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Your Financial ServiceS Partner — For liFe and annuitieS

New Innovative appointment System 
Drastically reduces Marketing Costs!
Introducing TRENTA*!  There are many 
of you who have been telling us that 
what you really need is a substantially 
better way to see more qualified 
prospects.  One that is not as expensive 
as seminars and one that is better than 
free leads (that don’t work anyway) 
that are promoted everywhere.  Well, 
we listened and are 
very proud to bring 
you TRENTA!  This 
is the Fixed Index 
Annuity/Life Insurance 
Appointment System 
that you wanted 
and  have been 
waiting for.  It will produce up to 30 
qualified appointments every week.  

Better yet, these leads are so 
qualified that it will get you to $3,000 
to $20,000 a week in income within a 
mere 6 weeks AND you will reduce your 
marketing costs drastically.  So if you 
are tired of struggling with free or no 
cost leads that don’t produce a result 
or with expensive seminars that don’t 
convert enough sales BUT instead you 
want qualified appointments, TRENTA 

is your solution and the way to go!
In fact I’d like to personally invite 

you to attend a webinar to get you fully 
grooved in and rolling with TRENTA 
from Davis Life Brokerage.  It’s a pre-
recorded webinar that will be available 
for a limited time, but that means you 
can listen any time that is convenient 

for you.  All you have 
to do is call me, at 800-
747-5612 and I will 
immediately email you 
a log on invitation.  

Of course I am also 
very happy to have a 
discussion with you 

about TRENTA any time you wish.  
We’re very excited about this system 
and it is already producing amazing 
results for producers.  So call us today!

alison stucker-
Young 
Life, Annuity & LTC 
Recruiting Executive, 
Certified Real Life 
Management Coach 
800.747.5612

Now You Can Stop Buying  
Endless Steak and Lobster Dinners!

* TRENTA: Italian for 30
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Simple Solutions and 
Significant results with 
Davis Life brokerage
Time and again we show examples 
of how simple solutions and follow 
through can result in significant 
results both for the client and agent.

Situation
A 53-year-old male client 

needed coverage due to a Buy/
Sell funding arrangement. The 
carrier came back with a decline 
due to elevated creatinine. 

Solution
Bob reviewed lab work with 

the Underwriter and although in 
agreement with the concern, Bob 
did not believe that a decline was 
necessary. Bob requested new lab 
work which Bob reviewed first. The 
new labs showed improvement, but 
the carrier rescinded the decline and 
wanted to put on a Table 4 rating 
on the case. Bob pointed out the 

positives on this case and convinced 
the carrier to issue standard.

results
The agent was able to place 

the case Bob helped to bring 
from a decline to Standard. 
$5,000.00 in commissions were 
paid due to Bob’s involvement.

BoB pedigo 
Bob Pedigo is our 
Vice President of 
Underwriting. He 
brings over 30 
years of expertise 
to the table to help 

you and your clients.  Bob works closely 
with all of our companies and their 
underwriters.  He can fully underwrite 
the case before we ever send it to a 
company so we know exactly what to 
expect.

bob  to 
the rescue
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• Sizeable Bonus • Strong Commission

• Multiple Competitive Indexed • Liquidity

Interest Strategies • Guaranteed Income

FOR AGENT USE ONLY. This document has not been approved under the advertising laws of your state for dissemination to individual purchasers.
NWL® IMPACT 10 (01-1162-10 and state variations) and NWL® IMPACT 7 (01-1160-10 and state variations) are flexible premium deferred fixed indexed annuities
issued by National Western Life Insurance Company, Austin, Texas. Certain limitations and exclusions apply. Product not approved in all states. See policy for
complete information and details. Commissions based on a General Agent (Level 3) Contract. See Commission Schedule on NWL® BEACON for details.

SAT-1287.Rev.3.11

PROVIDED BY NATIONAL WESTERN LIFE INSURANCE COMPANY®

RATED “A” Excellent by A. M. Best

*Annuity Date is 22 years after the Policy Date and cannot be changed.

