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SUCCESS STORIES!SUCCESS STORIES!
With the introduction of our Business Owner Marketing SystemTM

(BOMSTM) and Comprehensive Estate Design And Review SystemTM

(CEDARSTM) just under way, we have already had some great success
stories.  In case you missed what these programs are all about, they are
inclusive systems to get you in front of the appropriate clients in order to
help them with business, estate and charitable giving planning.  The
system includes finding those appropriate clients, closing the case and
gaining referrals for future plans.  All of this while keeping overhead low
and profits high. 

SUCCESS!
Our first success story comes from an annuity focused producer who met a husband and wife 
with significant estate planning issues.  They are an elderly couple with an estate worth over 
$10 million.  Part of their estate was a highly appreciated stock portfolio.  With the use of a 
Charitable Remainder Trust (CRT), we were able to reduce the size of the taxable estate and 
provide substantial income tax savings as well as additional income to the clients.  They were 
also not protected properly from the impending estate tax time bomb.  Through the evaluation 
of a very detailed certified fact finder, we were able to make recommendations that will not 
only protect their current assets, but also provide a trust which will provide care for a    
dependant child.  Unfortunately, health issues were a concern. We brought in our expert     
underwriting area and with our help, the agent was able to secure a significant life insurance 
sale and significant annuity sales.  
Estimated Commissions over $130,000

SUCCESS!
Our second success story involves a case where a successful business owner was looking 
for a way to pass his company on to his children down the road, provide immediate protection 
for his family and prepare them for their rapidly growing estate tax problem.  We flew the 
agent into our office for a day of case analysis to prepare him to present the rather          
complicated case.  The recommendations involve the sale of several significant life insurance 
policies that will  provide protection for his business, family and estate. Additionally, a pension 
proposal has been made for the benefit of the employees.
Estimated Commissions over $100,000

These are just two of the examples where we have helped an agent take a case that may have
resulted in a single sale, at best, and turned it into a total financial plan resulting in the clients being
more prepared and the agent making more sales.  All while getting the training to be able to make
more sales in the future.  We can help with all aspects of the sale, presentation, underwriting and
charitable trust set up.  We consult with attorneys, CPAs, and other experts.  If we haven’t talked to
you yet about this program, you need to call us TODAY!

Contact any of our stellar marketers:
Home Office: 800-747-5612 or Texas Office: 888-586-2293

dlb@DavisLife.com     www.DavisLife.com/BOMS



Page 3

Davis Life Brokerage 4th Quarter 2008

Brokerage News

WHAWHATT AA YEAR!YEAR!
151a UUnncceerrttaaiinnttyy

TurmoilMarkket  Free-FFall

Bailout

RReeccee
ssssiioonnTToo  RRIIAA  oorr  nnoott  ttoo  RRIIAA

Doowwnngg
rraaddeess

STABILITY

EDUCATION

YOU

GROWTH

OPPORTUNITY

VISION

Scary words, huh?  It seems that everywhere we turned this past year the news was all doom and gloom.  Kind of
makes it hard to imagine that there was anything good that came out of 2008.  

Personally, we think there was a whole bunch of good that came from 2008.  In a volatile environment, Davis Life
Brokerage grew.  We surpassed the goals we had in place and, instead of the layoffs you hear so much about, we
added staff.  Among many educational and training opportunities we offered this year, we hosted an extremely
successful advanced concepts training this fall in Salt Lake City, Utah.  To end the year, we will be asking our top
producers to join us in Sydney, Australia as a thank you for all of their hard work.

We would like to extend to you a heartfelt thanks for your support and assistance over the last year.  We are very
grateful to have been able to grow in an era of uncertainty.

Our future looks brighter than ever and we are more than excited to
get to work on it.  With the addition of our new Business Owner
Marketing SystemTM (BOMSTM) and Certified Estate Design And Review
SystemTM (CEDARSTM) to an already stellar line-up, Davis Life
Brokerage and YOU are positioned to make 2009 our best year yet!

Happy New Year!
Trent and Jon Davis

DAVIS LIFE BROKERAGE
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Buy low! Sell high! And why wouldn't we want to follow that pattern? With
unattractive CD rates, what a great time to put your clients into a fixed indexed
annuity. With equities also at all time lows, it makes perfect sense. 

In light of today's market volatility we also want to make sure we're not tying up all
of a client's dollars in one annuity. Talk to us about laddering annuities. We have
tools available through many of our annuity carriers that can help you discuss with
your clients the benefits of tax deferral and a comparative of CDs vs Annuities.

