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YOUR FINANCIAL SERVICES PARTNER — FOR LIFE AND ANNUITIES

Davis Drop Ticket:  The Quick, Easy  Way 
to Process Term Life Applications
Efficient and easy are two words 
that we love to use in the insurance 
industry, especially when it comes to 
term life insurance. Maybe this is due 
to the fact that little about the term life 
insurance application process allows for 
ease and efficiency. We at Davis Life & 
Annuity heard our agents’ pleas for a 
better term life application system loud 
and clear.  We are proud to announce 
a revolutionary tool that will save you 
time and ultimately put more money 
in your pocket: paperless term life 
applications. Davis Drop Ticket is here!

What is Davis Drop Ticket? Imagine being 
able to input your client’s basic information 
once and then letting the system go to work 
for you. Gone are the days of spending 
hours poring over rates and filling out pages 
of redundant paper applications. Davis Drop 
Ticket analyzes the seven most common 
qualifying underwriting questions, compares 
them to the client’s information, and then 
directs you to the carriers that will provide 
the most bang for your client’s buck. 
Davis Drop Ticket even provides a helpful 
checklist outlining the underwriting process, 
giving both agents and clients peace of 
mind as their applications are processed. 

Best of all, Davis Drop Ticket is provided 

as a no-cost service! You can still expect 
the same competitive commission levels 
for your business. Our life team will also 
still be available to you for that great, 
personalized service you expect from Davis 
Life & Annuity. You will not have to take 
a haircut on commissions or service in 
exchange for access to Davis Drop Ticket.  

“Slick as a button,” is the way one of 
our top producers described the Davis 
Drop Ticket system. A client commented 
“I couldn’t believe the results we got.  My 
husband had been declined before, but 
our agent found all sorts of companies 
willing to work with us right away, 
and showed us which ones were not a 
good bet. It was so quick and easy.”

At Davis Life & Annuity, we understand 
producers’ frustrations about writing 
term life insurance. It can be a tedious 
process that ends up costing everyone 
more time and resources than it should.  
But those days are gone for good. Davis 
Drop Ticket helps agents process term life 
applications easily and efficiently. Give us 
a call at 800-747-5612 for access to the 
most exciting advance the life insurance 
industry has seen in years. You will then 
learn why Davis Life & Annuity is “Your 
Financial Services Partner… for Life.” 

DAVIS LIFE & ANNUITY
800-747-5612



22222

5TIPS
FROM  

THE TOP

PJ’s PICKS Income Rider Shelf Life

I am sure that if you are an active advisor you know that the ‘trend’ is income riders. 
In my day-to-day discussions with agents and carriers, I am noticing what could be 
an issue to advisors and clients later on. Anymore, carriers appear to be putting an 

emphasis on riders and bonuses without looking deeper into clients’ long-term needs.  
Think about this scenario: Today your client uses $100,000 to purchase a ten 

year, fixed, indexed annuity with an income rider. The guaranteed rollup rate 
on the income value is 6.50%, with an annual fee of .75%. The client has not 
triggered the rider, but is interested in eventually moving into a product with 
higher caps and rates. In this example, the projected income value after ten years 
is $187,713.13. Assuming the income rider provided an average return on the 
account value of 3%, this would bring the actual account value to approximately 
$134,391.64. The difference between the two values is $53,321.49. 

At this point we need to think about the carrier’s potential suitability approach 
ten years from now. Some carriers will question why a client would want to walk 
away from that higher value, particularly when the client already paid for that 
larger bucket of money. We should all remember that the $187k bucket represents 
only the value in which the lifetime income is calculated. It is not real money 
that can be passed onto heirs unless a death benefit rider has also been elected. 
However, when reviewing suitability, carriers often tend to focus on fees paid to 
build up that bucket and if it is suitable to walk away from that higher value. 

The point I am trying to make is addressing the true income planning 
process. Are you selling a bonus and/or income rider for those products’ 
features, or are you truly working with the client’s plan and selecting a product 
that fits into the client’s future goals? I am concerned that clients who want to 
experience potentially higher caps and rates in the future will have difficulties 
justifying a transfer due to a paid-for, high income account value. 

This potential issue can be alleviated by involving your client in the discussion 
of future income. What assets are available to provide for that income? What 
tools can we use at present to help get the client to the point of meeting 
some or all of those future goals? Why pay for an income rider if a client is not 
sure if he or she wants to draw income off that particular annuity? If there 
is uncertainty, can we suggest a different plan design? We sure can!

All too often I see a one-size-fits-all approach. There are so many different ways 
we can structure a plan to provide the results we need. No, we cannot always 
guarantee returns, but we can provide peace of mind that we will not be captive 
in a product should a better opportunity present itself. The fun part of my job is 
getting to know a client’s situation, suggesting options, helping to customize a 
plan, and seeing the plan come together with concepts/products that fit the plan. I 
encourage you to have a discussion with me or any one of our annuity marketers. 
We can assist you with ideas that will allow you and your client a flexible future.

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

1   8 for the day 
 Every morning, 
make a list of 8 goals 
to accomplish. Tell 
yourself that if you 
can’t complete those 
eight tasks within an 
eight-hour workday, 
you’re using your time 
in the wrong way.

