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With the financial crisis of the last few 
years seeming to ease a bit, many of us are 
breathing a sigh of relief 
entering 2010.

Since many of our clients’ 
retirement accounts 
have likely experienced 
a recovery in value over 
the past year, now may be 
the right time to approach 
your clients with reliable, 
guaranteed strategies to 
provide their financial 
security going forward.

Especially for your older 
customers, now may be the time to talk with 
them about securing a guaranteed income 
level.  Income annuities with a certain 
period guarantee your clients’ income for 
the rest of their lives while providing for 
their beneficiaries if they expire early.  Fixed 
indexed annuities with a guaranteed lifetime 
withdrawal benefit rider accomplish this as 
well, with the added benefit of access to 
remaining principal in case of emergencies.  
Let us find you the best offer from the many 
companies we represent.

With many new accumulation-oriented 
products on the market, life insurance is a 
better value than ever.  A properly structured 
policy can provide your clients with death 
benefits that are free of income and estate 

taxes, and it can provide an income tax-free 
cash flow in retirement.  Many companies 

are easing their underwriting 
standards, thus improving our 
clients’ chances of qualifying 
for coverage.  Remember that 
our in-house underwriter can 
speed up the process for you.

Don’t forget regular annuities, 
either.  With money market 
and bank CD interest rates at 
ridiculously low levels right 
now, the higher rates offered 
by fixed rate annuities along 
with their guarantees of 

principal should look very attractive to many 
of your clients.  Fixed indexed annuities 
provide guarantees of principal protection, 
with the additional upside of index-based 
interest crediting, and a variety of premium 
bonuses that may be just the inducement 
your clients need to make the switch.

Let Davis Life Brokerage help you sort 
through the many carriers and products 
available in the marketplace today.  With 
many companies available, we can help you 
choose the best alternative to present to your 
clients.  And with no minimum business 
requirement to maintain your contract, you’ll 
enjoy our outstanding service and great 
commissions. 

By: Ron Davis, CLU 
Davis Life Brokerage Founder - Retired (but still interested)

Opportunities

With many new 
accumulation-

oriented products 
on the market, life 

insurance is  
a better value  

than ever.  

800-747-5612 

dlb@DavisLife.com

www.DavisLife.com
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Underwriting Excels
When You Know Your Competition
By: Bob Pedigo, CLU, FALU, FLMI, Vice President for Underwriting, Davis Life Brokerage 
As seen in Life Insurance Selling - Inside Track

Note: This is the fifth article in a 
series of 12 discussing the benefits 
of using the Laser Underwriting 
Approach, which utilizes an 
agency-based staff underwriter. 
Each story in the series addresses 
one of the 10 preliminary questions 
that make this approach effective. 

So far in our series discussing the 
Laser Underwriting Approach for 
trial applications, we’ve completed 
our application and sent it to an 
Insurance Marketing Organization 
(IMO) staff underwriter to review. 
Now the fourth question in our 
series of top 10 questions is asked: 
Are you in competition with 
anyone else for the case, and with 
what other companies? Have face 
amounts been applied for, which 
would comprise the total being 
placed? As part of that question, the 
underwriter will also want to know 
the total amount being placed, 
and if ratings have already been 
given. This approach will help with 
speed and accuracy for a quote on 
a higher risk case because the staff 
underwriter will keep the possibility 
of a competing company in mind 
while assessing the risk.

The staff underwriter who first 
reviews your client’s application 
will know to ask this question. 
With life companies merging 
and trimming products, a higher 
percentage of your business is at 
risk to be replaced by other life 
insurance entities. There also is 
competition for new business by 
brokers, especially for large cases. 
Insurance professionals who stay 

on top of their business will 
keep track of these possible 
situations. The Laser 
Underwriting Approach 
to trial applications can 
keep you ahead of the 
competition when it comes 
to placing these cases.

 So, what companies are 
in competition for your 
client’s business? The staff 
underwriter you work 
with is aware of the ever-
changing strengths and 
cutting edge guidelines a 
life insurance company has 
within their underwriting 
guidelines. For example, 
one company may be 
strong in circulatory 
issues like heart and 
stroke problems, while 
another company may 
have new information and 
underwriting for applicants 
with cancer. Research 
is ongoing and actuarial 
studies are constantly 
looking for new ways to “compete” 
in the life market.    

