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ADDITIONAL DISCLOSURE SUPPLEMENT 
 

Supplement dated November, 2009 
 

This supplement updates your contract or packaged program (as applicable) information booklet; this Supplement 
will refer to either the contract or packaged program as the “Program”.  It provides you (the employee/participant 
and/or the plan sponsor, as applicable) with important disclosures regarding fund revenue sharing and expenses, 
sales compensation, the availability of other products from ING Life Insurance and Annuity Company (the 
Company) and its affiliates, and other important information. 
 
I. FUND REVENUE SHARING AND EXPENSE DISCLOSURE 
 
Fees Deducted by the Funds 
 
The mutual fund fact sheets show the investment advisory fees, 12b-1 fees and other expenses including service 
fees (if applicable) charged annually by each fund.  See “Fund Fees and Expenses” below and the fund 
prospectuses for further information.  Fund fees are one factor that impacts the value of a fund share.  To learn 
about additional factors, refer to the fund prospectuses. 
 
The Company or its affiliates may receive compensation from each of the funds or the funds’ affiliates based on 
an annual percentage of the average net assets held in that fund by the Company.  The percentage paid may 
vary from one fund company to another.  For certain funds, some of this compensation may be paid out of 12b-1 
fees or service fees that are deducted from fund assets.  Any such fees deducted from fund assets are disclosed 
in the mutual fund fact sheets and fund prospectuses.  The Company or its affiliates may also receive additional 
compensation from certain funds for administrative, recordkeeping or other services provided by the Company or 
its affiliates to the funds or the funds’ affiliates.  These additional payments may also be used by the Company or 
its affiliates to finance distribution.  These additional payments are made by the funds or the funds’ affiliates to the 
Company or its affiliates and do not increase, directly or indirectly, the fund fees and expenses. 
 
In the case of fund companies affiliated with the Company, where an affiliated investment adviser employs 
subadvisers to manage the funds, no direct payments are made to the Company or the affiliated investment 
adviser by the subadvisers.  Subadvisers may provide reimbursement for employees of the Company or its 
affiliates to attend business meetings or training conferences.  Investment management fees are apportioned 
between the affiliated investment adviser and subadviser.  This apportionment varies by subadviser, resulting in 
varying amounts of revenue retained by the investment adviser.  This apportionment of the investment advisory 
fee does not increase, directly or indirectly, fund fees and expenses.  See “Fund Fees and Expenses” below for 
additional information. 
 
How Fees are Deducted.  Fund fees are deducted from the value of the fund shares on a daily basis.  If the fund 
shares are offered under a group annuity contract or group funding agreement, as applicable, this will in turn 
affect the value of subaccounts that purchase the fund shares. 
 
Fund Share Classes.  A single mutual fund usually offers more than one “class” of shares to investors.  The key 
distinctions between these share classes are the charges and ongoing fees borne by the fund and absorbed by 
investors.  These fees may include 12b-1 fees as well as administrative and “Sub-TA” fees (sometimes called 
service fees).  The least expensive classes of mutual fund shares are often called “Initial Class” or “Class I” and 
generally only charge management fees and limited fees for other expenses related to the fund.  These classes of 
shares usually generate the least amount of revenue for the Company, although they may pay service fees.  
Various share classes may charge 12b-1 fees up to the maximum specified in your information booklet.  These 
classes are often called Class A, Service Class, Adviser Class, R Class or S Class shares.  They may also have 
other names. 
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The mutual fund component of the Program may make more than one menu of funds available for the plan 
sponsor to select from.  Generally, these menus differ from one another according to ranges of fund fee expense 
levels, administrative fund fees, and by share class.  Plan sponsors should know that the expense levels 
associated with a fund menu may affect billed expenses and other features of the Program.  In some instances, 
we might require an additional recordkeeping charge to apply as a condition for offering certain funds.  This is 
because other charges are related to the amount of fund revenue that the Company receives.  Plan sponsors 
should discuss with their sales professional how fund revenues may affect services provided as well as other 
Program fees and charges, as mentioned above. 
 
Fund Fees and Expenses 
 
As shown in the mutual fund fact sheets and in the fund prospectuses and as described above, each fund 
deducts management fees from the amounts allocated to the fund.  In addition, each fund deducts other 
expenses which may include service fees that may be used to compensate service providers, including the 
Company and its affiliates, for administrative and plan sponsor or participant services provided on behalf of the 
fund.  Furthermore, certain funds deduct a distribution or 12b-1 fee, which is used to finance any activity that is 
primarily intended to result in the sale of fund shares.  For a more complete description of the funds' fees and 
expenses, review each fund's prospectus. 
 
