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Friends for 24 years (since infancy) , Annie Broich and Allyssa Jensen off to Boise to see Tom Petty. 

(Aren’t they Heart Breakers?) 

Think Community 
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----------------------------------------------------------- 
Thank you for joining us on Open MIC 

 
9:00: AM Pacific Thursday 800 504-8071 Code is 5556463# 

David Townsend at David@annuity.com  

Anthony Owen at Tony@eagleshadowfinancial.com   

Chad Owen at Chad@eagleshadowfinancial.com 

Joe Rych at Joe@annuity.com  Bill Broich at bbroich@msn.com 

Shaun Ebben at shaun@annuity.com      Amber@annuity.com 
   
Life Number 208 297-7818 Cell 208 585-1312  Amber O'Brien 208 297-7747 

Jayson Lynch: Email: Jayson@annuityagentsalliance.com 

Phone: 888-742-4368 X2    Cell: 919-247-5927 

 

Of Interest 

"In the beginning of a change the patriot is a scarce man, and brave, and 

hated and scorned. When his cause succeeds, the timid join him, for then it 

costs nothing to be a patriot."         Mark Twain 

 

 ‘Investing is the process of methodically and creatively exploiting the 

information gleaned from our calculation of risk, while accepting the fact 

that uncertainty can never be completely eliminated. ‘              Marshall Jaffe 

 

Editorial 
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I can think of no other occupation that can provide as much income, 

satisfaction and independence as being an annuity salesman. What else 

could you do where so much free time can be generated than in our 

business?  Chad Owen is a perfect example; he is industrious, successful 

and very generous.  He is able to provide for his family working part of the 

year and being able to complete his church and missionary work with his 

full attention focused. 

Why it is that so many agents struggle, what separates Chad Owen from the 

strugglers?  How can anyone not see the absolute beauty of our business?  I 

love it and I have such satisfaction of what our products really mean.  I have 

been an annuity peddler since 1992 and I have been able to witness 

firsthand the power of these products and the benefits they offer. 

I wish I had kept track of the number of times my clients have thanked me 

for what our products have done for them, the number is very large. In fact 

2 weeks ago a new widow and longtime client of mine told me that her 

financial future was based on following my advice and buying annuities.  

Over the years I was able to gather several thousand clients (life and 

annuity) and the underlying effect of that effort was always safety and 

security, when you see it in real life it becomes so obvious.  Our products 

offer guarantees, guarantees with real meaning.  

Back to the difference between a Chad Owen and a lesser agent, it is so 

simple, it hardly needs mentioning. Chad is no different than any of us; he 

just knows how to do one thing very well. 

Invest in his business.   

Finding someone to see face to face.  Once early in my career Phyllis and I 

were struggling financially because of the simple fact I did not have enough 

people to see, I was short on marketing money.  We set down and discussed 

our options and decided to go for it! She had enough faith in me and I knew 

I could sell if I could just find the folks to talk to.  We borrowed on our 

home and invested in our business marketing over the next couple of years 

and guess what, I was able to pay the loan back in less than a year.  
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Why?  Because I had the confidence I could sell, all that was needed was the 

vehicle to reach people. Leads. We tested so many things, and through that 

evolution came this fabulous crew (I mean that), David and Joe then came 

Annuity.com. 

What would have happened if I had failed and wasn’t able to pay back the 

loan?  I will add Chad’s answer, because he and Anthony did the same 

thing.  “Not a chance that I am going to fail.  Not a chance.” 

I am in no way encouraging you to be reckless with your money by 

borrowing more than you can re-pay or above your comfort level, but my 

personality is based on my life long belief and commitment that the word 

NO doesn’t exist when  a goal is set.    

 

Look at this article; we are in the best possible situation of anyone at any 

time.  Our time is now, 10,000 baby boomers a day reach age 65 and it 

will continue for the next 15 years. 

 

http://www.lifehealthpro.com/2014/08/01/7-facts-about-annuities-you-should-know?t=life-planning-

strategies 

 

7 facts about annuities you should know 

By Warren S. Hersch 

Annuity sales in 2013 totaled $220.9 billion, of which $209.9 billion were attributable to 
deferred annuities. 
 
How is the rise in life expectancy impacting financial needs in retirement? Which 
annuities nabbed the lion’s share of product sales last year? And why are the wealthy—
particularly the most affluent among them—buying annuities, given their other 
substantial assets? 

Answers to these questions, among many others, are forthcoming in the Insured 
Retirement Institute’s “IRI Fact Book 2014.” The 198-page report, an all-
encompassing guide to information, trends and data in the retirement income space, 

http://www.lifehealthpro.com/2014/08/01/7-facts-about-annuities-you-should-know?t=life-planning-strategies
http://www.lifehealthpro.com/2014/08/01/7-facts-about-annuities-you-should-know?t=life-planning-strategies
http://www.lifehealthpro.com/author/warren-s-hersch
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explores the state of the industry, annuity product innovations, and solutions for 
generating immediate and future income needs. 

The report also details consumer use and attitudes towards annuities, spotlights trends 
among baby boomers and generation X women, examines boomer expectations for 
retirement this year, and delves into the regulation and taxation of annuities. 

The following is a sampling of key findings unveiled in the report. 

 

Fact 1: Americans are living longer amid rising healthcare 

costs. 

The IRI Fact Book 2014 reveals a significant increase in the life expectancy of 65-

year-olds over the past quarter century. In 2010, the average life 
expectancy for a 65-year-old male was 82.7. This 
compares with 79.1 years in 1980. 

“While an increase of three years may not seem dramatic over a lifetime, it can have a 
significant impact on one’s retirement security,” the report states. 

To make its point, the report cites the example of an individual with annual expenses of 
$50,000 in retirement. Expenses for a 65-year-old living 14 years in retirement would 
total $700,000.  Assuming this person lives 17 years in retirement, the additional three 
years of expenses would bring the total to $850,000, a 21 percent rise. 

The report adds that healthcare costs for the average 65-year-old will be $250,000 over 
a 20-year retirement and nearly $500,000 over a 30-year retirement. 

 

Fact 2: Deferred and variable annuities accounted for most 

annuity sales in 2013 

Annuity sales in 2013 totaled $220.9 billion, (yes that was 
billion!!!!!....BB) of which $209.9 billion were attributable to deferred annuities 
and $11.0 billion to immediate annuities. Variable annuities accounted for $142.8 
billion, whereas fixed annuities hit $78.1 billion. 

Assets under management in annuities reached a record-high of nearly $2.6 trillion. 

“While some companies have slowed down or eliminated new annuity sales, there has 
been an influx of private equity firms entering the annuity market, specifically by 
purchasing interests in fixed-indexed companies, as well as variable annuity blocks,” the 
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report states. “Additionally, companies are innovating with new products that are less 
capital-intensive, which may increase the capacity at certain companies.” 

 

Fact 3: Sales of fixed immediate income annuities have 

more than doubled since 2003 and were up 20 percent in 2013 
alone 

The report expects sales of fixed immediate income annuities to continue to increase. 

Among the reasons why: Lifetime payouts remain attractive in the 
current low interest rate environment due to survivorship 
credits. And these credits will become more appealing as interest rates rise. 

The report notes also that that federal government has been encouraging  employer 
sponsors of defined contribution retirement plan, such as 401(k)s, to offer these 
annuities as options for retiring employees. 

“Their popularity is likely to rise as the public becomes more familiar with 
them in this context,” the report states. The research adds that carriers are “adding 
liquidity and inflation-protection features to existing products, or introducing new ones 
with these features, to overcome advisors’ and consumers’ historic objections to the 
products. 

 

Fact 4: In 2013, 72 percent of variable annuity sales were in 

products offering a guaranteed minimum withdrawal benefit 
(GMWB) or guaranteed minimum income benefit (GMIB) 

The report observes that the top-selling variable annuity products are consistently sold 
or offered with a GMWB or GMIB option; and that about 70 percent of sales are 
reported in qualified plans (i.e., sales wherein tax-deferral is a function of the plan, not 

the product.) I can’t think of the last FIA I sold that didn’t contain an 
income rider 

 

Fact 5: More than one in three (36 percent) investors have 

an annuity within their investment portfolio. 
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Wealthier clients understand the importance of 
annuities 

The research observes, however, that this percentage is down from the 42 percent of 
investors who reported owning an annuity in 2012. The use of fixed, fixed income and 
variable annuities is also down from 2012. 

