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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 
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1 ABM:  Notes for the crew. 

 

 

“Our brand can be your brand” 

 

Open MIC stands for sharing, 

Welcome! 

“If you are lucky enough to do well, it is 

your responsibility  

to send the elevator back down.” 

(Kevin Spacey) 

 

ABM: Always Be Marketing  

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

Thank you for joining us on Open MIC 
 

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

House passes national insurance-agent 
registry 

In one of its first votes of the new Congress, the House of Representatives revived and 

overwhelmingly approved Wednesday a bill that would help insurance agents practice in 

multiple states. By a 416-5 vote, the House passed a measure renewing a federal 

terrorism insurance program that contained a provision establishing the National 

Association of Registered […] The post House passes national insurance-agent registry 

(http://www.looktowink.com/2015/01/house-passes-national-insurance-agent-

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

 

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

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

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

 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 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=39eec1041f&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=39eec1041f&e=f493ae5d28
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Sales and Marketing Topic:   

Last week we shared these stats with you….BB 

 

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.   

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. 
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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. 

“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). 
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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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Fact Finding is a Science  

But…. 

Feeling Fact Finding is an Art 
And you can learn it!……BB 

 

Your 1st lesson: You don’t ask for referrals, 

you feed referrals! 

 



7 ABM:  Notes for the crew. 

 

Leads, Referrals and Their Management 

We are so fortunate to own and be able to use the three best lead generation 

systems in the industry: 

 Safe Money Radio 

 Annuity.com (ACOM) internet leads  

 Retire Village 

 

Safe Money Radio works for two simple reasons, a predictable and 

repeating lead flow and the advisor rises to “Celebrity” status in their 

community. SMR elevates the radio host above the competition.  It makes 

the radio host “special” and in the eyes of the lead, the host is elevated and 

considered an expert. 

ACOM leads also work well because the lead has indicated interest in 

annuities.  Already we have refined the interest of the lead and will phone 

“scrubbing” more and essential information is obtained. 

The combination of these two lead systems allows the agent to depend on a 

constant flow of quality leads as a complete outsource allowing the agent to 

focus their attention on refining their special sales talents.  

But, there is more.  Learn how to extend your marketing by growing your 

referrals.  Each referral you harvest from your lead system lowers your lead 

cost and increases your ROI.  If you are not harvesting 50-100 referrals a 

month, you have not been introduced to the most simple and highest 

yielding system available. 

We know it works because we developed it.  I have created so many 

referrals from this system that over the years I have had to throw away 

perfectly good referrals simply because I didn’t have the time to work them. 

I will show you exactly how we do it and you also can increase your activity, 

your ROI and your annuity premium volume.  
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The credit for this unique and marvelous system goes to many people 

including to Joe and Linda Rych, David Townsend, Anthony and Chad 

Owen, Phyllis McGavick and Betty Arellano….plus to my early training as a 

Northwestern Mutual agent.  NML, whose belief in long term sales success 

is based on referrals.  The core background for management of your 

referrals must be Retire Village, but that again is the science.   

The beauty of this system is the ART.  The ART of the referral. 

 

Referrals and fact finding. 

Are you surprised I didn’t say selling? I didn’t because selling isn’t necessary.  So many 

marketing groups teach their agents to use the best closing lines; these are a total waste 

of time.   

Recently I opened an email offering from a friendly competitor which said: “Learn the 

top 10 closing lines to increase your sales” Really?  How out of touch are they? But still 

they come, numerous offerings a day, such as: 

 8 Closing Phrases That Seal a Sales deal  

 Top 10 Sales Closing Techniques to say When Closing a Sale 

 5 Closing Quotes to Use to make the Sale 

 Best Sales Pitch Closing Phrases 
  

Go ahead and Google any of these phrases and you will read about them more in depth, 

plus be linked to 1000’s more…..a never ending stream of closing advice. 

Really? 

Any agent that focuses on closing is missing the point, closing and selling is done well 

before the actual “close.” The close is actually completed in the first part of the sales 

process, closing is addressed during the fact finding process.   

If you are not completely a “feeling and factual” fact finder, you have no chance of real 

success.  Without fact finding, you are like the fellow standing on the corner asking a 

100 girls for a kiss, eventually he will get one.  That is not selling, that is “order taking.” 
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The difference is simple; if you take orders all day long you will be lucky to make a 

living.  If you build your business around fact finding your sales will erupt and your 

referral count will go through the roof. 

My business was never based on closing; rather it was based on fact finding, 

understanding how a prospect feels about: 

 Themselves 

 Their relationships 

 Their life 

 Their family 

 Their assets and  

 Their goals. 

 

Selling is not the only thing done with fact finding, it is also your source for referrals! 

Yes, it is true; you obtain your referrals through and because of fact finding. 

 

A number of years ago, Betty and I attended a training session in Dallas hosted by a 

large annuity producer who was a terror at marketing.  He had built his practice much 

as I had, by having too many people to talk to.  BTW, when you have an excess of leads 

to work, our business gets easier. 

During the session he spoke of referrals and how he used his system. He did this:  

“I tell my prospects when I meet them that I get paid two ways, one if I conduct 

business with you (he was more detail than that) and two is referrals, I expect you to 

refer me to your friends and family!”  

