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Despite the security, stability, and years of service they provide, websites do 
not last forever.  With all of the new technologies and software formats, many 
of which were in their infancy when our current site was launched nearly 

10 years ago, our site is now dated.  It is time for a change, and we are happy to 
announce that in January of 2018, we will roll out DavisLifeAnnuity.com.

What to expect from our new site:
•  Same reliable tools and content: The most relied-upon features of our 

current website will remain relatively unchanged, practically in the same 
location you remember them. Look for added e-submission portals to 
carrier sites, too.

•  Eye-catching new tools: With new features such as a video library, enhanced 
news pages and complete training center, information will be easier to find 
and save, and contacting us will be even easier than before.  

•  Screen responsiveness: Whether you are working on a smartphone, tablet, 
laptop, or desktop device, our new website will form-fit to your screen, 
making navigation easier and faster.

•  New content pages: Ask the Underwriter is a top draw currently for all of the 
information and education it provides. Now our Annuities, Life Insurance, 
New Business, and Contracting departments have their own entertaining 
and informative pages as well.

•  Amazing opportunities to grow your business: We have searched 
exhaustively for top firms to help you grow your business, be it with lead 
generation, seminar assistance, new targeting opportunities, or perhaps 
online compliance, to name a few. 

•  Instant language conversion:  No matter where you or your clients hail from, 
we want to make doing business with us as simple as possible.

It is with great pleasure that we are pleased to introduce  
DavisLifeAnnuity.com, coming to you in 2018 and ready to preview now.

NEW YEAR, NEW OPPORTUNITIES, NEW LOOK!
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In our company’s 37 years of existence, we have seen 
a few ups and downs, and we know that in order to 
not just survive, but to thrive, we have to be willing 

to recognize changes and setbacks as opportunities to 
improve. Good news can be fleeting, and bad news is not 
always as bad as it seems. We thought it would be good 
to reflect on the roller coaster year that was 2017:

The Infamous DOL Fiduciary Rule was 
implemented. Well, sort of. 
Despite all of the posturing from Congress about 
the crackdown on producers and their treatment of 
retirement accounts, by the end of the year, the DOL 
Rule failed to gain the traction to be fully implemented.  
Initial implementation was delayed from April to June 
this year, and full implementation has been delayed until 
mid-2019. Fiduciary standards for qualified accounts 
did go in force though, meaning new paperwork and 
record keeping for producers.  But again, the most 
ominous aspects of the rule regarding direct supervision 
of activities were put off, much to the relief of annuity 
providers and producers alike. 

That is not to say the implementation was not without 
a few casualties.  Annuity sales across the board are 
still down, dropping even from 2016 numbers. Analysts 
are able to correlate the drop to the bigger story of 
strong market returns; safety is taking a backseat to the 
anticipation of double-digit returns. Hopefully, clients 
and advisors will return to safe accumulation before a 
market correction takes place. 

There’s renewed focus on the importance 
of compensation, CORRECT compensation.
In light of the DOL Rule implementation, several 
financial firms went to fee-only services, including 
a few national brands. Ironically, it is the switch to 
fee-only services that is contributing to delays in 
full rule implementation, as many stakeholders who 
were originally staunch supporters of the DOL Rule 
realized commission-based sales were often already 
serving the best interest of the client. For those who 
do prefer the up-font compensation of fee-only sales, 
the industry responded with fee-only annuities now 
offered by several national carriers. This may turn out 
to be serendipity by reaching a new target annuity 
market: those who like the guaranteed income offered 
by an annuity and also prefer fees to commissions. 

Life Insurance sales are  
regaining momentum.
Despite speculations of lackluster results due to the 
strong investment economy, third quarter life insurance 
sales were up almost completely across the board. 
Younger generations are embracing the power of 
guaranteed cash accumulation, and older generations 
have found the benefit riders to be an economical 
planning tool. According to industry experts WINK, Inc., 
81% of all products were priced with cash accumulation 
as the primary objective. Even the lone underperformer, 
indexed life, was off by a mere 1% from the previous 
quarter, still finishing up 6% over 2016, per WINK, Inc.

E-apps are everywhere, and now 
annuities are getting in on the game. 
Although not cited as a specific reason for the renewed 
interest in life insurance products, electronic application 
submission systems are more popular than ever 
before.  On our own website, we offer several quote and 
submission systems for our national carriers, and this 
past fall we added another.  These systems are having a 
dramatic impact on the processing and placement time 
of cases. Carriers can expedite their underwriting, and 
even offer approvals without underwriting in some cases.  
As a result, customers retain their understanding of the 
urgency and importance of the policy, resulting in fewer 
not-taken cases. The annuities industry is following suit 
with e-applications as well. 