National Western Life Introduces New IMPACT Annuity Series!

7% Bonus on 1st Yr. Premium
(Subject to a 10-year Bonus Vesting Schedule)

10 Yr. Surrender Charge Period
7% Commission

5% Bonus on 1st Yr. Premium
(Subject to a 10-year Bonus Vesting Schedule)

7 Yr. Surrender Charge Period

6% Commission

**

PREPARE FOR IMPACT!
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PJ’s PIcKs

I ’m sure you’ve all experienced, or will 
experience the new adventure in the 
world of suitability. And that it has 

been so far…an adventure. I personally can 
say that many of the experiences have 
not been positive for either the agent and/
or the client. The majority of the carriers 
have been forced to go from practically zero 
suitability guidelines to being “The Force.”

You sometimes have to step back and 
ask yourself if you’re working with the 
same company because the difference 
in their approach is so contrary to who 
they used to be. Some companies’ 
interpretation of the guidelines even have 
them sending correspondence to the 
client to confirm intent AFTER the sale. 
Unfortunately the carriers will do what 
they feel is best for the client. Our job 
is to make sure you are well informed of 
the expectations so that you can prepare 
your client. Quite frankly, we are still 
in the infant stages of what is to come. 
Agents need to be aware that the carriers 
are looking at the entire financial picture 
of the client. We used to be able to coach 
an agent through the suitability process, 
but quite frankly it has almost become a 
full-time job trying to figure out which 
cases a carrier may or may not take. 
One hard and fast rule by the majority of 
the carriers is if an existing annuity has 
not been in force for at least three years 
they won’t even consider the business.  
And, if you were the writing agent of 
the policy being replaced, that will be a 
strike against you as well. Some carriers 
won’t even consider the replacement if 
the agent on the new application was 
the writing agent of the policy being 
replaced. The restrictions become more 
prevalent as the clients age. The higher 
issue ages will get more scrutiny than 
the younger ages…60 and below. 

We continue to work with the carriers 
and agents to make this process less 
painful. If you’re working with an older 
client and their situation appears to be 
questionable, I would urge you to send 

the business to us to submit. Most times 
when we need to get involved we have 
to track down a copy of the application. 
We are ready to get involved when the 
need arises, but it does save time if we 
don’t have to chase down an application. 
We’ve also found that agents will call 
the carrier’s marketing department and 
discuss a case with a marketer. Typically 
the marketer sees “no problem” getting 
that case through suitability. Don’t bother 
making that call. The marketer doesn’t 
have the luxury of seeing a financial needs 
analysis, so when the case comes and hits 
compliance guess what comes with it? 
The Financial Needs Analysis that paints 
a completely different picture than the 
agent portrayed to the marketer.  There’s 
absolutely no way a marketer can give 
you a “yes” or “no” on the probability 
it’s a good sale. So what I’m saying is….
don’t waste your time making that call. 
Your clients need to be aware of the very 
strict rules now in place. “Mrs. Client, the 
insurance companies have been forced to 
thoroughly look at the financial suitability 
of this sale. They may or may not find 
issues in what we’ve tried to accomplish 
for you. I just want you to be aware that 
they may need additional information or 
may question our intent. Hopefully they’ll 
take the position like you and I have that 
this is a good opportunity for you.”

We continue to work with the 
carriers and agents through the entire 
process. The only thing we can do for 
our clients is propose the best possible 
solutions and let the carriers take it from 
there.  Don’t hesitate to call us if you’re 
having issues getting a case through 
suitability. And as always, we’re here 
to assist in the case design process. 

pJ duncan 
Director of Annuity 
Marketing 
800.747.5612 
PJ@DavisLife.com

1  Now available in IA, 

IL, MD, MO, PA, TX, 

WI, WV; 1, 2, & 3 

year annuities with 

guaranteed rates.

2    If you need or 

want assistance 

with your new 

business, your 

applications must 

come through 

our office.