What amounts have been 
applied for? The staff underwriter 
keeps a running log of what 
different companies need for 
their requirements on age of 
the applicant and amount 
of the application. Although 
most companies have similar 
requirements, there may be one or 
two competitive life companies that 
may relax medical and financial 
requirements for a given amount 

of time to get business in the door. 
The face amount is key for financial 
justification. The staff underwriter is 
aware of companies’ financial and 
medical guidelines and can assist 
with the necessary cover memo. 
This can help you stay up-to-date on 
the information.

Have there been ratings already 
given? This is important information 
for the underwriter you’ve been 
working with to know. Once they 
are aware of a rating that has been 
offered by a competing company 
and a competing broker, the 

The Laser Underwriter Approach yields 
accurate quotes and keeps the processes 
smooth by asking these 10 key questions:

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

2. What is the amount of the application?

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

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

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

6. Will your client accept an increased 
premium?

7. Are there any avocation, financial, aviation, 
or legal concerns?

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

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

10. What is the importance of this client to you, 
such as being a center of influence who 
could provide referrals? 
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underwriter will be able to put the 
information together to know how 
and why a particular offer was 
given. For example, Company X 
may have a “Table Shave Program,” 
which allows an applicant with a 
Table C risk to be considered at 
Standard rates. The underwriter then 
knows what they are dealing with, 
and where else they can go to get a 
competitive offer. 

Another example may be that the 
staff underwriter knows the client 
has a Table F already offered, and, 
by using their relationship with 

underwriters from other companies, 
can work to bring that offer down 
to a Table D. This may not always 
be the case, but by knowing the 
competing company, the amount 
applied for and the rate already 
offered, the staff underwriter has an 
educated background to work with.

Next we’ll discuss question number 
five in our series: Do you have 
related applications with another 
company, such as rolling over a 
policy or a 1035 exchange? We’ll 
go over the importance of this 
question in our next article. 

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

Check out our full Laser 
Underwriting Approach eBook now 
online at  
www.DavisLife.com/Underwriting.

It features all 12 articles and 
more information on how our 
underwriting expertise will make 
a difference for you and your 
clients.
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The Laser 

Underwriting Approach

eBook

10 Key Questions 

that Lead to Life Insurance 

Underwriting Success

Learn More >>

15

NOW ONLINE!
Davis Life Brokerage Underwriting eBook
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Jon Davis
F.S.A., M.A.A.A. & 

Co-owner
800-747-5612

Jon@DavisLife.com

The BIG Roth year is finally upon 
us!! You have not been able to 
pick up a trade journal or review 
your e-mail these past few months 
without seeing multiple articles 
on the 2010 Roth conversion 
opportunity.  So, is all this hype just 
that?

You can find many resources on 
the internet on more detailed rules.  
Here is a quick summary: starting 
in 2010, individuals with IRAs can 
now convert them to Roth IRAs, 
regardless of income level.  In 
addition to this, those converting in 
2010 can choose to pay taxes on this 
in 2011 and 2012.   One exception 
to this is that a non-spousal inherited 
IRA cannot be converted.

The opportunity for all advisors 
is that this is a great reason to sit 
down with your clients and do a 
financial review with them.  Many 
of your clients have heard about 
this opportunity on the internet, TV, 
magazines and other media and they 
probably have questions.  Like any 
financial tool, it will be appropriate 
for some, but not all.

So the big question is: Should 
my client take advantage of this 
opportunity?  First of all, doing the 
conversion only makes long term 
financial sense if your client believes 
that their tax rates are going to be 
higher in the future.  I think it is not 
a stretch to say that taxes overall 
are going to be higher in the future.  
With trillion dollar deficits, the 
coming Social Security funding crisis 
and an overall growing government, 
tax rates are inevitably going to be 
raised.  How those increases impact 
an individual can be quite different 
and there is no way to predict how 

any individual client’s tax rates will 
be changed in the future.  This is a 
conversation you must have with 
each client.

Keep in mind also that for 
individuals taking Social Security, 
increasing their income due to the 
conversion could also subject them 
to higher taxes on those benefits.  

