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Estate planning isn’t for everyone. But, with 
our help it can be for you. Three steps can 
get you on your way down a prosperous 
road.

Step 1: Gather Client Information
Taxes can carve out up to 55% of the estate 
your clients have worked so hard to earn 
and build. That can be a pretty jagged pill 
to swallow. It is also the 
number one reason to have 
a properly structured estate 
plan in place.

The first step in any kind 
of planning, estate or 
otherwise, is to gather the 
facts so you know just what 
it is you are working with 
and for. With our Complete 
Estate Design Analysis and 
Review System (CEDARSTM) 
you will be given a set of 
personalized fact finders that will allow 
you to gather all of the crucial information 
necessary to create a good solid plan. The 
fact finders are certified and proprietary to 
Davis Life Brokerage.

This step is critical for obtaining a good 
recommendation. The more information we 
get the more effective the recommendation 
is likely to be.

Step 2: Our Expert Team Goes to Work
After we receive the completed, certified 
fact finder, our team of experts will take 
the information through a very thorough 
analysis, including an attorney review. 
Clear, concise recommendations will be 
built into a professional and neatly bound 
book. The completed plans include graphics 

and illustrations that make the information 
very client-friendly.

Step 3: Presenting the Recommendations 
to Your Client and Closing the Case
Once the analysis is done, the 
recommendations have been made, and the 
plan is put into the book, now is the time 
to close the case. Don’t worry! We aren’t 

going to leave you high and 
dry at this crucial point. Our 
team will walk you through 
the most effective way to 
present the customized 
information. We will do this 
for you with every single 
client.

Three steps for you that can 
help solve a complex client 
problem with a professional 
and comprehensive solution. 
CEDARS, and its sister 

program the Business Owner Marketing 
System (BOMSTM), are exclusive to Davis 
Life Brokerage. These are tools you need. 
Contact us today to learn more about the 
program and to see if you qualify for one 
of our no cost training sessions. We will 
fly you to our home office, put you up in a 
hotel, and spend an entire day with you in 
a very small group setting, giving you the 
training you need in order to excel. All at 
no cost to you.

The journey begins with three steps. Begin 
yours today!

We Will Simplify the 
Complexities of Estate 

Planning for You

Learn how 
successful 
insurance 

professionals are 
getting started 

with BOMS™ & 
CEDARS™.

(Learn more on pg. 7)

To see if you qualify for CEDARSTM or to 
apply, contact Davis Life Brokerage today.
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Complete Estate Design Analysis 
and Review System (CEDARS)
• Expert Team & Resources from Davis Life

• Comprehensive Solutions - Customized for 
Your Clients’ Goals

• Recommendations with Detailed Illustrations 
You Present to Your Client

• Once Your Client has Completed the 
CEDARS Certified Fact Finder, our team 
does the rest.

Taxes can carve out up  
to 55% of what your clients  

have worked so hard to  
earn, if their estate is  

not properly structured.

CEDARS Case Study
An agent brought this situation to Davis Life 
Brokerage and was assisted by the Davis Life 
Complete Estate Design Analysis and Review 
System (CEDARS).

Situation
A farm family has eight children – the four 
boys work in the farming business and the four 
daughters do not.  The parents wanted estate 
solutions to be sure that all children were treated 
equally.

Recommendations
After having the parents complete the Davis 
Life Brokerage CEDARS Fact Finder, the 
experts at Davis Life reviewed the case. It 
was recommended that the sons purchase 
a Survivorship Life policy on the parents to 
enable them to buy the daughters’ portion of the 
business.  Additionally, key employee policies 
were put in place on all the sons. 

Results
The agent ultimately wrote two SUL policies 
($3 million SUL and $500,000 SUL) and four 
key employee term policies at $2 million 
each. Total compensation for the agent was 
$67,000. Recommendations were also made 
for the wills and trusts to be set up correctly 
to allow for all assets to be passed as easily  
as possible.

