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“Our brand can be your brand” 

 

A crew member sent this to me….BB 
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Open MIC is sharing; Welcome! 

ABM: Always Be Marketing  

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

Thank you for joining us on Open MIC 
 

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

------------------------------------------------------- 
Editorial:  
 
I have had the information below regarding beneficiaries on Open MIC 
notes the past 2 weeks but since we ran out of time, here it is.   
 
It seems a little ironic what happened this past week, a long term (20 year) 
client passed away on Friday.  He was a terrific guy, as was his wife (she 
died in 2008). I remember well the day they became clients, they came into 
my office to sign the paperwork and she also brought in an additional IRA 
with VALIC (they were both teachers) and said that they both trusted me 
and I might as well have all their business. It turned out to be the start of a 
great friendship. 
 
Ben and Doris (made the names up) were very generous people, with their 
time and with their money.  They left behind a generous estate for their kids 
and for a local Olympia charity, a charity they worked for and believed in. 
 
The odd thing about all of this has to do with the beneficiaries, Ben died in 
his sleep early Thursday morning, and his kids notified us Thursday 
afternoon and asked:  “How long before we can get the money?” 
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I am sure it was just a question regarding timing and not one of greed, but I 
have noticed every time I handle a claim, that question always seems to be 
asked. 
 
I am sure many of you have had similar situations; the best laid plans, so to 
speak.  Naming the beneficiary is not our responsibility, but making sure it 
is accurate and up to date is.  An error made in haste or an error just made 
can have devastating results, agent errors are also a door for civil litigation, 
which means getting sued.   
 
I will also be processing the death claim for the charity; it might get 
interesting how the kids will react to the charity receiving so much money.  
It was Ben and Doris’s desire and the charity is the named beneficiary, so 
the die is cast….so to speak. 
 
BB 
 
 
 
 
 

 

 

Beneficiary Advice 

As we all know, the proceeds of an annuity can be paid to a named 
beneficiary without delay or probate expense.  Responsibilities in the 
paperwork the owner signed in naming the beneficiary can have an impact 
on you as a professional. Here are a few tips. 
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Naming only a primary beneficiary.  Be sure and ask about 
naming a secondary beneficiary, our products are long term and people’s 
lives change.  By omitting a named secondary beneficiary, the funds might 
need to face a probate issue.   

Will.  Numerous situations have occurred where people thought their will 
overrode the beneficiary.  Almost entirely this is not true, the beneficiary is 
paid via directly without regard to the will……unless….the beneficiary is 
“the estate as directed by the will”      

Community property states. If the beneficiary is someone 
other than the spouse, the company may require a release by the 
spouse waiving rights to the annuity.   

Naming a minor child as a beneficiary.  Most companies will 
not pay the annuity value to a minor, which could mean delays and the 
need for a trust to manage the funds.   

Social Security numbers. Before proceeds are paid to a 
beneficiary, social security numbers need to be obtained.  It is far 
easier to do so at the time a beneficiary form is completed.   
Handling this small detail in advance will save time and expedite 
the claim.  

 
Of Interest 
 

Since we are speaking of beneficiaries, I had this question this 
week….BB 

 

Q: If an annuitant dies before his or her deferred annuity 

matures or is annuitized, is the amount payable at the annuitant’s 
death subject to income tax? 
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A: Yes, to the extent there are any gains. 

An annuity contract generally provides that if the annuitant dies before the annuity 
starting date, the beneficiary will be paid, as a death benefit, the greater of the amount 
of premiums paid or the accumulated value of the contract (although some contracts 
may provide additional “enhanced” death benefits as well). 

The gain, if any, is taxable as ordinary income to the beneficiary, and is measured 
by subtracting: 

(1) investment in the contract (reduced by aggregate dividends and any other amounts 
that have been received under the contract that were excludable from gross income) 
from 

(2) the death benefit, including any enhancements. The gains are taxable when 
received, and are taxable to the beneficiary that receives the payments (not 
the decedent). Thus, annuities do not receive a step-up in basis at death (except for 
certain pre-October 21 1979 grandfathered annuities). 

The death benefit under an annuity contract does not qualify for tax exemption under 
IRC Section 101(a) as life insurance proceeds payable by reason of the insured’s 
death. Instead, death benefits paid on the death of the owner or the annuitant is 
income-in-respect-of-a-decedent (“IRD”) to the extent that the death benefit amount 
exceeds the basis in the annuity contract; as a result, the beneficiary may be 
eligible for a special income tax deduction for any Federal estate taxes paid that were 
attributable to the IRD.  The IRS has ruled that an assignment of an annuity from a 
decedent’s estate to a charity will not cause the estate or its beneficiaries to be taxed on 
the proceeds of the annuity.  

 
In the case of a deferred annuity that provides the beneficiary with the option to take the 
death benefit as a lump sum, the beneficiary will not be taxed on the gain in the year of 
death if he or she elects “within 60 days after the day of which such lump sum first 
became payable” to apply the death benefit under a life income or installment 
option. The periodic payments then will be taxable to the beneficiary under the regular 
annuity rules. The exclusion ratio for the contract will be based on the decedent’s 
investment in the contract and the beneficiary’s expected return. 
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Record sales of annuities may reflect larger retirement 
savings trend 

 

This is spectacular: 

As of 2011, 42.5 million Americans were retired and pre-retirees 
(age 55 and older) numbered 33 million.  By 2025, 64 million 
Americans will be retired, with Gen X and Gen Y following 
close behind assuring that retirement and the pursuit of an 
income in retirement is a long-term trend.  

http://www.lifehealthpro.com/2015/03/11/record-sales-of-annuities-may-reflect-

larger-retir?  

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

http://annuityoutlookmagazine.com/2015/03/big-victory-president-obama-signs-narab-ii-into-law/ 

President Obama Signs “NARAB II” into Law 
Essentially, membership in NARAB would become the equivalent to a non-resident 

insurance producer license.  However, while NARAB would simplify the licensing 

process for multi-state producers, states would retain their jurisdiction over producer 

discipline and supervision, as well as the regulation of the marketplace in their 

respective state.  NARAB will not be part of any federal agency, nor will it receive any 

federal funding. 

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

ZERO  agents last week, don’t you need help?  

 
We can help:  
Need help on case prep?  Have questions about mutual funds, stocks, 

bonds?  Need help fact finding? We can help you put you case together. 

Sometime just a little adjustment is all you need; sometimes just knowing 

where to find specific information is all you need.  We can help! 

