
1 | Open MIC notes for the Crew 
 

 
……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 MADED….Market All Day Every Day 
 

 
 
Mother Teresa said:  
 
"To keep a lamp burning we have to keep 

putting oil in it."  
 
 
It may be not in good taste to associate annuity selling and 
marketing with Mother Teresa, but it does carry the same 
meaning.  As marketers, we must keep our lamp burning….fill it 
with good marketing. 
 
In answer to the emails this week about the meaning of our 
motto….. 
 
Our Motto:  You go we go.  (think about it)  Maybe someday I will tell 
you the whole story of why! 
 

 
Years ago, (15 or so) when we were in our infancy, we had an 

agent who in our opinion was being mistreated by an insurance 
company.  It was a crushing event for him, one of our guys 
suggested we all stand together and force the issue with the 
insurance company.  As a group we did, and the insurance 

company backed down and did the right thing…..from that event 
on it was always:  You go we go.  (and it still is) 

http://www.google.com/imgres?imgurl=http://cdn.indianlink.com.au/wp-content/uploads/2010/08/mother-teresa.jpg&imgrefurl=http://www.indianlink.com.au/headline/thousands-shower-mother-teresa-with-love-on-centenary/&h=401&w=350&sz=19&tbnid=zNe9S6Xtotx3rM:&tbnh=89&tbnw=78&prev=/search?q=mother+teresa+photos&tbm=isch&tbo=u&zoom=1&q=mother+teresa+photos&docid=WZFvkz3avFC2iM&hl=en&sa=X&ei=wk9BT7uZLqriiALaht20AQ&sqi=2&ved=0CGAQ9QEwDg&dur=841�
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------------------------- 
 

Great share from Rick Permanand, thanks 
Rick! 
 
 
From: rick@retireadvisorygroup.com [mailto:rick@retireadvisorygroup.com]  
Sent: Saturday, February 18, 2012 8:01 PM 
 
To: Anthony Owen 
Subject: good article 
 
http://money.msn.com/exchange-traded-fund/where-have-all-the-
investors-gone-mirhaydari.aspx 

 
The Retire Advisory Group LLC. 

Safety,Security...Peace of Mind 

---------------------------------- 
Big Story 
I think this is very significant to our products and our segment of 
the industry.  The variable annuity industry is fighting low interest 
rates for their ability to provide product with riders and other add 
on.   

Variable annuity companies are cutting back 

http://www.moneynews.com/InvestingAnalysis/variable-annuities-insur-
Metlife/2012/02/16/id/429716 

 

http://money.msn.com/exchange-traded-fund/where-have-all-the-investors-gone-mirhaydari.aspx�
http://money.msn.com/exchange-traded-fund/where-have-all-the-investors-gone-mirhaydari.aspx�
http://www.moneynews.com/InvestingAnalysis/variable-annuities-insur-Metlife/2012/02/16/id/429716�
http://www.moneynews.com/InvestingAnalysis/variable-annuities-insur-Metlife/2012/02/16/id/429716�
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Sun Life loses a bundle to set up reserves for product already sold 

http://www.vancouversun.com/business/Life+Financial+reports+fourth+quarter+loss
+annuity+costs/6158841/story.html 

Who will be next in the variable annuity side? 

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

 

Big Truck Blog 
 
Can access the BLOG off of the main page of: 
 
www.annuityagentsalliance.com 
 
or navigate directly to it at 
 
www.annuityagentsalliance.com/blog 
  
You can also receive the posts by Facebook, Twitter, LinkedIn, or RSS feed. We 
will be adding Google+ soon. 
 
  
Anthony R. Owen 
Vice President, Eagle Shadow Financial, 
http://www.eagleshadowfinancial.com/> 
Co-Founder, Annuity Agents Alliance<http://www.annuityagentsalliance.com/> 
 
  

 

http://www.vancouversun.com/business/Life+Financial+reports+fourth+quarter+loss+annuity+costs/6158841/story.html�
http://www.vancouversun.com/business/Life+Financial+reports+fourth+quarter+loss+annuity+costs/6158841/story.html�
http://www.annuityagentsalliance.com/blog/�
http://www.annuityagentsalliance.com/�
http://www.annuityagentsalliance.com/blog�
http://www.eagleshadowfinancial.com/�
http://www.annuityagentsalliance.com/�
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Kevin answers questions about our new lead system 
(within 6 months 95% of all leads will flow through Annuity.com) 

 
Leads from Annuity.com 
 
  
Q ~ Have all leads come from annuity.com? 
A ~ No, some leads come from other partner sites that we currently work 
with. We are re-branding all messages so that, if they don't end up on an 
Annuity.com landing page, we will put Annuity.com in the message itself. 
 
