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w	PJ’s Picks .  .  .  .  .  .  .  .  .  . P3 “The sky is falling” seems to 
be the pervasive sentiment 
we are hearing.  Due to all 

the bad press about the economy, it can 
be difficult for agents and their clients to 
know what to do.  Fear can cause paralysis 
when important financial decisions need 
to be made.  None of us knows what’s 
going to happen, so I would like to suggest 
the following approaches for you and your 
clients in the face of uncertainty.

1. Sell safety.  Fixed indexed annuity and life 
products are perfect in this market.  The 
client gets upside if the market does goes up, 
with no downside if the market goes down.  
Also remember that if the market goes 
down, your client gets the benefit of starting 
at a lower index number for the next year – 
the client does not lose anything and gets a 
fresh start.

2. Sell a sure thing.  It’s easier to sell products 
with no moving parts.  For annuities, 
the new income riders allow you to sell a 
guaranteed income that your client cannot 
outlive, with upside potential.  There are also 
MYGA’s – sure the rates are low, but with 
CD rates below 4% now, they offer higher 
rates and tax deferral.

3. Sell a sure thing- part 2.  For life insurance, 
the sure thing is no-lapse guarantees.  We 
have the lowest fully guaranteed rates for 
life that have ever existed.  If a client has 
an existing life policy, DLB can help you do 
an audit on it.  There is an excellent chance 
we can save the client money on a fully 

guaranteed basis.  Davis 
Life Brokerage has one 
carrier that is going to go 
further with this and offer 
potential discounts on 
their no-lapse premiums.   
That gives the client the 
best of both worlds – full 

guarantees and potential discounts (see page 
7, Aviva’s Wellness Rider, for more details).

4. Spread out the market risk.  If the client is 
worried that the market has not hit bottom, 
we have fixed indexed products that allow 
the client to move money out of the fixed 
account into the index at any time.  Most 
carriers make you wait until the anniversary 
date.  These products allow your client to go 
into the fixed bucket, then move gradually 
into the index options over a year.  It is 
similar to dollar cost averaging.

5. Expand your horizons.  If your sales are 
down, maybe it is time to learn a new line.  
We have been helping agents, who had only 
worked in annuities, learn life insurance.  
Davis Life offers training programs, case 
design, underwriting and other product 
assistance to help you capture more busi-
ness through additional sales to clients you 
already have.

These are just a few ideas you can 
use.  If you need assistance with any of 
these areas, please call our staff at Davis 
Life Brokerage.  We are here to help you 
through these turbulent times.  You are 
not alone!  

What to do in turbulent times
by Jon Davis, FSA, Co-Owner 

Jon@DavisLife.com
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There are so many indicators out 
there suggesting that 2008 is 
going to be a phenomenal year 
for fixed annuities. Are you 

discussing income needs with your clients? 
It doesn’t matter if they’re 55 or 75, this is an 
area where you can really help them. 

At Davis Life we have four ways to help you 
sharpen your annuity business to make the 
most of your annuity sales opportunities..

Sales tools:  Most of our annuity carriers 
have income benefit features available and we 
can provide you with calculators, power point 
presentations and advertising materials to help 
you explain products, plans and benefits to 
clients.  If you’re not addressing this need with 
your clients, you’re missing an opportunity. 
We’ll help you get educated so that you can 
educate your clients. 

Annuities with flexibility:  In this unstable 
market environment, some of your clients 
may not have an annuity that allows them to 

The year for fixed annunities
by PJ Duncan, Director of Annuity Marketing 

B e sure to show your client the 
benefits of purchasing a life 
policy using withdrawals from 
an annuity.  Not only is this a 

pain-free way to fund the policy, your client 
can also use the life insurance to efficiently 
pass along more money to heirs and children 
— much more than they would be able to 
transfer with the annuity alone.  Showing your 
client this benefit should really pique inter-
est, and explaining they can buy the policy 
without any out-of-pocket expenses, will seal 
the deal.

