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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


1 Open MIC Notes 

 

Words of Wisdom (Valentines Day) 
• If you only have one smile, you should give it to the one you love.  Maya Angelou 
• Today is Valentine's Day. Or, as men like to call it, Extortion day. Jay Leno 
• I married the first man I ever kissed. When I tell my children that, they just about 

throw up. Barbara Bush 
• Love is blind, marriage is the eye opener. Pauline Thomason 
• Money will buy you a fine dog, but only love can make it wag its tail. Richard 

Friedman 
• Nobody will ever win the battle of the sexes. There's too much fraternizing with 

the enemy. Henry Kissinger 
 

 
 
  
 

 
Separating 200 egg yolks from the whites 
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Phyllis and Cindy Murphy ready to add the "mixture" to the wine 

 
 
Pumping it into the tank from our "specialized" mixing 
buckets....LOL 
 
We decided to "fine" our wine the way it was done in Europe for 
last few hundred years, using egg whites, the left over egg yolks 
provided a great omelet! 
 
Here is a link if you want to learn more: 
http://en.wikipedia.org/wiki/Clarification_and_stabilization_of_wine 
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---------------------------------- 

  Congrats!!!! 

If you guys would care to see the video from my Grandaddy's induction 
ceremony to the NASCAR Hall of Fame over the weekend..... cheers 

http://sports.yahoo.com/video/2013-nascar-hall-fame-inductee-195749504.html 

http://www.speedtv.com/video/nascar/nascar-hof-herb-thomas-induction-speech-2013-
2152436656001/1#_vtop 

Christopher L. Thomas, CLU, ChFC, CASL 
Thomas Financial Corp 
5634 Atlanta Hwy, Ste 700 
Flowery Branch, GA 30542 
Off: 770-965-3838 
 
Wonderful award and recognition for Chris and his family, a true 
honor....BB 

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

 
 
Spots are running.....leads....sign up! 
 
Kevin has an update.... 
  

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

http://sports.yahoo.com/video/2013-nascar-hall-fame-inductee-195749504.html�
http://www.speedtv.com/video/nascar/nascar-hof-herb-thomas-induction-speech-2013-2152436656001/1#_vtop�
http://www.speedtv.com/video/nascar/nascar-hof-herb-thomas-induction-speech-2013-2152436656001/1#_vtop�
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Dave and Shaun 
 

 
 Product updates…and life info 

 
 
"We the people"....ooops I mean we the greedy....BB 
 
"We the people" sued 
 
http://www.tallahassee.com/article/20130206/NEWS/302060054/We-People-annuity-offers-raised-
suspicions?nclick_check=1 
 
The financial dealings of defendants Richard and Susan Olive and the 
Securities and Exchange Commission civil lawsuit against them serve as 
another reminder to consumers about being cautious when evaluating 
investment products and who is selling them. 

-------------------------------------------- 
Why are they so eager to charge fees and yet so reluctant to tell 
they are charging fees.....BB      (overhead and profit concern?) 
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Small-plan sponsors hesitate on fee 
disclosure rule 
Some financial advisers have begun to worry about their fiduciary liability 
as smaller plans decline to adjust for lower fees. 

By Darla Mercado 
February 10, 2013 12:01 am ET 
 

A Labor Department regulation requiring plan service providers to unveil 
their costs and services to employers has presented larger- plan sponsors, 
or those with more than 1,000 workers, with the chance to make changes.  

http://www.investmentnews.com/article/20130210/REG/302109976?utm_source=issuealert-
20130210&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text 
 

-------------------------------------------- 
Not only this product but many VAs are way too high in fees, what 
is the only source of income with VAs?  Fees!....BB 
 
 
http://www.investmentnews.com/article/20130211/FREE/130219989 

Pru's VA price hike too much for Raymond 
James 

With cost reaching 245 basis points, VA hits a most expensive stratum 

Prudential Financial Inc.'s decision to raise the fees on its Premier 
Retirement variable annuity is causing some broker-dealers to think twice 
about offering it. 
 
The insurer has filed with the Securities and Exchange Commission updates 
for Premier Retirement, including a 15-basis-point increase in the 
mortality-and-expenses fee for the B-share version of the product. That 
brings the M&E fees to 145 basis points and, counting the cost of a living-
benefit rider, pegs the single-life version of the product at about 245 basis 
points. 

http://www.investmentnews.com/apps/pbcs.dll/personalia?ID=dmercado�
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The changes are expected to go into effect Feb. 25.  

