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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”…..Bill Broich 

  

 
Baby seal on our neighborhood float in  

Puget Sound waiting for mom 

 

Thank you for joining us on Open MIC 

9:00: AM Pacific Thursday 800 504-8071 Code is 5556463# 



 2 Open MIC notes for the Crew 

 

  Words of Wisdom   

 “There is nothing sadder in this world than to awake 
Christmas morning and not be a child”……Erma Brombeck 

“At Christmas, all roads lead home” ………..  Marjorie Holmes 

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

The annual inflation rate for the year ending in October was 0.96% a full 

1% below July's 1.96%. 

 

Q: How many broker dealers in the US? 5,100, 660,000 brokers 

(including planners and RIA) 

 

 

 

 

------------------------------------------------- 
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I received several emails last week about our 

book and how to obtain it….Last Open MIC we spoke 

about our book (Safe Money) with Ralph Hill, here are his contact 

info and sites again. 

www.safemoneybookprinting.com 

Ralph Hill 206 622-3738 

www.copymachine.net 

Email: emailus@copymachine.net 

(attention Ralph) 

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

 
 
 

http://www.safemoneybookprinting.com/
http://www.copymachine.net/
mailto:emailus@copymachine.net
http://www.safemoneybookprinting.com/wp-content/uploads/2012/04/cover_name.png
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Editorial 
 
The 5 Reasons Annuities Will Become a Force for the Baby 
Boomer Generation 
  

1. Outsmarting Longevity Risk: Income Rider.  Income riders 

changed the deal. No longer accurate is the perception that insurance 
companies are offering income so when the annuitant dies, they keep the 
money.  For years, this has been the myth.  The creation of fixed indexed 
annuities with income riders (guaranteed lifetime benefits) means retirees 
can enjoy lifetime income, protect against living too long and still have 
control of their money if they choose. 
 

2. Banks Yields Are Low and Will Remain Low.  It is a political 

guarantee based on one simple concept; the government must keep interest 
rates low to avoid an even higher deficit.   Many depositors sit and wait for 
the good old days, days with bank CD rates at 8% or higher.  Dodd-Frank 
came along and insisted that bank reserves be higher and banks found the 
golden egg…..fees. Banks just don’t really care that much, the FED is 
providing the money and fees supplying the net income.  Look at the 
current sales of fixed annuities sourced in banks, the advantage annuities 
have over Bank CDs is currently 88 basis points.  
 

3.  Government and the Congress.  Jack Marion’s article said it best.  

(Marion quote) “Treasury proposed new rules making annuities easier to 
offer in defined contribution plans. This year the Secure Annuities for 
Employee (SAFE) Retirement Act of 2013 was introduced in Congress and 
the proposed bill is favorable to annuities. Even anti-annuity publications 
such as Kiplinger and Money have said that at least a few fixed annuities 
might be better than a poke in the eye. Due to the reality of annuity 
guarantees (and the reality of two severe bear markets within a decade) the 
annuiphobes (good word isn’t it….BB) have been forced to admit that maybe a 
retirement income that isn't completely based on the whims of the market 
might be a good thing and they are, reluctantly, telling the public that 
annuities are not evil.” 
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Dr. Marion is correct; the media forces such as security based blogs are 
fighting annuities and probably will continue.  They won’t win for one 
simple reason, once the baby boomers discover our products and their 
guarantees, they will buy annuities. Just look at FIA sales this past quarter, 
huge increases and it is only the beginning. 
 
 

4. Bonds will be the downfall.  The only possible way a bond can 

compete with a fixed income annuity (with an income rider) is to offer 
lower rated bonds for a higher rated yield.  Combine that with the value of 
bonds shifting in the wind and only the very inexperienced and trusting 
baby boomer would buy.  Bonds can lose money.   
 
Jack Marion quote: “It will come as a surprise to many to discover that 
the safer-than-safer U.S. Treasury debt based exchange-traded fund or 
mutual fund they own can produce principal losses.” 
 
