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My wife Phyllis is Irish, I thought she would appreciate this story, she didn't.   
An Irishman who had a little too much to drink is driving home from the city one night 
and, of course, his car is weaving violently all over the road. 
A cop pulls him over. "So," says the cop to the driver, where have ya been?" 
 
" Why, I've been to the pub of course," slurs the drunk. 
 
" Well," says the cop, "it looks like you've had quite a few to drink this evening." 
 
"I did all right," the drunk says with a smile. 
 
"Did you know," says the cop, standing straight and folding his arms across his chest, 
"that a few intersections back, your wife fell out of your car?" 
 
"Oh, thank heavens," sighs the drunk. "For a minute there, I thought I'd gone 
deaf." 
 
(Phyllis had some very dear Gaelic words for me....LOL) 

 
Words of Wisdom  
 
 Irish Wisdom: Your son is your son until he marries, but 
your daughter is your daughter until you die. 
 
 
 
 
 
 
 
--------------------------------------------------------- 
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Our Guest is Ralph Hill 

 
Our "Safe Money" Book can be YOUR Safe Moneyy Book...use this powerful 
premium giveaway to build value with your prospects, use the book to 
develop referrals with your clients. 

 
Ralph Hill 
The Copy Machine, Inc. 
Phone: 206-622-3738, Fax: 206-623-7691 
Web site: www.copymachine.net 
emailus@copymachine.net 

 
Over my career I probably have given away 5,000 of these books.  
I still meet with people who keep them as reference, it is the best 
"premium" giveaway in the industry and shows our "Value" 
approach to building a relationship. 
 
This is a no brainer as a marketing decision....BB 

 
-------------------------------- 
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www.annuity.com/agent
tools 
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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Spots are running.....leads....sign up! 
 
Here is the YouTube link:  
  
http://www.youtube.com/watch?v=sGQToDarklU 

 

 
------------------------------- 
In service withdrawal PDF  attached.  Good 
info about moving money and using FIA 

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

 
 
 
 
http://annuitynews.com/Article/States-Continue-Push-For-Annuity-Commission-Disclosure/372588 

 
Commission disclosure coming? 
 
A few state insurance regulators are continuing to push for increased 
disclosure of annuity agent commissions.....see link 

http://www.youtube.com/watch?v=sGQToDarklU�
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What is your opinion?  Mine is simple, I could care less if a client 
or prospect knows how much I make on each sale.  The reason: 
These are great products and I am the portal to them, plus they 
get me "free" for the term of the annuity for questions and 
service....BB 

-------------------------------- 
http://annuitynews.com/Article/SEC-‘Begins’-Work-On-VA-Summary-Prospectus-/374724 
 

New Rules on VA  
Prospectuses could highlight only key features. 
 
The Securities and Exchange Commission said it is now working on developing a rule to 
allow use of variable annuity summary prospectuses, which are short documents that 
highlight the policy’s key features in simple English and graphical format. 
 
I hope the short form also explains fees....BB 

-------------------------------- 
Annuity Tax Questions 

Good source for annuity tax questions....BB 

http://www.lifehealthpro.com/tag/tax-planning 

-----------------------  
Open MIC has a new friend! 
Meet Carl Richards 
 
http://www.behaviorgap.com/ 
 
Carl Richards writes and lectors about money, his 
drawings speak tons about how many poor 
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decisions our clients and prospects make in their financial choices. 
 
As a matter of being fair to Carl, if you like his drawings and they can help 
you make a point with your clients and prospects, license the rights to 
them...they are inexpensive and we VALUE and HONOR 
copyrights....BB 

 
 

 
Go to Carl's site, there are many drawings which can be 
used to make points with your prospects.....BB 

---------------------------------- 
LTC Premiums must be tied to a helium balloon....up and up and 
up....BB 
 
LTCI COSTS  
 
Due to a combination of rising claims costs and low investment 
yields, LTCI premiums have experienced sharp increases, up 20% 
between 2012 and 2013, which is on top of a 16% increase from the year 
before. 
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More risk bearers that want no risk...just raise premiums, no big deal.  
What about the responsible person on fixed retirement income?  How do 
they go about getting a 20% raise?  
 
The whole LTCI is a mess I think...BB 
 

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

  Here is a good sales tip and easy to use. 
 
FIA: The Perfect Product 
 
When the market moves up, FIA yields move with it, when the 
market goes down, FIA don't play.  What a deal! 
 
PERFECT 10! - Stocks closed near session highs Thursday, with the Dow 
logging its first 10th-straight winning streak for the first time since 1996 
and the S&P 500 within a hair's breadth of its all-time closing high, lifted by 
a better-than-expected jobless claims report.  
 
This could be the greatest bull run since the 80s only because there's 
nowhere else for investors to go. The Fed's pumping $85 billion a 
month into the market so there's no way for it to go down, but everyone's 
got their finger on the trigger because they don't know when this is going to 
turn. 
 
What goes up will come down…the key is knowing when. 
 
"Mrs. Jones, would you like to discover our insider secret?"  
 



8 Open MIC Notes 

 

"And that Mrs. Jones is our little "insider" secret, we don't care when the 
market goes down because we are not going to play." 
  
If you use that simple story (and relate it to the news), Mrs. 
Jones will relate to it! 

-------------------------------- 
 
The Hartford's rich VA buyout 
 
http://www.investmentnews.com/article/20130317/REG/303179998?utm_source=issuealert-
20130317&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text 

 
Hartford keeps buying back VA contracts....does it sound write 
that a risk bearer wants to eliminate risk (for themselves)....BB 
 
In late January, the former variable annuity juggernaut began sending out 
offers intended to persuade certain legacy variable annuity clients to walk 
away from their contracts and living benefits in exchange for a bump in 
their account value. 

