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……15 Years and still rolling……. 

Open MIC is open for anyone.      

9:00: AM Pacific Thursday 800 504-8071 Code is 5556463 

 

IF YOU WOULD LIKE TO FIND OUT MORE ABOUT US 

CALL OR EMAIL 

ANTHONY OWEN 

888-74AGENT (24368) 

tony@annuityagentsalliance.com 

OR VISIT OUR WEBSITE 

 

mailto:tony@annuityagentsalliance.com
http://www.annuityagentsalliance.com
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Words of Wisdom    

$4.45 a Gallon in Calistoga, no wisdom in that 
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Good thoughts and prayers for a great friend who passed last 
week.  Mary Dickie, coincidently her birthday is today….Be well. 
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1. Open MIC will be off next week, we shall return 
May 2. 

 

2. According to Will Rogers – Will Rogers said, "The income 
tax has made more liars out of the American people than golf has. 
Even when you make a tax form out on the level, you don't know 
when it's through if you are a crook or a martyr." Will Rogers   

 

Tax Freedom Day - April 18 will be Tax Freedom Day, the day 
when Americans have worked enough to pay all of their federal and 
state taxes for 2013...that's five days later than in 2012. Americans will 
pay more than $2.76 trillion in federal taxes and $1.45 trillion in state 
taxes for 2013 -- for a total of $4.22 trillion in taxes, or 29.4% of 
income.  

 

3. GOLD and Silver run to the Bear:- Gold plunged 4% and 
fell below $1,500 per ounce for the first time since July, 2011. It 
officially entered bear market territory, down more than 20% 
from its August, 2011 high of $1,891.90.  

Silver lost nearly 5% to $26.30, and it is now 45% below its April, 
2011 high. 

4. Several nice comments about Mike Henkel’s article last 
week on   Open MIC last week regarding income riders on 
variable annuities.  I left it up again at end of Open MIC 
notes….BB 

http://fsopubs.net/t/6657080/28333429/36451/0/�


4 Open MIC Notes 

 

 

5. Good morning, 

 

Some important announcements today: 

New Call Center in Place 

Starting this morning, our new call center flow is in place. We have put in 
place software for call routing and for overflow answering. We've got 4 CSR 
personnel available to answer inbound calls and to make outbound calls.  
This is a very important step in our drive towards better quality, better 
control of the process. 

 

New Home Page: Have a look 

 

We pushed live our new Home 
Page for Annuity.com. The page 
is more conversion-focused, and is 
also more SEO-friendly. The rest of 

the site is virtually unchanged for the moment, with the exception of the 
Blog which has been re-done and linked to the home page. 

Both very exciting developments as we move this company to the next level! 

 

 

 

 

http://annuity.com/�
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-------------------------- 

Kevin Dufficy 

 a 

 

 

 

 

Keep Your Warm Leads Warm 
 

Our Drip Marketing System  
Retire Village is our comprehensive marketing & database 

system designed to help you build your pipeline, nurture your 
prospects, generate new leads, and close business. 

 
Click Here to Download Your "Lead Warmer" Kit 

 
Click Here to Order Your Scrubbed Leads  

 
We keep your Picture and Contact  

information in front or your Clients and Prospects 

Remember.....Timing is everything!  

http://r20.rs6.net/tn.jsp?e=001Qgt6tYPgxvhj1uFA7qC7yHy35ULooy3diUlhseiIbr6PceZ0U3Sey0g_kyJQdXFVD9qZl_Qx2CNiJ9hbm6Pi-mHKmJWDWEAZ4rfGUL0vV0J8GWeCK6DfHRb96DKAqhijGHhhD2Npn34=�
http://r20.rs6.net/tn.jsp?e=001Qgt6tYPgxvh-jfLpVTmSLmFulRiF7vieulj5p38cH45Xgp-WpxIQ0ir_iAtVNCWSCNIidxCuvS5DPlSXMKG4GL9u6U9N5oI59fCTnvzMjSCNqqmj9E2xAmHOAKYIicP5RAgyNvjVfSt_qoxJGQeLF4oLEYNQxsWyj2oDpnkjNiM=�
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Who are your clients and prospects going to think of  
when they are ready to make a move 

Generate Leads and Sales with Our  
Spaced Repetition Drip System  

 
If you don’t have time to do it yourself.... 

 
Outsource It to the Annuity/Life specialists! 

a 

RetireVillage.com 

& 

Annuity.com 
 

Good old Spaced Repetition Works! 
 

When you don't have time to manage a drip program to keep your image in 
front of your warm target market twice per month........ 

Outsource! 
 

We will greatly extend the life of your leads with RetireVillage.com. Your 
clients and prospects are sent 

a bi-monthly newsletter from you with your picture on it.  
When the Timing is Right for them to buy,  

Who will they call?......You! 
 

We do it all for you! 
 

In our world, you will only be remembered for two 
things: the information you share, and how you make 

someone feel. 
Joe Rych joe@annuity.com or 800-814-5378  

 
And.....If that weren't enough..... 

 
I made this mistake. I placed more emphasis and put more time into attracting new clients 
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than in doting on my existing clients and prospects. Then I saw the research: 
"Frequent contact with customers, or "relationship management," is important in building a 
successful business. The payback is clear: Retaining current customers costs five to seven 

times less than finding new ones. Studies show that over a lifetime, loyal customers purchase 
more, cost less to sell to, and will refer five other people to a business." 

- TICKER Magazine 
 

"Your clients can go to anyone to purchase generic investment products, but if you fill the 
role of trusted adviser, they are unlikely to do so. Accordingly, you have to strive continually 

to enhance your relationships with your clients." 
- Financial Planning Magazine 

 
"...the most satisfied [affluent clients] averaged 28 contacts (in person, by telephone, by mail 
and by email) with their advisors in a one-year period. Very dissatisfied affluent investors, 

on the other hand, averaged only 17 contacts over the same period." 
- CEG Worldwide study of affluent investors 

 
"In our study of affluent investors...almost half of the respondents said they had changed 
primary advisors in the last year...without exception, investors who had switched had less 

regular contact with their primary advisors than those who had not switched." 
- Registered Rep Magazine 

 
"...nearly nine out of 10 advisers (89.7%) earning at least $100,000 say that maintaining 

client communications is a significant concern to them....less than half of the advisers who 
are earning less than $100,000 think client communications is important." 

- CEG Worldwide study of affluent investors 
 

"You need lots of contacts with clients-between two and three contacts every month with 
every client...To accomplish it, you'll want to create a system in which contacts are 

predetermined and easily replicated between clients." 
- Financial Planning Magazine 

 
I realized that the large producers ARE the large producers because they emphasize their 

contact with existing clients and prospects. Rather than use lead services and spend time and 
money hunting for new people, they leverage their existing relationships and they get 

 
Joe Rych  

 
 

 

----------------------------------  
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FYI 
REAL 
YIELD 2/28 RATE 1 YR AGO 5 YRS 

AGO 
10 YRS 
AGO 

10 YR 
TIPS  .11%  .64% 1.13% 2.09% 

 

Treasury Inflation-Protected Securities 
(TIPS) 
Treasury Inflation-Protected Securities, or TIPS, provide protection against inflation. 
The principal of a TIPS increases with inflation and decreases with deflation, as 
measured by the Consumer Price Index. When a TIPS matures, you are paid the 
adjusted principal or original principal, whichever is greater.  

TIPS pay interest twice a year, at a fixed rate. The rate is applied to the adjusted 
principal; so, like the principal, interest payments rise with inflation and fall with 
deflation. 

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

ING USA rebrands 

 

 

 http://www.voya.com/ 

http://www.voya.com/�
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------------------------------- 
Privacy Notice 

  
 
Suitability is more than how we should categorize a client’s funds.  
Suitability also flows over into all aspects of a business 
relationship. Be smart and get ahead of other agents who will not 
take the professional steps to help elevate our industry. In the 
future, this will be standard practice. 
 
