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Continuously improving the quality of our 
value-added services is paramount to our 
organization’s goals.    When our expertise 
can help our agents prepare for a client 
appointment, choose the right product, and 
close a sale intelligently and quickly, we all 
benefit.  

Last quarter, we took it upon ourselves to ask 
senior executives at the top 10 carriers some 
really hard questions, the most important 
question asked:  “Who amongst our 
competitors offers services like we do?”  

The answer was surprising.

Senior management at the top 10 life 
insurance carriers tell us Davis Life 
Brokerage offers service you can’t get 
anywhere else.

With our home office nestled right in the 
center of the “insurance capital of the 
world,” Des Moines, Iowa – 
we are afforded the unique 
opportunity to know the top 
insurance executives at a 
deeper and more personal 
level. They know our 
organization well, and we 
know theirs.  Our mutual 
understanding of each other’s 
businesses affords us to guide 
each other in helping our 
agents build their practices and 
provide the best possible service.  Period.  

We understand there are lots of fish in the 
sea when it comes to choosing an insurance 
marketing organization. Knowing our carriers 
at the level we do catapults us over any 
conceived competition because we can 

work that much harder to provide you with 
top industry experts, the best portfolio of 
products, and proven sales tools.

When you work with Davis Life Brokerage 
you get the industry’s best of:

	Top Products & Compensation

	Industry Leading expert Advice

	Available In-house underwriting

	One-on-One  Training

	exclusive Programs & Training events

	24/7 Online Access to What you Need

	expanded hours

If you haven’t tapped into the benefits offered 
by our exclusive marketing systems, you 
need to call us to learn more. One example 
is our Complete estate Design & Review 
System (CeDARS™), a tool that allows you 

to provide a solution to high 
net worth clients that have a 
substantial estate tax problem 
- taxes can eat up 55 percent 
of their wealth if their estate 
is not properly structured. 
It is comprehensive, fully 
customized, low cost, and helps 
generate referrals.  If you would 
like added guidance, Davis 
Life Brokerage can provide this 
additional assistance by working 
with you jointly on the case.

If you are ready to reach new levels in your 
business, give Davis Life Brokerage a call at 
800-747-5612 today to learn how our expert 
services can increase your bottom line. 

No other IMO/BGA/FMO offers the level of 
value-added service for advisors like  
Davis Life Brokerage.

Top Insurance Executives Say:

More Access to 
Expert Advice
Now you have 

even more access 
to these experts 

with our extended 
hours. See page 11 

for details.



BOBTO THE RESCUE
By: Al Stockwell

Successful underwriting doesn’t happen by accident! Here’s how another agent was 
able to place a $10,000 premium case utilizing our underwriting expertise.

SITUATION
An agent had quoted a joint second-to-die policy with a single premium in excess of 
$100,000 and a face amount in excess of $500,000. This was based on standard rates on 
the husband and preferred rates on the wife.

unfortunately, the carrier came back with an offer of table 2 on him and table 4 on her, 
resulting in a death benefit of only about $250,000. The table 4 determination on the wife 
was due to information found on the eKG. The clients were not happy and were not going 
to accept the offer.

SOLUTION
Our in-house underwriter Bob Pedigo looked over all the medical records. he saw that 
the wife had no history of health problems. he felt that the underwriters had made a 
mistake in interpreting the eKG and asked the carrier’s medical director to take a second 
look.

RESULTS
The medical director agreed that two of the eKG leads had been misplaced – they had 
been switched by the paramed examiner. The carrier made a new offer with the wife as 
preferred and, based on their table shave program, the husband as standard, just as the 
agent had originally quoted. The agent made the sale and earned a commission of over 
$10,000.

Bob says that underwriters and paramed examiners are human, so mistakes can be made. 
That’s why it is so important that at Davis Life Brokerage, we have our own underwriters 
working for our agents to ensure that you are getting the best underwriting decisions 
possible.

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.

FOR BROKER USE ONLY. Not for use with consumers.
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S I N G L E  P R E M I U M  D E F E R R E D  A N N U I T Y  W I T H  L O N G  T E R M  C A R E  B E N E F I T S

TLCA, a Linked Benefit product from Genworth Life Insurance Company, is a fast, simple 

way to pair the safety and tax-deferred growth of a single premium non-qualified deferred 

annuity (SPDA) with long term care insurance based on Genworth Life’s Privileged 

Choice ®   product.* It allows your clients to leverage up to 3 times** the assets they put 

into the annuity to create a larger pool of tax free benefit dollars available for long term 

care expenses should the need arise.

