
1 | Open MIC notes for the Crew 
 

 
……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 | O p e n  M I C  N o t e s  f o r  t h e  C r e w  
 

“It takes a village to raise an annuity agent” 
 

 

It's Open MIC Time! 

  ---------------------------------  
 Words of Wisdom    

 There is no substitute for talent. Industry and all its virtues are of no avail. 

                                                                                                                  Aldous Huxley 

 ---------------------------------- 
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11,000,000 people are now drawing federal disability.  

 
According to an annual report to Congress, a record 72,600,000 were 
enrolled in Medicaid for at least one month in fiscal 2012, up from 
71,700,000 in fiscal 2011.  

Participants now outnumber the populations of France and the 
UK. 

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

From our friend: Bill O'Quin, CLU, ChFC, RFC 

The Virtual Assistant 
http://fsonline.com/ 

 
Inflation Doesn’t Retire When You Do!  
 
Failing to consider the impact of inflation could result in a gradual erosion 
of your standard of living after retirement. 
 
Did You Know... 
Inflation Rate Was: 
2008 2013 1.8% rate per year 
2003 2013 2.4% 
1993 2013 2.4% 
What This Means... 
 
Assuming a person who retired in 1993 with a fixed monthly retirement 
income of $4,000 had an average monthly food bill of $500, the food bill 
consumed 12.5% of this retiree’s monthly income. 
 
By 2013, however, with an average inflation rate of 2.4%, that retiree’s 
monthly food bill would have grown to $803, or 20% of monthly 
retirement income. 

Does the food bill also include wine?....BB 
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------------------------------------------ 
 

Good stuff here, worth the $96….BB

 

http://www.nationalunderwriter.com/the-advisor-s-guide-to-annuities-3rd-edition-

1.html?utm_source=LHPro&utm_medium=Editorial_Mention_May_which_annuity&utm_campaign=Annuities 

The Advisor's Guide to Annuities, 3rd Edition 
  

The Advisor’s Guide to Annuities provides objective, impartial guidance on 

what annuities can and cannot do, their costs, and what risk-management 

features annuities offer. All delivered in easy-to-read language. 

  

Print Edition $96.00 

http://www.nationalunderwriter.com/media/catalog/product/cache/1/image/9df78eab33525d08d6e5fb8d27136e95/a/d/advisors-guide-to-annuities-m_2.jpg
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-------------------------------------------- 

 

More money, more regulators, more regulation, 
more federal control, more audits, more rules, 
thank goodness their fingers are out of our 
business (for now)….BB 

 

MORE MONEY - Mary Jo White, head of the SEC, is asking for 

$1.67 billion for the 2014 fiscal year to help it hire the extra 250 examiners 
needed to increase regulatory supervision of advisors. The new 
examiners "would be an important step in a multi-year effort to increase 
coverage by our examination program to meet our regulatory 
responsibilities to investors who increasingly turn to investment advisors 
for assistance navigating the securities markets and investing for 
retirement and family needs."  

Old-time life agents used to claim their underwriting departments were the 
"Sales Prevention Department." With improvements in medical 
underwriting, this dubious honor has been transferred to compliance 
departments. 

 

Betty and I have just had such an 
experience……here is what happened…. 

 

 

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

http://www.bing.com/images/search?q=sec+logo&id=66BF0498D3DCD0C696AD0D6F0E52EAE0EEC9E8A9&FORM=IQFRBA
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http://www.lifehealthpro.com/2013/05/16/the-annuity-sales-
opportunity?eNL=519ba779150ba0720d000053&utm_source=AnnuitiesInsider&utm_medium=eNL&utm_campaign=LifeHealthP
ro_eNLs&_LID=141417861 

The annuity sales opportunity 

Any way you slice it, $650 billion is a pretty impressive number. And for 
advisors who sell annuities, it's also a big-picture sales target; the precise 
number of assets available — from pre-retirees and post- — for conversion 
to an annuity.   Spoiler alert: Pre-retirees in the 55-59 age bracket clock in 
at nearly fifty percent. 

http://www.limra.com/Posts/Research/Retirement/Now_Available__The_Retirement_Income_Reference_Book_2012.aspx
http://www.lifehealthpro.com/annuities/sales-strategies?ref=nav
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Look at the number above; see 
the total of $474 billion? 
 

