
Offer Married Clients 
Lifetime Income With 
Fewer Compromises

For Financial Professional Use Only. Not For Public Distribution.

Presenter Notes
Presentation Notes
Good afternoon/morning everyone. My name is                   and I’m (introduce what you do).Thanks for joining me to discuss a Protected Income Strategy. This strategy includes a Brighthouse Financial variable annuity with FlexChoice Access, an optional living benefit rider available for an additional charge. FlexChoice Access is a guaranteed lifetime withdrawal benefit that can provide income when clients want it and flexibility when clients need it. Today, we’re going to discuss the powerful combination of growth and protection — and the importance of flexibility.We know financial professionals often turn to Brighthouse Financial for retirement strategies designed to help clients protect and grow their assets for retirement. And as you’ll see, we have a deep commitment to this important mission that you carry out every day. 
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Agenda

How will your clients’ lives unfold?

Lifetime income with fewer compromises

Personalized investment strategy 

Which clients may benefit from FlexChoice Access?

Presenter Notes
Presentation Notes
Our agenda today is as follows:First, I’ll discuss how Brighthouse Financial is helping clients meet the challenges of planning for a future that may change. It’s a good time to ask yourself: Are your clients prepared for the ways life may unfold? Especially when you consider your married or soon-to-be-married clients, are they equally prepared for retirement? FlexChoice Access may be well suited for them, as you’ll see.Next, I’ll introduce you to FlexChoice Access—a living benefit rider for Brighthouse Financial variable annuities—and the benefits it offers: certainty of a guaranteed income strategy and flexibility for real-life needs. From there, we’ll cover our investment strategy and how FlexChoice allows you to build an investment strategy that can work for your clients.  Finally, we’ll answer your questions and share steps you can take to prospect your book of business and identify clients who want guaranteed income and need real-life flexibility. Let’s get started…
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Are your clients’ plans for retirement flexible enough 
for the ways life unfolds? 

Some clients want

Do your clients feel like they have to trade off the flexibility they need 
in order to generate the retirement income they want? 

Certainty
But need

Flexibility

Presenter Notes
Presentation Notes
Can you predict how your clients’ lives and needs will change in 20 years? How about 10 years? Of course not, no one can. But people have expectations and plans for their retirement. They want to maintain a comfortable lifestyle. Yet with fewer companies offering pension plans these days, they’ve had to consider how to secure their retirement on their own. That may be why variable annuities with guaranteed lifetime withdrawal benefits (GLWBs) have become an important part of many clients’ retirement strategies. However, while these popular retirement products can help secure guaranteed lifetime income regardless of market conditions, clients may have to trade off the flexibility they need in order to generate the retirement income they want. 
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Since 2001, 

4

1 Variable Annuity Guaranteed Living Benefits Utilization Study. Joint Sponsored by the Society of Actuaries and LIMRA, 2018. 

How about your married clients –
are they equally prepared? 

of all investments in variable 
annuities with living benefits 
have been set up to provide 
income for only one life.1

How many of these 
clients are married?

Did you know?

Presenter Notes
Presentation Notes
This is especially true for married clients, who often must make difficult decisions today that may limit their ability to adapt to changing needs in the future.Things happen and life unfolds in unexpected ways. Circumstances, choices, needs—they change over time. For example, loved ones are an important consideration when your clients are planning for their retirement. Yet, for clients considering a variable annuity with guaranteed lifetime withdrawal benefit, they often have to decide up front at contract issue whether they want single lifetime or joint lifetime withdrawal benefits. How are they to know if they’ll still be married or might get married later in life? Having to decide up front may mean they won’t be able to make the decision that best suits their needs.I’m sure many of your clients are married. Yet, since 2001, of all investments in variable annuities with living benefits, 70 percent have been set up to provide income for only one life. What would you do if your client’s surviving spouse called you to discuss his/her income in retirement only to learn that the plan didn’t cover two lives?Clients need flexible retirement solutions that enable them to make the decision to cover one or two lives at the right time for them.
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In your experience, are there any Guaranteed Lifetime Withdrawal Benefits 
(GLWBs) that do the following: 

Allow clients to elect single or joint lifetime income after the contract has been issued? 

Calculate the rider’s withdrawal amounts on the life of the older owner, 
not the younger owner? 

Offer the same initial withdrawal rate for single and married clients, not a lower rate for 
married clients? 

Charge the same fee for single and married clients, not a higher fee for married clients? 

If you answered “no” to any of these, your clients may need an alternative. 

5

What compromises do married clients make today?

☐ Yes     ☐ No

☐ Yes     ☐ No

☐ Yes     ☐ No

☐ Yes     ☐ No

Presenter Notes
Presentation Notes
Ask yourself this… do the GLWBs you currently sell:Allow clients to elect single or joint lifetime income after the contract has been issued?Calculate the rider’s withdrawal amounts on the life of the older owner not the younger owner?Offer the same initial withdrawal rate for single and married clients, not a lower rate for married clients?Charge the same fee for single and married clients, not a higher fee for married clients?If you answered “no” to any of these, your clients may need an alternative.
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Offer married clients guaranteed lifetime income with 
fewer compromises
Four ways FlexChoice Access provides additional flexibility to married clients:1

There’s no need to choose single or joint lifetime income options at issue2

The initial withdrawal rate is the same for married and single clients3

Income is based on the age of the older owner, so married clients can potentially get more 
income sooner through a higher withdrawal rate 

There’s no additional charge to cover the spouse4

1 FlexChoice Access, an optional living benefit rider, is referred to as the Guaranteed Lifetime Withdrawal Benefit (GLWB) in the prospectus and is available for 
an additional charge.

