
Qualification has begun for Davis Life & Annuity’s next producer 
incentive trip! Will you be joining us September 24, 2017 for 
six days in magnificent Quebec City? Experience unparalleled 

luxury during your stay at the landmark Fairmont Le Chateau Frontenac, 
the most photographed hotel in the world. Never have we been to a 
destination so breathtaking, so exquisite, so exciting, so... they haven’t 
even invented the adjectives yet. What is your pleasure? Would you 
rather spend the day braving the mighty St. Lawrence to salmon fish 
aboard a charter boat? Or perhaps you prefer to take in local history 
as you stroll centuries-old cobblestone streets. No other city on earth 
has this blend of adventure, sophistication, culture, and fun. The top 25 
producers will qualify. Will you be one of them?

Trip qualification period runs from December 1, 2015 - May 31, 2017.

CALL 800-747-5612 FOR DETAILS TODAY!
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PJ’s PICKS
W hew! I just got back from 

a week in the Caribbean 
for our 2016 producer 

incentive trip, and boy did we 
have a great time. I love getting 
a chance to talk with producers 
one-on-one. Even though we 
cannot take all our producers on 
these trips, we in the annuities 
department want to take a 
moment to thank all of you for 
your business and hard work. I 
talked with several of the cruise 
attendees, and they all agree that 
one of the reasons they choose 
us is our service. A big part of 
whether or not that customer says 
yes or no to a product lies in how 
the customer is treated, and we 
know that getting your annuity 
application requests processed 
in a timely and friendly manner is 
vital to our mutual success.

If you have not placed annuity 
business with Davis Life & Annuity 
yet, you are missing out on a real 
treat. Mary Grieser, our annuity 
new business coordinator, is the 
best in the business. She has an 
eagle eye for making sure all the 
t’s are crossed and i’s are dotted.  
And she has a knack for knowing 
if the suitability numbers are not 
adding up, and knows what to 
do to get you through suitability. 
She works with agents each and 
every day, teaching them how the 
particular carriers want to see 
their forms completed. I would put 
her up against any new business 

processor in the industry. Her 
diligent eff orts help get cases 
issued sooner rather than later. 
Mary is just another reason why 
you should give us a try if you 
are not already writing annuity 
business with us. And a big thank 
you goes out to those of you who 
are. Mary is an integral part of our 
annuity team, and we would be 
lost without her. 

I also wanted to talk a moment 
about referrals. We at Davis Life 
& Annuity pride ourselves on the 
delivery of accurate and timely 
information to our advisors, and 
we hope our advisors tell others 
about the dedication we have 
for them and their clients. We 
understand that not everyone is a 
natural at referrals or recruiting, 
but we have a great way to reward 
an advisor for a good agent 
referral. Ask your annuity marketer 
today about that opportunity. I will 
give you a hint, it has $$ associated 
with it! 

Again, those who have not given 
us an opportunity to show you 
what we can do, I think you are 
missing out. We have a fantastic 
team of three annuity marketers, 
a very detailed new business 
coordinator, and support staff  
that is phenomenal. If you are not 
happy with where you are at with 
your business, we should be your 
next stop. We will treat you like a 
part of the family. 

PJ BEHRENS
Director of Annuity Marketing
800.747.5612
PJ@DavisLife.com

5 TIPS 
FROM
THE TOP

1  Outsource the Small Things. 
By outsourcing small things, 
you can focus on attracting 
new clients and growing your 
business.

2   Attend a New Conference. 
Consider attending a conference 
outside your industry or in a 
new area of the country. You’ll 
make new connections and get 
perspectives you wouldn’t have 
otherwise heard. 

3   Participate Online. If you aren’t 
participating in your online 
presence, you may lose followers. 
Consider a dashboard service 
to keep up with all of your social 
media accounts in one place. 

4  Take a Course.  Truly successful 
people never stop trying to learn 
and better themselves. Find a way 
to take a course related to your 
business, whether it's a webinar, 
local networking workshop, or 
through an online education site.

5  Pursue Your Passion. 
Spend some time thinking about 
what makes you happy, whether 
it’s through your business or in 
your free time. Then set time 
aside each week for that activity.

