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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


 

 

 
 
AGENT RECRUITER: Location to be determined based on 
qualified applicant.  
 
Please submit a resume and proof of production to tony@annuityagentsalliance.com. 
 

 Phone sales and cold calling skills are a must. 

 Willing to handle high volume of inbound and outbound calls. 

 Must have high level of ambition, energy, integrity, and dependability. 

 Six figure earning potential. 

 Annuity product info and industry knowledge a plus.  Will train otherwise qualified applicant. 

 Work from home possibilities. 

 Applicant can also sell annuities as long as business goes through us. 
 
 

mailto:tony@annuityagentsalliance.com
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“It takes a village to raise an annuity agent”…..Bill Broich 

 
 
 
 
 

 
 
 
 
 

 
 
 

Boise State 
Coach Chris Petersen has moved on to the 

University of Washington, 
 good luck Coach Pete and thanks for the memories! 

 
 
 

Thank you for joining us on Open MIC 

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

Asked to speculate on the future of the VA business in the U.S.,  

“The issue of longevity risk management is only going to get 

bigger. It could be that we will see less focus on capital markets 

guarantees and more focus on longevity protection”…….  

Tim Paris at VA conference 

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

Vlog: A video blog that consists of video dialogue rather than a 

written article. 

We had 45 “very good” go unsold last month, sign up now…..BB 

Volker Rule passed by regulators: Big banks prohibited in 

certain types of trading 

http://www.thinkadvisor.com/2013/12/10/regulators-approve-volcker-rule-core-of-dodd-frank? 

 

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

http://www.thinkadvisor.com/2013/12/10/regulators-approve-volcker-rule-core-of-dodd-frank
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Disappearing brands?  How about vanishing annuity agents?  The 
same thing can happen to us if we don’t adjust…..BB 

10 Brands that Will Disappear in 2014 

 
 
http://247wallst.com/special-report/2013/11/27/ten-brands-that-will-disappear-in-2014-2/ 
 
(go to link for complete article, I have edited it due to length….BB)  

 

November 27, 2013 by Douglas A. McIntyre 

http://247wallst.com/special-report/2013/11/27/ten-brands-that-will-disappear-in-2014-2/
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Each year, 24/7 Wall St. identifies 10 well-known brands sold in America that we predict 
will disappear before the end of 2014. This year’s list reflects the brutally competitive 
nature of certain industries and the importance of not falling behind in efficiency, 
innovation or financing.   

We continue to use the same methodology in deciding which brands will disappear. The 
major criteria include: 

 Declining sales and losses; 
 Disclosures by the parent of the brand that it might go out of business; 
 Rising costs that are unlikely to be recouped through higher prices; 
 Companies that are sold; 
 Companies that go into bankruptcy; 
 Companies that have lost the great majority of their customers; and 
 Operations with withering market share. 

Each brand on the list suffers from one or more of these problems. Each of the 10 will be 
gone, based on our criteria, within 13 months. 

This is 24/7 Wall St.’s 10 brands that will disappear in 2014. 

1. J.C. Penney 

J.C. Penney Co. Inc. (NYSE: JCP) has been in trouble for some time.   

 Walmart to Target and successful department stores such as Macy’s are larger than J.C. 
Penney and are growing. At the e-commerce level, companies such as Amazon.com and 
eBay are gobbling up market share. Amazon has done damage to retailers much 
healthier than J.C. Penney. 

2. Nook 

Barnes & Noble Inc.’s (NYSE: BKS) e-reader was destined to struggle from the start. It 
was launched in October 2009, roughly two years after Amazon.com’s Kindle, which 
was, and has remained, the market leader.   

3. Martha Stewart Living Magazine 

Martha Stewart Living Omnimedia Inc. (NYSE: MSO) has three divisions: publishing, 
broadcasting and merchandising. In the five years up to the end of 2012, publishing 
revenue fell from $179.1 million to $122.5 million. Last year, the division lost $62 
million. In the third quarter of this year, it saw publishing revenue drop from $27.6 
million to $19.5 million, and a loss of $6.3 million. Because of its troubles, the company 
tried to sell off smaller magazines. Its Everyday Food stopped publication as a 
standalone title with the December 2012 issue. Whole Living was discontinued after the 
January/February 2013 issue. 
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4. LivingSocial 

LivingSocial, a daily deals website, has trailed Groupon since it launched. But this is an 
industry in which trailing the leading company is a very bad sign  

5. Volvo 

In the United States, Volvo was never a giant manufacturer with a large number of 
models or ultra-high-end brands. In its most recent report, the company reported a net 
loss of roughly $118 million through the first half of the year  

6. Olympus 

Except for market leaders like Canon, Sony and Nikon, no one wants to be in the digital 
camera business anymore.   

7. WNBA 

The champion and protector of the Women’s National Basketball Association, David 
Stern, will retire in February 2014. He has been the all-powerful commissioner of the 
NBA for three decades. It is hard to imagine how the WNBA could have survived 
without his support, and that will soon be gone.   

8. Leap Wireless 

Leap Wireless International Inc. (NASDAQ: LEAP) was the one loser in the recent 
telecommunications M&A frenzy.   

9. Mitsubishi Motors 

While it never had a massive presence in the United States, the niche Japanese 
automaker has had some success with models like the Lancer and the Eclipse. However, 
Mitsubishi Motors will soon exit the U.S. market, just as its Japanese rival American 
Suzuki Motor Corp. did at the end of last year. 

 10. Road & Track 

Founded in 1947, Road & Track is the oldest and most well-regarded automotive 
magazine in the country, according to Hearst, the publication’s owner since 2011.   