2   Gift yourself 15 minutes 
Learn to cut each 
meeting by 15 minutes. 
(And most meetings 
can stand to be 15 
minutes shorter.)

3   Break everything down 
Whether you’re building 
a house or a website, 
any complex process 
can be broken into a 
series of smaller steps. 
Determining milestones 
creates a roadmap.

4  Consider your space   
Consider your space and 
the objects occupying 
it. Know when you need 
peace and when you 
need background noise.

5  #OfflineDarkSixty 
Simply put, this means 
spending 60 minutes 
every day offline and 
disconnected. This 
means no Internet, 
meetings, or phone 
notifications, providing 
you the chance to focus 
on a single project.

Source: FOXBusiness. 8 Tips for 
Reaching Maximum Productivity 
by John Meyer. June 10, 2014



Follow  
Davis Life & Annuity   
@DavisBrokerage  
on twitter

Join the Conversation!
Davis Life & Annuity is on Twitter and 

invites you to follow along. 
 

Get social with @DavisBrokerage to access exclusive training  
videos, behind-the-scenes photos, and industry articles.

800-747-5612  |  dlb@davislife.com  |  www.davislife.com
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Presenting… Davis Life TV! 

Davis Life & Annuity has a great 
new feature on its website 

to help agents understand the 
underwriting process. Our Vice 
President of Underwriting Bob 
Pedigo, CLU, FALU, FMLI, and 
Life Director Al Stockwell, MBA, 
FMLI, have compiled a series 
of informative videos designed 
to explain the intricacies of the 

underwriting process. Recent videos 
have covered topics such as:

• Anxiety and depression
• Clients with a cancer history 
• Coronary artery disease 
• Placing a difficult case
Al and Bob explain potential 

obstacles and how to overcome 
them, and offer anecdotes of recent 
cases that were successfully placed. 

The underwriting process can be 
difficult for even experienced agents 
to navigate, and these videos are 
both fun and informative. Viewers 
are encouraged to leave feedback 
and ask questions, too. Log onto 
http://www.davislife.com/blog/ 
today and let us know what you 
think.  Who knows, your idea might 
be the subject of a future video!

Davis Life Sales Exchange 2014
September 22 & 23, 2014 in Kansas City, MO

Monday 1:00 p.m. - 5:00 p.m. and Tuesday 8::00 p.m. - 5:00 p.m. and Tuesday 8:00 a.m. - 3:30 p.m.

What’s Working Now: 

Call Your Davis Life & Annuity Marketer at 800.747.5612 to See How You Can Qualify.

SAVE THE DATE

What’s Working Now: 
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Don’t Miss This Opportunity!  This Promises to Be One of the Best Meetings Ever!
DaDaDaDaDaDaDaDaDaDaDaDaDaaDDDD vivivivivivivivivivivivivivv ssssssss s s s LiLiLiLiLiLiLiLiLiiiiiLifefefefefefefefefefefefeffe &&&&&&&&&&&& AAAAAAAAAAAAAAAnnnnnnnnnnnnnnnnnnnnnuiuiuiuiuiuiuiuiuiuitttttttttyyy rrrrravavavavavavavavavavavaveleleleleleleleleleeeeel (((((((((((((upupupupupupupuupupupupupppppppp tttttt mmmmmmmmmmmeaeaeaeaeaeaeaeaeaeaealslslslslslslslslslslslslls aaaaaaaaaaaandndndndndndndndndndndndndn lDaDaDaDaDDDD vivivivissss LiLiiLiLiLifeffefefefe &&&&& AAAAAAAAnnnnnnnnnnuuiuiuiuitty avavavavelelelell ((((upuppp tt mmeaeaeaeallslslss aaandndndnd lllDavis Life & Annuity will pay travel (up to $600), meals and lDavis Life & Annuity will pay travel (up to $600), meals and lttttttttttooooooo oo o $6$6$6$6$6$6$6$6$6$6$6$666$6$6$6$$$ 000000000000000000000000),),),),),),),),),)))))),),, mmmmmmmmmmmmmmmeeeee ddddddddddd llllllllllllododododododododododododdgigigigigigigigigigigigigigiggg ngngngngngngngngnngggggggggg wwwwwwwwwwwhihihihihihihihihihihiileleleelelelelelelelelelelelee iiiiiiiiiinnnnnnnn atatataatatatatatatatatatttteetetetetetetetetetendndndndndndndndndndnddanananananananaannnancececececececececececccceceeeee......ttttoooo $666$6$6$6$6$$ 000000000000)))),),), mmmmmee dd lllllododododo gigiigg ngnngngggg wwwwhihihihihilleleleleee iiiiiinnnn atatatataa tetetetetendndndndn aananananccecececceee..to $600), meals and lodging while in attendance.to $600), meals and lodging while in attendance.DDDDD iiiiiiuiiiitytytytytytytytytytytytytyyyyyyyy wwwwwwwwwwwwwwililililililililililililllllllllll ll papapapapapaaapapapapppppppp yy y yyyyyyy y yyyyyyyyy trtrtrtrtrtrrrrrtrtravavavaavavaDD iitytytytyyyy wwwwililililillllll papapapapapp yyyyyy trtraaavaDavis Life & Annuity will pay travDavis Life & Annuity will pay trav

SAVE THHTHE D TATD E



Does your IMO
hate it when  
you write term?
At Davis Life & Annuity we love term life insurance! 
You will too, with Davis Drop Ticket - our new 
simplified paperless term system!

