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Destination Paradisus Punta Cana 2013
An all inclusive, exclusive Caribbean paradise

ANNOUNCiNg DAviS LifE BROkERAgE

 Set Your SiteS on SuCCeSS 
Paradisus Punta Cana Resort a fabulous 
luxury all-inclusive resort is your seven-
day reward.  This amazing destination 
boasts magnificent views of the 
stunningly clear turquoise waters of 
the Caribbean Sea. At every turn there 
is a new species of exotic vegetation, 
native birds and delicate garden scents. 
This all-inclusive, all-suite Caribbean 
playground offers tennis, championship 

golf, an array of gorgeous pools, every 
non-motorized water sport imaginable, 
a casino, an exquisite full-service 
spa and health club and a thrilling 
collection of unique island activities. 

Scuba diving, snorkeling, kayak and 
volleyball, twelve restaurants, eight 
bars, seven swimming pools, nightly 
entertainment and the casino will 
ensure you never have a dull moment.

top 25 agents qualify for this luxury all-inclusive trip. april 21 – 27, 2013 
Trip qualification period:  July 1, 2011 to December 31, 2012

 Call us at 800-747-5612 for details today!
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annual reviews Produce opportunities 
Davis Life brokerage Case Study
» b Y  d a v i d  b i e d e

tHe oPPortunitY:
A 67-year old female owns a Whole Life policy that 
was purchased 21 years ago. During  the advisor’s 
annual client review, the advisor learned that there 
was no need for income, and while the client wanted 
to reduce or stop paying the annual premium, she still 
wanted the coverage guaranteed for her entire life. 

The current Whole Life policy has a:
•			Death	benefit	of	$681,061

•			Annual	premium	of	$18,000

•			Current	cash	surrender	value	of	$221,423

•				Originally	issued	with	a	standard	
non-smoker rate class

tHe DaViS LiFe  
brokerage SoLution:
option #1:  
using 1035 funds only – no additional premium 
•		Death	Benefit	of	$742,097	–	Guaranteed	to	age	121

option #2:  
using 1035 funds and paying $18,000 for 5 additional years
•		Death	Benefit	of	$1,038,921	–	Guaranteed	to	age	121

option #3: 
using 1035 funds and paying $4,500 (25% of 
original premium) for 5 additional years
•		Death	Benefit	of	$848,171	–	Guaranteed	to	age	121

tHe reSuLt: the Client Liked option 3
The Davis Life Brokerage marketing executive 
analyzed alternatives from multiple insurance 
carriers. The indexed Universal Life policy 
offered the following benefits:

•	 	A	dramatically	reduced	premium	
payment over the next 5 years

•	 	An	$848,171	death	benefit	
($167,110	more	coverage)	

•	 Guaranteed	coverage	to	age	121

•	 Total	1st	year	commission	of	$22,152

At Davis Life Brokerage, it is our first priority to 
help find new opportunities, while maintaining strong 
relationships with your existing client base.  Our 
expertise can help you complete comprehensive 
annual reviews for your clients, to help you to offer 
your clients higher benefit plus savings on premium.   
We also can help you ask the right questions on 
your annual reviews by using our customizable Life 
Checkup Assistant. give us a call to learn more.

DAVID BIEDE 
Life, Annuity & LTC   
Marketing Executive 
800.747.5612 
David@DavisLife.com
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5tips
from  

the top

PJ’s PICKs (reduce Your Marketing costs to near Zero)

I f your blood pressure rises when 
someone mentions final Expense 
i need you to be open-minded. 

The TRENTA system has generated 
a tremendous amount of interest, so 
don’t shut down when i mention final 
Expense.  it truly is an important 
component of a client’s financial 
health.  Consider this:  Why would 
a client want to dip into his term or 
permanent life insurance (to pay for 
a	funeral)	that’s	meant	for	debt	or	to	
be left to the children? if you can get 
past the stigma of final Expense, the 
opportunity of this prospecting system 
is endless. The momentum is building 
with this program. if you have not had 
the TRENTA conversation with me or 

one of our marketers i would encourage 
you to give us a call. This could be 
the least expensive and yet most 
successful marketing campaign you’ve 
ever engaged in. Our top five annuity 
producer statistics show that 60%-75% 
of their annual annuity sales come from 
existing clients and referrals from those 
clients. We’d love to get your stats into 
the same category. give us a call. 