Call or email me.  360 701-6209……bbroich@msn.com  

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e272684a25&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=e272684a25&e=f493ae5d28
http://www.lifehealthpro.com/2015/03/11/record-sales-of-annuities-may-reflect-larger-retir
http://www.lifehealthpro.com/2015/03/11/record-sales-of-annuities-may-reflect-larger-retir
http://annuityoutlookmagazine.com/2015/03/big-victory-president-obama-signs-narab-ii-into-law/
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Sales and Marketing Topic:   

Recently, I had a call from an agent who was in the process of 

selling a Medicaid Qualified annuity.  He called because he 

had a question about naming a beneficiary.  I stopped him and 

had him get an attorney involved immediately.  Had he proceeded 

he could have been guilty of practicing law and been liable for civil 

action.  Below are basics about LTC and Medicaid planning….BB 

Disclaimer:  Unless you are licensed and authorized to provide legal advice I 

would caution you against talking about this topic other than “options” are available.  In 

many states the use of annuities is allowed for the spend down of assets to qualify for 

Medicaid.  I have used annuities numerous to accomplish this goal but NEVER without 

specific and direct instructions from a licensed attorney.  Use great caution, if you have a 

situation where an annuity could benefit someone facing this issue, please refer them to 

an attorney qualified to discuss this issue.  Then proceed as instructed by the attorney.  

This topic can have many gray areas. 
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Most likely you have received information about Medicaid qualification from family, 
friends, nursing homes, annuity peddlers or others. Usually, this information is well 
intentioned, but that is only partly true. Medicaid laws are complex and confusing. I do 
not recommend that you try to plan for Medicaid by yourself. One mistake may cost you 
thousands or tens of thousands of dollars and, it may result in months of Medicaid 
ineligibility. It is important to get good legal counsel from a knowledgeable legal 
specialist. 

Regularly I get questions about protecting assets and qualifying for Medicaid to pay for 
nursing home care. There are many misconceptions about nursing home Medicaid 
eligibility.   

 

 

Misconception No. 1: “I don’t need Medicaid, I have Medicare.” 

The Truth: Medicare is a Federal catastrophic major medical insurance 

program primarily for hospitalization, rehabilitation and other medical care. Medicare 
does not pay for long-term nursing home custodial care.  

Medicaid is a State and Federal funded and State-run assistance program. For 
seniors, Medicaid is primarily for long-term care in Medicaid qualifying nursing homes, 
and in certain circumstances, long-term care outside of a nursing home. 

 

Misconception No. 2: “If I put my assets in joint names with my children, the 

assets will be exempt for nursing home purposes.” 

The Truth: You are considered the owner of any assets that you put in joint 
names with anyone, even assets that were put in joint names decades ago. Certain 
creations of joint assets may result in divestments, disqualifying you from receiving 
Medicaid benefits for a period of time. 

 

Misconception No. 3: “If I give assets away, I have to wait 60 months to 

qualify for Medicaid.” 

The Truth: The Department of Human Services looks back 60 months for transfers 

that are “divestments.” If your transfer is not a divestment, it is ignored, even if it is 
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made the day before you apply for Medicaid, and even if it is tens of thousands of 
dollars. 

To determine the number of months your divestment disqualifies you for Medicaid 
benefits after your Medicaid application is approved, you divide the amount of the 

divestment by the penalty divisor, which is $8,084 in 2015. For example, a 
$20,000 gift divestment will disqualify you from receiving Medicaid benefits for about 
2.5 months after your application is approved. 

 

Misconception No. 4: “I can give away $14,000 per person per year 
without any penalty.” 

The Truth: This is a Federal gift tax limitation. It has nothing to do with 
Medicaid eligibility. Medicaid gifting rules are completely different. All gifts that are 
divestments, no matter what amount, will create a penalty. 

 

Misconception No. 5: “If my spouse or I go into a nursing home, the State 

will take my assets away.” 

The Truth: The State takes nothing. Medicaid simply will not pay anything until you 

“spend down” all of your available or “countable” assets. If you are single or your 
spouse is also in a nursing home, you would have to spend down to $2,000 or less in 
cash or other countable assets. If your spouse lives at home, he or she can also keep at 
least $23,844 in 2015 or if greater, one-half of the countable assets up to $119,220, and 
also an income allowance of at least $1,966 per month. 

Annuity Rule in 29 states: One way to qualify for Medicaid is to convert 

countable assets into certain exempt assets or income. Also, after your death, a 
properly titled asset would also avoid probate and not be an available asset under the 

State’s Medicaid estate recovery program to pay back the State for Medicaid 
benefits paid. 

 

Misconception No. 6: “If my spouse or I go into a nursing home, I will lose 

my home.” 

The Truth: During your lifetime, your home is an exempt asset if it is owned 
correctly. It can stay an exempt asset during your entire nursing home stay. The home 
must be used and titled properly. A home that is not titled or used properly is not 
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exempt and is available for nursing home expenses. There are other exempt assets in 
addition to the home and include one automobile, certain pre-paid funeral 
arrangements and certain life insurance policies. After your death, a properly-titled 
home would also avoid probate and not be an available asset under the State’s Medicaid 
estate recovery program to pay back the State for Medicaid benefits paid. 

 

Misconception No. 7: “I have protected my assets by purchasing a 

‘Medicaid friendly’ annuity.” (see disclaimer above) 

The Truth: Annuities were once popular and effective Medicaid pre-planning tools. 
However, changes in both Federal and State Medicaid laws have dramatically limited 
their usefulness in pre-planning and qualifying for Medicaid. Most annuities that are 
currently marketed as Medicaid friendly annuities are just regular deferred annuities, 
which are convertible when needed into monthly Medicaid qualifying payments over 

your lifetime. Since the payments are considered income, they are not 
considered countable assets but an income stream for Medicaid purposes. 

  

Misconception No. 8: “There is a small chance that I will end up in a nursing 
home anyway.” 

The Truth: According to studies reported in the New England Journal of Medicine, 

43% of 65-year-old persons will spend time in a nursing home at some point during 
their lifetimes. Of those entering a nursing home, 55% will spend more than one year in 
the nursing home and 21% will stay more than five years. So if you are a senior, you have 
about an one-in-four chance of spending one year or more in a nursing home. 

 

Misconception No. 9: “If Medicaid will cover my nursing home expenses, I 
do not need long-term care insurance.” 