The research adds that owners of variable annuities are equally likely to be male or 
female (51 percent vs. 49 percent). Indexed annuity owners are more likely to be 
males (58 percent vs. 42 percent), whereas fixed annuity owners are somewhat 
more likely to be female (53 percent vs. 47 percent). 

The study notes also that, in 2013, ownership of fixed annuities is greatest among the 
Generation X and Y affluent populations (62 percent combined). Older generations 
(those born in 1956 or before) are more likely to own fixed (60 percent) and variable (57 
percent) annuities. 

 

Fact 6: Familiarity with annuities and their benefits 

increases with wealth, as does the belief that annuities can 
diversity and protect assets. 

The research reveals that 20 percent of investors with more than $5 million in 
investable assets say that they plan to purchase an annuity in the next year. 

“While wealthier clients may be among the greatest annuity product 
advocates, they also are the group to most likely express skepticism over an insurer’s 
trustworthiness and ability to fulfill long-term guarantees,” the report states. “For these 
investors, an insurer’s financial strength ratings and communication process of how 
guarantees are competitive, yet prudently hedged and priced, are of utmost 
importance.” 

 

Fact 7: Nearly half of households (43 percent) cite 

guaranteed monthly benefits as the primary reason for 
purchasing an annuity. 

The research indicates that this reason is especially prevalent among investors with $2 
million in investable assets. Investors owning investable assets between $2 million and 
$5 million place the greatest importance on potential account growth (41 percent). In 
contrast, the wealthiest investors (those with $5 million-plus in investable assets) want 
to insure portions of their assets (39 percent). 
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Other reasons cited by the wealthiest investors include: 

● To generate a guaranteed payment each month in retirement (37.6 percent) 

● To provide a potential for account growth (34.9 percent); 

● To receive tax-deferral on earnings in the annuity (33.4 percent); and 

● To set aside assets for heirs (32.8 percent 

 

 

 

 

A consistent community presence.  

Close rates on referrals increase dramatically when prospective clients have heard about 

your firm. In the old days, the best tools were seminars, speeches, columns in 

local newspapers or magazine, TV or radio appearances and newsletters.  

Today, social media makes maintaining a presence much easier: blogs, tweets, 

discussion boards, email blasts,  

Facebook, etc. Some people in the firm need to assume the roles of the spokespeople 

(electronic delivery means even introverts can do it). The best success comes from 

integrating these marketing efforts with a firm's culture, service models and target 

clients. With a good marketing plan, new clients will find you. And when a firm gets 

large enough, hiring a professional marketing firm will take them to the next level. 

 

http://www.thinkadvisor.com/2014/06/10/if-you-dont-have-a-social-presence-you-dont-count 

‘If You Don’t Have a Social Presence, You 
Don’t Count’  
"But really: how does social media actually help financial advisors market their firm, 
sell their products, and grow their business?" 

Don’t put stupid things on your facebook business 

account 

http://www.thinkadvisor.com/2014/06/10/if-you-dont-have-a-social-presence-you-dont-count
http://www.thinkadvisor.com/2014/06/10/if-you-dont-have-a-social-presence-you-dont-count
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Visibility, presence and being seen…..that is how you build 

relationships and acquire referrals, exactly what Retire Village 

provides….BB 

 

 

 

Take a peek! 

Want to take a peek of the reality of the power of “social” media? Our 13 

year old granddaughter, Carly, wants to go to a specialized high school in 

Los Angeles; a school which helps young people learn about the world of 

acting, drama, cinema and show business management, to help prepare 

them for a career in that field.   http://www.methodactingstrasberg.com/ 

To become enrolled she needed a specialized project to show ingenuity, 

thinking and creativity.  She chose social media and its power, power for 

interaction, relationship building……..and the power of income earning.   

http://www.methodactingstrasberg.com/
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In less than a year entirely on her own, she has grown to 2,000 followers 

on Instagram by offering her poems, short stories and videos.  Her 

YouTube account has over 50,000 views and growing.  Her Instagram 

followers are now growing at 100 new a week.  Eventually she can monetize 

her accounts via YouTube and possible help fund her plans.  

That is the power of social media; our blog systems are in place to help you 

grow yours within your specialized (annuity) field.  Start to think 

outside the box. 

 

 

 

 

Party Line: As a kid on the farm in Idaho, we had a party line which 

was shared the telephone with several other neighbors.  Our ring was 2 
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short and 1 long.  Many times I picked up to have to wait for our turn to use 

it. 

Our Party Line is to share, all at the same time, interaction. 

 

 

 

Sales and Marketing Topic:   

I see these “plans” popping up every now and then, 

under some marketing name 
 

Here is a simple solution:  Prospect has $500,000 and broker says to fund 

retirement by laddering bonds.  Select short medium and long term bonds and 

when they mature, rollover.  Now that is a great idea, I think I will follow his 

advice….bond laddering, the future of retirement planning. 
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I Have Had requests to talk 

about laddered bonds 
 

 

 

Definition of 'Bond Ladder' 

 

A portfolio of fixed-income securities 

in which each security has a 

significantly different maturity date. 

The purpose of purchasing several 

smaller bonds with different 

maturity dates rather than one large 

bond with a single maturity date is to minimize interest-rate risk and to 

increase liquidity.  

In a bond ladder, the bonds' maturity dates are evenly spaced across several 

months or several years so that the bonds are maturing and the proceeds 

are being reinvested at regular intervals. The more liquidity an investor 

needs, the closer together his bond maturities should be.  

 

What could possibly go wrong? 

explain 

The downsides of laddered bond portfolios 

Why bond laddering isn't the solution to a rising rate environment 

We think investors who build laddered portfolios to protect against rising rates will be 
disappointed — by locking in low yields with traditional ladders or by hidden risks of 
higher-yielding ladders.   
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Laddered portfolios are built with bonds spaced evenly across maturities so that bonds 
mature and their proceeds are reinvested at regular intervals. These portfolios are 
assumed to be simple, provide return certainty and capture higher yields as interest 
rates rise.  

They're definitely simple, and they do provide a relatively certain return. But in today's 
low-yield environment, that return is likely to be locked in at below-inflation yields 
for the next few years. A portfolio laddered from one to 10 years yields only about 1.5 
percent before accounting for the costs of trading and other annual fees. At that low 
yield, there's little chance to beat even a modest rate of inflation.  

To improve yield in a low-rate environment, laddered portfolios sometimes include 
longer-maturity bonds, which increase their interest-rate risk; or portfolios include 
lower-credit-quality bonds, which increase credit risk 

Putting money into the riskiest parts of the bond market, without the ability to monitor 
and manage those risks, jeopardizes the value of what investors often consider the safest 
part of their portfolio.  

 

Risks, how could there be risks in bonds, aren’t bond guaranteed?  Remember, the 

guarantor of the bond is the issuer of the bond, buying a bond is becoming a creditor. 

 

http://www.investinginbonds.com/learnmore.asp?catid=3&id=383#sthash.BAQDRugz

.dpuf 

 

Risks of Investing in Bonds:  

All investments offer a balance between risk and potential return. The risk is the chance 

that you will lose some or all the money you invest. The return is the money you stand to 

make on the investment. The balance between risk and return varies by the type of 

investment, the entity that issues it, the state of the economy and the cycle of the 

securities markets.  

As a general rule, to earn the higher returns, you have to take greater risk. 

Conversely, the least risky investments also have the lowest returns. The bond market 

is no exception to this rule.   