So Who Are the Right Clients for TLCA?
Typical Client Profile
•  Aged 55 – 75 years old

•  R etired or nearing retirement

•  Investable assets of $200,000 or more (excluding home and qualified accounts)

•  Currently self-insuring against risks of a future long term care event

Asset Repositioning Opportunities
Non-Qualified Fixed Annuities

•  Out of surrender charge period

•   Account value may include substantial gains, which could be used to fund LTC 

expenses tax free

Certificates of Deposit (CDs)

•  Leverage of existing assets to pay for LTC expenses tax free

•  Competitive, tax-deferred asset growth opportunity

If you have any questions, please contact Davis Life Brokerage. 

Prior to engaging in a 1035 exchange, your clients should carefully consider a number of factors 
including the features and crediting rates of their current product, applicable surrender charges, any 
new surrender charge period on the purchase of a new product, as well as the various features of 
the new product. Representatives should carefully consider whether a replacement is in the best 
interest of their client before making a recommendation to replace the client’s existing product. 

Total Living Coverage® (TLCA) Annuity

Finding the Right Client and  
Asset Opportunities
TLCA is issued and underwritten by  
Genworth Life Insurance Company

This is a brief product 
description. Please refer to the 
policy form for complete product 
information. 

Total Living Coverage Annuity 
single premium deferred  
annuity with long term care 
benefits is subject to Policy 
Form No. SPDAPLTC 1108 et al. 
and Rider Form No. SPDARLTC 
1108 et al. Product may not be 
available in all states. Terms and 
conditions may vary by state.  

All guarantees are based on the 
claims-paying ability of Genworth 
Life Insurance Company.

The discussion of tax 
treatments in this material is the 
Genworth Financial company’s 
interpretation of current tax law 
and is not intended as tax advice.  
Your clients should consult a 
tax professional for information 
relating to their particular 
situation.

 *  Based on Privileged Choice  
  with claims o�set and without  
  survivorship.

 ** Note that the Account Value  
  is part of this leverage and is  
  paid first.

FOR BROKER/DEALER, PRODUCER/AGENT USE ONLY.  
NOT TO BE REPRODUCED OR SHOWN TO THE PUBLIC. 
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Cell Phone 
numbers 

available upon 
request.

New Extended Hours to Serve Your Needs!

We’re your industry experts working harder and 

longer for you.

Monday – Thursday, 7 a.m. to 6 p.m. CST

Friday, 7 a.m. to 5 p.m. CST

Our experienced and knowledgeable staff members, many of whom have 

home office and field experience, are uniquely positioned to offer a wide 

range of solutions you can access with one call for all your cases. 

 Five life marketers – over 85 years combined experience 

 Four annuity marketers – over 70 years combined experience 

 In-house underwriters – over 165 years combined experience 

 In-house actuary – over 20 years experience 

 In-house advanced planning marketer – over 30 years experience 

 LTC expert – over 30 years experience

Attorney Review Available for Wills and Trusts

Extended Hours
and Staff Expertise

Davis Life Brokerage4



The staff underwriter now knows you 
are in competition, as we covered 
on the last article, but “ Do you 
have related applications with other 
companies?” This is the fifth question 
in our series of the top 10 questions 
in the Laser underwriting Approach 
for trial applications.

There are several thoughts a staff 
underwriter has when asking 
this question. If you have several 
applications out to different 
companies concurrently, you may 
have inadvertently already hurt your 
chances of getting the best offer. 
how is that?

	Your application (to the wrong 
companies) may have already 
saturated the reinsurance market.

	Your application (to the wrong 
companies) may have already 
found its way into the records of 
the Medical Information Bureau.

At this point, the challenge for the 
staff underwriter is not just to get 
you the best offer available across 
the industry, but also to mitigate the 
damage that has already been done. 
So, the staff underwriter will also 
want to know:

	What is the overall face amount 
and type of product you want to 
place?

	When were the applications sent 
to the other companies?

	Are all applications for the same 
face amount and product?

The Importance of the 
Reinsurance Market
Let’s suppose that you started the 
trial process on your own, and that 
the face amount of the policy is very 

large. each carrier, upon getting the 
trial application, will call one or 
more reinsurers to see what they 
may be able to offer on this 
particular trial risk.