2 This election is only required if the account value reduces to zero. The terms "income" and "lifetime income" refer to any allowable withdrawals under the FlexChoice Access 
rider, as well as any lifetime income payments you would receive under the rider if your account value reduces to zero. 

3 The initial withdrawal rate is based on your client’s age – or the age of the older owner if jointly owned – at the time of their first withdrawal after age 59½. Your clients can 
continue to withdraw income at their initial withdrawal rate until the account value reduces to zero. If the account value reduces to zero, they can elect to receive income for one 
or two lives based on the applicable Lifetime Guarantee Rate. The Joint Lifetime Guarantee Rate is less than the Single Lifetime Guarantee Rate. The Joint Lifetime Guarantee 
Rate is only available for spouses. The spouse cannot be more than 10 years younger than the older owner as determined by the birthdays of the two individuals. If a contract 
is jointly owned, the Joint Lifetime Guarantee Rate is only available for the spouse of the older owner.

4 The FlexChoice Access rider is available for an additional annual charge of 1.35% of the Benefit Base, which is deducted from the account value on each contract anniversary. 
Upon Automatic Step-Up, the annual charge may increase up to a maximum of 2.00%. 

Presenter Notes
Presentation Notes
A Brighthouse Financial variable annuity with the optional FlexChoice Access living benefit rider can provide your clients with guaranteed lifetime income and market upside potential while offering real-life flexibility, because FlexChoice Access was designed to remove the tough decisions married clients often face today when planning for retirement income.Here’s why:1) There’s no need to choose between single or joint lifetime income options at issue.2) The initial withdrawal rate is the same for married and single clients.3) Income is based on the age of the older owner, so married clients can potentially get more income sooner through a higher withdrawal rate.4) There’s no additional charge to cover the spouse.Let’s examine each of these benefits further.
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Help provide income when they need it most
With FlexChoice Access, your married clients are covered no matter how their lives unfold
because your clients don’t have to choose between single or joint lifetime income options at issue.

And there’s no additional charge to cover the spouse.

Here’s how it works. 
If your clients’ account 
value reduces to zero,1
they can choose the 
option that best fits 
their needs: 

Lifetime income for one 
OR
Lifetime income for two

1 If the contract’s account value is reduced to zero due to a withdrawal before age 59½, or due to an excess withdrawal, your clients will not be eligible for lifetime income, no 
further benefit will be payable under the FlexChoice Access rider, and the rider will terminate. See the prospectus for details.

Presenter Notes
Presentation Notes
Feature One: Clients don’t have to choose between single or joint lifetime income options at issue. This eases the pressure to make such an important decision about the future today. And it means you can help avoid the potential of future regrets by ensuring both spouses are covered. Here’s how it works:If they’re single at issue and become married later, they can elect income for two.If they’re married at issue and become single later they can elect income for one.If they’re married at issue and remain married, they can elect income for one or two. They choose.Simply put, if your client’s account value reduces to zero, they can choose the option that best fits their needs at that time.Plus, there’s no additional charge to cover the spouse. The fee is the same whether married or single.
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Choose between two withdrawal options
FlexChoice Access was designed to provide all clients with the same initial withdrawal rate, 
even if they’re married, helping provide more income when they need it most.

FlexChoice Access Level 
Provides a level amount of 
payments for their lifetime –
guaranteed. 

Withdrawal Rate: 
Example: Age 65 = 5.25% 

Note: If the account value reduces to zero, clients still 
receive the same amount of single life income for life. 

FlexChoice Access Expedite 
Provides clients with a higher level 
of withdrawals early in retirement 
through a higher withdrawal rate. 

Withdrawal Rate: 
Example: Age 65 = 7.25% 

Not all options and features are available in all states. 

Presenter Notes
Presentation Notes
Another feature of the FlexChoice Access variable annuity rider is that the initial withdrawal rate is the same for married and single clients. Plus, clients have two guaranteed withdrawal options:They can choose FlexChoice Access Level, which provides a level amount of payments for life if single life income is elected. For example, your clients can begin 5.25% withdrawals at age 65.However, if your clients are like most, they’ll spend more in early retirement than later,1 so they may want to choose FlexChoice Access Expedite. Expedite provides a higher withdrawal rate early in retirement, with a lower Lifetime Guarantee Rate if the account value is reduced to zero. For example, your clients can begin 7.25% withdrawals at age 65.We’ll cover more on the two withdrawal options in a few moments.
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With FlexChoice Access, the initial 
withdrawal rate is based on the age of 
the older owner. This means that your clients 
won’t have to wait for the younger owner to 
reach a key age to begin withdrawals. 

When can they begin withdrawing 
5.25% (Level) or 7.25% (Expedite)? 

Husband and wife can begin 5.25% or 7.25% 
withdrawals immediately since husband 
is over age 65. The Level or Expedite option 
must be chosen at contract issue.

Hypothetical example for 
illustrative purposes only. 

Husband: age 66
Wife: age 64

1 Globally, women are younger than their male partners, more likely to age alone. Pew Research Center, January 3, 2020.

The average age gap 
between male and 
female spouses in 
the U.S is 2.2 years1

How long should your 
married clients wait to 
start receiving income? 

Presenter Notes
Presentation Notes
With FlexChoice Access, your client’s initial withdrawal rate is based on the age of the older owner. This means clients don’t have to wait for the younger owner to reach a key age to begin withdrawals.This is important because according to the Pew Research Center ,there’s an average age difference of 2.2 years. We calculate FlexChoice’s initial withdrawal rate based on the age of the older owner at the time of the first withdrawal after age 59½ if the contract is jointly owned. So, for example, if Carl is 56 and his wife Beth is 54 when they purchase the annuity, they can begin withdrawing 5.25% with FlexChoice Access Level and 7.25% with FlexChoice Access Expedite when Carl is 65 and Beth is 63.  They do not need to wait for Beth to turn 65.
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What if something unexpected happens?
FlexChoice Access provides your clients with Spousal Income Continuation and the ability to 
continue withdrawing income at the established withdrawal rate. 

