
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 Open MIC notes for the best crew in the business 

 

“It takes a village to raise an annuity agent”…..Bill Broich 

 

 
  

Singled handed, this chicken destroyed 3 people’s perfect garden, 
relentless! 
  

It's Open MIC Time! 
9:00: AM Pacific Thursday 800 504-8071 Code is 5556463# 
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  Words of Wisdom  
 Invest in your business  BB 

 

 This was up last week and I think deserves a second look and 
discussion…..BB 

 “Annuity agents are the next 
typewriter...and they have themselves 
and the lack of industry oversight to 
blame”. 

STAN THE ANNUITY MAN 

 

I am sorry to say, he is correct, but options still exist. 

Remember a few weeks back when we talked about what the future of 

annuities was evolving to?  How eventually our industry could have a large 

direct selling side to it, leaving the agent out? How our industry could 

evolve to a transactional industry?  What would be needed for this to 

happen was a simpler, no load product. It is now beginning to emerge. 

Here is an article about that evolution of product change beginning to 

happen, have a look: 

 http://www.marketwatch.com/story/fee-killing-no-load-annuities-are-pro-consumer-2013-07-23 

“No-load annuities follow the lead set by no-load mutual funds, which provide full liquidity and don't 

require meeting with an agent or adviser” 

 

How do we avoid this future, simple.   

http://www.marketwatch.com/story/fee-killing-no-load-annuities-are-pro-consumer-2013-07-23
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Stay focused on marketing and relationship building, you must 
make the changes.  One huge change that you CANNOT miss is the social 
network evolution.  To prove my point the story of the new movie RIPD 
which was released last month was panned by a few users on Twitter and it 
spread like wild fire.  Now the movie is considered a huge flop (NY Tines 
yesterday).   

 You must have a business Facebook account; you must cross 
market your blog with your Facebook account. (it can be automatic) 

 You must register with Gravatar 

 You must blog, probably the single most important 

thing you can do 

 You must use RV, you must add and you must glean 

 You must remarket you blog via social media and 

RV 

 You must increase your marketing budget; I would now recommend 
now at least 20% of your gross income. 

And finally, you must be a relationship seller, build the relationship and 
NEVER sell via the product route, sell annuities based on their benefits. 

Tax deferral, income for life, probate avoidance, guarantees etc 
etc etc… 

 

 

Here is how RV can help you by remarketing your blog 
and other messages.  BTW, new addition to RV coming, a 
local events notice page….always improving. 

 



 4 Open MIC notes for the best crew in the business 

 

 

Subliminal Messaging 

of Spaced Repetition 

(MSSR) 

 

Subliminal Messaging of Spaced Repetition (MSSR) – almost sounds 
spooky. It's the stuff my father (and proud co-owner of a fallout shelter) 
told me the commies would do to brain-wash us with their Propaganda. 

In all seriousness MSSR is the lifeblood that supports our economy. Get 
your message out and your business will grow.     

It's not brain science (or maybe it is) to know that the more often a 
consumer sees your message in the right proportions, the more likely it is 
that your message will come to mind when the timing is right.  

So what’s the correct recipe that will implant your message firmly, but not 

too firmly, in the cerebral chowder of your target market?  

Well, for our warm target market once per week would seem like a good 

number. That’s not just a guess.  It's based on years of consistent statistics 

that show who, how many, and number of times someone will look at and 

actually pay attention to your cries for attention.  

The industry standard would show that 10% is a reasonable expectation.  

That’s net after junk filters, bad addresses etc…. 

In general, smaller warm target market lists perform better than larger 

broad reaching lists.  

Ask yourself these questions… 

What's your message? 

What's your level of marketing expertise? 
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Do you need to outsource to industry specialists?  

Are you willing to glean your database and throw out the non-

responders? Tossing out the non-responders will force you to 

“freshen” your database.  

What's a reasonable expectation for results? On a low end, if you can make 

2 extra sales per year that you otherwise would not have, you have paid for 

a huge chunk of your marketing.  Not to mention a healthy income = Happy 

Family, Happy Life.  

And….how many sales are influenced and closed that are not a direct result 

of your messages but due to space repetition marketing. Did I say that 

already……?  

The beauty of our business is that we have “high risk reward”.  This keeps 

our ranks thin to the advantage of those who prevail. In other words our 

cost per sit down is enormous but the rewards can be great.  Not to mention 

that it feeds our passion for the “immediate gratification” mentality that 

most sales people have. 
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Blog, be smarter than your 
competition, blog…..Call me 
and I will help you….BB 
bbroich@msn.com or 360 701-6209 (that is how important I think 

this is, my personal number) 

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

 

Big Truck Partners 

Tony and Chad Owen are sharing with us 

their “Annuity Income Illustrator” Software 

and approach to marketing management.  

mailto:bbroich@msn.com


Stats For Chad: 
 

2010: 
67 Clients 
$15,640,823 Premium 
$233,000 per client 
 
2011: 
60 Clients 
$14,245,784 Premium 
$242,000 per client 
 
2012: 
56 Clients 
$14,910,097 Premium 
$268,000 per client 
 
2013: 
30 Clients YTD/51 Clients annualized 
$7,290,153 YTD 
$272,000 per client YTD 
4th Qtr is our biggest sales period typically 

