Turning today’s
goals into tomorrow’s
accomplishments
Market opportunity
People who work for public schools, colleges, universities, hospitals,
nonprofit organizations and municipal governments can save for retirement
through a 403(b) tax-sheltered annuity (TSA) and 457(b) employee-deferred
compensation (EDC) plans. Recognizing the benefits of these plans and the
specific needs of this marketplace, we created the Retirement Benefits
Group (RBG). The RBG provides wealth management services and financial
education to help meet the retirement needs of those who serve and build
our communities.
Financial professionals are assigned to employers who have selected
Equitable Financial Life Insurance Company (Equitable Financial) as a
product provider for their retirement plan. This gives financial professionals
access to prospects and people to help. Initially most of your time will be
focused on offering employees of these organizations retirement products,
such as a 403(b) and 457 plans. However, as your relationships with these
individuals grow you’ll be able to work with them in other areas of their
personal finances — a great opportunity for cross-sales.

At Equitable Advisors,
we consider ourselves
challengers, dreamers
and go-getters. Our
commitment to helping
people pursue what’s
possible has never been
stronger. Together, we
guide clients forward
with strength, courage
and wisdom — and
support them in making
the choices that lead to
a fulfilled life — with our
financial professionals
as the cornerstone of
our success.
Our culture is one of
inclusion, continuous
learning and professional
excellence — a culture
where financial
professionals can thrive.
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Leading 403(b) and 457(b) provider
Equitable Financial is the #1 choice for educators in K-12 schools
in the United States.1 Equitable currently provides products
and services to more than 17,000 organizations, including:
• Public and private schools
• Colleges and universities
• 501(c)(3) nonprofits

• Hospitals
• Municipal governments

Products and services
Financial professionals have access to a variety of annuity
and insurance products. Equitable Network, LLC, enables
financial professionals to have access to products from many
other insurance companies.

Retirement, education planning
and investments
We currently provide products and services to more than
17,000 organizations, including:
•
•
•
•
•

403(b) TSA plans
403(b)(7) custodial accounts
457(b) EDC plans
401(a) plans
401(k) plans

• IRAs (traditional, Roth,
SIMPLE and SEP)
• Pension/profit-sharing plans
• 529 plans and
education IRAs

Compensation, benefits and
wealth accumulation
Recognizing and rewarding achievement is the
cornerstone of our compensation philosophy.
We offer a wide range of opportunities for you
to expand your earning potential. We pay for
performance and are proud to offer one of
the most competitive total earnings models
in the industry.
The RBG offers a competitive salary,3 plus
commission, in addition to performance
bonus opportunities.4 During the period that
you are covered by your initial employment
contract(s), you are eligible for many of
Equitable Advisors’ employee benefit plans
and programs. Thereafter, your eligibility for
these company benefits is based on your
annual production during a specified time
period. During this period, a boost on top of
your commission, rewards increased sales
efforts in order to help increase compensation
and entrepreneurial success.
•
•
•
•

401(k) match
Stock purchase match
Defined contribution
Profit sharing

Making a difference
Risk management
• Life insurance
• Annuities
• Business planning

• Health, disability,
income and long-term
care insurance

Investment products
• Mutual funds
• Municipal and
government bonds
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• Brokerage accounts
• Fee-based
financial planning2

LIMRA, Not-For-Profit Survey, Q4 2017 results based on 403(b) participants and contributions.
For properly credentialed investment advisory representatives.
Salary is paid during first 3 years on an employment contract or as outlined in the employment contract.
Bonus opportunities may be available for achieving certain sales requirements.

• Support Equitable ExcellenceSM,
one of the nation’s largest corporate
scholarship providers.
• You will impact educators, nonprofit
and municipal employees by providing
investment strategies for them to save
for retirement — changing their financial
future and allowing them to face their
future with confidence.
• RBG financial professionals pride
themselves on making a difference in
their communities and helping people
to live their lives with confidence.

Training, support and sales tools
Your success is our success. To help ensure your
successful career, the RBG has created a comprehensive
training program. Your manager will work closely with you
to train you on how to prospect new clients, service
existing clients and build market share.
Beyond the core curriculum, as a financial professional,
you will have access to a wide range of learning
resources, including regularly scheduled meetings led by
senior executives and successful financial professionals,
web conferences and online training at your convenience.
In addition, you can potentially attend up to four levels of
on-site training sessions designed to educate you on the
RBG sales process and expand your knowledge in the
retirement plans marketplace.

These trainings include:
Level 1
Fundamental values
of a successful RBG
financial professional

This training session reviews the turnkey sales presentation in
depth, and the prospecting and selling skills needed to be successful
in the 403(b) and 457(b) marketplaces.

Level 2

This session builds on the skills learned at level one, and provides
RBG Sales and Strategies analysis of cross-sale and market opportunities. This curriculum is
designed to boost production of advisors in their B year.
Success Summit

Level 3
TSA (Tax-sheltered
annuity) certification

Level 4

This certification session covers retirement plan laws and regulations.
Topics include defining eligibility for retirement plans, IRS audit
activities and common violations and failures in 403(b) and 457(b)
plans. It focuses on key business drivers such as technical expertise,
expanding target markets and sales applications of the law. Results in
attainment of the title “Retirement Benefits Specialist.”

Top of the class

This conference is for top financial professionals who achieve a specific
level of production. It discusses strategies for high-producing advisors to
continue growing their practice and enhancing earning potential.

TSM
development
series

In this session, leadership skills and proven RBG systems will be taught
by top Tax Shelter Managers (TSM) and Equitable management to help
you build a team — source, hire and develop top advisors, and build on
your success in the employer-sponsored marketplace.

Annual TSM
meeting

This management development session is for RBG district managers,
and focuses on building strong leadership skills needed to lead a team
of RBG advisors in the employer-sponsored market. The curriculum will
focus on hiring and development, along with sharing best practices
from peer TSMs.

Become a financial professional and discover
the rewarding feeling of making a difference.
Visit equitable.com/advisor-careers to learn
more and apply.
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