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 Leads, lead management, product support, selling support, marketing support:  

We are agents too! 
  

 
 

We have had sooooo much rain in California this year.  The rain has made 
some areas unstable.  Our friend manages the vineyard pictured here in 
Napa Valley. It is about 15 acres of Cabernet that slid down the hill leaving 
huge gulleys and crevasses. The vineyard, valued at $500,000 an acre, is a 
complete and total loss.  It could be many years before this land is farmable 
again. Don’t mess with Mother Nature. 
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Below is information that can give you an insight into what our target 
market is confused and worried about: health care costs. When speaking to 
prospects with limited resources, part of our planning needs to be to set 
aside funds to help cover these costs.  No one knows what the future will 
bring under the current and future administrations but it becomes easier to 
guess. 
 

• Medicare will cover less and less 
• Medicare reimbursements to medical providers will continue to 

decrease and that means more out of pocket 
• The cost for Medicare and supplements (part A, D) will increase.  

The other point is this, our target market is worried and scared and in that 
target market, NO ONE is helping them.  The stock brokers are all falling 
over themselves to deal with folks that have a much higher net worth.  If 
you focus on my target market, you will have an unlimited number of 
prospects to market to. Plus…… they need our products and what they 
provide, safety, security, freedom from market risk.  Plus the income 
benefits. 
 
Bill Broich  
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Worry and Concern Over Medical Costs and 
Expenses 
 
1 in 3 Can Barely Afford Medical Care 

My favorite market is people who are generally overlooked by brokers, people that don’t 
have investment counselors, people with a lower net worth. 

The reason?  Our products with their guarantees become very important to them. And, 
they are easy to see during daylight hours. 

Along with issues of income and worry regarding having enough money comes the issue 
of medical care.  What had been a huge source of annuity premium for me is now 
changing.  While this target market is still my target market, I now must be very careful 
because money now has to be set aside for medical expenses that in the past was always 
covered by insurance.   

A recent report by the Kaiser Foundation focused on the change this target market is 
facing and the increasing demand for money form the family budget. 

More Americans have health insurance, but they’ve also become increasingly 
worried over the past two years about how to pay for every aspect of their medical care. 

While the majority of insured adults still can afford their health care, the minority who 
say it’s “difficult” to pay their monthly premiums, doctor and prescription 
copayments, and deductibles is growing. 

Potential explanations for these concerns, revealed in a new Henry J. Kaiser Family 
Foundation pole, include rapidly rising prescription drug costs and the fact that 
employer-provided health insurance plans with high deductibles are far more common 
than they used to be. 

 
Some of the key findings include: 

• Four in ten (43 percent) adults with health insurance say they have difficulty 
affording their deductible, and roughly a third say they have trouble 
affording their premiums and other cost sharing; all shares have increased since 
2015. 

• Three in ten (29 percent) Americans report problems paying medical bills, 
and these problems come with real consequences for some. For example, among 
those reporting problems paying medical bills, seven in ten (73 percent) report 
cutting back spending on food, clothing, or basic household items. 



 pg. 4  Open MIC: 24 years and still rolling along….. 

• Challenges affording care also result in some Americans saying they have delayed 
or skipped care due to costs in the past year, including 27 percent who say 
they have put off or postponed getting health care they needed, 23 
percent who say they have skipped a recommended medical test or treatment, 
and 21 percent who say they have not filled a prescription for a medicine. 

• Even for those who may not have had difficulty affording care or paying medical 
bills, there is still a widespread worry about being able to afford needed health 
care services, with half of the public expressing worry about this. 

As agents and advisors, we must include in our recommendations assets that can be 
available to our clients to help with their share of medical expenses not covered with 
insurance.  Seniors who are now on Medicare are getting the double whammy. 1. 
being on fixed income and 2. finding the medical costs not being reimbursed by 
Medicare skyrocketing and needed to be paid by the enrollee.   
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This chart shows the percentage worried and concerned about medical care and how it 
has increased in just 2 years. As agents, we must be cognit of their concern and future 
financial needs when recommending long term products. 
 
Here is a link to the Kaiser report: 
http://kff.org/health-costs/poll-finding/data-note-americans-challenges-with-health-care-costs/?  
 
 
 
 
 
 
 
 

 

 
 

I receive this informative report and have shared it with you monthly.  
The link below clearly explains what is happening and trends in our 
economy.  It will keep you informed which is one of the keys to 
outdistancing yourself from the competition….BB 
 
https://s3.amazonaws.com/emma-
assets/ubdcb/058ba748e4cfaca6d76439a7a74913f1/NWEcon_Monthly_Review_Marc
h_2017_NFM-11356AO.3.pdf 
 
 

 

http://kff.org/health-costs/poll-finding/data-note-americans-challenges-with-health-care-costs/
https://s3.amazonaws.com/emma-assets/ubdcb/058ba748e4cfaca6d76439a7a74913f1/NWEcon_Monthly_Review_March_2017_NFM-11356AO.3.pdf
https://s3.amazonaws.com/emma-assets/ubdcb/058ba748e4cfaca6d76439a7a74913f1/NWEcon_Monthly_Review_March_2017_NFM-11356AO.3.pdf
https://s3.amazonaws.com/emma-assets/ubdcb/058ba748e4cfaca6d76439a7a74913f1/NWEcon_Monthly_Review_March_2017_NFM-11356AO.3.pdf
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Luck or hard work?   
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If you happen to make a long putt during a round of golf, you could 
consider it luck…. But if you practiced putting 2 or 3 times a week, would 
that have contributed to the long putt going in? 
 
It is a difficult metaphor to grasp, work hard and success will come?  Yes 
and no.  If you work smart and do things that can be recorded, verified and 
analyzed, is that not working both hard and smart? 
 
The information below was accumulated and evaluated by a long-term crew 
member.  He is an agent that with massive production, 100% in the annuity 
sector.  The factors I have used in this POWER TIP are from him and 
verified by his record keeping. 
 
What if I had scientific proof that there is a process that guarantees at least 
a 50% increase in appointment success?  Would you be interested? 
 
What is the difference between success and being average?  Is it getting that 
extra appointment?  For many of us we judge success by sales results and 
having enough money to live as we wish.   
 