Eliminate the hassle of paperwork and your printer  
running out of ink when heading to an appointment.   
Submit the 10-minute, user-friendly, online application  
and find the carrier that works best for your client’s  
underwriting needs. 

Participating Carriers

The following carriers are now available with this system with more to come!!!

Interested? 

Log onto www.Davis.DropTicket.com or call  
Davis Life & Annuity, complete and return a short form,  
and you’re done _  It’s as simple as that!

800-747-5612  |  www.davislife.com



Help your clients achieve their wealth-transfer goals with two  
simplified-issue single premium life insurance products

Immediately increases the value of your client’s estate
Passes easily - generally income-tax free - to avoid probate
Provides owner accessibility in the event of a chronic illness

800-747-5612  |  www.davislife.com

WealthSure Life™

Interest-Sensitive Returns
15% MGA Commision1

Increasing Death Benefit3

WealthMax Bonus Life™

Index-Linked Returns
9% MGA Commission2

12% Premium Bonus + Return of Premium

Receive up to a $3000 BONUS GIFT CARD!* (only from Davis Life & Annuity!)
$100K new business = $1000 bonus; $300K new business = $2000 bonus; $500K new business = $3000 bonus

Only “A” producers eligible. For eligibility details and all contest rules call Davis Life & Annuity.

115% through age 65; 14% through ages 66-80; 10.5% through ages 81-85.  2Street level through applicant age 75; 8.5% ages 76-80; 6.5% ages 81-85.  3Increasing Death Benefits are based on currently illustrated 
non-guaranteed values. WealthSure Life is a single premium whole life insurance policy. WealthMax Bonus Life is a single premium index universal life insurance policy. Not available in all states. Policy may vary by 
state. Policy issued on form series ETL-ISWL-2000(01-10) and ETL-IUL-2000(08-10). Both products are issued by EquiTrust Life Insurance Company, West Des Moines, Iowa. For Producer Use Only. AC13-WSM-1121
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A New Look at Policy Audits 

Hopefully you are all aware of the benefits of 
looking at your clients’ existing life insurance 
policies. Reviewing existing policies gives agents 

a chance to look for opportunities to increase clients’ 
death benefits, lower their premiums, extend their 
guarantees, or add living benefits such as long term 
care (LTC). Audits make a lot of sense, and we continue 
to see a strong market in this arena.  We also see 
another issue popping up more and more during the 
review process: possible gaps in coverage that might be 
overlooked at first glance.  Potential problems are often 
not as obvious as noticing that a policy is only projected 
to last until age 75, and clients could experience similar 
adverse financial affects if they are not addressed.  

Let’s take a recent case example that we reviewed.  
Many policies written back in the 1980’s and 1990’s 
were written with a provision that if the client lives to 
a certain age, the policy will mature for the cash value.  
What does this mean in this case?  The client was a 
71 year-old male in good health and longevity in his 
family. He had a $1,000,000 policy that matured for 
the cash value at age 95.  During the initial evaluation, 
the agent commented that the policy looked solid. 
The death benefit was projected to age 95 on the 
current side and age 78 on the guaranteed side.  

After a review of the in-force ledger, however, 
we discovered that the $1,000,000 was projected 
to mature at age 95 with approximately $175,000 
of cash value.  If the client is lucky enough to live 
to 95, the policy would only pay him $175,000 and 
then it would no longer be in force.  The $1,000,000 
death benefit would be gone, and he would 
have no option to extend the coverage.

What was the solution?  We had to evaluate the 
client’s concerns for his longevity, in addition to 
several other factors.  In this particular case, the 
premiums for a new policy were similar to what 
the client is paying now.  While there was no added 
benefit there, we added the full guarantee and 
a chronic illness benefit, which are combined, to 
make the deal work.  The agent is now looking at 
a commission of close to $30,000 when he initially 
thought the client might want to keep the policy.

This issue shows the importance of auditing even 
solid-looking policies for potential problems.  Some 
cases are not as cut-and-dry as others.  My point is 
that many agents focus on the obvious enhancements 
such as lowering premiums and adding benefits, but 
might miss obscure opportunities for improvement.  
Abstract issues are not easily identified, and you need 
to be a little more diligent about looking for them. 
However, the rewards to both the client and agent make 
the extra research worth the effort.  Call Davis Life & 
Annuity today and we will be happy to assist you in 
evaluating the best possible products for your clients.

AL STOCKWELL, MBA, FLMI
Life Marketing Director

800.747.5612 

Al@DavisLife.com
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Introducing: Ashar Group 

Do you have clients who are no longer happy with 
the projected returns on their whole life policies? 
Or perhaps you have clients whose changing 

investment needs do not allow time for their universal 
life policies to mature? Maybe you have customers who 
are frustrated with the fact that their term life policies 
do not have a cash surrender value. At Davis Life & 
Annuity, we are always on the lookout for innovative 
products and services. Recently, we found a great 
company that offers an innovative way to use existing 
life insurance policies to secure your clients’ financial 
futures. Please allow us to introduce Ashar Group!

