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return.  
Many people shy away from invest-
ments that carry too high of a market 
risk. They are obviously worried 
about the impact of a down market.  
For instance, if the stock market goes 
down 20%, and you don’t add more 
money to your investment to get 
even, the market would have to gain 
25% in order for you to break even.  
Indexed annuities allow you to stay 
above zero. By avoiding negative 
losses, you’re never losing money due 
to market declines. 
Is an equity indexed annuity right for 
you? It could be if you want the 
potential to achieve higher returns 
without worrying about stock market 
losses. 
 

(Source: Advisor Today, Feb 2004) 
 
For more information on equity 
indexed annuities, call or fax us 
or visit us at: 
 

www.insuringourworld.com 
 

 

Charitable Giving Strategies—Why to Give 

Insurance has always been a way 
to guard against risk. Most of us 
have life insurance, homeowner’s 
insurance, and automobile insur-
ance. But one area often over-
looked is long term care insur-
ance.  
Today, while many of us enjoy 
good health as we age, a large 
number of us may also require 
long term care services. 60% of 
all Americans who reach the age 
of 65 may require a period of 
long term care at some point in 
their remaining lives. 
It’s no secret that long term 
care services are costly. The 
costs can vary depending on 
what type of care you need and 
where you receive it. But there’s 
no doubt that long term care 
services are expensive. 
The average annual cost for a 
nursing home is $56,000. That 
cost could double or triple ac-
cording to what state you live in. 
Home care can also be very 
expensive. The costs could reach 
$12,000 a year for just three 
home health visits per week. The 

expense could be even greater 
for someone who was chroni-
cally disabled.  

Many Americans struggle to pay 
for long term care services from 
their personal savings. Of those 
families helping to care for aging 
relatives, 26% dip into their 
retirement accounts and 12% dip 
into college funds. It is estimated 
that the costs of long term care 
services could quadruple by 
2030.  
It is unrealistic to think that 
many of us could possibly save 
the money necessary to cover 
long term care costs, especially if 
there are competing priorities 
such as saving for a child’s col-
lege education or investing for 
retirement. 
But what about Medicare or 
Medicaid? Many people believe 
that Medicare or Medicaid will 
pay for long term care needs. It’s 
really not that simple. There are 
some very important facts you 
should know about these pro-
grams. Medicare covers only 
18% of the country’s total nurs-

know the rules to fully unlock the 
benefit. Of course, you should 
always consult with your tax pro-
fessional to ensure that you are 
complying with all tax laws. For 
more information on charita-
ble giving call or fax us. Visit 
our web site at: 

www.insuringourworld.com 

There are probably as many rea-
sons to give to charity as there are 
charities to give to, but they gener-
ally can be divided into three broad 
categories. The first, of course, is 
supporting an organization or cause 
you care about. The second is to 
leave a personal—and often also a 
family—legacy. Both of these rea-
sons are very personal, and only 
you and your family can determine 
how they should impact your chari-
table giving strategy. But the third 

reason for giving to charity will 
require more than just soul-
searching. It is to save taxes, and 
you will need to be familiar with the 
subtleties of the tax law to be able 
to make wise decisions about how 
charitable giving should fit into your 
personal wealth management plan.  

Charitable contributions are de-
ductible for income tax purposes, 
but only within certain limits. So, as 
with any tax deduction, you must 

Special points o f interest: 

 

 - The average  daily cost of  a nursing home  stay in  Al abama in 2002 was $123.00. 

  

- The Estate and  GST T ax Exe mption  for 2004 is $1.5 million. 

  

- In recent years  the annual college  inflation  rate has been around 5%. 

  

- Experts suggest you  will need approximately 65-85% of  your current inc ome t o maintain  your prese nt lifestyle in retirement. 
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The Perfect Tool—The Equity Indexed Annuity 

Consumer-Driven Health Care 

Over the last ten years, sales of all 
types of annuities can be charted 
with a line that goes straight up. The 
reason: For conservative investors, 
particularly those who have passed 
life’s accumulation page, annuities are 
the only investment product that 
offers both market participation and 
principal protection. Many investors 
are demanding an opportunity for 
market participation with little or no 
risk to principal. And, at last, these 
conseravtive investors have a tool 
that can participate in stock market 
gains with no downside risk. This is 
what an equity indexed annuity will 
do for you. 