Women now top earners in 4 in 10 US 
households 
http://news.yahoo.com/mothers-now-top-earners-4-10-us-households-040224109.html  

 

Could it possibly mean that $189 BILLION (40%) 
are women?  Think of the size of that market and yet 
very little of our marketing is focused on this 
massive market. 

 

WASHINGTON (AP) — America's working mothers are now the primary breadwinners 
in a record 40 percent of households with children — a milestone in the changing face of 
modern families, up from just 11 percent in 1960. 

The findings by the Pew Research Center, released Wednesday, highlight the growing 
influence of "breadwinner moms" who keep their families afloat financially. While most 
are headed by single mothers, a growing number are families with married mothers who 
bring in more income than their husbands. 

Demographers say the change is all but irreversible and is likely to bring added attention 
to child-care policies as well as government safety nets for vulnerable families. Still, the 
general public is not at all sure that having more working mothers is a good thing. 

While roughly 79 percent of Americans reject the notion that women should return to 
their traditional roles, only 21 percent of those polled said the trend of more mothers of 
young children working outside the home is a good thing for society, according to the 
Pew survey. 

Roughly 3 in 4 adults said the increasing number of women working for pay has made it 
harder for parents to raise children. 

"This change is just another milestone in the dramatic transformation we have seen in 
family structure and family dynamics over the past 50 years or so," said Kim Parker, 
associate director with the Pew Social & Demographic Trends Project. "Women's roles 
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have changed, marriage rates have declined — the family looks a lot different than it 
used to. The rise of breadwinner moms highlights the fact that, not only are more 
mothers balancing work and family these days, but the economic contributions mothers 
are making to their households have grown immensely." 

See link above for more of the article: 

 

 

Longevity and Women 

Who lives longer, men or women? The answer has long been known, women are in first 
place in the longevity test. They live longer statistically by 6.5 years. 

In a 2011 survey asking Baby Boomer women about their retirement plans and their 
investible assets, single women had substantially less saved for retirement than did 
single men. In addition to less money saved for retirement, a high percentage (86%) of 
women surveyed planned to retire earlier than men. 

The other important fact discovered from the survey results was that women had a 
much greater fear of running out of money during their retirement years. While on 52% 
of men are concerned about retirement shortfalls, 70% of women list this as their 
number one concern.  

According to the Women’s Institute for a Secure Retirement (WISER): 
http://www.wiserwomen.org/ 

Top Five Retirement Challenges For Women 

1. Three out of five working women earn less than $30,000 per year. 
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2. Three out of four working women earn less than $40,000 per year. 
3. Half of all women work in traditionally female, relatively low paid jobs without 

pensions. 
4. Women retirees receive only half the average pension benefits that men receive. 
5. Women's earnings average $.77 for every $1 earned by men - a lifetime loss of over 

$300,000. 
Realities as listed above put retirement in jeopardy, and makes planning a difficult task. 
The Institute goes on to say that women are twice as likely as older men to become poor. 

The important first step for women with their financial planning is to take control and 
be in charge of your financial future. Making sure your financial future has basic 
guarantees is the first step. Annuities can help provide that important base. Here are a 
few benefits of using an annuity as the foundation of retirement planning. 

 Funds in an annuity accumulate as deferred. 
 Annuities can avoid probate when a named beneficiary is used. Many annuities 

now contain a death benefit provision which allows for a larger inheritance to be 
received by the named beneficiary. 

 Many annuities now contain long term care riders which will assist ion nursing 
home expenses. Generally the LTC rider is less expensive than a long term care 
insurance policy. 

 The right type of annuity (fixed) allows for protection from loss (and risk) and the 
proceeds are fully guaranteed. 