What is Ashar Group? Ashar Group is a life settlement 
brokerage firm. This company represents agents 
and clients to ensure that they get the highest offer 
possible for life policy settlements. Ashar Group does 
not purchase the policies, rather with Ashar Group, 
one life settlement application is submitted to multiple 
buyers. This ensures that agents get the best possible 
offers for their clients’ life policy settlements. It is a 
great way to recoup premiums or realize a payout.

Also, agents that contract with Davis Life to use Ashar 
Group will not have to worry about getting a haircut 
on commissions, either.  Davis Life & Annuity will save 
you time and money by doing the background work 
for you. Agents can even call Ashar Group directly; just 
make sure to identify yourself as part of Davis Life & 

Annuity. You will get the same level of compensation. 
We at Davis Life & Annuity pride ourselves on 

innovation, quality, service, and reputability. We 
carefully research companies and products so that 
our agents get the most innovative opportunities 
at the lowest risk. Ashar Group joins the elite group 
of companies to pass our due diligence. They share 
our commitment to top-quality customer service 
and attentiveness to agent and client needs.

Nothing is more important than finding ways to 
maximize clients’ retirement income. So rather than 
letting a policy lapse or realizing an inferior rate of 
return, why not sell the life insurance policy for cash 
value? If you have a client with a policy that is not 
paying projected return at maturity, or a person who 
needs ready access to more cash than surrendering 
a policy will provide, please call Davis Life & Annuity 
today to see what Ashar Group can do for you.

TRENT DAVIS 
Co-Owner 

800.747.5612 

Trent@DavisLife.com
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Meet the Ashar Group 
Can Your Reputation Survive a Six-Figure Oversight?

H ere’s a good discussion to have with your Attorney, 
Trust Officer, and CPA contacts. It’s classic. We 

see it everyday. Unsuspecting policy owners abandon 
or cash in their life insurance policies without first 
checking for Fair Market Value (FMV). Some of 
those policies were rich in “hidden value” that was 
left undiscovered. Many cases are brought to us by 
savvy attorneys, armed with an understanding of the 
secondary market for life insurance. They understand 
that the FMV of life insurance can enrich the lives of 
clients and mitigate liability and reputational risk for 
the planners involved. Each case discussed below, 
was submitted to us by an Attorney or a CPA:

TOLI Life Settlement - An 81 year-old female had 
been told at the time of policy purchase in 1988 that 
her policy would have a double-digit internal rate of 
return. This did not happen and in the fall of 2013, 
the insurance carrier notified her that premiums 
would increase by $150K annually if she wanted 
to keep the policy in force. Now she finds herself 
faced with a decision to make. Should she fund it, 
restructure, surrender, or explore other options?

Case Study| Underfunded Trust Owned life  
insurance policy

• Female age 81, $3M Trust Owned 
Universal Life purchased in 1988

• The Trustee was her nephew who had 
not monitored the cash values

• Policy was underfunded, with only $48K 
cash surrender value remaining

She had other life insurance to protect her estate, 
and her main concern was funding her own retirement 
years. She was going to surrender her policy until her 
attorney suggested that she first get an analysis of FMV.

Instead of surrendering the policy for the $48,000 
cash surrender value, she completed a life settlement 
and received a lump sum payment of $1,100,000. If 
her attorney had not encouraged an analysis of FMV, 
she would have unknowingly left over 1 million dollars 
on the table. If she had done so, would her advisors 
or trustee have had any liability or reputational risk? 

Excess Coverage Life Settlement Solution - The 
increase in the estate tax exemption and portability 
prompted a discussion about potential excess life 
insurance coverage. However, the clients desired to keep 
some coverage, but the insurance carrier would not split 
it up. The attorney suggested exploring a life settlement 
option that would allow the clients to retain a portion of 
their coverage without any future premium obligations. 

ASHAR, continued on page 18
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In-House Underwriting Services Can Set You Apart  

Underwriting is so essential, yet so often 
overlooked in the paper-pushing process of 
writing cases. Teaming with a committed, 

in-house underwriter armed with knowledge of your 
client, combined with the right amount of due diligence 
from you, can make all the difference in closing a case. 

In-house underwriters are a priceless, value-
added service necessary for agents to get proper 
trial application reviews. They also get the best 
quotes fast, which can then be placed quickly and 
smoothly. The exceptional service found in the details 
of underwriting will, without a doubt, contribute 
to building strong, satisfied client relationships. 
Agents will see the greatest value, however, when 
there is a potentially substandard risk.  Here’s a 
closer look at one case to emphasize this point:

Recently, a client was unexpectedly declined 
because of significant abnormalities in 

his blood work. The results 

were a surprise to both the client and his agent. 
Before anyone had time to fret, we at Davis Life 
& Annuity got Bob Pedigo, FALU, CLU, FLMI, our 
in-house underwriter, involved to take a closer look. 