If the client is comfortable with 
assuming that their tax rates will 
go up, then you have to talk about 
where the money is going to come 
from to pay the tax.  It is very 
important to remember that if the 
client uses part of the IRA money to 
pay the tax, then the 10% penalty 
tax will apply if they are under  
59½.

Another discussion point with the 
client is about whether to pay the 
tax in 2010 or spread it out. It is 
important to remember that you do 
not calculate the tax in 2010 and 
simply pay half in 2011 and half in 
2012. You actually add half of the 
conversion amount to income on the 
clients 2011 and 2012 tax returns.  
That means that the conversion 
will get taxed at the rates in effect 
in 2011 and 2012.  There is a risk 
to the client that tax rates could be 
increased in those years.  Therefore 
delaying paying the tax past 2010 
could result in more taxes being 
paid.

Another important reminder is that 
your clients over 70½, subject to 
Required Minimum Distributions 
(RMDs) will still need to take those 
in 2010, even if they convert. So 
make sure they have liquidity to 
make those distributions in 2010.  
Most annuity products allow for 

surrender charge free withdrawals 
for RMDs, but it’s worth checking to 
make sure that is true.

This is a very short summary of some 
of the considerations for a Roth 
conversion.  The bottom line here 
is that there are many variables to 
deciding if a Roth conversion makes 
sense for a client.  Make sure you 
listen to the client’s goals and beliefs, 
do your homework and look at the 
real net impact to each client to help 
them make a good decision.  Please 
give us a call if you need any help 
in finding software to help do the 
analysis.  2010 will be a great year 
to talk to all of your clients about 
the options that 
are available to 
them. 

Roth Conversions
Hype or Opportunity?

By: Jon Davis



BOBTO THE RESCUE
By: Al Stockwell

Successful underwriting doesn’t happen by accident! Here’s how another 
agent was able to place a big case utilizing our underwriting expertise.

SITUATION
The agent had a client, age 75, whose husband’s death left her with a 
significant inventory of valuable merchandise, a 50-year-old invalid son, 
and a massive estate tax problem.  The surviving wife, who was not in the 
habit of having regular check-ups with doctors, had $1 million which she 
was willing to invest in life insurance to provide for the estate taxes and the 
care of her son.
Based on the information they had, the carrier was only willing to provide a 
face amount of $1.2 million.

SOLUTION
Davis Life’s VP of Underwriting, Bob Pedigo, ordered a full battery of 
medical tests, including a mammogram, pap smear, and chest x-ray.   He 
called several nursing homes in the area to justify the cost of future care 
for the invalid son.  He also ordered appraisals from several resources to 
prove that the value of the merchandise alone was about $2 million, with 
the total estate value exceeding $4 million.  He also wrote a detailed letter 
and personally called the underwriter at the carrier on various occasions to 
answer questions and justify the value of the estate. 

RESULTS
The carrier approved a face amount of $2.4 million for the surviving spouse 
so she could invest her total lump sum of $1 million.  The whole amount 
was approved at Standard rates, and the agent’s commission exceeded 
$100,000.
The extra efforts and expertise of Davis Life’s underwriting team 
accomplished another big win for the agent and the client.

Bob Pedigo is our Vice President of Underwriting. He brings over 30 years of expertise to the table to help 
you and your clients.  Bob works closely with all of our companies and their underwriters.  He can fully 
underwrite the case before we ever send it to a company so we know exactly what to expect.  This type 
of experience is invaluable, as more and more of our agents are learning every day.

FOR BROKER USE ONLY. Not for use with consumers.
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Wouldn’t it be nice to show your clients 
what their retirement account would 
look like if they converted their IRA to 
a Roth IRA? As mentioned in Jon Davis’ 

article on page 4, the 
Roth conversion 
subject is likely to 

come up during every 
appointment. 

Not only do we 
have a software 
package that 
will allow you 

to illustrate a 
conversion, but it 

will also illustrate 

a Roth Stretch IRA. This simple tool will 
help your client make the decision as to 
whether or not a conversion is suited for 
them. It will not predict future tax rates, but 
will allow you input on an assumed rate. 

