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Wishing you and your families’ happiness 
during this Holiday Season!  

how fleeting the moments are in life.  It seems that the years continue to come 
and go so quickly.  As we approach yet another year’s end, we want to extend 
our warmest wishes to you and your families for the coming holiday season.  It 
is in these fleeting moments, wrapping up another year and diving into new 
projects that we want to express a heartfelt toast to you!  We raise our glasses 
in celebration to all those in our corporate family whose success is our success. 
here at Davis Life Brokerage, we strive on building relationships and are 
dedicated to supporting your independence as a financial advisor.  

In reflecting on the past year, we see innovative changes and successful 
implementation of new programs. All this would be impossible without you, 
our loyal financial advisors.  As businesses continue to struggle, we feel blessed 
to support you and are proud of the accomplishments we’ve made together in 
2010.  We look forward to serving you in 2011 with our cutting edge sales tools, 
expertise in case design and our staff underwriters.  Committed to helping you 
sell more life, annuity and advanced markets cases, we will continue to work 
hard for you by being, “Your Financial Services partner…For Life and Annuities.” 

We wish you and your families a memorable Christmas and hanukkah that 
is filled with happiness and joy.  As the clock strikes midnight on yet another 
New Year, may your happiness and joy in all aspects of your lives continue into 
2011.  May you be blessed! 

Merry Christmas!  Happy Hanukkah! 
Happy Holidays to you all!



BOBTO THE RESCUE
By: Al Stockwell

Davis Life Brokerage approaches every situation with a glass half-full approach. 
Circumstances are not always desirable, but with a little optimism and due diligence, 
Bob gets the case done!

SITUATION
Mr. Client is 57 years old and in good health, except he has a calcium score over 1,000. 
A high calcium score is considered a reliable early warning signal for a heart attack. 
Blood vessels naturally contain calcium, and calcium can build up in the blood vessels 
and stiffen them, laying the foundation for heart disease. As a result, the underwriting 
decision the agent received from his carrier of choice was a Table 5 rating, which was 
unacceptable to Mr. Client.

SOLUTION
Davis Life’s VP of underwriting, Bob Pedigo, gathered additional information and worked 
closely with the carrier’s medical director to prove that the client was consistently 
following a treatment and prevention regimen directed by his physician. As a result, the 
carrier reconsidered and offered the client a Standard rate.

RESULTS
The agent placed two cases on Mr. Client with a combined target premium of $30,000. 
Once again, Bob’s involvement saved a huge case!

Bob Pedigo is our Vice President of Underwriting. He brings over 30 years of expertise to the 
table to help you and your clients.  Bob works closely with all of our companies and their 
underwriters.  He can fully underwrite the case before we ever send it to a company so we know 
exactly what to expect.

FOR BROKER USE ONLY. Not for use with consumers.
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Step 1 take the survey

Step 2
Become a

Yourself
Real life ManageMent CoaCh

What if it only took 3 minutes to learn all this about your existing and 
prospective clients? This is the first step to an overhaul that will change the 
way in which you do business.  Don’t sit this one out. You will learn: 
 WHAT their attitude is. 

 HOW to communicate and relate effectively.                         

 WHO in the family makes the buying decisions. 

 WHY they don’t buy. 

 WHEN the best time to email, mail or call is, and 

 WHERE their “hot buttons” are?

 Why: Help to teach your clients to find greater success, not only with wealth, but also health 
and all of life.  We train our “coaches” and you watch your business grow! 

 How: Attend coaching event in Dallas, Texas on January 13 -14, 2011.

We are excited about this partnership! Since implementing this program in August,  
we see you too are excited. Here are just a couple success stories:

If you could do all this 
in 180 seconds, 

WOULD YOU WANT TO 
LEARN MORE?

Call Davis Life Brokerage at  
800-747-5612 and experience this 3-minute process TODAY! 

Call Davis Life Brokerage at 800-747-5612 to learn more about  
what you will receive when you become a coach and how  

to use this survey to substantially increase your sales

“Of the business we have written since August (2010), 
about 2.5 million of it we wouldn’t have gotten 
without Real Life Management.”

