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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


1 | Market All Day Every Day 
 

 
 

New "Safe Money Radio" logo 
--------------------------------------------------- 

 
First week in May the new edition will be 
ready....and here is a scoop....it has an auto update 
URL with it....your prospects and your clients can 
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easily be kept up to date on the latest "Safe 
Money" issues....  
 
The new edition is almost ready....pages 
increasing to 110 from the current 78. 3 different 
covers to choose from, all with your photo, bio 
and contact info on back cover, and your name on 
the front. 
 

Here are some words of wisdom:   
"America is the land of opportunity, and don't ever 
forget it"....Will Rogers, 1931 

-------------------------------------------------- 
 
Finra Fee Increases 
http://www.advisorone.com/2012/04/27/finra-to-hike-bd-fees-in-effort-to-recoup-signific?t=fixed-
income&utm_source=compliance42712&utm_medium=enewsletter&utm_campaign=compliance 

Let's see....I can't recommend anything, I can make no statements other 
than pure vanilla, I have to have someone open my mail, I have to have my 
emails pre-approved, if I write a pamphlet I have to pay them to make sure 
it is ok, seminars are so regulated that I can't do them, the disclosure is so 
any sales that even I wouldn't buy anything and now....wow.....I get to have 
my fees increased!!!! 

I am a lucky boy......BB 

(now you know why I sell Indexed Annuities....BB) 

http://www.advisorone.com/2012/04/27/finra-to-hike-bd-fees-in-effort-to-recoup-signific?t=fixed-income&utm_source=compliance42712&utm_medium=enewsletter&utm_campaign=compliance�
http://www.advisorone.com/2012/04/27/finra-to-hike-bd-fees-in-effort-to-recoup-signific?t=fixed-income&utm_source=compliance42712&utm_medium=enewsletter&utm_campaign=compliance�
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--------------------------------------------------- 
I normally would not reproduce these except there was 
an article in the industry news and they were making a 
big deal out of it. I have in the past also posted bad 
things insurance agents have done....BB 

 
Here is the link for all the info: http://www.sec.gov/spotlight/seniors/elderfraud.pdf 

 
More FINRA/SEC actions 
Variable Annuities  
 
Variable annuities are insurance products that allow investors to enjoy tax-deferred growth in mutual 
funds, while retaining the security of an insurance policy. While these products are legitimate 
investments, commissions for those who sell variable annuities are very high, and create incentives 
for sellers to promote products that are inappropriate for older investors. Variable annuities are 
generally not appropriate for most seniors or individuals near retirement because of their steep 
penalties incurred for early withdrawals. Investors should be skeptical of any broker who suggests 
purchasing a variable annuity to hold in a 401(k) or IRA because these accounts already provide tax-
deferred growth, and the variable annuity simply adds a layer of cost with no additional tax benefits. 
The following are examples of actions that have triggered investigations in recent months.  
 

• The Missouri State Commissioner of Securities sanctioned an investment adviser for 
recommending inappropriate variable annuity products to seniors. Eight Missouri residents 
between the ages of 72 and 87 invested approximately $1.2 million with the adviser, resulting 
in commissions of approximately $98,000. These investment products were not suitable for 
the clients. In fact, one annuity's producers had a policy against the sale of the product to 
individuals over the age of 75. The adviser’s registration was suspended for four months, she 
was fined $25,000, and she was prohibited from selling variable annuities or handling 
accounts for individuals over the age of 65 for five years.  
[See http://www.sos.mo.gov/securities/orders/AP-06-47.asp].  

 
• FINRA suspended an investment adviser for six months and levied a fine of $28,000 against the 

adviser when the adviser sold unsuitable variable annuities to seniors. [See 
http://www.nasd.com/PressRoom/NewsReleases/2004News  
Releases/NASDW_002828].  
 
FINRA barred an investment adviser from association with any FINRA-regulated securities 
firm and ordered the adviser to pay more than $1.5 million in restitution to seniors and other 
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customers for unsuitable sales of variable annuities and mutual funds totaling over $6 
million. [See http://www.nasd.com/PressRoom/  
NewsReleases/2004NewsReleases/NASDW_002860].  

