


   

    Drew K Horter, CFP ® 
    Founder and Chief Investment Strategist 
 
    Drew K Horter is the President, Founder and Chief Investment Strategist.   With  

     over 20 years of investment management experience, Mr. Horter has extensive industry 
     knowledge as a Registered Investment Advisor.  Having held FINRA  Securities licenses that 
     include the Series 6, 7, 22, and 63 over the past 29 years, Mr. Horter has experienced many 
     economic, political and financial cycles. 
 
     Horter Investment Management, LLC was founded in 1991.   Mr. Horter’s Registered  Investment 
Advisor firm manages assets on a fee basis for it’s clients.  Early in his career Mr. Horter recognized the need for high quality 
private wealth managers for his clients.  Since becoming a Registered Investment Advisor, Mr. Horter has worked with many 
equity and fixed income managers. 

 
More recently Mr. Horter has focused on low risk, low volatility asset managers for the 88 investment advisor 
representatives affiliated with Horter Investment Management (located in 33 states).  These private wealth managers can 
attain equity like rates of return without the risk generally associated with the stock market. 

 
To compliment the low risk and low volatility private wealth managers, Horter Investment Management also works with 
high quality, low beta equity managers that present excellent opportunities for clients. 
 
Mr. Horter has been a CFP™ since 1986 and is a licensed insurance professional.  Insurance products are offered through 
Horter Financial Strategies, LLC. 

 
Investment advise is provided by Horter Investment Management, LLC, a Registered Investment Advisor.  Insurance and annuity products are sold 
separately through Horter Financial Strategies, LLC.  Securities transactions for Horter Investment Management clients are placed through 
Pershing Advisor Solutions and Trust Company of America. 



$20 per Month TOTAL Contract cost 

$0  M & E Charges 
 

A Client-first Variable Annuity 



What are the problems with 
variable annuities today? 

High Expenses – 3 to 4% per year 

Poor Sub-account management 

A “hope and a prayer” portfolio 



If you could possibly earn 6 to 8% 
per year over 5 to 10 years with 

low risk and low volatility, what 
percentage of your investments 
would you devote to this asset? 

 
Past Performance is no guarantee of future results. Investors can lose money. 



RIA based Wealth 
Management firms with: 

Low Risk Low Volatility 

Averaging 7%  to  9%per year for 
over 10 years (net of fees and 
expenses) 



HIM Portfolio 1: Track Record 

•  HIM Portfolio 3 combines the award-winning performance of two PIMCO bond funds with HIM Money Managers 2’s unique seasonal trading protocol.  Late in the calendar year, HIM 
Manager 2 supplements PIMCO’s fixed-income returns with three equity trades using the Russell 2000 small-cap index.  These trades are designed to exploit the year-end tendency of 
small-cap stocks to outperform the market.  Client accounts devote 60% of assets to these trades while retaining a 40% commitment to the PIMCO Total Return Fund throughout the 
fourth quarter.  This enhancement shows up in the fourth quarter returns of the strategy. 
 
CAUTION: The periods prior to 10/09 are hypothetical (backtested) and reflect an annual charge of 3%, applied quarterly, for fees and expenses.  Actual client composite net returns 
begin 10/09.  This strategy may be offered by advisors to their clients at a higher fee to compensate for reduced minimum account sizes or other value-added services.   
 
Past performance is no guarantee of future results or returns. 



HIM Portfolio 2: Track Record 

•  All Returns are composite client returns, net of all fees, applicable loads and expenses; and normally include the reinvestments of all dividends and distributions.  When this portfolio is 
used inside a variable annuity additional fees will apply.  This strategy can utilize open-end mutual funds or variable insurance sub accounts.  
 
In addition, when HIM Portfolio 1 is utilized inside this strategy, HIM Money Manager 1 will receive fees from the fund as the advisor to the fund.  Individual client account results will 
vary from composite client returns.  Past performance is no guarantee of future results or returns.  Bonds in the comparative charts represent the average of all U.S. corporate and 
government bonds using the Barclays Aggregate Bond Index.  Inception 5/31/1998.  

 



You Must Be Registered 
with Horter Investment 
Management for these 
managers! 

 Past performance is no guarantee of future results.  
Investors can lose money. 



Supercharge non-qualified 
account growth! 

Utilize the same private wealth 
managers outside the no load 
variable annuity. 



Non-Qualified No Load 
Variable Annuity  -  
“Stretch” for generations 

Multi-generational planning. 
 

    (Only available with Horter Investment Management) 



Great for Marketing! 

A unique selling proposition 
for Retirees, pre-Retirees, and 
Conservative Investors 



100% Liquid At Any Time! 
 
No Surrender Charges! 



Average Sale 

$200,000 



  Field Training 
 Combine  Horter Investment Management’s  

excellent field training for our Investment Advisor 
Representatives 

 DOUBLE annual FIA production  

 Fixed Index Annuities through ECA marketing 



Plus - Add Assets Under 
Management for recurring 
revenue every quarter 

 Example: 

$20,000,000 AUM =  $200,000 in 

Recurring Revenue 
 

Business Value = $500,000 



 
•Ways to get in front of more prospects 
 
•Get all of the client’s assets 
 
•Double fixed index annuity sales 
 
•An excellent low risk money management system 
 

 
 

 
 

What do Advisors Want Today? 
 
 

 



TRAINING! 
 

TRAINING! 
 

TRAINING! 
 
 

 
 

What do Advisors Want 
Today? 

 
 
 

 
 







 
 

 
 

 
 

Horter Investment Management  
Stringent Criteria for Private Wealth Managers  

 
 

 

*Must have earned at least 7% per year (net of any 
fees or expenses) for the past 10 years. 
 
