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On June 20, 2011, the Depository Trust &
Clearing Corporation (DTCC) Insurance &
Retirement Services (I&RS) division launched
Analytic Reporting for Annuities. Analytic
Reporting is an online information solution
containing aggregated data from transactions
processed by I&RS. Because it is based on
transactions and not surveyed data, Analytic
Reporting gives users a unique and unprecedented
view of their own business as well as the market
for annuity products, allowing them to discover
key trends and identify opportunities. With
updates approximately two to three weeks after
each month-end, Analytic Reporting allows users
to assess their business and access industry

intelligence to understand and improve their place
in the market. The application provides actionable
information and intelligence to support
management decisions about sales, sales
management, marketing and product offerings.

Analytic Reporting provides a turnkey technology
solution through an online interface, available
anywhere, anytime. Users do not have to store or
manage the data, and they don’t have to
develop applications or run SQL queries to obtain
the information and intelligence they need for
decision making. An ID and password are all that
is needed to access the information, putting it at
the fingertips of business intelligence analysts,
marketing and sales managers, product managers
and senior executives.

What differentiates Analytic Reporting from other
offerings is the fact that the information is based
on actual transactions processed for the industry
by National Securities Clearing Corporation
(NSCC), a DTCC subsidiary, anchoring the
reporting in reality. The information covers all
types of annuity transactions across various
channels, products, insurers and consumers, thus
supporting the ability to meaningfully interpret
and compare results across different segments of
the market.

The rest of this article provides examples from
Analytic Reporting for Annuities that highlight
some of the types of information it places at the
fingertips of decision makers. They illustrate
information that is critical to understanding a
company's competitive position. The catalog of
uses presented here is not comprehensive – the
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data can be used in nearly unlimited ways to meet
the specific needs of different business purposes.

Over time RIIA will create a series of on-going
presentations, called “RIIA Views” that present
information from Analytic Reporting for
Annuities in innovative and useful ways. For
purposes of the presentations in this article, some
fictional industry data was included in order to
complete the presentation without using any
company’s confidential information and to show
the DTCC information in proper context. Where
fictional data is used, its use will be noted. In all
other cases the data used is derived from actual
market transactions.

Top 10 Insurers Annuity Sales by Gross Flows,
Redemptions and Net Flows
The information shown here represents
transactions processed by DTCC that occurred in
the insurers’ non-captive channels. According to
a reliable industry source annuity sales through
non-captive channels account for about 75% of
total annuity industry sales. DTCC does not
currently capture all annuity activity in non-
captive channels. However, Analytic Reporting
does provide a strong view of non-proprietary
distribution channels. In 2011, DTCC I&RS

processed over $156 billion in annuity
transactions for over 124 carriers and 128
distributors.

Figure 1 (above) presents the top 10 insurers
ranked by inflows processed by DTCC for the full
year of 2011. Inflows for the top insurers range
from $13.1 billion for MetLife to $2.4 billion for
Pacific Life. outflows for eight of the top ten
companies are lower than their inflows, ranging
from a high of $4.4 billion to a low of $700
million.

Net flows (inflows minus outflows) ranged from
$11.2 billion to negative $1.5 billion.

Net flows can vary among companies for a variety
of reasons which will be further analyzed by RIIA
and DTCC, including:
� Product Type – Sales growth and persistency

may differ based on the mix of fixed vs.
variable annuities. Fixed annuity contracts
often have surrender charges or market value
adjustments that discourage redemptions;
while variable products have surrender charges,
they sometimes do not discourage contract
holders from surrendering their contracts if the

F IGURE 1 : IN F LOWS , OUTF LOWS AND NET FLOWS FOR TOP 10 INSUR ER S

JANUARY, 201 1 THROUGH DECEMBER , 201 1 – IN B I L L IONS

Carrier Inflows Outflows Net Flows
Metlife Investors USA Insurance Company 13.1 -1.9 11.2
Jackson National Life Insurance Company 10.6 -2.8 7.8
Pruco Life Insurance Company 9.0 -0.7 8.3
The Lincoln National Life Insurance Company 6.6 -4.4 2.2
Riversource Life Insurance Company 5.3 -0.8 4.5
Nationwide Life Insurance Company 5.2 -3.3 1.9
Western National Life Insurance Company 4.0 -2.9 1.1
Transamerica Life Insurance Company 2.8 -2.9 -0.1
John Hancock Life Insurance Co(Usa)/Group Pension 2.5 -1.2 1.3
Pacific Life Insurance Company 2.4 -3.9 -1.5

