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More Success Stories from DLB’s
Personal Underwriter.

You’ve seen how Bob has helped get difficult cases
placed.  Check out what he has been up to lately... 

Face Amount Applied For: Mr. Client, $5,000,000 and Mrs. Client, $5,000,000
Premium: Combined $75,000 Annual 
Road Blocks in way of issue: Clients are from Russia and speak very little
English.  Several assets are still in Russia.  Part of the financial documentation is in
Russian.  Foreign travel to native country and Thailand for business.
WHAT DID BOB DO? Worked with the agent to justify financial need, and draft a
cover letter explaining purpose of coverage, details of foreign travel and financial 
justification.  Also drafted his own cover letter with underwriting recommendations.

RESULTS:  Mr. Client issued as Preferred at original face amount!
Mrs. Client issued as Preferred Plus at original face amount!

Face Amount Applied For:  Mr. Client, $1,000,000 for Key Person Coverage
Road Blocks in way of issue:  Client only makes $30,000/year.  Previously
declined due to living in China 10 months of the year.  Owner and Beneficiary are a
charity.
WHAT DID BOB DO?  After reviewing and discussing case with agent, determined
there were three insurable needs.  Wrote a cover letter explaing financial justification and
China residency issues.

RESULTS:  Mr. Client issued for $1,000,000 face with $1.00/$1000 flat extra!

Face Amount Applied For:  Mr. Client, $2,000,000 
Road Blocks in way of issue: Current in-force coverage of $150,000.  Income
of client is $75,000.
WHAT DID BOB DO? After discussing the case with the client determined the
client was the owner of a growing small business.  Discussed the future need for cover-
age with the underwriter.

RESULTS: Mr. Client issued as Preferred for original face amount!

Bob Pedigo, CLU, FBob Pedigo, CLU, FALU, FLMI ALU, FLMI 
can help you and your clients, too!can help you and your clients, too!

Are you working on a tough case right now?Are you working on a tough case right now?
YYou need to call us today!  WEou need to call us today!  WE CANCAN HELP!HELP!

Davis Life Brokerage
dlb@DavisLife.com    800-747-5612    www.DavisLife.com
Visit our website for more examples of Bob’s case successes!



Davis  Life  Brokerage  has  the  following  openings  available:

POLICY  AUDITOR: Work with CPAs, Attorneys, Mortgage Brokers, friends, neighbors,
relatives or anyone that owns a permanent life insurance policy. With a FREE
review, you will be the HERO. The possibility of upgrading these policies is at it
highest peak in recent history. The table shaving window is closing and the cost of
No Lapse Guaranteed Death Benefits may rise soon.                                  
Starting commissions, $100,000+ 

BANK  BUILDER: This job may just be the most lucrative job in the life and 
annuity industry today.  Educate the Baby Boomer generation on the newest 
techniques in retirement saving, college funding, multi-generation planning and
wealth building. You will learn how to get in front of thousands of prospects at no
cost to you. Your “Baby Boomer” clients will get you in front of their SENIOR 
parents ASAP.  There is virtually no competition with this opportunity...yet. 
Starting commission’s average $10,000 per case, 5 cases per week.

PREMIUM  LENDER: This job is only for the seasoned life professional. Big discounts
for affluent clients on life insurance and creditor protection planning. If you have
the relationship, you will now have the solution for the hard to close prospect.
Average commission per case $400,000.

ANNUITY  BROKERAGE  COMPANY  WANTING  TO  GET  INTO  LIFE  INSURANCE:  This
job is the easiest of all. Your firm needs to do NEXT TO NOTHING and watch the
dollars come in. Your down line is contractually safe from predatory “cross 
marketing” when you take this opportunity—GUARANTEED.

AGENCY  BUILDER: This position is for anyone wanting to add agents and mentor
them in the ways of their success. We have lists of hundreds of agents looking local
support. This position is NOT for the impatient.                                
Potential 7 figure commissions.

Davis Life Brokerage has many other positions available, nationwide.  You will
have the best products, services and advise in the U.S. 

We WILL TRAIN the right candidates. 

For  more  information  contact  Trent  Davis:  800-7747-55612
Trent@DavisLife.com





PJ’s Picks
Summer greetings to all! Wow, we have taken the first and second quarters by storm and not with any

one particular annuity product or carrier. We’ve had a few hiccups with rate and cap decreases but Greenspan
increased the Federal Reserve rate by .25% the first part of August making it the 10th increase in a row. With
that increase came positive announcements from most of our top annuity providers. 

Legacy Marketing Group kicked off two new product series offered through Americom, an Old Mutual
company. We have experienced tremendous response to these new products. Along with cash incentives
offered by Legacy, DLB has sweetened the pot with our own incentives. And let me tell you they ROCK! Give
us a call to find out how you can qualify for them.

