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How do you measure the success of a 
business? At Davis Life Brokerage we 
measure our success by your success. 
That philosophy has paid off well as 
we celebrate 30 years of building 
successful relationships with insurance 
professionals in 2010.

As we turn the corner into our 30th year, it’s 
been fun to look back at where we came from. 
Our business is family-owned and operated 
and has always been based in Des Moines, 
Iowa, the heart of insurance country. 

Our Midwestern location has also allowed 
us to attract and keep an exceptional staff 
with a strong work-ethic and high integrity. 
Many of our employees have been with the 

company for well over 10 years. That’s not something you typically see in the 
brokerage business. Again, that comes from our philosophy to treat people 
right – it starts with our employees and extends to the insurance professionals 
and all parties we work with.

Davis Life was founded by Ronald Davis, CLU, in January, 1980. He started 
his own company after many years working as an insurance company 
executive and building a very strong understanding of the brokerage side of 
the business. Ron found that through his approach of always doing what he 
promised he was building on a strong foundation.

Although the company’s focus started in Iowa, Davis Life quickly branched 
out in other areas of the country. “I found agents liked working with a 
Midwest agency, with people they could trust.” said Ron Davis. “We didn’t 
always know all the answers, but we were always honest and promised to 
do the research and find out what the agent needed and get back to them 
quickly. This really set us apart and endeared agents to us.”

Davis Life Brokerage in the Making 
Celebrating 30 Years 

continued on page 2

Davis Life Brokerage co-owners Jon 
Davis (left) and Trent Davis (right) 
are shown with company founder 
Ronald Davis (seated).



WOWED!
P R E P A R E  T O  B E

Caribbean Cruise 2011
Plus, you can live it up with up to
$1,000 in CRUISE CASH

from Davis Life 

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

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

As the agency grew the staff grew 
as well. Ron’s first employee was 
Barb Davis and she is still with 
the company today. The second 
addition to the staff was Ron’s 
son, Trent Davis. Trent’s previous 
experience as a manager of 
domestic distribution for 20th 
Century Fox Film Corporation and 
experience working with high net 
worth individuals has allowed 
him to provide their advisors with 
added expertise on the wealthy 
market’s perceptions and needs. 

Meanwhile, Ron’s son Jon Davis 
was building a strong career 
working for insurance companies 
in several leadership positions, 
including chief actuary for USG 
Annuity and Life. Seven years ago, 

Trent and Jon decided to buy the 
business from their father and they 
now work together as co-owners 
of Davis Life Brokerage. 

While some things have changed, 
the heart of Davis Life remains the 
same – people you can count on. 
“I found a lot of success putting 
a lot of focus on agent education 
and helping agents with big 
cases,” said Ron Davis. “This is 
still a strong focus of the company 
– continually teaching agents new 
techniques to grow their business.”

Today, Davis Life serves hundreds 
of agents across the country 
and their approach is focused 
on becoming “Your Financial 
Services Partner for Life.” That 
means providing consistently 

great service to you. When you 
call Davis Life, you’ll never get a 
recording during business hours, 
you’ll always reach a real person. 
Plus, Davis Life has assembled a 
great team that has the experience 
and knowledge to provide you 
with top service. 

As the company enters its fourth 
decade of service, it continues to 
thrive and even grow in turbulent 
economic times. Davis Life just 
moved its offices late in 2009 
to a larger building in West Des 
Moines that will allow them to 
continue to grow, expand and 
meet all your future needs – 
with a continued focus on their 
trademark approach of honesty 
and high standards of integrity.

(Celebrating continued from page 1)



But that’s only part of the message boomers need to hear 
from their advisors to understand why they need LTCI now. 
“They need to view long term care insurance as a financial 
planning product, as the glue that holds their retirement 
plans together,” says Katelman.

Too many boomer clients see LTCI premium payments as 
a “luxury” to go without in times of economic hardship. 
And too many advisors let them get away with it. What can 
be done to stress the product’s critical need? How do you 
ensure your clients don’t prolong the economic hardship 
well into retirement?

The argument in favor of long term care insurance has 
rarely been as compelling as it is today, for advisors and 
their clients alike, contends Gary Katelman, CSA, CLTC, 
president of LTC Benefits Group, a national field marketing 
organization in Omaha, Neb.: “A decline in the value of 
clients’ assets is a perfect opportunity for agents to go back 
and make sure those assets are insured from spend-down” 
due to a long term care event.

In building the case for purchasing LTCI now, it’s also 
important to delve into the consequences of not doing so. 
Beyond protecting income and assets from drawdown and 
depletion, it also protects family members and friends from 
the emotional and psychological damage inflicted by long 
term care events.

The retirement planning 
glue that holds it all  
together.  LTCI 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.”

800-747-5612
dlb@DavisLife.com

www.DavisLife.com/BOMS
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This is the fourth article in a series of 12 discussing the benefits of using the Laser Underwriting Approach, which utilizes 
an agency-based staff underwriter. Each story in the series addresses one of the 10 preliminary questions that make this 
approach effective. 