 

  

http://www.lifehealthpro.com/2013/11/21/10-signs-your-marketing-needs-a-makeover? 

http://www.lifehealthpro.com/2013/11/21/10-signs-your-marketing-needs-a-makeover
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10 signs your marketing needs a makeover  
By Jean M. Gianfagna 
NOVEMBER 21, 2013 • REPRINTS 

 

When business is good and sales are going well, it’s easy to get complacent about your 
marketing plan. If it isn’t broke, don’t fix it, right? Wrong! Marketing complacency can 
be a costly mistake. Markets, competitors and channels change quickly. If you’re not 
keeping pace, you can easily fall behind. And sooner or later, it will show in your bottom 
line. 

Here are 10 signs it’s time to spruce up your marketing strategy: 

1. Looking dowdy at the tradeshow. Tradeshows are like marketing face-offs 
with your competitors. Even if your booths are far apart, the side-by-side 
comparison can be unflattering if your technology is outdated or lacks interactive 
demonstrations. See which exhibits draw the most traffic and bring yours up to 
snuff. 

2. Leads that aren’t converting. Are conversions down? You may be 
targeting unqualified prospects. Or your sales team may need more 
marketing support, such as better sales tools and greater communication with 
prospects during the conversion process. 

3. A color palette from a previous decade. If your marketing colors are 
more than five years old, rethink them. Color trends change frequently. Pantone’s 
website and colormarketing.org can help you keep current with your colors. 

4. Hanging on to your original logo. A brand identity created decades ago is 
a common marketing blind spot. While you’re sticking to your guns, your 
competitors may be capturing market share with a more contemporary approach. 
A design team can help you revamp your brand identity without losing your 
heritage. 

5. An antique website. A website that’s more than three years old probably 
lacks the speed, functionality and content today’s Internet users expect. You can 
create a new site with WordPress, a popular and easy-to-use platform. 

6. Pasting stickers on brochures. At some point, the positives of using up your 
brochure stockpile are outweighed by the negatives of presenting patched-
together materials. If you’re using stickers to correct old information on your 
sales collateral, you’re due for something new. 

7. Outdated photography. Changes in products, facilities, equipment and even 
hairstyles can quickly date your marketing photos. Hire a professional 
photographer to keep your image library up to date. 

8. Bullet-ridden PowerPoints. The days of the PowerPoint presentation loaded 
with endless slides of bulleted copy are long past. PowerPoint now allows you to 
share information in a much more engaging way, while newer presentation tools 
such as Prezi are even more interesting. Delight your audience by bringing your 
presentations into the 21st century. FACT FINDING IS THE KEY 

9. Plain Jane proposals. The sales proposal packet is your last — and perhaps 
best — chance to set your company apart from the competition. Make your 

http://www.lifehealthpro.com/author/jean-m-gianfagna
http://sbmediareprints.com/reprint-products-quote-request/?cf2_field_18=http%3A%2F%2Fwww.lifehealthpro.com%2F2013%2F11%2F21%2F10-signs-your-marketing-needs-a-makeover&cf2_field_17=LifeHealthPro&cf2_field_19=November%2021%2C%202013
http://www.lifehealthpro.com/2010/12/24/3-marketing-tweaks-for-better-results
http://www.lifehealthpro.com/2013/01/04/define-your-brand
http://www.lifehealthpro.com/2013/09/08/bad-website-you-dont-know-what-youre-missing
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materials stand out with professional design and well-written content customized 
for each prospect. 

10. Staying on the social-media sidelines. By now, your company 
is probably on social media. But if you’re not actively posting and engaging with 
others, you’ll come across as a wallflower. Devote time and resources to getting 
off the sidelines and into the conversation.  If you are not blogging to your 
customers, you will be out of business. 

You probably wouldn’t feel comfortable today walking around in a ‘70s leisure suit. And 
the same can be said of your marketing strategy. Make sure it’s up to date, so you can 
look your best. 

 

Why is this list important to us?  How is it 
relevant?   

Simple, if you don’t move with the times, you will be left behind, 
just like the typewriter, you will become obsolete. Modernize and 
join social media, it is as plain as the nose on your face. 
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Plan, execute and assess.  
 

 

Marketing: 15 years ago we found our prospects via seminars.  Now it is Safe 

Money Radio and the internet. 15 years ago we used a direct mail piece offering “Secrets 
of Annuities” now it is not effective. 5 years ago we generated our internet leads offering 
a similar booklet, now Google will not allow such  advertising.  Did you know there are 
words you can no long use in advertising with Google, such as “scam”.   We used to use 
the word “scam” all the time in our internet ads, try and run an ad now using “scam” 
it won’t fly. Google will not approve your ad, so we have changed how we advertise.  

The entire marketing of annuities has changed since the WWII/Korean War generation 
gave way to the Baby Boomers.  The Baby Boomers are information hogs, we want to 
know everything and we want it now.  Just think about the iPhone and the Blackberry, 
did you realize the iPhone only made its debut 6 years ago?  How about the iPad and 
tablets?  

If you are not using social marketing you will lose.  If you are not using the internet to 
“drip” on your clients and prospects you will lose.  If you are not using radio and the 
internet, you will lose. If you are not embracing social media, you will lose. 
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Brand:  You must also build your brand in the eyes of your clients and prospects.  
Not like building a brand corporately but as brand building for those you sell and 
service.  Brand building within your marketing circle is essential. Numerous ideas exist 
to do this, a client appreciation dinner, Christmas or Thanksgiving cards, etc.  

Focus: ”Focus” is a much overused word and has very little meaning to me.  I chose 

to use “Focus” and a term for identifying my target market.  Once I understand who I 
want my target market to be and why, I can then “Focus” on that.  Choose your target 
market and focus on it. 

Work:  define your work weeks and your play weeks.  A work week is a work week, a 

play week is a play week, don’t mix them up.  

