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be great to 
consistently 

work with millionaires?  
Davis Life Brokerage 
can provide you with 
a lead source to these 
individuals, PLUS a 
complete marketing and sales package 
that will grow your practice.  We are very 
proud to announce that we have designed 
what many advisors consider “the package 
that has it all.”  The Business Owner 
Marketing System (BOMS) is a complete 
marketing package that will bring about a 
radical change to your business practices.

We will assist you on how to get in 
front of potentially thousands of wealthy, 
underserved, small business owners who 
gross sales from $1,000,000 to more than 
$25,000,000.  BOMS is so inclusive it will 
make other marketing systems appear 
totally obsolete.  With BOMS, you will 
have access to customized, professionally 
designed estate analysis which includes 
attorney-reviewed documents.  Your 
clients will receive a bound, customized 
proposal with plan design, federal tax 
law review and appropriate product 
recommendations specific to your client’s 
situation.  Not only do you receive all of 
that, we will also train you to make an 
intelligent presentation and gain a client 
for life.   

 
(Continued on page 13.)

Introducing the Greatest Opportunity 
in the Financial Services Industry!

The Davis Life Brokerage “Business Owner Marketing System”
By: Trent A. Davis, Co-Owner

Here is a look at just a few of the  
planning tools you will have access to:
•	 Access	to	Lists	of	Qualified	Prospects	in	

Specific	Areas
•	 Annuity	Expertise
•	 Business	Exit	Planning
•	 Business	Planning	Techniques
•	 Business	Prospect	Industry	Information
•	 Business	Valuation
•	 Charitable	Giving	Techniques
•	 Client	Credibility
•	 Deferred	Compensation
•	 Employee	Income	Planning	Workshops
•	 Estate	Analysis
•	 Executive	Bonus	Plans
•	 Highly	Rated	Insurance	Companies
•	 Income	Planning	Expertise
•	 In-House	Actuary
•	 In-House	Underwriter
•	 IRAs	and	Stretch	IRAs
•	 Key	Person,	Buy-Sell,	and	Cross	Purchase	Life
•	 Legal	Review
•	 Life	Settlement	Experience
•	 Member	of	Advantage	Insurance	Network	

(AIN)
•	 Pension	Plans
•	 Policy	Auditing
•	 Premium	Financing
•	 Professional	Case	Design
•	 Qualified	Plan	Roll-Over	Information
•	 Tax	Return	Analysis
•	 Technical	Document	Summaries
•	 Top	Compensation
•	 Training	for	Agents
•	 Trust	and	Will	Review
•	 Turn-Key	Pension	Program
•	 Turn-Key	Seminar
•	 Plus	so	much	MORE!
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May 2008, Form 62183

Sources: Illustration Software, Compulife, and Full Disclosure.  Believed to be accurate as of 4/10/08.
* As reported in the LIMRA International 2007 U.S. Individual Life Insurance Sales Survey and Supplement to Life Sales Survey

Indianapolis Life Insurance Company
9200 Keystone Crossing
Suite 800
Indianapolis, IN 46240
www.avivausa.com

Aviva vs. the Top 10 Sellers 
of no-lapse guarantee UL*

Vista Advantage II offers lower premiums than each of the top 10 
sellers of no-lapse guarantee universal life. These companies collectively 
represent 77 percent of the no-lapse universal life market, and Aviva 
beats them at ages 35, 45 and 55:

$250,000 Lifetime Guaranteed Death Benefit; Male, Best non-tobacco class;   
 Level pay premium
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With the unique Wellness for Life Rider, Aviva offers the potential for even 
lower NLG premiums in future years.**

Choose the policy that beats the competition:      
Vista Advantage II with the No-Lapse Guarantee Rider.

** The policyholder is eligible to receive Wellness Rewards based on the insured’s completion of the qualification criteria. The Wellness   
 Rewards are COI reductions, and are applied as premiums toward the guaranteed death benefit, beginning in the third policy   
 year based in part on the company’s expectation of future mortality  improvement. The COI reductions will be declared by the   
 company on a discretionary basis. 

 Products issued by and all policy benefits are the responsibility of Indianapolis Life Insurance Company, Indianapolis IN.
 Product availability may vary by state.