At Raymond James Financial Inc., the 245-basis-point price tag makes the 
VA too expensive. The firm has a 235-basis-point limit on the combined 
cost of the VA chassis and the rider.  

“With this product change, Prudential is going over the limits,” said Scott 
Stolz, president of Raymond James Insurance Group. “They will raise the 
M&E to the point where [the chassis] is the most expensive variable annuity 
on the street.” 

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

 

Big Truck Partners 
Hello partners, 

I got this from a partner of ours that really did some great 
research and tore apart the SBL SIA product. The devil is always 
in the details as you can see by his analysis. 

How I sell against it is the fact theSIA has absolutely no growth potential. 2.75% annual S&P cap. 
1.25% fixed account, 1.25% monthly S&P cap. With a 2% average indexed growth, a 0.95% fee (based 
on the high Income Base) reducing the AV each year, and taking a high level of lifetime income at the 
same time would deplete the accumulation value in less than 15 years.  
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So,they essentially bought a deferred Life Only SPIA, because they’re leaving nothing behind when 
they die. A lot more people care about this than most agents think, will. Those are the people that will 
trade in an extra $X.XX in lifetime income per month for the potential to actually have an account value 
10-15 years later. They’d trade more income for the chance to leave a legacy to their beneficiary.  

Although the TVA might provide less income – it will certainly see better interest earned in the AV than 
the Secure Income will. Not only that, but the TVA could actually provide MORE income than the SIA if 
the contract deferred long enough and sees some decent indexed growth stacked on top of the 4% 
guarantee. 

As far as income goes, stack even a 3% annual average growth on the TVI, it will match the Secure 
Income. Do you believe the TVA could average 3% over any length of time? I do. 

Using an initial allocation of50% to the S&P 500® Annual Point to Point (2.75% cap) crediting  

option and50% to the Revolutionary ALTVI Crediting Option, back-casting annual results are as follows:1 

 
Accumulation 

Stacking Roll-Up to Income 
Benefit Base or Death 

Benefit Base2 

Guaranteed Rate3 0% 4.00% 

Last 10 Years 3.45% 7.55% 

Worst 10 Years 3.32% 7.41% 

Median 10 Years 5.03% 9.26% 

Best 10 Years 5.81% 10.13% 
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Using an initial allocation of100% to the Revolutionary ALTVI Crediting Option, back-casting annual results are as 

follows:1 

 
Accumulation 

Stacking Roll-
Up to Income 

Benefit Base or 
Death Benefit 

Base2 

Guaranteed Rate3 0% 4.00% 

Last 10 Years 4.66% 8.60% 

Worst 10 Years 4.66% 8.60% 

Median 10 Years 7.38% 11.4% 

Best 10 Years 8.63% 12.63% 

I’m telling you, the TVA is such a superior product over the SIA. You just have to unfocus your eyes from 
the 7% rollup and see what the product doesn’t have. Then, tell your story to the client so they stop 
chasing the rates. 

------------------------------ 
 
 
Shawn Hogan and Peter Toth,  Founders  at 
Legacy Insurance and Financial Group, Lewis 
Center Ohio 
 
Shawn Hogan, one of our partners in Ohio, asked 
me some great questions about putting together 

a business plan so I am going to share my answers with everyone. I can’t 
tell you how many times I hear guys say, “I don’t have enough leads” or 
“these leads are no good”. My answer to that, if I am being honest, is that 
most agents are not spending enough money, to run enough 
appointments, to be able to evaluate whether they have the skills needed 
to make enough sales, or to determine if the leads “work”. My experience is 
that even crappy leads are profitable if you work hard enough. Success is 
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often determined by how honest we are about ourselves. It is all too 
easy to blame something other than our own skill level, laziness, or 
unwillingness to take risks. 

To answer Shawn’s question about how to establish a business (marketing) 
plan let me set the stage with an example of Chad’s production over the 
years. How much did I spend on Chad’s marketing when he did $1 to 2 
million in production? It was around $40K to $50K. How much did I spend 
on Chad’s marketing when he did $5 million in production? It was around 
$60K to $70K. How much do I spend on Chad for him to do $12 million in 
production? Well, last year it was around $120K. 

