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The Issue
There is a huge shift going 

on in the annuity market right 
now.  Millions of Baby Boomers are going 
to be retiring in the coming years.  Unlike 
the prior generation, the Boomers are 
primarily having to fund their retirement 
with their own savings, along with social 
security.  While many annuity agents 
have been selling the safety, tax deferral 
and earnings potential features of indexed 
products, the boomers have another issue 
that they want addressed – how are they 
going to live on what they have?

The insurance industry has always 
adamantly claimed it already had the best 
product to provide an income – the single 
premium immediate annuity (SPIA).  
However, sales of SPIA’s have always been 
low in comparison to the overall annuity 
market.  Why?  Consumers are fearful of 
giving up control of their money.  SPIAs 
also give the consumer no upside on 
the earnings inside the product.  With 
Boomers expecting to spend many years 
in retirement, earnings are going to be 
important to keep up with inflation.

 

The Solution
The latest generation of 

fixed-indexed products has 
been designed with a guaranteed income 
benefit.  This benefit provides a minimum 
income that the consumer can take from 
their policy for their lifetime without 
annuitizing their policy.  This provides 

the best of both worlds – the growth 
potential provided by keeping the money 
in the indexed or fixed buckets, and a 
guaranteed income for life.

We have the latest offerings from 
all of the major carriers in this market 
including American Equity, Forethought 
Life, ING, American Investors and North 
American.  Please contact one of our 
marketing professionals today to learn 
about the products that can help your 
clients achieve their goals.  You can reach 
PJ and Brandon at 800-747-5612 or Rena 
in our Texas office at 888-586-2293.  

Topic You Need to Know

New products for income planning
by Jon Davis, F.S.A.

Call us today ~

Davis Life Brokerage

800-747-5612

Texas Office: 888-586-2293

dlb@DavisLife.com

www.DavisLife.com Turn to page 9 to learn how to determine how much to spend to acquire a new customer.
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07-DAVIS-03 09.05.07

West Des Moines, IA 50266

NOW INCLUDES:

NO FEE LIFETIME INCOME BENEFIT RIDER (LIBR)
• GUARANTEED 5% ANNUAL GROWTH OF

INCOME ACCOUNT VALUE (IAV) 
UNTIL INCOME PAYMENTS BEGIN+

• NO ANNUITIZATION REQUIRED
• NO FEE TO ACTIVATE RIDER

10% TRUE PREMIUM BONUS
+Income Account Value only used to calculate Lifetime payments.

(INDEX-1-07)*

DAVIS LIFE BROKERAGE
800-747-5612
Texas Office:  888-586-2293
website:  www.DavisLife.com
email:  dlb@DavisLife.com

* Form number and availability may vary by state.
** Includes 10% Premium Bonus for issue ages 0-80 (5% for 81-85).
100% of Premiums allocated to the fixed interest account at 3.25%
assumes no withdrawals.
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Selling a long-term annuity can land an 
agent a big bonus, making a product 
with a 14– to 16–year surrender 
period pretty tempting.  But selling 

short-term contracts might actually be better for 
your business.

Contracts that have to be renewed every seven 
years keep the customer on your client service 
radar.  You’re more likely to:
	 •	Build	a	good	business	relationship	or	friendship	with 

   your clients,
	 •	Do	an	annual	review	with	your	clients,
	 •	Uncover	unmet	needs	that	can	lead	to	more	sales.

And the total commission might even be better.  
If, for example, you write a seven-year contract 
at 5% commission and renew it in seven years 
for another 5% commission, you’ve earned a 10% 
commission from that client.  

If you sold a 14-year contract to the same client, 
you would earn about 8% in commission.  But 
more importantly, if you rested on laurels and 

Shorter surrender annuities can keep clients close 
by PJ Duncan, Annuity Marketing Director 

D avis Life offers training and 
support using sales tools found 
in books such as Missed Fortune 
101, Becoming Your Own Banker, 

and Stop Sitting on Your Assets.  While these 
concepts offer great opportunities to both you and 
your clients, I think it’s important not to overlook 
the true value in life insurance.

Life insurance is still a valuable and essential 
product in nearly everyone’s financial plan. 
Getting sidetracked and spending all your effort 
chasing the optimal client for a wealth accumula-
tion sale can end up costing you money.  For most 
agents and agencies, retaining clients and selling 
them more and better products is still the best 
revenue generator.

