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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 

 
 
 

 
 

Our Napa Valley Christmas Tree 
Made from drift wood and pine cones 
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Our motto of Open MIC for 2014……….  
 

Think Community 
 

  
 

It can be a tough world but as a community of 

agents, we can all help each other. Let  Open 

MIC be the glue.   

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   
 Young people forget that we old people had a career before we retired…... 

 

 
 

Charley, a new retiree-greeter at Wal-Mart, just 
couldn't seem to get  to work on time. Every day he 
was 5, 10, 15 minutes late.  But he was a good worker, 
really tidy, clean-shaven, sharp-minded and a real 
credit to the company and obviously demonstrating 
their "Older Person Friendly" policies.   
 
One day the boss called him into the office  for a talk.  
"Charley, I have to tell you, I like your  work 
ethic, you do a bang-up job when you finally 
get here;  but your being late so often is quite 
bothersome."   
 
"Yes, I know boss, and I am sorry and am working on 
it."   

"Well good, you are a team player. That's what  I like to hear.”     
 

“Yes sir, I understand your concern and I will try harder.“ 
 
Seeming puzzled, the manager went on  to comment,  “I know 
you're retired  from the Armed Forces. What did they say to you 
there if you showed up in the morning late so often?"  

 
The old man  looked down at the floor, then smiled.  He 
chuckled  quietly, then said with a grin,  
 

 
 
 

"They usually saluted and said, Good morning, Admiral, can I get 

your coffee, sir?   
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------------------------------------------------------- 

 

 
 
Hi Bill, 
I just finished putting Safe Money Thank You cards on the 
www.Safemoneybookprinting.com 

 

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

 

 

http://www.safemoneybookprinting.com/
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Thanks for the share Chuck! 

Hello Partners,  

I was just talking to our partner in Detroit, Chuck Bartman, and he said 

something that really struck a key with me as describing what we do in step 2 of the 5 
Step Sales Process.  When you get to step 2 you need to “aggravate the problem”.  It is 
not just enough to point out that the client has a problem (i.e. the client said they want 
safety yet 100% of their money is in equities), you need to aggravate it.  

Mrs. Jones, “You just told me that you want safety and security yet you 
current broker has 100% of your money in risk money.  Why are they 
doing that to you?”   

There are a million ways to aggravate the problem but you need to error on the side of 
being aggressive.  Make it a punctuation mark, not a comma.  This is all part of the 
process of selling the problem which is required before you can sell a solution.  The 
client needs to agree that something is wrong and they need to get emotional about it. 

 Thanks for the biz! 

Anthony R. Owen 

Annuity Agents Alliance, Co-Founder 

Annuity Innovation Systems, LLC, Vice President 

Annuity.com, Annuity Marketing Consultant 

Eagle Shadow Financial, LLC, Vice President 

  

Office: 303-284-3582 

 

Don’t forget the bonus for American Equity production 

 

 

http://www.annuityagentsalliance.com/
http://www.annuityis.net/
http://www.annuity.com/
http://www.eagleshadowfinancial.com/
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-------------------------------------------------------- 

First and foremost, thanks for your friendship, your loyalty and your 

business in 2013.  We all appreciate it very much. 

I have been thinking about the coming year and how our business may be 

affected.  Here are my “forecasts” 

 

My 11 “Crystal Ball” forecasts for 2014 
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1. Suitability:  

New suitability rules will come into effect. State Insurance Commissioners 

will join together for a model of minimum suitability requirements and be 

adopted as the universal standard.  I for one welcome this and you should 

also.  If we do not elevate our industry, the federal government will do it 

for us.  It is time to grow up and be professionals.  

  

http://insurancenewsnet.com/innarticle/2013/12/16/fio-calls-for-uniform-annuity-

suitability-regs-a-437502.html 

Every state should “adopt and enforce” the National Association of Insurance Commissioners’ (NAIC) 

Suitability in Annuities Transaction Model Regulation, according to the Federal Insurance Office (FIO).  

Reading between the lines, the underlying message is, this is no time for foot-dragging. All states 

need to adopt and implement the NAIC suitability model ASAP. If all states aren’t on board fairly soon, 

the feds might step in.  