 
Stats for Agent B: 
 

2013: 
21 Clients YTD 
1,377,025 Premium 
$66,000 per client 

 
 
Case Design Gone Wrong: 
 

Client 59 Years Old 
1.1 Million in total retirement money 
 
60% Equities / 40% Cash 
 
Concern: Lifetime income and safety 
 
Premium needed to make up income gap: $180,000 
 
What do you sell? 
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You will need the link below and the pdf attached to the 

Open MIC notes…..BB 

Partners, 

I am behind on this year so I am showing Chad’s stats for 2012.  The 
appointments include multiple appointments with same clients as do 
sits.  Apps include multiple apps with the same client.  The average written 
app is per app, not client.  Average written app per client is probably 
over $300K. 

In a nutshell you should have 1 appointment for every 2 leads and 
roughly 1 app for every 2-3 times you sit down with someone.  This is based 
on radio leads and Annuity.com scrubbed leads or pre-qualified Advisor 
World leads.  More Branded leads might decrease the conversion ration but 
increase the ROI because of the low cost compared to revenue.  Chad runs 
Branded leads too this year.  Once I get caught up on 2013 stats I will try 
and remember to share them. 

Agent 
Name 

Leads Appts Sits Apps Appt % Sit % App % 
Written $ 
per App 

  

 

Sold 

 

Chad 558 262 192 78 46.95% 73.28% 40.63% $191,155.10 $14,910,097.95 

 

  

In reference to average written app I will just say that some of you could 
double your production simply by getting more of the clients’ money.  Make 
sure your client solutions include the use of every penny they have in 
retirement.  That does not mean you are putting every penny they own into 
an annuity, obviously not. 

What I am saying is that you have to organize and present a solution with 
every dollar they own or is coming in.  List out their social security, the 
pension money, emergency money, and even the risk money.  List out every 
source of money that is needed to create the solution, not just the money 
going into the annuity.  Use the money for the annuity that is required to 
get them the solution they need.  If someone has a million dollars and it will 
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take $700K of that money to create an income solution through the annuity 
don’t sell them a $100K annuity.  Sell them a $700K solution with whatever 
annuities provide the solution.   

Product selling instead of solution selling is the quickest way to a 
low average case size. 

  

*****With your notes is a PDF, please open it 

now, Annuity Income Illustrator. 

This link accompanies it:   

http://www.annuityis.net/Products/AnnuityIncomeIllustrator 

 

Anthony R. Owen 

Annuity Agents Alliance, Co-Founder 

  

  

 

 

 

 

 

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

http://www.annuityis.net/Products/AnnuityIncomeIllustrator
http://www.annuityagentsalliance.com/


For
comparative
use
by
a
licensed agent only.
Not
valid
without
carrier
approved
illustration/brochure.
Input Criteria

Client Age:
60
(youngest
if
joint
payout)
Payout Type:
Individual
Premium:
$250000
Qualified

Rates
are
subject
to
change
without
notice.
Rate
guarantees
and
income
payouts
are
subject
to
the
financial
strength
of
the
issuing
carrier.
(ref
id:
72313.9.5)

Annuity
Income
Illustrator
for
state
of
CO
Allianz Allianz Pref AEL AIL ET FT GALIC NWL NAC Phoenix

FIA 
bonus

MasterDex X
5.0%

365i
5.0%

Retirement Gold
8.0%

Income
Preferred

Bonus
4.0%

Market Twelve
Bonus

6.0+2.0+2.0+2.0%

Income
125+
0.0%

American Valor 10
2.0%

Ultra Future
9.0%

Charter 10
3.0%

Personal Income
Annuity
0.0%

LIBR 
bonus

Simple Income
Option 1
FIA%

Income Maximizer
Option 1

FIA%


LIBR
6.5%
FIA%

LIBR
7%
FIA%

Income Edge
Plus
FIA%

Income For Life
FIA%

125+
GLWB

FIA
+
25.0%

Income
Secure
FIA%

Income
Sustainer

Plus
FIA%

Income
Outlook
FIA%

Income
Outlook Plus

5
FIA
+
5.0%

Income Pay
Option 1
FIA%

Income Pay
Option 2
FIA%

Income Pay
Option 3
FIA%

Income
Today

FIA
+
30.0%

Income
Tomorrow

0.0%

Yrs Age Income Income Income Income Income Income Income Income Income Income Income Income Income Income Income Income
0 60 $13,125 $13,125 Deferral Deferral $11,700 Deferral $14,062 $11,475 Deferral Deferral Deferral Deferral Deferral Deferral $12,382 $9,600

1 61 $13,912 $13,781 $12,940 $13,000 $12,402 Deferral $14,766 $12,903 $12,668 $14,453 $14,820 $11,546 $11,655 $11,628 $13,266 $11,001

2 62 $14,700 $14,438 $13,781 $13,911 $13,146 $14,072 $15,504 $14,382 $13,903 $15,326 $15,413 $12,181 $12,413 $12,354 $13,855 $12,416

