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Happy New Year From Davis Life & Annuity:

T here is no substitute for outstanding service. Davis Life & Annuity has been in business 
for more than 35 years, and we did not get to where we are now by forgetting about the 

importance of taking care of the people who choose to do business with us. It is true; we 
contract with nearly 40 top-rated carriers, offer extremely competitive commissions and 
incentives, provide extensive training and keep you up-to-date on all the latest industry 
news. But what sets us apart is we offer the same products, the same carriers, with better 
service than the rest.

Our life and annuity marketing executives are skilled in identifying your needs so that they 
may design sales strategies toward the markets you represent. In-house underwriters will 
ensure your clients get the best possible offers on those tough cases.  The new business 
and contracting staff work tirelessly to keep you promptly notified of the status of your 
applications as they are processed.  Our marketing department goes above and beyond to 
make sure the latest product offerings, training opportunities, and industry news are ready at 
your fingertips ahead of the game.   

If you have never done business with us before, or if you have but are curious to know more 
about what we can do for you, remember that we are committed to service. Whether it is the 
person who first answers the phone when you call, or the head of one of our departments, we 
all know that we are not successful unless you are successful. Every single one of us knows 
that when you call, e-mail, send a fax, or use one of our online tools, you are not acting alone. 
You are working on behalf of a customer that needs you, and as a result, needs us. We train 
and cross-train our staff so that if you need help, you will get it. 

Again, our company is proud to represent nearly 40 highly rated life, annuity, disability 
and long term care insurance companies. Each of the carriers we represent offers a 
product unique to our market niches. Contact one of our marketing professionals today at 
800.747.5612 to learn about our carriers, our products and our superior service solutions.

See for yourself what 
sets us apart!
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PJ’s PICKS

If there were a good time 
for you to get with all of 
your clients and put those 

qualified dollars where 
they need to be, it would be 
now. As you all know, the 
implementation of the DOL 
fiduciary rule means the 
landscape of our business 
will take on a whole new 
look as of April 10, 2017. We 
look to the new presidential 
administration to finally 
decide how the proposed rule 
will impact our lives and those 
of the consumer, but between 
now and then we have the 
obligation to address the 
needs of our clients. So let’s 
get busy.

If you are unaware of how our 
industry will change in April, 
2017, I will tell you. There are a 
lot of details yet to be ironed 
out, but it is highly likely that 
commissions on fixed indexed 
annuities will be reduced. By 
how much, we do not know. 
New annuity products will 
still emerge, but most likely 
without bonus opportunities. 
It is hard to say how they will 
end up looking, but what a 

great opportunity and reason 
to meet with your clients now 
for a review! 

With change comes 
opportunity. We have to 
look at the coming changes 
as positive or this situation 
will eat us alive. We also 
need to keep abreast of the 
developments, even though 
a lot of the changes will not 
become concrete until all the 
litigation has been processed. 
Also, our clients need to 
understand the impact the 
DOL fiduciary rule will have on 
them and their hard-earned 
retirement dollars. 

The point I am trying to make 
is that there has never been 
a better time for a qualified 
annuity Fire Sale! Get with 
your clients and get their 
qualified money situated. Let 
us help you design the best 
financial plan for your client. 
We have got a lot of work to 
do between now and April 10, 
2017. We are here to assist, 
and we will not rest until every 
client of yours has a plan in 
place! 

PJ BEHRENS 
 

800.747.5612 
PJ@DavisLife.com

NEW EMPLOYEE UPDATE

Please Welcome 
Mike Deon!

Mike Deon joined the 
Davis Life & Annuity Life 
Insurance department 
as a Life Marketing 
Executive in November 

of 2016. With over 28 
years in insurance and 

financial planning, including 25 
in regional and national sales management, 
Mike was a huge boost to an already active 
department. Mike has held numerous 
positions of authority in his career, including 
regional vice president for a national carrier 
and president of his own brokerage prior 
to his move to Des Moines from Madison, 
Wisconsin. He has a knack for discovering 
and developing talent, with proven results 
for growing producers’ bottom lines.

Mike received his Bachelor of Science, 
Economics degree from the University of 
Wisconsin and holds FINRA, Series 7, and 
Series 63 licenses, in addition to being 
licensed to sell life and health products in 
five states. This first-person knowledge of 
financial planning has helped him become 
an expert in the fast-paced insurance 
market. He adapts quickly to the rapidly 
changing regulations and product offerings 
of carriers, and uses this expertise to aid in 
point of sale assistance with producers.

