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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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I t is at this time each year we pause to reflect on the year that has gone by.  
2007 was another year of growth and change for us all at Davis Life Brokerage.  
We said goodbye to old friends and hello to new ones. New team members 

were added while others went on to new adventures. Through it all we strived to  
deliver the very highest quality service and will continue to do the same in the up-
coming new year. We are already looking forward to an even bigger and better 2008.  
May the joy of the season fill all of your hearts.

Merry Christmas and Happy Hanukkah
Glory to God in the highest, and on Earth peace, goodwill toward men.

Luke 2:14
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“This class 
    will make me a 

millionaire  
and I will call and  

thank you  
when it happens.”

An agent from a recent seminar  
made us this promise and we’re eagerly 
waiting to hear from him.  It might not be  
too long.  

The first-year commissions for five of our 
top producers who attended the Morrow 
LIFE Institute:

 $600,000
 $500,000
 $300,000
 $270,000
 $250,000

If you want the fast track to 
success and financial security, 
you can’t afford to miss this 
crucial class.  

“I’ve been to a lot of “cutting edge” seminars 
over the years and most of them ended up being 
now-obsolete concepts, or were simply recycled 

common knowledge.  Michael Morrow is the 
real deal and has revitalized my practice . . .” 

Steve J.

“I have learned new ideas and strategies that I 
don’t think are available anywhere else. I think this 
has been two of the best two days I’ve ever spent!” 

Grand Prairie, TX

“Of ALL the seminars that I have ever attend,  
if I took the best of each one, it would not add 

up to what I learned at your seminar.” 
Bill S.

Special price for Davis Life 
Brokerage producers, just:

$995 
For reservations and this special price,
call Davis Life Brokerage, 
800-747-5612
Texas Office:  888-586-2293

Call 800-747-5612  

for dates

Here’s what other agents have said about this seminar...

M o r r o w  L I F E  I n s t i t u t e  S e m i n a r
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Al Stockwell 
Al@DavisLife.com

I was recently reviewing some cases we 
placed and I started noticing a trend.  
A lot of these cases had been reviewed 

and preliminarily underwritten by our Vice 
President of Underwriting, Bob Pedigo.  As I 
totaled up the commission our agents received 
from these cases, I found Bob’s efforts had 
added over $300,000 worth of commission 
to our agents pockets.  I’ve always known the 
impact Bob can have on a case, but this dollar 
amount really struck me.

Some examples of what Bob was able to 
accomplish include:
•	 A	75-year-old	client	was	given	a	Table	6	rating	

due to a cardiac history.  Bob got a standard 
rating when he showed the company that the 
client’s medical condition was relatively mild and 
included good follow up.  

•	 An	80-year-old	client	was	declined	with	one	
carrier due to mental impairments and digestive 

300,000 Reasons to use Bob Pedigo
by Al Stockwell, MBA, FLMI, Life Marketing Director

issues.  Bob was able to walk one of our carriers 
through	the	case	and	got	a	Table	3	rating.

•	 A	financial	justification	case	was	initially	
declined. Bob got it preferred by working with 
the	agent	and	outlining	the	need	in	a	very	specific	
cover letter.
These	examples	are	just	a	few	of	the	cases	

Bob has been able to positively affect.  He gets 
involved in all aspects of the case from initial 
underwriting evaluation, to calling the com-
panies directly after an offer has been made.  
Bob works directly with all of our companies 
and his opinion is sought after from these 
companies.

I can’t overemphasize the impact Bob can 
have on your cases.  If you aren’t using an 
underwriter	who	is	fighting	for	you	and	your	
client, you’re losing money, pure and simple.  
Use Bob, and the entire Davis Life team, to 
help you get more cases placed.  

More Business-Building Opportunities in 2008

Davis Life is gearing up to make the New Year the most prof table one ever for you   
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See PJ’s story on page 3.

RewardMarkSM Product Version: RewardMark Extra 10
Issue Age: 55

Rider Premium: $ 100,000.00

PRESENTED FOR VALUED CLIENT 
IN THE STATE OF IOWA

55 62 63 64
Annuitant's Ages During Benefit 

Years

 Monthly Benefit equals $4,483.91, which is 3% of the rider value. 
 Minimum Guaranteed Benefit is calculated at 3% per year and 

would provide a monthly benefit of $3,069.50.

