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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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 Here are some words of wisdom:   

 Thanks Veterans! 

 

Indexed Annuities can only go up. (My deep thought 
quote of the day...BB) 

 

 
Bill 
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I have lost several sales off these leads because of low caps. The prospects 
very much likes the income rider, but they just can't get past the fact that 
account value may be depleted by their mid 80's. Prospects have been in 
their mid-60's wanting to start income at or before 70. Tell them caps will 
go up as interest rates rise, etc., etc., etc., but still can't get past the reality of 
these low caps. Splitting any of their funds to a MYGA or FIA without the 
income rider isn't a solution, because it doesn't leave enough $$$ to create 
sufficient income from the rider. Last resort is to fall-back on a bank CD 
ladder for interest income, but the commissions aren't there. Suggestions?   
 

 
 

 
 
 
 
 
 
 
 
 
 
Editorial 
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Yes, I do have a suggestion.  The suggestion is based on a  question.  

"What is the money for?"   

There are lots of ways to ask that question, such as "What is the purpose of 
the funds and what do you want them to accomplish?"  (my favorite) 

The days of having your cake and eating it to are gone, too much 
manipulation from Wall Street, too much compliance, US Treasuries way to 
low, too many Hedge Fund companies manipulating for gross profits, bank 
interest rates too low....it goes on and on. 

Your comment about the caps being too low is thinking from the wrong 
point of view, my answer is simple...."Who cares what the cap is?"  

You say it is important, but I say it isn't...not if the answer is 
LTMONOFGI  (long term monthly occurring never outliving fully 
guaranteed income.)  

If the answer is for income, then the caps are meaningless and you as the 
agent are studying the problem facing insurance companies way to0 hard.  
Focus on the Fact Finder and Focus on the answer.   

"What is the money for?" 

Let the insurance company worry about their bottom line and the spread, 
focus on the "purpose" of the annuity. 

Then there is the risk factor, the factor that says if I am taking a risk, what 
is my reward?  The answer may surprise you. 

 

Go to this website www.gafiss.com  

 

$300,000 deposit, 2% bonus, estimated return 3%. 

In 5 years the income value would be $25,245 (LTMONOFGI) 

The estimated account value at 3% minus rider cost would be $330,489 at 
age 65 (5 years). 
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So out comes the income which was the goal of the annuity income....but 
the prospect wants his "cake and eat it to" so how can we help our agent 
make the sales he is losing? 

It is all about how you look at things... 

 

• Mrs. Jones, you stated that you wanted to use your IRA for income 
correct?   

• You also stated that because of the "low caps" you might not use my 
product, correct? 

• You felt that using the funds as income might leave your heirs with 
nothing, correct? 

• You are considering other investments with risk in order to have 
income and have your account grow, correct? 

• Mrs. Jones, I assume you want to have your cake and eat it also, 
correct?  

• In other words you want maximize income and still have all your 
funds, correct? 

• Examining this more in depth, these funds are needed for income, but 
the fear of not having funds later in life because of the low caps are 
causing you to not buy this annuity and in doing so you are accepting 
risk which could erode your financial future, correct? 

• If I could show you how you could have LTMONOFGI and still be 
fully guaranteed to leave a future value to your heirs, would you buy 
my annuity? 

• If the answer is yes, show them this simple concept. 

 

Your account has a value of $300,000. 

Use $250,000to buy income with an indexed annuity with an income rider.  
In 5 years you would be guaranteed to have an annual income of $21,038 
(LTMONOFGI)  
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Use $50,000 of your $300,000 and buy a single pay fully guaranteed life 
insurance policy with a future death benefit of $400,000. 

 

Now you have income which you can never outlive and now your heirs will 
inherit tax free $400,000 even if your annuity account value is $0. 

Will she buy the dual policies, probably not.  The reason is she will always 
go for the maximum income, but the point will be made.  You can have 
income and you can have a guaranteed future value. 

 

Yes....you can "have your cake and eat it too"....BB 

 

******Here is an easy to understand a site which can be used to determine 
life expectancy with your clients and prospects, it can be used with an iPad 
and makes a great point.  

http://media.nmfn.com/tnetwork/lifespan 

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

Annuity Specs releases Annuity results 
Sheryl Moore's report 

http://www.insurancenewsnet.com/article.aspx?id=343312&type=topnews 

---------------------------------------------------------------- 
Those at the top steal..... $47.7 million  to be exact 

National Association of Personal Financial Advisors.....probably 
will get a slap on the wrist, nothing like what happened to 
Glean.... 

http://www.investmentnews.com/article/20120520/REG/305209973/-1/INIssueAlert01 

---------------------------------------------------------------- 
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Wealthy Looking for safety also 

http://www.investmentnews.com/article/20120520/REG/305209997/-1/INIssueAlert01 

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

  

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

  

Q.    What do you say when clients say this is too good to 
be true?    (indexed annuity) 

------------------------- 
Hello Partners, 
Have you ever seen a more comprehensive list of carriers? 