PJ DUNCAN 
Director of Annuity 
Marketing 
800.747.5612 
PJ@DavisLife.com

1  Market smarter not 

harder	–	Life	Check	

up Assistant gives 

you Brand identity.

2     Remove negative 

words from your 

vocabulary	–	

Positive energy 

is contagious.

3    Use the correct 

forms every time 

-  Download the 

most current forms 

at DavisLife.com.

4			GO	DIGITAL	–	We	

have!  Check us 

out on facebook 

and Linkedin 

(search Davis Life 

Brokerage).

5  Listen twice as 

much as you 

speak, objections 

= opportunities.
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Clyde’s Story
Clyde had a great idea for a business.  He borrowed 
some money from friends and family and got it going.

He	worked	hard	in	the	beginning	–	very	
hard.		60,	70,	80	hours	per	week.		

As the business grew, Clyde hired employees.  
He started a pension plan. And he purchased 
some life insurance. Not very much.

He worked hard and the business continued 
to grow.  He got married.  They had three 
children.  Life was good.  for many years.

Clyde turned 55.  All was well, he thought.

But, there was one thing Clyde forgot about.

What would happen if one day he became the grill of 
a Mack truck?  What would happen if he died or became 
disabled and could no longer able to run his business.

Who would pick up the slack?

Who would buy the business if he needed to sell it?

Some people would say that Clyde was clueless.

What can go wrong if business owners are clueless?

•	 	Business	sold	for	pennies	on	the	dollar

•	 Retirement	nest-egg	smaller	than	assumed

•	 Unequal	bequests	to	beneficiaries

•	 Under-funded	buy-sell	agreements

•	 Estate	tax	problems

CLYDe’S SoLution:
Clyde	can	hire	a	$10.00	per	hour	employee.	This	
employee will promise Clyde the following:

1.  if Clyde dies- This Employee will 
pay	Clyde’s	family	$1,000,000.

2.  it provides Clyde with Assisted 
Living or Nursing Care.

3.  if Clyde becomes terminally 
ill, it will provide care.

4.	 	If	he	retires,	the	cost	of	the	
employee will be refunded.

neW eMployee’s annual pay - $20,000 per year.

	$20,000	Per	Year	buys	$1,000,000	
of Life insurance on Clyde.

$	Cash	Value	In	15	years	exceeds	the	salary	paid.

$	Riders	take	care	of	critical	illness	or	long	term	care.

At Davis Life, we have a team of experts available to 
identify products that best fit your clients’ needs. Call 
us to discuss your next appointment, and you’ll be able 
to see first-hand how our knowledge base will help you 
comprehensively and intelligently advise your clients.

ANN 
LEWIS-JACoBSoN 
CLU 

800.747.5612 

Ann@DavisLife.com



Looking 
for a

Mountain
of  a

bonus
ProDuCt?

PH1017v0611_Davis FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS.

 A New Mark. Coming  July 2011! 

find out how to get in now!
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there’s never been a better  
time to sell universal Life
» b Y  j o n  d a v i S

Universal life insurance 
has been available and 
providing flexible living 

and death benefits for more than 
30 years. However, this planning 
tool has also suffered from some 
issues, primarily due to the over-
promise/under-deliver illustrations 
provided to clients that, over the 
past several years, have resulted in 
the creation of many underfunded 
policies. 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. 

Recently, the insurance industry 
has overcome these issues with 
no-lapse	guarantees	(NLG)	so	the	
client knows exactly what they need 

to pay to fund a certain death 
benefit level. While 

this is a 

wonderful option for many clients, 
we must remember that these 
guarantees come with costs.  in 
particular, the client generally has 
little to no cash value build up in 
the policy, as the insurance carrier 
is “soaking up” the cash value to 
pay for the extra reserving required 
for the NLg. The client also loses 
flexibility if the NLg premium is 
not paid on a timely basis — in 
fact, the guarantee can be lost.

i would like to make a case 
that there is no better time to 
sell traditional UL than right now.  
There are several reasons for 
this (reasons you may consider 
sharing	with	your	clients):
1. historically low interest 

rates. Since universal life 
was introduced in the late 
’70s, interest rates have been 

on the decline.  As a 

result, most UL policies sold 
in the past 30 years suffered 
rate reductions that caused 
them to under perform their 
original illustrations based on 
carriers’ current rates at the 
time. Now, however, there is 
a much greater likelihood that 
interest rates will continue 
rising from their current levels. 
Most carriers are crediting 
4.5	percent	to	5	percent	on	a	
current basis. for the first time 
in the history of UL, we have 
a lot more room to go up than 
down!	(See	chart	above.)