Bob first researched the APS information and 
paramed results. Then, he examined the client’s 
pertinent records only to find no history of related 
issues. So he recommended that the client re-do 
his blood work with his primary care physician. 
This would rule out any serious issues. Plus, the 
results could be resubmitted for life insurance 
purposes as well. Although this extra step took 
additional time, the client was pleased to have 
his new blood work come back normal. 

Still, the underwriters at the company wanted to 
postpone the case for one year to ensure that the 
client did not have issues. After the hassle of going 
through a second round of blood work, the client 
and the agent could have left the case disappointed. 



Davis Life & Annuity  
Your Financial Services Partner … For Life and Annuities! 11

WWW.DAVISLIFE.COM

8007475612

“    The agent was able to deliver the policy to a very happy 
client who is now more certain than ever that he will 
receive top tier service from this agent in any situation. ”

But, our in-house underwriter was not done yet. He 
called the company and discussed the case further, 
sharing more information about the client and the 
situation. Often, the experience of these underwriters 
gives them the privilege of knowing exactly what 
the home office underwriters are looking for. 

That is all it took to give the company confidence 
to offer preferred status on the case. The agent was 
able to deliver the policy to a very happy client who 
is now more certain than ever that he will receive top 
tier service from this agent in any situation. For the 
agent, there will be about $40,000 in commissions 
deposited into his bank account, and possibly even 
some great recommendations in the future.

This case is not unique. It is just another

example of how a bit of diligence was able to make 
a huge impact for the client and the agent. The 
in-house underwriters at Davis Life & Annuity offer 
exclusive access to carrier underwriters for the 
benefit of agents. Agents must expect and rely on 
these types of services from an insurance marketing 
organization to ensure the best offers and service 
for your clients. You owe it to your business and 
your clients to work with an organization that is 
dedicated to helping you be successful. Call Davis Life 
& Annuity today to see how we can work for you. 
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Sarah Albracht was originally hired as a temporary employee in the annuities 
department.  However, Sarah’s technical skills and background knowledge of the insurance 
industry proved to be valuable assets to the administrative staff.  Less than a year after she 
was originally contracted, Sarah became a permanent member of the Davis Life & Annuity 
team.  She has worked more than ten years in the financial services sector, with experience 
in sales, banking, human resources, and government regulations in addition to insurance. 

When Sarah is not working, she keeps very busy.  Sarah is a full-time student at AIB 
College of Business, pursuing a Bachelor’s Degree in Business Administration.  Sarah also 
enjoys spending time with her husband, two children, and pet guinea pigs.  She is also an 

advocate for at-risk youth, serves as a committee member for her local Boy Scout Troop, and is a volunteer for Iowa 
Homeless Youth Shelters.  Many people who have spoken to Sarah have commented on her quick wit.  It was little 
surprise to find out that she used to be a professional comedienne and is active in the Repertory Theater of Iowa.

Brent McLaren comes to Davis Life & Annuity with over 10 years of accounting and 
auditing experience, including three years in public accounting in the insurance and financial 
services fields. He holds the Certified Public Accountant (CPA), Fellow, Life Management 
Institute (FLMI) and Associate, Annuity Products and Administration (AAPA) designations. He 
is a graduate of Northwestern College with a Bachelor of Arts in Business Administration and 
Economics. He has a Master’s in Business Administration and a Master’s in Accounting, both 
from Drake University.

Brent will be assisting with the accounting duties for the company. He will also be involved 
in evaluating the current financial and operational controls and processes to look for potential 

improvements and efficiencies. This will allow Davis Life & Annuity to continue to serve our agents and customers 
effectively and efficiently in the future.

Brent and his wife Kari have two daughters who keep them very busy with various sports and school activities. In 
his spare time he enjoys spending time with his family, biking, and tennis. Brent is a member of the board of directors 
for Children and Families of Iowa. He is a deacon at Creekside Church in Urbandale where he also plays drums on the 
worship team.

Caitlin Davis joined Davis Life & Annuity in April 2014 as a Social Media and 
Communications Consultant. Caitlin’s role at Davis Life & Annuity is to grow the social media 
assets of the company through engagement, education and content development.

After graduating from Indiana University in 2012, Caitlin was the Communications Assistant 
for the Chick-fil-A Bowl in Atlanta. She then interned for the American Junior Golf Association 
and served as Brand Engagement Coordinator for Bandy Carroll Hellige, an advertising agency 
in Indianapolis.

The youngest of co-owner Trent Davis’ three daughters, Caitlin lives in Indianapolis and 
enjoys spending time with her family, listening to country music and cheering on the Hoosiers.

New Employee Announcements
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LibertyMark 7, LibertyMark 10, 10 LT (Policy Series 411/4182), and LibertyMark 10 Plus, 10 LT Plus (Policy Series 411/4179/4182/4184) are single premium deferred fixed 
indexed annuities underwritten by Americo Financial Life and Annuity Insurance Company (Americo), Kansas City, MO, and may vary in accordance with state laws. Products 
are distributed by Legacy Marketing Group®. Some products and benefits may not be available in all states. Certain restrictions and variations apply. Consult policy and 
riders for all limitations and exclusions. Legacy Marketing Group is an independent, authorized agency of Americo.
Davis Life Brokerage is an independent, authorized agency of Americo.
  * Rating for Americo Financial Life and Annuity Insurance Company (Americo), 2014. Americo Financial Life and Annuity Insurance Company has a financial strength rating 

of A- (Excellent, 4th out of 15 rating categories). A.M. Best’s rating is assigned after a comprehensive quantitative and qualitative evaluation of a company’s balance 
sheet strength, operating performance, and business profile. A.M. Best uses a scale of 15 ratings, ranging from “A++” to “F.”