The Company or its U.S. affiliates receive substantial revenue from each of the funds or the funds’ affiliates, 
although the amount and types of revenue vary with respect to each of the funds offered through the Program.  
This revenue is one of several factors we consider when determining Program fees and charges and whether to 
offer a fund through our Program.  Fund revenue is important to the Company’s profitability, and it is 
generally more profitable for us to offer affiliated funds than to offer unaffiliated funds. 
 
In terms of total dollar amounts received, the greatest amount of revenue generally comes from assets allocated 
to funds managed by Directed Services LLC or other Company affiliates, which funds may or may not also be 
subadvised by a Company affiliate.  Assets allocated to funds managed by a Company affiliate but subadvised by 
unaffiliated third parties typically generate the next greatest amount of revenue.  Finally, assets allocated to 
unaffiliated funds typically generate the least amount of revenue.  The Company expects to make a profit from 
this revenue to the extent it exceeds the Company’s expenses, including the payment of sales compensation to 
its distributors. 
 
Types of Revenue Received from Affiliated Funds 
 
Affiliated funds are: (a) funds managed by Directed Services LLC or other Company affiliates, which may or may 
not also be subadvised by another Company affiliate; and (b) funds managed by a Company affiliate but which 
are subadvised by unaffiliated third parties. 
 
Revenues received by the Company from affiliated funds may include: 
 
• A share of the management fee deducted from fund assets; 
 
• Service fees that are deducted from fund assets; 
 
• For certain share classes, the Company or its affiliates may also receive compensation paid out of 12b-1 fees 

that are deducted from fund assets; and 
 
• Other revenues that may be based either on an annual percentage of average net assets held in the fund by 

the Company or a percentage of the fund’s management fees. 
 
These revenues may be received as cash payments or according to a variety of financial accounting techniques 
that are used to allocate revenue and profits across the organization.  In the case of affiliated funds subadvised by 
unaffiliated third parties, any sharing of the management fee between the Company and the affiliated investment 
adviser is based on the amount of such fee remaining after the subadvisory fee has been paid to the unaffiliated 
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subadviser.  Because subadvisory fees vary by subadviser, varying amounts of revenue are retained by the 
affiliated investment adviser and ultimately shared with the Company. 
 
Types of Revenue Received from Unaffiliated Funds 
 
Revenues received from each of the unaffiliated funds or their affiliates are based on an annual percentage of the 
average net assets held in that fund by the Company.  Some unaffiliated funds or their affiliates pay us more than 
others and some of the amounts we receive may be significant. 
 
Revenues received by the Company from unaffiliated funds include: 
 
• For certain funds, compensation paid from 12b-1 fees or service fees that are deducted from fund assets; and 
 
• Additional payments for administrative, recordkeeping or other services which we provide to the funds or their 

affiliates, such as processing purchase and redemption requests, and mailing fund prospectuses, periodic 
reports and proxy materials.  These additional payments do not increase directly or indirectly the fees and 
expenses shown in each fund prospectus.  These additional payments may be used by us to finance 
distribution of the Program. 

 
These revenues are received as cash payments.  The following table shows the top twenty-five unaffiliated fund 
families ranked according to the total amount they paid to the Company or its affiliates in 2008, in connection with 
packaged programs issued by the Company: 
 
American FundsSM 

Lord Abbett Funds 
Pioneer Investment Management 
Fidelity Investments®1 
OppenheimerFunds, Inc. 
Franklin® Templeton® Investments2 
Janus Capital Management, LLC 
Baron Funds® 
Pax World Funds 
Invesco AIMSM3  
T. Rowe Price Funds4 
MFS Investment Management®5 
MainStay Investments 

Allianz Funds 
American Century Investments 
Hartford Funds 
Neuberger Berman Management, Inc. 
Deutsche Asset Management 
CRM Funds6 
Eaton Vance Distributors, Inc. 
Wells Fargo Funds7 
Columbia Funds 
Keeley Funds 
Evergreen InvestmentsSM8 
RiverSource Investments, LLC 
 

 
If the revenues received from affiliated funds were included in the table above, payments from Directed Services 
LLC and other Company affiliates would be first on the list. 
 