In addition to the Roth conversion 
software, we also have available a tax 
planning software package. This package 
will allow you to recreate your client’s tax 
return. With the help of a 1040 overlay 
(which you may also qualify for), you will 
be able to identify the “hot spots.” The “hot 
spots” can be defined as the monies that 
unnecessarily generate taxable income. 
The software allows you to adjust the 
numbers showing the client the benefits of 

repositioning assets. 

For your visual clients, what better tools 
to have? The Tax Planning and Roth 
Conversion software packages are available 
to you as a package or can be sold 
separately. 

Contact any one 
of our annuity 
marketers for 
pricing and 
qualification. 

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com

PJ’S PICKS

If you are 
like most 

agents, 
you are 
likely 

being 
inundated with 
information 

from carriers, 
marketing organizations 

and other “experts” telling you about 
everything from Split Dollar plans to 
Premium Financing and everything in 
between.  These advanced concepts 
can be useful in certain situations, but 
the vast majority of life insurance sales 
do not need exotic planning methods. 
In fact, the best and most effective 
life insurance sales method is quite 
simple – it is good old-fashioned needs 
analysis.

I have talked with many agents who 
steer away from life insurance because 
they think it is too complicated.  Let 
me share a few recent cases that I have 
worked on that illustrate the relative 

ease of writing life insurance.

1. Agent has a client with an existing 
life policy that was purchased 15 
years ago.  Client wasn’t sure if 
it was still “working good” in his 
words.  I took a look at the inforce 
illustration and determined that with 
the 1035 and same premium, we 
were able to more than double the 
client’s death benefit.  Agent made 
over $6,000 on that EASY sale.

2. Agent with an annuity client who 
wanted to give her money to her 
kids.  I showed him the benefit of 
using a single premium life product 
and took her $90k and turned it into 
$350k of guaranteed death benefit 
with a LTC rider to boot.  The agent 
walked away with over $11k of 
commission on that EASY sale.

3. An annuity agent with a substantial 
client list has now started to review 
old annuity contracts and is utilizing 
the free withdrawals to fund life 
insurance for those clients that have 

determined they will never utilize 
the annuities and want to increase 
the amount of money they will leave 
to their children and grandchildren.  
Agent has written six cases over the 
last couple months and is looking 
to write at least 20 apps this year.  
Potential commissions could be well 
in excess of $100k.

I hope these examples show you the 
relative ease with which many life 
insurance policies can be written.  The 
opportunities are all over the place 
and you are probably sitting on several 
opportunities right now and may not 
even be aware.  Call us to discuss your 
opportunities and we’ll show you how 
EASY life can be.

Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Life with Al

EASYLIFE INSURANCE IS

FOR BROKER USE ONLY. Not for use with consumers.

Get Your Tax Planning &  
Roth Conversion Tools!



Sharing Good Times
Davis Life Brokerage staff and their guests enjoy a fun and 
lively get together for the annual holiday party and ribbon 
cutting at the beautiful new and expanded Davis Life Office 
in West Des Moines.
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MULTI-YEAR GUARANTEE ANNUITIES
Carrier Product Surrender 

Period Rate*

American Equity Investment Life Insurance 
Company, West Des Moines, Iowa

Guarantee 7 7 Years 3.25% years 1-5 (in CA, DE, MN, PA & WA)
3.75% years 1-5

American Equity Investment Life Insurance 
Company, West Des Moines, Iowa

Guarantee 5 5 Years 3.15% years 1-5 (in CA, DE, MN, PA & WA)
3.65% years 1-5 

FIXED INDEXED ANNUITIES
Carrier Product Surrender 

Period Bonus/Rate*/Riders

American Equity Investment 
Life Insurance Company,                                                             
West Des Moines, Iowa**

Bonus Gold 
Indexed Annuity

16 Years 10% Bonus§, 8% Guaranteed Rate on Income Account Value 
in Lifetime Income Benefit Rider (LIBR-2008)§§, 16 Year 
Surrender Schedule, 3.10% Current Fixed Value Rate

American Equity Investment 
Life Insurance Company,                                                                   
West Des Moines, Iowa      

Integrity Gold 6 Years 8% Guaranteed Rate on Income Account Value in Lifetime 
Income Benefit Rider (KIBR-2008)§§, Point-to-Point strategy 
with 6.50% cap, current fixed value rate 3.10%.