  

2. Private Equity:  

PE has found a cash cow and will become more of a force in 2014.  

Annuity products will simplify and direct sales to customers (sans agents) 

will slowly commence.  Look for more movement in our industry and more 

investment from outsiders. 

 

3. Direct Sales:  

Direct sales are already here when you think about it; banks already sell 2/3 

of all fixed annuity products.  Do you think bank employees enjoy the 

compensation we do?  No, it is a massive profit center for the banks and it 

will grow even more. Direct sales via the internet are coming, not much this 

http://insurancenewsnet.com/innarticle/2013/12/16/fio-calls-for-uniform-annuity-suitability-regs-a-437502.html
http://insurancenewsnet.com/innarticle/2013/12/16/fio-calls-for-uniform-annuity-suitability-regs-a-437502.html
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year but certainly in the next few years.  Fidelity bought AnnuityDirect in 

the UK, do you think they did that for anything but market share?  No, 

market share is why they did this, market share in a very small segment, a 

segment that will grow. Private Equity will be a leader here. 

 

4. Lead Generation: A change is coming beginning in 2014, and 

will expand for the next few years. Leads will fall into one of two categories, 

Premium and Secondary.   Premium leads will only be “scrubbed” leads, 

and will be mostly exclusive (sold only once), Secondary Leads will be mass 

generated using multiple sources and sold as inexpensive leads, leads sold 

to more than one lead buyer.  This is already happening, currently there are 

only 2 “scrubbed” lead suppliers in the industry, and we are one of them.  

Lead changes coming in January with Annuity.com 

 

5. Variable Annuities:  

Think horse and buggy versus the all-electric Tesla. Or, it’s not your father’s 

Oldsmobile!  

Variable annuities will be a shadow of their former self; the product is 

changing and will mimic FIA as it evolves.  Just think about VA 3-4 years 

ago, gone and forgotten.  The new products will be simple with pre-set 

target dated funds and fees, fees and fees that are all BUILT in.   

 

6. Bonds:  

In the eyes of the stockbroker and financial planner, bonds will be the new 

fixed rate annuity.  It is the only thing they will have to offer when it 
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comes to safety and security.  And yet, bonds couldn’t be further from the 

truth.  Look for major marketing to Baby Boomers with bond products.  

 

7. “Portfolio Stability” will be the next BUZZ term:  

TV, print, radio will be the methods, the message will be directed to Baby 

Boomers, and the folks behind this move will be large broker-dealers. 

Brokers and financial planners will sell “portfolio stability” using their 

perception of safety, bonds. Real portfolio stability will be adding annuities 

to pensions and social security.  Inflation protection will be the layer above 

managed by the broker; annuities mean stability, not bonds.  

 

8. Out sourcing and a narrowing of focus for insurance 

companies:   

This is an easy one because it has already started.  Why have sales 

departments when you can outsource to a Field Marketing Office?  Why sell 

your own annuities when you can private label them to another company 

and earn fees for the wrapper?  This will be more and more the way things 

are done with insurance companies. Insurance companies build the brand 

and others provide the product or service.  

 

9. FIA and the 4% rule:   

Fixed Indexed Annuities will grow wildly.  Future use of these products 

will be buoyed by banks jumping into the mix. A FIA will be as common as 

a bank CD.  The products will simplify and they will become the main 

source of stability for the Baby Boomers. The 4% rule will be back and sold 
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with the FIA movement. Build your business now and enjoy the ride, our 

time has arrived in 2014. My guess is products available via banks will not 

be available to us as agents, it is already happening with fixed interest 

annuities now. 

 

 

Bonds have become the brokers answer to annuities, big mistake. 

Below in red, I have highlighted important parts and added my 

comments….BB 

  
 http://annuitynews.com/article/IAs_As_An_Alternative_To_Bonds/435080#.Uq81NEB3uM8 

 

 FIAs As An Alternative To Bonds   

By Chris McDonald 

The old standby for retirement income – the traditional bond-equity mix – could have a 

new contender: the indexed annuity (IA) with guaranteed minimum income benefits 

rider. With inflation rising, interest rates ticking up and equities perched at all-time 

highs (and a possible correction looming), a portfolio that swaps bonds for IAs could be 

a safer alternative, according to a new analysis. 