Please note certain management personnel and other employees of the Company or its affiliates may receive a 
portion of their total employment compensation based on the amount of net assets allocated to affiliated funds. 

                                                           
1 Fidelity and Fidelity Investments are registered trademarks of FMR Corp. 
2 Franklin and Templeton are registered trademarks of Franklin Resources, Inc. or its subsidiaries. 
3 Invesco AimSM is a service mark of Invesco Aim Management Group, Inc. Invesco Aim Advisors, Inc. is one of the investment 
advisors for the products and services represented by Invesco Aim; it provides investment advisory services to individual and 
institutional clients and does not sell securities. 
4 T. Rowe Price, Invest With Confidence, and the Big Horn Sheep logo are registered trademarks of T. Rowe Price Group, Inc. 
5 MFS Investment Management® is a registered trademark of Massachusetts Financial Services Company. 
6 “CRM Funds” are distributed by "Professional Funds Distributors, Inc." 
7 Wells Fargo Funds Management, LLC, a wholly owned subsidiary of Wells Fargo & Company, provides investment advisory 
and administrative services for the Wells Fargo Advantage FundsSM.  Other affiliates of Wells Fargo & Company provide sub-
advisory and other services for the Funds.  The Funds are distributed by Wells Fargo Funds Distributor, LLC, member 
FINRA/SIPC, an affiliate of Wells Fargo & Company. 
8 Evergreen InvestmentsSM is a service mark of Evergreen Investments Management Company, LLC. Copyright, 2008, 
Evergreen Investment Management Company, LLC. 
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In addition to the types of revenue received from affiliated and unaffiliated funds described above, affiliated and 
unaffiliated funds and their investment advisers, subadvisers or affiliates may participate at their own expense in 
Company sales conferences or educational and training meetings.  In relation to such participation, a fund’s 
investment adviser, subadviser or affiliate may help offset the cost of the meetings or sponsor events associated 
with the meetings.  In exchange for these expense offset or sponsorship arrangements, the investment adviser, 
subadviser or affiliate may receive certain benefits and access opportunities to Company sales representatives 
and wholesalers rather than monetary benefits.  These benefits and opportunities include, but are not limited to 
co-branded marketing materials; targeted marketing sales opportunities; training opportunities at meetings; 
training modules for sales personnel; and opportunity to host due diligence meetings for representatives and 
wholesalers. 
 
Certain funds may be structured as “fund of funds” (including the ING Solution portfolios and ING Strategic 
Allocation portfolios) which may be available under the Program for your plan.  These funds may have higher fees 
and expenses than a fund that invests directly in debt and equity securities, because they also incur the fees and 
expenses of the underlying funds in which they invest.  These funds are affiliated funds, and the underlying funds 
in which they invest may be affiliated as well.  The fund prospectuses and the mutual fund fact sheets disclose the 
aggregate annual operating expenses of each portfolio and its corresponding underlying fund or funds. 
 
II. SALES COMPENSATION DISCLOSURE 
 
Program Distribution 
 
The Company's subsidiary, ING Financial Advisers, LLC, serves as the distributor for the Programs.  ING 
Financial Advisers, LLC, a Delaware limited liability company, is registered as a broker-dealer with the SEC.  ING 
Financial Advisers, LLC is also a member of the Financial Industry Regulatory Authority (“FINRA”) and the 
Securities Investor Protection Corporation (“SIPC”).  ING Financial Advisers, LLC's principal office is located at 
One Orange Way, Windsor, CT 06095-4774. 
 
The Programs are offered to the public by sales professionals who are registered representatives of ING Financial 
Advisers, LLC, registered representatives of other broker-dealers which have entered into a selling arrangement 
with ING Financial Advisers, LLC, or not registered with any broker-dealer.  We refer to ING Financial Advisers, 
LLC and the other broker-dealers selling the Programs as ”distributors.”  All sales professionals selling the 
Programs must be appropriately licensed as insurance agents for the Company. 
 