3    We have annuity 

product and 

annuity rider 

comparisons.

4   Discounts are 

available on client 

management 

software.

5  Annuity marketers 

work ½ days 

on Friday, but 

annuity support 

is available from 

7AM to 5PM CST.

( T h e  N e w  S u i T a b i l i T y  N i g h T m a r e )
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Important Update on Fixed  
Indexed annuity backcasting 
» b Y  J o n  d a v i S

A couple of years ago I 
wrote an article entitled 
“Backcasting FIAs - The 

Crystal Ball Has Some Cracks” 
and in that article I was discussing 
the issue of illustrating FIAs using 
various back casting software 
systems.  Backcasting is attempting 
to show how a particular crediting 
strategy would have performed 
in the past by applying current 
caps, participation rates, etc. 
to past performance of various 
indexes. I was pointing out that 
these methods are not valid 
and can create very misleading 
information for consumers.

In the prior article I pointed out 
that backcasting is like trying to 
determine what the price of a DVD 
player would have been in 1950.  
The answer is you can’t because 
the product and the technology 
simply did not exist at that time.  
In the same vein, it is invalid and 
misleading to back cast FIAs into 
periods where that product did not 
exist.  Cap’s, participation rates, 
margin spreads and other product 
parameters are set by the carriers 
and involve many factors such as 
interest rates, option prices, profit 
margins, 

rate setting philosophy and 
other factors that cannot be 
accurately back-cast. 

It appears that the regulators 
have taken note of this issue.  
The NAIC is currently drafting 
an annuity illustration regulation 
that is intended to address these 
concerns.  I recently spoke to 
Jim Mumford, who is the Deputy 
Insurance Commissioner for the 
State of Iowa, about this issue.  
Jim is one of the most active state 
regulators regarding annuity issues 
in the country.  He shared some 
of the committee’s current work 
and asked for my comments.  He 
told me that the state insurance 
regulators are very concerned 
about these annuity illustrations 
and the potential for the consumers 
to be mislead.  The final language 
is not finalized yet, but there will 
be severe restrictions regarding 
any use of historical figures. 

The final version of this new 
regulation will most likely be 
adopted sometime this year by 
the NAIC and then will start being 
adopted by each 

individual states.
If you have been using some type 

of historical or backcasting in your 
sales of FIA’s, I would urge you to 
stop using them.  I believe you are 
not serving the consumer’s best 
interest by using baskcasting sales 
tools that may provide misleading 
results. Start now before the 
regulators force the issue on you.

All of us here at Davis Life 
Brokerage are here to help you 
navigate the complicated waters of 
products, regulations and suitability.  
Please call us at 800-747-5612 
or feel free to e-mail me at jon@
davislife.com.  We can help you find 
the right products for any situation. 

JON F. DAVIS 
F.S.A. 
Co-owner 
800.747.5612 
Jon@DavisLife.com
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With Life Insurance, Simple Sells
» b Y  a l  S t o c k w e l l

Irecently spoke with an agent 
who was having some difficulty 
convincing a client to buy life 

insurance.  The client is 72 years 
old with a tidy nest egg and lives 
comfortably off her current income.  
At that time, she had about 
$300,000 in an annuity that she 
had tabbed to leave to her children.  
The agent proposed she buy a life 
insurance policy and pay an annual 
premium to obtain $200,000 of 
death benefit. Even though she 
could afford the $5,500 premium 
requirement, she didn’t feel the 
expense was justified. He proposed 
the insurance would allow her the 
freedom to tap into the annuity 
and “live a little”, particularly as 
annuities are not the most efficient 
way to pass money to one’s 
children. After determining her 
comfort level, I suggested a single 
premium sale of $100,000, which 
purchased a little over $300,000 
of guaranteed death benefit.  We 
also added some LTC benefits to the 
policy to make it more appealing 
to her.  The client loved the policy.  
After all, she now gets to leave 
more money to her kids tax-free, 
she enjoys added LTC benefits, 
and she isn’t left feeling she has to 
“save” the remaining money in the 
annuity to pass on to her kids.  The 
policy also eliminated the annual 

premium payment. The agent 
was very happy as well, 

as the sale 

not only generated a nice referral 
to his client’s sister but also made 
him about $12,000 on the first sale.