Call
Call Davis Life Brokerage to ask for details  
on the CEDARS program and our Certified Fact 
Finder.



Brokerage News • 2nd Quarter • 2009 3

BOBTO THE RESCUE
By: Al Stockwell

These are always my favorite articles to write each quarter, because I 
get to share the good news of our underwriting services.  Once again, 
this quarter brought us a couple of great stories.  I love to call my 
agents and share the news that their case has been saved because Bob 
Pedigo was able to work with our companies and their underwriters 
to secure an offer that allows them to place the case.  Here are a 
couple good examples:

Bob’s Rescue 1
63-year-old male with extensive APS history for several issues.  
Initial offer was Table 4, which was not going to work as we needed 
Standard to make the case feasible.  Bob worked with the underwriter 
and medical director in conjunction with the agent to lay out the case 
in a way to make them comfortable extending the Standard offer.  
The agent now stands to make over $90,000 in commission.  He was 
thrilled with the outcome and has resurrected an older case that was 
initially rated highly too.

Bob’s Rescue 2
54-year-old female with cardiac history and weight issues was given 
a Table 4 offer.  Once again, Bob was able to evaluate the medical 
information and determine that she has been very cognizant of her 
heart issues, works out and sees her doctor regularly.  His impression 
of the case was Table 2 at worst, but was able to secure a Standard 
offer.  What I really like about this story is that the client told her 
doctor about the rating change and the doctor called our agent to 
discuss his own case!  

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



Ann Lewis
CLU

800-747-5612
Ann@DavisLife.com

Private Pension
Charitable Remainder Trust

Many advisors have clients who are making substantial sums of money in their career and have contributed the 
maximum amount to their 401K or Pension Plan. Many of them want to put money away for retirement in their 
productive years and have a large amount of funds at retirement.

What if you could show your clients a way to put money away during their most productive years, get a current 
tax deduction, and take a stream of income for their entire life. After their death, they can leave a legacy to their 
favorite charity or several charities…maybe in the form of a family foundation.

Let’s assume your client has $25,000 or $50,000 a year they could put away for retirement and can do so for 10 
or 20 years.  Each year that your client makes the contribution, they get a portion of that contribution as a tax 
write-off. The plan can discriminate in favor of the donor and the donor can be his own trustee. He can defer 
taking distribution until he wants to receive the income.

By Ann Lewis, CLU

Charitable Remainder Trust - Net Income with Make-up Unitrust
(Hypothetical annual earning rate of 7.00% and a unitrust rate of 5.00%)

	Transfer cash in the amount of 
$500,000 to a CRT over a 20-year 
period

	Receive an income tax charitable 
deduction of $165,597

	Spend gross lifetime income 
projected at $2,127,036

	CRT distributes $1,947,437 to the 
James Smith Family Foundation at 
the Renaissance Charitable Gift 
Fund or your favorite charity

Benefits to Family

Cash Flow

$2,127,036

Net to Heirs

$0

Additional 
planning can 

be developed to 
provide a benefit 

to the heirs

Estate taxes  
and capital gain 

taxes on the 
initial sale can 
be completely 

avoided.

Charity

$1,947,437

Taxes

$0

Benefits to Society



IMPRESSIVE
TOOLS     TRAINING     RESULTS

A program that will impress you as much as the 
business owners who will want to do business with you.
The beauty of the Davis Life Business Owner Marketing System 
(BOMS) is that it can be used by agents of all levels. This system 
creates opportunities that expand your practice by leveraging the 
knowledgeable staff and extensive services offered by Davis Life.  
The options are impressive since you can choose to use the entire 
system or cherry-pick components that specifically match your 
business/client needs.

