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Your Financial ServiceS Partner — For liFe and annuitieS

* This example is a male standard risk, age 70, minimum face solve, mec., $100,000 single premium, 
$174,000 tax free death benefit guaranteed for LE.** Source: AnnuitySpecs

800-747-5612

12% CoMP, 12% CaP,  
a+ raTeD, 95 CoMDeX
Do we have your attention? 
Does your favorite Fixed Indexed Annuity offer this OR does it offer:

• Low Caps/High Fees? • Low Commissions?

• Low Ratings?  • Expensive Riders?

Over 88%** of annuity owners will die before they take income out of their 
annuity and ALL the gain will be taxed — someday. Provide the RIGHT Solution.

Fixed Index Annuity Life 
Alternative is the answer!

• Our Underwriters make it easy

• Tax free to loved ones

• Access to cash

• High renewals rates

• Get paid more for your work

BOttOm Line: Single Premium Life with a 
12% cap is an advantage over an annuity 
for the right client. Just call us today and 
we’ll give you all the details, provide you 
illustrations and help you close your case.

 Ask for the 12-12 Plan
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Simple Solutions and 
Significant results with 
Davis Life brokerage
Time and again we show examples 
of how simple solutions and follow 
through can result in significant 
results both for the client and agent.

Situation
69-year-old female with a large 
family trust wanting to replace 
variable life insurance with paid-
up guaranteed UL coverage. New 
face amount of $2.6 million was 
not easily justified now that she 
is retired and her net worth is not 
high enough to justify the new 
coverage.  The case was submitted 
to two carriers to split the new 
coverage.  Both companies initially 
balked at the amount as unjustified. 

Solution
Bob worked extensively with both 
carriers through conference calls with 
the agent and cover letters outlining 
the reason for the coverage and the 

amount of coverage.  Both companies 
finally agreed with Bob and offered 
Preferred on the client. 

results
Our agent was able to secure a 
sizable death benefit and eliminate 
premiums. Our agent also received 
close to $70k in commissions.

BOB pedigO 
CLU, FALU, FLMI 

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 compa-
nies and their underwriters.  He can fully 
underwrite the case before we ever send 
it to a company so we know exactly what 
to expect.

bob  to 
the rescue
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5tips
from  

the top

PJ’s PIcKs

The Lure of the rollup

chances are your clients have 
seen and/or heard of the 
lifetime income riders. Between 

the lucrative rollup interest rates and 
security of income for life it is pretty 
hard to pass up. But, the reality is that 
the income riders and all but one that 
I know of have a fee associated with 
them. And when was the last time 
you got something for nothing? It 
stands to reason that you would have 
to pay for this type of benefit. But, 
have you truly done the numbers? 
Sure, it makes the sales process a lot 
smoother, but count my words that 
income riders will be the center of the 
next wave of class action lawsuits. To 
make the sale easier, more times then 
we’d like to admit, these riders are 
presented in a fashion guaranteeing 
the client a true interest credit on their 
account value of anywhere from 5% 
to 10%. Don’t you think there will be 
a beneficiary or two that will expect 
that 5% - 10% interest credit on 
their death benefit? They sure will. 

The numbers tell the story even when 
we calculate a conservative hypothetical 
return of 3.00% to 3.50% on the 
account value over a period of time. If 
you compare the rider payout to even 
today’s lean immediate annuity rates you 
will find a slightly less payout. Keep in 
mind, though the fees a client pays over 
time as long as there is account value 
to subtract those fees from. Believe it 
or not, the numbers are 
astonishing

Do you and your client realize that 
those fees are paying the insurance 
company so the client can access his 
own money? True story! The fees 
are perpetual until the account value 
is exhausted. I discussed this issue 
with a client recently who reported 
her income rider fees to me. On one 
$250,000 annuity her income rider 
fees in one year were $2,116.40. On 
another $250,000 annuity her fees were 
$1,315.74. That is total of $3,432.14 
in fees for riders she may or may not 
use. Also keep in mind the factors used 
in calculating the lifetime income. They 
can range from 5% to 7% for someone 
in his 60’s. How long do you think it 
would take at that rate to go through 
your account value? Typically you’re 
looking at maybe 20 years? Oh, and 
don’t forget….when you start the income 
stream guess what doesn’t stop? FEES! 
I’m not saying that all income riders 
are created equal. What I am saying 
is, prepare your client for what they’re 
really getting for their money. 

