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Complete Estate Design Analysis and Review System (CEDARS)

• Expert Team & Resources from Davis Life

• Comprehensive Solutions - Customized 
for Your Clients’ Goals

• Recommendations with Detailed 
Illustrations You Present to Your Client

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

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

have worked so hard to  
earn, if their estate is  

not properly structured.

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

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

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

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

View our Training  
Webinar Replay at  

www.DavisLife.com/ 
CEDARS
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Amount of the Trial Application:
Getting the Right Quote Right Away

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

By: Bob Pedigo, CLU, FALU, FLMI, Vice President for Underwriting, Davis Life Brokerage 
As seen in Life Insurance Selling - Inside Track

“How much are we looking at?”  That 
question is asked all the time, from 
purchasing a home with a monthly 
mortgage payment, to deciding what 
kind of car to buy, or even deciding 
how to allocate our hard earned money 
between safe low interest investments 
and more risky higher return 
investments. 

Once the underwriter has your trial 
application and knows the basic 
medical history as discussed in our 
last article, the next question in the 
underwriter’s mind is: “How much are 
we looking at?”

It is important to apply for a specific 
amount of insurance. Many trial 
applications do not specify the face 
amount, and that makes it difficult for 
an underwriter to properly evaluate a 
risk.

Trial applications are usually placed 
with a home office underwriter 
according to the amount applied for 
and their approval authority.  Each 
underwriter has an approval limit, and 
when an amount appears to be vague, 
such as “anything from $500,000 to 
$1,500,000” or “as much as possible,” 
the application may sit and wait while 
someone decides what underwriter 
– with what approval limit – should 
review the application.  This can delay 
the carrier’s response on the trial 
application by a few days.

The face amount helps the underwriter 
to immediately get an idea of the 
risk being looked at.  For $500,000 
of coverage, the underwriter may be 
comfortable with the medical issues 
presented and the amount of medical 

information available on this 
applicant.  It may be a different 
story for the $1,500,000 of 
coverage since the underwriter 
may need more requirements.  It 
can put the underwriter in a tough 
position if for a $500,000 face 
amount, an inspection and EKG 
may not be needed, but those 
requirements and more could be 
needed for the $1,500,000 face 
amount. 

The fact is that for a given 
applicant, the riskiness of that 
applicant to a carrier increases as the 
face amount increases.  Why?

• At a small amount of insurance, the 
applicant is usually worth more alive 
than dead.  But as the face amount 
increases, the equation balances out a 
bit, and perhaps the insured becomes 
worth more dead than alive.  So the 
question, “What is the applicant’s 
motivation for purchasing this 
amount of insurance?” becomes more 
important.  An applicant applying 
for an excessive amount of insurance 
may have a reason for wanting that 
much insurance, and unfortunately, 
sometimes the reason is a hidden 
illness or fraud.

• Most people, as agents well know, 
tend to think life insurance might be 
a waste of money, and so they want 
it to cost as little as possible.  As the 
face amount increases, the client is 
going to pay more.  So the question, 
“Why is the applicant willing to 
pay such significant amounts in 
premium?” becomes more important.  
Again, sometimes the answer is 
innocent, and sometimes not.

• Carriers are willing to take mortality 
risk, but they are not willing to be 
foolish about it.  As the face amount 
increases, the risk associated with 
the client increases.  Thus, the 
underwriter has a responsibility to 
assess the case more closely, looking 
for issues or for anything that could 
be suspicious.

• To some extent, underwriters stake 
their professional reputation on each 
decision they make.  If the applicant 
dies shortly after policy issue on a 
particularly large case, one of the 
first questions that will cross the 
minds of company management is, 
“Who approved this case?”  Thus, 
underwriters become more cautious 
as the face amount increases because 
the costs of having made a mistake 
are higher, to both their employer and 
their reputation.
So, one key piece of information 
your agency-based underwriter will 
want to know is:  “How much are 
we looking at?”  The underwriter 
will evaluate the face amount and 
the associated premium relative to 
the applicant’s personal or business 

LIMRA reports that life insurance sales 
during the first half of the year were  
down 23% versus the prior year. That is  
the sharpest drop from one year to the 
next since the start of World War II.  
Yet, Davis Life is seeing increased business 
from its agents! 