Now, keep in 
mind that there 
are relatively 
few reinsurance 
companies, and 
once the reinsurer gives the 
first company a quote on that risk, 
the reinsurer has to assume that this 
first company will ultimately place 
the risk. Therefore, the reinsurer 
will tell the next company that calls 
on this risk that they have seen an 
application already on this 
person, and thus they can only 
do a limited amount or none 
at all. That severely limits the 
ability of each company after 
the first to provide a competitive 
quote. The first company 
has already “saturated” the 
reinsurance market.

Do you see why it is so 
important to send the risk only 
to the one company that is 
most likely to give the best offer 
to your client? This scenario 
shows the important role a staff 
underwriter can play in the 
success of your case. The staff 
underwriter can review the risk 
and the coverage desired, and 
then refer the case to the one or 
two companies known to work 
well with that particular risk. It 
keeps the reinsurance market 
from becoming saturated.

If the applications have already 
been submitted, the staff 
underwriter can review all of 
the companies’ philosophies 

and what product line each company 
does well. Then, the staff underwriter 
can recommend pursuing one or two 
of these applications, and perhaps 
withdraw the others to free up the 
reinsurance capacity.

Did You Hurt Your Chances
of Getting the Best Offer?
By: Bob Pedigo, CLU, FALU, FLMI, Vice President for Underwriting, Davis Life Brokerage 
As seen in Life Insurance Selling - Inside Track

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

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

2. What is the amount of the application?

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

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

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

6. Will your client accept an increased 
premium?

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

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

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

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

Brokerage News • 2nd Quarter • 2010 5
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The Importance of the 
Medical Information Bureau
The Medical Information Bureau 
must be notified whenever an 
application comes into a carrier 
that is a member of MIB, as most 
companies are today. If there are 
several trial applications going to 
different companies, MIB lets all the 
companies know the risk has been 
applied for elsewhere. This is what 
the underwriter calls “shopping the 
market.”

Shopping the market tells the 
underwriter there is a special risk 
on this application, and that raises 
caution flags to underwriters. 
While no company can make a 
decision on a case based solely 
on the information MIB sends, all 
companies will react by requesting 
their own information on which to 
base a decision. Very quickly, your 
case faces significant delays at each 
carrier, as each orders a host of 
underwriting requirements.

If a staff underwriter has seen the 
trial application first, the necessary 
medical information will already 
have been acquired. Plus, a cover 
letter will have been created which 
will give the carrier’s underwriter up 
front knowledge of the risk and the 
suggestion for a realistic offer. The 

MIB information will come in, but 
the underwriter will already have 
everything in hand, which will allow 
for a faster turnaround for a decision.

Other Elements to Getting to 
the Best Offer Quickly
If you have already sent the trial 
application to several companies, 
it is helpful for the staff underwriter 
to know if all the applications have 
the same face amount listed, and if 
the product requested is the same 
on all. You will usually apply for the 
same face and product, but if not, 
the staff underwriter will know to 
discuss this with you. have different 
amounts/products been requested 
just to see what can be acquired? If 
so, have any offers been made? The 
staff underwriter can then transition 
the bottom line trial application for 
the best offer.

The staff underwriter also needs to 
know when the applications were 
sent to all the different companies. 
Companies may have some differing 
rules on how long an application 
may stay pending. Therefore, 
following up on an application that 
has already been withdrawn due to 
the age of the application may be 
energy spent for nothing. The staff 
underwriter will be knowledgeable 
about what rules each company has 

in place regarding this.

If the staff underwriter sees the trial 
application first, it can be sent to 
one or two companies and they can 
provide timely follow-up. If several 
trial applications have already been 
sent out, the staff underwriter can 
keep track after the fact, recommend 
which companies to pursue, and 
what companies you may want to 
just let the trial application become 
outdated.

Next month, we’ll discuss question 
number six: Will your client accept 
an increased premium on his/ her 
policy? If we know the increase 
a client may accept, then we will 
know how far to work on a higher 
than usual risk. 

Has your business been slow the last 
few months?  Are you interested in 
a remedy?  I don’t have a product 
pick for you this quarter.  What I do 
have is a huge LeAD opportunity.  
The best part?  These LeADS are right 
in front of you!  According to two 
of Davis Life Brokerage’s top five 
producers, well over fifty percent of 
their business is generated year after 

year from their existing clients and 
referrals.