 For agent use only. Policy Form 3EDB08, 3NLEDB08 and 3WFLAJ07

 

 Aviva  Advantage II IUL $1,078 1 $1,638 1 $2,725 1

 AIG-American General ContinUL Extend 2007 $1,170 3 $1,825 3 $2,858 5 

 Hartford Financial Advanced UL $1,410 9 $1,980 9 $2,853 4 

 ING Life (SLD) GDBUL II $1,220 6 $1,881 7 $2,886 6 

 John Hancock Life Protection UL-G 07 $1,449 11 $2,063 11 $2,823 3 

 Lincoln Benefit (Allstate) Legacy Secure (2007) $1,440 10 $2,021 10 $3,040 11 

 Lincoln National Life LifeGuaranteee UL $1,207 5 $1,840 4 $2,973 10

 MassMutual Financial UL Guard 2 $1,175 4 $1,875 6 $2,900 7 

 MetLife Companies Guarantee Advantage UL  $1,371 8 $1,960 8 $2,960 9

 Sun Life of Canada Universal Protector (LP3) $1,250 7 $1,865 5 $2,916 8

 Transamerica (Aegon) TransACE $1,098 2 $1,759 2 $2,762 2

Company   
 

UL Product  Age 35 Age 45 Age 55 
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ATTENTION AGENTS whose 
clients are junior partners in 
a family business operation. 
If the owner or senior partner 

died today, could the survivors afford to keep 
the business running?

If you are not certain and your client doesn’t 
want siblings as partners, start looking at 
some alternatives.

Life Insurance the junior partner owns on 
dad or mom is a good alternative.  We realize 
mentioning life insurance to a small business 
owner is about as welcome as hailstones in 
July.  But, unless the son or daughter in the 
business has a tall pile of cash to buy out the 
other heirs, it may be the logical choice.

Consider this scenario.  There are three 
children and one son is working with Dad 
and Mom in a farming operation.  Dad and 
Mom own 400 acres of land worth $4,500 per 
acre and other farm assets (farm machinery, 
livestock and equipment) worth $300,000 for 
a total of $2.1 million.  To keep it simple, let’s 
also assume they are debt free.

Dad and Mom both die and the children 
visit the lawyer.  He reads the will and explains 
that each child now owns one-third of the 
assets.  The non-farming heirs are agreeable to 
selling their shares to the farming son for $1.4 
million with equal payments over 20 years at 
6% interest.

With few assets of his own, the farming son 
has two choices:  he can buy out the other 
children, or walk away with his one-third 

interest.  For the first time he starts to figure 
out the economics of his alternatives.

To do the buyout, his annual payment will 
be approximately $84,000 per year and he 
would pay more than $3 million over 20 years.  
He is also saddled with a lot of risk being 
leveraged about 67%.  He probably won’t be 
able to generate a very high standard of living 
for the next 20 years.

But, if he owned $1.4 life insurance policy on 
his parents, he would not have to borrow any 
money to continue the family business.  The 
annual payment for life insurance would be 
approximately $45,000 per year for 20 years or 
a total of $900,000.   His parents might even 
be willing to subsidize the premiums so that 
all their children are treated fairly (realizing 
that fair treatment is not always equal).  

A life insurance plan would save the son 
approximately $2 million and each child 
would still have received a fair amount of 
the estate.  Pencil it out for your clients.  The 
figures may vary according to the number of 
children in the business and the number out 
of the business.   

Bottom line:  If the farming child wants to 
own the family farming business, he or she 
should make sure there is a written agreement 
setting the buyout arrangement at the parents’ 
death, and buy life insurance on one or both 
of the parents in the business. This assures 
the business and the farm continues in the 
family and the children not in the business are 
treated fairly. 

If the Senior Partner died tonight . . .?
by Ann Lewis, CLU, Life Account Executive

Ann Lewis 
Ann@DavisLife.com

M E E T  A N N  L E W I S

Ann Lewis is our newest Davis 
Life team member.  “My job here 
is to help agents expand their 
business by developing cases 

and presenting their clients with options for 
business planning and continuation, estate 
planning, and charitable gift planning,” Ann 

says.  She’s a chartered life underwriter (CLU) 
with more than 30 years experience selling 
life products and managing life agents for 
Lincoln Financial Group and the Farm Bureau 
of Iowa.  Ann can help you with fact finding 
and case building so you can present the best 
possible products to your clients.

