
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
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Man Coffee 

------------------------------------------------------------ 
 
Words of Wisdom 
 
Politicians are all the same, promise everything and 
deliver nothing.  Will Rogers 1928. 
 
 

---------------------------------------------------------- 
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It's live!  
  
The new agent map ready to hook into Annuity.com. Please check and make sure all is ok 
before I take it live. 
 
Mark 
 
http://www.annuity.com/agentmap 

 
 
 
----------------------------------------------------------- 
Annuity.com Life Division:   

Shaun Ebben:  

www. Annuity.com/agenttools 

President of Annuity.com Life Division 

 

http://annuity.com/�
http://www.annuity.com/agentmap�
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Beginning in August, we will have agent 
webinars specific to life insurance 
conducted by different home office and 
field marketing experts on simple and 

complex uses of life insurance, more later this 
month.............................. 
  

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

 
 I had a call this week from an agent who was 
working with a prospect who had a Money 
Market account.  The prospectus showed an 
annual fee of 1%....the yield was .40% but the 
account did not go down, why? 

The answer is..... 

 

Money market funds: on borrowed time 

Why do money market funds still exist? In an era of rock-bottom interest 
rates, they are hard to justify,. The average US fund offers investors a 
yield of just 6 basis points after fees, according to Crane Data. And 
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that is without the unlimited federal guarantees that come with non-
interest bearing checking accounts, at least until the end of the year. 

Low rates also mean these funds are poor earners for their sponsors. To 
compensate for often negative real yields, most have waived their fees – 
more than $5bn worth last year, estimates the Investment Company 
Institute. No surprise then that assets in US money market funds have 

fallen from their 2009 peak of $3.9tn to about $2.5tn. 

JP Morgan Chase, Black Rock and Goldman Sachs have restricted 
access to some money market funds after the European Central Bank cut 
interest rates to historic lows. 

 
----------------------------------------------------------- 
 
Cleaned, pre-qualified, scrubbed annuity 
leads. 
 
pre-qualified, cleaned and scrubbed leads .....less than "advisor 
world".....email kevin@annuity.com for details....$195 each, will definitely 
be interested in annuities....full national launch begins in late 
august.....testing is available now 
 
 
Hi Guys,  
 
Our new scrubbed leads are beginning to flow.  Couple little bugs in the 
interface that we'll fix, but the process worked great. 
 
1. Joe Ellis (the lead) filled out a form online. 
 
2. The call center received the new lead. 
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3. Mr. Ellis was called within 3 minutes. 
 
4. Call Center spoke with Joe Ellis, qualified him by asking the following 
questions: 

§ The type of annuity he is interested in 

§ The amount & location of his money to invest 

§ His time frame for a potential annuity investment 

§ The best time he can be reached by phone 

§ Additional notes 

 
The notes from the call center: 
 
Joe Ellis just sold some real estate and is looking for a place for his money. 
He lives in Florida but also has a house in Nebraska.(Hook)   
 
He states that any time of day is a good time to call but because of the 
property sale he is going to be 'out and about' the next few days and that 
next week might be better. I asked him what kind of annuity he was looking 
for and he stated that he was unsure and was looking for more information 
on annuities. I told him that Mr. Agent (we always use the actual agents\'s 
name) would call with him to follow up and answer any questions that he 
might have. He said that would be great. 
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As we move to more and more scrubbed leads I would think it  would be a 
god idea to get your marketing set up for the fall....here is a marketing tip 
for you. 
 

• Retire Village is a must! 
• Get on the list for A.com leads especially the scrubbed leads 
• Order life leads from Shaun Ebben, put a 55 and older filter on them. 

 
 
Speaking of Retire Village.... 
 

   

Marilyn K. Clark 
Marilyn K. Clark and Associates 
Littlerock, WA  

Dear Bill and Joe 
 
I just wanted to say how fabulous the new Retire Village website is.  The 
tools you have added make it so productive and my clients just love it. 
 
Thanks 
 
Marilyn Clark 
 
Marilyn has been part of this crew for 6 years, thanks Marilyn. 
 