---------------------------------- 
More JP Morgan news, Why lie when you are so big that the truth 
is just part of business?....BB 
 
http://www.ft.com/intl/cms/s/0/c6588422-8cd3-11e2-8ee0-00144feabdc0.html#axzz2NvsHWw41 

 
JP Morgan accused of lying over $6bn loss 
 
JP Morgan misled investors” before “lying to investigators” about its $6bn trading 
losses, John McCain, the senior Republican on the US Senate panel investigating the 
affair, has alleged 
 

http://www.ft.com/intl/cms/s/0/a53373ec-8c06-11e2-b001-00144feabdc0.html�
http://www.ft.com/intl/cms/s/0/a53373ec-8c06-11e2-b001-00144feabdc0.html�
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Ina Drew saddened... (I bet!....BB) 
 
WASHINGTON -- Ina Drew, the former JPMorgan Chase & Co., executive 
who oversaw the “London Whale” trades, admitted mistakes led to at least 
$6.2 billion in losses and told senators Friday she was “saddened” by 
the scandal last year that damaged the bank’s reputation and ended her 30-
year career. 
 
Read on.....Garth, read on. 

 
http://www.latimes.com/business/money/la-fi-mo-jpmorgan-london-whale-senate-hearing-
20130315%2c0%2c4970142.story?track=patrick.net 

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

 
 
I don't know why I even wasted our 
time with this article....just seemed 
to really bug me, insurance agent to 
advisor to "coach"...what a joke.....BB 
 
As the Baby Boomers move into 

retirement and look for Safe Money, many are in a place to take 

http://www.latimes.com/topic/economy-business-finance/jpmorgan-chase-%26-co.-ORCRP010217.topic�
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advantage.  I don't know this guy but I have a lot of faith in the 
fairness of Investment News...Be careful what you look for....BB 
 
Your "Safe Money" for life coach. 

 
http://www.investmentnews.com/article/20130310/REG/303109978 

 

Nine lives for notorious  

reps who skirt securities laws 
Reinventing themselves as investment 'teachers' or 
'wealth coaches' 

By Bruce Kelly | March 10, 2013 - 12:01 am EST 

Two notorious independent registered representatives who violated securities laws are 
hanging on to life in the financial advice industry, reinventing themselves as investment 
“teachers” or “wealth coaches.”  
 
The two former reps, Frank Bluestein and Jeffrey Forrest, sold, respectively, a Ponzi 
scheme and a risky hedge fund that wiped out tens of millions of dollars of client money 
during the credit crisis. Mr. Bluestein was at the center of the $250 million “Ed May” 
Ponzi scheme, while Mr. Forrest sold close to $40 million of a faulty hedge fund that 
invested in high-risk and subprime-mortgage investments.  
 
On another website, Mr. Forrest describes himself as 
 “Your Safe Money for Life Coach.” 
 

 
Realism: representing familiar things in a 
way that is accurate or true. Impractical, 
unnatural, not true. 
 



11 Open MIC Notes 

 

The reason I added this to Open MIC notes is because there are 
many who would prey on those just looking for yield and safety.  
The problem is simple, no such financial instrument exists that 
offers both, anything outside the normal is "suspect". 
 

*Bank CDs and other accounts which are FDIC insured yield 
between .5% and 2% 
 

*US Treasuries are generally lower in yield but completely safe. 
Annuities (not variable) are safe and secure, with an income rider 
the yield is higher 
 
Anything else is out of the realm of being realistic. 
 
BB  
 

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

www.retirementincomejournal.com 
I pay an annual subscription to Retirement Income Journal, their 
URL is above....great source of trade info...BB 

Small plan participants pay as much as 1.97% 
in annual fees 

By Editorial Staff Thu, Feb 28, 2013 

The average target date fund expense in a large plan is .98%, while the balanced fund 
average is 1.12%. The average target date fund expense for a small plan is 1.37%, while 
the balanced fund average is 1.45%, according to the 13th edition of the 401k Averages 
Book. 
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If the average 401(k) small plan participant is earning an investment return of 6% a 
year, he or she is losing about 25% of that to fees. For the average large plan 
participant, the fee bite on a 6% return would be about 16%.  
 
That's based on the latest data from the 13th Edition of the 401k Averages Book, which 
shows that the average total plan cost for a small retirement plan (up to 50 participants 
and $2,500,000 in assets) is 1.46% (down slightly from 1.47% over the past year), with a 
range of .38% to 1.97%. For a large retirement plan (1,000 participants/$50,000,000 
assets), the average total plan cost is 1.03%, down from 1.08% over the past year. 
Investment expenses for small plans declined to an average of 1.37% from 1.38% while 
the large plan average investment expense declined to 1% from 1.05%. The Department 
of Labor's 408(b)(2) disclosure regulations were cited as putting downward pressure on 
fees. 
 
Although “401k fees have been trending down over the years, the Department of Labor’s 
fee disclosure regulations helped bring a great deal of attention to 401k plan fees,” said 
Joseph Valletta, co-author of the 401k Averages Book. 
 
The average target date fund expense in a large plan is .98%, while the balanced fund 
average is 1.12%. The average target date fund expense for a small plan is 1.37%, while 
the balanced fund average is 1.45%. 
 
The 13th Edition separates the costs of target date funds from the costs of traditional 
balanced and risk-based funds for the first time. Published since 1995, the 401k 
Averages Book is available for $95. 
 

 
 
© 2013 RIJ Publishing LLC. All rights reserved. 
 
 

http://www.401ksource.com/�
http://www.401ksource.com/�
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This is invaluable information, all you need is one person to show 
this information to and it becomes a "killer" asset.  Just like 
subscribing to Morningstar, it is an investment in your business 
marketing. I am speaking of the Journal and the $95 book 401k 
Averages, I ordered mine. and I am a subscriber....BB 
 
One more point, add up the cost to a 401k participant during the 
working years, now show them how simple a rollover to an FIA 
with an income rider is, look at the benefits!...BB 
 
 

--------------------------------------------  
 
 
I have rarely  used Newsmax as a source, but this caught the eye 
of Dan Barnard and I thought it was a good share.....this could be 
a solid reason for annuities as a retirement vehicle....BB 
 
http://www.moneynews.com/Outbrain/billionaires-dump-economist-
stock/2012/08/29/id/450265?PROMO_CODE=FE8A-1 

Moneynews 

Billionaires Dumping Stocks, 
Economist Knows Why  
Wednesday, August 29, 2012 05:33 PM 

By: Newsmax Wires 

Despite the 6.5% stock market rally over the last three months, a handful of billionaires 
are quietly dumping their American stocks . . . and fast. 
 