Current and future liquidity needs must also be addressed. We have power point
presentations available that educate both you and your clients on the process of
income planning and the tools to help accommodate income needs.  Best of all,
they all have strong guarantees. 

Lastly, through a number of our carriers, we have pre-approved advertising
materials available for your use.  What better time than now to communicate the
benefits of sleep insurance…annuities?

We’re here to help.  Give us a call so we can help you design the best plan for
your clients. 

Our underwriting services continue to set us apart from our competitors. Here is
another example of a case that would not have been placed had it not been for the
extraordinary efforts of Bob Pedigo.  

A client was recently declined due to significant abnormalities in his blood work.  This
was a surprise to the client, so Bob got involved to research the APS information and
paramed results.  Upon evaluation, Bob could not find any history of issues in his
records.  Bob recommended the client re-do his blood work with his primary care
physician, not only to rule out serious issues, but to evaluate it for life insurance
purposes.  

The resulting blood work came back normal, but the underwriters at the company still
wanted to postpone for one year to ensure the client did not have issues.  Bob called
the company and was able to convince them to offer preferred on the case.  The agent
was able to deliver the policy to a very happy client as well as deposit about $40,000 in
commissions into his bank account!  This case is not unique and is just another
example of how a little diligence on our part was able to make a huge impact for the
client and the agent.

Bob has over 30 years of experience under his belt and has a staff of 12 underwriters
with over 150 years of experience to assist him.  Davis Life has exclusive access to
these underwriters for our agents and we rely heavily on them to ensure you are getting
the best offers for your clients.  You owe it to your business and your clients to work
with an organization that is so dedicated to helping you be successful.

Life
with  
Al

Al Stockwell
Director of Life Marketing
800-747-5612
Al@DavisLife.com

PJ’s
Picks

PJ Duncan
Director of Annuity Marketing

800-747-5612
PJ@DavisLife.com
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Successful Estate Planning:
Covering the Basics
By: Ann Lewis, CLU 
As seen on ProducersWEB.com

Estate Planning can be a very rewarding practice with the right education,
experience, and a keen instinct about human behavior. When meeting with a
couple who want to pass their assets to the next generation, you do not
know in the beginning the paths you will have to walk to reach their wants
and desires.  I have always enjoyed the fact that each case is very unique.
Early in the interview, I discuss the importance of working as a team with my
client's attorney and accountant.  It is crucial that you establish a relationship
with these other professionals in order to perfect the "Estate Plan." They will
be a valuable resource when you implement the wishes of the client.

Discussions need to be had about the Executor of the Will, Living Trusts,
Guardians of minor children, Trustees of trusts to be established and other
documents that will have to be prepared by the client's attorney.  All legal
documents which are currently in force should be reviewed to make sure
they are consistent with the desires of the client.  The accountant is
contacted to provide a cash flow analysis, tax returns, and current balance
sheet.   This will give you a pretty good idea about the client's financial
position and how much liquidity is available in the estate.

A good amount of time should be spent in completing a detailed factfinder.
Take ample time to ask about each asset; how was it acquired, how the
asset is owned; the asset's fair market value; the asset's cost basis; etc.  If
you spend enough time gathering this type of information, you will have an
excellent understanding about your client's estate.  Take them back in time
and think out loud with them about how each asset was acquired, what its
importance is to them and their family and which assets are "special."    It's
those "special" assets that most clients want to pass on to another
generation. From this experience, you will have an excellent basis from
which to create that "road map" to achieve the client's goals. This allows you
to create a final product "the plan" that becomes highly personal and
meaningful to them.

LIQUIDITY is almost always a problem for estates subject to Federal Estate
Taxes.  I discuss the fact that the IRS FORM 706, United States Estate Tax
Return is due nine months from the date of death.  Discuss with your client
how the estate will come up with the money to pay the taxes.  The estate will
be subject to 45% or 55% tax, depending when the person expires.  The
uncertainty of the Federal Estate Tax Laws, have made it even more
important to sit down with our client and work out a "Plan."

ESTATE TAXES: When you complete the Estate Analysis ("the plan") for the
client, it should include the client's detailed information about the assets,
objectives, and solutions obtained from the interview or interviews with the
client.   The names and birth dates of the family members, assumptions
upon which the analysis is based, and the goals that the clients' wish to
achieve are all part of the "the plan." You want to really emphasize to the
clients that the solutions and conclusions of "the plan" are based on THEIR
information and numbers. 

