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Welcome to our new digital resource that delivers
all the latest news and trends in the finance
iIndustry each month. It’s our priority to make
your jobs easier, and we're just getting started.

Check us out each month for more, because
The Source by Highland - delivers.
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How to Manage
IRMAA

Proper income planning is always the best
approach when dealing with potential
unforeseen costs. Take for instance the
unexpected Medicare premium changes an
Income-Related Monthly Adjustment Amount
(IRMAA) may cause. Clients often incorrectly
assume Medicare premiums are fixed, but Parts
B and D premiums fluctuate annually based on
one’s income. Those possible fluctuations can
cause unanticipated premium increases, leading
to frustration among retirees.
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Access how
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https://marketinghub.highland.com/asset/fad02cb1-982b-4dbc-a460-08620397baae/How-to-Manage-IRMAA.docx
https://marketinghub.highland.com/asset/fad02cb1-982b-4dbc-a460-08620397baae/How-to-Manage-IRMAA.docx
https://www.highlandbrokerage.com/contact
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UNDERWRITING « HIGHLAND PARTNERS
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https://www.highlandbrokerage.com/contact

We’d like to explore this month’s theme a little more in our “Highland
Highlights” section - discover how annuities can create options for
your clients’ financial plans.

The 6/54”?%‘/& Oppertom@

We begin this month’s highlights with one of the most
compelling planning opportunities in today’s retirement
landscape, as Gen X resists traditional, de-risking strategies.

Learn why timing is everything in this informative resource
that breaks down two real-life examples of investors who
want to generate sustainable retirement income, but their
planning led to different results.

#3: ﬁm&o@ Fooview

See how Highland can unlock more annuity
potential. One great place to start is with an annuity
review. This strategic process helps advisors ensure
their clients’ annuities remain aligned with current
financial objectives and market conditions. Peruse
this enlightening web resource to learn more.
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https://marketinghub.highland.com/asset/471fd525-fba6-470d-9e15-0e69d24eeda9/Sequence-of-Returns-Case-Study.pdf
https://www.highlandbrokerage.com/insurance-wealth-strategies/annuity-review
https://marketinghub.highland.com/asset/429ad004-40fa-4cb9-89a7-b9888d9e1da2/Generation-X-The-Glide-Path-Opportunity.docx 
https://marketinghub.highland.com/asset/471fd525-fba6-470d-9e15-0e69d24eeda9/Sequence-of-Returns-Case-Study.pdf
https://marketinghub.highland.com/asset/429ad004-40fa-4cb9-89a7-b9888d9e1da2/Generation-X-The-Glide-Path-Opportunity.docx 
https://www.highlandbrokerage.com/insurance-wealth-strategies/annuity-review

The Financial District

5/0/9 f/u'ﬁg/

Annuity Review: What Worked Then May Not Now
* Date: June 16, 2026
e Time: 4:00 p.m. ET
e Speaker: Sam Buxton, Senior Advisor Consultant, Highland

O Upcoming Virtual Event

We’re hosting a specialized Virtual Event - register today.

FIA Index State of the Market: Why do volatility-controlled indices exist?
e Date: July 8, 2026
e Time: 12:.30 p.m. ET

e Speaker: Joshua Levine, CFA, Director, Equity Derivatives Solutions, Bank of
America Merrill Lynch

.C@. Spotlight: Refinance Your Clients Retirement

3

In this special annuity case strategy, Highland created a legacy for an estate with
o the ultimate goal of ensuring the annuity policies aligned with the retirement goals
’ of their clients. Take a look at this in-depth strategy, and see if it could be applied
to like-minded clients.

View resource
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https://marketinghub.highland.com/asset/8f61c0e4-1f11-42d6-b0ff-60fb29c4ab9c/Case-Strategy-Refinance-Your-Clients-Retirement.pdf
https://us06web.zoom.us/webinar/register/WN_gAXTBUC2QZmPPwsSGmVTMA#/registration
https://osaic.zoom.us/webinar/register/WN_-0SftzNITBuv4c9hSgmUfw#/registration

Our Case Studies

Actual cases that make a lasting difference. Highland

worked with an advisor to optimize a couple’s retirement
plan, with the ultimate goal of consolidating their annuity
policies and providing income to cover both of their lives.

