
 Success has its 
rewards!  See 
yours on PAGE 2

  What does money laundering have to 
do with you? See the answer in Tips 
from the Top on PAGE 4.

 Meet your new service 
heroes on PAGES 8 & 9.
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YOUR FINANCIAL SERVICES PARTNER — FOR LIFE AND ANNUITIES

Growth accelerates with new hires, projects

Despite the ripple effects of the 
country’s economic downturn 

that are still being felt today, Davis 

Life and Annuity Brokerage expanded 

our life and annuity business – 

and YOU were part of that!

We have added 5 new employees 

at our Des Moines headquarters to 

help better serve you and the needs of 

our several thousand producers who 

conduct business across the country.  

The new hires come to Davis Life 

with close to 70 years of combined 

experience in the insurance industry. 

Co-owner Trent Davis recently 

spoke about how the additional 

staff will help position the company 

for significant growth this year, 

particularly in the annuity sector. 

“We have been in the annuity 

insurance space for 30 years, but we 

are again adding to our Annuity staff 

in order to increase service to our 

producers in that arena,” Davis said.  

He also talked about both how the 

company has become a main “go-

to source” for many independent 

producers and the new cutting edge, 

turnkey sales and marketing systems 

the company recently introduced to 

help producers sell more Life, Annuity 

and Long Term Care insurance. 

“With so many products out there 

today and the challenge of the market, 

our agents count on us to bring them the 

products that best fits their clients’ needs 

plus the tools they need to help them 

sell and close the cases,” Davis said.

With all the services the company 

now has in place,  “…all our agents 

or agencies needs to do is get in 

front of the client, we do all the 

work from there,” he added.

Davis Life has been in Des Moines as a 

family-owned and operated Life, Annuity 

and Long Term Care insurance brokerage 

for the last 30 years.  Thank you for 

being part of the Davis Life Family and 

please, let us know what we can do to 

help you have your best year ever!
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Destination Paradisus Punta Cana 2013
A Caribbean paradise that caters to your every sense and need!

Top 25 agents qualify for this luxury all-inclusive trip.

Paradisus Punta Cana Resort     boasts magnificent views
of the stunningly clear turquoise waters of the Caribbean Sea. At
every turn there is a new species of exotic vegetation, native birds
and delicate garden scents. This all-inclusive, all-encompassing,
all-suite Caribbean playground offers tennis, championship golf,
an array of gorgeous pools, every non-motorized water sport
imaginable, a casino, an exquisite full-service spa and health 
club and a thrilling collection of unique island activities. 

Twelve restaurants, eight bars, seven swimming pools, nightly
entertainment and the casino along with scuba diving,snorkeling,
kayak and volleyball ensure you will never have a dull moment.

April 21–27, 2013

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

Prepare for
PARADISE!

Set Your Sites on Success

Trip Qualification Reminder
WE’RE 1/2-WAY THERE!

Qualification Period: 7/1/2011 thru 12/31/2012
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Retirement Income Sales Opportunities

Clients today are very concerned with 
achieving or getting back on track with 
their retirement goals. Market performance 

has caused many to lose significant portions of 
their 401(k) accounts or other retirement savings. 
Many clients are looking for tax-effective ways 
to save additional dollars for retirement.

Here’s on option to show your client if they utilize 
taxable retirement sources first and wait to take 
distributions from an indexed universal life policy. This 
allows the cash value to continue to grow and produces 
a significantly higher payout. Consider the following 
example of a 40 year old, male, standard NT putting 
$10,000 into an indexed universal life policy for 25 
years – assuming a hypothetical 7.50% gross rate:
» Distribution at age 65 - $58,020 to age 100

Commission: $7,425
Total Tax-Free Income By Age 90: $1,508,520

» Distribution at age 75 - $123,898 to age 100
Commission: $7,425
Total Tax-Free Income By Age 90: $1,982,368

Have you considered using indexed life insurance 
as a solution for clients who need protection and want 
supplemental retirement income tax-free? The primary 
reason for buying an indexed life insurance policy is 
the protection and tax advantages of the coverage. 
An indexed life insurance policy not only provides the 
death benefit your clients need, but also the potential 
to accumulate assets to be used as retirement income.

Why look at an Indexed Universal Life?
This type of policy has many advantages that can 
help your clients achieve their retirement goals:

Death Proceeds are Normally Received 
Tax-Free by the Beneficiaries.
Cash Value Grows Tax-Deferred.
Distributions from the Policy can 
be Accessed Tax-Free.