Let’s look at a quick example.  Your client is 
a healthy 65-year-old female with an annuity.  
Let’s assume she can pull $10,000 a year, after 
tax, from her annuity for the next 10 years and 

use it to fund a life insurance policy.   
That $10,000 could purchase over $330,000 
of guaranteed death benefit.  This money will 
pass tax-free to the client’s children.  Add in a 
commission of close to $6,000, you’ll be happy 
too.  

With the current annuity market, clients are 
looking for other alternatives for their money.  
Showing them how they can significantly 
increase the amount they can pass to their 
children in a more efficient manner can 
dramatically increase your business.  

At Davis Life, we are set up to help with all 
of your life insurance needs, from case design, 
to creating illustrations, to landing new  
business and securing underwriting.  Give us  
a call today to discuss these options. 

Efficiently passing an annuity to children
by Al Stockwell, MBA, FLMI, Director of Life Marketing

PJ Duncan
PJ@DavisLife.com

Al Stockwell 
Al@DavisLife.com

(For more ideas  
about ways to sell 

life policies, see the 
article in the 4th 

quarter, ’07 issue of 
Davis Life News,  

page 5.)

move money from a fixed account to an index 
strategy at any time, in any amount, with 
any frequency.  At Davis Life, we have many 
annuities with this feature.  Bring us your case 
and we’ll help you find the best fit. Your client 
will be impressed by this unique feature.

ACAT securities transfer service:  Reduce the 
headaches associated with moving assets from 
a brokerage account by utilizing an Automated 
Customer Asset Transfer (ACAT) service.  
Give me a call and we can help you get set up

Tailor-made service:  Give Davis Life 
Brokerage a call to find out about all the tools 
and products we have available. We’ll answer 
your specific questions, and provide the advice 
and services you need.  Oh, and if you’re not 
getting regular emails from me and/or Rena, 
please let us know and we’ll get you on our 
lists. There will be a lot of ideas and informa-
tion coming to you this year. 

Call PJ at 800-747-5612 or Rena at 
888-586-2293. 
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GUARANTEED DESTINATIONSSM

F O R E T H O U G H T  D E S T I N A T I O N  I N D E X E D  A N N U I T I E S S M

8.0% Commission 

Ages 0-75

Forethought Destination Indexed AnnuitiesSM are deferred annuities with fixed and indexed strategies issued by Forethought Life Insurance Company.  
Forethought Life is a wholly owned subsidiary of Forethought Financial Group, Inc. Guaranteed DestinationsSM is available in most states with contract 
FA1001FP5GD10-01, (certificate series GA1001FP5GD10-01, as applicable).  State variations may apply.  Read the contract for complete details.

NOT AVAILABLE IN ALL STATES. 
FOR AGENT USE ONLY - NOT INTENDED FOR SOLICITING ANNUITY SALES FROM THE PUBLIC.

© 2007 Forethought
1207

• Money Back Guarantee  
from Day One!

• 5% Premium Bonus!

• Guaranteed Lifetime Income:
– Choice of Level  Benefit or 

2% Cost of Living Increases!
– Spousal  Continuation of 

Benefit Option!
– Based on at least  105% 

of Premium Growing at 5%!

• 10 Year Walkaway  Fixed 
Indexed Annuity!

• Strategy Term Extension 
Rider Available!

 

NEW!

Finally, a guarantee so simple 
even a child can understand it!

Call Davis Life Brokerage at our home office 
(800) 747-5612 or Texas office (888) 586-2293
Visit us online at www.DavisLife.com
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Ryan Hughbanks 
Ryan@DavisLife.com

Ryan Hughbanks 
is a Life Marketer 

for DLB. He has 
significant experience 
in the Insurance and 

Financial Services 
Industry. Ryan loves 
to help advisors find 

the right solutions for 
their clients. If you 
have any questions 

or need help finding 
the right solutions for 

your clients please 
give Ryan a call. He 

would love to partner 
with you to help take 
your business to the 

next level.

Set up a policy review  
with your current clients! 
Life Insurance has never been cheaper, 
mortality rates have never been so good and 
companies are hungry for new business. This 
combination has opened up a great opportu-
nity for many of you to review your current 
client coverage and work with new clients as 
you establish a relationship with them.