 
If you are not using RV, you are making a mistake.....BB 
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----------------------------------------------- 
CBS News: The Pros and Cons of Annuities 
 
 http://www.cbsnews.com/8301-505146_162-57476510/the-pros-and-
cons-of-annuities/ 

 
Mainstream media at least....BB 

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

 

Big Truck Questions 
 
Questions for the Owen's Brothers from the Crew 
 
 
 
Q: Do your prospects make a big deal about the FIA 
caps?  If so how do you get around how low they are?  

 

 

------------------------------------------------------------ 
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Aviva Webcasts 
 
Great training and it is free! 
 
https://image.avivausa.com/portalimages/imageserver/marketing/email/pdfs/WebcastSchedule.pdf 

 
(cut and paste) 
------------------------------------------------------------- 
  
Marketing Machine 
 

 
 
Rick Dennis in Houston markets all day in every way, just look at 
his email signatures...every email he sends, he markets. 
 
Now look at the link.... 
Thought I would share my latest local marketing effort - click on the link 
below -  
 

http://about.me/rick.dennis 
 
The price is right - it's free.  
Sincerely,  
 
Rick Dennis 
Conservative Retirement Strategies, LLC 

http://about.me/rick.dennis�
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Your Retirement... Guaranteed! 
 
Host - Safe Money Radio 
Sundays - 6:00 - 7:00am - AM 560 KLVI 
7:30 - 8:00am - AM 700 KSEV 
7:30 - 8:00am - AM 950 KPRC 
"Ability is what you're capable of doing. 
Motivation determines what you do. 
Attitude determines how well you do it." 
www.SafeMoneyHouston.com 
www.SafeMoneyKit.com 
www.SafeMoneyVideos.com 
 
Are you tired of losing money in your retirement account? Are you worrying that you will 
outlive it?  
 
Call me and learn how to receive guaranteed returns with income you will never outlive. 
 

Let's have a look at the links of Rick's 
email..... 
 
 

http://about.me/rick.dennis 
 

http://www.safemoneyhouston.com/�
http://www.safemoneykit.com/�
http://www.safemoneyvideos.com/�
http://about.me/rick.dennis�


12 | M a r k e t  a l l  d a y  e v e r y  d a y  

 

 
 
 
Right to Rick's Retire Village Account! 
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Then there is this.....Last week on Open MIC I 
wrote about an article on Fox Business 
 
Bankrate article is pathetic 
 
http://www.foxbusiness.com/personal-finance/2012/07/16/who-gets-my-annuity-money-if-die-too-
soon/ 
 
Who gets the money form an annuity if I die prematurely?  This answer is 
awful and it originated as a Bankrate article.....and you wonde3r why people 
do not understand our wonderful products....BB 
 
Rick is not only a pure marketer but also an 
activist....have you taken up the cause and become 
committed?.....BB 
 
 
Hi Bill, 
 
I read the article you linked from Fox Business on your most recent Open 
Mic notes and you're right - it was horrible. 
 
I've written a response that I want to send to this guy, but I wanted to run it 
by you first, just to make sure everything I'm saying is correct. 
 
Here's the email I'm contemplating sending - please let me know if it's 
essentially correct.  
 
RickD 
Houston 
========================================== 
 
 
http://www.foxbusiness.com/personal-finance/2012/07/16/who-gets-my-annuity-money-if-die-too-soon/ 
 
 
 

http://www.foxbusiness.com/personal-finance/2012/07/16/who-gets-my-annuity-money-if-die-too-soon/�
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Dear Mr. Hungelmann, 
 
My name is Rick Dennis, and I'm a life insurance agent selling Fixed Index Annuities 
(FIAs) and Single Premium Immediate Annuities (SPIAs) in the Houston, Texas area. 
I'm assuming you are the author of the article at the web address listed above.  
 
I read the article linked above and I'm very confused about one sentence in particular:  
"If you buy an annuity and die three years later, the balance of your 
investment gets redistributed to those who live beyond their life 
expectancy." 
 
That's a pretty broad, sweeping statement to make - it gives a reader the impression 
that, in each and every situation, 100% of the time, if the annuity owner dies early, the 
remaining money in the annuity does not go to his/her beneficiaries, but goes back to 
the insurance company to be "redistributed".  
 
