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“Receiving an 
award can 
be an ex-

cuse to pat yourself on the 
back and ease up.  It can 
feel like you’ve reached a 
goal so you can rest now,” 
says Trent Davis, our 
co-owner.  “But Davis Life 
uses the awards we win to 
celebrate the hard work 
of our people, then ask, 
‘What can we do to be 
even better?’”

This Spring, Davis Life 
Brokerage was the first 
company in the nation to receive the 
Legacy Cup award from Legacy, a compa-
ny that develops and markets annuity and 
life insurance products through a nation-
wide network of independent wholesalers 
and agents.  

“The Legacy Cup is awarded to the sales 
organization that consistently meets over-
all performance goals and best exempli-
fies Legacy’s values of innovation, in-
tegrity, and respect,” says Lynda Regan, 
CEO of Legacy.

“We started doing business with the 
Davis family in the 1980s,” said Regan. 
“Davis Life is noted for its integrity, new 
and innovative approaches, and its com-
mitment to superior service. The compa-
ny consistently exceeds expectations and 
we’re delighted to honor their success.”

So we are happy and excited that we 
had won.  It was a big deal for us.  We 
had a little party to celebrate . . . then got 
down to business deciding what more we 

could do to serve our customers.
This year:

•	 We’ll	run	a	sales	contest	with	a	grand	trip	
to Australia as a prize.  Every Davis agent 
will receive all the customized help he or she 
requests to compete for the prize.

•	 We’ll	promote	opportunities	to	learn	new	
sales techniques and adopt new products at 
the Road Shows that will be offered all over 
the country.  Our goal is to make that train-
ing easily available to each one of our agents.

•	 We’ll	stay	in	touch	with	our	agents	with	
personal phone calls, e-mails, and Brokerage 
News.  We want all our agents to know our 
experts are just a phone call away and that 
we’ll go the extra mile to make you  
successful.

•	 We’ll	meet	each	week	as	a	team	to	brain-
storm for new ways to make our agents 
better informed about products, better sales 
people and better compensated than they 
were last year.  

Awards give us a boost
by Trent Davis, Co-Owner 

Trent@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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Pictured left to right...Preston Pitts, Legacy President; 
Lynda Regan, Legacy CEO; Trent Davis, DLB Co-Owner:  
Craig Rodamaker, Legacy National Vice President of Sales
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Where can you earn extra 
cash and merchandise for 
your sales efforts? It seems 
as if every annuity carrier 

is running a promotion right now.  Many of 
these offers are available for only a limited 
time, so you have to be on your toes. 

What could you win?   Cash (and lots of it), 
Omaha steaks, barbeque grills, iPods, market-
ing reimbursements, leads . . . you name it. 
Give us a call NOW to find out how to qualify.

We’ve got summer road shows sales train-
ing events on the calendar as well.  The road 
shows are a great opportunity for you to learn 
new and exciting marketing techniques that 
you cannot afford to miss.  

PJ’s Picks 
by PJ Duncan, Annuity Marketing Director 

W ith all the focus on In-
dexed Life and its great 
cash accumulation poten-
tial, there are always a lot 

of questions about how to present the policy’s 
features and benefits and how to fund the 
policy.  Here are some of the answers I give to 
these common questions:
How many years do we fund?
•	 This	will	vary	based	on	several	factors.		Gener-

ally, if you are equity harvesting, (using revenue 
from large lump sum amount) I suggest spread-
ing it out over five years.  If you are just re-direct-
ing current funds, then we usually fund to the 
date when the client wants to retire.

Do I use the term blend?
•	 This	is	a	great	solution	when	you	want	to	create	

the highest potential for accumulation, but it is 
at the cost of target commissions.  The beauty 
of these products is that even without the term 
blend, they work great and you are not doing a 
disservice to your client.

Which riders do I use?
•	 These	options	will	vary	with	each	company.		

Typically, I like to include a waiver of specified 
premium (such as paying the entire premium if 
disabled) and a rider to prevent the policy from 
lapsing in the event of an over-loan situation.  

Which index options should I use?
•	 As	more	and	more	indexing	options	come	out,	

the choices can be overwhelming. I suggest learn-
ing about the options and using those you are 
comfortable with and can explain to your client.  
I can help you with your research.

Which company’s product should I chose?
•	 Most	Indexed	Life	carriers	now	have	at	least	

two different product options.  Typically, each 
product will have a particular “sweet spot” where 
it will be more effective.  I can help you figure out 
which is the best fit for your client.
If you need help learning about and present-

ing Indexed Life policies, please let me help.  
It’s my job, and my specialty. 

