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talk
about what's
Important
about money
to them, but
we don't want
any of their
statements.
It's a whole
different
than
they're used

things. He said, "I'm getting great
income." Because he had to, right? He
didn't have as much money as he would
have liked so he had to open up the
spigot a little further than he should. |
asked him if he realized it wasn't safe.
He said he's been getting the income for
years. So | ordered a prospectus, and it
said right there you could lose all your
money. We got the money out, but in
November of this past year the compa-
ny went under. Other investors lost
$220,000, $450,000, just losing all
their money because they had to go get
more income. They weren't concerned
about the return on the investment.
What they needed was income. So our
income for life model is geared to get-
ting them an inflation-adjusted income
for a period of at least 25 years.

BMA: How ISANANNUITIZATICBTRAT-
EGYINTEGRATED?
MH: It's a big part of it.

BMA: THE UTILIZATIORATE&OR
ANNUITIZIN®G CONTRACHAVEEEN
TRADITIONALIMESSHAN1 PERCENT.
WILLTHEYSTARTO RISE?

MH: Absolutely. Think about this for a
second. | have a client coming in who is
going to retire from the school system
and has $4,800 a month pension.
That's a check every month for $4,800.
Now he loves that. That's what he
worked in the school system for. He
could have gone out in the private sec-
tor but he wanted the pension. So the
same person that has this pension and
loves it has a neighbor with half a mil-
lion bucks and says "I don't want any-
thing to do with those damn annuities."
All the school system is doing is buying
annuities. So, people that have the pen-
sion won't give it up for anything. If |
said, "I'll give you a lump sum instead
of that pension,” they won't do it. You
just have to put it in a different context
for these people. The people retiring
from General Electric and companies
that have the old defined benefits, they
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love it. And I'll tell you what; they are
my easiest clients to work with, because
they get it. They have an income com-
ing in and we don't need to open the
spigot and risk the rest of their assets.

BMA: WHATARETHEATTITUDESF
YOURBOOMERCLIENTS?

MH: 1don't think they're making
any decisions.

BMA: THEY'RE STILLSCARED?

MH: Oh, yeah. And the CPA | had
lunch with this morning, he's got every-
thing in short-term notes. He's basically
out of the market. If you've got this
million dollars and you have it in cash
and you're taking a $100,000 a year, |
could tell you pretty much when you're
going to be out of money. It's pretty
simple math. So you need that to grow.
I'm big on stories when they come to
the office. I'll say, "Let's go back to
1981 and say you had $100,000 and
you can multiply it by whatever their
assets are. Do you remember what CD
rates were paying back then?" Some of
them know, some of them don't. I say,
"Let's just take say around 16 percent.
So you were getting $16,000 income in
1981. Now that seemed pretty good,
right?" They say, "Yes, they we're great
times." | then say, "Let's forget that
inflation might have been 17 percent
and the highest tax rate was 70 percent,
let's forget those things, it seemed like
good income at the time. Would it be
fair to say that since 1981 gas at the
pump, bread and milk in the store, and
property taxes have gone up?" And
they say, "yes." "Okay, so why do you
have the money in the bank? Because
you're $100,000 will always be
$100,000 if you don't lose any. So it
would be fair to say that if you took
your $100,000 out today - or any
multiple of that - you won't get as
much for it as you did back in 1981?"
They say, "yes,"” because of inflation it's
not worth as much. "All right, now,
let's go forward 24 years. What are the
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