
A Robust Platform and New Digital 
Technology Propel Annuity Adoption

The financial services industry is witnessing a surge in the popularity of annuities 
due to swelling demand for protection and guaranteed income solutions among 
individuals nearing retirement. This shift is creating a bullish outlook for both the 
insurance industry and firms providing insurance-based solutions.1 

Though great opportunity exists in this market, traditionally, introducing 
annuities has been time intensive due to complex federal regulations and 
individual state requirements, which have meant longer transaction times for 
both the advisor and investor. 

So how do firms overcome this hurdle? One way to capitalize on this opportunity 
is to leverage a robust online annuities platform featuring access to leading 
annuity providers. However, an expansive online platform by itself is not enough. 
Combining the digitized platform with state-of-the-art electronic signature 
technology, particularly in the paper-intensive annuity industry, makes the 
process of offering annuities to investors even more efficient.

The challenge

For one client of BNY Mellon’s Pershing, it was a classic case of good news and 
bad news. On the one hand, the firm was delighted to see an increase in annuity 
interest from their investors. The firm had many investors nearing retirement 
and annuities appealed to them as a stable product. However, with thousands 
of investors across a number of rural areas and only about 80 advisors, the firm 
realized a digital solution would be critical. Pershing’s Subscribe® online annuity 
platform—which features leading annuity providers2—was an ideal solution to 
meet this demand. 

The opportunity

Enter Subscribe and its electronic signature (eSignature) function. Pershing was 
one of the first firms to provide this digital technology as a means to execute annuity 
contracts and it has proven to be an advantage for many clients. With eSignature, 
advisors no longer needed to travel thousands of miles to complete transactions.

“Our clients’ advisors can serve investors without needing to be in the same room 
as the investor,” said Hans Schemmel, director of retirement, insurance-based and 
cash management solutions at Pershing. “Digital signature functionality has made 
it much more efficient for our clients to conduct annuity business.” 

The result

In the three years since the firm began working with Pershing on introducing 
Subscribe, annuity transactions increased over 400% and annuity sales now 
comprise more than 50% of the firm’s business.
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Business Impact

Firm Snapshot

Business classification: 
Broker-dealer

Number of advisors: 
Approximately 80

Assets under management: 
Nearly $790 million

Annuity transactions increased 
over 400% in a three-year time 
period

Subscribe is being used by
94% of their advisors

Annuity sales currently comprise 
over 50% of the firm’s business

400%

94%

50%



Much of that success was tied to the firm’s use of the digitized offering, strong 
relationship with Pershing and training provided to their advisors on the 
Subscribe platform. “The firm took a vested interest and provided ongoing training 
classes, hands-on reporting and even a command center for their advisors and 
associates,” noted Schemmel.

On top of offering a digitized enhancement, Pershing worked closely with the firm 
on these engagement efforts. They designed training classes, hosted weekly calls 
and provided valuable marketing assets to support the initiative. The result? A 
94% usage rate among the firm’s advisors.

In addition to meeting a significant client need and growing revenue, 
implementing Subscribe led to additional benefits for the firm, such as improved 
Not in Good Order (NIGO) rates, faster transactions and smoother processes. All of 
which can serve as a model for other financial services firms going forward.

Next Steps

 ›   Perform an internal audit of your 
annuity business.

 ›  Talk to your Relationship Manager 
or Product Consultant to learn if 
Subscribe is right for your firm.

 ›  Reach out to us to discuss the 
specific challenges you are facing.
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           To learn more about how Pershing’s Subscribe platform can enhance your business,  

contact your Relationship Manager or Product Consultant.