Home Office 
800-747-5612

Texas Office 
888-586-2293

dlb@DavisLife.com

www.DavisLife.com/BOMS
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Flip a coin or maybe we should say, 
hang on for the ride? In the 12 ½ 
years I’ve been in this business I’ve 
never seen the types and frequency of 
changes, or how quickly these changes 

are coming about. Your clients have 
no time to “sit on the 

fence.” 

Opportunities are 
coming and going as 

quickly as day 
turns to night. 
Daily changes 
involve rates, 
compensation 
and product 

changes/
suspensions. As 

it’s been said, “With 
change comes 

opportunity.” You’re 

positioned to be a lifesaver for your 
clients. 

401k rollovers, exits from risk-based 
investments, baby boomer income 
planning, etc. We work diligently to 
communicate changes as we receive 
them. If you’re not on a regular email 
distribution list of your marketer, be 
sure we get you on one. 

To do so, call us at 800-747-5612 or 
send the request to dlb@DavisLife.com.

The most dramatic changes we’ve 
received pertain to commissions. We’ve 
had two carriers implement reduced 
first year comp with either asset-based 
or interest-based trails. Keep in mind 
that in order for these carriers to reduce 
first year capital strain, these changes 
are eminent. By reducing first year 
capital strain, it allows the carrier to 

maintain an appetite for new business. 
We all know what happens when a 
carrier shuts the door on premium. We 
scramble. 

Although the initial reaction is not 
always positive on these changes, 
we continue to do business with the 
carriers that provide us good product, 
service and renewals. Meanwhile, the 
best service we can provide to you, 
our customer, is accurate and timely 
information. As always, we’re here to 
assist in your case design. Give us  
a call so we can 
do just that. 

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com

PJ’S PICKS
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Alison@DavisLife.com

www.DavisLife.com

Davis Life Brokerage

Did You Know?
We offer 

Long Term Care Insurance

Call us today to  
learn more!

Including:

 • Access to the top 

 10 companies

 • Competitive rates

 • Online quote requests

Davis Life Brokerage

151a is the rule that was adopted by the Securities and Exchange 
Commission that would make fixed indexed annuity sales 
subject to securities regulation starting in January 2011.

The annuity industry is fighting back against this rule via a 
lawsuit and legislation.

A coalition of carriers and marketing organizations filed a 
lawsuit against the SEC in the U.S. Court of Appeals in the 
District of Columbia. A three-judge panel heard oral arguments 
from both sides on May 8 and is expected to make a ruling by 
the end of August. The judges can strike down 151a, uphold it, 
or send it back to the SEC for more work.

On June 5, a bill was introduced in the U.S. House of 
Representatives by Representatives Gregory Meeks, a Democrat 
from New York, and Tom Price, a Republican from Georgia. 
Its bill number is H.R. 2733, and it is entitled the “Indexed 
Annuities and Insurance Products Classification Act of 2009.” 
If this bill passes both houses of Congress and is signed by the 
President, it will repeal rule 151a.

At Davis Life Brokerage, we are fully prepared to support  
you regardless of whether 151a stands or falls.  If you have 
any questions about how 151a affects you and what steps you 
should take today to protect your business, call us at  
800-747-5612.

151a UPDATE: 
The Industry  
Fights Back

If you would like to get involved in opposing 151a, 
the best way to do so is to write your Senators and 
Representatives in favor of H.R. 2733.  You will find 
contact information and template letters at  
www.nafa151a.com

Davis Life Brokerage6
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I’ve 
watched 

marketing 
programs come and go throughout my 
10 years in the insurance industry…
some stick around for a long time while 
others quickly disappear. What stays 
consistent is advisors looking for new 
ideas to help them be successful. Yet, 
there are still many advisors who are 
unwilling to change the way they do 
business when real opportunities arise.  

The unchanging advisors attend 
meetings and get excited about an 
opportunity, but when they get back 
to their office, they revert back to the 
same old thing they have been doing 
for years…regardless of how successful 
it has been. 