2. Cost of guarantees.  The NLg in 
current UL products represent 
a cost to the client: the price is 
a loss of flexibility and a loss of 
cash value.  UL was designed 
originally to be a combination 
of life insurance with a 
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savings element, although 
we have drifted away from 
that premise in recent years. 
The costs of these guarantees 
has gone up recently, which 
has caused many carriers to 
increase the premiums for 
the NLg due to increased 
reserving requirements, low 
rates and increased costs 
in the capital market.

3. Value of life insurance living 
Benefits.  in a world where the 
pressure to raise tax rates is 
prevalent, utilizing the living 
benefits of UL can be a big 
advantage to your clients. At 
the core of it is the ability to 
access cash values on a tax-
preferred basis for future 
income and other cash needs, if 
the policy is properly structured.  
in addition, many new products 
offer additional living benefits 
for long-term care, disability and 
other specialty needs.  Universal 
life has become something 
akin to a Swiss Army knife.

4. flexibility.  As i stated before, 
the cost of no-lapse guarantees 
is the loss of flexibility in 
funding.  Therefore, you must 
be clear with your clients 
that if they miss or delay a 
premium payment, they may 
lose the guarantee 

permanently.  This is more 
troublesome when there is 
little to no cash value build-
up.  This means your client can 
pay premiums for many years 
and have nothing to show for it 
even if one premium payment 
is missed.  No-lapse guarantees 
act like term insurance (you are 
renting,	not	owning).	Traditional	
UL sales can provide much 
more flexibility in funding.

5. rate of return.  Even with 
low interest rates, clients 
can potentially experience 
strong returns on their 
premiums over an NLg.

for example, i ran a 50-year-old 
male, preferred non-smoker, for 
$500,000	of	face	coverage.		The	
lifetime pay NLg premium from one 
of the more prominent U.S. carriers 
was	$5,336.		That	generates	
no cash value after 26 years.

i also ran an old traditional UL 
illustration with the same case and 
carrier, but solved for the premium 
that would keep the policy alive 
to age 121, using the fixed rate 
of	4.85	percent.		That	premium	
came	out	to	be	$7,464.		So,	you	
would look at that and say, “Well, 
the guarantee is cheaper. 
i had to 

pay	$2,128	a	year	more	and	I	
don’t get the guarantee.”

However, the second illustration 
generates cash value over the 
life of the policy.  As an example, 
the 25th year’s cash value is 
$171,143	compared	to	$14,843	
for the NLg product.  The pre-tax 
ROI	on	the	additional	$2,128	of	
premium versus the cash value in 
the 25th year is 7.5 percent.  That 
is a great return on the additional 
premium dollars compared to other 
options in the market today.

Now is a great time to look at 
traditional UL as an alternative to 
no-lapse guarantees in many cases.  
Please call us here at Davis Life to 
help you look at the alternatives 
that may put your client in a better 
position to solve their needs.

JoN f. DAVIS 
F.S.A. 
Co-owner 

800.747.5612 

Jon@DavisLife.com



8

What is the importance of 
this client to you?
» b Y  b o b  P e d i g o

This month, we cover 
question number 10: 
What is the importance 

of this client to you? And related 
to that question is this: Does this 
case stand alone, or is it related to 
other current or future business?

As an insurance professional, 
every case you write is 
important, but that said, we 
know that some cases are more 
important than others.

Let’s suppose that you are about 
to submit an application on a new 
client who happens to be the CEO 
of a mid-sized corporation. This 
case might be the largest case 
you will write all year in terms 
of its face amount and annual 
premium. But beyond that, you 
are also confident that successfully 
placing this case will result in more 
large sales from his corporation 
and from referrals he can make.