Call us today to  
get great tools  

and resources that  
will help you get 

increased sales too.

(continued on page 7)
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BOBTO THE RESCUE
By: Al Stockwell

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

Bob’s Rescue 1
The case involved a 74 year-old female client with a history of 
cancer (20 years ago) and she had not seen a doctor in over 10 years.  
Insurance companies were declining this case, but Bob was able 
to get a major carrier to rate this case standard with no doctor visit. 
The client received $1.2 million of coverage. We are also working 
with the agent on another $1.2 million for the same client.  Agent 
commission on the first case was over $143,000.

Bob’s Rescue 2
An 81 year-old client was getting rated Table 2 and Table 4 from two 
insurance carriers due to lab results and medical history.  The agent 
needed a standard rating to make the replacement work.  Bob got 
involved in the medical records and sent the carrier a new cover 
letter. The agent was able to get a standard offer for the client. A $3 
million policy was issued. The agent earned $75,000 in commissions.

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

FOR BROKER USE ONLY. Not for use with consumers.



At the end of this article I will share 
with you The One Big Secret 
for achieving consistent, sales success 
in the insurance business. However, 
before we get there, we need to 
examine four key reasons why 
agents fail to become top producers. 
I have trained many, many agents 
over the years and I have learned 
from experience The Big Four 
Problems can stop a career before 
it starts. See if any of these apply to 
you.

Call reluctance. Every agent 
who enters the insurance business 
experiences various forms of call 
reluctance. All agents have this 
problem at one time or another. 
However, successful agents find a 
way to overcome it. Do what you 
have to do to fix it. Not doing so is 
fatal.

Taking Rejection to Heart. 
Constant rejection can cause you 
to shut down emotionally and lose 
valuable selling time. You’re thinking 
about the last call on the next call. 
Being “present” for each and every 
prospect is necessary for sales 
success. If you take the rejection to 
heart you can stop prospecting and 
become less and less effective on 
each call you do go on. You need to 
understand that sales is, after all, a 
numbers game. The more action, the 
more applications. Top professional 
baseball players often fail two out 
of three times at bat, yet they are 

still considered successful. Learning 
to “shake off” rejection is a key 
requirement for a successful sales 
career.

Improper Time Management. 
“What is the best use of my time 
right now?” Agents need to spend 
80% of their time in front of 
prospects. It is easy to get diverted 
with administrative work – activities 
that do not produce revenue. When 
you become more successful, hire 
an administrative assistant. You will 
increase your commissions by 30 – 
40%.

Failure to Get Referrals. Often 
agents get so involved in the sales 
process, especially when they make a 
sale, that they forget to ask the client 
for the names of friends and family 
who also might be interested in the 
agent’s professional services. A warm 
lead is a great lead.

Why do agents with great potential 
leave the business? I have learned that 
it is not a lack of product knowledge 
that drives them away. Most often 
it is some or all of the above. 
Agents must overcome these very 
common problems or they will fail. 
Recognizing these problems is the 
first step toward overcoming them.

The One Big Secret:
I have helped agents develop a 
“fool-proof” method of systematically 
building their book of business. It’s 
called the Hot 20 List. It is a list of 

twenty prospects you intend to call 
and ask for an appointment. (In a 
future article we will discuss powerful 
ways to find more and more potential 
prospects.)