The agent is a huge producer that has studied the sales process and found a 
way to increase his appointments setting success by 50%. 
 

50% 
 
Yep, he has kept track and has shared the research and records with us, we 
are willing to share.   
 
Let me introduce you to the 10 Minute Miracle 
  

• Would you like to increase your success with leads? 
• Would you like to book at least 50% more appointments from your 

leads?  Just think of what that means in your own business.  If you get 
100 leads and set appointments with half, would that be success.  
Now add the 50% additional success rate and how many 
appointments would you have set.  (50% times 50 = 25).  Now instead 
of appointments with 50 leads, you would be in front of 75 leads! 
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• Would you like to begin your relationship with your leads in a 
professional and appropriate manner? 

If you say yes to the 3 questions above, we have an EASY solution for you. 
Recently, our crew member, completed a study of his appointment setting 
practices.  Not only is he a very large producer, an agent that studies 
systems and makes every attempt to improve results. He is not only a 
salesman, he is also a businessman.  His focus is on the bottom line and 
how he can maintain the highest possible margins. 
 
He put in place his “10 Minute Miracle” and the results are amazing.  
He is increasing his appointment setting ratio up to 50%!   
 
Added Bonus:  With this system, he is also building relationships quicker, 
he is able to ask probing questions on the phone before ever determining if 
the lead is a bona fide prospect or merely a tire kicker.  
 
What is it that he does that has made his appointment setting so 
successful?   
 
The answer is simple and yet so perfect. 
 
Our philosophy for Open MIC since its inception has been to share and give 
away information to all agents on the call.  I can’t tell you the number of 
times we have provided a tip, a marketing idea, a sales concept only to see it 
being released as a “new” idea from a competitive marketing company.    
 
If you would like to learn more about the 10 Minute Miracle, simply 
email or call any of us.  There is one catch, this tip is not for the trade, it is 
for agents in our crew. 
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Is an Annuity an Annuity, or is an Annuity an Egg? 
 
Often, we hear about annuities and how many fees are “hidden” within 
them.  So why would anyone consider an annuity?  Annuities come in 
2different sizes, those sold by stock brokers (variable annuity) and those 
sold by insurance agents (fixed annuities).  
 
Annuities sold by stock brokers are security products, annuities sold by 
insurance agents are insurance products.  So how is an annuity different 
than an egg? 
 
How many times have you heard that an annuity is a rip-off?  I have been 
told that many times and yet when I explain the difference between 
annuities, people seem to warm up to our side, insurance. 
 

If I were in the market for an egg, would I not want to buy the best 
one?  Not so fast, eggs are different also.  It is all about the label, just 
like annuities.  Nothing is ever as simple as it seems.  
  
Choosing an egg can expose you to a wide variety of choices, is not an 
egg always an egg?  Yes, like annuities, an egg is an egg but the 
difference is in the wrapper. For those looking to buy eggs from 
humanely raised chickens, you have a variety of terms to navigate. In 

 

Hmmm? 
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the United States, more than 90% of eggs come from caged chickens 
eating a corn or soy diet and have only 67-square-inches to move. 
They also never go outside.  
 
If you want to purchase eggs from chickens raised in more natural 
surroundings, follow this guide to make sure you understand what the 
different marketing terms mean.  

• Cage-Free: This environment removes the cages and is a step 
up from the most factory-based approaches. However, the 
chickens still live strictly indoors in confined, group spaces with 
less than 1 square foot of room. They eat a corn or soy diet. 

• Free-Range: Chickens raised in this manner need 2 square 
feet of room per hen. Surprisingly, they often get to spend less 
time outside than you might expect. Many hens still eat a corn or 
soy diet. 

• Pasture-Raised: These chickens are the ones who get the most 
access to the outdoors, often put outside in the morning and 
brought back in at night. They must have at least 108 square 
feet of space each and can eat anything they find in the dirt, such 
as grass, bugs, and worms. 

Just like eggs, annuities have many different moving parts that can 
offer benefits.  Fixed annuities offer guarantees, no fees and full 
avoidance of market risk. And a myriad of income options, guaranteed.  
But, their returns might not be as high as their security cousins. 

Variable annuities have lots of fees, market downside but a possible 
higher market upside. 

How do you know which to choose, think of it this way: Annuities 
should be for your safe, secure and guaranteed funds.  There is never 
any market risk with fixed annuities. 

If you want a higher possible return and can afford some level of risk, 
buy an appropriate investment such as mutual funds, stocks and or 
bonds.  Avoid the fees and expenses, avoid variable annuities. 
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Also, don’t pasture raised chickens sound a lot better? 

 
 
 
I was recently asked how I explain variable annuities to a prospect. Variable 
annuities are securities and there for often complex to explain and to 
understand.  I like to make the explanation as simple as possible, I like to 
illustrate how they work, how fees are added and in a manner that can 
easily be explained. 
 
“Mrs. Jones, think of a variable annuity like an Easter Basket.  What does 
an Easter Basket have?  The basket, the eggs and the bows.” 
 

 
 
First let’s consider the basket. A basket is used to hold things, such as eggs.  
If you think of a variable annuity, think of it as a basket, a basket that holds 
investments.  
 



 pg. 12  Open MIC: 24 years and still rolling along….. 

 
 
The basket is the variable annuity contract, you 
must pay for the basket.  This is called the 
“mortality and expense” fund.  The basket holds 
the investments in the variable annuity.  You 
must pay a fee for the use of the basket.  The fee 
is based on the entire value of the variable 
annuity.  90% of variable annuities charge 
1.40% for the use of their basket (contract). 
 
 

 
 
 
 

 
Now consider the actual 
investments in a variable 
annuity.  Variable annuities 
provide for a wide range of 
investment options (eggs).  
Often the options in a variable 
annuity can be between 20-100.  
 
Each of these options (separate 
accounts) charge a separate fee for the actual amount of investments in 
their eggs. The range of these fees for the management of the investment 
can range from .25% to as high as 3%.  The actual amount your account 
will be charged is based on which egg you choose.  
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How about riders such as additional death benefits?  Income? Enhanced 
value? There are many choices, think of them as bows on the basket. These 
fees can range from .5% to more than 2% depending on which rider is 
added to your basket (variable annuity) 
 
Once you get your variable annuity assembled, it can be so pretty, just like 
this Easter Basket.  But beware, unlike a beautiful and wonderful Easter 
Basket, variable annuities can be an ugly and hideously experience full of 
fees and expenses.   
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How do you protect yourself?  With information and knowledge.   
 
