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• Under 65 Health
• Special Guest Speaker: Jeff Richardson
• Special Guest Speaker: Ben Mowry
• Trust Program
• Special Guest Speaker: Matt Vysoky
• Special Guest Speaker: Rich Ison
• Indexed Annuities – Don makes them so simple
• 5 Free Financial Plans & Marketing Announcement

• Happy Hour in hotel lobby until 7:00.

• Dinner at Granite City at 7:00.
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Most options for people under 65 are not very good.

ACA

Healthcare Sharing Ministry Plans

My favorite:  Indemnity Plans
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PROS

It covers all pre-existing conditions immediately.

Premium subsidy and cost share reductions are available based 
on income.

Income limits have risen.

If they can’t qualify based on income, see if they can get 
income from another source, such as a Roth IRA while they 
need this coverage.

Then change to taxable sources after this person gets on 
Medicare.
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PROS

They may also want to take a distribution from a taxable 
account in the current year and take enough money out to last 
them until they get on Medicare since the income requirements 
are based on your expected income for the year.

I’ve helped clients do year-end Roth conversions.

During the first 5 years the Roth is in existence, you can take 
the contribution about out with no penalties.

Any interest earned that is withdrawn during the first 5 years 
will be taxed.
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BTY – everyone who can qualify for a Roth should have one set 
up as soon as possible, even if the are going to put a small 
amount of money into it.

If both husband & wife need coverage, it sometimes makes 
sense for one person to get an ACA plan and the other to get an 
indemnity plan.

9
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I go to our HealthSherpa.com link and enter their information 
to get them a quote.

If this option ends up being the best one, I can send them the 
link for them to enroll themselves and we get paid on it.

If they aren’t comfortable signing themselves up, you can refer 
them to Cory and he can help them for all states that are part 
of the federal marketplace.

States like KY have a state-based exchange and he can’t enroll 
them, but the clients can enroll themselves and we get paid.

10

HOW YOU GET PAID

Get licensed and paid direct by the carrier.

Sign up for referral fee through HealthSherpa for $50.

They enroll themselves through our link: 50%

We enroll them: 25%

11
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The largest and most widely known plan is Medi-Share.

We are contracted with them. 

You can sell this in any state since it is not insurance, and you 
don’t have to have an insurance license to sell it.

You do have to take a short certification test.

This plan is only for people who profess to be Christians.

They don’t cover abortions or childbirth outside of marriage 
and they will not pay for medical bills that were caused by 
drugs or alcohol or anything that was done illegally.

13

No health questions, but they do not cover pre-existing 
conditions for the first 3 years.

One annual household portion [deductible] for the whole 
family, so it can be a good deal if you have a family that needs 
to cover children.

This is what Cory uses.

14
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Combination of health insurance plans.

I sell anywhere from one to four plans depending upon their 
situation and budget.

They do have to health qualify for these plans, which does keep 
the premiums lower.

Indemnity plan called the Health Saver Plus Gold, which is the 
base plan, is available in all our states.

Benefits vary by state – In TN, there’s no hospital deductible 
but in SC there is.

Let me show you the brochure…

16

Health and income protection with these plans.

I discuss with people that for this plan to work well for them, 
they need to change they way the think about health 
insurance.

They need to shop for the best deal like they do all other 
things.

Ivan Garcia
• $1700/month for current insurance
• Can go whenever he wants
• Costs him over $20,000 for that luxury
• He likes that, but he needs to think different if this plan will 

work for him

17

Second plan I add is the accident plan.  I always pick 2 units.

Income protection comes from the $300/day hospital copay.

Third plan is the Critical Illness plan.

Pays lump sum for income replacement and any other bills for 
these conditions.

Fourth plan is the Specified Disease policy.

Like the CI plan, but it’s an expense reimbursement policy.

After the deductible is met, it will pay for all charges for the 
specified disease, even if those claims were paid by other 
insurance.

18



2/14/23

7

If cost is an issue, the Specified Disease policy is the first plan I 
leave off.

This policy can pay year after year up to a $2M limit.

If something extremely catastrophic happens, then they keep 
this plan and enroll in an ACA plan during the open enrollment 
period.