Ever wonder how these could lose money?  Simple: the answer is fees.  (see 
mutual fund diagram in notes) 
 

5. The Outsourcing  Syndrome.   I go to work, I come home, I see the 

family, I go to bed, I repeat it daily.  All this is part of our living routine.  At 
work I receive instruction from my boss, he is outsourcing to me, I 
outsource my children’s education to a school etc.  I use that same 
outsourcing concept in almost everything I do.  I use other people’s 
services, doctor, dry cleaner, and gardener, outsource, outsource, 
outsource.  Since the mid 1800’s we have evolved into a nation of 
outsourcers.  The same will be true when time comes for retirement, we will 
outsource the responsibility.  It could be to a financial planner or broker 
but as safety and security become more paramount, it will likely evolve to a 
risk manager, an insurance company.  More than likely the insurance 
company will use an annuity product as the vehicle for retirement income.  
 
We haven’t seen anything in the past like what is on the verge of happening 
with our annuity industry.  The time will come when annuities will provide 
the very basis of most financial plans.   
 
Why? The answer is simple, safety, security and freedom from risk. 
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More information about Dr. Jack Marion can be found at: 
http://www.indexannuity.org/ 

 

 

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

See you in the movies! 
 
 
There are over 411,500 life insurance agents, 165,000 annuity only agents, 
660,000 brokers (including planners and RIA) in America.  Less than 100 
have seen the power of videos.  The day is coming when a video of you will 
be your first introduction to a new client or referral.   
 
Retire Village has seen the future and is making plans to add your 
personal videos to your site.  We have seen the future and are also making 
plans to provide video services for our agent crew.   
 

 

Videos:  Here are 4 training videos I have made regarding 
annuity selling tips. I tried to get Bruce Willis to do them but he 
was unavailable so I did them myself.  Sorry.   
 

 
 

 
 

http://www.indexannuity.org/
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Here they are: 
  
Selling Tip #1 https://www.youtube.com/watch?v=jrviTIhfIYc 
  
Selling Tip #2 https://www.youtube.com/watch?v=SB1rt0Vt0ic 
  
Selling Tip #3 https://www.youtube.com/watch?v=tS5m03_7mQA 
  
Selling Tip #4 https://www.youtube.com/watch?v=6U7dFPjFejI 
  

Please click LIKE on the videos if you have a YouTube 

Account. 
  

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

Data Bytes (via Retirement Advisor Pro) 

 

 

 Sheryl Moore video, success of indexed annuities…view at 

your leasure….BB 

http://www.producersweb.com/r/pwebmc/d/contentFocus/?pcID=f073dca8db212295280d9b5b27784

5b0 

 

https://www.youtube.com/watch?v=jrviTIhfIYc
https://www.youtube.com/watch?v=SB1rt0Vt0ic
https://www.youtube.com/watch?v=tS5m03_7mQA
https://www.youtube.com/watch?v=6U7dFPjFejI
http://www.producersweb.com/r/pwebmc/d/contentFocus/?pcID=f073dca8db212295280d9b5b277845b0
http://www.producersweb.com/r/pwebmc/d/contentFocus/?pcID=f073dca8db212295280d9b5b277845b0
http://news.summitbusinessmedia.com/t/4960414/80824573/612859/146/?4f415564=ODA4MjQ1NzM%3d&x=d1ff47a6
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More 
 

Fixed Annuities Were ‘The’ Sales Story In 3Q 

http://annuitynews.com/article/Fixed_Annuities_Were_%e2%80%98The%e2%80%99_Sales_Story_In

_3Q/428736 

 

By Linda Koco 

AnnuityNews 

What a difference a quarter makes in annuity sales results. In third quarter, total fixed 

sales were up 31 percent over third quarter last year, according to 

LIMRA’s new estimated results. 

On a year-to-date basis, the year-over-year increase was not as dramatic but sales were 

still up. Total fixed sales increased by 6 percent compared to the first nine months of last 

year, according to LIMRA. 