» Go to www.DavisLife.com/Pam to listen how 
Pam’s business instantly grew.

“I have noticed a tremendous turnaround with my 
clients that I would not have otherwise seen.”

» Go to www.DavisLife.com/Darian to listen 
how Darian’s business instantly grew.



With 2011 fast approaching, it does 
not appear that Congress will act 
to reinstate the Federal estate Tax 
exemption at the 2009 level. This is 
an unprecedented opportunity for 
advisors to go through their book 
of business and contact all high net 
worth clients. The exemption will go 
back to $1,000,000 per person, or 
$2,000,000 per couple in 2011.

After 2010, everyone who has a 
net worth over $1,000,000 will pay 
estate tax (unless Congress makes a 
decision to keep all of the Bush tax 
cuts.) Fortunately, you can help your 
clients pass 100% of their estate to 
their heirs no matter what Congress 
decides.

The estate Tax can have a dramatic 
impact on family businesses and 
property ownership at the time of the 
owner’s death. estate taxes have to 
be paid nine months from the date 
of death, so liquidity is needed in a 
short period of time. That’s where life 
insurance comes in.

Contact your clients now and let 
them know that you will complete 
an analysis to show them where they 
stand now and how you can help 
them with their estate liquidity needs.

Then contact us and we will do 
the analysis for you and help you 
make the sale. It’s a win-win-win for 
everyone.

Be sure to ask Ann about how to streamline 
the complexities of estate planning through 
our exclusive, Complete Estate Design 
Analysis Review System. (CEDARS) Ann 
Lewis, CLU, has more than 30 years 
experience selling life products and 
managing life agents. She specializes in the 
estate preservation, business continuation, 
and charitable giving markets.

Ann can assist you in learning how we 
can help your 
clients and grow 
your business like 
never before. Get a 
headstart to a great 
beginning in 2011.

Ann Lewis
CLu

800-747-5612
Ann@DavisLife.com

Your Prospecting Tool for 2011
ESTATE PRESERVATION

By Ann M. Lewis

The following is living proof that there 
is still potential in seminar selling. 
having had the privilege to work with 
Mr. Rob Dechick, I know that seminars 
are still a viable source of revenue 
simply by the numbers...read on.  

Seminars Are Working Well
Since the tsunami of seminar 
negativism started a few years 
ago, we have had a settling period 
where agents have found real and 
supportable reasons for resuming 

the use of seminars as a marketing 
tool. Quite frankly a large 

number of former 
seminar presenters have 
been discouraged over 

declining seminar 
attendance. I 

have successfully implemented 
seminar selling into my practice, 
using a program that follows just a 
few absolute, but critical rules to my 
seminars.

THE TOPIC SELLS, not the MEAL!
I have discovered the key to resuming 
seminar attendance. The creator 
designed the system in 2004 and 
having since presented to over 17,500 
people in 8 years, a steady one to two 
million dollars of new money each 
month is produced. He has a 1%-2% 
response to his seminars even today. 
Although he offers a meal, he believes 
the meal should not be the primary 
reason for the prospects to attend. It’s 
been proven that the MESSAGE is the 
true catalyst to successful attendance. 

The key to a successful message 
is that it must be timely, pertinent, 
create a sense of urgency and give the 
prospect clear reasons to move money. 
Although I don’t sell health products, 
the “Healthcare Reform Here,” 
seminar gets great response for annuity 
business, tax planning, and retirement 
planning. I would highly recommend 
this program. Fee seminar training is 
also available. Having been around a 
long time, learning a lot, I’d be happy 
to discuss the program in more detail. 

Rob Dechick, Florida.

If you are interested in getting more 
information, please contact PJ or 
anyone on the annuity marketing 
staff at Davis 
Life Brokerage 
for more 
information.

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com

PJ’S PICKS
An agent’s seminar program testimonial



Increased 
Death Benefit 
with Guarantee 
and LTC Rider
THE OPPORTUNITY:
An advisor who works with us had a 64-year old female 
client who owned an Indexed universal Life policy.  The 
policy, which was purchased six years ago for death 
benefit and supplemental retirement income, had a 
death benefit of $315,500 and a cash surrender value 
of $116,000.  The advisor found that she was unhappy 
with the policy’s guarantees:  based on her current in-
force illustration and paying no additional premiums, 
her coverage was guaranteed to age 76 and non-
guaranteed to age 84.  Additionally, from the advisor’s 
client review fact finding, he was also able to determine 
that she was interested in long-term care coverage.

