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Time Invested Marketing  

    
 Leads, lead management, product support, selling support, marketing support:   

ñFixed Indexed Annuities have a Better  than average chance for 
Better  than average return s without exposure to market riskò  
 

 
 

This is our dog, Pete (named after Pete Townshend of The Who).  We lost Pete 
last week to complications of old age, a wonderful dog who became a big 

part of our family.   

 
Open MIC is: Thursday , 9:00 AM Pacific  
 

800 504 -8071 Code is 2554567#  

Open MIC is free and available to all:  Our 26 th Year.  

http://www.annuity.com/
http://www.annuityagentsalliance.com/
http://firstannuity.net/
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Marketing Tune -Up 
This is the ñGolden Ageò of annuity selling.  Ready for a 

great run to the end of 2018?  Let us help you check up on 

ñimportantò marketing pieces.  I have used these for years and 

they work. 

 

 

 

Our guest today is our marketing partner, Ralph Hill , owner of Connect 

Printing.  

Here is the link to our available marketing support products:  
http://www.safemoneybookprinting.com/  

 

http://www.safemoneybookprinting.com/
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Safe  Money  

 
 
ABOUT THE BOOK: 
SAFE MONEY is Bill Broichôs best selling guide to investing and wealth management. Over the 
years, Bill has perfected his winning formula to become a $100 Million Dollar plus annuity producer. 
Annuity professionals have turned Billôs methodology into very lucrative careers, careers built upon 
the financial success of their clients. 
 
Reading SAFE MONEY will change your clientsô lives and help secure their financial futures. This 13 
chapter, 115-page book will clearly explain all of the services and solutions that YOU have to offer. 

 

Consider doing what I do, I use the book, Safe Money , as my business 

card and it has really worked.  The reason, girth. Your picture, bio and 

contact info are on the back cover.  The front says, ñpresented by.ò  This 



4 | P a g e     A s  a l w a y s ,  f r e e  t o  a l l:   O u r  2 6 t h  y e a r  

 

book has NEVER been posted to the internet, you as a crew member may 

say, ñwould you like a copy or OUR book?ò 

Several book cover choices are available for you. 
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Sales folders  to tie into your overall theme are also available.  
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The back of the folder is customized to you and your image.  It 

matches the book! 

 

 

 

How about finishing up your marketing image by sending ñthank 

youò cards? 
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It will amaze you how well accepted these marketing additions 

will be.  Plus, it separates you from your competition, it elevates 

your professional status. 

 

More info: www.safemoneybookprinting.com   

 

 

http://www.safemoneybookprinting.com/
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Do the math. 

 

We all want to be big producers, to be looked up to from our competitors, our 

family and friends.  We all  know about the agent who writes $15 million or more, 

their production is plastered all over the internet by sales companies trying to 

lure us to their organization.   

 

Just do as he does and you to can sell $15 million.  Right?  

 

I recently saw a picture of Brad Pistoleôs white board and I noticed something 

very interesting, here is his picture. 
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This Bradôs ñCase Openò file, on the white board where he can see it and work 

on it.  These are Open Cases that he hopes to write, that he hopes to sell the total 

in premium.   

 

Do you see something that tells a different story here?  What clue does this white 

board provide you that can change your overall business? 

 

One of the best annuity selling tips is contained in the picture, what is it?  

 

What does 28 Open Cases  say to you? ACTIVITY!  
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The total of his expected white board production is $2,51 0,000 , his total case 

opens is 28 , his expected annuity premium average is $91,700 . 

 

Not $500,000 average, not $250,000 averageé.but wait, Brad was Radio Host of 

the year with Safe Money Radio with product at $15 million, how did he write 

those numbers with an expected average of  

$91,700?  

That number is not $250,000 or $500,000, that number represents activity.  

 

He did it with activity.   Two important things happen when you write a lot of 

cases and see a lot of people. 

1. You know who you are seeing in a week because you are booked, that is 

activity.  

2. The more people you see, the greater chance for sales and solid meaningful 

referrals.  

 

This business is not brain surge ry, it is simple when you get 

organized.   