If one spouse passes away before the account value reduces to zero, the surviving spouse can:1

 Assume ownership of the variable 
annuity contract

 Continue to withdraw income at the 
established withdrawal rate until the 
account value reduces to zero

 Elect to receive lifetime income if the 
account value reduces to zero2

1 The Joint Lifetime Guarantee Rate is only available for spouses. The spouse cannot be more than 10 years younger than the older owner as determined by the birthdays of 
the two individuals. If a contract is jointly owned, the Joint Lifetime Guarantee Rate is only available for the spouse of the older owner. 

2 If the contract’s account value is reduced to zero due to a withdrawal before age 59½, or due to an excess withdrawal, they will not be eligible for lifetime income, no further 
benefit will be payable under the FlexChoice Access rider, and the rider will terminate. 

Presenter Notes
Presentation Notes
As far as being covered for the unexpected, your clients will want to know that their spouse will continue to receive the income they need in retirement. FlexChoice Access provides your clients with Spousal Continuation and the ability to continue withdrawing income at the established withdrawal rate. If one spouse passes away before the account value reduces to zero, the surviving spouse can:Assume ownership of the variable annuity.Continue to withdraw the same amount of income until the account value reduces to zero.Elect to receive single lifetime income if the account value reduces to zero.For example, let’s say Carl and Beth begin FlexChoice Access Level 5.25% withdrawals when he is 66 and she is 64 and Carl suddenly passes away at age 75. Beth continues to take 5.25% withdrawals until the account value reduces to zero. Beth elects 5.25% single life income for life.
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How can a Brighthouse Financial  variable annuity with the 
optional FlexChoice Access rider help your married clients 
retire more confidently?

11

FlexChoice Access can provide your clients with guaranteed lifetime income with 
market upside potential, while offering real-life flexibility for the ways life unfolds. 

How FlexChoice Access can grow and protect income:
• In Up Markets 

Capture market gains through Automatic Step-Ups1

• In Up, Flat, or Down Markets 
Annual 5% compounding for the first 10 contract years 
in years where there are no withdrawals taken2

1 Automatic Step-Ups may increase the annual charge to a fee not to exceed 2.00%.
2 Annual Compounding is referred to as Rollup Rate in the prospectus and contract. The Benefit Base is not available as a lump-sum withdrawal or payable as a death benefit. 

The contract’s account value under the FlexChoice Access rider represents the value of your investments adjusted for performance less withdrawals. Contract and rider fees 
will also reduce the account value but do not reduce the Benefit Base. See the prospectus for more details.

®

Presenter Notes
Presentation Notes
Many clients don’t realize that if they withdraw income in retirement during bearish markets, they may run out of income needed in retirement sooner than expected.That’s why it’s important for your clients to consider a protected income strategy for a portion of their retirement assets. A protected income strategy can provide guaranteed income for life regardless of market conditions. Additionally, if the market performs well, they may be able to benefit from market upside, while their benefit base is protected against market downturns.Plus, there are two ways clients can grow their retirement income:They can capture market gains through Automatic Step-Ups. They can benefit from market upside. They’ll receive an annual 5% compounding for the first 10 contract years, in years where no withdrawals are taken, regardless of what happens in the market or to their account value. 
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Meet Carl and Beth Taylor 

They want a protected income 
strategy that can provide: 
• Guaranteed lifetime income

• The potential for market growth

• The flexibility to adapt if their 
needs change

They decide on FlexChoice Access so they can: 
• Grow their Benefit Base by at least 5% each year 

during the first 10 years in which they take no 
withdrawals

• Choose either the Level option or the Expedite 
option for withdrawals

Carl and Beth are married, ages 56 and 54, 
respectively, and plan to retire in 10 years. 

Hypothetical example for illustrative purposes only. 

Presenter Notes
Presentation Notes
Let’s take a look at a hypothetical example.Carl and Beth are married, ages 56 and 54, respectively, and plan to retire in 10 years. They talk with their financial professional about designing a protected income strategy that can provide guaranteed lifetime income, the potential for market growth and the flexibility to adapt should their needs change. They decide to invest $100,000 in a Brighthouse Financial variable annuity and elect the optional FlexChoice Access living benefit rider. With FlexChoice Access, Carl and Beth can choose between two withdrawal options – Level or Expedite – giving them more control of their retirement income. Ten years later, the Taylor’s Benefit Base has grown from $100,000 to $173,307 through the combination of 5% compounded growth and Annual Step-Ups. Let’s take a look at two case studies to compare how FlexChoice Access can help provide Carl and Beth the income they want and the flexibility they need in retirement. 
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FlexChoice Access in Action: How the rider works

$9,152 $9,152 $9,152

$88,462

See appendix for the numbers behind this scenario.

Presenter Notes
Presentation Notes
Box 1:  With FlexChoice Access, income is based on the age of the older owner. Since Carl is over age 65, he and Beth, age 64, can begin withdrawing 5.25% of their Benefit Base annually. Box 2:  Carl passes away at age 75 when the account value is $ 88,462.Box 3:  Beth can continue the variable annuity contract, FlexChoice Access rider and the established 5.25% withdrawals. Box 4:  Beth is age 82, and her account value has reduced to zero, but she will continue to receive 5.25% income for life. 
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FlexChoice Access in Action: How the rider works

$12,638

$47,640

$12,638 $5,229

See appendix for the numbers behind this scenario.

