
1                                                                                      JMN22210 02/24  

 

Financial Professional  
Compliance Manual 

Not FDIC /NCUA insured • May lose value • Not bank/CU guaranteed  



2                                                                                      JMN22210 02/24  

 

1. Introduc on 3 

1.1 Company standards 4 

1.2 Principles of ethical market conduct 4 

2. Appointment with Jackson 5 

2.1 Licensing and appointment 6 

2.2 Educa on, training and product knowledge 6 

2.3 Communica ons 7 

Table of contents 

3. Solicita on/sale 8 

3.1 Financial professional iden ca on 9 

3.2 Fair compe on 9 

3.3 Product disclosures 9 

3.4 Client-focused sales and service 9 

3.5 Replacements 10 

3.6 Illustra ons/guaranteed and non-guaranteed elements 11 

3.7 Rebates 12 

4. Comple ng the sale 13 

4.1 The applica on and other forms 14 

4.2 Accep ng premiums 14 

4.3 Contract delivery and delivery requirements annuity contracts 14 

4.4 File documenta on 15 

5. Data security, privacy and an -money laundering 16 

5.1 Privacy compliance  17 

5.2 An -money laundering campaign 18 

5.3 Fraud 21 

5.4 Elder Financial Exploita on  22 

6. Other 24 

6.1 Complaint handling 25 

6.2 Other state requirements 25 

6.3 ques ons regarding nancial professional compliance manual  25 



3                                                                                      JMN22210 02/24  

 

Introduction 



4                                                                                      JMN22210 02/24  

 

1.1 Company standards 
 
Jackson Na onal Life Insurance Company (“Jackson” or the “Company”) requires that its Financial  
Professionals and associates adhere to the highest standards of ethical market conduct. This “Financial  
Professional Compliance Manual” and Jackson’s Financial Professional Agreement express Jackson’s  
requirements regarding legal and ethical business standards for its Financial Professionals. Jackson fully  
supports the le er, as well as the spirit of the laws applicable to its business and the Principles of Ethical  
Market Conduct set forth in Sec on 1.2. Failure to comply with the following standards could result in  
termina on of the Financial Professionals appointment.  
 

1.2 Principles of ethical market conduct 
In all ma ers a ec ng the sale of annuity products, Jackson is commi ed: 

To provide competent and client-focused sales and service. 
To engage in fair compe on. 
To provide adver sing and sales materials that are clear as to purpose and honest and fair as to content. 
To address client complaints and disputes fairly and expedi ously.  
To maintain a system of oversight and review reasonably designed to achieve compliance with these  
Principles of Ethical Market Conduct. 
To provide data security and privacy for clients and customers.  
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Appointment with 
Jackson 
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2.1 Licensing and appointment 
 
A “Financial Professional” is a person who provides exper se for clients’ when they make one or more       
decisions around money ma ers, personal nances, and investments. Financial Professionals may work as an 
independent agent, or may be employed by a nancial rm. Financial Professionals must be licensed to carry 
out business with clients. 
 
Financial Professionals must be properly licensed and appointed with Jackson to transact the business of in-
surance and must have sa s ed training requirements before nego a ng, solici ng the purchase of or selling 
a Jackson product. Further, if opera ng independently outside of a nancial rm, a Financial Professional 
must have signed and dated a Jackson Financial Professional Agreement. These include, but are not limited 
to, a empts to solicita on or sale of a Jackson product by mail, adver sing, telephone, in-person contact, or 
electronic communica on. 
 
Financial Professionals that require informa on on applicable licensing and appointment requirements may 
contact the following individuals: the respec ve state's insurance licensing department, the insurance agency 
or broker/dealer, a Jackson wholesaler, or Jackson's Licensing Department. 

 

2.2 Education, training and product knowledge 
 
Financial Professionals must sa sfy state con nuing educa on requirements necessary to maintain their  
insurance license(s). Jackson encourages Financial Professionals to: (1) enhance their professional knowledge 
and skills by par cipa ng in con nuing educa on and training programs; (2) achieve addi onal professional 
designa ons (i.e., CFP, ChFC, CLU); and (3) par cipate in industry associa ons and trade groups.  
 
Financial Professionals should thoroughly understand the provisions, the costs and bene ts, and the terms 
and condi ons of each Jackson product they market. 
 
Jackson provides a wide range of training and educa onal resources to assist Financial Professionals in  
understanding the Jackson products they sell and the regulatory requirements involved in the sales process, 
including: 

A Market Conduct Update 
Product brochures and descrip on sheets  
The Jackson website 
General annuity training 
Jackson-sponsored educa onal mee ngs, including con nuing educa on classes  
Product-speci c cer ca on classes. 
 

