
Try this client  
management software

Are you interested in getting more 

growth from your current clients?   

We have a great database management 

program for you.  Prospect Digital lets 

you set up a drip marketing program 

(contacting every client multiple times 

throughout the year) with a minimum 

of hassle and effort.  It’s a great way to 

manage prospects, too.

Call Tina to find out about our  

special price for you.
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If you’re like me, you spend most 
of your time working IN your 
business instead of working 
ON your business.  We become 

consumed by the day-to-day details and 
forget to monitor and measure the results, 
so we know what’s profitable and what’s 
not. 

We owe it to ourselves, and our people, 
to work smart instead of just hard.  And 
it’s not always obvious what’s working.  
For example, a top Davis Life agency, 
with a long track record of successful 
marketing, told me their business coach 
asked them to take a detailed look at 
which efforts were bringing the agency 
the most clients/revenue over the past 
year.

What they discovered shocked 
them.  They had poured thousands of 
dollars and hundreds of staff hours into 
giving regular senior tax seminars. They 
found over 80% of their revenue came 
— not from landing clients who attended 
these seminars—but from existing clients 
and referrals.  They even found one quar-
ter in which the seminars produced no 
new revenue at all.  Needless to say, they 
are rebalancing their marketing efforts to 
focus on the greenest pastures. 

Obviously everyone out there should 
not stop giving seminars.  I know they 
are very profitable for some of you.  But, I 
have noted that in the last couple of years, 
the agents that have not been complain-
ing about their sales growth are those that 
effectively work with  their existing clients 
and referrals.  Many of them do not spend 
a dime on prospecting.  Many of the most 

successful put on client 
appreciation seminars 
and ask that their best 
clients bring friends 
and family.  There is no 
better marketer for you 
than a happy client!

I encourage you to 
take some time to evaluate what really is 
the most cost-effective marketing tech-
nique for your business, so the time and 
money you’re spending is really paying 
off.  It might be as simple as tracking your 
commission by client.

If you would like to discuss this issue 
further and pick my brain for more ideas, 
please call me or send me an e-mail. 

Working smart beats working hard
by Jon Davis, FSA, Co-Owner 

Jon@DavisLife.com

Call us today ~

Davis Life Brokerage

800-747-5612

Texas Office: 888-586-2293

dlb@DavisLife.com

www.DavisLife.com Turn to page 9 to learn how to determine how much to spend to acquire a new customer.
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Forward thinking

The New Aviva is Stronger than Ever!
And Still Number One in Indexed Life!
As you know, the companies of the former AmerUs Group are now Aviva.  With the 
strength and backing of the fifth largest worldwide insurer, we’re working hard to 
continue our indexed life leadership. 

According to the Advantage Compendium, Aviva is the NUMBER ONE marketer of 
indexed life, with over $89 million in indexed sales through the third quarter, a 35% 
increase over the first nine months of 2005!  In fact, Aviva has had double digit sales 
increases every year for the past five years!  Take a look at these outstanding results:

   Total Sales Through 
Rank Company 3rd Quarter 2006 3rd Quarter 2006

1 Aviva* $31,206,241 $89,593,085

2 AEGON $9,944,890 $27,024,495

3 American General (est) $7,575,000 $22,575,000

4 National Life $7,020,136 $22,840,404

5 Old Mutual (F&G) $6,221,983 $23,711,992

6 Pacific Life $4,690,271 $15,088,870

7 Allianz $4,594,846 $12,018,846

8 Midland National $4,582,711 $10,256,150

9 Conseco $3,432,453 $8,902,126

10 National Western $1,233,000 $3,875,571

* Products issued by AmerUs Life Insurance Company, Bankers Life Insurance Company of New York and Indianapolis Life Insurance Company
For agent use only.  Not for use with the general public. 

	 Source: The Advantage Compendium, an independent research firm specializing in indexed products.

January 2007, Form 15985

Aviva
611 5th Ave.
Des Moines, IA  50309
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If you have annuity owners young-
er than 59½, there’s a way to use 
the pay-out from the annuity to 
fund life insurance, penalty-free.  

I can supply you with information about 
the ins and outs of the commonly over-
looked options covered by IRS Codes 72(t) 
and 72(q).