Research by Dr. Wade Pfau, a professor of retirement income at the new Ph.D. program 

for financial and retirement planning at The American College in Bryn Mawr, Pa., 

found that an  

FIA with a 30-year inflation-adjusted income 
rider outperformed other product 
allocations -- including bonds, variable 
annuities (VAs) and single premium 
immediate annuities (SPIAs)  

http://annuitynews.com/article/IAs_As_An_Alternative_To_Bonds/435080#.Uq81NEB3uM8
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-- at a 4 percent assumed inflation rate. Offering greater flexibility and inflation-

adjusted income, these new and improved IAs could be the perfect solution for baby 

boomers, who consistently have bristled at the very thought of giving up control of a 

considerable portion of their retirement in a traditional annuity. 

Pfau’s research is captured in “Mitigating the Four Major Risks of Sustainable 

Inflation-Adjusted Retirement Income,” (PDF Enclosed in notes….BB) a 

white paper he co-authored with Rex Voegtlin, a Certified Financial Planner with more 

than 25 years of experience. The four risks, as Pfau and Voegtlin explain them, are 

equity sequence of returns, bond-yield sequence of returns, longevity risk and sequence 

of inflation. They modeled the efficiency of equity/bond portfolios in the current interest 

rate environment and the efficiency of portfolios that substitute VAs, SPIAs and IAs for 

bonds. 

The co-authors concluded that a retiree potentially may align his retirement income to 

mitigate the four major risks of sustainable inflation-adjusted retirement income 

through investing 100 percent of his retirement assets into a state-of-the-

art IA. The models showed that replacing bonds with a SPIA solved three of the four 

risks – the risks of equity sequence of returns, bond-yield sequence of returns and 

longevity risk. Meanwhile, the state-of-the-art IA solved those three risks, plus the 

fourth, which is the sequence of inflation risk. 

And inflation likely will be a major factor in the portfolios of the soon-to-retire. The 

authors assert that more than a few economists view inflation to be a significant future 

risk to retirees who currently own bonds. After hovering at historical lows for years, 

interest rates finally are trending upward. And, as we know, rising interest rates are the 

enemy of bonds. If your client owns a bond and interest rates go up, the value of that 

bond on the open market, with few exceptions, will go down. Your clients with money 

under management have probably noticed their bonds losing value already. Recently, we 

saw U.S.-based bonds post outflows of $6.94 billion in one week amid fears of rising 

interest rates. It’s reasonable to expect that interest rates will continue to move upward, 

as they are still well below historical average and way below historical peaks. 

So where do you move that bond money? More equities? Here’s where taking a glance at 

history helps. 
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Think of the years 1901, 1929, 2001 and 2008. What do they have in common? When 

reflecting on bear markets, we tend to focus on the events that triggered the market 

downturn: a bad housing market, political unrest, droughts, bank failures – each market 

downturn can be traced to a different trigger. But one consistent condition has preceded 

market downturns across the decades: high price/earnings (P/E) ratio. 

Now, take a look at the current Shiller Cyclically Adjusted Price Earnings (CAPE P/E) 

ratio, an excellent tool to help determine if stocks are too expensive. As of press time, 

stocks on the Shiller CAPE were trading at 23.6 times earnings, compared with the long-

term average of 16. That’s still far below the all-time high of 44.2 in 1999, but it still 

means stocks are expensive right now. And if you look at a historical chart of the Shiller 

CAPE P/E, over time you see all the major market downturns were preceded by a high 

P/E ratio. 

 

If you’re looking for a link between high P/E and lower bond yields, it’s this: much of the 

money flowing out of bonds will likely make its way into the equity markets, pushing 

prices even higher.  
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What event will trigger the next recession? How quickly will interest rates rise? No one 

really knows. But a catastrophic event can make your clients fall a long way if they’re 

already perched on a ledge. 

According to Pfau’s research, investing part of a client’s portfolio in IAs may be the 

solution to the colliding forces of rising interest rates and an overpriced market. Even if 

equities and bonds are your go-to favorites, remember that IAs can be a third-door 

option – so you aren’t leaving clients in the cold. 