Warren Buffett, who has been a cheerleader for U.S. stocks for quite some time, is 
dumping shares at an alarming rate. He recently complained of “disappointing 
performance” in dyed-in-the-wool American companies like Johnson & Johnson, 
Procter & Gamble, and Kraft Foods. 
 
In the latest filing for Buffett’s holding company Berkshire Hathaway, Buffett has been 
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drastically reducing his exposure to stocks that depend on consumer 
purchasing habits. Berkshire sold roughly 19 million shares of Johnson & Johnson, 
and reduced his overall stake in “consumer product stocks” by 21%. Berkshire Hathaway 
also sold its entire stake in California-based computer parts supplier Intel. 
 
With 70% of the U.S. economy dependent on consumer spending, Buffett’s apparent 
lack of faith in these companies’ future prospects is worrisome.  
 
Unfortunately Buffett isn’t alone. 
 
Fellow billionaire John Paulson, who made a fortune betting on the subprime mortgage 
meltdown, is clearing out of U.S. stocks too. During the second quarter of the year, 
Paulson’s hedge fund, Paulson & Co., dumped 14 million shares of JPMorgan Chase. 
The fund also dumped its entire position in discount retailer Family Dollar and 
consumer-goods maker Sara Lee. 
 
Finally, billionaire George Soros recently sold nearly all of his bank stocks, including 
shares of JPMorgan Chase, Citigroup, and Goldman Sachs. Between the three banks, 
Soros sold more than a million shares. 
 
So why are these billionaires dumping their shares of U.S. companies?  
 
After all, the stock market is still in the midst of its historic rally. Real estate prices have 
finally leveled off, and for the first time in five years are actually rising in many 
locations. And the unemployment rate seems to have stabilized.  
 
It’s very likely that these professional investors are aware of specific research that points 
toward a massive market correction, as much as 90%. 
 
One such person publishing this research is Robert Wiedemer, an esteemed economist 
and author of the New York Times best-selling book Aftershock.  
 

 More at link....BB 

This might tie into Open MIC last week when we talked about how 
high the Dow was....BB 

 

---------------------------------- 
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Last week we spoke of bonds and Bill Gross of PIMCO.  Here is a recent 
interview with Mr. Gross and Investment News.  Well worth the time to 
read. I marked some key points in red. (article is shortened, see link for 
complete article) 
 
 (last week's link: http://buzz.money.cnn.com/2013/02/27/bill-gross-pimco-
investors/?iid=HP_LN) 
 
 
BB 
 
http://www.investmentnews.com/article/20130310/REG/303109992?tem
plate=printart 
 

 

Q&A with Bill Gross: Making a case for 
bonds, even as returns falter 
The Pimco chief discusses his outlook on bonds, interest rates and 
why the so-called great rotation out of bonds isn't likely to happen 

By Jason Kephart | March 10, 2013 - 12:01 am EST 

First, the good news: Bill Gross, co-founder of Pacific Investment Management Co. LLC, 
the world's largest bond shop, doesn't foresee interest rates rising sharply enough 
to cause the kind of big losses in bond funds that could send investors fleeing.  
 
The bad news is, the scenario that he does see unfolding still is pretty bleak.  
Mr. Gross expects the return on bonds to drop to the 2% to 3% range — sharply lower 
than their 8% historical average — meaning that with normal inflation, the return 
effectively would be zero.  
 
He sat down recently to discuss his outlook on bonds, interest rates and why the so-
called great rotation out of bonds isn't likely to happen.  
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InvestmentNews: Over the past four years, assets in bond mutual funds 
have more than doubled to over $2 trillion. How should financial advisers 
be thinking about their bond portfolios?  
Mr. Gross: The future for bonds is a lower-return future than in-vestors have come to 
assume. Bond investors should be expecting 2% to 3% returns over the future 
years. What we caution — and not just because we're a bond shop — is that bond 
returns will be lower than expected, but the important thing is, they're still better than 
cash and will provide positive returns.  
 
InvestmentNews: It doesn't sound as if you are very concerned about 
interest rates rising quickly and causing big losses in bond funds. How do 
you see interest rates moving?  
Mr. Gross: I call it a smile. I've got a happy-face button on my desk. It's got the two 
eyes and a gradual little smile for its mouth. The way we see it, interest rates are like the 
very gradual smile on the right side of the face, so to speak. Interest rates, on the 10-year 
[Treasury], for example, will rise 10 to 15 basis points a year.  
A big spike in interest rates is certainly a worry for bonds, but it wouldn't be friendly 
for stocks, either.  
 
InvestmentNews: If interest rates aren't a big concern, what is?  
Mr. Gross: As a bond investor, I would be afraid of inflation. Inflation is the enemy 
of bonds. At the moment, it's very controlled at less than 2% a year. You need to be able 
to discriminate which bonds will be affected by inflation. Eliminate your long-term 
bonds and start to look outside the U.S. for countries with a less bearish outlook.  
 
  
InvestmentNews: What happens when the Fed stops buying assets?  
Mr. Gross: There's a chance interest rates will start to go up, or they lose control of 
asset prices, which they've delicately been trying to engineer. What we saw [Feb. 20] and 
a little bit [Feb. 21] is evidence that when the Fed stops writing checks, stocks, high-
yield bonds and other risk assets are at risk. The risk is that they produce a 10% 
to 15% bear market in stocks by ending QE too soon — and therefore a potential new 
recession.  
 
InvestmentNews: High-yield bonds have been popular for investors looking 
for yield. How should advisers be thinking about high yield?  
Mr. Gross: Our research does suggest there's a higher risk in buying high-yield 
bonds today than there was 12 or 24 months ago. If you're buying a high-yield bond at 
6% today, recognize that there isn't much room for capital appreciation.  
 