But	–	and	isn’t	this	just	so	
typical	on	an	important	case?	–	this	
particular client has a few medical 
issues. The revenue that could 
result from all those future cases 
hinges on placing this first case. 
Thus, it is crucial that this case be 
handled carefully and well, and that 

the agency you work with does 
everything possible 

to find 

that one carrier that will look 
past the particulars of this first 
application and see the big picture.

fortunately, not all life insurance 
carriers have the same philosophy. 
Some will be able to look at 
extenuating circumstances. There 
are still some carriers that will 
recognize that they are in the 
same situation as you. if they 
take this case, they are in a much 
better position to get future cases 
as a result. But, of course, they 
need to have credible reason to 
believe that other cases will come 
in. On this matter, as with all 
underwriting matters, they will 
consider information coming from 
your agency’s staff underwriter to 
be more credible than information 
coming from the writing agent.

The staff underwriter will help 
you know what type of information 
to gather to help your cause. it 
will start with the specifics on your 
client. The carrier will want to know 
that the applicant is the CEO of 
a corporation, that the insurance 
covers a buy-sell agreement because 
of his ownership in the business, 
and that it also covers a key person 
risk since he is the only one who 
can keep this business running 
smoothly. The carrier will want 
to know complete details on your 

client’s medical history, compliance 
with any doctor’s recommendations, 
and quality of care.

But the staff underwriter and 
the carrier selected will also want 
to know what future referrals 
could develop out of this single 
application. Will this CEO provide for 
coverage for other key employees 
of the business? This CEO is 
clearly tied to many other business 
owners and operators outside his 
business. He has relationships 
with a raw materials business 
owner, a tool manufacturing and 
repair business owner, the owner 
of a large marketing firm, the 
senior officer of an accounting 
firm, and the senior partner of a 
legal firm. What is the likelihood 
of gaining business through 
referrals to these individuals?

Naturally, you can increase 
the likelihood of getting your 
important case placed if you also 
submit other applications related 
to it to the same carrier at the 
same time. That way, the staff 
underwriter can credibly point 
out to the carrier’s underwriter 
the relationship between these 
pending cases. The carrier’s 
underwriter will take into account 
that a decline on one case will in 
practice be a decline of them all.

Some carriers, of course, will 

8
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not be willing to look past the 
particulars of this specific risk, 
and perhaps the applicant’s health 
conditions are serious enough 
that nothing can be done. But the 
staff underwriter will be able to 
analyze this and properly select 
that carrier that is most likely to 
take these potential future cases 
into account as it considers your 
current case. The staff underwriter 
will explain to that carrier’s 
underwriter	–	via	a	cover	letter,	
a	phone	conversation,	or	both	–	
the importance of the decision 
to be made on this application as 
it would apply to other quality 
business applications that are in 
house or may follow. The staff 
underwriter will also attempt to 
position the applicant’s medical 
issues in the best possible light.

So, in summary, for a case like 
this, it is important for the agent 
to be able to deal with a company 
that is eager to earn the business, 
and while it seems that there are 
fewer such companies each year, 
the staff underwriter will be able 
to pinpoint such a 

company. The carrier’s underwriter 
can then take into account the 
staff underwriter’s letter citing 
the likelihood of the placement of 
several large quality applications, 
which perhaps could cause the 
mortality risk to even out.

in the next article, we will 
wrap up this series of articles 
with a summary of important 
underwriting ideas. 

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 compa-

nies and their underwriters.  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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How we help you close more cases 
» b Y  a l  S t o c k w e l l

Do you ever wonder what 
goes on behind the scenes 
at Davis Life?  How does 

our approach to handling life cases 
differ than many other iMOs in 
the market?  We have established 
a team approach to handling large 
and difficult cases that helps us to 
stand apart from the competition 
and get you better offers for your 
clients.  So, what does this mean?  
Let me give you a few examples of 
some recent cases where we came 
together as a team to find the 
right solution for several cases.

an agent in texas with a client 
that has significant net worth and 
the agent had never sold a life 
policy before. He was intimidated 
by the aspects of the case.  After 
gathering the details on the client, 
i asked Ann Lewis-Jacobson, our 
in-house expert on estate and 
business planning, to consult with 
the agent not only on the best 
solution for the client, but also on 
how the agent should approach the 
client and close the sale.  We also 
consulted with Bob Pedigo, our vP 
of Underwriting, since the client 
had a minor health issue that had 
the potential to affect the offering.  