The policy was issued at a standard smoker rate class.  
Based on the fact that she hadn’t smoked for the last 
three years and was in excellent health, the client would 
now be able to obtain a preferred non-smoker rate 
class.  however, her current company was not willing 
to change her premium class - she was stuck with the 
standard smoker rate class.  To stay with her current 
policy and extend the guarantees to age 100, she would 
need to begin paying premiums of $4,345 per year.

THE SOLUTION:
Davis Life Brokerage analyzed alternatives from our 
wide selection of insurance carriers and found that John 
hancock’s Protection uL-G universal Life policy was a 
better fit for the client. 

The uL-G Protection universal Life policy offered the 
following benefits:

• No additional premium beyond the rollover of 
the $116,000 of existing cash value,

• $330,000 of death benefit (slightly more than 
her existing policy),

• Guaranteed coverage to age 100 with no 
additional premiums,

• Plus a Long-Term Care rider that can provide 
$6,600 of monthly benefit for at least 50 months

This policy eliminates the risk of additional premium 
changes and guarantees all of its benefits to age 100.

THE RESULT:
Davis Life Brokerage’s expertise and knowledge of the 
life insurance market enabled the advisor to provide 
his client with a policy with stronger guarantees, more 
benefits, and a lower cost.  This is just an example of 
one of the many ways that Davis Life Brokerage helps 
you to strengthen your relationship with your clients.

Last quarter, we welcomed David Biede, a Life, Annuity and 
LTC Marketing Executive.  His 12-year career in the insurance 
and financial services industry started at Merrill Lynch as 
a financial advisor, where he still works with some of his 
original clients. Over the last 7 years he has been working in 
the life and annuity wholesaling business as a manager and 
Vice President of Sales and Marketing. He actively recruited 
and grew territories in the states of IA and NE and has an in-
depth knowledge of how security and life based products can 
work to complement each other.  He graduated from Drake 
University and has professional designations with a Series 7, 
65, and Life and Health. 

He loves spending time with his wife and daughter and tries 
to find time to travel, play golf, and fish.

David enjoys helping agents find the right solutions for their 
clients. If you have any questions or need his expertise for 
your clients please give David a call. He 
looks forward in helping you take your 
business to the next level. 

David Biede
Life, Annuity & LTC 

Marketing executive
800-747-5612

David@DavisLife.com

By David Biede
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Both annuities and single premium life 
insurance are popular products that 
offer a winning value proposition for 
your senior clients.  Both of them are 
long-term wealth-building products 
that offer three key advantages to 
consumers:

 Guaranteed safety:  The cash 
value is protected by the issuing 
insurance carrier and is not subject 
to investment risk.

 Attractive interest rates:  The 
carrier credits fixed or index-based 
interest rates to the cash value 
that are often higher than you 
would find on other safe financial 
products

 Tax deferral:  As the cash value 
grows, no taxable income is 
reported as long as no withdrawals 
are taken.

Thus, the decision as to which of the 
two products is more suitable to your 
client’s needs does not hinge on the 
above factors.  Instead, it hinges on 
the question, “how do you plan to use 
the money?”

If your client says, “I plan to use the 
money to create a steady income 
stream for myself,” then an annuity is 
ideally suited for that purpose.  either 
annuitization or use of a guaranteed 
lifetime income benefit rider will 
accomplish that purpose wonderfully.

But many clients tend to say, “Ideally, 
I don’t ever want to touch the money.  
It’s there in case I need it, and I hope 
to leave it to my children.”

This was validated in a consumer 
survey conducted by Prudential 
Financial.  Over half of retirees 

surveyed said they plan never to touch 
their accumulated retirement savings.  
About 3 in 10 said they plan to spend 
only a portion of their savings.  Only 
2 in 10 said they plan to generate 
income from their savings or otherwise 
spend most of their savings during 
their lifetime.1

So while annuities are better suited 
for clients who want to create an 
income during their lifetime, single 
premium life is a better choice for the 
majority of retirees who simply want 
to preserve their savings for a rainy 
day and pass it along to their children 
if that day never happens.