$ 333,360.44
 Total Annuity Value
 ( Includes a Rider
   Benefit of $163,786.35)

$ 169,574.09
 Annuity Value

 $ 108,856.10
 Minimum Guaranteed
 Surrender Value

Legends
Total Annuity Value including 
Rider Benefits.
Annuity Value.
Minimum Guaranteed 
Surrender Value.

Assumptions: All premium is allocated to the Enhanced Care RiderSM at a hypothetical growth rate of 5%. No withdrawals—including
penalty-free withdrawals or Required Minimum Distribution—other than the cost of monthly deductions. Designated annuitant meets the 
rider qualifications at the beginning of the year selected. Benefit payments begin at the end of the second month to allow for the 45 -day
elimination period. The designated annuitant remains eligible for benefits. Benefits are paid for 36 months and are left in the annuity to 
accumulate at 1% annually. 

Remember, with the Enhanced Care RiderSM you can: 

 Spend the rider benefits while leaving the annuity intact.
 Control the benefit. Spend it for care services or home care, spend it "just because," or allow 

it to grow tax-deferred.

Please note: The figures shown are not a guarantee, only an example. This is for illustrative and planning purposes only and does not 
reflect any changes that may occur in the future. Your experience will be different based on the strategy allocation and the date of 
eligibility for rider benefits. Past performance is not a guarantee of future performance. Index annuities do not participate directly in 
stocks, bonds, or stock market indexes. RewardMarkSM Series index annuities and Enhanced Care RiderSM are issued by Washington 
National Insurance Company, Chicago, IL, and distributed and administered by Legacy Marketing Group® . Subject to availability. Refer 
to brochure, rider, and contract for more details. 

Policy Form Nos: WNIC-PEIA-1205-0, WNIC-PEIA-1205-4, WNIC-PEIA-1205-8, WNIC-PEIA-0906-10, WNIC-ECR-1006, WNIC-ECRB-
1006, including state variations. Certificate Nos: WNIC-CEIA-1205-0, WNIC-CEIA-1205-4, WNIC-CEIA-1205-8, WNIC-CEIA-0906-10.
Policy forms, endorsements, and numbers may vary.

Withdrawals, including certain rider deductions, may be subject to income tax, and a 10% federal income tax penalty may apply to the 
taxable amount of such withdrawals taken before age 59½. Please consult your own qualified and duly licensed tax or legal counsel.

Note: The information above was written to support the sales and marketing of insurance policies offered by Washington National 
Insurance Company. Based on your particular circumstances, you should seek advice from an independent tax adviser. You cannot rely 
upon or use the information above for the purposes of avoiding any tax or tax penalty that may be imposed by the Internal Revenue 

See PJ’s story on page 5.
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There’s a new Enhanced Care 
Rider available from Legacy 
for their Washington National 
Rewardmark series.  (See the 

detail on the opposite page.)  This innova-
tive rider was designed to help clients meet 
unforeseen expenses, including the cost of 
a	long-term	care	need.		Since	the	rider	is	
a	guaranteed-issue,	your	clients	avoid	the	
hassles of underwriting and invasive medical 
questions.  It’s an innovative solution for 
clients who want an annuity that provides 
increased	financial	protection.		And,	the	

New rider supplements long-term care costs
by PJ Duncan, Annuity Marketing Director 

I n follow up to my series of articles 
on easy life insurance sales ideas, I 
want to offer three more ideas. These 
ideas will also help you sell more life 

insurance	by	showing	clients	the	financial	
benefits.

1.  Annuity Alternative II
In	my	previous	article,	I	discussed	the	fi-

nancial	benefits	to	your	client	of	using	a	single	
premium life insurance instead of an annuity.  
Now, let’s assume you have a client who has 
an existing annuity.  Instead of leaving the 
money in the annuity to get passed along to 
the client’s kids, you could show that annuitiz-
ing it now and using the payments to buy life 
insurance could result in a larger inheritance 
for	heirs.		With	no	additional	out-of	pocket	
money needed to pay the life premium, a 
client can leave more money to the kids.  