Q$ ~ If not what site did the lead come from? 
A ~ Many sites, such as The Motley Fool, Forbes, etc. 
 
Q$ ~ Are leads directed from another site to annuity.com? 
A ~ Not currently. 
 
Q ~Are leads expecting a report or a quote? 
A ~ The "Lead Type" field on your leads will say if they are expecting a 
Guide or a Rate/Quote. So far, you've gotten only Rate/Quote leads. 
 
Q ~ Is the report "Safe money book" or "2012 Annuity & 
Investment" report? I've been told "safe money" but the site 
leads me to believe it’s the 2012 annuity... 
A ~ Currently it is the 2012 Annuity & Investment Report 
 
Q ~ Is book/report sent via email or physical delivery? The user 
guide makes it sound like it’s been delivered via FedEx... 
A ~ The user can download the report immediately on the website, and we 
also send them an email confirmation with a link to download it (and we of 
course say again that an advisor will be contacting them shortly)... :) 
 
Q ~ Does the lead have the report when we get lead? 
A ~ Yes, if it's a Guide Lead. 
 
Q ~ I understood premium lead to be 50-75 yrs. old 25k plus to 
invest? I've received 82 yrs. old and other w/less than 10k leads... 
A ~ We had age at 82 I believe as the limit (maybe 85)...  
 

http://annuity.com/�
http://annuity.com/�
http://annuity.com/�
http://annuity.com/�
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Q ~ Is there any other options than leads per day? I have 
$1000/per month to spend... 
A ~ What kind of options do you mean? Not sure... 
 
Kevin Dufficy 
 

 
 
Leads:  sign up at www.annuity.com (if you are a crew 
member, ask for discount codes) 

 ------------------------- 
$85,000 Commission 

 

Here is a case I wrote and earned 
$85,000.  You can do it also, just 
follow this formula, some are small 
but some cases are also big. 

 

I never worry about the size of the case; I focus on the fact finder and 
asking the correct questions.  This case was written over the course of 6 
months in 3 pieces.  I knew I would write it all the first time I met them, but 
building relationships is also about being patient and having solid timing.  I 
knew if I was careful and took my time I would get it all, I was and I did. 

One more point:  this is not a special case, it is a case about as 
common as dirt, there are millions of these laying round, all you have to do 

http://www.annuity.com/�
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is recognize it, do the correct fact finder and use the benefits provided by 
annuities to solve their problems and meet their goals. 

Because of all the details of this case, I will walk you through form the 
beginning.  I have changed their names and a couple other specific facts 
(name address etc.) but 100% or the case is intact just as I wrote it. 

 

The question I ask a dozen times in a FF 

What is the purpose of (insert topic) and what would you like it 
to accomplish? 

WITPO(insert topic )AWWYLITA? 
 

This case originated with a direct mail card reply card.  It really 
doesn’t matter which direct mail piece you use, as long as it is your target 
market.  I have always used www.armleads.com but there are numerous 
choices.   

Hint: As a side note, I would mail 2000 a month, get about 50 leads back, 
visit with about 15, do 4-8 fact finders and make (generally) 2 
sales….sometime more, sometimes less.  I blend in direct mail with my 
other marketing for the activity it provides, one of those “idle hands is the 
devil’s workplace sort of thing” I suppose. 

Hint: One further word about direct mail, if you decide to do what I do, 
commit for 12 months, work as many as possible and place as many as it 
makes sense into Retire Village and drip on them. (RV is essential to the 
success of a DM campaign) 

I am not a one close salesperson, I need two appointments.  I meet, greet 
and if possible conduct a fact finder, sometimes it is not possible to do a 
fact finder on the first visit, if the prospect looks promising then I schedule 
a meeting to explore their finances etc. with my fact finding. 

http://www.armleads.com/�
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In this case, I did a “mini” FF and scheduled a second meeting to be able to 
fully understand their situation. 

 

At the next meeting I used my FF form and started in, I will in these notes 
write a short line but on the Open MIC call will expand…way too much to 
write down, plus we record it so you can always ask for a copy. 

 

Some details you need to know, Ray is retired Air Force and he went on to 
become a history teacher at a high school in Olympia.  Dottie was always a 
stay at home mother.  They were stationed in Texas, their son Ralph went 
there to live because he had gone to college there, and Ralph is now a 
teacher.  They were also on assignment in San Diego working with an Air 
Force/Navy education project.  When they moved to Olympia, Jody 
remained in San Diego where she was in college.  She stayed married and 
has 2 children, one in a wheel chair with a disability but still fully 
functional. 

Always do the FF on a table so you can look at the questions and THEY can 
see you writing things down.  I always say, could we use the table; I need a 
place to write notes? 
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For the sake of my typing skills I combined the assets into one place; I would 
always keep them separate in front of client…..number 8…..BB 

 
McGavick Broich 

 
“Guaranteed savings on taxes and other financial expenses 

that most people routinely overpay for but don’t know it!” 
 