You don’t have to be a math wizard here to see that there is exponential 
growth in Chad’s production compared to the cost of marketing. In other 
words, when Chad was doing $2,000,000 in production we had about 180% 
ROI, when he was doing $5,000,000 in production we had about 400% ROI, 
and when Chad is doing $12,000,000 in production we are at about 600% 
ROI. If this exponential growth in ROI only applied to Chad we could write 
off this example as an anomaly due to Chad being a highly skilled sales 
person. Well, I knew Chad when he didn’t sell many annuities and we had 
to decide to spend money we didn’t have. I have also proved this formula 
on other agents so I know it works, that is assuming the agent is willing to 
work (you can’t fix laziness with money no matter how much money 
you throw at it).  

Bret Roby, our partner in Denver, started selling mortgage protection and 
annuities with us in April of 2009 as a newly licensed insurance agent. In 
2009 his annuity production was just over $100K, in 2010 his annuity 
production was just over $1,000,000, in 2011 his annuity production was 
just over $2,000,000, in 2012 his annuity production was just over 
$2,600,000, and in 2013 he already has $500K on the books and is on track 
to beat last year by a long shot. 

Now, Bret will be the first to tell you he is not as good of a sales person as 
Chad, few of us are, but as you can see the principles I have mentioned still 
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hold true. I have increased the annuity marketing expenses every year for 
Bret and his production has also increased. The profitability of his business 
has also exponentially grown as his marketing expenses have increased. 

Why does this happen? MOMENTUM!!!!!! If you have never reached your 
goals, chances are you have never had the momentum required to meet 
your goals. On again, off again, marketing will never get you to reach 
your potential. 

So how do you get momentum? Think of a locomotive with a hundred rail 
cars behind it. It starts out slow and steadily increases its speed. By the time 
it gets to its top speed it is almost impossible to stop. On the other hand, a 
Ferrari can go zero to 60 in 5 seconds but if bambi walks out into the road 
the Ferrari has met its match. 

In the annuity business it is much better to be a locomotive than a 
Ferrari. 

Here is how to become a locomotive in the annuity business: 

Let’s assume you are starting from zero with a very small capital reserve. You 
need to spend enough money to have, at the very least, two appointments 
every week (If you have to go into debt that so be it. We are running a business 
and if you’re not willing to take risks don’t even get started). If you have anything 
less than two appointments per week you are not active enough to learn 
anything or build any momentum.  

As the sales start coming in slowly increase your marketing expenses, keeping in 
mind that if you spend too much you will not be able to spend anything, but if you 
spend to little you are not going anywhere. The important thing in this situation is 
that you are always moving forward even if it is at a very slow pace. If you take a 
vacation in this situation you’re an idiot (I mean that in the nicest way); your 
momentum will stop and you will have to start all over again. Don't stop; don't go 
backwards, until you are fully capitalized to the point where you will never stop 
buying leads (even if you go on vacation). Also, keep your personal expenses to an 
absolute minimum. When Chad and I were at this point we stopped spending 
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money on everything that didn’t support our business. You can ask our families, 
no eating out, no movies, and both of us even cancelled our cable subscriptions. 

If you have a lot of capitol or get lucky and have a big sale then you can 
speed up the process but regardless make sure you are always moving 
forward, never turning off your leads or decreasing the amount of 
your marketing. 

The important thing is to slowly increase the amount you are spending on 
marketing until you are operating with a 20% lead surplus. 

What is a 20% lead surplus? A 20% lead surplus is 20% more lead than you need 
to get the number of appointments you are willing to run. This is where your 
work ethic or willingness to work comes into play. If you are willing to run 8 
appointments per week then you need 20% more leads than what is required to 
get 8 appointments per week. That is the finish line to your success. At this point 
you can stop increasing your marketing expenses unless the cost of marketing 
goes up. Just remember, if you are only willing to run 3-4 appointments per week 
don’t expect to reach a sales goal of 10 million. Make sure your sales goal is 
matched by the amount you are willing to work. 