One of the most valuable assets your clients 
own is their life insurance. As a financial pro-
fessional, making sure that their life insurance 
continues to fit their changing needs is one of 
the most valuable services you can provide. 

Clients who can benefit  
from a policy review are:
•	Individuals owning policies:  Clients lives 

and financial goals are constantly changing.
•	Businesses and business owners:  Key-

Person,  Buy-Sell and older policies should 
all be reviewed.

•	Trustees:  Trustees have the obligation for 
all trust assets, including life insurance.
 

Why Conduct a Policy Review:
•	Generally, life insurance is the largest 

financial asset in a client’s portfolio.
•	Clients’ lives and financial goals are not 

static.
•	Product design, features and pricing are 

always changing.
•	Interest and dividend credited rates have 

changed.
•	Underwriting changes. More favorable 

medical classes, changes in risk classes, 
advances in medicine, new treatments for 
illnesses or table shaving programs could 
present new options.

Did you know you are sitting on a  
prospecting goldmine? 

by Ryan Hughbanks, Life Marketer

•	Life Expectancy and Mortality Table 
changes could lower cost and expenses.

Most clients will welcome  
a policy review.
If you have any clients with older policies, 
clients where their estate has increased, clients 
with under performing UL policies, clients 
with variable policies in danger of lapsing, or 
clients that are looking for a more competitive 
product, then a policy review can be a valuable 
service you can provide. If you have a relation-
ship with an estate-planning attorney, or know 
of someone in your area, this can be a great 
opportunity to work with them and ensure 
their clients are properly covered.

How can I help you?
•	Simply call me and I will happily run the 

numbers for you.
•	Request a Policy Review Kit that you can 

use with your clients. The kit provides a 
step-by-step process to follow and includes 
a Producer’s Guide, Client Questionnaire, 
Trustee Review Guide, Client Brochure and 
PowerPoint Presentation.

The team members of Davis Life Brokerage 
are experts in the life insurance market and 
we work with the best carriers in the industry. 
Give me a call today to get an illustration or to 
order a Policy Review Kit.  
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A+ Superior
Aviva USA’s A.M. Best rating has 
been upgraded to A+
The Aviva USA companies that were awarded an A+ (Superior) rating are:

• Aviva Life and Annuity Company

• American Investors Life Insurance Company

• Indianapolis Life Insurance Company

• Aviva Life and Annuity Company of New York

These companies were previously rated A (Excellent) by A.M. Best and this rating upgrade is a 
strong recognition of the financial strength of Aviva’s U.S. business.

Number One in Indexed Life Sales
The companies of Aviva have led the indexed life insurance market for 24 consecutive quarters. 
That’s six years of dominance, and we don’t aim to lose that position anytime soon.

HERE ARE JUST A FEW BENEFITS OF DOING BUSINESS WITH AVIVA

Company 3Q 2007 Sales Market Share

1. Aviva $34,642,137 26.8%
2. American General $24,100,000 18.7%

3. Aegon $14,653,861 11.3%

4. National Life/LSW $11,759,807 9.1%

5. Old Mutual $9,736,432 7.5%

6. Allianz $8,714,516 6.7%

7. Pacific Life $6,879,168 5.3%

8. Midland National $4,128,000 3.2%

9. National Western $2,974,009 2.3%

10. Phoenix $2,704,000 2.1%

Products issued by Aviva Life and Annuity Company, Indianapolis Life and Aviva Life and Annuity Company of New York.
Source:  The Advantage Compendium, an independent research frim specializing in indexed products.

Table Reduction Program
In an effort to help you increase your sales and better serve 
your clients, Aviva is pleased to announce the launch of a 
Table Reduction Program.

The program allows you to potentially upgrade a proposed 
insured rated up to Table 3 to Standard underwriting.  
The program is available on most of Aviva’s life insurance 
products, including our Indexed Survivor Universal Life.  Table 
Reduction is not available on term policies nor on Single 
Premium Life policies.