InvestmentNews: With the outlook for bonds dim, do you see investors 
moving more into stocks?  
Mr. Gross: The great rotation from bonds to stocks doesn't really have legs. The world 
is getting older by the day. That plays right up the bond market alley. The world 
is going to be dominated by bonds. A 68-year-old retiree in Des Moines, Iowa, can't 
afford to buy Apple [Inc.] at $700 and watch it go to $450. They can't have their 401(k) 
turn into a 201(k). Bonds are almost a necessary strategy in many cases.  (if this 
doesn't scream income rider what does?....BB) 
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 InvestmentNews: So advisers are going to have to be happy with their 2% to 
3% bond returns?  
Mr. Gross: The media used to be optimistic and promote the expectations of sugar 
plums and tooth fairies. When you go on TV, it's a better business strategy to say, 
“We can get you 5% or 10% returns.” [Pimco has] always thrived on straight talk.  
jkephart@investmentnews.com Twitter: @jasonkephart  
 
(sugar plums and tooth ferries, who does that sound like?..BB) 
   
There is a great lesson to be learned from Mr. Gross, 
I hope you read this article carefully....BB 

---------------------------------- 
I read this article with complete "shock"....They are 

bragging about how high their fees are....how would you 
feel if you owned their product?  Shameful. If I ran into a prospect 
with one of their products, this article would be a handout....BB 
 
http://www.bloomberg.com/news/2013-03-06/prudential-says-annuity-fees-would-make-bankers-
dance.html 

Prudential Says Annuity Fees Would Make 
Bankers Dance 
By Zachary Tracer - Mar 6, 2013 1:23 PM PT 

Prudential Financial Inc. (PRU), the top seller of variable annuities, said Wall Street should 

appreciate the fees the life insurer makes on the retirement products, even as some 

competitors cut sales to reduce risk.  

“We’re getting more than 2 percentage points of fees from the assets that are part of our 

annuity business,” Mark Grier, Prudential’s vice chairman, said at a Citigroup Inc. (C) 

financial-services conference in Boston today. “In your businesses, you probably would 

dance in the street over 40 or 50 or 60 basis points.” A basis point is 0.01 percentage point.  

Follow the link above to read the entire article.... 

http://www.bloomberg.com/quote/PRU:US�
http://topics.bloomberg.com/wall-street/�
http://www.bloomberg.com/quote/C:US�
http://topics.bloomberg.com/boston/�
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---------------------------------- 
 

  http://www.investmentnews.com/article/20130317/REG/303179995?template=printart 

 

"Rotation" is a planning strategy moving from one asset class to 
another, here they are expecting bonds to stocks...BB 

 

Heralded 'rotation' has no spin 
Investors still piling into fixed-income funds; not exactly a revolution 

By Andrew Osterland | March 17, 2013 - 12:01 am EST 

The much-ballyhooed great rotation out of fixed-income assets and into riskier U.S. 
equities has yet to live up to its billing.  
 
After a month of record inflows ($86 billion) to open-end mutual funds in January, 
investors last month continued to put money into the markets — a still strong $52 
billion, according to Morningstar Inc.'s flow data. But they aren't rotating into U.S. 
equities with any conviction.  
 
After investors plowed more than $15 billion into U.S. stock funds in January — perhaps 
the first indication of a rotation out of low-yielding bonds and into arguably 
undervalued stocks — the flow dipped to just below $2 billion in February.  
That is a reversal from the outflows those funds experienced for all of last year, but not a 
very big one.  
 
“We're just not seeing the great rotation,” said Morningstar fund analyst Michael 
Rawson. “In January, there were massive flows going everywhere. That moderated in 
February, but not much of it is going into U.S. equities.”  
 
Where it's going is into international stocks. Investors put $16.5 billion into the 
international stock fund category in February, with the diversified emerging-markets 
subcategory being the single most popular area ($6.2 billion in inflows). The 
international stock category took in just under $35 billion in the first two months of 
2013 — one reason some emerging-markets-equity funds are closing to new investors.  
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Investors also appear to be looking to take on more risk, not with stocks but with their 
fixed-income investments. Another $18.6 billion flowed into taxable-bond funds, but the 
lion's share of it went into nontraditional and potentially more risky sectors of the 
market.  
 
The three leading fixed-income subcategories in terms of flows last month were bank 
loan, nontraditional-bond and world bond funds — all of which attracted more than $5 
billion in inflows. The intermediate-bond-fund category, which has attracted hundreds 
of billions in inflows over the past few years, took in less than $2 billion in February; 
intermediate government bond funds saw $2.4 billion in outflows. 
 
“Within fixed income, investors are withdrawing from the safer assets and putting 
money into traditionally more risky areas,” Mr. Rawson said. “Of course, in this 
environment [with the potential of rising rates], they may not necessarily be riskier.”  
“I expect over the next three years to see more money going into stocks, but for now, the 
great rotation is a straw man,” Mr. Rawson said. “It's a concept that people are talking 
about, but we're not yet seeing.” 
 
 
From Bill Broich: The sources for this report are numerous, please 
complete your own due diligence and research, this is intended 
only as a quick review of these topics. Please read my disclaimer 
at end of notes, I am NOT securities licensed.  
 
 
 
This chart was sent to me from a crew member a few months 
back, I am sorry I don't remember who sent it. It was used as a 
sales piece by the securities industry although I have no 
documentation as who. 
 
This chart says a lot to me....look at all these products unvented by 
the security industry, every day it seems like there is another one 
doesn't it? 



20 Open MIC Notes 

 

 
 
Income Investments 
 
Red: Risk in involved, risk can be loss of asset and tax risk. 
Blue:
Purple: Risk possible if investment interrupted 

 No risk of loss of principle. 

Green:
***** considered safe 

 can be dual, both safe and risk 

Black: No clue 
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MLP below is an example of basic information available. Simply 
go to Yahoo Finance and look through their glossary.  Learning 
these income terms is essential to having a well rounded 
knowledge of what our prospects are being exposed to from the 
securities side.  Thus is not about selling securities, it is about 
learning and basic knowledge so you can speak effectively about 
OUR wonderful products. 
 
*****In looking at this list, the very best income option (to me) is 
the FIA with an income rider. (and it is not even listed, what does that 
tell you?)  
 
Master Limited Partnerships:

 

 Much like a limited partnership except 
publically traded. The partnership structure allows the entity—which must earn 90% of 
its revenue in natural resources, commodities or real estate—to pass on its tax liabilities 
and deductible expenses to all investors.  MLPs are not appropriate for 401ks and IRAs 
because within these accounts the income can be considered "unrelated business taxable 
income," and can be subject to taxes at corporate rates. What's more while those who 
invest in MLPs in taxable accounts may write off partnership expenses against tax 
liabilities on their tax returns, this isn't allowed if the MLP is held in a retirement 
account 

Emerging Market Debt: 

 

bonds and notes, ability to pay can be 
an issue, think Greece 

*****Inflation Protected Notes:

 

 Issued by government 
agencies mostly lower yield but will increase if CPI is activated 

REITS

 

:  Property values can go up and down, demand for 
specific types of real estate can be volatile (apartments as an 
example) 

*****Municipal Bonds: direct relationship to interest rates, not 
inflation protected, ability to pay can be an issue, think Stockton 
CA. 
 