Designing an illustration that sells 
by Al Stockwell, MBA, FLMI, Life Marketing Director 

PJ Duncan
PJ@DavisLife.com

Al Stockwell 
Al@DavisLife.com

What could you win?
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Ways to maximize pensions (Part 2 of a 3 part series)
by Kenneth E. Lindbloom, CMFC, LUTCF 

Ken Lindbloom 
Ken@DavisLife.com

In the previous issue of Brokerage Life,  
I discussed how retirees can maximize 
the income from their pension by 
choosing the “Single Life Only” option. 

But, if the retiree has a dependant, we want to 
make sure that the dependant has income if the 
retiree predeceases the dependant.

The best way to do this is to buy a life insur-
ance policy on the retiree.  Caution: if the client 
will retire soon, the cost of a permanent life 
insurance policy can be higher than the pay out 
from the Single Life only option. 

Here are some strategies to pay for a policy 
that will pay a benefit to the dependent:

Use an asset to fund the life policy.  If the 
retiree has a CD or annuity, doesn’t need the 
income from those assets, use that revenue to 
buy a single premium life policy.

Buy the policy early.  Five to 15 years before 
retirement, advise the retiree to buy a policy and 
end the premium payments, once retirement 
begins.

Buy only the balance.  If present life insur-
ance is not marked for another use, subtract that 
amount from the balance needed and just buy 
the difference.

Buy a lower face plan and use term insur-
ance for the difference.  Keep in mind, the term 
can be cancelled or converted later. 

Buy the longest Level Term policy available.  
This is the least desirable option since the price 
increases substantially when the guarantee is 
over.

Call me and I will work through all these  
options for you and your client. 

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

July
 4 All Davis offices closed for Independence Day.
 10 – 31 Legacy Road Shows (See page 7 for exact dates and more details.) 
 23 – 25 Davis Agent Training Experience in Des Moines, IA.  
  Call to register 800-747-5612.   

August
 29 – 30 Morrow LIFE Institute in Dallas, TX.  Register at www.DavisLife.com
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Forward thinking

March 2007, Form 15986

Aviva
611 5th Ave.
Des Moines, IA  50309

Aviva Indexed Life - By the numbers:

Aviva… The Industry Leader 
in Indexed Life

Source:  The Advantage Compendium
* Companies formerly consisting of AmerUs Group  **Estimated sales 
For agent use only.

 Company 2006 Sales 2006 Market Share

1. Aviva* $126,606,913  37.4%

2. Aegon $37,291,176  11.0%

3. National Life / LSW $32,905,889  9.7%

4. American General** $31,075,000 9.2%

5. Old Mutual (F&G) $29,613,047  8.8%

6. Pacific Life $20,640,386  6.1%

7. Allianz $18,923,846  5.6%

8. Midland National $14,885,263  4.4%

9. Conseco $12,026,502 3.6%

10. Lafayette $6,811,277 2.0%

Industry Indexed Life Sales through December 31, 2006

127 Aviva indexed life sales for 2006 totaled nearly $127 million.

37 Aviva indexed life sales for the fourth quarter of 2006 totaled $37 million.

32 Fourth quarter IUL sales increased 32% over the fourth quarter 2005.

23 Number one marketer of indexed life for 23 consecutive quarters.

The numbers are in and they ring a familiar tune: Aviva is once again the leading marketer of indexed 
life!  According to the Advantage Compendium, Aviva indexed life sales totaled nearly $127 million in 
2006!
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Once again Legacy, the Davis Life 
Brokerage training support provid-
er, will be on the road bringing our 

agents wonderful sales and marketing ideas to 
take their agencies to the next level. 

This year’s focus will be:
•	 How	to	use	a	drip	marketing	campaign	to	in-

crease your sales.  Drip marketing uses a variety 
of different media to “touch” clients and pros-
pects regularly.  This system builds and main-
tains relationships and helps clients feel valued.

•	 How	to	work	with	your	clients	on	their	1040	
tax forms.  The more you understand your cli-
ent’s financial situation, the better you’ll be able 
to advise him or her on ways to use insurance  
products to gain security and peace of mind. 

