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"Many people take no care of their money till they come nearly to the end of 
it, and others do just the same with their time."                  

     Johann Wolfgang von Goeth 
 
“Predictions are hard to make – especially about th e future.” 
                  Yogi Berra 

 

The Carrol  
 

GO FOR IT! Contest  
 

 

You can do this!  
 

GO WHEN YOU WANT! 
 

GO WHERE YOU WANT! 
 

Includes all of your paid business for 
ALL of 2011  you’ll get points that can 
be redeemed for travel credits.   Life, 
DI, and LTC counts dollar for dollar.   

Annuities get 30%. 
 

There are three qualification levels. 
 

And -- you can combine production  
for your office and create your OWN 

incentive plan – on us! 
 

See page 5 for  
more information! 

 

Look Ahead!     Clients to help! 
 
Published in 1888, Edward Bellamy’s book Looking Backward   was an instant 
hit.   In love with Prussian militarism, he envisio ned a utopian socialist state – 
and his thoughts were much welcomed in the elite ci rcles including FDR’s 
brain-trust.   Everyone is rich.   Everyone is happ y.   It was a product of the 
(then) American crackpots – an era where some peopl e thought that rental 
income should be taxed at a 100% tax rate. 
 
We aren’t looking back.  We’re looking ahead.    The last 10 years didn’t bring 
the utopia that Bellamy envisioned.   With an econo my blasted by federal debt 
beyond comprehension, the American middle class will need to look after i tself  in 
the next ten years.   Baby boomers will be in trouble – in huge danger o f running 
out of money – especially if their next 5 years is beset with inflation, continued 
low savings rates, a volatile equities and job mark et, and especially if they have 
any unexpected illnesses…or the death of an income earner.   
 
 

Here’s how to do TONS of business for the rest of 2 011!     
 

 
 

INCOME 
Life insurance was always about replacing income.   But in a transactional world, 
getting a quick and dirty application for $100,000,  $250,000 or $500,000 was 
easier.   Now, many life insurance cases are field-underwritt en for suitability – for 
the first time – at the time of the death claim !    Read on in this newsletter for more 
information. 
 
INDEXED ANNUITIES CAPTURED GAINS iN THE LAST YEAR! 
The S & P went from 1,128 to 1,314 from April 2010 to April of 2011.   That’s a 
good gain in that time frame.   Some indexed annuit ies captured 7% or more 
without the risk of any losses.   Indexed Annuities ?  Learn about them for you and 
clients!   Volatility is a problem – gains are good , especially without losses! 
 

When is the last 
time a company 
gave you a great 
trip?      
 
A long time ago? 
 

LIVING BENEFITS 
Why wouldn’t you want to accelerate your death bene fits 
(YOUR choice) if needed for critical or chronic ill ness?   For 
many people, it could be their only source for $100 ,000 or 
$200,000 -- really quick -- with only a note from y our doctor.   
And with NO EXTRA premium in most cases?     (see p ages 2 
and 7) 
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Would you do most things in life with a 75% probability of success?   Would you take a flight with a 75% chance that it 
would actually land safely?    You probably wouldn’t take that flight even with a 90% chance of making it.   All of a sudden 
even 90% sounds pretty risky. 
 

But, when it comes to financial matters, 90% is mad e to look ‘safe.’   It’s made to look safe by peopl e who cannot   
manufacturer a 100% safe plan.   (Here’s a hint -- they aren’t in the insurance business. )   A 401k  plan is not a 
retirement plan.   It’s an ‘accumulation’ plan – but it doesn’t guarantee retirement income.   It’s not pension.     A life 
insurance policy for  $100,000, $250,000 or $500,000 is nearly universally purchased – without ever considering what that 
money will really do.    It’s better than nothing, for sure, but it’s really only half of a plan. 
 

    

This happy family is standing on a railroad track.  A train probably isn’t coming, but what would be the consequences if it were?   
(the definition of ‘importance’ is the amount of property affected) 
 

 When clients buy life insurance – especially for flat amounts like $100K, $250K, and $500K, they are making a decision that 
they think will take care of the risk.  And, unfortunately, the decision is often influenced by YOU, the agent.   Unfortunately, in 
many cases, the first time the plan and amount are really looked at intelligently is at the time of a claim when for the first time, it 
becomes apparent if the plan and amount -were correctly – or incorrectly – planned.    “Black Swan” events are something we 
can help protect against.     
 