I am sure it might have worked for him, but I am doubtful.  Most agents who are that 

direct will have a difficult time in making a sale let alone gathering referrals.  I have told 

this story many times about referrals and what Betty and I did once in Olympia.  So if 

you have already heard this, could be a good time to go for coffee. 

I have always been a proficient gatherer of referrals.  It is second nature to me and I 

find them simple and easy to get. In fact once I had so many referrals waiting to be 

contacted it even made Betty (Betty Arellano, my longtime assistant and now marketing 

partner) sort of bitchy.  She kept asking what was I going to do with all of them, a quick 

count added up to more than 900. 900 referrals we haven’t even had time to contact.   

The story goes like this:  “Betty, take all those referrals and throw them in our 

dumpster, we can’t possible get to them and plus I will gather fresh ones next week.”  
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Absolutely true, she was happy, the referrals were gone, her desk was clean and we 

started fresh.  I could do that because I knew the secret, the secret on how to get 

virtually unlimited referrals.  

First, I need to make sure you have a full understanding of referrals.  We would like to 

think of referrals as an easy sale such as, I was referred to my client’s brother; I can run 

right out and make another sale.  While this may occur in rare circumstances that has 

not been my experience.  If you think a referral is a quick and easy sale, you are wrong.   

A referral is just like a lead, a possible invitation to a relationship. 

 

Remember:  Sales are made through relationships 

Referrals need to be classified, make sure you understand the process of turning a 
referral into a client, it takes time to builds relationships and to convert a referral to a 
client.  
 
Also it helps if you ask for the correct class of referral. 
 
Here they are: 
 

 Class One: My friend is interested in annuities, can you call her? (1 out of 1,000) 

 Class Two: My friend may be interested in annuities. (1 out of a 1,000) 

 Class Three: My friend may be interested in receiving some information from 
you. (Target referral). 

 
If you focus on class three referrals you can get a ton of them, then it is simply a matter 
of tilling, planting and harvesting.   
 
 

Tilling:  

“Hi, your friend Mrs. Jones and I 

do business together and while I 

have no reason to believe you 

may have any need for my 

services, would it be a bother if I 

stopped by and at least shake 

hands with you and leave you 

information and my business 

card?”    
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There are a hundred ways to make this approach, but by using the BRIDGE 

between myself, the referral and Mrs. Jones, my chances go to 90%+.  

 

 

 

 

Planting:  years ago we 

invented Retire Village; 

we consider it the very best 

possible source for planting 

(growing relationships).  

Please see our manual for 

how RV works, but one quick word, RV is NOT a database management tool, it is a lead 

generation system.  We provide basic information on certain topic, building 

relationships for you. 

 

Harvesting:  If you have 

used RV properly, you will now 

be able to harvest your referrals.  

BTW, harvesting does not mean 

a sale; it means you get to 

conduct a full and meaningful 

fact finder.  The sale and 

additional referral would be the 

end result of the fact finder. Our 

process allows you to select the 

leads that want to work with 

you and grow a stronger relationship with them.  The leads that are too difficult and who 

really are not qualified enough to continue are discarded.   

Think of it like the separation of the chaff from the wheat.  You continue on with the 

good ones and drop the poor ones.  This becomes a constant and moving part of your 

prospecting system.  
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Q: How are sales made and referrals developed in the fact finder?   

A. I will show you how I do it and guess what; referrals can be developed even if a sale 

is not made.  Easy to do.  

 

Here is a common example; the lead could be from one of three sources:  

 Same Money Radio 

 ACOM (internet) 

 Referrals 

 

The process is identical regardless of the lead source, you provide information, answer 

questions and move towards completing a fact finder.  To me, all leads have the same 

value and the expected results have no basis with the origin of the lead.  That is my 

approach, you may experience a different result, but for me I have a need to treat all lead 

sources as identical.   

All are greeted, introduced, added to RV and worked exactly the same.  Often I am able 

to jump to a fact finder quicker with one lead than I would another, but if you keep in 

mind all leads are of equal weight, you will balance your practice better. 

Remember, sales come from relationships.   

Selling annuities is not about selling, selling annuities is about fact finding, finding out 

how a prospect “feels” about a subject.  It is about using a system and managing that 

system which will provide a continual flow of leads, leads which can be grown into sales 

by offering value, creating trust and building relationships. 

 Leads 

 Relationships, Seperating the Chaff from the Wheat 

 Fact Finding  

 Clients, Referrals and Discards 

 

Relationships are the key to selling annuities and marketing (SMR, ACOM and 

Referrals) is the path which leads to success. 

This system is tried and true, it works and has worked for many agents.  It will work for 

you if you adapt and convert your thinking to marketing and not to selling. 
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“All I want to do is sell!” 

The first step is converting your thinking, thinking about how you actually sell annuities.   

Most agents just want to sell…..this attitude is ridiculous and silly.   Everyone just wants 

to “sell”…Why?  Because selling is the easy part, selling is just the finishing touches on 

everything that comes before.   

 

Think about building a car, design, parts, manufacturing etc….what is the end portion?   

Putting gas in the car and driving away….anyone can do that.    

Selling annuities is just that way, only the misinformed agent would make the 

statement, and yet, it is the most often repeated statement I hear from agents….. 

 

 “All I want to do is sell!” 

If that is what you say and how you approach our business then your whole career will 

be a mistake and you will feel a void in your professional life.  Plus you will become a 

“replacer” of business every time a new product comes along, you will move your 

policy owners (I won’t use the term clients) money and think you are doing the right 

thing.  When in reality, you have no other way of relating to them or any other prospect.   