"Inflows, outflows and net flows calculated from transactions processed by DTCC Insurance & Retirement Services. Note that not
all industry transactions are processed by DTCC."
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contract holders believe that they are moving
to a superior investment brand. However, in
extended low interest rate environments such
as we are now experiencing, fixed contracts
may be less attractive and subject to being
surrendered. Variable contracts are sometimes
more difficult to sell during bear markets. RIIA
will look at sales and persistency patterns for
companies with similar fixed and variable
books of business.

� Distribution Channel Selection – Carriers
sometimes find that the persistency of their
contracts differ by distribution channel,
regardless of product type. Some carriers
offer different products through different
channels, which likely contribute to different
rates of redemption. But whether the same
contracts or different contracts are offered,
persistency by channel is an important metric
for companies to track. RIIA will measure
redemptions as a percentage of gross sales by
channel.

� Market Type – The type of market (qualified
vs. non-qualified) into which the annuity is sold
has a direct impact on the ability of the com-
pany to retain assets and grow sales. For
example, redemptions are typically lower in the
qualified markets since the employers’plan pro-
vision may not allow employees to withdraw
their assets until certain triggering events
occur. This benefit is counterbalanced by the
ability of an entire plan to leave the company
if an employer decides to retain another com-
pany to manage the plan. In some cases the
redemptions of a company experiencing high
sponsor turnover may be higher than those of
a retail-focused annuity company. Redemptions
are redemptions, but entirely different analy-
sis is required for qualified and non-qualified
sales. RIIA will measure sales and redemption
patterns by type of market.

Looking at information from Analytic Reporting

in Figure 2 (above, right), the data shows that
qualified plan accounts have much lower outflows
than non-qualified accounts. Qualified plan
accounts made up over 90% of positive net flows
in 2011.

In addition, the data shows a trend of increasing
inflows into qualified plan accounts and
decreasing inflows into non-qualified accounts,
and that gap has been widening. Looking at the
two account types with the greatest inflows, we
can see that qualified accounts are attracting over
60% of inflows, while the share of inflows going
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F IGURE 2 : NON-QUAL I F I E D SAL E S A S A PERC ENTAGE OF

QUAL I F I ED SAL E S

F IGURE 3 : ANNU I TY IN F LOWS BY ACCOUNT TYP E
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into non-qualified accounts has dropped to under
40%. The chart in Figure 3 (on previous page)
shows the trend.

From an insurance carrier’s perspective, the
retention of assets under management is very
important. Seeing where the money is going and
where the assets are sticking helps industry
participants organize and manage their efforts.

Top 10 Insurers Annuity Sales by Inflows and
Market Share
Figure 4 (above) presents the top 10 insurers’
inflows and outflows, and their market shares as a
percentage of total inflows and outflows
processed by DTCC in the full year 2011.
Annuity market inflows are highly concentrated,
with the top 10 insurers capturing 68% of inflows.
The top three insurers – MetLife, Jackson
National and Pruco – had higher inflows and
market share than the bottom 101 insurers.

Interestingly, annuity outflows are not as highly
concentrated among the top 10 insurers, with
those companies only accounting for 38% of total
outflows. The top three insurers – MetLife,
Jackson National and Pruco – accounted for 36%
of inflows and 8% of outflows.

THE RET IREMENT MANAGEMENT JOURNAL SM

18

F IGURE 4 : IN F LOWS , OUTF LOWS AND NET FLOWS FOR TOP 10 INSURER S

FUL L YEAR , 201 1 – IN B I L L IONS

Market Market
Carrier Inflows Share Outflows Share

Metlife Investors USA Insurance Company 13.14 15% -1.94 3%
Jackson National Life Insurance Company 10.58 12% -2.80 4%
Pruco Life Insurance Company 9.01 10% -0.69 1%
The Lincoln National Life Insurance Company 6.61 7% -4.44 7%
Riversource Life Insurance Company 5.28 6% -0.80 1%
Nationwide Life Insurance Company 5.18 6% -3.35 5%
Western National Life Insurance Company 4.03 4% -2.91 4%
Transamerica Life Insurance Company 2.83 3% -2.87 4%
John Hancock Life Ins. Co(Usa)/Group Pension 2.52 3% -1.17 2%
Pacific Life Insurance Company 2.40 3% -3.92 6%
All Others 28.69 32% -41.41 62%

90.27 -66.29

"Inflows, outflows and net flows calculated from transactions processed by DTCC Insurance & Retirement Services. Note that not
all industry transactions are processed by DTCC."