Typically, there will be three payment 
options for you and your client to con-
sider as well as different returns on the 
remaining balance.  You can help your 
client choose the best option for the situa-

tion and tax consequence.
I can also recommend several great Davis 

Life provider companies who will:
• Do the required IRS calculations to find the 

range of options.
• Handle the distribution of the annuity funds. 
• Provide the mandatory recordkeeping and re-

porting of the transactions for the IRS. 

It’s easy to find out more.  Call or e-mail me 
and I’ll use a quick checklist to help you locate 
the carrier or two who could best provide 
these services for your clients. 

Check it out: penalty-free annuity pay-out 
by PJ Duncan, Annuity Marketing Director 

Our goal at Davis Life is to 
help our agents become 
bigger and better produc-
ers.  We think we do that 

better than big, impersonal firms where 
you and your needs can be lost in the 
crowd.  We have proven sales ideas to help 
you achieve your goals.  And we provide 
start-to-finish support for the business 
you need to place, from the initial design 
and illustration through underwriting.  

But our flagship agent benefit is our 
outstanding agent training.  I’m often 
asked, “How can I learn about the latest 
money-making concepts and products 
like Equity Maximization and Bank 
Building.”  The answer?  Come to our 
training in Dallas or Des Moines.  

With great confidence I can tell you 
Davis has one of the best training op-
portunities out there.  Whether you’re 

new to life insurance, or an experienced agent, 
this training teaches you about cutting-edge 
concepts and products and how to implement 
them. Whether you’re looking for in-depth 
knowledge on Indexed products or the most 
effective sales techniques to sell more life 
insurance, this training is for you.

Case in point:  An annuity producer who 
had very little experience selling life insur-
ance attended a recent training.  Within a 
few weeks, he wrote nearly $300,000 worth of 
commissions with just six sales.  This involved 
moving more than $900,000 worth of premi-
ums a year into max funded IUL products.  He 
learned what he needed to know to succeed at 
the Davis training session.

Ready to step up your business?  We have 
new classes scheduled April 25-26, and  
June 12-13 in Dallas.  E-mail or call me at  
800-747-5612 and we can talk about what 
you’ll learn and reserve a place for you. 

Training that pays 
by Al Stockwell, MBA, FLMI, Life Marketing Director 

PJ Duncan
PJ@DavisLife.com

Al Stockwell 
Al@DavisLife.com
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Ways to maximize pensions
by Kenneth E. Lindbloom, CMFC, LUTCF 

Ken Lindbloom 
Ken@DavisLife.com

All your clients want to retire with 
as much disposable income as 
possible.  We know that takes 
foresight and planning.  Look 

over your client list for people in their early- to 
mid-50s and see if they are candidates for this 
pension maximization strategy.

Choosing the Single Life Income Option in 
a pension plan assures the retiree the most 
income per month, but many can’t or won’t 
choose that option because they have a spouse 
or dependents who will need pension pay-
ments as income after the retiree’s death.  
With some planning, however, you can show a 
client how life insurance, purchased over the 
5 to 10 years before retirement, can be used to 
maximize retirement income.

The key is a No Lapse Guarantee policy pur-
chased and paid for before the client retires.  
If, for example, a healthy 55-year-old male 
purchases a $250,000 policy by making a pay-
ment of $7,247 a year for 10 years there would 
be no more premiums for the policy — ever.  
The value of that paid-in-full policy allows 
that insured to choose:
• To take the Single Life pension option because 

the life insurance benefit will provide for heirs.
• To borrow on the value of the policy for retire-

ment income or extras.
• To take pay out on the value of the policy to 

regularly supplement retirement income.
There are many options and variables.  Call 

me with your client information and I’ll give 
you options and ideas that will work for you. 

Coming Events
April
      6 Davis offices close at noon for Good Friday.

    17 and 18 Davis Agent Training Experience in Des Moines, IA. 
                           Call to register 800-747-5612  New agents welcome.

    20 and 21 Legacy Marketing Group Wholesaler Meeting in Dallas, TX. 
  Trent and Rena out of the office.

    25 and 26 Morrow LIFE Institute in Dallas, TX.  Register at www.DavisLife.com

May
      28  Memorial Day. All Davis Life offices closed.

June
    13 and 14 Morrow LIFE Institute in Dallas, TX.  Register at www.DavisLife.com

July
  4  All Davis offices closed for Independence Day.
  23 – 25 Davis Agent Training Experience in Des Moines, IA.  
  Call to register 800-747-5612.  New agents welcome.