Here’s how I use the software & brochure.

19

EXTRA SERVICES

Colonoscopy Assist

New Era Telehealth

Encourage clients to register when they are feeling healthy, so 
they don’t have to do this when they are sick.

24/7 availability.

No cost.

Mobile app or portal on computer.

20

EXTRA SERVICES

Benefit PAL mobile app has a digital ID card.

Point Health is a concierge service to help locate local providers 
in network at the best prices.

21
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BONUS OPPORTUNITY
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Ideal for current clients and new 
clients.

Think of it as an additional offering to 
your current clients.

A great door-opener for new clients.

28

Current clients…

This will help you gain access to all 
their assets in order to help making the 
planning process easier.

29

New clients…

You become the trusted advisor they 
will use when the timing is right for all 
their needs.

30
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We’re talking…

Medicare
Retirement
Life Insurance
LTC
Everything

31

32

100% online
90 in 90
Not tied to an attorney
Valid across the country
COMPLETE CONTROL
Easy to update
Better than a traditional trust

33
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Affordable
$2,495 one-time fee
$95 annually for online portal

34

35

Anyone that has something to pass at their death.

Someone with a special needs child.

Complicated extended family.

Mixed family.

Family business.

36
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Do you have a will or a trust?

Most people do not.

Many people know they need one and have often 
investigated them but never took the steps to set 
them up.

Generally, because they did not know where to start.

38

If they have a will or trust, ask when was the last 
time they updated it.

If they do not have one and are interested, you say…

“That is something we help people with…”

Then give some highlights and schedule a call with 
me to visit with them more.

39



2/14/23

14

40

When it comes to your estate, who would you send 
into battle?

Will Goober Trust
Viking

41

A WILL DOES ONE THING: GUARANTEES AN ESTATE 
GOES THROUGH PROBATE.

Probate is the process of transferring title from one 
person to another.

That is part of what a trust does thus rendering a 
will unnecessary. 

Probate is long, expensive, and causes trouble.

42



2/14/23

15

Think of a trust like a box.

While your client is alive, they move everything into 
the box.

When they die, they don’t need probate.

The box remains after they die.

The trust continues to own the property and directs 
where it goes.

43

COMPLETE CONTROL

A will generally requires updates to be made by the 
drafting attorney or vendor.

Our trust program allows for complete control and 
updates to be made by the client.

44

CREATES PROTECTIONS FOR BENEFICIARIES

Assets in trust generally are not subject to dividing up 
assets when it comes to a divorce.

The assets can remain in trust instead of being paid out to 
the beneficiary. 

A will gives the asset to the beneficiary immediately.

Trusts can also create protection from creditors to make 
sure assets remain intact for the beneficiary.

45
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EXTEND DISTRIBUTION & MANAGEMENT OF ASSETS

A will requires the assets to be distributed immediately.

With a trust you can say “the beneficiary can utilize the 
assets for support, health, maintenance, and education at 
the discretion of the trustee.”

That means the beneficiary does not get unrestricted 
access to the funds.

A trust can set date or age triggers or event triggers.

46

MAINTAIN FAMILY PROPERTY

Clients have a vacation house.

All the family uses it for fun times.

Client wants to prevent squabbling.

Put it in the trust and stipulate the house is to be 
maintained for family use forever.

Some will want to sell and others won’t.

47

CREATE GENERATIONAL WEALTH

These generally have no outright distributions.

The assets are just used to support the beneficiaries.

In that case, all the assets may not be used.

The left-over assets can be used for grandkids or great grandkids 
and so on.

Generally, the trustee takes out a life insurance policy on current 
beneficiaries and when they die the life proceeds funnel back into 
the trust and fund it for the next generation.

48
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Trusts generally cost more than wills to set up and require 
more up-front work.

It’s worth it on the backend for the beneficiaries. 

49

50

Revocable Living Trusts

Pour-over will

Power of Attorney

Medical Directives

Complete Control

Medical Card

51
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Refer It: $300

DIY: $500

52

53

Complete training of the system is available in our training 
portal.

How to use the system.

How to enroll someone.

How to navigate the system.

Things to say.

Making recommendations & general knowledge.