Policy audits pay off
Perhaps the easiest way to boost your sales of 

life insurance is simply asking a client or potential 
client if they currently have a life insurance plan 
in place.  Chances are, if your client has a plan that 
was written more than two to three years ago, a 
newly issued policy can increase benefits for the 
same premium.  To make an easy sale, suggest 

increasing the death benefit for the same premium, 
or keeping the same death benefit in a paid up 
policy with no more premiums.  

Offer an annuity alternative
Recent LIMRA studies show less than 4% of 

annuity holders will actually take any money out of 
their annuity.  This means most people are buying 
annuities intending to pass that money on to their 
heirs.  

Explain to clients why this is not tax efficient 
and will not produce as much potential value as 
life insurance can.  You may be able to show a 
70-year-old client how to purchase a guaranteed 
death benefit that’s 3 to 4 times larger than the 
amount of the annuity.

How Davis Life can help
To up-sell clients, you’ll need new case 

examples, new policy info, and other support 
materials.  We can help every step of the way, from 
initial case appraisal and design, to policy selec-
tion, to new business placement and underwriting.  
We are set up to help ensure your cases go through 
with a minimum of effort on your part.  We’ll help 
increase your bottom line. 

Getting Back to Basics: Life Insurance 101
by Al Stockwell, MBA, FLMI, Life Marketing Director 

PJ Duncan
PJ@DavisLife.com

Al Stockwell 
Al@DavisLife.com

didn’t do good client maintenance over that 14 
years, you might find you lost the customer.

When you’re looking at what’s available and 
deciding	what	to	sell,	give	the	experts	at	Davis	Life	
a call and let’s talk it over.  Bonus options on the 
shorter surrender contracts will range from 2.5% 
to	3%.		Commissions	range	from	4%	to	7%.		Davis	
Life even has a carrier that gives an automatic .25% 
trail at no cost to the agent or client.  In a lot of 
cases, caps, participation rates, and fixed rates on 
strategies within the shorter-term annuities are 
just as competitive as longer surrender, big bonus 
products. 

And today’s fixed-indexed annuity environment 
has come under a great scrutiny.  You have to be 
sure the product is suitable for the client’s needs. 
The shorter surrender period annuities will play a 
big part in keeping you out of trouble with compli-
ance departments. 

Let us help compare and contrast products and 
options to find the best choices for you.   

Call  

today to  

find out how you 

can obtain a free 

Income Planning 

DVD!
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Trent Davis 
Trent@DavisLife.com

Coming Events

There’s a maze of training programs and 
false promises in the insurance mar-
ketplace and every agent has to choose 
what and who to use.  Are your choices 

translating to actual increases in your income? 

If not, you’re probably realizing that it’s the people 
behind the promises that make the difference.  We 
invite you to join the hundreds of planners who have 
found their income skyrocketing after choosing to work 
with	the	Life	Team	at	Davis	Life	Brokerage.

We tend to be a modest group, but the numbers don’t 
lie.  In the last five years our Life Team of experts, 
trainers and staff has become one of the most 
dependable, realistic and credible life marketing 
companies in America.  We are the third highest 
producer group in the country for Indianapolis/AVIVA 
Life in 2006 and a national sales leader with several 
indexed and non-indexed companies.  

We place a lot of business because we deliver for a lot 
of agents.  It’s that simple.  We’ve built our business and 
our reputation one case at time delivering high quality 
work to agents who expect the best.  

We provide that service with experts like Bob Pedigo, 
CLU, the former Chief of Underwriting for Indianapolis 
Life.   He has more than 30 years of experience solving 
problems and finding the best values for a particular 
case.  We will put his knowledge and expertise up 
against ANY underwriter anywhere.  

And Bob is just one of the experts in the complete 
package	of	expertise	and	service	Davis	Life	provides	
you.  So, skip the Index Life hit-or-miss ‘fortune-hunter’ 
tactics and join us.  We won’t disappoint you.  We will 
serve you and your clients with our best, every day.  You 
will reap the rewards of your efforts.  Isn’t it time?

Davis can make you $$$
by Trent Davis, co-owner of Davis Life Brokerage
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Ways to maximize pensions (Part 3 of a 3 part series)
by Kenneth E. Lindbloom, CMFC, LUTCF 

Ken Lindbloom 
Ken@DavisLife.com

In previously articles I have discussed 
ways to help clients get the most 
income from their pension plans, and 
alternative ways to fund a life policy. 

Now let’s look at how to determine how 
much income will flow from a given dollar 
amount of coverage.  Here is the formula you 
can use to determine the annual pay out based 
on the value of the policy and other variables. 