Corporate Bonds: direct relationship to interest rates, not 
inflation protected, ability to pay can be an issue, think Enron 
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*****Government Bonds: direct relationship to interest rates, 
not inflation protected, safest possible investment, yield issues. 
 
  
ETNs: Exchange traded notes, subordinated debt securities, tied 
to general interest rates, fees  
 
Structured Notes: a debt obligation whose performance can be 
tied to a secondary investment (derivative)  
 
Leveraged Bonds: higher risk, not investment grade, other 
name was "junk" bonds 
 
*****Institutionalized Money Funds:  high minimum value, 
used to cover overnight or short term cash flow needs, JP Morgan 
is the biggest 
 
Income Arbitrage: (I have no clue if there is any risk here)used 
by hedge funds to search our shortages in bond pricing, fees and 
expenses 
 
SPIA:  Our partner product, guarantees limited by company 
ability to pay and state of residence of annuitant 
 
Oil and Gas: supply and demand category 
 
Tax Credits: Using tax credits to offset income, you can actually 
buy credits....how is this even in this category? 
 
Trust Deeds: property value issues, ability to pay issues, many 
people buy these on the secondary market with deep discounts 
form original interest.  This increases yield but doesn't remove 
risk. 
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Senior and Floating Rate Loans: debt security, risk of 
default, fees and expenses. Foreign assets subject to currency 
issues...think Cyprus 
 
CDs: yield issues, safety no issue as long as within FDIC limits 
 
Convertible bonds:  Bonds allowed to convert to common 
stock, interest rate issues and stock valuation issues.  
 
Preferred stocks: interest bearing, rating issues, generally safer 
than stocks, can be secondary market issues 
 
Dividend Strategy: companies can stop or reduce dividends 
(can also increase). Yield generally low, long term dividend paying 
companies are musty dependable 
 
Closed End Income Funds: fees to buy, fees to manage, fees to 
sell, market volatility issues 
 
Income Trusts: holds assets such as equities, bonds, smaller 
investments, can own an operating business, consistent cash flow, 
can have risk but could pay out higher than bonds.  Could be 
energy held assets such as royalties. 
 
Private Lending: fees, ability to pay issues, generally made to 
less than credit worthy but higher yield for the risk, can have a 
multitude of definitions 
 
Here is a good example of why I would use an income rider for 
income.  A case Betty recently wrote, the money is important to be 
shielded from loss and income is needed. 
 

• 67 Female 
• $100,000 deposit 
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• Income rider provides lifetime income of $5,643 a year with 
NO risk 

 
I would be interested if any of the above income options could 
compete with this.  There may be higher "projection" but when 
risk is an issue, 
 

would you chose anything else? 

 
Wall Street can monetize anything 
 
8 Bubble Markets Investors Are Watching 
Now (partial article)  
http://www.minyanville.com/articles/print.php?a=48797 

  
Read the entire article the link above, sort of fits into the income 

options we discussed.  Certainly Wall Street will be able to 

monetize these bubbles, Diane Bullock is an excellent writer, click 

on her name to find out more about her.  plus link above for 

complete article.........BB 
 

By DIANE BULLOCK MAR 19, 2013 12:25 PM 
There's always talk of a bubble somewhere in the economy. Here's what investors are 
watching now.   

  

Ah, bubbles. Those shimmering spheres of color that are so fun to make and so 

mesmerizing to watch as they glide nimbly through the air. But fragile are these 

iridescent orbs. At the mercy of a turbulent environment that can dry up very quickly, 

bubbles either lose inertia and begin their Newtonian descent or, with the slightest 

http://www.minyanville.com/gazette/bios.htm?bio=271�
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prick, spectacularly burst into thin air. All that’s left behind is a sticky mess. 

 
 Student Loans (this is already being monetized just as was the 
subprime loan category, the reason is this debt is not allowed to 
be discharged in bankruptcy, there is no way to get rid of it except 
by paying, this gives Wall Street a long term yield and an easy 
category to sell, resell and resell again. ....BB) 
 

Whenever the question was raised as to the “real cost of a college education,” it was 

traditionally referring to a student’s personal debt burden. But since more and more 

graduates have become delinquent -- with student loan debt on track to double that of 

our nation’s credit card debt -- the weight of that load has shifted to the broader 

economy. Outstanding money owed for both federal and private student loans is so 

staggering in fact, it’s earned its own debt clock, which is currently ticking at over 
$1 trillion. 
 

Struggling to play catch-up with every dollar of earned income means graduates have 

less money to spend on the things their parents and grandparents had the freedom to 

buy at their age. This means industries and institutions catering to the 25- to 50-year-

old demographic -- such as durable consumer goods and the already heavy-hit real 

estate market -- are likely to feel the pinch. Long term, the stock market as a whole will 

also find less people willing and able to invest.  

 

Real estate, that once-guaranteed ticket to the middle class, is now the very thing 

keeping them out. Gleaning an education in life while backpacking across Europe is 

starting to look better and better. 

 
Bonds 

Fair weather investors who fled the stock market in droves when things started to go 

south, ran straight to the safe arms of government bonds. But now that the sun is once 

again shining on Wall Street -- with the Dow (INDEXDJX:.DJI) and S&P 500 
(INDEXSP:.INX) at or near record highs -- the exodus is happening on the other end. 

 

In the space of three months, bonds have sold off appreciably. One could argue (and 

http://www.minyanville.com/business-news/markets/articles/Chart-of-the-Day253A-Student-Loan/3/11/2013/id/48645#ixzz2NWd0jNXL�
http://www.minyanville.com/business-news/markets/articles/Chart-of-the-Day253A-Student-Loan/3/11/2013/id/48645#ixzz2NWd0jNXL�
http://www.finaid.org/loans/studentloandebtclock.phtml�
http://www.reuters.com/article/2013/03/14/us-markets-stocks-idUSBRE92A07T20130314�
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many have) that the bond market’s bubble has burst. Others still, say there was no 

bubble in the first place. The argument is that people will always buy bonds, even if they 

may gripe about the low yield because at least that yield is guaranteed. 