When he is not hard at work at Davis Life 
& Annuity as a Life Marketer, Mike Deon 
enjoys a few rounds of golf, or perhaps 
catching a Pittsburg Penguins hockey 
game. He can also frequently be seen 
spending time with his three children 
and two grandchildren, or reluctantly 
cheering on the Hawkeyes with fellow Davis 
Life & Annuity Life Marketing Executive 
Lindsay Cochran and her son, Cody.
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With Long-Term Care (LTC) and Chronic Illness 
riders becoming more and more popular, 
and the costs of stand-alone LTC coverage 

increasing each year, it is often beneficial to offer your 
life insurance clients multiple benefits in one sale. 
Clients can lock-in their future security with guaranteed 
premiums and guaranteed benefits! 

By adding a LTC or Chronic Illness rider onto a potential 
life insurance policy, a hesitant prospect becomes a 
much easier sell. Objections tend to fade as clients 
realize the benefits of having that extra, but important, 
safety net.  In many instances, it is the added riders that 
make the sale, rather than the life insurance alone.

Most people understand how an unexpected chronic 
illness and/or LTC costs can devastate carefully laid 
retirement plans, and create a heavy financial and 
emotional burden on family members. Being able to 
expand the scope of traditional life insurance to include 
living benefits can provide the financial security and 

peace of mind many clients are seeking, not to mention 
provide the needed incentive to close the life insurance 
purchase.

Davis Life & Annuity contracts with top life insurance 
carriers. Each company has different options available; 
so do not assume a case is too difficult to write or the 
desired option does not exist. Oftentimes, with the help 
of our in-house underwriters we are able to get even the 
most difficult cases placed with better than predicted 
benefits and premiums. Give us a call today and see what 
we can offer your clients and you.

AL STOCKWELL, MBA, FLMI 
 

800.747.5612 
Al@DavisLife.com

Two Birds With One Sale

Spend 5 nights and 6 days at the exquisite
Fairmont le Chateau Frontenac in breathtaking Quebec City, Canada. 

The top 25 producers and their guests will qualify!
Your adventure begins on September 24, 2017.

Quali  cation is underway!  Call for details!

Claim your ticket to one of the 
most beautiful cities in the world.

800-747-5612



5

With the Department of Labor’s new Fiduciary 
Rule looming to take effect on April 10, 2017, 
I think it is important to communicate what 

the facts are and point out some misinformation that is 
being circulated. Here are the 2 biggest issues I think you 
need to be aware of.

FACT: An agent does not have to be securities licensed to 
write Fixed Indexed Annuities.

Producers have been told they need a series 6 or 65 to 
sell Fixed Indexed Annuities (FIAs) next year. This is not 
true.  You have to be securities licensed to sell securities.  
An FIA is not a security. That fact was reinforced as 
a result of the 151a fight a few years ago. There is no 
government mandate that requires a securities license to 
sell an FIA.

FICTION: Some groups or individuals already have the 
DOL rule all figured out and are ready to go.

The fact is insurance carriers are still trying to figure out 
what the rules are and how they are going to respond.  
Despite these new DOL rules, FIAs are insurance products 
sold and backed by insurance companies, of which you 
have to be licensed with to sell their products. We have 
spoken with executives at all of our major carriers and 
they have told us that nothing is finalized. Until they have 
laid out the rules on products, compensation, who can 
sign the Best Interest Contract (BIC), etc., nothing else 
can be finalized. Everyone was caught by surprise when 
FIAs were included in the BIC.

What We are Doing to Prepare
We are talking to carriers and several groups who are 
building solutions.  We believe it is too early to pick the 
best solution to use because none of them are ready. We 
are going to wait until it is clear what the options are and 
then pick the best solutions for our agents, which may be 
more than one!

What You Can Do as an Agent to Prepare
Regardless of how this all turns out, the one thing 
you can do to strengthen your practice is to review 
and improve your client documentation procedures. 
Review your filing system, fact finders, notes, and other 
materials you use in the sales process. At Davis Life & 
Annuity, we have advocated doing so for many years. 
Maintaining clear and concise records puts you in the 
best position to show how you meet your client’s goals. 
At the end of the day, this whole rule change is about 
doing what is best for your client.  From that standpoint, 
we applaud the sentiment. We disagree with how it has 

been implemented, but we have to adapt to reality.