 

Is your target market the forest or the trees?  

The article below from our friend Carl Richards explains how not defining 

your market can cost you your career by using metaphors. What is he really 

saying, know your business, know yourself and you capabilities and design 

a marketing plan that plays to your strengths.  We can’t all be a 

Chad Owen, but we can be the best we can be.  That involves a business 

plan, funds to execute the business plan and a work ethic to make it work.  

It also involves being able to make changes in your business plan and to 

adjust as situations change.  Focus on your business plan, write it down 

and work it.  Use the assets we have made available to you, leads, radio and 

the internet.  Make sure you listen to Open MIC or at least read the notes, 

reach out for help, we are all available. 

Bill 

 

CRL Richards www.behaviorgap.com  

 

(edited for length, go to Carl’s site for complete article)  

http://www.behaviorgap.com/
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Last week, rumors surfaced that Facebook offered to pay $3 billion for Snapchat, 

a photo-sharing service. Google supposedly exceeded Facebook’s offer. Snapchat's 

founders turned down both suitors. 

 

At the same time, a separate discussion started about Instagram's decision to accept 

Facebook's $1 billion buyout in 2012. If Snapchat is worth at least $3 billion, what if 

Instagram had held out and stayed independent? Eric Jackson, an activist investor, 

came up with a formulation that suggests Instagram would now be worth $15 billion:  

"...[Jackson] came up with that valuation figure by looking at Instagram's total active 

users, about 150 million, and Twitter's, around 236 million. Assuming that Instagram's 

user-base is more US-weighted, and therefore more valuable, he figures Instagram's 

market cap as an independent company would be at least half of Twitter's $30 billion." 

Other critics have weighed in that Instagram founder Kevin Systrom "sold cheap." But 
did he? 
 
Let's take a trip back in time and look at the flip side of the argument. Remember when 
Rupert Murdoch bought Myspace for $580 million? At the time, it was seen as a 
huge win for Murdoch, and he noted that, “We could have sold it for $6 billion a month 
later.” What happened instead is that Facebook took over the market, and in 2011, 
Murdoch sold Myspace for $35 million or six percent of the original price. 
 
Assume for a minute that Murdoch was correct and that he could have sold Myspace for 
$6 billion. That’s an insane profit of 934 percent! But he walked away, convinced it 
would be worth more. 
 
In this context, it seems like maybe the Instagram deal wasn't necessarily a mistake 
and that Snapchat's refusal to sell isn't necessarily a guarantee of even greater success. 
While the numbers we're talking about are outside the realm of individual investors, 
these stories drive home something that we're guilty of doing with our own portfolios. 
 
It's the classic "let it ride" strategy. If a particular investment starts doing really well, it 
can very tempting to do two things: 1) buy more of it at a higher price and 2) bet too 
much of our portfolios on the price going even higher. When we start down this path, it 
can be incredibly difficult to see the forest for the trees. We start to rationalize the 
decision and convince ourselves that we’re a day, a week or a month away from seeing 
even more amazing returns. But what happens if those returns don’t appear? 

http://behaviorgap.us2.list-manage.com/track/click?u=23ce2ac179e8158f7583c4e3f&id=d7a047f1c0&e=cad66bd61b
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What if our desire to avoid leaving any money on the table turns into having less or no 
money at all? A couple of weeks ago, for The New York Times, I wrote about why 
diversification still matters, and one of the key reasons is the power of rebalancing. It 
requires us to sell high and buy low, the exact opposite of the “let it ride” strategy. By 
rebalancing, we acknowledge the reality that there’s no good way to predict what the 
market will do next and counter the temptation to go all in on investing bets we can’t 
afford. 
 
We can’t let our desire for “more” blind us to what we’ve said we really value. If what 
we really value is reaching the financial goals we say matter most to us, we’ll best serve 
those goals by selling high and buying low. We’re only kidding ourselves if we think that 
letting it ride will get us there faster. 

 

 

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

 

http://behaviorgap.us2.list-manage.com/track/click?u=23ce2ac179e8158f7583c4e3f&id=3c0d8892ba&e=cad66bd61b
http://behaviorgap.us2.list-manage.com/track/click?u=23ce2ac179e8158f7583c4e3f&id=3c0d8892ba&e=cad66bd61b
http://behaviorgap.us2.list-manage1.com/track/click?u=23ce2ac179e8158f7583c4e3f&id=365e295712&e=cad66bd61b
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Great info here…..BB 

NAFA November Annuity Perspectives - by Dr. Jack 

Marrion 

http://nafa.com/wp/wp-content/uploads/2013/11/NAFA-E1113.pdf 

 

 

Dr. Jack Marion comprised this chart, startling 

isn’t it? Look what a down market can do to your 

retirement income needs. 

 

Marion: Feeling The Sequence 

 
In this example it is now New Years Day 2010. If you retired in 2009 you are now age 
71, your account is worth $116,043, and if you earn 2.94% a year you can keep taking 
$6,000 for 29 more years. Life is good! If you retired in middle of the decade the Crash 
of 08 scarred you. Your $100,000 is now worth somewhere between $55,000 to 
$65,000, meaning you'll need to earn 7.5% to 8.5% to keep the money around until age 
100. If you retired in 2000 you’re now 80 with $19,258 left. You’d need to earn 31.02% 

http://nafa.com/wp/wp-content/uploads/2013/11/NAFA-E1113.pdf
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to make it last. In reality, you'll be broke by age 84. And that shows the risk associated 
with sequence of returns. 
 

Remember last week’s editorial?  Smart agents would 

use Dr. Marion’s graph (get permission) to sell more 

annuities.  Just think of the power of it.  Your prospects 

and clients can understand this concept. 

