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FPs are using a wide variety of FinTech systems in their practice, although
there is low stated openness to exploring new or additional platforms.

Software and FinTech Platforms Currently Used Openness to New
(% selected, FPs could select multiple) Software/FinTech Platforms
Customer Relatonshp vgmt ) | - a Extremely open

Performance reporting 56%

Portfolio management

0,
43% H Very open

Investment analytics

42%

Forms management 33%

B Somewhat open
Risk tolerance

31%

Compliance 29%
= Only a little open

Advisory fee billing 25%

Specialized planning (e.g., SS, etc.) 24%

mN I n
None of these . 3% ot at all ope

Q33. Generally speaking, how open are you to adopting new software/platform solutionsin your practice?
Q34. For which of the following areas of your practice do you use a software/platform solution? Checkall that apply:
Base Size, total respondents: n=504
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CRM is the solution type most likely to be a 3rd party system, while
compliance software is most likely to be proprietary.

Financial services providers are not providing a very large share of any FinTech solution.

Source of Software/Fintech Platform by Solution Area

® 3rd Party
Provider

B Proprietary

B Financial
Services

Provider

(0)

Financial CRM Performance Portfolio Investment Forms Risk Compliance Fee billing
planning reporting management analytics management tolerance

Q35. For each of the areas where you use a software/platforms solution, who providesthe solution — a 3rd party company, your firm, or a financial services provider?
Base Size, among those using each solution in Q34: n=120 to 369

Specialized
planning
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Ideas that address a key sales bottleneck, namely the suitability process, has
the most potential to improve the annuity sales process.

Top Solutions To Improve the Annuity Sales Process
B % Selecting ®% Indicating Top Idea

. - oL 61%
0,
Digital new-business application submission — 49%
()
Online capabilities to track pending business — 38%
Automated NIGO notifications F 32% Digital submission is the #1 Idea for:
0
: - . . 0 0/ FPsin RIA channel
Integration with financial planning software “ 30% 31 /0
FPs with a lower share of
0,
Download client annuity educational materials m 23% 28% AUM in annuities
0,
Expedited commission payment process m 8%
2%
None of these I 204

Q27. And which of these ideasdo you thinkcould potentially improve the annuity sales process for you and your clients? Plea se select all thatapply.
Q28. And of these ideas, which one do you thinkwould make the most positive impactfor you and your clientson the annuity salesprocess?
Base Size, total respondents: n=504



Respondent Demographics

& Firmographics, Total FPs, N=504

Geographic Distribution, Total FPs

22% 28% 26%
WEST MIDWEST NORTHEAST
s : West East Middle New
Pacific Mountain North Central North Central Atlantic | England
15% 7% 10% 18% 17% 9%

West East South
South Central South Central Atlantic
8% 3% 14%
SOUTH
24%

37

Gender
Man 88% Under $100M 39%
Woman 10% $100M to <$250M 32%
Prefer not to say 2% $250M+ 29%

Client Base Classified by Assets (Means)

AUM by Asset Type (Means)

Under 50 40% Mass market, <$500k 28%
50 to 59 25% Mass affluent, $500k to <$1M 32%
60 or older 21% High net worth, $1M to <$5M 29%
Prefer not to answ er 14% Ultra-high net w orth, $5M+ 10%

White 87% Employer-Sponsored Retirement Plans 8%
Non-White, Any 10% Annuities (all types) 15%
Asian 4% Mutual Funds & ETFs 47%
Hispanic / Latino 4% Life Insurance 6%
Black / African American 1% Individual Securities 20%
Prefer not to say 5% Other 3%
Past 24 Month Annuity Sales (Means)
3to 14 years 33% Fixed Annuities 8.6
15 to 19 years 16% Variable Annuities (VAs) 9.9
20 years or more 51% Registered Index Linked (RILA) 5.9
Fixed Index Annuities (FIAs) 6.5
Broker/Dealer (NET) 62% Any other annuity type 0.9
Independent broker/dealer 45% Total Annuities, All Types 31.7
Regional broker/dealer 9% Total Non-Fixed Annuities 23.1
Insurance broker/dealer 8%
Independent RIA firm 18% None, all new contracts 18%
Wirehouse 17% 1to 25% 37%
Financial institution 4% 26 to 50% 25%
51 to 75% 12%
Pure RIA 12% 76 to 99% 3%
Hybrid RIA 16% 100%, all 1035 exchanges 6%
Dual RIA 52%
None 20% Sole practitioner w ith staff 28%
Sole_praciitioner, no staf 16%
Fee-based 62% Team-based practice 56%
Commission-based 38%




About Nationwide’s Annuity Financial Professional Survey
The research was conducted online within the U.S. by Nationwide Mutual Insurance Company and Zeldis Research from September 5-24, 2024, among 504 financial professional
respondents. Respondents had to be annuity-producing financial professionals with at least three years of experience as a financial professional.

About Nationwide

Nationwide, a Fortune 100 company based in Columbus, Ohio, is one of the largest and strongest diversified financial services and insurance organizations in the United States. Nationwide is
rated A+ by Standard & Poor’s. An industry leader in driving customer-focused innovation, Nationwide provides a full range of insurance and financial services products including auto,
business, homeowners, farm and life insurance; public and private sector retirement plans, annuities and mutual funds; excess & surplus, specialty and surety; and pet, motorcycle and boat
insurance.

For more information, visit www.nationwide.com.

Subscribe today to receive the latest news from Nationwide and follow Nationwide PR on X.
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