Presenter Notes
Presentation Notes
Like most investors, the Taylor’s will likely spend more in early retirement than later. With FlexChoice Access Expedite, Carl and Beth can benefit from a higher withdrawal rate early in retirement, with a lower Lifetime Guarantee Rate if their account value is reduced to zero. Box 1:  With FlexChoice Access, income is based on the age of the older owner. Since Carl is over age 65, he and Beth, age 64, can begin withdrawing 7.25% of their Benefit Base annually. Box 2:  Carl passes away at age 75 when the account value is $47,640.Box 3:  Beth can continue the variable annuity contract, FlexChoice Access rider and the established 7.25% withdrawals. Box 4:  Beth is age 78 when her account value is reduced to zero. Since FlexChoice Access Expedite provides a higher 7.25% withdrawal rate early in retirement, Beth’s Lifetime Guarantee Rate will be 3%. 
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FlexChoice Access in Action: Total income 
Did you know? 
Among married couples, both age 65, there’s a 50% chance of one spouse living to age 92, 
and a 25% chance of one spouse living to age 97.1

If Beth lives to 92 

FlexChoice Access Level 
$183,040 Withdrawals before the account value reduced to zero 
+ 82,368 Lifetime income payments

$265,408 Total income received from FlexChoice Access 

FlexChoice Access Expedite 
$169,523 Withdrawals before the account value reduced to zero 
+ 78,435 Lifetime income payments

$247,958 Total income received from FlexChoice Access 

If Beth lives to 97 

FlexChoice Access Level 
$183,040 Withdrawals before the account value reduced to zero 
+128,128 Lifetime income payments

$311,168 Total income received from FlexChoice Access 

FlexChoice Access Expedite 
$169,523 Withdrawals before the account value reduced to zero 
+104,580 Lifetime income payments

$274,103 Total income received from FlexChoice Access 

See appendix for the numbers behind this scenario.
1 Annuity 2000 Mortality Table. Society of Actuaries, 1996. 

Presenter Notes
Presentation Notes
Did you know? Among married couples, both aged 65, there’s a 50% chance of one spouse living to age 92 – and a 25% chance of one spouse living to age 97.Take a look at the total income received from FlexChoice Access in these two examples.
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Real-life flexibility for the ways life unfolds 

Spousal 
flexibility 
FlexChoice Access was 
designed to help remove 
tough, up-front decisions 
married clients often face 
when planning for 
retirement. 

Start withdrawals 
at any time 
Your clients decide when to start 
withdrawing income. 

The FlexChoice Access initial 
withdrawal rate is based on your 
client’s age at the time of the first 
withdrawal after age 59½. 

For jointly owned contracts, we 
will base the initial withdrawal rate 
on the age of the older owner. 

Cancel if 
needs change 
Your client can cancel the 
FlexChoice Access rider 
on the 5th, 10th, or later 
contract anniversary. 

Presenter Notes
Presentation Notes
FlexChoice Access was purposefully built to adapt to your clients’ changing needs by offering real-life flexibility.They can opt for lifetime income for one or two people, and the rider fee is the same, regardless. So, cost shouldn’t be a factor when considering which variation to choose – your clients can make the decision that’s really best for them.Clients can start and stop withdrawals at any time, without losing the lifetime income benefit. And, during the first 10 years, their retirement income compounds at a rate of 5% a year, in any year a withdrawal is not taken.If their needs change, they also have the option to cancel the rider on the 5th, 10th or later contract anniversary. If canceled on or after the 10th anniversary and the account value has dropped, they can get their initial purchase payments made within 120 days of when the contract was issued back (adjusted proportionately for withdrawals) with the Guaranteed Principal Adjustment.
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Start Withdrawals at Any Time: Level vs. Expedite 
The amount of income is determined by age at first withdrawal. 
If jointly owned, income is based on the age of the older owner. 

Withdrawal Rate – before account value reduces to zero:

Age at 1st Withdrawal 

59½ to less than 65 

65+

Withdrawal Rate

4.25% 

5.25% 

Level

All rates are a percentage of the Benefit Base.

Presenter Notes
Presentation Notes
With the FlexChoice Access variable annuity rider, your client decides when to start withdrawing their income. The amount they can withdraw will be determined by their age, or the age of the older owner if jointly owned, at the time of the first withdrawal after age 59½. Since the amount they can withdraw each year is determined by age at the time of the first withdrawal, waiting to take withdrawals can increase the amount they’re able to withdraw.These are the current withdrawal rates for the level withdrawal option based on your clients’ age and which option they choose — either Level or Expedite.
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Start Withdrawals at Any Time: Level vs. Expedite 
The amount of income is determined by age at first withdrawal. 
If jointly owned, income is based on the age of the older owner. 

Withdrawal Rate – before account value reduces to zero:

Age at 1st Withdrawal 

59½ to less than 65 

65+

Withdrawal Rate

5.25% 

7.25% 

Expedite

All rates are a percentage of the Benefit Base.

Presenter Notes
Presentation Notes
These are the current withdrawal rates for the expedite withdrawal option based on your clients’ age and which option they choose — either Level or Expedite.These are the withdrawal rates while the client’s account value is greater than zero. Let’s look at what happens if the account value reduces to zero. 
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Withdrawal Rates: Level vs. Expedite 
Lifetime Guarantee Rate – after account value reduces to zero:

Age at 
1st Withdrawal 

59½ to less than 65 

65+

Single Lifetime 
Guarantee Rate

4.25%

5.25%

Joint Lifetime 
Guarantee Rate

3.25%

4.25%

Level

All rates are a percentage of the Benefit Base.