Financial Professionals should read Jackson's newsle ers and regulatory announcements to obtain              
informa on on insurance regula ons and Jackson policies and products. Financial Professionals may contact   
their Jackson wholesaler to obtain informa on about Jackson educa on and training resources. 
 
SENIOR DESIGNATIONS 
 
Before Financial Professionals use any designa on with the public  that implies exper se regarding seniors' 
unique needs (e.g., "cer ed senior advisor/consultant," "senior specialist," re rement specialist," or  
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"cer ed nancial gerontologist ," etc.), Financial Professionals should determine that the gran ng organiza-
on mandates con nuing educa on, o ers a disciplinary process, provides a means to check a professional's 

status, and otherwise ensures that a designa on is one of meaningful substance and not decep ve. Financial 
Professionals should also ensure that their use complies with regulatory mandates. 

2.3 Communications 
 
Jackson prohibits misleading statements and omissions of material informa on. Financial Professionals must 
ensure that all of their wri en and oral communica ons, including but not limited to, correspondence,     
conversa ons, sales proposals, electronic transmissions, and adver sing and sales materials, regarding           
Jackson and Jackson products are clear, are accurate and truthful. 
 
Financial Professionals may use only Jackson-approved "marke ng material" with respect to Jackson       
products. 
 
MARKETING MATERIAL DEFINED 
 
Jackson de nes "marke ng material" as anything intended to create interest in insurance or annui es, an 
insurer or insurance Financial Professional, a registered representa ve or broker/dealer, or to induce the 
public to purchase, increase, modify, reinstate, borrow from, surrender, replace or retain a Jackson product. 
Examples of marke ng material include, but are not limited to: illustra ons; proposals; sales scripts; seminar 
invita ons and presenta ons; video presenta ons; brochures; business cards;  including business cards;    
sta onery; form le ers; Yellow Page lis ngs; on-hold messages; voicemail messages; facsimiles, including 
cover sheets; billboards and similar displays; ar cles and reprints; email; and newsle ers, including material        
disseminated over a computer or electronic network via the internet browser or smart phone app                   
(i.e., emails, websites, blogs, message boards) to all subscribers or to targeted individuals or groups. 
 
APPROVAL OF MARKETING MATERIAL 

Jackson must approve, in wri ng, all of Financial Professionals' marke ng material that concerns Jackson 
or its products.  
Financial Professionals may not amend or alter in any manner any Jackson generated or approved       
marke ng material. 
Financial Professionals must comply with usage restric ons such as "Ins tu onal Use Only" declared on 
marke ng material. 
Financial Professionals' noncompliance with marke ng material requirements could subject they and 
Jackson to regulatory penal es, including nes, termina on by Jackson of the selling agreement, or loss 
of licenses to sell insurance. 
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Solicitation/sale 
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3.1 Financial professional identification 
Financial Professionals must properly iden fy themselves to prospec ve clients, clearly describe the services 
they are authorized to provide, clearly explain the capacity in which they are ac ng in the transac on, and, if 
applicable, disclose the company or broker for which they are solici ng the sale. 
 
3.2 Fair competition 
Financial Professionals must provide objec ve, truthful (substan ated and not rumor or innuendo), accurate 
and fair Informa on about compe tors and their products. Financial Professionals must not inaccurately  
describe compe tors or compe tors' products. Neither will Financial Professionals engage in any sales      
contests or quotas, or receive bonuses or non-cash compensa on that are based on the sale of speci c           
annui es within a limited period of me. If the Financial Professional becomes aware of any                                 
conduct prohibited in this sec on, they must immediately no fy Jackson.  

 
3.3 Product disclosures 
Financial Professionals must explain to the client how the contract works, and should provide the client  
marke ng material and other informa on that explain, among other ma ers of client interest: how Jackson 
credits interest; the product's surrender charges, add-on or inherent bene ts, applicable market value      
adjustments, or tax penal es that may be associated with any distribu ons. 
 
Financial Professionals must understand and comply with state and federal requirements regarding the    
appropriateness of sales. Should a Financial Professional not be associated with a rm,  at the me of an       
annuity applica on they must submit all required Jackson suitability forms completed in good order.         
Financial  Professionals may direct ques ons about a state's and Jackson's suitability/best interest              
requirements to a  Jackson wholesaler or the Jackson Home O ce new business processing unit. 
 
3.4 Client-focused sales and service 
Financial Professionals must have reasonable grounds to believe that the products they recommend are  
appropriate for the client and must comply with best interest regula ons and requirements. In all cases,   
Financial Professionals must engage in a fact- nding process, including (but not limited to) discussion with  
the client about their current insurance/ nancial needs. 

AGE 
Is the client over age 65? If so, is the product purchased  
appropriate given the client’s age? 
 
FINANCIAL SITUATION/NEEDS 
Is the client expec ng a signi cant change in their nancial 
outlook? If so, is there a plan in place to cover new expenses? 
 