The Truth: Many people benefit from long-term care insurance. Most of the time, 
Medicaid only covers long-term care expenses in certain nursing homes. Most recent 
long-term care insurance policies are much more flexible and will pay for assistance 
expenses while you are in your home, an adult foster care home, an assisted living 
facility or a nursing home. 
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Misconception No. 10: “If I am already in a nursing home, it is too late to 
protect my assets.” 

The Truth: You can protect assets no matter how long you have been in a nursing 
home. Options exist almost anytime, the important thing is to be informed and work 

with a qualified attorney.  If you or your spouse are in a nursing home and the other 
lives at home, usually you can protect almost all of your assets for the stay-at-home 
spouse. If you are not married and in a nursing home, or both you and your spouse are 
in a nursing home, in many cases you can still protect a substantial portion of your 
assets. 

Medicaid and asset protection planning is not for do-it-yourselfers. Often this results 
Medicaid ineligibility for many months and additional costs and expenses. Do not 
attempt to do this on your own. Consult with a knowledgeable elder law specialist, who 
can advise you properly. 

 

Here is a good site for basic but accurate information:  
www.elderlawanswers.com  

 

 

 

 

 

Here is a recent blog I posted on ACOM.  Sort of a fun twist on 
using annuities, while keeping options open.  The idea being there 
are so many different options to putting together case prep….BB 

 

 

 

http://www.elderlawanswers.com/
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Insuring Your Risk at Retirement 
  

By Bill Broich 

We insure just about everything don’t we, our homes, cars, we even use trip insurance to 

protect our vacations.  So why not insure our retirement plan?  It is much easier than 

you think (and much less expensive than you think). 

Let’s start with our favorite product, annuities.  Why annuities?  Simple, the risk is 

outsourced to a third party, the insurance company.  If we live too long, tough luck for 

them, they keep paying.  If we die too soon, tough luck for them, our heirs get the 

unused balance. Most folks forget about the key part of retirement planning, living too 

long, dealing with mortality risks. No one knows how long they will live; it is only a 

guess, a real crap shoot. Relying on guessing is not a good idea, why?  Because a huge 

part of the time we are wrong, because it is just that, a guess.  

By using an annuity, the problem isn’t yours anymore; it belongs to the professionals 

who run the company.  They have plenty of reserves and if they are just a little wrong, 

actuarially, they have it covered.  Covered by the reserves demanded by regulators to 

make sure they are right.  Whatever time period you chose, they have you covered.  So 

what is in it for the insurance company?  Remember, they think only one way, long 

term.  If they get to hold your money for a long time, they are happy.  
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So on top of all the guarantees associated with annuities, why even bother with insuring 

the risk?  Simple, future options are more under your control, control that can become 

very important to your future and your family’s future. Here is the first question to ask 

yourself, who is issuing the annuity to you?  Yes, very good, it is a life insurance 

company.  The life insurance company also sells another product, life insurance.  You 

can use their policy to insure your retirement risk, to further protect your future options. 

Instead of thinking of lifetime income think of it as two lifetimes, one which lasts 10 

years and one which lasts until your last breath.  Doing so makes everything so simple. 

As an example, let’s assume I have $300,000 set aside for retirement and let’s say I am 

now 65.  If I buy a lifetime income annuity now, I will receive about $16,000 a year for 

my lifetime.  But, if I buy a 10 year payout for the $16,000 I would only need to spend 

about ½ of my money ($150,000).  I could then send the other $150,000 ahead for 10 

years. 

Based on a guaranteed return of 6% (yes that is accurate) I would then have $268.627 in 

my account, a fully guaranteed amount.  Now fast forward 10 years and I am no longer 

65, I am 75.  Now my life expectancy is much shorter and if I used the funds to replace 

the 10 year income I initially selected, my income would not be $16,000 a year but 

would now be $24,500 a year (income rider).  

I have given myself a huge raise, which I will need since inflation would have reduced 

my purchasing power in 10 years. 

But what about insuring he risk, what happens if I were to die, what would my spouse 

receive? First of all, she would get the balance owed on the original 10 year time period 

(the $16,000 a year) plus she would inherit the funds in the money I sent ahead (the 

original $150,000).  She could then assess the account at any time she wished without 

any fees, charges or expenses.  She could wait until the end of the 10 year period and 

give herself a raise; her options are fully and completely open to her.  

Or, I could also do this, I could buy a 10 year term life insurance policy made payable to 

her.  I could remix my money and take a little more now and send just a little less ahead.  

I would use the extra money to buy a life policy (not whole life but term).  To insure me 

at 65 for $150,000 worth of insurance benefit (I am in average health) is about $150 a 

month in premiums (varies between companies and health issues).  If I die, my wife gets 

all the money in the annuities plus the life policy which is paid tax free.  I give up a small 

amount of funds available to me in 10 years and instead use the money to buy the “risk”. 
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If I don’t die (yeah) I would still have enough money in the annuity I sent ahead and life 

would roll on. 

Sound too good to be true?  In fact it is true and these tools and the benefits they 

provide can be available to you.  There are lots of ways to look at retirement planning, 

for me the lack of risk is the only thing I have any interest in, NO RISK.   

Take a look at this simple and yet proven method of managing your important 

retirement dollars. 

 

Agent Share: 

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

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

 

A call recently from an agent regarding gifting rules and limits. 

Q: How much can my client give away each year without tax 

exposure?  

 

A: The IRS has set the annual gift tax exclusion at $14,000 this year. 

What this means is that you can gift up to $14,000 each to as many 
individuals as you like in 2015 without having to pay any gift taxes.  
 
A married couple may gift up to $28,000 each to an unlimited number of 
individuals tax-free this year – this is known as a “split gift”. Gifts may be 
made in cash, stock, collectibles, real estate – just about any form of 
property with value, as long as you cede ownership and control of it.  

 
  

Q: Is the gift being received taxable? 
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A: No, no tax to either party, person who gifts files tax form (generally) 

 

 

Q: If the person gifting gives more than the allowed amount, is it then 

taxable to the person receiving it? 

 

A: No, the tax liability rests with the person gifting, with one exception.  

Any tax basis on an asset such as real estate, stocks etc. then becomes the 
tax basis of the person receiving it.  As an example, if a house that costs 
$50,000 is gifted and now has a value of $100,000, the person receiving it 
would be liable for any taxable gain when the asset is liquidated.  
 
Q: How are amounts over the $14,000 annual exclusion handled?  

 

A: The excess amounts count against the $5.43 million lifetime gift tax 

exemption (which is periodically adjusted upward in response to inflation). 
While you have to file a gift tax return if you make a gift larger than 
$14,000 in 2015, you owe no gift tax until your total gifts exceed the 
lifetime exemption.  