Current competitive state-of-the-art IAs: 

·         Allow emergency access to remaining principal 

·         Link the retiree’s income to inflation (consumer price index) for up to 30 years 

·         Turn income streams off and on 

·         Don’t cap earnings 

·         Continue to be risk-pooled 

The retiree electing an IA often gives up a little initial guaranteed income potential but 

gains the possibility of higher market-linked retirement income, especially for those who 

experience longevity in retirement. 

 

Edited for length….BB 

Understanding Inflation and What to Do 
About It 

by Casey Research on December 10, 2013  

Inflation erodes our purchasing power causing manufacturers to have to raise prices or 
reduce quantities in order to make the same profit margin. Neither consumers nor 
manufacturers benefit, so who does? Why is inflation so prevalent? Yes, the level of 
inflation will vary and may recede briefly but the erosion continues. To say that low 

http://inflationdata.com/articles/author/caseyresearch/
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inflation is better than high inflation is like saying a death of a 1000 cuts is preferable to 
beheading. Either way you are dead, one just takes longer.  Tim McMahon, editor 

  

By Dennis Miller 

How Much Does It Take to Keep Up? 

To answer that question, consider the fictional Joe Smith. Joe got his first “real job” in 
January 1994, so he will soon finish 20 years on the job. His starting salary was 
$50,000. Today Joe is in his forties and raising a family. Despite receiving promotions 
and salary increases along the way, he finds himself living from paycheck to paycheck. It 
is natural to assume that it’s mostly due to the cost of raising a family. 

However, according to the Bureau of Labor Statistics’ (BLS) inflation calculator, Joe has 
to earn $78,997.64 today to maintain the buying power he had his first day on the job. 

 

  

How the World’s Biggest Debtor Benefits 

Inflation is good if you are a debtor with fixed-interest debt and a rising income. It 
allows you to pay back your debt with cheaper dollars. For people living on a fixed 
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income, however, inflation is a nightmare. That includes many retirees and working-
class folks pushed into part-time jobs. 

So who benefits the most? As the world’s biggest debtor, the US government has the 
most to gain from inflating the dollar. 

 

 

Now for  a forecast that is a guarantee! 

 

10. Social Media and Blogging:  

This is where your sales will come from, leads that have been warmed and 

grown through social media.  Blogging and being indexed will be how your 

clients, prospects, referrals and suspect will learn about you. Your 

relationships which will evolve because of social media.   

I mean this with my whole heart, if you do not embrace social media, you 

should go to work for the banks because you will not be a player. Times 

have changed and these changes will define how you manage your business 

and how you build relationships which convert to sales.   

Either get involved or get out, there is no middle ground 

anymore. 

 

11. Videos:   

Video marketing is coming and hopefully it will become part of your 

marketing effort.  Videos will be part of Retire Village, your email drips, 

your blogs and your bio.  Embrace this new communication  

----------------------------------------------------- 
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Use this fabulous opportunity to 

communicate with your prospects and 

clients. 

 

Listing on Annuity.com helps you be indexed and gives your 
clients and prospects access to you and your contact info.  If 
you have questions email Sherilyn@infofuel.com 
  
 
 
  

 

 

  

 

Are you listed correctly? 
We hope you'll take a couple minutes to check your agent directory 

listing at Annuity.com for accuracy - we want to make sure that 

visitors are reaching you. 

Our records show that you have an existing listing in our Annuity.com agent directory due to 

your relationship with one of our affiliates, and we would like to make sure that all of your 

contact information is accurate and up-to-date.  Could you please visit our Find An Agent tool, 

select your state, and check your listing for accuracy?  If you have any changes that you would 

like to make, just reply to this email with any corrections. 

  

Our Find An Agent tool is available through the link below: 

  

http://www.annuity.com/agentmap/ 

  

Thanks for your continued connection with the Annuity.com family of services. 

  

Copyright Â© 2013 Annuity.com, All rights reserved.  