What does a surplus do for you? FREEDOM BABY! You are free from the stress of 
not having enough leads. Free from chasing prospects that will never be caught. 
Free to fire a client because he gives you too much trouble. Free to only work 
with clients that have substantial amounts of money (today our minimum is $50K 
outside of emergency money). Free to not book appointments “too far away” 
from your home or office. Free to have a sub agent to pick up the scraps you are 
not willing to work with. Free to go on a long vacation knowing that when you 
come back you will have a stack of leads so high that you will double your 
production when you return. I could go on and on. Lead surplus is probably the 
biggest factor in your success, confidence, and satisfaction in this business. 

Honestly, most agents live in slavery. They are slaves to not having enough 
money, leads, motivation, knowledge, work ethic, confidence, sales skills, product 
knowledge, etc. They are slaves to their prospective clients because they are 
depending on that “one sale” to solve all their problems. The idea of being a slave 
is just exhausting. Chad and I know this to be true and it was a huge motivating 
factor for us. We did everything we could to get out from the bondage of slavery. 



12 Open MIC Notes 

 

How would you like to be debt free and have more than $100K in an emergency 
account? What would that do for your freedom? What are you waiting for? This 
business can do that for you more than any other business I know of. 

Now, what if your sales skills don’t allow you to increase your marketing 
expenses? What do I mean by that? Keeping good stats on your business is even 
more important when your sales skills have a lot of room for improvement. You 
have to know where you are, to know where you are going. Keep track of the 
number of leads you receive by source, appointments, sits, applications, 
premium, etc. 

For example, if you run four appointments per week and you know that you write 
2 apps per week (on average) then it only stands to reason that if you run six 
appointments per week you will write 3 apps per week. If you are profitable with 
the 4/2 scenario then by spending a little more to get more leads you should also 
be just as profitable, if not more, with the 6/3 scenario. 

Now, let's say you are only writing 1 app for every 10 appointments. In that case 
spending more money might just make you more broke. In other words, your 
closing percentage may not be high enough to be profitable no matter how much 
money you spend. Under these circumstances I would focus on improving your 
closing percentage prior to making any massive increases in your marketing 
expenses. This situation requires a delicate balance of spending money and/or 
improving your sales skills. How you handle it depends on your capital reserve. 
Keep in mind; even if you are in this situation you should still NEVER stop buying 
leads. You might not move forward as fast as someone with more sales skills but 
you should still NEVER go backwards. If you go backwards you are done! 

What I do know is that success can be overcome with lots of failure. If you have a 
lot of leads then your appointment booking and closing failures will be overcome 
with lots of activity as long as you become a student of your failures and get help 
from us. It takes hard work and time to overcome failure. The question is will 
you have the fortitude to endure? I will take slow and consistent over fast and 
volatile every time. Chad and I left 10’s of millions of dollars in premium on the 
table when we first started but you don’t hear us complaining about that today. 
Our failures back then were the investment for our success today. Even though 
we had tons of failures we were always improving, always increasing our 
marketing, and always looking forward. 
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One other thing I know is that you can’t let your circumstances 
determine your success. You have to “man up” and attack the challenges 
in this business. Don’t let lack of capital, lack of skill, or anything else get 
in your way. 

A day in the life of Tony: Agent, “I am having problems selling.” Me, 
“When was the last time you listened to Open Mic?” Agent, “When is Open 
Mic on?” The next thing you hear is me slapping my head. 

Don’t blame the leads because you can’t sell! What, those are fighting 
words? You bet they are. I provide the same marketing to Chad that I do to 
two other captive agents in Denver and many independent partners all 
across the nation. If you are not selling as much as Chad what is the 
difference? It can’t be the leads because every one of you have the 
opportunity to have the same leads that Chad does. Chad doesn’t just work 
harder by booking more appointments. He works harder at everything; 
improving his objection handling, presentation skills, appointment booking, 
closing skills, product knowledge, and everything that goes into making 
himself a better annuity salesman. If you are not willing to buy more leads 
maybe it is because you have not put in the effort to get a return on your 
investment. Confidence comes from being prepared to capitalize on 
opportunity. Every lead you get is an opportunity; whether or not you 
are ready for the opportunity will depend on what you have done to 
prepare for it. 