Sending this notice means you are acting in a professional 
manner, it will also elevate you in the eyes of your clients. 
 
I would recommend you begin sending this “privacy” notice to 
everyone who is a client or with whom you have had confidential 
discussions (fact finders)….BB 
 
Dear Mrs. Jones, 
  
In today’s financial climate, it is natural to be concerned about your privacy. It is my 
responsibility to maintain the confidentiality, integrity, and security of your personal 
information, and I take this responsibility very seriously.   
 
I do not share any non-public personal information with third parties except as 
permitted by a client or required by law. Furthermore, I diligently maintain physical, 
electronic and procedural safeguards to preserve the privacy of non-public personal 
information that we may collect from you (such as details about your health, personal 
finances, credit, or transactions between you and third parties) and to prevent 
unauthorized access to it.  
 
If you have any questions in regard to the confidentiality and/or privacy of your 
personal information, please contact me today. 
 
Cordially, 
 
 
Bill Broich 
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------------------------------- 
Dave and Shaun 
 

 
   

  

 
http://online.wsj.com/article/PR-CO-20130415-906276.html?mod=googlenews_wsj 

• April 15, 2013, 10:00 a.m. ET 

Great American Enhances Annuity Portfolio 
with New Death Benefit Rider  
CINCINNATI--(BUSINESS WIRE)--April 15, 2013--  

Clients who desire principal protection, the opportunity for growth and the ability to 
leave a legacy for their heirs have a new rider option from Great American Life 
Insurance Company(R) . The Inheritance Enhancer(SM) guaranteed death benefit 
rider is unique to the company's rider lineup as it exclusively offers an enhanced death 
benefit.  
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According to Joe Maringer, National Sales Vice President, the introduction of the 
Inheritance Enhancer rounds out the rider portfolio and allows clients to easily find a 
rider that fits their financial goals for the future.  

"In today's marketplace, clients want control through products that suit their individual 
needs and aren't one-size-fits-all. That's why we developed the Inheritance Enhancer 
rider. Whether clients are looking for a rider that offers guaranteed, predictable income 
for their retirement, an enhanced death benefit for their beneficiaries, or the 
combination of both, they will find it at Great American Life(R) ," says Maringer.  

Inheritance Enhancer features:(1)  

   -- Guaranteed growth: Clients can receive a 7% rollup of the death benefit  
      base that is guaranteed for 15 years.  
  
   -- Refund of charges: Clients can receive a refund of rider fees in some  
      cases.  
  
   -- Payment options: Beneficiaries can choose to receive a lump sum payout 
or  
      to annuitize the death benefit base amount.  
 

Inheritance Enhancer is the latest rider offering brought to you by Great American 
Life, a subsidiary of Great American Financial Resources(R) , Inc. GAFRI is a financially 
strong company whose annuity subsidiaries, Great American Life Insurance Company 
and Annuity Investors Life Insurance Company(R) , are rated "A+" by Standard & Poor's 
and "A (Excellent)" by A.M. Best Co.(2) for financial strength and operating 
performance. Many other annuity products and riders are available through our 
companies. For more information, visit www.GAFRI.com and click on the "Contact Us" 
link in the upper right corner.  

(1) All guarantees are based on the claims-paying ability of the issuing company. There 
is an annual charge for this optional rider. See the rider for definitions, and complete 
terms and conditions.  

(2) S&P rating--affirmed November 20, 2012. "A+" is fifth highest of 21 categories. A.M. 
Best rating--affirmed February 22, 2013.  

"A (Excellent)" is third highest out of 16 categories.  
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About Great American Financial Resources  

The subsidiaries of Great American Financial Resources offer retirement solutions 
through the sale of traditional fixed and indexed annuities in the individual, bank and 
education markets. The company's subsidiaries include Great American Life Insurance 
Company(R) and Annuity Investors Life Insurance Company(R) . GAFRI is a member of 
the Great American Insurance Group, whose roots go back to 1872 with the founding of 
its flagship company, Great American Insurance Company. The members of Great 
American Insurance Group are subsidiaries of American Financial Group, Inc. AFG's 
common stock is listed and traded on the New York Stock Exchange and Nasdaq Global 
Select Market under the symbol "AFG". Learn more at www.GAFRI.com.  

  
    CONTACT: Great American Financial Resources  

Donna Carrelli, AVP, Marketing Services, 513-412-1518  

dcarrelli@gafri.com  

Website: www.gafri.com  

  
    SOURCE: Great American Financial Resources  
Copyright Business Wire 2013  
  

 
 
--------------------------------- 
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Big Truck Partners 
I have received a whole bunch of questions for the Owen Boys 
this past month.  Here they are. Maybe we could select a couple 
and move some to next Open MIC. 
 

• How hard do you qualify a prospect on the phone before you will get 
in your car and see them  

 

• Do you take clients to lunch 

• What's your ROI  

• Will you reset a weak appointment if it's the only appointment of the 
day 

• Has Tony ever sent you on a fake appointment as a joke 

• Do you carry business cards 

Anthony R. Owen 
Annuity Agents Alliance,Co-Founder 
Annuity Innovation Systems, LLC, Vice President 
Annuity.com, Annuity Marketing Consultant 
Eagle Shadow Financial, LLC,Vice President 
Office:303-284-3582 
Cell:720-989-9564 
Toll Free:888-74AGENT 

http://www.annuityagentsalliance.com/�
http://www.findyourannuity.com/�
http://www.annuity.com/�
http://www.eagleshadowfinancial.com/�
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------------------------------- 
Really worth the effort, some very solid points especially about 
CD’s and inflation, each of us as agents should know this 
backwards and forward….BB 

 

You can cut and paste the link below if click doesn’t open….BB 

 
  

 

 

Hi WILLIAM  
 
Prudent investors have always done the math when it comes to 
comparing one investment option to another. Today's client really isn't 
any different. Before they make a decision on where to put their "safe" 
money, it's important that they take a hard look at the numbers. 
 
The very brief presentation below (less than 3 minutes) will do some of the 
math for you by taking a new look at two very popular, but very different 
investment vehicles. Please be sure the volume is turned up on your 
speakers so that you may hear the audio. 
 
Thanks. 
 
Athene Annuity  

 
 
 
 

 
 
 

http://vp6.fugent.com/viewer/?Q=4302347,1625A47�
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If you cannot access any of the links above cut and paste this address into your browser: 

http://vp6.fugent.com/viewer/?Q=4302347,1625A47 

 

 
How is this for great info (from the link) 

------------------------------------------ 
Did you know? 
64% of Americans have no 
financial strategy at all. That’s right 
– no plan whatsoever to build wealth or 
keep it. That finding comes from the 
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2009 National Consumer Survey on Personal Finance conducted by the 
Certified Financial Planner Board of Standards, Inc. (The survey collected 
data from 1,700+ U.S. residents.) 

Only 17% of us have a written financial plan that is updated 
regularly. So congratulate yourself if you are in that group. The CFP 
Board found that just 17% of the 36% polled who did have a written 
financial plan had reviewed it in light of changing times. Notably, 48% said 
they had benefited from having a written plan. 

Just 38% of the 36% having written financial plans retain a 
financial advisor. The really troubling part: 37% of those with written 
plans are doing their financial planning on their own. Another 12% of 
respondents with written plans have consulted a friend or family member 
who isn’t a financial services professional for advice. 