Remember, annuities can be a great choice or a lousy choice based on how 
they help accomplish your goals.  
 
There are several good places to search for more pros and cons about 
variable annuities, here is one:  
http://www.finra.org/investors/variable-annuities 
https://www.sec.gov/reportspubs/investor-publications/investorpubsvaranntyhtm.html 
 
 
Once the fees are added together, annual expenses could reach 4% or 
higher.  Make sure you understand the costs and the proposed benefits of a 
variable annuity before making any important decisions. 
 

Vanguard can give you a quick calculation of the expenses and fees 
associated with variable annuities.  Use it as information only:  
https://personal.vanguard.com/us/whatweoffer/annuities/costcalculator 
 
 
 

http://www.finra.org/investors/variable-annuities
https://www.sec.gov/reportspubs/investor-publications/investorpubsvaranntyhtm.html
https://personal.vanguard.com/us/whatweoffer/annuities/costcalculator
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Here is our quick reference guide to understanding variable annuities. 
 
Variable Annuity Fee Quick Reference Guide. 
Variable annuity contracts are generally more expensive than mutual funds. The richer 
the guarantees carried by a contract, the higher the corresponding costs will be. Fees are 
charged on account value. 

Deferred variable annuity contracts will generally charge: 

An administrative fee (typically from 0.10  to 0.25%). This fee covers reporting, 
generating reports, online security and account access. Administrative fees may be 
waived for accounts with initial balances of more than $1 million. 

Mortality and expense fees (typically ranging from 1.0% - 1.5%). These fees are 
used to provide insurance death benefits if the contract holder passes away and to 
compensate the insurance company for risks associated with holding the contract. 

Mortality and expense fees will vary based on how much the insurance company has 
promised to pay at the death of the owner. Simple death benefit options, such as 
promising to return the current account balance to the contract owner at death, will 
have lower mortality and expense charges (0.5 – 1.0%)  than those promising more 
sophisticated death benefits (such as a multiple of the contract premium), or elaborate 
calculations taking into consideration the highest contract value on specific contract 
anniversary dates (1.0% - 2.0%). 

Fees for any additional optional benefits. These benefits, such as guaranteed 
minimum returns or sustainable lifetime withdrawals, will add to the cost of a contract. 
While additional features vary widely by insurer, they can generally be pooled into 
“income” related features, “death” related features or “access” related features. 

Income features guarantee that a cash flow stream from the contract will continue 
uninterrupted regardless of market fluctuation. Income features vary dramatically by 
insurance companies but generally range in annual cost between 0.5 – 1.5%. Consumers 
who do not currently need withdrawals from the annuity contract should consider their 
options carefully before purchasing this type of benefit. 

Death features are generally wrapped into the mortality and expense charges of a 
contract. The simplest death benefit is a return of the initial premium paid to the 
insurance company.  More complicated features promise an elevated death benefit of 
some sort. Death provisions can be complicated and are often not needed by consumers 
using annuities as an investment and retirement tool. 

Access features, such as being able to withdraw account dollars free of any early 
withdrawal penalty in the event of a terminal illness, disability or long-term care need, 
are common in today’s annuity contracts. Access features may be standard in some 
contracts but may carry additional cost in others. 
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In addition to these fees, variable contracts will also charge direct or indirect asset 
management fees. All totaled, a deferred variable annuity will typically range in cost 
between 1.75% annually, for a contract with few bells and whistles, to over 4.00% 
annually, for a contract with income and death benefit guarantees. Understand the exact 
purpose of each fee and compare fees across insurance companies before you purchase a 
variable annuity. 

 
 

 

Here is a video about fees and expenses in variable annuities:  

 

https://www.youtube.com/watch?v=unuwdbieZ5Q 
 
 
 
 

 
 
  

https://www.youtube.com/watch?v=unuwdbieZ5Q
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Is 2017 going to be your big year?    

Are you planning to hit your first million in 
annuity production?  How about 
$3M?  Maybe you’re already at that level and 
are gunning for $10 million?  

The real question is - how are you going to 
get there?  

Super Star Chad Owen and Annuity 
Agents Academy is announcing a new 
schedule for 2017.  Chad has had back-to-
back $16 million dollar years.    

 
Dates: 
 

April 20th - 21st   
 
Email any of us for details, fantastic opportunity! 
 
 
Call Anthony Owen at 888-742-4368 for questions. 
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Questions, we get lots and lots of questions!  Ask a question and we will do 
our best to answer.  

 

Q:  Bill, I have been inundated by marketing companies tempting me to 
sell IUL as a supplemental income for my prospects.  I have also been told 
that it can generate a nontaxable income stream.  Can you please tell us 
what is going on? 

A: I have been asked this many times over the years. First let name 
clarify some important points about different life insurance products.  

Here is my rule: 

If it looks like a duck 

Walks like a duck  

Quacks like a duck 

It isn’t a cow, it is a duck. 
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These concepts are merely retreads of ideas from long ago, simply dressed 
up to disguise.  

One easy and quick way to cut through the BS is to look at their explanation 
of benefits and see what they are using for projections.  I recently saw one 
that had 13% projection of net return.  That could mean the index used 
would need to increase 15-18% year after year after year to deliver those 
numbers.   

 

Don’t be a schmuk, don’t waste your time,  

instead be smarter and be informed. 
 

Important: Current assumptions mean:   

• cost of insurance 
• cost of administration 
• estimated yield and  
• forecasted policy loan rate.  

With current assumptions, Universal Life, interest rates are too low to 
have any significant growth. With whole life, dividends continue to drop 
and there’s no flexibility. With Variable Universal Life, the expenses are 
high and there’s market risk. 

Look for what is guaranteed. The answer is always, we guarantee that there 
can never be any loss form cash value in the policy!  Strong, 
wonderful….except the fine print says that cost of insurance, fees and 
administration can be deducted from the ZERO concept.  

If you look for guarantees you won’t find them.  What you will find all over 
the place is this: projections. 