Let’s briefly mention five reasons why 
single premium life is better suited for 
this purpose:

1. The amount your clients’ children 
receive:  If your clients hope to pass 
their money along to their children 
at death, an annuity merely gives 
their beneficiaries the cash value.  
Single premium life insurance pays 
a death benefit that significantly 
exceeds the cash value.

2. What your clients’ children will pay 
in taxes:  unlike the money your 
clients’ beneficiaries would receive 
from an annuity, the life insurance 
death benefit is 100% free of 
income taxes.

3. What happens if your clients 
cancel early:  If your clients have 
an unexpected expense and need 
to terminate their policy in the first 
few years after purchase, many 
single premium life insurance plans 
guarantee to return the premium 
they paid.  Many annuities, on the 

other hand, could hand back less 
after they impose surrender charges.

4. What happens if your clients need 
long term care:  John hancock, the 
industry’s #1 writer of long term 
care insurance, offers a product 
that integrates long term care 
insurance into the single premium 
life insurance policy.  This creates 
a larger pool of dollars available to 
pay for long term care.

5. What happens if your clients desire 
multiple forms of protection:  Many 
clients need and desire some mix 
of cash value accumulation, life 
insurance, and long term care 
insurance.  A single premium 
life insurance policy can often 
combine all these attributes into 
one convenient package, which is 
cheaper and easier than trying to 
accomplish all of these objectives in 
separate financial products.

Now, let’s add five additional reasons 
why you would want to offer single 
premium life insurance to your clients 
in addition to annuities.

6. Differentiate yourself from the 
competition:  Many agents merely 
offer annuities to their clients, 
regardless of whether their clients 
intend to spend their money or 
hope never to do so.  By offering 
both single premium life insurance 
and annuities, you offer your clients 
more choices and the benefit of a 
higher level of expertise.

7. Revisit your clients:  Many of 
your existing clients who own 
annuities would be better served 
in a single premium life insurance 

TEN REASONS WHY SINgLE PREMIUM LIfE  
IS BETTER fOR MANY CLIENTS

AnnUITy OR SInglE PREmIUm lIfE?
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Ready to get
But Not

Sure How?
Organized...

Here at Davis Life Brokerage, part of our commitment to you is making your job easier. 
That’s why it gives us great pleasure to introduce BigContacts to you. With everything 
you need to know about follow-ups and communicating with customers, BigContacts 
improves productivity with a suite of resources at your disposal.

So, whether you are replacing an old program or getting started with a new one, 
BigContacts contains the necessary components to help you gain more clients and 
streamline the way you manage existing ones.

Try it fREE for 30 days, then upgrade to a paid 
subscription and receive a 33% discount.

(Discount code will be provided by Davis Life Brokerage.)

Suite of Benefits Includes:
 Streamline tasks and 

workflows.

 Stay in TOUCH and stay in 
FRONT of clients.

 Simple to use, professional 
looking email templates.

 Weekly live webinars to help 
you get started.

Call your Davis Life Representatives today at 800-747-5612 for more information.

Life with Al
product.  This gives you a wonderful 
opportunity to visit with them, 
better serve their needs, and earn a 
new commission.

8. higher commission rates:  Yes, 
commission rates on single 
premium life insurance products are 
typically higher than commission 
rates on annuities.  It is more 
than worth your trouble to learn 
something new.

9. Simplified underwriting:  Some 
agents shy away from single 
premium life insurance because 
of underwriting.  They shouldn’t, 
because with most single premium 
life products, underwriting is done 

on a simplified basis.  The timing of 
a case being issued is similar to an 
annuity.

10. Davis Life Brokerage:  Last but 
not least, you will find that Davis 
Life Brokerage offers a full array of 
single premium life and annuity 
products.  We have an in-house 
underwriting staff.  We are located 
in the same small city as many 
of the top carriers, giving us 
unparalleled relationships with 
carrier executives.  We also have 
unique selling systems that can 
take your practice to the next level.

