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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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“It takes a village to raise an annuity agent” 
 

  

It's Open MIC Time! 
9:00: AM Pacific Thursday 800 504-8071 Code is 5556463# 

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

I am: two of the most powerful words, for what you put after them shape 
your reality.        Belle West 
 
I am an annuity salesman….    Bill Broich 
 

---------------------------------  
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Today’s Open MIC is different; I am speaking 
to you about the annuity industry and my 
vision of its future.  Tony, Chad, Shaun, Dave 
and Joe will all return next week.  I hope you 
find this topic compelling and significant to 
your careers. 
 
BB 

Editorial 

I have been reluctant to write this editorial, mostly because it paints a very 
black and white picture of where we are and where our industry is heading. 
I have gathered information from multiple sources (including industry 
insiders) for my editorial and some of my expressed views are based on my 
personal annuity selling experience. 

BB 

 

 

What do you think is coming to 
our annuity industry?   

Could it be new products?  

Could it be a new way of selling?   

Could it be that we as agents are no longer needed?   

Ask yourself this: Why are the big money boys bullying their way 
into our business?  Why are the private equity firms taking control of 
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annuity sales?  Is it because they love our industry?  Is it because they care 
about us? Our clients? 

Not a chance! They only care about one thing: their bottom line and market 
share.  Do you know how big the annuity industry is now?  If you include 
those retiring from 401k plans and looking for safety and security, it is a 
whopping $250,000,000 a year plus.  (Billion) 

That is each and every year until at least 2050. 

That is serious cash and it has gotten the attention of large firms who have 
the funds and the ability to make a market move.   

How can our industry change?  How can annuities be sold in a different 
way?  How can guys with big wallets change the relationship between 
annuity buyer and annuity seller?  

 

Remember when these products were our lifestyle mainstay? What 
happened? 

 

Just think about Apple. First the total domination of how we communicate 
with one another. Now they are starting to rewrite television.  What is next?  
Who knows but you can believe that with their intellectual power and their 
massive bank account, it will be another social change. 
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How about the life insurance business?  Remember when the insurance 
companies had their own sales force?   

Now how is most life insurance sold? Directly to consumers via the Internet 
or agents using the Internet.  It has evolved to a definable product with 
rates available and known to everyone.  We now buy most products based 
on price and it is done almost anonymously through the Internet or via call 
centers in faraway places. 

Are we naïve enough to think that this will not happen to the annuity 
business?  

Insurance is bought, but annuities must be sold!  Remember that 
saying?  I do and I have taught it.  But what if an annuity is made simple, 
cheaper and easier to understand?  What happens then?  As new products 
surface which fit that mold, what happens to us?  Do we as agents simply 
fade away? 

A couple of years ago Dave and I were having lunch with a senior vice 
president of a large annuity provider and he said to us: “If we could figure 
out how to sell annuities and bypass the agent, we would.” 

A direct sale to the consumer and bypassing the agent is what all insurance 
companies want to do.  Don’t be naïve!  If they didn’t need us they wouldn’t 
have us. 

 

 

Consider this simple example. 

 Annuity sales of $1,000,000, marketing and acquisition costs of 10%.  
What is the sales and marketing expense?  $100,000. 

 Annuity sales of $1,000,000, marketing and acquisition costs of 2%.  
What is the sales and marketing expense?  $20,000. 

Where does the extra $80,000 not spent go?  In profits or in a lower cost 
annuity, competition will drive it and the consumer and the direct marketer 
will win.  Who will lose? You will lose. Who will win? The consumer will 
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own a better product at cheaper expense and the direct marketer will 
increase its bottom line. 

It is mass marketing. 

How would they do it?  Simple, first they design a very easy to understand 
basic annuity, but with add-ons. You buy the annuity and as you go through 
the process more features are offered.  Just think of how you buy a book on 
Amazon, do they merely sell you the book?  Yes but they offer other choices 
and show how others have enjoyed the book and similar books. 
Commonly called an upsell.   