With our new life division we just might be the most diverse IMO in the 
business when it comes to carrier availability. See our new contracting list 
at the link below. 

http://www.annuityagentsalliance.com/content.aspx?pname=Annuity Contracting 

 If you need contracts for any life carriers let me know which ones. 

http://www.annuityagentsalliance.com/content.aspx?pname=Annuity%20Contracting�
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Thanks for the biz, 

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 

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

Who are you going to call? 

.......Retire Village! 
 
http://www.annuityagentsalliance.com/marketing_systems.aspx
?pname=Electronic Response Annuity Marketing System 

 

  Drip Dipping Dripped  

Take a look guys ~ I asked Rick if he had any leads or 
sales from RetireVillage.com  

From: Rick Dennis - Safe Money Radio 
[mailto:rick@SafeMoneyHouston.com]  
  

Are you kidding me???  

http://www.annuityagentsalliance.com/�
https://www.findyourannuity.com/�
http://www.annuity.com/�
http://www.eagleshadowfinancial.com/�
http://www.annuityagentsalliance.com/marketing_systems.aspx?pname=Electronic%20Response%20Annuity%20Marketing%20System�
http://www.annuityagentsalliance.com/marketing_systems.aspx?pname=Electronic%20Response%20Annuity%20Marketing%20System�


8 | Market All Day Every Day 
 

The drip, drip, drip of the "Chinese Water Torture (a.k.a "Joe Rych-ing" instead of 
waterboarding) has resulted in some unknown several hundred thousand dollars of 
sales (probably is over $1MM - I just haven't taken the time to figure it all out)  

As an example, an operator at a chemical plant first called me in early 2010, and I've 
been (or rather, you've been) dripping on this guy since then. finally closed the deal with 
him - SPIA of $ 84K, FIA of $300K. 

Other examples - I get a few ERMS requests every month, and these are from leads in 
that stack of 900 who've gone to the website because of the drip and are "clicking away" 
on the various articles and videos. For many of these folks, I've never been able to get 
them on the phone, and they finally "raise their hand" after a drip has finally driven 
them insane and they just can't take it anymore (LOL....BB) 

 Just like Popeye - "I stands all I can stands and I can't stands no more!" 

Anyway, Mr. Rych, this RetireVillage.com stuff is just gold - that's all I can say - very 
well designed, very well designed - layout is great, and being co-branded with the 
Annuity.com logo at the top left of the home page, next to my name - that's a pretty 
sweet deal. "Heck, Martha - this here guy Rick Dennis must know what he's talking 
about - he's got a cool-looking website with the Annuity.com logo on his website page! 
Shazamm!!" (spoken with a deep east Texas drawl.) 

One last thing - please let me know when "the switch" has been made, because I'm going 
to "beat the drum" with the current "drip-ees" and send an email with a link to the "new 
and improved" SafeMoneyHouston.com website. they won't know what hit 'em when the 
see the new layout. 

Also - one other very cool thing - the Retired Radio thing is very nice!! I've been 
thinking about sending an email just to promote that feature of the website - lots of 
really great stuff from "way back when." 

If you have any "fence-sitters" who don't know if they want to blow $75/month on your 
website, send them to me and I'll "set 'em straight!" 

Rick D 

Houston 

  

Joe, 

My compliments to you and Mark Wood and 
whoever else is involved with this - really, 



9 | Market All Day Every Day 
 

really nice stuff and I like all the new lipstick 
on the pig!  

Now you've got me all wound up to a fever pitch and I'm like a kid wanting a new toy at 
the toy store---- WAHHHHHH!!!! I WANT IT NOW!!!!! 

So when can I switch to this "new and improved" website???  

RickD 

Houston 

 

 

 

 

 

It's Official - the new ........... 

RetireVillage site has launched.  

  

 Please go to your computers and enter the 
URL.... 
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http://demo.retirevillage.com/ login is demo password is agent  

 

~ we need to emphasize that this is a beta launch to get all the bugs out and get feedback 
from the agents for corrections and/or input 

 

For a demo site: 

- No data can be saved - we don't have to keep resetting the site :) 

- No emails can be sent using the email send option 

- No SMS messages can be sent using the sms send option 

 

  

 

 

 

 

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

   

http://demo.retirevillage.com/�
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Annuity.com Life Division:   
www.Annuity.com/life 
Shaun Ebben: Annuity.com/life 

Have a look at the new site.... 