Call Ann with  
your questions  

or cases for your  
business clients.

800-747-5612 
Ann@DavisLife.com



Diversifi cation is key to surviving rough economic times, before and during retirement, and the 

NEW PremierMark® SE Series delivers some of the most DYNAMIC DIVERSIFICATION options available. 

No matter what the economy does, PremierMark® SE has your clients covered.

PremierMark® SE Series fl exible premium deferred fi xed index annuities are issued by Investors Insurance Corporation, Wilmington, DE, a member of SCOR Global Life; products are distributed by Legacy Marketing 
Group®. Products, features, and rider may not be available in all jurisdictions. Refer to contract, Earnings Rate Update, sales guide, and State Approval Matrix for details.
“Standard & Poor’s®”, “S&P®”, “S&P 500®”, “Standard & Poor’s 500” and “500” are trademarks of The McGraw-Hill Companies, Inc. and have been licensed for use by Investors Insurance Corporation. The Product 
is not sponsored, endorsed, sold or promoted by Standard & Poor’s and Standard & Poor’s makes no representation regarding the advisability of purchasing the Product.
The Nasdaq-100®, Nasdaq-100 Index®, and Nasdaq® are trade or service marks of the Nasdaq Stock Market, Inc. (which with its affi liates are the Corporations) and are licensed for use by Investors Insurance 
Corporation. The product(s) have not been passed on by the Corporations as to their legality or suitability. The product(s) are not issued, endorsed, sold, or promoted by the Corporations. THE CORPORATIONS 
MAKE NO WARRANTIES AND BEAR NO LIABILITY WITH RESPECT TO THE PRODUCT(S).
The Dow Jones EURO STOXX 50® is the intellectual property (including registered trademarks) of STOXX Limited, Zurich, Switzerland and/or Dow Jones & Company, Inc., a Delaware corporation, New York, USA, 
(the “Licensors”), which is used under license. The insurance (annuity) product(s) based on the Index are in no way sponsored, endorsed, sold or promoted by the Licensors and neither of the Licensors shall have 
any liability with respect thereto.
FOR BROKER USE ONLY. Not for public use.

 * Attained ages 0-75. Refer to Compensation Schedule for details.

 ** Rate effective May 5, 2008, and subject to change. Rate shown for No Bonus product.
 IC1656F0408_Davis   IIC802-0408

A TALE OF TWO CITIES

Q 2009Q 2009

And an optional 7% premium bonus vests day one dollar one! 

Add diversity to your annuity portfolio. You need this product!

Offers true diversity by blending the S&P 
500®, NASDAQ-100®, and DOW JONES 
EURO STOXX 50®, one of Europe’s leading 
blue chip indices. The best-performing 
index is weighted highest!

CURRENT SPREAD 4.50%.**

Perhaps the only commodity 
strategy on a fi xed annuity. 
A good strategy in times of 
economic uncertainty.

CURRENT CAP 9.25%.**

NEW 120% PARTICIPATION RATE 
responds to a market of intermediate 
returns. Provides greater opportunity 
to reach the cap.

CURRENT CAP 8%.**

PremierMark® SE Series

P

EVER-CHANGING MARKET!

BLENDED INDEX 
Strategy 

GOLD
Strategy 

S&P 500® POINT-TO-POINT
Strategy 

GA-LEVEL COMP!
8%

either product version!*
GA-LEVEL COMP!

8%

either product version!*
GA-LEVEL COMP!

8%

either product version!*
GA-LEVEL COMP!

8%

either product version!*

Davis Life Brokerage
Home Offi ce: 800-747-5612
Texas Offi ce: 888-586-2293
dlb@DavisLife.com
www.DavisLife.com
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Al Stockwell
Al@DavisLife.com

When I talk with new agents 
and tell them Davis Life 
has an underwriting 
department to help them 

place their cases, they often respond, “Well, my 
current IMO has an underwriter or medical 
director too.”  

Then I ask them how accessible that 
underwriter is.  Have they ever spoken to 
him?  Has that underwriter ever called the 
insurance company on their behalf?   Has that 
underwriter ever written an extensive cover 
letter for the agent?  Having an underwriter 
on staff and having an underwriter who really 
works with you seem to be two different things.