If you are currently registered with a Broker/Dealer or 
RIA firm, keep abreast on what their stance is. If you 
have concerns in regards to their direction and your 
FIA business, let us know and we will help you find new 
options as the dust settles on this whole issue.

Do not make any major changes to your practice yet. 
This rule has us all concerned about our business. Given 
there are still so many open issues, keep focused on what 
you are doing right now. Our job is to keep you informed 
and present solutions when they are ready after we have 
vetted them for you.  

There are also several lawsuits that are currently active, 
and there is an increasing chance the proposed rule 
could be changed or delayed. Industry expert Jack 
Marion recently published a very informative piece 
regarding the litigation in the September, 2016 edition of 
Index Compendium. We encourage all of our producers 
to read his cover article “Waiting,” to gain a deeper 
understanding of the judicial process and how the 
industry is likely to respond. We are making plans as if 
the rule will be implemented as it stands, although we 
hope for a favorable outcome from the suits.

We have been in business for 37 years because we have 
always adapted to change and helped our advisers do 
the same. This is another challenge that we will meet 
and beat and be better for it! If you have any questions 
or concerns over the impact of the DOL rule on your 
business, please call us here at Davis Life & Annuity and 
we promise that we will give you the facts!

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

DOL New Rule – Facts vs. Fiction
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Clients should never underestimate the value of 
life insurance after they retire. Taxes, filing fees, 
court dates, funeral arrangements, fix-up costs for 

assets that can be sold, travel time to settle accounts, 
and other miscellaneous expenses can run into the tens 
of thousands of dollars, and turn an emotionally tragic 
time for one’s heirs into a financially disastrous situation. 
Luckily, even in cases of poor health, such risks can often 
be mitigated.

Situation
The applicants were a husband and wife, both 69 
years old. Their daughter contacted our office because 
both parents had term life insurance provided by their 
employers to cover their working years, but the coverage 
lapsed upon retirement. A financial specialist convinced 
the couple some years ago that, rather than purchase cash 
value life or an annuity, they should invest the money they 
normally would have spent on premiums in their 401k 
accounts. The Great Recession obliterated much of their 
earnings, and although they were still financially set for 
their lives, the daughter discovered there would be little 
left to settle the expenses of the estate.

Solution
Their daughter originally contacted one of our marketers 

for assistance, looking for a final expense or similar 
guaranteed-issue policy. She knew that policy owners 
can also be beneficiaries, if the insured parties agree, 
and rallied her siblings to convince her parents to apply 
for life insurance coverage. Chief Underwriter Danni 
Pedigo suggested survivorship life, given the coverage 
requirements are often less stringent than traditional 
universal life. 

Results
Unfortunately, the combined health history the couple 
experienced over the years prevented them from 
securing coverage together, but Danni and the marketer 
did not give up. Upon reviewing medical records, Danni 
noticed how retirement years had been very kind to the 
father, whose health had been on a dramatic upswing in 
recent years. Danni worked with the marketer to find a 
carrier that offered coverage for just the male at a tabled 
rate. Although the tabled rate was higher than rates the 
couple could have procured had they purchased policies 
in their younger years, the cost was much cheaper than 
guaranteed-issue premiums. The children were relieved 
that funds to settle the estate were in place, and the 
parents were glad they did not have to try to stretch their 
fixed incomes.

Bob (and Danni) to the Rescue!

BOB PEDIGO, FALU, CLU, FLMI 
 

800.747.5612 
Bob@DavisLife.com

DANNI PEDIGO 
Chief Underwriter 
800.747.5612 
Danni@DavisLife.com
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Anew year has just begun. It is time to ask your 
clients what they are doing with that LAZY MONEY.  
What is lazy money? Virtually everyone has some 

lying around, money that is sitting contentedly in a 
savings vehicle such as a CD or Money Market account, 
earning basically nothing. What are they going to do with 
those funds? Is that money just going to remain in their 
personal collection of underachieving, underperforming 
assets? It is time to get those deadbeat dollars out of CDs, 
checking accounts, Money Market accounts and going to 
work for your clients and you.