 
 
 

 
I feel it is important to repeat part of last week’s Open MIC, this is 

powerful messaging…..BB 

 
 
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, 



 14 Open MIC notes for the Crew 

 

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. Expected to get to Obama’s desk 

where he has said he will sign. Even anti-annuity publications such as 

Kiplinger and Money even AARP  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.” 
 
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.” 
 
  

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 
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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. 

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

Life insurance should be part of your portfolio, even if you don’t 
wish to sell it, simply refer to a marketing partner, share the case 
and share the compensation.   

If you choose to begin selling life insurance, it couldn’t be easier, 
Shaun and Amber are standing by to help (there contacts at top of 
Open MIC notes.)  BB 

6 celebrities who made unfortunate life 
insurance decisions 

 

http://www.lifehealthpro.com/2013/12/06/6-
celebrities-who-made-unfortunate-life-
insurance? 

 

 It’s easy to assume that the rich and famous 
have enough money to last multiple lifetimes, 
and that they have access to some of the best 
financial advice on the planet.  
 

http://www.lifehealthpro.com/2013/12/06/6-celebrities-who-made-unfortunate-life-insurance
http://www.lifehealthpro.com/2013/12/06/6-celebrities-who-made-unfortunate-life-insurance
http://www.lifehealthpro.com/2013/12/06/6-celebrities-who-made-unfortunate-life-insurance
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But sometimes elite status, exorbitant amounts of wealth, and risky lifestyles can cause 
celebrities to either ignore the necessity of life insurance or fall prey to less-than-stellar advice.  

  

1.  

The Tools & Techniques of Estate Planning, 15th 

Edition 

Starting at: $145.00  

  

Stephan Leimberg's Tools & Techniques of Estate Planning provides the tools (systems 

and products that can be used) and techniques (methods to implement the tools to be the 

most effective) that every estate planner, financial planner, and insurance professional 

needs to help their clients make the best estate planning decisions.  It is the first analytical 

book to incorporate the Tax Relief Act of 2010 Implications into all of its planning 

guidance. CE Filed. 

 

Stephan Leiberg’s terrific book regarding estate planning is 
essential.  The link about will lead you to the National 
Underwriter site, I urge you to buy this book….BB 

 

Mistake 2: Improperly Arranged Life 
Insurance 

 
I learned something here, very useful infomration marked in red….BB 

 
 

http://www.nationalunderwriter.com/the-tools-techniques-of-estate-planning-15th-edition-2.html
http://www.nationalunderwriter.com/the-tools-techniques-of-estate-planning-15th-edition-2.html
http://www.nationalunderwriter.com/the-tools-techniques-of-estate-planning-15th-edition-2.html
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A.  The proceeds of life insurance are often payable to a beneficiary at the wrong time (before that person 
is emotionally, physically, or legally capable of handling it) or in the wrong manner (outright instead of 
being paid over a period of years or paid into trust). 
 
B.   There is inadequate insurance on the life of the key person in a family (the breadwinner) or the key 
person in a corporation (the rainmaker). 

C.   Often, no contingent (backup) beneficiary has been named. The “Rule of Two” should be applied here. 
In every dispositive document (any legal instrument that will transfer property at death) there should be – 
for every name in the document – at least two backups. So, whenever possible, there should be not 
only back-up beneficiaries but also contingent executors, trustees, guardians, and trust protectors. This 
should alos be the case on annuities, name a contingent….BB 

D.  The proceeds of the policy are includable in the gross estate of the insured because the policy was 
owned by the insured and either never transferred, or was transferred within three years of the insured’s 
death. The solution is to have a responsible financially competent adult beneficiary (or a trust), acting 
without specific direction from the insured and using his (or its) own money, purchase and own the 
insurance from its inception. That party should also be named beneficiary (the insured and the insured’s 
estate should not be named beneficiary). 

E.   When the policy owner of a policy on the life of another names a third party as beneficiary, at the 
death of the insured, the proceeds are treated as a gift to the beneficiary from the policy owner. For 
example, if a wife purchases a policy on her husband’s life but names her children as beneficiaries, at the 
husband’s death she is making a gift in the amount of the proceeds to the children. 

F.   If a corporation names someone other than itself (or its creditor) as the beneficiary of insurance on the 
life of a key employee, when the proceeds are paid, the IRS will argue that the proceeds are not income tax 
free and should be treated as either dividends, if paid to or on behalf of a shareholder, or compensation, if 
paid to an employee who is not a shareholder (assuming the premiums were never reported as income or 
there was no split dollar agreement or no Table 2001 income reported). Worse yet, if the insured owned 
more than 50 percent of the corporation’s stock, he is deemed to have incidents of ownership (that means 
federal estate tax inclusion of the proceeds) in the policy on his life. So, for example, the same $1,000,000 
proceeds could be taxed as a dividend for income tax purposes (as much as $396,000 of income tax in 
2013 for those earning more than $400,000 (single) and $450,000 (married filing jointly) and also be 
taxed as an asset in the estate for estate tax purposes (as much as $400,000 of estate tax). 

G.  Whenever life insurance is paid to the insured’s estate, it is needlessly subjected to the claims of 
the insured’s creditors and in many states unnecessarily subjected to state inheritance tax 
costs. Probate costs are increased without reason and the proceeds are then subjected to the potential for 
an attack on the will or an election against the will. Although, in some rare cases, it may make sense for 
the estate to be named beneficiary of a modest amount of life insurance (e.g., an amount sufficient to pay 
estimated debts in an estate small enough to pay no federal estate tax), in most estate planning situations 
life insurance should be payable only to a named beneficiary, a trust, or a business entity. 

