
At Davis Life and Annuity, we continually strive to look at our industry from 
the perspective of our producers.  This means coming up with unique 
strategies to better position the products that you and your clients love. 

By devising simple, meaningful solutions to their everyday financial dilemmas, our 
marketers make your job easier and help your clients sleep better at night.  This is 
why we are excited to introduce a new way to position Single Premium Life (SPL) 
to your customers… TIME VALUE!   

Recently we did some research on Bankrate.com, reviewing interest rates for 
savings and money market accounts.  In the United States alone, there are literally 
trillions of dollars invested in low to no interest bearing checking, saving, money 
market and CD accounts. Industrywide, the typical savings or money market 
account averages .26% APY, with a range spanning anywhere from .02% to 1.11% 
APY. What a miserable return on a client’s money! In order to get rates over 1%, an 
accountholder almost always needs at least $25,000 in the account, too. Even a 
5-year, jumbo CD or money market with $50,000 invested does not offer better 
than 2% APY in today’s market.   

Even worse, consumers fail to realize their deposit accounts actually lose value 
every year they sit on the sidelines. The U.S. Consumer Price Index documented 
that inflation averages 1.87% per year.  Compared to the average savings account 
rate of .26% APY, millions of dollars are lost each year simply by keeping money in 
savings.  Luckily, we at Davis Life & Annuity have a way to help fill that gap. 

We devised a proprietary technique that allows us to compute the number of years 
it would take a client’s current account and APY to compound to equal the day 1 
guaranteed death benefit they would receive from an SPL product.  We can even 
make these projections at specific interest rates.  

Continued on Page 8
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PJ’s PICKS

This newsletter article is taking 
on a whole new twist. I am not 
going to talk about products, 

carriers, what we do best to keep 
agents, etc. Instead, I feel compelled 
to voice my opinions on the recent 
Department of Labor (DOL) rules 
regarding annuities. The DOL, 
like many government entities, is 
continuing the process of enabling 
the public to not take responsibility 
for their financial planning choices. 
I understand the reasoning behind 
the ruling is the presumption 
that billions of dollars are lost 
by consumers as a result of fees. 
However, I want to focus on what 
lurks behind the rule.

The DOL rule wants anyone giving 
advice to a consumer who holds 
qualified money to be a fiduciary, 
complete with licenses that classify 
them a fiduciary. The analysis to 
justify the proposed rules was done 
primarily by studying mutual funds, 
which provides no relevance to 
insurance contracts whatsoever. 
Annuities are insurance contracts, 
not investments; they are a contract 
between the annuity owner and an 
insurance company. Just like any 
other product, annuities may be the 
right fit for one person but not for 
another. I find hilarity in those who 
bash annuities, and attribute it to 
their ignorance. Even so, when do 
we put responsibility on the buyer 
to understand the product being 

purchased and the costs associated 
with it? 

Please understand, an insurance 
agent or advisor does have the 
responsibility to be knowledgeable 
and to provide education and 
direction. Our primary focus is the 
moral obligation to work in the 
best interest of any client 100% of 
the time. But the DOL is putting 
responsibility solely on the advisor. 
They are not promoting shared 
responsibility between advisor and 
consumer, nor are they off ering 
consumers new ways to educate 
themselves. We advisors have been 
taught how to identify client needs 
or wants and to tailor solutions to 
fit accordingly, yet the consumer is 
not expected to do any homework 
whatsoever. 

Naturally a consumer who does not 
know how a product works is going 
to assume that any fees associated 
with it are unjust, but the DOL 
should know better than to make 
this assumption. I hope that you are 
staying informed on the progress of 
how the prospective DOL ruling will 
take shape. There have been several 
lawsuits challenging the intent and 
implementation, including suits 
from the ACLI, FSI, NAFA, and even 
the U.S. Chamber of Commerce. 
These organizations need your 
support. I am always in favor of 
positive change, but strongly feel 
the new DOL rule, as presented, 
contains serious flaws.

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

5 TIPS 
FROM
THE TOP

1  Hire People For Growth. 
Onboard only those people who 
can grow with your business and 
become one of its leaders. Your 
next hire shouldn’t just fill the 
current position.

2   Set Clear Goals. Always 
think about your employees 
strategically. How would you like 
them to develop and contribute 
to your team? The best way to 
communicate these desires is by 
setting clear and measurable goals 
for each employee. 

