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……15 Years and still rolling……. 

Open MIC is open for anyone.      

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

 

IF YOU WOULD LIKE TO FIND OUT MORE ABOUT US 

CALL OR EMAIL 

ANTHONY OWEN 

888-74AGENT (24368) 

tony@annuityagentsalliance.com 

OR VISIT OUR WEBSITE 

 

mailto:tony@annuityagentsalliance.com
http://www.annuityagentsalliance.com
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“Our brand can be your brand” 

 
 

Our Neighbood Crew labeling wine (100 cases) for deliver to 
this years fundraising efforts for our community of Shelton Wa.  
Thanks for the commitment and the help! 
 

Welcome to Open MIC! 

ABM: Always Be Marketing  
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  ---------------------------------------------------------- 

Thank you for joining us on Open MIC 
 

9:00: AM Pacific Thursday 800 504-8071 Code is 2554567#. 

 

 

 
 
 
 

Of Interest: 
 

SEC approves Finra background check rule 

Expanded requirement faces some industry pushback, but could help firms avoid rogue 

hires The Securities and Exchange Commission has approved a Finra proposal that 

requires brokerages to strengthen the background reviews they conduct on new 

hires. (what about current brokers….BB)  

Under the new requirement, firms must adopt written procedures to verify the accuracy 

and completeness of a broker’s registration […] The post SEC approves Finra 

background check rule (http://www.looktowink.com/2015/01/sec-approves-finra-

background-check-rule/) appeared first on Wink (http://www.looktowink.com) . 

http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=75a9a8b0a5&e=f493ae5d28
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Top 10 Most-Read InsuranceNewsNet Articles of 2014: 
Blog 

No themes necessarily pop out from the most-read InsuranceNewsNet articles in 2014, 

except that many involved insight into selling. That was particularly true 

about getting an inside look at Generation X and near-retirees. The list works up to the 

top most-read article of the year. 10. Telehealth: The Next Health Care Frontier 

Telehealth may be […] The post Top 10 Most-Read InsuranceNewsNet Articles of 2014: 

Blog (http://www.looktowink.com/2014/12/top-10-read-insurancenewsnet-articles-

2014/) appeared first on Wink (http://www.looktowink.com) . 

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

 I can help:  
Need help on case prep?  Have questions about mutual funds, stocks, 

bonds?  Need help fact finding? I can help you put you case together. 

Call or email me.  360 701-6209……bbroich@msn.com 

 

Referrals:  I am a member of Engaged Selling and recently a report 
was published regarding referrals. The report was a combination of 
numerous sources including LIMRA members about the relationships 
between an advisor and an existing client.   

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=83cba9b7b8&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=83cba9b7b8&e=f493ae5d28
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78% of your existing clients would provide referrals if they were asked 
(properly). 

Only 8% of Advisors even ask for referrals. 

Of course that is science and the black and white of the topic, the Art is how 
to get the referrals. 

I have heard some agents use the method, “Mrs. Jones, I must rely on 
referrals to exist, whom do you know I could call?”  Trust me, if you use 
that you will get 0% referrals. (being direct) 

Of course there are the easy lines such as: “Mrs. Jones, I would appreciate 
any referrals from you.” (appreciation method)  This still won’t work. 

There are many examples of how to get referrals and as far as I am 
concerned, they all suck.   

There really is only one way to get referrals and it has nearly a 100% 
success rate. I was taught this as a new pup with Northwestern Mutual and 
it really works.  Guaranteed. 

First, ask yourself, what do you want a referral to really be?  A sale?  If you 
think sales come from referrals, you are wrong.  Referrals can lead to a 
relationship and from relationships come sales. 

Just like the internet leads, if you get 10 leads you will make 1 sale, if you 
build relationships with the 10 leads, you will get 2 sales.  Simple science. 

If you are fact finder based:  during the fact finder you will find lots of 
opportunities for referrals, simple things such their relatives names, their 
business associates, their neighbors, many names.  

Write their names down! 

When the sales process s completed, and the prospect has become a client, 
do this. 
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‘Mrs. Jones, you mentioned 1. your sister (add others) or 2. you mentioned 
several people you knew (this requires just a little practice and a small 
amount of finesse). 

 

 

Power Phrase:  Can I tell (her or them) that we do business 

together? (then be quiet, first one to talk loses). Does it get any simpler? 

This works 100% of the time, then when you reach out to the referral all you 
are trying to do is meet them and start building relationships.  Retire 
Village can really help with that. 

I can tell you this works, once I had a new client (Ed) I repeated back a 
family name that was mentioned in the fact finder, I was referred to her 
(Donna)  Donna eventually became a client, she referred me to (Scott) who 
also became a client and Scott referred me to his sister who also knew Ed 
(Brenda).  This one referral over the years has produced over $3 million in 
annuity premium and many sales.  

And that was from just one leg of one referral, remember, sales don’t 
happen without a relationship. 

Bill 
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Crew! Send me your shares and we will put them on Open MIC 

notes, that way we help each other in our Agent Community! 

 

  

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

 

Big Truck Partners 

 

 
Question for the Big Truck Boys from the crew 

Q. When you see a prospect for the first time, or even when closing, what 

do you leave behind – sale or not? 

------------------------------------------------------------------------------------ 
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Mutual Funds 
Over Christmas I had a call from an agent trying to sell against a broker 

peddling mutual funds.  During our two conversations he asked me such 

basic questions that I wondered how effective my training about mutual 

funds had been or has it just been sometime since we discussed this 

potential annuity revenue source.   

I decided to start 2015 with an overview of mutual funds, how they work, 

their strong points and their weaknesses.  For me selling against mutual 

funds is like shooting fish in a barrel, very easy to do.  Easy as long as you 

understand how they work. 

Selling against mutual funds begins very simply, a solid and complete 

fact finder.  Once you understand your prospects situation, goals and 

assets (and only if our product is a benefit) selling against mutual funds is 

very simple. 

With the expansion of the internet, most all information you need is readily 

available to you. 

For those on the call who have heard all this before, I do have a little more 

information for you and for those who are new to Open MIC, feel free to use 

any and all of this information.  Share and Share alike. 

 

Because of the amount of information to review about Mutual Funds, I am 

breaking it into 2 parts, one for this week and one for next week. 
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My Target Market for Annuity Revenue 

 

 

Disclosure: I was security licensed for about 10 years during my 

career with Northwestern Mutual, I am no longer security licensed nor do I 
have any plans to ever be security licensed. 
 
I have randomly selected mutual funds for illustration purposes only.  
These funds are from very good suppliers and I mean no disrespect about 
their products.  I never move funds from a mutual fund to an annuity 
without a solid and suitable reason.  Always conduct a complete and 
thorough fact finder and make sure the home office of the product you 
recommend knows all the facts about your case.   (see cover letter at top of 
notes)  
 
I have had great success selling against mutual funds.  I will caution you 
that in some states, unless you are licensed, making investment decisions 
may not be legal in the eyes of your DOI. So for informational purposes and 
educational purposes, here are basics of mutual funds and how I use 
available information.  
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What is a mutual fund? And how do they work?   
 
A mutual fund is an investment security type that enables investors to pool their money 
together into one professionally managed investment. Mutual funds can invest in stocks, 
bonds, cash and/or other assets.  Mutual funds can be considered baskets of 
investments. Each basket holds dozens or hundreds of security types, such as stocks or 
bonds. Therefore, when an investor buys a mutual fund, they are buying a basket of 
investment securities. However, it is also important to understand that the investor does 
not actually own the underlying securities--the holdings--but rather a representation of 
those securities; investors own shares of the mutual fund, not shares of the holdings. 
 