Your foundation  – your hull – needs to remain intact no matter what comes.    Would you buy a 
boat with huge sails but a rotten hull?   You’d feel swindled.   All sail and no hull doesn’t work.  
Why do people apply lots of analysis and reason to the purchase of a boat, a car, or a house --  
and not apply at least that much analysis to their financial future?    
 

A really low probability event – can still have potentially disastrous consequences.    Sometimes 
these events are called “Once in a Lifetime” events.  Regardless of what you call it, when it 
happens to you, if it happens to you, when it happens to you, you won’t care what it’s called.   The 
probably of dying at a particular age might be one in 1000.   Or of getting cancer or having a heart 
attack.   But --- what if it did happen?   

One of every two adults will be affected with some type of chronic 
illness.*   What if you could protect their assets by having a LONG 
TERM RIDER on their life insurance?  

 

WEST COAST LIFE HAS IT!    The ExtendCare Rider!  
 
NO EXTRA Licensing or CE CREDITS needed to sell this!  (It’s an acceleration of the death benefits) 
Available from ages 20 to 80 
Available up to table 4 
Premium design can be lifetime payments – even a single pay 
Minimum size policy is $100,000 –  
Available with both the fully guaranteed death benefit product or the cash accumulation product 
Indemnity payment method (not reimbursement) 
No receipts of proof of care needed 
Policy owner can specify the benefit amount  - $1,000 to $8,500 per month! 
Agent training and client talking points available – just call or emails us and we’ll email them to you! 
Family and informal care is allowed  -- unlike many true LTC plans 
Can be used for medical care or for NON-medical reasons, too! 
Don’t let your clients be surprised by later cut-backs in Medicare – protect younger clients, too! 
 

  *CDC – 2009- NCCDPHP – source www.cdc.gov 
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Lump sum face amounts?   Are client’s getting the amounts their friends and neighbors are getting?     
 
Are these the amounts being recommended by Suze Orman and Dave Ramsey?   Does the client think 
their family can invest the money at 7% and live off the interest and not touch the principal?   Are they 
thinking they’ll pay the mortgage off and have money left over to make those new car payments and 
send the kids to college?   Maybe it just sounds like a lot of money!   $100,000    $250,000.   $500,000. 
 
HOT IDEA!    
 

TRANSAMERICA’S  INCOME PROTECTION TERM! 
 

It’s time to get real.   Families spend money every month – for housing, food, utilities, taxes, clothing, 
school, gas, car payments, internet and cable TV, home repairs, car repairs, dental checkups, insurance 
premiums, and entertainment.    How long will the ‘lump sum’ last?    “Lump” in lump-sum doesn’t also 
have to mean  ‘Lumpenproletariat?’   Clients need to be smarter than that.   You need to help! 
 
Here is what smart people are doing.    They’re getting life insurance to replace income!    
Simple!   Effective!    And discounted!   Creditor proof.   Protects the family from financial predators. 
 
Insurance for the surviving spouse?   What’s better -- $500K lump sum or $250K up front plus  $6000 
per year for 5 years – total $610K paid out – for about the same price? 
 
Mortgage Insurance?    How about a lump sum to pay off the mortgage (beneficiaries not likely to do 
this, of course)  - plus  guaranteed monthly income to cover property taxes, home repairs and utilities for 
the next ten years?   Guaranteed monthly checks for ten years?   Same price? 
 
Buy –Sell Insurance?   How about a lump sum to pay off the partner, plus  $5,000 per month for the next 
three to five years to hire a replacement for the partner?   Key person coverage!    Same price? 
 
Divorce?   Pay out a million but buy it discounted.   Guaranteed income could be a good idea. 
 
Estate equalization?   Leave the business to the daughter/son and income to the other kids. 
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meaning that the surviving spouse can carry over any unused portion of the deceased estate tax ex-
clusion (an estate tax return needs to be filed at the death of the first spouse to die). 
 