3   Inspire Your Employees. 
Motivated employees are eff ective 
employees. 

4  Know What You Don’t Know.  
Recognize the things you don’t 
know or are not good at, and 
outsource those to an expert.

5  Leverage Technology. 
In the age of the cloud, if you don’t 
make technology your friend, you’ll 
be left  in the dust.

Source:  15 Tips For Scaling Your Company 
In Today’s Business Environment 
by Abbi Whitaker. As it appeared on 
Forbes.com on Aug 16, 2016. 

2



3

Davis Life & Annuity is now off ering 
Delaware Life Insurance Company annuities.

Retirement Chapters 10® Fixed Index Annuity

Provides a 5% bonus to all premiums clients pay during the fi rst year of the contract plus a unique 
combination of growth potential, guaranteed lifetime income and principal protection, and a 10-year 
surrender charge period.

Retirement Stage 7SM Fixed Index Annuity

Features a 4% per year roll-up plus index credit (added to the Benefi t Base on each contract anniversary), 
a unique menu of index choices and a 7-year surrender charge period.

Pinnacle MYGASM Fixed Annuity

Earns a guaranteed fi xed rate of interest, allowing money to grow on a tax-deferred basis, plus off ers 
multiple guarantee periods to align with your clients’ specifi c needs.

With an A- (Excellent) rating from A.M. Best* and approximately $37.4 billion of 
assets under management, the Delaware Life group of companies is a leading 
provider of annuity and life insurance products in the United States.

Call Davis Life & Annuity 
at 800-747-5612 to learn more.

*As of July 30, 2016.

Delaware Life Insurance Company is authorized to transact business in all states except New York, as well as in the District of Columbia, Puerto Rico and the U.S. Virgin Islands and is a member of the 
Delaware Life group of companies. 

© 2016 Delaware Life Insurance Company. All rights reserved.  For fi nancial professional use only. Not for use with the general public.  DLPC 0608 08/16 (Exp. 08/17)
 



Brokerage Newsletter     |     www.davislife.com 4

If you consistently work with clients in the 50+ age 
range, you might notice that many are at a point in 
in their lives where they do not see the need for life 

insurance anymore. Their kids may be out of the home, 
their debt load is under control, and spouses will be fine 
financially if one were to pass away prematurely.  Those 
facts are hard to dispute, so have you thought about 
changing your approach to a situation where there might 
be real concern? 

Have your clients ask themselves this question… “What 
would happen to me if I need help when I become ill?”  

Long-term care (LTC) insurance has long been a great sale 
to combat this concern, but is it still the best alternative 
for these clients? Maybe it is, but there are some legitimate 
concerns about the product. Consider these common 
objections when selling a stand-alone LTC policy:

 •   What if I pay my premiums for the next 15-20 years 
and never need the benefit?  

 •   What happens if I set the policy up now and they 
increase my premiums significantly down the road?

 •   Won’t certain medical conditions such as 
rheumatoid arthritis make getting an aff ordable 
LTC policy diff icult? 

Those are valid arguments in situations that occur 
frequently. So how does a producer combat the concerns 
and off er a product that will provide the benefit they 
need? Life insurance with either a Chronic Illness 
benefit or LTC rider can be designed to overcome these 
objections and cover more needs than just a stand-alone 
LTC policy.  These riders are triggered when the insured 
cannot do 2 of the 6 Activities of Daily Living (ADLs), 
just like stand-alone LTC coverage.  Take a look at our 
objections from before and how we overcame them:

 •   What if I pay my premiums for the next 15-20 years 
and never need the benefit?  The life insurance will 

pay off  one way or another.  All those premiums will 
result in an LTC payment or a death benefit. The 
money has not been wasted.

 •   What happens if I set the policy up now and they 
increase my premiums significantly down the road?  
Most life policies are set up with a guaranteed 
premium and guaranteed death benefit.  They 
cannot change, so what you set up today will 
remain the same in the future.

 •   Won’t certain medical conditions such as 
rheumatoid arthritis make getting an aff ordable 
LTC policy diff icult? Life insurance policies with 
riders are subject to diff erent underwriting 
guidelines, and are oft en less stringent. This allows 
the consumer to obtain more coverage at a lower 
premium cost.

Most life insurance carriers off er some sort of LTC and 
Chronic Illness benefits; however, the details can vary 
quite a bit. This article will not get specific with all the 
diff erences, but know that there are plenty of options to 
fit your clients’ needs.  