Because of your relationship with one or more of our Annuity.com Affiliates - including Annuity Agents Alliance, 

Retire Village, Safe Money & Investments radio show, and others, Annuity.com is promoting your business 

mailto:Sherilyn@infofuel.com
http://infofuel.us6.list-manage.com/track/click?u=90ffcf4dac6388f4d3fa744f5&id=24eb0af66d&e=d85c250161
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through our Find an Agent map at http://www.annuity.com/agentmap/ along with other efforts. This email is an 

attempt to communicate with you about your Annuity.com presence.  

 

Our mailing address is:  

Annuity.com 

2601 North Alder Street 

Tacoma, WA 98407 

 

 

At the bottom of Annuity.com you will 

find an agent, imagine a video pop up 

with Katrina saying, just saying “click on 

the state!” 
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Then this opens when you click on 

Washington 
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Click on Broich and there you are back on Retire Village! 

Imaging a video opening with a quick 15 second 

introduction! 
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 Like Steve Martin in The Jerk, “I am in 

the book, I am somebody!” 

 

 

 

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

 

http://www.marketwatch.com/story/have-annuities-been-naughty-or-nice-in-2013-2013-12-

17?pagenumber=1 

Have annuities been naughty or nice in 2013? 

 

Santa has his hands full on deciding whether annuities have earned his 

praise or will continue to be viewed as the financial version of a chunk of 

coal.  

If there is an Annuity Santa, I’m guessing that he probably lives somewhere near Des 

Moines, Iowa or Hartford, Conn., which would be adjacent to countless annuity 

http://www.marketwatch.com/story/have-annuities-been-naughty-or-nice-in-2013-2013-12-17?pagenumber=1
http://www.marketwatch.com/story/have-annuities-been-naughty-or-nice-in-2013-2013-12-17?pagenumber=1
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company elves. As Santa compiles his naughty or nice list for the annuity industry, the 

head and beard scratching must be intense as he makes the final decision if presents are 

justified or not.  

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

The Index Institute 

 

https://www.genworth.com/index-institute/marketing-tools/fia-videos.html 

Terrific videos from Genworth to help you better teach the 

benefits of annuities….BB 

 

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

Here is an easy to explain sales tip for you….BB 
 

Interest In, Income Out, Asset Down 
 
 

Use this simple and yet powerful graph to explain how declining 
interest rates can damage the value of retirement plans.  
 

https://www.genworth.com/index-institute/marketing-tools/fia-videos.html
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Think about using a bank CD as your retirement vehicle?  Suppose you 
withdraw a fixed amount and the interest on your account is not sufficient 
to maintain withdrawals.  What happens? 

Did you know the same is true when you remove a fixed income amount 
form a variable annuity?  Each month the level check is removed form the 
account, if the value of the assets in the variable annuity have increased, 
your account value will be sustained.  If the value drops, the variable 
annuity company must sell more assets to maintain the same fixed income 
benefit to you.   

Variable annuities for income:  Assets up sell less 

assets, assets down sell more assets to provide a fixed monthly 
income. 

--------------------------------------------------- 
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Do you send gifts to your clients?  Be careful you do not break 

your state’s law for the amount of gifting allowed. Check your 

state DOI and see what your gift limits are…. BB 

 

http://ifawebnews.com/2013/12/09/insurance-agent-fined-for-taking-clients-to-football-game/ 

Insurance agent fined for taking clients to 
football game 
By IFAwebnews Staff 

  

North Dakota insurance agent Gary L. Ihry was fined $57,500 by state insurance 
regulators after treating 21 clients to a Minnesota Vikings game and holding two annual 
customer appreciation dinners for hundreds of clients. 
 
In both cases, Ihry spent more than the gift amount allowable by his state’s law, which is 

$50. It is also against state law for insurance agents to rebate any portion of an 

insurance premium. 

  

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

 

 

 

http://ifawebnews.com/2013/12/09/insurance-agent-fined-for-taking-clients-to-football-game/
http://ifawebnews.com/2013/12/09/insurance-agent-fined-for-taking-clients-to-football-game/
http://ifawebnews.com/2013/12/09/insurance-agent-fined-for-taking-clients-to-football-game/
mailto:edit@ifamedia.com
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Dave Townsend 
Product Updates and Information 

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

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

 

 




