity be suitable?

• A retiree needing increased monthly cash-flow
• A person with no heirs or who is not concerned about leaving an estate
• Someone who has set aside other funds to leave to heirs if they desire to leave an 

inheritance
• A retiree desiring the fixed payment and wanting to avoid maturities, rolling over 

investments and the maintenance and administration required of investing on one's own

8 Insured Retirement Institute http://www.irionline.org/resources/resources-detail-view/
 planning-for-health-care-how-excellent-health-and-longevity-impact-retirement-income-planning

What can you expect to receive on an immediate annuity?

$100,000 Premium, Male

Age

65

70

75

Monthly

$525

$599

$717

Life annuity payments, Comparative Annuity Reports, December 2019, male, $100,000 investment
Source: TBD IMO Affiliate
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Annuities Can Help Provide
Insurance for Long-Term Care

More and more people know someone or have a family member who has needed long-term 
care. In fact, over half of those over age 65 will spend at least some time requiring nursing 
care.9

This is not medical care, but the type of care received in the home (shopping, meal 
preparation, assistance with bathing, eating, etc.) or in a nursing home.

As you know, Medicare does not usually pay for this care. People are left to pay for this in 
one of three ways:

1. Out of their own pocket (about $7,513 per month)10

2. Purchasing long-term care insurance while they are healthy
3. Qualifying for Medicaid (different than Medicare)

Many people cannot afford the $7,513 or more per month that some nursing homes charge. 
That's why many people are feeling the financial pinch within a year of entering a nursing 
home. This leaves many people exposed and unprotected from the catastrophic cost of 
long-term care.

The state government may pick up the tab for you, but you may have to spend down your 
assets. Depending upon your state's Medicaid rules, this could leave you with as little as 
$2,000 in liquid assets (Medicaid allowances do allow spouses to retain some additional 
assets). So, if you have $100,000 in the bank, you could be required to spend it on your care 
before the state provides any assistance. Prior to applying for Medicaid, it might be possible 
to shift some assets to the healthy spouse. Please note that transfers to other relatives 
could be subject to a look-back period of 60 months. If the transfer took place within the 
look-back period, the transferred asset will be counted as your property for Medicaid spend 
down purposes.

There are ways to shelter your assets, however, and qualify for Medicaid without spending 
down your assets! One option is to place your funds in an immediate annuity. These 
annuities (when purchased in compliance with Medicaid rules) may be exempt assets, 
depending on how much you get and the state where you live. Some states exempt annuity 
payouts only up to a certain amount. That means you can keep this asset and still qualify for 
Medicaid payments. This is one way to obtain government support for long-term care and 
not have to spend your last dime.

The rules on this are particular and vary by state so please consult someone knowledgeable 
on Medicaid procedures or call for more information.

9 Morningstar "75 Must-Know Statistics About Long-Term Care" 8/31/17 http://news.morningstar.com/articlenet/article.aspx?id=823957
10 Genworth Long Term Care Costs - Cost of Care Survey 2019, national median semi-private room cost of $7513 monthly.
 https://www.genworth.com/aging-and-you/finances/cost-of-care.html
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Annuities Can Help Provide
Maximizing the Value of an Annuity By Using Life Insurance

The Concerns

Clients who have purchased a deferred annuity may find that they no longer need the annuity for 
retirement income purposes. Often, these clients intend to “leave it for the kids.” Although a 
deferred annuity is a great vehicle to accumulate funds for retirement, it is not an efficient vehicle to 
transfer wealth since it may be taxed twice at death. How can your client protect the value of the 
annuity for heirs? By reducing or replacing the annuity with more tax-efficient vehicles.

Depending on ownership structure, a deferred annuity may be subject to both ordinary income and 
estate taxes at death (the gain on an annuity is subject to ordinary income tax and the annuity is part 
of a client’s taxable estate). This could potentially erode the annuity up to 70%. The result is that 
your client’s heirs will receive a fraction of the intended amount. To solve this problem, clients can 
reposition, or maximize, the deferred annuity.

The Solution

Annuity Maximization is simply an asset 
repositioning strategy.

The first step is to utilize the annuity to fund the 
life insurance. The client has two choices. They can:

1. Convert the annuity to a Single Premium 
Immediate Annuity (SPIA). A SPIA 
provides an income stream for a number of 
years based on a single deposit as well as 
the client’s age and health status. Choosing 
this method can provide a consistent, 
predictable stream of income to fund a life 
insurance policy. Since the income stream is 
based on a life-only annuity, your client will 
not outlive the income. A portion of each 
payout is excluded from income tax until 
this equals cost basis in the annuity. Your 
client may make gifts of the after-tax income 
generated from the SPIA to an Irrevocable 
Life Insurance Trust (ILIT) if estate taxes are 
a concern.1

2 Take withdrawals. Clients who are 
unwilling to give up their annuity may 
instead take withdrawals from it to fund a 
life insurance policy. This way, the client 
can still maintain control of the asset and 
taxes can still be minimized since the 
value of the annuity in the estate will be 
reduced by the withdrawals. However, 
depending on the specific annuity 
contract, withdrawals may be subject to 
surrender charges or penalty taxes if 
taken prior to age 59½.

Determining which method is best depends 
entirely on your client’s preference. The risks, 
benefits, and cost of conversion or 
withdrawals from an annuity should be 
considered before making a decision.