If you could show your clients how take these funds, 
deposit part or all of them into an account that has 
immediate growth with additional benefits they cannot 
get from their current accounts, I am sure your clients 
would be eager to get those inert assets moving. We at 
Davis Life & Annuity have a great way to get your clients’ 
money active again in a manner that will not impact their 
current saving habits.

The Power of SPL
By putting your client’s money to work in an SPL, you can 
create an income later if client needs it. How does this lazy 
money go to work? With lazy money in an SPL you are: 

•  Moving it from a taxable to tax-free vehicle for 
beneficiaries

•  Increasing your estate

•  Retaining liquidity if needed

•  Acquiring accelerated benefits in most states…

Plus, SPL pays high commissions! It is worth your time to 
find the lazy money. 

Easy Breezy SPL Sale
Now that you know how easy it is to find lazy money 
and turn it into SPL, just how easy is it to sell a Single 
Premium Life policy? It is simpler than you think; let us 
show you how.

1.  Identify your client – Obviously we look for people 
with obvious lazy money, CDs, Money Markets, 
standard checking and savings. But this is also 
a great time to look into IRAs, both Roth and 
traditional, as well as clients that have yet to take 
required minimum distributions from their IRAs, 
401k, and similar accounts.  

2.  Pre-Qualify your client- SPL is a great product 
because it is simplified issue. Ask your client some 
simple health questions, which can even be done 
right over the phone. If the client answers “no” to all 
the health screening questions, sit down with the 
client to fill out the application paperwork. 

3.  Proceed to the phone interview- Part of the SPL 
process is a brief phone interview between the client 
and the carrier. It only takes a few minutes and can 
be done in your office.

4.  Submit the application to the carrier- After successful 
completion of the phone interview; it is time to send 
the application in. We recommend sending it to our 
new business processing at Davis Life & Annuity. 
We will scrub the application, and by sending the 
app to us first we will able to provide updates and 
troubleshoot on your behalf.

5.  A comparatively short wait- SPL cases typically 
have only a 24-48 hour turn-around time on an 
underwriting decision.    

After you get a “yes” answer, you are now a superhero 
with an approved case! You also provided your client 
with the peace of mind that comes from a product that 
offers tax-free death benefits while ensuring a stream of 
income, if needed. The marketers at Davis Life are ready 
to show you how to add these DOL-proof products to 
your agent portfolio!

Nice Job YOU!!!

LAZY MONEY $$$$
... All clients have it, now how do you help them?

JAMIE PETERSON 
 

800.747.5612 
Jamie@DavisLife.com

BRENDA MILLER 
 

800.747.5612 
Brenda@DavisLife.com



One of the main reasons that FIAs were thrown 
into the DOL rule at the last minute was a total 
misunderstanding by the authors of the FIA 

compensation and product design. FIAs are designed to 
guarantee principal and a minimum interest with some 
upside of an index with safety as a main component. The 
authors had only limited knowledge of the moving parts of 
compensation, fees, commissions and surrender charges. 
The authors of DOL rule concluded, paraphrasing, that fees 
are good and commissions are bad. 

Fee versus commission:  
What’s the difference?
Historically the word fee, or the French-Anglo “fie” in 
Shakespeare’s play “King Lear,” was a word to express 
disapproval: “fie, fie, fie,” said the King in his disapproval 
of the British. And who could forget the giant from “Jack 
and the Beanstalk,” angrily proclaiming, “Fee, fie, fo, 
fum!” as he ran after Jack. Today, the Oxford Dictionary 
defines fee as a payment made to a person or public 
body in exchange for advice or services.

Historically, the word commission, Latin for commit, 
meant the authority entrusted to someone. Today, 
commission is defined in the Oxford Dictionary as a 
payment for an instruction, command or duty given to a 
person or group of people.

A fee in the financial services industry is a charge paid 
by the buyer (consumer) to a financial institution that, in 
turn, pays an advisor a percentage of the fee. According 
to the definition, that sounds a lot like a commission.
The word commission in the financial services business 
is a fee paid by the seller (Insurance Company), not the 
consumer, to an advisor. That sounds a lot like a fee.

So, which form of advisor compensation is better for the 
consumer?

Answer: They are by definition the very similar--

• A fee is paid by the buyer!