� – Brokerage News Davis Life Brokerage ~ 800-747-5612 1st Quarter 2007

Davis Life Brokerage Companies
 

Legacy Marketing GroupSM develops, markets, and administers  
fixed innovative, competitive, value-added annuities.

These are some of the carriers they work with:
American National Insurance Company, Galveston, Texas
Americom Life and Annuity Insurance Company, Houston, Texas
Investors Insurance Corporation, Wilmington, Delaware
Washington National Insurance Company, Chicago, Illinois

CARRIER A.M. BEST RATING* PRODUCT LINES
Allianz A Excellent Life, Annuities, LTC
American Equity Investment Life Insurance Company A- Excellent Annuities
American General Life Insurance Company A++ Superior Life
American Investors Life Insurance Company A Excellent Annuities
American National Insurance Company A+ Superior** Life, Annuities
Americom Life and Annuity Insurance Company A- Excellent Annuities
Assurity Life Insurance Company A- Excellent Life, Annuities
AVIVA A+ Superior Annuities
AXA/Equitable Life Assurance/MONY A+ Superior Life
Banner Life Insurance Company A+ Superior Life
EquiTrust Life Insurance Company A Excellent Annuities
Fidelity and Guaranty Life Insurance Company A Excellent Life, Annuities
First Colony-GenWorth A+ Superior Life
First Penn-Pacific A+ Superior Life
ForeThought Life Assurance Company A- Excellent Annuities
GE Life A+ Superior Life, LTC
General American A Excellent Life
Great American A Excellent Life
Indianapolis Life an AVIVA Company A Excellent Life
Integrity Life Insurance Company A++ Superior Annuities
ING A+ Superior Life, Annuities
Investors Insurance Corporation B++ Very Good Annuities
Jefferson-Pilot Life Insurance Company A+ Superior Life, Annuities
John Hancock Life Insurance Company-ManuLife A++ Superior LTC, Life
Lincoln National A+ Superior Life, LTC
LSW A Excellent Life
Midland National Life A+ Excellent Life
MTL Insurance Company A- Excellent Life
Mutual of Omaha-United of Omaha A Excellent Life, Annuities, MedSup
National Western Life Insurance Company A- Excellent Life, Annuities
North American Company for Life and Health A+ Superior Life, Annuities
Philadelphia American Life Insurance Company B+ Very Good Guaranteed Issue Life
Presidential Life Insurance Company B+ Very Good Life, Annuities
Principal Life insurance Company A+ Superior Annuities
Protective Life Insurance Company A+ Superior Life
ReliaStar A+ Superior Life
Standard Life and Accident Insurance Company A Excellent Life, Annuities, MedSup
Sun Life Assurance Company A++ Superior Annuities
Transamerica Life Insurance Company A+ Superior Life, Annuities
Travelers Life A+ Superior Life
US Financial Life Insurance Company A+ Superior Life
Washington National Insurance Company B++ Very Good Annuities
West Coast Life Insurance Company A+ Superior Life

Will you  
be sailing with us?

* All ratings reflect Financial Strength and are current as of 9-05-06. A.M. Best ratings for insurers’ financial 
strength and credit quality of obligations range from A++ (Superior) to F (in liquidation). 

** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength. AA 
(Very Strong) by Standard & Poor’s, the 3rd highest of 20 active company ratings for financial strength.

AMR111-0906
IIC241-0906

LM-1825
CNS107-0906

A85-0906
FOR BROKER USE ONLY. NOT FOR PUBLIC USE.

If you are in need of a company you 
don’t find on the list, please contact us. 
We are contracted with several compa-
nies that don’t appear on this list.
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Twenty-five hardworking Davis agents will sink 
into the lap of luxury on the 7-night Davis 
Hawaiian Island Cruise from October 6 

through October 13, 2007. “It’s a wonderful way to 
reward our top agents for choosing us to help them 
serve their customers.  We know there are other 
choices, other brokers, out there, and we work 
hard to assure we earn each agent’s business.  
The cruise is a way of celebrating our mu-
tual success,” says Jon Davis, co-owner.

The Davis celebration cruise leaves from 
the Port of Honolulu, and the travel pack-
age includes airfare there from any city in 
the continental U.S.  “We chose the Nor-
wegian Cruise Line because the ships are 
just fabulous and they offer a relaxed style 
of cruising that let’s everyone make their 
own choices,” says Jon.  “We want this trip 
to be the best vacation our agents ever had.” 