Sources:  10 Tips to Growing Your 
Business in 2016 by  Drew Hendricks. 
Source: Inc.com. Jan 2016.
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Everyone is aware of the intrinsic value of life 
insurance and the diff erence it can make in the 
life of a family who recently lost a loved one. Life 

insurance can provide liquidity with estate taxes or 
help a small business continue on aft er the loss of a 
key employee or owner. Recently, many people have 
discovered the value of using life insurance to build up 
tax-free income for retirement planning. All of these 
reasons to buy life insurance are still valid and important 
as you speak with your clients, but now you can add 
another reason to your list as well. 

Life insurance with living benefits is not necessarily 
new, but much more focus is being placed upon these 
living benefits now than ever before. More companies 
are off ering these additional benefits, and more unique 
ways of off ering the coverage are coming out all the 
time. Generally speaking, these living benefits allow the 
insured to utilize the death benefit for Long Term Care 
(LTC) needs while still living. These plans open up a great 
new way to market life insurance to your clients.

 If you are already selling life insurance, the transition 
over to a product that off ers living benefits is easy, 
and we can show you many options. If you struggle to 

convince your clients of the value of life insurance, these 
living benefits can be the catalyst to convincing your 
clients to buy. Here are some easy ways to introduce the 
value of living benefits:

 •    It is life insurance you can use while you are alive. 

 •    It alleviates the concern of Long Term Care costs. 

 •    You are solving two concerns with one policy. 

 •    The product can replace stand-alone  LTC and 
minimize the concern that premiums will continue
to rise. 

There are many options to help expand your off erings to 
your clients, options that could just make the diff erence 
in your next sale. Call us to see which option may be the 
best for your client.

AL STOCKWELL, MBA, FLMI
Life Marketing Director

800.747.5612

Al@DavisLife.com

Sell More Life by Selling More Life

Does your IMO hate  
it when you write term?
At Davis Life & Annuity  we love term life insurance! You will too, with 
Davis Drop Ticket - our new simplified paperless term system!

Eliminate the hassle of paperwork and your printer running out of ink when heading to 
an appointment.  Submit the 10-minute, user-friendly, online application and find the 
carrier that works best for your client’s underwriting needs. 

Interested? Log onto www.Davis.DropTicket.com or call Davis Life & Annuity,
complete and return a short form, and you’re done _ It’s as simple as that!

800-747-5612

Participating Carriers: The following carriers are now available with this system with more to come!!!
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A ttention annuity agents! Even though annuities 
remain one of the best financial planning 
strategies for millions of retirees, there are 

many changes on the horizon that might cause you to 
question your dedication to solely selling annuities. 
Industry-wide, commissions are lower on annuity sales, 
and agents have to sell more products just to maintain 
their earning levels. In fact, if the Department of Labor 
gets its way, you may be forced to work with leveled 
commissions, commission disclosures, and similar rules 
and restrictions.

 If you are not currently selling life insurance, now 
is the time to look into Single Premium Life. I know 
that agents who have built a successful practice 
working with annuities may be thinking, “I do not 
sell life insurance.”  There are probably several 
reasons for skepticism, too. When I talk to annuity 
agents about their hesitation to sell life products, 
I commonly hear responses such as these:

 “ I am focused on what is working with annuities – I 
do not need life insurance.”

 “ Life insurance takes too long to write.”

 “ Underwriting is a pain – I do not 
want to deal with it.”

The aforementioned reasons are all valid arguments, 
but let me remind you that many of your annuity clients 
probably have life insurance needs that are not being 
addressed.  As a result, another agent may be selling life 
insurance to them. Not only does this cost you money in 
terms of lost commissions, but it erodes your valuable 
relationship with your clients. And do not forget that with 
suitability requirements on annuities, you already have 
to deal with underwriting – financial underwriting.

I propose that you look at a relatively new category of 
life insurance called Simplified Issue Single Premium Life 
(SPL). What is this product? It is simple:

 •    For a given amount of premium, clients get a 
fully guaranteed death benefit for life — an 
instant increase to the value of the estate!

 •    The death benefit passes 100% to their 
beneficiaries income-tax free.

 •    This product also includes guaranteed cash values, 
oft en with a return of premium. The clients cannot 
lose on cash value.

 •    It is possible to access a portion of the cash 
without surrender charges.

