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THE WORD RECESSION WITH

erception is said to be

more powerful than

reality. That certainly is
the case when it comes to human
nature. For human beings, the great-
est inhibitor to finding new answers is the perception that
all the answers are already known. It has also been shown
that perception is the strongest when applied to a negative
situation. Movies make millions creating the perception of
fear. The same can be said of the media and the hype over
the perceived recession in the American

Facing Down Recession

YOUR CLIENTS?

When times are good, long-term financial needs often take
a back seat. However, when individuals are concerned about
their finances and financial future, they are receptive to a
product that can guarantee and secure their future. And that
is the essence of what insurance and annuity products offer.

Remember, even in a recession 95 percent of the popula-
tion is still working and building wealth. It is specifically the
negative feelings of a recession that trigger their interest and
desire in protecting themselves from the impact of a recession.
Suddenly, safety and security become much more attractive
than risk and uncertainty. In such an

economy.
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perception creates the reality because
many react as if recession is a reality

and that creates a self-fulfilling prophecy.
However, while it is true that there

h'dﬁ bCCn a Sl()Wd()Wn in thﬂ economy,
the American economy remains the

forward proudly an
the products they sell work
best when times are bad. 73

environment people become much less
concerned with the return on their money
than with securing their future.
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AayTIils W oLTy When times and products are “high-
d show that flving” many seem to have little time or

interest in the security of guarantees, but
when individuals are concerned about the
security of their future, then products that
guarantee a future become much more

strongest in the world.
As far as the insurance business is concerned, many people

perceive that a recession creates a negative environment for
the sale of financial products. The pessimistic theory is that if
the customer perceives the financial situation to be bad, then
how can they be convinced to purchase financial products?
The reality of the situation is far different, however.

The fact is, a recession is a great time to be selling the
financial products offered by the insurance industry. Why?
Well, remember the old saying that the easiest time to sell
life insurance is after someone has had a heart attack? Or
that the best time to offer fire insurance is after a neighbor
has had a fire? Well, the same concepr also applies to selling
guaranteed financial products during a recession.
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attractive. The one thing that prevents
agents from taking advantage of a recession to sell more
products is the perception that a recession is a bad time to sell
financial products.

The reality is that a recession is a time for agents to step
forward proudly and show that the products they sell work
best when times are bad.
Agents can stare down a
recession by doing what
they and their products do
best and thar is guarantee a
future, just at a time when
people are most worried

about their future.

The time is right for Fixed Index Annuities!
Call Jonathan Strohl or Lisa Allen-Cutlip for what’s
best for your clients at 800.877.6589

Industry
Insignt

If you no longer wish to receive these faxes please call 1.800.877.6589 to be removed.
Your name and fax number will be needed at this time. Please allow 10 business days for the
5/08 removal process; you may receive faxes that were already in process when your request was received.