2.  Roth Alternative
Roth IRAs are very popular and well 

publicized.  Most of your clients are aware 
of them and have heard favorable reports on 
them.  Why not leverage this popularity and 
offer clients a great alternative to the Roth?  
Demonstrate to your clients how an indexed 
life	policy	can	provide	these	benefits	over	a	

Roth:
•		No	restrictions	on	income
•		No	contribution	limits
•		Upside	potential	with	downside	protection	(can’t	

lose money)
•		Great	flexibility
•	 Death	benefit	is	an	added	bonus

3.  529 Alternative
Many of you have been asked about college 

funding options.  Here again, the popularity of 
a	529	Plan	is	something	you	can	leverage	with	
your	clients.	Explain	that	the	flexibility	of	IUL	
products offers a much better solution than a 
529	plan.		Here	are	just	a	few	reasons	why	it	
makes sense:
•		Safer	than	a	529	Plan
•		Puts	the	coverage	on	the	parents	providing:
•		A	death	benefit	that	pays	for	college	if	parents	die
•		A	policy	will	continue	to	fund	the	child’s	educa-

tion if parent becomes disabled and can’t work
•		Vastly	superior	to	a	529	with	minimum	restric-

tions to accessing money
If you have questions about any of these 

options or would like to talk through how to 
make an effective presentation, please call me 
at	800	747-5612.	

Getting Back to Basics: Life Insurance 201
by Al Stockwell, MBA, FLMI, Life Marketing Director 

PJ Duncan
PJ@DavisLife.com

Al Stockwell 
Al@DavisLife.com

increased annuity value provided by the 
Enhanced Care Rider can convince your 
clients to buy now. This is an excellent way for 
your clients to add to their current retirement 
plans	and	increase	financial	independence.		

Does your client need a bonus?  How does 
4%,	8%	or	10%	sound?		Accelerate	your	client’s	
earning potential with a bonus. 

Call your Davis Life annuity experts today 
(home	office:	800-747-5612	or	Texas	office:	
888-586-2293)	to	get	more	details	or	a	case	
illustration. 
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Right-o, Davo. 

As long as they qualify for the trip by the June 30 deadline  
they’ll be happy as Larry to tour the sites of Sydney. There’s the 

Opera House, the Harbor Bridge, the world-class Sydney Aquarium. 
. . And no worries for the Sheilas who want to take home prezzies 

for their little ankle biters.  
There are 180 shops under one roof at Queen Vicky’s.

 There’s dinki-di there for everyone, isn’t there?

Join Davo, the koala, and Syd, the wallaby,  
“down under” March 6 – 11, 2009

Well, no need for Mackers 
for the Davis Life guests. They get $100 

Australian per couple for a special dinner, and 
many other meals come with the trip, some at the 

toney InterContinetal Hotel where they’re being put up. 
No Joe Bloogs treatment for the Davis folks.  
Davis says the blokes who qualify for the trip  

are top-drawer — so nearly  
everything is Davis’ shout.

 
But what about the tucker, Syd?

 

Ta, Syd. Good on ya.  
I’ll wager those Yanks are away with the 

pixies now, planning for their  
great adventure.

I hope so.  
We’re ready for them here and excited to 

show them a great time in the back beyond. 
Ooroo til then.

 
G’day mates! 

I’m Davo and I hail from Sydney, Austra-
lia. I understand Davis Life is bringing a few 

lucky blokes to visit March 2008. I know a bit about 
Oz and you’re going to want to pack your kit, & be sure 

you & your favorite rellie make that trip. We Aussies are 
friendly folks and Sydney is a jewel of a city.  

So lean into the wind now  
and do what it takes to be one  
of Davis Life’s top 25 agents. 

Am I right, Syd?