There's only instance I can think of where the statement above is correct, and that's 
when an annuity owner has annuitized for "life only." When that occurs and the 
annuitant dies early, then yes, the funds stay with the insurance company and are, as 
you say, "redistributed" to others who live beyond their life expectancy. 
 
But what about annuity owners who buy an annuity and: 
a) die while the annuity is still in deferral, or  
b) die after they have started receiving lifetime income from an income rider, or  
c) die after having annuitized for "period certain"  
 
In each of these instances, the money from the annuity is not "redistributed to 
those who live beyond their life expectancy" - instead, the money from the annuity goes 
to the beneficiaries of the annuitant.  
 
Your article makes it sound like annuities are a crap shoot, and you lose if you die early. 
nothing could be further from the truth.  
The article, as written, makes it sound like annuities in general, and Fixed Index 
Annuities in particular, are a bad deal if you "die too soon." Nothing could be further 
from the truth - a Fixed Index Annuity with a Lifetime Income Rider offers the 
annuitant a contractually guaranteed income for life WITHOUT having to annuitize "for 
life only."  
 
These products literally solve the #1 concern of the Baby Boomer generation, which is 
the concern about outliving their money. the annuitant can receive a monthly check for 
as long as (s)he lives and the balance in the annuity passes to his/her beneficiaries - 
NOT to the life insurance companies. 
 
If you have 5 minutes, check out this video - it does a great job explaining Lifetime 
Income Riders. 
 

http://www.webprez.com/3709/42�
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Perhaps, in the future, your articles could be a little more precise and accurate in your 
answer to the question of "who gets my annuity money if I die too soon." 
If you have any questions about the various payout options and benefits that Fixed 
Index Annuities provide, please send me an email or just give me a call at my direct 
number below. 
 
Sincerely,  
Rick Dennis 

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

 

Twisting or not? The Good and the Bad! 
Replacement for Income Rider Benefits?  As I have mentioned on 
Open MIC several times, I have been moving many of my existing clients to 
new edition products with income riders.  For years in Washington income 
riders were not approved, now they are. 

I approached several of my key carriers and asked about adding the rider to 
existing in force contracts and nearly 100% said no... 

If income is the issue, then you might consider replacing the existing 
contract with an income rider FIA.  But be careful, replacements can be 
twisting unless they are done for the right reason....the reason? 

The benefits the new contract can provide.   
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As you know, we as annuity sales people need to be able to wear two hats; 
the selling hat and the competition hat.  

When the competition is trying to sell your client or prospect a bonus 
annuity, you can almost bet that they haven't fully explained how the bonus 
becomes fully vested. In addition many agents selling bonuses don't have a 
clue themselves.  

If you don't give a complete explanation of how the bonus you offer is 
vested, you can rest assured the conservation team (or more likely, a guy 
like me) is going to do it for you.  Inappropriate funding of an annuity will 
almost always end in a cancelation, or worse yet, a complaint.    

As I have said for years, the easiest way to protect yourself from 
cancelations or no-takes is to ask this question; “What is the purpose of the 
money?”  

Whichever hat you are wearing, selling or competing, the following article 
has some great tips. I left all the internal links in for you....BB 

 

http://annuities.about.com/od/annuityquestions/a/Do-Bonus-Annuities-Make-Up-For-Surrender-
Charge-Transfer-Fees.htm 

Do Bonus Annuities Make Up For Surrender 
Charge Transfer Fees? 
By Keith Dennis, About.com Guide 

 
Bonus annuities are like tomatoes. Consume them too soon and 
the result is not good. 
Bonus annuities have become very popular over the past decade. Although 
the bonuses are not quite as high as they were when the concept was first 
introduced, they still offer attractive benefits that should be considered 
when purchasing an annuity. Sometimes the bonus is sold as compensation 
for transfer fees or surrender charges from other annuities. Does a bonus 
annuity make up for fees and surrender charges?  

http://annuities.about.com/bio/Keith-Dennis-97130.htm�
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The Basics Of Bonus Annuities 

Bonus annuities offer a bonus that is a certain percentage of your principal. 
Offering a bonus is not a new idea but offering high bonuses is a relatively 
new idea in the annuity world. Long ago, a small bonus of 1 to 3% might be 
offered to help entice clients to transfer their current investments into the 
new annuity. Now, it works a little different but the bonuses are much 
better. How does 7% sound for an up-front annuity bonus? If you invested 
$500,000 into an annuity with a 7% bonus you would immediately earn 
$35,000. Not bad for a one day gain.  