Human nature is tough to break. In fact, 
experts say that it takes 3 to 4 weeks 
to break a bad habit – that’s just a bad 
habit – imagine what that means for 
changing your business practice.

We have been actively promoting our 
Business Owner Marketing System 
(BOMS™) and Complete Estate 
Design Analysis and Review System 
(CEDARS™) over the last year.  We’ve 
brought to our home office scores of 
insurance professionals, with a variety 
of backgrounds, for extensive training 
to learn how to promote themselves 
better in each market.  

After the agents leave our office, they 

are excited about 
the opportunity 
and are ready 
to hit the streets 
looking for 
prospects. We 
provide the 
agents with lead 
resources, marketing material, back 
office support, advanced case design 
and multitudes of pre-approach letters 
and seminars. Now, they need to 
implement the suggestions to change 
their habits…but how?

In review of the agents that have been 
successful with our programs, here’s 
what shines from their efforts:

They set a goal and stick with it, 
they put a plan in place to get to the 
next level.  You don’t need to drop 
everything else, but work into it slowly 

Utilize existing relationships that 
you already have as you become 
comfortable with the new venture. 

Implement new ideas into your 
marketing efforts on a regular basis 
and see what works best for your 
market and your personality. I’ve seen 
too many people trying to mimic 
the efforts of another advisor and 
not being successful. Don’t try to 
implement every idea at once, you’ll be 
overwhelmed and won’t be able to tell 
what is working and what isn’t.

Don’t fall back into bad habits, 
remember that it takes some time to 
find success in a new venture. Success 

breeds success.

As superficial as it might seem, you 
need to stay positive.  Once pessimism 
sneaks into your mindset, you’re 
inviting defeat to take over.

Call in for support, bounce ideas off us 
and see if there are any suggestions for 
what you’re doing.

At the end of the day, making a change 
to your practice takes a lot of time 
and dedication.  The business and 
estate markets are great opportunities 
with a lot of potential.  We can help 
you access these markets and achieve 
success.  For those people willing to 
make the commitment, we can help 
you be successful.

Call Davis Life Brokerage to get started 
or learn more about BOMS™ or 
CEDARS™ today at  
800-747-5612.

Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Life with Al

Growing Your Business with  
BOMSTM & CEDARSTM is a Decision Away

GET OFF THE FENCE
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MULTI-YEAR GUARANTEE ANNUITIES
Carrier Product Surrender 

Period Rate*

Investors Insurance Corporation,                                                                                 
Wilmington, Delaware

RateMark®                                                           
(Distributed by Legacy)

10 Years 1-Year Term 5.00% +/-MVA                                                                                   
3-Year Term 3.50% (30 day surrender charge-free window)

5-Year Term 4.50% (30 day surrender charge-free window)

FIXED INDEXED ANNUITIES
Carrier Product Surrender 

Period Bonus/Rate*/Riders

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

Retirement Gold Fixed
Indexed Annuity

10 Years 12% Premium Bonus§, 8% Guaranteed Rate 
on Income Account Value in Lifetime Income 
Benefit Rider (LIBR-2008)§§, 14 Year Bonus vesting 
Schedule.

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

Advantage Gold Fixed
Indexed Annuity

10 Years 5% Premium Bonus on all first-year premium MGIR 
3.0%, 10% Penalty-Free Withdrawal of Contract 
Value Annually Beginning Year 2. Annual Monthly 
Average with cap fo 6.50%

American National Insurance Company,
Galveston, Texas

BenchMark 500SM Six
(Distributed by Legacy)

6 Years Strong no cap index strategy, Point to Point 
strategy with a participation rate of 56%

Investors Insurance Corporation,                                
Wilmington, Delaware

PremierMark® SE Plus 10                                   
(Distributed by Legacy)

9 Year 
declining                                                      
+/-MVA

10% Premium Bonus, Gold (annual  
pt-to-pt) 5.00% Cap and 100% participation 
Enhanced Care Rider®†. 120% Annual pt-to-pt with 
a 5.50% Cap.