Aussie Glossary
Ankle biter  .  .  .  .  .  .  .  .  . Small child
Away with the pixies  .  . Daydreaming
Aussie  .  .  .  .  .  .  .  .  .  .  .  . An Australian
Back and beyond  .  .  .  . Distant place
Bloke  .  .  .  .  .  .  .  .  .  .  .  .  . Man
Dinki-di  .  .  .  .  .  .  .  .  .  .  . Something good from Australia
G’day .  .  .  .  .  .  .  .  .  .  .  .  . Hello
Good on ya  .  .  .  .  .  .  .  . Good job, good for you

Happy as Larry .  .  .  .  .  . Very happy
Joe Bloggs  .  .  .  .  .  .  .  .  . Ordinary person
Kit  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Suitcase
Lean into the wind  .  .  . Work hard
Mackers  .  .  .  .  .  .  .  .  .  .  . McDonalds
Mate  .  .  .  .  .  .  .  .  .  .  .  .  . Friend
No worries  .  .  .  .  .  .  .  .  . No problem
Ooroo  .  .  .  .  .  .  .  .  .  .  .  . Goodbye

Oz  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Australia
Prezzies  .  .  .  .  .  .  .  .  .  .  . Presents
Queen Vicky’s  .  .  .  .  .  .  . The Queen Victoria Building in Sydney
Rellies  .  .  .  .  .  .  .  .  .  .  .  . Relatives
Sheilas  .  .  .  .  .  .  .  .  .  .  .  . Women
Davis’s shout  .  .  .  .  .  .  . Davis Life’s treat
Ta  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Thanks
Tucker  .  .  .  .  .  .  .  .  .  .  .  . Food
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Marketing is Bill’s stock and trade

Bill Eichinger 
Bill@DavisLife.com

Ryan Hughbanks 
Ryan@DavisLife.com

Bill Eichinger, CFP, knows how 
to build relationship businesses.  
As a former stockbroker, Bill 
has built books of business for 

Morgan Stanley, Charles Schwab, and Merrill 
Lynch.  Now Bill is bringing those sales, 
marketing	and	relationship-building	skills	to	
Davis Life agents.  He started with us in early 
November as a Life Account Executive.  

A service business like insurance or 
stockbrokerage has three challenges, Bill says.  
“The agent and agency must stand out, be 
unique.  Then, the  business must deliver extra 
value for the client, something beyond price.  
A client that buys based only on the lowest 
price will change agents the minute someone 
presents a product that is a nickel cheaper.  

And	finally,	the	business	needs	to	use	unique	
marketing ideas and approaches to break out 
of the pack and rise above the babble.”

Bill is committed to helping Davis agents 
add value to their services and grow their 
businesses.  “Davis is offering me a chance to 
use my marketing skills and experience in a 
new	way.		It’s	a	good	fit	because	Davis	is	a	very	
value-based,	client-driven	company.”

Off	the	job,	Bill	and	his	wife	have	four	
children, two teenagers and two in college.  
Paula	owns	and	manages	five	childcare	centers	
serving	600	children.		Bill’s	hobbies	are	golf,	
hunting	and	fishing	and	woodworking.

You can reach Bill at Bill@davislife.com or at 
800-747-5612.		

M E E T  T H E  N E W  L I F E  G U Y S

Ryan wants to help Advisors make more money

“My goal is to help advisors make 
more money in the life insur-
ance industry,” says Ryan 

Hughbanks, our new Life Account Executive.  “I 
was brought on to advise our Life Marketing team 
and help our advisors take their life insurance 
business to the next level.  I am very advisor 
focused.  I like to build a relationship with an 
advisor and be a valued partner in helping them 
to reach their goals.  The key factor is helping 
them	find	the	right	solutions	to	meet	their	client’s	
needs.  Advisors have enough on their plate as it 
is, what I do is provide them a valued partner who 
can assist them with all of their life insurance 
questions.  I want to be their go to guy to help 
solve all of their client’s life insurance needs.”

Ryan comes to us with extensive sales and 
management	experience	in	the	financial	services	
and life insurance industry.  He previously worked 
at	Principal	Financial	Group	as	a	Wholesaler	
where he consulted with independent advisors 
and provided sales and marketing support for life 
insurance	and	executive	benefits.		

“I can help Davis advisors most,” Ryan says, “by 
helping	them	find	the	best	solutions	and	products	
for	their	clients.		My	job	is	to	help	advisors	close	

more business and make more money.  In order 
to do that I have to provide them with the best 
solutions, products and sales ideas.  Advisors have 
a lot of tough competition, a lot of people to see 
and limited time, so they need someone they can 
rely on to help get the business closed.  That is my 
goal, to help them close more business and make 
more money.” 