 •    Clients have access to portions of the death 
benefit for chronic and terminal illnesses.

 •   There are no physical exams or blood drawn.

 •    Products off er index credits with higher caps 
than annuities.

 •    Underwriting decisions occur in as little as 
48 hours!

This emerging product line provides many benefits 
for both agents and clients. Policy owners have the 
peace of mind that a portion of their assets will pass 
on to their beneficiaries, while maintaining liquidity 
in case they need to access the money themselves. 
SPL is off ered by several carriers and can be sold 
right alongside the other products you already sell, 
too.  And did I mention it pays better than annuities? 
Producers will see higher commissions and clients 
will see greater returns on their investment.

The next time a client tells you they want to pass money 
from their savings or a CD to their loved ones, show them 
a Single Premium Life product!  We have extensively 
researched carriers that off er this product line to ensure 
you have access to the most competitive products 
available.  Please call your Davis Life & Annuity marketer 
today to discuss how you can integrate Single Premium 
Life into your practice.

JON F. DAVIS, FSA
Co-Owner
800.747.5612
Jon@DavisLife.com

Simplified Issue Single Premium Life: 
The Life Insurance Even 
Annuity Agents Will Love
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We are already creeping up on summer and 
the middle of the year; where has the time 
gone? We in the annuities department at 

Davis Life & Annuity have spent our first quarter of 2016 
working diligently getting hot MYGA rates in the hands 
of producers. Now is the time to get clients set up with 
guaranteed interest rates for at least five to seven years. 
We have a few carriers that currently are off ering what we 
oft en refer to as a ‘fire sale’ on their MYGA products, and 
those rates are smokin’! 

Caps and rates on the indexed products, on the other 
hand, have been up and down. Thankfully, carriers 
have been adjusting the caps and rates as opposed to 
lowering commissions or making product changes. We 
also continue to see innovative index strategies released 
in order to draw attention to potentially higher crediting 
opportunities. But do not be fooled; these strategies are 
another layer of smoke blended with mirrors that are the 
magic of an indexed product.

Most of the time, though, if we wait until the smoke 
clears, these products are just as open to the simple 
crediting makeup of the common S&P monthly average 
as to the point-to-point and monthly point-to-point 

strategy products. Not everyone will agree with me, 
but whenever I see a new strategy unveiled, it typically 
comes with a better -than- average tagline.  At the end 
of the day, though, those masterpieces are just similar 
products with flashy packaging. Buyers beware! 

Luckily, Davis Life & Annuity is here to read the fine 
print with you on annuity products. We can help you 
determine if a strategy really will set your sales on fire, 
or if product features are just a bunch of hot air. Start by 
checking out the new HOT RATE section on our web page, 
www.davislife.com for the current best rate around. Then 
call us at 800-747-5612 to get the product information 
you need and contracting started. We will keep you 
informed of the best rates on the best products that are 
the best fit for you.

PJ BEHRENS
Director of Annuity Marketing
800.747.5612
PJ@DavisLife.com

Annuity Rates in 2016: Separating 
the Hot Rates from the Hot Air
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Can you imagine any 
better way to chase away 
those winter blahs than with 
a leisurely cruise over the ocean 
blue? Neither could we. That is why, 
on February 26, 2016, top producing 
agents, their guests, Davis Life & Annuity 
team members, and representatives 
from some of our main carriers landed in 
sunny Ft. Lauderdale, Florida to take their 
places aboard Royal Caribbean’s Oasis of the 
Seas. Their mission: spend a week having fun in 
the sun on a cruise of the Western Caribbean.

The top producers spent seven days visiting getaways 
such as exotic Labadee, Haiti; Falmouth, Jamaica; and 
Cozumel, Mexico. The cruise attendees also enjoyed 
opportunities to dine in signature restaurants with members 
of the Davis Life & Annuity team, attend special cocktail 
celebrations, and participate in an information-filled business 
meeting designed to help top producers stay at the top of their game.

Pleasant accommodations, delicious cuisine, a ship packed with activities, 
and three exciting ports of call; what more could a top producer want? 
Cruise winner Joe Finocchiaro said it best when he commented, “Most 
people would talk about what a beautiful vacation they had, sponsored by 
Davis Life. I would spend more time talking about the individual attention and 
recognition shown by Davis Life in providing me with this great opportunity.”