** On LibertyMark 10 Plus. The persistency bonus is 8% on LibertyMark 10 LT Plus.

AF1027v0214_Davis
14-604-35 (03/14) FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS.

Extreme Strategy Diversity

  Four uncapped strategies 
for limitless potential.

 Substantial accumulation 
opportunities in various 
markets. 

  Variety of indices, plus a 
gold strategy and unique 
inversion strategy. 

Solid foundation

  Minimum guarantee upon 
surrender or death of  
1% –3% on 100% of 
premium (less any 
withdrawals, surrender 
charges, and applicable 
premium tax).

Upfront Bonus,  
Backend Boost!

  5% upfront premium 
bonus.**

  10% persistency bonus at 
the end of Year 10 on full 
Accumulation Value.**

Strong GA Compensation

  Up to 7% on 7-year 
product or up to 8% on  
10-year products.

  Full comp through age 80 
(in most states).

No Market Value Adjustment

LibertyMark Series from “A-” rated* Americo Financial Life 
and Annuity Insurance Company will help your clients declare 
retirement happiness.  

Simply Liberating!

Liberate your clients from limiting product features. 

NEW PRODUCT!
A- RATED* 
CARRIER!

Call for More Details: 
800-747-5612
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SureLC: The Sure Way to Expedited Contracting 

W e all know the story of Aladdin, a young 
man who only had to rub a lamp to make 
his wishes come true. If only contracting 

with new life and annuity carriers were as simple as 
rubbing a lamp and making a wish. With Davis Life & 
Annuity’s new SureLC enrollment system, contracting 
with carriers comes close to being that simple. 

SureLC has streamlined the contracting process. 
Virtually all carriers require the same basic forms 
for contracting such as errors and omissions, anti-
money laundering, and general agent applications, 
among others. Why should agents have to fill out 
different carriers’ versions of the same forms over 
and over again each time he or she wants to sell 
new products? With SureLC, agents electronically 
complete a master set of generalized enrollment 
forms that are kept on record. These forms can be 
submitted and resubmitted electronically whenever 

the agent wishes to contract with a new carrier. 
SureLC also keeps track of variances 

between carriers. Some 

carriers only contract agents with new business, for 
example. Others will not accept new business unless 
contracting is completed. Some carriers have special 
acknowledgement forms that must be completed. 
With SureLC, agents do not have to keep track of all 
the differences in carrier paperwork that frequently 
hold up contracting. If a carrier requires special forms, 
the forms are sent to the contracting department 
at Davis Life & Annuity to forward to the agent.

Imagine learning about an exciting new product 
from a great new carrier, calling your Davis Life & 
Annuity marketer, and simply saying “sign me up.” 
Imagine having somebody checking on your contracting 
status for you and keeping you updated on any special 
needs, saving you time and frustration. With SureLC, 
being able to contract with more than forty life and 
annuity carriers is almost that simple. The only thing 
simpler than becoming a SureLC agent is rubbing a 
magic lamp. 

Call Davis Life & Annuity today at 800-747-5612
for details.  
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Now is the time to set your sights on an 

incredible reward for your success:  

A seven-day Caribbean cruise  

with spacious balcony rooms  

on one of the newest and  

most luxurious ships  

in the world.

Call 800 747 5612 for Additional Qualification Details!
Qualification period is from June 30th, 2014 to November 28, 2015.

PREPARE TO BE WOWED!  Experience one of the most innovative and imaginative ships ever built! 

This 16-deck marvel proves that the impossible, is possible. This ship introduces, for the first time ever,

entertainment areas that are best described as neighborhoods at sea. Find a revolutionary public 

space that combines nature with nautical in a Central Park neighborhood. Experience old-world charm

with a modern twist in the fascinating Boardwalk neighborhood. Visit the pool and Sports Zone to 

explore an entire deck of pools, rock-climbing walls, basketball courts and more. With a total of 

seven distinct on-board neighborhoods, everyone can discover a place for unique experiences. 

Top 25 Will Qualify for This
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The World is at Your Feet with  
Davis Life & Annuity  

The winter of 2013-2014 produced some of the 
worst snowstorms in our country’s history. After 
battling blizzards to make it to appointments 

and dealing with the frustration of closed offices 
due to weather, we could all use a vacation! Right 
now, more than a dozen of our life insurance and 
annuity carriers are holding conference qualification 
periods for dream vacations that cover the globe. 