Presenter Notes
Presentation Notes
These are the lifetime guarantee rates after the client’s account value reduces to zero.As an example, with FlexChoice Access Level, a client who starts taking withdrawals at age 65 can withdraw 5.25% of his Benefit Base each year. If his account value is reduced to zero, he’ll still receive the same level amount of income (if single life is chosen). If he decides he wants to receive payments for as long as he and his spouse live, their lifetime income payments reduce to 4.25% of the Benefit Base.
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Age at 
1st Withdrawal

Age When Account 
Value Is Reduced to Zero

Single Lifetime 
Guarantee Rate

2.00% 

2.25% 

2.25% 

2.25%

59½ to less than 65 

65+

2.50% 

3.00% 

3.00% 

3.00%

79 or younger 

80 or older 

79 or younger 

80 or older 

Joint Lifetime 
Guarantee Rate

20

Withdrawal Rates: Level vs. Expedite 

Expedite

Lifetime Guarantee Rate – after account value reduces to zero:

All rates are a percentage of the Benefit Base.

Presenter Notes
Presentation Notes
For FlexChoice Access Expedite, a client who starts taking withdrawals at age 65 will be able to withdraw 7.25% of her Benefit Base each year. But if her account value reduces to zero when she is 80, for example, she’ll receive income for life at a rate of 3.00% for single life or 2.25% for joint life.  Please note: The Withdrawal Rate and Lifetime Guarantee Rate is based on the age of the older owner. The Withdrawal Rate is determined by the older owner’s age when they take their first withdrawal after age 59½. Once determined, their Withdrawal Rate will not change.
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What if my clients no longer need lifetime income?
Your clients have an alternative to lifetime income payments.
If your clients’ needs change, they can cancel the FlexChoice Access rider on the 5th, 10th, or later contract anniversary. If they 
choose to cancel the rider on the 10th or later contract anniversary, and the contract account value has decreased due to market
performance, the client will receive a Guaranteed Principal Adjustment (GPA) to the account value.

How does the GPA work?
The contract’s account value is increased to equal the 
purchase payments made in the first 120 days of the contract, 
adjusted proportionately for withdrawals, which, depending 
on the amount of withdrawals, could have a significant impact 
on this determination. Purchase payments made after the first 
120 days will not be considered part of the initial investment 
for GPA purposes and may impact whether a GPA is due.

Hypothetical example for illustrative purposes only. 

Presenter Notes
Presentation Notes
FlexChoice Access offers clients the flexibility to cancel the rider should their needs change. If before the contract’s account value has reduced to zero, the client may cancel the rider if they no longer want or need it within 30 days following the 5th, 10th or later contract anniversary. If canceled, they’ll no longer pay the FlexChoice Access rider fee. If your clients cancel the rider on the 10th or later contract anniversary and their account value has decreased, we’ll bring their account value back to the original amount (based on purchase payments made in the first 120 days), adjusted proportionately for all withdrawals. This is called the Guaranteed Principal Adjustment. Purchase payments made after the first 120 days will not be considered part of the initial investment for Guaranteed Principal Adjustment purposes and may impact whether a Guaranteed Principal Adjustment is due.  
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Clients can add more certainty with 
the optional death benefit 
If a client elects the optional death benefit, 
their beneficiary(ies) will receive the greater of:
• FlexChoice Access Death Benefit,1 or

• Their contract’s standard death benefit

• Annual 5% compounding for the first 10 contract 
years in years where there are no withdrawals 
taken, regardless of market conditions2

• Automatic Step-Ups to capture market gains

• Dollar-for-dollar reduction for allowable withdrawals 

1 Fee is 0.65% of the Death Benefit Base (up to a maximum of 1.20%). Not available in all states. 
2 The set rate is stated in the prospectus. Annual compounding is referred to as Rollup Rate in the prospectus. Applies to first 10 contract years in years where there are no 

withdrawals taken.

The FlexChoice Access Death Benefit is not available in the state of NY.

Presenter Notes
Presentation Notes
FlexChoice Access also offers two different death benefit options. There is a standard death benefit available with the contract (this will vary by contract). Clients looking for more certainty to protect their loved ones can choose the optional FlexChoice Access Death Benefit, which is available for an additional annual fee. If your clients elect the optional death benefit, their beneficiaries will receive the greater of the FlexChoice Access Death Benefit Base or their contract’s standard death benefit. The FlexChoice Access optional Death Benefit can potentially grow your client’s death benefit amount through annual compounding. The client’s Death Benefit Base — initially equal to their purchase payment(s) — will compound at a set rate, currently 5%, for each of the first 10 years of the contract, provided no withdrawals are taken in that contract year.In addition, clients can capture market gains for their Death Benefit Base through Automatic Step-Ups if the account value increases and is greater than their Benefit Base (on any contract anniversary prior to their 91st birthday). Allowable withdrawals will reduce the client’s Death Benefit Base on a dollar-for-dollar basis. The withdrawal rate is determined by the client’s age at the time of the first withdrawal (after age 59½). Excess withdrawals will reduce the Death Benefit Base proportionately and could impact whether the client receives lifetime income payments or a death benefit. The Death Benefit Base will never decline due to market performance, even if the account value decreases later. Allowable withdrawals will reduce the Death Benefit Base dollar-for-dollar. Withdrawals taken prior to age 59½ and excess withdrawals will reduce the Death Benefit Base proportionately. The Optional Death Benefit is available for an additional annual charge of 0.65% of the Death Benefit.
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FlexChoice Access Facts: By the numbers

FlexChoice Access
Annual Charge

FlexChoice Access Death Benefit 
(Not available in NY)

If jointly owned, the issue 
age is determined by the 
age of the older owner.