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: 
Sometimes I start with the wife if there is any reluctance from the husband, if she goes so will he. 

People at this age group are very polite, a simple move to use it. 
 

 Name _Doris Jones__________________________________  Age _70_ yrs. 
 
 Nickname ___Dottie______________________  Date of Birth _____________ 
 
 Spouse’s Name __Ray__________  __________________  Age _70_____ yrs. 
 
 Nickname ____none______________  Date of Birth _always added later by Betty 
  
Address ____xxxx__________________________________________ 
 
 Phone(Home) ______________  Phone(Business) ____________________ 
 
 Children                      Age                State of Residence 
 
 _Ralph_________________ _43____ Texas__________________ 
 
 _Jody______________  __44___ California_________________ 
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First Page FF 

 

1. The name:  this is important in building a relationship  Doris became 
Dottie, her friends call her Dottie 

2. Ray is Ray 
3. Never ask their birthday….ask their age.  Assistant calls them 

later and asks birthday and visits to begin expansion of the 
relationship.  

4. Kids, ask their name, age and where they live….then ask this 
question….“Do you get to see one another often?”  Their answer 
will tell you a lot about their relationship with their kids.  This is a 
great feeling question. 

Side note:  Their children are not very close but Jody’s daughter is in a 
wheelchair, from childhood disease, but fully functional, college grad, has a 
job and is independent.  Ralph and his family are doing fine as are Jody’s, 
but Jody is divorced and living in San Diego, Ralph lives in San Antonio. 

I said:  “It must have been hard for Jody, being a single mom, looks like she 
has done a wonderful job”  Their answer was an opening into their 
concerns, she has done a great job, but the economy is still bad and she 
hasn’t been able to save much for herself, but Karen is a college grad! 

Ray and Dottie have been married 48 years.  Retired from Air Force about 
25 years ago as an officer (Captain)  He would have earned a higher rank 
but after VN, many is his area were pushed aside for VN officers.  Truth is, 
Ray was probably a bureaucrat officer and treaded water…just my guess. 
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1. Personal Questions      4.  Real Estate   
                                                        Yes No         
1. Do you have a Financial Advisor?  _Y__ ___Estimated Value of Home $__400______ 

(No stockbrokers, please) 

If yes, who? ______xxxxxxx_____________       Remaining Mortgage  $___0_______ 

2.    Do you have a living trust?        _Y__ ___ 

3.    Do you have a will?    _y__ ___Equity in Home (market value $__400_____ 

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

5.    Do you have an attorney?   _y__ ___ 

6.    Do you have an accountant?  _y__ ___    

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

8.    Do you expect an inheritance?  _n__ ___      

9.    Any problems with previous stockbrokers? _n__ ___ 5.  Sources of monthly retirement 
10.  Do you have long term care protection? _y__ ___        income  

        SOCIAL SECURITY  
2.   Financial Planning Objectives   Ray  $__$1800___ 
Rank the following according to your level of concern.   Dottie  $__$700_____ 
(Please circle the most appropriate number)     
        PENSION  
 Concerned       Very Concerned   Ray IRA  RMD 
Planning for Children 1    2    3    4    5    6    7    8    9    10 Ray Air Force  $__2,200_____ 
   Grandchildren         Ray Teacher  $   1,600 
          
  
Reducing Current  1    2    3    4    5    6    7    8    9    10    
   Income Taxes 
          Bank Accounts 
Increasing Current 1    2    3    4    5    6    7    8    9    10 
   Income       credit union_      ______19k________    
 
Estate Planning  1    2    3    4    5    6    7    8    9    10 bank_______      ______$500k__  
 
Desire for Professional 1    2    3    4    5    6    7    8    9    10     
   Management 
            
Maximum Growth 1    2    3    4    5    6    7    8    9    10 
          
Combined Growth 1    2    3    4    5    6    7    8    9    10   
 
 
3.   Collectibles/Collections (coins, stamps, etc.) 
     Estimated Value   
___Mother’s art______________________ ______$40k___________       
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Page two FF 

The questions here are important because they give you an insight into how 
they feel about their situation and existing relationships.  It is important to 
you to know how they feel and what is important to them.  Always ask 
these questions! 

1. Yes, he is a local FP I know, he is independent and works with retired 
military, thus the Air Force connection. I asked if they were happy 
with him.  The answer yes, they had known him 15 years and they 
trusted him.  Here I have to look for some way to horn into this 
relationship. 

2. Yes, because they came from California, the annuities inherited from 
their mom were in the trust.  The beneficiary of the trust is each 
other, then kids with 35% going directly to Karen (wheelchair)  This is 
important to know because it tells you what their concerns really are. 