17% have a written plan and 1/3 of them follow it, is that 
about 5%?......can you visualize this enormous 
opportunity for our wonderful products? 

 
http://www.lifehealthpro.com/2013/04/01/baby-boomers-underfunded-
retirement?eNL=5159e762150ba041580002ac&utm_source=LifeHealthProDaily&utm_medium=eNL&u
tm_campaign=LifeHealthPro_eNLs&_LID=97618565 
 

Baby boomers' underfunded retirement  
TD Ameritrade survey finds boomers face major shortfall 

By Michael K. Stanley 
APRIL 1, 2013 • REPRINTS 
  
Baby Boomers need to catch up. 
Although baby boomers feel they will need an average of $750,000 in order to live comfortably in 
retirement, they have saved an average of $275,000. 

The discrepancy between what boomers feel they need and what they actually have was highlighted in a 
recent Investor Index Survey released by broker-dealer T.D. Ameritrade, Inc., a subsidiary of TD 
Ameritrade Holding Corporation. 
 
Results of the survey indicate that many baby boomers need to utilize all of their retirement planning 
options, including various types of annuities, as well as independent and employer-sponsored defined 
contribution (DC) plans. 

http://www.lifehealthpro.com/2013/04/01/baby-boomers-underfunded-retirement?eNL=5159e762150ba041580002ac&utm_source=LifeHealthProDaily&utm_medium=eNL&utm_campaign=LifeHealthPro_eNLs&_LID=97618565�
http://www.lifehealthpro.com/2013/04/01/baby-boomers-underfunded-retirement?eNL=5159e762150ba041580002ac&utm_source=LifeHealthProDaily&utm_medium=eNL&utm_campaign=LifeHealthPro_eNLs&_LID=97618565�
http://www.lifehealthpro.com/2013/04/01/baby-boomers-underfunded-retirement?eNL=5159e762150ba041580002ac&utm_source=LifeHealthProDaily&utm_medium=eNL&utm_campaign=LifeHealthPro_eNLs&_LID=97618565�
http://www.lifehealthpro.com/author/michael-k-stanley�
http://sbmediareprints.com/reprint-products-quote-request/?cf2_field_18=http%3A%2F%2Fwww.lifehealthpro.com%2F2013%2F04%2F01%2Fbaby-boomers-underfunded-retirement&cf2_field_17=LifeHealthPro&cf2_field_19=April%201%2C%202013�
https://www.tdameritrade.com/home.page�
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The gaping shortfall should spur boomers to begin actively trying to close the gap. One possible solution, 
the survey suggests, is taking advantage of catch-up contribution clauses in DC plans. Catch-up 
contributions allow investors over the age of 50 to make additional contributions over the regular limits. 
For 2012, IRA contributions limits are $5,000 with a $1,000 catch-up contribution. For 2013, 401(k) 
contributions limits are $17,500 with a $5,500 catch-up contribution while IRA contributions in 2013 are 
$5,500 with a $1,000 contribution. 
 
Industry experts urge baby boomers to be aware that “every dollar counts” while saving for 
retirement and utilizing a catch-up clause could make a significant difference when the investment begins 
to draw down. 
 
The online survey was conducted with 2,000 baby boomers during October of 2012 and was conducted for 
TD Ameritrade by Head Research. 

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

 Estate taxes: Recently the Obama 
Administration has indicated that the estate tax exemption which 
is currently at $5.25 million be reduced to $3.5 million.  This is 
very unsettling for most planners because after a long and hard 
fought negotiation, ways and means agreed to leave it at $5.25.   
  
Making the change to $3.5 million is a big mistake and a poor 
choice to try and collect a little more tax revenue.  
 
Stability: It is important that this deduction remain stable….BB 
 
 
This could be a good offering for your clients and prospects.  It 
provides a list of topics to discuss regarding basic estate 
planning. It also provides a nice handout when visiting with 
clients, prospects and referrals. 
 
This article would also make a terrific Off Week drip for Retire 
Village. 
 
Providing value is essential in building relationships 
 

http://www.lifehealthpro.com/2013/03/12/the-advisor-opportunity-in-tax-season�
http://www.lifehealthpro.com/2013/03/27/lack-of-time-is-hurdle-to-adequate-financial-plann�
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Bill Broich 
 
 
 
A Primer for Estate Planning 

 

Things to check and double-check before you leave this world. 
 

  
  
Estate planning is a task that people tend to put off, as any discussion of “the end” tends 
to be off-putting. However, those who leave this world without their financial affairs in 
good order risk leaving their heirs some significant problems along with their legacies. 
   
No matter what your age, here are some things you may want to accomplish this year 
with regard to estate planning.  
   
Create a will if you don’t have one. Many people never get around to creating a 
will, even to the point of buying a will-in-a-box at a stationery store or setting one up 
online.  
   
A solid will drafted with the guidance of an estate planning attorney may cost you more 
than a will-in-a-box, and it may prove to be some of the best money you ever spend. A 
valid will may save your heirs from some expensive headaches linked to probate and 
ambiguity. 
   
Complement your will with related documents. Depending on your estate 
planning needs, this could include some kind of trust (or multiple trusts), durable 
financial and medical powers of attorney, a living will and other items. 
   
You should know that a living will is not the same thing as a durable medical power of 
attorney. A living will makes your wishes known when it comes to life-prolonging 
medical treatments, and it takes the form of a directive. A durable medical power of 
attorney authorizes another party to make medical decisions for you (including end-of-
life decisions) if you become incapacitated or otherwise unable to make these decisions. 
   
Review your beneficiary designations. Who is the beneficiary of your IRA? How 
about your 401(k)? How about your annuity or life insurance policy? If your answer is 
along the lines of “Mm … you know … I’m pretty sure it’s…” or “It’s been a while since 
…”, then be sure to check the documents and verify who the designated beneficiary is. 
   
When it comes to retirement accounts and life insurance, many people don’t know that 
beneficiary designations take priority over bequests made in wills and living trusts. If 
you long ago named a child now estranged from you as the beneficiary of your life 
insurance policy, he or she will receive the death benefit when you die - regardless of 
what your will states.1 
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Time has a way of altering our beneficiary decisions. This is why some estate planners 
recommend that you review your beneficiaries every two years.  
   
In some states, you can authorize transfer-on-death designations. This is a tactic against 
probate: TOD designations may permit the ownership transfer of securities (and in a 
few states, forms of real property, vehicles and other assets) immediately at your death 
to the person designated. TOD designations are sometimes referred to as “will 
substitutes” but they usually pertain only to securities.2  
   
Create asset and debt lists. Does this sound like a lot of work? It may not be. You 
should provide your heirs with an asset and debt “map” they can follow should you pass 
away, so that they will be aware of the little details of your wealth. 
   
* One list should detail your real property and personal property assets. It should list 
any real estate you own, and its worth; it should also list personal property items in your 
home, garage, backyard, warehouse, storage unit or small business that have notable 
monetary worth.  
* Another list should detail your bank and brokerage accounts, your retirement 
accounts, and any other forms of investment plus any insurance policies. 
* A third list should detail your credit card debts, your mortgage and/or HELOC, and 
any other outstanding consumer loans.  
   
Think about consolidating your “stray” IRAs and bank accounts. This could 
make one of your lists a little shorter. Consolidation means fewer account statements, 
less paperwork for your heirs and fewer administrative fees to bear. 
   
Let your heirs know the causes and charities that mean the most to you. 
Have you ever seen the phrase, “In lieu of flowers, donations may be made to …” Well, 
perhaps you would like to suggest donations to this or that charity when you pass. Write 
down the associations you belong to and the organizations you support. Some non-
profits do offer accidental life insurance benefits to heirs of members.  
   
Select a reliable executor. Who have you chosen to administer your estate when the 
time comes? The choice may seem obvious, but consider a few factors. Is there a stark 
possibility that your named executor might die before you do? How well does he or she 
comprehend financial matters or the basic principles of estate law? What if you change 
your mind about the way you want your assets distributed – can you easily 
communicate those wishes to that person?  
   
Your executor should have copies of your will, forms of power of attorney, any kind of 
healthcare proxy or living will, and any trusts you create. In fact, any of your loved ones 
referenced in these documents should also receive copies of them. 
   