Again, we would like to say on behalf of everyone at Davis 
Life & Annuity, thank you. Thank you for your business, 
thank you for your feedback, thank you for your referrals, 
and thank you for allowing us to be your source for life 
insurance and annuities. We are not successful unless you 
are successful, and in 2018 we are certain that you will be 
delighted with some of the innovations we have in store. 

Take Care and Happy New Year,
Trent and Jon Davis, Co-owners

A Year-End Message from Trent & Jon



PJ’s PICKS
I have seen a lot of annual annuity statements this year, and with the exception 
of perhaps one, there has not been any strategy that has not performed well. 
With that said, I would like to draw attention to the new multi-asset and global 
strategies which have recently emerged. I will preface with saying, yes, I am a 
true fan of the S&P 500. It is easy to find, easy to track and easy to understand, 
which in turn makes it easy to explain. I find it interesting how some advisors 
eagerly gravitate to new strategies which typically do not have but one or two 
true performance years on record. Ironically, endorsers and developers will 
show hypothetical returns as if said strategy HAD been in existence for as many 
as 10-15 years.

 I realize that no index can provide any kind of guarantee, but I sure like hanging 
my hat on true performance history.  I recently saw one of the new index 
strategies being compared to the last 14 years of the S&P 500 performance. 
The S&P 500 outperformed the other strategy, which was being illustrated 
hypothetically, a whopping 75% of the time. Every S&P strategy with a volatility 
control has also performed well this past year, too. Wouldn’t you prefer actual 
performance over hypothetical performance? Not all of us are actuaries, so, to 
me, the real numbers should be telling the story. 

The point I am attempting to make is that the average annuity buyer does not 
always have the investment experience to know which strategy or strategies 
are their best choice. It is our job to educate, but not inundate. If your client 
has more of a “you choose, I trust you” mindset, then I hope you know how 
a particular index works and when it might or might not perform in various 
market environments. The time when a particular strategy does not perform 
well will be when your client will want to know why. In a lot of cases you will 
have to resell them on that annuity in those flat years, so be prepared to 
explain how the strategy works. 

While I am on the subject, no-cap strategies have really been a favorite in 
the last 6-12 months. In this low interest rate environment, I must to agree 
that this concept is not a bad idea. No-cap strategies have performed very 
well this past year and, yes, on the S&P 500. At the end of the day, the K.I.S. 
methodology is still the winner. Keep it simple. By utilizing both a simple index 
and diversification, your clients will be happy with the results. 

We have seen more and more advisors looking for the accumulation products. 
If you are one such advisor, we have got what you are looking for. Give us a call, 
kick the metaphorical tires, and I promise that you won’t be disappointed. 
Thank you much for your 2017 business. We look forward to working with you 
in 2018. 

Happy Hanukkah, Merry Christmas and Happy New Year. 

PJ BEHRENS 
Director of Annuity Marketing 
800.747.5612 
PJ@DavisLife.com
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5 TIPS  
FROM
THE TOP

1.   Organizing Your Life 
Getting organized and conscious 
of your present circumstances 
(e.g., your environment, finances, 
relationships, purpose, and time) 
puts you in a position to build 
toward the future you want.

2   Plan and Invest in Your Future 
“The best time to plant a tree was 
20 years ago. The second best time 
is now.”  —  Chinese proverb 

3   Tracking Important Metrics  
Track the things that are closely 
related to your core priorities. Your 
priorities reflect your why. Thus, 
your life should be build around 
your priorities. 

4  Prayer and Meditation  
to Reduce Noise   
Your thoughts are incredibly 
powerful. They actually govern not 
only you but also those around you.

5  Move Toward Your  
Goals Every Single Day  
If you take just one step 
toward your big goals every 
day, you’ll realize those goals 
weren’t really far away.

Source: 
 If You’re Too Busy for These 5 Things, Your 
Life Is More Off Course Than You Think 
by Benjamin P. Hardy, Contributor, Inc.com 



Aventure, Exitation, Paradis:  
Notre Voyage a Quebec City
  September 24 - 30, 2017



This past September, several of our top producers and their guests found themselves in 
one of the most magical cities on earth, beautiful Quebec City, Quebec. The lucky winners 

of Davis Life & Annuity’s most recent producer incentive trip were honored guests of Trent 
and Jon Davis at the exquisite Fairmont le Chateau Frontenac. While there, the winners 
met several members of the Davis Life & Annuity team while they were whisked away on a 
relaxing cruise of the St. Lawrence River, took in the latest business news at their special 
producer training, sampled sumptuous hors d’oeuvres and classic wines in the hotel’s wine 
cellar, and dined in style at a private event catered by the hotel’s celebrity chef.