3. Will in trust 
4. No 
5. Yes, through the firm who sold them the trust, a trust mill based in 

California, they have not seen anyone since they bought it but they do 
get an annual Christmas Card.  Trust was bought 15 years ago. 

6. Yes, HR Block 
7. No…Karen will be cared for if when need it with inheritance, they are 

also a little concerned over Jody, no real retirement, not much 
saved.…..I expanded these talks.  They gave Jody $10,000 for 
Christmas last year, she went on a cruise. 

8. No 
9. Yes, but a long time ago when stationed in Germany, they like their 

guy now. 
10. Yes…through the Air Force. 

Side note:  Use these questions to build a relationship and flush out any 
issues which will needed to be dealt with in order to win their business.  I 
try and ask question in a very non-threatening manner, visit but always 
come back to the point, they will tell you their life story. 
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1. Planning for grandchildren, I though it odd they said not too 
concerned when they had told me about Karen….in reality the reason 
was because in their mind they had always taken care of Karen with 
the future inheritance (35%)  I didn’t push it because I recognized the 
situation.  

2. Reducing taxes, always the same answer, concerned.  But still ask it 
because it plants a seed for you to come back with the tax deferral 
benefit of annuities in the recommendation. 

3. Increasing income.  Flares went off here, they have plenty of dough, 
what are they waiting for?  The answer is why I sell annuities. 

4. The rest are standard and nothing popped up that interested me. 
5. Value of house, I will explain verbally why I ask this. 
6. Income is important to flush out their details. I know they have very 

good income, what is the reason they are holding on to their large IRA 
and bank accounts and still desire more income?  Number 3 above.  I 
laid down my pen and asked them….”I am a little confused, you have 
substantial income but your concern is for more income, what is your 
real issue here?”  I sat and waited.  The answer was the turning point, 
Ray has been diagnosed with ALS and although not immediately 
visible, has about 2 years before the disease with render him helpless 
and then only a small amount of time left, the last few probably in a 
nursing home. When he passes, their income will be substantially 
affected; his Air Force pension has no survivorship rider because they 
figured they had enough money, now reality has set in.  Their joint SS 
will always been affected.   Here is what set me apart from their FP, I 
did a complete “FEELING” fact finder and the FP only did the 
“FINRA” FF, just the facts.  Now I am in control. Ray’s teacher 
pension has survivorship, Dottie gets 2/3.  

7. Bank accounts….I was curious and asked my question.  The purpose 
of the bank accounts being so high was simple; they did not want to 
lose it. The yield was not important, it was the safety.  They had 
lost a substantial amount in Ray’s IRA beginning in 2008, their 
planner had been moving it all over the place to try and stop the 
bleeding, so they help on to the bank accounts.   These accounts were 
not available to me, but now I know their FP was in my cross hairs, 
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their IRA accounts have lost money and they are safe and secure 
people. 

For this example, I combined the assets…it is important to ask all 
the categories…..see attached FF 

 

 
8.  assets  (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 
 
__TIAA Cref     _________  $_________________                $___$150k_____      __Ray_________       
______________ 
 
___Mutual Funds at Financial planner __      $_____________       $__$700k_____Ray IRA___      
______________ 
 
__Mothers Inheritance Annuity_________      $_____________       $ 420k___8 months ago Dottie 
 
_________     ______________________      $_________________       $______________       ___________      
______________ 
 
_________     ______________________      $_________________       $______________       ___________      
______________ 
 
_________     ______________________      $_________________       $______________       ___________      
______________ 
 
_________     ______________________      $_________________       $______________       ___________      
______________ 
 
_________     ______________________      $_________________       $______________       ___________       
______________ 
 

 

10. CD’s 
 

Name of Bank      Rate of Return           Amt. Invested    
Maturity Date 
 
    ____Credit union, Air Force __                ____2-3%______________           __laddered____________ 
 

 



14 MADED….Market All Day Every Day 
 

Page 3 Fact Finder 

Assets: I added the assets together on one page to save note space, I would 
have always gone through each section of the FF…these are not Feeling 
questions these are Fact questions (with feeling questions added).  

1. $150,000 His TIAA-Cref is only available as a payout for 
income from teaching.  I cannot have access to it.   

2. $700,000 His FP is handling this and it has lost money, at 
one time more than a million.  I will focus here. 

3. $420,000 Dottie’s inheritance from her mother.  Definitely 
in my sights.  

I told him congratulations for buying an annuity from TIAA-Cref….this is 
important because it reinforced his decision buying an annuity, plus I 
can’t have it anyway.  He didn’t realize it was an annuity; technically it isn’t 
except the payout when selected is an annuity.  The only way to get funds 
out is to annuitize it…so might as well call it what it is, plus he was happy he 
had made a great decision.  