American Equity Investment
Life Insurance Company, 
West Des Moines, Iowa

Advantage Gold Fixed
Indexed Annuity

10 Years 5% Premium Bonus on all first-year premium. 10% Penalty-
Free Withdrawal of Contract Value Annually Beginning 
Year 2. Annual Monthly Average with cap of 6.00%, 3.00% 
Current Fixed Value Rate.

American National Insurance Company,
Galveston, Texas

BenchMark 500SM 
Ten SE 8

(Distributed by Legacy)

10 Years 8% Premium Enhancement, 2-Year Monthly Average with 
18% Cap for 100% Participation and $100,000 or more 
Premiums.

OM Financial Life Insurance Company,
Baltimore, Maryland

AmeriMark 500SM 
Freedom 7 SE

(Distributed by Legacy)

7 Years Optional 5% Bonus, 14.00% S&P 500 Two-Year Monthly Avg. 
with 100% Participation Rate.

EquiTrust Life Insurance Company,
West Des Moines, Iowa

MarketPower Bonus 
Index

14 Years 10% Premium Bonus, 2-Year Monthly Average Cap of 20.0%.
Reintroducing 2-Year Monthly Average Strategy

TRADITIONAL FIXED ANNUITIES
Carrier Product Surrender 

Period Features

Aviva Life and Annuity Company, 
Des Moines, Iowa

Income Select Series(3)
 Spirit Bonus
 Spirit Plus 
 Spirit 7
 Spirit 5 
 Spirit 3

10-Year
10-Year
7-Year
5-Year
3-Year

8% Bonus
5% Bonus

Issues to Age 85

FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS.
All products, strategies, features and riders are subject to state approval and all rates are subject to change.

Davis Life Brokerage

Take a look at these top products from

800-747-5612  •  dlb@DavisLife.com
Rates change weekly. Contact Davis Life today to get weekly updated rates sent to your e-mail.

IIC948-0209

*Rates current as of 9-28-09 **09-DAVIS-07 † Enhanced Care Rider® is not long-term care insurance. The rider has limitations, is optional, and has an additional cost. IC948-0209
§§§ “S&P 500® is a trademark of The McGraw-Hill Companies, Inc. and has been licensed for use by OM Financial Life Insurance Company. The Product is not sponsored, endorsed, sold, or promoted by Standard & Poor’s makes no representation regarding the advisability of purchasing the Product.
§§ Until income payments begin for .45% fee annually on contract value. Income Account Value (IAV) only used to calculate lifetime income payments. Not part of underlying contract value. Not included in death benefit. If payments not elected by 10th contract anniversary, growth of IAV will 
stop unless client elects to restart accumulation period. MULTI-YEAR GUARANTEE ANNUITIES FIXED INDEXED ANNUITIES § For issue ages 0-78, 6% issue ages 79-85 and in certain states for all issue ages. The bonus vests over a 14 year period ages 0-78, 10 years ages 79-85. Each year after the 3rd 
contract year, the client becomes vested in a percentage of the bonus, until they become 100% vested in the bonus at the end of the 14th contract year. The vested amounts of the bonus are the amounts the client does not forfeit as a result of an early withdrawal or surrender. See disclosure and 
brochure for details. 2. Effective yield to Bailout is calculated over a 6 year period, using the initial guaranteed rate and the Bailout rate for the remaining years during the surrender period. √Agent Use Only. Contracts issued by ING USA Annuity and Life Insurance Company, 909 Locust Street, Des 
Moines, Iowa 50309. Please see contract and disclosure documentation for complete details regarding the information above. Products/features not available in all states. ‡ Gold Series Sage Investor single Premium Annuity Footnote: Bailout feature - If after the first Policy Year, the renewal rate 
is lower than a rate that is 1% below the Initial Fixed Interest Rate, the Owner may request, within 30 days of notification, to receive the Accumulation value without incurring a surrender charge. 3. The Income Select Series [FPIA5  (06/06), FPIA7 (06/06), FPIA10 (06/06), FPIA10P (06/06), FPIAR 
(10/07), FPIAX (01/08) or state variation] are fixed indexed   annuities issued by Aviva Life and Annuity Company, Des Moines, IA. Product features, limitations and availability vary by State; see product disclosure for details. Bonus annuities may include lower cap rates, higher spreads or other 
restrictions that are not included in similar annuities that don’t offer a premium bonus feature. 15381 351279

Ask  
about our Tax  

Planning & Roth  
Conversion  

software  
packages!

