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Beyond Annuities: 
Turn Wealth Transfer into Lasting Client Relationships
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The Great Wealth Transfer is underway

PROJECTED FLOW OF WEALTH, 2024-2048

Source: Cerulli, “U.S. High-Net-Worth and Ultra-High-Net-Worth Markets 2024.”
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This asset transition is a critical retention period

80% of widows 
leave their advisors 

within a year

Only 19% of children 
continue working 

with their parents’ advisors

19%

81%80%

20%

Source: BlackRock, “Women investors: Don’t overlook these heirs of generational wealth.” 2025
Cerulli, “Cerulli Edge—U.S. Retail Investor Edition 2023.”
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Let’s explore practical strategies to:

Strengthen 
intergenerational 

connections

Support 
wealth transfer 

goals

Position 
your practice for 
long-term growth
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Why maximizing wealth transfer matters

Wealth transfer planning is never 
a one-size-fits-all approach.

When you understand the values of 
those inheriting wealth, you're in a 
better position to retain them as clients.

1 2



For producer use only. Not for use in sales solicitation.MassMutual Ascend  | Beyond Annuities 6

Understanding wealth transfer goals
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Strategies to support 
wealth transfer goals
Different planning strategies 
can help address:
• Spousal needs

• Tax efficiency

• Legacy control

• Beneficiary outcomes
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Marital and Credit Shelter Trusts
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Designating Spouse and Non-Spouse Beneficiaries
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SPIA-Funded Life Insurance
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Inherited IRA / Non-Qualified Annuity
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Annuities in an Irrevocable Trust
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Pass-In-Kind Transfer
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Charitable Remainder Trust (CRT)

(CRT)
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Understanding beneficiary 
dynamics
Many surviving spouses and next-gen 
investors face similar pain points, 
including:

• Financial confidence gaps

• Evolving investment preferences

• Digital-first expectations

• Shifting values
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Turn transitions into opportunities
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Turn transitions into opportunities
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Turn transitions into opportunities
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Preparing your practice 
for what’s next
1. Identify clients approaching 

retirement or those with 
large IRAs and complex 
family dynamics.

2. Develop a wealth transfer 
“playbook” with key 
questions, conversation 
prompts, and touchpoints 
to guide families through 
each phase of the 
transition.



For producer use only. Not for use in sales solicitation.MassMutual Ascend  | Beyond Annuities 20

Learn more and find 
additional resources at

MassMutualAscend.com
/beyond-annuities.
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Disclosures
Annuities are intended to be long-term products and may not be suitable for all 
investors. Withdrawals from an annuity contract may have tax consequences. 
Buying an annuity within a tax-deferred retirement plan does not provide any extra 
tax benefits.

For annuity contracts, income earned on the contract is subject to income tax as 
ordinary income when withdrawn.  If your client is under age 59½, the taxable 
amount may also be subject to a 10% federal penalty tax.  

This presentation is not intended or written to be used as legal or tax advice. It 
cannot be used by any taxpayer for the purpose of avoiding penalties that may be 
imposed on the taxpayer. It was written solely to support the sale of annuity 
products.  Your clients should seek advice on legal and tax questions based on their 
particular circumstances from an independent attorney or tax advisor. 
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MassMutual Ascend is not an investment adviser and the information provided in this 
document is not investment advice. You should consult your investment professional 
for advice based on your personal circumstances and financial situation.

All guarantees subject to the claims-paying ability of MassMutual Ascend.

This content does not apply in the state of New York. 
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NOT A BANK OR CREDIT UNION DEPOSIT OR OBLIGATION • NOT FDIC OR NCUA-INSURED • NOT INSURED BY ANY
FEDERAL GOVERNMENT AGENCY • MAY LOSE VALUE • NOT GUARANTEED BY ANY BANK OR CREDIT UNION

Additional Disclosures

http://www.massmutualascend.com/
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Questions?
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