By using a Hot 20 List you will learn 
a very surprising fact: writing just one 
application a week can result in a 
substantial income for the persevering 
agent. At the end of each day you 
cannot head home until your Hot 
20 List is ready for the next morning. 
Experience has shown me that if you 
make those calls the next day you will 
always have enough appointments to 
write one life application per week. 
So, let’s do the math. If the average 
sale results in a $1,200 commission, 
then your income this year will be 
$62,400 from new sales. Follow this 
process for a year and your skill level 
gets much, much better. Eventually 
you will be closing more than one 
sale a week for many weeks a year. It 
is literally impossible not to.

But, overcoming the four problems 
discussed at the beginning is the 
important first step. Then you’re 
off and running with an exciting, 
rewarding and 
lucrative selling 
career.

Ann Lewis
CLU

800-747-5612
Ann@DavisLife.com

SUCCEED
LEARN HOW TOP PRODUCERS

FOR BROKER USE ONLY. Not for use with consumers.



IMPRESSIVE
TOOLS     TRAINING     RESULTS

What insurance professionals are saying about Davis Life 
Brokerage’s exclusive Business Owner Marketing System (BOMSTM):
“The BOMS meeting presented by Davis Life was one of the best 
insurance meetings I have ever attended. The information provided 
was timely, practical and understandable. Ann Lewis’ extensive 
experience as an agency manager allowed her to share real-life, 
down-to-earth useful information on a wide-range of advanced market 
topics. The section on estate planning alone was worth the trip. In 
addition she offered lots of good stuff on prospecting and managing 
your practice.  I recommend this program to anyone in the business, 
new or experienced.”

Home Office 
800-747-5612

Texas Office 
888-586-2293

dlb@DavisLife.com

www.DavisLife.com/BOMS
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If your schedules aren’t full of Roth 
conversion planning appointments, 
they should be. Now is the time 
to start meeting with those clients 
to make sure they’re positioned to 
initiate the conversion process in 
2010. Don’t you want to be the 
one to inform your clients of the 
upcoming tax law changes? If you 
don’t, I can assure you that someone 
else will.

Under the current tax 
law for Roth IRA 
conversions, which 

was written in 1997, 
individuals were 

permitted to 
convert a 
traditional 
IRA to a Roth 
IRA. There 

were only 
two stipulations 

that taxpayers had 
to worry about, 

(1) paying taxes on the converted 
money and (2) an income limit 
which determined eligibility to 
convert. 2010 will bring dramatic 
changes to the Roth IRA market. 
The conversion, income, and 
AGI restrictions are going away 
resulting in huge opportunities for 
us to reposition traditional IRAs. The 
government is giving us a break and 
allowing the client to pay tax on the 
2010 conversion over a two year 
period (2011 & 2012). Also worthy of 
mention is if your client has invested 
in a non-deductible IRA in the tax 
years 2006 through 2010, those IRAs 
can be converted to Roth IRAs in 
2010. Not only have the conversion 
limitations been lifted, but also the 
contribution limits. What a great time 
to take a pot of non-qualified money 
and create a Roth IRA. And what 
better vehicle than a fixed annuity? 

We get requests from agents for 
Roth IRA presentations. This isn’t a 

hard concept to grasp folks. It’s all 
about helping your clients determine 
whether they want to pay (potentially 
higher) taxes later when they’re 
“required” to take their retirement 
dollars as income, versus paying the 
tax now along with eliminating the 
“requirement” to take their retirement 
dollars as a result of a government 
mandate. Do we know which 
direction taxes are going to go? I’m 
sure between you and your client 
you’ll be able to come up with an 
answer you’ll both agree upon. 

Give us a call to go over your client’s 
situation. We’re here to provide the 
most suitable 
annuity product 
solution. 

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com

PJ’S PICKS
Book Those Roth Conversion Appointments Now!

FOR BROKER USE ONLY. Not for use with consumers.



BenchMark 500SM SE Annuity 
Series—The NEW Standard!

NEW Enhancement Options—3%, 5%, or 8% up-front  
premium enhancement. 

NEW Liquidity Option—One-time emergency withdrawal of up  
to 20%,* surrender charge-free! Standard 10% withdrawal in other years. 