Calculations are made projecting what the estate tax will be.  I normally use
three different dates; if death occurred today; if death occurred three years
from now; and if death occurred five years from now.   I let the client choose
the rate of growth given the assets in these calculations. Typically it is from

3% to 5%.  I then explain to the client the different ways estate taxes are
paid.  (1) The executor can borrow the money; (2) The estate may pay the
tax with cash from the estate; (3) The estate can liquidate assets to pay the
tax; (4) the taxpayer can use life insurance to pay the tax.  We discuss the
advantages and disadvantages of each method.  We also discuss the fact
that the estate can request an extension from the IRS to pay the tax. There
are also elections that can be made such as "special use" if the client
qualifies.

There are a lot of clients with high net worth who have chosen to sit on the
sidelines with a "wait and see" attitude regarding the Federal Estate Tax
Laws.  If I have a client who fits this profile, I still like to show them their
estate tax liability.  I also recommend survivorship term to cover the liability.
It's extremely economical and it does two things: (1) it covers them for the
risk if death occurred today; and (2) it locks in their insurability for conversion
to permanent insurance once the tax laws are defined.  If the Estate Tax
Laws are allowed to sunset by the United States Congress, a lot of
individuals may find themselves with a hefty tax exposure and not enough
time to correct the situation. A client's "window of opportunity" can close in
an instant.   

When you create an estate plan that involves a business with more than one
generation involved, it is very important to define how heirs are to be treated.
This can be difficult for parents because they usually want each child treated
equally. But, there can be a big difference, especially to the child involved in
the business.

When client's are attempting to pass a business to the next generation with
one or more heirs in the business and heirs that are not in the business, a
formal Buy-Sell Agreement should be implemented spelling out the terms of
the buy-out.   This makes the family business more secure increasing the
likelihood for a more profitable business.  This also creates a more
dependable income for the present owners.  The business heir achieves the
goal of owning and operating the family business and the non-business heirs
receive their share of the business assets in cash.

After implementing all the goals set forth by the client, I make sure the client
knows that "the plan" will be reviewed at set intervals as determined
necessary to make sure adjustments are made to the ever changing needs
of the family.   It is always wise to keep the plan flexible for these changes.
Once you assist a client in getting their affairs in order, you become one of
the most valuable members of their professional team.

Ann Lewis, CLU
Life Marketing Executive

800-747-5612
Ann@DavisLife.com

For agent use only. 
Not for use with the public. 

This article is not intended to give legal or tax advice.
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THE NEW TAX TIME BOMB
Guaranteed Income Annuities
By: Trent Davis
As seen in the November issue of Insurance NewsNet Magazine

Guaranteed income and withdrawal benefits are the newest Holy
Grail of the annuity industry. A great idea if your client is in a low
tax bracket and the guaranteed income won’t push them into a
higher tax bracket.  But for most of your clients, you may want to
consider an income planning technique that has historically been a
better win-win situation for your clients and you.

The Future of Taxation

You may be thinking, “My clients want to have a guaranteed
income, no matter what,” and I agree with you.  But what counts is
money that can be spent – and that is after-tax income.

What will your client’s tax bracket look like in 2013, 2018, 2023,
and beyond?

The Congressional Budget Office has projected that the federal
government will hit a near-record $300-500 billion deficit in 2008 on
$2.7 trillion of tax revenue.  That is sobering enough.  But consider,
because of the retirement of the Baby Boomers, yearly entitlement
outlays, such as Social Security, Medicare, Medicaid, and similar
programs will grow by 2018 to exceed the entire 2008 federal
government budget.  The project budget deficit for 2018 is over $21
trillion. Can you guess where the money will come from for these
and other expenses?

Senate Budget Committee Chairman Kent Conrad (D-N.D.) stated,
“I don’t care who the next president is - when they come in and
meet with their Secretary of the Treasury, the Federal Reserve
chairman, and their top economist, it will be a sobering moment.”

Every state, county, and city government will be faced with the
same budgetary issues. Property tax, sales tax, long term capital
gains tax, alternative minimum tax, corporate tax, and Social
Security tax are all on the radar, but it is income tax that is the
largest piece of the revenue pie to go after, and the government will
have to go there.  Experts are projecting that the top marginal
income tax rate, which is currently 35%, will be increased to 60%
or more as budget deficits worsen.