 
• FINRA fined a financial services firm, $2.75 million for failing to maintain an adequate 

supervisory system to oversee the variable annuity sales activities of over 1,000 branch 
managers. working in offices throughout the United States. In a related action, FINRA 
permanently barred one of those branch managers because the manager recommended 
unsuitable variable annuity products to seniors and made misleading statements to customers 
in correspondence. [See 
http://www.nasd.com/PressRoom/NewsReleases/2007NewsReleases/NASDW_018681].  

 
 

• NYSE fined a firm $550,000 for making unsuitable sales of variable annuities. The $550,000 
penalty included a $175,000 fine and $375,000 to be used to compensate injured customers. 
[See David A. Noyes & Co., Inc., Decision 05-98 (NYSE Hearing Panel November 9, 2005)].  

 
• NYSE disciplined a registered representative for sales practice violations involving the sale of 

unsuitable variable annuities to seniors. [See Steven Allen Koch, Decision 05-104 (NYSE 
April 12. 2007)].  

 
--------------------------------------------------- 
Annuity.com Life Division:   
www.Annuity.com/life 
Shaun Ebben: President, Annuity.com/life 

208-297-5159 Office 
855-855-2522 
208-585-1312 Cell 
480-275-3671 Fax 
shaun@annuity.com 
 

Hello Partners, 

 We are going direct with all life insurance contracts (i.e. Aviva, Genworth, Axa, etc) as you have heard 
on Open Mic and will have our own in house life rep and life rep assistant. This process should be 
finalized soon. 

This change is a result of our growth and by no means reflects poorly on Tyson Lang, Jon Elder, or CMIC. 
We are simply growing to the point that direct contracts are becoming possible for us. As a result of this 

mailto:shaun@theleadguys.net�
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growth Annuity.com will be investing heavily into additional resources to service your sales both in 
personnel and automation (i.e. life reps, I-Pipeline, Market Watch, etc). More on that soon. 

Thanks, 

Anthony R. Owen 

 Office: 303-284-3582 

  

 

www.annuity.com/life: some screen shots 

Login Page 
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Menu 

 

Term Life Quotes 
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Annuity Search and Comparisons 

 

Forms Search 

 

 

 

 

http://datafeeds.annuityratewatch.com/annuity/app/�
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Product Information 

 

 

Underwriting Information for Life Insurance 

 

 

 

 

 

http://www.annuity.com/ipipeline/5739_UNDERWRITING.htm�
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Licensing and Contracting for Life Insurance and or Annuities 

 

Hello Partners, 

Annuity.com sales tools are now available at www.annuity.com/life. 

This page and all the content below will also be linked off of the Sales Tools / Product Selection - 
Illustrations page on Annuity Agents Alliance. 

PRODUCT SALES TOOLS - Sponsored by Annuity.com 
User ID: please call for ID and Password 
Password:   

• Term Quotes Engine 
• Annuity Rate and Product Comparison and Illustration System 

o Multi-Year Guaranteed Annuity Rates (MYGA) 
o Fixed Annuity Rates 
o Fixed Indexed Annuity Rates 
o SPIA Grid 
o Income Rider Comparisons 
o Fixed Indexed Annuity Hypothetical Calculator 

• Life and Annuity Forms and Application System 
o Find forms for most life and annuity carriers 
o Submit life applications online 

• Life Insurance Product Comparison System 
• Life Insurance Underwriting Guide System 

Thanks for the biz, 

Anthony R. Owen 

 Office: 303-284-3582 

https://surelc.surancebay.com/sbweb/agency/196�
http://www.annuity.com/life�
http://www.annuity.com/life�
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 LIFE INSURANCE FOR RETIREMENT - This is quick and to the point: "More 
people are buying life insurance not only to leave money for spouses, 
children, and other relatives, but also to supplement their retirement 
income. They are accomplishing this through permanent or cash value insurance, 
available as whole life insurance, universal life insurance, or variable life insurance. 
They also benefit from the tax-deferred component, which means the growth that occurs 
inside the policy is not subject to current taxes. Experts say that they can overfund the 
policies and eventually withdraw the money tax-free, and unlike stocks, they do not have 
to sell the asset to extract cash. As long as they do not withdraw more than the cost basis 
they do not pay capital gains or ordinary income taxes like they would when selling 
stocks or bonds." 