Talk to the professionals. Do-it-yourself estate planning is not recommended, 
especially if your estate is complex enough to trigger financial, legal and emotional 
issues among your heirs upon your passing. 
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Many people have the idea that they don’t need an estate plan because their net worth is 
less than X dollars. Keep in mind, money isn’t the only reason for an estate plan. You 
may not be a multimillionaire yet, but if you own a business, have a blended family, have 
kids with special needs, worry about dementia, or can’t stand the thought of probate 
delays plus probate fees whittling away at assets you have amassed … well, these are all 
good reasons to create and maintain an estate planning strategy.  
 
  
   
This material was prepared by MarketingLibrary.Net Inc., and does not necessarily represent the views of the presenting party, nor their 
affiliates. All information is believed to be from reliable sources; however we make no representation as to its completeness or accuracy. Please 
note - investing involves risk, and past performance is no guarantee of future results. The publisher is not engaged in rendering legal, 
accounting or other professional services. If assistance is needed, the reader is advised to engage the services of a competent professional. This 
information should not be construed as investment, tax or legal advice and may not be relied on for the purpose of avoiding any Federal tax 
penalty. This is neither a solicitation nor recommendation to purchase or sell any investment or insurance product or service, and should not be 
relied upon as such. All indices are unmanaged and are not illustrative of any particular investment. 
   
Citations. 
1 - www.knoxnews.com/news/2012/may/07/retirement-accounts-not-governed-by-wills/ [5/7/12]  
2 - www.investopedia.com/university/estate-planning/estate-planning5.asp#axzz1vjRm6aPe [3/20/13] 
 

 

 

Speaking of an executor: here is a good source and a 
great way to provide “value” information to your clients and 
prospects. (links left in) 

http://www.nolo.com/legal-encyclopedia/what-does-executor-do-30236.html 

 

It's both an honor and a burden to serve as someone's executor. An executor is 
entrusted with responsibility for winding up someone's earthly affairs -- a big or little 
task, depending on the situation. Essentially, an executor is charged with protecting a 
deceased person's property until all debts and taxes have been paid, and seeing that 
what's left is transferred to the people who are entitled to it. 
 
The law does not require an executor (also called a personal representative) to be a legal 
or financial expert, but it does require the highest degree of honesty, impartiality, and 
diligence. This is called a "fiduciary duty" -- the duty to act with scrupulous good faith 
and honesty on behalf of someone else. 
 
Executors have a number of duties, depending on the complexity of the deceased 
person's financial and family circumstances. Typically, an executor must: 

http://www.nolo.com/legal-encyclopedia/what-does-executor-do-30236.html�
http://www.nolo.com/legal-encyclopedia/executor-probate�
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• Find the deceased person's assets and manage them until they are 
distributed to inheritors. This may involve deciding whether to sell real estate 
or securities owned by the deceased person. 

• Decide whether or not probate court proceedings are needed. Most 
jointly owned assets pass to the surviving owner, without probate. And if the 
deceased person's property is worth less than a certain amount (how much depends 
on state law), it may be able to go through a streamlined probate process. (To learn 
more about probate, see Probate FAQ.) 

• Figure out who inherits property. If the deceased person left a will, the 
executor will read it to determine who gets what. If there's no will, the person in 
charge (sometimes called the administrator) will have to look at state law (called 
"intestate succession" statutes) to find out who the deceased person's heirs are. 

• File the will (if any) in the local probate court. Generally, this step is 
required by law, even if no probate proceeding will be necessary. To learn more 
about this process, see Nolo's article Finding and Filing the Will. 

• Handle day-to-day details. This may include terminating leases and credit 
cards, and notifying banks and government agencies -- such as the Social Security 
Administration, the post office, Medicare, and the Department of Veterans Affairs -
- of the death. 

• Set up an estate bank account. This account will hold money that is owed to 
the deceased person -- for example, paychecks or stock dividends. 

• Use estate funds to pay continuing expenses. The executor may need to 
pay, for example, utility bills, mortgage payments, and homeowner's insurance 
premiums. 

• Pay debts. If there is a probate proceeding, the executor must officially notify 
creditors of it, following the procedure set out by state law.  

• Pay taxes. A final income tax return must be filed, covering the period from the 
beginning of the tax year to the date of death. State and federal estate tax returns 
are required only for large estates. 

• Supervise the distribution of the deceased person's property. The 
property will go to the people or organizations named in the will or those entitled to 
inherit under state law. 

 

http://www.nolo.com/legal-encyclopedia/probate-faq-29135.html�
http://www.nolo.com/legal-encyclopedia/finding-filing-the-will.html�
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Also, here is a very good book on being an executor, might be 
worth it to send to a few selected prospects and clients. 

Give VALUE every chance you get….BB 

http://www.nolo.com/products/the-executors-guide-exec.html 

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

 

Annuities: Peace of mind 

 http://investorplace.com/2013/03/annuities-a-little-ease-of-mind-for-retirement/ 

 Nice pro annuity article from Investor Website……BB 

------------------------------------------------------ 
This article was from January, still pertinent. It is being passed 
around by an annuity marketing company…  

Hmmmm….remember you saw it first on Open MIC….BB 
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The ticking time bomb in bond funds 
http://finance.fortune.cnn.com/2013/01/14/bond-fund-time-bomb/ 

FORTUNE -- Wall Street is in the process of turning one of its most plain vanilla investments - and 
one that average investors have flocked to in recent years because of its perceived safety - into 
ticking time bombs. Unfortunately, no one should be all that surprised. Wall Street does this all the 
time. 

The latest victim of Wall Street's reverse alchemy: Bond funds. In the past year or so, managers of 
these funds have been loading up on debt that on average won't be paid back until at least 2018, 
and in some cases much, much later. 

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

 April 23rd 

http://video.pbs.org/video/2353457763/ 

The Retirement Gamble 
C O M I N G  A P R I L  2 3 ,  2 0 1 3 Check local listings » 

The Retirement Gamble raises troubling questions about how America’s financial institutions protect our 
retirement savings. 

 

Plus…. 
http://www.investmentnews.com/article/20130414/REG/304149993?utm_source=issuealert-
20130414&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text 

 

http://www.pbs.org/wgbh/pages/frontline/local-schedule/�
http://www.investmentnews.com/article/20130414/REG/304149993?utm_source=issuealert-20130414&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text�
http://www.investmentnews.com/article/20130414/REG/304149993?utm_source=issuealert-20130414&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text�
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&docid=YfPtnF6Lh5FUdM&tbnid=DbC0bQkKfOHNNM:&ved=0CAgQjRwwAA&url=http://blog.autismspeaks.org/2010/04/26/tune-in-frontline/&ei=uyNsUd63BuftiQLdzIGwBA&psig=AFQjCNHi9hhiME2GsXsXzCYvzvyJVLFckQ&ust=1366127931285976�


24 Open MIC Notes 

 

We have had Brightscope on Open MIC, they provide very 
important information regarding 401k fees, well worth the trouble 
to investigate…..BB 

Brightscope girds to release prices 
By Dan Jamieson 
Apr 14, 2013   
 

http://www.investmentnews.com/article/20130414/REG/304149983?utm_source=issuealert-
20130414&utm_medium=in-newsletter&utm_campaign=investmentnews&utm_term=text 

Brightscope Inc.'s plan to disclose advisers' fee schedules could provide 
the public with a powerful tool to compare pricing, but it could also create 
more issues about questionable data for the online ranking service, which 
tracks advisers and retirement plans.  

The firm plans to begin releasing adviser fee information sometime 
this year — by fall at the latest, said Mike Alfred, co-founder and chief 
executive of Brightscope, which launched its adviser site in April 2011.  