Obviously, the insurance company could not just give you $35,000 without 
any strings attached. If they that did they would not be in business for long. 
Annuities bonuses always have rules attached to be able to keep the bonus. 
Whether or not it actually pays for your surrender charges incurred or your 
fees for selling your other investments depends largely on your ability, 
financially, to stick to the rules.  

What are the rules? There is always a withdrawal rule that is based on your 
principal and the free withdrawal provisions of your contract. For example, 
most annuity contracts have a 10% free withdrawal option. Free withdrawal 
means free of surrender charges. The free withdrawal option is how 
retirement planning is achieved with annuities because there is ample 
amount of money available each year with zero fees or commissions 
associated with taking it for income. A free withdrawal option does not 
mean that your withdrawal will not count against your bonus. Not all 
contracts penalize the bonus as long as you stay under the free withdrawal 
amounts but some do. Read the fine print and ask your agent about how it 
works.  

You invest a certain amount of money and receive a bonus of a certain 
percentage. Your bonus will then be on a time schedule, typically ten years 
or more but sometimes less. It will be ten years before you can access your 
bonus if that is your schedule. Some annuities offer a “walk away” bonus 
and some do not. A walk away bonus means the entire bonus plus the 
earnings will be available at the end of the time period. Effectively, it makes 
your annuity payable in full at a specific time in the future. If the bonus is 

http://annuities.about.com/od/annuityquestions/a/What-Are-Bonus-Annuities.htm�
http://annuities.about.com/od/annuitydefinitions/g/Surrender-Charges.htm�
http://annuities.about.com/od/annuityincomeplanning/a/Avoiding-Surrender-Charges-With-Careful-Income-Planning.htm�
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not a “walk away” bonus then it must be paid out for a certain amount of 
years, usually five or ten.  

From a planning perspective and working with retirement income 
investments it does not matter which form of bonus your annuity offers as 
long as you do not withdraw more income than the 10% free withdrawal 
each year. Your retirement income investments are meant to pay out over 
your entire retirement which could be 35 years or more. Considering we are 
only talking about 15-20 years the payout option will work perfectly. That is 
perfectly if you do not move your annuity during the initial surrender 
schedule or time schedule for your bonus to be fully vested.  

Pitfalls To The Theory Of Surrender Charge 
And Fee Replacement 

Now that you have a good idea of how a bonus annuity works you can 
understand the potential pitfalls. If you paid any fees to transfer your 
investments you should be aware of potential problems that could arise 
with recouping that money. If you sell your annuity for any reason before 
the full bonus is available you will not recoup your money. You should plan 
on being invested for the full surrender charge schedule. You lose the bonus 
if you surrender your contract early. In other words, the bonus is not 
available for a regular withdrawal before the scheduled time and maybe 
only in certain amounts each year after that.  

There is one other detail to consider. Bonus annuities typically offer slightly 
lower caps or interest rates and sometimes have higher internal fees to 
cover the extra cost to the insurance company. Consider this question. If 
you get a bonus but have higher fees associated with the account is it really 
worth it compared to the same annuity with lower fees or higher caps and 
interest rates? Be sure to ask for proposals for each annuity, with and 
without, before investing.  

 

Bonus Annuities, Surrender Charges, And 
Fee Recovery 

http://annuities.about.com/od/AnnuityRiders/a/Guaranteed-Income-Without-Losing-Access-To-Principal.htm�
http://annuities.about.com/od/AnnuityRiders/a/Guaranteed-Income-Without-Losing-Access-To-Principal.htm�
http://annuities.about.com/od/annuityprofiles/a/Before-You-Invest-In-Fixed-Indexed-Annuities.htm�
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Always be extra diligent when transferring your investments around. 
Research the fees for the transfer thoroughly but also compare your current 
investment fees to your new investment fees. A bonus annuity can help and 
is a great product but it is not right for everyone. Be sure to consult with a 
qualified financial advisor or insurance agent before making any changes to 
your current investments.  