NEW Guarantee—2% safety guarantee compounded annually  
on 5- and 6-year indexed strategies. 

NEW Strategies With Upside Potential—
 •   New generation of 5- and 6-year indexed strategies with 2% safety  

guarantee compounded annually. 
    - Annual statement reflects minimum guarantee and any index gains! 
 •  Two-year monthly average with double-digit cap.
 •  Additional strategy choices available!

NEW Carrier Story—
 •  #2 on Forbes’ list of “100 Most Trustworthy Companies.”**
    - Only insurance carrier to make the list.
 • More than 100 years of experience.
 • “A” rated or higher by A.M. Best for 50 years.†

Other Exceptional Features—
 • Six- and 10-year surrender schedule products.
 • Issued through age 85.

BenchMark 500SM SE flexible premium deferred fixed index annuities are issued by American National Insurance Company, Galveston, TX; products are distributed by  
Legacy Marketing Group®.  
Products and features may not be available in all jurisdictions. Refer to contract, Earnings Rate Update, sales guide, and State Approval Matrix for details. Form Nos: AN-PEIA0306-10,  
AN-CEIA0306-10, AN-PEIA0306-10B, AN-CEIA0306-10B, AN-PEIA0306-6, AN-CEIA0306-6, AN-PEIA0306-6B, AN-CEIA0306-6B, et al.  
Guarantees are backed by the claims-paying ability of the issuing insurance carrier. When you buy this annuity, you are not buying an ownership interest in any stock or index. Interest 
earnings are paid at a rate that is related to the performance of the index. The index does not reflect dividends paid on the stocks underlying the index. 
Past performance of the index is no guarantee of future results. If the index loses value over the indexing term, you will not receive any interest except as provided under the 
contract’s minimum guaranteed surrender value provision. Indexed interest will only be credited to the annuity at the end of the term period. A premium enhancement is considered interest 
earnings by the IRS and is reported on Form 1099, when withdrawn.
 *  Includes annual 10% surrender charge-free withdrawal and one-time additional 10% surrender charge-free withdrawal. One-time additional 10% withdrawal is currently provided by 

administrative practice. Withdrawals in excess of the surrender charge-free amount may be subject to applicable surrender charges and/or market value adjustments. Withdrawals may 
be subject to income tax, and a 10% federal income tax penalty may apply to withdrawals taken before age 59½. Clients should consult their tax adviser or attorney 
regarding their specific situation. 

 ** Source: Audit Integrity: “Audit Integrity Top 100: 2009 Exclusive Report,” April 6, 2009.
 †  A.M. Best Magazine (July 2009). Ratings as of August 2009. A (Excellent) by A.M. Best, the third highest of 13 active company ratings for financial strength. AA- (Very Strong) by  

Standard & Poor’s, the fourth highest of 20 active company ratings for financial strength.
 †† Ten-year, no enhancement product. Attained ages 0-75. Refer to Compensation Schedule for details, including commission for ages over 75.
AN1858v0509_Davis FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS. LM2041

Bench

$500 for  

each $100,000 

in qualifying 

premium!

Up to 8%  

GA-Level†† 

Comp! Call today for more information! 
Davis Life Brokerage
Annuity Marketing Team
Home Office: 800-747-5612
Texas Office: 888-586-2293

dlb@DavisLife.com
www.DavisLife.com



A major 
insurance 
company 

recently interviewed 
the top IMOs in 
the country and 

asked them a series of 
questions to find out 
more about them and 
their practices.  One 

of the questions they 
asked was: “Do you have an in-house 
underwriter?”  80% of them answered yes 
to this question, so follow-up questions 
were asked to get more detail.  After the 
first question: “Have they worked for an 
insurance company in the underwriter 
capacity?” the number dropped to about 
15%.  Then they were asked whether they 
worked exclusively for their IMO and it 
was determined that half of the remaining 

firms used/shared the same person.