 

How does this affect us?  Pretty simple, fee disclosure is coming to 
all aspects of the financial industry, we are not exempt….BB 

PS:  Do I care?  No, because it will become how we do business in 
the future, along with suitability….in the long run, this is all good 
for us and our industry….BB 

 

 

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

http://www.investmentnews.com/apps/pbcs.dll/personalia?ID=djamieson�
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I know we have spoken of bonds many times recently, this piece 
would make a great handout.  
 
Here is a piece regarding Bonds, would make a great off-week 
drip….for the sake of Open MIC I have highlighted some points in 
red, not to be used in a mailer…..BB 
 
 
 
Bonds and Interest Rates 
A look at how one can greatly affect the other.  
 
  

 
Is the bond bull history? Bond titan Bill Gross called an end to the 30-year bull 
market in fixed income back in 2010, and he has repeated his opinion since. Legendary 
investor Jim Rogers predicted an end to the bond bull in 2009, and he still sees it 
happening. This belief is starting to become popular – the Federal Reserve keeps easing 
and more and more investors are leaving Treasuries for equities.1,2,3  
   
If the long bull market in bonds has ended, the final phase was certainly impressive. 
During the four-year stretch after the collapse of Lehman Brothers, $900 billion flowed 
into bond funds and $410 billion left equities.2 
      
In 2013, you have bulls running, an assumption that Fed money printing will start to 
subside and the real yield on the 10-year TIPS in negative territory. Assuming the 
economy continues to improve and appetite for risk stays strong, what will happen to 
bond investors when inflation and interest rates inevitably rise and bond market values 
fall?  
   
Conditions hint at an oncoming bear market. When interest rates rise again, how 
many bond owners are going to hang on to their 10-year or 30-year Treasuries until 
maturity? Who will want a 1.5% or 2.5% return for a decade? Looking at 
composite bond rates over at Yahoo’s Bonds Center, even longer-term corporate bonds 
offered but a 3.5%-4.3% return in late March.4 
   
What do you end up with when you sell a bond before its maturity? The 
market value. If the federal funds rate rises 3%, a longer-term Treasury might lose as 
much as a third of its market value as a consequence. It wasn’t that long ago – June 12, 
2007, to be exact – when the yield on the 10-year note settled up at 5.26%.5 
   
This risk aside, what if you want or need to stay in bonds? Some bond market 
analysts believe now might be a time to exploit short-term bonds with laddered maturity 
dates. What’s the trade-off in that move? Well, you are accepting lower interest rates in 
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exchange for a potentially smaller drop in the market value of these securities if rates 
rise. If you are after higher rates of return from short-duration bonds, you may have to 
look to bonds that are investment-grade but without AAA or AA ratings.  
   
If you see interest rates rising sooner rather than later, exploiting short maturities could 
position you to get your principal back in the short term. That could give you cash which 
you could reinvest in response to climbing interest rates. If you think bond owners are in 
for some pain in the coming years, you could limit yourself to small positions in bonds.  
   
  
Appetite for risk may displace anxiety faster than we think. In this bull market, 
why would people put their money into an investment offering a 1.5% return for 10 
years? Portfolio diversification aside, a major reason is fear – the fear of volatility and a 
global downturn. That fear prompts many investors to play “not to lose” - but should 
interest rates rise significantly in the next few years, owners of long-term bonds might 
find themselves losing out in terms of their portfolio’s potential. 
   
  
   
This material was prepared by MarketingLibrary.Net Inc., and does not necessarily represent the views of the presenting party, nor their 
affiliates. All information is believed to be from reliable sources; however we make no representation as to its completeness or accuracy. Please 
note - investing involves risk, and past performance is no guarantee of future results. The publisher is not engaged in rendering legal, 
accounting or other professional services. If assistance is needed, the reader is advised to engage the services of a competent professional. This 
information should not be construed as investment, tax or legal advice and may not be relied on for the purpose of avoiding any Federal tax 
penalty. This is neither a solicitation nor recommendation to purchase or sell any investment or insurance product or service, and should not be 
relied upon as such. All indices are unmanaged and are not illustrative of any particular investment. 
     
Citations. 
1 - www.bloomberg.com/news/2010-10-27/fed-easing-likely-to-mark-end-of-30-year-bull-market-for-bonds-gross-says.html [10/27/10] 
2 - online.wsj.com/article/SB10000872396390443884104577645470279806022.html [9/15/12] 
3 - www.bloomberg.com/news/2013-02-07/u-s-30-year-bond-losses-pass-5-as-fed-price-gauge-rises.html [2/7/13] 
4 - finance.yahoo.com/bonds/composite_bond_rates [3/27/13] 
5 - www.treasury.gov/resource-center/data-chart-center/interest-rates/Pages/TextView.aspx?data=yieldYear&year=2007 [2/6/13] 
6 - online.wsj.com/article/SB10001424127887324590904578287802587652738.html [2/6/13] 
 

 

 
 
 
 
--------------------------------- 
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http://www.lifehealthpro.com/2013/04/09/what-advisors-dont-know-about-variable-annuities-
h?t=variable 
 

Life Health Pro is a constant source of industry information, I 
suggest you subscribe, In Mr. Henkels article below, I have left the 
internal links live for you to find more information….BB 
What advisors don’t know about variable 
annuities: How GLWBs work 
Opinion 

About the Author 

 
Mike Henkel, Achaean 

Mike Henkel is Head of Achaean Solutions at Achaean Financial, a privately held company that aims to 
bring together an alliance of ideas, tools and strategic partners to help financial firms create sound 
retirement income solutions. As with the Achaean League in ancient Greece, Achaean believes an alliance 
is stronger than the power of any one firm. 

Prior to Achaean, Mike was co-head of Envestnet’s Portfolio Management Consultants group (PMC) and 
led the Retirement Services Group. Prior to 2008 when he started with Envestnet, Mike worked with 
Roger Ibbotson, founding partner of Zebra Capital Management, on the development of a variety of 
index-related investment products. He is also the former president of Ibbotson Associates. 

Before joining Ibbotson, Henkel worked in a variety of companies integrating technology, data, and 
investments, including Knight Ridder, Lotus Development Corp, NewsEdge Corp, and Data Resources. He 
received his bachelor’s degree in mathematics and economics from Rhodes College and his master’s in 
finance and quantitative methods from Vanderbilt University. 

 

By Mike Henkel 
APRIL 9, 2013 •  
 
In this post, the second in our series of blogs on what advisors need to know about 
variable annuities, we will examine the mechanics of the Guaranteed Lifetime 
Withdrawal Benefit (GLWB). 
 
In a variable annuity with a GLWB, the underlying account grows each year based on 
the performance of the account’s investment portfolio net of withdrawals and fees. 
The highest account value attained is saved and this becomes the high-water mark for 
all future periods. 

http://www.lifehealthpro.com/2013/04/09/what-advisors-dont-know-about-variable-annuities-h?t=variable�
http://www.lifehealthpro.com/2013/04/09/what-advisors-dont-know-about-variable-annuities-h?t=variable�
http://www.lifehealthpro.com/author/mike-henkel�
http://www.advisorone.com/tag/mike-henkel-on-vas�
http://www.advisorone.com/tag/mike-henkel-on-vas�
http://www.lifehealthpro.com/2013/02/15/study-va-gmib-annuitization-rates-not-so-bad�
http://www.lifehealthpro.com/author/mike-henkel-achaean�
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Withdrawals begin by taking the withdrawal percentage specified by the contract (5 
percent, for example) and multiplying that figure by the high-water mark. The 
withdrawal amount, along with fees, is subtracted from the actual account value, 
and the returns of the underlying portfolio are added to calculate the new actual account 
value. 

If the new actual account value is greater than the old high-water mark, then the new 
high-water mark is set to the new actual account value. If not, then the high-water mark 
remains the same. 