H.  If a life insurance policy – or any interest in a life insurance policy – is transferred for any kind of 
valuable consideration in money or money’s worth, the proceeds may lose their income tax free 
status. For example, if a child buys the $1,000,000 term insurance policy owned on her father’s life from 
his corporation or business partner, when she receives the proceeds, the entire $1,000,000 could be 
subjected to ordinary income tax (for as much as $396,000 in 2013). These rules are usually described as 
the transfer for value rules with respect to life insurance, and are set forth in Sec. 101(a)(2) of the Internal 
Revenue Code. 

 

I.    Where a husband is required by a divorce decree or separation agreement to purchase or maintain 
insurance on his life, he will receive no income tax deduction for premium payments if he owns the policy 
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– even if his ex-wife is named as irrevocable beneficiary. No alimony deduction is allowed on the cash 
values in a policy the husband is required to transfer to his ex-wife under a divorce decree. The safest way 
to assure a deduction is for the husband to increase his tax deductible alimony and for the ex-wife to 
purchase new insurance on his life, which she owns and on which she is the beneficiary. It is extremely 
important for each spouse recently divorced to immediately review his own life, health, disability, and 
other insurance situation. 

 J.   Failing to update beneficiary designation to reflect changes to the estate planning documents. If an 
individual names his estate as the beneficiary of life insurance policies, the manner in which the money is 
disbursed is automatically updated as the will is changed. However, when an individual maintains a 
revocable living trust, it is important to check if the beneficiary designation needs updating as the 
document is changed. For example, with a new will, the document will almost assuredly revoke all prior 
wills. But this is not the case with revocable trusts. If an insurance policy is paid to a particular revocable 
trust, it will be paid to that Trust even if the document is "abandoned" in favor of a new document. 
Therefore, when life insurance is paid to a revocable trust, it is better to make amendments to that Trust 
so that the beneficiary designation has a lesser chance of requiring updating. The problem with this 
approach is that if a person makes a lot of changes to their documents, you can wind up with a lot of 
amendments. At some point, it may make sense to truly start over with a new Trust; but when doing so, 
make sure all beneficiary designations are updated. 

 

If the points marked in red are not enough to order this 
book and learn these intricate details, WHAT WOULD IT 
TAKE?...BB 

 

Since we are talking about life insurance…. 

-----I DID THIS EXCERCISE AND DETERMINED THAT I DIED 
TWO YEARS AGO!!!      
 

Longevity calculator    
 
Watch your age in the upper right corner! Fun to watch your age go up and 
down as you answer the questions. It's interesting,   so give it a try...  
 
How long will you live? This is a calculator that estimates your 
life expectancy. It was developed by Northwestern Mutual Life.   It's 
interesting that there are only 13 questions, yet they can predict how 
long you're likely to live.  
 
My estimate was age 89, Phyllis was 92. 
 

http://media.nmfn.com/tnetwork/lifespan 

   

http://media.nmfn.com/tnetwork/lifespan
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This may be a nice piece you use in your off week drip, provides a 

provocative thought pattern….BB 

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

Survey from Allianz Life….BB 

Combine this survey and the chart above, 

how powerful is this message? 

 http://www.fool.com/investing/general/2013/12/06/the-1-thing-retirees-fear-most.aspx 

The 1 Thing Retirees Fear Most 

No, it's not death 

Though I'm sure that keeling over is getting closer to the top of some 

retirees' lists of fears, the most common shared concern is living beyond 

their savings -- a.k.a. running out of money. 

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

  

http://www.fool.com/investing/general/2013/12/06/the-1-thing-retirees-fear-most.aspx
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Help us and help yourself! 

Like!  If you haven’t had a chance, please click on 
these video links and if you think they have value, 

please click LIKE. 
 
 
 
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. 
  

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
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In addition, we have life insurance articles that need 
be LIKED, if you visit these links, please click like.  
You may also use these articles as your off week drip 
on Retire Village. 
  

http://www.annuity.com/term-life-insurance-advantages-and-
disadvantages/ 
 
http://www.annuity.com/life-insurance-plans-and-options-the-basics/ 
 
http://www.annuity.com/avoid-mistakes-when-buying-life-insurance/ 
 
http://www.annuity.com/how-to-choose-an-insurance-company/ 
 
http://www.annuity.com/the-facts-about-life-insurance/ 
  

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

QE3 warning from Bill Gross regarding the economy….BB 

 

http://www.investmentnews.com/article/20131203/FREE/131209976# 

Gross: Investors playing a dangerous game with  

“loose” money 

Pimco's co-CIO says central banks pushing investors to riskier assets but 

that policy has limits 

Pacific Investment Management Co.'s Bill Gross, manager of the world's biggest bond 

fund, said the unprecedented cash added to the financial system by central banks is 

raising the risk of a slide in global asset prices. 

 

http://www.annuity.com/term-life-insurance-advantages-and-disadvantages/
http://www.annuity.com/term-life-insurance-advantages-and-disadvantages/
http://www.annuity.com/life-insurance-plans-and-options-the-basics/
http://www.annuity.com/avoid-mistakes-when-buying-life-insurance/
http://www.annuity.com/how-to-choose-an-insurance-company/
http://www.annuity.com/the-facts-about-life-insurance/
http://www.investmentnews.com/article/20131203/FREE/131209976
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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.   

  

For years this newsletter has been published, first as US mail 
distribution and now via your Retire Village account.  This is a 
great piece for reaching out to your clients and prospects with a 
soft “whisper” drip. 
 
Linda Rych is the authoress and is our guest today.  Linda and Joe 

are the owners of Retire Village, Linda is the brains, Joe the 
brawn. 

  

 

 

Dear Agent, 

The Safe Money Newsletter is designed to keep you informed and 
to help make your life easier. 