Ports of call include Hilo and Kona on 
big island of Hawaii, Kahului on Maui, and 
Nawiliwili on the garden island of Kauai.  
Each port offers optional shore excursions to 
fantastic places in paradise.  On-board there 
are 10 restaurants, 10 theme bars, a casino, 
a dozen shops, a gyrosphere, 2 pools, a spa, 
a golf driving net, and movies and shows 
every night.  Whether you choose to try it 
all or just want to sit and watch the warm 
and wonderful world 
go by, this vacation 
is the perfect fit. 

The ship, the 
Pride of America, 
is one of the fin-
est in the line.  To wet your appetite for 
an unforgettable Hawaiian vacation, check 
out pictures of the ship and more at http://
www.ncl.com/nclweb/booking/cruisedetails.
html?packageId=992134  For details of your 
status in the rankings, call your personal mar-
keter at Davis, 1-800-747-5612.

Will you  
be sailing with us? Shore  

Excursions
 

Port of Hilo on Hawaii

Volcanoes National Park
Volcanoes National Park, Halemaumau 
Fire Pit, Kilauea Iki Crater, the Hawai’i 
Volcano Observatory, Jaggar Museum, 
the Thurston Lava Tube and the Mauna 
Loa Macadamia Nut Factory .

Nani Mau Gardens & Akaka Falls
Enjoy a scenic, tropical drive through 
Hilo’s Banyan Drive, visit the famous 
420 foot Akaka Falls on the slopes of 
the Mauna Kea Volcano .

Mt. Mauna Kea
Internationally famous astronomical 
site with 13 telescopes representing  
12 countries looking beyond the stars 
to galaxies far beyond .

Waterfalls & Hilo Town
World-renowned tropical garden is  
“the most beautiful area in Hawai’i”  
offering over 2,500 species of plants 
from around the world .

Port of Kahului on Maui

Haleakala Crater
This scenic journey takes you through 
upcountry Maui to the top of the world’s 
largest, dormant volcano . 

Maui Plantation & Iao Valley
Two of Maui’s most beautiful and 
popular attractions:  The Maui Tropical 
Plantation and Iao Needle, a 2,250-foot 
cinder cone pinnacle that pierces the 
clouds .

Ocean Center & Iao Valley
Visit Iao Valley State Park, and the 
new Maui Ocean Center to discover the 
mysterious world that lies hidden below 
the seas .

Lahaina On Your Own — Roundtrip
A 45 minute ride in a comfortable  
motor coach takes you to dozens of 
shops, restaurants and historical sites
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RewardMarkSM Extra 10

RewardMarkSM Series index annuities, issued by Washington National Insurance Company, Chicago, IL, are distributed and administered by Legacy Marketing GroupSM. Refer to contract, Earnings Rate Update,
sales guide, and State Approval Matrix for details.

FOR BROKER USE ONLY. Not for public use.

* Assumes 10% premium bonus with 100% of premium allocated to the Guaranteed One-Year Strategy at 3.00%. Actual rate may vary.
** Attained ages 0-75. Refer toCompensation Schedulefor details.
† Based on trailing commission Option 100, which yields 2% Year 1, with a 1% annualized trail commission over the next nine years. With some options, commissions continue for the life of the contract.

Assumes $100,000 in premium, an 5% crediting rate, and no withdrawals. SeeCompensation Schedulefor details.

CN1200F0906_DavisLife CNS113-1006

• Easy sell, easy buy:
— 10% premium bonus—vests immediately.
— 13.30% first-year yield.*
— “Checkbook” access.

• 7% commission** —ALL premiums, ALL years!

• Trailing commissions—Take this trail and claim
a 16.50% commission!†

NEW

Add RewardMarkSM Extra 10 to your index annuity portfolio
and clear a path to happy clients and sales success.
For more information, call us today.

Davis Life Brokerage
800-747-5612

Davis Life Brokerage
Texas Office: 888-586-2293
E-mail: dlb@DavisLife.com
www.DavisLife.com
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Finding the first bass of Spring
For two generations, when they aren’t talking insurance, the Davis men talk fishing.   

If that’s your passion too, here’s our latest tip.