 

There are two types of mutual funds: There is a 
difference. 
 
Open and Closed.  
 
Open end mutual funds means the shares of the fund are sold back directly to 
the mutual based on their share value.  The values are redeemed at the end of the 
trading day and there is no delay in the sale. 

 
Closed end mutual funds must be redeemed on the open  market, meaning a 
buyer for the shares must be found.  In MOST cases closed end funds are sold via a 
commission paid to the brokerage house (broker). 
 

The fact closed end funds when liquidated are exposed to 
a commission is a sales advantage for us. 
 
Tax Disadvantage: 
 
 
When a mutual fund receives dividends or buys and sells assets within the fund, the 
shareholders can be exposed to tax liability. Also, when the fund has capital gains from 
selling investments in its portfolio at a profit, it passes on those after-expense profits to 
shareholders as capital gains distributions. You generally have the option of receiving 
these distributions in cash or having them automatically reinvested in the fund to 
increase the number of shares you own. Reinvesting still exposes you to tax liability.  
 

Of course, you have to pay taxes on the fund's income distributions, and usually on 
its capital gains, if you own the fund in a taxable account. When you invest in a mutual 
fund you may have short-term capital gains, which are taxed at the same rate as your 
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ordinary income—something you may try to avoid when you sell your individual 
securities. You may also owe capital gains taxes if the fund sells some investments for 
more than it paid to buy them, even if the overall return on the fund is down for the year 
or if you became an investor of the fund after the fund bought those investments in 
question. 
 

This is a sales advantage to us 
 
 

So how often does the mutual fund manager buy and sell assets 
in the fund?  Every time an assets is Bought and sold…. 
 
It really depends, but that information is available to anyone.  It is called the turnover 
rate. The fund must disclose to its shareholders what percentage of the assets of the 
fund are bought and sold each year.  Many mutual funds have a very low turnover but 
many have a large turnover.  In most cases a higher turnover could be an indication of a 
tax inefficient fund.   
 

This knowledge can be important to us because most 
people have no clue about their funds tax efficiently until 1099s 
are sent.  
 
 
Here is Morningstar’s definition of turnover ratio 
 

Turnover Ratio  

This is a measure of the fund's trading activity, which is computed by taking the lesser of 
purchases or sales (excluding all securities with maturities of less than one year) and 
dividing by average monthly net assets.  

A turnover ratio of 100% or more does not necessarily suggest that all securities in the 
portfolio have been traded. In practical terms, the resulting percentage loosely 

represents the percentage of the portfolio's holdings that have 
changed over the past year.  

A low turnover figure (20% to 30%) would indicate a buy-and-hold strategy. High 
turnover (more than 100%) would indicate an investment strategy involving 
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considerable buying and selling of securities.  400% and higher turnover 
ratio in mutual funds do exist 

Google the name of the fund to get the symbol code.  As an 
example, I used T. Rowe Price New Horizons, code is PRNHX.  
Here is where the turnover ratio is shown. I then entered in 
Google Morningstar PRNHX turnover ratio 

 
 
 

See the turnover rate on right is 35%....Indicating this is mostly a buy and 
hold.  What would it mean if it was 80% or 200%?  Would it possibly mean exposure to 
tax liability? 

 
 
Mutual Fund Objectives:  
 
The particular investments a fund makes are determined by its objectives and, in the 
case of an actively managed fund, by the investment style and skill of the fund's 
professional manager or managers. The holdings of the mutual fund are known as its 
underlying investments, and the performance of those investments, minus fund fees, 
determine the fund's investment return 
 
There are literally thousands of individual mutual funds, there are only a handful of 
major fund categories: 

 Stock funds invest in stocks (small, medium and large cap) 
 Bond funds invest in bonds 
 Balanced funds invest in a combination of stocks and bonds 
 Money market funds invest in very short-term investments and are 

sometimes described as cash equivalents 
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Why is this important?  In each fund category are sub 
categories.  In stock funds there are small cap (small companies) mid cap 
(medium size companies) and large cap (large companies).  Generally 
speaking, the larger the company the lessor the volatility.  Small cap 
companies would normally be more volatile than larger companies.  What if 
your prospect is 65 and holds small cap mutual funds?  Would it make 
sense?  It all depends on the fact finder, the goals of the prospect and the 
overall assets.  But….generally as we age, moving away from volatility 
makes more sense. This is an advantage to us when you find a high 
percentage of assets in small cap funds, ask the prospect why?  Why be 
exposed to possible volatility?  
 
Here is more information about sub categories of Stock Mutual Funds via 
FINRA (www.finra.org) 

 

 Stock funds: 

 Growth funds invest in stocks that the fund's portfolio manager believes have potential for 

significant price appreciation. 

  

 Value funds invest in stocks that the fund's portfolio manager believes are underpriced in 

the secondary market. 

  

 Equity income funds invest in stocks that regularly pay dividends. 

  

 Stock index funds are passively managed funds, which attempt to replicate the 

performance of a specific stock market index by investing in the stocks held by that index. 

  

 Small-cap, mid-cap, or large-cap stock funds stick to companies within a certain 

size range. Economic cycles tend to favor different sized companies at different times, so, for 

example, a small-cap fund may be doing very well at a time when large-cap funds are 

stagnant, and vice versa. 

  

 Socially responsible funds invest according to political, social, religious, or ethical 

guidelines, which you'll find described in the fund's prospectus. Many socially responsible 

funds also take an activist role in the companies where they invest by representing their 

shareholders' ethical concerns at meetings with company management. 

  

 Sector funds specialize in stocks of particular segments of the economy. For example, 

you may find funds that specialize solely in technology stocks, in healthcare stocks, and so on. 

Sector funds tend to be less diversified than funds that invest across sectors, but they do 

http://www.finra.org/
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provide a way to participate in a profitable segment of the economy without having to identify 

specific companies. 

  

 International, global, regional, country-specific, or emerging markets funds 

extend their reach beyond the United States. International funds invest exclusively in non-

U.S. companies. Global funds may invest in stocks of companies all over the world, 

including U.S. companies with global businesses. Regional funds focus on stocks of 

companies in a particular region, such as Europe, Asia, or Latin America, while country-

specific funds narrow their range to stocks from a single country. Funds that invest in 

emerging markets look for stocks in developing countries. 

 

   

  

 

Bond funds are the same as stock funds, if the purpose of the bond fund is 
to invest in a bond portfolio, it will be designated.   
 

Bond funds: 
 Corporate, agency, or municipal bond funds focus on bonds from a single type of 

issuer, across a range of different maturities. 

  

 Short-term or intermediate-term bond funds focus on short- or intermediate-

term bonds from a wide variety of issuers. 

  

 Treasury bond funds invest in US Treasury issues. 

  

 High-yield bond funds invest in lower-rated bonds with higher coupon rates. 

 

 
Many times I have seen seniors who are invested in high yield bond funds, 
sold to them as a possible higher return than available at banks etc. Let’s 
examine a high yield bond fund. 
 
What exactly does high yield mean?  In most cases a bond issuer would have to offer 
higher interest to compensate an exposure to risk.  Many high yield bonds have been 
renamed; their original name was junk bonds.  High yield is much easier to market. 
 