The higher the risk in a given bond, the higher its yield needs to be to compensate the 

investor for taking the risk.  

http://www.investinginbonds.com/learnmore.asp?catid=3&id=383#sthash.BAQDRugz.dpuf
http://www.investinginbonds.com/learnmore.asp?catid=3&id=383#sthash.BAQDRugz.dpuf
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http://abcnews.go.com/Business/bold-bond-moves-make-now-

late/story?id=22649607 

Credit (or default) risk. Bonds with good credit quality — known as investment-

grade — are generally considered to be among the planet's safest investments, but 

nothing is absolutely guaranteed. And many bonds don't have good credit. Regarding 

corporate bonds is knowing the crediting rate, an alphabet soup that starts with AAA 

and goes down from there. Any bonds with credit ratings of BB or below are considered 

junk bonds because of their relatively high risk of default compared with 

investment-grade bonds. 

Interest rate risk. As the interest rates of new bonds reflect the economy's 

prevailing rates, new bonds issued during such periods pay higher rates than those 

issued when rates were lower. So, if you own a bond that pays 3 percent when 

new bonds are being sold at 5 percent, this means your bond is worth less, 

should you choose to sell it. If you choose to hold on to a bond of good credit quality 

until maturity, you'll probably get your money back plus the interest. But if the bond has 

a long term — for example, 30 years — and prevailing interest rates ratchet up high 

enough, you could be losing because of inflation, which tends to rise with interest rates. 

Let's say you have a 10-year, $1,000 bond that pays 3 percent annually. Every year, 

you'll receive $30 in interest, and at the end of the 10 years, you'll get your $1,000 back. 

Inflation risk, although related to interest rates, is slightly different. If inflation has 

run at 5 percent, consistent with the rise in interest rates during that period, you'll have 

less buying power and be unable to sustain the same cost of living that you had 10 

years ago when you purchased the bond. Thus, your standard of living can easily be cut 

because your return on the bond didn't keep up with inflation. 

Longevity risk. With investing in general, this is the long-term risk of not getting 

returns high enough to sustain you through retirement. To control for this risk, bond 

investors should avoid having too much money in long-term bonds. While U.S. Treasury 

bonds have the best credit quality, those who over-invest in long-term Treasuries during 

retirement set themselves up for severe losses in buying power, increasing the risk that 

they will outlive their money. 

 

Of course our alternative is to ladder annuities; their value does not 
diminish with interest rate changes. 

http://abcnews.go.com/Business/bold-bond-moves-make-now-late/story?id=22649607
http://abcnews.go.com/Business/bold-bond-moves-make-now-late/story?id=22649607
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Risk:  

The natural state of affairs in the world is uncertainty—it means that more 

things can happen than will happen. 

Risk is the exposure to loss 

Risk too big or too important is passed to a risk bearer 

A risk bearer is an insurance company 

 

 

 

Perks 
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Caution: some states have limits on gifts  

Want referrals?  One sure way to grow your referral base is bribery!  Well bribery in a 
“gifting” sort of sense.  People respond to gift and a sure fire way to worm your way into 
more referrals is to offer your clientele a “thank you” in the form of “perks.” 

I was quite stunned when I read this article, to me it borders on out and out bribery.  I 
never have actually followed this advice, instead I have relied on retire Village and other 
relationship building tools.   

My favorite tool and the one that has always produced the VERY best results (I have 
given away more than 1,000 subscriptions) was the UC Berkeley Wellness 
Newsletter.  The cost in bulk was about $15 a subscriber and it reminded them of me 
each month.  Generally at the end of a year I (or Betty) would call and ask if they wanted 
to renew, this gave me a chance to explore a little more, conduct some fact finding and 
ask if they knew of others who would benefit from this information. 

Since 1984, the Wellness Letter  (http://www.berkeleywellness.com/) has provided 
factual, up-to-date information about health issues. Medical fads come and go, and the 
Wellness Letter provides facts based on scientific studies and research. Do you want to 
know if a much publicized health supplement will really provide the benefit it claims? 
Check out the Wellness Letter. 

 

 

Print edition is just $24 a year, a bonanza of good will and the best door opener ever. 

I opened a lot of doors and wrote a lot of business from this marketing effort.  It is my 
“agent” share with you. 

 

http://www.berkeleywellness.com/
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http://www.thinkadvisor.com/2014/03/07/how-to-get-client-referrals-the-big-secret-youll-
h?page_all=1 

The above link is a brokers approach to “perks” but a casino rewards card just is way 
over the top for me.  

Casino Rewards Cards (Really?)  
One advisor in Kansas noticed that, like many local folks, a lot of his clients like to visit 
the casinos on the Missouri River. So he contacted Harrah’s casino and got all his clients 
their “rewards” cards, which track their chip purchases, give them free perks such as 
free meals, shows, and hotel rooms. The advisor tells her clients how to maximize their 
points, and how to get their free stuff.  

In Washington our limit is $50 per “client” per year, what do you suppose the FINRA 
limit is?  Rule 3060 prohibits any member or person associated with a member 
from giving, or permitting to be given, anything of value in excess 
of $100 per individual per year. 

Use my system and consider providing “a perk” that gives 12 times a year 
(and your name in front of them), offers meaningful information and a built in system 
for contacting your clients and prospects every year…..DUH! 

 

 

 

http://www.thinkadvisor.com/2014/03/07/how-to-get-client-referrals-the-big-secret-youll-h?page_all=1
http://www.thinkadvisor.com/2014/03/07/how-to-get-client-referrals-the-big-secret-youll-h?page_all=1
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Agent Share: 
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Anthony,  

I remember a picture you sent about a year ago of you and your brother's applications 
spread out across a table. It was inspiring.  

I had a pretty good July - 19 annuities written for a total of 1.46 million. Some 
were tiny. The largest will end up being over $500k after we transfer his 401k into the 
IRA in September.   

I thought you would enjoy this picture. It might remind agents that SMALL cases count 
too and they can help lead to BIG cases. Success breeds success! It also might help 
remind them NOT to take the summer off! ;)  
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Good selling to everyone! :)  

Sincerely,   

Brad Pistole 

President of Trinity Insurance & Financial Services, INC 
Ed Slott Master Elite IRA Advisor 
Host of Safe Money Radio, KWTO 560 AM, Wednesdays from 2-3 p.m. in Springfield, MO 
KSGF 104.1 Sundays 3-4 p.m. 
5511 N Farmer Branch Road, Suite 101 
Ozark, MO  65721 
417-581-9222 

 

Brad, thanks for the share! 
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Rick Hahn 
Safe Harbor Financial 
315 Mountain Lake Dr 

Sparta, TN 38583  
(931) 761-6161 

rjhahn@blomand.net  

 

Rick has helped thousands of people find the safest approach to a stable and satisfactory 
retirement. Rick is a Certified Retirement Financial Advisor (CRFA) and has been 
advising retirees for over two decades in Safe Money and Lifetime Income strategies. 

He is the Host of "Safe Money Radio", and President and Founder of SAFE Harbor 
Financial (a Retirement Financial Planning Organization) and Senior Resource Center 
of America (an Estate Planning firm since 2001). 
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SAFE Harbor Financial / Senior Resource Center has an A PLUS rating from the Better Business Bureau. 

 

Our special guest today is Rick Hahn.  Rick lives and works in East 
Tennessee, a real annuity aficionado.  Here is your chance to hear how Rick 
runs his business.    

  

Questions: 
  
Thanks, it is very nice of you to take a few minutes to share with Open MIC 
insights about your business. 
  
Can you give us a little background, how long have you been in the annuity 
business?  Are you or have you been security licensed? 

  
Do you work primarily from an office or in the client’s home? Do you have 
an assistant? 

  
How are you currently marketing?  What is your source of leads? 

  
Have the FIA with the income riders been a part of your annuity success? 

  
Is social media (Facebook, Twitter, Retire Village) a part of your business 
model? 

  
Where do you see the industry heading regarding suitability? 

  
Any advice for the crew on the call? 
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Product Discussion:   
 

This is very nice recognition for one of our favorite 

companies….BB 

American Equity Tops 

Ward's 50(R) Names West Des Moines Firm as a Top Company for 4 (th) 

Consecutive Year  

http://online.wsj.com/article/PR-CO-20140729-914467.html 

 

WEST DES MOINES, Iowa--(BUSINESS WIRE)--July 29, 2014--  

http://online.wsj.com/article/PR-CO-20140729-914467.html
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American Equity Investment Life Insurance Company, a leading underwriter of 

index and fixed rate annuities, announced today that the company was named to the 

2014 Ward's 50(R) group of top performing life and health insurers for the fourth 

consecutive year. American Equity is recognized for achieving outstanding financial 

results in the areas of safety, consistency and performance over a five year period 

(2009-2013).  