It doesn’t look too good for retiring Baby Boomers (or anyone else)
who is expecting to live on 80% of the pre-tax income they were
making while working, does it? If your client was making $100,000

per year, they traditionally could live on $80,000 per year
after retirement.  But, at a 60% marginal federal bracket plus
state income tax and Social Security tax, their $80,000 per
year could be more like $24,000 after taxes per year. That’s
only $2,000 per month of spendable income.

“Great retirement, thanks for the financial advice, Mr.
Financial Guru.” Goodbye to traveling to see the kids,
goodbye to eating at anything other than “do you want fries
with that.” “By the way kid, are you hiring?”

How to Create a Higher After-Tax Income

WAKE UP TO REALITY about income planning! Your
insurance license states that you are approved to sell life
insurance. Give it a try!

I know what you may be thinking; “But the underwriting is
too hard and too much work.  Annuities are easy.  All I have
to do is bonus 10% and put the client in the fixed bucket for
a first year guarantee of 13+%.” That 13% comes out first
(LIFO) – meaning it is fully taxable income.  Remember that
from your insurance test? At a 60% bracket, that’s a measly
5.2% after tax return.  What about year 2 of the policy?  6%
pre-tax is only 2.4% after-tax at a 60% bracket.

“But my client’s money is qualified/IRA.” Fine, an annuity
(stretch IRA) might be perfect, but consider the tax bracket
first.  More importantly, ask your client if they think taxes will
go up, stay the same, or be lower when they are age 70½. If
they say higher, you might want to tell them about life
insurance, even if they are under age 59½. Why? Paying a
35% marginal rate plus 10% for a premature distribution
today, to fund a life insurance premium, may be more
favorable to you than paying a 60% marginal rate in the
future.

Please don’t get me wrong about annuities; they can be an
excellent planning tool in the right circumstance (even
though a LIMRA study in 2005 showed that 95% of annuity
owners who DIED didn’t take one dime out of their
annuities). But, the undisputed king of income planning is
properly structured life insurance. Why? Because of the tax
law.

Properly structured life insurance can grow tax-free and be
distributed via loans and withdrawals of basis without
reporting income to any government agency.
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Going back to the previous assumption of tax deferred
annuity growth at 6%, a properly structured life insurance
income plan would only have to earn around 2.4% to equal
the 60% taxable equivalent of the 6% taxable annuity.

“But my client is not insurable.” A spouse, child, or other
insurable interest relationship may solve this issue. “But the
guaranteed income benefit will eventually be tax-free
because they are receiving their basis.” True, if they live long
enough. How much tax did they have to pay before they
start receiving their basis? “But my clients hate life
insurance.” Educate them on the reality of the state of our
economy and the tax treatment of life insurance.  

Example One: Income
Bill is age 60 and owns an annuity that is now worth
$300,000 and has a cost basis of $200,000.  Bill is in the
25% tax bracket.  For the purpose of our example, let’s
assume crediting rates and Bill’s tax bracket stay the same
for the next 10 years.

Annuitizing the existing policy for a ten-year period certain
would net an after-tax amount of approximately $33,590 per
year.  This amount would purchase a minimum amount of
life insurance, which is roughly a $725,000 tax-free death
benefit, and at age 71 provides a tax-free income of $38,850
for the next 15 years ($582,750 total). Bill would still have
over $100,000 in cash and a death benefit of $177,000. If
Bill dies at any time the beneficiaries would get the tax-free
death benefit and if death occurs in the first 10 years, they
would also receive the annuity payments. Depending upon
your state laws, this entire transaction could be creditor
proof as well.

Example Two: Wealth Transfer
In this case we would make the exact assumptions as in
example one except the client is a 75 year old male and in
average health.

This same premium would guarantee around $600,000 of
tax free death benefit to the beneficiaries. You now have an
opportunity to assist the benficiaries with that money.  This is
why it is always important to get to know them – you never
know when they could also need your help.

How to Get Started

If you have been writing annuities, let’s say you have 500
policyholders and the average annuity is $50,000.  You are

sitting on $25 million of potential life insurance premium!

Most annuities have a 10% free withdrawal every year, right? Every
year, you could move (not 1035, this is not allowed from an annuity
to life insurance) the after-tax withdrawal monies and place these
funds into a properly structured life policy. Be careful not to cause
an adverse effect on their current tax bracket.

The first step is to have an in-depth planning meeting with your
clients. Use a well-designed fact finder. Find out the goals and
wishes of the client. Ask yourself, “Is this an income case or a
wealth transfer case? What is more important to the client?” Learn
some basic underwriting. Ask questions like, “Are you taking any
medications? How has your health been over the last 10 years?”
Ask family history questions. Start a relationship with the
beneficiaries; after all, they will be receiving this money someday.
Seek the advice of life insurance experts at the marketing
organization you work with.