Program Guidelines

Client Eligibility 
• Up to Table 3
• Issue ages 20-70
• Lifetime face amount maximum of $10 million

Product Eligibility
 • All Aviva permanent products
 • Exceptions: Term and Single Premium Life

ISUL Guidelines
•  If one insured has table reduction, the other insured must 

be standard or better.

Term Conversions 
• Not eligible on the external term conversion program.
•  For internal term conversions, if the conversion is within 

3 year of the issuance of the term policy no evidence of 
insurability will be required.

•  If the internal conversion is after 3 years of the issuance 
of the term policy, the insured will need to go through 
underwriting at the time of conversion. The alternative is 
for the insured to not go through underwriting and convert 
to the actual rating they are on the term policy.

For additional details, navigate to the 
Aviva agent website at www.avivausa.
com/agents

Aviva Advanced Marketing Services

800-525-7133
Chuck Van Devander, J.D., LL.M, CLU, ChFC
Senior Vice President, Distribution Services
Chuck.Vandevander@avivausa.com

Dan Spence, CLU, ChFC, MBA
Dan.Spence@avivausa.com

Eric Johnson, J.D., CPA
Eric.Johnson@avivausa.com

Zerita Reynolds, CLU, ChFU, LLIF, REBC, RHU
Zerita.Reynolds@avivausa.com

David Graham, J.D. LL.M, CLU, ChFC
Dave.Graham@avivausa.com

Mailing address:
611 Fifth Avenue
A-48
Des Moines, Iowa 50309

&
wellness 
    for life

      LIVE LONGER, FEEL BETTER 

         SAVE

ANOTHER LIFE INSURANCE INNOVATION FROM AVIVA

CALL US WHEN YOU HAVE 
QUESTIONS ABOUT:

• Life Insurance Planning
• Estate Planning
• Trusts
• Split Dollar
• Non-Qualified Executive Benefits
• Income Tax

• Charitable Planning
• Buy-sell Arrangements
• Business Succession
• Trans-National Planning
• IRA Distribution Planning

Live longer, feel better, & SAVE!  

Aviva’s Wellness for Life Program is a 

unique rider to your client’s life insurance 

policy that’s targeted at consumers 

interested in maintaining or improving 

their current state of health, receiving 

information regarding healthy living and 

potentially receiving policy rewards for 

living a healthy lifestyle. 

Policy form 3WFLAJ07.  Availability may vary by state
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Davis Life has hundreds of prospects in 
YOUR area that have completed a survey 
requesting information on Annuities and 
Life Insurance.

Who can get Free Leads?
Any new agent who writes their first application will receive 100 FREE leads as a thank 
you for placing your business with Davis Life Brokerage.

What type of business do you need to write to qualify?
Any Term or Permanent Life product or any Fixed / Fixed Indexed Annuity.

I’m already writing business with DLB, how can I qualify?
Contact your marketer to see how you can take advantage of this program.

Can I purchase leads without writing a case through Davis Life Brokerage?
Yes, you can purchase 100 Life or Annuity leads for $130.  Call Tina at Davis Life to 
further discuss.

Call 1-800-747-5612 for more information
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What you’ll see in Sydney
Sydney’s laid-back outdoor lifestyle and physical allure make it one 

of the world’s easiest and most pleasant cities to visit. The people who 
live here are a friendly, energetic bunch with a tell-it-like-it-is approach 
to life as visitors to the Sydney 2000 Olympic Games found out for 
themselves.

When it comes to which city is Australia’s true global city, there ís 
no argument. It’s Sydney — with its sense of style, its love of sport and 
exuberant celebrations.

All of its attributes lie within easy reach of the city center. Sydney’s 
harbor is its natural playground, the dominant factor in so much of 
what the city has to offer. The city has a wide-ranging cultural life, 
dynamic food scene and vibrant cityscape of outstanding contempo-
rary and colonial architecture. Iconic beaches and five major national 
parks deliver unforgettable experiences.

Message 
from the 
Premier of 
New South 
Wales

I’ve traveled all over 
the world and seen 
countless cities. But 
for all the buzz of 
London, Paris, Rome, 
New York or wher-
ever, there’s only one 
place I’d call home 
— the only place I’d 
ever want to bring 
up our four children, 
and that’s Sydney.