Issue Age
Minimum:

of Benefit Base
1.35%
of Benefit Base

50
Maximum:

85

Annual Charge

0.65%
Minimum:

50
Maximum:

65

Issue Age

Presenter Notes
Presentation Notes
Lastly, here’s a few final facts that you should know about FlexChoice Access:The annual charge for the rider is 1.35% of the Benefit Base. Upon step-up, the annual charge may increase to the rate applicable to new annuity purchasers but will not exceed a maximum of 2.00% of the Benefit Base. The issue age is 50-years-old at a minimum and 65-years-old at a maximum.The annual charge for the FlexChoice Access Death Benefit is 0.65% of the Death Benefit Base. This fee may be increased if an Automatic Step-Up occurs, but will not exceed 1.20%.  The FlexChoice Access death benefit is not available in New York.The issue age for the FlexChoice Access Death Benefit is 50-years-old at a minimum and 65-years-old at a maximum. If the rider is jointly owned, the issue age is determined by the age of the older owner. 



Personalized 
Investment Strategy

Presenter Notes
Presentation Notes
One way to help ensure clients have enough money to last throughout retirement is to invest in a portfolio that has the potential to weather a variety of market conditions. 
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Personalized investment strategy

100% must be allocated to either Option A or Option B.

Option A
100% allocated to one or 
more of the available 
Asset Allocation Portfolios 
and/or additional Variable 
Investment Options

* Includes Risk Managed Global Multi-Asset Portfolios.

FlexChoice Access provides access to over 50 investment options – providing  
a way for clients to design an investment strategy that works for them.

• Asset Allocation Portfolios
• Variable Investment Options*

Presenter Notes
Presentation Notes
FlexChoice Access let’s you and your clients create an investment strategy that works for them by selecting from asset allocation portfolios or by creating a custom investment strategy from the individual investment options available.Option A consists of Asset Allocation Portfolios. These portfolios are designed to furnish a professionally managed asset allocation that provides automatic diversification
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Personalized investment strategy

100% must be allocated to either Option A or Option B.

Option B Platform 1 

Maximum Allocation: 70%

Equity Subaccounts, Asset Allocation Portfolios, 
and Risk Managed Global Multi-Asset Portfolios

Platform 2 

Minimum Allocation: 30%

Bond/Fixed Income Investment Options

• Customizable using 
Platform 1 (max. 70%) 
and Platform 2 (min. 30%)

• Allows access to all 
variable investment 
options of the product

Presenter Notes
Presentation Notes
Option B allows you the flexibility to choose investment options aligned to clients' individual goals
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Investment Worksheet
For a complete list of the funds available with FlexChoice Access, please ask your 
Brighthouse Financial wholesaler for the Investment Worksheet.

Presenter Notes
Presentation Notes
If you would like to learn more about either option, I'm happy to go over our investment worksheet with you which will cover all the options in both categories.
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International equity coverage

Presenter Notes
Presentation Notes
Unlike in domestic equity space, U.S.-based investors often view international equity funds as fitting into “Global,” “Developed” or “Emerging” foreign markets.“Global” indicates that the strategy includes not only foreign stocks but also U.S. and Canadian stocks (i.e., North American). “Developed” indicates non-U.S./Canadian developed markets such as those in developed Europe, Asia and Australia. “Emerging” indicates markets such as China and Brazil, whose markets are still developing into a mature status.While many use these terms generically, the categorization maintained by the MSCI family of international indices is often referred to in order to define the countries in each region.The BIA lineup of funds, as can be seen in this graphic, allow coverage of multiple international regions. Whatever the desire for obtaining international exposure, financial professionals and clients will find a broad selection of funds to help achieve the objective.
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Coverage of fixed income

Many options across both credit and quality spectrums

• Passive option

• Macro-driven options

• Bottom-up-driven options

• Options with focus on securitized bonds

• Options with focus on corporate credit

Investment performance is not guaranteed. Investment in these portfolios is only available through contract purchase of a variable annuity.

Presenter Notes
Presentation Notes
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Asset Allocation Portfolios: 
Complete, Turnkey Portfolio Solutions

This list may not be all-inclusive. See prospectus for a complete list of funding options.
Investment performance is not guaranteed. Investment in these portfolios is only available through contract purchase of a variable annuity.
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Risk managed portfolios

Balanced 
Risk

Managed 
Volatility

Momentum

Investment performance is not guaranteed. Investment in these portfolios is only available through contract purchase of a variable annuity.

Presenter Notes
Presentation Notes
The Risk Managed portfolios seek a moderate risk profile (they are all benchmarked to the Dow Jones Moderate Index), to allow for growth. Unlike a regular 60/40 portfolio, however, the Risk Managed portfolios seek to provide risk mitigation either directly or indirectly.The method of risk mitigation or downside protection varies by the approach; for this reason, the strategies have been broadly bucketed into three separate categories:Balanced Risk – Based on the concept of “risk parity,” these strategies seek to have each asset class allocation (stocks, bonds and inflation-protection assets) contribute roughly equally to the fund’s standard deviation over time. This is a different approach than traditional 60/40 portfolios, which are mainly focused on the dollar allocations, not the risk allocations. This category emerged from the copious academic literature demonstrating that allocating a portfolio in this manner could, over long timeframes, generate comparable outcomes to a 60/40 portfolio but with a smoother ride.Managed Volatility – This type of strategy typically has a core 60/40 allocation with some established guardrails or protocols for what the strategy will do if volatility rises too much and triggers a certain threshold. Typically, the models used in the portfolio will act to hedge the portfolio and reduce equity exposure, with the aim of insulating the portfolio from downside risk should equity markets enter a challenging period.Momentum – This type of strategy is similar to managed volatility, but differs in that all asset classes follow a rules-based system of momentum indicators – when an asset class is trending up, it adds to that asset class and vice versa.This type of strategy may be an option for a moderate risk investor who likes a turnkey asset allocation solution, but with the added feature of a downside risk mitigation element.
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A wide range of passive choices
Five passive choices offer coverage in the major asset classes, 
which may appeal to clients focused on minimizing fees.