Take Arnold, for example. He is a 
retired business owner who is 76. 
Back in 1995, Arnold started out 
buying some fixed and variable annui-
ties, investing the variable annuity 
money in an S&P 500 fund. If the S&P 
index went up, he got it all, if it went 
down he took a loss.  In 1999, Ar-
nold was introduced to the equity 
indexed annuity that he really liked.  
It protected his principal from a 
market downturn. He could see that 
the equity indexed annuity was doing 
the same for him without any down-
side.  

The following are some advantages of 
an equity indexed annuity— 

1) S&P 500 Index—Crediting 
rates are linked to S&P 500 
index values. The S&P 500 
index is based on the stock 

prices of 500 companies con-
sidered to be leaders in their 
industries, and does not include 
dividends.  

2) Upside Potential—
Historically, over long periods 
of time the S&P 500 index has 
outperformed tradtional fixed 
interest products. With credit-
ing rates linked to the changes 
in S&P index values, there is 
opportunity for potentially 
higher returns.  

3) Power of Tax Deferral—
Federal and state taxes are 
deferred on interest earnings 
until the money is withdrawn, 
allowing your money to grow 
faster.  

4) Estate Planning—Avoid the 
costs and delays of probate 
with direct payments to your 
designated beneficiary. 

5) Rate Guarantee—A mini-
mum guaranteed fixed interest 
rate protects your money in 
the event of consistent markey 
losses. 

6) Interest Locking Feature—
This feature locks in your 
interest when it is credited, so 
you don’t have to worry about 
losing interest you have already 
earned if the S&P 500 index 
value falls later. You will never 
be credited with a negative 

successful programs have been a 
part of an employee benefit pro-
gram.  

Consumer-driven health care is 
delivering on its promise. It is win-
ning high satisfaction scores from 
consumers and lowering their 
premiums. 

(Source: Advisor Today— Mar 2005) 
For more information on con-
sumer-driven helath care plans 
or even a free quote contact us 
today by fax or mail. You may 
also visit us at: 

www.insuringourworld.com 

Newspapers these days are focus-
ing increased attention on con-
sumer-driven health care and 
health savings accounts.  

As currently defined, consumer-
driven health care consists of a 
high-deductible insurance plan and 
some sort of a consumer con-
trolled savings account.  The idea 
behind consumer-driven health 
care is that the consumer, with 
their own money at stake, will start 
shopping smarter, causing costs to 
fall or at least to rise at a slower 
rate.  

All this sounds good and will be, if 
consumers will hold up their end of 
the responsibility. Most providers 
are aware of the responsility placed 
on the consumer and are providing 
ongoing and intensive education 
and support. Without this support, 
the consumer will not be able to 
take full advantage of this type of 
plan.  

It is also important that the con-
sumer-driven health plans include 
wellness incentive programs. These 
have proven very successful in 
motivating consumers to live a 
more healthy lifestyle. The most 

DID YOU KNOW? 

 
  - Over 40% of Americans 
lack health insurance 
  
- In order to be successful, 
you need to work to live 
rather than live to work. 
  