When using your financial calculator, 
enter: 
Keys  N* I** PMT*** PV**** FV
 25 6% $19,200 Solution ($245,440) —

*   Life expectancy.  If your client doesn’t want to provide a 
number, use 25 to 30 years.

**   Use the interest rate that you and client feel is reasonable
***  This is the annual payment the client gets from the Single 

Life Only option.
**** This represents the amount of life insurance that would 

be required to generate $19,200 of income annually for 25 
years at 6% interest.

Today the rate of inflation is not a huge  
factor, but it could be in the future.  I suggest 
you ask the client what they feel the inflation 
rate will be in coming years, then use that 
figure to adjust your calculations.  Typically, 
reduce interest by 2 to 3% for an inflation 
adjusted return. 

With your financial calculator in hand, you 
can run as many scenarios for you client as 
necessary until you agree on an affordable 
solution that achieves the client’s retirement 
goals.  Your client will be impressed with the 
variety of options you demonstrate, and your 
willingness to explore multiple solutions.

Don’t have a financial calculator?   
Indianapolis Life has a Pension Maximization 
calculator in their software.  Call me and I will 
show you how to use it.  Ken at 800-747-5612. 

Coming Events
September
 25		ING	RoadShow	in	Denver,	CO
 26		ING	RoadShow	in	St.	Louis,	MO
 27		ING	RoadShow	in	Overland	Park,	KS
 
October
 6–13	DLB	Hawaiian	Cruise
 9  ING RoadShow in Pittsburgh, PA
 10 ING RoadShow in Mt. Laurel, NJ
 11  ING RoadShow in Braintree, MA     
 23  ING Road Show in Nashville, TN
 24  ING RoadShow in Atlanta, GA 
 24–25		Morrow	LIFE	Institute	in	Dallas,	TX
 25  ING RoadShow in Charlotte, NC
 

November
 12		Davis	Advanced	Concepts	Training	in	Des	Moines,	IA
 13–14	Davis	Agent	Training	Experience	in	Des	Moines,	IA
 22		Thanksgiving,	all	DLB	offices	will	be	closed
 23		All	DLB	offices	will	be	closed

December
 12–13		Morrow	LIFE	Institute	in	Dallas,	TX
 24		All	DLB	Offices	will	be	closed
 25		All	DLB	Offices	will	be	closed
 31	All	DLB	offices	will	close	at	noon

January
 1	All	DLB	Offices	will	be	closed	
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“This class 
    will make me a 

millionaire  
and I will call and  

thank you  
when it happens.”

M o r r o w  L I F E  I n s t i t u t e  S e m i n a r

An agent from a recent seminar  
made us this promise and we’re eagerly 
waiting to hear from him.  It might not be  
too long.  

The first-year commissions for five of our 
top producers who attended the Morrow 
LIFE Institute:

 $600,000
 $500,000
 $300,000
 $270,000
 $250,000

If you want the fast track to 
success and financial security, 
you can’t afford to miss this 
crucial class.  

“I’ve been to a lot of “cutting edge” seminars 
over the years and most of them ended up being 
now-obsolete concepts, or were simply recycled 

common knowledge.  Michael Morrow is the 
real deal and has revitalized my practice . . .” 

Steve J.

“I have learned new ideas and strategies that I 
don’t think are available anywhere else. I think this 
has been two of the best two days I’ve ever spent!” 

Grand Prairie, TX

“Of ALL the seminars that I have ever attend,  
if I took the best of each one, it would not add 

up to what I learned at your seminar.” 
Bill S.

Special price for Davis Life 
Brokerage producers, just:

$995 
For reservations and this special price,
call Davis Life Brokerage, 
800-747-5612
Texas Office:  888-586-2293

Wednesday and Thursday

 October 24 and 25 or

 December 12 and 13

Here’s what other agents have said about this seminar...
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Every day we get bombarded with 
emails and offers. There is always 
a “newer and better” product and 
a “new way” to make a million 

dollars	if	you	ACT	NOW!	It	is	no	wonder	we	
have become skeptical about these offers as 
well as being glad that 80% of our email gets 
trapped by spam filters. 

So let’s get right to the important question. 
What are you doing to drive business to 
your door? Is it client referrals, chamber of 
commerce meetings, cold calling, or maybe 
seminars? Whatever method you choose to 
build your business, it is critical to have a 
proven technique for your success. It is vital to 
develop a fine tuned marketing strategy that 
you can trust to produce prospects and clients 
every month. Wouldn’t it be nice to know 
that you have ten to thirty appointments per 
week and close fifteen, twenty or more for new 
business?
Davis	Life	understands	that	it	can	be	

difficult to put together an effective marketing 
plan. We also understand that it can be done 
with great success. To help you achieve this 
success,we have created a partnership with 
Advisors Marketing.