 
  

Q: “What happens if someone goes over their lifetime exemption?” 

($5.43 million) 
 

A: If that occurs, then you will pay a 40% gift tax on gifts above the 

$5.43 million lifetime exemption amount. One exception, though: all gifts 
that you make to your spouse are tax-free provided he or she is a U.S. 
citizen. This is known as the marital deduction.  
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 Disclosure, I am not and you should not provide advice about 

tax matters unless you are licensed and authorized to do so.  I am providing 
these answers only as basic information from an amateur.  Please read my 
disclosure at the bottom of Open MIC Notes. 
     
  

 

 

How is income from an 
income rider taxed? 
Crew share and question from Toby Skinner 

Regarding income riders.  A great deal of discussion and written material is 
directed to the benefit to have income for life.  I have never heard in discussions 
or read in brochures that the receipt of income from annuities is 100% taxable 
as ordinary income.  Avoiding a discussion of the tax ramifications on future 
income with clients is to not provide full disclosure.    
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Here is how it works, income from an income rider paying for 
life:  

1. When funds are removed via the income rider, it is 
considered a withdrawal until the funds reach the original 
basis. The funds above the basis are 100% taxable as 
ordinary income. 

2. Once the original basis is reached, the funds continue in a 
payout but are 100% non-taxable until the basis is used up. 

3. The annuitant is still alive but when the basis has been paid 
back, the insurance company continues to pay until death, 
from their own funds, that payment is 100% taxable. 

 

Several weeks ago in the notes you briefly wrote about seven-year cycles.  This is 
a very important subject and these cycles date back hundreds of years.  Economic 
cycles have had a great effect on world economies and personal finances.  The 
dates and percentage stock market declines noted below are from the book, The 
Mystery of the Shemitah” by Jonathan Cahn. 

5 market crashes since 1974 (40 years):  

First: Jan. 11, 1973, the S&P peaked at 120.  Oct. 3, 1974, closed at 62, a loss of 
48%.  

Approximately seven years later: 

Second: Nov. 28, 1980, the S&P 500 peaked at 140.  Aug. 12, 1982, closed at 102, 
a loss of 27%. 

 Approximately seven years later:  

Third: End of Aug. 1987, the S&P 500 peaked at 336.  Dec. 4, 1987, closed at 224, 
a loss of33%.  
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Approximately 13 years later: 

 Fourth: Mar. 24, 2000, the S&P 500 peaked at 1,527.  Oct. 9, 2002, closed at +/- 
778, a loss of 49%.  

Approximately seven years later:  

Fifth: Oct. 9, 2007, the S&P 500 peaked at 5,565.  Mar. 9, 2009, closed at 676, a 
loss of 56%.  

Approximately six to seven years later:   2015, 2016    

Important: We are not trying to pin-point the next market crash.  That cannot be 
done.  We all have heard, “Those who ignore the past are sure to repeat it.”  This 
information will assist us to make important, if not timely, decisions about the 
protection and preservation of our personal finances.  

It would be foolish to expect the next market crash to be an average of the past 
five.  But for a moment let’s be foolish.  The average of the past five declines is 
42%.   Would you not agree that cycles in nature are very normal?  History dating 
back hundreds of years and specifically in the past 40 years have revealed a 
pattern but the economic and personal financial effects were devastating.  Like 
earthquakes, we expect them but tend to ignore them until without notice they 
naturally occur.  Then we must deal with the damage.    

My money says I’m willing to forgo the ARR difference of 4.88% and 4.09% and 
7.23% and 5.53% to know that I will come through any economic or financial 
tragedy SAFELY!  

Toby Skinner 
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Big Truck Partners 

 

 

 

BTW, just to emphasize, this is a really powerful handout to use in your 
Safe Money Kit.  It is a very common mistake that agents make to assume 
their clients understand the risks of running out of money.  This handout 
requires the client to come face to face with statistics but remember, 
ALWAYS SELL WITH EMOTION NOT NUMBERS. 
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You have to analogize the presentation of facts. 

  

For example, “Mr. & Mrs. Jones, if someone promised to give you 
$100,000 for running a red light but you knew for certain that 
you both of you had a guaranteed 50% chance of dying would you 
do it?”  

Without pontificating anything on the attached handout you just explained 
a 65 year old couple’s chance of living to age 94 and sold them emotionally.  

“So Mr. & Mrs. Jones, you are both 65 and in good health but you 
just told me you only expect to live to ages 85 and your brokers 
plan should allow your money to last that long.  If you’re not 
willing to gamble with your life and money at a stop light, why 
would you gamble with your retirement and the chance of living 
longer than your money?” 

 
Wait for the answer and close.  Remember, you need to close on every 
answered question.  This is key to getting the client to make a quicker 
decision.  Closing does not happen at the end, it happens at every 
opportunity to close.  

“I’ll tell you what Mr. & Mrs. Jones, how about if I give you some 
police escorts that will provide your retirement the guaranteed 
safety and security your retirement deserves?  I’m going to have 
that intersection blocked off so no matter what happens in your 
life, no matter if all your lights are green or red, you will know 
for certain that you can cross any intersection without fear 
knowing that your money will be waiting for you.  Can we agree 
that you should have a retirement plan that guarantees you will 
not outlive your money?”  

I have not even done the fact finder yet and my client is already in the 
process of buying.  Sell with an emotional story and close every chance you 
get! 
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---------------------------------------------- 

Two Returns on Your Investment: 

1.      Return on your money 

2.      Return on your life 

  Anthony Owen (tony@annuityagentsalliance.com)   

  

The next time a broker says FIA’s are bad ask them if they think Morgan 
Stanly is bad.  No? Well why are they selling FIA’s.  

http://www.morganstanley.com/wealth/investmentsolutions/pdfs/deferre
dindexedannuities.pdf 

  

I will have the Safe Money Kit updated by tomorrow with a bunch of new 
articles.  Send me any articles you want reviewed for posting.  

Thanks for the biz, 

 Anthony R. Owen 

 

 

 

http://www.morganstanley.com/wealth/investmentsolutions/pdfs/deferredindexedannuities.pdf
http://www.morganstanley.com/wealth/investmentsolutions/pdfs/deferredindexedannuities.pdf
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Product Information: 

 
 

 

 

 

 

 

 

 

 

 

https://snt146.mail.live.com/ol/
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David Townsend 

Subject: Weekly Summary of Major Carrier News 

 

  
 

A video on conducting client reviews, a 
sales idea for your clients with student loan 
debt and more in the current edition of The 
Weekly Reporter!  
 