Equitrust continues to give us cutting edge products with extremely competitive rates and caps. They
recently introduced the new MarketBooster Index. This product is providing you a great opportunity to bonus
your client (5% premium bonus) on a nine-year surrender period. The premium bonus is good on all premiums
in the first five years of the contract. There are very few competitors with a product that compares. The
commissions aren’t bad either. Utilize their agent friendly website, www.equitrust.com.  

Don’t forget, American Equity provides great bonus products for our older age clients. The standard
non-forfeiture laws, in my opinion will put some pressure on these products and possibly make them go away
at some point in the future. Get ‘em while the gettin’s good, is how they say it. You should be aware of when
the standard non-forfeiture laws go into effect in your state, as you will see quite a few changes in product
availability and design. Get a hold of us if you need to know when your state’s changes go into effect. 

Speaking of the older age client, remember that we have, for your older age clients, American
National’s Benchmark and Benchmark Reliance both of which issue to age 99. We also have the FPDA Plus,
offered through Principal Financial that issues to age 95. So we do have some options. Keep in mind that the
American National Benchmark series of products can be tailored to your client’s Medicaid/Medical planning
needs. 

ING continues to provide us with Clean and SimpleTM index annuities. If you’re looking for an indexed
annuity that has a minimum guarantee of 3% on 100% of the premium, they may be the only one in the
industry that still has an annuity with such a strong minimum guarantee.

We are always looking for ways to streamline our new business processing. You can be assured that
we’re working to get your annuity cases processed in the timeliest manner possible. You can help! It’s probable
that you have access to the website of the company you are writing. It’s imperative that you utilize the website,
especially for accessing the most current forms needed to submit new business. We consistently see delays
caused by agents using out-dated forms. The days of stock piling apps in your office are over. By utilizing the
most current forms, you’re saving yourself a lot of time and expense. The best part of all, you get paid sooner! 

Our annuity marketing team is awesome! Any new business related questions can be directed to
Devon. You can reach her at 800-747-5612 or via e-mail at Devon@DavisLife.com.  For product questions,
case design, or any other marketing support contact myself or Dana.  Also, don’t forget Rena in our Texas
office. She is willing and able to help with all aspects of your annuity sale.  Check out our website,
www.DavisLife.com, to find out more about us all.

As always, our relationship with you is our TOP PRIORITY!

PJ Duncan
Annuity Marketing Director

800-747-5612
PJ@DavisLife.com

Dana Ingram
Annuity Marketing

800-747-5612
DIngram@DavisLife.com

Rena Ramirez
Annuity Marketing

866-708-4096
Rena@DavisLife.com





Maximizing the Annuity
IRAs and annuities are very popular and effective savings vehicles, but they are among the least favorable for passing on wealth
to heirs.  They can be severely impacted by estate, income and generation skipping taxes.  Clients need to have an effective way
to avoid these taxes and are looking to you to help them with this need.  What can you do to effectively combat the three-headed
tax monster that is laying in wait to take a chunk from their hard earned money?  The concept of maximizing the annuity is an
excellent way to help your clients prepare to pass their money on to their heirs in the most efficient way possible.

Set Up
This concept is not overly complicated, but several steps must be taken to ensure it is properly handled.  The following is a 
general guideline that should be followed to set this concept up correctly.

· Set up the distribution from the annuity or non-qualified IRA (several options)
o Take distributions each year
o Convert entire account into payment stream
o Lump sum distribution
o Lump sum into a SPIA (Single Premium Immediate Annuity)

· Pay Income Taxes on the Distribution
· Establish an Irrevocable Life Insurance Trust (ILIT)
· Purchase Life Insurance Policy

Type of Insurance
With this sale, cash value accumulation is of little concern, getting the most death benefit possible is the primary goal.
Additionally, a strong no-lapse guarantee is also a critical aspect to the product chosen.  Davis Life Brokerage has several carriers
with products that fit this bill nicely.  In addition to the strong product offering, our in-house underwriter can assist us in looking at
your client's health history and providing us with the best idea of which companies would be the most favorable.  