Now consider the importance of the source of funds, as we roll 
along this topic will become more and  more important.  Know 
who you are, what you are licensed to do and what is the overall 
affect of your recommendations. 

 

****Important: Source of Funds 
 
It is important to identify the source of funds when selling an 
annuity.  This form will help guide you through the process.  It is 
as essential to the sale as a completed fact finder....You should 
always use this. I made notes in red for you. 
 
 
Important Disclosures 
 
I am selling/liquidating/surrendering/replacing/withdrawing some or all 
of my securities (including variable products, mutual funds, stocks, or bonds) and using the 
proceeds to purchase life insurance or annuities. Select what is being 
sold...BB 
 
I acknowledge that neither the insurance carrier nor (Agent your 
name...BB) recommended I sell/liquidate/surrender/replace/withdraw 
any securities or otherwise provided any investment advice related to my 
securities holdings. Any decision to sell/liquidate/surrender/ 
replace/withdraw securities (select ...BB) is a decision I made and carried 
out on my own. 
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I understand that (Agent, your name...BB) acts only as an insurance 
agent and is not licensed to sell securities or offer any investment advice 
regarding my securities holdings or portfolio. 
 
I acknowledge that (Agent, your name...BB) advised me to consult with 
an investment advisor, securities licensed representative or other qualified 
professional such as an accountant or attorney if I have any questions or 
concerns about selling/liquidating/surrendering/replacing/withdrawing 
my securities.(select option...BB) 
 
I understand (Agent, select option....BB) is not licensed or qualified to 
render any advice about purchasing/selling/liquidating /surrendering/ 
replacing/withdrawing securities, (select option....BB) including tax 
consequences and any possible related fees or charges associated with such 
securities 
transactions. 
I acknowledge I have read and fully understand the information contained 
in this disclosure statement and have received a duplicate copy for my 
records. 
 
Client Signature________________________________ 
Print Name____________________________________ 
 
Date_________________________________________ 
 
Client Signature________________________________ 
Print Name____________________________________ 

Date:________________________________________ 

 

 

 

 

------------------------------------------ 
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From last week on Open MIC....have a 
serious look.....BB 
 
 
“Anyone can be a successful salesperson as long as you have 

someone to talk to.”                            Bill Broich            

  

  

Load, Harvest, Glean, Re-Load, with 
Annuity.com marketing systems 
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This program is set to launch...add this to: 

• Safe Money Radio 

• A.com internet leads and soon to be cleaned and 
scrubbed 

• Safe Money Book 

• Retire Village  

• And in 2013 a big advancement for "Safe Money" 
which will be an industry stunner....and I mean 
stunner! An industry first, something that hasn't 
ever been done..... (don't miss out on this!)  

 

and you are well balanced and diversified...BB 

 
Speaking of Safe Money... 

• Safe Money, the Book which is the best premium 
giveaway ion the industry 

• Safe Money Folders. great continuance with client 
relationships 

• Safe Money business cards and stationary 

• Safe Money Mailers, direct to a targeted market and 
soon to come, additional marketing outlets. 

• More being added this year 
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Here is an opportunity for you, consider becoming a 
"Safe Money" agent, Call Tony at 888-74AGENT (24368) 
Ext 1.   
 

 

There are several incredible uses for this mailer which we are 
adding later....build your marketing around "Safe Money" 

"Survival in the 21st Century" 
 Over the years we have focused on how to get leads, how to 
manage leads and how to convert leads to sales.  That has been 
our "core" business....leads. 

The result of that focus has been a successful seminar system, 
Annuity.com internet leads, Safe Money Radio, Safe Money Book, 
TV (coming) and direct mail in numerous shapes and sizes. 

We now are pleased to announce our newest marketing piece, our 
"hybrid" Direct Mail. 
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Like all lead systems, we suggest you use more than one.   

This new direct mail system will allow you even more options to 
find qualified leads, leads who are interested in annuities. 

The "hybrid" is a direct mail piece, mailed to a selected mailing 
list BUT it has no reply card, the reply is for our "premium" 
giveaway: Safe Money.  