Phone: 253-381-2328 

 

 

View in Browser  

 

Week of March 23, 2015 
 

 

  

 
 

 

 

Marketing Concepts 
 

 

 

Student Loan Forgiveness and Life Insurance 

Nearly two-thirds of students graduate from college with debt. Help graduates prepare for their future and pay 
off student loans. Combining student loan repayment programs and the benefits of a life insurance policy can 
help meet your clients’ current and long-term financial needs. Click the following link to learn about a strategy 
that can help your clients pay off their loans and secure their futures. 

 

  
 

 

Watch and Learn How to Conduct a Client 
Review 
 
 
 
 

 

http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=View+in+Browser&id=237&viewers_email=bbroich%40msn.com&dest=http%3A%2F%2Fwww4.dmpemail1.com/ida%2Fmain%2Findex.php%3Faction%3Dviewsenthtml%26id%3D237%26ids%3D0fdcd57b8c92c1c4f778d870413e35a94b380321%26viewers_email%3Dbbroich%2540msn.com
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=MNLife_Student_Loans&id=237&viewers_email=bbroich@msn.com&dest=http://imagelibrary.securian.com/individual/pdfs/F81071-1.pdf?
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Basic, information…..very good solid 
information 
 
 
 
Watch this new video from North American and learn a powerful way to help build your skills, gain insightful 
tips, and put a life insurance client review practice in place today. 

 

  
 

 

Tax Preparation is Seasonless 

While the focus before April 15 is on tax preparation, it is never too early or too late to look at taxation issues 
for the current year. Learn about the layers of federal taxation that may affect your clients.  

 

  
 

 

 
 

  

Product Updates 
 

 

 

 

Business Planning Strategies Using the Guaranteed Refund Option 

Life insurance can be an important planning tool for business owners. The Guaranteed Refund Option 
rider, available at no additional cost on qualifying GUL and GUL Plus policies, provides flexible options for 
business owners who are planning for the future of their company.  

 

http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=NA_Client_Review_Vid&id=237&viewers_email=bbroich@msn.com&dest=http://app.nalife.northamericancompany.com/e/es?s%3D1232628782%26e%3D131%26elq%3D5da71ff2a3b24deab0af73c5250a5cec%26elqaid%3D166%26elqat%3D1%26elqTrackId%3Df00447b34b2445089e1b18368d1c2c74
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Allianz_TaxPreparationIsSeasonless&id=237&viewers_email=bbroich@msn.com&dest=https://www.allianzlife.com/em/amk314N_LP?responsys_message_id%3D
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LTC Rider Now Available on Business Life Insurance Products 

You and your business clients are trying to make a perfect match. You’re looking for long-lasting 
relationships with top business clients, and those clients are searching for key employees who can help 
drive the business forward. Nationwide is happy to make matches like these even easier: Two of their 
business life insurance products now feature the Nationwide Long-Term Care rider.  

 

 
 

  

  

 

Underwriting Updates 
 

 

 

New Foreign National Underwriting Program 

Accordia Life recently introduced new, revamped underwriting guidelines for foreign nationals. The new 
program applies when the owner and/or insurance are not residents of the United States, or are U.S. 
citizens who travel abroad more than 12 weeks per year.  

 

 
 

 

 
 

 

 
 

 

 

 

 

 

 

 

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

 

  

 

http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=MoO_Biz_Planning_GRO&id=237&viewers_email=bbroich@msn.com&dest=http://blogs.mutualofomaha.com/express/files/2015/03/LY28861.pdf?
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Nationwide_LTCrider_BizLifeProducts&id=237&viewers_email=bbroich@msn.com&dest=http://view.email-nationwide.com/?j%3Dff291c717363%26m%3Dfe6015707d61027c7d16%26ls%3Dfe941c717467057471%26l%3Dff6115747c%26s%3Dfe8a1c7174660d7472%26jb%3Dff961677%26ju%3Dfebf107772670775%26WT.mc_id%3DNF_Email_Life_NA_NA_NA_NA_EIP01015%26WT.dcsvid%3D8112997%26utm_source%3DExactTarget%26utm_medium%3DEmail%26utm_campaign%3DEIP01015_EML__NBSG_LTCRiderLaunc%26utm_term%3D8167%26r%3D0
http://www4.dmpemail1.com/ida/main/index.php?action=t&tag=Accordia_Foreign_National_UW&id=237&viewers_email=bbroich@msn.com&dest=https://ida-national.box.com/s/9gemhzzdew4vs7mp7h0igdxbtgei9bmu?
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March 23, 2015 
Every Monday morning, beginning today, we will be emailing you a weekly 
update with any recent, important carrier changes. So, as you prepare for your 
week, you'll know exactly which carriers to be mindful of. Only those carriers 
that have changes will be listed. Any interest rate adjustments, product 
changes and even new state product approvals will be included with links to 
receive complete details.  

As always, thank you for your business. We hope you find this weekly update 
helpful and please don't hesitate to call us for more information, 888.758.7305.  

 EquiTrust 

Now through April 30, 2015 

Interest rate special for the Certainty Select: 

5 years = 2.50% 

6 years = 2.75%." 

 F&G 

Effective April 30, 2015 

Important Bonus/Roll-up Rate changes to popular F&G Index Annuities: 

 Prosperity Elite 7, 10 and 14 will be changing their Death Benefit roll up to 
4% simple. 