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? 

It’s a good day when your trial 
application takes another swift trip 
through underwriting. After the staff 
underwriter reviews the above 10 

questions, the application is sent to 
one or two companies that are best 
equipped to give you the most favorable 
offer and the quickest response. The 
Laser Underwriter Approach for trial 
applications can definitely prove to be 
beneficial to you, the producer. 

As we continue through the 10 question 
series, we will now discuss the third 
question: “What is your client’s age, 
tobacco status, height and weight, and 
ability to live on his or her own?” The 
answers to this question can give more 
information than meets the eye to the 
staff underwriter, and to the company 
underwriter assigned to your trial 
application. Here’s how:

The client’s correct age immediately 
shows the staff underwriter what 
thought process will be used, and 
what questions they will need to have 
answered. If the age of the applicant is 
a young child, the underwriter will want 
to know: Do the parents have coverage? 
If so, how much, and how does this 
coverage compare to that being 
requested on the child? Do siblings have 
the same amount of coverage? Lastly, 
does the child get normal well baby 
checkups and immunizations? 

If the applicant is a teen, questions 
could be: In addition to the coverage 
questions above, what is the teen’s 
driving record? Is there any alcohol or 
drug use, or any hazardous activities? 

For adults the underwriter would want 
to know: What is a reasonable amount 
to be applied, based upon their income, 
potential future earnings and net worth? 
What is the medical history?

For older-aged applicants: What is the 
purpose of the coverage? What are the 
actual needs versus the speculation of 
needs? Are they active and can they 
perform activities of daily living? (See 
below.) Are their cognitive abilities 
good? The lab values are also looked 
at closely because these values mean 
different things in an elderly adult 
as opposed to a younger adult. For 
example, low albumin might indicate 
malnutrition in an elderly adult. A 
younger adult having a low albumin is 
usually found to be normal and healthy. 

The tobacco use question is extremely 
important, not only for current use, 
but for the history of tobacco use as 
well. Because tobacco is a leading 
cause of many impairments such as 
heart disease, cancers and chronic 
lung disease, the staff underwriter will 
want to know details about the history. 
What types of tobacco being used is 
also important. Cigarettes are known to 
cause lung disease and heart problems. 
Chewing tobacco can cause several 
types of mouth and throat cancers. 

How often tobacco is used is also an 
important detail. The more tobacco is 
used on a daily basis, the greater the 
risk. For example, a two-pack-per-day 
smoker is at higher risk for impairments 
than a half-pack-per-day user. 

If a person quits using tobacco, studies 
have shown that immediately upon 
quitting, the blood circulation increases, 
and blood pressure and heart rate 
quickly improve. Within a few days, 
breathing becomes easier and the 
senses of smell and taste return. After 

Basic Health Stats Say A Lot
By: Bob Pedigo, CLU, FALU, FLMI, Vice President for Underwriting, Davis Life Brokerage 
As seen in Life Insurance Selling - Inside Track

continued on page 5



two or three months, lung function can 
improve up to 30%. After a year, heart 
disease can be reduced by 50%. Fifteen 
years after quitting tobacco, the risk of 
heart disease is the same as a person 
who never smoked.

The correct height and weight is 
important on the trial application 
because it gives the staff underwriter 
an idea of what impairments may 
appear with increased weight. So many 
conditions such as diabetes, elevated 
blood pressure and heart disease are 
directly related to increased weight. 
This is very similar to the tobacco 
question. Elevated weight and tobacco 
use, of course, put additional risk on the 
applicant. The possibility of dual risk 
for increased weight and tobacco use 
becomes evident with medical records 
secured by underwriter. Knowing the 

additional risk gives the producer a 
heads up.

The final part of this question: Does 
the applicant have the ability to live 
on his or her own? Does this person 
need help with any activities of daily 
living? This means bathing, toileting, 
dressing, eating/preparing meals, or 
ability to walk or drive a vehicle. Are 
they involved in outside activities such 
as church or clubs? The underwriter will 
be looking for vitality in living versus a 
frail lifestyle.

Understanding the importance of these 
detailed questions will help you in 
working with your clients and keeping 
a speedy track record for getting 
applications processed. 

Next time, we’ll discuss question 
number five: “Are you in competition? 

Who are the other companies, face 
amounts applied for, and ratings 
already given?” We’ll find out just how 
important these details can be. 

Bob Pedigo, CLU, 
FALU, FLMI, heads the 
underwriting division 
at Davis Life Broker-
age. Mr. Pedigo is the 
former Vice President 
and Chief Underwriter 
with Indianapolis Life. 
As the Vice President 
of Underwriting for 
Davis Life, he assists 
producers in navigat-
ing their cases through the sometimes rocky sea 
of underwriting. In addition to being available for 
consultation with agents on tough cases, he is an 
advocate in working with home office underwriting 
departments. In addition to his 30 years of under-
writing experience, Bob also sold life insurance 
early in his career.