The ways to qualify are as varied as the destinations 
offered.  For some agents, there is nothing more 
inspirational than being recognized as a top producer.  
Several carriers this year offer travel incentives for the 
select few who reach the top.  But not every agent finds 
motivation in fighting for finite conference invitations.  
These agents will be glad to know that most carriers 
who offer travel incentives have not placed restrictions 
on the number of attendees to their conferences. 
These carriers have set base dollar or point minimums 
as their main criteria to qualify. One carrier has even 
foregone the convention in favor of flexible travel 
credits that agents may redeem at their leisure. This 
is the ideal incentive for the independent personality. 
Trying to understand how many points are needed can 
be tricky at first, so make sure you fully understand 
the requirements by checking the carriers’ websites 
or giving them a call. We at Davis Life & Annuity can 
also assist by expediting sales materials, reviewing 
applications, and contacting carriers on your behalf. 

As diverse as the travel opportunities and ways to 
qualify are, there are unifying requirements among 
the participating carriers.  Almost all carriers require a 
minimum number of cases, and most of them do not 
allow family members’ policies to count toward goals. 
Qualifying amounts are taken from net business, too, 
meaning that things such as chargebacks and internal 
conversions will typically not count. All carriers have 
persistency requirements, too.  Carriers want to see 
agents develop long-term business relationships, both 
with the carriers and the customers.  This philosophy 
is shared by Davis Life & Annuity; we want our 
agents to build successful practices and be rewarded 
for doing so, not simply sell products for a prize.  

Imagine lying back on a tropical beach in Guanacaste, 
Costa Rica with soft, white sand at your toes. Or 
perhaps you would prefer exploring the Celtic treasures 
of the Emerald Isle.  Is the sophisticated culture of 
Vienna or Venice more your style? Or maybe your 
dream getaway is to take your family on a once-
in-a-lifetime Halloween party at Disney World. For 
some people, the best possible trip is a trip to the 
bank to deposit a nice, fat, incentive check!  The staff 
at Davis Life & Annuity is here for you to help you 
reach your goals. Even if you have no idea where 
your dream vacation will take you, there is a world 
of possibilities in 2014 with Davis Life & Annuity.

CALL DAVIS LIFE & ANNUITY TODAY!

800-747-5612
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CARRIER INFORMATION DESTINATION TRIP DATES QUALIFICATION PERIOD HOW TO QUALIFY

American National The Cove Atlantis, Paradise 
Island, Bahamas

May 17-21, 2015 January 1-December 31, 2014 Trips awarded to top 80 qualifying agents. 

See website for additional requirements:  http://www.img.anicoweb.com

Assurity JW Marriott Hotel, 
Guanacaste, Costa Rica

March 11-15, 
2015

January 1-December 31, 2014 Minimum premiums per level
Personal Production: $75,000
GA: $80,000  
BGA: $115,000
MGA: $230,000
NMO: $485,000

See website: http://mrk.assurity.com/LeadersConf/2015/Indiv_2015.pdf for additional details

Athene The Shelbourne, 
Dublin, Ireland

May 16-22, 2015 January 1-December 31, 2014 Minimum $3.5 million in Athene, Aviva 
or a combination of both products

See website: http://custommarketingcenter.dmplocal.com/dsc/collateral/2015_TopProducers_Dublin_Flyer.pdf for details

Fidelity & Guaranty Life Four Seasons Resort, 
Punta Mita, Mexico

April 26-30, 2015 January 1-December 31, 2014 Trips awarded to top 100 qualifying agents. 

See website for details:  https://aiponline.net/documents/FGL_PP_2015_For_Agent_Use.pdf

Foresters Hotel Arts Barcelona by Ritz 
Carlton, Barcelona, Spain

April 23-28, 2015 January 1-December 31, 2014 Producer: 80,000 Destination 
Credits and 12 new life cases
MGA: 300,000 Destination Credits 
and at least 1 downline qualifier
IMO:  400,000 Destination Credits.   

Hotel Del Coronado, 
San Diego, CA

April 12-15, 2015 January 1-December 31, 2014 Producer Exclusive: 50,000 up to 79,999 
Destination Credits and 12 new life cases. 

See website:  http://image.email.foresters.com/lib/fe9915707266077f72/m/1/503528_US.pdf  for additional details

MTL Insurance Hilton Los Cabos 
Beach & Golf Resort, 
Los Cabos, Mexico

April 12-17, 2015 January 1-December 31, 2014 Agents can qualify through either Agency 
NBC production or personal production.
See website for details.

See website: https://www.mtlvanguard2015.com/marketing.aspx for additional details 

Mutual of Omaha Grand Wailea 
Resort, Maui, HI

March 2-7, 2015 January 1-December 31, 2014 Minimum 250,000 Production Credits

See website: http://www.mutualsalesleaders.com/documents/Z8161_msl-requirements.pdf for additional details

National Guardian Life
 

Sheraton Maui Resort 
and Spa, Maui, Hawaii

March 11-16, 
2015

January 1-December 29, 2014 $550,000: Sheraton Maui Resort and Spa 
hotel stay + airfare for agent & guest

Myrtle Beach Marriott 
Resort & Spa at Grand 
Dunes, Myrtle Beach, 
South Carolina

May 3-6, 2015 $400,000:  Sheraton Maui Resort 
and Spa hotel stay for agent
$475,000:  Myrtle Beach hotel 
stay + airfare for agent
$550,000:  Myrtle Beach hotel stay 
+ airfare for agent & guest

See website:  https://www.mynglic.com/login.do for additional details

National Western Life Fairmont Hotel, San 
Francisco, CA

TBA January 1-December 29, 2014 Sales Conference:
$2.4 million in annuity premiums OR
$121, 000 in life premiums OR
121,000 CHIPS

Andaz Napa Hotel, 
Napa Valley, CA

TBA Champions Club:
$3.7 million in annuity premiums OR
$210,000 in life premiums OR
210,000 CHIPS

See website: https://www.nationalwesternlife.com  for additional details.