 Safe Income Plus will be reducing their bonus to 5% 

 F&G Accumulator 10 and 14's income rollup will be 7% 

http://r20.rs6.net/tn.jsp?f=001Ta208Gn5dPUUvWR2fgdXnbIjx2Njsp6MtVUycBADjUyMzcVplbXyRp7BGouu1XwqyIPF7h-lFZl1kibofSrjz-RrLmA0Y_6omSDRQUN70VGdgVkC9X-c8G-dn6yFvBWyVfQkfvFFynwx4Q4VTQcFH4vpQ6nQP-hL2qLtK08IoDxcP3cyyFdoCwBos_DamYp5RVBc7tYBkAg_WeAPXEL7oMEykWzlqMxocGWOL8r8qsy61PEdxv25rSXPkmNIW-w8RjLOaZ9dUHiAU8RG0wCTZg==&c=46s58cD6vRmkw5rkTp94xz6EQg90x1Omc1hME0UmkdmqmVnFoePekA==&ch=6RtCuiDUq_WIp5v4SMq3Gqp6hZcdwWF8pVM-vFosYt15DVJEZysuaA==
http://r20.rs6.net/tn.jsp?f=001Ta208Gn5dPUUvWR2fgdXnbIjx2Njsp6MtVUycBADjUyMzcVplbXyRp7BGouu1Xwq6nZBVLIpF0XcYclGvIHX7XVnNP7_MA0GwinGPEJLW0gsuCsSA7tk_AYHMvy4SODHuOoxk2MC9Muvam08sLFMx5G4GDAlBYcGywnpaqWcqIJPytBwvOvB0fGmUaL8rm1Z_axsrPL7Yyk9eN_ecZllJPUgE5DZ69SrSa5ZEWZXwhhqhUULTKqGqlVAxvFDu4vRqNKeehOTFI08RyqpltTVokNDrCpjp2Xt7cUqEAidoo5Iz3LXkzke2e496Pt3haibIz3k2c0T3FgIkoAFMfb8pT-xWyyAHHqbNXKM0Jx7s4Z3ncHx7wCEI7M6_EU9dUYb6xXXO0KOamE-OivrIRN9PshzSyDq1MpFS1gXKGecA3UU-ixfS1WEFXd2sND6TJ1U3squQV9aGV6P4x9xL76nGDJb8Dy5hBZQ1wJ1hAwh_EErSsNrboLTg-gVzX-aT5JUldqozqwowPxMprNkFfWbc9sstmZz-W2ONF6Y_LjgFD_EIpGbyVeTvbACxbYu2kEFDxsE3JQ698uVaiLKWmWJleP0phsy4GDwbUMZbEVolIbYpNIh0TTa17QwzbBS5IK6JI0a9LO68gcEI9qVH1CAO6fUASkwXiBGADmMGS4eYAdvR4nh05X-gRunEOAWzWXcI5v0jqrznXxnceYZHxadt6FoLmu0eeAJG47CGx5XC2Nl1jfMno4rdhNtjxqTAQvHOTfX39aCAPYOu-40bOpkCYZyhpeBXKG9CWxXCh86JFaTswI7kedT8O6WN8FM4u16aEe70kpeBk9wE9QUQ-TyRg==&c=46s58cD6vRmkw5rkTp94xz6EQg90x1Omc1hME0UmkdmqmVnFoePekA==&ch=6RtCuiDUq_WIp5v4SMq3Gqp6hZcdwWF8pVM-vFosYt15DVJEZysuaA==
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Policies must be in good order and funded on or before April 29, 2015, 

to receive the current version of the product. 

North American 

Added S&P 500 Volatility Control strategy to the Performance Choice series of 
products. 

   

   

 

  

  

  

The Short List:   

 
 

Indexed annuity sales break previous record by 21% 

Forty-nine indexed annuity carriers participated in the 70th edition of Wink’s Sales & 

Market Report, representing 99.8 percent of indexed annuity production. Total fourth 

quarter sales were $11.9 billion. Fourth quarter indexed annuity sales were up 4.0 

percent when compared to the previous quarter, and up 3.5 percent when compared 

with the same period last […] The post Indexed annuity sales break previous record by 

21% (http://www.looktowink.com/2015/03/indexed-annuity-sales-break-previous-

record-21/) appeared first on Wink (http://www.looktowink.com) . 

 
FIA Complaints Rise Unexpectedly 

In 2014, there were 77 closed complaints involving FIAs, he said. 
That’s up from 46 in 2013. 

The number of closed complaints involving fixed index annuities (FIAs) rose 68 percent 

in 2014 compared with the previous year, according to a report from Index 

Compendium. That’s a decided departure from the past several years, when complaints 

had been falling, and the researcher who has been analyzing this sudden turn said he is 

mystified. […] The post FIA Complaints Rise Unexpectedly 

http://r20.rs6.net/tn.jsp?f=001Ta208Gn5dPUUvWR2fgdXnbIjx2Njsp6MtVUycBADjUyMzcVplbXyRp7BGouu1Xwq6wPGCHH9EybalI-eqH24bvqEI8vM6Iur939PIPBHXvwPTIrU7Sybcuj5xG5uA6gq_2eg9EOuL9um259xv2wNFtBy8XMLkH3xXx9j2R2wRoA2w3d4lOuai8W3M-jyP2ECpwqYF_xsgjzvc8ehxJflHbbZ2KJyhocKFdbiyMs-cB4R7Wljoq62RA==&c=46s58cD6vRmkw5rkTp94xz6EQg90x1Omc1hME0UmkdmqmVnFoePekA==&ch=6RtCuiDUq_WIp5v4SMq3Gqp6hZcdwWF8pVM-vFosYt15DVJEZysuaA==
http://r20.rs6.net/tn.jsp?f=001Ta208Gn5dPUUvWR2fgdXnbIjx2Njsp6MtVUycBADjUyMzcVplbXyRp7BGouu1Xwq6wPGCHH9EybalI-eqH24bvqEI8vM6Iur939PIPBHXvwPTIrU7Sybcuj5xG5uA6gq_2eg9EOuL9um259xv2wNFtBy8XMLkH3xXx9j2R2wRoA2w3d4lOuai8W3M-jyP2ECpwqYF_xsgjzvc8ehxJflHbbZ2KJyhocKFdbiyMs-cB4R7Wljoq62RA==&c=46s58cD6vRmkw5rkTp94xz6EQg90x1Omc1hME0UmkdmqmVnFoePekA==&ch=6RtCuiDUq_WIp5v4SMq3Gqp6hZcdwWF8pVM-vFosYt15DVJEZysuaA==
http://looktowink.us1.list-manage2.com/track/click?u=2b587be4b630a23a191187446&id=c477077f75&e=f493ae5d28
http://www.looktowink.com/2015/03/indexed-annuity-sales-break-previous-record-21/
http://www.looktowink.com/2015/03/indexed-annuity-sales-break-previous-record-21/
http://www.looktowink.com/
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=33d2d157ab&e=f493ae5d28
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(http://www.looktowink.com/2015/03/fia-complaints-rise-unexpectedly/) appeared 

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

 