Cruising the Caribbean
Davis Life & Annuity 2016 Agent Incentive Trip
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Did you miss your chance to set sail? Do 
not worry. Qualification has just begun 
for our next incentive trip to exquisite 
Quebec City. Now is your chance to be 
one of 25 top producers who will join 
us on September 24, 2017 for five nights 
and six days at the beautiful Fairmont Le 
Chateau Frontenac.

Qualification runs from 
December 1, 2015 through
May 31, 2017, so call us today 
at 800-747-5612 and make 
your travel dreams come true!
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“I want to make sure I have a payout no matter how long 
I live, but cash-value insurance is a waste of money!  I just 
heard a financial expert say that I don’t need anything 
more than a basic policy. I should get the cheapest policy 
to fit my need, forget about the cash accumulation, and 
put the money I save from the diff erence in premiums in 
my IRA or other investments.”

There is some advice going around that people should not 
put money into cash accumulation life insurance such as 
Indexed Universal Life.  Instead, they should buy more basic 
policies and invest the diff erence. This advice sounded 
logical, but the more we thought about it, the more it also 
sounded too good to be true. So we ran the numbers.

The Scenario: The client stated the purpose of the 
insurance was to provide a payout for estate purposes. 
The example below shows two products providing a 
guaranteed death benefit to 120. The prospective client 
is a 60 year-old male, preferred status, requesting 
$1 million death benefit. The first product is a 
Guaranteed Universal Life (GUL) product. The second 
product listed, an indexed product (GIUL), assumes a 6% 
illustrated rate.

PRODUCT COMPARISON

$1 MM Guaranteed  Death Benefit 60/M/Preferred

Product Premium Target Cash Value @ 80

GUL $15,706.48 $15,710.00 $0.00

GIUL $16,639.09 $19,460.00 $170,903.00

Diff erence $170,903.00

An additional $933 per year of premium generates 
a 20th year cash value of over $170,000. The 
rate of return on the additional premium is over 
18%! That cash value provides a great deal of 
flexibility for the client down the road.

But what about investing the diff erence? The client 
could save nearly $1000 per year, which is a considerable 
amount.  If the client chose the GUL policy, each month 
he would save $77.72. We ran the numbers again, using 
the following formula:

 •   AMOUNT: $77.72 per month of premium savings 

 •   DURATION: invested monthly for 20 years 

 •    RATE: 8.66% APY (based off  of Stearn/
NYU 2016 report of Stock Market 
averages for the past 10 years)

 •   COMPOUNDING: 4 times per year

 •   FUTURE VALUE:  $49,415.75 

PRODUCT COMPARISON, DIFFERENCE IN PREMIUMS INVESTED

$1 MM Guaranteed  Death Benefit 60/M/Preferred

Product Premium Target Cash Value @ 80

GUL $15,706.48 $15,710.00 $49,415.75

GIUL $16,639.09 $19,460.00 $170,903.00

Diff erence $121,487.25

Even aft er taking potential investing into account, there 
is still a huge advantage to purchasing GIUL versus GUL. 

Many clients and financial advisers are probably asking 
why we did not run the scenario with a term product.  We 
did not include term in this scenario for a very important 
reason, something financial commentators constantly 
overlook: it was not in the best interest of this client. 
Our client in this scenario needed a guaranteed payout 
for estate purposes. Term insurance lapses, leaving the 
client to either procure a new policy at much higher 
premiums due to age or forego coverage altogether. The 
client wanted a guarantee, a safeguard from ever having 
to apply for insurance again. 

Aside from the benefits of cash accumulation, this 
scenario demonstrates the importance of balancing your 
clients' needs and wants when selecting products. Life 
insurance sales are not just about monthly cost, rather 
they are about overall price and non-price benefits and 
value. It is possible to have guaranteed coverage with 
cash accumulation, and your clients should be presented 
with the choice. It just makes sense!

BRIAN DAVIS,  FLMI
Life Marketing Executive
800.747.5612
Brian@DavisLife.com

The Whole Story: GUL, GIUL, and the 
Power of Cash Accumulation

SARAH ALBRACHT
Commissions/Marketing 
Assistant
800.747.5612
SarahA@DavisLife.com

Brokerage Newsletter     |     www.davislife.com 8
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REFERRAL BONUS!
FROM  Davis Life & Annuity

You Already Know the Bene  ts of Working with Us...