We have all heard it takes 
substantially more money to get a 
client than to retain one.  So why 
are you constantly searching for new 
clients?  You need to mine the ones 
you already have.  

Changes go on in these people’s 
lives.  If you are truly looking out for 
your clients, aren’t you the one who 
should be helping these folks through 
their financial changes?  And don’t 
you think they are grateful for your 
help?  You bet they are! Your clients 
talk to people.  
having been 
raised in a retail 
environment, I 
learned early 
on that the best 
advertisement 
is word of 
mouth.  The 
referrals 

PJ’S PICKS
You’re Looking in All the Wrong Places!

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.

Davis Life Brokerage6



In my last article, I discussed some easy 
ideas to incorporate more life insurance 
options into your practice.  That article 
garnered quite a few questions. One 
of the most common questions was, 
“Which product is the easiest to use?” I 
know the word “easy” can have several 
connotations depending on who you 
ask.  

Generally speaking, most people want 
a product that offers the following 
features:

1. Simplified underwriting

2. Quick turnaround

3. Smaller app compared to full 
underwriting

There are quite a few products on 
the market right now that offer these 
benefits. There are several things that 
separate the different products from  
 

each other. here is what I want to see 
from a single premium product:

1. Strong company backing the 
product (A rated or better)

2. Strong comp, but not excessive 
(some purport to offer 15% comp)

3. Strong company name that has been 
around for a long time

4. Additional product offerings from 
the same company

5. Additional benefits contained in the 
product (LTC for example)

I get quite a few calls from agents 
asking about an ad they’ve received 
talking about a great new product that 
offers some unique twist, or has a really 
high comp associated with it. So, I do a 
comparison for them using that product 
and one of my preferred products. 
Inevitably, I will find one of two things; 
either I can get more death benefit with 

a death benefit only product, or get a 
similar death benefit with a large pool 
of money that can be used for long-
term care.  

These products offer good comp similar 
to an annuity sale, so I hesitate to use a 
product that touts a huge commission 
as one of the main benefits…We have 
those products too, but the benefit to 
the client is usually diminished.  

If you have clients that would benefit 
from the tax-free death benefit a 
life insurance product has to offer 
and prefer not going through full 
underwriting, you have quite a few 
options.  Give us a call to discuss what 
you can offer. 
You just may be 
surprised to see 
how easy life 
insurance can be.

Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Life with Al

Single 
Premium life
PrOS and COnS

from your existing clients are your 
least expensive LeAD. 

In order to successfully mine your 
current clients, it is imperative that 
you have a client management 
system.  We can recommend a few 
good client management systems for 
you to research in order to see what 
would work best for you.  

We can also supply you with ideas 
on how to “touch” your clients, 
which you really must do at least 
8-10 times a year.  Those 8-10 times 
are in addition to semi-annual or 
annual reviews.  The touches can 
involve such things as: periodic 
newsletters, birthday/anniversary 

cards, holiday or seasonal events, 
topic specific mailings, etc. If you 
do have a client management 
system, are you asking for email 
addresses?  Your clients are not as 
technologically challenged as you 
may think. 

If you are not actively mining your 
existing and past clients, you are 
truly missing opportunities. Not 
the least of which are the power of 
a client/agent relationship and the 
opportunity for business, whether it 
is life, annuity, long term care, med-
supp etc. We are, and have always 
been in the relationship business.  
We strongly encourage you to do the 
same.  

Give us a call to discuss what you 
need to do to start mining your 
clients: the very best LeAD source 
you could ask for!

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com
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Your future. Made easier.®

LIFE INSURANCE

For agent use only. Not for public distribution. 

ING IUL-GL   BAL

Get your share of the
fast-growing IUL market.
Begin by harnessing the power of our new innovative 
product offering valuable death benefit protection.

ING Indexed Universal Life-Global 
Learn how you can capitalize on:

1% guaranteed minimum interest 
rate is applied to your client’s 

policy cash value, regardless of 
index performance.

• A product that provides a floor guarantee
along with upside interest potential.

Potential to help reduce volatility associated 
with year to year index changes. 

Only the “best two-out-of-three” indexes are used. 