"Being named to Ward's 50(R) is a tremendous honor for our team," said Ron 

Grensteiner, President at American Equity. "Safety, consistency and performance are all 

important aspects of our company and we are proud to be recognized as a top performer 

in these areas."  

Ward Group is a trusted leader of benchmarking and best practices services for the 

insurance industry. Annually, Ward Group analyzes nearly 800 life-health insurance 

companies in the United States and identifies the top performers in each segment. Each 

of the top 50 companies is awarded the Ward's 50(R) Seal and their names are listed as 

the Ward's 50(R) top performers for the year. Each Ward's 50(R) company has passed 

all safety and consistency screens and achieved superior performance over the five years 

analyzed.  

ABOUT AMERICAN EQUITY  

American Equity Investment Life Insurance Company is a leader in fixed rate and 

fixed indexed annuities. Headquartered in West Des Moines, Iowa, American Equity 

Investment Life Insurance Company is committed to providing products with integrity 

as well as superior service to the agents they partner with and their policy holders. For 

more information, please visit life.american-equity.com.  

 

 

 

 

 

 

8/5/14 
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Below you'll find a summary of the marketing news released by the major life insurance carriers over 
the last week, prepared and provided by your Annuity.com team. Enjoy!  

 

 

 

Accordia Life 
 

A New Tool: Introducing Accordia Life 

Approved for use with clients and prospects and written in very straightforward language, this brief brochure 
includes a history of the origins of Accordia Life and an overview of the depth and experience of their team, among 
other things. View brochure. 
 

Legal & General America 
 

The Extra Might Beat the Great Rates 

OPTerm rates are in the top 5 in 98% of cells across all bands, term lengths and rating classes, for both men and 
women. But, with LGA, you get value beyond just price. To learn What More Do You Get from LGA and 
OPTerm, click here. 

 

Protective 
 

Exceed Expectations at Point-of-Sale with a Investors Choice VUL Illustration 

Discover how a Protective Investors Choice VUL policy can provide affordable lapse protection, a guaranteed 
death benefit, cash-value accumulation and more. Learn more. 
 

A Better Choice for Lifetime Protection with Premium Flexibility 

If you have clients who need lifetime protection, but also need to keep their expenses as low as possible right now, 
Protective Custom Choice UL could be the right choice. Learn more. 
 

Mutual of Omaha 
 

A Diversified Approach to Life Insurance 

Permanent Life Insurance can help meet the goals of protecting your family, planning for the future or providing for 
the next generation. Learn more. 
 

Term Life Answers with ABR for Terminal Illness 

TLA - The Answer to your term insurance needs. Learn more. 
 

AIG 
 

Win $1,000 Best Buy Gift Card, an iPad & More 

No matter what type of insurance producer you are, there is an opportunity to grow your business with AIG’s 
supplemental Accident & Health products. With their new sales contest, now is a great time to find out how to 
strengthen clients’ financial resources and create new income streams. Learn more. 
 

Tailor Solutions to Client Needs with Term Laddering 

In this Broker World article, Mark Peterson explains how clients should not have to pay for more coverage than 
they need with flexible term life policies. Utilizing the laddering strategy, clients only buy the exact amount of 
coverage they need.  
 

Broker World Article 

Info on Competitive Rates 
 

Who Will it Go to, and How Will they Get It? 

Have your clients’ worst case contingencies been considered? Are all assets going to the desired person(s) in the 
desired manner? Use these updated beneficiary review materials to conduct a thorough analysis today. Learn 

https://t.e2ma.net/click/pcgbi/tnvp5f/xa03ac
https://t.e2ma.net/click/pcgbi/tnvp5f/d303ac
https://t.e2ma.net/click/pcgbi/tnvp5f/tv13ac
https://t.e2ma.net/click/pcgbi/tnvp5f/9n23ac
https://t.e2ma.net/click/pcgbi/tnvp5f/pg33ac
https://t.e2ma.net/click/pcgbi/tnvp5f/5833ac
https://t.e2ma.net/click/pcgbi/tnvp5f/l143ac
https://t.e2ma.net/click/pcgbi/tnvp5f/1t53ac
https://t.e2ma.net/click/pcgbi/tnvp5f/hm63ac
https://t.e2ma.net/click/pcgbi/tnvp5f/xe73ac
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more. 
 

New Training Materials for “Retirement Insurance” 
Help your clients protect their retirement plan with one permanent life insurance policy that can cover them in three 
situations: an untimely death, a chronic illness or simply outliving retirement funds. Learn more. 

 

John Hancock 
 

Accumulation IUL Has Higher Targets for Increasing Death Benefits 

To see how Accumulation IUL is particularly competitive with increasing death benefits, including maximizing cash 
accumulation potential and boosting compensation by as much as 15%, click here. 

 

Nationwide 
 

Help your clients take advantage of drawing on tax-free income with Nationwide YourLife Indexed UL. To see how 
YourLife Indexed UL compares on maximum income solves, click here.   

 

AXA 
 

Take a good defense and make it great with AXA’s Term Conversion play, in which you can opt to add AXA’s 
Long-Term Care Services rider with limited underwriting and no labs or exams. Limited time offer. Learn more. 

 

Transamerica 
 

ACE Interest Rates are Changing 

Threshold interest rates have decreased 20 basis points for TransACE, TransACE CV and TransACE Survivor. To 
view threshold interest rates, click here. 
 

Michael Babikian’s Blog - Valuable Content to Share 
Have you visited Clarity from Chaos with Michael Babikian lately? The Transamerica Brokerage CEO’s blog offers 
more than 100 pieces of valuable content to help provide insight to clients on a wide variety of topics. For even 
more content to help grow your business, connect with Michael Babikian via LinkedIn Publishing. 
 

Visit the blog 

Connect via LinkedIn Publishing 
 

ING 
 

Underwriting for the High Net Worth Foreign National (HNWFN) Market 
In last week’s update, ING introduced Part 1 of 3 of the HNWFN brainsharks available that give you a brief 
overview for reps who are new to the market. Part 2 covers underwriting guidelines, jurisdiction classification and 
more. 
 

Part 1 

Part 2 

HNWFN Marketing and Underwriting Guide 
 

Lincoln Financial Group 
 

Introducing Lincoln WealthPreserve Survivorship IUL 

Lincoln is pleased to introduce their newest addition addition to their survivorship product portfolio, effective August 
11. In their commitment to providing you with a broad range of solutions to meet a variety of needs, Lincoln 
developed a new second-to-die IUL product designed to help your clients achieve their wealth preservation, estate 
and legacy planning goals. Learn more. 
 

To add details about an upcoming webinar on this new product on August 14, click here. 

https://t.e2ma.net/click/pcgbi/tnvp5f/xe73ac
https://t.e2ma.net/click/pcgbi/tnvp5f/d773ac
https://t.e2ma.net/click/pcgbi/tnvp5f/tz83ac
https://t.e2ma.net/click/pcgbi/tnvp5f/9r93ac
https://t.e2ma.net/click/pcgbi/tnvp5f/pka4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/5cb4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/l5b4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/1xc4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/hqd4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/xie4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/dbf4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/t3f4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/9vg4ac
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Prudential 
 

Planning for Same-Sex Spouses: DOMA and State Law Issues 

In 2013, the U.S. Supreme Court found the Defense of Marriage Act (DOMA) unconstitutional under federal law, 
effectively recognizing same-sex marriage across all federal departments and agencies. However, the opinion was 
silent on the rights of states to prohibit same-sex marriage or to refuse recognizing such marriages performed in 
other states. This first in a two-part series examines the impact the ruling has had at the federal level, and sets the 
stage for a state law analysis coming in Part 2. Read Part 1.  
Life Insurance Awareness Month eKits Available 

Download Prudential’s 2014 LIAM eKit to learn more about the opportunity and find materials you can use with 
prospects and clients. A successful LIAM campaign starts with great LIAM materials…don’t miss out! Read more. 
 