Vibrant culture, scenic autumn splendor, luxury accommodations, exciting outdoor 
adventures, and expeditions to historic landmarks… the lucky few whose hard work earned 
them a place alongside the Davis crew now have new memories to last a lifetime.  Did you 
miss your chance to join us on this once-in-a-lifetime excursion? Never fear; Davis Life & 
Annuity has a new, exciting getaway opportunity in the works. Be sure to visit our NEW 
website, www.DavisLifeAnnuity.com this spring for details!
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One of the most financially devastating mindsets clients have is the idea that stay-at-home parents 
and caregivers do not need life, disability, or long-term care insurance. The logic is that because they 
are not earning a paycheck, they do not have an income to protect. Nothing could be further from 
the truth. As advisors, we have a duty to remind our clients that even though they do not draw a 
salary, stay-at-home parents do produce non-monetary income. 

Below are 5 reasons why non-monetary earners need insurance, and now:

1   Loss of non-monetary 
income translates into direct 
loss of actual income. 

  Imagine how many people it would take to care 
for children, cook, run errands, and do the various 
other household chores that would befall a family 
whose non-monetary earner was suddenly unable 
to contribute due to death, prolonged illness, or 
disability. Salary.com estimates that a stay-at-home 
parent with children provides services worth at least 
$112,963 per year. Even a brief disability of a few 
weeks is enough to financially derail a family with 
medical and related expenses. 

2 Public assistance is not easy to get. 
  Wage growth has been practically stagnant in 

America over the past 20 years, and few families 
earn so much that a primary wage-earner’s salary 
can provide for everything a family needs, should 
a non-monetary contributor pass away or become 
disabled. Unfortunately, many wage-earners whose 
spouses pass away or become disabled without 
insurance face a harsh reality: they do not have an 
adequate cushion in place to supplement for the 
loss, yet they typically earn too much to qualify for 
many forms of public assistance.

3   Clients will lose a caregiver in their 
twilight years. 

  As they age, many couples rely on each other to 
ensure their convalescing years are vibrant and 

productive. It is not uncommon for spouses to help 
nurse each other through severe ailments such as 
broken bones, strokes, heart attacks, and cancer 
recoveries. Without a spouse, and without the 
financial cushion from insurance, aging clients will 
be forced to rely on family members, who might 
not be available, or pay for professional care they 
otherwise might not have needed.

4   It might be easier to get better 
coverage for wage-earning clients 
with risk factors. 

  Several carriers that offer IUL policies also offer 
spouse term riders, no medical exam needed. 
Also, survivorship life is a great product for couples 
because it factors the health histories of both 
parties into the approval process.  So if you have 
a client who was declined coverage or placed at a 
tabled rate, insuring the spouse could mean a better 
deal for them both.

5   Non-wage earners would gain a 
financial resource for emergencies. 

  Nonmonetary earners often find themselves in a 
circumstance where they need to access the added 
benefits of a life insurance policy, such as a loan 
or accelerated death benefit. Probably the most 
unsung reason to get life insurance is for the benefit 
riders and supplemental benefits. Life insurance 
makes sense because not only will it help preserve 
the functions of a young family, but it provides 
lifelong benefits that last a lifetime and beyond.

I Don’t Need Life Insurance, I am 
Not a Wage-Earner



Congratulations
for 5 Years of Outstanding Service

Thank you for your outstanding contributions
to our company and superior service to our clients.

Emily Dawson
Life New Business and 
Contracting Manager

Mary Grieser
Annuity Marketing 

Assistant

Jamie Peterson
Annuity Marketing 

Executive

Brenda Miller
Annuity Marketing 

Executive
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REFERRAL BONUS!
FROM  Davis Life & Annuity

You Already Know the Benefi ts of Working with Us...

Access to an actuary, CLU and a strong team of in-house
     underwriters is only the beginning. You also get expertise
     in income planning, case design, index products, 
     insurance, IRAs, pensions and more.

Now, sharing these unique benefi ts with your associates
     including other agents, marketing organizations or your
     broker/dealer means great rewards. Each time your referrals
     begin doing business with Davis Life & Annuity you start
     an attractive bonus.

   What this means to you:
• 20 basis points on premium of a referred agent(s) for 3 years,
OR

• 10 basis points on premium of a referred organization (broker/dealer
or marketing organization) for 3 years.*

           Premium will be defi ned as: indexed annuity premium and 10 times target life premium. No excess or renewal life premium will
             be counted and MYGA and SPIA annuity premium will not count toward this premium.