Because we got our team experts 
involved before the 

application was even applied for, our 
agent was able to write the policy 
and get the client to commit to over 
$35,000	a	year	in	premium.		And,	
the case was issued Preferred Plus!

another agent of davis life 
has a very well-known client who 
required an assurance of privacy.  
The	client	has	several	major	medical	
issues, but has a significant need 
for insurance.  Again, i brought in 
Bob Pedigo, and we teamed up with 
three of our preferred carriers’ top 
underwriters to discuss the case 
and present it in the best light.  
This case is still in the early stages, 
but we have the commitment from 
the companies to give us quick 
turnaround and to consult with 
Bob throughout the process.

a third case involves a client with 
several old life insurance policies 
that were purchased with varying 
needs in mind.  Over the course of 
years, the client’s financial picture 
changed dramatically and the 
older policies were not necessarily 
the best fit today.  We ordered 
the inforce illustrations for all the 
policies and utilized co-owner 
Jon Davis’ actuarial knowledge 
to discern how the policies were 
established and how they were 
projected	to	perform.		This	process	

helped provide clarity for the 
agent and client and allowed the 
agent to set up a new sale.

While we have expert case 
managers and contracting staff 
to process your business, some of 
our new agents don’t realize the 
breadth of knowledge and the scope 
of resources that we offer to our 
agents to help them close large 
and sometimes complicated cases. 
Contact us whenever you feel a 
case may be difficult to place due to 
any number of reasons, including:  
client reluctancy, medical issues or 
even if your client already has a life 
policy in place.  Many times, we can 
identify an opportunity and help you 
navigate the potential road blocks, 
so that you can close more business.  

AL StoCkWELL 
MBA, FLMI 

Life Marketing Director 

800.747.5612 

Al@DavisLife.com
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For more information 
about West Coast Life’s 
ExtendCare rider, contact:

For Agent/Broker-Dealer Use Only.  Not For Consumer Use.

Who might benefit from the optional ExtendCare rider?

•	 Jack, age 57, is a successful executive with a Fortune 500 firm who is seeking 
low-cost guaranteed death benefit protection to help his family sustain their standard 
of living and cover financial obligations if something were to happen to him

•	 He	is	also	concerned	about	the	rising	costs	associated	with	chronic	illness	care

•	 Currently,	Jack	has	a	stand-alone	Chronic	Care	policy	and	is	interested	in	examining	
his existing Chronic Care coverage and comparing it to new plans, benefits, and 
features currently available

Chief Concerns:

•	 Spending	as	little	“out-of-pocket”	for	life	insurance	coverage

•	 The	effect	of	lost	income	on	his	family’s	daily	living	standard	if	Jack	becomes	
chronically ill or dies prematurely

•	 Providing	income	to	cover	his	financial	obligations	if	something	were	to	happen	to	him

Proposed Solution:

 After reviewing his current and potential insurance needs with his financial advisor,  
Jack	elects	to	purchase	a	$1,000,000	West	Coast	LifeTime	Platinum	III	UL	policy	with	the	
optional ExtendCare	rider	and	the	3	month	waiting	(elimination)	period.	The	ExtendCare 
rider	will	be	in	addition	to	Jack’s	traditional	stand-alone	Long-Term	Care	policy.

Needs Met: 

•	 Jack	has	acquired	permanent	life	insurance	protection	

•	 He	has	increased	his	coverage	for	potential	chronic	illness	care	needs	

•	 If	Jack	ends	up	not	needing	the	benefits	accessible	under	the	ExtendCare rider,  
they will pass to his beneficiaries tax free upon his death 

WCLAG.1814          (02.11)

Take Control NOW.

LifeTime	Platinum	III	UL,	policy	form	WC-U15	and	state	
variations thereof, is a flexible premium universal life 
insurance	policy	issued	by	West	Coast	Life	Insurance	
Company	(WCL)	which	is	located	at	2801	Highway	280	
South,	Birmingham,	AL	35223.	Product	features	and	
availability	may	vary	by	state.	Subject	to	underwriting.	
Subject	to	up	to	a	2-year	contestable	and	suicide	period.	
Benefits	adjusted	for	misstatements	of	age	or	sex.	Consult	
policy	for	benefits,	riders,	limitations	and	exclusions.	In	
Montana,	unisex	rates	apply.	WCL	does	not	render	legal	
or	tax	advice.	Information	in	this	summary	is	based	on	
current	tax	laws	that	are	subject	to	change.	Not	available	
in	all	states.	All	payments	and	all	guarantees	are	subject	
to	the	claims	paying	ability	of	WCL.