Research on Financial Behaviors of Women 

Five years into the financial recovery, women appear to be feeling more financially secure, yet financial services 
firms can still do better to help meet their needs. View a new research study where Prudential discusses the 
financial experience and behavior among women and share their “Women and Money” website with your female 
clients.  
 

New Research Study 

Women and Money Website 
 

Minnesota Life 
 

September is Life Insurance Awareness Month (LIAM) 
Minnesota Life Insurance Company will once again take an active role in supporting this industry-wide effort. This 
year, they have assembled an assortment of materials to help you make the most of this promotion. Learn more. 
 

SBLI 
 

Check the Score - SBLI Dominates 9 of Every 10 Cells 

With baseball season in full swing, SBLI looked back to see which team enjoyed the most regular season success 
in Major League history. In 2001, the Seattle Mariners won 116 games and lost just 46, a winning percentage of 72 
percent.  
 

When it comes to term life insurance rates, SBLI is even tougher to beat. SBLI ranks in the top three nine times out 
of ten, and they’re the very best in more pricing cells than many other leading term providers. The scoreboard 
doesn’t lie. See for yourself here. 
 

MetLife 
 

Calculate IRR and Tax Equivalent Yield Automatically in MetLife Solutions 

Did you know you can run an IRR report on MetLife Solutions to show clients their expected internal rate of return 
on a whole life policy, as well as the policy’s tax equivalent yield? Learn more. 
 

Symetra 
 

A New Low-Cost Wealth Transfer Solution 

Symetra SUL-G 1.0 is a new SL offering from Symetra and enters the market among the leaders in low annual 
premiums and target premiums, with details below.  It includes an optional Charitable Giving Benefit rider and an 
optional Estate Preservation rider. This product is currently available for illustration on Winflex in approved states.  
 

Low Annual Premiums 

High Target Premiums 

More Product Information 
 

Allianz 

https://t.e2ma.net/click/pcgbi/tnvp5f/poh4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/5gi4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/l9i4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/11j4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/huk4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/xml4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/dfm4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/t7m4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/9zn4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/pso4ac
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Fixed Index Universal Life may complement traditional college funding strategies. Join an upcoming webinar from 

Allianz on August 14 to learn more about how to “Help Fund College 
with Life Insurance”. Learn more. 
 

Help Protect Your Clients’ Finances from a Potential Chronic Illness 

Allianz’s customizable ad and client mailer may help you reach more clients interested in learning about the 
Chronic Illness Accelerated Benefit Rider. Learn more. 

 

  

 

 

 
A lot of variable annuity articles, just a re 

hash of old info, the riders on uil I thought 

was significant  

https://t.e2ma.net/click/pcgbi/tnvp5f/5kp4ac
https://t.e2ma.net/click/pcgbi/tnvp5f/ldq4ac
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The Short List:   

 

Indexed Universal Life And Chronic Illness Riders 

Popular With Life Insurers 

In the UL market, 17 percent of sales in the first nine months of 2013 

contained a long-term care (LTC) rider, and in the IUL market during the 

same period 9 percent of sales contained an LTC rider 

http://insurancenewsnet.com/innarticle/2014/07/29/indexed-universal-life-and-chronic-illness-riders-

popular-with-life-insurers-a-536536.html#.U-DqKMIg-M9 

Nearly 85 percent of carrier respondents expect to either market an 

LTC or chronic illness rider within 12 to 24 months, the survey also 

found.  

  

Older Workers Get Retirement Jitters; Current Retirees 
More Relaxed  

Despite having significant nest eggs, pre-retirees more likely to fear 
financial struggles in retirement. 

http://www.thinkadvisor.com/2014/08/04/older-workers-get-retirement-jitters-current-retir? 

Dark Pool 

Barkley’s creates the problem and we get sucked in 

http://annuitynews.com/Article/Some-FIA-Agents-Face-Dark-Pool-Backlash/533619#.U9kLK8Ig-M9 

 

Men Pay 38% More For Life Insurance than Women 

Men pay an average of 38% more than women for the exact same life 

insurance policy, according to a new insuranceQuotes.com report. The gap 

http://insurancenewsnet.com/innarticle/2014/07/29/indexed-universal-life-and-chronic-illness-riders-popular-with-life-insurers-a-536536.html#.U-DqKMIg-M9
http://insurancenewsnet.com/innarticle/2014/07/29/indexed-universal-life-and-chronic-illness-riders-popular-with-life-insurers-a-536536.html#.U-DqKMIg-M9
http://www.thinkadvisor.com/2014/08/04/older-workers-get-retirement-jitters-current-retir
http://annuitynews.com/Article/Some-FIA-Agents-Face-Dark-Pool-Backlash/533619#.U9kLK8Ig-M9
http://www.insurancequotes.com/


30 | P a g e :   N o t e s  f o r  t h e  b e s t  c r e w  i n  t h e  i n d u s t r y  
 

grows with age: for example, 25-year-old men pay 25% more than 25-year-

old women for the same policy. At age 45, men pay 32% more than women, 

and at age 65, the gap grows to 40%. 

http://insurancenewsnet.com/oarticle/2014/07/24/men-pay-38-more-for-life-insurance-than-women-a-

534894.html#.U9kMCsIg-M8 

 

 

From 7-31-14 Short List, Open MIC 
Notes 

Most Americans don’t understand annuities 

The good news for the annuity industry: most Americans would consider 
the fixed-income products to finance some aspect of their retirement. 

http://www.thinkadvisor.com/2014/07/25/most-americans-dont-understand-annuities? 

Most Americans Don’t 

Understand Annuities  
But most would consider them as a retirement income source 

A quarter of Americans say they would not buy an annuity for any reason. 
The good news for the annuity industry: most Americans would consider 
the fixed-income products to finance some aspect of their retirement. 

The not-so-good news: more than half of those surveyed don’t 
really understand how annuities work. 

According to a study by The Phoenix Cos., nearly three-quarters (71%) of 
Americans would consider using annuities to establish 
predictable income in retirement, as a vehicle to protect inheritances, 
or as way to protect money for health and chronic care expenses. 

http://insurancenewsnet.com/oarticle/2014/07/24/men-pay-38-more-for-life-insurance-than-women-a-534894.html#.U9kMCsIg-M8
http://insurancenewsnet.com/oarticle/2014/07/24/men-pay-38-more-for-life-insurance-than-women-a-534894.html#.U9kMCsIg-M8
http://www.thinkadvisor.com/2014/07/25/most-americans-dont-understand-annuities
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But 53% said they are “not familiar with annuities,” according to 
Phoenix Companies, and only 20% are actually planning to use an annuity 
to convert retirement savings into a set income stream. 

The survey confirms what annuity-industry insiders have suspected 
anecdotally for years, says Mark Fitzgerald, national sales manager for 
Saybrus Partners, a subsidiary of Phoenix. People “don’t necessarily 
understand the basic income protection traditionally offered on all 
annuities, and they also are not aware of the range of benefits available on 
newer products, such as accumulation and chronic care features.” 

  

When investors have annuities explained to them, particularly the variety of 
annuities designed to protect income for specific purposes in retirement, 
such as long-term health care costs, people show a strong interest, 
Fitzgerald said. “The annuities available today are not your grandfather’s 
annuity.” 

About half of respondents said they would use annuities to 
establish an income stream. Forty-one percent said would use and 
annuity as an inheritance vehicle, and 36% said they’d use an annuity to 
establish reserves for health-care expenses. 

One-quarter of respondents said they would not consider purchasing an 
annuity for any reason. 

The Phoenix data suggests the annuity industry has some work to do in 
establishing a greater understanding of their products: 34% of participants 
said they were “not at all familiar” with annuities; 19% were “not very 
familiar.” Only 13% said they were “very familiar.” 

Of the pre-retirees surveyed, 69% expressed confidence in their ability to 
establish predictable income streams with their retirement savings. 