Learn our system and shed yourself of always grabbing the low hanging fruit and end 

the constant search for the next great lead.  Instead, build a lead repeating system, a 

system that always gives you someone to talk to.  

Learn our system and become a true professional…..with a nonstop consistent lead flow 

which will provide clients based on a real formula. 
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Annuity Marketing is all about timing 

 Give Value (information) 

When your prospects request the information, you are being invited to expand your 

relationship with them.  By answering their questions and becoming the source of the 

information, you are providing value. 

 

Value Creates Trust 

Trust is developed by providing value and by extending the relationship. 

 

Trust Builds Relationships 

Once a relationship is established, personal information is shared such as feelings, goals 

and finances. 

 

Relationships Provide Sales 

Once a prospect shares their feelings and goals, the benefits of annuities can be 

examined and considered by your prospect.  Solid fact finding and fully understanding 

how a client feels and how an annuity could benefit becomes a key part of retirement 

planning.  

 

Fact Finding is how you begin to learn about feelings and 

how to relate to your prospects in an effective and 

meaningful manner.   
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Here is a little snippet on how we harvest from Retire Village (our 

complete system manual has all details).  This how we separate the chaff 

from the wheat. 

 

“Mrs. Jones, this is Bill Broich, from Annuity.com, how are 

you?”  (she answers) 

“I have been sending you information for about a year (or six 

months, up to you), have you enjoyed receiving it?” (she 

answers) 

“Great, I am happy to hear that.  The purpose of my call is 

simple, I would like to continue to supply you with our timely 

and important information as I have been but I need something 

from you to be able to continue.” 

(she answers) 

I say: “Additional details about your personal situation would 

allow me to better provide you more meaningful and helpful 

information.  I will be in your neighborhood next week; may I 

stop by between appointments and visit with you for a few 

minutes?” 

(she answers) 

 

Yes…”Great I will see you next Tuesday in the afternoon.”  

I am going to bring a fact finder and try and grow the relationship 

by asking her specific factual and feeling questions.  She will either 
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participate or I will remove her from my Retire Village database, no more 

drips. 

No….Out of drip and on to NEXT one. 

 

The actual process is much more in detail and more involved; it is in our 

complete manual…..what to do and how to do it… 

 

The issue is so simple….you are the marketer, you outsource the 

administration.  You add names and manage your own database and the 

website provides the value for you to build the relationship. 

It must be Black and  

 ….losers out; those interested evolve to clients and provide referrals.  No 

screwing around…. 
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Selling annuities is about timing, offering value and building 

trust….  

Here is the Fact Finder Form I use.  Here is a tip, when you reproduce 

the FF, do not use white paper, select a color such as cream or a light 

golden color.  (If possible, print “confidential in RED) 

Please see enclosed PDF….Fact Finding, I will walk you through the 

fact finder…. 

 

 

 



 

If possible, do not use white paper, instead copy your fact finder to a cream paper, darker 

is better 
 

“Guaranteed savings on taxes and other financial expenses 
that most people routinely overpay for but don’t know it!” 

 
if possible, print confidential in red. 

CONFIDENTIAL 
 

This Comprehensive, personal financial planning summary is designed to help you  
take inventory and assign realistic values to your personal assets and liabilities.   
It’s the essential first step in identifying potential savings.  
 
 
 

   

 

 

 

 

 
 

FAMILY INFORMATION: 
 

 Name __________________________________________________  Age ______ yrs. 
“Mrs. Jones, what would you prefer I call you?”  This is a power question.  
  
Nickname ____________important___________________  Date of Birth _later__________ 
 
 Spouse’s Name __________________________________________  Age ______ yrs. 
 
 Nickname _____Important_______________________  Date of Birth ___later_______ 
 
 Address ______________________________________________________________ 
 
 Phone(Home) ______________________  Phone(Business) ____________________ 
 
 Social Security No. _do not ask this, staff will fill in later___________________________ 
 
 Children      Age  State of Residence 
 
 ____extremely important__________  _____  ____________________ 
 
 ________________________________  _____  ____________________ 
 
 ________________________________  _____  ____________________ 
Ask about their brothers, sisters other family members in area, if out of area make notes, 
could be referrals for the crew etc…inject hobbies and interests as soon as possible 
 ________________________________  _____  ____________________ 
 
 This information can set up needs for sale and source of referrals 

 

If prospect asks what to bring, use this list 
Please bring the following documents 

 

1.  Last year’s tax return     3.  All life insurance & annuity policies 
2.  All brokerage firm statements   4.  All IRA & retirement statements 

CONFIDENTIAL 



 

 

 

Factual questions….very important in blue below 
 

1. Personal Questions      4.  Real Estate   
                                                        Yes No         
1. Do you have a Financial Advisor?  ___ ___  Estimated Value of Home $__________ 

(No stockbrokers, please) 