But what if I can’t get enough leads no matter how much money I spend? 
Unless you’re living on the North Pole I don’t believe you. If you are 
willing to drive far enough, be creative enough, work hard enough, and 
spend enough money you will get enough leads. Just because you can’t get 
enough Annuity.com leads doesn’t mean you can’t get enough leads. What 
did you do before you found out about radio or scrubbed leads? Do 
whatever you have to do to get enough leads and when the flow of “good” 
leads increase then decrease the flow of leads that are not as productive. If 
you absolutely can’t get enough leads to meet your goals then learn to be 
content or move to someplace where you can get more leads. Yes, I said 
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move. How bad do you want it? You chose where you live and you live 
with what you chose. 

Here is another formula for you that you can use to set your goals. $1 
million is for expenses, $2 million is for a living, and $3 million is for a 
lifestyle. As a single agent (not an agency team), if you are discontent with 
this business I bet you have not done $3 million or more consistently year 
after year. $3 million or more is the gravy train. Everything before that 
is a grind. Set your goals to get to $3 million or more in production as 
quickly as possible (just remember, you are a locomotive, not a Ferrari). 

Hopefully, you realize based on what I have said here that your marketing 
plan is more than just numbers, it is an attitude. Chad and I have an 
attitude that we will do whatever it takes to make things work. We do not 
let roadblocks get in our way and we embrace risk because we know 
without it there is no reward. We do not look over the other side of the 
fence trying to figure out if the grass is greener. We look where we are 
and know we can trust the people we are with so why would we look any 
further. We know that in the end it is up to us to make it happen and our 
partners are there to help us have success, not give us success. 

Thanks to Shawn for asking this question at the beginning of the year. BTW, 
Shawn Hogan and his business partner Pete Toth have increased their 
production every year since they joined us as newly licensed agents. They 
are incredible examples of everything I have talked about. They have never 
sat on the sidelines waiting for me to solve every problem they come 
up against but have always leaned on the Annuity.com leadership as 
students willing to learn. I think 2013 can be a banner year for all of you if 
you work hard enough, spend enough money, take enough risks, and put 
yourself in a position to fail enough to see success. If you do that in 2013 
then 2014 will be even better. 

Thanks for the biz, 

Anthony R. Owen 
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----------------------------------  
  

 Please open attached 
PDF...Retire Village 
 
      

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

We Recommend: 
 
 
   

 
Recently I have had a few calls about 
appointment setting and who I would 
recommend.  There are many variable to 
consider, but Kris has always been very 
professional and in tune to agent needs.  Here 
website is below. 
 

 
Appointment setting 
 
www.callingleads.com 
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How to use the "Retire Village"  Site for 

Lead Generation 

By Annuity.com 

Bill Broich, David Townsend and Joe Rych 

 

As annuity salespeople ourselves, we have dealt with all the issues facing 

you. We have fought through the marketing problems, budget issues and 

how to develop reoccurring sales.  Beginning in 1992, we adapted a system 

from the life insurance business and tailored it for the annuity business. 

Over time with the need to convert to digital management, came our 

current system, Retire Village. 

Most agents don't understand the power and best use of Retire Village.  It is 

generally categorized as a drip marketing system and in a small way it 

is....but it is far more than that.  That is not it's real function, it real purpose 

is to help agents develop relationships, relationships that "could" grow to 

an advisor client relationship.  Relationships that convert suspects, to 

prospects to clients. 

The system helps you cut out the dead wood, those who will never be worth 

the effort. It allows you to deal with the prospects who you have an 

opportunity to earn trust and therefore their business. It maximizes your 

time and effort. 

Before we start on how the system works and how "you" should be using it's 

real power, we need to clarify basic definitions understood. 
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Suspects, prospects, clients 

 

Suspect: A suspect is someone who I know their name, their address, 

maybe a small detail or two (he works at Boeing) and he knows who I am, 

but nothing much about me, just that I am an insurance salesperson. 

Prospect: A prospect is a suspect which I know many more details 

about, I would know significant personal information, a good 

understanding of their financial situation, and their goals.  I would have 

introduced some information about what I do and what I offer. 

 

 

Point: you cannot make sales from suspects, 

only prospects 

 

Clients: A clients is someone who has done business with you, 

regardless of how big or how small.  A client will buy from you an average of 

7 times (including life sales, according to LIMRA) and a client will provide a 

better level of referrals. 
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The value of client status to you over the life of your business relationship is 

incredibly important.  The simplest, most effective and easy way is to 

provide information and other VALUES. Providing value information in a 

non invasive method also allows your client to allow the relationship to 

evolve on their terms (they think).....EXCEPT....you the agent must be the 

ultimate relationship controller, I will show you how to do that. 