The challenge for the annuity industry is in bridging the gap between those 
who would consider using annuities to set up predictable income streams 
(49%), and those who are actually planning to do so (20%). 

“While it is encouraging that people are willing to consider annuities, they 
clearly need some help translating intentions into concrete plans,” says 
Fitzgerald. 

--- 
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Investors Need To Fear Fraudsters More   

Investors are not scared enough when it comes to security concerns, 
according to Steven Crosby, global private banking and wealth 
management leader for the Americas for PricewaterhouseCoopers. 

http://www.fa-mag.com/news/investers-need-to-fear-fraudsters-more-18665.html 

 

 

A.M. BEST AFFIRMS RATINGS OF ALLIANZ 
LIFE INSURANCE COMPANY OF NORTH 
AMERICA   

http://www.looktowink.com/2014/07/m-best-affirms-ratings-allianz-life-insurance-company-north-

america-allianz-life-insurance-company-new-york/? 

 

 

Women confident -- yet unprepared -- for 
retirement 

According to a new Prudential study 

http://www.lifehealthpro.com/2014/07/16/women-confident----yet-unprepared----for-retiremen 

 

 

Hold the Hallelujahs on New Treasury Ruling on 

Deferred Annuities  

The recent U.S. Department of Treasury ruling that allows access to 

deferred annuity options in certain qualified retirement plans seems like 

great news but might not be the boon that many retirees anticipate  

http://insurancenewsnet.com/oarticle/2014/07/26/hold-the-hallelujahs-on-new-treasury-ruling-on-

deferred-annuities-says-retireme-a-535921.html 

 

http://www.fa-mag.com/news/investers-need-to-fear-fraudsters-more-18665.html
http://www.looktowink.com/2014/07/m-best-affirms-ratings-allianz-life-insurance-company-north-america-allianz-life-insurance-company-new-york/
http://www.looktowink.com/2014/07/m-best-affirms-ratings-allianz-life-insurance-company-north-america-allianz-life-insurance-company-new-york/
http://www.lifehealthpro.com/2014/07/16/women-confident----yet-unprepared----for-retiremen
http://www.kitces.com/blog/why-the-new-qualifying-longevity-annuity-contract-qlac-rmd-regulations-for-dont-mean-much-for-retirement-income-yet/
http://www.kitces.com/blog/why-the-new-qualifying-longevity-annuity-contract-qlac-rmd-regulations-for-dont-mean-much-for-retirement-income-yet/
http://insurancenewsnet.com/oarticle/2014/07/26/hold-the-hallelujahs-on-new-treasury-ruling-on-deferred-annuities-says-retireme-a-535921.html
http://insurancenewsnet.com/oarticle/2014/07/26/hold-the-hallelujahs-on-new-treasury-ruling-on-deferred-annuities-says-retireme-a-535921.html
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How the aging population is changing the marketplace 
Doubling the number of retirement-age seniors will fuel need for financial 
advice 

http://www.investmentnews.com/article/20140727/REG/307279994/how-the-aging-population-is-

changing-the-marketplace? 

 

 

Talk about lack of transparency, the SEC votes to remove 

“black” marks 

The Securities and Exchange Commission approved Tuesday a rule 

proposed by the Financial Industry Regulatory Authority to prohibit 

arbitration settlements from being conditioned on investor agreement to 

clear “black marks” from a broker’s record. 

http://www.thinkadvisor.com/2014/07/24/sec-oks-finra-rule-on-expungement-of-broker-black? 

 

Social Security Disability Fund Teeters on Brink of 
Broke  

Disability insurance trust fund needs to be shored up 'soon,' projected 
shortfall in 2016, chief actuary Goss warns lawmakers 

http://www.thinkadvisor.com/2014/07/24/social-security-disability-fund-teeters-on-brink-o? 

 

Variable Annuities Punish Returns, Taxes and Heirs 

 

In these days of low bond yields, many people are looking for easy, set-it-

and-forget-it investments to generate income. Stepping aggressively into 

this itchy market are insurance companies and their salesmen, extolling the 

supposed benefits of the variable annuities (VAs) they offer 

http://www.investmentnews.com/article/20140727/REG/307279994/how-the-aging-population-is-changing-the-marketplace
http://www.investmentnews.com/article/20140727/REG/307279994/how-the-aging-population-is-changing-the-marketplace
http://www.sec.gov/rules/sro/finra/2014/34-72649.pdf
http://www.thinkadvisor.com/2014/07/24/sec-oks-finra-rule-on-expungement-of-broker-black
http://www.thinkadvisor.com/2014/07/24/social-security-disability-fund-teeters-on-brink-o
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http://abcnews.go.com/Business/variable-annuities-punish-returns-taxes-heirs/story?id=24699145 

Annuity in an IRA? Maybe, now 

Changes in the annuity landscape have made some inroads against this rule 

of thumb – including guaranteed living benefit riders, death benefits, and 

other options 

http://www.figuide.com/annuity-in-an-ira-maybe-now.html 

 

Nearly Three-Quarters of Americans Are Interested in 
Diverse Benefits Available With Annuities, According to 
Phoenix Companies Survey 

71 percent of Americans said they would consider buying an annuity to 

meet a variety of needs, including predictable monthly income, leaving an 

inheritance for their heirs, assistance with chronic care expenses and asset 

accumulation opportunities. 

http://www.marketwatch.com/story/nearly-three-quarters-of-americans-are-interested-in-diverse-

benefits-available-with-annuities-according-to-phoenix-companies-survey-2014-07-

22?reflink=MW_news_stmp 

 

 

 

 

From the week of July 24 

Big demand from advisers for Social Security claiming tools, 

training 

But few are willing to pay for it. Although most financial advisers provide 

near-retirees with some guidance on Social Security claiming decisions, 

http://abcnews.go.com/Business/variable-annuities-punish-returns-taxes-heirs/story?id=24699145
http://www.figuide.com/annuity-in-an-ira-maybe-now.html
http://www.marketwatch.com/story/nearly-three-quarters-of-americans-are-interested-in-diverse-benefits-available-with-annuities-according-to-phoenix-companies-survey-2014-07-22?reflink=MW_news_stmp
http://www.marketwatch.com/story/nearly-three-quarters-of-americans-are-interested-in-diverse-benefits-available-with-annuities-according-to-phoenix-companies-survey-2014-07-22?reflink=MW_news_stmp
http://www.marketwatch.com/story/nearly-three-quarters-of-americans-are-interested-in-diverse-benefits-available-with-annuities-according-to-phoenix-companies-survey-2014-07-22?reflink=MW_news_stmp
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many need to increase their knowledge and skills in this increasingly 

important area, according to a new study released Monday by Practical 

Perspectives and GDC Research. 

http://www.investmentnews.com/article/20140707/FREE/140709964  
 
 
 

When to Take Social Security: A Breakdown by Marital 
Status 
 
When should a retiree start taking Social Security benefits? Hundreds of 
thousands of dollars are at stake in the answer, and the smartest path 
depends on a number of factors — perhaps most importantly, marital 
status. 
 
http://www.thinkadvisor.com/2014/06/18/when-to-take-social-security-a-breakdown-by-
marita? 
 
 
 
 
 

Free can be very profitable 
 

Sometimes your kind gesture can have no monetary value at all. It’s just a 
little effort, taking time out to do something nice for a customer or potential 
customer. 
 
http://www.lifehealthpro.com/2014/07/06/free-can-be-very-profitable? 

 

Variable Annuities a Top Source of Customer 
Complaints: FINRA  

FINRA 'very focused' on VAs; also watching inflation-sensitive products 

http://www.thinkadvisor.com/2014/06/30/variable-annuities-a-top-source-of-customer-compla? 