 
Big Victory: President Obama Signs “NARAB II” into 
Law 

Wide smiles and victory gestures have been shared throughout the insurance industry 

since one of the most significant legislative successes for independent producers was 

hailed earlier this year. The Terrorism Risk Insurance Act (TRIA) of 2015 – H.R. 26 – 

was signed into law by President Obama on January 12, 2015. TRIA includes the 

National […] The post Big Victory: President Obama Signs “NARAB II” into Law 

(http://www.looktowink.com/2015/03/big-victory-president-obama-signs-narab-ii-

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

 
Finra’s BrokerCheck gets a facelift 

As more investors use Finra’s BrokerCheck database, the regulator has made its first 

major change in years to make it easier for investors to find out certain background 

information about their broker. The new online layout includes all the old information 

about the broker’s registration history and any customer complaints or disclosure 

events, but also […] The post Finra’s BrokerCheck gets a facelift 

(http://www.looktowink.com/2015/03/finras-brokercheck-gets-a-facelift/) appeared 

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

 
4 ways to establish trust in social media 

The verdict is in: Social media is good for business. Countless anecdotes and case 

studies have been published showing significant branding and sales results achieved by 

professionals in industries across the board, once they begin engaging with clients and 

prospects through social networks. In fact, according to Accenture, 55 percent of 

insurance customers say they […] The post 4 ways to establish trust in social media 

(http://www.looktowink.com/2015/03/4-ways-to-establish-trust-in-social-media/) 

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

 
SEC’s Mary Jo White says agency will develop fiduciary 
rule for brokers 

http://www.looktowink.com/2015/03/fia-complaints-rise-unexpectedly/
http://www.looktowink.com/
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=dd3d024dd9&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=dd3d024dd9&e=f493ae5d28
http://www.looktowink.com/2015/03/big-victory-president-obama-signs-narab-ii-int
http://www.looktowink.com/2015/03/big-victory-president-obama-signs-narab-ii-int
http://www.looktowink.com/
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=05dd96c63c&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=c110807898&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=19b9ac8018&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=19b9ac8018&e=f493ae5d28
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Securities and Exchange Commission Chair Mary Jo White said the agency will develop 

stricter rules for brokers, wading into a battle between Wall Street and the White House, 

which says biased financial advice is costing investors billions of dollars. Ms. White’s 

remarks follow a Labor Department move to make brokers put the interests of 

retirement […] The post SEC’s Mary Jo White says agency will develop fiduciary rule for 

brokers (http://www.looktowink.com/2015/03/secs-mary-jo-white-says-agency-will-

develop-fiduciary-rule-for-brokers/) appeared first on Wink 

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

 
New York Life raises the living benefit stakes — on a 
fixed annuity 

Can the new product compete against its variable and indexed annuity cousins? Here’s 

something you don’t see every day: a fixed deferred annuity with a guaranteed lifetime 

withdrawal benefit. And it might be a good competitor against a number of existing 

variable and indexed annuities. New York Life Insurance Co.’s Clear Income acts like a 

[…] The post New York Life raises the living benefit stakes — on a fixed annuity 

(http://www.looktowink.com/2015/03/new-york-life-raises-the-living-benefit-stakes-

on-a-fixed-annuity/) appeared first on Wink (http://www.looktowink.com) . 

 
Investing in You: Strategies when a spouse dies 

Becoming widowed: It could bring some of the most important financial changes in our 

lives. How do we prepare for – or pick up the pieces after – losing a spouse? First off, 

consider a “family playbook” with names of important contacts, account and policy 

numbers, locations of the wills, and other key documents. (Details […] The post 

Investing in You: Strategies when a spouse dies 

(http://www.looktowink.com/2015/03/investing-in-you-strategies-when-a-spouse-

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

 

 
2 social networking errors to avoid 

Aren’t you afraid clients won’t need you?” A colleague asked me this question when I 

told him I was including my entire referral process in my first book No More Cold 

Calling. Yes, I was giving everything away—my content, my best ideas, a process that 

took years to perfect. Click HERE to read… The post 2 social networking errors to avoid 

(http://www.looktowink.com/2015/03/2-social-networking-errors-to-avoid/) appeared 

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

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=1f4113c986&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=1f4113c986&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=fe6651c5a1&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=55adad2f44&e=f493ae5d28


30 ABM:  Notes for the crew. 

 

 
How to sell FIAs in a low interest rate environment: 
BLOG 

We recently had a great turnout to hear Denny Southern speak in a webinar about how 

to sell fixed index annuities (FIAs) in a low interest rate environment. Denny touched on 

the history of the 10-year treasury, which drives FIA pricing and is at an all-time low 

(around 1.75 percent). While we don’t know if […] The post How to sell FIAs in a low 

interest rate environment: BLOG (http://www.looktowink.com/2015/03/how-to-sell-

fias-in-a-low-interest-rate-environment-blog/) appeared first on Wink 

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

 
Banks Scale Back The Brick And Mortar 

March 13–Big banks have been scaling back their massive branch networks in recent 

years — closing offices and designing smaller ones — as more customers have fewer 

reasons to do their banking any way but electronically. At least one industry player 

believes it won’t be long before traditional brick-and-mortar branches completely 

disappear. Think about what […] The post Banks Scale Back The Brick And Mortar 

(http://www.looktowink.com/2015/03/banks-scale-back-the-brick-and-mortar/) 

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

 
Insurance Industry-Backed Bills Advance In Oklahoma 

March 13–The Oklahoma Senate passed an insurance industry-backed bill on Thursday 

that Treasurer Ken Miller said would hinder his ability to link people to unclaimed life 

insurance benefits. Senate Bill 298 was approved by the Oklahoma Senate, 32-12, and 

was sent to the House of Representatives. “It is frustrating to see out-of-state corporate 

interests prevail […] The post Insurance Industry-Backed Bills Advance In Oklahoma 

(http://www.looktowink.com/2015/03/insurance-industry-backed-bills-advance-in-

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

 
SEC Must Prioritize Investor Protection, Consumer 
Groups Say 

WASHINGTON – Eight consumer groups are demanding that the Securities and 

Exchange Commission (SEC) prioritize its investor protection mission, including 

implementation of a uniform fiduciary standard on sale of investment products. The 

request was contained in a strong letter sent to the SEC by eight consumer groups this 

week. The letter charged that the SEC […] The post SEC Must Prioritize Investor 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=4f99e2cd84&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=4f99e2cd84&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=ca55774606&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=aefd874b58&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=872260610b&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=872260610b&e=f493ae5d28
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Protection, Consumer Groups Say (http://www.looktowink.com/2015/03/sec-must-

prioritize-investor-protection-consumer-groups-say/) appeared first on Wink 

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

 
Morningstar: 4Q VA Sales Drop 6.1% 

Fourth-quarter new sales of variable annuities (VAs) dropped 6.1 percent to $33.06 

billion from $35.2 billion in the year-ago period. Jackson National retained the top spot, 