PJ DUNCAN 
Director of Annuity 
Marketing 
800.747.5612 
PJ@DavisLife.com

1  Client reviews 
= sales.

2     Streamline the 
complexities of 
estate planning 
with the exclusive 
“Complete 
Estate Design 
Analysis and 
Review System” 
(CEDARS).  Call 
us with your 
next case.

3    Need client 
brochures in 
foreign languages, 
call Davis Life has 
companies that 
print materials in 
multi-languages.

4   Need Term Life 
insurance quotes, 
goes to www.
DavisLife.com 
to get quotes 
from all the top 
term carriers in 
the market.

5  TRENTA is 
designed to grow 
your business – 
Referrals, Cross-
Selling & New 
Client Marketing.
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New guaranteed Income rider for a 
Life Product – The best of both Worlds
» b Y  j o n  d a v i S

Income planning is a hot topic for consumers 
these days.Consumers are now responsible 
for funding retirement needs in the future, 

and so the discussion of income riders on annuity 
products has developed. Virtually all top selling 
annuities (indexed and variable) have some type of 
income rider. These riders offer lifetime guarantees 
on withdrawals.  This is a great option for older 
Americans, but is of limited interest for those 
that have many years left before retirement.  

Indexed Universal Life (IUL) has been used for 
years to provide future income for consumers. A 
properly structured IUL can offer future income 
that is tax free, along with the other benefits of 
life insurance.  IUL is now becoming a mainstream 
product, with several large life insurance carriers 
having an IUL product in their portfolio or a plan to 
introduce one coming in the next several months.

Indexing allows an IUL to provide the consumer 
with upside over the historically low interest rates 
we are currently experiencing providing guarantees.  
If the particular index the consumer selects has 
a negative return in one year, the consumer gets 
zero and gets to start a new indexing period 
at the now lower index value.  This is the most 
powerful feature of index products – you get a 
pass on bad years and you get to reset your index 
that help potential returns for the next year. 

 For younger consumers that need time to 
accumulate assets, this can be a great additional 
source of funds to provide income, cover health 
care costs, cover children/grandchildren’s 
education, provide emergency funds and more.

Previously, one of the draw backs of using a 
life insurance policy in this way was 

the lack of guarantee of the 
amount of income 

the consumer could draw from the product.  
Future income levels are projections dependent 
on assumed future crediting rates, cost of 
insurance and other policy factors.  This has 
made future income uncertain, until now . . . 

Income with guarantees!!
A new life product will soon be available that can 
take that uncertainty away.  This product offers 
a guaranteed level of income, regardless of how 
the policy performs in the future.  How would you 
like to show a client a product that can offer a 
tax free death benefit and a tax free income that 
cannot outlive?  This is a first in our industry.

Given all the volatility in the market and concerns 
about where to put money, this product is a great 
alternative for individuals that need death benefit 
coverage and are looking to build up a nest egg for the 
future.  This new IUL product has the death benefit 
protection to help clients’ families or businesses 
while they are in their peak earnings years and 
can provide an income to them in their retirement 
years – and they cannot outlive it - guaranteed.

As one of the exclusive providers of this product, we 
would be happy to provide you information and prepare 
you to offer this exciting new product.  Please contact us 
at Davis Life Brokerage at 800-747-5612.  Any one of 
our life insurance professionals can help show you how 
this product could be a great option for your clients.

JoN f. DAvis 
F.S.A. 
Co-owner 

800.747.5612 

Jon@DavisLife.com
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For information on Fidelity & Guaranty Life’s new Prosperity Elite 
fixed indexed annuity series, please call your Regional  

Vice President, or contact us at salesmarketing@fglife.com

The Power Agent Incentive Rewards (PAIR) program is a deferred bonus compensation plan for eligible appointed agents of Fidelity & Guaranty Life Insurance Company. 
Terms are as stated in the PAIR® plan document, which Fidelity & Guaranty Life may amend, limit or terminate at any time.
Fidelity & Guaranty LifeSM is the marketing name of Fidelity & Guaranty Life Insurance Company and in NY only, Fidelity & Guaranty Life Insurance Company of New York.  
Each Fidelity & Guaranty Life company is solely responsible for its contractual commitments.