When it comes to getting your client 
approved with the best offer possible, 
accessibility and performance can make 
all the difference in the world.  When you 
have an underwriter standing by to examine 

A personal underwriter makes a difference
By Al Stockwell, MBA, FLMI

There are many variations for 
Lifetime Income Riders for your 
clients.  Let Rena Ramirez and 
me do the sorting for you.  

 Often rider mechanics are fairly 
similar but there are a few products being 
advertised with embedded language that may 
not favor your client’s situation.  Charges for 
these riders are ranging from a tenth- to a 
half-percent, depending on the minimum 
guarantee the client is paying for.  And there 
are still some riders that carry no charge while 
offering a good minimum guarantee.  We’ll 
explore all options when researching what 
might be best for your client. 

 Some agents can confuse these rider 
accumulation guarantees with contractual 
minimum guarantees.  Keep in mind that on 
an annuity that offers an income guarantee, 
the contract will maintain multiple guarantees 
— Guaranteed Minimum Account Value, 

Choosing Lifetime Income Riders
by PJ Duncan, Director of Annuity Marketing 

PJ Duncan
PJ@DavisLife.com

Guaranteed Minimum Death Benefit Value, 
Guaranteed Minimum Income Account 
Value — just to name a few.  The names for 
the different values may vary by company.  
Most importantly, the Income Account Value 
guarantees will range from 4% to 8%, again 
with charges from one tenth- to a half-percent, 
if applicable.  In most cases these charges do 
not stop when the Income Rider is activated. 
When an income rider is activated, the 
minimum guarantees cease to accumulate, 
but the charges continue to be charged against 
the contract value. 

 As Davis Life professionals, we are 
available to help you weigh all options based 
upon your clients’ situations.  Please call Rena 
(888-586-2293) or me (800-747-5612), and 
we’ll help you understand and consider the 
different products and options to come up 
with the best solution to your clients’ needs.  

the medical records, talk with you and the 
company, and push for approval, more of your 
cases will be placed.   Your clients will be happy 
and you’ll make more money.  Our underwriter, 
Bob Pedigo, consistently outperforms other 
competitors’ underwriters.  With over 30 years 
of experience and solid personal relationships 
with the carriers we use, Bob has the 
knowledge and contacts to get big cases placed.
So, how can you get Bob working for you?  It’s 
as simple as giving Davis Life a call to discuss 
your case.  We’ll coach you about the questions 
to ask your client and provide questionnaires if 
needed.  We’ll also give you the HIPPA forms 
you need to get medical records, then have Bob 
get to work on your case.  There is no haircut 
to you on these cases, so if you’re working on 
a nice case that has the potential to have some 
issues, it just makes sense to let Bob and the 
Davis crew help you out.  
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For more information, please 
contact us today at:

Agent Name
Agency Name

Telephone
Street Address
City, State ZIP

Email

Good drivers save on car insurance. 
Why shoudn’t achieving a healthy 
lifestyle help you save on life 
insurance in the future?

Aviva’s NEW Wellness for Life program is a 
unique rider to your life insurance policy that’s 
designed to help you realize the benefits of 
living a healthy lifestyle. Now, when you purchase 
life insurance through Aviva, you can elect to add the 
rider and take advantage of services from May Clinic 
Health Solutions that may help maintain or improve 
your health!

PLUS - With Wellness for Life 
Rewards, you may be eligible to 
receive percentage reductions in the 
cost of your insurance rates!

&
wellness 
    for life

      LIVE LONGER, FEEL BETTER 

         SAVE

For more information, please contact  
us today at:

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



3rd Quarter 2008    Davis Life Brokerage ~ 800-747-5612 Brokerage News – 7

When it comes to a product that 
can be used in a variety of 
manners, I think you would be 
hard pressed to find something 

as flexible as life insurance.  Everyone knows about 
the protection it can provide young families from 
the loss of a parent and how it can be used to offset 
estate taxes, but there is so much more.  As the 
economy slows, some of your clients may need to be 
reminded about the variety of ways life insurance 
can provide future financial security for them.