F IGURE 5 : NET FLOWS FOR TOP 10 INSURER S

THROUGH JUNE , 201 1 – IN B I L L IONS ($B)

Carrier Net Flows
Metlife Investors USA Insurance Company 11.20
Jackson National Life Insurance Company 7.78
Pruco Life Insurance Company 8.32
The Lincoln National Life Insurance Company 2.17
Riversource Life Insurance Company 4.48
Insurer No. 6 1.84
Insurer No. 7 1.13
Insurer No. 8 (0.05)
Insurer No. 9 1.36
Insurer No. 10 (1.53)
All Others (12.72)

TOTAL 23.97

"Inflows, outflows and net flows calculated from transactions processed by DTCC
Insurance & Retirement Services. Note that not all industry transactions are
processed by DTCC."
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Analytic Reporting allows users to drill in to the
data not only by company but also applying other
criteria like product, account type and geography.
That helps insurance companies focus and
target their wholesaling activities for greatest
effectiveness.

Top 10 Insurers Annuity Sales by Net Flows and
Market Share
Figure 5 (on previous page) presents the top ten
insurers ranked by net flows processed by DTCC
in the full year 2011. The results shown in this
chart are the logical extensions of the counter
trends operating between inflows – heavily
concentrated among the top 10 insurers – and
outflows, which are under-represented among the
top insurers. The concentration among top
insurers with inflows becomes even more
concentrated with net flows. The top three
insurers – MetLife, Jackson National and Pruco –
account for the bulk of the total net flows. This is
massive concentration among a relatively few
dominant insurers.

Single Insurer Inflows by Geography
Figure 6 (above, right) presents the inflows
processed by DTCC for a single insurer for the
full year 2011 by the geographic location of the
contract-holders who brought that insurer’s non-
qualified annuity product. The chart lists the top
ten states, ranked by the level of inflows, and then
provides one number for the combined inflows of
the other states. Even looking at geography, the
sales for this insurer are concentrated, with
average gross sales of $231 million per state for
the top ten states vs. average sales of $42 million
per state throughout the rest of the country. While
the absolute amount of inflows in other states
exceeds the inflows in the top ten states, the top
ten states are extremely productive geographic
areas for this insurer.

In Figure 7 (at right), the RIIA geographic overlay
is applied to this fictional insurer’s inflows. Each
of the top ten states is assigned to one of six

F IGURE 6 : IN F LOWS FOR A S INGL E INSUR ER BY GEOGRAPHY

FUL L YEAR , 201 1 – IN MI L L IONS

Owner State Inflows
California $ 527
Florida $ 349
Texas $ 283
Pennsylvania $ 253
New Jersey $ 208
Illinois $ 150
Ohio $ 149
Michigan $ 142
Virginia $ 124
Massachusetts $ 120
Rest of states $ 1,703

This data is for illustration purposes only.

F IGURE 7: IN F LOWS FOR A S INGL E INSUR ER BY GEOGRAPHY

RIIA GEOGRAPHIC OVERLAY, FULL YEAR , 2011 – IN MILL IONS

NORTHEAST MID-WEST
NJ $208 PA $253
MA $120 OH $149

IL $150
MI $142

Total $328 Total $694
Average $164 Average $174
Avg. all Insurers $54 Avg. all Insurers $83

SOUTHEAST SOUTHWEST
VA $124 TX $283
FL $349
Total $473
Average $237
Avg. all Insurers $100 Avg. all Insurers $91

WEST COAST NORTHWEST
CA $527
Avg. all Insurers $118 Avg. all Insurers $27

This data is for illustration purposes only.
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geographic segments around the country. Inflows
are summed in every segment and then an
average inflow number is calculated. The analysis
highlights superior results as groups of states and
large geographic regions like California and
Florida are shown on a comparable basis.