So, bottom line is that nobody knows what the h--- is going on.  
 

Should clients still plan?    Should they use last – survivor insurance as the least expensive way to pay 
those eventual taxes?    Of course!   But…. 
 
 

What happens if things really change and the client s no longer need or want the insurance? 
 

Then if things change, Transamerica 
will give them their premium back! 

  
 

Enhanced Surrender Value Endorsement (ESVE).   Surrender in 10 years and get back the lesser 
of 50% of the death benefit or 90% of gross premium s paid.   Or, surrender in 15 years and get 
back 50% of death benefit or 100% of gross premiums  paid.  
 
Surrender Penalty Deferral Endorsement (SPDE).   Can be used for one-time surrender charge-free reduction 
of face amount on or after fifth policy anniversary. 
 

Estate Protection Rider (EPR).    Additional insurance of up to 125% of base coverage for the first four policy years in 
order to insure against the risk of the policy’s death benefit being included in the estate of the second joint insured to die. 
Great where an irrevocable life insurance trust wasn’t set up in time to apply for and initially own the policy. 
 

Honeymoon Provision.    
Waives company imposed surrender charges for a full surrender of a policy during first five policy years.  In other words, the 
accumulated value—not the early low early cash surrender values—applies during first five policy years. 
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In December of 2010, the President signed into law the new 
Tax Relief, Unemployment Insurance Reauthorization and Job 
Creation Act of 2010.  (Great name, huh?)     Estate, gift and 
Generation Skipping exclusions are all reunified at $5 million per 
person or $10 million per married couple.   The tax rate is 
capped at 35% and there is a full step up in basis for capital 
assets excluding IRD such as qualified retirement assets and 
deferred annuity gains.  But at the end of 2012, it’s all over.   All 
exclusions drop to $1 million again and the tax rate could be 
55%.   The exclusion for a deceased spouse is portable,  

 

Remember that some states have DE -COUPLED from the federal estate tax and decided the y wanted to 
ensure their own revenue when their citizens die.   So states like Washington, for example tax everythi ng 
over $2 million with a 19% rate.   In Oregon, it’s 16% tax over only $1 million.   In Minnesota, it’s 41% (!) 
over $1 million (go figure, huh…) 
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How you earn Travel Awards – Qualification  
 

For your paid sales of eligible products from Janua ry 1, 2011 to December 31, 2011, you will 
receive points that you can redeem for Carrol & Ass ociates Inc.  (CA)  Travel Credits according 
to this formula: 
 

Life Insurance  You get 100 points for each $100 in  annualized  premium 
LTC, DI and CI  You get 100 points for each $100 in  annualized  premium 
SPDA and SPIA  You get 30 point for each $100 in an nualized  premium 
 

Based on the total number of points you earn for qualified sales for the qualification period you will earn CA 
Travel Credits which are redeemable for travel at the rate of 1 CA Travel Credit equals $1.00 toward the cost of 
your travel.   You can even add to your program earnings to upgrade your vacation, stay extra nights, or 
upgrade to business class air fare* 
 

 

 

 Silver Point Level     Earn 25,000 to 49,999 Points Earn 1,000 CA Trav el Credits 
 

 
Gold Point Level      Earn 50,000 to 99,999 Points Earn 2,500 CA Tra vel Credits 
 

 
Diamond Point Level     Earn 100,000 or more Points Earn  6,000 CA Trav el Credits 

 
  

Examples of What Your Travel Credits Could be Redee med for  
 
1,000 CA Travel Credits  could earn you a weekend at the Fairmont Vancouver Hotel or    
    ticket and airfare to your favorite pro or coll ege sporting event 
 
2,500 CA Travel Credits could earn you a Caribbean Cruise for 2 or an all i nclusive     

   resort vacation in Mexico including airfare – or  a Disney World family vacation – 
or a trip to the Masters Golf Tournament 

 
6,000 CA Travel Credits  could earn you a European vacation with airfare; or  a Mediterranean cruise,  

or a deluxe Hawaiian or Caribbean vacation with air fare 
 
 