 

 

 

Questions you should be asking. 

 Why does Retire Village work?   

 How does Retire Village work?   

 How do I, as the agent, benefit from converting my marketing to the 

Retire Village concept? 
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 How much time does Retire Village take? 

 How do I "force" relationships using Retire Village? 

 Why can't I just drip my Retire Village database and forget them until 

the prospect calls me? 

 How do I get referrals for Retire Village? 

 What kind of referrals should I get? 

 How do I use the weekly Retire Village drip system? 

 How do I know when the drip is sent to my Retire Village database? 

 Is there a limit to how many entries I can have on my Retire Village 

database? 

 

Drip marketing does work, but as an insurance agent dripping is not 

enough, you must "force" the change in relationships to move the suspect 

to client status. 

 

 

Q: How many times was Retire Village used in the above questions?   

A: 10, you have been dripped on. 
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Q: Why does Retire Village work?   

A: Relationships are built over time as trust is established and 

strengthened. An outward reach of information provided to the database 

allows for that information to be construed as value.  Providing value helps 

establish relationships. 

 

Q: How does Retire Village work?   

A: Retire Village works based on the concept of dripping, dripping a non 

invasive flow of information, information providing value.   Retire Village 

provides two drips per month and allows you to add two additional 

personalized drips per month.  

 

Example: A Retire Village member recently sent a drip to his database 

called The Best Kept Secret in the Investing World.  He had 614 names in 

his database and of those 11.26% opened the email message and 8.52% (of 

those in the database) clicked on the link attached and read the information 

provided. 

Do these numbers sound high or low to you?  With normal emails sent to a 

mailing list the expected click is under .1% and .025% will open any 

enclosed link.  

The reason the response rate is so high is simple, this is not a purchased 

list, or a borrowed or stolen list, this is a list of suspects, prospects and 

clients who know this agent.  Trust is being grown and developed as 

VALUE is provided. 

Retire Village is based on a list of people who at least know who the agent is 

and have agreed to receive periodic information, AGREED TO BE ON 

THE LIST! 
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Generic lists do not work. If you buy, steal or borrow a list, use Constant 

Contact or any other of hundreds available drip marketing systems. That is 

NOT Retire Village.  Lists will not work on Retire Village. 

 

Q: How do I, as the agent, benefit from converting my marketing to the 

Retire Village concept? 

A: The simple answer is you don't need to.  Many agents don't bother with 

a database system, they simply market to leads and reload as soon as they 

can.  Truthfully there is nothing wrong with that approach.   

So why use Retire Village? 

 

 

Three huge reasons: 
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1. Using Retire Village will allow you to cultivate the leads you have 

already purchased who did not immediately buy from you, this will lower 

your overall marketing expenses per sale.  As an example if you purchased 

10 leads for $1000 and made one sale, your COGS (cost of goods sold) 

would be $1000.  But if over time you were able to build relationships with 

suspects and when the timing was right you would be in a position to make 

a second or third sale, thus lowering your COGS.  

 

 

 

You see who is visiting, what they viewed and 

how many times they visited! 
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2. Retire Village provides agents with activity.  Like most agents, I can 

remember the dreaded Monday morning going to the office and wondering 

what I was going to do, how would I get in front of a prospect that day.  

Because of our system, DAILY LEAD REPORT, that issue is resolved.  By 

using the DLR you will have people and a reason to call each and every day.  

These calls can result in activity, building relationships, appointments and 

sales.  The DLR is sent to you every day and the problem of what to do will 

have been settled once and for all.  The beauty of the system is that on busy 

days, there is no requirement to call the DLR, you simply work the next 

day's DLR. 

3. Clients will buy from you again and again.  Most agents have no system 

to follow up with existing clients other than possibly an annual review.  But 

often an annual review will not be an optimum to introduce a sales concept.   

Why? Because you can be on the defensive, and bringing up a new sales 

idea then puts you at a disadvantage.  A far better time is after providing 

information about timely issues. Or to send information SPECIFIC to your 

prospect's personal situation, information you know would be useful 

because you have a complete fact finder and you know your client's 

PERSONAL situation.    

Keep the sales advantage on your side. 

 

Q: How do I "force" relationships using Retire Village? 