The responder calls the service center who will filter the leads 
with 5 qualifying questions and send the "A" leads to you via text 
and email.  The "B" leads are added to your Retire Village 
database for drip marketing and the "C " leads are discarded. 

 

 

What to expect. Based on current stats 
Estimates are just that, estimates and results will vary.   

Nationally, results have been .50% to 2%.  Mail 3,000 and get a range of: 

15 to 60 gross leads. 

Cleaning rate has been 25%. 

Your qualified lead count will range between 4 and 15 leads per 3,000 
mailers. 

Our belief is your actual net cost will be about the same as 
internet leads, but YOU will be able to control the flow and 
volume...... 

so while you are awaiting the internet,,,,, 
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Here are the 5 qualifying questions:  these will 
vary and are only here as an example 

All calls are recorded. The answering service will know your 
name and mention it to the caller and repeat it 2-3 times.  The 
beginning of the relationship building. 
  

1. Is there a particular topic you would like (advisers first name) to 
discuss with you at your free consultation?  

 
2. What is your biggest financial concern? 

 
3. What one thing do you think can be done to improve your current 

financial plan? 
 

4. Are you concerned about losing money in the stock market, declining 
interest rates or protecting your assets?  

 
5. Is a tax free retirement and additional guaranteed income for life 

something that you would like to learn more about? 

(advisor's name) will contact you shortly about his Safe Money Book, 
thanks. 

 

Once these questions are answered, the lead is placed in the A,B or C file. 

 

Cost...calculate your actual per lead cost 

$.68 per mailer, minimum order 3,000. This is all inclusive, 
mailer, postage, mailing list, phone answering service, Retire 
Village drip adds, and immediate delivery to your text and email 
account.  should average same as internet leads is our 
guess 
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How to order 
You have your own concierge service and they are ready to help you. He will 
help with areas, provide proofs and get your mailers working.  Everything is 
customized. 

 

Call Ralph Hill at 206-622-3738 
Ralph Hill 
The Copy Machine, Inc. 
Phone: 206-622-3738, Fax: 206-623-7691 
Web site: www.copymachine.net 
emailus@copymachine.net 
 

 

Hopes 
I do hope this very unique and very sophisticated mailing piece works for 
you, it should become a welcome addition to your marketing program. 

One more important point, this system should be used over an extended 
period of time, just because one or two mailings do not result in an 
immediate sale, the best results are based on a commitment and a 
continuation.  Mail 3,000 pieces a month for a year and then add up the 
results.  Too often agents try one thing and then jump to another....commit, 
evaluate the results and make a decision.  

• Commit 

• Evaluate 

• Decide 
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There will be bugs in this system because every cutting edge new idea 
system has them but we will work through it. 

 

One more point, this is a very specialized and sophisticated system, it is 
only for Annuity.com agents.   

 

BB 
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Your name 
here  

Your 
Personal 
800 
Number 

Your "Safe 
Money" 
Book 

Our Tried 
and True 
Sales 
Slogan 

Your name 
on book 
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Your Photo 
Here 

Your 
Personal 
Contact Info 

Your 
Motto 

Your Name 

Your Name 
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------------------------------------------------------------ 

 Sales Tools: http://www.safemoneybookprinting.com/.  

 

Sales Kits are available to support sales agents. Two sales kits are available: 

 
Sales Kit – Standard, with 2 pockets: $2.90/each 

http://www.safemoneybookprinting.com/�
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Sales Kit – Customized, with 1-pocket: $3.50/each. With 2 pockets: $4.50 each 

  
  
 

1700 Safe Money Books ordered in June, 
smart, smart, smart marketing, congrats! 

www.safemoneybookprinting.com 

      

Personalized, 
contact info, 
photo and 
questions 
(hooks) 
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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 $7.50 each or $375 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   
The Copy Machine 
206.622.3738 
emailus@copymachine.net 
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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 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. 
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	I approached several of my key carriers and asked about adding the rider to existing in force contracts and nearly 100% said no...
	If income is the issue, then you might consider replacing the existing contract with an income rider FIA.  But be careful, replacements can be twisting unless they are done for the right reason....the reason?
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