If yes, who? ________________________    Remaining Mortgage  $__________ 

2.    Do you have a living trust?        ___ ___         IMPORTANT TO KNOW, OPENS DOORS 

3.    Do you have a will? (mention probate) ___ ___  Equity in Home (market value $__________ 

4.    Do you have income from real estate? ___ ___   less mortgage) 

5.    Do you have an attorney?   ___ ___ 

6.    Do you have  tax preparer (important)___ ___  Remaining Mortgage  $__________ 

7.    Do you expect to care for a child or parent? ___ ___ 

8.    Do you expect an inheritance?  ___ ___  Total Value of Real Estate $__________ 

9.    Any problems with previous stockbrokers? ___  5.  Sources of monthly retirement 

10.  Do you have long term care protection? ___ ___        income  

         SOCIAL SECURITY  

2.   Financial Planning Objectives     You   $__________ 

Rank the following according to your level of concern.    Spouse   $__________ 
(Please circle the most appropriate number)    Have you converted all your pensions? 
         PENSION 
   Not Concerned       Very Concerned   You   $__________ 
Planning for Children 1    2    3    4    5    6    7    8    9    10   Spouse   $__________ 
   Grandchildren    

         6.  Bank and Credit Union Inventory 
Reducing Current  1    2    3    4    5    6    7    8    9    10  (Checking, Savings, Money Market Accounts) 
   Income Taxes 
         Name of Institution      Average Balance 
Increasing Current 1    2    3    4    5    6    7    8    9    10 
   Income        1. _________________      ____________  
 

Estate Planning  1    2    3    4    5    6    7    8    9    10  2. __I normally skip this to bank page 
Desire for Professional 1    2    3    4    5    6    7    8    9    10   3. _________________      ______________ 
   Management 
         4. ___________________      ________________ 

Maximum Growth 1    2    3    4    5    6    7    8    9    10 
          

Combined Growth 1    2    3    4    5    6    7    8    9    10  7.  Current Stockbrokers 

   & Income        (Please check any brokerage firm that you have 

         any account with) important ask! 
3.   Collectibles/Collections (coins, stamps, etc.) 
  (Feeling question)  Estimated Value  ___   Merrill Lynch ___   Paine Webber 
 

__________very important to ask, also source of referrals_______  ___   A.G. Edwards ___   Prudential 
 

______________________________ __________________  ___   Raymond James ___   Other  

 

______________________________ __________________  ___   Charles Schwab ___   Other 
 

______________________________ __________________  ___   Smith Barney ___   Other 



 

Turn these factual questions into feeling questions 
 

Sometimes I will ask for a copy of their brokerage statement, I say “could you fetch me your most current 

statement, occasionally there are fees shown you might not know about, I will check for you”.   (January 

April July October)…. 
 

8.  Individual Stocks & Bonds (Please include EE Bonds, but not mutual funds or IRA’s here) 

(Also, please bring all statements) 
 
Number 
Of Shares       Name of Company   Original Investment    Market Value          Ownership         Date Acquired 
 

Instead of writing down, I will ask if I can make a copy, always ask the “power question” What is the 

purpose of ______-? What would you like it to accomplish? etc…  

 

_____     ______________________  $_________________  $______________      ___________       ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

 

9.  Mutual Funds/Limited Partnerships (same here, What is the purpose?) 
 

Number 
Of Shares       Name of Company   Original Investment    Market Value          Ownership         Date Acquired 
 

_________     ______________________  $_________________  $______________      ___________       ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

_________     ______________________      $_________________       $______________       ___________      ______________ 

 

10. CD’s Easy way to ask interest rate info, “what interest rate are you currently enjoying?” 
 

Name of Bank      Rate of Return           Amt. Invested    Maturity Date 
 

    __________________________                ___________________         _________________             _________________ 

Mrs. Jones, what is the purpose of your money at Orchard Bank, What would you like it to accomplish?  

(be quiet) 

    __________________________                ___________________             _________________              

_________________ 

 

    __________________________                ___________________             _________________              _________________ 

 

    __________________________                ___________________             _________________              _________________ 

 

     

 

             

   
CONFIDENTIAL 



Feeling questions:  What is the purpose?  As an example, if prospect was a teacher, you 

might say….”have you kept in touch with people you taught (try and personalize instead of 

just saying work)  with?”  Referral base 
 

 

11.  IRA & Other Retirement Account Information 
(Please ask for latest reports/statements) 
 

  Name Where Account is    Type     Approximate Value  
            (Banks, Brokers, Employer)  (401K, IRA, 403b, TSA) 

See if any are from former employer (401k or 403b) these can be moved without tax liability.  Ask the 

question.  If RMD is needed, remind her that she can convert her IRA to a pension and never run out of 

money. 
 ___________________________________  _____________________  _____________________ 

 

 ___________________________________  _____________________  _____________________ 

 

 ___________________________________  _____________________  _____________________ 

 
Does she still keep in contact with former friends at work?  Ask. 
 
12.  Present Life Insurance 
(Please bring in latest reports/statements) 
 

           Face       Cash    Annual    Who is  Who is 
Company           Type      Amount      Value   Premium   Insured Beneficiary  

What is the purpose?  “Mrs. Jones, did you know that many older policies no longer require premiums?  I 

will show you how to check?” (dividends to premium) Or if a loan:  “Mrs. Jones, did you know your 

company will normally forgive your loan, I will show you how to check.”  (loan forgiveness to basis) 

 _______________________    __________    ____________    ___________    ____________     
  _______________________    __________    ____________    ___________    ____________    ____________    ______________ 

Older polices could have wrong beneficiary, offer to check 

“Mrs. Jones, did you know the IRS allows you to convert your life policy to a pension income?” 
 _______________________    __________    ____________    ___________    ____________    ____________    ______________ 

 

 

13.  Annuities If they own annuities, say: “You know there are two different types of 
annuities”, ask for statement. 
(Please bring in latest reports/statements) 
 

  Company        Original Investment        Date Purchased 

What is the purpose? 
     __________________________________          _____________________________          _____________________________ 

 

     __________________________________          _____________________________          _____________________________ 

 

 

 

NOTES:  (to be filled at meeting) 

 

Finished….NO!  “Mrs. Jones, it looks like you have lived here in Calistoga for a while, do 

you enjoy your neighbors? Are you involved with many civic activities?  How about 

hobbies?”  On and on and on…here you glean names to feed back to your referral base.  