Your clients put after-tax money into the policy, but 
potentially won’t pay any additional tax on the earnings 
or the death benefit. In a time when clients believe that 
taxes are going up, this can be a very appealing solution.
Plus indexed universal life policies have 
additional product features that work well 
in retirement planning scenarios:

Up to 14% Index Caps

Guaranteed Minimum Returns of 3% 
Regardless of Market Performance

Living Benefit Riders i.e LTC Alternatives

Absolutely 100% No Market Risk

Maximizing Retirement Distributions
Helping your clients maximize their retirement 
income is important. Many clients will have several 
sources of retirement income available. Most common 
sources are qualified plans, IRAs and personal 
savings. Qualified plans and IRAs enjoy many tax 
benefits during the client’s lifetime. However, at 
death, these assets are subject to both income 
and estate taxes. Life insurance death benefits are 
generally received income tax and estate tax free.

Give Davis Life Brokerage a call at 800-747-5612 
to learn how to get this strategy in your clients’ 
hands and how to create an up-front current year 
business tax deduction and be able to provide 
a back-side tax-free income at retirement.

DAVID BIEDE
Life, Annuity & LTC   

Marketing Executive 

800.747.5612 

David@DavisLife.com
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5TIPS
FROM  

THE TOP

PJ’s PICKS

I wish I could refer to “the dust settling” when it comes to suitability, 
but unfortunately we’re still learning what different carriers are looking 
for in order for a case to be suitable according to their guidelines

We’re finding that with some carriers, that their own forms aren’t 
providing them the necessary information to warrant a case suitable or not. 
So, we’re encouraging producers to be proactive in providing information on 
the front end and include a suitability form with your client’s application. 

When the annuity amount appears to be close to or more than 50% 
of your client’s net worth or total assets, we’re recommending that 
the producer provide information as to the client’s ability to cover 
unexpected expenses. This typically falls into the category of having 
adequate liability coverage such as home, health and auto insurance.

Should the annuity being applied for represent a large portion 
of the client’s net worth and is also qualified money, the producer 
may also want to add that the client is not in the position to 
accept the tax liability of that surrendered asset, and the client 
prefers to reposition his assets into the applied-for annuity. 

We have found that being proactive with this type of information 
is helping move the cases through suitability quite a bit faster. As we 
continue to assist agents and their clients through this process, we’ll do 
our best to communicate our findings that prove to expedite the process. 
We’re all interested in getting cases issued, resulting in getting paid.

 

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

1  Utilize the New Business 
processing forms most 
carriers provide with 
an annuity application 
–  this helps to avoid 
missed items.

2    When speaking to 
anyone at a “home office,” 
record the full name as 
well as date and time you 
had the conversation.

3    Keep all documentation, 
including emails and 
faxes you sent on all 
pieces of submitted 
business as well as 
any outstanding new 
business requirements 
being requested.

4   Anti-Money Laundering 
refresher must be  
taken every two years…  
www.SuccessCE.com  
is FREE.

5  Make sure you are aware 
of any required product 
training you need to 
have completed.
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Benefit base is used only to calculate benefits and fees. It does not guarantee contract value. Withdrawal amounts depend on age, duration and rider elected.

Guaranteed lifetime withdrawals and income enhancing features:

Call Today! 
DAVIS LIFE BROKERAGE 

1.800.747.5612
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INDEXED LIFE VS. INDEXED ANNUITIES

Why do indexed life products 
have double-digit caps?
» B Y  J O N  D A V I S

As an actuary, I often get questions on product 
design and rates.  One of the big questions 
recently has been why the caps on indexed 

life insurance are so much higher that the caps on 
annuities.  This has become a bigger issue recently 
as caps and other rates on annuities have dropped 
so low.  While annuity caps are setting in the 3% to 
4% range, caps on indexed life products are 11% 
to 14% on an annual point-to-point strategy. 

Some have speculated that this is carriers 
trying to buy life business, but that is not the 
case.  Fundamentally, life products should always 
be able to have higher caps than annuities. 

The basic explanation of why this is true goes back 
to how insurance companies price their products. 

For annuities, there is one primary profit source: 
interest rate spread. That is the difference between the 
rate insurance companies can invest the money at and 
what they pay out in option costs, benefits, commissions 
and expenses. Since most of the costs are fixed and 
the company has to make a profit, there is a certain 
amount of spread left over to buy options.  The current 
cap is determined by the amount of spread available 
to buy options and the current cost of options.  Option 
prices are high right now due to the high volatility, 
and the amount of spread the company has available 
to buy options is being squeezed due to the low 
interest rate environment we are in. Hence, low caps.

For life insurance, carriers have 3 sources of profit:  
1) Cost of Insurance Charges, 2) Expense Loads, and 
3) Interest Rate Spread.  Let’s briefly look at each one.

Cost of Insurance Charges:  This simply means 
that the carrier is going to charge more for 

the cost of insurance than they 
expect in actual claims.  

This extra margin creates profit for the carrier.
Expense loads:  Life products generally charge 

expense loads within the product, such as 
percentage of premium, per thousand of death 
benefit, monthly per policy administrative charges 
and rider charges for optional benefits.  These 
charges help defray some of the underwriting and 
administrative costs associated with the product.