54
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Regardless if you DIY or refer it to us, we will help you.

We can help evaluate the options and even present the 
recommendations of moving funds to an annuity or to 
purchase a product.

We can recommend it and you get the commission.

55

Two main reasons we offer trusts now…

1. Our clients need this and we want to offer them 
solutions.

2. Trusts help you make more sales.

Life Insurance
Annuities
LTC
Medicare
Investments

56
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HOW TO EXPLAIN FIAs TO YOUR CLIENTS…

Fixed Indexed Annuity

Fixed – the premium is insured.

Insurance companies insure things.

In this case, they  insure your money.

62

Indexed – earnings are tied to a market index

S&P 500

Credit Suisse

Nasdaq

BNP Paribas

CS Tech Edge

63
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Indexed – earning are tied to a market index

Your money is tied to an index, but your money is not 
invested directly into the index.

This is not a variable annuity where your money is invested 
in the market and can go down in value due to poor 
market performance.

64

ENHANCED PARTICIPATION RATES

For a fee, you can have the company purchase options, 
which means if the index goes up, you multiply your 
earnings.

If the index does not go up, the option expires and there is 
no loss of principle.

Only the fee is charged.

65

ENHANCED PARTICIPATION RATES

66
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ENHANCED PARTICIPATION RATES

67

IMPORTANT TO KNOW AS THE AGENT

In FIAs your clients can’t lose a penny due to poor market 
performance.

In years like 2022 they would have nothing credited to 
their account, but the fee does come out.

To your client, that could look like they lost money. 

Make sure to explain this clearly. It’s the fee that causes 
their value to go down when no interest is credited.

68

HOW TO EXPLAIN INCOME BENEFIT ANNUITIES

Fixed means the premium is insured.

Insurance companies insure things.

Here they insure your money.

69
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WITH AN IBA, YOU HAVE TWO LEDGERS…

One ledger is the cash accumulation account.

Your money is tied to an index, but your money is not 
invested directly into an index so you can lose money.

The other ledger is the income ledger.

This ledger promises a certain growth percentage for a 
certain length of time.

70
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WITH AN IBA, YOU HAVE TWO LEDGERS…

When you decide to turn on an income, it looks at both 
ledgers and sees which one is greater.

Then, based on your age at the time, it calculates the 
amount that you will get for the rest of your life.

Even if the account value goes to zero, you will continue to 
get paid.

76

I ALSO NEED TO TELL YOU THE CATCH…

These products are considered long-term investments.

They all have surrender charges for a period of time.

The Asset Shield 10 has surrender charges for the first 10 
years.

You can take up to 10% of the current value each year 
without any surrender charges.

77

If you want to take more than 10% you can, but you will 
have to pay a surrender charge.

That’s our industry’s version of closing costs when you buy 
or sell a house. 

If you take out more than 10% then the amount above that 
10% will be subject to a charge.

These charges start around 9% and go down to zero after 
year 10.

78
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For example…

You have $100,000 in your account value.

You need $15,000 for some reason.

The additional $5,000 is subject to the surrender charge.

If the surrender charge is 5% then the fee would be is 
$250. 

Not a big issue.

79

If this is qualified money, then this should not be a big 
deal.

If you pulled all your money out at once, you would have a 
huge tax bill.

If you would not do that in your 401k or IRA, then you 
would not do it in your annuity.

80

Also, these products require us to do a suitability analysis 
to make sure the amount you put into it is suitable based 
on your financial situation.

Even if you wanted to put all your money into one of 
these, you can’t.  The company will not allow it.

81
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REASONS PEOPLE ARE GETTING THESE NOW…

They are tired of losing money in the market.

They want their money guaranteed with an unlimited 
upside potential. 

They need to make up for market losses.

If you leave your money in the market, and the market 
goes up by 10%, you will get 10%.

82

If you put your money into an FIA with an Enhanced PR, if 
the market goes up 10%, and your PR is 300%, you get 
credited 30% minus the annual fee.

83

IMPORTANT THINGS TO CONSIDER…

Put 50% of clients’ funds into a 2-year index and the other 
50% into a 1-year index.

After the first year, reallocate the money in the 1-year to 
another 2-year option.