There you have it – ten reasons why 
single premium life insurance is better 

for many of your senior clients and 
better for you.

If you are wondering if Single 
Premium Life is appropriate for your 
clients, simply call Al Stockwell,  
our Life Marketing Director, at  
800-747-5612, or send him an  
email at al@davislife.com.
1http://www.thefreelibrary.com/Fear+of+
Outliving+Nest+egg+ 
Prompts+Retirees+to+ 
Make+Do+on+ 
Limited... 

-a0113650469

Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Introducing... BigContacts
A web-based Contact Management System. An easy, inexpensive way to mine your database.
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Are there any  
avocation,  
financial, aviation  
or legal concerns?
By: Bob Pedigo, CLU, FALU, FLMI,  
Vice President for Underwriting, Davis Life Brokerage 
As seen in Life Insurance Selling - Inside Track

In the Laser underwriting Approach, the preliminary 
application is sent to the brokerage agency where the staff 
underwriter reviews your case. The request is analyzed, the 
medical and financial records are reviewed, and then the 
best one or two companies are selected that fit your client’s 
particular risk.

There is always the current list of facts that the staff underwriter 
reviews, i.e. age, amount, medical risks, smoking status, etc. 
These are all things directly presented on the preliminary 
application to the agency. Other matters that are crucially 
important, yet are often not asked on the preliminary 
application, are summed up in the question: Are there any 
avocation, financial, aviation, or legal concerns?

Let’s look at each of these concerns.

Avocation: examples of hazardous avocations are mountain 
climbing, bike racing, diving, boxing, or auto racing. With a 
hazardous avocation, the staff underwriter is going to want to 
know the avocation, how experienced the client is, and the 
how often your client does the activity.

Let’s take mountain climbing, for example. You will want to ask 
your client: Where do you climb, how often, and how high? 
If your client is a professional in the avocation, the frequency 
and hazard are usually very high. Such cases more than likely 
will require the papers to be sent by the carrier to a reinsurance 
company. Thus, it is a good idea to call the staff underwriter 
and have them help you with the type of client you are writing.

Financial: If your client has had some financial difficulties, it 
is important for you to get details. Financial difficulty could 
range in severity from being unemployed, to foreclosure, to 
past or currently pending bankruptcies. As you can imagine, 
these factors affect the risk, and the staff underwriter needs a 
full set of facts to help you best place the case. For example, the 
underwriter will be interested in the circumstances or the cause 
of the bankruptcy and what your client is doing to correct the 
situation. Be specific with your details. Most companies do not 
issue coverage until the bankruptcy has been discharged.

The Laser Underwriter Approach 
yields accurate quotes and keeps 
the processes smooth by asking 

these 10 key questions:

1. What is your client’s medical 
history, including conditions, 
treatments, or medications?

2. What is the amount of the 
application?

3. What are your client’s age, 
tobacco status, height, 
weight, and ability to live on 
his or her own? 

4. Are you in competition?  
What are the other 
companies, face amounts, 
and ratings?

5. Do you have related 
applications with other 
companies, such as rolling 
over a policy or a 1035 
exchange?

8. Is the amount of coverage 
appropriate for the client’s 
financial situation?

9. Are there any sensitive 
histories such as alcohol, 
drug, or motor vehicle 
problems?

10. What is the importance of this 
client to you, such as being a 
center of influence who could 
provide referrals? 

6. Will your client accept an 
increased premium?

7. Are there any avocation, 
financial, aviation, or legal 
concerns?
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Aviation: There are many guidelines 
for aviation, and aviation may or 
may not result in a rating or an 
extra premium. Professional pilots 
for major commercial airlines are 
typically not assessed any extra 
premium for aviation. Amateur, 
charter, and helicopter pilots may 
be a different story. The underwriter 
will be looking for the type of 
aircraft flown, how many solo 
hours a pilot has flown, how many 
hours the pilot flies in a year, and 
if the pilot has an Instrument Flight 
Rating. It is good to contact the staff 
underwriter first to see what kind of 
rate the risk may have.