FINANCIAL EXPERIENCE 
What is the client’s level of educa on on inves ng? If low, can 
the client demonstrate competency on this purchase/switch? 
 
LIQUIDITY NEEDS 
Will the client need liquidity during the surrender schedule? 
 
ANNUAL INCOME 
What is the client’s annual income? 

 

 

INTENDED USE 
How will the client use this annuity? (Ex. Income, Growth). 
 
EXISTING ASSETS 
What is the client’s Total Net Worth and how is it divided between 
investments, annui es, insurance holdings, cash, and other nancial 
products? 
 
FINANCIAL TIME HORIZON 
How far out will the client need funds from this annuity? How long 
un l they plan to have it fully surrendered or annui zed? 
 
LIQUID NET WORTH 
How much does the client have on-hand which is either liquid, or could 
easily be converted to liquidity without penalty? Can the client cover 
their emergency expenses easily with this? 
 
RISK TOLERANCE 
Does the client’s risk tolerance align with the proposed sale? If the risk 
tolerance is low and the client is purchasing a variable contract, is 
there su cient reasoning provided as to why this is appropriate? 
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When making a recommenda on to your client, use the following “pillars”  of Best Interest obliga ons to             
demonstrate the appropriateness of that recommenda on: 

CONFLICT OF INTEREST OBLIGATION 
A nancial professional shall iden fy, avoid, and/or reasonably manage material con icts of     
interest, including those rela ng to an ownership interest in any sale. 

CARE OBLIGATION 
Know the client’s nancial situa on, research and understand the available op ons, have a 
reasonable basis to believe the recommended op on is the most appropriate, and             
communicate the basis of the recommenda on. 

DOCUMENTATION OBLIGATION 
At the me of recommenda on, the nancial professional must make a record of the           
recommenda on including the basis for it. 

DISCLOSURE OBLIGATION 
Prior to the recommenda on, disclose the scope and terms of your rela onship with the             
consumer and your role in the transac on. Further, you must disclose to the client the                           
products you are licensed to sell as well as the sources of your compensa on. Finally, you 
must provide no ce to the consumer of their right to request addi onal documenta on on 
compensa on.  

3.5 Replacements 
Most states have adopted replacement regula ons and requirements that apply if a client intends to         
purchase an annuity contract and the Financial Professional knows or should have known that, by reason of 
the transac on, the client's exis ng life insurance policy or annuity contract has been or will be: 

Lapsed, forfeited, surrendered or par ally surrendered, assigned to the replacing insurer, or otherwise 
terminated; 
Converted to reduced paid-up insurance, con nued as extended term insurance, or otherwise reduced in 
value by the use of nonforfeiture bene ts or other policy values; 
Amended so as to e ect either a reduc on in bene ts or in the term for which coverage would otherwise 
remain in force or for which bene ts would be paid; 
Reissued with reduc on in cash value; or 
An actual or intended source of funds to pay all or part of premium due on the replacement contract 
within four months before, or 13 months a er, the e ec ve date of the replacement policy. 

 
A replacement may occur even when the money for a new annuity contract comes directly from the client 
and not an- other insurance company, if the source of the money is as described above. 
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Financial Professionals should not make recommenda ons that a client replace an exis ng policy or contract 
unless they rst provide the client a complete and accurate comparison of the exis ng and new contact    
expenses, surrender charges, cash values, death bene ts, living bene ts, and guaranteed and maximum val-
ues, and makes a determina on that replacement is in the client's best interest. 
 

Failure to do so is considered an improper replacement or churning and is prohibited. When replacing an ex-
is ng policy or contract, a Financial Professional must provide and carefully review with the client the infor-
ma on necessary to help the client understand the advantages and disadvantages of replacing an exis ng 
policy or contract, document the reasons the purchase of a new contract serves the client's objec ves be er 
than the maintenance of an exis ng policy/contract and comply with applicable state replacement             
regula ons and Jackson requirements. 
 

A replacement may not be in a client's best interest because of: 

Diminished value of the exis ng policy/contract that will occur if the client borrows against their exis ng 
policy/ contract to pay premiums on a proposed policy/contracts and dies with an unpaid loan amount 
because the un- paid loan amount, plus unpaid interest, will be deducted from the bene ts of the ex-
is ng policy/contract. 
New acquisi on expense charges, which o en result in lower future cash values (assuming the same face 
amount). 
New surrender charges. 
Loss of privileges, bene ts, and op ons under the exis ng policy/contract. 
Replacement of a commissionable annuity (in or out of its surrender period) for an advisory annuity for 
the purpose of obtaining addi onal advisory compensa on. 
 