Most high-yield bonds have a maturity of 10 years, but are callable in five. A company 
will call a bond—pay the debt in full—if it can issue new bonds with a lower coupon; 
perhaps its credit profile has improved, or interest rates have dropped.   
 
 
Here is a good sales tip about “callable bonds”.  I call it the Back Door Escape Hatch 
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Use The “Back Door Escape Hatch” to Compare 

Bond and Annuity Benefits 

This tip really works when you are dealing with a prospect that owns bonds. 

Almost all bonds issued in today’s market have a callable feature to them.  

This means that if the bond issuer can offer the same bonds at a lower 

interest rate than they are currently paying, they will “call” the bonds and 

reissue. 

The risk to the bond buyer is two-fold: 

1. The bond owner will receive the funds from their bond being called 

and be forced to look at lower interest options because interest rates 

are lower 

2. If the bond is not called then that would mean that interest rates in 

general are higher.  The bond owner is then “stuck” with the bond 

they own and it is paying less than the prevailing general interest 

rates. 

When I meet someone who owns bonds with a callable feature I always say 

this: 

“Mrs. Jones, it appears that you bought a bond with a back 

door escape hatch. This means the bond company can change 

the rules if it is in their best interest.” 

I then go one to explain what happens and how she will always be at a 

disadvantage.  Here is a little more about callable bonds. 

Callable: Subject to payment of the principal amount (and accrued 
interest) prior to the stated maturity date, with or without payment of a call 
premium. Bonds can be callable under a number of different 
circumstances, including at the option of the issuer, or on a mandatory or 
extraordinary basis. 
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Use the “back door escape hatch” line to help your prospect 

understand more about their bond holdings.  

 
 

The quality of the credit held in the bond affects two things, 

yield and risk.  Here is an example of credit quality. 

 
 

 
 
Green line is fund assets and blue is industry benchmark. 
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Obviously the lower the credit of the bonds the greater the 
risk and generally the greater yield.   
 
As an example, a bond fund holding US Treasuries would have extremely 
high credit but a much lower yield. 

Other funds: 

 Balanced funds invest in a mixture of stocks and bonds to build a portfolio diversified 

across both asset classes. The target percentages for each type of investment are stated in the 

prospectus. Because stocks and bonds tend to do well during different phases of an economic 

cycle, balanced funds may be less volatile than pure stock or bond funds. 

  

 Funds of funds are mutual funds that invest in other mutual funds. While these funds can 

achieve much greater diversification than any single fund, their returns are affected by the 

fees of both the fund itself and the underlying funds. There may also be redundancy, 

which can cut down on diversification, since several of the underlying funds may hold the 

same investments. 

  

 Target-date funds, sometimes called lifecycle funds, are funds of funds that change their 

investments over time to meet goals you plan to reach at a specific time, such as retirement. 

Typically, target-date funds are sold by date, such as a 2025 fund. The farther away the date 

is, the greater the risks the fund usually takes. As the target date approaches, the fund 

changes its balance of investments to emphasize conserving the value it has built up and to 

shift toward income-producing investments. 

  

 Money market funds invest in short-term debt, such as Treasury bills and the very 

short-term corporate debt known as commercial paper. These investments are considered 

cash equivalents. Money market funds invest with the goal of maintaining a share price of $1. 

They are sometimes considered an alternative to a bank savings account although they aren't 

insured by the FDIC. Some funds have private insurance. 

 

 

Money market funds in low interest environments can lose 
value because of fees associated with the fund.  In today’s low interest 
environment, most money market funds struggle to break even.  Many 
funds have stopped charging fees temporarily to avoid fund losses.  
Here is an example of a money market fund and yields.  All money market 
funds have the same value $1.00.  Interest converts to shares automatically.  
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Let’s talk fees 
 
All mutual funds charge fees. Because small percentage differences can add up to a big 
dollar difference in the returns on your mutual funds, it's important to be aware of all 
the fees associated with any fund you invest in. Some fees are charged at specific 
times, based on actions you take, and some are charged on an ongoing basis. Fees are 
described in detail in each fund's prospectus, which you should be sure to read before 
investing in any fund. 
 
Here are types of fees that may be charged on an ongoing basis: 
 

 Management fees (expense ratio). These fees pay the fund's portfolio 
manager. This is referred to as the expense ratio, the cost annually of owning 
your fund.  Here is an example of expense ratio fees. I used Aberdeen 
Diversified Alternatives Class A (GASAX).  Google Morningstar GASAX 
to gather basic information. 
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Here you can see the expense ratio, 1.98% which is considered 
average.  1.98% subtracted annually before any return is calculated for the 
share owner.   Expense ratios can be as low as .25% and as high as 5% (or 
higher)  
 

 According to Morningstar:  The average fund charges 1.25%, down from 
1.28% in 2012 and off from a peak of 1.47% in 2003.  Here is more: 
http://corporate.morningstar.com/US/documents/researchpapers/Fee_Trend.pdf 

 

Also you will see the stars next to the fund name (4 stars).  This is 
the Morningstar rating system.  1 means poor, 5 is highest.  If you find 
lower rated funds with your prospect, ask them why their broker would not 
have selected a 4 or 5 star fund for you? 
 Here is more information about Morningstar’s rating system: 
http://corporate.morningstar.com/US/documents/MethodologyDocuments/FactSheets/MorningstarRat

ingForFunds_FactSheet.pdf 

 

 
  

 12b-1 fees. These fees, capped at 1 percent of your assets in the fund, are 
taken out of the fund's assets to pay for the cost of marketing and selling the 
fund, for some shareholder services, and sometimes to pay employee bonuses.  
FYI…..12 b-1 fees ARE included in the Expense Ratio.    

 

 Asset-Based Sales Charges  
            These are fees you would not pay directly, but which are taken out of a mutual                  
fund's assets to pay to market and distribute its shares. For example, asset-based sales 
charges can be used to compensate a broker for the sale of mutual fund shares, for 
advertisements and to print copies of the prospectus. Asset-based sales charges include 
Rule 12b-1 fees, which are dedicated to these types of distribution costs. 
  

 
 

Many critics have challenged the industry to discontinue 12 b-1 
fees.  They are merely a system to increase compensation for the broker and 
the brokerage.  Just think how much more money your prospect would 

http://corporate.morningstar.com/US/documents/researchpapers/Fee_Trend.pdf
http://corporate.morningstar.com/US/documents/MethodologyDocuments/FactSheets/MorningstarRatingForFunds_FactSheet.pdf
http://corporate.morningstar.com/US/documents/MethodologyDocuments/FactSheets/MorningstarRatingForFunds_FactSheet.pdf
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have if they hadn’t paid the 1% annually in 12 b-1 fees and a better question, 
did they even know they were paying it? 
 
 
  

 Other expenses. This miscellaneous category includes the costs of 
providing services to shareholders outside of the expenses covered by 12b-1 

fees or portfolio management fees. You also pay transaction fees for 
the trades the fund makes, though this amount is not reported 
separately as the other fees are. 

 
The following fees are based on actions you may take, so may or may not be amounts 
you pay: 

 Account fees. Funds may charge you a separate fee to maintain your 
account, especially if your investment falls below a set dollar amount. 

 
 

At one IRA provider the GAO studied, an unclaimed $1,000 
account would be reduced to zero in just 9 years (to blame: a $50 one-time 
account set-up fee, a $50 annual fee, and a $65 annual address search fee, 
fund fees, combined with an 0.11 percent investment return).  