Look at the following examples of how we used 
life insurance over the last month to creatively solve 
problems for clients:
•	70 year old male had a $175,000 CD he wasn’t 

going to touch.  After a visit with his agent, he 
used it to buy $395,000 in life insurance with a 
paid up death benefit and with access to $8,000 
for monthly LTC.  The agent made a little over 
$20,000 in commissions.

•	65 year old female was looking for 
LTC insurance.  For the same 
premium she would have paid for 
just the LTC, she was able to pick 
up $250,000 of guaranteed life 

insurance with access to the death benefit, and 
the same LTC benefit.

•	45 year old male was planning to put $4,000 
annually into a Roth IRA.  I showed him how that 
$4,000, put into an Indexed UL policy, would, 
provide a death benefit plus more flexibility, less 
risk and great cash flow at retirement.

•	50 year old male was deferring 15% of his income 
into his company’s 401(k) plan.  By backing that 
amount down to 6% and using the rest to fund an 
Indexed UL plan, he got more flexibility, a death 
benefit and TAX FREE cash flow at 65.

•	Mother and father who were planning to put 
$5000 annually into a 529 college plan for their 
kids.  Using IUL to fund life insurance on the 
parents provided a death benefit, more flexibility 
with fewer restrictions and less possibility of 
volatility.

•		72 year old male had large estate and estate 
planning problems.  He was asset rich but 

cash poor and needed to purchase life 
insurance.  Premium Financing was 
the answer to his problems.  
Call me at 800-747-5612 and I’ll help 
find the right solution for your client.

Life insurance = ultimate flexibility
By Al Stockwell, MBA, FLMI

Al Stockwell
Al@DavisLife.com
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No other financial vehicle is as 
effective as life insurance to help 
protect against the financial 

strain premature death.  For clients who are 
financially successful, wealth transfer planning 
that includes life insurance is a critical step 
in preserving wealth.  Yet many clients can 
be reluctant to use current working capital or 
cash flow for premium payments.  Your clients 
may not want to liquidate high performing 
assets, or have the funds currently available 
to pay the premiums for the best planning.  
Premium financing can be helpful in 
overcoming these types of planning obstacles.  

Innovative Premium Financing arrange-
ments are designed to leverage insurance 
premium dollars while providing the needed 
insurance coverage at a more economical 
cost.  An Irrevocable Life Insurance Trust 
(ILIT) or other entity typically owns 
the life insurance policy.  Instead of the 
policy owner paying cash to fund a life 
insurance policy, a bank lends the client 
the money.  Typically, the bank is later 
repaid from the policy death benefitor 
cash value.  This can allow your client 
to acquire a life insurance policy he or 
she needs to transfer of larger portion of 
wealth for a fraction of the cost of paying 
the premiums out of pocket.  Below is 
an example of the typical setup for a 
premium financing case. 

Premium Financing
 By Ryan Hughbanks , and Al Stockwell, MBA, FLMI 

Candidates Profile for 
Premium Financing 
Here are some parameters for those who would
qualify for such a plan:
• Age – 55 and older 
• Has an estate of $5 million or more*
• Has the net worth to pay for life insurance, but 

may be illiquid or have assets that are currently 
earning more than the potential loan interest rate 

• Has short-term cash flow issues that will be 
resolved later, such as start up company or the 
planned liquidation of an asset at a later time

• Premium requirement of $100,000 or more
• Must be medically insurable
• Has a need for life insurance
*There are other programs available for clients that 

have a net worth of $2.5 million or more.

Ryan Hughbanks
Ryan@DavisLife.com

Al Stockwell
Al@DavisLife.com

INSURED

IUT pledges  
life insurance surrender 
cash value as collateral

Insurer issues life policy to Trust

Premium paid to Insurer

If required, the insured will
deliver a Letter of Credit to
Lender for any additional
collateral needs

Insured pays interest on financed loanINSURER
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Benefits of  
Premium Financing
Premium Financing may help your clients to:
• Minimize gift taxes 
• Fund a large life insurance need at a low interest 

cost without affecting current cash flow or 
requiring taxable liquidation of assets 

• Transfer wealth without giving up control of 
invested assets 

• Utilize a potentially tax-efficient alternative to 
split dollar

• Little or no impact on current investment 
portfolio

• Provide liquidity in a large illiquid estate 

Plan Designs
There are at least two variables involved in 

the policy design of premium financing cases.  
These choices will be affected by:  the age of 
the client, net worth, cash flow, and policy cash 
values.  