Program Guidelines:   all travel must be booked by Major League Vacations  to the destination and dates selected by the quali fier, no 
travel restrictions or blackouts apply.  You will b e assigned a Major League Vacation Travel Specialis t who will research and book your own 
personally selected travel program for you.  Travel  credits can only be redeemed for travel – not for cash.  There will no required meetings – 
award is totally leisure and children are welcome.  Applications must be with our CA core insurance ca rriers and producer must be in good 
standing with CA – producer must be contracted with  CA.   CA reserves the right to change production p oint credits if carrier changes a 
product during the contest period.  Points required  are for a street level producer – agencies may qua lify and call Carrol & Assoc. for details.   
Business must be issued and paid for by Jan. 31, 20 12 – cancelled and/or lapsed business will be subtr acted.  50% of points earned may be 
applied to the next contest if not used to book tra vel by 12/31/2011.   Qualifiers are responsible for  all tax liabilities – a 1099 will be issued for 
the value of your earned CA Travel Credits. 
 

*Airfare not booked in conjunction with a travel pac kage is subject to an airline ticketing fee. 
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Who’s really hot out there for niche underwriting? 
 

·  Transamerica – getting good offers on well controlled diabetics  
 

·  Prudential – NON-SMOKER PLUS rates for everyday cigar users and chewers  – labs 
don’t have to test negative either.   Lincoln Natio nal will also do this but Pru’s rates are 
better.   Prudential is also EXCELLENT FOR REALLY O BESE CLIENTS. 

 
·  Foreign travel or even foreign residence?     Prudential cannot be beat.   Up to three 

months per year, your clients can be Preferred BEST  in Bahrain and Bangladesh, and 
even in Venezuela or Zambia!     How about foreign r esidence – more than 3 months per 
year?   They can do that, too!   Citizenship is NOT a determining factor!   Countries 
included go from Argentina all the way to Uruguay, with China, India and Peru in the 
mix. 

 

TIPS 
 
On cancer cases, get us the actual pathology report s.   We not only need stage of cancer, 
we need grade, lymph node involvement, and more.   To get a good quote the client can 
certainly get a copy of the path report from the do ctor along with exact type of treatment 
and followup.kup and interpretation, not just the w iggly little lines.    
 
 

 
 
 
 
 

 

 

 

Genworth - 360 Degree Underwriting!  
 
Why do we quote Genworth so much?   Agents want to know! 
 

In addition to highly competitive products in the middle marketplace, you’ll see we 
quote Genworth consistently due to their liberalized underwriting.    
  
MORE LIBERAL ON:  build to age 70, blood pressure (treated or untreated)  mild 
depression, sleep apnea, cholesterol (up to 300), aviation (low hours but with IFR 
rating), mild anxiety, and asthma (with inhaled medications and stable).    
 
“ Preferred”  build with Genworth could easily be a st andard with other 
companies like Banner Life, Prudential, West Coast Life, and many others. 
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Life insurance you DON’T have to die to use.   What  a great idea! 
 

In today’s world, more and more companies are including ‘living benefits’ on life insurance policies.   Why 
in the world wouldn’t you want this – especially for a small extra charge – or no extra cost at all?     
 
Clients wouldn’t readily give up health insurance – so why wouldn’t they want access to their life 
insurance death benefits at a time when they might be between jobs and not have health insurance or be 
retired on Medicare?    And we know that Medicare and insurance doesn’t always cover all the bills, don’t 
we?   Also note that for every person in a nursing home, there are FOUR who need home health care. 
 

Let’s see what various companies have been offering. 
 

Genworth , one of the first, developed a combo UL – LTC product.   This has their Privileged Choice LTC 
features – really true LTC coverage -- and the LTC is underwritten, of course.   This is typically a single 
premium life design. 
 
West Coast Life  has an Extend Care LTC rider on their UL products which allows acceleration of the 
death benefits if a claim is triggered by cognitive impairment or the inability to perform two ADLs.    If you 
have cognitive impairment requiring the assistance of others for your safety (or that of others around you) 
– or cannot perform 2 of these ADLs – usually for 90 consecutive days -- you can qualify.   (The ADLs are 
dressing, bathing, continence, moving from a bed to a chair or transferring, eating and toileting.) 
 