Financial Professionals must understand and comply with the state/federal requirements regarding             
replacements. Financial Professionals must submit with the Jackson applica on all required Jackson            
replacement forms, completed and in good order. Financial Professionals may direct ques ons about         
replacement requirements to a Jackson wholesaler or the Jackson Home O ce new business unit. 
 
3.6 Illustra ons/guaranteed and non-guaranteed elements 
 
Financial Professionals may use only Jackson-approved illustra ons for Jackson products. When using an illustra on, a 
Financial Professional must: 

Show the client a complete illustra on with no pages omi ed. 

Carefully explain that the illustra on is a projec on, based on non-guaranteed factors, and not a  
guarantee of future policy/contract performance. 

Not highlight por ons of the illustra on or make nota ons on the illustra on, and keep a complete copy 
of the illustra on for the client' s le. 

 

In those states that impose speci c regula ons regarding the use of illustra ons, the Financial Professional 
must ensure that both the Financial Professional and the applicant sign the illustra on's numeric summary 
page and provide the client a copy of the signed illustra on. 
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GUARANTEED AND NON-GUARANTEED ELEMENTS 
 
A Financial Professional must clearly explain to the client the di erence between guaranteed and non-
guaranteed values and bene ts, not state or imply that the payment or amount of non-guaranteed elements 
is guaranteed and explain that credited interest rates are guaranteed only to the rate speci ed in the policy/
contract. 

 

3.7 Rebates 
 
Reba ng occurs when a Financial Professional gives to a person or rm any por on of the Financial Profes-
sional' s commission, any gratuity, or anything of value as an inducement to purchase insurance. Jackson 
prohibits the prac ce of reba ng. 

 

3.8 Introduc on of new lines of business (for broker-dealer a liated Financial 
Professionals) 
 
Should a nancial professional who is broker dealer a liated engage in the sale of a previously unsold line of 
business, it is the obliga on of that Financial Professional to ensure they have the proper authoriza on from 
their broker dealer to engage in the sale of that par cular line of business. A new line of business can include  
Variable, Registered Index-Linked, Fixed Index, or Fixed annui es. 
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Completing the sale 
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4.1 The Applica on and other forms 
 
INFORMATION 
 

Informa on provided on all forms must be accurate and complete to the best of the Financial              
Professional's knowledge and belief. 
All applica ons must bear the correct date. Jackson strictly prohibits preda ng and postda ng  
applica ons by the Financial Professional. 
 

SIGNATURES 

 
Financial Professional must: 

Ensure that the applicant understands the applica on ques ons. 
Obtain signatures of the required par es on the applica on and other required forms only a er the  
applica on and forms are completed. Do not request or allow an applicant to sign blank forms. 
Ask that the applicant read the applica on and all required forms and to con rm that all answers  
provided are accurate and complete. 
Not a x or allow to another person to a x a signature or ini als that are not their own. 
Sign as a witness to another person's signature only when made in the Financial Professional's presence. 

 
CHANGES 
 
Financial Professionals: 

Have no authority to change answers on an applica on without the knowledge, consent and wri en  
approval of the applicant or insured, as applicable. 
Must not make, waive, alter or discharge the rates, terms or condi ons of any Jackson contract, policy, 
applica on or other forms without Jackson's prior wri en approval. 

  

4.2 Accep ng premiums 
 
Jackson permits payment of premium only by check made payable to Jackson Na onal Life Insurance  
Company/Jackson of New York. Financial Professionals may not receive premium funds in cash or any other 
instrument payable to any person or en ty other than Jackson. 
 
Financial Professionals should instruct clients to remit renewal premiums directly to Jackson's Remi ance 
Processing Department. If a Financial Professional receives policy or contract premiums, the Financial  
Professional must promptly mail the payment to Jackson's Remi ance Processing Department. Jackson  
reserves the right to reject and return any policy or contract premium for any reason. 
 
4.3 Contract delivery and delivery requirements Annuity contracts 
 
Financial Professionals should deliver the contract to clients in person, and at delivery should rea rm that 
the client understands the contract and con rm the client's reasons for purchase. If a contract must be 
mailed, the Financial Professional should use "cer ed mail, return receipt requested" to ensure  
documenta on of delivery. All delivery receipts should be maintained as part of the client’s records. 
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Some states impose regula ons that may require that a Financial Professional obtain a Policy Delivery  
Receipt.  
 
4.4 File Documenta on 
 
 
Financial Professionals' les should include, but not be limited to: 

Copies of Jackson-approved illustra ons signed by the client. 
Copies of any sales material presented to the client. 
Case notes, including documenta on of recommenda ons made and why. 
Trust papers, corporate resolu ons, etc., evidencing the applicant's authority to enter into the contract. 
Telephone log of calls related to the transac on. 
Copies of correspondence related to the transac on. 
A copy of the policy/contract and applica on forms. 
A copy of signed Policy Delivery Receipt. 
Copies of the applica on 
Copies of sales proposal and brochures used during the sale 
Copies of correspondence to and from the client 
Copies of any disclosure documenta on to the client. 
An -Money laundering materials. 