Access to an actuary, CLU and a strong team of in-house
     underwriters is only the beginning. You also get expertise
     in income planning, case design, index products, 
     insurance, IRAs, pensions and more.

Now, sharing these unique bene  ts with your associates
     including other agents, marketing organizations or your
     broker/dealer means great rewards. Each time your referrals
     begin doing business with Davis Life & Annuity you start
     an attractive bonus.

   What this means to you:
• 20 basis points on premium of a referred agent(s) for 3 years,
OR

• 10 basis points on premium of a referred organization (broker/dealer
or marketing organization) for 3 years.*

           Premium will be de  ned as: indexed annuity premium and 10 times target life premium. No excess or renewal life premium will
             be counted and MYGA and SPIA annuity premium will not count toward this premium.

Subject to lega  review for broker/dealers. Restrictions apply. Incentive is paid by Davis Life & Annuity. Contact Davis Life & Annuity for
complete details. For licensed agents only. Not to be used for consumer solicitation purposes.

800.747.5612 | DLB@DAVISLIFE.COM



Attention all $2 million annuity producers!  Have 
you ever ignored an opportunity to increase your 
sales, only to regret it later on? I have been in the 

annuities business for over 15 years, and I have been 
there myself.  Nothing is more frustrating to a producer 
than knowing your sales are not what they could be, yet 
not knowing how to grow your sales to get to that next 
level of excellence. That is why, as soon as I found out 
about Davis Life & Annuity’s latest training opportunity, I 
knew I had to spread the word.

Davis Life & Annuity is inviting you to an exciting 
opportunity to roll up your sleeves with one of the 
industry’s leading authors and economists: Tom Hegna!  
Qualifying agents will be flown to beautiful Northern 
California for this amazing training event. Imagine getting 
to spend a day-and-a-half learning how to use your 
own experiences to better connect with your clients. 
Learn how to create a sense of urgency for your clients 
without sounding pushy. Tom will also teach you how to 

overcome even the toughest rebuttals, and you even get 
a copy of his book “Don’t Worry, Retire Happy.”

I recently celebrated my 4th anniversary with Davis Life 
& Annuity, and I love helping my clients grow their books 
of business. That is why I jumped at the chance to tell you 
all about this great event. There are a limited number of 
seats available, and we want as many of our agents as 
possible to attend.  Call the annuity department today at 
800-747-5612 to find out how you can qualify for this life-
changing training event.

JAMIE PETERSON
Annuity Marketing Executive
800.747.5612
Jamie@DavisLife.com

The newest member of the team, 
hired in January of 2016, is Life New 
Business Case Manager Karolyn 

Davis. Karolyn has more than 20 years 
of experience in the insurance industry, 
specializing in life insurance. She has 
worked for independent agents of major 
carriers, and that experience gave her 
in-depth knowledge of the inner workings 
of case placement. She is extremely 
proactive when it comes to researching 
case documentation and preventing 
placement issues. Her resourcefulness 

and eff iciency have made her a valuable 
asset to the Life New Business team.

Karolyn currently makes her home in 
Altoona, Iowa with her husband Randy. 
When she is not hard at work at Davis 
Life & Annuity, she enjoys visiting her 
family and walking her dog. Karolyn is 
a cooking aficionado, especially Italian 
cuisine. She has a great time working in 
her flower garden when time allows, is an 
avid men’s golf fan, and is always up for 
watching a NASCAR race. 

Want to See Your Sales Soar? 
Davis Life & Annuity and Tom 
Hegna Can Show You How!

Meet Karolyn Davis

Brokerage Newsletter     |     www.davislife.com 10
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Y Fi i l S i P t F Lif d A iti !

Home Offi  ce: 800-747-5612  |  dlb@DavisLife.com  |  www.DavisLife.com
If you are in need of a company you don’t fi nd on the list, please contact us.

We are contracted with several companies that don’t appear.