- A journey of a thousand 
miles begins with one step 
  
- It’s hard to beat a person 
who never gives up 
  
- “Success” comes before 
“work” only in the dictionary 
  
- Don’t let what you cannot 
do get in the way of what you 
can do 
  
- The cancer incidence rate 
in the US is 462 per 100,000 
 
 - 7.3% of Americans have 
been told by a doctor that 
they have diabetes 
 
 - The death rate for heart 
disease in the US is 232 per 
100,000 
 
 - The death rate for stroke 
victims in the US is 53 per 
100,000 
 
 - The death rate due to fire-
arms in the US is 10 per 
100,000 
 
 - The death rate due to mo-
tor vehicles in the US is 15 
per 100,000 
 
 - 21% of adult Americans 
claim to be smokers 
 
 - 21% of Americans are con-
sidered obese 
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With an equity indexed annu-
ity, you experience the market 

gains, without experiencing 
the losses 



Securing A Happy Retirement 
Whether you are late to the game 
or ahead of the plan, you should 
save faithfully, take financial plan-
ning seriously and adopt a balanced 
approach to retirement planning. 
This would be the advice of most 
financial planners.  

In San Diego, a 57-year-old tech 
firm employee we’ll call Stan re-
tired early a few years ago, taking 
with him more than one million in 
a 401K plan, which he wanted to 
rollover to another plan. Stan 
sought the advice of a reputable 
financial planner who suggested 
they take at least half the money 
and place it in a very conservative 
position and take a little more risk 
with the rest. He also suggested 
that Stan find a job beacuse his 
lifestyle could not be supported by 
retirement. Stan didn’t care for 
that advice and sought out a differ-
ent financial advisor. 

Eighteen months later, Stan 

showed up at the door of his first 
advisor, begging to see him. By 
then, in his life of leisure, Stan had 
spent or lost a substantial portion 
of his retirement savings—more 
than 40 per cent. They got to-
gether and crunched the new, now 
depressed numbers. Stan also told 
his advisor he had gotten a con-
sulting job, out of desperation, not 
as part of a plan.  

As the advisor moved on to his 
next piece of advice, Stan inter-
rupted and said he knew that he 
would need to put half of the 
money he had left into some con-
servative investments.  Unfortu-
nately, his advisor responded that 
he would now need to put in a lot 
more than half.  

This demonstrates the value of a 
caring and knowledgeable finalcial 
advisor. It also validates the single 
top piece of advice that an advsor 
can give—Save More. 

The following are some important 
points on the path to a rosy finan-
cial future— 

1) Save, save, and save more 

2) Use retirement-income 
analysis tools as appropriate 

3) Find a reputable finacial advi-
sor and stay in touch with 
him/her 

4) Don’t forget to use life insur-
ance and annuity products 

5) Become educated as to a 
balanced approach to retire-
ment planning 

 

(Source:Advisor Today—May 2005) 

 

For more information on retire-
ment planning contact us by fax 

or mail or visit us at— 

www.insuringourworld.com 

Insurance and Investment 
Consultants, Inc. 

P. O. Box 55447 
1101 Richard Arrington, Jr. Blvd. South 

Birmingham, AL   35255 
 

Phone: 205-933-2920 
Fax: 205-933-2925 

Email: iic@insuringourworld.com 

“Your need is our opportunity.” 

We’re on the web! 
www.insuringourwo

rld.com 

Insurance and Investment 
Consultants, Inc. 

Make retiremnt planning sim-
ple by taking a balanced ap-
proach, save early and often, 
and be diligent and serious 

about your planning. 

 

Insurance and Investment Consultants was incorporated in 1970. Prior to that, 
the principle stockholder, Walter G. Barnes, had been in the financial services busi-
ness as a sole proprietor since 1962. Therefore, we have been offering financial ser-
vices to clients throughout Alabama, as well many other parts of the nation, for over 
forty years.  

We are an independent brokerage agency representing many insurance companies 
and are free to select from any of these companies the appropriate plan or product 
that best meets the needs of our clients. We offer a full range of life and health insur-
ance, as well as investments that include mutual funds and variable annuities. 

Our pledge to you is - “In all my relations with clients I agree to observe and follow the 
following rule of professional conduct: “I shall, in the light of all circumstances surrounding 
my clients, which I shall make every conscientious effort to ascertain and to understand, give 
them that service which, had I been in the same circumstances, I would have applied to 
myself.” 

 - Society of Financial Service Professionals 

Newsletter Editor - Randy Barnes, Vice President 