Legal: If you pick up on a legal 
situation, get details such as: What 
was the charge? Was jail time 
served, and if so, how long? Is the 
client still on probation? Is the client 
back in society with a steady job 
and/or family?

One example is an applicant 
who is now 45 years old and was 
arrested at the age of 18 for selling 
marijuana. he has had the same 
job for the last 15 years, has 3 
children, and is a good part of the 
community. It is good to have a 
cover letter and drug and alcohol 
questionnaire for this client, but 
the carrier will probably have no 
problems insuring this individual.

Another example is person who is 
now 35 years old and served jail 
time in his twenties for trafficking 
cocaine and forging checks. 
even if he has served his jail time 
and is finished with probation, 
many companies would put on 
a substantial rating. It would be 
very important to contact the staff 
underwriter to see what could be 
done in such a situation. A cover 
letter possibly covering all the 
positives on this person and where 
he stands in society now would be 
a good start.

All this comes back to the Laser 
Approach to underwriting a trial 
application. If a staff underwriter 
can assess the risk first, suggest 
the one or two best companies to 
receive the trial application, and 
assist you with gathering records 
and packaging the information 
properly, there is a better chance 
of being able to place your 
application.

Bob Pedigo, CLu, 
FALu, FLMI, heads the 
underwriting division 
at Davis Life Broker-
age. Mr. Pedigo is the 
former Vice President 
and Chief underwriter 
with Indianapolis Life. 
As the Vice President 
of underwriting for 
Davis Life, he assists 
producers in navigat-
ing their cases through the sometimes rocky sea 
of underwriting. In addition to being available for 
consultation with agents on tough cases, he is an 
advocate in working with home office underwriting 
departments. In addition to his 30 years of under-
writing experience, Bob also sold life insurance 
early in his career.

For producer/agent inFormation only. not to be reproduced or shown to the public. 
genworth, genworth Financial and the genworth logo are registered service marks of genworth Financial, inc.  © 2010 genworth Financial, inc. all rights reserved.105063CLR 10/26/10

Give your clients the protection they need for the future  
with a Total Living Coverage® Annuity1 (TLCA) from 
Genworth Life Insurance Company.
•		Leverage	a	single	premium	up	to	3x	for	long	term	care	expenses	tax-free2

•	One	year	deferral	period*
•		Inflation	protection	options3	and	couples	discount	available
•	Care	coordination	benefits	included	at	no	additional	cost
•	Simplified	underwriting	process
1 Total Living Coverage Annuity is a fixed deferred annuity with a rider for long term care services. 
Charges for the long term care insurance rider are deducted monthly from the value of the annuity.

2Note that the annuity value is part of this leverage and is paid first.
3Inflation protection option available at additional cost.
This is a brief product description. Please see the policy form for a complete description.

Protect Your Client’s Future 
with a Total Living Coverage® Annuity

*Two years in CA 

Total Living Coverage Annuity 
single premium deferred annuity 
with long term care benefit rider 
is subject to Policy Form No. 
SPDAPLTC 806 et al. and Policy 
Form No. SPDAPLTC 1108 et al.

S I n g L e 	 P r e m I u m 	 D e f e r r e D 	 A n n u I t y 	 W I t H 	 L O n g 	 t e r m 	 C A r e 	 B e n E F I T S

Agency Name
Agent Name
Agent Phone Number
Agent Email
Agent Web Address

3737 Woodland Avenue
Suite 600

West Des Moines, IA 50266
800 -747-5612

www.DavisLife.com
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ING Term eSubmit
Doing Business at the 

Speed of Light
has it ever occurred to you how much wasted time and effort there is in getting a life insurance 
application submitted and issued?  For example, you submit an application to a carrier, and it takes 
days – or perhaps even a week – for it to appear on their administrative system and get a first look 
from a case manager.  Shouldn’t you be able to submit a case and get instant action?

Then there’s the issue of errors:  some of our carriers report that 80% of manual applications have 
items left incomplete or filled out erroneously.  And it can go the other way, too:  how many times 
have you found that the carrier’s clerical personnel mispelled your client’s name or made some other 
typographical error?

