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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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How does he get the ATV’s off the truck?  Tony in route to the Grand Tetons…. 
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Opinion Only: Debt Issue 
 

Below is my opinion, I am not a professional economist.  I am just an 
interested observer, please use only for your own information and this is: 

 “for agents use only”   

You do NOT have permission to republish this opinion, part 
mine and part an associates “share” with me….sorry, one of the 
few times it is not allowed….BB 

Ever really wonder about the whole mess in DC regarding the 
downgrade and the increase in national debt limits?  Here is one  
explanation, the reason this is important is your clients and 
prospects will always ask.  You should do your own research and 
draw your own conclusions.  
 
The credit-ratings agency Standard & Poor's says there's a 50% 
chance it will downgrade America's credit rating from triple-A 
within the next 90 days. Most people believe these downgrades and 
the resulting problems are being caused by the debt ceiling issue.  
 
They're not. 
 
The downgrades, as S&P explains, are due to the funding needs of 
the U.S. government, combined with the growing size of our annual 
deficits relative to the growth of our economy.   
 
61% of all the marketable Treasury debt held by the public will 
mature within four years. Thus, over the next four years, the U.S. 
Treasury must either repay or refinance more than $1 trillion in 
existing debt each year, not to mention additional deficit spending 
of an unknown amount. For us to avoid a default, the U.S. Treasury 
may have to borrow or refinance as much as $6-10 trillion in the 
next four years.   
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See who holds our debt.   
 
Social Security and the Federal Reserve have over $4 trillion. Plus 
look, who is “other government trust funds”  They would bring the 
total to over $6 trillion. If they don’t increase their holding 
(congress will allow) then the price (yield) of US Treasuries will 
need to increase. 
 

   
 
 
The only possible outcome must be an inflationary time period.  
Combine that possibility and the Baby Boomer’s need for safety 
and security and the only choice is what? 
 
Indexed annuity, the importance of our product has never 
been greater….BB 

 

------------------------------------------------------ 
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Write an internet article about annuities 
With the advent of the internet and the need for content, we have the 
option of writing “opinion” papers for specific topic websites.  This is 
something anyone can do; all the sites are in need of content.  Here is an 
example of one I did a couple of years ago.  So far it has had 4,452 reads. 

http://www.annuity.com/sites/all/custom/ThePerfectStorm.pdf 

Once you are “published” then you can use it as a marketing piece. Here 
is an example of such a piece, fluffy but gets you in position to elevate 
yourself in the eyes of your clients and prospects. 

http://insurancenewsnet.com/article.aspx?id=270631 

There are numerous ways to submit an article for publication; you can even 
do it yourself at www.ezinearticles.com free and available to all.  I have 
about 500 articles posted there, go to their site and enter my name (Bill 
Broich) and you will see what I have self-published…..BB 

Here is my monthly report….have a look, 250,000 lifetime views….not 

bad!….BB    Bill Broich 
Article Performance Report 
July 2011 Article Performance Report 
 
Hello Bill, 
 
As part of your EzineArticles.com Membership account, we 
are providing you with a monthly performance summary of 
your article activity. 
 
Here is the data gathered for July 2011. 

Article Views: 
July 2011 2,821 
Lifetime 251,823 
 

Clicks Delivered: 
July 2011 234 
Lifetime 47,353 
 

Live Articles: 
Submitted July 2011 0 
Lifetime 497 

 

 

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

http://www.annuity.com/sites/all/custom/ThePerfectStorm.pdf�
http://insurancenewsnet.com/article.aspx?id=270631�
http://www.ezinearticles.com/�
http://ezinearticles.com/�
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Medicaid Planning 
Annuities have a solid place in Medicaid planning.  I have written 
numerous millions in the thin segment, but I have never written an annuity 
without instructions from an attorney.  Go to this site and spend and a 
couple of hours learning all about Medicaid planning.   

Remember!!!!! Never give specific advice about a specific situation unless 
you are licensed and authorized to do so.  But…explaining the concept is 
certainly acceptable. 