Ryan	says	working	for	Davis	Life	is	a	perfect	fit	
because they share the same ideals and vision that 
he does.  “Davis wants to be America’s answer 
to brokerage services.  Striving to become the 
most	innovative,	quality-oriented,	service	based	
organization, dedicated to professional growth 
for their advisors through education, technology 
and training.  Davis is a great place to be because 
of the quality of people, level of expertise, family 
atmosphere	and	the	firm’s	commitment	and	
reputation in the industry.”

Ryan	enjoys	staying	busy	outside	of	work	
spending time with his family and friends.  He 
also	enjoys	several	different	volunteer	activities	as	
well	as	staying	active	in	sports	and	golf.		To	help	
take your life insurance business to the next level, 
you can contact Ryan at Ryan@davislife.com or at 
800-747-5612.	  
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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 Life Insurance Company A Excellent Life, Annuities
American Equity Investment Life Insurance Company A- Excellent Annuities
American General Life Insurance Company A++ Superior Life
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, Annuities
AVIVA Life Insurance Company 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 Penn-Pacifc Life Insurance Company A+ Superior Life
ForeThought Life Assurance Company A- Excellent Annuities
GenWorth Life and Annuity A+ Superior Life
Great American Life Assurance Company A Excellent Annuities
Indianapolis Life Insurance Company, an AVIVA Company A+ Excellent Life
Integrity Life Insurance Company A++ Superior Annuities
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
Lincoln Beneft Life Company A+ Superior Life, Annuities
Lincoln National Life Insurance Company A+ Superior Life
Life Insurance of the Southwest (LSW) A Excellent Life
Midland National Life Insurance Company A+ Excellent Life
MTL 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 Life and Accident Insurance Company A Excellent Life, Annuities
Sun Life Financial A++ Superior 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 11-29-07. 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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GUARANTEED DESTINATIONSSM

F O R E T H O U G H T  D E S T I N A T I O N  I N D E X E D  A N N U I T I E S S M

8.0% Commission 

Ages 0-75

Forethought Destination Indexed AnnuitiesSM are deferred annuities with fixed and indexed strategies issued by Forethought Life Insurance Company.  
Forethought Life is a wholly owned subsidiary of Forethought Financial Group, Inc. Guaranteed DestinationsSM is available in most states with contract 
FA1001FP5GD10-01, (certificate series GA1001FP5GD10-01, as applicable).  State variations may apply.  Read the contract for complete details.

NOT AVAILABLE IN ALL STATES. 
FOR AGENT USE ONLY - NOT INTENDED FOR SOLICITING ANNUITY SALES FROM THE PUBLIC.

© 2007 Forethought
1207

• Money Back Guarantee  
from Day One!

• 5% Premium Bonus!

• Guaranteed Lifetime Income:
– Choice of Level  Benefit or 

2% Cost of Living Increases!
– Spousal  Continuation of 

Benefit Option!
– Based on at least  105% 

of Premium Growing at 5%!

• 10 Year Walkaway  Fixed 
Indexed Annuity!

• Strategy Term Extension 
Rider Available!

 

NEW!

Finally, a guarantee so simple 
even a child can understand it!

Call Davis Life Brokerage at our home office 
(800) 747-5612 or Texas office (888) 586-2293
Visit us online at www.DavisLife.com



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

Davis Life has hundreds of prospects in  
YOUR area that have requested information  
on Annuities and Life Insurance. 
You can customize your leads by  
age, income, and net worth 

Investment:			For	just	$130	(plus	shipping	and	handling)	you	will	
receive	100	leads,	the	minimum	order.

Guarantee: 		 $1,200	in	commission	per	100	leads*

Free Leads:   Write	a	minimum	of	3	applications	totaling	$250,000	in	
Annuity	Premium	or	$25,000	in	Target	Life	Premium	 
and	you	will	receive	100	more	leads	FREE

*Documentation	required.

Call 800-747-5612 for more information or to order 

Introducing:  DLB Lead Program!

NO 

CONTRACTING 

REQUIRED