3 63 $15,488 $15,094 $14,677 $14,884 $13,935 $15,286 $16,279 $15,912 $15,178 $16,246 $16,029 $12,851 $13,219 $13,127 $14,455 $13,845

4 64 $16,275 $15,750 $15,631 $15,926 $14,771 $16,280 $17,093 $17,493 $16,493 $17,214 $16,670 $13,557 $14,079 $13,947 $15,216 $15,288

5 65 $17,062 $16,406 $18,496 $18,934 $17,397 $19,265 $17,948 $19,125 $17,850 $18,235 $19,071 $15,986 $16,758 $16,562 $16,035 $16,745

6 66 $17,850 $17,062 $19,698 $20,260 $18,441 $20,517 $18,845 $20,808 $19,247 $19,309 $19,834 $16,865 $17,847 $17,597 $16,875 $18,538

7 67 $18,638 $17,719 $20,979 $21,678 $19,547 $21,851 $19,787 $22,542 $20,686 $20,440 $20,627 $17,793 $19,007 $18,697 $17,415 $20,344

8 68 $19,425 $18,375 $22,342 $23,196 $20,720 $23,271 $20,777 $22,976 $22,165 $21,630 $21,452 $18,771 $20,243 $19,866 $17,960 $22,366

9 69 $20,212 $19,031 $23,795 $24,819 $21,963 $24,784 $21,816 $23,409 $23,684 $22,883 $22,310 $19,804 $21,558 $21,107 $18,723 $24,352

10 70 $23,100 $21,656 $27,875 $29,212 $24,445 $29,034 $22,906 $23,842 $25,245 $24,202 $25,312 $23,092 $25,377 $24,787 $19,501 $25,247

11 71 $23,966 $22,378 $29,687 $29,212 $25,912 $30,921 $22,906 $24,276 $26,846 $25,590 $26,325 $24,362 $25,377 $26,336 $20,295 $26,332

12 72 $24,832 $23,100 $31,617 $29,212 $27,466 $32,931 $22,906 $24,710 $28,489 $27,049 $27,378 $25,702 $25,377 $27,982 $21,059 $27,436

13 73 $25,699 $23,822 $33,672 $29,212 $29,114 $35,071 $22,906 $25,143 $28,988 $28,585 $28,473 $27,116 $25,377 $29,731 $21,837 $28,500

14 74 $26,565 $24,544 $35,861 $29,212 $30,861 $37,351 $22,906 $25,576 $29,488 $30,200 $29,612 $28,607 $25,377 $31,589 $22,863 $29,824

15 75 $27,431 $25,266 $41,664 $31,868 $34,271 $43,395 $22,906 $26,010 $29,988 $31,899 $33,362 $33,055 $27,793 $36,760 $23,913 $31,171

16 76 $28,298 $25,988 $44,372 $31,868 $36,327 $43,395 $27,997 $26,444 $30,488 $33,686 $34,697 $34,873 $27,793 $39,058 $24,987 $32,419

17 77 $29,164 $26,709 $47,256 $31,868 $38,507 $43,395 $27,997 $26,877 $30,988 $35,564 $36,085 $36,791 $27,793 $41,499 $26,084 $33,625

18 78 $30,030 $27,431 $50,328 $31,868 $40,817 $43,395 $27,997 $27,310 $31,487 $37,538 $37,528 $38,814 $27,793 $44,093 $27,204 $34,851

19 79 $30,896 $28,153 $53,599 $31,868 $43,266 $43,395 $27,997 $27,744 $31,987 $45,355 $39,029 $40,949 $27,793 $46,848 $28,763 $36,672

20 80 $34,650 $31,500 $61,840 $34,524 $50,031 $47,011 $27,997 $28,178 $32,487 $41,796 $43,713 $46,958 $30,210 $54,105 $30,414 $38,526

21 81 $35,595 $32,288 $61,840 $34,524 $50,031 $47,011 $27,997 $28,611 $32,987 $44,088 $45,461 $49,540 $30,210 $54,105 $31,472 $39,886

22 82 $36,540 $33,075 $61,840 $34,524 $50,031 $47,011 $27,997 $29,044 $33,487 $46,498 $47,280 $52,265 $30,210 $54,105 $32,530 $41,310

23 83 $37,485 $33,862 $61,840 $34,524 $50,031 $47,011 $27,997 $29,478 $33,986 $49,029 $49,171 $55,140 $30,210 $54,105 $33,588 $42,735

24 84 $38,430 $34,650 $61,840 $34,524 $50,031 $47,011 $27,997 $29,912 $34,486 $51,689 $51,138 $58,172 $30,210 $54,105 $34,222 $43,642

25 85 $39,375 $35,438 $61,840 $34,524 $52,116 $50,628 $27,997 $30,345 $34,986 $54,483 $56,982 $61,372 $30,210 $54,105 $34,910 $44,548

Highest Income 
 Second Highest Income
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We Recommend: 

 
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. 
 

 

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

  



 10 Open MIC notes for the best crew in the business 

 

 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... 

 

 

 

 

 

 




