
What You Need to Know

o  �Registered index-linked annuities are regu-
lated as variable annuities.

o  �A client can use them to pay for just enough 
protection against market risk.

o  �An issuer can hedge away the market risk.

Robin Raju, the chief financial officer at 
Equitable, wants to talk about the company’s 
efforts to add lifetime income options to the 
nation’s 401(k) plans.

He wants to talk about the value the com-
pany gets from its AllianceBernstein asset 
management arm.

But the conversation often turns to the rise 
of the U.S. individual registered index-linked 
annuity market.

Equitable created the modern U.S. market 
for RILAs, or variable annuities with credit-
ing rates that depend on the performance of 
one or more investment indexes, rather than 
on the performance of funds that resemble 
mutual funds.

Equitable was the leader in the RILA 
market in the first quarter. Its RILA sales 
increased to $3.4 billion in the latest quarter, 
from $2.2 billion in the year-earlier quarter,  

according to LIMRA 
issuer survey data.

Why is the RILA market 
so strong?

Raju gave Wall Street 
securities analysts a short 
introduction to RILAs dur-
ing a recent conference 
call that the company held to go over first-quar-
ter results. Here are five things he said about the 
popularity of the products during the call and an 
interview afterward.

1. �The products can help clients prepare for 
retirement.

Raju said offering RILAs is a way to provide 
a solution that can help protect a retirement 
saver against an adjustable level of invest-
ment market risk.

“We allow clients to still participate in the 
equity market but with downside protection*,” 
he said.
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* You are protected from some downside risk; if the 

negative return is in excess of the protection level, there 

is a risk of substantial loss of principal because you 

agree to absorb all losses to the extent they exceed the 

protection provided.

https://www.thinkadvisor.com/2024/04/24/blackrock-launches-in-plan-lifetime-income-program/
https://www.limra.com/en/newsroom/fact-tank/
https://www.limra.com/en/newsroom/fact-tank/


2. �An issuer can use derivatives to handle 
exposure to changes in stock or other 
investment indexes.

Raju sees RILA products as “spread-based” 
products. That means that Equitable’s results 
depend mainly on the difference, or spread, 
between the rates it’s paying the annuity hold-
ers and the yields it gets on the portfolio sup-
porting the annuities.

“The equity market exposure is fully hedged 
at the time of issuance,” Raju said. “All the 
assets are invested in the general account, 
and a fixed maturity date and short average 
duration enable tight asset-liability manage-
ment matching.

“We reprice the product every two weeks 
based on current interest rates and option 
costs, ensuring we can deliver a consistent 
IRR [internal rate of return] of at least 15%,” 
he explained.

3. �For the issuer, hedging can make a RILA 
perform roughly similar to a traditional 
fixed annuity.

Managing the general account assets 
behind a RILA can be similar to managing the 
assets behind a fixed annuity, but the asset 

value guarantees tend to be more limited, and 
the issuer can charge separately for whatever 
level of value it chooses to protect.

Because offering a well-hedged RILA prod-
uct can be a relatively low-risk endeavor, 
“RILAs are capital-light for Equitable and 
have less than half the required capital of a 
fixed annuity,” Raju said.

4. �An issuer with its own asset-manage-
ment team can help improve product 
performance and profitability by manag-
ing the assets itself.

Some asset managers buy life insurers to 
get access to their assets.

Other life insurers hire outside managers to 
manage most or all of their annuity assets.

Raju said Equitable can maximize invest-
ment yields and product profitability by hav-
ing AllianceBernstein manage much of the 
portfolio supporting the RILA contracts.

5. �All of the headwinds can support strong 
income growth.

At Equitable, Raju said, RILAs helped pro-
duce an 8% year-over-year increase in indi-
vidual retirement income in the first quarter.
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Important information:

Important information provided here is general in nature, is provided for informational purposes only, and should not be construed as investment advice. 
The views and opinions expressed are subject to change at any time based on market or other conditions and are not intended to be a forecast of future 
events, a guarantee of future results, or an investment recommendation. Securities and sectors referenced should not be construed as a solicitation to buy 
or sell or be used as the basis for any investment decision.

A variable annuity is a long-term financial product designed to help you save for retirement. In essence, annuities are contractual agreements in which 
payment(s) are made to an insurance company, which agrees to pay out an income or a lump sum amount at a later date. Variable annuities are subject 
to market risk, including the possible loss of principal invested, and they have mortality and expense charges, account fees, investment management fees, 
administrative fees, charges for special contract features, and restrictions and limitations. Earnings are taxable as ordinary income when distributed and 
may be subject to a 10% additional tax if withdrawn before age 59½. 

If you are purchasing an annuity contract to fund an IRA or employer-sponsored retirement plan, you should understand that such annuities do not pro-
vide tax-deferral benefits beyond those already provided by the Internal Revenue Code.

Variable annuities are sold by prospectus only, which contains more complete information about the contract, including risks, 
charges, expenses and investment objectives. You should review the prospectus carefully before sending any money. Contact a 
financial professional for a copy of the current prospectus. 

Equitable Financial Life Insurance Company, Equitable Financial Life Insurance Company of America and their affiliates do not provide tax or legal advice 
or services. You should consult with your own professional tax and legal advisors regarding your particular circumstances.

Variable annuities are issued by Equitable Financial Life Insurance Company (Equitable Financial) (NY, NY) and, depending on the particular contract and its 
distributor, by Equitable Financial Life Insurance of America (Equitable America), an AZ stock corporation with an administrative office located in Charlotte, 
NC. Distributed by affiliate Equitable Distributors, LLC, and Equitable Advisors, LLC (member FINRA, SIPC) (Equitable Financial Advisors in MI & TN). The 
obligations of Equitable America and Equitable Financial are backed solely by their own claims-paying abilities.

Equitable Financial Life Insurance Company and Equitable Financial Life Insurance Company of America have permission from Think Advisor to reprint this 
content. Allison Bell and Think Advisor are not affiliated with or endorsed by Equitable Financial, Equitable Advisors or their affiliates.

Equitable is the brand name of the retirement and protection subsidiaries of Equitable Holdings, Inc., including Equitable Financial Life Insurance Company 
(NY, NY); Equitable Financial Life Insurance Company of America, an AZ stock company with an administrative office located in Charlotte, NC; and Equitable 
Distributors, LLC. Equitable Advisors is the brand name of Equitable Advisors, LLC (member FINRA, SIPC) (Equitable Financial Advisors in MI & TN).

©2024 Equitable Holdings, Inc. All rights reserved. 
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