 

Here is a nice sales presentation for a life benefit 

 

http://fsonline.com/Life-Insurance-in-Retirement.pdf 
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Clients Love There Grandchildren!! 
Last week Shaun talked about multigenerational trusts, if 
anyone would like more inform email Shaun, Tony, Joe or me. 
(emails at top of notes) 

Multi-Generation Trusts Offer Advantages 

-Life Insurance Can Make A Good Plan Better 

-Create A Legacy That Won’t Be Forgotten 

-Consider a Multi-Generation Trust 

-A Potentially Valuable Tax Break 

 

Contact Shaun for more client presentations and materials 

-------------------------------------------- 
Harford Selling Annuity Business 
http://finance.yahoo.com/news/hartford-selling-units-market-annuities-003809430.html 

Paulson and the hedge fund guys win out and a "true" annuity leader is 
thrown away with the rubbish.....Who ever allowed this hedge funds to 
begin with?.....BB 

 

More..... 

 

HARTFORD'S VA BUSINESS - Has been sold to Forethought, a 
privately held diversified financial services company. Terms were not 
disclosed, but are not considered material to The Hartford's operations or 
financial results. Probable translation is that Hartford didn't get much for 
the sale. 
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 -------------------------------------------------------- 
 The Old Saw Tooth Blade Again 

http://www.businessinsider.com/hussman-this-is-one-of-the-worst-times-in-history-to-buy-stocks-
2012-5 

PROJECTED S&P 500 TOTAL RETURN (blue line) vs. ACTUAL RETURN (red line): 

 

John Hussman, Hussman Funds 
 
 
Read more: http://www.businessinsider.com/hussman-this-is-one-of-the-worst-times-in-history-to-
buy-stocks-2012-5#ixzz1tihHMccI 

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

http://www.hussman.net/wmc/wmc120430.htm�
http://www.businessinsider.com/hussman-this-is-one-of-the-worst-times-in-history-to-buy-stocks-2012-5#ixzz1tihHMccI�
http://www.businessinsider.com/hussman-this-is-one-of-the-worst-times-in-history-to-buy-stocks-2012-5#ixzz1tihHMccI�
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MetLife Exits Reverse Mortgage business 
http://online.wsj.com/article/BT-CO-20120426-720555.html 

 " The U.S.'s largest life insurer in March failed "stress tests" by the 
Federal Reserve that were aimed at gauging the capital adequacy of 19 of 
the biggest U.S. financial firms under a severe economic worsening." 
 

--------------------------------- 
Starts May 7th....sign up! 
Education is the Basis for all success.....BB 

The American College is offering "The Basics of 
Annuities" beginning May 7....really worth it...invest in yourself 

http://www.theamericancollege.edu/learn-your-way/online-training-center 

 

$445 and worth it... 

--------------------------------- 
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Big Truck Questions 
 
Questions for the Owen's Brothers from the Crew 
 

  
Q.  How do you manager lead budget vs. lead flow? 
  

CLICK ON THE LINK BELOW 

http://www.annuityagentsalliance.com/blog/default.aspx 
 
Anthony R. Owen 
 

 

http://www.annuityagentsalliance.com/blog/default.aspx�
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------------------------- 
• Leads 
• Local Search 
• Building Relationships 
• Outsourcing 
• Daily information about your prospects 
• Personal contact with your prospects 
• Reliable Information 
• Timely drips with an actual message 
• Prospect interaction 

 

Who are you going to call? 

.......Retire Village! 
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Drip Drip Drip Drip Drip Drip Drip Drip Drip Drip Drip Drip  

 

Our recent drip this past week....One agent reported this many touches by 
his database.... 

 

67 prospects and clients opened and read the link....these 67 people visited 
a total of 117 pages and 2 requested the agent to contact them immediately. 
Plus the agent knows whom to call just by a look at the "daily lead log" 

Here is a direct reply from the drip 

Hi Agent, 

Thanks for the e on annuities. Very clear and informative and refreshed our minds of all you have told 
us. I forwarded it to a niece in Redding as through some recent e mails I found out she was very 
uninformed on them. This was so clear so I thought she may like to see it. I know I am always happy to 
get clear cut information, even if it is on something I may not be using now, but might want later. 

xxxxxxxxxxxxxxxxx 

On Apr 30, 2012, at 7:05 AM, agent  wrote: 

 

Dear Prospect and Client, 
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Investors and Retirees are finding that Financial Growth and Risk vs. Reward Can Meet in the 
Middle .  