The same is true with airlines; you book a flight and now you can buy a 
better seat, trip insurance, want to pay for your bags now?  How about 
priority boarding, want to get on the plane first?  On and on it goes…The 
Upsell 

Can you guess who is aligning to sell direct to the consumer and making our 
role in insurance selling less important? 

Wal-Mart, Amazon and dozens of other large companies.  You can now buy 
insurance (and in some locations, real estate) from Wal-Mart in many 
stores. Remember the old brand K-Mart?  Have you been in any “new” 
stores lately? 

I know you haven’t been in one because they have no new stores.  But K-
Mart is on fire, they are selling more products than ever.  How?  By selling 
products direct to the consumer and bypassing their own stores. By offering 
premiums to buy, such as free shipping. The day will come when K-Mart 
owns no stores, only virtual stores.  Who will follow, my guess is a large 
move from Sears, Penney’s and other old line companies needing to make 
the change to survive.  Don’t get me wrong, there will still be stores, but the 
emphasis and the best add ons will come via the Internet. The more you 
buy on line, the more benefits you receive, why?  Because the overhead is 
much less and so many services offered can be outsourced. 

How would you compete if the direct annuity seller offered an extra 2% as a 
today only sale? They can do it anytime they wish because it would be part 
of the original prospectus.  
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How could they do that? What about state insurance departments need to 
approve the policies?  The direct marketers will not care.  Why?  Because 
they will not use any product that is regulated by a state department of 
insurance.   

They will create a hybrid variable annuity product and deal with 
FINRA, a much easier management issue.  Remember FINRA and their 
large annual operating deficit. 

The product will be simple, easy to understand and easy to sell.  Once that 
happens, the whole game will change. 

Is it already happening? Yes, in a way.  Fidelity is the largest seller of 
annuities on the Internet!  They sell direct, but they sell other companies 
annuities. How easy would it be for them to create their own “basic” 
annuity for direct selling?  You can bet they already have it, sitting in the 
wings ready to go. 

This past week I had the pleasure of visiting with a national recognized 

consulting economist.  His specialty is the financial services segments, 

globally.  His clients are Who’s Who of the financial industry. During our 

evening we talked about selling direct and how that might be accomplished.   

His statement to me was the: “Selling direct to the consumer within the 

financial services industry is here now, selling annuities is also here now, 

it just isn’t yet obvious.”  

He went on to say the only hold up from being our new standard is how 

insurance companies will deal with the current spread on low yield US 

Treasuries and the derivatives to fund future promises, once that adjusts, 

the game is over.  

Recently the Federal Reserve indicated that the monthly $85 billion 

flowing into US Treasuries would begin to slow.  Once that happens the 

stock market will be on its own and inflation could be rearing up.  If my 

new friend is right and US Treasuries begin to increase in yield….is he 

right?, is the game up?   

Bill Gross the brilliant head of PIMCO warned of this 2 days ago: 
http://www.advisorone.com/2013/06/05/pimcos-gross-warns-get-out-of-market-feds-qe-chemo 
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Already steps have been put in place to execute the sale. Remember when 
FINRA announced the short version of the prospectus?  You can bet the 
long version will be in the back of the annuity contract when it is mailed to 
the client.  The short version will have a signing form that will be sent to the 
client. 

Eventually the prospectus will only be available online and the client would 
simply need to download it or just read online. 

KISS:  Keep it simple stupid! 

How about the Internet monster Amazon?  Reportedly Amazon is a year 
into testing selling insurance directly to the consumer.  What happens to 
the industry if that model gets green-lit by Bezos? How can anyone compete 
with that behemoth? Almost anything can be bought at Amazon, why not 
annuities? 

So, what do we do?  How do we compete with these coming changes? I 
think we have options and still can create our own annuity segment. 