 Unlike an IRA or 401 (k), annuities have no limits in regards to annual 
contributions.  

 

And finally, women statistically live longer than men, and annuities have an income 
feature that will provide an income for as long as the annuitant lives, regardless of how 
long that may be. So a woman can provide the foundational structure of long term 
guaranteed income without any concern of outliving her money. 

Safety, guaranteed and income, annuities could be the key for the woman who wants an 
insured retirement income. 

Marketing to women can open a huge new pool of prospects…..BB 

 

----------------------------------------- 
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Dead Weight 

 

Dead weight?  That would really hurt….BB 

MetLife adviser ranks thinning out fast after cuts 

Insurer has axed 2,500 reps in past year; 'dead weight' 

 
http://www.investmentnews.com/article/20130531/FREE/130539978 

 
MetLife Inc. is making good on its plans to ratchet down sales of variable 
annuities and universal life insurance with secondary guarantees in the U.S. 
and dramatically reduce head count in its adviser force.  

http://topics.investmentnews.com/companies-and-associations/metropolitan-life-insurance-co.-metlife.htm
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Over the past year, the company has axed 2,500 advisers from its career 
agency channel, leaving it with 5,000 advisers now. It is on track to save 
$150 million annually by the end of 2014, according to a presentation 
Eric Steigerwalt, head of its U.S. retail business, made to investors last 
week. 

 

Why, do you wonder?  Why are they ending 
relationships with so many producers?  Is it really a 
cost?  Or is it this?…..yikes! 

http://www.lifehealthpro.com/2013/05/30/direct-annuity-sales-are-coming-are-you-ready?t=variable 

Direct annuity sales are coming. Are you 
ready? 

“Outside The Box” with Stan The Annuity Man 

By Stan Haithcock 
MAY 30, 2013   

  
 

A long time ago, I was sitting in a meeting at Dean Witter (remember them?). Top 
management had flown in from New York to address the new low-cost stock trade 
companies that were causing a stir in the financial world.  

I will never forget Mr. Intellectual VP telling us (we were called stock brokers back then) 
that the $7-a-trade Schwab’s of the world and the low-cost upstart Vanguard were not a 
threat to our “master of the universe” status. He sincerely believed that we could 
continue to charge $200 to $400 per stock transaction. Really? I remember thinking at 
the time that he might be the dumbest person on the planet because his argument for 
the status quo was utterly ridiculous and without merit. 

I think we can agree that this Dean Witter executive was a little off on his predictions. 
Multiple trillions of dollars later, the Schwab/E*TRADE model and the 
Vanguard/Fidelity low-cost solutions are here to stay and have permanently changed 
the investing world. The reason that both of these business models continue to be wildly 
successful is because they provide low-cost, transparent and simple solutions that are 
customer friendly. It’s really that simple, and a definite snapshot of our annuity future. 

In 1943, then CEO of IBM Thomas Watson said the following: “I think there is a world 
market for maybe five computers.” That stroke of genius was followed up in 1977 by 

http://www.lifehealthpro.com/2013/05/30/direct-annuity-sales-are-coming-are-you-ready?t=variable
http://www.lifehealthpro.com/author/stan-haithcock
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Ken Olson (president, chairman and founder of Digital Equipment Corp.) saying 
“There is no reason anyone would want a computer in their home.” Let’s just 
hope their tombstones don’t include these comical epiphanies. 

“Can’t happen” 

In more recent times, we all can remember when life insurance started to be sold directly 
by companies like SelectQuote. The same type of pound-the-table statements like “can’t 
happen” or “life insurance is not a direct sale product” are being proven wrong on a daily 
basis. The vast majority of life insurance is still sold by agents, but as the public gets 
more comfortable with computers and the Internet, the life insurance market share will 
continue to increase through direct buying solutions. 