Click here for more:  Employers Dump 401(k)s Into IRAs Costing Ex-Employees Billions  

   

 Redemption fees. To discourage very short-term trading, funds often 
charge a redemption fee to investors who sell shares shortly after buying 
them. Redemption fees may be charged anywhere from a few days to over a 
year. So it's important to understand if and how your fund assesses 
redemption fees before you buy, especially if you think you might need to sell 
your shares shortly after purchasing them. 
 
  

 Exchange fees. Some funds also charge exchange fees for moving your 
money from one fund to another fund offered by the same investment 
company. 
 

 Purchase fees. Whether or not a fund charges a front-end sales charge, it 
may assess a purchase fee at the time you buy shares of the fund. 
  

http://www.msn.com/en-us/money/markets/employers-dump-401-k-s-into-iras-costing-ex-employees-billions/ar-AA7S9eb
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Numerous services exist to provide you full disclosure on mutual 
fund fees and expenses.  Morningstar Principia Pro is the industry 
standard, I have used it for years.  
 
FINRA allows you to look at individual mutual fund fees; they require a 
disclosure agreement before accessing.  I would urge you to subscribe to 
Morningstar and if you need a quick peek then the link below allows you an 
overview. 
 
 

http://apps.finra.org/fundanalyzer/1/fa.aspx 
 
 

If I do not have access to Principia Pro, I merely Google 

Morningstar and the symbol and I can access most of the information.  I 
like Principia Pro because it provides much more detail in a complete 
printed report.   Here is more information about Principia Pro:  
http://corporate.morningstar.com/us/documents/MarketingOneSheets/Principia/PrincipiaPricing_NoD

isc.pdf 

 

 

 

 

 

Next let’s look at Loads, the Cost of Acquisition 
 
When you buy mutual fund shares from a stockbroker or other investment professional, 
you might have to pay sales charges, called loads, which are calculated as a 
percentage of the amount you invest. Like commissions on stock or bond transactions, 
these charges compensate the broker for the time and effort of working with you to 
select an appropriate investment. 
 
The rate at which you're charged varies from fund company to fund company. In 
addition, companies may offer different classes of shares, which assess the charge at 

http://apps.finra.org/fundanalyzer/1/fa.aspx
http://corporate.morningstar.com/us/documents/MarketingOneSheets/Principia/PrincipiaPricing_NoDisc.pdf
http://corporate.morningstar.com/us/documents/MarketingOneSheets/Principia/PrincipiaPricing_NoDisc.pdf
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different times. You'll want to be sure you understand the financial consequences of 
choosing a specific share class before you purchase a fund.   
 
Class A shares have a front-end load, which is a commission you pay at the time you 
buy the shares. The average range is between 2 percent and 5 percent, though it varies. 
This amount is subtracted from the total you're investing in the fund. For example, if 
you invest $1,000 in a fund with a 5 percent front-end load, $950 of your investment 
would buy fund shares, and $50 would go to your broker. 
 

Class A shares may impose an asset-based sales charge (12 b-1)  (often 0.25 percent 
per year), but it generally is lower than the charge imposed by the other classes (often 
1 percent per year for B and C shares). 
 
 
Class B shares have a back-end load, which you don't pay unless you sell your shares 
during the period the charge applies, which is usually up to seven years after purchase, 
though it could be longer or shorter. The load tends to drop, perhaps by a percentage 
point each year, and then disappears altogether. However, the annual fees that the fund 
charges on Class B shares are higher than the fees on Class A shares. Back-end loads are 
also known as contingent deferred sales charges (CDSC). 
 

Class B shares have a surrender penalty much like annuities, normally for 5 
to 7 years on a percentage declining basis, 5,4,3,2,1 (as an example).    
 
 
Class C shares may carry a level load, which a fund collects every year you hold the 
fund, or they may have a back-end load or CDSC, similar to B shares. Class C shares also 
tend to have higher annual fees than Class A shares, typically on a par with those that 
apply to Class B shares. In addition, C shares do not convert to another share class. 
 

Additionally, in most cases, your total cost would be higher than with Class A 
shares, and even Class B shares, if you hold for a long time. 
 
 
No-Load shares: As their name implies, no-load funds do not impose sales charges 
and you typically buy shares directly from the investment company that offers these 
funds. The same funds may be available, with a load, from investment professionals. 

Remember, though, that while no-load funds have no sales charges, they may 
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still charge 12b-1 fees, purchase fees, redemption fees, exchange fees, and 
account fees in addition to the operating fees that all funds charge. 
 
  

 
 
 

Here is my Ace in the Hole, it never fails….BB 
 

One of my favorite sales points when selling against mutual funds 
is standard deviation.  Almost no broker I have ever competed against 
knows or understands this term and what it means to RISK exposure.  
Obviously like our discussion of small calm and large cap mutual funds, the 
more volatility exposure means more risk exposure.  Standard deviation 
does just that.  Imagine yourself explaining to you prospect that they have 
exposure to risk and an annuity might be a good alternative.  Their 
response is yes but I made 6% last year, what if you showed them their 
actual exposure to risk! 
 
Would that not be a basis for determining the decisions they 
have made. 
 
Here is Morningstar’s definition of Standard Deviation. 
  
  

 Standard Deviation  

This statistical measurement of dispersion about an average, depicts how widely a 
mutual fund's returns varied over a certain period of time. Investors use the standard 
deviation of historical performance to try to predict the range of returns that are 
most likely for a given fund. When a fund has a high standard deviation, the predicted 
range of performance is wide, implying greater volatility. 

Standard deviation is most appropriate for measuring the risk a fund that is an 
investor's only holding.    

For example, for a fund with a mean annual return of 10% and a standard deviation of 
2%, you would expect the return to be between 8% and 12% about 68%of the time. 
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Simpler terms:  The greater the standard deviation, the greater the range in what is 
being measured. In investing, high standard deviations typically indicate high volatility -
- a return that fluctuates often and by large amounts. 

Fluctuation in returns can mean exposure to risk. 

 

 
This fund was randomly selected, I have neither relationship nor 
knowledge of this fund, and this is for illustration only. 
 

 
First look at the returns and the risk….3 years, below average returns but 
below average risk. 
 

 

 

 

Standard Deviation of 9.71 for last 3 years, see column on right…. 
The reference to S&P 500 is the index which is more volatile, the Category: 
LG refers to Large Cap stock mutual funds as a category, which has a great 
Standard Deviation.  I selected 3 years as an illustration, but 5-10-15 years 
are also available. In this illustration, the S&P 500 and LG cap would be 
more volatile. 
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The fund had a 3 year return of 5.5%.  Now look at the standard deviation 
of 9.71%.  That means the fund has an expected return (68%) to be 
between minus -4.21% and gain 15.21%.  If you were the prospect how 
would you feel about volatility? 
 
Showing standard deviation allows you to explain their risk exposure. 
 
Here is another example of risk. Yield and standard deviation. 
 

 
  

  

Vanguard’s standard deviation for this money market fund is .01%.  You 

can safely assume it will yield close to what it projects.  
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The very best way to learn about how mutual funds work and how fees and 

expenses affect them is to study this book: 

 

Additional Tips for Selling against mutual 

funds. 

Follow the Money: Investors weren't always wise to the conflicts of 

interest in the mutual-fund industry. One of the favorite for brokers is to push more of 

the brokerage firm's in-house funds, instead of selling too many competing funds that 

produced less profit for the firm.  