The following is a list of broker-dealers that are affiliated with the Company: 
 
Bancnorth Investments Group, Inc. 
Directed Services LLC 
Financial Network Investment Corporation  
Guaranty Brokerage Services, Inc.  
ING America Equities, Inc.  
ING DIRECT Funds Limited  
ING Financial Advisers, LLC 
ING Financial Markets LLC  

ING Financial Partners, Inc.  
ING Funds Distributor, LLC 
ING Investment Advisers, LLC 
ING Investment Management Services LLC 
Multi-Financial Securities Corporation  
PrimeVest Financial Services, Inc.  
ShareBuilder Securities Corporation 
Systematized Benefits Administrators, Inc. 

 
Registered representatives of distributors who solicit sales of the Programs typically receive a portion of the 
compensation paid to the distributor in the form of commissions or other compensation, depending upon the 
agreement between the distributor and the registered representative.  This compensation, as well as other 
incentives or payments, is not paid directly by plan sponsors or participants.  We intend to recoup this 
compensation and other sales expenses paid to distributors through fees and charges imposed under the 
Programs. 
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Compensation Arrangements 
 
Commission Payments.  Persons who offer and sell the Programs may be paid a commission.  If applicable, the 
commissions paid for the Program are described in your information booklet. 
 
Other Compensation Arrangements.  To the extent permitted by SEC and FINRA rules and other applicable 
laws and regulations, we may also pay or allow other promotional incentives or payments in the form of cash 
payments or other compensation to sales professionals and distributors, which may require the sales professional 
or distributor to attain a certain threshold of sales of Company products. Under one such program, we may pay 
additional amounts to distributors in connection with a participant's increased or re-started contributions and/or the 
number of participant enrollments completed by a registered representative during a specified time period. These 
other promotional incentives or payments may not be offered to all distributors and may be limited only to ING 
Financial Advisers, LLC and other distributors affiliated with the Company.   
 
We may also enter into special compensation arrangements with certain distributors based on those firms’ 
aggregate or anticipated sales of the Programs or other criteria.  These arrangements may include commission 
specials, in which additional commissions may be paid in connection with premium payments received for a 
limited time period, within the maximum commission rates noted above.  These special compensation 
arrangements will not be offered to all distributors, and the terms of such arrangements may differ among 
distributors based on various factors.  These special compensation arrangements may also be limited only to ING 
Financial Advisers, LLC and other distributors affiliated with the Company.  Any such compensation payable to a 
distributor will not result in any additional direct charge to you by us. 
 
Some sales personnel may receive various types of non-cash compensation as special sales incentives, including 
trips, and we may also pay for some sales personnel to attend educational and/or business seminars.  Any such 
compensation will be paid in accordance with SEC and FINRA rules.  Management personnel of the Company, 
and of its affiliated broker-dealers, may receive additional compensation if the overall amount of investments in 
funds advised by the Company or its affiliates meets certain target levels or increases over time.  Compensation 
for certain management personnel, including sales management personnel, may be enhanced if management 
personnel meet or exceed goals for sales of the contracts, or if the overall amount of investments in the contracts 
and other products issued or advised by the Company or its affiliates increases over time.  Certain sales 
management personnel may also receive compensation that is a specific percentage of the commissions paid to 
distributors or of purchase payments received under the Programs, or which may be a flat dollar amount that 
varies based upon other factors, including management’s ability to meet or exceed service requirements, sell new 
contracts or retain existing contracts, or sell additional service features such as a common remitting program. 
 
In addition to direct cash compensation for sales of contracts described above, ING Financial Advisers, LLC may 
also pay distributors additional compensation or reimbursement of expenses for their efforts in selling the 
Programs to plan sponsors and other customers.  These amounts may include: 
 
• Marketing/distribution allowances that may be based on the percentages of purchase payments received, the 

aggregate commissions paid and/or the aggregate assets held in relation to certain types of designated 
insurance products issued by the Company and/or its affiliates during the year; 

 
• Loans or advances of commissions in anticipation of future receipt of purchase payments (a form of lending to 

registered representatives).  These loans may have advantageous terms, such as reduction or elimination of 
the interest charged on the loan and/or forgiveness of the principal amount of the loan, which may be 
conditioned on fixed insurance product sales; 

 
• Education and training allowances to facilitate our attendance at certain educational and training meetings to 

provide information and training about our products.  We also hold training programs from time to time at our 
own expense; 

 
• Sponsorship payments or reimbursements for distributors to use in sales contests and/or meetings for their 

registered representatives who sell our products.  We do not hold contests based solely on sales of this 
product; 
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• Certain overrides and other benefits that may include cash compensation based on the amount of earned 

commissions, representative recruiting or other activities that promote the sale of contracts; and 
 
• Additional cash or noncash compensation and reimbursements permissible under existing law.  This may 

include, but is not limited to, cash incentives, merchandise, trips, occasional entertainment, meals, and tickets 
to sporting events, client appreciation events, business and educational enhancement items, payment for 
travel expenses (including meals and lodging) to pre-approved training and educational seminars, and 
payment for advertising and sales campaigns. 