Largemouth bass return to the 
shallows during the brief transi-
tion period between the end of 
the cold-water season and the 

beginning of spring. The frigid water warms 
just enough to release bass from their winter 
sanctuaries. But these fish, seemingly afraid of 
their own shadows, are no easy catch.
Where to cast

Bass in lakes move into backwaters as soon 
as the ice leaves. But not all bays are cre-
ated equal. Bass often hold in less than a foot 
of water, though some of the water in the 
bay should be at least 3 feet deep to provide 
sanctuary from predators and changing water 
temperatures. Since northwest winds are 
prevalent during spring, bays on the northwest 
side of the lake tend to warm first. Bays with a 
broad mouth also warm quickly, but lose their 
warmth if shifting winds push the surface lay-

er into the main lake. Bays separated from the 
lake by a narrow channel retain their warmth 
from day to day and often hold more bass.

Some reservoirs offer the same features that 
draw bass in lakes. The upstream end of an 
impoundment is usually shallower and sub-
ject to higher flows, so ice leaves earlier. Creek 
arms with little running water, especially those 
oriented in a northwesterly direction, also warm 
faster than main-reservoir areas. 

It’s all about the ratings

Tackle suggestions
Rod: 6-1/2 to 7-foot spinning rod .
Reel: spinning reel with a long-cast spool . 
Line: 8- or 10-pound-test limp mono .
Baits for early season should be small and 
subtle . Rig a 3-inch tube bait or 4-inch plastic 
worm on a light-wire hook and small bullet 
sinker or a 1/16-ounce jighead . Keep hook 
points needle sharp to ensure a solid hookset 
with light tackle .

Negotiating with an insurance 
company underwriter requires 
three things:  a detailed knowl-
edge of carrier’s risk rating 

system and classification definitions, under-
standing how an underwriter thinks, and the 
ability to make a reasoned argument to get the 
best deal for a client.  Oh, and there’s a forth 
component for success, too — tenacity.

“There are good people working for carri-
ers but, because of high volume, mistakes are 
being made.  I make sure your client’s case is 
appraised appropriately,” says Bob Pedigo, our 
Vice President of Underwriting.  Bob’s knowl-
edge, expertise and persistence can give you 
the edge in a competitive situation.

Here’s an example of one success:
Client: Male, 63 years old, Non-smoker

Female, 61 years old, Non-smoker
Face Amount: $1,000,000 Survivorship

Company Offer: Mr. Client  
Standard

Mrs. Client
Table 6 due to  

Chronic Pain
Several Medications

Abnormal Cardiac Test

WHAT DID  
BOB DO?

Reviewed the medical history and interpreted 
it differently.
Discussed the findings with the company 
underwriter.

RESULTS: Mr. Client = Standard
Mrs. Client = STANDARD!

Bob and his 30 years of experience are just one of the value-added 
perks Davis Life agents enjoy.  Put him to work for you.
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2007 will be “The Year of The Producer” at American Equity!  With just $1,000,000 in paid production you
begin earning a piece of American Equity’s Success Story with AEL stock options, AND you will receive Gold
Eagle Money to offset your marketing costs.   

THE MORE YOU PRODUCE FOR AMERICAN EQUITY, THE MORE AEL WILL INVEST IN YOU!
2007 Net Paid AEL Stock Options           Gold Eagle Money for Co-op Marketing Expenses

Annuity Production Base + Bonus Options* B.P. Multiplier Earned Co-op Money
$  1,000,000 - $ 1,999,999 250  -     700 16 Basis Points $ 1,600 - $ 3,200
$  2,000,000 - $ 2,999,999 850  - 1,300 17 Basis Points $ 3,400 - $ 5,100
$  3,000,000 - $ 3,999,999 1,450  - 1,900 18 Basis Points $ 5,400 - $ 7,200
$  4,000,000 - $ 4,999,999 2,050  - 2,500 19 Basis Points $ 7,600 - $ 9,500
$  5,000,000 - $ 5,999,999 3,750  - 4,200 20 Basis Points $10,000 - $12,000
$  6,000,000 - $ 6,999,999 4,350  - 4,800 21 Basis Points $12,600 - $14,700
$  7,000,000 - $ 7,499,999 4,950  - 5,150 22 Basis Points $15,400 - $16,500
$  7,500,000 - $ 7,999,999 6,700  - 6,900 22 Basis Points $16,500 - $17,600
$  8,000,000 - $ 8,999,999 7,050  - 7,500 23 Basis Points $18,400 - $20,700
$  9,000,000 - $ 9,999,999 7,650  - 8,100 24 Basis Points $21,600 - $24,000
$10,000,000 - $10,999,999 9,750  - 10,200 25 Basis Points $25,000 +

*250 stock options for $1,000,000 of net paid annuity production; 50 additional stock options for each $100,000 of
incremental net paid annuity production. Additional BONUS Stock Options are available at various milestones of
production.  Please call us for more details.