 

1. Brad has a lead generation, Safe Money Radio.  He is in it for the long 

term.  Time Invested Marketing  

2. Brad is considered an expert in his area, he is on the radio. 

3. Brad has a solid reputation, he is an author, he stays within his area of 

expertise. 

4. Brad continually markets to his database (it is called dripping)  

5. Brad sees people of all wealth levels, each is treated like a good friend, 

because that is what they become. 
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6. Brad studies something every day. 

 
 
 

More below:  
 

 
 
 

Hello Partners, 
  
See below and above from Brad Pistole. 
  
My brother Chad just got back from Hawaii to take care of some family 
situations, an unplanned trip, worked this week, wrote $1 Million, and is off 
to Quebec for our top agent conference. 
  
Success is not accidental .  It is planned , it is intentional!   Success 
does not let the unplanned dictate results.   
 
How many of you have a big white board in your office that you write your 
sales on so any blank white spaces stare back at you when you look at 
it?  Might seem like something small but it is not.    
 
 
¶ How are you motivating and driving yourself to perform to 

your full potential?    

¶ How are you holding yourself accountable?    

¶ How do your words of action tr anslate to actual 
productivity?    

¶ Do you feel productive or are you productive?    

¶ Do you constantly look at your case size, closure rate, and 
efficiency to scrape every ounce of productivity out of every 
working minute of the day?  
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The older I get the harder I push because when I slow down I start to feel 
old.  This is the golden years of the annuity business!   Donôt let it 
pass you by. 
  
Brad and Chad are just common men with an uncommon desire to 
succeed.  There is nothing between a 2-3 million dollar producer 
and the production you see from these two guys other than the 
space between the ears.   You can do this! 
  
Itôs the final quarter for 2018.  Push!  
  
Thanks for the biz! 
  
Anthony R. Owen 
 
 
  

 

Drip, Drip, Drip  
  

From:  Brad Pistole  
Sent: Thursday, September 13, 2018 5:01 PM 
To: Anthony Owen <tony@annuityagentsalliance.com> 

Subject: Did the email work?  
  

I sent out an email to my existing clients on 8/24/18 regarding a limited 
time offer from an A+ rated annuity company.  
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That email was opened by about 30% of the recipients.  
  
We often think we have most of our existing clientôs money. Don't ever fall 
into this trap. Do you disclosure to everyone where "ALL" of your money is? 
Of course not! 

 Did the email work?  
  
In just 8 business days in September, I have written 14 apps for 
over $1,400,000.  The majority of these annuities were "cash with app" 
and have either already issued or are being issued in the coming days. 
There is more than $500,000 in additional trans fers that will be added to 
these apps in the coming months. Funds coming from retirement plans and 
CD's will continue to pour in over the next 6 months.  
  
From what I can tell, approximately 22 apps came in as a result 
of the email, resulting in over $2,00 0,000 in immediate business 
and will ultimately total more than $2.5 million in annuity 
premium.  
  
The best part is, the majority of this money was sitting in accounts that was 
paying less than 1/2%. My clients are absolutely thrilled with what we have 
done for them and their heirs!   
  
I highly recommend all of you use your client newsletters and use 
www.annuity.com   to do something similar for your clients.   
  

 Blessings to all of you in all that you do! 
 

Sincerely,  
  
Brad Pistole - Certified Financial Fiduciary® (CFF)  
 
Remember when we suggested you use the MYGA rate increase and drip on 
your database during the off week?  Hmmmm, I wonder who was actually 
listening?  Could it have been Brad? 
 

http://www.annuity.com/
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Want more information about how you can outsource your drip marketing 
to Retire Village?  
 