 

It lies in 3 parts: 

Education: We need better and deeper education for agents. We need 
better continuing education, class room hours, not self-hours.  It should 
be 32 hours of clock time per year just to maintain an insurance license. We 
need to push towards earning solid industry designations such as a CLU.  
We must offer the clients a higher grade of agent, a better informed agent. 
It has to be much harder to become licensed and to stay licensed as an 
agent. Because of the very low standards set for us by our insurance 
commissioners, I think each of us will need to be responsible for our own 
education, write a plan and stick to it. 

Marketing Marketing Marketing:  Every focus needs to be on 
marketing.  More leads from dependable sources. An agent must set 
themselves apart as a local expert using techniques such as a radio show.  If 
you are not on the radio you are making an error. Use the Safe Money 
book, use radio, and make yourself visible. You must get more from your 
marketing dollar, the old school of 1 sale per 10 leads will no longer work; 
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you must increase your margins.  More sales must come from the lead flow, 
you must offer more.  Become a blogger; outsource as much lead marketing 
as possible. You need a system to keep your leads warm. Us the power of 
the Internet, use the power of Retire Village. 

Specialize: Find a niche and stay there, become an expert.  Market 
yourself as an expert. Demonstrate your expertise. (My niche is prospects 
with $200,000 or less in investible assets, it has always worked for me.) 

Becoming as “visible as possible” is absolutely essential.  If you don’t 
focus on visibility then your career is moving to the “death throws” stage.  
You must be visible and you must be seen. If you do not have enough 
marketing money set aside, then get it.  You must invest and you must 
invest wisely.  If you do not have access to a sufficient marketing budget 
then quit.  Why?  Because you are already out of the business and don’t 
even know it. 

Do I seem too harsh?  I hope so because what is going to happen is already 
happening. 

The current Private Equity firms in our business are only the beginning.  
They are coming and they are coming with big and deep money. A good 
friend of mine who is an industry insider confided in me information about 
who is coming to our industry and what they intend to do; their move 
makes the current Private Equity players merely chump change.  

Our landscape is changing so change with it.  Invest in yourself, invest in 
marketing and invest in education. 

 

LIMRA research below is worth studying. 
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The Number of People Reaching Age 65 By 
Year (2000-2050) 

Million on left column, source is LIMRA 

http://www.lifehealthpro.com/2013/06/05/the-retirement-boom-is-here-to-stay 

 

 

The retirement boom is here to stay  

So says LIMRA 

By Michael K. Stanley 
JUNE 5, 2013 • REPRINTS 

 

There has been much said about the present opportunity for financial 
service firms and professionals to capitalize on the waves of boomers set 
retire in the next few years. 

A less-known fact that provides just as much potential for the industry was 
recently reported by LIMRA: The number of Americans reaching 65 years 
old each year will continue to grow beyond the boomer generation. 
 
It was an accepted fallacy that after the last of the boomers transition 
into retirement, numbers retiring in subsequent generations will 
dwindle. 
 
According to LIMRA that is not the case. Citing the U.S. Census Bureau, 
LIMRA reported that in 2013, 3.4 million are projected to reach age 65; in 

http://www.lifehealthpro.com/2013/06/05/the-retirement-boom-is-here-to-stay
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%2F06%2F05%2Fthe-retirement-boom-is-here-to-stay&cf2_field_17=LifeHealthPro&cf2_field_19=June%205%2C%202013
http://www.lifehealthpro.com/2013/05/23/oldest-boomers-are-now-fully-retired
http://www.lifehealthpro.com/2013/05/23/into-the-mind-of-the-baby-boomer
http://www.lifehealthpro.com/2013/05/23/into-the-mind-of-the-baby-boomer
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2023, 4.1 million will reach 65 and 4.2 million will hit retirement age by 
2050. 

Generation X and Y (age 30-48) bring 78.4 million prospective 
customers to the door of the industry while a group of 82 million 11-29 
year-olds will follow in the next 35-55 years. 
 
The enthusiasm the industry is showing regarding the flurry of potential 
planning opportunities with the boomer generation should not wane. It 
would behoove the industry to adapt marketing materials and to cultivate 
long-term, sustained relationships with members of younger generations. 