Own a Piece of
American Equity’s

Success Story
...as a Gold Eagle Member and Receive:

Davis Life Brokerage
800-747-5612

Texas Office:  888-586-2293
dlb@DavisLife.com
www.DavisLife.com

#07-DAVIS-02    12/14/06  
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Brandon added to annuity team

Tana cuts red tape

Brandon Endres
Brandon@DavisLife.
com

Tana Buchman
Tana@DavisLife.com

Brandon Endres joined Davis Life 
Brokerage a few months ago and 
has been very impressed with the 
quality of Davis agents.

 “All the agents I’ve worked with think of 
their clients first,” Brandon says.  “Davis seems 
to attract and keep agents with real charac-
ter.  I’m very proud to be working with these 
people.”

Brandon is an Annuity Marketing Executive 
for Davis.  He helps agents assess their annu-
ity business needs and recommends carriers 
with products and customer service that fit 
what the agent or agency is looking for. Then 
Brandon stays involved, helping agents with 
product selection, case comparisons, and an-
nuity sales tools and ideas. 

His career path has given him great back-
ground for this position.  After getting his 

start in the industry with a broker/dealer, 
he went inside a large insurance company 
to work in its home-office marketing de-
partment, specializing in indexed and vari-
able products.  He came to us with the prod-
uct and insider experience that makes him a 
real asset to Davis agents and our whole team.

Once an avid outdoorsman, Brandon now 
says he gets his exercise at home juggling the 
needs of two children, racing to change a 
diaper, and stretching with a Kleenex to catch 
a running nose.  He and his wife are busy 
parents.

“I enjoy my job here because I like the vari-
ety of people I work with,” he says.  “Each one 
has a different approach to their business and 
clients.  I learn something new from every one 
of them, while I’m helping them to grow their 
business.” 

Tana Buchman is the new Davis 
Life Brokerage Licensing and 
Contracting Coordinator, and 
she knows how to make those 

processes as painless as possible for you.  
“I work with agents, especially new agents, 

to get them contracted with carriers.  There 
can be a lot of paperwork involved and I 
help them work through all that and get the 
contract completed and approved,’ she says.  
“Although we pride ourselves on making this a 
paperless transaction, sometimes you have to 
chase a lot of facts, figures and paper to get it 
into the computer,” she laughs.  “It’s my job to 
make that go easier for our agents.”

“I’m a people person and I love working with 
both agents and carriers,” she says.  “It’s all 
about building relationships.  I want people to 
remember working with me and smile.”

That attitude serves her well when working 

contracts through large insurance company 
bureaucracies.  Before coming to us, she 
“began in the call center and moved to qual-
ity assurance, then into the legal department” 
for a large carrier.  “Providing good customer 
service has always been central to my jobs, 
and it’s still a key part of this one.”  

Tana has been married for 30 years and 
has two grown children.  To unwind after 
her workday, she paints — to hear her tell 
it—nearly anything.  From flower pots to fur-
niture, Tana loves to add decorative flourishes 
to ordinary objects.  We’re sure you’ll find 
working with Tana will add a flourish to your 
ordinary day, too. 



When you pull up DavisLife.com 
you can:
1. Submit the facts of a case and request some 

illustrations from our experts. 

2. Run quotes for term insurance with a couple 
clicks of the mouse.

3. Fill out and submit contracts for many carri-
ers right now.

4. Ask Davis experts underwriting questions 
and get a prompt answer, usually the same 
day.

5. Download a host of forms within minutes.

Using www.DavisLife.com can speed up 
your day.  We hope you’ll take your staff on 
a tour of our site, so they can use it to help 
you save time and money.

5Web site  
Time-savers

Davis Life Brokerage
801 Ashworth Road

West Des Moines, Iowa 50265

800-747-5612
Texas Office: 888-586-2293

www.DavisLife.com
DLB@DavisLife.com