The MF account, here is what I said, MF can be a great choice, it really all 
depends on which ones you selected, or your planner selected for you, could 
you fetch your last statement, actually your January statement would be 
more helpful and I will have a quick look at whet fees you are paying.  
Almost no one who owns MF have a clue what fees they are paying plus 
many are also paying a quarterly fee for the FP to select the funds….double 
fees.  If I use the word “fetch” they always go get their statement, the real 
reason?  Because I have asked them personal questions and not focused on 
only money.  I have never failed to get the statements, if they didn’t get 
them, then I would have folded y tent and left.  YOU MUST control the 
relationship and having them “fetch” is a control term. 

He got the statement, I had a quick look. And I said 
WITPOYIAWWYLITA?  His answer was very typical, “we need it for 
income.”  Why haven’t you used these funds?  Because it has lost so 
much money. 
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Dottie’s annuities,  I asked her about their history.  He mother lived in 
NY and left these to her, she did not know she could reposition them.  I 
asked her WITPOYAAWWYLITA? Here answer was she wanted to leave 
these to her children. These were sacred funds…. But now they were in my 
sights. 

 

I looked over here statements and his IRA and said this (my segue to the 
close) Would you like me to provide you with a written report about your 
IRA and your annuities as well as a couple of options to get the most 
benefits out of them? 

The answer is always the same, yes.  I told them I needed the statements 
but would make copies and return originals to them in tomorrow’s mail.  
This is key ( I will explain verbally)  It is how you upgrade the relationship 
by doing what you say you will do….sets dependability.   

I told them I needed a week or so and Betty would call for a convenient 
time. 

 

I leave, make copies and mail the originals back to them. 

 

Warning:  I made this sale in a state which does 

not require me to have an RIA license to discuss mutual funds and 
annuities.  I never use anything except 3rd party materials, often 
they are a prospectus from their own investments. You should use 
caution and ask your DOI for rules specific to their rules.  Never 
make any sale involving securities unless you are able to do so 
legally.  
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To prepare for the next meeting I find 3rd party information to 
allow them to understand their fees and expenses.  

The mutual funds and one annuity (variable) can be found on 
Morningstar or on other sources, I also like Yahoo Finance as a 
source.  I usually write a simple presentation, hand out the 3rd 
party material and make my recommendations. 

 

  

Summary of Estate Plan  
for  
Mr. and Mrs. Ray Jones. 
 
Thank you for the opportunity to work on your estate plan.  I have 
examined your current assets and enclosed reports and my 
recommendation. 
 
Your income: 
 
Ray Pension Air Force  $2,200 (no survivorship for Dottie) 
Ray pension teach:   $1,600 (2/3 survive to Dottie) 
Ray SS:    $1,600 
Dottie SS    $   700 
 
Total     $6,100 
 
 
Your current investment assets are:  
 
Cash in bank     $500,000 
TIAA-Cref Retirement Annuity  $150,000 
Ray’s IRA     $700,000 
Dottie’s Annuities    $420,000 
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I have enclosed specific information about each of your accounts as well as my 
recommendations. 
 
 
 
Cash in bank:  I like your choice here, I would recommend you create a ladder 
with these accounts.  The simple overview is you reposition your CDs over a 5 year 
period. 
 
$100,000 in a 5 year  CD 
$100,000 in a 4 year CD 
$100,000 in a 3 year CD 
$100,000 in a 2 year CD 
$100,000 in a 1 year CD 
 
Each year when the CD comes due, simple buy a new 5 year CD.  This will allow you to 
take advantage of short and longer term interest rates. One point, always maintain your 
FDIC limits, your bank or credit union can help.  Smart move staying in banks. 
 
 
TIAA-Cref Annuity:  These funds can be accessed as an income and are 
available for survivorship benefits.  You should consider using them when additional 
income is needed.  Currently, you are required to receive RMD, which is taxable.  Your 
TIAA-Cref benefits department can provide you specific information and options. 
 
 
 Ray’s IRA:  Your IRA is invested in Mutual Funds.  The funds selected for you are 
loaded funds (commissionable) and have ongoing fees and expenses.  In addition, your 
FP is receiving a management fee for his management of this account.  I have enclosed 
current Morningstar Reports for your review.  As a side note, the fee your FP is charging 
you  is voluntary,   
 
Dottie’s Annuities:  When your mother passed away and you inherited these 
annuities, you also incurred a tax liability.  You must take action on these contracts 
within the next 4 months.  Currently you are in charge, should you miss the 4 month 
deadline, the insurance company will notify the IRS and the tax bill will be due.  I have 
enclosed the IRS ruling for you. To review. 
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My Recommendation: 
 
Since concern is over what will happen to Dottie as the survivor, income options should 
be considered.  
 