Hello All! Before I let one more 
newsletter go by, I want to thank you 
for your business and for allowing us 
to be of service to you. We work hard 
to stay abreast of changes and there 
have been many this year. 

I would even say that this year has 
been the most interesting of my 
career. We’ve had many challenges 

and I doubt we’re in 
the clear. Yet, we 

will continue to 
monitor changes 

and communicate 
them to you in a 

timely manner. 

Focused on 
You Through 
the Changes

The most 
common 

announcements 
you’ll see will 

be related to rates, commissions 
and product suspensions. We’ve 
been forced to explore product 
opportunities outside of our core 
companies due to product and 
commission changes. You have to 
understand though that our focus is 
on you and your client. We won’t 
throw just any product at you. We’ll 
give you products that sell; and 
products that make you money. 

The Roth IRA Conversion 
Opportunity 
There’s a lot of hype about the 
Roth IRA conversion opportunity. 
The lifting of the income restriction 
provides opportunity for conversion, 
but keep in mind that your target 
client is one that has a sizeable IRA. 
And, that IRA holder thinks they’re 
going to be in a higher tax bracket 
when he or she retires. Oh, and don’t 
forget that IRA holder must have 
the money to pay the taxes on the 

conversion even though they’ve been 
given until 2012 to get the taxes paid. 
Don’t get caught up in the hype. The 
new rules won’t apply to everyone. 

Are you looking for leads? 
I’ll tell you that the best annuity lead 
source I’ve seen is the med supp. 
With proper education, I’ve seen med 
supp agents turn into some of our 
best advisors. If you’re worried about 
where your next client is coming 
from, you may want to give us a call. 

The Holidays are upon us. We extend 
not only our best wishes, but our 
gratitude to you 
and your family. 

PJ Duncan
Director of Annuity  

Marketing
800-747-5612

PJ@DavisLife.com

PJ’S PICKS
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The concept of split-dollar life insurance is very 
simple: two parties, by agreement, share in the rights 
and obligations of a single policy. In other words, 
the policy is “split” between two parties. Cash value, 
death benefit and premiums, or some combination, 
are shared by two parties – and a split-dollar 
agreement is created. 

Now let’s discuss the details as to how the policy 
will be shared. Frequently one party needs life 
insurance and the other party is willing to help with 
the premiums, but only on the condition that they are 
reimbursed at some future date.

Split-dollar plans were very popular in the 1980’s and 
1990’s, however in 2003 the Federal Government 
instituted regulations that made split-dollar less 
attractive in the eyes of some insurance professionals. 
Depending on the relationship between the 
parties of a split-dollar arrangement, the economic 
benefits became more complicated. Under the new 
regulations reimbursements could be treated, for 
tax purposes, as compensation, dividends, capital 
contributions or a gift. They could be viewed as a “a 
transfer that may have a different tax character.” In 
spite of these difficulties, split-dollar policies have 
staged something of a comeback recently.

Today, there is no specific split-dollar market; it is 
simply a technique for financing the purchase of life 
insurance. That being said, it is most frequently used 
in business environments. An employer, for a variety 
of reasons, may be willing to finance split-dollar 
plans for shareholders, employees, or management 
personnel. 

There are two basic forms of policy ownership 
with split-dollar plans. (1) Endorsement Method: 
The employer owns the policy, but a written 

endorsement is added to the policy which splits the 
benefits between the employer and the employee. 
(2) Collateral Assignment: The employee owns the 
policy and assigns certain interests in the policy to 
the employer as collateral for payments made by the 
employer.  

Splitting the cost of the policy can be done in any 
manner. The employer can pay the entire premium 
and the employee is taxed on the economic benefits 
or by the annual renewable term rates published by 
the insurance company. The other method involves 
the employer and employee agreeing to “split” 
the premium. Split-dollar also allows a business 
owner to split the premium on his own policy with 
his own company. For example, Mr. Smith owns a 
C corporation and wants to fund his personal life 
insurance policy through split-dollar. He can do 
so with an agreement that he will pay 40% of the 
premium and the company will pay 60%. His portion 
is taxed to him as income and the company takes 
a deduction for that portion. The owner is merely 
passing the money from his corporate pocket to his 
personal pocket.

There are other situations which lend themselves to 
a split-dollar approach, besides employee benefits. 
Other potential areas include: (1) Estate Planning; (2) 
Business Continuation; (3) Key-Person Insurance; (4) 
Family Situations; (5) Deferred 
Compensation; (6) Buy-Sell 
agreements; and (7) Estate Tax 
Liquidity.

  

Split Dollar Arrangements For Business Insurance

A Concept Made Simple
Today, there is no specific split-dollar 
market; it is simply a technique 
for financing the purchase of life 
insurance . . . it is most frequently 
used in business environments.