ExtendCare	Rider	(Form	WC627	8-10	or	Form	ICC10-
W-R2)	is	issued	by	West	Coast	Life	Insurance	Company.	
Actual terms and conditions contained in the rider 
govern	all	benefits	provided.	Please	see	the	rider	for	
more detailed information. Available only at issue and 
at an additional cost. Assumes medical and financial 
underwriting	qualifications	at	time	of	initial	application.	
Not	available	in	all	states.	State	variations	may	apply.

Consumer Profile:  
Comprehensive Policy Review

Life Insurance Accelerated Death Benefit Rider

800-747-5612
dlb@davislife.com
www.davislife.com



Monika Agic 
immigrated 
to United 
States from 
Bosnia in 
1995.	She	
brings 15 
years of 
financial 
services 
experience 

working in finance and insurance. 
Before	joining	Davis	Life	Brokerage	
as a Life Marketer Support Specialist 
in March 2011, she has worked at 
Principal financial group where 
she served in roles of a Marketing 
Consultant, internal Wholesaler and 
Executive Benefits Administrator 
focusing on non-qualified benefits 
and business continuation plans. in 
her new role, she focuses on product 
and process research, illustrations 
and competition analysis. 

Monika is a graduate of grand 
view University where she 
graduated	“cum	laude”	and	majored	
in Criminology and Sociology. She 
also holds a CLU designation from 
American College, and fLMi, ACS 
and ARA designations from LOMA. 

in her free time, Monika pursues 
an artistic career. Her art can be 
found in private and corporate 
collections internationally. 

gary 
Sorensen is 
a Life and 
Annuity 
Marketing 
Executive 
for DLB.  He 
comes to us 
with over 
19	years	of	
experience 

in the insurance and financial 
Services	Industry.		Before	joining	
Davis Life Brokerage, gary worked 
for a home office in capacities 
ranging from the Marketing Desk 
to Sales vP for annuity distribution 
to Sales Training Director for life 
and annuity.  Spending as much 
as 70% of his time on the road, he 
has been exposed to many different 
business models.  His experience 
includes working with Banks, 
Broker Dealers, Career Marketing 
Organization and independent 
Marketing Organizations.  gary 
focuses on solution based selling, 
understanding how to uncover 
needs	and	overcome	objections	and	
has a unique ability to break down 
complicated	subjects	making	them	
easy to understand and explain to 
your clients.  He graduated from 
the University of iowa, maintains 
a life insurance license as well 
as	his	Series	7,	63	and	24.

gary is passionate about helping 
agents find the right solution for 
their clients.  His experience in 
multiple distribution outlets helps 
him understand your personal 
situation.  give gary a call and 
let him help you find the right 
solution to your clients’ story.

valerie 
brings over 
15 years of 
life insurance 
experience 
at both 
the home 
office and 
brokerage 
agency 
level. Before 

joining	Davis	Life	Brokerage	Valerie	
worked at Brokers Life Marketing 
group as their life new business 
manager	for	almost	8	years	and	
supervised	a	team	of	4	case	
managers as well as processed 
high target premium cases and 
worked on all trial cases.

She is a graduate of Marshalltown 
Community College, has 1 daughter, 
Avery,  entering her sophomore year 
at the University of iowa. Another 
daughter, kelsey, is an RN in West 
Des Moines, her son in law, Elliott 
owns his own cleaning business and 
finally	1	son,	Riley,	14,	entering	high	
school. valerie’s husband, Brian, 
is also in the insurance business.  
valerie is an avid iowa Hawkeye 
football fan and you can find her 
in iowa City most Saturdays in the 
fall when there is a home game. 

To all of you from valerie: i love 
the life insurance business and 
strive to provide the best service 
possible to all of our agents.

Gary SorensenMonika Agic Valerie Krakau
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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
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  ............................................................................................... A  Excellent  .........................................................................................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  .......................................................................... B++  Good  .................................................................................................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  ............................................................................................................... B++  Good  .................................................................................................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. 

