.= MCP Premiurn

MCP Premium Insider Newsletter February, 2006 | 877-773-4774

Will That EIA Meet Client Expectations?

This month on Producer's Web, Mitchell Maynard explores what
happens when advisors overlook a key part of the EIA sales
process: client expectations. If you fail to evaluate the potential
performance of your chosen product and don't properly prepare
your client for the ride ahead, you risk losing them. It's a lot like
chocolate chip toppings... Read why!

Read Complete Article >

NEW! Premium EIA Ratings Module
Is this the end of traditional hypotheticals? Check out our new EIA
Ratings Module. Just like our online version, this software Module
ﬁ assigns a grade of 'A' through 'F' over differing market conditions,
but now you can explore the data and prepare client
presentations! Three different report samples and screen shots can
be found at the web site. (Current customers, download the
upgrade and use it for the rest of your license term.)

See Details Now >

Special: This Module is no additional charge with any software
purchase, through February 28th

Software that makes sense of it all

Whether you are an agent on commission or a fee-based financial
planner, the more you know about how different credit methods
may perform, the better product recommendations you are able
to make. Our software tools let you treat the EIA as an asset
class for broad portfolio and financial planning analysis, create
Monte Carlo retirement simulations - or simply run hypothetical
historical comparisons of performance.

Click here for software Details.

Shouldn't MCP Premium be your resource for EIA analysis? Visit
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