Many brokerage houses adopt the story about Henry Ford about selling Model T's: "You 

could have any color—as long as it was black." The problem with offering clients only 

house funds is they can be of lesser quality.  If you see a brokerage statement with 

majority of house funds, it generally means the owner of the account is not well 

informed.   

 

January, April, July and October 

If you ask for a look at a brokerage account, ask for one of these months, then look in the 

dispersal (expenses) portion and see if any fees are being deducted, such as 

management fees (sometimes called advisor fees).  If so, tell your prospect these fees are 

voluntary and they do not have to pay them.  I have found so many of these where fees 

were charged and then loaded funds were then sold, double compensation. 

Be careful, many no load fund also pay 12 b-1 fees so the broker can say no charge for 

the fund but in reality, there are still hidden double charges. 

Fees on brokerage accounts are called Wrap Fees, All the assets in the account are 

wrapped in fees, this could include assets held outside, such as a variable annuity (you 

see less and less of this). 

 



26 ABM:  Notes for the crew. 

 

More 

Learning about Wrap fees will provide information for you to explain how their 

broker/advisor generates income from them. This is important information….BB 

Wrap Fees:  Fees charged by investment advisor for the entire account value.  The 

fees can vary based on the amount of the account, the type of investments being 

wrapped and the specific broker dealer. 

 

As an example, an account with $100,000 value will be charged more than an account 

with a value of $500,000.   

Here is a dirty little secret about wrap fees, they can wrap around assets which are 

already paying fees.  As an example, a mutual fund may have expense fees being charged 

for the fund management, the wrap fees are wrapped around the account value of the 

mutual fund, the investor could be charged double fee.  

Mutual fund with value of $50,000 and fees of 1.25% is wrapped by a advisor fee of 1% 

making the total fees suffered by the investment owner is (under our example) 2.25%. 

 

DEFINITION (from Investopedia) 

A comprehensive charge levied by an investment manager or investment advisor to a 

client for providing a bundle of services, such as investment advice, investment research 

and brokerage services. Wrap fees allow an investment advisor to charge one 

straightforward fee to their clients, simplifying the process for both the advisor and the 

customer.   

 

From Forbes: 

Wrap Account Ripoff 

http://www.forbes.com/forbes/2010/0412/investing-brokerage-commission-retirement-

finra-ripping-you-off.html  
   

  http://www.thinkadvisor.com/2014/08/14/sec-cracking-down-on-wrap-fees-wins-court-case? 

http://www.forbes.com/forbes/2010/0412/investing-brokerage-commission-retirement-finra-ripping-you-off.html
http://www.forbes.com/forbes/2010/0412/investing-brokerage-commission-retirement-finra-ripping-you-off.html
http://www.thinkadvisor.com/2014/08/14/sec-cracking-down-on-wrap-fees-wins-court-case
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No load funds always have expenses, make sure you look up the funds and see 

what they are actually charging.  Many no-load funds can still charge 12 b-1 fees 

which means in addition to the expenses for the fund, some sales charges are sent back 

to the brokerage.  I have seen many of these used especially in 401 (k) plans. 

 

Here is an example of a no load fund, once again random selection to 

illustrate expenses. 

See the Managed Fee (MER) of 2.27% (see actual of 1.85%).  This 

fund can charge up to maximum, currently not doing that.....what would 

the fee be if this were in a Wrap account?  

This fund has $269 million in assets.  
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Here is another no load fund, small in assets, notice the fee structure for 

this no load fund.  They can charge 2.69%, currently 2.00%. 

 

 

Mutual funds can make sense for some investors at certain times.  If I were 

a mutual fund investor, I would simply buy the market, the S&P 500.  I 

have told many folks this: 

 “Mrs. Jones, since you want to own mutual funds, why don’t 

you simply buy the market, the S&P 500?”  
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I tell them to do it themselves and to do it without fees and 

expenses, then I show them the least expensive and circle the phone 

number, it is easy, just call them and tell them to go “fetch” your money.  

This begins driving the wedge between them and their broker and puts me 

more in control of the relationship. 

Here is the least expensive S&P 500 stock index fund. 

 

 

If you are interested in learning more about exposure and fees (expenses on 

mutual funds) use this link: http://www.bogleheads.org/: BogleHeads….. 

 

 

http://www.bogleheads.org/
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I was security licensed and no one ever really explained how the 

fees worked…That is how I learned.  Here is the Amazon direct link: 
http://www.amazon.com/Bogle-Mutual-Funds-Perspectives-Intelligent/dp/0440506824 

 

And if you select the charity Doctors without Borders, 

Amazon will contribute to them.  No cost to you. 

If you would like a more complete course, about 15 hours to 

complete, cost $100 here you go: 

http://www.kesdee.com/html/MutualFunds.html 

 

14 Reasons to Help Your Client Select an FIA Over a 

Mutual Fund as a Retirement Vehicle   
 
  

1. An FIA owner can never lose money due to a down 
market. Most all Fixed Index Annuities today guarantee your 
principal, lock in interest credits from previous years, and provide a 
guaranteed minimum annual rate of return (usually 2-3%) on that total. 
During a year of growth, FIA owners receive a portion, typically 35 to 60%, 
of those gains, via linkage to the published returns of the various equity 
indices (the S&P 500, NASDAQ 100, DJIA, Russell 2000, etc.). During a 
subsequent down year, an FIA owner’s principal and accumulated gains 
are “locked in” and carried forward (also known as “annual reset”) to 
his/her next contract anniversary. If the markets should recover the 
following year, the FIA owner would again receive a portion of those gains 
without having to climb out of the previous year’s correction. 
Not only do mutual funds not provide the same benefit, an investor 
could lose substantial portions of both his principal and past gains during 
a market downturn.  

 
 
 
 
 

http://www.amazon.com/Bogle-Mutual-Funds-Perspectives-Intelligent/dp/0440506824
http://www.kesdee.com/html/MutualFunds.html


31 ABM:  Notes for the crew. 

 

Use the American equity chart to better illustrate, call their sales 
department. 888 221-0002 
 
 

2. Annuities grow tax-deferred, mutual funds don’t. Simply 
put, this means that you benefit from “triple compounding”: You earn 
interest on your principal, you earn interest on your interest, and you 
earn interest on the money you would otherwise have paid in taxes on 
both. If your annuity came with a first-year premium bonus, you would 
have benefitted from quadruple compounding, having earned interest 
on that bonus as well. Non-qualified equity mutual fund gains are annually 
reportable and taxable, thus denying an investor the benefits of such 
three-fold compounding.  

 

 Tax Deferred is Tax Diminished 

Corporate America thrives on tax deferral and anytime taxes can be delayed it is a 

winner. Anytime you can send a tax liability to the future you will reduce the net out of 

pocket because the actual tax could be reduced by inflation. Why does Apple keep $100 

billion off shore? 

 

3. Many Fixed Index Annuities offer premium bonuses 
ranging from 2 to 10% of the original premium contributed. Mutual funds 
do not offer similar bonuses.  

 

Remember:  Bonuses must be vested, be transparent.  

 
 

4. Tax Liability Timing: You control your taxes, not the 
fund manager. Fixed Index Annuities grow tax-deferred until 
interest is withdrawn, thus allowing their owners to control precisely when 
and how much money will be taxable to them, depending upon their needs 
and circumstances from one year to the next. Mutual fund owners are 
subject to the fund manager’s annual capital gains distributions 
whether or not they redeem any shares for additional income. 
Many equity funds have turnover rates averaging over 80% annually, 
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meaning that management sells over 80% of their fund’s holdings every 
year, replacing them with other stocks, often in an attempt to beat their 
category averages. The reportable gains that a mutual fund shareholder 
must pay taxes on each year is exclusively a function of how long the fund 
manager holds the underlying investments he or she purchases, and has 
almost nothing to do with how long the shareholder has owned his or her 
fund.  