See link above for more info:  

 

Thankfully, people buy insurance but you have to sell 
annuities….BB 

 

 

 

Another announcement, Stan the “annuity” man will begin 
writing for Annuity.com blog beginning this Friday….BB 

  

Stan Haithcock, aka, Stan The Annuity Man, is an annuity specialist and 
nationally recognized annuity critic. With over 25 years of experience in the 
financial services industry, Stan The Annuity Man has been called the 
national consumer advocate for annuities. He is the author of the highly 
acclaimed book, The Annuity Stanifesto, and writes weekly annuity 

http://www.lifehealthpro.com/2013/04/22/what-metlifes-learning-from-its-walmart-pilot-prog
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columns for both MarketWatch.com and MoneyShow.com. Stan speaks 
across the country about annuities, and is a frequent guest expert on 
national TV and radio shows. He lives in Ponte Vedra Beach, Fla. and has 
clients nationwide. For more on Stan, visit www.stantheannuityman.com. 

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

 
 
Without the $85 billion a month form the Federal Reserve, what 
will the stock market do?....will be interesting, my guess is it will 
stop  the growth, where will people go with their money?....BB 
 
STOCK RISE - The U.S. stock market has risen as tepid economic data 
eased concerns the Federal Reserve would begin to gradually scale back 
its policy of stimulating growth. Stocks have been volatile recently and 
closely tied to alternating views of the future of the Fed's loose monetary 
policy. 
 

More 
 
 
QE3 COULD END SOON - Ben Bernanke told a Congressional hearing 
that the Fed could begin reducing the pace of its bond purchases at one 
of its next meetings if economic conditions improve. The statement echoed 
those in the minutes of the Fed's May policy meeting. The possibility of an 
end to the central bank's monetary stimulus program was enough to roil 

global financial markets, creating volatility among stocks, 

bonds and currency exchanges. 

http://www.stantheannuityman.com/
http://www.bing.com/images/search?q=federal+reserve+logo&id=429008C9FA044E8D5300128C3B154076ABECB2C4&FORM=IQFRBA
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-------------------------------------- 
While this article is about leads in general, it speaks to us 
as annuity agents.  How soon are you “calling” your leads! 

 

Companies misjudging lead response 
times 
By Warren S. Hersch 
MAY 28, 2013 •  
 

Companies are wasting sales leads because their teams aren't responding to 
online contacts as quickly as they think, new research shows. 

Published by sales automation and analytics provider InsideSales.com, the 
report reveals that companies often grossly underestimate response times 
and overestimate response attempts. The study is based on 
InsideSales.com's ResponseAudit, a standardized and automated research 
tool that tests how quickly and persistently companies are contacting online 
leads. 
 
After collecting response data for more than 700 members of the American 
Association of Inside Sales Professionals (AA-ISP), InsideSales.com asked 
the companies to evaluate their perceived sales response performance. The 
results show a significant disparity between reality and how companies 
think they respond to leads. 

Key findings from the study include: 

 When asked how many attempts their sales teams make to contact a 
lead, companies most often estimated "more than five," but in reality 
the most common number of attempts was zero. 

 Nearly 25 percent of companies surveyed thought they were 
responding to leads within five minutes, when in actuality only 5 
percent responded that quickly. 

 More than 90 percent of companies surveyed believed that their first 
response to sales leads was done by phone, when in reality 67 
percent of companies make their first contact through 
email. 

http://www.lifehealthpro.com/author/warren-s-hersch
http://www.lifehealthpro.com/2011/11/26/how-quickly-do-you-respond-to-a-web-inquiry
http://www.lifehealthpro.com/2013/05/13/big-data-and-insurance
http://www.lifehealthpro.com/2013/05/13/big-data-and-insurance
http://www.lifehealthpro.com/2013/05/03/lost-sales-leads-4-common-problems
http://www.lifehealthpro.com/2013/05/03/lost-sales-leads-4-common-problems
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"There is a term in social psychology called 'illusory superiority,' which is 
the tendency to overestimate positive qualities and abilities,” says Ken 
Krogue, president of InsideSales.com. With this research study we've found 
that illusory superiority is in full effect when it comes to sales lead 
responses. 