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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This month we have information on the following topics: 

1)  5 Ways to Handle Family Conflict and Holiday Stress 

2)  Chicken Soup with a Healing Kick! 

3)  Layaway Plans Could Create a Shopping Headache 

4)  Don't Let Travel Slow you Down 

5)  3 Fear Fighting Tools 

6)  Scare Tactic - Con Artist's Talk Tough to Intimidate you 

7)  Shocking Terms of Endearment 

CLICK HERE to read the December Safe Money Newsletter 

 
http://billbroich.retirevillage.com/Monthly-Newsletter-December-2013/?uidrv=60499 

 

Your newsletter is written by Linda Rych and is designed to cover 

a broad spectrum of topics.  It is customized for you, name, photo, 

contact information.  

 

 

 

 

Here is this month’s newsletter, an easy way to “whisper drip” via your Retire Village 

account. 

http://email.retirevillage.com/wf/click?upn=MWQst0toBGqBEFJaybEgbysuZ-2B5KDULUrocYAEHYQ-2B-2F1YMJvgt4Z5pbkYyiOxYrLatK3s4Egd-2BW6LynXiU4wzYmwgXEqGaI73DZbga0IWvw0cExF1gCJzh7XWqpa06gV_ommTKJbzB-2Bc3562Nl6IccWRYokts0a-2BtXK327G0yeOqmiPQQwERBSRW4imnTyKQZH8uMbrk1ds0QsZcscQafUVubxYMD5Bdaub7wshTRY8UyZ39zLlBJJziGmsjtKDMYrEbgj-2BxU0IOGZcCvjzxmUjnw7gdWUXEu3RX-2BL06kNk64n2eC-2FKUt-2BjNsn-2F9wv9vTLQtA375uqGBcN0-2BknxESy37hJcA-2Byix4CXcchMfQT5Y-3D
http://billbroich.retirevillage.com/Monthly-Newsletter-December-2013/?uidrv=60499
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From the Desk of Joe Rych 

 

As advisers much of our success is dependent on having a "Web Presence". 

(Branding) Clients and prospects no longer expect you to have a brick and 

mortar store front to do business with you.  However, they do expect to be 

able to visit your business on line where they can request additional 

information.  

 

As an adviser, you're under constant pressure to grow your book of 

business and harvest leads to fill your pipeline. But building client 

confidence and maintaining persistence is a difficult task. The good news is, 

RetireVillage.com has the technology available to help you do just that. 

A system designed, managed, and maintained by active selling salespeople.  

  

In industry terms, RetireVillage.com is referred to as a customer 

relationship management system, or CRM. Not only is RetireVillage.com 

an "industry specific" CRM system but it enables you to manage and build 

your client relationships, maintain relevant individual notes, and 

automatically communicate with your customers twice per month on your 

behalf.  

 

But not all CRM solutions are created equal. More than just record keeping 

and safeguarding your client's profile, the ideal CRM product provides you 

with an e-mail notification when a client visits your website and which 

pages they are looking at. You couldn't ask for a better barometer of 

someone's interest level.  
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Tips to harvest client and prospect e-mail 

address’s 

1) Use a telemarketer if you wish or do the calling  yourself 

Here is a preferred telemarketing vendor with 10+ years’ experience working with 

insurance agents                                                                                                                 

Kriss Montierth (865) 354-9722                                                                                        

e-mail kris@ypsecretary.com website www.callingleads.com  

2) Call or have your assistant call your good prospects and clients to remind them 

that if they do not see the e-mails from you twice per month and the newsletter to 

check their spam or junk box.  

3) Send a copy of the invitation below with your monthly newsletter or as a 

standalone invitation.  (although we send out a newsletter for you from your 

website unless you "opt out") 

4) Ask for e-mails from all leads you call 

5) For prospects that will not set an appointment, tell them that you would be happy 

to e-mail them the information.  Once you have their e-mail ask permission to 

send them a topical monthly newsletter and drip articles that many of your 

clients enjoy. 

6) For those who do not pick up the phone: Leave a message to send you their e-

mail and that you will e-mail the information to them ~ or send them to your 

RetireVilliage.com website to request the information ~ when they request 

information you will be sent their request and they will automatically show up on 

your daily lead report and be in your drip. 

 

  

 

So gather those e-mails. Here are some suggestions for 

harvesting client and prospect e-mail address. 

 

1)     Use a telemarketer if you wish or do the calling yourself. Here is a 

preferred telemarketing vendor with 10+ years' experience working with 

insurance agents  Kriss Montierth (865) 354-9722  e-mail 

kris@ypsecretary.com website www.callingleads.com  

 

2)    Call or have your assistant call your good prospects and clients to 

mailto:kris@ypsecretary.com
http://www.callingleads.com/
mailto:kris@ypsecretary.com
http://www.callingleads.com/
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remind them that if they do not see the e-mails from you twice per month 

and the newsletter to check their spam or junk box.  

 

3)    Send a copy of the invitation below with your monthly newsletter or as 

a standalone invitation.  (although we send out a newsletter for you from 

your website unless you "opt out") 

 

4)    Ask for e-mails from all leads you call 

 

5)    For prospects that will not set an appointment, tell them that you 

would be happy to e-mail them the information.  Once you have their e-

mail ask permission to send them a topical monthly newsletter and drip 

articles that many of your clients enjoy. 

 

6)    For those who do not pick up the phone: Leave a message to send you 

their e-mail and that you will e-mail the information to them ~ or send 

them to your RetireVilliage.com website to request the information ~ when 

they request information you will be sent their request and they will 

automatically show up on your daily lead report and be in your drip. 