*8% premium bonus available with 10 year duration, if the Protection Package is elected.
**There is a charge for this additional feature.  Please refer to the contract for current charges.  

+All values are less withdrawals previously taken proportionately reduced.
++For Prosperity Elite 10.

The Numbers  
Add Up with  
Prosperity Elite!
• 8% Vesting Premium Bonus*

• Improved GMWB**, Income Base is the  
greater of+:

• The account value,

• The MGSV,

• Initial premium, plus 18% bonus, and

• Premium growing at 7.25% for no more 
than 10 years

• 7% street commission++

• Plus PAIR® and PAIRfect Escape Eligibility

More for your CLIENT.
More for YOU!
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Double Duty Dollars  
for business owners
» b Y  a n n  l e w i S - j a c o b S o n

w hen working with 
business owners, it is 
important to let them 

know how efficiently premium 
dollars can work for them.  The 
premium dollars they put forth for 
protection from death of an owner 
and/or loss of a key employee 
can be used to supplement 
retirement income.  In addition, 
many of these policies now have 
riders that pay in the event of 
a critical illness or disability.

How is this accomplished?
A good way to begin is with a 

key person policy.  Key person 
insurance is life insurance 
purchased by a business on 
an owner or employee whose 
services contribute substantially 
to the success of the business. The 
insurance is owned by and payable 
to the business. The insured owner 
or employee is a valuable asset 
that is insured by the firm, in the 
same manner that the building 
and equipment of the business are 
insured against physical damage.

With this approach the business 
is the owner, premium payer and 
beneficiary of a key person policy.  
The key person has no rights under 
the policy.  If desired by both 
parties, the key person could, at 

some pre-determined point, 
receive the policy 

outright 

or purchase the policy by 
a separate agreement.

The business has the ability 
to purchase different types of 
policies for key person insurance.  
While term insurance can be used, 
permanent cash value life insurance 
has many benefits for the business.  
With cash value insurance, for 
example, money would be available 
for expansion or emergencies.

As mentioned above, with 
a Waiver of Premium for Total 
Disability Rider the business 
is relieved of having to pay 
premiums while the key person is 
disabled and is ensured that the 
cash value continues to build.

Finally there is the option to 
create double duty dollars by 
using the policy, upon retirement 
of the owner or key person, 
for retirement benefits.

Owner’s or Key Person’s 
Retirement:
1.  Business could use the case to 

provide retirement benefits.

2. Favorable taxation may be 
available on the policy up to 
the basis or on policy loans.

3. With a Deferred Compensation 
arrangement, benefits can be 
paid to retirees and are usually 
deductible to the business.

ANN 
LEWis-JACobsoN 
CLU 

800.747.5612 

Ann@DavisLife.com

6
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Life Checkup assistant 

Davis Life Brokerage offers a unique opportunity 
for you to brand your business and yourself 
with your existing and prospective clients.  

Studies have shown that multiple contacts with your 
clients throughout the year drives brand awareness and 
equals more opportunity for you.  Our Life Checkup 
Assistant (LCA) program allows you to communicate 
with your clients on a regular and consistent basis.  The 
key word being consistent.  Once you have identified 
who you want to brand yourself to, simply set the 
program into motion.  There are two ways to grow 

your business, vertically and horizontally. Vertical 
growth is the number of clients; this is important 
because that equals activity. Horizontal growth is the 
number of assets that you assist your client with; this 
equals longevity in the relationship. The analogy is 
a tall skinny sail verses a shorter wide sail. Both are 
necessary to sail a ship, but it is the wide sail that picks 
up the most wind and keeps the boat moving in the 
slightest of breezes.  The LCA is a valuable business 
tool, designed to widen your business sail.  Call for 
more details on how to launch your maiden voyage.