Ann Lewis
CLU

800-747-5612
Ann@DavisLife.com
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Much of the confusion about life 
settlements is caused by erroneously 
putting life settlements, STOLI, 
viaticals, and investing in life 
settlements in the same bucket. 
This confusion can lead advisors to 
give the wrong advice to clients or 
to avoid a legitimate life policy exit 
strategy that is in the best interest of 
the clients. Accurate knowledge is a 
powerful tool to help mitigate risk.

As the market for life settlements 
matures and the opportunity for 
advisors to serve senior clients 
through legitimate life settlements 
becomes clearer, more advisors are 
finding the path to legitimate life 
settlements.

Life Settlements Defined
Definition: A life settlement is an exit 
strategy, the sale of an unwanted or 
underperforming life insurance policy 
(asset) in the secondary market for its 
fair market value.

• New wealth is often created 
for senior clients because a life 
settlement can produce a lump sum 
cash payment to the client in excess 
of the policy’s cash surrender value. 
The financial institution purchasing 
the policy then owns the asset, pays 
future premiums, and receives the 
death benefit.

• A life settlement is an alternative 
exit strategy for an unwanted 
or underperforming life policy. 
Other commonly used policy 
exit strategies are policy lapse, 
surrender, 1035 exchange, or 
change of ownership to charity or 
family member.

• It is a way to provide your client 
additional liquidity at a time when 
raising cash can be very important 
to maintaining life style.

Life Settlement Legitimacy
Legitimate life settlements have 
been recognized by AALU, ACLI, 
NAIFA, the Internal Revenue Service, 
legislators, and some life insurance 
companies.

• Legitimate life settlements have 
industry support. Quote from 
the STOLI Alert–March 2007 
published by AALU, ACLI, and 
NAIFA: “The life insurance 
community recognizes that many 
circumstances may lead the owner 
of a life insurance policy to explore 
a life insurance settlement. We 
have always supported and will 
continue to support legitimate life 
settlements.”

• Consumer-friendly life settlement 
legislation recently passed in the 
states of Washington, Oregon, and 
Maine that requires life insurance 
companies to notify policy owners 
that there are alternatives to the 
standard policy exit strategies. 
Similar legislation is pending in 
several states.

• Some life insurance carriers 
recognize the role life settlements 
play in the financial planning 
process by approving life settlement 
brokerage firms that agents are 
permitted to use for legitimate life 
settlements.

• The Internal Revenue Service 
recently released two revenue 
rulings (Rev. Rul. 2009-13 and Rev. 
Rul. 2009-14) dealing with the sale 
to and purchase of a life insurance 
policy involving a third party. These 
rulings increase the importance of 
the life settlement discussion as a 
legitimate and recognized financial 
service product.

The Confusion
The history of the life settlement 
industry contributes to confusion 
for advisors desiring to serve their 
clients well. Terms are often used 
interchangeably when there are 
distinct differences among the 
definitions of the terms. A thorough 
understanding of the differences 
between life settlements and other 
products that are confused with life 
settlements is critical.

Stranger Originated Life 
Insurance (STOLI): 
Definition: A practice or plan to 
initiate a life insurance policy for the 
benefit of a third party investor who, 
at the time of policy origination, has 
no insurable interest in the insured.

• Much of the confusion about life 
settlements has been caused by 
thinking STOLI is synonymous with 
life settlements. It’s not. The “O” in 
STOLI stands for origination. STOLI 
is about the creation of a policy 
and lack of insurable interest before 
policy issuance. STOLI happens 
long before policy exit. A life 
settlement is an exit strategy for an 
existing life policy. 

• Legislation, regulation, scrutiny 
by carriers, and provider diligence 
are thwarting STOLI. Both 
NCOIL (National Conference of 
Insurance Legislators) and NAIC 
(National Association of Insurance 
Commissioners) have proposed 
different models to deter Stranger 
Originated Life Insurance.

• STOLI is not a life settlement. 

Viaticals: Viatical settlements 
of the 1990’s were controversial 
and differed from presentday life 
settlements in several ways:

Finding the Path
to Legitimate Life Settlements

Davis Life Brokerage8



• Many states consider it a viatical 
settlement if the insured has a 
life expectancy of two years or 
less. Viatical settlements are for 
the terminally ill. By contrast, life 
settlements serve senior clients with 
life expectancies of 25 months to 
20 years.

• The viatical market of the 90’s 
sold to private investors and had 
little or no regulation at the time. 
Most of the controversy was on the 
purchasing side of the transaction.
By contrast, in a majority of states a 
life settlement involves institutional 
investors and is highly regulated.

• Viatical settlements are for the 
terminally ill. 

Investing in life settlements: 
Life settlements as an investment 
class is one of the fastest growing 
asset classes. It is a noncorrelated 
asset with potential for a high rate of 
return. Many consider life settlements 
one of the last safe harbor assets 
available for investment.

• Investing in life settlements happens 
on the purchasing side of the life 
settlement transaction. Depending 
on state regulation, investing in life 
settlements is offered to private and 
institutional investors.