Proper documenta on is extremely important should a Financial Professional nd it necessary to  
respond to an allega on of misconduct or to a client's complaint. 
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Data security, privacy and 
anti-money laundering 
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FINANCIAL PROFESSIONAL NUMBER AND LOG-IN INFORMATION 

Jackson will provide appointed Financial Professionals a Jackson Financial Professional number that enables 
the them to access they and their clients' account informa on through the Jackson website. Jackson           
considers the Financial Professional number and log-in informa on proprietary business  
informa on which must be kept con den al. A Financial Professional's use of the Jackson website to access 
client informa on is solely to permit or facilitate service to clients. 
 
Financial Professionals may not provide their Financial Professional number or log-in informa on to  
anyone for any purpose and must use the delega on feature provided to grant access to an authorized party. 
Jackson may suspend or terminate a Financial Professional who provides access to the Jackson website in  
viola on of this prohibi on. Financial Professionals with ques ons concerning access to the Jackson website 
may contact Jackson Web Assistance at (877) 565-2968. 
 
DATA PROTECTION AND SECURITY 

Financial Professionals shall have security and privacy controls in place that address the management of  
security and data protec on in accordance with industry best prac ces as well as all applicable state and    
federal rules and regula ons for all machines with access to  Jackson Data. This includes, but is not limited to, 
training all o ce sta /employees on informa on security; up to date an virus/an malware so ware;        
upda ng or patching all devices, opera ng systems, and applica ons; use of strong, unique passwords; use of 
Mul -Factor Authen ca on; and rewall protec on. 
 
Financial Professionals shall monitor systems and processes for security intrusions or viola ons and must  
no fy Jackson of suspicious cyber ac vity. A wri en incident response plan that ensures that all Security 
Breaches are promptly responded to and reported (“Security Breach Response Plan”) promptly is required. 
The Security Breach Response Plan should include (1) the internal processes for responding to Security 
Breaches, (2) the goals of the incident response plan, (3) the de ni on of clear roles, responsibili es and lev-
els of decision-making authority, (4) external and internal communica ons and informa on sharing, and (5)  
iden ca on of requirements for the remedia on of any iden ed weaknesses in the Program, systems, and 
associated controls. Financial Professionals shall be responsible for any and all Security Breaches, including 
Security Breaches made by employees and subcontractors. 
 
5.1 Privacy compliance 
 
The Gramm-Leach-Bliley Act ("GLBA'') regulates nancial ins tu ons' (including, insurance companies,  
agencies and Financial Professionals, and broker/dealers and banking en es) informa on sharing and  
protec on prac ces. Each state is responsible to enact regula ons to implement the GLBA privacy  
requirements and other applicable privacy requirements as they apply to the insurance industry. Financial 
Professionals should educate themselves about the speci c privacy regula ons adopted in each state in 
which they are licensed and appointed with Jackson. 
 
Privacy regula ons require that nancial ins tu ons safeguard customer’s personal informa on and develop 
a policy regarding their prac ces for collec on and sharing non-public personal informa on. Addi onally,  

nancial ins tu ons are required to provide no ce of these prac ces to their customers at the me a  
rela onship is established. In certain situa ons, nancial ins tu ons are also required to provide no ce of 
their privacy policy to customers annually. State and federal privacy regula ons permit nancial ins tu ons 
to share customer non-public personal informa on for the ins tu on's everyday business purposes - such as 
to process transac ons and maintain accounts, to prevent fraud and to respond to court orders and legal 
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Inves ga ons. As a general rule subject to limited excep on, nancial ins tu ons that wish to share infor-
ma on for other purposes must provide each customer with an opportunity to limit (or opt out of) the infor-
ma on sharing. 
 
Jackson recognizes that its customers expect Jackson to protect their informa on and to use that informa on 
responsibly, and Jackson is commi ed to ful lling that expecta on. For that reason, as indicated in Jackson's 
Privacy No ce, Jackson will share informa on, if at all, only pursuant to the excep ons permi ed by law. 
 
 

5.2 An -Money laundering 
 
WHAT IS MONEY LAUNDERING? 

Money laundering is the prac ce of disguising the proceeds and true ownership of funds derived from illegal 
ac vi es, or the ltering of legal money intended for illegal purposes. The prac ce can involve a single  
transac on or a series of transac ons that conceal or disguise the nature, source, ownership, control or  
intended use of the proceeds. 