 

   

 

 

Please note: 

Reading Your Daily Lead Report: 

Multiple Names:  Every time someone that is in your uploaded database clicks on 

"click here for more information" from the bi-monthly drip, their name shows as a 

separate site not on your report.  You may see the same name multiple times visiting 

multiple pages.  Click on the page number next to their name to see what they viewed. 

Blank Names:  This occurs when you have a random hit from a Google or other 

internet search.  When that individual from the random hit is not in your uploaded 

database it shows as a blank name.  Seeing random hits is an indication that you are 

being picked up on local search engines.  This is a good thing! 
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Someone Else is Logged Into Your Site:  Anyone can register on your website and 

can create their own login.  The purpose of allowing anyone to register is the give 

individuals who are not in your database one more way to be captured and added to 

your database.  When someone other than you registers and logs in, they cannot see 

your control panel or your contacts and cannot make changes to your site.  If they don't 

logout and you go to the site it will show they are still logged in.  Simply log them out 

and re-login with your password. 

Three Ways to Capture Random Hits:  When an individual from a random hit 

registers, signs up for the newsletter, or requests more information, they 

will automatically be added to your database for future drips.  

 

 

 

 

Please feel free to visit my website at: 

 

 http://ral.retirevillage.com/ 

 

When you register or sign up for 

our monthly e-newsletter, you 

will receive informative articles 

that will help you better manage 

your financial  

and estate needs. 

V
i
s
i
t
 
M
y
 
W
e
b
s
i
t
e
 

This is your 

invite to the 

existing property 

commercial 

development and 

future 

development 

sites seminar. 

This helpful 

information is for 

you. Please, 

don’t wait, call to 

book reservations 

now.  

AN INVITATION 

Phone 

http://ral.retirevillage.com/
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Edit this template and use as you see fit ~ print out on hard stock and cut ~ insert in 

your newsletter 

 

 

 

 

 

 

 

 

Please feel free to visit my website at: 

 

 http://ral.retirevillage.com/ 

 

When you register or sign up for 

our monthly e-newsletter, you 

will receive informative articles 

that will help you better manage 

your financial  

and estate needs. 

V
i
s
i
t
 
M
y
 
W
e
b
s
i
t
e
 

This is your 

invite to the 

existing property 

commercial 

development and 

future 

development 

sites seminar. 

This helpful 

information is for 

you. Please, 

don’t wait, call to 

book reservations 

now.  

AN INVITATION 

Phone 

http://ral.retirevillage.com/
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Dave Townsend 
Product Updates and Information 

----------------------------------------------- 
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--------------------------------- 
Here are some articles you can use for your off week drip, helpful 

information….BB 

 
 

Common Annuity Scams - Here's What To 
Look For To Protect Yourself 
 

For most people, annuities are a wonderful addition to their retirement plans. Fixed 

annuities are safe, secure and are guaranteed to fulfill their contractual promises. But, 

often the actual sales process brings a certain uneasiness to buying an annuity.  If you 

have experienced this please be aware that many options exist for you if in fact you buy 

an annuity and don’t want to need it.  All annuity companies offer a “free-look” period 

where you may return the annuity for any reason and receive a full refund, no questions 

asked.  Make certain you fully understand your rights and options when you purchase 

an annuity, your agent or the insurance company will help you. 

That being said, there are scams with annuities just as there are with almost any product 

being sold to the public.  Here are some to be aware of. 

Annuity Scam Number 1:  You will never lose money! This is both a true 

statement and a fraudulent statement.  There is a certain class of annuities which offer 

exposure to risk; variable annuities.  Variable annuities allow you to invest in sub 

accounts (much like mutual funds) where your value can go up and down.  It is possible 

to have a substantial gain on your account value and to have a substantial loss. The 

value of your account is dependent on the choice of sub account you selected and how it 

performs.  As an example, your account may be in stocks or bonds and actual results will 

be based on how they perform. Variable annuities are sold as a security by licensed 

security salespeople such as stockbrokers. The opposite is true with fixed rate annuities, 

their account value is never exposed to risk, your funds are actually deposits at an 

insurance company earning a fixed rate of interest. 

Annuity Scam Number 2: Revocable Living Trusts.   Insurance agents selling 

Revocable Living Trusts (RLT) without a law license.  You have probably seen the ads, 

“You need a trust to avoid probate”  These ads appear in your mailbox offering a free 

“meeting” to determine if a RLT is right for you.  The person meeting with you is 

actually an annuity salesperson who will explain to you the benefits of the RLT.  They 
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can even sell you the RLT, collect information and the first payment.  Actually these 

agents are practicing law without a license.  You are told that they work with an attorney 

and the attorney will review all aspects of the RLT.  An attorney does review the 

documents and signs the trust as an attorney, but you will never meet the attorney.  This 

whole process is called a Trust Mill. In very few situations is a RLT actually needed, 

mostly for people who own multiple real estate.  Why does the agent want to sell you the 

RLT?  Simple, when they come back to deliver the trust they will help you retitle your 

assets in the trust, that is when they find out what you own and begin looking for a 

possible annuity sale.  This whole process is a scam.  If you feel you need a RLT, call an 

attorney and skip the insurance agent entirely. 

Annuity Scam Number 3: Your annuity is about to expire, call immediately. 

If you own an annuity you have probably seen these post cards in your mail box.  Will 

your annuity expire? No, not until you reach age 115 (most contracts).  The reason for 

the postcard to be sent to you is for a marketing company to identify annuity contract 

owners.  Once you call they will attempt to set a time for an agent to “stop by” to review 

your current contract.  Of course the real reason is for an agent to suggest you 

modernize your annuity.  Don’t fall for it, if you have questions about your current 

annuity, call the service department of the insurance company.  You will get straight 

answers about your annuity form them. 