• Lifetime Income Benefit available 
with an Increasing Benefit (Single or 
Joint)

• Confinement Income Doubler
• Enhanced Death Benefit option 

available
• Multiple Guarantee Periods



LEGACYSM

LegacySM develops, markets, and administers fixed innovative, competitive, value-added annuities.
These are some of the carriers they work with:

American National Insurance Company, Galveston, Texas
Old Mutual Life Assurance Company, Baltimore, Maryland

Investors Insurance Corporation, Wilmington, Delaware
Washington National Insurance Company, Chicago, Illinois

Davis Life Brokerage
Home Office 

800-747-5612
dlb@DavisLife.com  •  www.DavisLife.com

If you are in need of a company you don’t find on the list, please contact us.
We are contracted with several companies that don’t appear.

CARRIER  A.M. BEST RATING*  PRODUCTS
Allianz Life Insurance Company  A  Excellent  Life, Annuities
American Equity Investment Life Insurance Company  A-  Excellent  Annuities
American Investors Life Insurance Company, an Aviva Company A+ Superior Annuities
AIG Life Insurance Company  A  Excellent  Life, Annuities
American National Insurance Company  A  Superior**  Life, Annuities
Assurity Life Insurance Company  A-  Excellent  Life
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  B+  Very Good  Annuities
Forethought Life Assurance Company  A-  Excellent  Annuities
Genworth Life and Annuity  A  Excellent  Life, Annuities
Gerber Life Insurance Company A  Excellent Med Supp
Great American Life Assurance Company  A-  Excellent  Annuities
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 Bankers Life Insurance Company  B  Stable  Annuities
Liberty Life Insurance Company, an RBC Company  A  Excellent  Life
Lincoln Benefit Life Company  A+  Superior  Life, Annuities
Lincoln Financial Group A+  Superior  Annuities
Lincoln National Life Insurance Company-Jefferson Pilot  A+  Superior  Life
Life Insurance of the Southwest (LSW)  A  Excellent  Life
Midland National Life Insurance Company  A+  Excellent  Life
Minnesota Life Insurance Company A+ Excellent Life
MTL 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
Phoenix Life and Annuity Company  B+  Very Good  Life, Annuities
Presidential Life Insurance Company  B+  Very Good  Life, Annuities
Principal Life Insurance Company  A+  Superior  Life, Annuities
Protective Life Insurance Company  A+  Superior  Life
Prudential Insurance Company of America  A+  Superior  Life
ReliaStar Life Insurance Company  A  Superior  Life
Savings Bank Life Insurance Company A+ Superior Life
Standard Insurance Company of Oregon  A  Excellent  Annuities
Sun Life Financial  A+  Superior  Life, Annuities
Transamerica Occidental Life Insurance Company  A  Superior  Life, Annuities
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 2-11-10. A.M. Best ratings for insurers’ financial strength and 
credit quality of obligations range from A++ (Superior) to F (in liquidation).
** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength. 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

A85-0906FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 
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WOWED!
P R E P A R E  T O  B E

$1,000 in 
CRUISE CASH

 from Davis Life

Davis Life Brokerage

Now is the time to set your sights on an incredible 
reward for your success. A seven-day Caribbean 
cruise featuring all balcony rooms on one of the 
newest and most luxurious cruise ships in the world.

Caribbean Cruise 2011
Plus, you can live it up with up to 

Experience the newest, most innovative and imaginative ship ever built. The newest ships 
by Royal Caribbean offer 28 ultra-modern loft suites and 2,700 spacious staterooms. This 16-
deck marvel proves that the impossible, is possible. This ship introduces, for the first time ever, 
entertainment areas that have become neighborhoods at sea. Find a revolutionary public space 
combining nature with nautical in a Central Park neighborhood, or old-world charm with a 
modern twist in the entertaining 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 onboard neighborhoods, everyone can discover a place for unique experiences.  

Visit www.DavisLife.com/cruise to see more 
images, video and a brochure on this exciting, new cruise.