Using a “deeper planning” approach with your clients will ultimately
determine what is the best solution for their unique situation.
Taxable or tax-free, as a living benefit or as a death benefit,
determine the best solutions.

Will tax rates increase? Certainly. As a result, life insurance can be
the best solution for clients who need income. Remember the old
saying, “Only two things in life are guaranteed: death and taxes.”
With life insurance, we can minimize the economic impact of both.

Trent A. Davis
Co-Owner

800-747-5612
Trent@DavisLife.com

For agent use only. 
Not for use with the public. 

This article is not intended to give legal or tax advice.
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Davis Life Brokerage can now support you for 
Variable Universal Life

For the first time in our history, Davis Life Brokerage can help
support the sales of VUL products.  We are excited to be able
to offer products from the leaders in today's VUL market
place.

Adding VUL to our already strong line-up of advanced case
design,  personal underwriter services and the best fixed UL
products available, allows us to help you with all aspects of
your life insurance business. 

Call now to discuss product offerings and illustrations. 

Ryan, Ann or Al are all 
happy to help you!

800-747-5612

dlb@DavisLife.com

BIG NEWS!
We are very excited to announce the addition of a new team member;

Alison Stucker-Young!

Alison joins us in the annuity area as an Annuity Marketing Executive.  She comes to us
with almost 10 years of experience in the insurance industry.  Alison is a former
shareholder of a marketing organization where she was the Director of Sales as well as
the Director of Women's Markets, focusing on annuity and life case design.

Alison and her husband, James, have a very busy life with four children that are involved
in numerous sports.  Alison enjoys spending time with family and friends.

Give her a call or drop her an e-mail.  Alison is a great fit for Davis Life Brokerage and we
know she’ll be a good fit for you, too!

Phone: 800-747-5612     E-Mail: Alison@DavisLife.com
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Back-Casting FIAs
The Crystal Ball has Some Cracks!
By Jon Davis, FSA, Davis Life Brokerage
As seen in the November issue of Broker World Magazine

Often you hear the statement, “past experience is not an
indication of future results.”  This statement is a fair warning
regarding back-casting used to illustrate fixed indexed
annuities. But, I believe that this can be taken further by saying
that “back-casting results are not even accurate indicators of
past results.”

Back-casting attempts to show how a particular indexing
strategy would have performed in the past by applying current
caps, participation rates, or other product features to prior
performance of the applicable index. I will describe why this
approach is not valid and why using this information is
misleading. Furthermore, using such information to advise
clients could subject you to liability for giving investment advice
– and potentially bad advice.

Why is back-casting misleading? Annuity product pricing is a
highly dynamic process that is dependent upon bond yields,
option pricing, carrier profit requirements, expenses,and capital
markets. The pricing factors are constantly changing and are
occasionally subject to substantial shifts. For example, stock
market volatility, a key ingredient of option prices, significantly
increased after 9/11. Assuming that today’s pricing can apply
to past years is like trying to figure out how much a DVD player
would cost in 1950 … you can’t! Give me enough time and I
can provide evidence that any crediting method is better than
any other as long as I can self select the time period and the
current pricing rates.

Not only does back-casting not accurately demonstrate past
performance, it also does not accurately compare relative
performance of one crediting method over another.  Different
crediting methods have different pricing levers that can create
swings in results relative to other strategies depending upon the
time period illustrated.  The only way one can accurately
determine how a policy would have behaved in the past is to
look at actual returns on actual products offered. 

Fixed indexed annuities are first and foremost fixed products.
Thus, the insurance carrier has discretion over what level of
participation the product provides. So, if someone is telling you
that one crediting method is better than another based on
back-casting, don’t believe it.

What is the best indicator of a product’s potential future returns?
A lot of things impact the carrier’s pricing of a product, including
expenses, surrender charges, the carrier’s profit objective, etc.
But here are the biggest two that are visible to the producer:

1) Carrier option budget: The larger the budget, the larger
the potential returns.  While a carrier will typically not explicitly
tell you what is its option budget, the higher the commission
and the higher the premium bonus, the lower the option budget.

2) Carrier integrity on renewal rates: The carrier ultimately
has discretion on how it sets rates, such as caps and
participation rates, after the first contract year. A carrier that
maintains fair pricing through the life of the product will
provide better long term value.

