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THE 5 QUESTIONS YOU SHOULD ASK
YOUR FINANCIAL PROFESSIONAL
DURING MARKET VOLATILITY

Often our instinctive reaction in times of market volatility is to pick up the phone and call
the person managing our money. Rightfully so. We put significant trust in the person looking
after our hard-earned dollars, and the uncertainty of market ups and downs can leave us
feeling at a total loss of control. A victim of circumstances.

For people 45 and older - who are either just starting to chart a course toward retirement or
are currently enjoying their post-career life - the anxiety caused by volatility can be over-
whelming. Still, many times discussions with financial professionals only lead to confusion,
anger and more anxiety.
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In a worst-case scenario, some have even made the knee-jerk, emotional decision to devi-
ate from a financial plan made to weather these types of storms, to the detriment of their
financial future.

The Alliance for Lifetime Income spoke to experienced retirement planning experts to identify
some of the key questions people approaching or in retirement should be asking their finan-
cial professional in times of market volatility. The following are key questions you should ask
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your financial professional so that you stay on track to live the life you want in retirement.
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1 HAVE RECENT DROPS IN THE MARKET AFFECTED MY PLAN?

Many make the mistake of asking generic questions about the market and not explicitly asking
about the impact on their financial plan. Financial professionals are often students of the
market who have experienced market gyrations before. They often use financial jargon filled
with numbers, percentages and terms that the rest of us simply don't understand. That's why
we trust them with our money in the first place!

Unless you want to listen to a lecture on the history of market ups and downs, make clear
to your professional that you're interested in whether the market drop changes your plan. If
you don't want to discuss the broader market, interject with, “How do the current changes
affect my plan?”

And for those of you who don't have a formal retirement plan - one that takes into account
your retirement goals, things you want to do, and most importantly, the money you must have
every month to pay the bills - there has never been a better time to create one.
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2 WILL | STILL BE ABLE TO GENERATE ENOUGH INCOME TO MAINTAIN THE LIFESTYLE I
WANT IN RETIREMENT WITHOUT OUTLIVING MY MONEY?

The crucial piece of information people want from a financial planner during times of eco-
nomic upheaval is, “What changes do | need to make to my lifestyle?” Whether retired or
not, our natural instinct is to think about a wide spectrum of possibilities ranging from the
mild (maybe eat out a little less) to the extreme (sell that second car). If your professional
spends the entire conversation talking about portfolio gains and losses, it obscures the
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practical lifestyle discussion you want to have.
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EDUCATIONAL So, bring up specifics: “Can | still afford that trip?” “Has this changed the budget we discussed
COMMENTARY for my daughter’s wedding?” And most importantly, “Will | still be able to cover my essential
- monthly expenses?”

For consumers ) . o
These may be hard discussions to have, but if you don't have them with your financial planner,

you won't have the answers to some crucial questions.

3 DOES MY CURRENT PLAN PROVIDE ENOUGH PROTECTED INCOME TO MEET MY
ESSENTIAL EXPENSES?

Have you estimated your essential monthly expenses? The acronym M.U.G. is a simple frame-
work to start this conversation that represents the various essential expenses people often
need to cover in retirement, including things like a mortgage, utilities, groceries and trans-
portation. Calculate your monthly expenses and make sure that your financial plan can cover
them with sources of protected lifetime income.

There are only three sources of protected lifetime income available today: Social Security,
pensions and annuities. Having a plan with enough protected income each month to help
cover your M.U.G. will undoubtedly make you feel more secure, regardless of market down-
turns. Ideally, you should make this calculation with your financial planner before a market

downturn, but if you have not, now is a great time to do that.
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EDUCATIONAL 4  SHOULD WE BE LOOKING TO ADJUST MY GOALS FOR THE FUTURE?

COMMENTARY Questions about possible changes or additions to a retirement portfolio should focus on
keeping you on track to reach your goals. If you haven't discussed your financial goals with
For consumers your professional, now is the time.

If a truly diversified portfolio was solid before a market downturn, it should still be solid, in
theory. Any adjustments you might make should be an effort to enhance your portfolio and
actually improve your future financial position.

Make sure these discussions focus on the most secure path to reach your goals, and not
necessarily on the quickest path or the path with the most potential short-term gain. All
investments carry risk, and with the help of your financial professional you can better weigh
the potential risks and rewards of any investment opportunities.

5 SHOULD | BE THINKING ABOUT RE-EVALUATING OR ADJUSTING MY PLANNED
RETIREMENT DATE (OR, FOR RETIREES, MY POST-CAREER JOB STATUS)?

This is obviously a hard discussion, but it's one you need to have. If you are still working,
in light of the new market reality, explore your financial position if you proceed with your
planned retirement date versus if you push it back. Ask your financial planner about the impli-
cations for Social Security, which is estimated to cover about 40% of your pre-retirement
income at best. For example, many people don't realize that those who wait until 70 to file
for Social Security receive close to double what those who file at 62 receive. Are there other
options to bridge the years between 62 and 70 so that you maximize your Social Security
payments? Consider your goals and the most secure path to reach them.
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Annuities are long-term investments designed for retirement purposes. The value of variable annuities is subject to mar-
ket risk and will fluctuate. Product guarantees are subject to the claims-paying ability of the issuing insurance company.
Earnings, when withdrawn, are subject to federal and/or state income tax, including a 10% tax penalty for withdrawals before age 592.
Some income guarantees offered with annuities take the form of optional riders and carry charges in addition to the fees and charges
associated with annuity products.

There is no guarantee that any investment will achieve its objectives, generate positive returns, or avoid losses. Investments in annuity
contracts may not be suitable for all investors.

Northern Lights Distributors, LLC, a FINRA/SIPC member, has been retained to facilitate FINRA review of the material in order to meet
certain requirements of its business partners. Northern lights Distributors, LLC is not affiliated with The Alliance for Lifetime Income.
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