 
We pay dealer concessions, wholesaling fees, overrides, bonuses, other allowances and benefits and the costs of 
all other incentives or training programs from our resources, which include the fees and charges imposed under 
the Programs. 
 
The following is a list of the top twenty-five selling firms that, during 2008, received the most compensation, in the 
aggregate, from us in connection with the sale of packaged programs and registered and unregistered variable 
separate account contracts issued by the Company ranked by total dollars received: 
 
Fidelity Insurance Agency, Inc. Walnut Street Securities, Inc.® 
ING Financial Partners, Inc. Morgan Stanley & Co., Incorporated 
LPL Financial Corporation Mutual Service Corporation 
NFP Securities, Inc. Huckin Financial Group, Inc. 
Park Avenue Securities, LLC Tower Square Securities, Inc. 
Financial Network Investment Corporation Financial Telesis Inc./JHW Financial & Insurance  
SagePoint Financial, Inc. Services 
Lincoln Financial Securities Corporation Multi-Financial Securities Corporation 
NRP Financial, Inc. American Portfolios Financial Services, Inc. 
Lincoln Financial Advisors Corporation National Planning Corporation 
Symetra Investment Services, Inc. Royal Alliance Associates, Inc. 
Morgan Keegan and Company, Inc. Securities America, Inc. 
Northwestern Mutual Investment Services, LLC M Holdings Securities, Inc. 
 
 
If the amounts paid to ING Financial Advisers, LLC were included, ING Financial advisers, LLC would be first on 
the list.  This is a general discussion of the types and levels of compensation paid by us for the sale of the 
Program.  It is important for you to know that the payment of volume or sales-based compensation to a distributor 
or registered representative may provide that registered representative a financial incentive to promote our 
Programs over those of another company, and may also provide a financial incentive to promote one of our 
Programs over another. 
 
The names of the distributor and/or the registered representative responsible for your account are stated in your 
enrollment materials. 
 
Third Party Compensation Arrangements.  The Company may seek to promote itself and the Programs by 
sponsoring or contributing to events sponsored by various associations, professional organizations and labor 
organizations. 
 
The Company may make payments to associations and organizations, including labor organizations, which 
endorse or otherwise recommend the Programs to their membership.  If an endorsement is a factor in the plan 
sponsor’s Program purchasing decision, more information on the payment arrangement, if any, is available upon 
request. 
 
At the direction of the plan sponsor, we may make payments to the plan sponsor, its representatives or third party 
service providers intended to defray or cover the costs of plan or Program related administration.  
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III. PRODUCT SUITE DISCLOSURE 
 
We and our affiliates offer plan sponsors various other products, with different features and terms than the 
Program, that may offer some or all of the same funds.  These products differ according to benefits, fees and 
charges.  Plan sponsors who are interested in learning more about these other products may contact their sales 
professional. 
 
IV. OTHER IMPORTANT INFORMATION DISCLOSURE 
 
The Program is not designed to serve as a vehicle for frequent transfers.  Frequent transfer activity can disrupt 
management of a fund and raise its expenses through:   
 
• Increased trading and transaction costs; 
• Forced and unplanned portfolio turnover; 
• Lost opportunity costs; and 
• Large asset swings that decrease the fund’s ability to provide maximum investment return to all contract 

owners and participants. 
 
This in turn can have an adverse effect on fund performance.  Accordingly, individuals or organizations that 
use market-timing investment strategies or make frequent transfers should not purchase or participate in 
the Program. 
 
Excessive Trading Policy.  The Company and its affiliates that provide multi-fund variable insurance and 
retirement products have adopted a common Excessive Trading Policy to respond to the demands of the various 
fund families that make their funds available through our products to restrict excessive fund trading activity and to 
ensure compliance with Rule 22c-2 of the Investment Company Act of 1940 (“1940 Act”). 
 