This survey brought to light the fact 
that while many IMOs claim to have 
underwriters, when it comes down it, 
the people they are calling underwriters 
are actually advanced case coordinators.  
These folks are not equipped to read 
medical records, analyze EKG readings, 
offer financial justification or talk at the 
same level with the underwriters at the 
company. 

Davis Life has two full time underwriters 
that work on our business exclusively.  Bob 
Pedigo was the Chief Underwriter for a 
major life insurance carrier with over 28 
years of home office experience and 33 
years overall experience.  Danni Pedigo 
worked in a home office environment 
for over 27 years as well as in the re-
insurance market.  She has over 32 years 

of total experience.  They also have a team 
of underwriters that do consultation for 
major carriers across the country, which 
helps to keep them at the forefront of the 
underwriting changes and get a pulse for 
what companies are doing.

So, I would ask you this, “If you had a 
large case that was dependant on getting 
a solid offer from a carrier, would you 
want to work exclusively with a team 
of underwriters that are dedicated to 
your case, or work with a glorified case 
coordinator?”

Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Life with Al
So, You’ve got an Underwriter, HUH?

income, net worth, outstanding debts, 
and the applicant’s stated reason for 
wanting insurance.

An experienced, agency-based 
underwriter will be able to quickly 
look at the main medical history and 
determine whether you have gathered 
and supplied enough information to 
obtain a reliable quote.  If necessary, 
the agency based underwriter will 
work with you to order additional 
requirements, such as medical exams or 
doctors’ records, or even just answers 
from the applicant, to ensure that a 
carrier will have enough information to 
give you a quality quote without delay.

You will have a happier client and will 
be more likely to place the case because 
you obtained an accurate quote quickly.  
And, don’t worry – the cost is usually 

taken care of by the company with 
whom the case is submitted.

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

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

2. What is the amount of the 
application?

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

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

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

6. Will your client accept an increased 
premium?

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

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

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

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

FOR BROKER USE ONLY. Not for use with consumers.

Getting the Right Quote Right Away (continued)
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MULTI-YEAR GUARANTEE ANNUITIES
Carrier Product Surrender 

Period Rate*

Investors Insurance Corporation,                                                                                 
Wilmington, Delaware

RateMark®                                                           
(Distributed by Legacy)

10 Years 1-Year Term 4.10% +/-MVA                                                                                   
3-Year Term 3.30% (30 day surrender charge-free window)

5-Year Term 3.50% (30 day surrender charge-free window)

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

Guarantee 7 7 Years 3.60% years 1-5 (No MVA)
4.10% years 1-5 (MVA)

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

Guarantee 5 5 Years 3.50% years 1-5 (No MVA)
4.00% years 1-5 (MVA)

FIXED INDEXED ANNUITIES
Carrier Product Surrender 

Period Bonus/Rate*/Riders

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

Bonus Gold 
Index Annuity

16 Years 10% Bonus§, 8% Guaranteed Rate on Income 
Account Value in Lifetime Income Benefit Rider 
(LIBR-2008)§§, 16 Year Surrender Schedule.

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

Integrity Gold 6 Years 8% Guaranteed Rate on Income Account Value in 
Lifetime Income Benefit Rider (KIBR-2008)§§, Point-
to-Point strategy with 7% cap, current fixed value 
rate 3.35%.

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

Advantage Gold Fixed
Indexed Annuity

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

American National Insurance Company,
Galveston, Texas

BenchMark 500SM Ten SE 8
(Distributed by Legacy)

10 Years 8% Premium Enhancement, 2-Year Monthly 
Average with 11% Cap for 100% Partication and 
$100,000 or more Premiums.

OM Financial Life Insurance Company,
Baltimore, Maryland

AmeriMark 500SM 
Freedom 7 SE

(Distributed by Legacy)

7 Years Optional 5% Bonus, 18.50% S&P 500 Two-Year 
Montyly Avg. with 100% Participation Rate.

EquiTrust Life Insurance Company,
West Des Moines, Iowa

Market Twelve Bonus Index 14 Years 12% Premium Bonus, Asset-based Commissions,  
5 Credit Strategies.