Retire Village “Visual Tools” 

http://www.investmentnews.com/article/20140707/FREE/140709964
http://www.thinkadvisor.com/2014/06/18/when-to-take-social-security-a-breakdown-by-marita
http://www.thinkadvisor.com/2014/06/18/when-to-take-social-security-a-breakdown-by-marita
http://www.lifehealthpro.com/2014/07/06/free-can-be-very-profitable
http://www.thinkadvisor.com/2014/06/30/variable-annuities-a-top-source-of-customer-compla
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Our easy-to-use tools will help you calculate many valuable retirement and 

financial scenarios. 

http://ral.retirevillage.com/calculators2 

Variable annuity sales raising concern: Finra official 

Product remains at top of investor complaint list and the self-regulator 

wants to ensure investors understand what they're getting into 

A Finra official on Monday expressed concern over the sale of variable 
annuities, as investors look for higher returns and the products become 
more complex. 
 
 
http://www.investmentnews.com/article/20140630/FREE/140639989 
 

 
 
5 things to know about children's life 
insurance 
 
The policies are typically purchased by parents, grandparents or anyone 
directly related to the child, according to Steve Weisbart, chief economist 
for the Insurance Information Institute. 
 
 http://www.omaha.com/money/things-to-know-about-children-s-life-insurance/article_d98b0d79-
4f23-5ffc-9a67-1891dcc7a4c1.html 
 

 

 

INCOME ANNUITIES: 

http://ral.retirevillage.com/calculators2
http://www.investmentnews.com/article/20140630/FREE/140639989
http://www.omaha.com/money/things-to-know-about-children-s-life-insurance/article_d98b0d79-4f23-5ffc-9a67-1891dcc7a4c1.html
http://www.omaha.com/money/things-to-know-about-children-s-life-insurance/article_d98b0d79-4f23-5ffc-9a67-1891dcc7a4c1.html
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Explaining and Measuring Return 

http://annuityoutlookmagazine.com/2014/07/income-annuities/ 
 

 
 
 
CDs Fashionable Again for Low-Risk Yield   

A certificate of deposit is an attractive option for retirees  --CNN Money 

 http://www.onwallstreet.com/news/retirement_planning/cds-fashionable-again-for-low-risk-yield-
wednesdays-retirement-scan-2689818-1.html?l 

 

 

The Wealthy Need Social Security Advice, Too  

If you eschew Social Security planning because you can’t make a few extra 
basis points, you fail to see the bigger picture and I fear for your clients. As 
for the latter, a less-than-optimal claiming strategy can result in hundreds 
of thousands of dollars less for your high-net-worth clients.   

http://www.thinkadvisor.com/2014/07/16/the-wealthy-need-social-security-advice-too? 

 

U.S. Debt Path ‘Unsustainable’ 

The Congressional Budget Office painted a sober picture of the nation’s 
long-term fiscal path in its 2014 Long-Term Budget Outlook, released 
Tuesday. 

http://www.thinkadvisor.com/2014/07/16/us-debt-path-unsustainable-thanks-to-social-securi? 

 

House insider trading probe involves 44 funds, entities 

An insider-trading probe involving the House Ways and Means Committee 
and a top staff member also includes dozens of hedge funds, investment 
advisers and other firms, the Securities and Exchange Commission 
said in a court filing. 

http://annuityoutlookmagazine.com/2014/07/income-annuities/
http://www.onwallstreet.com/news/retirement_planning/cds-fashionable-again-for-low-risk-yield-wednesdays-retirement-scan-2689818-1.html?l
http://www.onwallstreet.com/news/retirement_planning/cds-fashionable-again-for-low-risk-yield-wednesdays-retirement-scan-2689818-1.html?l
http://www.thinkadvisor.com/2014/07/16/the-wealthy-need-social-security-advice-too
http://links.bipartisanpolicy.org/l/7044c85cdfbf451cad9c534333bd37c2ADA436F9/2/
http://www.thinkadvisor.com/2014/07/16/us-debt-path-unsustainable-thanks-to-social-securi
http://topics.investmentnews.com/companies-and-associations/securities-and-exchange-commission-sec.htm
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http://ewallstreeter.us2.list-
manage.com/track/click?u=1570017ed3b11fe534b360fd4&id=2eab39a058&e=9bedb1ca28 

 

Insurers Add New Agents with Diversity 

Newbies need not apply? 

Five years after the end of the Great Recession, life and annuity companies 
are hiring again but show a preference for seasoned advisors, especially 
those who can penetrate cultural and generational markets, 

http://insurancenewsnet.com/innarticle/2014/07/18/insurers-add-new-agents-with-diversity-a-
532238.html 

 

Good work: Finra employees make double industry pay 

http://www.investmentnews.com/article/20140623/BLOG03/140629971 

 

Did Mom Bungle Her Deferred Annuity? 

Annuity maturity date article 

http://www.foxbusiness.com/personal-finance/2014/07/16/did-mom-bungle-her-deferred-annuity/ 

 

------------------------------------------- 

Below: From week of July 17th 

‘Annuity Burglar’ Case Tossed by Judge 
  
 A California judge threw out 29 felony charges and one misdemeanor 
against a former insurance agent who spent more than four months in jail 
awaiting trial in a case that some said could lead to criminalizing surrender 
charges.  

http://ewallstreeter.us2.list-manage.com/track/click?u=1570017ed3b11fe534b360fd4&id=2eab39a058&e=9bedb1ca28
http://ewallstreeter.us2.list-manage.com/track/click?u=1570017ed3b11fe534b360fd4&id=2eab39a058&e=9bedb1ca28
http://insurancenewsnet.com/innarticle/2014/07/18/insurers-add-new-agents-with-diversity-a-532238.html
http://insurancenewsnet.com/innarticle/2014/07/18/insurers-add-new-agents-with-diversity-a-532238.html
http://www.investmentnews.com/article/20140623/BLOG03/140629971
http://www.foxbusiness.com/personal-finance/2014/07/16/did-mom-bungle-her-deferred-annuity/
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Alan S. Lewis, who turned 51 while in jail, was accused of embezzlement, 

grand theft and burglary in the sale of annuities with surrender charges. 

http://insurancenewsnet.com/innarticle/2014/07/10/%e2%80%98annuity-burglar%e2%80%99-case-

tossed-by-judge-a-528702.html#.U8Ru6sIg-M8 

 

Does your client need a revocable trust? 

http://www.onwallstreet.com/blogs/estate-planning-revocable-trusts-2689791-1.html? 

 

Manage your cash flow in sunset years 

You can buy annuities from life insurance companies who offer annual returns of about 6-

7%. 

http://businesstoday.intoday.in/story/retirement-years-financial-planning/1/207653.html 

 

5 critical compliance issues for 2014 

http://www.lifehealthpro.com/2014/07/10/5-critical-compliance-issues-for-2014? 

What is a Qualifying Longevity Annuity Contract 

(QLAC)? 

http://www.obliviousinvestor.com/qualifying-longevity-annuity-contract-qlac/ 

 

Feds looking at University of Phoenix for fraud abuse on 

student loans 

http://www.huffingtonpost.com/2014/07/14/university-of-phoenix-review-federal_n_5586335.html 

 

Retirees Suffer in Rollover Boom 

http://insurancenewsnet.com/innarticle/2014/07/10/%e2%80%98annuity-burglar%e2%80%99-case-tossed-by-judge-a-528702.html#.U8Ru6sIg-M8
http://insurancenewsnet.com/innarticle/2014/07/10/%e2%80%98annuity-burglar%e2%80%99-case-tossed-by-judge-a-528702.html#.U8Ru6sIg-M8
http://www.onwallstreet.com/blogs/estate-planning-revocable-trusts-2689791-1.html
http://businesstoday.intoday.in/story/retirement-years-financial-planning/1/207653.html
http://www.lifehealthpro.com/2014/07/10/5-critical-compliance-issues-for-2014
http://www.obliviousinvestor.com/qualifying-longevity-annuity-contract-qlac/
http://www.huffingtonpost.com/2014/07/14/university-of-phoenix-review-federal_n_5586335.html
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Some retirees who lost large portions of their 401(k)s after rolling over into 
IRAs are filing complaints about brokers enriched by their risky 
investments. 

http://www.treasuryandrisk.com/2014/06/17/retirees-suffer-in-rollover-boom 

 

Why your dying deal can’t be saved  

Saving a deal requires the same things as selling one does. In order to save a deal, you 

need to know why the prospect might want to buy and what he expects to get from 

buying. You need to know what future state he is trying to achieve. You need to know 

why it matters and why his current situation is unacceptable. 