 

 
 
 

    
Dave has some product updates… 

 
Please welcome to Open MIC, Carrie Freeburg 
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Carrie Freeburg is a Senior Actuarial Consultant. She has over nine years of 
experience in the annuity industry. She has helped design over 40 fixed 
annuity policies and riders at over eight insurance carriers. Carrie 
specializes in product knowledge and market intelligence. She has also 
developed numerous agent sales solutions. Carrie is a Member of the 
American Academy of Actuaries and Associate of the Society of Actuaries. 
 
Carrie Freeburg, ASA, MAAA 
 
 
 
Jack Marion Letter is next page. 



13 | Market All Day Every Day 
 

 
 

 

 Here is basic IUL info from Peter Montoya, info your 
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prospects and clients can grasp and understand....BB 

(www.marketinglibrary.net) 

 

Indexed Universal Life Insurance 
A vehicle that may also increase your retirement savings potential. 

Indexed universal life insurance has gained popularity with business owners, 
executives, retirees and families. Why? It allows you to build cash value with 
protection from downside risk. 

There are advantages and disadvantages to an IUL policy, as with any insurance 
product, but it may appeal to people looking to accelerate retirement savings and 
promote retirement cash flow. 

IUL in a nutshell. IUL combines life insurance coverage (and a death benefit) 
with a tax-deferred equity index account that builds up cash value.  

A percentage of your IUL policy premiums fund annual renewable term insurance. 
The balance is added to your policy’s cash value account. The account return is 
actually an index-linked interest credit reflecting the performance of a major Wall 
Street index: the S&P 500, the NASDAQ 100 or something similar. (You can 
usually pick an index from a few choices.) Unlike a variable universal life policy, the 
assets within the account aren’t allocated among equity positions.1 

Annual returns are “guaranteed” never to be negative. An insurer issuing 
an IUL policy makes a pledge to the policyholder: even if the index linked to the 
policy’s cash value declines, the cash value will not. 

Gains are amassed based on the policy’s participation rate, which is established by 
the insurer. The participation rate equals the percentage of exposure of the cash 
value to the equity index. For example, let’s say a policy has a current cash value of 
$50,000 and the linked index gains 6% in a year. If the participation rate is 50%, 
then $1,500 is added to the cash value [(6% x 50%) x $50,000 = $1,500].1 

There is a chance for tax-exempt retirement cash flow. IUL policies may 
be funded with after-tax dollars, meaning that the cash value can later be accessed 
tax-free. Currently, there are no limits on the amount of money that can be placed 
into an IUL policy. A family, business or executive can direct variable amounts into 
the policy annually, so there is some nice flexibility.2 

The caveats to IUL. An IUL policy calls for a long-run outlook. The cash value 
may be less than the premiums paid for years after the policy’s issue, and surrender 
charges may be applicable 10-15 years into the life of the policy. Additionally, the 
ability to flexibly fund the policy year-to-year can be a curse if inconsistent 
premium payments lead the policy to lapse.3 
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Mortality charges have to be deducted from the contract value of an IUL policy, and 
those charges and the interest crediting formula for the policy could change upon 
management decisions at the linked insurance carrier.3  
 
While the annual interest credit on an IUL policy will never be negative, most IUL 
premiums are invested in bonds by insurance companies. So over the long haul, the 
rate of return on the savings component of an IUL policy may mimic the fortunes 
of the bond market – and if stocks do better than bonds, that’s not optimal.3 
 
All this considered, however, IUL equals an intriguing option for business owners, 
key employees and their families: an insurance option worth examining.  

 

 

 

  
  

 
 

 

 

 

 

 

------------------------------------------------------------- 
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Color front and back, photo, bio and contact info. Ralph and his team 
will provide set up, formatting and layout, all you need is the photo, 
bio and contact info. 

 

The book is available in a range of 50 copies and as many as 200, per 
order. 
 
50 copies are $7.00 each or $350 for 50 
100 copies are $6.50 each or $650 for 100. 
200 copies are $6.00 each $1,200 for 200. 

And....you can share this URL with your clients and prospects for 
more "Safe Money" topics 

http://www.annuity.com/safemoney 
Here is your contact info..... 

Ralph or Damon   
 

http://www.annuityagentsalliance.com/programs.aspx?
pname=Safe Money Book 

 

 

 

 

Disclaimer:   

http://www.annuityagentsalliance.com/programs.aspx?pname=Safe%20Money%20Book�
http://www.annuityagentsalliance.com/programs.aspx?pname=Safe%20Money%20Book�
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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. 

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 
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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. 

 