 

More 
 

Annuities finally in the spotlight 

http://www.benefitspro.com/2013/12/02/annuities-finally-in-the-spotlight?t=defined-benefits 

“In terms of economics of the business world, there’s never been a time that 

our products made as much sense as they do now and been as appropriate 

for our country as they are now,” 

http://annuitynews.com/article/Fixed_Annuities_Were_%e2%80%98The%e2%80%99_Sales_Story_In_3Q/428736
http://annuitynews.com/article/Fixed_Annuities_Were_%e2%80%98The%e2%80%99_Sales_Story_In_3Q/428736
http://annuitynews.com/AuthorProfile/Linda_Koco/57
http://www.annuitynews.com/
http://www.benefitspro.com/2013/12/02/annuities-finally-in-the-spotlight?t=defined-benefits
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--------------------------------------------------- 

Have a look at this article below from Fortune Magazine, I have 

added some comments and highlighted key parts in red…When 

you see a respected source such as Fortune, this can be a powerful 

sales tool…...BB 

http://finance.fortune.cnn.com/2013/11/19/stock-market-fundamentals/ 

 

Welcome to the 4% return market 

By Stephen Gandel, senior editor November 19, 2013: 5:00 AM ET  

 

The market is up, but Wall Street has less to be 
excited about now. 

FORTUNE -- The stock market probably isn't in a bubble, but there's a 
bigger risk you need to consider: That buying now will mean much lower 
returns over the next few years. 

The valuation on the S&P 500 is still reasonable enough – a P/E of 16.6, 
(Price earnings ratio is defined: It is defined as market price per share divided by annual earnings) 
based on trailing earnings, which is only slightly higher than average. 

That's good news if you're worried about a crash. But if you want 10% long-
term returns? Or even 8%? You're going to be disappointed. 

In fact, try 4%. 

On average, going back to the 1930s, the market has risen just 4% a 
year in the following decade when stocks have traded for a similar P/E as 
they are now, according to Birinyi Associates. 

And among a growing group of forecasters, 4% is becoming something of a 
consensus. 

http://finance.fortune.cnn.com/2013/11/19/stock-market-fundamentals/
http://finance.fortune.cnn.com/author/stephengandelfortune/
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Bridgewater's Ray Dalio last week said that's what he expects from the 
market for the next decade. 

Robert Shiller says his calculations suggest stocks will rise about 2.5% a 
year for the next decade, plus inflation, which has recently been 
averaging 1.5%. Cliff Asness, who runs AQR, which manages one of the 
largest hedge funds in the world, says they will rise 4.5% annually on 
average. 

4% is not horrible. After the two big stock drops of the 2000s, the market 
basically went nowhere for the following decade. In a 4% market, with 
compounded returns, the money you put in the market now will be worth 
nearly 50% more in a decade. 

So while it might not be time to be scared of the market -- the economy is 
improving -- it's certainly a time to be less excited about it. 

 

4% income rider on top of a 3% capped FIA, would be a monster 

winner, do we have such a product, does it actually exist?  Yes and 

obviously based on this past current quarter, people love it!....BB 

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

We spoke about the FINRA Broker Check a couple weeks ago; 

here is more information….BB 

‘Alarming’ number of brokers’ arbitration 

records wiped clean 

http://www.benefitspro.com/2013/10/17/alarming-number-of-brokers-arb-records-wiped-clean? 

A study of more than 1,600 arbitration cases over the past five years shows an 

“alarmingly high” rate of brokers who were able to get their arbitration histories wiped 

clean, leaving investors vulnerable to potential fraud and abuse, according to a report by 

the Public Investors Arbitration Bar Association 

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

http://www.benefitspro.com/2013/10/17/alarming-number-of-brokers-arb-records-wiped-clean
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This has nothing to do with selling annuities, I was just stunned 

by the number….you?....BB 

 

More than 10.1 million paid disability last 

year 

http://www.benefitspro.com/2013/11/26/more-than-101-million-paid-disability-last-year? 