8

What would you rather collect:  
$173,000 or $346,000?
» b Y  a l  S t o c k w e l l

that’s a pretty easy question 
to answer, isn’t it?  How 
would your annuity clients 

answer if you asked them?  What 
if you could ask this to every one 
of your existing annuity clients?  
Well, this is something that should 
be brought up with all of your 
clients when you can show them 
how to get from $173,000 to 
$346,000.  Let me show you an 
easy prospecting procedure to write 
more life, make higher commission 
than an annuity sale and provide 
your clients with much better 
benefits for their beneficiaries.

LIMRA has conducted studies 
that show a very low percentage 
of annuity holders will ever access 
their money and eventually 
pass it on to their beneficiaries.  
Holding onto an annuity is a 
very inefficient way to pass the 
money from one generation to the 
next.  Let’s assume a 70-year-old 
female with an existing annuity 
valued at $140,000 with a basis 
of $100,000.  If we estimate 
the value of this annuity in 8 
years on a 5% compounded rate, 
we would have approximately 
$208,000.  If the client dies at 
78, $108,000 would be taxable at 
33% ($35,640) for a net benefit of 

$173,000 to the beneficiaries.  
Now, let’s see how 

this might 

look if we took the tax hit today and 
purchased a life insurance policy on 
a single premium basis.  $140,000 
with $40,000 of gain at 33% 
($13,200 in taxes due now) for a 
net premium of $126,800.  Based 
on a Standard Non-Tobacco rate, 
she could get $346,000 tax-free 
death benefit for her beneficiaries.

Concerned about underwriting 
your client?  Let us get our 
underwriters involved up front 
to assess the situation and to 
determine the best course of action 
to get your client insured.  We can 
order medical records up front and 
find the most suitable carrier for 
your client, taking into consideration 
your client’s age and health history.

Showing your clients the tax 
savings and net death benefit 
when choosing life insurance over 
an annuity investment will more 
than likely peak their interest. 

Want a potential deal sealer? 
Explore adding Long-Term Care 
Rider onto the life policy. Not only 
will you potentially be offering your 
clients a significantly greater death 
benefit, but as an agent, you will 
be able to collect a very attractive 
commission you and your clients 

will both 

see that your efforts will be well 
worth asking the question.  

AL stoCkWELL 
MBA, FLMI 

Life Marketing Director 

800.747.5612 

Al@DavisLife.com

annuity alternative 
- 70 y/o Female
annuity Option:

Basis - $100,000

Current Value - $140,000

Value at 78 (5% assumed) - 
$208,000

Tax on gain at 33% - $35,640

Net benefit to heirs - 
$172,360

Life insurance Option:

Annuity Value - $140,000

Tax on gain (33%) - $13,200

Net Premium – $126,800

Guaranteed Death Benefit - 
$346,000

Net gain to beneficiaries - 
$173,640

Net savings in taxes - $22,440
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Increase Your Life Sales...

Up to $250,000 
through Age 65*

Visit us for more Information!

www.img.anicoweb.com

1Percentages applicable where application fully completed with all information required. Through 6/7/11.
2Certain applications may require additional underwriting including exams.
The ANICO Indexed Universal Life Insurance policy is not a registered security or stock market investment and does not 
directly participate in any stock or equity investments or index. When you buy this policy, you are not buying an ownership 
interest in any stock or index.
*Standard and Substandard Rate classes only. Full Underwriting and Preferred Rates are available with other ANICO products 
and on these products with face amounts over $250,000.
Forms: IUL08, Form IULU08; Form EXEC-UL; Form EXEC-ULU; Form PWL-CSO; Form PWLU-CSO

80% Issued in 
3 Days!

80% of applications approved 
within 3 business days! 93% within 
5 days!1

Faster 
Commission

Accelerated Underwriting 
means Accelerated Commissions!

Increased
Profits

Faster turnaround equals less process-
ing time equals more profits to you!