A Projection is a guess. 
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Below is an exert from a marketing company “fishing” email trying 
to interest me in selling their products as supplemental income. 

What about index universal life (IUL)? Our clients can tap into 5 key 
attributes with IUL: 

• Opportunity for meaningful growth  
• Protection from stock market losses 
• Tax-free income in retirement 
• Self-completion of their retirement plan (i.e. the death benefit) 
• Flexibility to adapt to life’s changes 

 

Sound too good to be true?  Let’s examine each claim. 

• Opportunity for meaningful growth, yes, funds available after 
expenses and fees are tied to an outside index (example: S&P 500 
stock exchange or others). Many of these contracts have very high 
caps, some 13% or no cap. The funds available for these returns are 
AFTER expense and fees.  What are the fees?  Those listed above. The 
cost of insurance is subtracted by the insurance company form a 
policy owner’s contract based on the company’s actual mortality 
expense.  Remember, as you age, the COI increases. 

• Protection from stock market losses. Yes, just like an FIA, your 
funds re not exposed to market losses…. BUT…. your policy still can 
lose value because annual COI fees and expenses are still fully 
deducted from a policy value. 

• Tax free income in retirement:  This is the same stuff that cows 
discharge after a full day of eating hay, nonsense.  The way they do 
this is by creating an annual loan against the policy which is used for 
income.  Loans against policies require interest, so there is an 
increasing debt.  The FMO will claim that the policy gain will cover 
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the interest cost and life will go on.  Remember 2008?  What 
happens in a flat or no gain market index result?  Where is the money 
coming form to pay the cost of insurance and the interest?  If there is 
a gain in the contract that had been borrowed out and the policy were 
to fail due to lack of premium, 100% of the gain is fully taxable. 

• Self-completing.  Yes, the policy stops when the insured dies.  What 
happens if the policy dies before the insurance?  Major tax 
exposure. 

• Flexibility to adapt to life’s changes.  Seriously!  What a bunch 
of marketing nonsense. 

This big marketing issue resurfaces every few years.  About 30 years ago, 
the IRS settled the argument once and for all.  It is called section 7702.  
Here is a summary: 

Section 7702 was created to limit the tax benefits given to life insurance 
policies. It did this by defining what would be considered a life insurance 
policy, and investment that didn’t fall under the insurance definition were 
not eligible for the favorable tax treatments. 

Under Section 7702, life insurance contracts had to pass one of two tests: 
the cash value accumulation test (CVAT) or the guideline premium test 
(GPT). The CVAT stipulates that the cash surrender value of the contract 
cannot exceed the net single premium required to fund future benefits. The 
net single premium is calculated using a combination of fixed interest rates, 
mortality charges, and other contract charges.  

The GPT requires that premiums paid to date do not exceed the amount of 
one-time premiums that would fund the contract. 

Here is a question to ask about the IRS calculation:  What are the 
guaranteed interest offered in a IUL?  What is the guaranteed mortality 
expenses?  

The soliciting marketer will not be able to answer and will quietly say they 
will call you back…they will lose your number. 
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Remember:  Life insurance is not an 
investment, it is insurance protection. 
 

Any agent selling these when the best possible product in the world is 
available is a ……. 

 

Marketing companies “fishing” for new agents to sell these products to be 
used as something they were not designed for are looking for Suckers …. 
Is this dramatic enough for you?  If you sell these products as a retirement 
source, you could be exposing yourself to possible future liability. 

How do you use a life policy as a retirement vehicle?  The use is based on 
need, many people need life insurance (mortgage, college expenses, family 
etc.)  

Sell permanent insurance (whole life, IUL) and when the need for 
insurance protection is diminished, you have two options for supplemental 
income: 
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• Assess the non-forfeiture option in the life contract which has 
guaranteed rates available for an annuity payout.  The insurance 
portion is dropped and you have supplemental income. 

• 1035 the cash value in the life policy to an annuity, look for a product 
that has the highest benefit for your client. 

Insurance is insurance, investment is investment. 

 

 

Q: Bill, is there a simple place to show how inflation can affect 
retirement funds? 

A: Yes, this is the one I use. 

 https://www.aier.org/cost-living-calculator?  

 

COST OF LIVING CALCULATOR 
COMPARE YEARSCOMPARE VALUES 

1 
1913  

$ 
Enter amount  100  
2 

2017  
Calculate  

 
RESULTS$ 2452.53 

https://www.aier.org/cost-living-calculator?utm_source=PANTHEON_STRIPPED&utm_medium=PANTHEON_STRIPPED&utm_content=PANTHEON_STRIPPED&utm_campaign=PANTHEON_STRIPPED&gclid=COio-fzTptECFVNufgodZ6QEbg
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Q: Bill, you have talked about bonds in the past, with interest rates 
increasing, what is happening to the bonds market. 

Q: One thing that Retire Village can do (and does) is respond quickly 
with its every 2-week drip.  The Fed increased interest rates and the next 
drip was about bonds and what is likely to happen.  Here is what went out 
to the 150,000 people in our combined database. (complete with a video 
explanation) 

 

When Interest Rates Rise, What Happens to Bonds? 
 
Investors in longer-term Treasuries could 

really be punished; just as bond prices go up 

when yields go down, the prices of bonds will 

generally drop as yields (interest rates) go 

up.1  

 

Quality bonds have a place in a portfolio, but 

many investors direct their money elsewhere 

as interest rates increase. Consequently, 

when the Federal Reserve raises interest 

rates, bonds tend to lose market value. So, 

assuming the economy stays healthy and 

appetite for risk stays strong, what happens 

to bonds and bond funds when rates begin to 

climb?  

 
The impact of rising rates can vary.  
Bonds and bond funds are different animals; some might even call them different asset 

classes.  
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In a rising interest rate environment, bond fund investors see principal values 

decline until rates level off or dip again. A diversified bond fund will reinvest interest 

payments into new bonds with higher coupons, however – meaning investors will see 

larger returns with time. 3,4  

 

Long-term bonds tend to be hit harder by higher rates. They may lose market value, but 

eventually the higher rates will result in extra income for the patient investor.  

How about short-term and intermediate-term bonds? Some analysts warn against 

purchasing short-duration Treasuries and municipal and corporate bonds, contending 

that these debt securities might be hurt the most should the pace of rate hikes quicken. 