Payments are calculated and made via the above mechanism until the actual account 
value goes to zero or the investor dies. If the actual account value goes to zero, then the 
insurance company steps in and continues making the annual payments for the life of 
the contract. If the investor dies, the remaining actual account value is paid 
as a death benefit. 

The following graphs show sample calculation of payments, actual account value and 
high-water mark for a VA with a 5% GLWB where withdrawals begin immediately. 
The example begins with an initial investment of 
$100,000, has fees of 3 percent and a portfolio return of 
5 percent a year. 
 
The first two graphs show the gap between the actual account value, and the high-water 
mark starts for the first and second year once withdrawal benefits are taken. 

Calculation for the first year with a return of 5 percent on the underlying portfolio: 

http://www.lifehealthpro.com/2013/04/04/va-mechanics-what-advisors-dont-know-about-variabl�
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Calculation for the second year with a return of 5% on the underlying portfolio: 
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The third graph shows 10 years of the calculation with each year having a 5 percent 
return on the underlying portfolio: 
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The fourth graph shows the full 10-year example, but with an annual portfolio return of 

8 percent.  

The final graph shows the full 10 year example, but with an annual portfolio return of 9 
percent. 
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What these graphs demonstrate is that if the underlying portfolio generates 5 percent 
returns, an investor receives constant payments in nominal dollars but will never have 
an increase in payments. 

It takes a return of at least 8 percent per year to keep the actual account value close to 
the high-water mark upon which payments are calculated. Even then, there is no 
increase in the payments. 

All the examples show nominal amounts. Factoring in inflation would show that the 
payments have shrinking purchasing power, except when returns are high for extended 
periods. 

Even with the 9 percent a year return the payments only increase slightly. The only 
way the investor receives an increase in payments is if the account value net of 
withdrawals and fees plus the returns on the remaining account balance during the year 
rises above the current high-water mark. 

So to keep the account value even with the guarantee level (assuming they start out 
that way), the return must beat the guaranteed withdrawal rate (5 percent) plus the 
fees (3 percent on average), or at least 8 percent. To get an increase in 
payments, the returns must beat that return each year. To match a 2.5 percent 
inflation rate, that return must be around 11 percent per year. 
 
The important things to remember are that in addition to paying fees based on the 
portfolio’s high-water market, the VA holder is actually making payments to 
himself from his own money until all those funds are exhausted.  

It is only then that the insurance company steps in for 
payments. You are paying yourself for many years 
before the insurance company pays anything. 

Read the fine print: fees are taken in some policies on 
the high-water mark regardless of the actual account 
value. These fees lower your actual account value each 
year even more. 

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

 

http://www.lifehealthpro.com/2013/03/19/indexed-annuity-activity-down-in-q4-up-from-2011�


34 Open MIC Notes 

 

-------------------------------- 
We Recommend: 
 

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

 
  

  
Scrubbed Leads Description 

We offer leads who have previously responded to financial advertisements such as TV or 
the internet, these leads area attacked due to the message and our brand, Annuity.com.  
In other words, we know that the lead has inquired about annuity or other financial 
products.  

When a lead is scrubbed the prospect is given the name of the agent who will be 
contacting them. The type of data that is collected for the agent is the following: 

• The prospect is given your name  

• The type of annuity they are interested in 

• The amount & location of their money to invest 

• Their time frame for a potential annuity investment 

• The best time they can be reached by phone   

• Any additional information / notes we are able to gather… 

Leads are delivered in real time. 

http://www.youtube.com/watch?v=sGQToDarklU�
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Lead Volume test ~ Each area is individually tested so that we can reasonably predict 
the number of leads you should receive. Until your area is tested you may receive more 
leads than you expect.  

Leads are then distributed on a round robin basis if there is more than one agent signed 
up for leads in your area with producing agents having priority. 

The travel distance to the lead address is determined by the geographical broadcast area 
of the TV or Radio station. However, the majority of the leads will be within the highest 
density population areas. 

You can sign up for leads at: Sign up for leads at: 

http://www.annuity-admin.com/agents/index.php  

 

Now….take advantage of our database management system, Retire Village.  Not only is 
RV a drip system designed to keep your name in front of your prospects BUT it is a 
“gleaning” system, designed to move your relationship with your prospects either 
forward or ending it. 

 

Combining RV with our lead system helps you obtain the most sales for your marketing 
dollar. 

 

It all begins with the Daily Lead Log: 

 

Dear Bill, 

Your daily website visitors and leads for yesterday: 

 

Name State email Page Viewed Total Views 

Other Site Visit(s) from people not in your Contact List 1 

 
Reading Your Daily Lead Report: 

Multiple Names: Every time someone that is in your uploaded database clicks on "click here for 
more information" from the bi-monthly drip, their name shows as a separate site hit on your report. 

http://www.annuity-admin.com/agents/index.php�
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You may see the same name multiple times visiting multiple pages. Click on the page number next 
to their name to see what they viewed. 

Other Site Visit(s): These are visitors to your site that did not come from clicking on a link from your 
Drip Email so we do know their name or email address. They could be coming from search engines, 
business referrals, or even from people in your office visiting your site. 

Capturing New Contacts: When a new contact signs up for the newsletter or contacts you using the 
online form, they will automatically be added to your database for future drips. 

Your Annuity.com / Retirevillage.com Team 

 

 
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://email.retirevillage.com/wf/click?upn=zkfTIki0POm4hKbvTQap5a4jyYe9UJZMt6NnxAjHkDo-3D_T1p72XM4kUj9fXkQ4h7SIJ5o2KdIAwK7rICE5NZ1IVs3AOZpR4rsEFw-2FF2kuYzyhgjKnvH5-2BJavt-2FrXcSPL9SEW2nZkaSuWb0TQo7llfHg4MSi-2BHOS19Vn9C9wiMyvXnUC5aZFbx5O-2B2mZPsJfZjIZ5FdPSJR-2BFSSEUBL-2BMM2o2I0w1VVMWGk-2BzeesKYdZYKVOSbkersCnHuefYpjKPrBg-3D-3D�
http://email.retirevillage.com/wf/click?upn=nuAR4c0B5nBw-2BD7mFlO8jbYdn6tmEpp2-2BmMKHj4jc6I-3D_T1p72XM4kUj9fXkQ4h7SIJ5o2KdIAwK7rICE5NZ1IVs3AOZpR4rsEFw-2FF2kuYzyh4nwH1YHWwkR4U-2F97H1vkycfQbUX3Mt4Y9lg-2F5uLKJYhkti51npMQxdt7WJ2tOa-2Fndi-2Bsi-2FCrzdfBGWmbmEZAYvyqsPydzCfsjL3rJ5baEGYqDxqm-2FiEwIVjGskHFJTzzXhS3TaB-2F2BysYauyibYdag-3D-3D�
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 ---------------------------------- 
    
 
Recently I have had a few calls about 
appointment setting and who I would 
recommend.  There are many variable to 
consider, but Kris has always been very 
professional and in tune to agent needs.  Here 
website is below. 
 

 
Appointment setting 
 
www.callingleads.com 
 
The best number is 865-354-9722   

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

  
 
    

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

My opinion or numerous sources complied by me 

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

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

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

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

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

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

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

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

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

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

We make no compensation for the publishing (or hosting) of 
Open MIC Notes.....in fact it costs us for the phone "call in" 
system...oh well... 
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                                                                    Overview 
Issue ages 
50–85    
 
Rollup credits 
At the end of each year during the 15-year rollup period, the death benefit base is 
increased by 7% of all purchase payments received in the first contract year, 
including any applicable purchase payment bonuses. Rollup credits cannot 
increase the death benefit base to more than the rollup cap of 250%.  
 
Resets 
Beginning with the first rider anniversary and any anniversary thereafter, the death 
benefit base may be reset to the account value, if greater. By resetting the death 
benefit base, the rollup credits can begin again and continue until the rollup cap is 
reached. A reset may increase the annual rider charge. 
 