 

These folks are not counting on declining interest rates at which time they can flip their 

bonds for profit. They’re looking for a sure(r) thing, and that is a liquid US Treasury. 

Even if the country is facing a trillion-dollar deficit, its central bank is not likely to ever 

go into default. The same thing can’t be said for a public corporation in bankruptcy. 

 

 

  

-- With text and research by Josh Wolonick 

No positions in stocks mentioned.  

 

The information on this website solely reflects the analysis of or opinion about the 
performance of securities and financial markets by the writers whose articles appear 
on the site. The views expressed by the writers are not necessarily the views of 
Minyanville Media, Inc. or members of its management. Nothing contained on the 
website is intended to constitute a recommendation or advice addressed to an 
individual investor or category of investors to purchase, sell or hold any security, or to 
take any action with respect to the prospective movement of the securities markets or 
to solicit the purchase or sale of any security. Any investment decisions must be made 
by the reader either individually or in consultation with his or her investment 
professional. Minyanville writers and staff may trade or hold positions in securities 
that are discussed in articles appearing on the website. Writers of articles are required 
to disclose whether they have a position in any stock or fund discussed in an article, 
but are not permitted to disclose the size or direction of the position. Nothing on this 
website is intended to solicit business of any kind for a writer's business or fund. 
Minyanville management and staff as well as contributing writers will not respond to 
emails or other communications requesting investment advice. 
Copyright 2011 Minyanville Media, Inc. All Rights Reserved.  
 
 
 

http://www.washingtonpost.com/blogs/wonkblog/wp/2013/02/04/no-there-probably-isnt-a-bond-bubble/�
http://www.washingtonpost.com/blogs/wonkblog/wp/2013/02/04/no-there-probably-isnt-a-bond-bubble/�
http://www.minyanville.com/gazette/bios.htm?bio=833�
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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 
 
 
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 

mailto:Kriss@callingleads.com�
http://www.callingleads.com/�
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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. 

 

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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Executive Summary

Retirement is the goal many of your clients focus on 
for their entire working lives. Yet for half, it happens 
sooner than they expect — and, potentially, before  
they are fully prepared. Although your clients 
may have built up solid 401(k)s or other qualified 
retirement accounts, they may not be aware of all the 
ways they can put that money to work for them – while 
still employed – in case retirement arrives ahead of 
schedule. In addition, as your clients get nearer to 
their planned retirement date, they may be looking  
for financial options that are more predictable than 
the ever-changing stock market.

One option to help achieve predictability and 
guarantees may be using an in-service withdrawal 
to purchase a fixed index annuity with an optional 
guaranteed lifetime withdrawal benefit rider. This  
can help your clients protect their principal and create 
guaranteed lifetime income that is ready when they 
need it. In the pages that follow, you will learn more 
about this strategy and the key steps to help your 
clients protect their accumulated wealth and the 
retirement lifestyle they hope to achieve.

A Golden Opportunity

Many of your clients likely have a date or age fixed 
in their minds for retirement. This milestone can be 
a powerful incentive to your clients as they progress 
through the challenges of working and saving. 

Yet even the best-laid plans sometimes change, 
particularly in terms of retirement. In fact, according 
to a 2012 study by the Employee Benefit Research 
Institute (EBRI), 50 percent of retirees retired sooner 
than expected.1 This can be the result of a positive 
event, like an unanticipated windfall. Yet the EBRI 
research reveals that challenges, including health 
concerns, loved ones’ care requirements, and job 
changes often drive early retirement. 

1 2012 Retirement Confidence Survey: Employee Benefit Research Institute, 2012
2 www.federalreserve.gov/pubs/bulletin/2012/PDF/scf12.pdf

Guaranteeing Lifetime Income  
via In-Service Withdrawals from Qualified Plans

The EBRI study also notes a degree of pessimism 
among workers heading into retirement. While  
14 percent described themselves as “very confident” 
they had enough money for a comfortable retirement, 
nearly one in four (23 percent) described themselves 
as “not at all confident.” This leaves approximately  
60 percent of workers somewhere between 
confidence and concern.

In addition, like all investors, people nearing 
retirement are facing significant market volatility and 
are even more sensitive to the potential the loss of 
years of hard-earned wealth. In fact, in June of 2012 
the US Federal Reserve released figures showing that 
median U.S. household net worth had dropped by 
39 percent2 between 2007 and 2010, substantially 
reducing 18 years of prior gains. 

This does not mean that retirement is a thing of the 
past. Indeed, retirement is still a golden opportunity 
for people to focus on the things that are most 
important to them. In particular, your clients may be 
relying on the wealth they have accumulated over 
the years in their 401(k)s and other qualified plans. 
For many, the goal might be securing predictable, 
guaranteed lifetime income. Clients are also likely to 
want to take steps to protect their hard-earned money 
from declines in the market. And, of course, many 
will want to enhance their flexibility and maintain the 
control they have over their money.

Fifty percent of retirees  

stop working sooner than planned 

U.S. household net worth 

dropped by 39%  
between 2007 and 2010.
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Yet the typical qualified plan may not have the options 
to facilitate these goals. For clients who want to 
protect their principal, the available stable value funds 
provided by these plans can offer safety, but often 
do so at the expense of growth potential. For clients 
seeking growth and income potential from their 
assets, options exist in equity and bond funds, but 
their performance can be unpredictable — which can 
be undesirable as retirement dates loom nearer. Few 
401(k)s offer in-plan deferred annuity options with 
which clients can guarantee lifetime income, which  
is the ultimate goal for many. 

Protect Principal and Guarantee Lifetime Income 
with a Fixed Index Annuity

There is another way for your clients to address their 
principal protection and income goals. They may 
be able to take an in-service withdrawal as a direct 
rollover from their employer retirement plan, and 
purchase a fixed index annuity established as an 
Individual Retirement Annuity (IRA). In fact, according 
to a recent study by consulting firm Aon Hewitt, 90 
percent of defined contribution plans allow in-service 
withdrawals,3 though it is important to keep in mind 
that while in-service withdrawals may be allowed 
within IRS guidelines, each plan may have its own  
set of restrictions and limitations. 