Developed 
International Equity

Core Fixed Income
Barclays U.S. Aggregate Index

MSCI EAFE Index

U.S. Equity
Large Cap S&P 500® Index

Mid Cap S&P MidCap 400® Index

Small Cap Russell 2000® Index

Presenter Notes
Presentation Notes
As mentioned elsewhere, there are five total passive strategies available to investors in FlexChoice Access.If a financial professional or client is concerned about minimizing fees, these may be good choices.Basic broad asset class coverage is provided by the choices available:Large, Mid and Small Cap U.S. EquitiesDeveloped International Equity (as defined by MSCI EAFE)Core Fixed Income (the U.S. Aggregate Bond option)These funds are managed by MetLife Investment Advisors, LLC (MLIA) are index funds. MLIA is the separate investment management arm of MetLife and is contracted by BIA as a subadvisor to the Brighthouse Funds.
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Questions?

Let’s discuss how a Brighthouse Financial variable annuity 
with the optional FlexChoice Access living benefit rider can 
help provide your clients with the income they want and 
the flexibility they need in retirement.
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Appendix
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Information about withdrawals
The withdrawal rate is determined by your clients’ age at the time of their first withdrawal 
after age 59½. For jointly owned contracts, this will be based on the age of the older owner.1

Early withdrawals (prior to age 59½) reduce your clients’ Benefit Base proportionately. 
For example, if a withdrawal reduces the contract’s account value by 10%, then your 
clients’ Benefit Base would also be reduced by 10%, which may be a significant reduction. 
If these withdrawals do not cause the account value to go to zero, your clients will still 
receive lifetime income.2 

Excess withdrawals (after age 59½) in a contract year that exceed the Annual Benefit 
Payment will reduce your clients’ Benefit Base proportionately, which may be significant 
and could impact whether or not they receive lifetime income payments.2

Required minimum distributions (RMDs) will not be considered excess withdrawals if 
they’re greater than the Annual Benefit Payment. This applies to RMDs for this contract only.

1 If the account value reduces to zero due to market performance or an allowable withdrawal, your clients can elect to receive income for one or two lives based on the 
applicable Lifetime Guarantee Rate.

2 If the contract’s account value is reduced to zero due to a withdrawal before age 59½, or due to an excess withdrawal, your clients will not be eligible for lifetime income, 
no further benefit will be payable under the FlexChoice Access rider, and the rider will terminate. See the prospectus for details.
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The numbers behind the scenario

Level Option
The values provided in this hypothetical illustration are based on monthly withdrawals and 
include the deduction of all actual applicable fees and charges as follows for a variable annuity 
with: Mortality & Expense and Administration Charge of 1.30%, FlexChoice Access rider charge 
of 1.35% of the Benefit Base, Annual Contract Fee of $30 (waived if the account value is over 
$50,000), and arithmetic average investment option expenses of 0.86%. Withdrawal charges 
range from 7% to 0% and would apply if withdrawals exceed the contract’s annual Free 
Withdrawal Amount. The effects of income taxes have not been reflected in this example. 
Please refer to the prospectuses for the product and underlying investment portfolios for full 
details on contract features, risks, charges, expenses, and fees as well as the investment 
objectives, risks, and policies of the underlying portfolios.

Net rate reflects the gross rate of return reduced by the asset-based fees: the Investment 
Management Fee and other expenses; and the Mortality & Expense and Administration Charge, 
excluding charges for the selected living and death benefits.

Annual return (net of cash flows) reflects the gross rate of return reduced by the asset-based 
fees: the Investment Management Fee and other expenses; the Total Separate Account Annual 
Charge; and charges for optional living and/or death benefits, as applicable. This return also 
reflects the impact of the cash flows for the period, including additions for purchase payments 
and deductions for partial withdrawals. It does not take into account any tax that may be due if 
you take withdrawals from this contract, but does reflect applicable withdrawal charges.
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Level Option
The values provided in this hypothetical illustration are based on monthly withdrawals and 
include the deduction of all actual applicable fees and charges as follows for a variable annuity 
with: Mortality & Expense and Administration Charge of 1.30%, FlexChoice Access rider charge 
of 1.35% of the Benefit Base, Annual Contract Fee of $30 (waived if the account value is over 
$50,000), and arithmetic average investment option expenses of 0.86%. Withdrawal charges 
range from 7% to 0% (depending on the product chosen) and would apply if withdrawals exceed 
the contract’s annual Free Withdrawal Amount. The effects of income taxes have not been 
reflected in this example. Please refer to the prospectuses for the product and underlying 
investment portfolios for full details on contract features, risks, charges, expenses, and fees as 
well as the investment objectives, risks, and policies of the underlying portfolios.

Net rate reflects the gross rate of return reduced by the asset-based fees: the Investment 
Management Fee and other expenses; and the Mortality & Expense and Administration Charge, 
excluding charges for the selected living and death benefits.

Annual return (net of cash flows) reflects the gross rate of return reduced by the asset-based 
fees: the Investment Management Fee and other expenses; the Total Separate Account Annual 
Charge; and charges for optional living and/or death benefits, as applicable. This return also 
reflects the impact of the cash flows for the period, including additions for purchase payments 
and deductions for partial withdrawals. It does not take into account any tax that may be due if 
you take withdrawals from this contract, but does reflect applicable withdrawal charges.

The numbers behind the scenario
Here’s what would happen in a steady or flat market.