Others disagree.  

 

Higher rates have not always imperiled the bond market. Since 1975, our 

economy has witnessed six rising interest rate environments. They lasted from two to 

five years with T-bill rates increasing between 2.3-11.9%. In those six instances, the total 

annual return for Barclays U.S. Aggregate Bond Index (the S&P 500 of the bond market) 

ranged from 2.6-11.9%, with most of the total annual returns at between 4-6%. In short, 

no disaster for a bond investor. (In 2014, the total return for the index was 5.97%.)2  

 

 

If the federal funds rate rises 3% over a period of a few 
years, a longer-term Treasury might lose as much as a 
third of its market value as a consequence.  
 
Committed bond investors may exploit short-term bonds with laddered maturity dates, 

accepting lower interest rates in exchange for a potentially smaller drop in the market 

value of these securities if rates rise. Investors after higher rates of return from short-

duration bonds may have to look to investment-grade bonds, but without AAA or AA 

ratings.  
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If interest rates rise sooner rather than later, exploiting short maturities could return 

principal back in the short term. That could provide cash which can be reinvested as 

interest rates go up. If bond owners expect pain in the coming years, they can limit 

themselves to small positions in government bonds, investment-grade corporate bonds 

and bond funds with durations of 10 years or less.  

 

Bonds still belong in the big picture. In bull markets, putting money into an 

investment returning 1.5% for 10 years may seem nonsensical. It may make more sense 

in light of the goal of portfolio diversification and the need for consistent returns. If 

interest rates rise significantly over the course of several consecutive years, owners of 

long-term bonds might find themselves losing out in terms of their portfolio’s potential. 

On the other hand, bonds have never lost half their value; stocks have.  

 

Watch the included video for more information on the risks and rewards of 

bonds. 

  

 
 

https://youtu.be/WQRh1skZp6c 

1 - investinginbonds.com/learnmore.asp?catid=3&id=57  

2 - marketwatch.com/story/how-your-bond-portfolio-can-survive-higher-rates-2015-04-23 [4/23/15]  

3 - mainstreet.com/article/how-to-invest-in-bonds-when-interest-rates-rise-in-the-future [4/20/15]  

4 - money.cnn.com/2015/04/29/retirement/bonds-investing/ [4/29/15]  
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David Townsend 

  

253-381-2328 

 

Email Me 

 

View Website  
 

New Videos: Why Life? 

  

Life insurance at its core is about love. It’s 
a financial decision and a planning 
discussion, but ultimately it’s an emotional 
conversation. You purchase life insurance 
because you love others or yourself. 
Remind yourself or your customers of this, 
and the other top reasons people choose 
life insurance, with these videos. Why Life? 
advisor video. Why Life? client video. Now’s the Time client video.  

  

http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=View+in+Browser&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fida.dmplocal.com%2Fmain%2Findex.php%3Faction%3Dviewsenthtml%26id%3D12328%26ids%3Dfe0d14faa40613b444407e3b5dd2f622dcc707d0%26viewers_email%3Dbbroich%2540msn.com
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=%5Bp%3Aphone%5D&id=12328&viewers_email=bbroich%40msn.com&dest=tel%3A253-381-2328
mailto:david@annuity.com?subject=Email%20Newsletter%20Contact%20Request
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=View+Website&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fwww.annuity.com
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Why+Life%3F+advisor+video&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fmarketingmedia.lfg.com%2Flfg%2FDOCS%2Flfd%2FemailMarketing%2F2016%2FVideo%2F5194298683001.html
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Why+Life%3F+advisor+video&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fmarketingmedia.lfg.com%2Flfg%2FDOCS%2Flfd%2FemailMarketing%2F2016%2FVideo%2F5194298683001.html
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Why+Life%3F+client+video&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fmarketingmedia.lfg.com%2Flfg%2FDOCS%2Flfd%2FemailMarketing%2F2016%2FVideo%2F5132093834001.html
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Now%26rsquo%3Bs+the+Time+client+video&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fmarketingmedia.lfg.com%2Flfg%2FDOCS%2Flfd%2FemailMarketing%2F2016%2FVideo%2F5248415723001.html
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Why+Life?+client+video&id=12328&viewers_email=bbroich@msn.com&dest=http://marketingmedia.lfg.com/lfg/DOCS/lfd/emailMarketing/2016/Video/5132093834001.html
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Check Out the Facts on Having Enough for Retirement 
Many facts and stats show that having enough money for retirement is a real challenge for a 
number of reasons. Use this retirement infographic to start conversations about how life 
insurance can help be part of the solution. And visit RetireStronger.com for more sales ideas 
and tools.  

 

  
Video: Expand Your Reach Into Business Life Insurance 
You want to help ensure your business clients have the tools they need to be 
successful. Together with the Nationwide Business Solutions Group (NBSG), 
you can make sure they do. As a leader in the business life insurance market 
for over 20 years, NBSG has the resources and support you need to start the 
business planning conversation. So whether your clients need to recruit and 
retain top talent or develop a business succession plan, NBSG can help you 
through the process. To learn more, take a look at our Business Life: Getting 
Started video. 

 

  
Economic and Financial Markets Monthly Review 
Equity markets rallied further in response to hopes of policy-induced stronger economic growth 
and increased corporate profits, with the major domestic indices rising again to new highs. 
Modest economic growth continues for now, but inflation and interest rates are climbing.  Read 
more.  

 

  
Sales Idea: A Unique Twist on Key Person Life Insurance 
Key person insurance is a common business planning strategy designed to help the business 
continue should a key employee die unexpectedly. The Stay Bonus Strategy puts a new twist 
on this common sales idea. It is designed to help ensure a family business can survive if the 
business owner dies. How? By increasing the compensation for key employees, giving them an 
incentive to stay around while the business makes its transition to the business owner’s 
children. Watch this short Stay Bonus Strategy video or read the Stay Bonus Strategy sales 
idea to learn how our new Income Advantage IUL can provide options for business owners 
who dream of leaving their family business to their children. 

 

  
Three-Step Strategy for Protecting Clients’ Income for Life 
Your clients are looking to you to help grow and protect their money. That 
takes a personal income strategy. Establishing a plan might be as easy as 1 
... 2 ... 3. Download and share with your clients this "What's Your Strategy" 
resource and help them navigate to a secure retirement. Read more.  