Tax liability control 
 

 
5. FIAs can avoid tax traps. The ownership of mutual funds may 

require the mutual fund owner to pay estimated taxes. Tax-deferred 
accumulation inside a Fixed Index Annuity does not create the same tax 
problem.  FIAs are not subject to state and local income taxes during their 
accumulation phase. Finally, mutual fund ownership, specifically the 
annual distributions made by such mutual funds, can subject the fund 
owner to taxation under the Alternative Minimum Tax (AMT). The AMT 
always results in increased income taxes. Fixed Index Annuity ownership 
cannot trigger the AMT in the same manner as mutual funds.  

 

 
6. Social Security Taxation: Mutual funds may cause 

income taxation of Social Security benefits. The annually 
reported earnings from mutual funds can, in many cases, cause a retired 
couple’s income to exceed the thresholds above which up to 85% of their 
Social Security benefits are taxed in their income bracket. The earnings 
within a Fixed Index Annuity are tax-deferred until taken as income, and 
the annuity owner (vs. the mutual fund manager) is in control of his or her 
reportable income, thus enabling them to reduce or even eliminate the 
taxation of their Social Security benefits. 

 
 

 
7. Use Principia Pro to understand all the fees associated 

with any specific mutual fund: Fixed Index Annuities 
can be less expensive to own than most mutual funds. 
According to The Wall Street Journal, mutual fund costs include “expense 
ratios, turnover costs, 12b-1 fees, sales charges, out-of-pocket fees, and 
other expenses totaling as much as 2- 3% per year.” In addition, such 
costs have tended to go up over time. A Fixed Index Annuity’s maximum 
costs are always fixed at purchase and are guaranteed not to go up.  
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8. Record Keeping is done for you with an FIA, the 
record-keeping requirements for owning mutual funds 
are significantly more complex, especially for many retirees, 
than the record-keeping requirements for owning Fixed Index Annuities. 
The keeping of excellent records (redemptions, purchases, dates, values, 
commissions, etc.) is often one’s only defense in the event of an IRS audit. 
With an FIA, one’s records are kept by the insurance company, copies of 
annual statements are mailed to the owner, and distributions (if any) are 
totaled and reported at year end. Many retirees enjoy such simplicity over 
the complexity of a prospectus.  

 

 We have a competitive advantage.  Google the prospectus of any 
fund and look at the expense section, show you prospect this information.  
Many funds have a “mini” prospectus page which is simpler.  The expense 
page does not cover all expenses such as asset costs of acquisition and 
dispersal.  
 
 

 
9. Named Beneficiary: Mutual funds can be part of a 

decedent’s probated estate, which makes such funds available to 
any and all creditors of the estate. In addition, they are subject to the 
delays and expenses of probate. Fixed Index Annuities, on the other hand, 
are almost always non-probate property that passes outside of probate 
directly to one’s named beneficiaries, and is therefore not subject to 
one’s posthumous creditors, unwanted public disclosure, or similar 
delays and costs. Your heirs receive their annuity proceeds within 
weeks, not months or years after your death.  

 

  Avoid Probate with a named beneficiary 
 
 

 
10. Medicaid disqualification and lifetime income. 

Fixed Index Annuities may provide their owners with a guaranteed stream 
of income for their entire lifetime, regardless of how long they live. They 
can often reclassify their annuities so that they may not be “countable” 
assets for Medicaid disqualification of nursing home costs. This is often 
beneficial when reorganizing one’s affairs, and converting assets to income 
prior to a nursing home confinement. Mutual funds cannot be converted 
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in a similar manner, and are almost always considered “countable” 
Medicaid assets.  (Be careful here, only use this benefit with specific 
instructions from a licensed attorney, do not attempt this by yourself, the 
use of this benefit is state specific) 

 
 

For basic information see:  www.elderlawanswers.com  
 
 

 
11. Nursing Home Waiver. Most annuities will increase an 

owner’s penalty-free access to cash from their annuity—often waiving any 
remaining surrender penalties—when such individuals suffer a serious 
illness, need at-home care, or become confined to a nursing home. Mutual 
funds do not provide a similar waiver and contingent deferred sales 
charges may still apply to a mutual fund account whose owner needs to 
sell some shares to fund the costs of such a stay.  

 
 
 

12. Fixed Index Annuities may provide basic as well 
as enhanced death benefits to the beneficiaries of the FIA 
owners. Some FIA can add as much as 50% to the value received by the 
named beneficiary.  Mutual funds provide no such guarantees or death 
benefits of any kind.   

 

 
13. (1035 exchange). FIAs allow the tax-free exchange 

of one contract for another. A Fixed Index Annuity owner may 
exchange their annuity for a completely different annuity without 
triggering income taxes. A mutual fund owner cannot move funds 
from one mutual fund company to another without selling his shares at the 
former (often triggering a taxable event), and repurchasing new shares at 
the latter, often subject to sales charges at both.  

 

 
14. Asset rebalancing: Mutual funds do not provide 

cost-free asset rebalancing whereas Fixed Index 
Annuities do. This option is usually available among the major equity 
indices (the S&P 500, NASDAQ, DJIA, Russell 2000, etc.), as well as a 
fixed interest option, at policy anniversaries. Rebalancing one’s portfolio 

http://www.elderlawanswers.com/
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within a family of mutual funds always requires the sale and purchase of 
shares, often generating both taxes and new commissions.  

 

 

Bonus:  The best reason possible for selecting an FIA over a 

Mutual Fund is income.  FIA have a guaranteed income, contractually 

guaranteed.  Plus if you use an income rider, that amount guaranteed 

annually can be large. When it comes to retirement income planning, the 

vehicle of choice should be an FIA with an income rider. 

 

Selling against mutual funds is very easy….easy as long as you know and 

understand your client.  The only possible way to accomplish that is a full 

and complete fact finder.  

Plus a fact finder is the door to endless referrals (see above in notes). 

 

BB 
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Product Information: 
 

 

 

 

 

 

 

1/12/15 
 

 

 

 

 

 

 
 

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!  
 

 

  

 

Legal & General America 
 
10 Reasons to Sell Life Choice UL 
With competitive prices, significant guaranteed cash value, late payment forgiveness and hassle-free early 
payments, if you haven’t taken a long look at Life Choice UL from Banner lately, you should! Learn more.  
 

Protective 
 
Protection Plus Potential 
Your clients want and deserve guaranteed protection, customizable coverage plus the potential for cash value. 
This Choice Series solution can give your clients everything they want with a variety of features. Learn more.  
 

Mutual of Omaha 
 
Guaranteed Refund Option Rider Updated 
Effective immediately, a new column will be added to GUL and GUL Plus illustrations showing the Guaranteed 
Refund Option benefit. The Guaranteed Refund Option provides your clients flexible options for the future. 
Learn more.  
 
Are Your Clients FIT? 
Did you know Mutual of Omaha is one of only a few carriers offering a credit program on term insurance? With 
the FIT program, clients have the ability to move up two tables and save significantly on life insurance 
premiums. Learn more.  
 