Finding the easy solution to 
the clients’ pain points is the 
path to making these sales. Less 
than 15% of annuity holders 
ever take the money from their 
account, and this is a gold mine 
of opportunity. Your clients may 
be sitting on large assets that 
they only intend to pass along to 
their children or grandchildren. 
It is to your advantage and your 
clients to maximize this in the 
most tax-efficient way possible. 

As agents, we have seen the 

great benefits that quality coverage 
can bring to a person’s life and 
legacy. Know your product, and let 
the simple and straight-forward 
advantages sell themselves. 

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



MarketBooster Index® Annuity
An exciting annuity from EquiTrust Life Insurance Company®

• Income For Life Rider Available
• Full Account Value at Death – No Annuitization Required
• 9-Year Design
• Nursing Home Waiver for ALL Issue Ages*
• 0-80 No Commission Reduction

*Nursing Home Waiver not available in MA.
Surrender of the contract may be subject to surrender charge and market value adjustment. Product not available in all states. Contract issued on Contract Form Series 
ET-MKB-2000(07-05) with Rider ET-AVBR(06-09). Group Certifi cates issued on Form Series ET-MKB-2000C(01-07) with Rider ET-AVBRC(06-09). Rider may not be 
available in all states. EquiTrust Life Insurance Company, West Des Moines, IA. For Producer Use Only. AC11-ET-MKB-1060

For more information,
Contact your Davis Life Brokerage 
Representative at 800-747-5612

6% MGA COMMISSION! 7% BONUS 
PAID OVER TWO YEARS!
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are there any sensitive histories such as 
alcohol, drug, or motor vehicle problems?
» b Y  b o b  P e d i g o

this month, we cover 
question number nine: 
Are there any sensitive 

histories such as alcohol, drug, 
or motor vehicle problems?

Why are these questions 
important? According to statistics 
recently published by the Centers 
for Disease Control, accidents 
are the fifth leading cause of 
death in the U.S., with over 
120,000 accidental deaths in 
2006. In fact, accidents are the 
single leading cause of death for 
those who died before age 45. 
Additionally, over 60,000 people 
died solely of drug or alcohol-
induced causes in 2006, excluding 
those whose drug or alcohol use 
contributed to an accident.1

Thus, alcohol, drug, and motor 
vehicle problems are a major cause 
of death, particularly of younger 
people, that carriers must fully 
investigate in order to protect 
themselves from adverse risks. 
Additionally, long-term alcohol or 
drug abuse can contribute to a 
variety of other health ailments.

Given the importance of these 
issues in getting your cases 
issued, producers would be wise to 
recognize and get details when any 
of these issues are mentioned. You 
will fare better by being proactive 

and explaining any “yes” answers 
in advance, since the 

underwriter will view any alcohol, 
drug, or MVR (motor vehicle 
report) history as a red flag.

With a history of alcohol abuse, 
misuse, or alcohol treatment, the 
underwriter will want to get as 
much information as possible. 
This information could come in 
the form of the doctor’s report, 
an alcohol questionnaire, and/
or a cover letter. If there are no 
doctor’s records, the underwriter 
will rely substantially on the 
questionnaire to be filled out, signed, 
and dated by the applicant, along 
with a cover letter to give detailed 
history of the whole situation.

The most important things to 
ask with alcohol history are:

•  When did the applicant stop 
using alcohol completely?

•  Have there been any 
times the applicant started 
drinking alcohol again after a 
documented time of quitting 
its use? How many times?

• Has the applicant been 
involved in Alcoholics 
Anonymous or any other 
support group that helps a 
person stay sober? What is 
the level of involvement? 
How often do they attend 
meetings, and do they act as 
a sponsor to new members?