North American  allows nearly 100% of the death claim amount to be accelerated, subject to underwriting 
at the time of a living benefits claim.   The key seems to be whether the LTC acceleration of death 
benefits is paid in full or whether the death claim amount (the face amount) is discounted at the time of a 
claim. 
 
THE KEY:    this stuff is either underwritten on th e front end or on the back end .   
                    Nothing’s free and the insurance companies aren’t stoopid. 
 
 In the case of West Coast Life , if your clients already have issues that predispose them to an LTC claim, 
they might not qualify.    Usually, the benefits are underwritten to table 4, but there are some total knock-
out problems.    They could include things like alcohol abuse history, bi-polar, MS, an epilepsy problem 
with a seizure in the last 6 months, depression (as opposed to mild anxiety), Parkinson’s, signs of memory 
loss, stroke, social security disability, osteoporosis, and multiple joint replacements.   
 

In the case of  Life of the Southwest, National Life Group or North  American Co. for Life & Health , 
the underwriting for the LTC acceleration of death benefits doesn’t occur up front.   Instead, the company 
makes it revenue neutral at the time of the claim, simply discounting the death claim for various factors 
that could include the death benefit, age of the client at claim time, account value in the policy, expected 
future lifetime of the insured, maximum guaranteed mortality rates in the policy, and the interest rates in 
effect at the time of the claim (or the company return on invested assets).    
 
As you can see, this is not rocket science, but it’s not that easy to anticipate exactly what a claim might 
pay out.    For this reason, many agents are leery about this stuff.   But they shouldn’t be.    

Better to have these benefits than NOT to have them !  That’s the bottom line.    
Don’t be caught by the black swan!   Access to only the death benefits for terminal illness is 

no       not good enough anymore.  Get the insurance company to allow you the MOST flexibility in  
accessing claim money as possible!     
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Never done it before? 
 

Don’t worry.  We’ll help. 
 
 

And… many people who are ‘doing it’ might be hurting clients.   And you might be able to help them. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

Your client is specially invited to attend a FREE LUNCH seminar on 
retirement planning and how to guarantee a safe retirement.     
 
At the meeting, your client is shown a Guaranteed Lifetime Income 
Benefit.   If they give the agent $100,000, the client’s account value for 
‘income’ gets a 5% bonus right on the spot.   Then this income account 
value rolls up at a 7% accumulation rate – guaranteed for the next ten 
years.    WOW!  What a deal! 

So, according to the literature, your male, age 55 client puts in $100,000 and in ten years, he can now 
draw out $12,393 per year for life.   (this is real… from an ad we got just this past March 30th of 2011) 
 
The client keeps ‘control’ of their premium and has guaranteed income for life.   They got a 7% rate of 
return, guaranteed, on their income account to generate this income. 
 
What aren’t these free lunch people telling your clients?   
 
First, the income is probably all taxable as a withdrawal (not annuitized with an exclusion ratio).   But 
more important, at age 65, what would the client need to come up with to guarantee that same income 
for life if he went out to any good commercially available immediate annuity company? 
 
ANSWER:  $132,036. 
 
What would the interest rate need to be to turn his $100,000 into $132,036 ten years later?     
 

ANSWER:  a whopping 2.82%.     
 

So, this is a good deal?      
 
The AARP thinks it’s so stinky they actually are sending shills to these 
meetings to spy on them and report abuses.    But YOUR CLIENTS are 
going to these meetings and …. some of them are buying into this. 
 

There are income planning ideas that work.    This may be one of them, but it also could be very, very 
misleading.    Professor Moishe Milevsky, a finance professor from Canada thinks so, too.   See his 
article -- Annuity Analytics-- which we would be glad to share.  (his website is http://www.yorku.ca/milevsky) 
 
Are there income planning ideas that can work?   Of course.   And they’re better than some retirement 
advisors think they are…. See the following pages. 
 

 



 9 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

‘Safe withdrawal’ rates during retirement?  
 

It’s all over the news.    
 

What’s it about? 
 
It seems like this has been the big interest of investment folks for years.    The problem is how to mimic an 
annuity by exactly the right mixture of bonds and stocks, continuously tinkering with the formula to ‘guarantee’ 
lifetime income for clients, with minimal risk, so that they won’t run out of money. 
 