Sydney is big 
enough to be vibrant 
and cosmopolitan 
but without losing 
our friendliness and 
warmth.

It’s a beautiful, con-
fident city where we 
make it our business 
to ensure you leave 
with happy memories 
and only one wish: to 
return someday and 
see us again.

Morris Iemma

Join us!

Win a free trip for 
you and your guest, 
and join us in Sydney 
from March 6 thru 11 
2009.

We’ll stay 
at the 4-star 
InterContinental 
Hotel where Davis 
Life will host many 
of your meals.  On 
two special nights, 
you’ll receive $100 
Australian to dine 
on your own in one 
of Sydney’s fine 
restaurants.  There 
are tours available, 
activities planned and 
lots of free time to 
explore included in 
your itinerary.  

The trip is free to 
our top 25 agents.  
The qualifying 
deadline is the end 
of the year.  

For details, call us 
at 800-747-5612.

Don’t miss
3	Catching the perfect wave at famous Bondi or Palm beaches.
3	Dining waterside in the historic Rocks precinct, by the beach at Balmoral or 

on the wharf at Woolloomooloo Wharf.
3	Climbing to the very top of Sydney Harbour Bridge’s huge, over-arching 

span, by day or night with BridgeClimb.
3	Seeing the native fruit bats and 30 hectares of themed gardens in the Royal 

Botanic Gardens on a guided Aboriginal heritage tour.
3	Catching the Manly Ferry at sunset — or anytime — for one of Sydney’s best 

and most affordable thrills.
3	Learning about Australia’s unique animals, overlooking the harbour, at 

Taronga Zoo or at Sydney Wildlife World, Darling Harbour.
3	Being inspired by a wonderful, magical performance at the Sydney Opera 

House or enthralled by one of the best Aboriginal art collections in the world 
at the Art Gallery of New South Wales.

3	Taking a skippered yacht or an adrenalin-pumping jet boat from Darling 
Harbour.
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Davis Life Brokerage Companies
 

Legacy Marketing GroupSM 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
Americom Life and Annuity Insurance Company, Houston, Texas
Investors Insurance Corporation, Wilmington, Delaware
Transamerica Occidental Life Insurance Company, Cedar Rapids, Iowa
Washington National Insurance Company, Chicago, Illinois 

CARRIER A.M. BEST RATING* PRODUCT LINES
Allianz Life Insurance Company A Excellent Life, Annuities
American Equity Investment Life Insurance Company A- Excellent Annuities
AIG Life Insurance Company A++ Superior Life
American Investors Life Insurance Company, an AVIVA Co . A+ Superior Annuities
American National Insurance Company A+ Superior** Life, Annuities
Assurity Life Insurance Company A- Excellent Life, Annuities
AVIVA Life Insurance Company A+ Superior Annuities
AXA Equitable Life Assurance/MONY A+ Superior Life
Banner Life Insurance Company A+ Superior Life
EquiTrust Life Insurance Company A Excellent Annuities
ForeThought Life Assurance Company A- Excellent Annuities
GenWorth Life and Annuity A+ Superior Life
Great American Life Assurance Company A Excellent Annuities
Indianapolis Life Insurance Company, an AVIVA Company A+ Excellent Life
ING Life Insurance and Annuity Company A+ Superior Life, Annuities
Investors Insurance Corporation A- Excellent Annuities
John Hancock Life Insurance Company-ManuLife Ins . Co . A++ Superior Life
Liberty Life Insurance Company, an RBC Company A Excellent Life
Lincoln Benefit Life Company A+ Superior Life, Annuities
Lincoln National Life Insurance Company A+ Superior Life
Life Insurance of the Southwest (LSW) A Excellent Life
Midland National Life Insurance Company A+ Excellent Life
Mutual of Omaha-United of Omaha A+ Excellent Life, Annuities
North American Company for Life and Health A+ Superior Life, Annuities
Old Mutual Life Assurance Company A Excellent Life, Annuities
Presidential Life Insurance Company B+ Very Good Life, Annuities
Principal Life Insurance Company A+ Superior Annuities
Protective Life Insurance Company A+ Superior Life
ReliaStar Life Insurance Company A+ Superior Life
Standard Insurance Company A Excellent Annuities
Sun Life Financial A++ Superior Annuities
Transamerica Occidental Life Insurance Company A+ Superior Life, Annuities
Washington National Insurance Company B+ Very Good Annuities
West Coast Life Insurance Company A+ Superior Life, Annuities