Interest Rate Spread:  This is the same as with the 
annuity with one big exception.  When a carrier prices 
a product, they can balance the relative amount of 
profit they get from each of these sources.  Therefore, 
the carrier does not have to make all their profit just 
from spread.  That allows them to use a larger amount 
of the spread to buy options.  Hence higher caps!

Indexed Life products can provide more upside 
in the indexes.  When you couple this fact with the 
many other benefits of life insurance; such as tax free 
death benefits and the potential for income tax free 
income (if properly structured), it makes indexed life 
insurance an extremely attractive product in the current 
market environment.  Please call us here at Davis 
Life to learn more about the many ways this product 
can greatly benefit your clients and your business.

JON F. DAVIS
F.S.A.
Co-owner 

800.747.5612 

Jon@DavisLife.com
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Simple Solutions and 
Significant Results with 
Davis Life Brokerage
Davis Life Brokerage approached 
every situation with a glass half-
full approach. Circumstances are 
not always desirable, but with a 
little optimism and due diligence, 
Bob gets the case done!

Situation
Mr. Client is 57 years old and in good 
health, except he has a calcium score 
over 1,000. A high calcium score is 
considered a reliable early warning 
signal for a heart attack. Blood 
vessels naturally contain calcium, 
and calcium can build up in the blood 
vessels and stiffen them, laying the 
foundation for heart disease. As a 
result, the underwriting decision 
the agent received from his carrier 
of choice was Table 5 rating, which 
was unacceptable to Mr. Client.

Solution
Davis Life’s VP of Underwriting, 
Bob Pedigo, gathered additional 
information and worked closely with 

the carrier’s medical director to 
prove that the client was consistently 
following a treatment and prevention 
regimen directed by his physician. As 
a result, the carrier reconsidered and 
offered the client a Standard rate.

Results
The agent placed two cases on 
Mr. Client with a combined target 
premium of $30,000.00. Once again, 
Bob’s involvement saved a huge case! 

BOB PEDIGO 

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.

BOB  TO 
THE RESCUE
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Adam spent the past eight years 
working within the financial services 
and life insurance business.  Prior 
to joining Davis Life Brokerage, he 
worked for Brokers International 
Life Marketing group for three 
years serving in the Life Marketing 
department.  Before his work at 
Brokers Life, he worked for five 
years within General Electric’s 
financial service division.  Adam 
studied at the University of 
Northern Iowa after attending 
Iowa Lakes Community College.

He enjoys working with agents to 
grow their life insurance business 
and looks forward to earning 
your business and ensuring your 
clients are properly covered with 
products that best suit their needs.

Brenda comes to Davis Life 
Brokerage with over 21 years of 
experience at both the Home Office 
and IMO levels. Before joining 
Davis Life, Brenda worked for 16 
years in another brokerage firm 
recruiting and assisting agents 
in placing annuity cases with 
more than 40 different carriers. 
Brenda also worked for five years 
as a Marketing Consultant for 
an insurance company keeping 
agents and brokerage offices 
informed on the latest products.

Jamie brings 13 years of experience 
in the brokerage agency business 
world, and she points out that 
providing top-notch agent service 
is a priority for her. Prior to joining 
Davis Life Brokerage, Jamie worked 
at DNA Brokerage where her 
many roles varied, starting out 
in distribution and advancing to 
office manager.  A graduate of Iowa 
Central Community College, Jamie is 
excited to remain in the brokerage 
business and will be concentrating 
her efforts to help you succeed and 
reach your annuity business goals. 

Brenda Miller
Recruiting Executive  

Adam Brown 
Life Marketing Executive

Jamie Peterson 
Annuity Marketing Executive

New Employees Announcement

8
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Emily brings over ten years of 
clerical experience and has seven 
years of financial service experience 
at a brokerage agency level.

In her new role, she will be 
assisting all annuity marketers 
with agent service needs.  While 
here at Davis Life Brokerage, 
Emily hopes to make your back 
office run more smoothly and 
making the agent sale easier.

Mary has worked in insurance for 
over 19 years. Prior to coming to 
Davis Life Brokerage, she worked 
10 ½ years with Sammons 
Financial Group starting in new 
business and spending the last 
six-plus years in the compliance 
department.  She has also worked 
for Irish Life of North America 
and Principal Financial Group and 
spent almost 23 years as a part-
time sales associate in domestics 
at Younkers Valley West.

Emily Dawson 
Annuity Marketing Assistant

Mary Grieser 
Contracting Coordinator
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Time Is Running Out For Gifting Options For 2012  
Clients Could Lose Their Option to Gift $5,000,000
» B Y  A N N  L E W I S - J A C O B S O N 

Unless congress acts before 
December 31, 2012, 
the lifetime exemption 

decreases from $5,120,000 to 
$1,000,000 per person ($2,000,000 
per couple).  The top transfer 
tax will increase from 35% to 
55% for 2013 and later.