More than 10.1 million people were paid disability benefits under the Social Security 
Disability Insurance program in 2012, 2.5 percent of whom were disabled widows or 
widowers. 

According to the most recent report from the Social Security Administration, 
awards to 960,206 disabled workers accounted for 90 percent of awards to 1.06 million 
disabled beneficiaries. 
In December, payments to disabled beneficiaries totaled $10.9 billion and benefits were 
terminated for 728,320 disabled workers. 

The SSA found that the number of disabled workers began to steadily increase 
beginning in 1990. In December 2012, there were 8.8 million disabled workers; 1 
million disabled adult children and 255,472 disabled widows and widowers receiving 
disability benefits. 

 

--------------------------------- 
 This article is good info when your clients and prospects show 

concern about their pensions…just information, DON’T sell 

fear here, it is unwarranted!  

But it could be useful when discussing a 401k rollover, could be an 

argument for diversification….BB 

 

http://www.benefitspro.com/2013/11/26/more-than-101-million-paid-disability-last-year
http://www.benefitspro.com/2013/10/30/social-security-benefits-to-go-up-15-percent
http://www.pbgc.gov/
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The PBGC’s perfect storm 

http://www.benefitspro.com/2013/11/26/the-pbgcs-perfect-storm? 

The Pension Benefit Guaranty Corporation—the government organization that insures 

private pension plans—announced this month that its deficit grew to $36 billion, but 

some industry groups have taken issue with that number, saying it is artificially inflated. 

The PBGC has been in trouble since the Great Recession hit. Add artificially low interest 

rates, a volatile stock market and the many corporations filing for bankruptcy and it has 

been the perfect storm for the PBGC. 

 

Speaking of 401k rollovers, last Open 

MIC had this link 

Partners, 
 
More bad news about 401K fees. 
 
Anthony R. Owen 
   
 
http://www.forbes.com/sites/helaineolen/2012/05/30/more-bad-news-about-401k-fees/ 
Savings Drain, calculates that the average household will pay almost 
$155,000 over the course of a lifetime for the privilege of saving their own 
money. 

http://www.benefitspro.com/2013/11/26/the-pbgcs-perfect-storm
http://www.benefitspro.com/2013/11/15/pbgc-reports-deficit-increase
http://www.forbes.com/sites/helaineolen/2012/05/30/more-bad-news-about-401k-fees/
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FYI                    

 

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

Are Regulations Too Onerous For Advisors 

To Stay In Business? 

http://insurancenewsnet.com/innarticle/2013/12/02/are-regulations-too-onerous-for-advisors-to-stay-

in-business-a-430611.html#.Upy6ssTkuaQ 

Many of the new burdens are coming from the internal rules instituted 

by broker-dealers interpreting the Dodd-Frank Act. That is forcing 

some rearrangements within broker-dealers as they reposition advisors to 

work with compliance experts.  

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

http://insurancenewsnet.com/innarticle/2013/12/02/are-regulations-too-onerous-for-advisors-to-stay-in-business-a-430611.html#.Upy6ssTkuaQ
http://insurancenewsnet.com/innarticle/2013/12/02/are-regulations-too-onerous-for-advisors-to-stay-in-business-a-430611.html#.Upy6ssTkuaQ
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The Other Side of the Table 

…..it’s all based on your view…………. 

 

Sometimes it is how you look at things that can make the 

difference.  The other side of the table is all about 

that….how you look at things.   

 

How about some creative marketing? 

 
Jed Mayfield 

Wm. Jed Mayfield, President Mayfield Financial and Estate Protection Services, Inc. Jed is the host 
of the Worry-Free Financial Solutions radio Show of Tucson. He has been a member of The National 
Association of Insurance and Financial Advisors (NAIFA) since 1993, and a member of The Better 
Business Bureau since 1992, maintaining an A+ rating. Jed has more than one thousand satisfied 
clients in Southern Arizona. His clients enjoy a unique and attractive blend of safety, growth 
potential, tax advantages and a guaranteed lifetime-income option with flexibility and control. With 
over 23 years of experience using Safe Money financial practices to achieve a secure retirement 
lifestyle for his clients, we would like to invite you to accept our invitation to find out about our 100% 
client satisfaction and how you could have a safe financial future in retirement 

How is this for a bio?  Terrific!  Imagine if clicking on his picture was a 

video, how powerful that would be!  It is coming. 
 