* All ratings reflect Financial Strength and are current as of 2-5-08. A.M. Best ratings for insurers’  
financial strength and credit quality of obligations range from A++ (Superior) to F (in liquidation). 

** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength.  
AA (Very Strong) by Standard & Poor’s, the 3rd highest of 20 active company ratings for financial strength.

AMR211-0906  06-406
IIC241-0906

LM-1825
CNS107-0906

A85-0906

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 on this list.
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YourBestClient.com/DLB
High Probability Referrals

Professional Approach
Duplicates Best Clients

Removes Awkward Barriers
Use with CPAs, Attorneys 

& P&C Agents 
Higher Closing Ratio

No Long Term Contracts
Cancel At Any Time

      

$149
setup + shipping (regularly $299)

SPECIAL DISCOUNT FOR
DAVIS LIFE BROKERAGE

50% OFF SETUP

$39/mo after 30 days

Use Discount Code
DLB

I

How Does It Work?How Does It Work?

What Comes With The SystemWhat Comes With The System

Your Best Client referral system is very simple. This is one of the reasons it is so e�ective. 
Please go to http://www.YourBestClient.com/DLB to �nd out more on how our system 
can increase the amount and quality of referrals you receive.

   your practice.

Davis Life Brokerage would like to introduce you to a 
  revolutionary referral marketing system
              to help you build your practice.
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JOIN TODAY TO
    INCREASE YOUR REFERRALS
          & SAVE 50%

JOIN TODAY TO
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          & SAVE 50%

 I believe the Your Best Client referral system has grasped a revolutionary concept in prospecting that 
will save us time and money and do no less than signi�cantly improve our professional lives. Its use of 
technology and command of resources is fantastic! Edwin R. Cassell - Cassell & Associates, Inc.
        

What Is The Preferred Marketing Method Of The Most Successful Financial Advisors?
It is not seminars or direct mail to cold leads • It is not newspaper or radio advertising • It is not buying leads or telemarketing.

       f you want to double (or triple) your income the easy way, then you need to have a system that helps you duplicate your best clients 
       and compels them to give you many high quality referrals.

What are the KEYS to getting your existing clients & strategic partners to give you referrals?
  • You must be referable.
  • Your clients and strategic partners need an easy way to refer you. Most clients today are not real excited about giving out lists of 
     friends and family, you need to implement a system that your clients will be excited about using.
  • Systematically you need to be able to ask for referrals not only at the initial sale, but also on an ongoing basis without being pushy.
  • The customer service and advice that you are giving your clients needs to be client centered not advisor centered.
  • Implement a turn key referral marketing system that can run on autopilot

It is referrals from happy clients and professional strategic partners! We all hear that referrals are the best way to 
build your business, but how many of us have implemented an ongoing referral marketing system?  

ORDER NOW OR TO LEARN MORE GO TO YOURBESTCLIENT.COM/DLB OR CALL US AT 630.393.6500!



Davis Life Brokerage
801 Ashworth Road

West Des Moines, Iowa 50265

800-747-5612
Texas Office: 888-586-2293

www.DavisLife.com
DLB@DavisLife.com

31.
2.
3.

Three ideas in this issue  
that can make you rich —

Read Jon Davis’ article about ways to retool your selling  
approach for these turbulent times.

Check out the Davis Life’s FREE LEADS program on page 8. 
Don’t pass up this economical way to save time and effort  
finding people who are ready to buy.

Sample the rich life with us in Sydney Australia. There’s  
a free trip for two available and you could join us for five  
unforgettable days in down under. Read about it on page 9.