Your current income will eb reduced at Ray’s death.  Your monthly amount will be 
reduced to: 
 
SS     $1,800 (Ray’s as a survivor benefit to Dottie) 
Ray Teacher   $1,066 
 
I think you should keep your bank accounts in the bank and follow my ladder 
recommendation. 
 
Ray’s IRA should be transferred to an indexed annuity with an income rider.  If an when 
Dottie inherits the IRA it can be converted to a guaranteed income which she will never 
outlive.  This move has other benefits, it stops the fees you are paying on your mutual 
funds, ends your FP management fees and guarantees your IRA will ever lose money. 
 
This transfer can be done without exposure to taxes. 
 
I have enclosed a list of benefits as well as an example of income estimates.    
 
 
Regarding Dottie’s Annuities:  
 
Your concern over Karen and your daughter is well founded.  Because we can calculate 
the very worst scenario for Dottie and her income needs, consider changing these 
annuities to a tax free insurance benefit payable to Karen, Jody and Ralph.  The amount 
they will receive will be greater than the annuity and it will be paid income tax free. 
 
I have enclosed a possible solution for you to consider. 
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The FP had sold loaded funds and then charged ½ point on the 
overall account as a management fee.  He was paid whether the 
account went up or down, plus the funds had 12 b1 fees and he 
was receiving a back end income, plus the funds were loaded with 
a front end.  This type of arrangement was very common, now it is 
harder for these to escape scrutiny, but they are still prevalent.   

½ point times $700,000 is $3,500 a year in FP fees. 

Example of Fund, fees and yields  

Name for Fund Class A 
Ticker code here  such as GGGPP (example) 
$22.50  value per share, net asset value 
NAV Day Change 

0.08|-0.35% 
As of Fri 02/17/2012|USD 
 
Yield 
0.00%  

Load 
5.75  

Total Assets 
$411.7 mil  

Expenses 
1.88%  

Fee Level 
high  

Turnover 
69.7%  

Status 
Open  

Min. Inv. 
$1,000 

  
 52-Week Range 
18.83-24.45 

Category 
Mid-Cap Growth  

Investment Style 
Large Growth  

 

Front Load:  5.75 
Deferred Load:  .25                     
12 b1 fees
Load Type 

    

  
 YTD 1 Mo 1 Yr  3 Yr * 5 Yr * 10 Yr * 
 

Fund Yield Net 12.00 8.43 -0.30  -25.12  -5.49  3.81  
                  
                  
% Rank in Cat 355 387 469  487  490  391  
# of Funds in 
Cat 763 763 750  658  599  418  
           
 

  

http://www.morningstar.com/InvGlossary/expense_ratio.aspx�
http://www.morningstar.com/InvGlossary/morningstar-fee-level-for-funds.aspx�
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For those who do not know….. 
 
Definition of '12B-1 Fee' 
 
An annual marketing or distribution fee on a mutual fund. The 12b-1 fee is considered an operational 
expense and, as such, is included in a fund's expense ratio. It is generally between 0.25-1% (the 
maximum allowed) of a fund's net assets. The fee gets its name from a section in the Investment 
Company Act of 1940. 

The 12 b-1 fees go to the marketing organization who can in turn share with the selling or 
servicing broker.  Trail income. 
 
 
Read more: http://www.investopedia.com/terms/1/12B-1fees.asp#ixzz1n2VAqleX 

 

 

I show these benefits and leave them with them… I have marked 
in red the point I want to make (for agent use, not client) 

 

Advantage of Tax Deferred Annuities 
1. Tax Deferred Growth. The interest earned is not taxed until it is 

touched.  Your funds grow tax deferred. They control the tax 
liability 

 
2. Safety. Annuities are among the most guaranteed and safe investments 

available. Safe and secure always…annuities, bank cds and us 
treasuries… 

 
3. Avoid Probate. Annuities transfer to a beneficiary without the need for 

probate.  Bypass probate, direct to beneficiary, no delay 
 
4. Income. At any time, annuities can change from a savings or 

accumulation vehicle to an income vehicle.  Annuities can provide an 
income that cannot be outlived.  Stress income 

 

http://www.investopedia.com/terms/1/12B-1fees.asp�
http://www.investopedia.com/terms/1/12B-1fees.asp#ixzz1n2VAqleX�
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5.  Interest Income. Interest is available for income any time after the first 
30 days of the deposit.  The interest can be withdrawn monthly, 
annually or quarterly. An initial interest rate of xxxxx% is available. add 
it here) (or explain the Index concept….remember all that si 
at risk is the yield) 

 
6. Death Benefit. Your beneficiary always receives the full account value 

from the annuity immediately. Never any penalties in death claim 
100% to beneficiaries 

 
7. Fees. No contract fee or sales commissions. 
 
8. Comparison. Interest rate on annuities is usually higher than bank CD’s 

or other fully guaranteed products. 
 