 

  
  
  
 

http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=this+retirement+infographic&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fretirestronger.com%2Fproducers%2F_assets%2Flivelonger%2FRetirement_Infogra_Fill.pdf
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=RetireStronger.com&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2FRetireStronger.com
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Getting+Started+video&id=12328&viewers_email=bbroich%40msn.com&dest=https%3A%2F%2Fnationwidefinancial.com%2F%3FWT.mc_id%3D%26WT.dcsvid%3D8112997%26utm_source%3DExactTarget%26utm_medium%3DEmail%26utm_campaign%3DEIP08617_EML__NBSGRegionalTeamCampaign%26utm_term%3D157479%23%21%2Fbusiness-life-getting-started
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Getting+Started+video&id=12328&viewers_email=bbroich%40msn.com&dest=https%3A%2F%2Fnationwidefinancial.com%2F%3FWT.mc_id%3D%26WT.dcsvid%3D8112997%26utm_source%3DExactTarget%26utm_medium%3DEmail%26utm_campaign%3DEIP08617_EML__NBSGRegionalTeamCampaign%26utm_term%3D157479%23%21%2Fbusiness-life-getting-started
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Read+more&id=12328&viewers_email=bbroich%40msn.com&dest=https%3A%2F%2Fs3.amazonaws.com%2Femma-assets%2Fubdcb%2F058ba748e4cfaca6d76439a7a74913f1%2FNWEcon_Monthly_Review_March_2017_NFM-11356AO.3.pdf
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Read+more&id=12328&viewers_email=bbroich%40msn.com&dest=https%3A%2F%2Fs3.amazonaws.com%2Femma-assets%2Fubdcb%2F058ba748e4cfaca6d76439a7a74913f1%2FNWEcon_Monthly_Review_March_2017_NFM-11356AO.3.pdf
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Stay+Bonus+Strategy%26nbsp%3Bvideo&id=12328&viewers_email=bbroich%40msn.com&dest=https%3A%2F%2Fwww.brainshark.com%2Fmutualofomaha%2FstayBonus
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Read+more&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fblogs.mutualofomaha.com%2Fexpress%2Ffiles%2F2016%2F03%2F82812_Stay-Bonus.pdf
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Read+more&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fblogs.mutualofomaha.com%2Fexpress%2Ffiles%2F2016%2F03%2F82812_Stay-Bonus.pdf
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Read+more&id=12328&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fwww-1011.aig.com%2Fwp-content%2Fuploads%2F2014%2F07%2FM-5004-CON.6_070914.pdf%3FelqTrackId%3D124531bd6f53405097c8d1e9e3b9b652%26elq%3D9629d856f75d4b51969aa0e49ea5ad23%26elqaid%3D2468%26elqat%3D1%26elqCampaignId%3D1861
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Getting+Started+video&id=12328&viewers_email=bbroich@msn.com&dest=https://nationwidefinancial.com/?WT.mc_id%3D%26WT.dcsvid%3D8112997%26utm_source%3DExactTarget%26utm_medium%3DEmail%26utm_campaign%3DEIP08617_EML__NBSGRegionalTeamCampaign%26utm_term%3D157479#!/business-life-getting-started
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Great American has a new product called the American Custom 10.  It 
provided payout percentage bonuses that increase the payout percentage 
for immediate-year 4 income.  

For the most part it is not competitive but I have run a few comparison 
illustrations where it beat out the Allianz Preferred 365i for immediate 
income.  

Also, North American has a new product, Benefit Solutions, similar to the 
Global Atlantic 125/150 products.  Has large LIBR bonus roll-ups but 
because the payout percentages are undeclared and very based on starting 
age and deferral period that product cannot be programed into our 
illustrator.  

Neither product has a bonus on the AV.  

I have attached some sample comparisons.  

All that being said, in almost all cases early income is best served with the 
Guggenheim products.  The guaranteed payout is slightly lower but over 
time the client can make much more income due to the increasing income 
features of the Guggenheim products.  

Thanks for the biz!    

Anthony R. Owen 

 

  

http://www.annuityagentsalliance.com/
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March 20th, 2017 
 

 

  
  
  
Every week, we send you an update with any recent, important carrier 
changes to help you prepare for your week ahead so you'll know exactly 
which carriers to be mindful of. Only those carriers that have changes are 
listed. Any interest rate adjustments, product changes and even new state 
product approvals are included with links to receive complete details. 

  

 NEW ANNUITY CARRIER UPDATE 
 

No new carrier updates. 
Please refer to ongoing carrier news (below) for the most current product/rate 
changes. 
Have a great week!  

  

  
New Section! 

WHAT YOU NEED TO KNOW THIS WEEK 
 

Conference Call | Annuity Sales Training 
Join our next conference call to learn more about First Annuity's cutting-edge 
prospecting solutions! 
  
Wednesday, March 22 | 9am Pacific, 10am Mountain, 11am Central, 12pm Eastern 
Dial In: (855) 878-4917 | PIN: 482915# 
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Open Mic 
Join this weekly conference call to learn more about industry products, sales tools 
and techniques, and insights to help you grow your business! 
Every Thursday | 9am Pacific, 10am Mountain, 11am Central, 12pm Eastern 
Dial: (800) 504-8071 | Code: 2554567# 
 
Annuity Agents Academy 
April 20th - 21st | Denver, CO 
This 2 day sales training event is designed specifically around where you are right 
now in your business. Click here to learn more. 
 

  

ONGOING ANNUITY CARRIER NEWS 
 
American Equity 
American Equity now has an MVA option on the Choice Series 6, 8 and 10 which 
slightly increases the rates.  
  
The great news is that now the par rate on the 10 year is 50% with the MVA 
option, however, it's not approved in CA, CT, DC, DE, FL, ND, NY, and SD. 
Click here for more info. 