Easily 10-15 names. 
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Agent Share: 

 

 Nice Share 

Rollover Rule Change!  

I'm sure some or most of you are aware of this but if not take note as this 
can be a big deal if you are working with those that are thinking of retiring 
and retirees. The IRS via the US Tax Court recently ruled that all IRA's of 
a taxpayer should be looked at together when it comes to the 
one-rollover-per-year rule!  

This is effective January 1, 2015, so right now!  

There is a graph in the attached PDF that should help wrap your mind 
around this if you are a visual person.  
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See attached PDF 

 

Basically, it means that if you have a client that has two old IRA's 
they can only roll one of them in 2015 and will have to wait until 
2016 if they want to roll the other. If both are rolled in the same year, 

a 6% penalty will be enforced. Keep in mind though, this only applies 

to 'rollover's' where the client receives the check and has 60 days to 
put it in the new IRA. The client can still do unlimited IRA to IRA 
direct transfers.  

  



 

 

IRS changes rules on IRA to IRA rollovers:  
In a recent US Tax Court case, Bobrow v. Commissioner, the Tax Court ruled that all IRAs of a 
taxpayer should be looked at together when it comes to the one-rollover-per-year rule. Based 
on IRS guidance, IRAs include every type of IRA (traditional, Roth, SEP and SIMPLE). Prior to The 
Bobrow case, the IRS had applied this only on a per IRA basis.   
 
Overview of the rule change:  
 
 The rollover rule prior to January 1, 2015.  The rollover rule on or after January 1, 2015. 

 
The Risks: 
 When the one rollover per year rule is violated, the ineligible funds would be treated as 

taxable distributions to the IRA owner and contributions to the IRA receiving the funds. 
 IRA owners could be subject to a 6% penalty on the amount in the receiving IRA for each 

year until removed. Any excess amount would need to be removed through the IRA 
excess removal process.  

 The amount that violated the one rollover per year rule can never be treated as a 
rollover contribution to an IRA. 

The Alternatives: 
 An owner can still do unlimited IRA to IRA Transfers (with correct paperwork). 
 An owner can still do unlimited direct or indirect rollovers between an IRA and a 

Qualified Plan. [Examples: 401(k) to IRA, IRA to 401(k)] 
 There is no limit on the number of direct or indirect traditional IRA to Roth conversion 

The Impact: 
 In order for IRA owners to retain their right to do a rollover, producers should have IRA owners 

perform Trustee to Trustee Transfers of IRA funds, rather than indirect rollovers.   

 Agents may want to reconsider using Agent-Ordered funds without using a transfer form with 

proper acceptance language. Incoming funds into an Allianz IRA without proper paperwork will 

be shown in the rollover box on IRS Form 5498. 

 Also- Allianz generally treats funds leaving an Allianz IRA without transfer paperwork and letter 

of acceptance as a distribution (reported on IRS Form  1099-R) so it’s imperative to be sure to 

provide all the transfer paperwork! 

NOTE: If IRA owners move funds via IRA Trustee to Trustee Transfer 
using correct paperwork, they avoid the associated risks! 

 



 

 

FAQ: 

1. When did the IRS announce this rule?  

Following the court decision the IRS issued Announcement 2014-15, stating the IRS’ intention of 

enforcing the new aggregated one-rollover-per-year rule. Enforcement will begin January 1, 2015, and 

only applies to distributions after 2014 per IRS Announcement 2014-32. 

 

2. How does this impact Allianz’s distribution reporting? 

Generally, Allianz codes funds leaving an Allianz IRA without transfer paperwork and letter of 

acceptance as a distribution (reported on an IRS Form 1099-R) rather than a transfer (which is not 

reported). Putting these funds into the same or another IRA would count as an indirect IRA rollover. 

3. How will this affect reinstatement of contract values and benefits? 

A reinstatement of benefits on an existing IRA is treated as an IRA to IRA rollover for tax reporting 

purposes. An owner may not be eligible to reinstate a withdrawal if she/he has already done a previous 

60-day rollover within the 12 month period starting the day the owner received the previous distribution. 

Also, using the reinstatement provision will preclude an IRA owner from taking any other tax-free IRA to 

IRA rollovers for a one-year period. 

 

4. What are the alternative options available?  

An owner can still do unlimited IRA to IRA Trustee to Trustee transfers (with correct paperwork). 

An owner can still do unlimited direct or indirect rollovers between an IRA and a Qualified Plan. 

[Examples: 401(k) to IRA, IRA to 401(k)]  

There is no limit on the number of direct or indirect traditional IRA to Roth conversions. 

 

5. Request for Review: 

If an IRA owner feels we incorrectly tax reported activity, please contact your VTC or team specialist to 

review the matter.   