9.  Access. Unlike bank CD’s, you have access to your funds during the 

interest earning time period. 
  
 
Disadvantages of Tax Deferred Annuities 
 
 
1. Penalty for early withdrawal.  During the guaranteed period, if you 

withdraw more than the contract allows, a penalty is imposed. This 
penalty can be voided by using the contract as an income (pension 
payout) or death.  You can always withdraw 10% of the account value 
annually without penalty. To receive the benefits you have to let 
the insurance company hold the money 

 
2. Early Access: Any access to funds in a tax deferred annuity before age 59 

½ can be subject to a tax penalty of 10%. Not for the younger 
set…always gets a laugh 
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Then I said to Ray and Dottie, in the event Dottie outlives you 
and she needs to use your IRA for income, here is the worst that 
can happen to her. 

I went to www.gafriss.com and ran a simple illustration using 3% 
yield, 2% bonus and accessing income in 3 years. 

I simple right click the illustration, print it and hand it to them. 

In 3 years her income from the income rider would have been 
$53,122, with an income rider value of $856,800. (simply run the 
illustration yourself, $700k, 2% bonus, 3% yield and single life, 
age 70)  
 
 
Ray and Dottie, in the event something happens to you (Ray) this 
is the very worst thing that can happen to Dottie.   
 
This can be accomplished without tax liability, I will handle all 
the paperwork and I will notify your FP. 
 
Betty had paperwork ready, signed and completed including eh letter to his 
broker. 
 
Done deal, $700,000 @6.5% $45,500 commission 
 

 

Dottie, I think this is a very good way to maximize you’re the 
inheritance from your mother.  However, I really think you should 
think long and hard about it, we still have 4 months to decide.  
Why don’t you look this over and we can talk later. 

 

 

http://www.gafriss.com/�
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There is an old saying…. 

Bulls make money, Bears make money, and Pigs get 
slaughtered!   

 

By getting this one piece at a time I was able to get the pieces I 
wanted and still keep the relationship under control….Get what 
you want by getting it under a controlled relationship. 

 

 

Dottie Re-Mix of Mother’s Annuities. 

 

Your mother’s original deposit of $300,000 has grown to 
$420,000. The income tax liability is $120,000.  

Consider using the net amount after taxes, approximately 
$380,000 to purchase a simple pay life insurance policy.  Make 
your children (and Karen) the beneficiary, someday they will 
receive these benefits as an insurance payment and it will be tax 
free. 

You must qualify for this contract but based on your past medical 
history (I would have already asked about it) you should be 
able to qualify. 

I have enclosed an estimate of the benefits you and your children 
could enjoy by using this option. 
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After the IRA funds transferred and I delivered, I brought up her 
Mother’s annuities and told her I would call in a couple of weeks.  
Once the Free Look period was over, we called for an 
appointment. 

Here is my presentation….one page. 

 

Dottie 

From your mother you inherited 2 annuities with a combined cash 
value of $420,000.  The portion of the annuities which is taxable 
to you is $120,000.  ($420k -basis $300k = $120k) 

I can add the net amount after taxes of $380, 000 to a single pay 
life insurance policy with benefits to your children (or Karen). 

The tax liability will be paid for you at the source and you will 
receive a receipt of taxes paid. ($40k).  The balance of $380,000 
will be deposited in your new account. (important you tell 
them they will receive a receipt) 

You will be the owner and if you need these funds, they are 
available for you, please see enclosed ledgers.  In the event your 
heirs inherit these funds, they will do so as tax free dollars and 
they will be paid without the need for probate.  (killer phrase, use 
it!) 

Your initial deposit of $380,000 will create an immediate estate 
of $700,000 for your heirs to inherit. 
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Case was written 3 months 
later….Commission was $37,000. 

 

See next page for benefits of re-mix annuities 
to life insurance. 

 

So…an overview. 
 

Benefits to Client 
So we made a nice commission, what about the benefits to our 
clients? 

• Their funds are safe and secure 
• They reduced investment management fees 
• Their income is secure now and when Ray passes; Dottie will 

have more than enough income with more available should 
she need it. 

• The bank CD can provide a sinking fund, as well as earning a 
higher initial rate. 

• Their important money is now free from risk of exposure. 
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Benefits to agent 
$700,000 Index annuity sale:  $45,500 

$380,000 Life Case:    $37,000 

 

It doesn’t add up to $85,000 what am I missing? 

 

The Bank CD’s which were going into a CD ladder, the 5 year rate 
was higher in an annuity so add $3,000 more, and also for the 
next 5 years as we add the 5 year ladder portion.  