• A life settlement on the other hand, 
happens on the selling side of the 
transaction when a policyowner 
sells his policy on the secondary 
market.

• Investing in life settlements 
(purchasing side) is not a life 
settlement (selling side).

Due Diligence
Once you decide that a life settlement 
is in the best interest of your senior 
client you will find an unending 
variety of settlement firms available 
to offer help. Firms vary in their 
business models and expertise. You 
will want to carefully select a firm 
to partner with that is a good fit with 
your core values and practices. Your 
investigation could include questions 
such as:

Does the life settlement 
company represent investors vs. 
the policyowner and advisor? 
This is probably the most important 
question because it reveals who really 
represents your client.

• Life settlement providers represent 
the institutions purchasing the life 
insurance policies. Their business 
model is to purchase the policy for 
the least amount and secure the 
highest internal rate of return for the 
fund.

• Life settlement brokers represent the 
owner of the life insurance policy. 
Their job is to negotiate with all of 
the providers licensed in the state 
where the life insurance policy 
is domiciled to secure the most 
competitive offer for the client.

Does the settlement company 
practice transparency, disclosing 
the entire offer including 
commissions?
• Lack of transparency has been a 

major issue in the life settlement 
market.

• All gross offers should be disclosed 
to you before completing a 
transaction.

• Ask for the official sheet the broker 
receives from the provider.

Have any legal or disciplinary 
actions been taken against 
the company or any individual 
associated with the company?

• It takes years to earn your good 
reputation. Protect that reputation 
by knowing who you are working 
with as a settlement partner.

• Due diligence on your part is 
essential. Google is a powerful tool! 

Is the settlement company 
licensed in all states that require 
licensing?
• Ask the life settlement company 

you are considering for a copy of 
their license in the state where the 
policy is domiciled.

• If they cannot produce it, they may 
be using another firm’s license.

• Your client’s privacy must be 
protected by only working directly 
with a licensed company.

Does the settlement company 
sell life insurance or any other 
products that could compete 
with you?
• Find out if the life settlement partner 

you are considering has other lines 
of business. This may or may not be 
what you are looking for. Why bring 
a competitor directly to your client?

• It could be very important for 
you to work with a life settlement 
company that is focused entirely on 
the life settlement market without 
the distraction of other lines of 
business…they’re on top of the life 
settlement business.

Summary
A life settlement is one of many exit 
strategies that should be explored when 
your senior client no longer wants his/
her life insurance policy. The secondary 
market for life insurance is regulated 
in a majority of states and is supported 
by institutional funds. As an advisor, it 
is important to protect your reputation 
by having a clear understanding of 
the differences between legitimate 
life settlements, STOLI, viatical 
settlements, and investment in life 
settlements. Confusion surrounding 
the differences can lead advisors to 
give the wrong advice to clients or 
to avoid a legitimate life policy exit 
strategy that is in the best interest of 
the clients. Investigate life settlements 
so you are informed of the potential 
and can advise and service your clients 
appropriately. Select a life settlement 
company that is in position to meet 
you and your clients’ expectations 
while enhancing your reputation in the 
financial services market. 

Bill Clark is a Regional Vice-President for the 
Ashar Group, LLC, a nationally recognized life 
settlement brokerage firm. The Ashar Group is 
an independently owned and operated firm that 
represents advisors of policy owners who seek 
to sell their policies on the secondary market. 
Advisors interested in learning more about life 
settlements should contact Bill at 800-384-8080 
or bill.clark@ashargroupllc.com. Additional 
information can be found on the Ashar website at  
www.ashargroupllc.com.
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Al Stockwell
MBA, FLMI

Life Marketing Director
800-747-5612

Al@DavisLife.com

Life with Al
Making the Transition to Life Insurance

While these are all valid concerns, this is the reason why Davis 
Life Brokerage is here. Our job is to lessen these concerns and 
make it easier for you to write more life insurance. As we look 
at the annuity market place – carriers limiting the amount of 
business they will take, the 151a concerns, and the impending 
tax time bomb – this is the perfect opportunity to get better 
acquainted with life insurance.

Let me address each of the concerns above to show you how 
Davis Life Brokerage can make the transition much easier.

1. I haven’t sold life insurance in years and products have 
changed.

 You’re right, a lot of things have changed…for the better! Life insurance 
is more competitive than ever, mortality costs are lower than ever and 
the advent of secondary guarantees take away a lot of the concerns of 
selling a policy that could “blow up” in the future. Bottom line is that you 
don’t have to know all the differences, give us a call and let us explain so 
we can help you find the best solution for your client.

2. It takes too long to process a life app.

 When you’re used to an annuity app going through in less than two weeks, 
six to eight weeks can seem like an eternity, but your clients don’t have to 
know it takes longer. Set up expectations with clients and let them know 
the process takes about eight weeks. Davis Life works hard to make 
sure all the requirements are getting completed in a timely manner 
and can offer suggestions for you and the client to speed up the 
process. 