Death benefit options 
The death benefit under the rider is available after the fifth contract anniversary and 
may replace the annuity contract’s death benefit. Beneficiaries may choose one of 
two death benefit options at the time of settlement: 

• Lump sum: Beneficiaries may select to receive the basic death benefit 
amount equal to the account value plus 50% of the difference between 
account value and death benefit base amount. 

• Annuitization: If beneficiaries elect to have the rider death benefit paid 
for life or a fixed period of at least five years, then the rider death benefit 
amount will be equal to the account value plus the entire difference 
between the account value and the death benefit base amount.  

Proportion used in DBA calculation 
Lump sum Annuitization 

50% 100% 
 
About the “Insured” 
The “Insured” is the principal person whose death may cause the death benefit to 
be payable under the rider. The name of the “Insured” is set out on the rider 
specifications page. Generally, the “Insured” is the owner of the contract. If there are 
joint owners, the “Insured” is the owner they designate.   
 
Effect of withdrawals 
Withdrawals may be taken during any phase of the contract, but the account 
value, rollup credits and death benefit base may be affected. The death benefit 
base will be reduced for any withdrawals taken. This rider uses a proportionality 
concept. If a withdrawal is taken (other than to pay rider charges), the death 
benefit base will be reduced by the same percentage that is withdrawn from the 
account value. If the owner takes take a withdrawal that does not exceed the 10% 
free withdrawal allowance, the rollup credit will be reduced dollar for dollar for that 
year. Rollup credits will continue to accumulate thereafter until the end of the 
rollup period. 
 
 

What happens at death 
 
If the “Insured” dies… 
 
If the “Insured” dies before the end of the rider death benefit waiting period: 

• If successor ownership is not elected or available, the rider terminates 
and only the base contract death benefit is payable. Additionally, all 
rider charges will be refunded. 

• If successor ownership is elected, the rider continues and the 
successor owner will be the “Insured” for purposes of the rider death 
benefit. The rider death benefit waiting period does not restart. 

 
If the “Insured” dies after the end of the rider death benefit waiting period: 

• If successor ownership is not elected or available, the rider death 
benefit is payable. 

• If successor ownership is elected, the rider continues and the 
successor owner will be the “Insured” for purposes of the rider death 
benefit. The rider death benefit would not be payable until death of the 
successor owner. 

 
If the “Non-Insured” joint owner dies… 

• If the “Non-Insured” joint owner dies and the contract continues because 
successor ownership is elected, the rider will continue with the existing 
“Insured” and no rider death benefit or refund of charges are payable.   

• If the “Non-Insured” joint owner dies and successor ownership is not 
elected or available, the base contract death benefit is paid and all rider 
charges are refunded.  

 
Rider charge 
An annual rider charge of 0.75% will be taken at the end of each contract year. 
The charge is based on the death benefit base and is deducted from the account 
value. If your client surrenders the contract or terminates the rider, the rider 
charge will be prorated. The rider charge may also increase upon a reset, a 
withdrawal that is more than the annuity’s free withdrawal allowance or a required 
minimum distribution, or a permitted transfer of the contract.  
 

A refund of all rider charges will be given if we pay a death benefit under the 
base contract because of: 

• The death of the “Insured” during the first five years; or 
• The death of the “Non-Insured” joint owner at any time. 

 
Amount of death benefits 
If a lump sum is selected by the beneficiary, the death benefit amount is the 
account value plus 50% of the difference between the account value and the 
death benefit base amount. If annuitization is selected, the amount is the account 
value plus the entire excess (100%) between the death benefit base amount and 
account value, annuitized at a guaranteed settlement option rate over a fixed 
period of at least five years. Five beginning of period equal annual payments will 
satisfy this requirement. 
 
Rider cancellation 
The client may decline or cancel the rider at any time by written request. See the 
rider for more details. 

 
 
 Guarantees provided in this rider are subject to the claims-paying ability of the issuing insurance company. Please refer to the rider for definitions and complete terms and 

conditions, as this is a summary of the rider’s features. In rider contract, death benefit base is referred to as benefit base amount, and rollup credits are referred to as rollup amounts. 
Annuity products issued by Great American Life Insurance Company®. Rider issued under form number R6042513NW. Rider not available for all products. Rider form number may vary by 
state. 
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Inheritance Enhancer
The Inheritance EnhancerSM, a guaranteed death benefit rider 
from Great American Life Insurance Company®, features: 

★ Guaranteed growth of your death benefit base

★ A death benefit to help build a legacy for your heirs

★ Death benefit payment options for your beneficiaries

Adding the Inheritance Enhancer rider

When you choose to add the Inheritance Enhancer to 
your fixed‐indexed annuity, there are two amounts to keep 
in mind to understand how the rider works: the account 
value and the rider death benefit base.

Account value–We use this value to calculate the amount 
that is payable upon surrender, annuitization or death. 
The account value equals the value of your fixed‐indexed 
annuity, which includes purchase payments plus interest at 
rates determined by your strategy selections.

Death benefit base–This is the amount on which your rider 
death benefit will be based. We calculate the rider death 
benefit by taking the account value and increasing it by a 
percentage of the difference between the death benefit base 
under the rider and the account value.

! The rider’s death benefit amount will never be less than the death 
benefit otherwise payable under your annuity contract.

Guaranteed growth for your legacy

About the “Insured”

What happens at death

With the Inheritance Enhancer rider, your death benefit 
base is guaranteed to grow. This amount can increase two 
ways: through rollup credits and resets.

Rollup credits–During the 15-year rollup period, your 
death benefit base accumulates rollup credits. Here’s how 
it works: At the end of each year during the rollup period, 
your death benefit base will increase by 7% of all of the 
purchase payments you make in the first contract year, 
including any applicable purchase payment bonuses.

Resets–You also have the opportunity to reset your death 
benefit base to the account value, if it is greater. You may 
do this on any contract anniversary. If you choose to reset 
this amount, a new 15-year rollup period will begin and 
the rider charge may increase.

The “Insured” is the principal person whose death may 
cause the death benefit to be payable under the rider.  
The name of the “Insured” is set out on the rider 
specifications page. Generally, the “Insured” is the owner 
of the contract. If there are joint owners, the “Insured”  
is the owner you designate. 

If the “Insured” dies…

If the “Insured” dies before the fifth contract anniversary 
and before the contract is annuitized or surrendered:

 ★ If there is no successor owner, then the rider 
terminates and only the base contract death benefit 
is payable. Additionally, all rider charges will be 
refunded.

 ★ If there is a successor owner, then the rider continues 
and the successor owner will be the “Insured” for 
purposes of the rider death benefit.

If the “Insured” dies on or after the fifth contract 
anniversary, but before the contract is annuitized or 
surrendered:

 ★ If there is no successor owner, then the rider death 
benefit is payable.

 ★ If there is a successor owner, then the rider continues 
and the successor owner will be the “Insured” for 
purposes of the rider death benefit. The rider death 
benefit will not be payable until the death of the 
successor owner.

If the “Non-Insured” joint owner dies…

 ★ If the “Non-Insured” joint owner dies and the 
“Insured” elects to become the successor owner and 
continue the base contract, then the rider continues 
with the existing “Insured”. In that case, no rider death 
benefit or refund of charges will be paid on account of 
the death of the “Non-Insured” joint owner.

! If you take a withdrawal that exceeds your fixed-indexed annuity 
contract’s free withdrawal allowance, your death benefit base will 
stop accumulating rollup credits.  Additionally, rollup credits cannot 
increase the death benefit base to more than the rollup cap.

 See the back page of this brochure for information about the rollup 
cap and how the annuity commencement date impacts this rider.



How the rider death benefit works

With this rider, you can leave a legacy by providing your 
beneficiaries with a guaranteed death benefit.