AIG 
 
Think of it as Your Chronic Success Rider for 2015 

https://t.e2ma.net/click/xqsoi/tnvp5f/h2i0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/xuj0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/dnk0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/tfl0gc
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If you’re looking for a way to better serve clients and differentiate from your competition, look no farther than the 
Accelerated Access Solution chronic illness rider. This indemnity plan is designed with innovative payout 
options not available anywhere else in the industry. Learn more.  
 
You Have Questions, We Have Answers 
New Accelerated Access Solution “Frequently Asked Questions” document addresses the common questions 
regarding this chronic illness rider. Check it out to get a better understanding of this innovative rider and how it 
can benefit your clients. Learn more.  
 
Go Beyond Protecting Investments 
AG Platinum Choice VUL provides death benefit protection, upside market potential, cash accumulation for 
future financial needs, and access to the Accelerated Access Solution chronic illness rider. Learn more.  
 
New Year, New Needs 
Complete a family life insurance needs analysis in just five minutes. For the Life Insurance for Income 
Replacement pocket brochure, click here.  
 

John Hancock 
 
Making it Easier For You and Your Clients 
The new Simplified Life VUL from John Hancock is a quick and easy solution for clients seeking the protection, 
cash accumulation potential, flexibility and tax advantages offered by a variable life insurance policy - with no 
invasive medical screening or tests. Learn more.  
 

Nationwide 
 
Show Clients How Premiums Can Work for Them 
Nationwide YourLife CareMatters is currently the only linked benefit indemnity-style product that allows clients 
to control their assets and their choices when it comes to LTC coverage. It is now easier for clients to see how 
their premiums can work for them with a new benefit estimator. Learn more.  
 
Helping America Prepare For and Live In Retirement 
The Nationwide brand is all about putting people first. The way they bring that to life is by being a strong and 
stable company that you can count on, by helping you break down and simplify complex retirement challenges. 
Begin 2015 by learning how they can help you bring those promises to life. Learn more.  
 

AXA 
 
Selecting Benefit Plans for Key Executives 
Executive Benefits are more important than ever. People are living longer lives which means that more money 
will be needed during their retirement years. Since they are living longer, they’re exposed to rising health care 
costs over a greater period of time. And some individuals have doubts about the future of Social Security. So 
what Executive Benefit Plan makes sense for your business customer? Learn more.  
 

Transamerica 
 
ACE Interest Rates Are Changing 
Threshold interest rates have decreased for many products and durations. To view updated threshold rates, 
click here.  
 
Engage with Transamerica Brokerage on Twitter 
Transamerica has created a social media presence designed to help you grow your business. Here you can 
access information and tips specific to General Agents. Find them at the following link. Click here.  
 
Top 4 Reasons to Choose Transamerica LTC in 2015 
For the new year, rediscover what makes Transamerica the right LTCi choice for your clients. Learn more.  
 

Lincoln Financial Group 

https://t.e2ma.net/click/xqsoi/tnvp5f/97l0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/p0m0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/5sn0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/llo0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/1dp0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/h6p0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/xyq0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/drr0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/tjs0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/9bt0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/p4t0gc
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A Tax-Efficient, Wealth Preservation Solution with Predictability and Flexibility 
The current tax environment can present estate planning and wealth preservation challenges. Lincoln 
WealthPreserve Survivorship Indexed UL offers a strategy that helps clients minimize their tax exposure. Learn 
more.  
 

Accordia Life 
 
A Flexible Alternative to NLG 
What if you could offer an alternative product to NLG that provides greater contract flexibility, higher projected 
values and impressive death benefit guarantees for the same premium? Learn more. 
 

Symetra 
 
New Online Source for Advanced Sales 
Wealth transfer often requires more advanced planning than typical life insurance sales. Symetra’s advanced 
sales concepts library can help you discuss legacy strategies using trusts, private financing and more. Learn 
more. 

 
Allianz 
 
What Factors Drive FIUL Renewal Rates? 
Learn the factors that can impact your clients’ fixed index universal life insurance policy’s renewal rates with this 
new piece exclusively for financial professionals. Learn more.  
 

Prudential 
 
Effective Immediately: New Product Improvements 
Prudential has launched improvements to its PruLife Founders Plus UL and PruLife Index Advantage UL. Learn 
how you can position these products with your clients for addressing needs such as cost-effective life 
insurance, costs of longevity risk, and volatility. Learn more.  
 
The Balancing Act 
When it comes to life insurance, clients often seek the highest level of protection coverage that won’t exceed 
their budget. Prudential’s Balancing Act concept demonstrates how offering both term and permanent coverage 
can provide clients with a cost-effective solution that meets their needs. Learn more.  
 
Asset Repositioning 
The beginning of the year can be a great time to jointly examine with your clients whether their assets are 
appropriately positioned to deal with the taxes and chronic illness. This consumer presentation from Prudential 
can help. Learn more.  
 
 

Minnesota Life 
 
Protect All That’s Worth Celebrating 
Life is full of milestones, and a change in your cleint’s life may affect their financial perspective, so your clients 
should continuously evaluate their financial goals and what is most important to them. In fact, 41 percent of 
recent shoppers say life events like marriage, children and buying a house motivated them to shop for life 
insurance. Check out these materials from Minnesota Life and reach out to clients who have recently celebrated 
a life milestone. Learn more.  
 

SBLI 
 
Whole Life Insurance from SBLI 
SBLI Whole Life Insurance is an ideal way to protect a family’s future while also providing the flexibility to meet 
financial obligations while alive. Learn more. 

https://t.e2ma.net/click/xqsoi/tnvp5f/5wu0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/5wu0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/lpv0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/1hw0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/1hw0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/hax0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/x2x0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/dvy0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/tnz0gc
https://t.e2ma.net/click/xqsoi/tnvp5f/9f00gc
https://t.e2ma.net/click/xqsoi/tnvp5f/p800gc
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MetLife 
 
Available Now: MetLife Enhanced Rate Plus Underwriting Program 
For qualifying MetLife Promise Whole Life Select 10 applicants, the new MetLife Enhanced Rate Plus 
underwriting program offers an opportunity to move from a standard to best possible rating class with no 
paramedical exams or lab work required! Learn more.  
 

 
 

 

 
 

 

 

(253) 381-2328 // annuity.com // David@annuity.com 

 

2601 North Alder St | Tacoma, WA 98407 US 
 

 
The Short List:   

(Some links may require cut and paste) or simply “Click” on title of article. 

Indexed universal life: So zero’s 
your hero? 
It may not be what you say that gets you in trouble; it’s what you leave out that may land 

you in litigation. Over the last 30 years, I have relentlessly promoted life insurance’s tax-

advantaged income. And although I am generally a product agnostic, I have a real 

appreciation for indexed universal life (IUL), when […] The post Indexed universal life: 

So zero’s your hero? (http://www.looktowink.com/2015/01/indexed-universal-life-

zeros-hero/) appeared first on Wink (http://www.looktowink.com) . 

 

https://t.e2ma.net/click/xqsoi/tnvp5f/5010gc
https://t.e2ma.net/click/xqsoi/tnvp5f/lt20gc
mailto:David@annuity.com?subject=
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e211f6d939&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e211f6d939&e=f493ae5d28
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Why Indexed Universal Life 
Insurance Can Be a Good 
Retirement Investment 
NEW YORK (MainStreet) — Indexed universal life insurance policies can serve as 

another investment option in your retirement portfolio and allow you to accumulate 

cash on a tax-deferred basis. The funds you allocate for an indexed universal life policy 

(or IUL) allow you to direct the premium into one or more index allocation options such 

[…] The post Why Indexed Universal Life Insurance Can Be a Good Retirement 

Investment (http://www.looktowink.com/2015/01/indexed-universal-life-insurance-

can-good-retirement-investment/) appeared first on Wink 

(http://www.looktowink.com) . 