 

6. What happens if someone rolls over more than one IRA distribution into another of their IRAs 

after Jan 1, 2015? 

If the one-rollover per year rule is violated, the funds would be treated as a taxable distribution to the IRA 

owner and applied to the receiving IRA as a regular contribution rather than a rollover contribution. This 

may result in an excess IRA contribution for the respective tax year.  IRA owners could be subject to 6% 

penalty on the excess amounts (any amount above their contribution limits) for each year until removed. 

Any excess amount would need to be removed through the IRA excess contribution removal process.  

Also, those violation amounts can never be treated as a rollover contribution back into an IRA. For more 

information please refer caller to a tax advisor. 

 

7. Does the one-rollover-per year rule apply to all types of rollovers? 

The one-rollover-per-year rule applies only to indirect (60-day) IRA to IRA rollovers.   

Traditional, SEP, SIMPLE IRAs and Roth IRAs will be aggregated for purposes of the rule. Thus, a 

rollover between an individual’s Roth IRAs would preclude a separate rollover within the same one-year 

period between the individual’s Traditional, SEP or SIMPLE IRA’s and vice-versa. 

  

Please also keep in mind:  

An owner can still do unlimited IRA to IRA Trustee to Trustee transfers (with correct paperwork). 

An owner can still do unlimited direct or indirect rollovers between an IRA and a Qualified Plan. 

[Examples: 401(k) to IRA, IRA to 401(k)]  

There is no limit on the number of direct or indirect traditional IRA to Roth conversions. 



 

 

This document is designed to provide general information on the subjects covered. It is not, however, 
intended to provide specific legal or tax advice and cannot be used to avoid tax penalties or to promote, 
market, or recommend any tax plan or arrangement. Please note that Allianz Life Insurance Company of 
North America, Allianz Life Insurance Company of New York, their affiliated companies, and their 
representatives and employees do not give legal or tax advice. Encourage your clients to consult their tax 
advisor or attorney. 

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, 
Minneapolis, MN 55416-1297. 800.542.5427, www.allianzlife.com. In New York, products are issued by 
Allianz Life Insurance Company of New York, One Chase Manhattan Plaza, 38th Floor, New York, NY 
10005-1423 www.allianzlife.com/newyork. Variable products are distributed by their affiliate, Allianz Life 
Financial Services, LLC, member FINRA, 5701 Golden Hills Drive, Minneapolis, MN  55416-1297. Only 
Allianz Life Insurance Company of New York is authorized to offer annuities and life insurance in the state 
of New York. 

 
• Not FDIC insure d • May lose value • No bank or credit union guarantee • Not a de posit • Not insured by any 
federal government agency or NCUA/NCUSIF 
 
For financial professional use only – not for use with the public. 
Product and feature availability may vary by state and broker/dealer. 

 

http://www.allianzlife.com/


20 ABM:  Notes for the crew. 

 

In addition to still doing direct IRA to IRA transfer there are other existing 
alternatives for someone who might have this situation: 

1)      The IRA owner can still do unlimited direct to indirect rollovers between 
an IRA and a Qualified Plan (i.e. 401k to IRA)  

2)      The IRA owner can still do unlimited direct or indirect traditional IRA to 
Roth conversions.  

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

Big Truck Partners 

 

 
Question for the Big Truck Boys from the crew 

Q.  Do you use Facebook as a marketing tool? 

------------------------------------------------------------------------------------ 
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Product Information: 
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22 ABM:  Notes for the crew. 

 

 

(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. 

 

 

7 trends that will change the way we sell life insurance in 
2015 

https://t.e2ma.net/click/tj8oi/tnvp5f/d7v6gc
mailto:David@annuity.com?subject=
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=98ffa71f7c&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=98ffa71f7c&e=f493ae5d28
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LifeHealthPro Senior Editor Warren S. Hersch recently interviewed Doug French, a New 

York-based managing principal of the Insurance and Actuarial Advisory Services of 

Ernst & Young LLP. The interview explored initiatives identified in EY’s “2015 U.S. Life 

Insurance Outlook” report the professional services firm believes should be top 

priorities for life insurers in 2015. Click […] The post 7 trends that will change the way 

we sell life insurance in 2015 (http://www.looktowink.com/2015/01/7-trends-will-

change-way-sell-life-insurance-2015/) appeared first on Wink 

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

 
Financial adviser rises in list of top jobs 

Profession ranks 25 in list of 100 best jobs, up from 41 last year A ranking of America’s 

top jobs found that financial advice increasingly is a terrific profession, moving up 16 

spots on the U.S. News and World Report list from last year. “Financial adviser” ranked 

No. 25 of the 100 Best Jobs of […] The post Financial adviser rises in list of top jobs 

(http://www.looktowink.com/2015/01/financial-adviser-rises-list-top-jobs/) appeared 

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

 
MetLife to Sue to Overturn Systemically Risky Designation 

MetLife Inc. said it will sue in federal court as part of Chief Executive Officer Steve 

Kandarian’s effort to overturn a finding that the insurer is systemically important. A 

complaint will be filed today in Washington to oppose the U.S. Financial Stability 

Oversight Council’s decision, MetLife said in a statement. The largest U.S. life insurer 

[…] The post MetLife to Sue to Overturn Systemically Risky Designation 

(http://www.looktowink.com/2015/01/metlife-sue-overturn-systemically-risky-

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

 
MetLife sued over ‘shadow insurance’ 