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

Davis Life Brokerage

Take a look at these top products from

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

IIC948-0209

*Rates current as of 9-28-09
**09-DAVIS-07
† Enhanced Care Rider® is not long-term care insurance. The rider has limitations, is optional, and has an additional cost.
IIC948-0209
§§§ “S&P 500® is a trademark of The McGraw-Hill Companies, Inc. and has been licensed for use by OM Financial Life Insurance Company. The Product is not sponsored, endorsed, sold, or promoted
by Standard & Poor’s makes no representation regarding the advisability of purchasing the Product.
§§ Until income payments begin for .45% fee annually on contract value. Income Account Value (IAV) only used to calculate lifetime income payments. Not part of underlying contract value. Not included in death benefit. If payments not elected by
10th contract anniversary, growth of IAV will stop unless client elects to restart accumulation period.
MULTI-YEAR GUARANTEE ANNUITIES
FIXED INDEXED ANNUITIES
§ For issue ages 0-78, 6% issue ages 79-85 and in certain states for all issue ages. The bonus vests over a 14 year period ages 0-78, 10 years ages 79-85. Each year after the 3rd contract year, the client becomes vested in a percentage of the bonus,
until they become 100% vested in the bonus at the end of the 14th contract year. The vested amounts of the bonus are the amounts the client does not forfeit as a result of an early withdrawal or surrender. See disclosure and brochure for details.
2. Effective yield to Bailout is calculated over a 6 year period, using the initial guaranteed rate and the Bailout rate for the remaining years during the surrender period.
√Agent Use Only. Contracts issued by ING USA Annuity and Life Insurance Company, 909 Locust Street, Des Moines, Iowa 50309. Please see contract and disclosure documentation for complete details regarding the information above.
Products/features not available in all states.
‡ Gold Series Sage Investor single Premium Annuity Footnote: Bailout feature - If after the first Policy Year, the renewal rate is lower than a rate that is 1% below the Initial Fixed Interest Rate, the Owner may request, within 30 days of notification, to
receive the Accumulation value without incurring a surrender charge.
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WOWED!
P R E P A R E  T O  B E

$1,000 in 
CRUISE CASH

 from Davis Life

Davis Life Brokerage

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

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

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

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

Davis Life Brokerage CRUISE CASH!

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

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

Qualification period is for production from January 2009 to June 30, 2010.

FOR BROKER USE ONLY. Not for use with consumers.



Davis Life Brokerage10 FOR BROKER USE ONLY. Not for use with consumers.

Hearing the words “big business” these days may bring 
Wall Street to mind – and churning to the stomach. But 
the truth is that more than 99% of American businesses, 
6.6 million privately held companies, are found on 
Main Street, not Wall Street. And while some financial 
professionals enjoy great success serving the needs of 
the truly large corporations—the Fortune 500 firms, 
each with thousands of employees—there’s actually a 
lot more business to write in that Main Street group. 
Companies with annual revenues of $500,000 to $10 
million constitute an incredibly underserved market for 
independent life insurance agents. More than 1.8 million 
U.S. businesses fall into this category, according to the 
most recent report by the U.S. Census Bureau. 

These businesses are the dental practices, veterinary 
clinics, restaurants, and a thousand other enterprises 
you drive by every day, and their owner-operators need 
your financial solutions. In fact, two-thirds of American 
millionaires achieved their wealth by owning a small 
business. Many companies with as few as 10 employees 
are worth $1 million or more. So, if you want to work 
with millionaires, target the small business owner.

SOLUTIONS THAT MEET THE NEED
Fortunately, business owners have significant needs 
that life insurance agents can serve.  With the tax 
code requirements (and frequent changes to those 
requirements) affecting business owners who earn more 
than $250,000, these people need help in planning to 
meet their goals. This includes funding their retirement 
and establishing a retirement plan for their employees. A 
majority of small businesses also do not have a properly 
structured succession plan. They need to figure out how 
they will pass their business on, and the simple fact is that 
the longer they wait, the more difficult and expensive the 
solution will be.