A: The heart (and secret) of Retire Village is right here. The incredible 

beauty of Retire Village is "forcing" a change in relationships, and yet, 

very few agents actually use this massively powerful tool.  Those that do will 

go on to build a better business, write more annuities and at the same time 

work more efficiently. I wish I were the inventor of this, all I did was 

convert the philosophy from one level of insurance product to another. (life 

insurance to annuities).  The theory behind "forcing" is completely based 

on science and not guesswork.  The people who invented this were real  
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insurance agents and not home office employees.  It is based on 'how to 

convert relationship to client status" through ..... sifting and 

winnowing! 

My name for it is "forcing". 

Agents who use it will increase their business, take command of their 

business and be the operator of their business instead of being operated by 

it.  It will forever end the Monday morning blues and put you fully in 

control, as long as you understand and accept how it works. 

You must have thick skin, but not for long because once you understand 

how it works it will set you and your business free.   

 

 

Point: Remember we are in the business of 

selling insurance, not being everyone's best 

friend! 

 

Here is how it works, first set a time period in your database either 6-9-12 

months.  We suggest you use 12 months. 
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During the 12 months Mrs. Jones is in my database, I may have observed 

her looking at my Retire Village website and I may have called her a few 

times from the DLR.  After 12 months I would have sent her 24 drips (plus 

any extra I may have sent).  It is now time to "force" the relationship, force 

it to the next level. 

Bill: "Mrs. Jones, this is Bill Broich, how are you?" 

Mrs. Jones: (Sometimes she will not recognize me instantly or I may have 

to remind her who I am). "Yes, hello." 

At this point if she seems annoyed or too busy, I excuse myself and offer to 

call back another time, normally this will bring them back into the 

conversation. If everything sounds ok then I proceed. If not I will call her 

another time, but no later than next month. 

Bill: Mrs. Jones, over this past year, I have sent you information on topics I 

thought may be helpful to you, have you enjoyed receiving them?" 

If she says no or is negative, I just thank her and remove her name from the 

database....Adios. (Just do it, it is liberating!) 

Mrs. Jones: "Yes I have, I liked the article about LTC." 

Bill: "That's just great, would you like me to keep you on the list?" 
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Use the word list, it gives them a feeling of being part of something. 

Mrs. Jones (Yes or no) 

 

Forcing. 

 

Bill:  "That's great, I would be delighted to, but I will need to get just a 

little more information from you, in order to better provide you with the 

best possible information.  I will be in your area this week, may I stop by 

and visit for a few minutes on Wednesday?  or would Friday be better for 

you?" (standard alternative time option) 

She may try and side step me, or push back by asking me what information 

I am after....all sorts of objections, I just say this. 

Bill:  "Mrs. Jones, I want to be able to provide everyone on the list with 

information which can be of solid value, I would like to visit with you for a 

few minutes to try and get to know you a little better so the information is 

more specific to your interests.  At the very least we can shake hands." 

If she says no, I will probe again but if she will not allow me to stop by and 

see her, she is FORCED out of the database. There is no sense every 

continuing with her if she says no, not worth your time....plus by drawing 

this line in the sand, you have control over your business and your 

database.  You are the boss, not Mrs. Jones. 

Bill: "Mrs. Jones, I am sorry you would not allow me to stop by to visit 

for a few minutes, if I can ever be of help, please don't ever hesitate to call 

me."  

Gone, finished, goodbye, adios, sayonara, I won't even remember her name 

in 10 minutes. 
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! 
Q: Why can't I just drip my Retire Village database 

and forget them until the prospect calls me? 

A: Many agents ask me why can't they just continue to drip on Mrs. 

Jones?  The answer is simple, control.  By allowing her to continue to 

receive your VALUE information without meeting you half way is the same 

as losing control over your business.  No, not ever. 

 

 

 

Point: You can add suspects to your database in 

more volume than you can ever work, you don't need 

Mrs. Jones. 

 

What do I do when I see Mrs. Jones?  I always give her my book, "Safe 

Money", I may offer a current VALUE handout, sometimes based on the 

time of year, then I say this: 

"Mrs. Jones, since I am here, may I ask you a question?" (The answer is 

always yes) "Do you have a will?  Do you have an IRA? Do you have funds 

in the bank?  What interest rate are you currently enjoying?" etc etc etc etc 
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In other words, I am into my fact finder and I am going to look for 

something I can use as a bridge to a future appointment.  