• A hindsight indexed crediting strategy using three
indexes from around the globe and a 5-year
point-to-point.

issued by Security Life of Denver Insurance Company

Davis Life Brokerage8

Welcome Louis Walker
Director of Pacific Region
hand on the wheel of his car; cell phone to his ear – 
Louis Walker is a multi-tasker for sure. Any given day 
will find him driving many miles to his appointments 
in the great Northwest region. Louis can tackle it all! 
But best of all, he’s the newest addition to Davis Life 
Brokerage as Director of Pacific Region. 

his 27-year work experience with both life insurance 
and annuities spans from working in the home office 
of several carriers, to working one-on-one with agents 
for other IMO’s like us. Louis began his career with 
Northwestern Mutual serving many roles. Then at Aegon, 
he put together a policyholder services department 
before moving into marketing and to test illustration 
software. eventually he found his flair for sales and 
excelled to Regional Vice President for Aegon, ING and 
then Aviva. 

Louis also has extensive experience recruiting for 
both annuity and life business with other insurance 
marketing organizations. Yet, other experiences had him 

working independently 
with actuaries to develop 
products, and he has 
worked at the agent level 
too. 

We are excited to add 
Louis’ diverse experience 
and dynamic energy to the 
Davis Life Brokerage Team. 
We know he will contribute 
to our growth and help our  
agents to excel in what they do.

If he is not working, you will probably find Louis and his 
wife with their two children. he may be either helping 
his 15-year-old daughter learn to drive or coaching his 
11-year-old son and his teammates.   

Louis Walker
Director of Pacific Region
800-747-5612
Louis@DavisLife.com



The bonus is vested over a 10-year period at 10% per year. If the contract is surrendered during the surrender charge period, the client 
will receive the portion of the bonus that is vested. Bonus annuities may include higher surrender charges, longer surrender charge 
periods, lower caps, higher spreads, or other restrictions that are not included in similar annuities that don’t offer a premium bonus. 
1  Advantage Index Sales & Market Report, 2nd and 3rd quarters 2009, Part 1, p. 7. www.annuityspecs.com.
2  The Simple Income II Rider is an optional rider available for an additional cost of 0.60% of the simple withdrawal value annually. 

Products are issued by Allianz Life Insurance Company of North America, 5701 Golden Hills Drive, Minneapolis, MN 55416-1297. 
800.950.7372 www.allianzlife.com 

First – The accumulation sale: If your clients are looking to 
accumulate wealth and they have a 10-year time horizon, 
the MasterDex X could fit your client’s accumulation needs. 

Second – The income sale: If your clients are looking for 
retirement income, the Simple Income II Rider2 available (at an 
additional cost) exclusively with the MasterDex X could be the 
answer. Simplify your sales presentation, by being able to predict 
their income when they want to retire and offer the flexibility of 
fixed payments or increasing income. 

Third – The wealth-transfer sale: For clients who are looking to 
pass on money to their beneficiaries, the MasterDex X will pass 
the entire accumulation value to them, including the 10% bonus.
This only applies to contracts that have not been annuitized.

It’s a multi-function tool for all three types of sales within one financial instrument – X marks the spot 
with the MasterDex X!

X marks the spot with the industry’s 
#1-selling fixed index annuity for the 
second and third quarters of 2009.1
Allianz Life Insurance Company of North America

 For financial professional use only – not for use with the public. C52575, R91025
FMOL-1083 Product and feature availability may vary by state. (R-12/2009)

There are primarily three types of retirement strategy 
sales in the industry. Whether you sell market-sensitive 
instruments or fixed annuity products, the X factor with 
Allianz MasterDex X Annuity covers them all!

MasterDex X® Annuity

To find our more about this top-selling annuity, contact
[FMO contact information]
To find our more about this top-selling annuity, contact