CARRIER  A.M. BEST RATING*  PRODUCTS

Accordia Life and Annuity Company ........................................................................................A- Excellent ...........................................................................Life
Allianz Life and Annuity Company ............................................................................................A    ..........................................................................Life, Annuities
American Equity Investment Life Company  .........................................................................A-  Excellent  ..........................................................................Annuities
American General Life Insurance Company  .........................................................................A  Excellent  ..........................................................................Life, Annuities
American National Insurance Company  ................................................................................A  Excellent  ..........................................................................Life, Annuities
Americo Financial Life and Annuity Company .....................................................................A  Excellent ...........................................................................Annuities
Assurity Life Insurance Company  .............................................................................................A-  Excellent  ..........................................................................Life
Athene Annuity and Life Company ..........................................................................................     ..........................................................................Annuities
Axa Equitable Life Insurance Company ...................................................................................A+ Superior ............................................................................Life
Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life
Equitrust Life Insurance Company  ...........................................................................................B++  Good  .................................................................................Life, Annuities
Fidelity & Guarantee Life Insurance Company ......................................................................B++  Good ..................................................................................Annuities
Foresters .............................................................................................................................................A Excellent ...........................................................................Life, Final Expense
Great American Life Insurance Company  ..............................................................................A  Excellent  ..........................................................................Annuities
Guggenheim Life and Annuity Company ...............................................................................B++ Good ..................................................................................Annuities
John Hancock Life Insurance Company USA  ........................................................................A+  Superior  ...........................................................................Life
Lafayette Life Insurance Company ............................................................................................A+ Superior ............................................................................Life
Liberty Bankers Life Insurance Company ...............................................................................B Good ..................................................................................Annuities
Life Insurance Company of the Southwest ............................................................................A  Excellent  ..........................................................................Life, Annuities
Lincoln Life & Annuity Company ...............................................................................................A+  Superior  ...........................................................................Annuities
Lincoln National Life Insurance Company ..............................................................................A+  Superior  ...........................................................................Life
Metropolitan Life Insurance Company ....................................................................................A+ Superior ............................................................................Life
Minnesota Life Insurance Company .........................................................................................A+ Superior ............................................................................Life
Mutual of Omaha Insurance Company  ..................................................................................A+  Superior  ...........................................................................Life, Annuities
National Western Life Insurance Company ............................................................................A  Excellent ...........................................................................Life, Annuities
Nationwide Life Insurance Company .......................................................................................A+ Superior ............................................................................Life
New York Life Insurance Company ............................................................................................A++ Superior ............................................................................Life
North American Company for Life & Health ..........................................................................A+  Superior ............................................................................Life, Annuities
Phoenix Life and Annuity Company .........................................................................................B Good ..................................................................................Annuities
Principal Life Insurance Company .............................................................................................A+  Superior  ...........................................................................Life, Annuities
Protective Life Insurance Company ..........................................................................................A+  Superior ............................................................................Life
Prudential Insurance Company of America  ..........................................................................A+  Superior  ...........................................................................Life
Sagicor Life Insurance Company ...............................................................................................A- Excellent ...........................................................................Life, Annuities
Savings Bank Life Insurance Company of MA .......................................................................A+ Superior ............................................................................Life
Standard Life Insurance Company ............................................................................................A  Excellent  ..........................................................................Annuities
Symetra Life Insurance Company ..............................................................................................A Excellent ...........................................................................Life
Transamerica Life Insurance Company ....................................................................................A+  Superior  ...........................................................................Life
Unity Financial Life Insurance Company .................................................................................B++ Good ..................................................................................Funeral Trust
Voya Financial ...................................................................................................................................A Excellent ...........................................................................Life, Annuities

* All ratings refl ect Financial Strength and are current as of 201 . A.M. Best ratings for insurers’ fi nancial 
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 fi nancial strength. 201  edition.

FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 
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What’s Inside

THERE ARE MORE SOLUTIONS TO EXPANDING YOUR PRACTICE INSIDE!

Telephone: 800-747-5612

Website: DavisLife.com  

E-mail contact: dlb@DavisLife.com  

Headquarters: 3737 Woodland Ave • Suite 600
 West Des Moines, IA 50266-1934

 Learn More With Your Phone
  Snap this QR code with your mobile 
phone to arrive at our website.  New 
model phones come with QR readers. 
If yours didn’t, go to the app store 
and search “QR READER.”

SPRING EDITION 2016
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