The guaranteed income, and principal protection 
offered by fixed index annuities along with the 
potential to participate in gains from the index are 
making them increasingly relevant to clients nearing 
retirement in today’s uncertain world. In fact, fixed 
index annuity sales have skyrocketed in recent years, 
reaching a new high of $32.3 billion in 2011.4 

Make It Happen

Let’s walk through the details of this approach to 
securing lifetime income, and then explore how you 
could use it with your clients. To begin with, what 
is an in-service withdrawal? Simply put, it means 
your client withdrawing money from their employer-
sponsored 401(k) or other qualified retirement plan 
while they continue to work and contribute to the plan.

An in-service withdrawal , if completed properly, can 
allow active employees — typically age 59½ and older 
— to initiate a direct rollover of funds from a qualified 
retirement plan into an IRA without incurring income 
taxes or penalties. (Although the tax code generally 
allows such rollovers, some plans impose more 
restrictive rules).

The first critical step for you and your client will be 
determining whether in-service withdrawals are 
allowed from their plan, and identifying any limitations 
that may be in place (such as withdrawal amount, type 
of funds, and timing of transfers). 

Your client also should discuss potential tax 
implications with their tax advisor before transferring 
any funds out of their current plan. Generally, the tax 
code permits the following types of funds to be rolled 
over from a 401(k) as part of an in-service withdrawal 
(subject to plan approval):

• Employer matching and profit sharing contributions

• Employee after-tax contributions (non-Roth)

• Employee pre-tax and Roth contributions after the 
employee attains age 59½

However, the tax code prohibits rolling over some 
types of contributions prior to separation from service, 
including employer safe harbor match or safe harbor 
non-elective contributions, as well as employee 
pre-tax or Roth contributions before the employee 
reaches age 59½.

3 2011 Trends & Experience in Defined Contribution Plans, Aon Hewitt, 2011.
4 AnnuitySpec’s 2012 Indexed Sales & Market Report, 2/2012

Fixed index annuity sales 

have reached record highs 
in recent years.
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And, while many defined contribution plans (such 
as 401(k) plans) allow in-service withdrawals once a 
participant attains age 59½, others may allow them 
based upon years of work or service credits instead  
of by minimum age. Withdrawals also may be subject 
to a vesting schedule. Some defined contribution 
plans (such as 457(b) plans) have greater IRS 
restrictions governing in-service withdrawals than 
others. However, like other defined contribution plans, 
any plan sponsor may always elect to restrict some 
or all of the in-service withdrawal options allowable 
under the tax code. 

Once you have determined that an in-service 
withdrawal is possible, it’s important to ensure 
the withdrawal is handled properly — via a direct 
rollover. Because of tax regulations, qualified plan 
administrators usually are required to withhold 20 
percent of any distribution made directly to the plan 
participant for federal income taxes, even if that 
participant intends to roll it over with the 60-day time 
limit. With a direct rollover, however, the funds are 
transferred from the plan trustee directly to another 
qualified retirement plan or IRA, and are not subject  
to this withholding.

Of course, getting the paperwork right is important 
as well. Most qualified plans have specific forms 
related to direct rollovers. Additionally, each insurance 
carrier usually has transfer paperwork that can hold 
rates in place while the transaction proceeds. 

Help Your Clients Choose the Right  
Index Annuity

The steps we just described are essential groundwork 
for helping your clients use a direct rollover from a 
qualified plan to purchase a fixed index annuity. Yet 
it also is vital to help them choose the right annuity — 
and it is important to remember that not all fixed index 
annuities are created equal. In addition to product 
features such as cap rates, participation rates, and 
surrender charges, three other common areas of 
concern fixed index annuities address are: flexibility, 
spouse/partner benefits, and the ease with which 
clients can understand how the annuity works.

Flexible Products for Uncertain Times 

As mentioned above, one out of two retirees  
stops working earlier than planned, and thus may  
need income ahead of schedule. Yet many fixed  
index annuities are designed to optimize income  
at a specific date in the future, often years from the 
date of purchase. While they often are available with 
optional guaranteed lifetime withdrawal benefit riders 
for an additional cost, many of those riders only credit 
growth to the benefit base on an annual basis. The 
riders that only credit annually are not designed to 
optimize retirement income for people who retire 
sooner than expected or on a date other than their 
purchase anniversary. Yet on average contract owners 
begin taking income withdrawals from a fixed index 
annuity just 1.5 years from contract inception.5 In other 
words, these products may leave significant numbers 
of clients unable to maximize income withdrawals when 
they need to begin taking them.

In comparison, more flexible products with options 
that can be utilized ahead of schedule often are better 
for the uncertain environment in which we live. A key 
feature for which to look: optional income riders that 
credit growth to the benefit base daily. Riders with daily 
benefit base growth can help optimize the guaranteed 
retirement income of all your clients, including the 50 
percent retiring sooner than expected.

Annuities That Support Couples

According to the U.S. Census, 64 percent of older 
workers are married,6 so there’s a good chance your 
clients nearing retirement are too. Chances also are 
good that your married clients want to secure lifetime 
income for their spouses or domestic partners, not just 
for themselves. However, not all annuities are set up 
to provide income streams to spousal joint annuitants 
following a direct rollover from a qualified plan — 
despite the fact that a qualified plan may represent  
the lion’s share of the couple’s wealth.

Therefore, you can add value by paying close attention 
to whether or not an annuity allows joint annuitants 
when using qualified funds. Likewise, it may be 
valuable to some of your clients to choose an annuity 
that recognizes a domestic partner as a spousal joint 
annuitant in states where this is the law. 

5 AnnuitySpec’s 2012 Indexed Sales & Market Report, 2/2012
6 http://www.census.gov/hhes/www/laborfor/Working-Beyond-Retirement-Age.pdf
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Familiarity, Comfort, and Transparency

 As with many financial products, your clients may  
need help understanding how annuities work. 
Compared to the world of mutual funds and money 
market funds — with which many of your clients  
may have become comfortable — annuities may  
appear foreign. 