3. I’m concerned that my client will get declined.

 This is a big factor for sure. That’s why we offer you a preliminary underwriting questionnaire to get the clients 
medical history in detail so we can have our underwriters evaluate the client’s health first. From here, we will have 
a very good idea of what to expect before we ever send an application in to the company. This alleviates a lot of the 
concerns about underwriting and allows you to be more confident in recommending it.

4. I’m not sure how to ask for the life sale.

 Too many people over think this issue. Most agents don’t realize over 60% of the population already has life 
insurance in place. Plus, a great majority is underinsured or would be willing to improve their policy. A policy audit 
is one of the easiest sales you’ll ever make. Another easy option for an annuity agent is to show the client the benefit 
of using life insurance as an alternative to the annuity. If the client is not going to use the money 
and instead pass it to their heirs (which 90% of annuity holders do), why not show them how 
they can double, triple or maybe ever quadruple that amount of money TAX FREE to their kids?

Wherever you are in the transition process, we are here to help. A simple call to  
us may very well alleviate your concerns and show you the opportunities you  
may have been passing up all this time.

I work with a lot of annuity producers every day and I hear a lot of reasons why they aren’t using life insurance in 
their planning process.  Some of the more popular things I hear are:

“I haven’t sold life insurance in years and can’t 

remember all the different products.”“It takes too long to process a life app.”“I’m concerned that my client will get declined and 

then be upset with me.”
“I’m not sure how to ask for the life sale.”



FIXED INDEXED ANNUITIES
Carrier Product Surrender 

Period Bonus/Rate*/Riders

EquiTrust Life Insurance Company,
West Des Moines, Iowa

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

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 National Insurance Company,
Galveston, Texas

BenchMark 500SM Ten SE 8
(Distributed by Legacy)

10 Years 8% Premium Enhancement, 2-Year Monthly 
Average with 9.5% Cap for 100% Partication and 
$100,000 or more Premiums.

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%.

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 6.50% cap, current fixed 
value rate 3.10%.

OM Financial Life Insurance Company,
Baltimore, Maryland

AmeriMark 500SM 
Freedom 7 SE

(Distributed by Legacy)

7 Years Optional 5% Bonus, 15% S&P 500 Two-Year Montyly 
Avg. with 100% Participation Rate.

MULTI-YEAR GUARANTEE ANNUITIES
Carrier Product Surrender 

Period Rate*

Investors Insurance Corporation,                                                                                 
Wilmington, Delaware

RateMark®                                                           
(Distributed by Legacy)

10 Years 1-Year Term 3.50% +/-MVA                                                                                   
3-Year Term 2.40% (30 day surrender charge-free window)

5-Year Term 2.60% (30 day surrender charge-free window)

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

Guarantee 7 7 Years 3.25% years 1-5 (No MVA)
3.75% years 1-5 (MVA)

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

Guarantee 5 5 Years 3.15% years 1-5 (No MVA)
3.65% years 1-5 (MVA)

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 11-9-09
**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.

Davis Life Brokerage10



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
 

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  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
Gerber Life Insurance Company A Excellent Medicare Supplement
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, Med Supp
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. 
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BOBTO THE RESCUE

These are my favorite articles to write each quarter because I get to tell our 
agents about the success of our underwriting services and how another 
agent was able to place a big case.  Not only that, but a client is now able 
to obtain or afford life insurance to provide for their family or provide estate 
liquidity.  Here are a couple recent examples of what Bob was able to do.

LIFE SAVER
This case involved a 74-year old client with a history of cardiac issues. He 
was getting a Table 4 rate from a large captive insurance company.  When 
Bob got involved, we ordered all the medical records and got the current 
paramed exams.  Bob was able to determine that the cardiac issues were 
well documented and in good control, current medication and follow-up 
visits indicated the client was managing his issues well.  Bob discussed 
the case with several carriers and secured Standard offers with several 
companies.  The rates went from over $75,000 to under $30,000.  The 
agent and client were thrilled with the result and the agent subsequently 
went back to old files that his captive company had rated and is working on 
getting his clients better offers.

ESTATE ISSUE
A 75-year old female with a sizable estate was being limited on the amount 
of insurance she was able to get, approximately 50% of what we were 
asking for.  The reasoning from the insurance company was due to the 
fact that a large portion of her estate was not easily verifiable because it 
consisted of several large warehouses of materials.  We were given good 
faith estimates from the client’s attorney and financial planner, but it wasn’t 
enough.  Bob took over and through great documentation and verification; 
we were able to get the full offer.  The agent made over $50,000 in 
commission from the additional sale.

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.
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The New BenchMark 500SM SE 
Annuity Series

New, Rich Guarantees and Benefits
 •  2% safety guarantee compounded annually on 5- and 6-year strategies.
 • Any index gains credit at date of death.
 •  Surrender charge-free withdrawals of up to 10% each year. One-time 

emergency withdrawal of up to 20%,* surrender charge-free!  
Standard 10% withdrawal in other years. 