Gifting is a very effective estate 
planning tool. A gift removes the 
assets from the donor’s estate 
and removes future appreciation 
from the estate.   Gifts may be 
transferred outright or in to a 
trust.  Properly structured gifts 
of life insurance policies and/
or premiums offer the donor the 
ability to leverage the value of 
the gift by removing the death 
proceeds from the donor’s estate.  
This is generally accomplished 
by establishing an irrevocable 
life insurance trust (ILIT) to 
own the life insurance policy.

There are various solutions that 
your client can take advantage of 
to gift to their heirs.  They may 
be concerned about the uncertain 
economic climate and the uncertain 
estate tax laws that congress may 
pass. Your clients may also worry 
about giving up control when 
making gifts to their heirs. What 
if they need the money later?

There are some solutions that 
can be used together or separately 

that can provide some peace 
of mind to your 

clients.

1.  Create a Spousal Lifetime Access 
Trust.  This is an ILIT that 
allows the spouse access to the 
policy cash value, while shielding 
the death benefit from both 
estates.  The spouse will be a 
beneficiary of the trust and may 
or may not be the trustee or 
co-trustee.  If the grantor gifts 
a large amount of money to an 
ILIT in 2012 to take advantage 
of the $5 million exemption, 
payment of the premiums can 
be spread over several years by 
have the trust purchase a single 
premium immediate annuity to 
provide the annual premiums.   
The cash value of the policy 
can generally be accessed tax-
free for the spouse’s benefit.

2.  Use policies and documents 
that give your client lots 
of flexibility.  For example, 
trustees can be given broad 
powers.  Also, a grantor may 
provide for a trust protector 
with protective powers.

3.  Make the ILIT an Intentionally 
Defective Grantor Trust (IDGT).  
An IDGT offers powerful 
planning opportunities.  It 
allows funds to be gifted into 
grantor ILITs while a life 
insurance policy remains in 
control of the grantor.  At 
some future point in time 
the life insurance policy can 
be substituted for an asset 
of equal value in the IDGT 
and avoid the three-year look 

back for estate inclusion.

ACT TODAY
Now is the time to discuss estate 
and gift planning ideas with your 
clients.  These programs take time 
to get in place.  DO NOT WAIT 
UNTIL THE END OF THE YEAR.

If a wealthy client would gift 1% 
of their gross estate into an ILIT 
and purchase life insurance, in most 
cases it will allow the estate to pass 
on in its entirety to their heirs.

We Can Help
Call us at Davis Life Brokerage 
and speak with one of our estate 
preservation experts.  Tell us about 
the specifics of your high wealth 
client’s situations.  We will be 
happy to assist you in developing 
a solution that will protect your 
client’s estate before it is too late.

Often these cases involve large 
premiums.  Help yourself and 
help your client.  It’s a win-win.

ANN 
LEWIS-JACOBSON 

CLU 

800.747.5612 

Ann@DavisLife.com
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These are some of the carriers they work with:

 
800-747-5612

CARRIER  A.M. BEST RATING*  PRODUCTS

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

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

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

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

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

AVIVA Life Insurance Company  ....................................................................................................................... A Excellent ..........................................................................................Annuities

AXA Equitable Life Assurance-MONY  ......................................................................................................... A+  Superior  ..........................................................................................Life

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

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

Forethought Life Assurance Company  ...................................................................................................... A-  Excellent  .........................................................................................Annuities

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

ING Life Insurance & Annuity Company /  

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

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

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

Lafayette Life Insurance Company ................................................................................................................ A+ Superior** .......................................................................................Life

Liberty Bankers Life Insurance Company  ................................................................................................. B-  Fair  ......................................................................................................Annuities

Liberty Life Insurance Company, an RBC Company  .......................................................................... A  Excellent  .........................................................................................Life

Lincoln Benefit Life Company  ......................................................................................................................... A+  Superior  ..........................................................................................Life, Annuities

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

Lincoln National Life Insurance Company-Jefferson Pilot  ............................................................. A+  Superior  ..........................................................................................Life

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

West Coast Life Insurance Company / Protective Life Insurance Company ........................ A+  Superior  ..........................................................................................Life, Annuities



There Are More Solutions to Expanding Your Practice Inside!  

What’s Inside
Could clients lose their option to gift 
$5,000,000?  Find out what you can do!

An answer to “why indexed life caps 
are so much higher than annuities”.

So...what’s the latest on suitability?

800.747.5612 
dlb@DavisLife.com

DAVIS LIFE
B R O K E R A G E

West Des Moines, IA 50266-1934
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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.”