• Interest Payments – The client can choose to 
accrue the interest and not pay the interest on the 
loan.  In this case, the annual interest due is added 
to the loan principal and paid out of the policy 
death benefit at the insured’s death.  The amount 
of the loan will be greater.  

Or the client can pay the interest of the loan 
with his or her own funds.  Then the loan is for 
only the amount of the premiums to be paid.  

• Exit Strategies –The client can pay off the 
loan himself or herself, pay off the loan from 
the policy cash values, or pay it off at death 
from the death benefit.

At Davis Life Brokerage, we can help 
you and your clients to determine the 
best possible plan design and help you 
place your case.  We have the expertise, 
carriers and products to match your 
client’s needs.  Please give us a call if you 
have any questions or if you have clients 
could benefit from premium financing.  

LENDER

Policy proceeds are
used to payback the
remaining loan
balance and the 
beneficiaries 
receive the balance

Bank issues
financing to fund
the Universal Life Policy

IUT pledges  
life insurance surrender 
cash value as collateral

Insurer issues life policy to Trust

Premium paid to Insurer

If required, the insured will
deliver a Letter of Credit to
Lender for any additional
collateral needs

IUT applies
for the loan

Insured pays interest on financed loan TRUST
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Offer your clients an 
index crediting account with: 

No Cap!* 
100% Participation! 

No Spread! 
S&P 500® 2-Year Monthly Average Cap Index Account 

Available on most EquiTrust Life Index Annuities. 

*The Index Cap may change every two years, subject to a 12% minimum. 
“S&P 500®” is a trademark of The McGraw-Hill Companies, Inc., and has been licensed for use by EquiTrust Life Insurance Company. 
This product is not sponsored, endorsed, sold or promoted by Standard & Poor’s, and Standard & Poor’s makes no representation 
regarding the advisability of purchasing this product. The S&P 500® Index does not include dividends. 
Historical performance of the S&P 500® Index should not be considered a representation of current or future performance of the Index or of 
your Annuity. 
The Cap shown above reflect the current Cap in effect on February 25, 2008. Caps are subject to change.  
Each example shown assumes $100,000 initial premium, with no withdrawals. 
Contract Form Series ET-EIA-2000(02-05) and Certificate Form Series ET-EIA-2000C(02-05).   
EquiTrust Life Insurance Company, West Des Moines, IA. 
AC08-ET-EIA-1053 (3-08) 

$70,000

$80,000
$90,000

$100,000
$110,000

$120,000
$130,000

$140,000
$150,000

$160,000
$170,000

$180,000
$190,000

$200,000

1998 1999 2000 2001 2002 2003 2004 2005 2006 2007

$150,121

$183,061

$100,000

S&P 500® Index

Hypothetical comparison of annual values for indexed accounts to the S&P 500
®

assuming a 10/1/1998 issue date and 10/1 contract anniversaries for MarketValue Index
®
.

MarketValue 2-Year Average 
Cap Index Account with No Cap

Minimum
Accumulation Value 
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High adventure in Sydney
If you are one of the top 25 performing 

Davis Agents who has qualified by the 
end of 2008, you could be joining us for a 
fabulous week in Sydney, Australia March 
6 – 11, 2009.  The trip includes airfare, deluxe 
accommodations and fine food — and the 
opportunity to experience one of the most 
beautiful cities in the world.  While you’re 
there, you may want to consider the ultimate 
Sydney experience:  climbing the Sydney 
Harbor Bridge.

There are two three-and-a-half hour climbs 
available for those boldly venturesome.

The Bridge Climb
This adventurous, but accessible climb is 

the most sought after Sydney experience.  
You walk along the upper span of the arch on 
catwalks and ladders all the way to summit, 
440-feet above the harbor.  It’s a steady incline 
but your reward is 360-degree view of the 
ocean to the east, the mountains to the west 
and city below.  When you reach the top you 
will have conquered the Australian icon and 
be standing at the top of the world.