Click here for a explanation of how this is possible. 

 

Giving Value Builds 
Relationships  

Through Relationships Comes  
Trust 

With Trust Comes Sales 
 

 

 

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

http://davidbraun.retirevillage.com/content?pagename=64&sid=28665�
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Dave has some product updates… 

 

 

Last week I showed you my approach to selling Income 
Riders, then I saw this article and it hit a nerve.....here 
are 7 questions a broker might ask his prospect....BB 

(I always like Darla's articles) 

  

http://www.investmentnews.com/article/20120430/FREE/120439993&issuedate=20120430&sid=RIS1
2&dailycount=5&issuedate=20120430# 
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Seven retirement questions all advisers 
should ask....(I have some notes in red....BB) 

The answers can prove pivotal in setting up an investment program for clients, 
says professor 

 

By Darla Mercado  

April 30, 2012 1:45 pm ET 
 

The true philosophy of retirement planning can be boiled down to seven key 
questions advisers should ask their clients. 

That was the thrust of the keynote speech Moshe Milevsky, associate professor of 
finance at York University, made Monday at InvestmentNews' Retirement Income 
Summit in Chicago.  

Mr. Milevsky encouraged advisers to back away from black-box models that merely spit 
out a number to be used in planning for retirement.  

Rather, it's all about the assumptions that advisers use to reach that income level in the 
first place: What are the questions advisers should be asking their clients, and what's the 
math behind pulling those assumptions into income retirees can use?  

“Retirement income planning is more than just a math problem, but you can't avoid the 
numbers entirely, either,” he said. “We want a slightly deeper appreciation for who's 
behind it and where it comes from.”  

 

1. “How long will your money last if you stop working today, invest your 
nest egg as safely as possible and try to maintain your current standard of 
living?”  (I think the term they need is longevity, what is the longevity of 
your money?....BB) 

A basic building block of retirement planning, mathematician Leonardo Fibonacci's 
equation to determine the present and discounted value of money gives the number of 
years a lump sum will last if an investor spends a given amount per year, assuming a 
certain rate of return for the principal.  

 

http://www.investmentnews.com/reprints�
http://www.investmentnews.com/reprints�
http://www.investmentnews.com/apps/pbcs.dll/personalia?ID=dmercado�
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2. “How long will you spend living in retirement, and how random is that 
number?” (see my notes on number 1....BB) 

 

Benjamin Gompertz, one of the first actuaries, developed the mortality law: He 
determined that the death rate for a given age cohort rises each year of your life by about 
9%. Accounting for factors such as wealth and health, plus higher odds of longer lives as 
a person ages, investors are generally expected to spend a long time in retirement.  

 

3. “What is your pension annuity worth? How much does it cost to buy more 
lifetime income?”  (a simple income rider on an IRA annuity solves this 
issue....BB) 

Astronomer Edmond Halley essentially discovered that the value of a pension depends 
on age and discount rates: A pension annuity is worth more at a younger age and less 
when older.  

 

4. “What is the proper spending rate from our nest egg, and what economic 
factors does it depend on?” (safe secure reoccurring income is always 
available, spend all you money every month becuase guess what, it comes 
again next month,....BB) 

 Economist Irving Fisher wrote about longevity risk aversion. Investors typically prefer 
to enjoy more of their money earlier in retirement, realizing that the odds that they'll 
make it to 100 are much lower than the chance they'll make it to 70.  

5. “What's the proper mix of stocks versus bonds?”  (the answer to me is an 
impossible one, why not outsource to the annuity company....BB) 

 

Paul Samuelson, an economist, brought the concept of human capital into the financial 
planning equation. Human capital tends to fall as people age, and at the same time, 
financial capital rises. Generally, the more secure an investor's human capital is, the 
more investment risk they might take.  
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6. “How important is leaving financial legacy?  

What is it really worth?” Solomon Huebner, an insurance economist, demonstrated the 
value of life insurance. The value of a death benefit may not be much at a younger age, 
but it rises as an insured individual ages and life expectancy shortens. It's worth even 
more when interest rates are high.  