Fortunately, an industry leader – ING – decided to resolve these issues with a process called ING 
Term eSubmit.  With ING Term eSubmit, you enter client information in an intuitive on-line program, 
click the electronic signature, and your application is instantly delivered directly to the ING Service 
Center for processing.

That’s it!  Your term application is well on its way to getting issued.  how much does this cost?  It’s 
FRee!  Your commission is the same as if you had used the old-fashioned way, but now your client’s 
policy will get issued much faster, so you’re more likely to place it.  That’s how ING Term eSubmit 
helps you make more money.

ING Term eSubmit will revolutionize how you do business, and you will quickly view how you used 
to submit applications as antiquated and slow.  But of course, a great process is only useful if the 
product itself is great, and with ING, it is!  ING has among the best term rates in the industry.

Plus, ING gives you lots of ways to further streamline and build your business.  You can add their 
dedicated term life microsite to your website.  You can order personalized promotional materials 
through the ING Life PromoCenter and use their wide array of multi-cultural materials.  You can even 
get instant quotes on-line or on your cell phone.

As you know, in a competitive marketplace, ratings and underwriting are crucial, too.  ING delivers 
here as well.  ING has an “A” rating from A.M. Best.  Family history of cancer is acceptable for Super 
Preferred; cholesterol treatment is acceptable for Super Preferred, and occasional cigar use may 
qualify for non-tobacco rates.

By now, it should be obvious:  there are compelling reasons to do business with ING and Davis Life 
Brokerage.  Give us a call, and we’ll get you set up.
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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

Davis Life Brokerage
Home Office 

800-747-5612
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.

CARRIER  A.M. BEST RATING*  PRODUCTS
Allianz Life Insurance Company  A  excellent  Life, Annuities
American equity Investment Life Insurance Company  A-  excellent  Annuities
American Investors Life Insurance Company, an Aviva Company A excellent Annuities
AIG Life Insurance Company  A  excellent  Life, Annuities
American National Insurance Company  A  excellent  Life, Annuities
Assurity Life Insurance Company  A-  excellent  Life
AVIVA Life Insurance Company  A excellent Annuities
AXA equitable Life Assurance-MONY  A+  Superior  Life
Banner Life Insurance Company  A+  Superior  Life
equiTrust Life Insurance Company  B+  Good  Annuities
Forethought Life Assurance Company  A-  excellent  Annuities
Genworth Life and Annuity  A  excellent  Life, Annuities
Gerber Life Insurance Company A  excellent Med Supp
Great American Life Assurance Company  B++  Good  Annuities
ING Life Insurance and Annuity Company  A  excellent  Life, Annuities
Investors Insurance Corporation  A excellent  Annuities
John hancock Life Insurance Company-ManuLife Ins. Co.  A+  Superior  Life
Lafayette Life Insurance Company A++ Superior** Life
Liberty Bankers Life Insurance Company  B-  Fair  Annuities
Liberty Life Insurance Company, an RBC Company  A-  excellent  Life
Lincoln Benefit Life Company  A+  Superior  Life, Annuities
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+  Superior  Life
Minnesota Life Insurance Company A+ Superior Life
Metropolitan Life Insurance A+ Superior Life
MTL Insurance Company A- excellent Life 
Mutual of Omaha-united of Omaha  A+  Superior  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+  Good  Life, Annuities
Principal Life Insurance Company  A+  Superior  Life, Annuities
Protective Life Insurance Company  A+  Superior  Life
Prudential Insurance Company of America  A+  Superior  Life
ReliaStar Life Insurance Company  A  excellent  Life
Sagicor Life A- excellent Life
Savings Bank 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
West Coast Life Insurance Company  A+  Superior  Life, Annuities

* All ratings reflect Financial Strength and are current as of 11-18-10. 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. 
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3737 Woodland Avenue;  Suite 600
West Des Moines, Iowa 50266-1934

800-747-5612
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Davis Life Brokerage

There’s more . . . just look inside!

Get On Track 
in 2011

• estate Planning Prospecting Tools – Revisit Your Clients Now!

• Technology Progress for 2011 – ING eApplication Submission

• Get Organized and Mine Your Database with CRM Program BigContacts

• Take This FRee 3 Minute Survey and Close Sales effortlessly 
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