That way if there is growth in a 12-month period, they can 
lock that in.

84
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IMPORTANT THINGS TO CONSIDER…

If their contract date was late 2020 or early in 2021 then 
they would have been able to capture gains before the 
drop in 2022.

Locking in gains annually is a good idea.

85

IMPORTANT THINGS TO CONSIDER…

American Equity contractually guarantees that if at the end 
of the surrender charge period, there has been no growth 
and fees have come out, you can walk away with your 
initial contribution. 

Symetra has the same guarantee, but they also guarantee 
the participation rate will not decrease.

86
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Think of your best clients.

“As a service, my president is offering free financial plans 
to some of my clients.

He’ll do a complete analysis of your current situation to 
see where you are now and what that will mean for your 
retirement.”

88

Run them through Retirement Analyzer.

Show them what will happen if they make no changes.

Make suggestions to put them in a better position.

Help you get the application taken and placed.

89

One of the financial plans can be for you.

You can see how prepared you are for retirement.

You will be able to see what changes you may need to 
make.

You will be able to inform your clients of exactly how the 
process will work.

90



2/14/23

31

91

92

Are you considering investing in marketing this year?

Don and I will split the cost of marketing you all are 
looking to do.

Can be for any product.

93
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REQUIREMENTS

The program musts guarantee a specific number of leads.

Leads must be trackable.

Ideally through a CRM by the lead/marketing company.

Leads must be followed up with in a specific way.

94

Call 1 Immediately
Call 2 30 -60 minutes after the lead arrived
Call 3 2 – 3 hours after the lead arrived
Call 4 Between 8 am to 10 am
Call 5 Between 4 pm to 7 pm
Call 6 Call same time the lead arrived on day 1
Call 7 Between 10 am and 12 pm
Call 8 Same time as the lead arrived on day 1
Call 9 30 minutes after previous call
Call 10 Between 12 pm and 2 pm

DAY 1

DAY 2

DAY 3

DAY 5

DAY 7

DAY 10

Highly recommend texting in addition to calling.

95

Notes and tasks must be taken and assigned.

Access will need to be shared.

96
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Find your own program if you like.

We will qualify it together.

There are tons of programs out there.

If you see one you are interested in, do some research and 
if you want to know more tune us in.

97

Direct Transfer Leads for Medicare

People opt-in to receive calls and are screened to 
determine they are interested and qualify for Medicare.*

These people are on the DNC list so they are not getting 
reached out to that often.

You sit at your desk and calls are transferred to you.

You need to be licensed in 10 states. We will get a list for 
you.

98

We need 4 – 5 of you to participate in this program.

Expect 10 leads per day.

$28 per lead minus our share = $14 cost to you per lead.

These leads will cost other agents $48 a piece.

Let us know if you want to learn more.

99
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Happy hour going on now in the lobby.
Dinner is at 7 @ Granite City.

Tomorrow begins at 8:30
Eat brekky before we begin.

102
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• Hospital Indemnity Plan Updates
• The Power of Drip Marketing
• 1st Q Conversations
• MYGAs
• Agent Share
• Advanced Tools
• Market Updates
• Shhhh, it’s a secret…
• The Butterfly Effect

104
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GTL – Advantage Plus Elite

Product has been around 17 years.

There have been no rate increases.

Commission paid for the life of the policy..

Most states 55% first year. Years 2 – 10 is 8% and yrs 11+ 4%.

KY, IN, VA 50% first year. Years 2 – 10 is 8% and yrs 11+ 4%.

106

Commissions are paid weekly.

GUARANTEED ISSUE AGES: 64 ½ to 68 years old!

Only need to be in the hospital for 6 hours to pay, and it 
includes observation.

$100 to $750 per day.

Premiums are up to 14% lower than Advantage Plus, 
depending on age.

107

Policy fee is now built into the premium. No separate 
charge.

Policy fee is commissionable.

ER benefit used to require admittance to pay. Now, it pays 
just by going to the ER for an injury. 

No admittance required.

90-day lookback for hospitalizations [used to be 6 mths].

108
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If they were in the hospital and it was coded as observation, 
they can still qualify.