 

7. “Taking everything into account, is your retirement income plan 
sustainable?” (I know the answer to that and I don't have a PhD....BB) 

 

 Mathematician Andrey Kolmogorov came up with the lifetime probability of ruin, which 
posits: “Will I run out of money before I run out of life?”  

Pulling together all of the above equations, advisers can try to determine not just a 
portfolio's sustainability but make decisions on annuitization.  

“There are some basic equations that all financial advisers should be aware of,” Mr. 
Milevsky said. “Retirement income has its own important equations. Turning something 
into a field — a profession — is about: Where did it start, and who are the heroes?” 

(The heroes are the folks who can provide safety and security while 
reducing stress, stress caused by worry about longevity....BB) 

I think I will go to NY an dhold one of these connferences, charge a huge fee 
and answer these questions for the audience....BB 

 

 
After I read this article about this highly esteemed 
meeting of extremely intelligent and overly educated 
people I thought..... 

 

"What?!! 
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Read their questions again and imagine how an indexed 
annuity with an income rider should be their only 
answer..... 

This was from last week but seemed 
appropriate to replay it....BB 

 

 

How to sell the Income Rider. 
I have struck gold with the income rider, for many years this benefit was 
not available in Washington.  I have found nothing easier or simpler to sell.  
This benefit, combined with other benefits annuities provide make them 
the "premier financial product" in the world.  (I guarantee it....BB)  

When it finally was approved, I discovered a whole new meaning of 
"Annuity Benefits".  

The first few times I tried to explain how the IC works, I received stares of 
confusion.  Betty and I talked it over and both decided it was confusing, 
explaining it. 

 

Ask for help....I did! 
 

I reached out and asked for some help and got it from Chad....I copied what 
he did, added it as a benefit and mixed up a few terms....it is so easy to 
explain and even easier to sell. 
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"Mrs. Jones, have you ever considered why you bought your 
annuity?  What is the purpose of owning it and what do you 
really want it to accomplish?" 

(I added really) 

That question is my lead in for policy reviews for clients who already own 
an annuity.  Most of my clients are from the lower end of the asset base, 
many have few assets beyond the annuity. Possibly you may have had a 
more affluent target market than I have had....either way the same is true 
for all annuity owners....Why? 

If their answer is safety, security and income, or for future income as the 
reason I then add this. 

 

The company has a new rider, a rider which can increase your benefits 
should you decide to use your annuity as income. The new benefit is called 
an income rider.... 

 

You don't need to do any policy review to explain the nest part....it can be 
used anytime as how to explain how it works.....I had Chad formulate this 
for me and I use most of his language....sometimes I change a wording 
depending on the client. 

 

Your annuity has several guarantees, among them is an income rider. 

Think of your funds on deposit earning money in two categories. 

1. Real money: these are the actual returns credited to your annuity 
each year on your policy anniversary.  The yield will vary from year to 
year.  These funds are fully guaranteed and once any interest is 
credited to your annuity, it becomes part of that guarantee. 
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2. Pretend money: (theoretical is Chad's term) every year, the annuity 
company will add a guaranteed 10% to your account (I am using 
Great American Income Rider as an example but simply add the 
percentage the company you are writing).  This will continue for the 
next 10 years. (add the years the income rider is guaranteed) At 
anytime you can convert your "pretend" account to a "real" 
money if you use it as income.  These funds are also fully guaranteed. 

 

Let me show you an example: 

 

www.gafriss.com (or whatever company you are using) 

Fill in the info and right click to print, hand it to them.... 

 

Does it get any simpler? 

 

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

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

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

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

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

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

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

 

More Legal Stuff...  

Be responsible... we cannot know your individual situation, 
always do your own due diligence before responding to any offer 
or investing any money. 
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I can't accept responsibility for the profitability or legality of any 
published articles or opinions published in Open MIC. Nothing 
in these Open MIC notes should be considered personalized 
advice. Although I may answer your general questions, I am not 
licensed under securities laws to address your particular 
situation. No communication by me to you should be deemed as 
personalized advice.  

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

We make no compensation for the publishing (or hosting) of 
Open MIC Notes. 

 


	Seven retirement questions all advisers should ask....(I have some notes in red....BB)