Can it be done.   Sure it can. 
 
But what used to be a ‘safe’ withdrawal rate in years past, isn’t all that certain anymore.   Investment people 
used to talk about a ‘safe’ 6% or 7% withdrawal rate – now they use 3% or 4% at most.   The problem is that 
they still don’t talk about sequencing – the impact of losses in a portfolio early on rather than later on.    Early 
heavy losses in a portfolio are mind-numbing they’re so bad.   
 
Advice from many sources advises taking out no more then 4% of your retirement portfolio – assuming you 
have one each year.    Some, like Jill Schlesinger at MoneyWatch.com advised a woman recently to only use 
3% per year.    At age 65, her $200,000 available at 3% per year would generate about $500 per month.   Jill 
said ‘can you live on this plus your $15,000 social security – because that’s what you’ll have to do.”   Note that 
this is NOT guaranteed, either.   Any early losses might skew that very unfavorably.   Also, the $500 per month 
($6,000/year) doesn’t count taxes. 
 
Alternative?    Her $200K could also generate $1,066 per month with 69% tax free (the exclusion ratio) which 
means $11,800 after taxes in a 25% bracket, plus her social security.   This is double the investment income 
return, and is fully guaranteed (subject to insurance company strength, of course).    What about the big 
warning that the New York Times and others always point out…. If you ‘invest’ in a SPIA, you can never get 
your money back!”   
 
Wrong!   Let’s look at liquidity options for our lady client, age 65. 
 
Some SPIA contracts with excellent companies allow a one-time withdrawal for real emergencies – from 20% to 
80% of the remaining guaranteed income payments.   (One alternative, of course, is to only use half of the 
money and remain invested for the other $100,000.    Let’s say she did that and only put $100,000 into the 
SPIA – and had a ten years certain and life payment option.   At the end of 4 years, she wants to access the 
money.    She’s received 48 payments so far. 
 
To calculate the PV of the remaining 72 payments, a  
discount factor is used (like 6 month Treasury rates) and  
up to 80% of that amount could be available.   The remaining  
72 payments will be less, of course.   But, at the end of the  
period certain, the FULL amount of monthly income i s restored 
for the rest of her life.    Once the period certain is over, you  
don’t have this feature available.   But, note that a life option  
with installment refund is also a period ‘certain’ so you could use this and have the option to exercise for your 
entire lifetime.    (we have more details available from the companies that offer these features.)   No plan is 
perfect for everyone, but SPIAs are much more powerful and flexible than most people know.   No upfront 
charges for this, but it needs to be ‘elected’ on the application whether or not you ever use it. 
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This time we’ll talk about income planning for bene ficiaries.   Look over this page carefully!   
Reviewing client coverage is your key to more sales ! 
 
In a very low interest rate environment and a period of market volatility, using Income Protection Term 
insurance might be very smart.   It guarantees to pay out a lump sum, plus guaranteed income for some time 
period, then (optionally) another lump sum at the end.   
  
In a world where 99% of all life insurance quotes are for $100,000, $250,000 and $500,000 -- in a world where 
the first time the amount and plan of insurance is REALLY examined is at the time of a death claim -- at a time 
when many clients either don’t have a will at all, or haven’t update them recently, some people are more 
vulnerable than others.     
 

This idea is very useful  for:  
 

·  Single parents with kids and no wills or contingent trusts 
·  Clients who want income for spouses or kids without them being vulnerable to financial predators. 
·  Clients who want lump sums for spouses, but INCOME for the kids (contingent beneficiaries) 
·  Clients who want more insurance in total paid out, but want to buy LESS coverage to do the job. 
·  Business owners who need insurance for key person insurance – to fund death-benefit-only plans’ 
·  Business owners who want lump sum payments for buy-sell, but also additional key person  

replacement income (to be able to hire a replacement for that person who died.) 
·  Clients who have non working spouses without a lot of investment experience. 
·  Clients who want the benefits to be creditor-proof since the lump sum cannot be encumbered/advanced 

 
 

Here’s Suzy Singlemom:   
 

She could be divorced or widowed.    She doesn’t have a will, is working but has 
some savings but not a lot.   She’s age 36 and has two minor children, Alice and 
Mary.    
 