By the way, telling consumers which crediting method may
perform better could be interpreted by regulators as giving
investment advice. This is helping to fuel the fire with the SEC
and FINRA on getting their hands in our business.  So, what
strategy should you put your client in? A great answer is to use
the strategy that you and your client understand. Another
perspective is put even amounts in each strategy to give your
client an increased chance of positive returns each year. The
bottom line is: don’t advise on which one is best.

Let’s all work together to keep our annuity marketing and sales
focused on the real needs of customers and the benefits of
annuities. This will help assure that these valuable products
continue to be available for agents to distribute to consumers
who need them.

Jon F. Davis
Co-Owner

800-747-5612
Jon@DavisLife.com

For agent use only. 
Not for use with the public. 

This article is not intended to give legal or tax advice.
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To Open Doors With Business
Owners, Raise the Valuation Issue!
By: Ryan Hughbanks

In today’s market, advisors face three main challenges; 
1) Finding new prospects
2) Winning their trust and convincing them to take 
action and 
3) Competition. 

Your time available for prospecting new clients is minimal, so
you have to prioritize.  Many financial advisors wish they had
more small business owners as clients.  Why should you
focus on business owners?  Because business owners are
prime candidates for the products and services you offer!
They have complex needs and usually have the money to
implement the solutions you will be recommending.  

When most people hear the term “business owner” they think
of a Wall Street company, but the truth is over 99% of
American businesses are found on Main Street.  There are
over 6.6 million privately held business owners in America.
These people own the auto dealerships, bowling alleys,
restaurants, dental practices and a thousand other
enterprises you drive by everyday.  Two-thirds of American
millionaires achieved their wealth by owning a small
business.  If you want to work with millionaires, target the
small business owner!  

As an advisor your scarcest resource is your time and you
want to make sure you use that time pursuing the most
promising cases.  Companies with 10 or more employees
are often worth $1 million or more.  These are the business
owners you should be targeting, because owners of million
dollar companies can afford to buy the solutions you offer
(and also the business valuation that sets the stage for you).  

For most business owners their business is their most
valuable asset.  Unfortunately, most business owners have
little or no idea what their companies are worth.  Most
owners think they know what their businesses are worth, but
their guesses are almost always wrong.  Owners typically
misjudge the value of their business by 50% or more.  So
how do you position yourself ahead of the competition and
present yourself as a problem solver for these business
owners?  Raise the Valuation Issue!  

Raising the valuation issue allows you to be a problem
solver for the business owner.  It uncovers the problems in a
business, shortens the life insurance sales process and
exposes tire kickers so you don’t waste your valuable time
with clients that are not serious.  You need not be an expert
in business valuations, you just need to be sure to partner
with one.  This approach with business owners can work
great even if you know little or nothing about valuations.  

Business valuation is also a great way to get leads and
referrals from local CPA’s and Attorneys.  Most CPA’s hate
doing business valuations, but in many cases they do them
because they don’t want to send their client to the
competition.  You have a great opportunity to present
yourself as a non-competitive resource for them to send their
clients to that need valuations.  Attorneys have clients all the
time that need business valuations and you can position
yourself as the go-to person for these services.

We here at Davis Life Brokerage can help you meet all the
challenges you face in today’s marketplace.  We can show
you how raising the valuation issue with a business owner
can help you 1) Find new prospects, 2) Win their trust and
convince them to take action and 3) Beat the competition!
We are experts in the business and estate-planning
marketplace. Calll us today and discover how Raising the
Valuation Issue will help you succeed with Business Owners.  

Ryan Hughbanks
Life Marketing Executive

800-747-5612
Ryan@DavisLife.com

For agent use only. 
Not for use with the public. 

This article is not intended to give legal or tax advice.
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Davis Life Brokerage
Home Office: 800-747-5612
Texas Office: 888-586-2293

dlb@DavisLife.com
www.DavisLife.com

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.

LEGACYSM

LegacySM 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* PRODUCTS
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 Company A+ Superior Annuities
American National Insurance Company A+ Superior** Life, Annuities
Assurity Life Insurance Company A- Excellent Life
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
Forethought Life Assurance Company A- Excellent Annuties
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 Financial Group A+ Superior Annuities
Lincoln National Life Insurance Company-Jefferson Pilot A+ Superior Life
Life Insurance of the Southwest (LSW) A Excellent Life
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
Phoenix Life and Annuity 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
Sun Life Financial A++ Superior Life, Annuities
Standard Insurance Company of Oregon A Excellent 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
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