 

http://www.mayfieldsafemoneyadvisor.com/
http://www.google.com/imgres?imgurl=http://www.michaelhoywoodworking.com/resources/tables/rectangulartable.jpg&imgrefurl=http://www.michaelhoywoodworking.com/rectangular_table.html&h=322&w=450&sz=36&tbnid=roB6DtI5R1pA7M:&tbnh=91&tbnw=127&prev=/images?q%3Dkitchen%2Btable%2Bphoto&hl=en&usg=__2OPut_ZGYHyf1KFlwrA1Evu23FM=&ei=L89TSqaZFZSusgOK2enpBw&sa=X&oi=image_result&resnum=4&ct=image
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Jed Mayfield uses our blog to find new prospects and to strengthen 

relationships with current clients.  Jed is one of the best annuity 

producers in America and if he is taking the time to do this why aren’t 

you?  Blogging fits hand and hand with video marketing. Can you 

imagine the power of sending out your blog in video form? My guess is 

this blog will produce hundreds of thousands of annuity sales for 

Jed...BB 

 

 

My Least Favorite Annuity  
 

By William Jed Mayfield 

Retirement Income Specialist 

Mayfield Financial & Estate Protection Services, Inc. 

 

Variable Annuities are my least favorite of the annuity types. 

__________________________________________________________ 
Variable Annuities are my least favorite of the annuity types.  They 

once served a purpose in the 1980s and 1990s when the stock market was 

thriving for a longer period than normal, and for high-end earners a good 

place for non-qualified tax deferred savings. 

But now, in the current world market, I consider them the least 

effective annuity, especially for retirement income planning.  A Variable 

Annuity is an insurance product with an investment feature.  In other words, 

keeping the risk and increasing the fees- the very two points of retirement 

income planning that should be reduced to a minimum. 

I always advise to double check with your Variable Annuity Company and 

ask about each fee, not just the 1.00% to 1.50% charged by your broker.  

Such as: 

 What is the contract maintenance fee? 

 What is the mortality and expense fee? 
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 What is the annual fund operating expense fee? 

 What are the subaccount fees? 

 Is there a mutual fund fee? 

 What are the transaction fees? 

 What are the fees for the death benefit rider? 

 What are the income rider fees? 

 

It is easy to see how this financial product can add up in the game of “win 

or lose” your retirement dollars.  Either way you pay. 

You can look up almost any Variable Annuity and see their fees in %...and 

it is FREE. 

https://personal.vanguard.com/us/whatweoffer/annuities/costcalculator 

 

I used the above link to show you how it works.  I used the first 

company in the drop down menu and product.  I used 1/1/2000 as the date 

and I used $100,000 as value.  AXA was the first company; I am not 

suggesting anything negative about AXA or their products, merely the first 

one on the list….BB 

 

 

 

 

 

 

 

https://personal.vanguard.com/us/whatweoffer/annuities/costcalculator
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This is what the link opens to: 
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This is the second page on Vanguard:  
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Continuing with Jed’s Blog: 

In summary, Variable Annuity owners get hit with high fees, lower 

income and increased risk.  I propose looking at retirement income strategies 

which may offer more income, a safer alternative, and can be designed with 

guarantees which provide income to customers regardless of market 

performance that could jeopardize the policyholder’s account values and the 

long-term contractual benefits you signed up for in the first place, which was 

a stable income from a desired guaranteed strategy.  Let me show you the 

benefits of Safe Money Planning that has worked for 237 plus years without 

failure to deliver the desired income check. 

I invite you to contact me at Jed@MayfieldSafeMoneyAdvisor.com or 

feel free to call my Tucson office at 520-322-9773. 

 

 

Speaking of fees….. 