Non-Medical
Only information from 
application and third party databases 
used.2

RESOURCES:
Underwriting 
Express

Cash Bonus

FAQ

AvAILAbLE 
PRODUCtS:
Executive  
Universal Life

Indexed  
Universal Life

Affinity 7 Whole Life

NEW Living 
Benefits! 
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Tired of your broker dealer  
requiring fixed products to run  
through the broker dealer 
compensation grid with no support?
» b Y  d a v i d  h o F F

Davis Life Brokerage and 
First Heartland Capital, 
Inc. (FHC) are excited to 

announce our partnership designed 
to enhance our solution for life, 
annuity and now BROKER DEALER 
& REGISTERED INVESTMENT 
ADVISOR needs! You can continue 
to receive our advance case 
design, service, support and top 
life insurance payouts from Davis 
Life Brokerage without the hassle 
from your broker dealer. Jon Davis 
and FHC have been colleagues 
for years. This is what we like:  

1. Views index annuities and 
fixed products as outside 
business activities.

2. Independently owned and 
operated; your favorite VA 
or MF is their favorite. FHC 
takes no capital from any 
large life insurance company 
or any outside firm.

3. Competitive compensation. 

4. A robust technology platform 
to include a paperless office 

system. 
 

5. An understanding of the life 
insurance industry and the 
significance of its partnership 
with Davis Life Brokerage.

6. A transition team dedicated to 
each registered representative 
and his or her unique situation.

7. A Registered Investment 
Advisor platform with a wide 
array of product choices.

First Heartland provides 
independent financial professionals 
the capabilities of a strong 
back-office, while offering the 

competitive compensation that 
every independent advisor deserves. 
They’re continuously focused on 
the relationships and changing 
needs of financial professionals. 

For more information 
please contact Jon Davis at 
Davis Life Brokerage.  

DAviD M. Hoff, 
CLU, ChFC, CFP, Owner 
First Heartland 
Corporation



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
Fidelity and Guaranty 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

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

Great American Life Assurance Company  ............................................................................................... A  Excellent  .........................................................................................Annuities

ING Life Insurance & Annuity Company /  
ReliaStar Life Insurance Company / Security of Denver  .................................................................. A  Excellent  .........................................................................................Life, Annuities

Investors Insurance Corporation  ................................................................................................................... B++ Good  .................................................................................................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

Minnesota Life Insurance Company ............................................................................................................. A+ Superior ...........................................................................................Life

Metropolitan Life Insurance ............................................................................................................................... A+ Superior ...........................................................................................Life

Monumental ................................................................................................................................................................ A+ Superior ...........................................................................................Life

Mutual of Omaha-United of Omaha  ........................................................................................................... A+  Superior  ..........................................................................................Life, Annuities, Med Supp

National Western Life  ............................................................................................................................................ A  Excellent ..........................................................................................Life, Annuities

New York Life ............................................................................................................................................................... A++  Superior ...........................................................................................Life

North American Company for Life and Health  ..................................................................................... A+  Superior ...........................................................................................Life, Annuities

Fidelity & Guaranty Life Assurance  ............................................................................................................... B++  Good  .................................................................................................Life, Annuities

Presidential Life Insurance Company  .......................................................................................................... B++  Good  .................................................................................................Life, Annuities

Principal Life Insurance Company  ................................................................................................................ A+  Superior  ..........................................................................................Life, Annuities

Prudential Insurance Company of America  ............................................................................................ A+  Superior  ..........................................................................................Life

Sagicor Life ................................................................................................................................................................... A- Excellent ..........................................................................................Life

Savings Bank Life Insurance Company ....................................................................................................... A+ Superior ...........................................................................................Life

Standard Insurance Company of Oregon  ................................................................................................ A  Excellent  .........................................................................................Annuities

Transamerica Occidental Life Insurance Company  ............................................................................ A+  Superior  ..........................................................................................Life, Annuities

United Home Life ..................................................................................................................................................... A- Excellent ..........................................................................................Med Supp

West Coast Life Insurance Company / Protective 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. 

AMR211-0906 06-406
IIC241-0906

LM-1825
CNS107-0906

A85-0906FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 



There are More Solutions to expanding Your Practice Inside!  

What’s Inside
•	 $173,000 or $346,000 -  

Which Would You Choose?

•	 Income Planning is a HOT topic...  
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Learn More With Your Phone
«		Snap	this	QR	code	with	your	mobile	phone	to	arrive	at	our	website.	

New	model	phones	come	with	QR	readers.	If	yours	didn’t,	go	to	the	app	store	and	search	“QR	READER.”