Email me:  bbroich@msn.com  

 

 

 

 

 

 

2Q Indexed Life Sales Rocket To Near Record Highs  

ñThis was the second-highest quarter ever for indexed life insurance sales,ò said Sheryl  J. Moore , president 

and CEO of both Moore  Market Intelligence and Wink, Inc. ñIf you thought the close of last yearôs sales were 

impressive, you need to [é]  

Merrill Lynch Does About - Face on Commission Ban  

Less than two years after Merrill Lynch decided to ban commission -based individ ual retirement accounts ð 

and less than two months after the official death of the Department of Laborôs fiduciary rule, which had been 

the impetus for the ban ð the wirehouse has [é] 

Myth: Life insurance is not taxable  

mailto:bbroich@msn.com
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Flooktowink.us1.list-manage.com%2Ftrack%2Fclick%3Fu%3D2b587be4b630a23a191187446%26id%3D309648a0e1%26e%3Df493ae5d28&data=02%7C01%7C%7C5ef38923c0504a0e488a08d61328181c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636717460256080672&sdata=U0cdDK3C4B%2FC3uFzyffW7Qz3GS%2F4Pnmv%2BKlnhTF6Pmc%3D&reserved=0
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Flooktowink.us1.list-manage.com%2Ftrack%2Fclick%3Fu%3D2b587be4b630a23a191187446%26id%3D2c86281e25%26e%3Df493ae5d28&data=02%7C01%7C%7C5ef38923c0504a0e488a08d61328181c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636717460256393175&sdata=%2BPQJXHh5Zj8M6lZmaZJ%2BGANp6FtZzzzS9b%2B2q94O8Lk%3D&reserved=0
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Flooktowink.us1.list-manage.com%2Ftrack%2Fclick%3Fu%3D2b587be4b630a23a191187446%26id%3D60823a6315%26e%3Df493ae5d28&data=02%7C01%7C%7C5ef38923c0504a0e488a08d61328181c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636717460256549429&sdata=NnFy0%2FxdkWuxbsLp41Nn30xpXMjdcl%2F0p%2B9CndIQV%2FM%3D&reserved=0
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Myth: Life insurance is not taxable Although proceeds from life insurance are not subject to income tax, the 

IRS will impose estate tax when the policy owners die and the assets are transferred to the beneficiaries, 

writes an expert on Kiplinger. To [é] 

The Way Forward in Li fetime Income Options  

At a mid -August meeting of the Labor Departmentôs ERISA Advisory Council, industry officals met in 

Washington to discuss how to boost plan sponsorsô use of lifetime income options in retirement plans. Fred 

Reish, partner at Drinker B iddle & Reath, recommended [é] 

 

 

 

 

 

For those who do not know who Michael Kitces is, let me just say this.  He is the 

most creative writer of financial formation probably ever .  He is talented, 

thorough and good.  He wrote a paper based on the study of referrals, well worth 

the read.  His daily newsletter is free.  Here is the link:  

 

https://www.kitces.com/blog/death -of-referral -marketing -for -financial -

advisorsin-investment-news-2016-financial -performance-study/  

https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Flooktowink.us1.list-manage.com%2Ftrack%2Fclick%3Fu%3D2b587be4b630a23a191187446%26id%3D1b3f56e466%26e%3Df493ae5d28&data=02%7C01%7C%7C5ef38923c0504a0e488a08d61328181c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636717460256705702&sdata=ULGOHqOY7QNWhHHraYZLAT9IKMiDuEtmaZLOo8%2FI2Xs%3D&reserved=0
https://www.kitces.com/blog/death-of-referral-marketing-for-financial-advisorsin-investment-news-2016-financial-performance-study/
https://www.kitces.com/blog/death-of-referral-marketing-for-financial-advisorsin-investment-news-2016-financial-performance-study/
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I never wasted my time with prospects that would never be a client. Here is 

Michaelôs advice about ñBad Clientsò   

 
Part Ways with Bad Clients to Make Room for More Good 
Clients:  Being an entrepreneurial, independent advisor leaves limited time 
and resources. We all know you canôt be everything to everyone, and clients 
who require a lot of time, without addi ng much to your practiceôs assets 
under management, take resources away from serving those higher-net-
worth, and less demanding, clients. To better serve the clients that bring 
the most value to your practice, you need to part ways with the ones who 
donôt.  
 