First the financial industry, then airlines, then banks now almost 

every part of our life has fees attached to it.  Where I live in 

California, we have to pay a fee of $9.85 a month to have our 

electric meter read by the power company.  Then we have the 

pleasure of paying the actual power bill. 

 

  

mailto:Jed@MayfieldSafeMoneyAdvisor.com
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If you want to increase your sales, open the links below and 

learn this info….BB 

 

Here is an explanation of the fees for mutual 

funds from the SEC, links are live: 

Mutual Fund Fees and Expenses 

As with any business, running a mutual fund involves costs. For example, there are costs 

incurred in connection with particular investor transactions, such as investor purchases, 

exchanges, and redemptions. There are also regular fund operating costs that are not 

http://www.sec.gov/answers/mutfund.htm
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necessarily associated with any particular investor transaction, such as investment advisory 

fees, marketing and distribution expenses, brokerage fees, and custodial, transfer agency, 

legal, and accountants fees. 

Some funds cover the costs associated with an individual investor’s transactions and 

account by imposing fees and charges directly on the investor at the time of the 

transactions (or periodically with respect to account fees). These fees and charges are 

identified in a fee table, located near the front of a fund’s prospectus, under the heading 

"Shareholder Fees." 

Funds typically pay their regular and recurring, fund-wide operating expenses out of fund 

assets, rather than by imposing separate fees and charges on investors. (Keep in mind, 

however, that because these expenses are paid out of fund assets, investors are paying 

them indirectly.) These expenses are identified in the fee table in the fund’s prospectus 

under the heading "Annual Fund Operating Expenses." 

A frequently asked question is whether the SEC imposes any specific limits on the size of 

the fees that a fund may charge. The short answer is the SEC generally does not, although 

the SEC limits redemption fees to 2% in most situations. The Financial Industry Regulatory 
Authority (FINRA), however, does impose limits on some fees. 

In the fee table, under the heading of "Shareholder Fees," you will find: 

Sales Loads (including Sales Charge (Load) on Purchases and Deferred Sales Charge 

(Load)) 

Redemption Fee 

Exchange Fee 

Account Fee 

Purchase Fee (Although the fee table in Form N-1A does not specifically include "purchase 

fees," if a fund imposes one, it would be included in the fee table under this heading. 

In the fee table, under the heading of "Annual Fund Operating Expenses," you will find: 

Management Fees 

Distribution [and/or Service] (12b-1) Fees 

Other Expenses 

Total Annual Fund Operating Expenses 

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

http://www.sec.gov/answers/mfinfo.htm
http://www.sec.gov/answers/mffees.htm#salesloads
http://www.sec.gov/answers/mffees.htm#salesloads
http://www.sec.gov/answers/mffees.htm#redemption
http://www.sec.gov/answers/mffees.htm#exchange
http://www.sec.gov/answers/mffees.htm#account
http://www.sec.gov/answers/mffees.htm#purchase
http://www.sec.gov/answers/mffees.htm#purchase
http://www.sec.gov/answers/mffees.htm#management
http://www.sec.gov/answers/mffees.htm#distribution
http://www.sec.gov/answers/mffees.htm#other
http://www.sec.gov/answers/mffees.htm#total
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Dave Townsend 
Product Updates and Information 

 
 

 

 

 

----------------------------------------------- 
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These stats are stunning; look how much of 
the market share banks own in our 
industry…..BB 

 

 

 

http://www.lifehealthpro.com/2013/11/25/will-fixed-rate-annuity-assets-stay-or-bolt-from-b? 

Will fixed-rate annuity assets stay or bolt 
from banks? 

Banks, career agents oversee lion’s share of fixed-rate annuity 

assets 

By Maria Wood 
NOVEMBER 25, 2013 •   

 

Since banks and career agents manage nearly two-thirds of fixed-rate 
annuity assets for clients, they have a great deal of input regarding the fate 
of those contracts once surrender charges expire. That was the thesis of 
a research brief written by Matthew Drinkwater and Jafor Iqbal, both 
associate managing directors with LIMRA’s Secure Retirement Institute 
(SRI). 