  

     
   

 

 

 

 

 

http://r20.rs6.net/tn.jsp?f=001wFY5rNynT5TiQ9MIuQG0ubAceM1k_7_KD-FJaSZG0KNS_eRm4r6YReazUMwoGBFSRQbvhcbV7c2y4O8AJWfIDv13BOUKYocxFzw8RCSWZyBTE8DlPfAhT3AwHaQnrtfbpN_XiPlBfs2sDOl-lUPjAXZU_-o0RIuBGTFKyGh04ysfxJUMzZTADtH4T-Foesf-6B6bJPrzR7U=&c=cm08hOJj399BG3S1GzcrryBGT8q2vT7zQXXm7Ne6EOnAPosevWYrMA==&ch=ZoiCGWztICi4moNmoG14EQ-WKkpUBMg-5zHK8SErVdSiSucM9HuvHQ==
http://r20.rs6.net/tn.jsp?f=001wFY5rNynT5TiQ9MIuQG0ubAceM1k_7_KD-FJaSZG0KNS_eRm4r6YRWQBNpkKHSz9HYVeLZDJwR93ElEhgogkMZZokRhfp8WygRFcWfQ3zXsd6-k8BuH3LczRW3MiR14GnY58b_UxRYmJ40EUqDj6MuERxS2Q2G58lm-9PM5NhDOOJTpEMqkhzkNbhO-pVgSZG5HrOKx9nxuK8G5MAOpVIoU2c6evhDr9j4lOgzAsxwK9UjzSa5hiO3917i6TVCvd&c=cm08hOJj399BG3S1GzcrryBGT8q2vT7zQXXm7Ne6EOnAPosevWYrMA==&ch=ZoiCGWztICi4moNmoG14EQ-WKkpUBMg-5zHK8SErVdSiSucM9HuvHQ==
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The Short List:  Articles of interest for the working agent 

 

Plaintiffs in Texas ask fiduciary rule to be 
delayed until 5th Circuit rules on appeal  

While the Labor Department has promised a temporary enforcement 
reprieve of the fiduciary rule, that guarantee does not do enough to address 
potential confusion in the marketplace, say some industry stakeholders. The 
U.S. Chamber of Commerce, the Securities Industry Financial Markets 
Association, and a consortium of other industry trade groups that are 
appealing a decision […] The post Plaintiffs in Texas ask fiduciary rule to be 
delayed until 5th Circuit rules on appeal 
(https://www.looktowink.com/2017/03/plaintiffs-texas-ask-fiduciary-rule-
delayed-5th-circuit-rules-appeal/) appeared first on Wink 
(https://www.looktowink.com) . 

Indexed Life Sales Dip 1.3% in 4Q, Flat in 2016  

Indexed universal life (IUL) sales dipped 1.3 percent to $534.5 million in the 
fourth quarter 2016 compared to the year-ago period. The drop was due 
primarily to declines from two sellers, according to industry tracker “Wink’s 
Sales & Market Report.” IUL sales, measured by premium revenue, for 2016, 
rose to a record $1.86 billion. That […] The post Indexed Life Sales Dip 1.3% 
in 4Q, Flat in 2016 (https://www.looktowink.com/2017/03/indexed-life-
sales-dip-1-3-4q-flat-2016/) appeared first on Wink 
(https://www.looktowink.com) . 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=2134f2df06&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=2134f2df06&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=06e1cc4ec4&e=f493ae5d28
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 Comments Flood DOL on Fiduciary Rule Delay 
Comments are again pouring in to the Department of Labor arguing for and 
against its controversial fiduciary rule. As of the close of business 
Wednesday, the DOL posted 285 comments on a request to delay the rule’s 
April 10 applicability date by 60 days. President Donald J. Trump ordered 
the department to seek a delay […] The post Comments Flood DOL on 
Fiduciary Rule Delay (https://www.looktowink.com/2017/03/comments-
flood-dol-fiduciary-rule-delay/) appeared first on Wink 
(https://www.looktowink.com) . 

Proof Wall Street Is Still A Boys’ Club  

Last week a statue of a young girl was temporarily installed in New York’s 
Financial District to mark International Women’s Day. Called The Fearless 
Girl and sponsored by State Street Corp., she was depicted bravely facing off 
against the bronze bull that’s become a symbol of Wall Street. A new study 
finds that, when it […] The post Proof Wall Street Is Still A Boys’ Club 
(https://www.looktowink.com/2017/03/proof-wall-street-still-boys-club/) 
appeared first on Wink (https://www.looktowink.com) . 

Research finds double standard for misbehaving 
female advisers  

While male advisers are more than three times as likely to engage in 
misconduct than female advisers, women face much more severe 
punishments at the firm and industry level, a report finds. Click HERE to 
read the full article via InvestmentNews; registration required The post 
Research finds double standard for misbehaving female advisers 
(https://www.looktowink.com/2017/03/research-finds-double-standard-
misbehaving-female-advisers/) appeared first on Wink 
(https://www.looktowink.com) . 

Merrill Lynch may be positioning itself for more 
commission flexibility in the future  

Merrill Lynch’s announcement that it may offer commissions in retail 
retirement accounts in limited circumstances may be an indication that it is 
giving itself some flexibility in case the Department of Labor’s fiduciary rule 
is repealed, according to some observers.”If that DOL rule get rescinded 
entirely, you’ll see more than what they’re doing now happen,” […] The post 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=c364124132&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=c364124132&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=daa1356939&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=3f83d934db&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=3f83d934db&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=223238c287&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=223238c287&e=f493ae5d28
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Merrill Lynch may be positioning itself for more commission flexibility in 
the future (https://www.looktowink.com/2017/03/merrill-lynch-may-
positioning-commission-flexibility-future/) appeared first on Wink 
(https://www.looktowink.com) . 

Survey Reveals Clients Love Annuities, Hesitant 
to Buy  

Retirees and pre-retirees overwhelmingly want their financial advisors to 
present them with a palate of retirement income strategies, but few advisors 
actually do, a new survey found. Consumers also believe financial advisors 
have a responsibility and a duty to present them with financial products that 
provide guaranteed lifetime income, according to the 3rd Annual 
Guaranteed […] The post Survey Reveals Clients Love Annuities, Hesitant to 
Buy (https://www.looktowink.com/2017/03/survey-reveals-clients-love-
annuities-hesitant-buy/) appeared first on Wink 
(https://www.looktowink.com) . 