AMR211-0906 06-406
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Legacy Road Trip 2011 
8:30 to Noon, Local Time

July 12 Ontario, CA
July 13 Orange County, CA
July 14 Omaha, NE
July 19 Atlanta, GA
July 20 Fort Lauderdale, FL
July 21 Tampa, FL

Summer is here, but you don’t have to drive cross-country to find a 
hidden treasure. Legacy is coming to YOU! We’re heading your way, 
packed to the luggage rack with an all-new EXCLUSIVE product 
that’s already creating buzz in the industry. But you have to be present 
to discover: 

• What 12, 8, and gold have in common.

• What the heck is a rate booster anyway and how can you get one?

• Our best-kept secrets to your 2011 sales success.

•  A chance to win one of several $100 gas cards or qualify for a 
luxury trip for two!

We’re committed to giving you the exclusive products to help you 
deliver solutions to your clients. One might even say that we’re solution 
obsessed!  

Join us to discover the newest Mark! Registration is FREE.  
Sign up today on LegacyNet® or click here for a form. 

Are You
 

There Y
et? 

Win a $100 
Gas Card!

Register today! 
Please fax your registration form to 888-618-7444. 

800-747-5612 
dlb@DavisLife.com
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Registration Form 

Legacy Road Trip—July 2011 

Legacy Producers may register online at https://secure.legacynet.com/lmg/roadtrip/ 

OR by faxing this completed form to Nancy Crockard at 800-211-5641. 
 

 

 

 

Name  _________________________________________________ Producer No.* ____________________  

Company Name ___________________________________________________________________________  

Address _________________________________________________________________________________  

City ___________________________________  State  ______________________ ZIP ___________________  

Telephone _______________________________________ Cell ____________________________________  

E-mail ___________________________________________________________________________________  

Referred by Wholesaler   Davis LIfe ___________________________________________________________  

* If not contracted with Legacy, your Registration Form must designate a referring Legacy Wholesaler. 

 
 

Registration for all meetings is from 8:30 to 9:00 a.m. Meetings begin promptly at 9:00 a.m. and end at Noon. 
 

 

DATE CITY LOCATION 

Tues. July 12 Ontario, CA  Yes 
Doubletree Hotel Ontario Airport 

222 N. Vineyard Ave. • Ontario, CA 91764 • 909-937-0900 

Wed. July 13 Orange County, CA  Yes 
Wyndham Orange County 

3350 Avenue of the Arts • Costa Mesa, CA 92626 • 714-751-5100 

Thurs. July 14 Omaha, NE  Yes 
Regency Lodge 

909 S. 107th Ave. • Omaha, NE 68114 • 402-397-8000 

Tues. July 19 Atlanta, GA  Yes 
Hampton Inn & Suites 

16785 Old Morris Rd. • Alpharetta, GA 30004 • 678-393-0990 

Wed. July 20 Ft Lauderdale/  Yes 
West Palm Beach, FL 

Ft. Lauderdale Marriott Coral Springs Hotel 
11775 Heron Bay Blvd. • Coral Springs, FL 33076 • 954-753-5598

Thurs. July 21 Tampa, FL  Yes 
Crowne Plaza Tampa East 

10221 Princess Palm Ave. • Tampa, FL 33610 • 813-623-6363 

 
  
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

Reminder: Not only is it a discourtesy, but it is also a violation of Legacy’s Wholesaler Code of Ethics to recruit Producers contracted under other 
organizations or to promote products underwritten by non-Legacy carriers at Legacy-sponsored events. 

 

2090 Marina Avenue • Petaluma, CA 94954-6714 
Telephone: 800-395-1053 

Fax: 800-211-5641, Attn: Registrations/Nancy 

Meeting space is limited to the first 50 registrants. 
To attend a Legacy Road Trip event, you must 
be currently licensed in your state. 
 
Please register online or fax your completed form 
to the number at the right.  

 



there are More Solutions to expanding Your Practice inside!  

What’s inside
•	 	Destination?		PARADISE!!		Announcing	

Davis	Life	new	and	exciting	trip!

•	 	New	MOUNTAIN	of	a	Bonus	Product... 
you	don’t	want	to	miss	this.

•	 Why	UL?		Why	now?		Here’s	an	answer.

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

3 r d  q t r 2 0 1 1

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.”