MYGA Rates

View the latest multi-year guaranteed annuity rates.

Helpful Highland Tools

Now that we’ve explored a myriad of helpful resources,
it’s time to get down to the specifics. This handy guide
illustrates precisely how to mine your CRM for potential
IRMAA opportunities. Refine your results today to
discover potential assets sitting on the sidelines.

Quotable

Insight from the experts:

View resource

View rates

View resource

“The price of anything is the amount of life you exchange for it.”

— Henry David Thoreau

Need to Know

Here are some important dates and themes for June.
1.  Annuity Awareness Month: All month

2. Juneteenth: June 19

3. National Insurance Awareness Day: June 28
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https://marketinghub.highland.com/asset/cdf74d28-4938-4fa6-91e7-c00d236edf04/How-to-Mine-Your-CRM-for-IRMAA-Opportunities.pdf
https://www.highlandbrokerage.com/myga-rates
https://marketinghub.highland.com/asset/a74c2f47-f112-413c-a138-6a4b6c87e450/Case-Study-Increase-Paycheck-for-Joint-Owners.pdf

HighG),

Explore Annuity Totel e,

Highland recently unveiled a new presentation tool called HighQ Concepts.
This tool allows our representatives to quickly generate custom, compliant,
client-ready presentations that cover a variety of simple to complex sales
concepts. Advisors gain access to customized and client-ready presentations
designed to clarify planning conversations. These strategy driven modules
transform complex planning ideas into clear, compelling narratives.

In this month’s version, see how our Annuities Team compared the total
benefits of ownership (TBO) for multiple annuity strategies, ensuring clients
are making an informed decision. The TBO analysis shows the true guaranteed
and projected “dollars in” and “dollars out” of every income proposal. Advisors
and their clients can compare up to three income options and dozens of
illustration pages in one place. Review the example and discover how an
advisor can show it to their clients in a way that makes sense for them.
Download the sample report now.

10 | The Source by Highland | June 2026


https://marketinghub.highland.com/asset/038ab704-92cf-4e00-8a67-4cc780c043dc/HQC03020-Annuity-TBO-Highland.pdf
https://marketinghub.highland.com/asset/038ab704-92cf-4e00-8a67-4cc780c043dc/HQC03020-Annuity-TBO-Highland.pdf
https://www.highlandbrokerage.com/contact

Highland Profiles
Mleet Owr {pa

Tony Catrini
Vice President, In-Force Strategy and Sales

Tony has more than 25 years of experience in the financial services industry,
and he’s responsible for the strategic management for all of Highland’s
in-force book of business, including life, annuity, long-term care, and disability
policies. His team helps to proactively identify upcoming policies out

of surrender.

Tony maintains a working knowledge of current product and sales concepts
for multiple insurance product lines. This enables him to work closely with
carrier and technology partners to better align Highland’s overall objectives
with its partners.

Prior to Highland, Tony served in one of our local field offices, and as regional
insurance specialist within a private bank. In his previous roles, he worked
extensively with independent advisors, institutional advisors, wealth planners,
private bankers, estate-planning attorneys, and directly with high-net-worth
clients. Tony currently resides in Birmingham, Ala., with his wife and

two children.
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Next month:

In the July edition of The Source by Highland -

ket

For Financial Professional Use Only.

This material was created to provide accurate and reliable information on the subjects covered, but should
not be regarded as a complete analysis of these subjects. It is not intended to provide specific legal, tax,
or other professional advice. The services of an appropriate professional should be sought regarding your
individual situation. Neither Highland Capital Brokerage nor affiliates offer tax or legal advice.

Doing business in California as Highland Annuity and Insurance Services.

Registered Representatives and Investment Advisory Representatives offer securities and investment
advisory services through Osaic Wealth, Inc. member FINRA/SIPC. Highland and Osaic Wealth, Inc. are
subsidiaries of Osaic, Inc. Other entities and/or marketing names, products or services referenced here are

independent of Osaic Wealth, Inc.
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