LIMRA estimates that there will be $22 trillion in investible assets from 
Americans 55 and older that can be put into retirement solution products — 
such as annuities — by 2020. Younger generations will be even keener on 
utilizing the financial services industry (due to the atrophy of defined 
benefit plans) and are likely to have even greater investible assets by the 
time they reach 55. 

As LIMRA puts it, “The retirement boom is here to stay — the trick is 
whether the industry can help future retirees keep from going bust." 

A little more:  If you want me to prove my point about the changing of our 
industry, just consider this. 

Generation X: 

Cellphone users    88% 

Newspaper readers     7% 

Source for news (internet)  91% 

Value of social media   90% 

 

Now think about the WWII generation (the greatest generation). The 
Baby Boomers. How is our society evolving?  Where is it going?  One easy 
answer -- make a call on a pay phone. There are only a few left. 
 
The annuity industry is changing, not at light speed, but at warp speed. 
 
Prepare yourself. BB 

http://www.lifehealthpro.com/2013/05/10/generation-stress
http://www.lifehealthpro.com/2013/05/10/generation-stress
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This was up last week but needs to be shown again.  

 



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

This is how private equity firms think, buy the market, sort it out 
and then make the best decision for themselves, all others 
beware…..BB 

 And…. 

 

 

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

Stan Haithcock is a true visionary, I urge you to read him weekly at 

www.lifehealthpro.com 

Stan The Annuity Man, a.k.a. Stan Haithcock, is a nationally recognized expert on 

annuities known for his transparency, honesty, and endless research. 

 

Direct annuity sales are coming. Are you 
ready? 

“Outside The Box” with Stan the Annuity Man 

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 

http://www.lifehealthpro.com/
http://www.lifehealthpro.com/2013/06/05/ill-pay-your-debt-if-you-sell-our-annuities
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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 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” 

Link is above. 

 

Where do we go next?  First understand the 

two processes. 

Relationship Versus Transactional 

 

What is the difference between selling direct and selling face to face?  

 Selling direct creates a transactional relationship, how much is your 

cup of coffee?  You have no relationship with the waitress, you only 

want the coffee. That same relationship in selling annuities as a 

transactional process would be similar. It is a single transaction. 

 

 Relationship selling understands how a person feels about their 

situation and how immediate their call to action would be. Build 

relationships and make larger sales, build a client relationship. 

Transactions cannot accomplish relationships. The key to 

relationship selling is complete and thorough fact finding. 
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Selling direct will happen and it is 

happening....let’s be prepared. 

Let me blunt 

 You must advertise: locally 

 You must be on radio: Safe Money Radio 

 You must buy leads from multiple sources: always ask for the 

lead company’s privacy notice 

 You must use a premium giveaway: The Safe Money Book 

 You must use Retire Village 

 You must have a Facebook account for your business; it 

must be linked to your Retire Village account.  Use the auto 

connector to manage both. 

 You must use the off week drip 

 Cross market with Annuity.com  

 You must use videos, use YouTube (annuitycom channel) 

 You must be educated, create a plan 

 You must be relationship focused 

 You must sell via a fact finder 

 You no longer can pitch product 

 You must be specialized: niche market 

 You must become marketing focused 24/7 365 

 You must become a blogger: annuity.com 

 You must have a dependable and renewable marketing 

money budget: 15% of gross commissions. 

 You must communicate constantly with your clients and 

prospects.  

The war is here, it is not on the horizon, it is here. 
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----------------------------------------------------- 

 See how it works 

http://www.retirevillage.com/how-it-works 

 

Resources: 

www.safemoneybookprinting.com 

www.annuityagentsalliance.com 

www.safemoneyradio.com 

www.annuity.com 

www.annuity.com/agenttools 

YouTube (enter annuitycom in search) 

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

  

 

 

 

 
 

http://www.safemoneybookprinting.com/
http://www.annuityagentsalliance.com/
http://www.safemoneyradio.com/
http://www.annuity.com/
http://www.annuity.com/agenttools
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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...BB 

  
 