We actively monitor fund transfer and reallocation activity within our variable insurance products to identify 
violations of our Excessive Trading Policy.  Our Excessive Trading Policy is violated if fund transfer and 
reallocation activity: 
 
• Meets or exceeds our current definition of Excessive Trading, as defined below; or 
• Is determined, in our sole discretion, to be disruptive or not in the best interests of other owners of our 

variable insurance and retirement products, or participants in such products. 
 
We currently define “Excessive Trading” as: 
 
• More than one purchase and sale of the same fund (including money market funds) within a 60 calendar day 

period (hereinafter, a purchase and sale of the same fund is referred to as a “round-trip”).  This means two or 
more round-trips involving the same fund within a 60 calendar day period would meet our definition of 
Excessive Trading; or  

• Six round-trips involving the same fund within a rolling twelve month period. 
 
The following transactions are excluded when determining whether trading activity is excessive: 
 
• Purchases or sales of shares related to non-fund transfers (for example, new purchase payments, 

withdrawals and loans); 
• Transfers associated with scheduled dollar cost averaging, scheduled rebalancing, or scheduled asset 

allocation programs; 
• Purchases and sales of fund shares in the amount of $5,000 or less; 
• Purchases and sales of funds that affirmatively permit short-term trading in their fund shares, and movement 

between such funds and a money market fund; and 
• Transactions initiated by us, another Company affiliate, or a fund. 
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If we determine that an individual or entity has made a purchase of a fund within 60 days of a prior round-trip 
involving the same fund, we will send them a letter (once per year) warning that another sale of that same fund 
within 60 days of the beginning of the prior round-trip will be deemed to be Excessive Trading and result in a six 
month suspension of their ability to initiate fund transfers or reallocations through the Internet, facsimile, Voice 
Response Unit  (VRU), telephone calls to the ING service center or other electronic trading medium that we may 
make available from time to time (“Electronic Trading Privileges”).  Likewise, if we determine that an individual or 
entity has made five round-trips involving the same fund within a rolling twelve month period, we will send them a 
letter warning that another purchase and sale of that same fund within twelve months of the initial purchase in the 
first round-trip will be deemed to be Excessive Trading and result in a suspension of their Electronic Trading 
Privileges.  According to the needs of the various business units, a copy of any warning letters may also be sent, 
as applicable, to the person(s) or entity authorized to initiate fund transfers or reallocations, the agent/registered 
representative, or the investment adviser for that individual or entity.  A copy of the warning letters and details of 
the individual’s or entity’s trading activity may also be sent to the fund whose shares were involved in the trading 
activity. 
 
If we determine that an individual or entity has violated our Excessive Trading Policy, we will send them a letter 
stating that their Electronic Trading Privileges have been suspended for a period of six months.  Consequently, all 
fund transfers or reallocations, not just those that involve the fund whose shares were involved in the activity that 
violated our Excessive Trading Policy, will then have to be initiated by providing written instructions to us via 
regular U.S. mail.  Suspension of Electronic Trading Privileges may also extend to products other than the 
product through which the Excessive Trading activity occurred.  During the six month suspension period, 
electronic “inquiry only” privileges will be permitted where and when possible.  A copy of the letter restricting 
future transfer and reallocation activity to regular U.S. mail and details of the individual’s or entity’s trading activity 
may also be sent, as applicable, to the person(s) or entity authorized to initiate fund transfers or reallocations, the 
agent/registered representative or investment adviser for that individual or entity, and the fund whose shares were 
involved in the activity that violated our Excessive Trading Policy. 
 
Following the six month suspension period during which no additional violations of our Excessive Trading Policy 
are identified, Electronic Trading Privileges may again be restored.  We will continue to monitor the fund transfer 
and reallocation activity, and any future violations of our Excessive Trading Policy will result in an indefinite 
suspension of Electronic Trading Privileges.  A violation of our Excessive Trading Policy during the six month 
suspension period will also result in an indefinite suspension of Electronic Trading Privileges. 
 
We reserve the right to suspend Electronic Trading Privileges with respect to any individual or entity, with or 
without prior notice, if we determine, in our sole discretion, that the individual’s or entity’s trading activity is 
disruptive or not in the best interests of other owners of our variable insurance and retirement products, or 
participants in such products, regardless of whether the individual’s or entity’s trading activity falls within the 
definition of Excessive Trading set forth above. 
 