Davis Life Brokerage at 800-747-5612



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

Davis Life Brokerage
Home Office 

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

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

CARRIER  A.M. BEST RATING*  PRODUCTS
Allianz Life Insurance Company  A  excellent  Life, Annuities
American equity Investment Life Insurance Company  A-  excellent  Annuities
AIG Life Insurance Company  A  excellent  Life
American National Insurance Company  A  Superior**  Life, Annuities
Assurity Life Insurance Company  A-  excellent  Life
AVIVA Life and Annuity Company  A Superior  Life, Annuities
AXA equitable Life Assurance-MONY  A+  Superior  Life
Banner Life Insurance Company  A+  Superior  Life
equiTrust Life Insurance Company  B+  Very Good  Annuities
Forethought Life Assurance Company  A-  excellent  Annuities
Genworth Life and Annuity  A  excellent  Life, Annuities
Gerber Life Insurance Company A  excellent Med Supp
Great American Life Assurance Company  A-  excellent  Annuities
Industrial Alliance Pacific 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+  Very Good  Life, Annuities
Presidential Life Insurance Company  B+  Very Good  Life, Annuities
Principal Life Insurance Company  A+  Superior  Life
Protective Life Insurance Company  A+  Superior  Life
Prudential Insurance Company of America  A+  Superior  Life
ReliaStar Life Insurance Company  A  Superior  Life
Savings Bank Life Insurance Company A+ Superior Life
Sagicor Life A- excellent Life, Annuities
Standard Insurance Company of Oregon  A  excellent  Annuities
Sun Life Financial  A+  Superior  Life, Annuities
Transamerica Occidental Life Insurance Company  A  Superior  Life, Annuities
West Coast Life Insurance Company  A+  Superior  Life, Annuities

* All ratings reflect Financial Strength and are current as of 2-11-10. A.M. Best ratings for insurers’ financial strength and 
credit quality of obligations range from A++ (Superior) to F (in liquidation).
** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength. AA (Very Strong) by 
Standard & Poor’s, the 3rd highest of 20 active company ratings for financial strength.

AMR211-0906 06-406
IIC241-0906

LM-1825
CNS107-0906

A85-0906FOR BROKeR uSe ONLY. NOT FOR PuBLIC uSe. 
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WELCOME TO THE NEW

LifeCare

• Fully Guaranteed Policy: The death benefit, LTC coverage and strong cash values — all guaranteed.

• Quick and Easy Underwriting Process: A LifeCare policy can be issued in as a little as 8 days with
no exams, labs or doctors’ statements.

• Cost-Efficient Single Premium: Often less expensive than purchasing separate permanent insurance
and long-term care insurance policies.

• Larger Pool of Dollars Available for LTC: LifeCare’s long-term care benefit amount is often several
times greater than the single premium paid.

FOR AGENT USE ONLY. NOT FOR USE WITH THE PUBLIC.

LifeCare is single-premium whole life insurance policy with long-term care benefits.

LifeCare and the Acceleration rider may not all be available in some states. The Acceleration rider is automatically included with every LifeCare policy. There are additional costs associated with
this rider that are included in the single premium. LifeCare with the Acceleration rider is not considered long-term care insurance in some states. When the death benefit is accelerated for long-
term care expenses, the death benefit is reduced dollar for dollar, and the policy cash value is reduced proportionally. Replacement of LifeCare for a different John Hancock insurance product
will require full underwriting. Please go to www.jhsalesnet.com for the most current state approvals.

For prospective policyholders in New York, this product is a life insurance policy that accelerates the death benefit for qualified long-term care services and is not a
health insurance policy providing long-term care insurance subject to the minimum requirements of New York Law; it does not qualify for the New York State Partnership for
Long-Term Care program and is not a Medicare supplement policy.

The Acceleration rider has exclusions and limitations, reductions of benefits, and terms under which it may be continued in force or discontinued. Consult the state specific Outline
of Coverage for additional details.

Guaranteed product features are dependent upon minimum premium requirements and the claims-paying ability of the issuer.

Insurance products are issued by John Hancock Life Insurance Company (U.S.A.), Boston, MA 02116 (not licensed in New York) and John Hancock Life Insurance Company of New York, Valhalla,
NY 10595. MLINY02041012191

The Single Solution for Guaranteed Life Insurance
with Long-Term Care Benefits

A Simple Route to Accelerating Sales

11557 LifeCare ad 8.5x11.qxd  4/20/10  11:44 AM  Page 1

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com



3737 Woodland Avenue;  Suite 600
West Des Moines, Iowa 50266-1934

800-747-5612

www.DavisLife.com
dlb@DavisLife.com

Davis Life Brokerage

There’s more . . . just look inside!

What’s Inside

• Lead Opportunities

• Bob’s latest amazing rescue!

• hear what top insurance executives say about Davis Life Brokerage

• Total Living Coverage® Annuity

• Weigh the Pros & Cons of Single Premium Life