Reliance Standard Travel Anywhere, Anytime Agent’s Choice Calendar year Minimum $1.25 million annuity 
production per calendar year.

See website: http://www.reliancestandard.com/annuities/home/ for additional details
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Case Study | Split Death Benefit Life Settlement

• Male (86), Female (84), $6M 
Second to Die Universal Life

• Cash surrender value $73K
The clients had two Split Death Benefit 
Options to choose from:
Option 1 – A permanent death benefit 
for their beneficiaries for $800K or
Option 2 – A graduated death benefit 
for their beneficiaries

a. $1.95M for the first 2 years
b. $950K for years 3-4
c. $500K for year 5 and beyond
Both split death benefit options required no 

future premium payments by the seller.
Term Insurance Life Settlement - Many clients 

are surprised to discover that term life insurance 
may have value on the secondary market. After 
all, everyone knows that the insurance carrier will 
give the client ZERO dollars when the term policy 
reaches the end of the term and lapses. During the 
process of completing an income tax return, the CPA 
discovers that his client plans to drop her term life 

insurance at the end of its term 6 months from now. 
Knowing that all they have to do is beat ZERO in 
order to get value for his client, he suggest ordering 
an analysis to determine the fair market value.

Case Study | CPA advises client to check for fair market value
• Female age 72
• $500K 20-year term policy about to expire
•  Insurance carrier value to insured 

at expiration=ZERO
The analysis of FMV indicated that she could 

uncover a substantial present benefit on the 
secondary market for life insurance. Imagine her 
surprise when she was able to receive a lump 
sum life settlement payment for $65K.

Bill Clark is Vice President of Business Development , and Jamie 
Mendelsohn is Vice President Sales for the Ashar Group in Orlando, 
FL.  Ashar Group is a life settlement broker and represents you and 
your client in the sale of unneeded life insurance in the secondary 
market for life insurance. Ashar also provides a life insurance Secondary 
Market Valuation (SMVSM) for trust administration and Estate and Tax 
planning. Bill can be reached at 321-441-1127 or bill@ashargroup.
com for marketing assistance. Jamie can be reached at 407-772-1818 
or Jamie@ashargroup.com for assistance with a potential case.    

“Yeah, my allowance never lasts all week, either. I am 
thinking of converting my piggy bank into a SPIA.”

ASHAR, continued from page 9
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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

Accordia ..............................................................................................................................................A- Excellent ...........................................................................Life

Allianz Life Insurance Company  ................................................................................................A  Excellent  ..........................................................................Life, Annuities

American Equity Investment Life Insurance Company  ....................................................A-  Excellent  ..........................................................................Annuities

American General Life Insurance Company  .........................................................................A  Excellent  ..........................................................................Life, Annuities

American National Insurance Company  ................................................................................A  Excellent  ..........................................................................Life, Annuities

Assurity Life Insurance Company  .............................................................................................A-  Excellent  ..........................................................................Life

Athene .................................................................................................................................................B++  Good  .................................................................................Annuities

AXA Equitable Life Assurance-MONY  .....................................................................................B++ Good  .................................................................................Life

Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life

Columbus Life ...................................................................................................................................A+ Superior ............................................................................Life

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

Fidelity & Guaranty Life Insurance.............................................................................................B++  Good ..................................................................................Annuities

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

Guggenheim .....................................................................................................................................B++ Good ..................................................................................Annuities

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

John Hancock Life Insurance Company-ManuLife Ins. Co.  ..............................................A+  Superior  ...........................................................................Life

Lafayette Life .....................................................................................................................................A+ Superior ............................................................................Life

Liberty Bankers Life Insurance Company  ..............................................................................B Good ..................................................................................Annuities

Lincoln Financial Group ................................................................................................................A+  Superior  ...........................................................................Annuities

Lincoln National Life Insurance Company ..............................................................................A+  Superior  ...........................................................................Life

Life Insurance of the Southwest (LSW)  ...................................................................................A  Excellent  ..........................................................................Life, Annuities

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

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

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

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

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

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

Phoenix ...............................................................................................................................................B Good ..................................................................................Annuities

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

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

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

Sagicor Life ........................................................................................................................................A- Excellent ...........................................................................Life, Annuities

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

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

Symetra ...............................................................................................................................................A Excellent ...........................................................................Life

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

Unity Financial Trust .......................................................................................................................B++ Excellent ...........................................................................Funeral Trust

Zurich ...................................................................................................................................................A Excellent ...........................................................................Life

*   All ratings reflect Financial Strength and are current as of 7-10-14. 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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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.”