Current Advantage Plus customers will get the 6 hour 
benefit and the ER $150 payment for injury automatically 
added to their policy.

No additional cost.

No need for them to do anything.

109

Clients have been sent a letter telling them about this.

Good reason to call existing clients and share good news.

Still has a 6-month pre-existing condition clause.

Restores to full amount after 60-day benefit period to match 
Medicare Advantage plan benefit periods.

Ages 40 – 85. Guaranteed renewable for life.

110

Ambulance rider up to $400 payable up to 4 times per year.

12 lifetime trips.

Can even use it to go from one hospital to another.

If they use all 12 trips, then the rider falls off and premiums 
go down.

111
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Veterans can use this. Even though they do not get a bill 
when they are admitted to the VA, they can fill out a claim 
form, send it in without a bill, and GTL claims staff will 
contact the veteran's hospital to get the needed information 
and pay the claim.

112

Always tell people about the hospital copay!

Pause for effect when you do this.

”However, I don’t want you to worry about that, because we 
have a non-Medicare plan that you can get that will pay the 
entire hospital copay so we can reduce that copay to zero.”

Always include the ambulance rider.

113

Misc…

Tell them to keep their HIP insurance card at home.

Don’t give it to the hospital.

If they do, the hospital will file for the insurance and get 
paid and if the amount paid is more than the client’s copay 
they will have to try and get a refund from the hospital.

Only 5 questions. No MIB or doctor records.
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Any claims filed after the policy has been in effect for 24 
months; no claim form is needed.  Only hospital bills.

You can show the consumer video explaining the HIP plan.

You can post it on social media.

You can email it to your clients and let them watch the video 
and tell them that if they are interested, they can can 
contact you.

2:27 long - https://vimeo.com/585378783/e39008ba94

115

No limits to lifetime policy benefits received.

GTL also has a consumer presentation you can use.

E-app

Client invitation email where they can complete the application 
on their own.

Regular e-app requires no signature.

Most applications approved withing a few minutes.

Can also use the e-app to add onto a current policy.

116

CANCER RIDER

Who do you carry your cancer insurance with?

$2,500 to $25,000

These amounts are not reduced if the Cancer In-Situ and 
skin cancer are paid out.

Cancer In-Situ: 25% one-time payout. Pre cancer.

Skin cancer: paid upon diagnosis - $500 paid up to three 
times.

117



2/14/23

40

RECURRANCE BENEFIT RIDER

1 year: 10%

2 – 3 years: 25%

4 years: 50%

5+ years: 100%

118

4 Questions

5-year lookback on cancer

119
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It’s a timing thing.

You must be in front of someone at the right time with the 
right information.

Sometimes that comes from information you’ve shared in 
the past that a person reaches out to you for later on.

127

You don’t want to miss an opportunity for more sales 
because you simply did not communicate with your clients.

You can’t talk to all your clients every single month.

For many of you that would be all you do and still would 
not connect with them all because you have so many 
clients.

Emails & social media are great ways to stay in front of 
your clients.

128

Emails

Facebook

Blog

129
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Emails

Topics vary from Medicare and related 
products to retirement.

Designed to inform and educate.

Giving people options in one email.

Designed to be of interest to your clients but 
also make you referrable to people they 
know.

130

Facebook

131

Blog

How to bounce back from market loss.

Why you should review your Medicare plan.

Two things you’re not thinking about when it 
comes to your retirement: Medicare & where 
you save your money.

The problem with buying insurance online.

132
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Add everyone you have an email address on to the list.

Tag: Client Marketing BHFG

Like posts

Share posts

Comment on posts

Make your own posts.

Send a friendly email to your clients through Redtail.

134
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HOW TO GET THE APPOINTMENT

Call your client and tell them you want to get with them to go 
over their plan benefits using the SoB or outline of coverage 
or most recent statement.

If they have an MAPD you can talk with them about the 
favorite benefits, such as DVH, gym, OTC, etc…

If they need to use the OEP they have until March 31st.

If they have a traditional insurance product, review with 
them the benefits and if they have beneficiaries, make sure 
they are up to date.

137

WHAT TO DO…

MAPD

Point out the hospital copay.

If they do not have a HIP plan, say “Would you like for me to 
show you how you can go to the hospital and not have to pay 
this copay?”