Most agents would simply take out a cheap term policy and make the minor 
children the beneficiaries.    Since there is no will, the courts will sort it all out.    
 

While the insurance money wasn’t intended to go through probate, the courts will 
still need to decide who takes care of the kids and where the money goes.   Now, 
the courts will also enforce investment decisions and distributions of any of the 
money.    This is pretty inflexible and costs extra time and money.   

 

What about naming a trusted adult friend or relative to get the money – and trust that he/she will take care of 
everything?   Or the ex-husband and his new family?  Are you kidding?   Does that person have their own will and 
trust set up?   What if they died or got disabled?    Are they going to get sued?   Lose their job?   Get a divorce?   
There is NO legal obligation for them to spend the money on Suzy’s kids!   Plus now you have possible gift tax 
issues, too.   At least she could do this without spending a fortune… 
 
 
 
 
 
 
 
 

 

 

            Plan and Amount   Pays out         What will happen?   Monthly Premium  
 

 $250,000  15 yr. term $250,000    Who knows    $13 
 $250,000  20 yr. term $250,000    Who knows    $16 
 $250,000  30 yr. term $250,000    Who knows    $22 
 $341,145  20 yr term $50,000 lump sum plus a guaranteed 
      $2000 each month for 15 yrs.      $26 
      For a total paid out of $410,000 

(the gain amount on the payments is taxable, of course) 

  



 11 

 
 
 
 
 
 
 
 
 
New Medical Technology  
In the past two years scientists have brought screening techniques for pancreatic cancer closer to reality. In February 
2010 researchers at the University of California, Los Angeles, compared RNA found in the saliva of 60 treatable 
pancreatic cancer patients with the saliva of 30 cancer-free individuals and identified four RNAs that together could 
correctly identify the cancer 90 percent of the time. And in March 2009 Northwestern University researchers publishing in 
the journal Disease Markers developed an optical technology that recognizes various stages of pancreatic cancer cells 
with 95 percent sensitivity.  
 
One of the more unpleasant aspects of having type 1 diabetes and type 2 diabetes is monitoring blood sugar levels. This 
often involves somewhat painful pricks on the fingers to draw blood for testing. However, a new system being developed 
by a team of engineers at Arizona State University may help individuals avoid this process by testing their tears.   The 
system involves drawing tears and measuring the sugar levels in the fluid. The researchers say that this method can give 
just as accurate a reading of blood sugar levels as actual blood without the need to break the skin.   More testing is 
necessary before this hits the market. 
 

New Indexed Annuity coming with a COMMODITIES INDEX  
Symetra is appealing to consumers who like hard assets with an indexed annuity that includes a commodities index 
option.   Symetra  has included the commodities option in a new, single-premium indexed annuity. 
 
Annuity holders can allocate assets to a conventional stock index as well as to a commodities index, Symetra says. 
The contract also provides access to a fixed account option and a guaranteed minimum value feature. 
For the commodities index, Symetra is using the S&P GSCI Index from Standard & Poor’s, New York. Prices of many 
commodities have been soaring in recent months because of unrest in the Middle East and North Africa, and concerns 
about the strength of the U.S. dollar.  
 
West Coast Life is being Merged into Protective LIf e 
 

Protective Life and West Coast Life are combining together into one giant company using a brokerage distribution 
channel.   Going forward, the name West Coast Life will be going away and only the Protective Life name will be used.   
And, as of August 1, 2011, you will be contracted under Protective Life and all new business will be using the Protective 
Life brand name. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

“Movements of home prices have a greater influence on consumer spending decisions that do moves in stock 
prices.   A solid rise in home values of recent years, combined with impressive stock prices, should continue to 
support reasonable U.S. consumer spending.   The rise in corporate earnings of the past decade has never been 
matched.    In fact, powerful earnings growth of the last five years would strongly suggest that the stock market is 
substantially undervalued.”    

 

(Jeff Thredgold, economic advisor – American Banker s Association- in 
Why the American Economy is Alive and Well ,  from 2007  
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