
Retirement Plan Professionals 

Roadmap to  
retirement income
With the passage of the SECURE Act, retirement income solutions have increasingly become top of mind 
for plan sponsors and retirement plan professionals alike. While several plans have already begun 
to implement retirement income offerings, the majority are just beginning to explore the potential 
solutions available. Now is the time for retirement plan professionals to prove their value and play a 
critical role in helping plan fiduciaries assess which retirement income solution is best for their plan.

EDUCATE 
A good place to begin is educating yourself on what is 
currently available in the marketplace. When you start to 
assess the plan needs and participant suitability, it will help to 
have a better understanding of potential options that and how 
they may align needs.

• What are the options available to address retirement 
income needs? Technology? Products? What are the 
features and benefits of each? 

• What are the requirements for implementation?

 

Comparing Retirement Income Solutions

Emphasizes Longevity Risk Protection
Emphasizes Liquidity
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Annual Payment 
@ Age 65

4% of savings in year 1, 
adjusted for inflation.

Typically 5% of the 
benefit base with a 

potential annual step-up.

Typically 6% or more of 
the amount converted to 
begin lifetime income.**

Typically 6% or more of 
the amount converted to 
begin lifetime income.

Principal protection X X Yes N/A

Payment guaranteed  
for life*

X Yes Yes Yes

Income protected from 
market downturns

X Yes Yes Yes

Ability to withdraw before 
payments have begun

Yes Yes Yes X

Ability to withdrawafter 
income has begun

Yes Yes
(Amount may be less 

than original benefit base)

X X

Income focused  
target-date fund
with systematic  
withdrawals

Guaranteed  
minimum 
withdrawal benefit

Fixed annuity Deferred income 
annuity/ QLACs



ASSESS
As retirement plan professionals navigate the new roles and responsibilities necessary to selecting and 
evaluating retirement income solutions, it is important to assess the specific needs, challenges and opportunities. 
While the primary focus is on the needs of the plan and participants, it is also important to consider the impact to 
your practice and how it will be implemented into your service model. 

Your PRACTICE

Roles and responsibilities 

• What role do you want to play (i.e. developing a 
custom investment structure, focusing on education)? 
Where do your strengths best align?

Service model

• How does this fit into your service model? Do you 
have the infrastructure to support it? 

• What is the profitability analysis to your practice? 
What ancillary benefits may come?

The PLAN 

Plan integration

• How does the company view retirement income? 
Does lifetime income play a critical role or valuable 
enhancement in their offering? 

• Does the company offer a DB plan?

• What is the plan’s retiree policy? 

• Can the solution be a part of the QDIA? Is the plan 
open to an annuity as part of an advisor managed 
account?  

• How would the solution align with the plan’s 
existing investment structure and investment policy 
statement? 

Fiduciary alignment

• Are all fiduciaries aligned in the decision making?
•  How will the plan evaluate options/ providers? What 

is the process to document the decision?
• Will changes be needed to the plan documents? 
• How will the plan measure success? 

The PARTICIPANTS

Suitability 

• What are the key retirement income needs of 
the participant population? Do the employee 
demographics align with the solution?

Education

• Does the plan offer robust education, counseling 
and tools to provide a comprehensive employee 
engagement plan?

The PROVIDER  

Strength and stability

• If the solution involves an annuity, does the insurer 
have sufficient capital strength to meet its current and 
future financial obligations?

Track record

• Does the provider have the expertise and experience 
in providing retirement income solutions? How long 
has the company offered solutions through retirement 
plans?

Reasonable costs

• Is the cost of the offering reasonable in comparison to 
the benefits and features of the product? Do they have 
significant sales charges, commissions, surrender fees, 
or other expenses that can reduce financial benefits 
for plan participants?

Transparency

• If the solution involves an annuity, are the company’s 
annuity contracts and income benefits clearly stated 
and based on reasonable assumptions? Is the annuity 
option suitable for the company’s active and retiree 
work force?

Portability 

• If the solutions provides a guaranteed lifetime income 
benefit, does the solution offer portability if a plan 
moves between recordkeepers or the participant 
moves their assets to an IRA?



For more ideas on building a better retirement practice or information on our broad range of investment 
strategies, reach out to your Nuveen Advisor Consultant at 800.752.8700. 

Investing involves risk; principal loss is possible. This material is not intended to be a recommendation or investment advice, does not constitute a solicitation to buy, sell or hold a security or an investment strategy, 
and is not provided in a fiduciary capacity. The information provided does not take into account the specific objectives or circumstances of any particular investor, or suggest any specific course of action. Financial 
professionals should independently evaluate the risks associated with products or services and exercise independent judgment with respect to their clients. Nuveen provides investment advisory solutions through its 
investment specialists.
This material is for educational purposes. There is no guarantee that utilization of any of this content will result in increased business.
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BUILD 
Once you have a solid understanding of the options available, your plan to integrate this into your practice and the 
specific needs of your plan sponsor clients, you will be ready to build your road map to implementation. Consider 
a few best practices below to help in the process. 

• Survey your plan sponsor clients to get a pulse on 
their thoughts relating to retirement income. It may 
give you a leg up going into that next client review 
meeting to have a few ideas ready that align with  
their views. 

• Talk to others who have implemented retirement 
income solutions. Learn from their experiences 
on what went well and where things could’ve been 
improved.

• Leverage partnerships and industry trade groups. 
They have a wealth of information, research and tools 
available to support your conversations with plan 
sponsors and participants. 