Our failure to send or an individual’s or entity’s failure to receive any warning letter or other notice contemplated 
under our Excessive Trading Policy will not prevent us from suspending that individual’s or entity’s Electronic 
Trading Privileges or taking any other action provided for in our Excessive Trading Policy. 
 
The Company does not allow exceptions to our Excessive Trading Policy.  We reserve the right to modify our 
Excessive Trading Policy, or the policy as it relates to a particular fund, at any time without prior notice, depending 
on, among other factors, the needs of the underlying fund(s), the best interests of contract owners, participants, 
and fund investors, and/or state or federal regulatory requirements.  If we modify our policy, it will be applied 
uniformly to all contract owners and participants or, as applicable, to all contract owners and participants investing 
in the underlying fund. 
 
Our Excessive Trading Policy may not be completely successful in preventing market-timing or excessive trading 
activity.  If it is not completely successful, fund performance and management may be adversely affected, as 
noted above. 
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Limits Imposed by the Underlying Funds.  Each underlying fund available through the variable insurance and 
retirement products offered by us and/or a Company affiliate, either by prospectus or stated policy, has adopted 
or may adopt its own excessive/frequent trading policy, and orders for the purchase of fund shares are subject to 
acceptance or rejection by the underlying fund.  We reserve the right, without prior notice, to implement fund 
purchase restrictions and/or limitations on an individual or entity that the fund has identified as violating its 
excessive/frequent trading policy and to reject any allocation or transfer request to a subaccount if the 
corresponding fund will not accept the allocation or transfer for any reason.  All such restrictions and/or limitations 
(which may include, but are not limited to, suspension of Electronic Trading Privileges and/or blocking of future 
purchases of a fund or all funds within a fund family) will be done in accordance with the directions we receive 
from the fund. 
 
Agreements to Share Information with Funds.  As required by SEC Rule 22c-2 under the 1940 Act, the 
Company has entered into information sharing agreements with each of the fund companies whose funds are 
offered through the Program.  Plan sponsor and participant trading information is shared under these agreements 
as necessary for the fund companies to monitor fund trading and the Company’s Excessive Trading Policy.  
Under these agreements, the Company is required to share information regarding plan sponsor and participant 
transactions, including but not limited to information regarding fund transfers initiated by participants, if your plan 
allows, or by the plan sponsor.  In addition to information about plan sponsor and participant transactions, this 
information may include personal plan sponsor and participant information, including names and social security 
numbers or other tax identification numbers. 
 
As a result of this information sharing, a fund company may direct us to restrict a plan sponsor’s or participant’s 
transactions if the fund determines that the plan sponsor or participant has violated the fund's trading policies.  
This could include the fund directing us to reject any allocations of purchase payments or account value to the 
fund. 
 
Redemption Fees.  Also as part of complying with Rule 22c-2 under the 1940 Act, certain fund companies may 
deduct redemption fees as the result of withdrawals, transfers or other fund transactions that a participant or the 
plan sponsor initiates.  If applicable, the Company may deduct the amount of any redemption fees imposed by the 
fund(s).  These fees are separate and distinct from any transaction charges or other charges deducted from a 
participant’s account value.  For a more complete description of the funds’ fees and expenses, review the fund 
prospectuses. 
 
 
 
 
  
 

You should consider the investment objectives, risks, charges and expenses of the variable product and/or mutual 
funds, as applicable, offered through a retirement plan carefully before investing.  The prospectuses contain this and 
other information and can be obtained by contacting your local representative.  Please read the information carefully 
before investing. 
 

IRS Circular 230 Disclosure: 
These materials are not intended to be used to avoid tax penalties, and were prepared to support the promotion or 
marketing of the matter addressed in this document.  The taxpayer should seek advice from an independent tax 
adviser. 
 

To request information about your contract or packaged program (as applicable) or if you have questions: 
Plan sponsors:  Please call Plan Sponsor Services toll-free at 1-888-410-9482. 
Participants:  Please contact us at the toll-free phone number found in your enrollment material. 

 
Complaints?  Please contact us at: 
ING Life Insurance and Annuity Company, Contact Center – B2S  
PO Box 99065  
Hartford, CT 06199-0065.   
 
By telephone, participants should contact us at the toll-free phone number found in your enrollment material; plan sponsors 
may use the toll-free Plan Sponsor Services number shown above. 