http://www.lifehealthpro.com/2014/06/26/why-your-dying-deal-cant-be-saved 

 

10 things life insurance agents won’t say 

Americans bought more than $1.7 trillion worth of individual life insurance 

coverage in 2012, according to the American Council of Life Insurers, a 

trade group 

http://www.marketwatch.com/story/10-things-your-life-insurance-agent-wont-say-2014-07-11 

 

Stretch IRAs no longer targeted in Senate highway-funding 

bill 

Distributions from inherited Individual retirement accounts can continue 

over a lifetime. 

http://www.investmentnews.com/article/20140711/FREE/140719981 

 

 

http://www.treasuryandrisk.com/2014/06/17/retirees-suffer-in-rollover-boom
http://www.lifehealthpro.com/2014/06/26/why-your-dying-deal-cant-be-saved
http://www.marketwatch.com/story/10-things-your-life-insurance-agent-wont-say-2014-07-11
http://www.investmentnews.com/article/20140711/FREE/140719981
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New IRS Regulations Permit the Purchase of Longevity 

Annuities by Qualified Retirement Plans 

Under the directive of providing individuals with additional lifetime income 

options, the IRS issued final regulations on July 2, 2014, permitting the 

purchase of longevity annuity contracts.  

http://www.natlawreview.com/article/new-irs-regulations-permit-purchase-longevity-annuities-

qualified-retirement-plans 

 

Wells Fargo Advisors' profit soars 

Wirehouse raked in $544 million, up 25% from the year-earlier quarter 

http://www.investmentnews.com/article/20140711/FREE/140719984 

 

Fear & Greed Index   

What emotion is driving the market now 

http://money.cnn.com/data/fear-and-greed/?iid=HP_LN 

 

These pensions could fail 

 If you have clients or loved ones who are counting on getting retirement 
income from their multi-employer defined benefit pension plan, this might 
be a good time to have a talk about not putting all the eggs in one basket. 
  

http://blog.insurancenewsnet.com/2014/07/10/these-pensions-could-fail/ 

 

 

401(k) rollover boom enriches brokers at retirees’ 
expense 

https://www.federalregister.gov/articles/2014/07/02/2014-15524/longevity-annuity-contracts
http://www.natlawreview.com/article/new-irs-regulations-permit-purchase-longevity-annuities-qualified-retirement-plans
http://www.natlawreview.com/article/new-irs-regulations-permit-purchase-longevity-annuities-qualified-retirement-plans
http://www.investmentnews.com/article/20140711/FREE/140719984
http://money.cnn.com/data/fear-and-greed/?iid=HP_LN
http://blog.insurancenewsnet.com/2014/07/10/these-pensions-could-fail/
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Former employees at major companies have complained that sales 
representatives lured them into rolling over their 401(k) nest eggs into 
unsuitable IRA investments.  

http://seattletimes.com/html/businesstechnology/2024041313_rollovermiragexml.html 

 

Variable Annuities a Top Source of Customer Complaints: 
FINRA  

FINRA 'very focused' on VAs; also watching inflation-sensitive products 

http://www.thinkadvisor.com/2014/06/30/variable-annuities-a-top-source-of-customer-compla? 

The financial fallout from Germany's World Cup rout of Brazil 

 The economic and political ripple effects of Germany's soccer team 

trouncing Brazil, 7-1 

http://www.investmentnews.com/article/20140709/BLOG12/140709933 

 

 

If ever the stock market flashed a ‘sell’ signal, it’s now 

(share from Chad) 

Most investors seem to feel pretty confident that this market will never go 

down. But if you’ve studied bear markets, you know how this story will end. 

Don’t forget: Human nature never changes. 

http://www.marketwatch.com/story/if-ever-the-stock-market-flashed-a-sell-signal-its-now-2014-07-09 

 

 

Life insurance: who needs it? 

Who really needs life insurance? That's a question many prospects pose and 

even more so as the sea of younger potential clients grows. Many feel a 

http://seattletimes.com/html/businesstechnology/2024041313_rollovermiragexml.html
http://www.thinkadvisor.com/2014/06/30/variable-annuities-a-top-source-of-customer-compla
http://www.investmentnews.com/article/20140709/BLOG12/140709933
http://www.marketwatch.com/story/if-ever-the-stock-market-flashed-a-sell-signal-its-now-2014-07-09
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policy is unnecessary and -- now more than ever -- are hesitant to take on 

another monthly bill.  

http://www.lifehealthpro.com/2014/07/08/life-insurance-who-needs-it? 

 

 

What you need to know about the cost of fixed 

annuities 

The cost factors can be very complicated and, sometimes bewilderingly so. 

http://www.lifehealthpro.com/2014/07/03/what-you-need-to-know-about-the-cost-of-fixed-annu 

 

Donate life insurance policies to a charity 

http://articles.chicagotribune.com/2014-07-02/lifestyle/sns-201407011130--tms--premhnstr--k-f20140702-

20140702_1_charity-life-insurance-premiums 

 

 

 

-------------------------------------------- 

We Recommend: 
www.annuity.com/agenttools 
If you are not using this "Free" resource you are 
missing out....did I mention it is free? 
 
There is a ton of info here, it requires no password 
and it is up to date information. 
 

http://www.lifehealthpro.com/2014/07/08/life-insurance-who-needs-it
http://www.lifehealthpro.com/2014/07/03/what-you-need-to-know-about-the-cost-of-fixed-annu
http://articles.chicagotribune.com/2014-07-02/lifestyle/sns-201407011130--tms--premhnstr--k-f20140702-20140702_1_charity-life-insurance-premiums
http://articles.chicagotribune.com/2014-07-02/lifestyle/sns-201407011130--tms--premhnstr--k-f20140702-20140702_1_charity-life-insurance-premiums
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 ---------------------------------- 
Disclaimer:   

My opinion and/or numerous sources complied by me are used in 

preparing Open MIC. 

I obtain information from many sources, print, internet, agent gossip and 
other media.  I always try and provide the original source or the link but my 
note taking habitually is lacking.   

Much of the content on Open MIC is written by me and is my personal 
opinion.  You should never consider that I am the world’s greatest authority 
or expert on anything.  Always consult professionals who are licensed to 
give correct advice regarding taxes and securities and other topics of great 
importance.   

I am an authority in lead generation and marketing annuities and am fully 
licensed as an insurance salesman. I sell state approved annuity products 
provided by licensed insurance companies. 

I am also NOT an economist by license, only by hobby.  If you decide to 
make decisions based on my particular view of the world, you should get it 
verified by licensed professionals or get your head examined. 
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Open MIC is and was created for the entertainment of our agents, family, 
friends, guests, industry spies and me.  Be careful with the information 
contained in Open MIC and always get advice from licensed professionals. 
You never know, sometimes I might make something up….so always verify! 

Also, the information used in Open MIC is free; I assert no copyright or 
literary rights. Copy away. 

Our competitors will copy Open MIC anyway so I might just as well give it 
away, saves so much mental anguish and sleepless nights. 

 

More Legal Stuff...  

Be responsible... we cannot know your individual situation, always do your 
own due diligence before responding to any offer or investing any money. 

I can't accept responsibility for the profitability or legality of any published 
articles or opinions published in Open MIC. Nothing in these Open MIC 
notes should be considered personalized advice. Although I may answer 
your general questions, I am not licensed under securities laws to address 
your particular situation. No communication by me to you should be 
deemed as personalized advice.  

And, although all of the articles have been selected for their content, 
however in the interests of balanced reporting we often publish articles we 
may not agree with, the publishing of such articles within Open MIC notes 
does NOT constitute a recommendation of the products or services 
mentioned or advertised within those articles. Boise State will go unbeaten 
this coming football season, we open against Ole Miss in the Georgia Dome 
August 28. 

We make no compensation for the publishing (or hosting) of Open MIC 
Notes.....in fact it costs us for the phone "call in" system...oh well... 

 

 



46 | P a g e :   N o t e s  f o r  t h e  b e s t  c r e w  i n  t h e  i n d u s t r y  
 

 

 