These high-maintenance clients will often find they work better with a 
different advisor, and this works to everyoneôs benefit. Ultimately, parting 
ways with any client isnôt something that is fun, but will help your practice 
run more smoothly by freeing up your time and resources to serve more 
ideal clients and prospects. 

 

 

I have fired many clients over the years, when the hassle of dealing with them 

becomes unproductive, I write them a letter of explanation.  

 

I always start with this line: ñEffective immediately, I am ending 

my business relationship with youò éé BB 

 

 

 

 

https://www.wealthmanagement.com/client-relations/courtesy-competitive-advantage
https://www.wealthmanagement.com/client-relations/courtesy-competitive-advantage
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Last week we showed the next phase of our powerhouse marketing tool, Invited 

Authors.   We are working to get to everyone, please be patient.  If you missed 

last week, email me and I will forward the audio of Open MIC. 

 

BB 
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Get  your head out of the sand:  ñInvited Authorsò 

 

Letôs create  your biography ! 
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ñInvited Authors ò 
 

David, Anthony and Bill . 

 

 
 

 

View in Web Browser  

ISSUE DATE: 
September 17, 2018  

  

 

Annuity.com  

David Townsend 

253-381-2328  

 

Email Me 

 

View Website  
 

Video: Giving Your Clients Peace of Mind with Living 
Benefits 

  

Living benefits can give your clients access 
to funds while theyôre still alive. Top 
producer Kyle Blackburn tells us how life 
insurance products with living benefits can 
help give clients peace of mind. Watch 
video. 

  

  

Securing Your Legacy 

Most of our clients want to pass something on to their loved ones. But what will that legacy be? 
Should it have a defined purpose? How secure are they in being able to provide that legacy? 
Want to learn more? We have solutions. Share this client-approved piece on "securing your 
legacyò and take a look at this Planning in Action to see how this concept helped one couple 
reach their goals. 

 

  

 

 

 

https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww4.dmpemail1.com%2Fida%2Fmain%2Findex.php%3Faction%3Dt%26tag%3DView%2Bin%2BWeb%2BBrowser%26id%3D22414%26viewers_email%3Ddavid%2540annuity.com%26dest%3Dhttp%253A%252F%252Fida.dmplocal.com%252Fmain%252Findex.php%253Faction%253Dviewsenthtml%2526id%253D22414%2526ids%253D9dd012487d494d63fddcbc91f86cd14606742342%2526viewers_email%253Ddavid%252540annuity.com&data=02%7C01%7C%7C5f220b74bc7742128c6808d61cdba371%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636728126991858728&sdata=pGKuKDJcpZqyY0ZrKQIBRnDYLzucR6TIHPp%2F%2BEtIRoc%3D&reserved=0
https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2FAnnuity.com&data=02%7C01%7C%7C5f220b74bc7742128c6808d61cdba371%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636728126991858728&sdata=XTov2sntCp23KJ62cDWkDy2zon33AwOt7XDjZ88AkXo%3D&reserved=0
https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww4.dmpemail1.com%2Fida%2Fmain%2Findex.php%3Faction%3Dt%26tag%3D%255Bp%253Aphone%255D%26id%3D22414%26viewers_email%3Ddavid%2540annuity.com%26dest%3Dtel%253A253-381-2328&data=02%7C01%7C%7C5f220b74bc7742128c6808d61cdba371%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636728126991858728&sdata=Ru4fMMNm%2BRDjwiX7os5R%2FCU8iXx89qXHfshPOH0Kmzc%3D&reserved=0
mailto:david@annuity.com?subject=Email+Newsletter+Contact+Request
https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww4.dmpemail1.com%2Fida%2Fmain%2Findex.php%3Faction%3Dt%26tag%3DView%2BWebsite%255Bdmptag-2%255D%26id%3D22414%26viewers_email%3Ddavid%2540annuity.com%26dest%3Dhttp%253A%252F%252Fwww.annuity.com&data=02%7C01%7C%7C5f220b74bc7742128c6808d61cdba371%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C636728126992015011&sdata=MV6FGx6h1bnpAATBfqPmdtu3MmiYqI%2BljbjRMpmc7HY%3D&reserved=0