Make sure they can health qualify, or qualify for GI, tell them 
about a HIP plan.

138



2/14/23

47

WHAT TO DO…

MAPD

Let them know if it covers observation.

Remind them they need to stay in the hospital a full 24 hours to get 
their benefit, unless they have the GTL plan and received the updates.

Hopefully, they got the plan from you, and it has an ambulance rider, so 
remind them of that.

If the plan has an ER benefit, point that out as well.

Ask them if they have had a stay in the hospital in the last year.

139

WHAT TO DO…

MAPD

Show them how their plan pays for a stay in a SNF.

Ask what their plan is for after the 100 days is up.

Which asset will they sell first as they go through the Medicaid 
spend down?

Tell them about a product that will fit their needs and budget.

LTC, life with LTC rider/benefit, Short term care, home healthcare

140

WHAT TO DO…

MAPD

If they are not happy with their current plan, always check to see 
if there is an SEP, such as a 5-star plan in the area that may work 
better for them.

Or OEP since we are currently in it.

SEP Website

141

https://1b3050-423b.icpage.net/Wellcare-SEP-Declarations---FEMAState?sId=64060387&sKey=F53B&mId=310350
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WHAT TO DO…

Medicare Supplement

Show them how their plan pays for a stay in a SNF.

Ask what their plan is for after the 100 days is up.

Which assets will they sell first as they go through the 
Medicaid spend down?

Review their plan and see if you can get them a lower 
premium.

142

WHAT TO DO…

Medicare Supplement

Introduce them to Plan N and its benefits to see if they are 
interested…

Lower premiums
Fewer rate increases

143

WHAT TO DO…

Medicare Supplement

Why is this good for you?

Your commissions on Med Supp plans drop after year 6, so this restarts 
them.

Even though Plan N is less premium, most carriers pay a higher 
commission to make up for that.

No one will be able to come in after you and get them a lower price.

Frees up money for other products.

144
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WHAT TO DO…

Medicare Supplement

Ask them about dental insurance.

Ask if they get their teeth cleaned twice a year.

Ask how much that costs them.

Show them how they can pay a few dollars more, get the cleanings 
included, and have coverage if something big happens.

I recommend Cigna dental.

145

WHAT TO DO…

Medicare Supplement

Cigna dental is not available in KY or VA because not enough people in 
those states have teeth.

Actually, this plan does not cover dentures.

We will do more training on this product in the future.

146

LIFE INSURANCE

Review face amount and if it’s a term policy, when will that 
end?

Review all their life insurance policies, even the ones they did 
not buy from you.

If it’s a whole life policy, see if you can do a RPU and get them 
more death benefit for a lower price.

Review their beneficiaries and do any updates necessary.

147
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LIFE INSURANCE

See if their policy has any living benefits.

If not, then talk wit them about what they will do if they 
need extended healthcare.

Which asset will they sell first…

148

ANNUITY

Get latest statement.

Review performance.

See if it makes sense for them to do a free withdrawal.

If they don’t have a Roth IRA, they can pull money from their 
annuity and fund a Roth IRA. 

Managed money would likely be the best place for this.

After they have done this for a few years they could get another 
annuity.
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ANNUITY

See if changing their strategy may help performance.

Call the carrier rep for their opinion.

Plant the seed for moving this into another annuity when the 
surrender period is up for this one.

New annuities with better index crediting strategies and indexes 
are being developed all the time.

Like choosing between keeping your old 2012 pickup truck or 
trading for a new 2023 for no extra cost. Which would you pick?
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ASK IF THEY HAVE A WILL OR A TRUST

If they don’t have a trust, direct them to our website to watch the 
short video.

Or share with them the marketing material we have available.

If they want to know more, schedule a call with Cory.
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Has anyone heard about that?

Some banks have started to offer respectable interest rates on 
various accounts.

Many people are skeptical of banks.

The rates they guarantee are only for a short period of time.

So, where do people put their money to keep it safe and get 
guaranteed returns?
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154

MYGAs pay a guaranteed interest rate each year of the contract.

The longer the contract, the higher the guarantee.
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157

Those that want guaranteed returns for a set number of years.