Davis Life Brokerage CRUISE CASH!

Top 10 agents will Qualify for the Cruise and earn $1,000 in CRUISE CASH
Top 11 to 25 will Qualify for the Cruise and earn $500 in CRUISE CASH

Lucky Dog Drawing for Top 26 to 50:
If you qualify among the top 26 – 50 producing agents,  you will be eligible for 
our drawing, which will award an invitation to the cruise to one more lucky 
person.

Qualification period is for production from January 2009 to June 30, 2010.

FOR BROKER USE ONLY. Not for use with consumers.
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The Problem: It goes something like this. . .It’s a 
challenging business environment and you’re seeking 
strategies to create new revenue streams.  You try a new 
strategy that sounds good but it only ends up wasting 
your time and taking you away from your core business 
that has made you successful in the past.  The valuable 
time wasted on the new venture was opportunity cost 
to you.  Chasing after this new strategy not only caused 
you to miss the revenue you expected, but you missed 
other revenue opportunities in your core business 
because of the distractions.  This loss of time and 
revenue leaves you frustrated. To make matters worse, 
the lack of results created tension between you and 
your client (relationship strain).  

The Solution:
 Do what you do best.  Spend more time in your 

area of strength. 
 Choose only new strategies that leverage the 

expertise of a trusted partner. 
  You handle your client interface.
  Allow your partner to do the heavy lifting 
behind the scenes.  

A successful life settlement strategy:
	Partner with the Ashar Group – Life Settlement 

Specialists (what we do best).
	Use the Ashar Policy Filter Program to pre-

screen your potential cases prior to submission to 
determine viability.

	Only spend time on qualified cases that will 
meet the expectations of your client. The most 
common complaint heard from producers about 
life settlements is that, “Too much time is wasted 
on cases that don’t close.”  This creates relationship 
strain with clients and wastes the producer’s 
time.  This frustration and opportunity cost can be 
avoided.  

Ashar’s Pledge to Davis Life Producers:
	We will use the Ashar Policy Filter Program to pre-

screen your cases up-front to determine viability in 
the secondary market. 

	We will then have a discussion with you to 
determine if our estimates meet your client’s 
expectations 

	We will only take it to market if it is a qualified 
case and the estimate meets client expectations.  
Otherwise it will waste your time and frustrate your 
client. 

Here’s the current secondary market sweet spot:
	Policy Type – UL, Term (convertible to UL), or 

second to die (with one insured deceased) 
	Policy Size – $500K plus 
	Life Expectancy – 144 months or less (a few buyers 

12-15 years) 
	Premium to Death Benefit ratio under 4% 

In addition, we are experiencing increased settlement 
activity from the following client categories seeking 
liquidity: 
	Clients in their 50’s & 60’s that are funding their 

parents’ policies. 
	Non-profits/universities/charities having capital 

campaigns where settlements on policies they hold 
could create liquidity. 

	Business insurance/key-person/buy-sell/M&A – A lot 
of opportunity with the downturn in the economy.  

STRAIN
Avoid relationship 

with your clients

The Ashar Policy Filter Program starts with a simple phone call.  If you think you may have a case, then 
call Bill Clark at the Ashar Group (800) 384-8080 to discuss.  You may also email bill@ashargroup.com.

Davis Life has completed due diligence on the Ashar Group and uses Ashar as the life settlement 
broker of choice.  For more information go to the Ashar website at www.ashargroup.com.

Bill Clark is a Regional Vice-President for the Ashar Group, LLC

Bill Clark
Regional Vice-President

Ashar Group, LLC
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Davis Life Brokerage

There’s more . . . just look inside!

• Opportunities in 2010

• Life Insurance is EASY

• Avoid Relationship Strain

• Tax Planning & Roth Conversion Tools

Here to serve you
EXTENDED HOURS 

Davis Life Brokerage now has extended hours to serve you.
7 a.m. – 6 p.m. Central (Monday through Thursday)

7 a.m. – 1 p.m. Central (Friday)

What’s Inside
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The Laser Underwriting Approach
eBook

10 Key Questions that Lead to Life Insurance 
Underwriting Success
Learn More >>

15

NEW!
Our  

Underwriting 
eBook