 

2015 Annuity Forecast 

At the dawn of 2015, forecasters predict a warming trend for annuities, but warn of a 

chance of a sudden and deep freeze. The sun has been shining on 
annuities for the past few years, in fact. Not all products, of course. But consumers 

are going for some, such as fixed index annuities (FIAs), like […] The post 2015 Annuity 

Forecast (http://www.looktowink.com/2015/01/2015-annuity-forecast/) appeared first 

on Wink (http://www.looktowink.com) . 

 

More Women in Industry Leadership: Are We There 
Yet? 

When the National Association of Insurance and Financial Advisors (NAIFA) elected 

Juli McNeely as its new president last fall, some insurance observers saw it as a turning 

point. The owner of McNeely Financial Services is more than just the first woman to 

hold this post in the organization’s 125-year history. She also joins a circle […] The post 

More Women in Industry Leadership: Are We There Yet? 

(http://www.looktowink.com/2015/01/more-women-in-industry-leadership-are-we-

there-yet/) appeared first on Wink (http://www.looktowink.com) . 
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Mester says Fed may raise rates within the next six 
months 

(Bloomberg) — Broad U.S. economic strength may allow the Federal Reserve to start 

raising interest rates within the next six months and the data will determine the pace of 

policy tightening thereafter, a regional Fed chief said. Federal Reserve Bank of 

Cleveland President Loretta Mester said in an interview with Fox Business Network 

today that […] The post Mester says Fed may raise rates within the next six months 

(http://www.looktowink.com/2015/01/mester-says-fed-may-raise-rates-within-next-

six-months/) appeared first on Wink (http://www.looktowink.com) . 

 

6 top tax changes for 2015 

Except for the hubbub over the Tax Extenders bill being passed by Congress, the biggest 

news of the fall concerning taxes turned out to be a story on a parody website claiming 

refunds would be delayed until Oct. 15. That didn’t stop the social media universe from 

obsessing over the idea that the Obama administration […] The post 6 top tax changes 

for 2015 (http://www.looktowink.com/2015/01/6-top-tax-changes-2015/) appeared 

first on Wink (http://www.looktowink.com) . 

 
 

Tax changes for 2015: What to expect 

The New Year brings with it changes to tax rates that are indexed for inflation or 

otherwise set to adjust each year. Many estate planning clients will want to consider 

adjusting their plans based on the shifts in the tax rates. And all of them will appreciate 

knowing what changes the IRS has in store […] The post Tax changes for 2015: What to 

expect (http://www.looktowink.com/2015/01/tax-changes-2015-expect/) appeared first 

on Wink (http://www.looktowink.com) . 

 

Digital destiny: What your agency needs to do right now 
to become more competitive 

Independent agencies boast a long history and culture of being highly effective at sales. 

However, that competency isn’t always matched in their marketing efforts or the 

agency-technology decisions that are made. To remain competitive, agencies must now 

http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=7c92ad139f&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=7c92ad139f&e=f493ae5d28
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http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=8e00cbd190&e=f493ae5d28
http://looktowink.us1.list-manage2.com/track/click?u=2b587be4b630a23a191187446&id=e6aafc1f91&e=f493ae5d28
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do two things. Click here to read… The post Digital destiny: What your agency needs to 

do right now to become more competitive 

(http://www.looktowink.com/2015/01/digital-destiny-agency-needs-right-now-

become-competitive/) appeared first on Wink (http://www.looktowink.com) . 

 

RIAs Need To Invest In Marketing And Business 
Development 

The first step to solving a problem is admitting you have one in the first place, and many 

registered investment advisors (RIAs) admit to having this problem: They don’t invest 

in the ingredients that will ensure the growth of their companies. RIAs know that 

growth is critical to their success, yet only 5 percent of […] The post RIAs Need To 

Invest In Marketing And Business Development 

(http://www.looktowink.com/2015/01/rias-need-invest-marketing-business-

development/) appeared first on Wink (http://www.looktowink.com) . 

 

Dissecting The Annuity Market 

U.S., Dec. 21 — How did your business fare in the annuity market in 2014 compared 

with other annuity management providers? According to the Financial Planning 

Association, 29 percent of financial planners either advised their new clients to choose 

fixed annuities, or have current clients in fixed annuity vehicles. Four years ago, that 

number was […] The post Dissecting The Annuity Market 

(http://www.looktowink.com/2015/01/dissecting-annuity-market/) appeared first on 

Wink (http://www.looktowink.com) . 

 

A.M. Best Co. Affirms A (Excellent) Rating For Insurance 
Companies of National Life Group 

Montpelier, Vermont – Dec. 8, 2014 – A.M. Best has affirmed the financial strength 

rating of A (Excellent) for National Life Insurance Company and Life Insurance 

Company of the Southwest, the two insurance companies of National Life Group. This is 

the third highest of A.M. Best’s 16 ratings. “Our financial strength is a measure of […] 

The post A.M. Best Co. Affirms A (Excellent) Rating For Insurance Companies of 

National Life Group (http://www.looktowink.com/2015/01/m-best-co-affirms-
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excellent-rating-insurance-companies-national-life-group-2/) appeared first on Wink 

(http://www.looktowink.com) . 

 

Beacon Research: US Sales of Fixed Annuities Fall 3.5% 
in Third Quarter 

WASHINGTON – Third-quarter 2014 total sales of fixed annuities in the United States 

dropped to $21.68 billion, down about 3.5% from the same period a year ago while the 

indexed variety made up 53.8% of all sales in the period, according to Beacon Research. 

Separately, Limra’s Secure Retirement Institute said total sales of fixed annuities […] 

The post Beacon Research: US Sales of Fixed Annuities Fall 3.5% in Third Quarter 

(http://www.looktowink.com/2015/01/beacon-research-us-sales-fixed-annuities-fall-3-

5-third-quarter/) appeared first on Wink (http://www.looktowink.com) . 

 

 

Morningstar: US Sales of Variable Annuities Flat in 
Third Quarter; ‘Investment Only’ Trend Continues 

WASHINGTON – Total third-quarter 2014 U.S. sales of variable annuities were 

essentially unchanged from the same period a year ago, coming in at $35.2 billion, 

according to Morningstar and the Insured Retirement Institute. Sales “have remained 

stable over the past eight quarters, and the third quarter was no different,” John 

McCarthy, product manager, annuity solutions […] The post Morningstar: US Sales of 

Variable Annuities Flat in Third Quarter; ‘Investment Only’ Trend Continues 

(http://www.looktowink.com/2014/12/morningstar-us-sales-variable-annuities-flat-

third-quarter-investment-trend-continues/) appeared first on Wink 

(http://www.looktowink.com) . 

 

 

 

 

 

 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=fca4b51d57&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=fca4b51d57&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e6b5e18b2a&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e6b5e18b2a&e=f493ae5d28


44 ABM:  Notes for the crew. 

 

 

 

 

 

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

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. 
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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. 

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. 
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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 did play in the 
Fiesta Bowl and end 12-2…another fabulous year. 

Did you know that since 1932 Boise State is 405 wins and 210 losses….what 
a record! 

Did you know that since 2000, Boise State is 91-4 at home? 

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... 

 

 

 