"The companies we surveyed typically had lofty perceptions of how they 
were responding to leads, but the hard truth is that reality falls far 
below those perceptions,” he adds. “This has the distinct potential to be 
devastating to an organization's bottom line and can be a major hindrance 
to growth." 

 

--------------------------------- 
Dave and Shaun 
 

 

 Product updates  
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Big Truck Partners 
“It takes a village to raise an annuity agent!” 

5 Step Sales 
Process Training 

 

Chad Owen has some comments…. 

 --------------------------------- 
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CD annuity article…..BB 

http://www.statesman.com/news/business/best-safe-place-for-money-might-be-cd-like-annuiti/nX7Rd/ 

Best ‘safe place’ for money might be CD-like 
annuities 
 
 
Then there is this… 
 
Below is a handout I recently saw from an annuity marketing 
company.  I have added my comments and notes in red, make 
sure you don’t use this level of marketing to provide your clients 
and prospects information, you may be liabile. This is the sort of 
nonsense floating around the industry by hustlers.  
 
If you hand out information like this, you should not be allowed to 
sell annuities….BB 
 
(PS: this originated in 2002 and still being circulated) 

 

10 IMPORTANT REASONS TO 

CONSIDER TRANSFERRING 

     YOUR BANK CD TODAY! 
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1.    If there is a surrender penalty you can tax deduct the 
amount of the penalty, therefore, your actual cost is reduced! 
(yes, but always consult your tax professional) 

 
2.    The difference gained due to the higher interest rate of 
the annuity will provide additional profits. (really?) 
 
3.    You will instantly avoid probate! (With a named 
beneficiary) (always consult a licensed professional, no such thing 
as always)  

 
4.    By "locking in" a higher yield, you'll protect your funds 
from the potential of declining interest rates in the future. 
 
5.    Your Social Security Benefits will not be as taxable as 
they may have been with the CD (this depends on the 
amount you transfer). (once again, tax professional) 
 
6.    The savings gained in tax-deferral alone will also add  
       additional profits! (really? How would this work?  Can we see 
an example?)  

 
7.    Your funds may now be creditor and judgment proof. 
(maybe, depending on your state of residence, lots of details and 
limitations, seek professional advice) 

 
8.    Your funds may also be incontestable. (no clue what this 
means) 
 
9.    Should the government tax annuities in the future, your 
interest may be protected under the "grandfather" status. 
(ever hear of the US Congress?  They make the rules) 

 
10.  You may now be able to protect your retirement dollars 
       from being spent-down by the state, if you or your 
spouse ever enter a Nursing Home! (very missleading and 
hazardous information) 
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---------------------------------- 
 

  
The commercials are now in hi def, FIA is 

almost ready. 

 

 

Meet Katrina Pearson, your new Annuity.com 

spokesperson, our second instructional vehicle is in the 

can and will be ready an a week,  

Fixed Indexed Annuities. 

 

See her at our new “annuitycom” channel on YouTube 
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 http://www.youtube.com/watch?v=h89BIToyQJA 

 

Stock Market Blues in HD: 

http://www.youtube.com/watch?v=HuGRBhJ1RAE 

Safe Man in HD:  

http://www.youtube.com/watch?v=Ru11UGE_FC4 

 

How would you like to use this (and 6 others) for direct marketing 

to your database?  It will soon be an available marketing option 

for you….just another way to find the prospect! 

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

 
 
Spots are running.....leads....sign up! 
 
Here is the YouTube link:  

  

http://www.youtube.com/watch?v=h89BIToyQJA
http://www.youtube.com/watch?v=HuGRBhJ1RAE
http://www.youtube.com/watch?v=Ru11UGE_FC4
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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. 

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  

http://www.youtube.com/watch?v=sGQToDarklU
http://www.annuity-admin.com/agents/index.php
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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. 
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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. 

 

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

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

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

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... 

  
 