Presenter Notes
Presentation Notes
 In the zero market scenario both Carl and Beth are alive at the time the account value reaches zero. The Joint Lifetime Guarantee Rate is selected and they receive 4.25% of the benefit base for life. 
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Expedite Option
The values provided in this hypothetical illustration are based on monthly withdrawals and 
include the deduction of all actual applicable fees and charges as follows for a variable annuity 
with: Mortality & Expense and Administration Charge of 1.30%, FlexChoice Access rider charge 
of 1.35% of the Benefit Base, Annual Contract Fee of $30 (waived if the account value is over 
$50,000), and arithmetic average investment option expenses of 0.86%. Withdrawal charges 
range from 7% to 0% (depending on the product chosen) and would apply if withdrawals exceed 
the contract’s annual Free Withdrawal Amount. The effects of income taxes have not been 
reflected in this example. Please refer to the prospectuses for the product and underlying 
investment portfolios for full details on contract features, risks, charges, expenses, and fees as 
well as the investment objectives, risks, and policies of the underlying portfolios.

Net rate reflects the gross rate of return reduced by the asset-based fees: the Investment 
Management Fee and other expenses; and the Mortality & Expense and Administration Charge, 
excluding charges for the selected living and death benefits.

Annual return (net of cash flows) reflects the gross rate of return reduced by the asset-based 
fees: the Investment Management Fee and other expenses; the Total Separate Account Annual 
Charge; and charges for optional living and/or death benefits, as applicable. This return also 
reflects the impact of the cash flows for the period, including additions for purchase payments 
and deductions for partial withdrawals. It does not take into account any tax that may be due if 
you take withdrawals from this contract, but does reflect applicable withdrawal charges.

The numbers behind the scenario
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Expedite Option
The values provided in this hypothetical illustration are based on monthly withdrawals and 
include the deduction of all actual applicable fees and charges as follows for a variable annuity 
with: Mortality & Expense and Administration Charge of 1.30%, FlexChoice Access rider charge 
of 1.35% of the Benefit Base, Annual Contract Fee of $30 (waived if the account value is over 
$50,000), and arithmetic average investment option expenses of 0.86%. Withdrawal charges 
range from 7% to 0% (depending on the product chosen) and would apply if withdrawals exceed 
the contract’s annual Free Withdrawal Amount. The effects of income taxes have not been 
reflected in this example. Please refer to the prospectuses for the product and underlying 
investment portfolios for full details on contract features, risks, charges, expenses, and fees as 
well as the investment objectives, risks, and policies of the underlying portfolios.

Net rate reflects the gross rate of return reduced by the asset-based fees: the Investment 
Management Fee and other expenses; and the Mortality & Expense and Administration Charge, 
excluding charges for the selected living and death benefits.

Annual return (net of cash flows) reflects the gross rate of return reduced by the asset-based 
fees: the Investment Management Fee and other expenses; the Total Separate Account Annual 
Charge; and charges for optional living and/or death benefits, as applicable. This return also 
reflects the impact of the cash flows for the period, including additions for purchase payments 
and deductions for partial withdrawals. It does not take into account any tax that may be due if 
you take withdrawals from this contract, but does reflect applicable withdrawal charges.

The numbers behind the scenario
Here’s what would happen in a steady or flat market.

Presenter Notes
Presentation Notes
In the zero market scenario both Carl and Beth are alive at the time the account value reaches zero. The Joint Lifetime Guarantee Rate is selected and they receive 2.25% of the benefit base for life. 
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Withdrawals of taxable amounts are subject to ordinary income tax. Withdrawals made before age 59½ may be subject to a 10% federal income tax penalty. Distributions of 
taxable amounts from a non-qualified annuity may also be subject to the 3.8% Net Investment Income tax that is generally imposed on interest, dividends, and annuity income if 
the modified adjusted gross income exceeds the applicable threshold amount. Withdrawals will reduce the living and death benefits and account value. Withdrawals may be 
subject to withdrawal charges.
Any discussion of taxes is for general informational purposes only, does not purport to be complete or cover every situation, and should not be construed as legal, tax, or 
accounting advice. Clients should confer with their qualified legal, tax, and accounting professionals as appropriate.
All guarantees, including any optional benefits, are subject to the claims-paying ability and financial strength of the issuing insurance company. Each issuing insurance 
company is solely responsible for its own financial condition and contractual obligations.
Variable annuities are issued by, and product guarantees are solely the responsibility of, Brighthouse Life Insurance Company, Charlotte, NC 28277, on Policy Form 8010 
(11/00) and, in New York only, by Brighthouse Life Insurance Company of NY, New York, NY 10017, on Policy Form 6010 (3/07) (“Brighthouse Financial”). All variable products 
are distributed by Brighthouse Securities, LLC (member FINRA). All are Brighthouse Financial affiliated companies. Variable annuities are long-term investments designed 
for retirement purposes. The contract prospectus and contract contain information about the contract’s features, risks, charges, expenses, exclusions, limitations, 
termination provisions, and terms for keeping the contract in force. Prospectuses and complete details about the contract are available from your financial 
professional and should be read carefully before investing. Product availability and features may vary by state or firm.
Brighthouse Financial® and its design are registered trademarks of Brighthouse Financial, Inc. and/or its affiliates.

Brighthouse Life Insurance Company
11225 North Community House Road
Charlotte, NC 28277
brighthousefinancial.com

2207 BDVA527210-5 CAR 0219-02197
© 2021 BRIGHTHOUSE FINANCIAL, INC. 2050061.4[06/10/2023]

• Not a Deposit • Not FDIC Insured • Not Insured by Any Federal Government Agency 
• Not Guaranteed by Any Bank or Credit Union • May Lose Value
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