The money laundering process is comprised of three phases: 

Placement: The illicit proceeds are deposited into the nancial system through transac ons such as bank 
deposits or the purchase of insurance products. 
Layering: The illicit proceeds are separated from their criminal source through complex nancial  
transac ons. 
Integra on: The proceeds are put back into circula on into the economy with the appearance of legality 

 
IDENTIFICATION OF CUSTOMERS 
 
The single most signi cant factor in preven ng money laundering is "Know Your Customer." Financial Profes-
sionals must know their customers well enough to ensure that they are who they claim to be and must be 
su ciently familiar with their customers' investment prac ces so that any transac ons outside the norm can 
be readily iden ed. 
 
Under the AML regula ons, insurance companies that issue or underwrite covered products are required to 
obtain relevant customer-related informa on necessary for an e ec ve AML program. In turn, and as de-
scribed below, Jackson expects the Financial Professional to obtain this informa on and share it with Jackson. 
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Relevant customer-related informa on includes: 

Name 
Date of birth 
Address 
Taxpayer iden ca on number (for U.S. persons) 

 
Jackson uses its annuity products' applica on forms for to collect the required informa on. Jackson requires 
all ques ons on applica ons to be fully and accurately completed. 

 
If a poten al customer either refuses to provide required informa on when requested, or appears to have 
inten onally provided misleading informa on, Jackson will not issue the customer a new annuity contract. 
 
Appropriate documents for verifying customers' iden es include the following: 

For an individual, an unexpired government-issued iden ca on evidencing na onality or residence and 
bearing a photograph or similar safeguard such as a driver's license or passport.  
For an en ty, documents demonstra ng the en ty's legal existence such as cer ed ar cles of              
incorpora on, a government-issued business license, a partnership agreement or a trust instrument. 

 
Financial Professionals are not required to verify that documents a customer o ers for iden ty  
veri ca on has been validly issued and may rely on a government issued iden ca on as veri ca on of a 
customer's iden ty. If, however, a Financial Professional suspects that the document shows some  
obvious form or fraud, the Financial Professional must consider that suspicion when evalua ng  

Financial Professionals should immediately report any concerns regarding the validity of a  
customer's iden ca on documents to AML-Jackson@jackson.com. 

If a Financial Professional suspect that an iden fying document shows some obvious form of fraud, they 
should document their e orts to verify a customer's iden ca on, including all iden fying informa on pro-
vided by a customer, the methods the Financial Professional employed to verify iden ca on, and the reso-
lu on of any discrepancies. The Financial Professional's documenta on should contain a descrip on of any 
document that they relied on to verify a customer's iden ty, no ng the type of document, any iden ca on 
number contained in the document, the place of issuance, and the date of issuance and expira on date if ap-
plicable. Financial Professionals should also document the resolu on of each substan ve discrepancy discov-
ered when verifying the iden fying informa on obtained. Financial Professionals must retain records of all 
iden ca on informa on for ve years a er an annuity contract or life insurance policy is terminated and 
must retain records made about veri ca on of the customer's iden ty for ve years a er the record is made. 
 
Jackson opposes money laundering and other ac vi es that facilitate money laundering or the funding of  
terrorist or criminal ac vi es. Jackson is vigorously commi ed to complying with all laws and regula ons  
designed to combat money laundering ac vity, including those rules and regula ons that require the  
repor ng of transac ons involving currency, certain monetary instruments, and suspicious ac vity. It is ex-
pected that all Financial professionals share this stance in spirit and in prac ce. 
On October 31, 2005, the Department of Treasury issued nal regula ons e ec ve May 2, 2006, with respect 
to an -money laundering ("AML") programs for insurance companies. The regula ons require insurance 
companies to develop an AML program that includes training. : 
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The AML regula ons apply to the following:  
Permanent life insurance, other than group life insurance  
Annuity contracts, other than group annuity contracts 
Any other insurance product with features of cash value or investment 

  

Jackson is responsible for ensuring that relevant persons receive training on money laundering preven on on 
a regular basis; fully understand relevant AML procedures and their importance; and understand the  
rami ca ons of noncompliance. 
 
Financial Professionals are in a unique posi on to obtain informa on regarding the customer, the customer's 
source of funds for the products Financial Professionals sell, and the customer's reasons for purchasing an 
insurance product. 
Because the federal laws de ne marijuana as an illegal drug, and because of the risk inherent in marijuana-
related businesses, Jackson does not issue any contracts to an individual or business involved in the  
manufacture, sale or distribu on of marijuana. Jackson asks that Financial Professionals assist Jackson  
iden fying any customers involved in marijuana-related businesses and who submit an applica on to Jackson 
so that Jackson can decline that applica on. Financial Professionals that discover that Jackson has issued a 
contract to customer involved in marijuana-related businesses should contact Jackson at  
AML-Jackson@jackson.com. 
 