If all works as planned, the CD ladder would be another $15,000 
over 5 years and $3,000 each and every year after that as we 
reposition the 5 year ladder. 

Wait, I am wrong…it is more than $85,000….a lot more. 

 

One last point….these cases are everywhere…the key is building a 
relationship and complete fact finding. 

 

Bill 
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2012: Our Mantra 
Three Marketing Tips: 

• Radio is a killer lead generator and it allows you to be an expert. 
Image building and becoming s local expert. 

• Internet leads:  Buy all you can afford, fresh, exclusive and they 
work. 

• Retire Village:  Balance out your database with this excellent tool, 
give value to build relationships 

Radio, Internet, Retire Village:  Do these three things 
and you will increase sales, have more spendable income and take more 
and better vacations. 

 

 

--------------------------  
We have leads available (3 sources) and we have appointment 
setters.  Call any of us for additional details. 
 
Call us for our recommendations for Appointment Setters. 
 
BB 
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    Sheryl Moore Links 
   
 
http://insurancenewsnet.com/article.aspx?id=304998 

http://www.sheryljmoore.com/2011/11/is-the-annuity-your-client-purchased-bad/ 
 
http://www.annuitydigest.com/blog/tom/sheryl-moore-fixed-indexed-annuities-and-sec%E2%80%99s-
proposed-rule-151a 
 
http://www.sheryljmoore.com/2011/01/response-the-safety-trap-a-k-a-my-52-point-correction-to-lisa-
gibbs/ 
 
http://www.sheryljmoore.com/2011/04/response-equity-indexed-annuities-investor-friendly/ 
 
http://letstalkretirement.com/think-you-know-what-fixed-indexed-annuities-are-all-about-16-things-
you-probably-dont-know-about-fias/ 
 
http://www.sheryljmoore.com/ 
 
http://www.sheryljmoore.com/2011/11/is-the-annuity-your-client-purchased-bad/ 
 
http://www.sheryljmoore.com/2011/10/indexed-life-insurance-gets-sexy/ 
 
 

Safe Money video 
http://www.youtube.com/watch?v=3O-RIYfaLU8 
 

 

 

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

http://insurancenewsnet.com/article.aspx?id=304998�
http://www.sheryljmoore.com/2011/11/is-the-annuity-your-client-purchased-bad/�
http://www.annuitydigest.com/blog/tom/sheryl-moore-fixed-indexed-annuities-and-sec%E2%80%99s-proposed-rule-151a�
http://www.annuitydigest.com/blog/tom/sheryl-moore-fixed-indexed-annuities-and-sec%E2%80%99s-proposed-rule-151a�
http://www.sheryljmoore.com/2011/01/response-the-safety-trap-a-k-a-my-52-point-correction-to-lisa-gibbs/�
http://www.sheryljmoore.com/2011/01/response-the-safety-trap-a-k-a-my-52-point-correction-to-lisa-gibbs/�
http://www.sheryljmoore.com/2011/04/response-equity-indexed-annuities-investor-friendly/�
http://letstalkretirement.com/think-you-know-what-fixed-indexed-annuities-are-all-about-16-things-you-probably-dont-know-about-fias/�
http://letstalkretirement.com/think-you-know-what-fixed-indexed-annuities-are-all-about-16-things-you-probably-dont-know-about-fias/�
http://www.sheryljmoore.com/�
http://www.sheryljmoore.com/2011/11/is-the-annuity-your-client-purchased-bad/�
http://www.sheryljmoore.com/2011/10/indexed-life-insurance-gets-sexy/�
http://www.youtube.com/watch?v=3O-RIYfaLU8�
http://www.google.com/imgres?imgurl=http://www.producersweb.com/images/b/02/022fb2446aa4aed006c96ea13a3d8261.jpg&imgrefurl=http://www.producersweb.com/r/pwebmc/m/Sheryl+J.+Moore&h=150&w=150&sz=6&tbnid=qEQN_uGU7HmpVM:&tbnh=93&tbnw=93&zoom=1&docid=8mUim5r5MCl7LM&hl=en&sa=X&ei=YbquTqjpNLPKiAKfyIGzCw&ved=0CDIQ9QEwBA&dur=138�
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Disclaimer:   
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 avocation and 
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 and industry spies.  Be careful 
with the information contained in Open MIC and always get 
advice from licensed professionals. You never know, sometimes 
I might make something up….so always verify! 

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

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

 

More Legal Stuff...  

Be responsible... we cannot know your individual situation, 
always do your own due diligence before responding to any offer 
or investing any money. 
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I can't accept responsibility for the profitability or legality of any 
published articles or opinions published in Open MIC. Nothing 
in these Open MIC notes should be considered personalized 
advice. Although I may answer your general customer service 
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. 

 

 

 

MADED 
Market all day every day 
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