
OWNER SECTION
•  Owner(s) name and citizenship information is 

required.
•  Joint Owners: If there are Joint Owners and they 

are NOT spouses or domestic partners, a separate 
questionnaire is required for each owner.

• Trust owned contracts: 
 -  If the trustee and the grantor are the same, the 

Annuity Suitability Questionnaire needs to be 
completed on this person. 

 -  If the trustee and grantor are NOT the same, 
the Annuity Suitability Questionnaire needs to 
be completed on the trust. Do NOT include the 
trustee’s personal information.

This document provides instructions on how to successfully complete the Annuity Suitability 
Questionnaire form, which is required with all annuity new business applications. Please be 
sure that you understand the requirements and contents of the form. Any omissions will 
delay or halt the new business process and issuance of the contract will be delayed. 
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Annuity Suitability  
Questionnaire Guide

1a.  Provide the total annual income for all members of the household. Please do not include the income that 
will be generated from the proposed Nassau contract.

1b.  Check all sources of household income. If Disability is checked, indicate if it is lifetime income. If it is not, 
provide remaining duration of payments and the annual dollar amount of payments. If “other” income 
(example alimony, child support) provide remaining duration and the annual dollar amount of payments.

1c.  Example: decreases in income or increases in expenses. In the explanation section we are looking for what 
will change, when it will change and the dollar amount it will change to. Example: Client will retire in 6 
months. Income will decrease to $X and expenses will decrease to $X.

FINANCIAL ASSESSMENT SECTION
The suitability review process requires that we fully understand the owner’s current financial situation prior to 
this annuity purchase as well as their projected needs in the future.
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NEEDS ASSESSMENT SECTION
Understanding the owner’s reason for purchasing this annuity will help us ensure that an appropriate product 
recommendation is being made. Make sure to have an open discussion with the owner about when and how 
they expect to take distributions from this annuity. 

2a.  Objectives should be specific to the purchase of the product being selected. (Example:  Death benefit may 
be an objective of the client, but if this product is addressing their income needs and does not have an 
enhanced death benefit, death benefit would not need to be selected as an objective.)

2e.  When does the client most likely plan to activate the income rider? (If an income rider was not elected 
please leave blank.)

1d.  Provide the total annual expenses for all members of the household. This includes, but not limited to rent, 
mortgage, taxes, utilities, car payments, insurance, food, credit card bills, student loans etc.

1e.  The starting point is the premium plus liquid assets. Add in any additional assets, which may include other 
annuities and investments that are not included in the liquid assets (do not include value of home or car) 
and subtract debt (do not include mortgage or car loan).

1g.  Do not include premium. Do not include any amount of an annuities or life insurance policies if the 
contract is still within the surrender period. Do not included qualified funds if under age 59.5 or still actively 
employed regardless of age. Do not include personal property. 
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2f.  If a rider was selected, did the producer explain the impact withdrawals may have on the rider benefit 
base?

2i.  This only applies to the Care Protection Benefit portion of the rider on the Personal Protection Choice 
product. Choose N/A if the Care Protection Benefit rider was not selected.



SOURCE OF FUNDS SECTION
Accurately identifying the source of funds is necessary to conduct an appropriate review and ensure the sale 
is suitable. 
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GENERAL SECTION
4a-4c The application will not be considered if the client resides in a nursing home, has any form of cognitive 
impairment, or has been diagnosed with a terminal illness.

3a.  If the client has already cashed out an investment or insurance product and we are going to get a personal 
check; this section will need to be completed for where the funds were held PRIOR to the client’s bank 
account. 

3c.  Check Yes if there is any loss of value to the client to move the funds to Nassau
Non replacement grid 
Fully complete the grid if funds are NOT coming from an annuity or life insurance policy. Provide the name 
of the company where the funds are held. Source of funds is the type of funds (example: CD). If replacing a 
contract you may skip this section.
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OWNER CONFIRMATION SECTION
The owner must certify that the information provided on the form is accurate and also acknowledge certain 
important risks associated with the product. The goal is for both you and your client to have a mutual 
understanding of the product being purchased.

PRODUCER CONFIRMATION SECTION
In this section, you are required to answer all the questions, provide additional information regarding your 
recommendation to purchase this product, and certify the accuracy of the information provided by your client.

Q1.  This is asking if the producer recommends the client purchase this annuity. This needs to be answered yes 
as we will not be able to approve a case the producer does not recommend. It does not matter if the client 
initiated the purchase. 

Q2.  This is giving Nassau permission to go directly to the producer if we have any additional requirements.

Q2.  This is asking if the producer recommends the client purchase this annuity. This needs to be answered yes 
as we will not be able to approve a case the producer does not recommend. It does not matter if the client 
initiated the purchase.

Q4.  The producer needs to provide the reason he/she recommended the purchase of the annuity. It should 
include the reason this will benefit the client. Please provide the justification for your recommendation. Be 
specific.

•  State-specific questions may be added to comply with applicable regulations.
•  If Nassau has any questions or comments regarding the application, a member of the Suitability 

Department will communicate with you via email.
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Annuities issued by Nassau Life and Annuity Company (Hartford, CT) except in New York where annuities are issued by Nassau Life Insurance Company (East 
Greenbush, NY). In California, Nassau Life and Annuity Company does business as “Nassau Life and Annuity Insurance Company.” Nassau Life and Annuity 
Company is not authorized to conduct business in MA, ME and NY, but that is subject to change. Please visit the State/Product Availability page on salesnet.
nsre.com for current state-specific issuing company information. Nassau Life and Annuity Company and Nassau Life Insurance Company are subsidiaries 
of Nassau Financial Group. The insurers are separate entities and each is responsible only for its own financial condition and contractual obligations.

Lifetime payments and guarantees are based on the claims-paying ability of the issuing company.
For Producer Use Only. Not for use with the general public as sales literature.