ING USA Annuity and Life Insurance 
Company, Des Moines, Iowa

ING Secure Index Seven 
Annuity√

(Flexible Premium)

7 Years $15,000: 8% Cap, $75,000: 8.5% Cap

ING USA Annuity and Life Insurance 
Company, Des Moines, Iowa

ING Envoy Nine Fixed Index 
Annuity√

(Flexible Premium)

9 Years $15,000: 9% Cap, $75,000: 10% Cap

SINGLE PREMIUM DEFERRED ANNUITIES
Carrier Product Surrender 

Period Features/Benefits

Genworth Life Insurance Company,
Wilmington, Delaware

SecureLiving® Liberty1 6 Years Bailout provision. 1-year rate guarantee: 
$100k-249k Premium = 5.55% with 3.88% Effective 
Yeild to Bailout2, for $250k+ Premium = 6.05% with 
3.96% Effective Yield to Bailout2

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

Davis Life Brokerage

Take a look at these top products from

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

IIC948-0209

*Rates current as of 6-08-09   
**09-DAVIS-07   
† Enhanced Care Rider® is not long-term care insurance.  The rider has limitations, is optional, and has an additional cost.
§ For issue ages 0-78, 6% issue ages 79-85 and in certain states for all issue ages. The bonus vests over a 14 year period ages 0-78, 10 years ages 79-85.  Each year after the 3rd contract year, the client becomes vested in a percentage of the bonus, until they become 100% vested in the bonus at 
the end of the 14th contract year.  The vested amounts of the bonus are the amounts the client does not forfeit as a result of an early withdrawal or surrender.  See disclosure and brochure for details.
§§ Until income payments begin for .45% fee annually on contract value.  Income Account Value (IAV) only used to calculate lifetime income payments.  Not part of underlying contract value.  Not included in death benefit.  If payments not elected by 10th contract anniversary, growth of IAV will 
stop unless client elects to restart accumulation period.
‡ Gold Series Sage Investor single Premium Annuity Footnote: Bailout feature - If after the first Policy Year, the renewal rate is lower than a rate that is 1% below the Initial Fixed Interest Rate, the Owner may request, within 30 days of notification, to receive the Accumulation value without 
incurring a surrender charge.
IIC948-0209   
√Agent Use Only. Contracts issued by ING USA Annuity and Life Insurance Company, 909 Locust Street, Des Moines, Iowa 50309.  Please see contract and disclosure documentation for complete details regarding the information above.  Products/features not available in all states.  
1. Issued by Genworth Life Insurance Company.  SecureLiving® Liberty is Genworth Life Insurance Company’s single premium fixed deferred annuity, policy form series GEC6008 2/03, Product ID: SP16.  Products and/or riders may not be available in all states or markets.  Features and benefits may 
also vary by state or market.  Withdrawals/surrenders have the effect of reducing the contract value and death benefit.  Withdrawals/surrenders of taxable amounts are subject to ordinary income tax and if taken prior to age 59 1/2 an additional 10% federal penalty tax.  All guarantees are based 
on the claims-paying ability of the issuing insurance company.   
2. Effective yield to Bailout is calculated over a 6 year period, using the initial guaranteed rate and the Bailout rate for the remaining years during the surrender period.   
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WOWED!
P R E P A R E  T O  B E

$1,000 in 
CRUISE CASH

 from Davis Life

Davis Life Brokerage

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

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

Experience the newest, most innovative and imaginative ship ever built. The newest ships 
by Royal Caribbean offer 28 ultra-modern loft suites and 2,700 spacious staterooms. This 16-
deck marvel proves that the impossible, is possible. This ship introduces, for the first time ever, 
entertainment areas that have become neighborhoods at sea. Find a revolutionary public space 
combining nature with nautical in a Central Park neighborhood, or old-world charm with a 
modern twist in the entertaining Boardwalk neighborhood. Visit the Pool and Sports Zone to 
explore an entire deck of pools, rock-climbing walls, basketball courts and more. With a total of 
seven distinct onboard neighborhoods, everyone can discover a place for unique experiences.  