Here’s how it works: After the fifth contract anniversary, the 
death benefit under this rider is available and may replace 
the death benefit under your annuity contract. At the 
time of settlement, your beneficiaries have the flexibility of 
choosing between two death benefit payment options:

Lump sum–Your heirs may receive the death benefit 
amount as a one-time payment. This amount is the average 
of the account value and death benefit base at the time  
of death.

To calculate this amount, we:
 ★ Subtract the account value from the death benefit 

base;
 ★ Multiply this amount by 50%; and
 ★ Add it to the account value.

For example, let’s say your account value is $150,000 and 
your death benefit base is $200,000. Your beneficiaries 
would receive the account value plus $25,000 ($50,000 x 
0.50), making the lump sum death benefit $175,000.

Annuitization–Your beneficiaries may also choose to  
take the death benefit as an annuitization. With this 
option, the death benefit must be taken as payments 
for life or over a fixed period of at least five years. Five 
beginning of period equal annual payments will satisfy 
this requirement. 

To determine the death benefit, we use the entire 
difference (100%) between the account value and the 
death benefit base.

In our example, the death benefit under this payment 
option would be $200,000. This amount would be 
annuitized at the guaranteed settlement option rate (1%) 
in your base contract over the selected period of time.  
Your beneficiaries may receive payments on a monthly, 
quarterly or annual basis.

Learn from Joe

To understand how the Inheritance Enhancer rider can provide a legacy 
for your heirs, consider Joe in the hypothetical example below.

About Joe:

★ He is 62 years old and retired.

★ He uses income from Social Security and personal savings to 
cover his costs.

★ He wants to protect and grow his assets, while leaving a legacy for 
his family.

Finding a solution
After researching options with his financial professional, Joe decides 
to purchase a fixed-indexed annuity with a $100,000 purchase 
payment and add the Inheritance Enhancer rider. Here’s how Joe leaves 
a legacy with this rider:

Step 1: Joe’s death benefit base grows 
Rollup credits are applied to the death benefit base during the 15-year 
rollup period. At the end of this period, Joe’s death benefit base has 
grown to $205,000 because he did not take any withdrawals.

Step 2: Joe leaves a legacy for his family 
When Joe purchased the rider, he designated his daughter, Lisa, as the 
beneficiary. After a number of years, Joe dies. At the time of death, his 
account value is $150,000 and his death benefit base is $205,000.

Step 3: Joe’s daughter receives income 
Lisa has the option of receiving the rider death benefit as a lump sum 
or as an annuitization. If she takes a lump sum, she’ll receive a one-
time payment of $177,500. If she annuitizes it over a fixed period 
of five years and requests annual payments, we’ll use $205,000 to 
calculate the payments and she’ll receive $41,819 each year for five 
years (for a total of $209,095).

1 2 3 4 5
end of contract year

Example assumes no withdrawals are taken, and a 7% simple interest rollup credit. Account values do 
not reflect actual market performance. For the lump sum death benefit, this example shows the contract death 
benefit before the end of contract year five. It shows the rider death benefit as a lump sum after the end 
of contract year five.

6 7 8 9 10 11 12 13 14 15

Account value
Death benefit base amount
Lump sum death benefit 

$100,000

$120,000

$140,000

$160,000

$180,000

$200,000

$220,000

 ★ If the “Non-Insured” joint owner dies at any time 
before the contract is annuitized or surrendered and 
the “Insured” does not elect to become the successor 
owner, then the rider terminates and only the base 
contract death benefit is payable. No rider death benefit 
will be paid but all rider charges will be refunded.



Inheritance Enhancer details

Not FDIC or NCUSIF Insured • No Bank or Credit Union Guarantee • Not 
Insured by any Federal Government Agency • Not a Deposit • May Lose Value

This information is not intended or written to be used as legal or tax advice. It cannot be used by 
any taxpayer for the purpose of avoiding penalties that may be imposed on the taxpayer. It was 
written solely to support the sale of annuity products. You should seek advice on legal or tax 
questions based on your particular circumstances from an independent attorney or tax advisor. 
Please note, this brochure is a general description of the product. Please read your rider for 
definitions and complete terms and conditions, as this is a summary of the rider’s features.  
The Inheritance Enhancer rider issued by Great American Life Insurance Company® 
(R6042513NW) is an optional rider for which there is an annual charge. Contract and rider form 
numbers may vary by state. Products and features may vary by state, and may not be available in 
all states. Taxable amounts withdrawn prior to age 59½ may be subject to a penalty tax in addition 
to ordinary income tax. All guarantees based on the claims-paying ability of Great American Life.
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Products issued by Great American Life Insurance Company, 
subsidiary of Great American Financial Resources®, Inc., Cincinnati, Ohio
Copyright © 2013 by Great American Financial Resources, Inc. All rights reserved.

Issue ages You may purchase the rider with your Great American Life® fixed‐indexed annuity contract if you are between the ages of 50–85. 
The rider must be added at the time of issue of the fixed-indexed annuity.

Impact of 
withdrawals

Your death benefit base will accumulate rollup credits as long as your withdrawal(s) does not exceed the free withdrawal allowance 
or required minimum distribution. Your death benefit base will be reduced for withdrawals taken. This rider uses a proportionality 
concept. If you take a withdrawal (other than to pay rider charges), the death benefit base will be reduced by the same percentage 
that you withdraw from your annuity’s account value. Withdrawals greater than the free withdrawal amount may be subject to early 
withdrawal charges.

If you take a withdrawal that does not exceed the greater of the 10% free withdrawal allowance or the required minimum distribution, 
your rollup credit will be reduced dollar for dollar for that year. Rollup credits will continue to accumulate thereafter until the end of 
the rollup period.

Impact of annuity 
commencement 
date

Your rider will terminate and all rights under it will end if you annuitize your annuity. Your annuity generally requires that you 
annuitize your annuity no later than the contract anniversary following the date you or a joint owner reaches age 95. This means that 
no rider death benefit will be available if the “Insured” dies after the required annuitization date.

Rollup cap

The rollup cap equals 250% of the rollup base. The rollup base is generally the sum of all of the purchase payments you make in the 
first contract year, including any applicable purchase payment bonuses. However, if you take a withdrawal that exceeds your fixed-
indexed annuity contract’s free withdrawal allowance or required minimum distribution, then your rollup base for any future rollups 
will be reduced to the account value of your annuity immediately after the withdrawal, if lower.

Rider charge 

An annual rider charge of 0.75% will be taken at the end of each contract year. The charge is based on your death benefit base  
and is deducted from your account value. If you surrender the contract or terminate the rider, the rider charge will be prorated.  
The rider charge may also increase upon a reset, a withdrawal that is more than your annuity’s free withdrawal allowance or a 
required minimum distribution, or a permitted transfer of your contract. Please contact your financial professional for additional 
information about the rider charge.

A refund of all rider charges will be given if we pay a death benefit under the base contract because the 
“Insured” dies during the first five years or because the “Non-Insured” joint owner dies at any time.

Rider cancellation You may decline or cancel the rider at any time by written request. See your rider for more details. 

Terms used 
in your rider 
contract

★  Death benefit base is referred to as benefit base amount in the rider.
★  Rollup credits are referred to as rollup amounts in the rider.
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Can multiple beneficiaries select different rider death benefit options?  
Yes, beneficiaries may choose to take either a lump sum or an annuitization. For example, at the time of death, 
one beneficiary can choose the lump sum option, while another can select an annuitization.

Can the owner or joint owner restrict the rider death benefit payment option?   
Yes, the owner or joint owner may restrict the payment option by completing the Beneficiary Designation  
and Restricted Death Benefit Election form. 

Is this rider available with inherited IRAs?  
No, because the required distributions adversely affect the rider death benefit.

Frequently 
Asked 
Questions
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