Annuity Scam Number 4: Phony certifications and designations.  The agent 

looks good, speaks well and is a “Certified Senior Adult Consultant”(CSAC). Well 

educated? No, many phony or ambiguous designations are earned merely by attending a 

2-3 hour meeting, taking a simple test, paying a fee and being issued a financial 

designation.  Designations such as this are phony as phony can be and meant to deceive.  

Many “certification” companies issue these designations and are no re than a way to 

earn money form an agent not interested in real education.  The Insurance industry does 

issue bona fide and genuine designations, degrees that can take years to accomplish.  

Make certain you fully understand who you are dealing with and what their actual 

background really is.  Ask for references and check them out. 

Annuities can be wonderful products when used as designed and only in situations 

where their benefits can help meet financial goals.  Annuities are not for everyone. 
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Indexed Annuities: What Are They? Should 
You Invest In One?  

Indexed Annuities are also known as Fixed Indexed Annuities (FIA) and occasionally as 
Equity Linked Annuities (EIA). It is easy to become confused with the term “indexed” 
but the explanation is really quite simple. It means that your actual annual yield 
(interest earned) is tied to an independent third party source, such as the Standard and 
Poor’s 500 Stock Index (S/P 500). Your funds are NOT invested in the stock market; 
they are on deposit with the insurance company who issued the annuity. 

What exactly is indexing? Indexing is simply an investment strategy that follows the 

performance of select securities, the S&P 500. Itis a collection of 500 American stocks 

which help measure the overall performance or benchmark of the US economy. 

Think of it this way, you are outsourcing the yield for your annuity, trust a third party 

instead of taking what an insurance company decides to credit you.  It is really a hands 

off approach that uses an outside source to determining yields, a disinterested third 

party. 

FIA are not for everyone and I will let you in on a little secret, your actual yields will not 

mimic the actual results of the S/P 500, your actual yields will be a percentage of the 

actual return. Is that fair?  Yes it is because for that reduced return you will never be 

exposed to loss or any risk of loss.  Your funds are fully guaranteed. 

In the past you were offered only two choices about investing. Put your money in the 

stock market and be exposed to gains and losses. Or, deposit your funds in safe places 

such as banks and treasuries and earn a lower rate of return. You had your choice: safety 

or higher returns. 

With the invention of the Fixed Indexed Annuity you were offered a wider choice, 

higher chances of yields but no chance of loss. Now you can have the best of both 

worlds: safety and yields. 

If the S/P 500 has a down year and is worth less than it was a year ago (your 

anniversary) you do not participate in any downside movement, your account remains 

exactly as it was the previous time period, fully guaranteed from loss of principle. 

Other benefits of Fixed Indexed Annuities:  

Tax Deferral 

The Power of Tax Deferral is the ability to defer any tax liability until a future date. 

Annuity values accumulate on a tax deferred basis until either withdrawn or inherited 
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by a named beneficiary.  Your money can grow faster because the interest you earn is 

not taxed until a later date. “Annuity compounding” means you will continue to earn 

interest on you money and on the taxes which are tax deferred 

Guaranteed Lifetime Income 

Along with the protection from exposure to risk, FIA can provide you with a guaranteed 

income stream, an income stream that can be for any time period desired, even 

lifetime.  Most plans allow for the inclusion of a spouse so income can continue for both 

lives. Income riders are now available on FIA, these riders allow for better control over 

how an income is received and management of the actual money in the annuity. 

Numerous options exist to meet almost an income need of the annuity owner. 

Stability 

Annuities are safe, secure and stable.  Money in an annuity is managed by the general 

investment fund of the insurance company. The funds are invested in bonds, US 

Treasuries and often some stocks.  The company is absorbing any risk of asset 

performance by assuming all contractual promises to the annuity owner. This guarantee 

provides stability for your important funds, funds that need to be there for your 

retirement needs or your personal goals. 

Guarantees 

Annuities have layers of protection in place for the owner of an annuity.  The first is the 

insurance company itself.  An insurance company invests in conservative assets 

primarily bonds.  The bond portfolio can be corporate bonds, US Treasury bonds and 

municipal bonds. The second layer of protection is regulation. Insurance companies are 

some of the most regulated institution in the financial world.  They are audited by 

individual state departments of insurance who access the financial condition of the 

insurance company. Insurance companies are rated by independent rating companies 

such as A.M. Best Company, Standard and Poor’s and Fitch Ratings. The ratings 

services look deep into the assets and liabilities of the insurance company and assign a 

financial strength to them.  Generally any insurance company with at least a “B” rating 

has more than ample strength to meet any and all contractual obligations. 

We have examined benefits and advantages of annuities, now let’s look at the 

disadvantages.  Remember annuities are not for everyone. 

 Disadvantages of annuities 
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If you access your money in an annuity prior to age Pre-59 1/2 the IRS will add a pre-

distribution tax penalty of 10 percent.  Annuities are designed to be used later in life, 

after age 591/2 

Surrender penalties: Almost all annuity contracts have a penalty for early withdrawal 

much like a bank certificate of deposit. Annuities are longer term commitment 

(generally a minimum of 5 years) so if an insurance company holding your funds is an 

issue, then an annuity may not be for you. 

Investments held for a time period may qualify for a capital gains tax liability which is 

generally less than an ordinary income tax liability.  Annuities are tax deferred vehicles 

and do not qualify for capital gains treatment. 

Annuities are not included in step-up in basis at death.  Current tax laws allow for non-

qualified assets such as stocks, bonds, and real estate stock to have a tax basis change at 

death to whatever the current value of the asset.  

Is an annuity right for you?  It all depends on how an annuity will be used in your 

specific situation. Make certain you fully understand the details of your annuity as well 

as the benefits you can enjoy. 

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

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... 

 

 