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

Davis Life Brokerage CRUISE CASH!

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

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

Qualification period is for production from January 2009 to June 30, 2010.
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Imagine this: Your trial 
application did not get lost 
in the shuffle. You received 
an accurate, competitive 
quote for your client within 
a few days of submitting it.
What caused this good 
result? A qualified, agency-
based staff underwriter 
who could take the 
answers from the 10 quick 
questions you answered 

on the preliminary application and put 
them together to define “areas of concern” 
about your client. With a cover memo that 
this underwriter helped you put together, 
your trial application went straight to the 
underwriter of the best company available 
for the concerns identified. A tentative offer 
was made almost immediately, subject to any 
requirements the company underwriter might 
need to see.
Does this sound too good to be true? It’s 
not. Why? Because you followed the Laser 
Underwriting Approach. Let’s take a detailed 
look at the first of the 10 preliminary 
questions.
What is your client’s main medical history, 
including conditions, treatments, or 
medications? 
In our example above, the agency-based 
staff underwriter led you to the best place 
your trial application could be: in front of the 
eyes of the company underwriter who can 
best handle your client’s medical condition. 
Nothing was overlooked with specific 
diagnosis, staging, symptoms, surgery and/
or exact medications taken since the onset 
and up to the present time. All information 
was presented in a straightforward, bottom-
line manner, and the company’s underwriter 
knew exactly where to begin to look for the 
mortality issues associated with any medical 
problem.
The trial application was impacted positively 
because of the answers given on the 
preliminary application, the Top 10 Questions, 
and the cover memo. The answers to these 
questions affect the way the company’s 

underwriter approaches the trial as a whole. 
It’s important to provide the underwriter 
with exactly the information they need to get 
started. The Laser Underwriting Approach 
allows you to complete this process.
Part of the process is knowing how your 
client has handled any medical conditions. 
Has he or she been compliant with 
medications and treatments? Was there a 
good attitude with a treatment, or was there 
some anxiety and/or depression associated 
with self or family? These answers will come 
out from the physician’s report, and these 
questions are usually automatic when a 
company’s underwriter has to contemplate 
the short- and long-run issues related to 
therapeutic healing or maintenance of 
the medical condition. It’s always good to 
anticipate these questions, and doing so can 
streamline the process.
If you understand why and how the medical 
questions are asked, it can become the part 
of an automatic mental routine that will get 
your trial application to the place you need it 
the most: in the hands of the underwriter. 
The assistance of an 
experienced agency-based 
staff underwriter, who 
knows the specialties of 
each company, the best 
place to send the trial, 
the benefit of the Top 10 
Questions, and preparing 
the cover memo will help 
insure that your trial does 
not get lost in the sea of 
papers and e-mails the company underwriter 
sees daily. 
Next month, we’ll discuss Question No. 2: 
What is the amount of your application? This 
may sound like a very simple question, but 
there are many clues it can give the company 
underwriter. 
The Laser Underwriter Approach yields 
accurate quotes and keeps the processes 
smooth by asking these 10 key questions:
1. What is your client’s medical history, 

including conditions, treatments, or 
medications?

2. What is the amount of the application?
3. What is your client’s age, tobacco status, 

height, weight, and ability to live on his 
or her own? 

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

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

6. Will your client accept an increased 
premium?

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

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

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

10. What is the importance of this client to 
you, such as being a center of influence 
which could provide referrals? 

Second story in a series of 12 to help you learn how to become a better field underwriter.

Medical History Trial Applications:
Getting the Right Quote Right Away

By: Bob Pedigo, CLU, FALU, FLMI 
As seen in Life Insurance Selling - Inside Track

Read More about  
Underwriting on 
page 3 with 
Bob to the rescue.