•	 How	to	set	up	an	additional	5	appointments	

LEGACY ROADSHOW 

JULY DATES:
10th
Dallas, TX
San Mateo, CA
Charlotte, NC
 
11th
Houston, TX
Sacramento, CA
Pittsburgh, PA
 
12th
San Antonio, TX
Denver, CO
E. Brunswick, NJ
 
13th
Dallas, TX
 
17th
Chicago, IL
Scottsdale, AZ
 
18th
Chicago, IL
Anaheim, CA
 
19th
St. Louis, MO
Pasadena, CA
 
24th
Kansas City, KS
Nashville, TN
Tampa, FL
 
25th
Detroit, MI
Ft. Lauderdale, FL
 
26th
Cleveland, OH
 
31st
Atlanta, GA

Power up to insure a great year
every	week.	 To some extent, sales is a num-
bers game.  The more people you see, the more 
people you will sell.  Learn how to get your foot 
in the door more effectively.
All these great sales and marketing ideas 

are unbeatable reasons to plan to attend the 
Legacy Road Show nearest you.  But there’s 
more.  Legacy will be giving agents who  
attend any training 100 FREE LEADS to use 
to build business right away. 

Here’s the schedule of Road Shows.   
To register, call Tina at 800-747-5612.
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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 to Compensation 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. See Compensation 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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News for the great outdoors

Founder’s little piece of Heaven

A few years ago I invested in a resort that was then only a dream of Dr. Alfredo Lopez, MD, an outdoorsman 
and fish and eco expert in Costa Rica and Nicaragua.  That project has become one of the truly unique 
vacation getaways for nature lovers and fishermen.

The Rio Indio Adventure Lodge is located on the banks of the San Juan River and is a gateway to the 
wild, and virtually unexplored, Rio Indio-Maiz Biological Reserve in southeast Nicaragua.  It is a magical place that 
spans 640,000 acres and is the largest lowland tropical rainforest north of the Amazon.  

Mangrove estuaries, jungle waterways and lagoons, and pristine beaches on the 
Caribbean make this a truly remarkable place.  More than 600 species of birds and 200 
species of mammals live in the area.  At night you hear the howler monkeys as part of 
a calliopy of jungle sounds.  This is a beautiful, peaceful place where you can relax by 
a beautiful swimming pool, go fishing for exotic species, enjoy bird-watching at the 
lodge, take jungle boat trips through the numerous waterways and rivers, or watch the 
natives in their dugouts canoes.  Whether you like to be pamper or rough it, this resort 
will cater to your needs.

If you or one of your clients would like to learn more about this little slice of Heaven, 
visit the web site:  www.rioindiolodge.com.  I’d be happy to talk to you about my expe-
riences there.  Call Davis Life Brokerage and they’ll put us in touch.

Ron Davis
P.S. The accommodations and food are GREAT !!!

Ron Davis, founder, 
Davis Life Brokeage
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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
First Colony-GenWorth A+ Superior Life
First Penn-Pacific A+ Superior Life
ForeThought Life Assurance Company A- Excellent Annuities
GE Life A+ Superior Life
Great American Financial Resources A Excellent Annuities
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 Life
Lincoln Benefit A+ Superior Life, Annuities
Lincoln National A+ Superior Life
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
Old Mutual (Formerly F&G) A+ Superior Life, Annuities
Philadelphia American Life Insurance Company B+ Very Good Life, Annuities
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
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, Annuities

* 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.

AMR211-0906  06-406
IIC241-0906

LM-1825
CNS107-0906

A85-0906

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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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

The best way we’ve found to eliminate 
time consuming business snafus 
is to stay on top of the day-to-day 

details.  Here are some suggestions for making 
the paper work flow smoothly.

1.   Thoroughly proofread all your applications.  
Yeah, we know:  this should be a no-brainer.  
But be sure you have ALL the signatures, both 
agent and client.  It’s the most common error.

2.   Make sure all forms in an application packet 
are thoroughly completed, then submit ALL 
the pages.  For example, the entire three-page 
document must be submitted, not just the third 
page where a signature is required.  This is 
another really common error.

3.   Every ten days to two weeks, review on-line 
application packets to assure you’re not using 
out-dated forms.  Obsolete forms may have 
out-dated interest rates, caps, and participation 
rates.  Log onto www.DavisLife.com for the  
latest version to save time and embarrassment. 

4.   Keep Davis Life Brokerage (DLB) in the loop 
when you change your address or change 
banks.  We’ll keep your carriers informed and 
your electronic funds transfers purring along.  
Send changes, in writing please, to Tana at DLB 
and she will notify your contracted carriers.  

5.   When you’re writing a life insurance applica-
tion, let us know whether or not you’ve ordered 
the underwriting requirements.  We want the 
application to go quickly and smoothly, but we 
don’t want to order duplicate med exams, for 
example.  Keep us in the loop.

6.   Remind your clients that they will receive 
forms from the carrier when they surrender or 
exchange an IRS 1035.  Ask that they call you 
so you can help them fill out the form and send 
it back to the carrier.  Make this “free service”  
a benefit for working with you.  

7.   Every six months, review your Errors and 
Omissions coverage to make sure it has  
not expired.  

Oh, those pesky details