Some clients may hesitate to put a portion of their 
qualified money into a vehicle with which they are not 
comfortable or familiar. That is why it can be valuable 
to search for annuities with straightforward and 
transparent features and benefits. Some, for example, 
use multi-year, guaranteed fixed rate crediting 
strategies comparable to other financial products of 
which your clients most likely have knowledge. Others 
have crediting options linked to indices such as the 
S&P 500®, which may also be familiar to many clients. 

Insist on transparency, as well. You and your clients 
should be able to understand how the annuity 
functions: how rates may change, how income 
withdrawals may be taken, and how crediting 
strategies work.

Overall, fixed index annuities with guaranteed lifetime 
withdrawal benefits can help your clients boost the 
certainty that their retirement funds will provide them 
with guaranteed income and the protection of their 
principal from market volatility. And using a direct 
rollover from a qualified plan can be an effective 
strategy to provide more certainty and a greater 
sense of security for clients. The keys to success are 
making sure you choose an appropriate product that 
is designed to meet your clients’ goals and executing 
the transaction properly. 

One (Hypothetical) Client’s Experience 

The following hypothetical example demonstrates 
how this approach could work with your clients.

Suzy Hoffman, age 59½ 

The Situation: Suzy is happily employed and plans  
to retire in the next five to seven years. As a part of 
Suzy’s benefit plan, she has been contributing to a 
401(k). Due to fluctuations in her 401(k) balance over 
the past few years — coupled with the fact that she is 
nearing retirement — Suzy is increasingly interested  
in guarantees regarding her retirement funds.

The Strategy: After discussing her goals with her 
financial professional, Suzy decided to move a portion 
of the funds in her 401(k) into an individual retirement 
annuity to provide guarantees for her principal and 
future retirement income needs.

The Solution: Suzy discussed several different 
options with her financial professional. Based on her 
retirement goals, she determined her best solution 
was a SecureLiving Index Annuity with the optional 
Income Protection rider offered by Genworth 
Life and Annuity Insurance Company (Genworth 
Life & Annuity). This product would offer Suzy 
principal protection for her hard-earned dollars, the 
opportunity for growth, and the flexibility to maximize 
lifetime income withdrawals. Best of all, due to daily 
benefit base growth, the timing of Suzy’s withdrawals 
could be based on her retirement schedule, not a 
contract anniversary.

After verifying with her employer’s retirement plan 
administrator that she was eligible to take an in-
service withdrawal, Suzy completed a direct rollover 
of $400,000 into a SecureLiving Index Annuity with 
the optional Income Protection rider, established 
as an Individual Retirement Annuity (IRA). When 
Suzy turned 65 and decided to retire, she elected to 
begin receiving payments under the rider. She was 
guaranteed $30,240 each year for the rest of her life, 
regardless of the contract’s performance. 

With guaranteed annual income in place for the rest 
of her life, Suzy can focus on what is really important: 
enjoying her retirement years.

The right fixed index annuity  

can provide your client with the 

flexibility, control, and guarantees 
they are looking for  

from their retirement funds. 



Conclusion

For many of your clients, using an in-service 
withdrawal from a qualified plan to fund a fixed 
index annuity can be a good way of securing lifetime 
income, as well as protecting principal. According 
to Eric Taylor, Genworth’s National Sales Manager 
for Annuities, “As retirement dates and market 
dynamics become more unpredictable, this strategy 
is becoming more and more relevant to consumers. 
For clients seeking a guarantee for some of their 
qualified fund assets, it’s a great way to take control 
and provide a greater sense of security.”

In-Service Withdrawals to Fund a Fixed Index Annuity: Getting Started

Crucial Groundwork Features to Look For

• Determine whether in-service withdrawals are 
allowed from your client’s plan, and identify  
any limitations

• Annuities that allow joint annuitants and  
a single owner when using qualified funds  

• Work with your client’s tax advisor and discuss  
potential tax implications

• Income riders that credit growth to the  
benefit base daily

• Ensure you handle the withdrawal properly,  
via a direct rollover

• Familiarity and transparency — such as crediting 
strategies based on the S&P 500® and multi-year, 
guaranteed fixed strategies

• Identify all required plan forms for direct rollovers 
and seek guidance from the insurance carrier on 
recommended transfer forms

To learn more about this strategy, talk to your in-house  
or general agency marketing specialist.

Ready to get started? Visit genworth.com/indexannuities

Your expertise as a financial professional is vital.  
With your help, your clients can choose an 
appropriate fixed index annuity and execute this 
transition properly, taking advantage of one of life’s 
golden opportunities.
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©2012 Genworth Financial, Inc. All rights reserved.

SecureLiving® Index Annuities, Individual Single Premium Deferred 
Annuities with market value adjustment and optional indexed interest 
crediting, subject to policy form series GA3003-0711, GA3004-0711, 
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may also vary by state or market.

Genworth Life and Annuity Insurance Company is licensed in all states 
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All guarantees are based on the claims-paying ability of the Genworth 
Life & Annuity.
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interpretation of current tax law and is not intended as tax advice. Your 
client should consult their tax professional regarding their specific 
situation. Withdrawals may be taxable and a 10% federal penalty may 
apply to withdrawals taken before age 59½.

There is no additional tax deferral benefit for annuities purchased in 
an IRA, or any other tax-qualified plan, since these plans are already 
afforded tax-deferred status. The other benefits and costs should be 
carefully considered before purchasing an annuity in a tax-qualified plan. 

Be sure to consult the annuity contract for a detailed description of 
benefits, limitations, and restrictions.

Genworth Life & Annuity is a Genworth Financial company. Genworth, 
Genworth Financial and the Genworth logo are registered service marks 
of Genworth Financial, Inc.

“S&P 500” is a trademark of Standard & Poor’s Financial Services LLC 
(“Standard & Poor’s”) and has been licensed for use by Genworth Life and 
Annuity Insurance Company. This Product is not sponsored, endorsed, 
sold, or promoted by Standard & Poor’s and Standard & Poor’s makes no 
representation regarding the advisability of purchasing the Product. The 
S&P 500® Index is a price index and does not reflect dividends paid on 
the underlying stocks. 

Genworth Life & Annuity is a Genworth Financial company. Genworth, 
Genworth Financial and the Genworth logo are registered service marks 
of Genworth Financial, Inc.

Insurance and annuity products: Are not deposits.
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Are not insured by the FDIC   or any other federal government agency.
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