• A commission is paid by the seller!

Does the DOL rule really make FIAs 
better for consumers?
Ask a consumer this question: “Would you rather pay me 
out of your funds (fee) or have an insurance company pay 
me (commission) for the use of your funds? Understand 
that if the insurance company pays me, your funds are 
100% whole from day one.* 

*Explain surrender charges, index strategies and 
guarantees.

Something the DOL rule overlooks is the obvious tax 
differences between annuities versus managed fee 
accounts when it comes to long or short-term capital 
gains for non-qualified accounts. Simply put, fees 
for purchasing FIAs under the new DOL rule can be 
expensive, and those fees will be paid by the consumer. 
And if the client takes a distribution of the annuity funds 
to pay the fee, anyone under 59.5 years old faces a 10% 
penalty. Fortunately, the vast majority of annuity buyers 
are well over that age, but the problem is still relevant.

Also, what about surrender charge on FIAs? Even if FIAs 
paid zero commissions, the insurance companies would 
still have to require a surrender charge. Why? To guaranty 
principal and minimum guaranteed interest, an insurance 
company has to purchase bonds with options. Any savvy 
financial advisor knows that, generally speaking, a longer 
duration should produce a higher return than a shorter 
duration bond option. Therefore, to protect that longer 
duration option, some sort of early cancellation fee must 
be inserted to protect the promise of the duration of the 

The New DOL Rule and Jack and the 
Beanstalk: Fee-Fi-Fo-Commissions

» continued on next page
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bond option. In our current market a no-surrender annuity 
would return less than 1%.

What it all means
A fee-only (FO) advisor is really no different than a 
commission-only (CO) advisor. Both commissions and 
fees for the advisors are simply paychecks. The paycheck 
is bigger on the front end of a transaction if paid by 
an insurance company, or bigger on the back end of a 
transaction if paid by the consumer, yet they are both 
the same paycheck. There is a place for both systems of 
compensation, but the DOL rule is friendlier to the fee 
system, where the consumer pays the advisor, versus 
the commission system, in which an insurance company 
pays the advisor. The DOL rule still allows for up-front 
commissions, but they will likely look like a trail commission 
(fee), and you do not have to be a registered rep.

If you are a FO advisor, great! You are an important part 
of American’s financial wellbeing.

If you are a CO advisor, up-front commissions will be smaller, 

and you will become a “trail” commission advisor.

 Changing rules in the middle of the game is foul. If the 
rule sticks, they need to at least give consideration and 
time to review the impact on CO advisors. Up-front 
commissions are not evil. If you are a CO advisor you are 
Jack, the DOL is the Giant, and the truth is your axe.

Call your representatives, especially those who are vocal 
in their support of the DOL rule, to get FIAs out of the DOL 
rule before you are hi-Jacked. Go to www.NAFA.com for 
more information. The government needs to re-examine 
this rule regarding FIAs and make it reasonable, both for 
advisors and consumers.

TRENT DAVIS 
Co-Owner 
800.747.5612 
Trent@DavisLife.com

» continued from previous page
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Your Financial 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  ............................................................................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   ...........................................................................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 .........................................................................................  ..................................................................................Annuities
Principal Life Insurance Company .............................................................................................A+  Superior  ...........................................................................Life, Annuities
Protective Life Insurance Company ..........................................................................................A+  Superior ............................................................................Life
Prudential Insurance Company of America  ..........................................................................A+  Superior  ...........................................................................Life
Sagicor Life Insurance Company ...............................................................................................A- Excellent ...........................................................................Life, Annuities

Symetra Life Insurance Company ..............................................................................................A Excellent ...........................................................................Life
Transamerica Life Insurance Company ....................................................................................A+  Superior  ...........................................................................Life

Unity Financial Life Insurance Company .................................................................................B++ Good ..................................................................................Funeral Trust

Voya Financial ...................................................................................................................................A Excellent ...........................................................................Life, Annuities

* All ratings refl ect Financial Strength and are current as of . 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    .................................................... .......................
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» There Are More Solutions to Expanding Your Practice Inside!  

LEARN MORE WITH YOUR PHONE
«  Snap this QR code with your mobile phone to arrive at our website. 

New model phones come with QR readers. If yours didn’t, go to the app store and search “QR READER.”
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•   Two Birds, One Stone — 
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