Prospects
As you review your client files, you will probably have several clients that would benefit from this concept.  It is also a nice way to
generate new clients either through a direct mail or seminar presentation.  Some keys to look for would include:

· People close to retirement age with significant assets wrapped up in annuities and IRAs
· People with significant tax exposure
· Clients wishing to increase the amount of money they can leave to their heirs, even if they will not be effected by 

an estate tax issue

Producer Benefits
This concept can be a valuable tool for you as you work with your current client base and as you prospect for new clients.  The
following are a few examples of how this concept can help you:

· Another club in your bag to ensure you are properly equipped to provide your clients the advice they need
· An excellent way to expand your business and retain those assets with current clients
· Provides you with exposure to your client's heirs and their financial situation

In Summary
The concept of maximizing annuities and IRAs is a great way for you to not only provide your clients with a valuable service, but a
wonderful way to increase your business.  Commissions on the life sales can be significant.  Davis Life is uniquely positioned to
provide you with more information on this concept as well as product and underwriting expertise.  Give us a call to discuss any
cases or questions you may have.

Al Stockwell, 
Director of Life Marketing

Al@DavisLife.com
800-747-5612



Stock to Cash

Asset Transfer Service

Signature Guarantee

DID
YOU

KNOW
WE

OFFER
THESE

?

...Your client can receive up to 90% of their stock
portfolio without selling and without paying taxes for
liquidation.
...They pay no interest as they go.
...They receive up to 90% downside portection.  Loan can
not be called and need not be repaid.
...They receive unlimited growth potential.  Repay loan and
recover portfolio without any upside caps or limitations.

Do you have a case the needs a signature guarantee?
Tired of dragging your clients to the bank to get one?

Call us for details on getting the cases you write through
Davis Life Brokerage Signature Guaranteed...FREE!

Obstacle: Licensing requirements prevent the Producer
from participating in securities transactions.
Solution: Asset Transer Service (ATS) helps LMG Producers
capture assets they might otherwise lose and place them
in a fixed product.
Benefit: Producers may avoid losing a client to a competing
broker with fixed products of its own.









Referral Program

Send us your friends and when
their first case is paid, we’ll send

you a gift certificate!
It’s that simple!



dlb@DavisLife.com           Davis Life Brokerage 800-747-5612
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.

LEGACY MARKETING GROUP
Legacy Marketing Group develops, markets, and administers fixed innovative, competitive, value-added annuities.  
These are the carriers they work with:

American National Insurance Company, Galveston, Texas
Americom Life and Annuity Insurance Company, Houston, Texas
Investors Insurance Corporation, Jacksonville, Florida

CARRIER AM BEST RATING* PRODUCT LINES
Allianz A+ Superior Life, Annuities, LTC
American Equity Investment Life Insurance Company B++ Very Good Annuities
American General Life Insurance Company A++ Superior Life
American National Insurance Company A+ Superior** Life, Annuities
Americom Life and Annuity Insurance Company A- Excellent Annuities
Assurity A Excellent Annuities
AXA/Equitable Life Assurance/MONY A+ Superior Life
Banner Life Insurance Company A+ Superior Life
Columbus Life A Excellent Life
Conseco Annuity B++ Very Good Annuities
Empire General Life Assurance 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
GE Life A+ Superior Life, LTC
General American A+ Superior Life
Great American A Excellent Life
Illinois Mutual A- Excellent Life, Annuities, DI
Indianapolis/AmerUs Life Insurance 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
MetLife-General American A+ Superior LTC, DI, 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- Excellent Life, Annuities
Presidential Life Insurance Company B+ Very Good Life, Annuities
Principal Life insurance Company A+ Superior Life, Annuities, DI
Protective Life Insurance Company A+ Superior Life
ReliaStar A+ Superior Life
Shenandoah Life A- Excellent Life
Standard Life and Accident Insurance Company A Excellent Life, Annuities, MedSup
Travelers Life A+ Superior Life
US Financial Life Insurance Company A Excellent Life
West Coast Life Insurance Company A+ Superior Life

*   All ratings reflect Financial Strength and are current as of 8-24-05 
** Standard and Poor’s AA Very Strong     

AMR111-0505
IIC241-0505FOR BROKER USE ONLY.

NOT FOR USE WITH THE GENERAL PUBLIC
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Your 3rd Quarter Brokerage News has arrived!
~Check out the cover...We’re going to help you STEP IT UP.
~Page 2 gives you more examples of why you need a PERSONAL UNDERWRITER.
~We have great opportunities waiting for you at DLB.  Turn to page 3
~Page 4 gives you the scoop on a BRAND NEW INDEX ANNUITY
~PJ Duncan tells you what’s hot in the annuity world on page 5.
~Looking for a single premium life product? Page 6 has one.
~Al Stockwell tells you, on page 7, how to maximize an annuity.
~Bet you didn’t know about the services we offer that you will find on page 8
~Get started differentiating yourself from the competition on page 9
~Page 10 gives you insight for a life sale.
~Want $600?  Turn to page 11.
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YOU’VE BEEN WAITING FOR IT!
WATCHING YOUR MAILBOX!

AND FINALLY...