*Must have made money or been flat in the “bad” 
stock market years (net of any fees or expenses) in 
2000, 2001, 2002, and 2008. 
 
 
 
 
Past performance is no guarantee of future results. Actual results may vary. Investors can lose money. 
 

 



 
 

 
 

 
 

Great Fee Based Money Managers  
 

 Low to Moderate Risk 

 
Two Very Good Fixed Income Managers 
 

 

 +9.28% through 3/31/12 (annualized) 
 
 

 +8.91% through 3/31/12 (annualized) 

   
 
 
 
Past performance is no guarantee of future results. Actual results may vary. Investors can lose money. 
 

 



HIM Manager  
 
Performance history to: 12/31/2011 
 

Quarterly performance of HIM Manager 1, after fees: 

 



 
A Unique Opportunity 

 
What is your Unique Selling Proposition (USP)? 
•      What separates you from the competition? 
•      What makes clients want to work with you? 
 
1.  Training, Training, Training!  – Our Training Gives You The Power To Win Most If 

Not All 
  Of A New Client’s Assets 

 
1.  “WIN” Nearly 90% Or More Of All Client Portfolio Comparisons 

•  Take their top 5 holdings and compare them to HIM’s recommended funds 
•  How to compare common stocks to HIM’s recommended high quality, no load 
mutual funds 
•  How to compare bonds or bond funds to an excellent, actively managed bond fund      
   portfolio 

 
2.  How to use third party documentation to win against a brokerage statement 

 
3.  Become a Fee Based Trusted Advisor versus commission based with “A,” “B,” and “C” 

share   mutual funds, variable annuities or VUL.  
 

 
 

 

Why Horter Investment Management? 
A Registered Investment Advisor 

 



A Unique Opportunity 
 

5.  Excellent case studies on major wire house portfolios, Raymond James, UBS, Fidelity, etc.  
 

6.  Horter IAR support person to help with transfers to managed portfolios and annuities  
 

7.  A Cooperative Clearing Firm to send money to annuities. (Ex: 401K Rollover) 
 

8.  Large portfolios can be ACATED and sold at low trading costs for transfers to annuities or 
managed assets (pre-approval is necessary). 
 

9.  Compliance Marketing Turnaround in 72 Hours 
 

10.  Build value to your practice with Assets Under Management and a recurring revenue  
stream: 

• $20 million of AUM would provide you approximately $200,000 of revenue annually 
• Estimated saleable business value could be $500,000 

Why Horter Investment Management? 
A Registered Investment Advisor 



REGISTERED INVESTMENT ADVISERS 

OR 

INVESTMENT ADVISOR REPRESENTATIVES OF AN RIA 

OR 

SERIES 6 OR 7 WITH A BROKER DEALER 
 
 
 

WHAT MAKES THE MOST SENSE? 
 



 

What are the Pros and Cons of being your own RIA? 
 
 

Cons:                                                                                                                          _ 

• Your own Compliance Manual 

• Your own Code of Ethics 

• Your own E&O 

• Your own outside Compliance Consulting firm 

• Approving your own marketing material 

• State Audits every two years 

• No Marketing or Money Management Training 

• No “Field Training” – How to win almost every time against your competition using     

  a simple third party analysis 

 
Pros:                                                                                                                           _ 

• Independent to use different investment platforms 

• Adheres to the Fiduciary Standard 

 
 



 

 
What are the Pros and Cons of being an IAR? 

 
 
 

Cons:                                                                                                                          _ 

• Not independent; rely on RIA 

• Must adhere to RIA Compliance and other RIA requests 

• Utilize only the RIA’s investment platform 

 
Pros:                                                                                                                           _ 

• Compliance is performed by the RIA 

• Group E&O is provided by the RIA for a cost 

• A powerful investment platform you can believe in and work with 

• Excellent field training 

• No audit by the SEC or State 

• Adheres to the Fiduciary Standard 

 
 



 

 

What are the Pros and Cons as a Registered 
Representative of a Broker Dealer 

 

Cons:                                                                                                                          _ 

• Commission based 

• Suitability Standard not Fiduciary Standard 

• Variable Annuity – High Cost and Poor Sub-account Management; Surrender Charges 

• Load mutual Funds 

• Non-tradable, illiquid REITS 

 
Pros:                                                                                                                           _ 

• Some “cooperative BD’s” work with our firm for our field training and have their  

  Registered Representatives place AUM with HIM so you can keep your Series 6 or 7. 

• Must have a Series 7 or 66 

 
 



HOW TO ANALYZE A BROKERAGE  
STATEMENT WITH SIMPLE, EASY  

TO UNDERSTAND, KINDERGARTEN 
STYLE THIRD-PARTY ANALYSIS 







 
 

Understanding the: 
 
1.  Dividend Line 

 
2.  The Interest Line 

 
3.  Capital Loss Carry forward 

 
4.  Social Security Line 

 
5. Effective Tax Bracket 

 
6. Marginal Tax Bracket 
 

 
 

 
 

 

Tax Return Analysis 
 



1.How to uncover new fixed index 
annuity sales 

 

2.Why municipal bonds make no 
sense for most retirees  

 *Use capital loss carry-forward for big sales 
 

 
 

Tax Return Analysis 
 
 
 

 



 

• Why most retirees should  
never have municipal bonds 
 
 

 
 

 
 

Municipal Bond  
Blow-up Strategy 

 
 

 



 
 

Tearing apart brokerage 
statements 

 
 
 
 

 
 

How to Destroy the 
Competition 

 
 

 



COMING SOON  
 

 

 

•  Turnkey Social Media Marketing for our advisors 
 
 
•  Social Security Planning Services 
 
 
•  Account Aggregation for ALL client assets for LOW Advisor 
annual  cost (plus important document storage) 

 

 



Thank you for joining us today! 