SUSPICIOUS ACTIVITY 
 
In accordance with the repor ng procedures below, Financial Professionals must no fy Jackson in if they de-
tect any suspicious ac vity, also referred to as "red ags." Jackson's AML Team will determine whether a Sus-
picious Ac vity Report ("SAR") must be led with FinCEN. See the sec on tled "Repor ng of Suspicious Ac-

vity" for further informa on on this process. 
 

The customer exhibits unusual concerns regarding Jackson's compliance with government  
repor ng requirements and/or Jackson's AML policies. 

The customer is reluctant or refuses to reveal informa on concerning business ac vi es, or  
furnishes unusual or suspect iden ca on or business documents. 

The customer wishes to engage in transac ons that lack business sense or apparent investment 
strategy, or that are inconsistent with the customer's stated nancial goals. 

The customer provides false, misleading or substan ally incorrect informa on regarding the source 
of transac on funds. 

The customer has a suspicious background or is the subject of news reports indica ng possible 
criminal, civil or regulatory viola ons. 

The customer exhibits a lack of concern regarding risks, surrender charges or other transac on 
costs. 

Any a empted unusual method of payment, par cularly by cash or cash equivalents such as money 
orders or cashier checks. 
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Payment of large sums "broken" into mul ple smaller sums. 

The purchase or funding of a product that appears to exceed a customer's known income or liquid 
net worth. 

The customer has di culty describing the nature of, or lacks general knowledge of, the person's 
business or industry. 

REPORTING OF SUSPICIOUS ACTIVITY 

Jackson’s AML O cer has the sole responsibility to respond to any inquiry regarding the subject ma er of 
any SAR. Financial Professionals must not, under any circumstances, disclose the fact that a SAR has been 

led or considered, or disclose the contents of a SAR, to the subject of a SAR or to any third party. Financial 
Professionals should report any suspicious ac vity to the Money Laundering  
Repor ng O cer via email to AML-Jackson@jackson.com. 
 
PENALTIES FOR NONCOMPLIANCE 
Jackson and its Financial Professionals share an important responsibility to comply with Jackson's AML  
program and all applicable AML laws. Noncompliance will cons tute grounds for discipline, up to and  
including termina on. In addi on, a Financial Professional's viola on of AML laws may expose the Financial 
Professional to substan al penal es under federal law. 
 
5.3 Fraud 
 
Jackson does not tolerate fraud, be it internal or external, and whether perpetrated by outsiders, customers, 
Financial Professionals or associates. 
 

Fraud is de ned as any act characterized by deceit, concealment or viola on of trust that is commi ed by an 
individual or organiza on to obtain money, property or services; avoid payment or loss of services; or secure 
a personal or business advantage. Jackson and its Financial Professional share an important responsibility to 
detect and prevent external fraud directed against the Company by contract/policy owners, bene ciaries or 
other third par es. 
 

External fraud examples include: 
Submi ng altered or forged documents to the Company in order to withdraw or transfer funds; 

Submi ng false claims; 
Nego a on of counterfeit, altered or forged checks; and  
Altering applica ons, forms or other documents submi ed to the Company. 

 
The following is a non-exclusive list of indicators related to external fraud. The occurrence of a speci c  
indicator, in and of itself, does not substan ate the existence of fraudulent acts, but rather should serve as a 
basis for raising suspicion and possible no ca on to Jackson.  
 

Par al or full surrender request is received shortly a er a change of address on the contract/policy; 
Par al or full surrender request indicates that funds should be sent to somewhere other than the address 
of record; 
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Par al or full surrender request indicates that the funds should be payable to an individual other than the 
owner(s), or directed to an account which is not of iden cal ownership; 
False and/or misleading informa on is discovered on the contract applica on, claim paperwork,  
surrender paperwork or transfer/exchange paperwork 
The claimant/requestor is apparently experiencing events which may lead to nancial di culty, such as 
separa on or divorce, unemployment, business declines or defaults, medical or legal expenses; 
Submi ed documents appear to be altered and/or forged. 

It is Jackson’s policy that all Financial Professionals must report all instances of known or  
suspected fraud related to Jackson business to Jackson’s Special Inves ga ons Unit via email to 
siu@jackson.com. Financial Professionals must also cooperate with Jackson related to any fraud 
inves ga on. 

5.4 Elder financial exploitation 
 
Elder nancial exploita on is the fraudulent or otherwise illegal, unauthorized, or improper act or process of 
an individual, including a caregiver or duciary, who uses the resources of an older individual for monetary or 
personal bene t, pro t, or gain, or that results in depriving an older individual of righ ul access to, or use of 
bene ts, resources, belongings, or assets. Some examples of elder nancial exploita on include: 

Iden ty the ; 
Check fraud; 
Counterfeit debit/credit cards; 
Misuse by caretakers, including the  of property and money; 
Lo ery and sweepstakes scams; 
Romance scams; 
Grandparent/imposter scams; 
Tax and debt collec on scams; and  
Home improvement scams. 
 