Advisors Marketing provides outstand-
ing seminar training and materials.Patrick 
Gawrych, National Sales Manager for 
Advisors Marketing has offered to provide 

Patrick Gawrych

ongoing support and training for members of 
Davis	Life.	

Patrick is a twenty year marketing expert 
that has mailed well over 10,000,000 pieces of 
mail for his clients and helped them to achieve 
over $50,000,000 in commissions. Patrick was 
a Financial Advisor with A.G. Edwards for a 
number of years before deciding to go into 
the marketing side of the financial services 
industry. He has given or been involved in 
hundreds of seminars. 

Through this unique opportunity, we have 
put together an exclusive offer for members 
of	Davis	Life.	Over	the	coming	months,	you	
will receive several invitations to listen to 
interviews and read seminar tips from Patrick 
Gawrych. We believe you will find them to be 
an extremely valuable resource. After seeing 
and hearing these valuable tips, you will 
understand why success can be achieved with 
Patrick’s help. In addition, if you place an order 
before October 31, 2007, Advisors Marketing 
will	pay	for	half	of	your	first	seminar	mailing!	
That’s a 50% discount on your first order—
exclusively	for	Davis	Life	members!

In summary, if you want to learn how  
to put on successful seminars, contact  
Patrick Gawrych at Advisors Marketing 
800-506-4711 or email him at patg@advi-
sorsmarketing.us  To check out the quality 
invitations sent by Advisors Marketing go to 
www.advisorsmarketing.us
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Protect Your Client’s Financial 
Well-Being From Future Health Concerns!

Can Your Annuity Do That?
RewardMarkSM Annuity Series With 

Enhanced Care RiderSM Can!

Assumptions: $100,000 premium allocated to RewardMarkSM Extra 10 with the Enhanced Care RiderSM and an annual growth rate of 5%. No withdrawals other than monthly 
deductions. Designated annuitant is age 55 at contract issue and meets the rider qualifi cations after six years. Benefi ts begin three months into the seventh contract year. 
Benefi ts are paid for 36 months and left in the annuity to accumulate at 1% annually.  The fi gure shown is an example, for illustrative purposes only, and does not refl ect any 
changes that may occur in the future. Each contract holder’s experience will be different based on strategy allocation and date of eligibility for rider benefi ts.

Generate additional annuity value 
when certain life conditions occur for 
your client.

Leverage annuity values—clients 
can spend rider benefi t dollars while 
leaving the annuity intact.

Bottom line: Protect your client while still leaving 
the annuity value intact! Call today to learn how!

Enhanced Care RiderSM

Annuity Value

RewardMarkSM Series index annuities and Enhanced Care RiderSM are issued by Washington National Insurance Company, Chicago, IL, and distributed and administered by Legacy 
Marketing GroupSM. Refer to contract, Earnings Rate Update, sales guide, and State Approval Matrix for details. The Enhanced Care RiderSM is not long-term care insurance. The 
rider has limitations, is optional, and has an additional cost. For exact terms and conditions, please refer to the rider.

FOR BROKER USE ONLY. Not for public use.
CN1288F0807_Davis CNS233-0807

$0

$50,000

$100,000

$150,000

$200,000

$250,000

$300,000

$350,000

End of 
Year 1

End of 
Year 6

End of 
Year 9

800-747-5612 
Texas Offi ce: 866-708-4096 
Email: dlb@DavisLife.com 
www.DavisLife.com Davis Life Brokerage
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Front Row:  Trent Davis, Sarah Doherty, Barb Davis, Devon Sabotta,  
Tana Buchman, Vikki Fisher, Katie Griffith, Tina Ambrose

Back Row:  Al Stockwell, Ken Lindbloom, Cheryl Bronson, Brandon Endres

Classy guest in our parking lot
Aviva,	one	of	more	than	40	outstanding	companies	Davis	Life	Brokerage	 

represents, brought its Porsche GT3 Cup car to central Iowa to run in the  
Grand American Rolex Sports Car Series at the new world-class Iowa Speedway.  
The yellow streak stopped by our parking lot for a guest appearance.  

“Like us, Aviva likes to be leader.  Their new Forward Thinking vision is exactly 
how	we	operate,”	says	Trent	Davis	from	Davis	Life	Brokerage.	“And	that	car	is	 
very cool, too.”