Until October, 1998 this climb was not open 
to the public, but today you can sign up for a 
tour at dawn, during the day, at sunset or at 

night.  
The Discovery Climb

This is a newly added climb takes you inside 
the workings of the Sydney Harbor Bridge, for 
a behind-the-scenes look. You will be led up 
to the summit on the suspension arch of the 
Bridge, winding around structural elements 
and climbing the steep staircases that join the 
two arches. 

As you climb through the Bridge, you’ll 
touch its raw steel and rivets and climb stairs 
and catwalks never previously opened to the 
public, a tangle of hatchways and steel girders 
suspended above the traffic.  Along the way, 
a Climb Leader will share the Bridge’s rich 
history, leaving you in awe of this incredible 
feat of engineering.

For information about  
qualifying for the trip,  
call 800-747-5612.

First Official Wedding 
on the Harbor Bridge 
Summit

On Tuesday, June 3, 2008, 
“BridgeClimb Sydney” 
celebrated the first official 
wedding ceremony on the 
Sydney Harbor Bridge .
Stephen Tierney and Claire 
Tullan, from the UK, were 
married on the summit of 
this world famous bridge .   
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Life Settlements  
— Facts you need to know

Jon Davis
Jon@DavisLife.com

Work with  
clients to find 

new ways to 
protect their 

wealth.

Many unneeded or unaffordable life policies on clients 70- years old or older may 

be worth more than their cash value.

 Many of these clients have universal life or convertible term policies that 

are expiring and could be worth thousands of dollars.  Work with these clients to find new 

insurance and other financial instruments as ways to protect that wealth.  Businesses holding 

key man or buy/sell policies that are no longer needed because the business sold or the employee 

retired also offer great potential for the sale of new, more current products.

 Davis Life Brokerage can help you shop your client’s policies to dozens of potential 

institutional buyers to get you the best deal for your client and a great commission for yourself.  

Please call Jon Davis at 800-747-5612 to learn more or find out if your client’s policy may be a 

candidate for a sale.

The Facts of Life Settlements
4 Many unneeded or costly life insurance policies can be sold 

for more than their cash value.
4 A client looking to 1035 their policy may also benefit from a 

life settlement.
4 Convertible term and Universal Life are the best candidates 

for a life settlement.
4 The life expectancy of the client generally needs to be less 

than 15 years
4 The policy must be at least two years old to be eligible.
4 Davis Life Brokerage works with all major institutional 

funders to get your client the best possible offer.

CASE STUDY:
Clients: Male 84 years old, and Female 82 years old

Policy: Survivorship UL wih a $2.5 million face value with an annual premium of $98.000

Reason: Expense of premiums, as well as coverage no longer needed

OFFER: $710,000!
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What is even more exciting is 
that this program has the best 
referrals we have ever seen.  

You will have Attorneys, CPAs, Property 
Casualty Agents, Group Major Medical 
Agents, Worksite Agents, Business Brokers, 
Associations and just about any other business 
person recommending you as the quarterback 
for any business owner’s financial needs.

We are looking to pilot this program with 
a select group of advisors.  If you produced a 
minimum of $250,000 in annuity and/or life 
insurance commissions over the last year or 
if you have the work ethic and drive to reach 
that level, we would like to consider you for 

this program.
Stop spending your hard-earned dollars 

on marketing systems and programs that are 
headed for extinction. Partner with Davis 
Life Brokerage in what could prove to be the 
greatest opportunity in the financial services 
industry.  Our experienced and professional 
marketing team is available to talk to you 
personally: 
Home Office Marketing Team ....800-747-5612
Texas Marketing Team ................888-586-2293

If you would prefer, you are welcome to send 
a note to dlb@DavisLife.com  
or visit www.DavisLife.com/BOMS  
for more information.  

The Davis Life Brokerage  
“Business Owner Marketing System”

(Continued from page 1)

Trent Davis
Trent@DavisLife.com

Will you be 
working with the 

wealthy  
or will your  

competition?
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Indexed Universal Life is one of the 
fastest growing products in life 
insurance history. Today’s generation 

of Indexed Universal Life products have the 
potential for greater interest crediting than 
a more traditional policy and more safety 
than variable products. Some of the features 
that today’s Indexed Universal Life have are: 
enhanced income options, new and improved 
living benefits, more flexible advisor options 
to tailor the product to the end client, up to 
3 percent minimum guarantees, 16 percent 
rate caps, six or more index strategies, higher 
target premiums and other unique features 
embedded in the product.

