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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 26t Year.
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Marketing Tune -Up

This is the of annuity selling. Ready for a
great run to the end of 2018? Let us help you check up on

Al mportanto marketing pieces.
they work.

2731 1st Ave S, Seattle, WA S8134 | t, (206) 622-3738 | emailus@connectprintshop.com

/7 CONNECT
////, PRINTING

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/
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Safe Money

ABOUT THE BOOK:

SAFEMONEYi s Bi | | B r o i guideGmsinvdsting dnd veealth inanaggment. Over the

years, Bill has perfected his winning formula to become a $100 Million Dollar plus annuity producer.

Annuity professionals have turned Billds methodol og)
the financial success of their clients.

Reading SAFE MONEY wi | | change your clients6 Ilives and helop
chapter, 115-page book will clearly explain all of the services and solutions that YOU have to offer.

Consider doing what | do, | use the book, Safe Money , as mybusiness
card and it has really worked. The reason, girth. Your picture, bio and
contact info are on the back cover. The frontsays,i pr e s e tTlisd by
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book has NEVER been posted to the internet,you as a crew member may
sayyiwould you |Iike a copy or OUR book?0o0

Severalbook cover choices are available foryou.

Option 1 — Safe Money Black
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Sales folders to tie into your overall theme are also available.

You're a professional... Why look like an amateur?
Tumn the best-selling SAFE MONEY book into your calling card.

Your NAME is printed on the cover and on the inside first page.
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The back of the folder is customized to you and your image It
matches the book!

Your NAME is printed on the cover and on the inside first page.

Your COLOR PHOTO and BIO is printed the back cover.

v Give one to every client who attends your seminar.

v Give one to every lead you meet with in person.

v Encourage your clients and prospects to read SAFE MONEY and then SHARE the book with friends and family.

Turn one lead into many happy clients!
Prices: $7.95 for 50 books, $6.95 for 100 books, $6.25 for 200+

How about finishing up your karket
youo cards?
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Safe Money Thank You Cards

Posted on December 12, 2013 by safemoney

Prices are:

m \‘& .
100 cards and matching envelopes = $75
total plus shipping

THANK 50 cards and matching envelopes = $ 45

total plus shipping

e Custom imprinted cards with name and
contact info

100 cards = add $30

50 cards = add $20

Custom imprinted matching envelopes with
return address

100 envelopes = add $35

50 envelopes = add $25

Stock cards will ship within 1 day.
Customized cards and envelopes will ship
within 4-6 days from approval of proof.

It will amaze you how well acceptedthese marketing additions
will be. Plus, it separates you from your competition, it elevates
your professional status.

More info: www.safemonevybookprinting.com

7|Page As always, free to all Our 26th year


http://www.safemoneybookprinting.com/

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 agentwho 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?

| recently saw a pictureofBr ad P i swhite board and | noticed something

very interesting, here is his picture.
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Thi s rCaac &s Ofilecon 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!

9|Page As always, free to all Our 26'" year



The total of his expected white board production is $2,51 0,000 , his total case

opens is28, his expected annuity premium average is$91,700 .

Not $500, 000 average, not $250, OOHostafver age
the yearwith Safe Money Radio with product at $15 million, how did he write

those numbers with an expected average of

$91,7007?

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 fosales andsolid 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 asolid 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 thatis 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 . Itis 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 whie spaces stare back at you when you look at
it? Might seem like something small but it is not.

1 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 | get the harder | push because when | slow down | start to feel
old. This is the golden years of the annuity business! Donodot | et
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!

|l tds the finalPuffuarter for 2018.
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?

| 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 existingc | i emoriey) Bon'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, | 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 | 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, | wonder who was actually
listening? Could it have been Brad?
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Want more information about how you can outsource your drip marketing
to Retire Village?

Email me: bbroich@msn.com

20 Indexed Life Sales Rocket To Near Record Highs

AThis was t-hegbesonduarter ever for i ndexShdryllJiMoae,presglent ance sal es
and CEO of both Moore Mar ket I ntelligence and Wink, Ilnc. Alf you thought t
i mpressive, 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 d

and | ess than two months after the official death of the Departn

the impetus for the ban 6 the wirehouse has [ é]

Mvth: Life insurance is not taxable
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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

Atamid -August meeting of the Labor Departmentds ERISA Advisory Cou
Washington to discuss how to boost plan sponsorsé use of | ifetin
Reish, partner at Drinker B iddle & Reath, recommended [ é]

| write about financial planning strategies
and practice management ideas, and have
created several businesses to help people

implement them.

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/
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| never wasted my time with prospects that would never be a client. Here is

Mi chael 6s da®Bwidtceeaboeont

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 canodt be
who require a lot of time, withoutadding much to your pract.i
under management, take resources away from serving those highernet-

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

A~

donot .

These high-maintenance clients will often find they work better with a

di fferent advisor, and this woartkic t o ev
ways with any clienti snét somet hing that i1is fun, k

run more smoothly by freeing up your time and resources to serve more
ideal clients and prospects.

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

becomes unproductive, | write them a letter of explanation.

| al ways st ar Effective immediatkly, Isam endinge : i

my business relationship with y o 1@ BB
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ROLLOVER CHART

Roll To
o Designated
Roth IRA | Traditional | SIMPLEIRA | SEP-IRA Governmental | qualified 403(b) Rofl:lg::lsoeunt
IRA 457(b) Plan' (pre-tax) (401(k),
(pre-tax) 403(b) or
457(b))
Roth IRA Yes® No No No No No No No
Laditiopal IRA Yes® Yes? Yes®  after Yes? Yes* Yes Yes No
two years
SIMPLEIRA Yes®, after | Yes? after | Yes? Yes?, after Yes*, after | Yes, after | Yes, after No
two years two years two years two years two years | two years
£ SEP-IRA Yes® Yes? Yes? 7 after | Yes? Yes* Yes Yes No
two years
[=]
- 3 7 35
[T Governmental Yes Yes Yes ', after Yes Yes Yes Yes Yes
— two years
(=)
(14 Qualified Plan’ Yes® Yes Yes’ , after Yes Yes* Yes Yes Yes®®
(pre-tax) two years’
Yes® Yes Yes?. after Yes Yes® Yes Yes Yes®®
(pre-tax) two years
Designated Yes No No No No No No Yes®
(401(k), 403(b)
or 457(b))

Qualified plans include, for example, profit-sharing, 401(k), money purchase, and defined benefit plans.
2 Only one rollover in any 12-month period.
3Must include in income.
“Must have separate accounts.
SMust be an in-plan rollover.

SAny nontaxable amounts distributed must be rolled over by direct trustee-to-trustee transfer.
Applies to rollover contributions after December 18, 2015. For more information regarding retirement plans and rollovers, visit Tax Information for
Retirement Plans.

Last week we showed thenext phase of our powerhouse marketing tool, Invited

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

BB
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We are working to get to everyone, please be patient.If you missed
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Get your head out of the sand: Al nvited Aut hor so

Le t Oresate your biography !
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David, Anthony and  BIll .
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Annuity.com Video: Giving Your Clients Peace of Mind with Living
David Townsend Benefits

253-381-2328

Living benefits can give your clients access

Email Me tofunds while theydére still alive. To
producer Kyle Blackburn tells us how life
View Website 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

|l egacy o and t aPtaeningin Action to sea liow thik dorscept helped one couple
reach their goals.
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