As they consider these things, most business owners have 
little or no idea what their companies are worth. Most 
think they know, but their guesses are almost always 
wrong. In fact, owners typically misjudge the value of 
their business by 50% or more. 

VALUATION ISSUE
For this reason, always raise the valuation issue. Asking the 
right questions positions you as a problem solver for the 
business owner. This not only puts you a step ahead of the 
competition, but it uncovers the problems in a business, 
shortens the life insurance sales process, and exposes 
“tire-kickers” so you don’t waste your valuable time with 
unqualified prospects. If you can show someone what 
their business is really worth, you’ve already made them 
money. They not only will be eager to implement your 
recommendations, but they will have the money to do so.

REFERRALS 
You need not be an expert in business valuations; you just 
need to be sure to partner with someone who is. Business 
valuation is also a great way to get leads and referrals from 
local CPAs and attorneys. Although most CPAs hate doing 
business valuations, in many cases they feel compelled 
to do them to prevent losing their client to a competitor. 
You have a great opportunity to present yourself as a non-
competitive resource for them to refer their clients who 
need valuations. 

GET THE FACTS
During your initial meeting with a business client, be sure 
to use a comprehensive fact finder. This tool allows you 
to cultivate and collect the wide range of information you 
need to put together a strong proposal that will meet your 
business client’s needs. Be sure to partner with a valuation 
expert who understands the importance of a targeted fact 
finder to ensure an effective analysis. 

Trying to understand the client’s objectives can be 
especially difficult because of the complexities of 
company needs and the owner’s personal needs. Family 
ties can complicate cases further. In some circumstances, 
the advisor becomes a counselor of sorts to help the client 
make certain decisions involving family members. But, 
if your client is willing to share all legal and financial 
information with you, you have an excellent chance to 
meet their many objectives. Once you have compiled 
detailed information from your client, a good marketing 
organization can position you to provide appropriate 
recommendations.

CROSS-SELLING OPPORTUNITY
Cross-selling multiple products to business owners is 
essential. Professionalism and  product knowledge are 
both extremely important. Selling one product the same 
way to everyone just isn’t going to work in this day and 
age.  A large number of successful small business owners 
are baby boomers, ages 44 to 62-- a very sophisticated 
demographic. Agents who can offer only one product to 
this group are almost certainly leaving money on the table 
from other unmet needs, and they unwittingly expose their 
clients to other agents who can do a more comprehensive 
job. 

Targeting the business owner market provides ample 
opportunity for relationship building, referrals, and cross 
selling. It is an excellent avenue to reach high-net-worth 
prospects who have multiple needs and the resources to 
address them. I can’t think of a better market to pursue 
that can increase your income and help you grow your 
own business today and for the future. 

Finding BIG Opportunity in the Business Market
By: Trent Davis, Co-owner, Davis Life Brokerage

As seen in Life Insurance Selling, Inside Track
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LEGACYSM

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

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

Investors Insurance Corporation, Wilmington, Delaware
Washington National Insurance Company, Chicago, Illinois

Davis Life Brokerage
Home Office 

800-747-5612

dlb@DavisLife.com

Texas Office 
888-586-2293

www.DavisLife.com

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

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

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

AMR211-0906 06-406
IIC241-0906

LM-1825
CNS107-0906

A85-0906
FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 



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

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

www.DavisLife.com
dlb@DavisLife.com

Davis Life Brokerage

The Davis Life Brokerage main office has moved to a new location in Des Moines. Our new 
location gives us room to grow, as we continue to expand to better serve your needs.

Our New Main Office Address is:
Davis Life Brokerage

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

Our phone numbers and other contact information remain the same.

Growing and Expanding  
to Better Serve You