The following is a non-exclusive list of indicators speci cally related to elder nancial exploita on. The occur-
rence of a speci c indicator, in an of itself, does not substan ate the existence of elder nancial exploita on 
but rather should serve as a basis for raising suspicion and possible referral to Jackson. 

Withdrawal frequency that is inconsistent with prior transac on pa erns; 
Disregard for surrender/withdrawal charges; 
The elder appears confused about withdrawal/surrender ac vity associated with the contract; 
A caregiver or other individual shows excessive interest in the elder’s nances or assets, does not allow 
the elder to speak for themselves, or is reluctant to leave the elders side during conversa ons; 
The elder shown an unusual degree of fear or submissiveness towards a caregiver, or expresses a fear of 
evic on or nursing home placement if money is not given to a caregiver; 
You are unable to speak directly with the elder, despite repeated a empts to contact them; 
A new caretaker, rela ve, or friend suddenly begins conduc ng nancial transac ons on behalf of the el-
der with- out proper documenta on; 
Caregiver insists that you call at a certain me to speak to the elderly contract/policy owner; 
Frequent follow-up calls from the caregiver asking for status of a payment; 
The elderly customer moves away from exis ng rela onships and toward new associa ons with other 
“friends” or strangers; 
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The elderly individual’s nancial management changes suddenly, such as through a change of power of 
a orney to a di erent family member or a new individual; and 
The elderly customer lacks knowledge about his or her nancial status or shows a sudden reluctance to 
discuss nancial ma ers. 

It is Jackson’s policy that all Financial Professionals must report all instances of known or sus-
pected elder nancial exploita on related to Jackson business to Jackson’s Special Inves ga ons 
Unit via email to siu@jackson.com.    
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Other 
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6.1 Complaint handling 
 
Jackson treats all client concerns seriously and is commi ed to their prompt and fair resolu on. 
 

Financial Professionals must no fy Jackson's Customer Rela ons Department immediately of any contract or 
policy owner complaints, disciplinary proceedings against the Financial Professional, or threatened or led  
arbitra on ac on or civil li ga on against the Financial Professional arising out of the solicita on or servicing 
of the contracts or policies (each a "Claim"). Addi onally, Financial Professionals must promptly forward any 
no ce or legal process served on them to the Customer Rela ons Department by cer ed mail, by email to 
customercare@jackson.com (with “Customer Rela ons” in the subject line), or by other means which can be 
tracked. 
 
Financial Professionals must cooperate with Jackson in inves ga ng, responding to, se ling and/or li ga ng 
any Claim. Financial Professionals must respond to Jackson's inquiries thoroughly and promptly, and with all 
relevant informa on and documenta on. The response must be within the me frame requested by Jackson 
or such other agreed upon me frame. Financial Professionals must submit to Jackson, and obtain  
Jackson's approval of, any proposed communica on to any contract or policy owner or other third party re-
garding any Claim before sending such communica on. 
 
When Jackson receives allega ons of Financial Professional misconduct of any kind, Jackson will contact the 
Financial Professional and request a wri en statement addressing the allega ons. Jackson expects Financial 
Professionals to respond thoroughly and promptly, and to include all relevant informa on and documenta-

on. The response must be provided within the meframe requested by Jackson or such other agreed upon 
me frame. Failure to do so will result in disciplinary ac on, up to and including termina on of the Financial 

Professional's appointment with Jackson. 
 
6.2 Other state requirements 
Jackson does not intend this Manual as an all-inclusive document outlining all state requirements regarding 
Financial Professionals' sales ac vi es. Jackson expects that Financial Professionals will understand the  
requirements of each state in which he/she is licensed and appointed with Jackson. 
 

6.3 Ques ons regarding nancial professional compliance manual 
Financial Professionals should contact Jackson's Compliance Group, a unit within Jackson's Legal Department, 
with any ques ons regarding this Financial Professional Compliance Manual. 
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List of contacts 
Below is a list of Jackson contacts and the concerns related to those areas. Should you be a liated or 
employed with a broker dealer, please review your rm’s policies and procedures regarding the          re-
por ng obliga ons of the concerns contained within this manual.  

 
aml-jackson@jackson.com—for ques ons regarding money laundering 

siu@jackson.com—for ques ons regarding fraud, suspicious ac vity, or elder exploita on 

suitabilitylegal@jackson.com—for ques ons regarding suitability or best interest 

customercare@jackson.com—for submission of complaints 

jacksoncomplianceprogrammanagement@jackson.com— for ques ons regarding this manual 

customercare@jackson.com—for all other general inquiries. 
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