Diversification and Growth Potential
 • Six- or 10-year surrender schedule.
 • 3%, 5%, and 8% premium enhancement options.
 •  5- and 6-year strategies with 2% safety guarantee  

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

Strength
 • #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.† 

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. Policy 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 a person buys this annuity, the person is 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, the owner 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 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.  
www.forbes.com/2009/04/02/trustworthy-companies-accounting-leadership-governance-integrity_land.html.

 †   A.M. Best Magazine (July 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. Ratings as of September 2009.

 †† Ten-year, no enhancement product. Attained ages 0-75. Refer to Compensation Schedule for details, including commission for ages over 75. 

 AN1876v0709_Davis FOR BROKER USE ONLY. NOt FOR USE WItH CONSUMERS. LM2044

Legacy and American National Insurance Company present

Rich Guarantees, Growth Potential, and Unparalleled Strength

$500 for  

each $100,000 

in qualifying 

premium!

8%  

GA-Level†† 

Comp!
BenchMark 500SM SE˜–The New Standard.  
Call the annuity team TODAY!

Davis Life Brokerage
800-747-5612
dlb@DavisLife.com
www.DavisLife.com 



Many long term care insurance shoppers won’t buy long term care insurance because they’re concerned
that if they don’t “use it, they lose it.” At the same time, they may be in need of, or already own, life insurance.

John Hancock’s Protection UL-G with the LifeCare Benefit rider is a perfect solution for these clients
because it guarantees1 that a benefit will be paid — either a life insurance death benefit, a long term care
benefit, or some combination of the two. When your clients choose the LifeCare Benefit rider, they can
use all, some or none of the death benefit to help pay for long term care expenses. Any portion that is not
used will be paid to their heirs and will be income tax-favored under current law.

Consider how the LifeCare Benefit rider complements John Hancock’s Protection UL-G:

• Clients often fund the purchase of a Protection UL-G policy with the LifeCare Benefit rider with
a lump sum.

• The premium provides an immediate life insurance benefit that exceeds the value of
the initial payment.

• The death benefit is available for use as a Tax Qualified Long Term Care benefit that can
be paid out as a monthly benefit for 25, 50 or 100 months.

• An additional rider is available in many states that effectively doubles the benefit period.

• Adding the Cash Value Advantage rider with a lump-sum payment can create significant cash
value growth in the policy.

Protection UL-G with the LifeCare Benefit rider provides clients with the assurance that they have:
• Premium stability (premiums are guaranteed not to increase)2

• Long Term Care benefits that can never be decreased
• A benefit whether they need long term care or not

Protection UL-G with the LifeCare Benefit Rider

Use It and Don’t Lose It

For agent use only. Not for use with the public.

1. These guaranteed product features are dependent upon minimum premium requirements and the claims-paying ability of the
issuing company.

2. Subject to minimum premium levels.

LifeCare Benefit is an accelerated death benefit rider and may not be available in all states. Maximum face amount: $5 million
with LifeCare Benefit. The LifeCare Benefit is not considered long term care insurance in all states. When the death benefit
is accelerated for long term care expenses, the death benefit is reduced dollar for dollar, and the cash value is reduced
proportionally. The policy account value is also reduced proportionally. For prospective policyholders in New York, this
product is a life insurance policy that accelerates the death benefit for qualified long term care services and is not a
health insurance policy providing long term care insurance subject to the minimum requirements of New York law, does
not qualify for the New York State Partnership for Long-Term Care program and is not a Medicare supplement policy.

Insurance policies and/or associated riders and features may not be available in all states. Some riders may have additional fees
and expenses associated with them.

Insurance products are issued by: John Hancock Life Insurance Company (U.S.A.), Boston, MA 02116 (not licensed in New York)
and John Hancock Life Insurance Company of New York, Valhalla, NY 10595.
MLINY0208077528 09/07
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For more information on Protection UL-G with the LifeCare Benefit rider, please call your local
Regional Director or National Sales Support at 888-266-7498, option 2.

Many long term care insurance shoppers won’t buy long term care insurance because they’re concerned
that if they don’t “use it, they lose it.” At the same time, they may be in need of, or already own, life insurance.

John Hancock’s Protection UL-G with the LifeCare Benefit rider is a perfect solution for these clients
because it guarantees1 that a benefit will be paid — either a life insurance death benefit, a long term care
benefit, or some combination of the two. When your clients choose the LifeCare Benefit rider, they can
use all, some or none of the death benefit to help pay for long term care expenses. Any portion that is not
used will be paid to their heirs and will be income tax-favored under current law.

Consider how the LifeCare Benefit rider complements John Hancock’s Protection UL-G:

• Clients often fund the purchase of a Protection UL-G policy with the LifeCare Benefit rider with
a lump sum.

• The premium provides an immediate life insurance benefit that exceeds the value of
the initial payment.

• The death benefit is available for use as a Tax Qualified Long Term Care benefit that can
be paid out as a monthly benefit for 25, 50 or 100 months.