While the inflows for this fictional insurer are
interesting, the data that could compel some
action is the comparison of those numbers to the
average inflows for all insurers in the regions.
Therefore the average inflows for each state
divided by the number of states in the region is
included. Benchmarking an individual company’s
inflows against overall trends in each region gives
a true measure of performance, region by region,
and lets company planners know where help is
needed and resources should be allocated.

Single Insurer Annuity Inflows by Market Type
Figure 8 (at left) presents the annuity inflows for
a fictional single insurer processed by DTCC for
the full year 2011 by the type of market – retail,
contributory IRA, IRA Rollover, 401(k), etc. This
chart is, in effect, a profile of this insurer’s DTCC
book of business across the markets. Different
companies can use this profile in different ways.
Some insurers have objectives for specific
markets. They, for example, may want to grow the
Rollover IRA business and may want to see the
available inflows for that market. Other insurers
may just want to measure their current
performance against the competition.
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F IGURE 8 : IN F LOWS , GROSS F LOWS S INGL E INSUR ER BY

MARKET TYP E , THROUGH FUL L YEAR , 201 1 – IN B I L L IONS

One One
Insurer’s Insurer’s

Account Type Inflows Sales Share
+ IRA $7.8699 60%
+ Non-Qualified $4.8122 37%
+ ROTH IRA $0.1514 1%
+ SEP-IRA $0.1496 1%
+ Money Purchase Plan $0.0871 1%
+ 412I Inherited IRA Plan $0.0549 -
+ Non Qual Stretch Plan $0.0093 0.071%
+ 401(k) $0.0001 0.001%
+ 403(b) $0.0009 0.007%
+ Simple IRA $0.0001 0.001%
15 Others $30 0%
TOTAL $7,769 100%

"Inflows calculated from transactions processed by DTCC Insurance & Retirement
Services. Note that not all industry transactions are processed by DTCC."

F IGURE 9 : VAR I AB L E ANNU I TY CONTRACTS

FUL L YEAR , 201 1 – IN B I L L IONS

In Out Net
Company Variable Annuity Flows Flows Flows
Jackson National Perspective II 05/05 $ 5.98 $ (0.75) $ 5.23
Jackson National Perspective L-Series $ 3.53 $ (0.51) $ 3.02
Metlife USA Series VA $ 6.02 $ (0.40) $ 5.62
Metlife USA Primelite IV $ 1.50 $ (0.18) $ 1.32
Nationwide Destination B $ 2.28 $ (0.05) $ 2.23
Prudential Pru Premier Retirement VA B Series $ 4.00 $ (0.10) $ 3.90
Prudential Pru Premier Retirement VA L Series $ 2.73 $ (0.06) $ 2.68
Prudential Pru Premier Retirement VA X Series $ 1.28 $ (0.03) $ 1.25
River Source RAVA 5 Advantage Variable Annuity $ 4.10 $ (0.05) $ 4.05
River Source RAVA 5 Select Variable Annuity $ 1.33 $ (0.01) $ 1.31

"Inflows, outflows and net flows calculated from transactions processed by DTCC Insurance & Retirement Services. Note that not
all industry transactions are processed by DTCC."
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Annuity Contracts Inflows, Outflows and Net Flows
The final two charts in this article track insurers
and their leading contracts. Figure 9 (on previous
page, bottom, left) presents the inflows, outflows
and net flows of the top 10 variable contracts
processed by DTCC for the full year 2011. Note
that top contracts are concentrated among top-
selling companies, with four insurers, Jackson
National, MetLife, Prudential and River Source
offering at least two contracts in the top 10 sellers.

Also noteworthy among the top selling contracts
are the relatively modest outflows, resulting in net
flows ranging from 86% to 99% of inflows.

Figure 10 (below) presents the inflows, outflows
and net flows of the top ten guaranteed contracts
processed by DTCC for the full year 2011. Note
that top fixed contracts also are concentrated
among top selling companies, with New York Life
and Western National claiming six of the top 10
selling fixed contracts processed by DTCC.

Similar observations can be made about outflows.
The modest outflows result in net flows in many
cases being at least 80% to 90% of inflows. In a
tough interest rate environment for fixed annuities

managing guaranteed product lines to this
low measure of outflows is a noteworthy
accomplishment for these insurers.