(Bloomberg) — MetLife Inc., the U.S. life insurer deemed by regulators as too big to fail, 

engages in practices that threaten national economic health, according to a lawsuit filed 

by a policyholder. MetLife, the biggest U.S. life insurer by assets, made misleading 

statements about its financial condition and overstated the amount of reserves it 

maintains […] The post MetLife sued over ‘shadow insurance’ 

(http://www.looktowink.com/2015/01/metlife-sued-shadow-insurance/) appeared first 

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

 
96% of financial pros say industry has a trust problem 

http://www.looktowink.com/2015/01/7-trends-will-change-way-sell-life-insurance-2015/
http://www.looktowink.com/2015/01/7-trends-will-change-way-sell-life-insurance-2015/
http://www.looktowink.com/
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=8a673ba578&e=f493ae5d28
http://www.looktowink.com/2015/01/financial-adviser-rises-list-top-jobs/
http://www.looktowink.com/
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=12afe42c37&e=f493ae5d28
http://www.looktowink.com/2015/01/metlife-sue-overturn-systemically-risky-designation/
http://www.looktowink.com/2015/01/metlife-sue-overturn-systemically-risky-designation/
http://www.looktowink.com/
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=09e9d38dfb&e=f493ae5d28
http://www.looktowink.com/2015/01/metlife-sued-shadow-insurance/
http://www.looktowink.com/
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=2670ddcb70&e=f493ae5d28


24 ABM:  Notes for the crew. 

 

Financial services providers agreed almost unanimously that the public doesn’t trust the 

industry, and they appear to be shouldering most of the responsibility for that lack of 

trust. According to the CFA Institute’s Global Market Sentiment Survey, 63 percent of 

professionals — that includes portfolio managers, research consultants, advisors, 

consultants and C-level executives — said […] The post 96% of financial pros say 

industry has a trust problem (http://www.looktowink.com/2015/01/96-financial-pros-

say-industry-trust-problem/) appeared first on Wink (http://www.looktowink.com) . 

 
Another Level of Protection: Survivorship fixed indexed 
UL 

Within the past five years, the fixed index universal life insurance (FIUL) market has 

experienced positive annual growth, evidence that the product category is helping to 

meet consumer demand for those seeking both death benefit protection and the 

opportunity for their policy to build cash value accumulation from indexed interest. 

Many consumers are attracted to […] The post Another Level of Protection: 

Survivorship fixed indexed UL (http://www.looktowink.com/2015/01/another-level-

protection-survivorship-fixed-indexed-ul/) appeared first on Wink 

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

 
AIG Announces Value+ IUL 

Index universal life insurance product offers flexible protection at a market-leading 

price — plus Optionality® January 12, 2015 09:00 AM Eastern Standard Time 

HOUSTON–(BUSINESS WIRE)–American International Group, Inc. (NYSE:AIG) today 

announced the launch of Value+ IUL, an index universal life insurance product issued 

by American General Life Insurance Company. The Value+ IUL solution is designed […] 

The post AIG Announces Value+ IUL (http://www.looktowink.com/2015/01/aig-

announces-value-iul/) appeared first on Wink (http://www.looktowink.com) . 

 
Who, what, where: January 12, 2015 

Paradigm shift news roundup: ILTCI, AIG, Insurance Technologies, Phoenix Life, 

MassMutual, VUE, New York Life, Principal Financial Group, Voya, GMC, LIMRA Click 

HERE for the update The post Who, what, where: January 12, 2015 

(http://www.looktowink.com/2015/01/january-12-2015/) appeared first on Wink 

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

 

http://www.looktowink.com/
http://www.looktowink.com/
http://looktowink.us1.list-manage2.com/track/click?u=2b587be4b630a23a191187446&id=0109a1f6ce&e=f493ae5d28
http://looktowink.us1.list-manage2.com/track/click?u=2b587be4b630a23a191187446&id=0109a1f6ce&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=bdc07c0224&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=f234c598a5&e=f493ae5d28
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Security Benefit Debuts New Crediting Options for Total 
Value Annuity 

TOPEKA, Kan., Jan. 12, 2015 (GLOBE NEWSWIRE) — Security Benefit Life Insurance 

Company (Security Benefit), a leader in the U.S. retirement savings market, announced 

today the addition of 1-year and 2-year interest crediting options based on the BNP 

Paribas High Dividend Plus Index (HD Plus Index) for its Total Value Annuity (TVA). 

“The Total Value […] The post Security Benefit Debuts New Crediting Options for Total 

Value Annuity (http://www.looktowink.com/2015/01/security-benefit-debuts-new-

crediting-options-total-value-annuity/) appeared first on Wink 

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

 
ILLNOIS: NAFA Summary on the Illinois Van Dyke 
Matter 

On December 3, 2014 the Illinois Circuit Court for the Seventh Judicial District 

(Sangamon County) entered its Order against Richard Lee (Dick) Van Dyke, affirming 

the final Administrative Order entered against him on April 9, 2014 by the Illinois 

Department of Securities. The Court found that Mr. Van Dyke was acting as a registered 

investment […] The post ILLNOIS: NAFA Summary on the Illinois Van Dyke Matter 

(http://www.looktowink.com/2015/01/illnois-nafa-summary-illinois-van-dyke-

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

 
Predicting Interest Rates: Who Got It Right? 