Life insurance is a very versatile tool. And while many 
clients do not want to “buy life insurance” in the 
traditional sense, they will appreciate the flexibility 
it provides in covering multiple health and longevity 
concerns.  Give us a call at 800-747-5612 to discuss the 
opportunities and learn more about these benefits.

AL STOCKWELL, MBA, FLMI
Life Marketing Director
800.747.5612
Al@DavisLife.com

Use Life Insurance in Lieu of LTC



The recent Department of Labor (DOL) ruling has 
all of us who work with annuities concerned, and 
some colleagues in our industry are downright 

scared. Producers worry whether or not they will need to 
become fiduciaries in order to continue selling annuities, 
and there is panic about what is going to happen
to commissions. 

Let not your heart be troubled.
There is a strong chance that fixed indexed annuities 
(FIAs) will cease to be included in the DOL ruling, if the 
ruling survives at all. Regardless of media opinion on the 
positives and negatives of the DOL ruling, it is clear to 
many industry experts that FIAs were unfairly grouped 
into the same category as securities. 

Granted, you might be tempted to vet potential 
Registered Investment Advisor firms (RIAs) out of the 
fear that you will need to join one in order to keep selling 
annuities. But it is much too early to pull the trigger. We 
will not know the ruling of the NAFA lawsuit against the 
DOL until some time in September, and similar suits will 
follow later in the fall. If NAFA prevails, we will have a 
reprieve for now.

Why is waiting important? First of all, there are many 
unforeseen options that may become available to you if 
you wait, both in terms of product changes and adapted 

advisor requirements. There are some very innovative 
ideas on implementing the DOL ruling that may make 
life for independent annuity advisors more tolerable 
than agents realize. Also, many RIAs require you to be a 
captive agent, and few independent advisors are content 
to be captive. Ultimately, once you are in with an RIA, it 
will be diff icult to move. Do your homework and know 
your options.

We at Davis Life & Annuity have been doing our 
homework, and we are amazed at the innovative 
diff erences in RIA platforms. The diff erences in payouts, 
investment options, education, and training vary more 
than you can imagine. We will update you on some of the 
options in the upcoming months. In the meantime, hold 
on and hold out until the time is right; let the dust settle!
Finally, be sure to write to your representatives in 
Congress using the NAFA weblink, www.Bipac.net/NAFA, 
Take Action option. Let your voice be heard!

TRENT DAVIS
Co-Owner
800.747.5612
Trent@DavisLife.com

Join an RIA Before the DOL Ruling 
is Finalized? Not so Fast!
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When was the last time you used a telegraph to 
send a message? Did you buy a coal scuttle to 
fuel your pot-belly stove this morning before 

hooking up your mare to the one-horse shay to go 
to work? Are you going to spend this weekend at the 
butter churn, turning the family Guernsey’s cream to 
butter? Modern technology has become so advanced 
and beneficial that the previously mentioned activities, 
everyday practices 150 years ago, are almost comical to 
think of doing now. 

You might not believe it, but did you know that 
the basic reserve guidelines used for life insurance 
underwriting are also over 150 years old? How is it that 
our society progressed from sending telegraphs to 
smartphone text messaging in a century-and-a-half, 
but never re-evaluated the eff ectiveness and eff iciency 
of the formulae for establishing minimum reserves? 
Fortunately, the life insurance industry is stepping into 
the 21st century, and a big step is with PBR.

PBR stands for Principal-Based Reserves.  This concept 
was recently adopted by the NAIC and will take eff ect 
January 1, 2017.  Although discussing reserves is typically 
a boring technical discussion, PBR has the potential to 
provide some very positive impacts to new insurance 
product off erings.  I thought it would be useful to off er 
some insights into what PBR is and, more importantly, 
what this may do for the products we distribute.

Understanding PBR and Reserves
Reserves are the amount of money held by insurance 
companies to ensure they have suff icient funds to pay 
policyholder benefit obligations in the future.  For the 
past 150+ years, those reserves were based on very 
basic, highly structured calculations that assumed 
insurance product details were largely the same for all 
carriers.  The existing methods do not allow room for 
interpretation by carrier actuaries to adapt requirements 
to fit variations in features and benefits of the products.  
The current rules have been modified and patch-
worked together in an attempt to keep up with product 
innovations, but as is typically the case, the rules are 
always far behind the innovations.

PBR, in essence, throws out all of these rules and allows 
the carrier actuaries the authority to set reserves based 
on the carrier’s specific products and features. This gives 
the carrier more latitude to set appropriate reserves 
based on the insurance products sold.  