Conclusion
Using information from DTCC’s Analytic
Reporting for Annuities Service, executives can
easily access intelligence on their business and the
market that will help them make better decisions
and that will be invaluable to their business
success. Using this service, executives can watch
the competitive landscape unfold before their eyes
and respond strategically. Of course, once this
type of insight is available to some firms, no
company will want to be left behind. Going
forward, firms will want this level of insight in
order to introduce new annuity product designs
and other financial products through different
distribution channels.

Analytic Reporting provides a paradigm shift in
the way firms will be able to analyze their
business. From tracking success of sales seminars,
product design, and wholesaler effectiveness firms
will be able to make more rapid decisions and
modify their strategy while trends occur, not six
or eight months later. Add to this the

F IGURE 10 : IN F LOWS , OUTF LOWS AND NET FLOWS OF TOP 10 CONTRACTS ,
GUARANTE ED ANNU I TY CONTRACTS , FU L L YEAR , 201 1

Net
Company Fixed Annuity Inflows Outflows Flows
New York Life NYL Secure Term Fixed Annuity II $ 1,180 $ (1) $ 1,179
Symetra Custom 7 $ 1,102 $ (168) $ 934
Western National WNL Chase Stable Growth 5 Yr $ 741 $ (73) $ 668
New York Life New York Life Preferred Fixed Annu $ 442 $ (302) $ 140
Pacific Life Pacific Frontiers II $ 369 $ (13) $ 356
Western National Clnts Prefrd Choice 5/3 Yr Gty $ 321 $ (60) $ 262
Western National WNL Flex 7,3 Yr Gty $ 315 $ (107) $ 208
Genworth Financial SecureLiving Adv Pro NY Fxd Annty $ 227 $ (10) $ 217
Protective Life Prosaver Secure II Fixed Annuity $ 226 $ (8) $ 217
New York Life Select 5 $ 204 $ (27) $ 177

"Inflows, outflows and net flows calculated from transactions processed by DTCC Insurance & Retirement Services. Note that not
all industry transactions are processed by DTCC."
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segmentation information RIIA provides and you
have a way to analyze the market on a macro and
micro level.

The annuity market is presenting opportunities
great and small for firms that know where to look.
Now, these companies can gain the information
they need to analyze their situations and seize the
opportunities that arise.

For more information about the Analytic
Reporting for Annuities and RIIA’s custom views,
please contact DTCC Insurance & Retirement
Services at 888-382-2721 or via email at
insurance@dtcc.com.

RIIA is offering member companies and others the
opportunity to join or sponsor the working group
whose participants will take the lead on
developing a variety of new views of this
information and expand even further the ways in
which this intelligence can be used in other
product lines such as mutual funds.

For more information about RIIA’s custom views
and sponsoring the working group, please contact
Elvin Turner, RIIA Research Director at 860-212-
7281 or turnerconsultllc@comcast.net. �

Except where noted, all data presented in this
paper comes from Analytic Reporting for
Annuities from the Insurance & Retirement
Services of National Securities Clearing
Corporation, a DTCC Subsidiary. Visit
www.dtcc.com/analytics for more information or
contact your I&RS Relationship Manager.

About DTCC
DTCC, through its subsidiaries, provides clearing,
settlement and information services for equities,
corporate and municipal bonds, government and
mortgage-backed securities, money market
instruments and over-the-counter derivatives. In
addition, DTCC is a leading processor of mutual
funds and insurance transactions, linking funds
and carriers with their distribution networks.

All names of DTCC and its affiliates, and their
products and services, referenced herein are either
registered trademarks or servicemarks of, or
trademarks or servicemarks of, DTCC or its
affiliates in the U.S. or elsewhere. Other names of
companies, products or services appearing in this
publication are trademarks or servicemarks
of their owners. The Analytic Reporting for
Annuities Service data presented in this article is
copyright and owned by Insurance & Retirement
Services of National Securities Clearing
Corporation, a DTCC Subsidiary. Such data may
not be used as input data in the creation or
calculation of any index, value or other work and
such data may not be used to create any financial
instrument or investment product that is based on,
or seeks to match the performance of, values
included in such data.

DTCC and RIIA are not affiliated.
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