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

LegacySM develops, markets, and administers fixed innovative, competitive, value-added annuities.

These are some of the carriers they work with:
American National Insurance Company, Galveston, Texas
Old Mutual Life Assurance Company, Baltimore, Maryland

Investors Insurance Corporation, Wilmington, Delaware
Transamerica Occidental Life Insurance Company, Cedar Rapids, Iowa

Washington National Insurance Company, Chicago, Illinois

Davis Life Brokerage
Home Office 

800-747-5612

dlb@DavisLife.com

Texas Office 
888-586-2293

www.DavisLife.com

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

CARRIER  A.M. BEST RATING*  PRODUCTS
Allianz Life Insurance Company  A  Excellent  Life, Annuities
American Equity Investment Life Insurance Company  A-  Excellent  Annuities
AIG Life Insurance Company  A  Excellent  Life, Annuities
American National Insurance Company  A  Superior**  Life, Annuities
Assurity Life Insurance Company  A-  Excellent  Life
AVIVA Life Insurance Company  A Superior  Annuities
AXA Equitable Life Assurance-MONY  A+  Superior  Life
Banner Life Insurance Company  A+  Superior  Life
EquiTrust Life Insurance Company  B+  Very Good  Annuities
Forethought Life Assurance Company  A-  Excellent  Annuties
Genworth Life and Annuity  A  Excellent  Life, Annuities
Great American Life Assurance Company  A-  Excellent  Annuities
ING Life Insurance and Annuity Company  A  Superior  Life, Annuities
Investors Insurance Corporation  A-  Excellent  Annuities
John Hancock Life Insurance Company-ManuLife Ins. Co.  A++  Superior  Life
Liberty Bankers Life Insurance Company  B  Stable  Annuities
Liberty Life Insurance Company, an RBC Company  A  Excellent  Life
Lincoln Benefit Life Company  A+  Superior  Life, Annuities
Lincoln Financial Group A+  Superior  Annuities
Lincoln National Life Insurance Company-Jefferson Pilot  A+  Superior  Life
Life Insurance of the Southwest (LSW)  A  Excellent  Life
Midland National Life Insurance Company  A+  Excellent  Life
Minnesota Life Insurance Company A+ Excellent Life
Mutual of Omaha-United of Omaha  A+  Excellent  Life, Annuities
North American Company for Life and Health  A+  Superior Life, Annuities
Old Mutual Life Assurance Company  A  Excellent  Life, Annuities
Phoenix Life and Annuity Company  B++  Excellent  Life, Annuities
Presidential Life Insurance Company  B+  Very Good  Life, Annuities
Principal Life Insurance Company  A+  Superior  Life, Annuities
Protective Life Insurance Company  A+  Superior  Life
Prudential Insurance Company of America  A+  Superior  Life
ReliaStar Life Insurance Company  A  Superior  Life
Sun Life Financial  A++  Superior  Life, Annuities
Standard Insurance Company of Oregon  A  Excellent  Annuities
Transamerica Occidental Life Insurance Company  A  Superior  Life, Annuities
Washington National Insurance Company  B  Very Good  Annuities
West Coast Life Insurance Company  A+  Superior  Life, Annuities

* All ratings reflect Financial Strength and are current as of 6-16-09. A.M. Best ratings for insurers’ financial strength and 
credit quality of obligations range from A++ (Superior) to F (in liquidation).
** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength. AA (Very Strong) by 
Standard & Poor’s, the 3rd highest of 20 active company ratings for financial strength.
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What’s Inside?

There’s more . . . just look inside!

• Getting the Right Quote Right Away

• 151a Update Industry Fights Back

• Prepare to be WOWED with 
This Incentive!

Simple Solutions to Estate 
Complexities

Get Off the Fence and Grow 
Your Business