The Porsche was part of a three-car team driven by profes-
sional drivers Spencer Pumpelly and Brian Seller and 
placed fourth in the race. It completed the 184 laps in 
2 hours, 30 minutes and 22 seconds. Though 
its speedometer goes to 175 
miles an hour, the car 
only hit 130 MPH at 
the Speedway. 

And darn, we 
didn’t get a test 
drive either. 
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Davis Life Brokerage Companies
 

Legacy Marketing GroupSM 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
Americom Life and Annuity Insurance Company, Houston, Texas
Investors Insurance Corporation,	Wilmington,	Delaware
Washington National Insurance Company, Chicago, Illinois 

CARRIER A.M. BEST RATING* PRODUCT LINES
Allianz A Excellent Life, Annuities, LTC
American Equity Investment Life Insurance Company A- Excellent Annuities
American General Life Insurance Company A++ Superior Life
American Investors Life Insurance Company A Excellent Annuities
American National Insurance Company A+ Superior** Life, Annuities
Americom Life and Annuity Insurance Company A- Excellent Annuities
Assurity Life Insurance Company A- Excellent Life, Annuities
AVIVA A+ Superior Annuities
AXA/Equitable Life Assurance/MONY A+ Superior Life
Banner Life Insurance Company A+ Superior Life
EquiTrust Life Insurance Company A Excellent Annuities
First Colony-GenWorth A+ Superior Life
First Penn-Pacific A+ Superior Life
ForeThought Life Assurance Company A- Excellent Annuities
GE Life A+ Superior Life
Great American Financial Resources A Excellent Annuities
Indianapolis Life, an AVIVA Company A Excellent Life
Integrity Life Insurance Company A++ Superior Annuities
ING A+ Superior Life, Annuities
Investors Insurance Corporation A- Excellent Annuities
Jefferson-Pilot Life Insurance Company A+ Superior Life, Annuities
John Hancock Life Insurance Company-ManuLife A++ Superior Life
Lincoln Benefit A+ Superior Life, Annuities
Lincoln National A+ Superior Life
LSW A Excellent Life
Midland National Life A+ Excellent Life
MTL Insurance Company A- Excellent Life
Mutual of Omaha-United of Omaha A Excellent Life, Annuities
Old Mutual (Formerly F&G) A+ Superior Life, Annuities
Philadelphia American Life Insurance Company B+ Very Good Life, Annuities
Presidential Life Insurance Company B+ Very Good Life, Annuities
Principal Life Insurance Company A+ Superior Annuities
Protective Life Insurance Company A+ Superior Life
ReliaStar A+ Superior Life
Standard Life and Accident Insurance Company A Excellent Life, Annuities
Sun Life Assurance Company A++ Superior Annuities
Transamerica Life Insurance Company A+ Superior Life, Annuities
Travelers Life A+ Superior Life
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 9-05-06. 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

A85-0906

If you are in need of a company you 
don’t find on the list, please contact us. 
We are contracted with several compa-
nies that don’t appear on this list.
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Earn a great get-away to the land down-under

Twenty-five	hardworking	Davis	agents	will	
jet to Sydney, Australia, March 6 thru 11 
to celebrate their success.  This out-of-this-
world trip for two will be awarded to our 

top 25 agents. Qualification has already started and goes 
through June 30, 2008.

“It’s a wonderful way to reward our top agents for  
choosing us to help them serve their customers.  We  
know there are other choices, other brokers, out there,  

and we work hard to assure we earn each agent’s business.  
This trip gives us a way to thank them and celebrate our 
mutual	success,”	says	Jon	Davis,	co-owner.

The reward includes round-trip air, 5 nights at the  
4-Star-rated InterContinental Hotel in Sydney, guided 
tours, a cash allowance to sample the city’s fine  
restaurants, and much more.  

For complete details about the contest and the trip,  
call	Sarah	at	Davis	Life,	800-747-5612.	



Davis Life Brokerage
801 Ashworth Road

West Des Moines, Iowa 50265

800-747-5612
Texas Office: 888-586-2293

www.DavisLife.com
DLB@DavisLife.com

Davis Life has hundreds of prospects in  
YOUR area that have requested information  
on Annuities and Life Insurance. 
You can customize your leads by  
age, income, and net worth .

Investment:   For just $130 (plus shipping and handling) you will 
receive 100 leads, the minimum order.

Guarantee:   $1,200 in commission per 100 leads*

Free Leads:   Write a minimum of 3 applications totaling $250,000 in 
Annuity Premium or $25,000 in Target Life Premium  
and you will receive 100 more leads FREE

*Documentation	required.

Call 800-747-5612 for more information or to order 

Introducing:  DLB Lead Program!