• Were there any other issues 

in which the applicant was 
involved that went along 
with the alcohol misuse, such 
as drugs, any kind of family 
abuse, any kind of criminal 
activity, or job instability?

With a history of drug abuse, 
the questions to ask are similar:

• When and how did the history 
of drug abuse begin?

• What were the names of 
all the drugs of abuse, 
at what dates were they 
used, and at what dates 
were they stopped?

• Has the applicant been 
involved with Narcotics 
Anonymous or any other 
organization that helps a 
person with drug abuse?

• Was there a combination 
of drug and alcohol 
abuse at any time?

• Were there any other 
issues associated with the 
misuse of drugs, such as 
family abuse, criminal 
activity, or job instability?

The staff underwriter can help 
the producer by organizing the 
pertinent information together 
and presenting it in a cover letter 
that will put the applicant in the 
best possible light. The good 
information can be stressed in 

1 Centers for Disease Control report: http://www.cdc.gov/nchs/data/nvsr/nvsr57/nvsr57_14.pdf
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such a way that the carrier’s 
underwriter may better see the 
applicants for who they are, not 
just their negative history.

If there has been a history of 
drug or alcohol addiction, you 
can expect that there will be a 
period of time after sobriety that 
insurance will not be available. 
This could be two to three years 
of postponement, depending on 
the company. After that period, 
the underwriter will be looking 
for stability in the person’s life 
in addition to remaining alcohol 
and drug free. The producer 
should expect alcohol markers or 
drug screens to be run with the 
lab reports on the applicant.

Even if the applicant is 
not addicted to alcohol, but 
nevertheless misuses it, the 
underwriter will be looking for 
quantities and types of alcohol 
used, the driving record, liver 
function tests, work or family 
problems, and any medically 
related problems. Examples 
include gastritis, falls, or accidents.

The motor vehicle report (MVR) 
can be history that stands by itself, 
or there can be involvement of 
alcohol and drugs as well. All three 
of these issues commonly can be 
tied together, since involvement 
with alcohol and drugs often 
leads to an increase likelihood of 
motor vehicle violations, such as 
reckless driving and speeding.

If the applicant tells you 
there are several speeding 
tickets, look for:

•  Were there are any 
driving while intoxicated 
(DWI) or driving under 
the influence (DUI) 
citations? If so, ask the 

alcohol and drug questions 
we already mentioned.

• What is the driving history, 
including violations and 
when they occurred?

• If there are speeding 
violations, what were the 
speeds and in what speed 
limits (for instance, 70 
mph in a 50 mph zone)?

• Be sure to get the 
driver’s license number 
and issuing state so an 
MVR can be ordered 
and received quickly.

So, you can see that a carrier’s 
underwriter would have many 
concerns about any history of 
alcohol, drug, or motor vehicle 
problems. The staff underwriter 
will help to ensure that you 
have gathered all the necessary 
information and will strive to 
provide carriers with the positive 
aspects of your client’s life, so 
that you get the best possible 
offer from the carrier in a 
reasonable amount of time.

BoB pedigo 
Bob Pedigo is our 
Vice President of 
Underwriting. He 
brings over 30 
years of expertise 
to the table to 
help you and 

your clients.  Bob works closely with 
all of our companies and their under-
writers.  He can fully underwrite the 
case before we ever send it to a 
company so we know exactly 
what to expect.

the laser underwriter 
approach yields 
accurate quotes and 
keeps the processes 
smooth by asking these 
10 key questions:

1What is your client's medical 
history, including conditions, 

treatments, or medications?

2What is the amount of the 
application?

3What 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?

6Will your client accept an 
increased premium?

7Are there any avocation, 
financial, aviation, or legal 

concerns?

8 Is the amount of coverage 
appropriate for the client's 

financial situation?

9are there any sensitive 
histories such as alcohol, drug, 

or motor vehicle problems?