Why should you care?  
The following statements come directly from the 
American Council of Life Insurers (ACLI) Principal-Based 

Reserves summary on their website:

“PBR legislation benefits consumers in three distinct ways:

 •    PBR helps to ensure that consumers are paying the 
appropriate price for the insurance coverage being 
provided.

 •    PBR helps insurance companies develop and 
reserve for new products and product features that 
the current system inhibits.

 •    PBR strengthens the solvency oversight authority 
of regulators to help ensure that companies will be 
able to fulfill their promises.”

These new reserve guidelines have been tested by several 
carriers and state regulators. PBR is a tool that will allow for 
more product innovation and improved pricing.  

What You Should Do
These new rules go into eff ect starting January 1, 2017.  
Carriers have time to adopt these new standards, but 
those that want to start taking advantage of these 
new regulations may do so soon.  Unfortunately, not 
every state in the union is on board to support PBR. I 
encourage all of our producers to go to the ACLI website 
at https://www.acli.com to verify that the states in which 
they write life policies support PBR. If not, contact your 
state legislators and tell them to catch up to the rest of 
the country and enter the 21st century.

I am sure you have probably had a good chuckle about 
principal-based reserve’s initials and their comparison 
to a certain frosty beverage that was very popular when I 
was in college, now popular with the younger generation. 
They actually have something in common. Both began 
in the mid-nineteenth century, and both have gone 
through minor changes over the years to stay relevant.   
But PBR as a regulation is now dramatically adapting to 
innovations in insurance now and into the future.   Those 
innovations are what allow the products to reach new 
customers and remain competitive.

Check out our website, www.DavisLife.com, to stay up-
to-date on  all the news regarding these changes and 
other product announcements.

JON F. DAVIS, FSA
Co-Owner
800.747.5612
Jon@DavisLife.com

What is PBR (and Why You Should Care)?



Another important detail that clients seldom consider 
is that financial institutions send a 1099 every January 
for all the interest earned the previous year.  They pay 
taxes on the gain. This makes effective rates of savings 
accounts even lower, costing more time.

Time is the most precious commodity we have, and 
showing clients a way to get them to their financial goals 
faster is just a win-win, with Davis Life and Annuity it is 

a win-win-win.  Call us on your next case so we help fill 
that gap of time with MONEY!

BRIAN DAVIS
Life Marketing Executive
800.747.5612
Brian@DavisLife.com

Consider this example:  Jim Johnson is a 65 year-old male. He has $50,000 sitting in a money market account 
at his local credit union that is currently paying him 2%. Unheard of right now, I know!  It would take Jim over 25 
years to get his account balance up to the day 1 guaranteed death benefit with an SPL.  

Current APY

.02% 2504

.26%

1.11% 45

2% 25

Continued from page 1
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is proud to offer the chance to train with sales 
expert Tom Hegna. And we want to send you!

Program objectives:
• Increase your sales by more than $2 million annually.
• Meet and help more people by implementing four distinct turnkey
sales programs.
• Create a sense of urgency in sales, sell based on longevity credits, and
demonstrate why today’s annuities are potentially better than tomorrow’s.

Training  Still Available!
on

• November 3-4, 2016
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Do you still carry a “brick” cell phone around, perhaps in its 
stylish leather bag? If not, check on-line stores and you’ll find 
that some offer retro brick phones that can actually make calls 
—you can turn some heads and get a few laughs! Technology 
has evolved in the cell phone industry from brick phones to 
smart phones. We’ve gone from “comes with its own bag” to 
“ fits in your pocket.” “Weighs only three pounds,” to “weighs 
four ounces.” “Stores 99 phone numbers,” to “stores 20 full 
length movies.” I could go on and on.

The technological improvements in cell phones are similar to 
those in life insurance policies. I’m not recommending that 
we need to change our clients  life insurance policies every
year or two. Like all financial assets though, the periodic 
review of life insurance makes good sense especially since life 
insurance and market conditions have evolved drastically over 
the last 30 years, especially in the three ways outlined below.

1.  Fees and expenses, mainly from the cost of insurance, have been
driven down due to advancements in medical technology that
have increased how long we live. Most life insurance policies
written up to a few years ago were based on mortality tables
and medical assumptions from 1980. There are numerous
medical conditions, such as high cholesterol, high blood
pressure and diabetes, that were assessed additional charges as
recently as 10 years ago. For example, back then someone with
controlled hypertension may have faced additional 150-200%
cost of insurance, where today they may not. Our medical
industry now has significantly better technology to treat these
conditions.