Older clients.

Those that want to just use the interest.

Those not comfortable with a possible 0% return years from an FIA.

People that have a solid income and just want a safe place to grow 
their money, guaranteed.
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Let’s assume you went through the FIA option, and you get the 
notion they still may not be feeling it.

The other option with annuities are the ones that guarantee a 
return every single year, no matter what.

So, every year you will get 5.50%.

You can just let that grow or you can take it out each year, or even 
monthly [depending if the carrier allows].

So, if you like the guarantees these annuities give you, you could 
put some or all of the money we have been talking about into one 
of these MYGAs.

160

161

162



2/14/23

55

163

Annuity Rate Watch

Comparison tool to find the best MYGAs available that we 
can offer.

Allows us to easily compare all the options in one place 
based on guaranteed rates, carrier rating, free 
withdrawals, etc…
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Annuities Genius

Comparison tool for FIA and Income Annuities.

165



2/14/23

56

Annuities Genius – FIA for Growth

166

Annuities Genius – FIA for Growth
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Annuities Genius – FIA for Growth
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Annuities Genius – FIA for Growth
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Annuities Genius – FIA for Growth
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Annuities Genius – FIA for Growth
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Annuities Genius – Income

172

Annuities Genius – Income

173

Annuities Genius – Income

If your clients are not certain about if they will absolutely 
take an income and want a product that will grow and 
guarantee income, you can show them those options too.
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This is the program we will do the financial reviews through.

You take all the clients’ information [income, assets, expenses, 
insurance, etc…] and it generates a report showing one of a few 
things.

RED LINE – if a client will run out of money, this will show them 
when it will happen based on their current scenario.

You can even factor in a LTC event to see how that will impact 
it.

With a few changes, we can move or eliminate that red line.
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Do nothing…

Reposition money…
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Do nothing…

Reposition money…

178

Retirement Analyzer can help with…

Budgets
Taxes
Market Risk
LTC Risk
Income Planning
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In case you all forgot, I love IULs.

They give 60% - 80% more income in retirement than qualified 
plans.

They save hundreds of thousands of dollars in taxes in 
retirement.

They have ZERO market risk.

The have ZERO legislative risk.

But how do you demonstrate that to someone?
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Tax Analysis

182

Tax Analysis
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Income Analysis

401k – change nothing IUL

184

401k – change nothing IUL

Income Analysis

185

186



2/14/23

63

187

188

189



2/14/23

64

For those clients interested saving $25K+.

Premium financing. 

Same concept as getting a mortgage instead you do it for 
retirement.

Clients get additional funds added to their premium.

Between a 2:1 and 3:1 match.

Anything better than that out there?
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45-year-old male.

$35K annually for five years.

191

45-year-old male.

$35K annually for five years.
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200

Passed last year and made some “wonderful” updates for 
saving in 401Ks.

President Trump increased RMDs to age 72 in the Secure Act.

Now, RMDs have been moved out to age 73.

In 2033 RMDs will be moved to age 75.

Contribution Limit is now: $22,500.

50 years + catch up is $7,500.

Ages 60 – 63 can save an extra $10K on top of regular 
contributions.
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There are several other provisions of this, but here is my 
opinion on it.

The American people are being fed s*** and it is being called 
sugar.

It sounds great to extend the RMD age and it sounds great to 
allow people to save more money in their 401Ks.

But who does the additional funds going into 401Ks and 
peoples’ accounts growing even more and even longer really 
benefit?

The government. 

202

The more people put into 401Ks and IRAs the more the 
government will collect in tax revenue.

The government is not doing anything positive to promote 
people save money in tax-free vehicles, like Roth Accounts.

They have made some changes but nothing substantial.

The RMD age has been moved back because the government 
knows that the people who can wait until age 73 or 75 are the 
ones with solid retirement income and big assets. 

By letting those assets grow longer, the IRS gets to collect more 
taxes.
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This is why Roth Conversions and using IULs for tax-free 
retirement income is so important.

Taxes are going up.

The government is going to find ways to increase taxes.

Think “stealth taxes” like on SSI and Medicare.

The more tax-free your income is the better off you and your 
clients will be.
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