Indexed Universal Life allows for solid 
performance in almost any environment.  
This is based on several different factors:
1. Upside Potential   — An IUL credits interest 

based on the performance of an external index 
(typically the S&P 500). Newer IUL’s have caps 
as high as 16% giving them significant upside 
potential.

2. Downside Protection — An IUL has minimum 
interest guarantees. A floor that eliminates the 
downside of the index.

3. Lock-in — All interest credited is locked in and 
can never be taken away due to future negative 
index performance.

4. Reset — In a negative index environment, the 
initial index value used in the crediting formula 
resets
Indexed Universal Life offers your clients 

the potential for greater interest crediting 
than traditional whole life and universal life 
products and offers similar upside as VUL, 
however the addition of downside protection, 
annual lock-in and annual reset leads to 
potentially higher long-term average crediting 
rates.

Go to www.davislife.com/dlb_documents/
Aviva_Understanding_IUL.pdf for more 
information on how Indexed Universal Life 
works.

If you haven’t sold Indexed Universal Life 
yet, now is the time to get onboard. If not, 
the train may just pass you by! Davis Life 
Brokerage is an expert in Indexed Universal 
Life and we work with the best carriers in the 
industry. Give me a call today at 800-747-5612 
for an illustration or for sales ideas on how you 
can utilize the fastest growing product in the 
life insurance industry.

Indexed Universal Life
It’s time for you to get onboard!

By Ryan Hughbanks

Ryan Hughbanks
Ryan@DavisLife.com
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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
Old Mutual Life Assurance Company, Baltimore, Maryland
Investors Insurance Corporation, Wilmington, Delaware
Transamerica Occidental Life Insurance Company, Cedar Rapids, Iowa
Washington National Insurance Company, Chicago, Illinois 

CARRIER A.M. BEST RATING* PRODUCT LINES
Allianz Life Insurance Company A Excellent Life, Annuities
American Equity Investment Life Insurance Company A- Excellent Annuities
AIG Life Insurance Company A++ Superior Life, Annuities
American Investors Life Insurance Company, an AVIVA Co . A+ Superior Annuities
American National Insurance Company A+ Superior** Life, Annuities
Assurity Life Insurance Company A- Excellent Life
AVIVA Life Insurance Company A+ Superior Life, Annuities
AVIVA Life Insurance Company of New York A+ Superior Life, Annuities
AXA Equitable Life Assurance/MONY A+ Superior Life
Banner Life Insurance Company A+ Superior Life
EquiTrust Life Insurance Company A Excellent Annuities
Forethought Life Assurance Company A- Excellent Annuities
GenWorth Life and Annuity A+ Superior Life, Annuities
Great American Life Assurance Company A Excellent Annuities
Indianapolis Life Insurance Company, an AVIVA Company A+ Superior Life
ING Life Insurance and Annuity Company A+ Superior Life, Annuities
Investors Insurance Corporation A- Excellent Annuities
John Hancock Life Insurance Company-ManuLife Ins . Co . A++ Superior Life
Liberty Life Insurance Company, an RBC Company A Excellent Life
Lincoln Benefit Life Company A+ Superior Life
Lincoln Finncial Group A+ Superior Annuities
Lincoln National Life Insurance Company-Jefferson Pilot A+ Superior Life
Life Insurance of the Southwest (LSW) A Excellent Life, Annuities
Midland National Life Insurance Company A+ Excellent Life
Mutual of Omaha-United of Omaha A+ Excellent Life, Annuities
North American Company for Life and Health A+ Superior Life, Annuities
Old Mutual Life Assurance Company A Excellent 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 Life Insurance Company A+ Superior Life
Standard Insurance Company of Oregon A Excellent Annuities
Sun Life Financial A++ Superior Life, Annuities
Transamerica Occidental Life Insurance Company A+ Superior Life, Annuities
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 5-23-08. 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 companies that 
don’t appear on this list.



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

DLBLearn how to increase the number  
of millionaires in your client base.   
Our Business Owner Marketing System 
can lead you to greater profit.   
— See the story on page 1.