Annuity prospects may prefer general value 
message  

Older Americans with some cash to invest may respond better to general 
messages about income guarantees than to messages about funding specific 
types of post-retirement expenses. Analysts at CANNEX Financial 
Exchanges Ltd., a Toronto-based company that provides annuity and bank 
price information for financial institutions, has published data supporting 
that possibility in a summary of […] The post Annuity prospects may prefer 
general value message (https://www.looktowink.com/2017/03/annuity-
prospects-may-prefer-general-value-message/) appeared first on Wink 
(https://www.looktowink.com) . 

Merrill Reconsiders Commissions on Some 
Retirement Accounts  

With an anticipated 60-day delay to the Department of Labor’s fiduciary 
rule compliance date, Merrill Lynch appears to be altering its approach to 
commissions in retirement accounts. In a memo shared with the firm’s 
14,500-plus advisors and a conference call on Thursday, executives signaled 
that the company intends for the Thundering Herd’s retirement accounts to 
[…] The post Merrill Reconsiders Commissions on Some Retirement 

http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=2363ad1994&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=2363ad1994&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=d244df0b42&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=d244df0b42&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=ad89aa3cc4&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=ad89aa3cc4&e=f493ae5d28
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Accounts (https://www.looktowink.com/2017/03/merrill-reconsiders-
commissions-retirement-accounts/) appeared first on Wink 
(https://www.looktowink.com) . 

Voya to pay $3.1 million for disclosure violations   

Voya Financial Advisors has agreed to pay almost $3.1 million as a result of 
payments it received from its clearing broker in connection with the sales of 
mutual funds. Click HERE to view the full story via InvestmentNews; 
registration required The post Voya to pay $3.1 million for disclosure 
violations  (https://www.looktowink.com/2017/03/voya-pay-3-1-million-
disclosure-violations-%e2%80%8b/) appeared first on Wink 
(https://www.looktowink.com) . 

Six commonly asked questions about annuities 
during tax season  

It’s that time of year again: tax season. March is a great time of year to talk 
to your clients about the benefits of annuities. This is because they have 
been receiving 1099 forms in the mail over the last month — and seeing just 
how much tax they are paying on the interest in […] The post Six commonly 
asked questions about annuities during tax season 
(https://www.looktowink.com/2017/03/six-commonly-asked-questions-
annuities-tax-season/) appeared first on Wink 
(https://www.looktowink.com) . 

Delay of DOL fiduciary rule likely to extend 
beyond 60 days  

The delay of the April deadline for the Department of Labor’s fiduciary rule 
is likely to last longer than the 60 days the agency is initially seeking. Click 
HERE to read the full article via InvestmentsNews; registration required. 
The post Delay of DOL fiduciary rule likely to extend beyond 60 days 
(https://www.looktowink.com/2017/03/delay-dol-fiduciary-rule-likely-
extend-beyond-60-days/) appeared first on Wink 
(https://www.looktowink.com) . 

 

  

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=7ae299affe&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e515a82e95&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e515a82e95&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=f0db4fa6fa&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=f0db4fa6fa&e=f493ae5d28
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We Recommend: 
www.annuity.com/agenttools 
 
If you are not using this "Free" resource you are 
missing out.... did I mention it is free? 
 
There is a ton of info here, it requires no password 
and it is up to date information. 
 

 

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

http://www.annuity.com/agenttools
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Disclaimer:   
 
David Townsend and I own Annuity.com, but we have a lot of marketing 
friends, friends that you might be better off if you knew them.  Sherilyn Orr 
at Retire Village and Infofuel, Anthony Owen at Annuity Agents Alliance, 
Kevin and Allison at FinAuction, Carl, Darin, Tom and all the crew at First 
Annuity….and many more. 
 
My opinion and/or numerous sources complied by me are used in 
preparing Open MIC. 
 
I obtain information from many sources, print, internet, agent gossip and 
other media.  I always try and provide the original source or the link but my 
note taking habitually is lacking.   
 
Much of the content on Open MIC is written by me and is my personal 
opinion.  You should never consider that I am an 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 probably know more than the average agent when it comes to marketing 
annuities and am fully licensed as an insurance salesman. I sell state 
approved annuity products provided by licensed insurance companies. 
I am also NOT an economist by license, only by hobby.  If you decide to 
make decisions based on my particular view of the world, you should have 
the information verified by licensed professionals or get your head 
examined. 
 
Open MIC is and was created for the entertainment of our agents, family, 
friends, guests, industry spies and me.  Be careful with the information 
contained in Open MIC and always get advice from licensed professionals. 
You never know, sometimes I might make something up….so always verify! 
Also, the information I create myself and 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.  
 
Although we may promote and/or recommend the services offered by third 
party vendors, agents are ultimately responsible for the use of any material 
or services and agree to comply with the compliance requirements of their 
broker/dealer or registered investment advisor, (if applicable), and the 
insurance carriers they represent. 

More Legal Stuff...  
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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 Open MIC notes 
does NOT constitute a recommendation of the products or services 
mentioned or advertised within those articles.   

Did you know that since 2000, Boise State is 103-6 at home? In the past 10 
years, Boise State is the winningest football team in division 1.  137 wins. 

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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“Beloved” 
  

 


	Q:  Bill, I have been inundated by marketing companies tempting me to sell IUL as a supplemental income for my prospects.  I have also been told that it can generate a nontaxable income stream.  Can you please tell us what is going on?
	A: I have been asked this many times over the years. First let name clarify some important points about different life insurance products.
	Here is my rule:
	If it looks like a duck
	Walks like a duck
	Quacks like a duck
	It isn’t a cow, it is a duck.
	These concepts are merely retreads of ideas from long ago, simply dressed up to disguise.
	One easy and quick way to cut through the BS is to look at their explanation of benefits and see what they are using for projections.  I recently saw one that had 13% projection of net return.  That could mean the index used would need to increase 15-...
	Don’t be a schmuk, don’t waste your time,
	instead be smarter and be informed.
	Important: Current assumptions mean:
	 cost of insurance
	 cost of administration
	 estimated yield and
	 forecasted policy loan rate.
	Sound too good to be true?  Let’s examine each claim.
	Cost of Living Calculator

	When Interest Rates Rise, What Happens to Bonds?
	The impact of rising rates can vary.
	If the federal funds rate rises 3% over a period of a few years, a longer-term Treasury might lose as much as a third of its market value as a consequence.