In less than 2 hours of study (give up 2 ½ Men reruns for a couple of 
nights), you will know more than 99% of your competition, well worth the 
effort. 

 

http://www.elderlawanswers.com/Elder_Info/Elder_Article.asp?id=701 

 

------------------------------------------------------ 
Income options 
I though this chart was important, it shows a major carrier (TIAA-CREF) 
results if annuitization options.  This may allow you to help your clients and 

http://www.elderlawanswers.com/Elder_Info/Elder_Article.asp?id=701�
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prospects with payouts which are more popular.

 

 

------------------------------------------------------ 
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Can you imagine? 
How would it be to go to prison at this stage of your career?  And yet it 
seems to happen.  I would urge each of you to always send a discovery letter 
to the prospect somewhere along the sales process to outline their goals and 
possibilities.  Also when you deliver the annuity always include a current 
brochure on the actual product you have sold.  I am definitely starting 
to do this. 

http://www.sheryljmoore.com/2011/07/insurance-agent-to-face-99-years-in-prison-for-selling-phony-
annuities/?utm_source=Sheryl+J.+Moore+Newsletter&utm_campaign=937a4b5dd5-
RSS_EMAIL_CAMPAIGN&utm_medium=email 

 

Suitability issues are everywhere…also did you know that the ratio of 
attorneys to civilians in Seattle is 1-177…….sue baby sue. 

http://www.investmentnews.com/article/20110727/FREE/110729947 

 

Fact finding solves most of these issues. 

------------------------------------------------------ 
Target Market Survey 
Bankers Life provides a survey into our target market 

http://www.centerforasecureretirement.com/media/77155/18249_middle_income_boomers_may2011
.pdf 

 

 

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

http://www.sheryljmoore.com/2011/07/insurance-agent-to-face-99-years-in-prison-for-selling-phony-annuities/?utm_source=Sheryl+J.+Moore+Newsletter&utm_campaign=937a4b5dd5-RSS_EMAIL_CAMPAIGN&utm_medium=email�
http://www.sheryljmoore.com/2011/07/insurance-agent-to-face-99-years-in-prison-for-selling-phony-annuities/?utm_source=Sheryl+J.+Moore+Newsletter&utm_campaign=937a4b5dd5-RSS_EMAIL_CAMPAIGN&utm_medium=email�
http://www.sheryljmoore.com/2011/07/insurance-agent-to-face-99-years-in-prison-for-selling-phony-annuities/?utm_source=Sheryl+J.+Moore+Newsletter&utm_campaign=937a4b5dd5-RSS_EMAIL_CAMPAIGN&utm_medium=email�
http://www.investmentnews.com/article/20110727/FREE/110729947�
http://www.centerforasecureretirement.com/media/77155/18249_middle_income_boomers_may2011.pdf�
http://www.centerforasecureretirement.com/media/77155/18249_middle_income_boomers_may2011.pdf�
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Variable annuities 
 

I just shake my head….how do they do it!  The success is so much, sales 
must be turned down!   

Do you know why?   

Because the re-insurance market cannot handle the volume, Jackson 
National did it a month ago and now MetLife is trying to cool it down. 

To me…I see this as very good for our side….the more annuities purchased, 
the more happy contented clients, the more that clients buy variable 
annuities the more opportunity I get to move them to EIAs….LOL…BB 

 

MetLife:  here are a couple of industry articles worthy of a look….know 
what the VA guys are doing, that is my view. 

http://www.investmentnews.com/article/20110729/FREE/110729927 

http://blogs.barrons.com/stockstowatchtoday/2011/07/29/kass-buy-metlife-insurers-on-annuity-
boom/?mod=BOLBlog 

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

Nothing to do with annuities 
This has nothing to do with selling annuities but it does offer a look into 
how disgusting some of our banks and Wall Street really is.  After all the 
mess we have had this past 3 years…they still just don’t get it. 

http://www.nytimes.com/2011/07/31/business/do-mortgage-bankers-ever-learn.html? 