Either way, potentially more can be 
transferred to heirs estate and income 
tax-free when an Annuity Maximization 
approach is used.2

THE PROBLEM THE SOLUTION THE RESULT

Annuities are taxed at 
death; up to 70% of the 
annuity may be taxed.

Increase the amount 
transferred to heirs, as life 
insurance is a more 
tax-efficient vehicle.

• Convert deferred annuity to 
SPIA, or take annuity 
withdrawals.

• Leverage distributions of 
SPIA to fund life insurance.
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Considerations (if estate taxes are a concern)

Your client may make gifts of the after-tax income generated from the annuity to an Irrevocable Life 
Insurance Trust (ILIT). The ILIT then has the funds to purchase a life insurance policy on your client’s 
life for an amount that replaces (or exceeds) the value of the deferred annuity to benefit heirs.

Annual Exclusion Gifts. An annual exclusion gift is the amount of annual gifts that each individual 
can make to an unlimited number of people without federal gift tax. In 2017, the amount is $14,000 
per individual per year, indexed annually for inflation and subject to specific qualifying rules. Making 
annual exclusion gifts of the SPIA income, or the distributions from the deferred annuity, can be a 
tax-efficient way to leverage and transfer wealth.

Lifetime Exemption Gifts. In addition to the annual exclusion gifts, each individual has a lifetime 
exemption amount (also referred to as applicable gift tax exclusion) to use during lifetime before gift 
taxes apply ($5.49M in 2017).

CLIENTS: Paul and Jane Smith

STATUS: Ages 65 and 62, Preferred Non Smokers, 30% Tax Bracket. They own a deferred annuity of 
$750,000 growing at 5% annually (cost basis of $400,000). The Malones take annual withdrawals 
of $21,600 after taxes.

PRODUCT: They purchase a Current Assumption Survivorship Universal Life policy, which buys approximately 
$2.2M of death benefit using a $21,600 premium.

CASE STUDY: SAM AND MAGGIE MALONE

COMPARISON OF VALUES IN YEAR 30

SUMMARY

Annuity Today

Annuity Cost Basis

Total Premiums Paid by Year 30

Annuity in Year 30

Income in Respect of a Decedent Taxes  –

Death Benefit in Year 30  +

Net to Heirs in Year 30  =

Potential Gain Due from Planning

CURRENT STRATEGY

$750,000

$400,000

$3,241,457

$852,437

$2,389,020

$750,000

$400,000

$648,000

$1,088,848

$206,654

$2,200,000

$3,082,194

$693,174

PROPOSED STRATEGY

The figures used in this case study are hypothetical, for discussion purposes only, are not guaranteed and may not be used to project or 
predict results. Actual results may be more or less favorable. Specific product and policy elements would be found in a policy illustration 
provided by an insurer. With any decision regarding the purchase of life insurance, a client would need to determine which type of life 
insurance product is most suitable for their specific needs.

Repositioning a deferred annuity to fund life insurance is a great way to maximize the amount passed on to heirs. Since an annuity 
may be subject to both income and estate taxes at death, replacing it with a Single Premium Immediate Annuity or reducing it 
through withdrawals can help your client create a larger legacy for future generations.
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Summary
These are only a few ideas to help you better protect your annuity assets and make the 
most of what you worked hard to accumulate.

Financial and retirement planning can have an impact on your estate, even if your 
estate is of modest size.

• Find an advisor who is knowledgeable in senior matters.
• Find an advisor who will answer your questions as well as answer questions that you 

have not thought to ask.
• Find an advisor who will point out opportunities and caution you about risks and one 

who is knowledgeable about the special needs of retired individuals.

With the sound advice of experience and a conservative retirement plan, you and your 
family can get the most out of your assets.
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01/2004 - Present 

02/2004 - Present 

11/2002 - Present 

07/1978 - 2004

Managing Director & Chief Compliance Officer
Naples Asset Management Co., LLC

Chief Compliance Officer 
MSC-BD, LLC, FINRA Member Broker Dealer 

Arbitrator Neutral ID: A32360
Financial Industry Regulatory Authority 

Various NASD Member Broker Dealer Firms 
Registered Representative / Principal

Paul McIntyre Examinations & Licenses: 
• FINRA: Series 7 (General Securities) 1981
• Series 99 (Financial Operations 

Principal) 2011
• Series 79 (Mergers and Acquisitions) 

2010
• Series 24 (General Securities Principal) 

1999
• Series 63 (Blue Sky Law) 1982

• Municipal Securities Representative 2020
• NASAA: Series 65 (Investment Adviser 

Law) 1995
• Florida Life, Variable Annuity and Health 

License 2002 
• Georgia Life, Variable Annuity and 

Health License 2017
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About Naples Asset Management Company®, LLC, 
(NAMCOA®)

NAMCOA is a SEC registered investment advisory firm that provides comprehensive 
portfolio management, financial planning, and fiduciary decision-making services on behalf 
of retirement plan sponsors.

Our Fiduciary Difference enables us to better meet portfolio and retirement plan objectives, 
resulting in stronger risk adjusted returns for investors and peace of mind for Clients.  

NAMCOA can be your resource for all your investment, insurance, and financial 
planning needs   

Established in 2003, our firms diverse background of experienced financial planners and 
portfolio managers, provides hundreds of years of financial services expertise giving us the 
capability to address almost any financial scenario to meet our client’s needs. 

We specialize in the following areas: 

• Retirement planning • Estate planning
• Portfolio Management • Life Insurance 
• Income Annuities • Financial Planning 
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www.namcoa.com