2.  The market conditions have changed drastically in the last 30
years. Think about interest rates. Many older life insurance
policies were written when interest rates were much higher.
Now that interest rates are significantly lower, there may not
be enough cash value in the policy to support the fees and
expenses as once assumed. In addition, the vast majority of
older policies did not offer the guarantees on the payments
or insurance amount that are offered today. Your clients
shouldn’t wait too long to have their life insurance reviewed.
For many that threw their policy in a drawer, set it and forget
it, it may be too late.

3.  New product features have been a game changer for people
purchasing life insurance. There have been dozens of positive
features and benefits introduced in the past ten years, but I’ll
focus on what I think is the most significant. In the past, there
was only one way to access the life insurance death benefit,
and that method isn’t overly attractive to most people. Today,
life insurance companies offer living benefit features that allow
the advance of a significant portion of the death benefit if the
insured has a qualifying illness. When Americans are surveyed,
one of their top concerns related to retirement is paying for
healthcare expenses. Newer life insurance products can help
alleviate that concern, and be a significant cornerstone of a
financial plan.

Now is the time to talk with your clients and prospective clients 
about their life insurance. Today’s products have better pricing, 
more features, and in many cases significantly better guarantees. 
Upon review of older life insurance policies, in many cases we 
see opportunities for people to either obtain larger amounts 
of life insurance for the same money, the ability to obtain the 
same amount of coverage and stop or reduce payments, and the 
opportunity to upgrade coverage to obtain living benefits and 
additional features.

Upon review, you may find that your clients  insurance 
is perfectly positioned for their situation. In that case, 
you’ll further demonstrate that you are a trusted financial 
professional who they may rely on for the future. 

I also recommend reviewing their beneficiaries. I spoke to 
an attorney friend of mine who routinely reviews 
beneficiary designations — he finds about half of them 
don’t accurately reflect the owners’ wishes. Wouldn’t it 
be unfortunate if benefits were paid out to someone 
other than intended? People purchase life insurance 
when they love someone.  Help people review their 
coverage to make sure it will be  there for their loved ones 
when it’s needed.

he views and opinions expressed are the author’s views and 
opinions as an individual and do not reflect the views and opinions 
of North American Company for Life and Health Insurance®.

www.NorthAmericanCompany.com

525 W Van Buren | Chicago IL 60607

FOR AGENT USE ONLY. NOT TO BE USED FOR CONSUMER SOLICITATION PURPOSES. 
NAM-3577 6/16

Older Life Insurance 
Like a Brick Phone
By: Jeff Ditsworth, CLU, ChFC
Sales Vice President, North American Company for Life and Health Insurance®

We’re Here For Life®



9

REFERRAL BONUS!
FROM  Davis Life & Annuity

You Already Know the Bene  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 bene  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 de  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 lega  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

Brokerage Newsletter     |     www.davislife.com 10
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nancial Services Partner … For Life and Annties!

Home Offi  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 don’t appear.

CARRIER  A.M. BEST RATING*  PRODUCTS
Accordia Life   ........ ................................................................................A- Excellent ...........................................................................Life
Allianz Life and Annuity Company ............................................................................................A    ..........................................................................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 ..........................................................................................     ..........................................................................Annuities
Axa Equitable Life Insurance Company ...................................................................................A+ Superior ............................................................................Life
Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life

Equitrust Life Insurance Company  ...........................................................................................B++  Good  .................................................................................Life, Annuities
Fidelity & Guarant  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
Lafayette Life Insurance Company ............................................................................................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 Good ..................................................................................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
Savings Bank Life Insurance Company of MA .......................................................................A+ Superior ............................................................................Life
Standard Life Insurance Company ............................................................................................   ..........................................................................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 refl ect Financial Strength and are current as of 201 . A.M. Best ratings for insurers’ fi nancial 
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. 201  edition.

FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 

 Life Insurance Company  .................................................................... ......................A    ...........................................................................



800-747-5612
dlb@DavisLife.com

DAVIS LIFE
L I F E  &  A N N U I T Y

3737 Woodland Ave • Suite 600
West Des Moines, IA 50266-1934

35

FALL EDITION 2016

» There Are More Solutions to Expanding Your Practice Inside!  
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