according to data by Morningstar. The Morningstar data track sales of the top 35 VA 

sellers nationwide. Jackson National led the pack with $4.65 billion in fourth-quarter 

new sales, […] The post Morningstar: 4Q VA Sales Drop 6.1% 

(http://www.looktowink.com/2015/03/morningstar-4q-va-sales-drop-6-1/) appeared 

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

 
Consumer groups accuse SEC of ignoring investors 

The Securities and Exchange Commission is not fulfilling its duty to protect retail 

investors, particularly in how it regulates financial advisers, a number of consumer 

groups asserted in a letter to the agency. The eight-page letter dated March 10 outlines 

several areas that the groups say the SEC “can no longer afford to relegate … […] The 

post Consumer groups accuse SEC of ignoring investors 

(http://www.looktowink.com/2015/03/consumer-groups-accuse-sec-of-ignoring-

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

 
3 ways annuities help beat the interest rate blues: 
Opinion 

One question I get all the time when I talk with financial advisors is, “How do I tackle 

the low interest rate environment?” The perception is that all fixed products, including 

fixed deferred and income annuities (“fixed annuities”), are less attractive when rates 

are low. But what many advisors don’t know – and what they’re […] The post 3 ways 

annuities help beat the interest rate blues: Opinion 

(http://www.looktowink.com/2015/03/3-ways-annuities-help-beat-the-interest-rate-

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

 

Why the Motley Fool needs to be schooled on 
retirement income 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=1d4ea2380b&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=bc70ec5a2f&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=b69dd3ca86&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=b69dd3ca86&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=288591b9e9&e=f493ae5d28
http://looktowink.us1.list-manage1.com/track/click?u=2b587be4b630a23a191187446&id=288591b9e9&e=f493ae5d28
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As a Motley Fool subscriber and part-time admirer, I have to admit that I was a little 

disappointed at their recent hosing of Tony Robbin’s new book, “Money: Master the 

Game.” Robbin’s first book effort in nearly 20 years shows why we are both getting old. 

We will never be tried by a jury of […] The post Why the Motley Fool needs to be 

schooled on retirement income (http://www.looktowink.com/2015/03/why-the-

motley-fool-needs-to-be-schooled-on-retirement-income/) appeared first on Wink 

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

 
Index Product Sales Surge In 2014 

Sales of fixed index insurance products surged in 2014 with annual production reaching 

into the double-digits, according to figures just out from Wink Inc. Both product lines 

hit new records too, according to the index product research firm. For FIAs, the 2014 

sales totaled nearly $46.9 billion, surpassing the 2013 record of more than $38.6 […] 

The post Index Product Sales Surge In 2014 

(http://www.looktowink.com/2015/03/index-product-sales-surge-2014/) appeared 

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

 
No takers yet in 401(k) annuity business 

New York Life is staying out. Prudential isn’t ready to jump in, and may never be. 

MetLife’s interested but is still working things out. Click HERE to read… The post No 

takers yet in 401(k) annuity business (http://www.looktowink.com/2015/03/no-takers-

yet-in-401k-annuity-business/) appeared first on Wink (http://www.looktowink.com) . 

 
Baby Boomers Reshape The Life Insurance Industry 

America’s latest retirement wave thinks differently than previous generations. In many 

respects, the evolution of Genworth Financial’s approach to the life insurance market 

reflects the industry’s evolutionary response to how baby boomer consumers are 

thinking about aging and living longer. For many of this group, now roughly between 

the ages of 50 and 68, the […] The post Baby Boomers Reshape The Life Insurance 

Industry (http://www.looktowink.com/2015/03/baby-boomers-reshape-the-life-

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

 
How Google Compare Could Rock The Boat 

Insurance professionals looking for the next disruptor in the life, health and annuity 

business may have found a likely candidate in the form of Google Compare. That’s an 

http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=3862cdaf53&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=786540e6b5&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=8ac476514f&e=f493ae5d28
http://looktowink.us1.list-manage.com/track/click?u=2b587be4b630a23a191187446&id=10e0e4739f&e=f493ae5d28
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online auto insurance website that Google debuted in California last week. The site 

focuses only on auto insurance comparisons and operates only in California, so it may 

[…] The post How Google Compare Could Rock The Boat 

(http://www.looktowink.com/2015/03/how-google-compare-could-rock-the-boat/) 

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

 
Live Long and Prosper? Insurance Might Help 

For those heading deep into retirement with relatively stable health, “rage against the 

dying of the light” often translates into a fear of outliving their nest egg. As a relatively 

new product, longevity insurance addresses that concern, although it’s a complicated 

product full of pitfalls that need to be considered. Longevity policies, also known as […] 

The post Live Long and Prosper? Insurance Might Help 

(http://www.looktowink.com/2015/03/live-long-and-prosper-insurance-might-help/) 

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

My opinion and/or numerous sources complied by me are used in 

preparing Open MIC. 

I obtain information from many sources, print, internet, agent gossip and 
other media.  I always try and provide the original source or the link but my 
note taking habitually is lacking.   

Much of the content on Open MIC is written by me and is my personal 
opinion.  You should never consider that I am the world’s greatest authority 
or expert on anything.  Always consult professionals who are licensed to 
give correct advice regarding taxes and securities and other topics of great 
importance.   

I am an authority in lead generation and marketing annuities and am fully 
licensed as an insurance salesman. I sell state approved annuity products 
provided by licensed insurance companies. 

I am also NOT an economist by license, only by hobby.  If you decide to 
make decisions based on my particular view of the world, you should get it 
verified by licensed professionals or get your head examined. 

Open MIC is and was created for the entertainment of our agents, family, 
friends, guests, industry spies and me.  Be careful with the information 
contained in Open MIC and always get advice from licensed professionals. 
You never know, sometimes I might make something up….so always verify! 

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

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

 

More Legal Stuff...  

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

I can't accept responsibility for the profitability or legality of any published 
articles or opinions published in Open MIC. Nothing in these Open MIC 
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.  
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And, although all of the articles have been selected for their content, 
however in the interests of balanced reporting we often publish articles we 
may not agree with, the publishing of such articles within Open MIC notes 
does NOT constitute a recommendation of the products or services 
mentioned or advertised within those articles. Boise State did play in the 
Fiesta Bowl and end 12-2…another fabulous year. 

Did you know that since 2000, Boise State is 92-4 at home? 

We make no compensation for the publishing (or hosting) of Open MIC 
Notes.....in fact it costs us for the phone "call in" system...oh well... 