To get an idea of the scope of their management footprint, LIMRA 
reviewed statistics from the second quarter. At that time, banks controlled 
40 percent ($166 billion) of the total $414 billion in retail fixed-annuity 
assets. Furthermore, in 2008 and 2009, banks sold roughly $60 billion in 
fixed-rate annuities, which means the five-year policies sold in those years 
are on track to exit their surrender penalty period this year and next. 
Another 40 percent are already beyond that stage. Therefore, banks are in 

http://www.lifehealthpro.com/2013/11/25/will-fixed-rate-annuity-assets-stay-or-bolt-from-b
http://www.lifehealthpro.com/author/maria-wood
http://www.lifehealthpro.com/2013/11/20/fixed-rate-deferred-annuities-fuel-sales-in-q3
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“a unique position to influence fixed-rate annuity surrenders 
and sales in the next few quarters,” the LIMRA researchers write. 
Meanwhile, career agents manage about one-quarter ($100 billion) in 
fixed-rate annuity assets. However, Drinkwater and Iqbal contend that it’s 
“unlikely they will recommend moving assets out of these accounts.” 

Conversely, independent agents, independent broker-dealers and full-
service national broker-dealers oversee 24 percent of fixed rate annuity 
assets collectively, yet they have other investment options to offer to clients 
on their platforms. That suggests those assets could bolt when the 
surrender charges disappear. 
 
The LIMRA researchers highlight the fact that independent agents, 
independent broker-dealers and full-service national broker-dealers have 
higher cash value surrender rates for annuity assets without surrender 
charges compared to career agents. But, they have less of a potential impact 
on overall surrender rates because those three channels account for just 18 
percent of total retail fixed-rate annuity assets without surrender penalties, 
the LIMRA researchers maintain. 

Perhaps the most impactful factor that will influence surrender rates is how 
banks set long- and short-term CD rates. CDs and fixed-rate annuities 
typically compete for investor dollars in the same fixed-income realm.  

Though low now, surrender rates on fixed-rate annuities could rise 
if interest rates improve. If CDs offer better returns, carriers may have 
a more difficult time retaining their fixed-rate annuity assets, Drinkwater 
and Iqbal conclude. 

 

More 

 

http://www.lifehealthpro.com/2013/09/17/fia-holders-like-those-free-withdrawals
http://www.lifehealthpro.com/2013/08/19/the-ever-evolving-world-of-deferred-annuities
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      Remember these guys? 

 

http://www.lifehealthpro.com/2013/11/19/aig-pushes-fixed-annuity-sales-at-banks-to-lofty-h? 

AIG pushes fixed annuity sales at banks to 
lofty heights 

Spreads over CDs remain favorable 

By Maria Wood 
NOVEMBER 19, 2013 •   

 

Fixed annuity sales at banks soared nearly 70 percent in the third 
quarter, rising to $5.4 billion from $3.2 billion in Q2, according to Bank 
Insurance & Securities Research Associates (BISRA) Quarterly Annuity 
Sales Survey. It was also a major leap from the same quarter a year ago 
when sales hit $2.9 billion. 
That surge was due in large part to significant growth in fixed annuity 
premium booked by AIG. BISRA reports that AIG’s Q3 sales volume more 
than tripled that taken in during the second quarter. Bolstered by an 
increase of more than $800 million, AIG’s fixed annuity premium vaulted 
over $1 billion for the first time since the fourth quarter of 2011. 
BISRA’s head of research, Janet Cappelletti, noted in a statement that in 
addition to AIG’s strong results, fixed annuity sales at banks were 
strengthened by newcomers to the channel like Security Benefit. All told, 
the top five carriers registered growth rates between 69 percent and 238 
percent and accounted for 62 percent of the fixed annuity market in 
financial institutions. 