10What is the importance of 
this client to you, such as 

being a center of influence who 
could provide referrals?
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Life Insurance Case Study –  
Life review Increases Death  
benefit & Provides guarantee
» b Y  d a v i d  b i e d e

CaSe oVerVIeW:
A 74-year old female has a $3,000,000 Whole Life 
insurance policy held in an Irrevocable Life Insurance 
Trust (ILIT). The trustee of the ILIT advised the 
client during their annual meeting that the policy 
should be reviewed to determine if the policy is 
performing in accordance to the trust’s standards 
or if there are other alternatives to consider.

the Whole life policy had:

•  $3,000,000 death benefit (projected to 
increase to $3,673,583 by age 90)

• $65,056 of annual premium (projected to age 93)

• $898,202 of cash surrender value

•  It was determined that she would be able to attain 
a standard NT rate by our in-house underwriter

THe DaVIS LIFe  
brokerage SoLUTIoN:
two options were presented to the client:

option #1: Maintain same annual premium to age 
100 of $65,056 and solve for the maximum death 
benefit which will be guaranteed to age 121.

option #2: Reduce annual premium of $65,056  to 
$60,021 but stop after 5 years, as the client did not 
want to pay premiums for the rest of her life, if it were 
possible which will be guaranteed to her age 121.

advantage of each solution:
option #1: Offered the client a policy with an 

increased death benefit of $4,297,374 at the current 
annual premium which is guaranteed to age 121. 

option #2: Offered the client a 

policy with the same death benefit of $3,000,000 
with an annual premium (vanishing after the 
5 years) which is guaranteed to age 121.

THe reSULT:
The client chose option #2. This option allowed 

her to stop paying her annual premium payments 
after only 5 years and kept the same death benefit 
of $3,000,000 which is guaranteed to age 121.

daVid Biede 
Life, Annuity & LTC   
Marketing Executive 
800.747.5612 
David@DavisLife.com

keY CaSe FaCTS
goal:
•  The client’s trustee wanted to review the current 

life insurance policy to determine if the policy was 
performing in accordance to the trust’s standards 
or if there were other alternatives to consider.

results:
•  A new policy enabled the client to stop 

paying premiums after 5 years.
•  Death benefit was kept the same 

and is guaranteed to age 121.
• Premium payments were reduced substantially
• Total Agent Commission = $109,304



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
Fidelity and Guaranty 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, Annuities

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

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

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

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

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

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

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

Genworth Life and Annuity  .............................................................................................................................. A  Excellent  .........................................................................................Life, Annuities

Great American Life Assurance Company  ............................................................................................... B++  Good  .................................................................................................Annuities

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

Investors Insurance Corporation  ................................................................................................................... A Excellent  .........................................................................................Annuities

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Fidelity & Guaranty Life Assurance  ............................................................................................................... A  Excellent  .........................................................................................Life, Annuities

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

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

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

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

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

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

Sun Life Financial  ..................................................................................................................................................... A+  Superior  ..........................................................................................Life, Annuities

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

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

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

* All ratings reflect Financial Strength and are current as of 11-18-10. 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. 
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There are More Solutions to expanding Your Practice Inside!  

What’s Inside
•	 	Suitability	Nightmares:			How	case	

design	and	the	right	communication	can	
conquer.

•	 	How	a	Simple	Solution	Got	Significant	
Results	for	the	Client	and	Producer	Both

•	 	Important	Update	on	Fixed	Indexed	
Annuity	Backcasting

800.747.5612 
dlb@DavisLife.com

davis life
B Rok e R AG e

3737	Woodland	Ave	•	Suite	600
West	Des	Moines,	IA	50266-1934
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Learn More With Your Phone
«		Snap	this	QR	code	with	your	mobile	phone	to	arrive	at	our	website.	

New	model	phones	come	with	QR	readers.	If	yours	didn’t	go	to	the	app	store	and	search	“QR	ReADeR.”