Subject to legal review for broker/dealers. Restrictions apply. Incentive is paid by Davis Life & Annuity. Contact Davis Life & Annuity for
complete details. For licensed agents only. Not to be used for consumer solicitation purposes.

800.747.5612 | DLB@DAVISLIFE.COM



Your Financial Services Partner … For Life and Annuities!
WWW.DAVISLIFE.COM

Home O ffi ce: 800-747-5612  |  dlb@DavisLife.com  |  www.DavisLife.com 
If you are in need of a company you don’t fi nd on the list, please contact us.

We are contracted with several companies that are not listed.

CARRIER  A.M. BEST RATING* PRODUCTS
Accordia Life (now Global Atlantic)...........................................................................................A- Excellent ...........................................................................Life
Allianz Life and Annuity Company ............................................................................................A+    Superior  ..........................................................................Life, Annuities
American Equity Investment Life Company  .........................................................................A-  Excellent  ..........................................................................Annuities
American General Life Insurance Company  .........................................................................A  Excellent  ..........................................................................Life, Annuities
American National Insurance Company  ................................................................................A  Excellent  ..........................................................................Life, Annuities
Americo Financial Life and Annuity Company .....................................................................A  Excellent ...........................................................................Annuities
Assurity Life Insurance Company  .............................................................................................A-  Excellent  ..........................................................................Life
Athene Annuity and Life Company ..........................................................................................A     Excellent  ..........................................................................Annuities
Axa Equitable Life Insurance Company ...................................................................................A    Excellent............................................................................Life
Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life

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

Fidelity & Guaranty Life Insurance Company .........................................................................B++  Good ..................................................................................Annuities
Foresters .............................................................................................................................................A Excellent ...........................................................................Life, Final Expense
Great American Life Insurance Company  ..............................................................................A       Excellent ...........................................................................Annuities
Guggenheim Life and Annuity Company ...............................................................................B++ Good ..................................................................................Annuities
John Hancock Life Insurance Company USA  ........................................................................A+  Superior  ...........................................................................Life
Liberty Bankers Life Insurance Company ................................................................................B+    Good ..................................................................................Annuities
Life Insurance Company of the Southwest ............................................................................A  Excellent  ..........................................................................Life, Annuities
Lincoln Life & Annuity Company ...............................................................................................A+  Superior  ...........................................................................Annuities
Lincoln National Life Insurance Company ..............................................................................A+  Superior  ...........................................................................Life
Metropolitan Life Insurance Company ....................................................................................A+ Superior ............................................................................Life
Minnesota Life Insurance Company .........................................................................................A+ Superior ............................................................................Life
Mutual of Omaha Insurance Company  ..................................................................................A+  Superior  ...........................................................................Life, Annuities
National Western Life Insurance Company ............................................................................A  Excellent ...........................................................................Life, Annuities
Nationwide Life Insurance Company .......................................................................................A+ Superior ............................................................................Life
New York Life Insurance Company ............................................................................................A++ Superior ............................................................................Life
North American Company for Life & Health ..........................................................................A+  Superior ............................................................................Life, Annuities
Phoenix Life and Annuity Company .........................................................................................B Fair.... ..................................................................................Annuities
Principal Life Insurance Company .............................................................................................A+  Superior  ...........................................................................Life, Annuities
Protective Life Insurance Company ..........................................................................................A+  Superior ............................................................................Life
Prudential Insurance Company of America  ..........................................................................A+  Superior  ...........................................................................Life
Sagicor Life Insurance Company ...............................................................................................A- Excellent ...........................................................................Life, Annuities

Symetra Life Insurance Company ..............................................................................................A Excellent ...........................................................................Life
Transamerica Life Insurance Company ....................................................................................A+  Superior  ...........................................................................Life
Unity Financial Life Insurance Company .................................................................................B++ Good ..................................................................................Funeral Trust
Voya Financial ...................................................................................................................................A Excellent ...........................................................................Life, Annuities

* All ratings reflect financial strength and are current as of 12-15-2017. 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 fi nancial strength. 2017 edition.

FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 

Delaware Life.....................................................................................................................................A-      Excellent ...........................................................................Annuities
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» There Are More Solutions to Expanding Your Practice Inside!  

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.”

•    A Special Year-End Message from Trent and Jon Davis  

•   Why Non-Monetary Earners Need Life  insurance   

•   Quebec City Producers Trip Recap

What’s Inside