The most recent fixed annuity sales total represents the first time since 
2009 that premiums topped $5 billion. In terms of market share, banks 
were the second largest channel for fixed annuity production, claiming 24 
percent of the industry, up from 19 percent in the second quarter. 

 

http://www.lifehealthpro.com/2013/11/19/aig-pushes-fixed-annuity-sales-at-banks-to-lofty-h
http://www.lifehealthpro.com/author/maria-wood
http://www.lifehealthpro.com/2013/08/30/indexed-annuities-sales-at-banks-hit-record-high
http://www.lifehealthpro.com/2013/11/18/sell-fixed-annuities-think-outside-the-box
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Variable annuity sales dip 

Combined sales of fixed and variable annuities reached $9.9 billion, a 21 
percent hike. It was the second highest level since the second quarter of 
2011, when sales totaled $10 billion. 

Those lofty numbers came despite a dip in bank-based variable annuity 
sales. After outselling fixed annuities for nine consecutive quarters, variable 
annuity production dropped below fixed annuity sales. In total, variable 
annuity sales fell 10 percent to $4.5 billion after hitting a two-year high 
in the second quarter. 

Spreads in fixed annuities favor 

As of mid-September, the favorable gap between five-year fixed 
annuity yields and CDs stood at 88 basis points, BISRA reports. Going 
to back to September 2012, the average five-year fixed annuity yield 
exceeded that of a five-year CD by just 8 basis points. 

 

--------------------------------- 
Apology: I lost the link to this article. Identity theft can be the 
responsibility of the agent, keep your records secure and your files 
under lock and key.  Old and outdated files should be shredded. 

This is coming to our industry, protection of identity….BB 

 

Identity theft 

Can you spot the red flags for identity theft and prevent losses from your client accounts? 

The Federal Trade Commission’s (FTC) Red Flags Rule implemented obligations 
imposed by the Fair and Accurate Credit Transactions Act of 2003 (FACT Act). Many 
firms are already in compliance based on this original FTC rule; others firms hesitated 
to adopt policies, believing the FTC rule did not apply to them. 

http://www.lifehealthpro.com/2013/11/08/delaware-life-debuts-fixed-annuity
http://www.lifehealthpro.com/2013/11/08/delaware-life-debuts-fixed-annuity
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SEC Regulation S-ID recently implemented provisions in the Dodd-Frank Act, which 
amended the FACT Act and directed the SEC (and the CFTC) to adopt rules for identity 
theft red flags. For those firms that now need to come into compliance with the SEC 
rule, it was effective May 20, 2013, with a final compliance date of Nov. 20, 2013. 

The Red Flags Rule requires specified firms to create a written identity theft 
prevention program (ITPP)( do you have one in your business?...BB)  that is 
designed to identify, detect and respond to red flags — patterns, practices or specific 
activities — that could indicate identity theft. 

The Red Flags Rule requires firms to prepare an ITPP if they are either a “financial 
institution” or a “creditor” and offer “covered accounts.” It’s important to look closely at 
how the rule defines “financial institution” and “creditor” because the terms apply to 
groups that might not typically use those words to describe themselves. 

An investment advisor who directly or indirectly holds transaction accounts and is 
permitted to direct payments or transfers out of those accounts to third parties is an 
example of an SEC-regulated entity that could fall within the meaning of the term 
“financial institution.” 

Investment advisors who have the ability to direct transfers or payments from accounts 
belonging to individuals to third parties upon the individuals’ instructions — or who act 
as agents on behalf of the individuals — are susceptible to the same types of risks of 
fraud as other financial institutions. And individuals who hold transaction accounts with 
these investment advisors bear the same types of risks of identity theft and loss of assets 
as consumers holding accounts with other financial institutions. If such an advisor does 
not have a program in place to verify investors’ identities and detect identity theft red 
flags, another individual may deceive the advisor by posing as an investor. 

 

 

---------------------------  
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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. 
 

 

 ---------------------------------- 
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Disclaimer:   

My opinion and/or numerous sources complied by me are used in 

preparing Open MIC. 

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 me.  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. 

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.  
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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... 

 

 