 

Q: How do I get referrals for Retire Village? What kind of referrals should 

I get? 

A: I prefer simple low level referrals. Sometimes I might say this, "Mrs. 

Jones, since you have enjoyed receiving timely information from me, who 

do you know who might want to be on the list?"  

 

 

The answer is she will not be able to 

think of anyone so you have to prime 

the pump. You must feed names to the 

prospect to get referrals. 

 

 

Bill: "Mrs. Jones, you mentioned your sister when we last visited, does 

she still live in Tulsa?"  or..."Mrs. Jones, I noticed the beautiful flower 

garden across the street, do you know who the green thumb is?"   

or....the list is only shortened by your lack of imagination.  I like this level of 

referrals because they are easy to get, they are only going to be added to the 

"list" and they are everywhere.  Then Retire Village does it's magic and 

over time you will have more people to see than you possibly can. 

 

Sifting, Winnowing and Forcing. 
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Q: How do I us the weekly Retire Village drip system? 

A: This is a powerful tool and it can be customized based on many groups 

and categories.  As an example, a local "art fair" can be mentioned, a 

meeting at the library, a regional event, a local event.  This tool can be used 

to notify all or part of your group about a special event or a piece of 

information only important to your community.  

It can also be used for larger topics such as "Be sure and vote, call me if you 

need a ride to the polls"  The only limit to this tool is your imagination. 

 

Q: How do I know when the drip is sent to my Retire Village database? 

A: Automatic notification is sent to you when the drip is sent.  Along with 

the notification is a copy of the drip to help prepare for any emails or 

questions.  Following the drip, you can monitor your DLR to see what is a 

strong interest for your database.  As an example, if the topic is bonds and 

you have a higher than normal amount of traffic to that link then you would 

be able to use the off week drip to expand information about bonds.   

The off week drip could be..."I thought the information about bonds was 

vital, since then I have additional information about bonds, click here." 

Power! 

 

Q: Is there a limit to how many entries I can have on my Retire Village 

database? 

A: Yes, both numerical and common sense.  We do not allow more than 

1,000 names to be in the database at anyone time, but if you are realistic 

and using the FORCING tool, a practical and manageable number should 

be between 300-500 suspects and prospects... plus clients.   
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Point: Use the Force to make a sale and throw 

out those not worthy. It should be a privilege 

to be in the database, that should be your 

attitude, NEVER BEG! 

 

 

 

Conclusion: Retire Village works if the agent 

works.  You must add names, call the DLR, 

forcing those not worthy enough out and 

provide value to those who remain. 

The beauty of Retire Village is that system and 

internet management is completely 

outsourced.  You are the insurance 

salesman managing the relationships in your 

"own" database. 

 

 

Plus.....You partner with the best annuity website on the internet! 

 

 

Our content rich site is your content rich site! 
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Your Personalized Website 

 

Your front page ~ lots of helpful articles that bring value to your site for 
your clients and prospects ~ “Get a Quote” requests come directly to you 
bringing you more leads 
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Your easy to use Dashboard 
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Lead Management Center keeps your leads 
organized and easy to access ~ never miss an 
opportunity  
 

  
 
 
Easy to edit your personal information ~ go to My Account and click edit 
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Group Target Marketing 

 
 

 
Track your results to know which topics are getting 
the highest open and read   
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You have easy access to all your reports 
 

 
Easy non-threatening way for your clients and prospects to ask questions ~ these 
requests come directly back to you 
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Easy to view “who and what” on those who 
requested information ..... gives you a great 
reason to call 
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Create your own drips or e-mails ~ save and 
archive them for reuse 
 

 
Create, save, and send e-mails to groups, or simply archive for future use 
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The best number is 865-354-9722   

 Kriss@callingleads.com and website www.callingleads.com  

 
Disclaimer:   

My opinion or numerous sources complied by me 

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 myself.  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. 

 

mailto:Kriss@callingleads.com�
http://www.callingleads.com/�
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More Legal Stuff...  

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

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

And, although all of the articles have been selected for their 
content, however in the interests of balanced reporting we often 
publish articles we may not agree with, the publishing of such 
articles within this newsletter does NOT constitute a 
recommendation of the products or services mentioned or 
advertised within those articles.  

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... 
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