
Document, Document, Document 
 

 
We have been hearing the mantra Document, Document, Document for several years now.  It is not going to go away.  If 
anything, Reg BI is going to lead to more documentation.  As OSJs it is no longer enough for us to just review your 
paperwork and approve or reject your transactions.  We have to document why we approved the transaction.   
 
Complex Products 
If you are recommending a Variable Annuity, REIT, Alternative Investment, etc. these are considered complex products.  
It is imperative that your client understand what they are buying.  You must demonstrate that the complex product is 
appropriate for your client. 
 
When you submit a sponsor transaction, regardless of the purchase, you need to be able to answer the following: 

Who is the client? (VA may not be appropriate for client under 45 or over 70).  A client’s current lifestyle, cash flow, 
current and projected needs, all help to define their objectives and qualify the suitability of your recommendations; 

What is the overall investment strategy for your client and how does this transaction fit into the overall planning of 
the total assets the client has with you? (If purchase is going to result in a concentration, i.e. 50% of liquid net worth in 
VAs, why is this appropriate? Do they have sufficient cash flow for lifestyle and emergencies?) 

What else did you consider? 
 

If you are liquidating or exchanging an annuity a copy of the current annuity statement must be included with the 
paperwork. 
 
When your source of funds is an exchange, you need to be able to answer the following: 

What has changed that makes the original product no longer suitable for the client? 
How does the client benefit by the exchange? 
What are all costs associated with the exchange?  You must address any remaining surrender charges on original 

product, value of benefits, etc.  If client is leaving benefit value on the table because they feel the new product has 
something that is of greater importance, what is the breakeven window on that loss for gain? 
 
When you recommend a product with features/riders you must address the following: 

Why were specific features/riders selected and how do they benefit the client? 
How much do those features/riders cost the client? 
Does the client understand any limitations on features/riders selected? A product may project a 6% annualized gain 

but only guarantee 2.1%.  Does the client have a clear understanding that guaranteed features/riders are a small piece 
of the picture? 

 
Employer Sponsored Plan Rollovers 

You must use the EIRA form and document the fees on current plan.  As indicated in a recent Compliance Corner you 
have to document Fees & Expenses on the current plan.  Plan participants receive a 404A5 annually that discloses these 
fees.  If they have online access to their account they should be able to find their current 404A5 there as well.  If the 
client doesn’t have a 404A5 to review, google the plan to identify fees.   If you are still unable to identify fees to review 
be sure to document what steps you took.  You can’t just check the box saying you were unable to obtain after diligent 
effort, you have to define diligent effort.   

Use the Retirement Plan Distribution Consideration form to give client clear understanding of pros and cons of their 

options with respect to their current plan 