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

http://www.investmentnews.com/article/20110729/FREE/110729927�
http://blogs.barrons.com/stockstowatchtoday/2011/07/29/kass-buy-metlife-insurers-on-annuity-boom/?mod=BOLBlog�
http://blogs.barrons.com/stockstowatchtoday/2011/07/29/kass-buy-metlife-insurers-on-annuity-boom/?mod=BOLBlog�
http://www.nytimes.com/2011/07/31/business/do-mortgage-bankers-ever-learn.html?�
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Case Preparation 
Recently, one of our crew members lost a client to death.  The deceased 
client had purchased an EIA with his IRA funds and was using the funds for 
retirement planning, currently he was only taking RMD. 

The annuity was a 9 year surrender product in its 5th year.  The surrender 
penalty (if surrendered) was 6% or $25,000. 

Because the client had died, his beneficiary (his wife) received the funds in 
whole without any surrender penalty. 

The net amount was $400,000. 

As the beneficiary of the annuity (IRA) she was entitled to receive the funds 
as either a spousal IRA or as an inherited IRA.  She could receive the funds 
and do anything she wished, transfer to a bank, a stock portfolio etc. 

The question is as it always has been: suitability. 

What was the purpose of the IRA and what was it to accomplish?  
Since the loss of her husband means a loss of own of their SS retirement 
benefits, the IRA assumed a higher level of importance.  It was needed as 
income replacement and for future financial income security. 

Here is what was done. 

 

The papers were filed with the insurance company for the beneficiary to 
receive the annuity funds in her name as a spousal IRA.  Once the 
paperwork was finished, the agent did this. 

“Mrs. Jones, the funds in your husband’s IRA (annuity) has been 
transferred to your name and ownership.  You may move the funds or 
keep them on deposit, there are no surrender penalties or fees should you 
decide to change IRA vehicles.  If you continue to use these funds for 
retirement income and safety and security is important, I suggest we 
“shop” the market for the best possible offer.” 
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Obviously the agent wanted to move the account to make an additional sale 
but since “suitability” was the important question, the move must make 
sense to the agent, the client and the insurance company and the DOI. 

A listing of new EIA products was examined and one company (based in 
Des Moines, I can’t use their name) offered a bonus of 8% plus an income 
rider of 5% (higher for a fee). 

The agent presented the offer to the widow and she accepted.  The funds 
were moved to the new company and in this case it was a win, win, win 
situation.  

The agent did have a responsible question to ask.  “If I move the money will 
the insurance company care?”  Of course they will care because it is funds 
out the door…but here is the reality of the deal. 

The annuity company will not lose money on this deal because the 
possibility of a death prior to the end of the surrender period is always 
calculated and priced into the original cost of the annuity.   

So be careful on filling out the agent’s portion of the sales report, especially 
the one that asks about the health if the annuity applicant.  Did you know 
that if you MIS-STATE (even if it is an accident) the health questions (is 
the applicant in good health) you as the agent can be labile for any pre-
mature death? 

This would involve your errors and omission insurance, cause you legal 
issues and future licensing possibilities. You are the insurance companies 
represented and as such you must be their eyes and ears.  If you know of 
any health issues, be sure and declare them or to protect yourself further, 
fill out a health questionnaire and enclose it with the application (keep 
copies). 

 

The time they are a changin….. 
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PS…nothing in the word beats a complete and thorough fact finder….BB 

 

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 (other than 
fixed annuities).  Always consult professionals who are licensed 
to give correct advice regarding taxes and securities and other 
topics of great importance.   

I am an authority in lead generation and marketing annuities 
and am fully licensed as an insurance salesman. I sell state 
approved annuity products provided by licensed insurance 
companies. 

I am also NOT an economist by license, only by avocation and 
hobby.  If you decide to make decisions based on my particular 
view of the world, you should get it verified by licensed 
professionals or get your head examined. 

Open MIC is and was created for the entertainment of our 
agents, family, friends, guests and industry spies.  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 customer service 
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 of Open MIC 
Notes. 

 

 

 

 

 