You’ve got to hand it to those interest rates. They’ve done a number on the “smart 

money,” which by this time last year pegged rates to start rising as the Federal Reserve 

cut back on its huge bond-buying program. Interest rates, it turns out, did nothing of the 

sort. If the smart money doesn’t look […] The post Predicting Interest Rates: Who Got It 

Right? (http://www.looktowink.com/2015/01/predicting-interest-rates-got-right/) 

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

 
IUL is trending 

Recent surveys show that sales of indexed universal life insurance products are trending 

right now, and while client interest in using indexed universal life as a retirement 

income source is stronger than ever, heightened regulatory scrutiny is similarly on the 

rise. As a result, ensuring that this type of product is suitable for your particular […] The 

post IUL is trending (http://www.looktowink.com/2015/01/iul-trending/) appeared 

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

http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=e136f21b6e&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=e136f21b6e&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=b2f75e6f45&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=b2f75e6f45&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=b705614771&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=5c77e0e29e&e=f493ae5d28
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7 steps for women to avoid financial dependence 

According to an Allianz report, nearly half of all American women are afraid of losing 

their financial independence. The report included 2,200 women ages 25 to 75. Of those 

respondents, 60 percent were the primary breadwinners. “Financially, women’s needs 

are different from those of men, and the financial industry isn’t meeting them,” says 

Lance Drucker, […] The post 7 steps for women to avoid financial dependence 

(http://www.looktowink.com/2015/01/22881/) appeared first on Wink 

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

 
Graying, But Still Golden 

RIVERSIDE, Calif. — Getting old doesn’t spell doom when it comes to making 

important financial decisions, a team of researchers led by a University of California, 

Riverside assistant professor report in a just published paper. Using credit scores and 

cognitive ability tests, the researchers found evidence that “crystallized intelligence,” 

which is gained through experience and […] The post Graying, But Still Golden 

(http://www.looktowink.com/2015/01/graying-still-golden/) appeared first on Wink 

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

 
Kicking Dodd-Frank In The Teeth 

The 114th Congress has been at work for less than a week, but a goal for many of its 

members is already evident: a further rollback of regulations put in place to keep 

markets and Main Street safe from reckless Wall Street practices. The attack began with 

a bill that narrowly failed in a fast-track […] The post Kicking Dodd-Frank In The Teeth 

(http://www.looktowink.com/2015/01/kicking-dodd-frank-teeth/) appeared first on 

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

 
6 things advisors should know about QLACs 

July 2014, the IRS released final regulations on QLACs, or Qualifying Longevity Annuity 

Contracts. These “deferred income annuities” can be purchased by IRAs and qualified 

plans (within limits) and the contract values will be exempt from RMD rules until age 

85, thus allowing even greater benefit of tax deferral. However, the regulations are fairly 

complex […] The post 6 things advisors should know about QLACs 

(http://www.looktowink.com/2015/01/6-things-advisors-know-qlacs/) appeared first 

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

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=c6c0e6c2b6&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=83aa8da2bf&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=8ce1dbe4ba&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=3c57f57a56&e=f493ae5d28
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A.M. Best Affirms Ratings of Securian Financial Group, 
Inc.’s Subsidiaries 

Oldwick – A.M. Best has affirmed the financial strength rating (FSR) of A+ (Superior) 

and the issuer credit ratings (ICR) of “aa-” of Minnesota Life Insurance Company 

(Minnesota Life) and its subsidiary, Securian Life Insurance Company (Securian Life). 

In addition, A.M. Best has affirmed the FSR of A (Excellent) and ICR of “a” of Securian 

[…] The post A.M. Best Affirms Ratings of Securian Financial Group, Inc.’s Subsidiaries 

(http://www.looktowink.com/2015/01/m-best-affirms-ratings-securian-financial-

group-inc-s-subsidiaries/) appeared first on Wink (http://www.looktowink.com) . 

 
NARAB II on the Road to the Interstate License Dream 

WASHINGTON – Creation of the National Association of Registered Agents and 

Brokers (NARAB) would represent a long-standing goal of both life and 

property/casualty insurance agent trade groups. According to the National Association 

of Insurance and Financial Advisors, enactment of NARAB-II would create an 

organization whose specific jurisdiction would be the oversight of insurance producer 

reciprocal […] The post NARAB II on the Road to the Interstate License Dream 

(http://www.looktowink.com/2015/01/narab-ii-road-interstate-license-dream/) 

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

 

 
Annuities Stay In Play Even As Pension Funding Drops 

Although equities hit new highs last year, funding levels at corporate pension plans 

didn’t. In fact, the levels went down. That’s keeping demand going for annuities that 

fund pension takeover deals. First, what happened. According to Towers Watson, the 

defined benefit (DB) pension funded status of the nation’s largest corporate plan 

sponsors dropped 9 percentage […] The post Annuities Stay In Play Even As Pension 

Funding Drops (http://www.looktowink.com/2015/01/annuities-stay-play-even-

pension-funding-drops/) appeared first on Wink (http://www.looktowink.com) . 

 
 

  

 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=58eb8b1089&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=58eb8b1089&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=afebecfa3c&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=56d83cffd2&e=f493ae5d28
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-------------------------------------------  

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. 

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 



30 ABM:  Notes for the crew. 

 

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... 

 

 

 