• An additional rider is available in many states that effectively doubles the benefit period.

• Adding the Cash Value Advantage rider with a lump-sum payment can create significant cash
value growth in the policy.

Protection UL-G with the LifeCare Benefit rider provides clients with the assurance that they have:
• Premium stability (premiums are guaranteed not to increase)2

• Long Term Care benefits that can never be decreased
• A benefit whether they need long term care or not

Protection UL-G with the LifeCare Benefit Rider

Use It and Don’t Lose It

For agent use only. Not for use with the public.

1. These guaranteed product features are dependent upon minimum premium requirements and the claims-paying ability of the
issuing company.

2. Subject to minimum premium levels.

LifeCare Benefit is an accelerated death benefit rider and may not be available in all states. Maximum face amount: $5 million
with LifeCare Benefit. The LifeCare Benefit is not considered long term care insurance in all states. When the death benefit
is accelerated for long term care expenses, the death benefit is reduced dollar for dollar, and the cash value is reduced
proportionally. The policy account value is also reduced proportionally. For prospective policyholders in New York, this
product is a life insurance policy that accelerates the death benefit for qualified long term care services and is not a
health insurance policy providing long term care insurance subject to the minimum requirements of New York law, does
not qualify for the New York State Partnership for Long-Term Care program and is not a Medicare supplement policy.

Insurance policies and/or associated riders and features may not be available in all states. Some riders may have additional fees
and expenses associated with them.

Insurance products are issued by: John Hancock Life Insurance Company (U.S.A.), Boston, MA 02116 (not licensed in New York)
and John Hancock Life Insurance Company of New York, Valhalla, NY 10595.
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For more information on Protection UL-G with the LifeCare Benefit rider, please call your local
Regional Director or National Sales Support at 888-266-7498, option 2.

Many long term care insurance shoppers won’t buy long term care insurance because they’re concerned
that if they don’t “use it, they lose it.” At the same time, they may be in need of, or already own, life insurance.

John Hancock’s Protection UL-G with the LifeCare Benefit rider is a perfect solution for these clients
because it guarantees1 that a benefit will be paid — either a life insurance death benefit, a long term care
benefit, or some combination of the two. When your clients choose the LifeCare Benefit rider, they can
use all, some or none of the death benefit to help pay for long term care expenses. Any portion that is not
used will be paid to their heirs and will be income tax-favored under current law.

Consider how the LifeCare Benefit rider complements John Hancock’s Protection UL-G:

• Clients often fund the purchase of a Protection UL-G policy with the LifeCare Benefit rider with
a lump sum.

• The premium provides an immediate life insurance benefit that exceeds the value of
the initial payment.

• The death benefit is available for use as a Tax Qualified Long Term Care benefit that can
be paid out as a monthly benefit for 25, 50 or 100 months.

• An additional rider is available in many states that effectively doubles the benefit period.

• Adding the Cash Value Advantage rider with a lump-sum payment can create significant cash
value growth in the policy.

Protection UL-G with the LifeCare Benefit rider provides clients with the assurance that they have:
• Premium stability (premiums are guaranteed not to increase)2

• Long Term Care benefits that can never be decreased
• A benefit whether they need long term care or not

Protection UL-G with the LifeCare Benefit Rider

Use It and Don’t Lose It

For agent use only. Not for use with the public.

1. These guaranteed product features are dependent upon minimum premium requirements and the claims-paying ability of the
issuing company.

2. Subject to minimum premium levels.

LifeCare Benefit is an accelerated death benefit rider and may not be available in all states. Maximum face amount: $5 million
with LifeCare Benefit. The LifeCare Benefit is not considered long term care insurance in all states. When the death benefit
is accelerated for long term care expenses, the death benefit is reduced dollar for dollar, and the cash value is reduced
proportionally. The policy account value is also reduced proportionally. For prospective policyholders in New York, this
product is a life insurance policy that accelerates the death benefit for qualified long term care services and is not a
health insurance policy providing long term care insurance subject to the minimum requirements of New York law, does
not qualify for the New York State Partnership for Long-Term Care program and is not a Medicare supplement policy.

Insurance policies and/or associated riders and features may not be available in all states. Some riders may have additional fees
and expenses associated with them.

Insurance products are issued by: John Hancock Life Insurance Company (U.S.A.), Boston, MA 02116 (not licensed in New York)
and John Hancock Life Insurance Company of New York, Valhalla, NY 10595.
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For more information on Protection UL-G with the LifeCare Benefit rider, please call your local
Regional Director or National Sales Support at 888-266-7498, option 2.For more information on Protection UL-G with the LifeCare Benefit rider, please call  
Davis Life Brokerage at 800-747-5612.



Brand New Medicare Supplement�
Product Now Available�

•  Top Commission�
•  Competitive Premiums�
•  Fast Policy Issue�
•  Excellent Agent Support�
• Hassle Free Agent�
 Appointment�
•  Fax Applications Accepted�
•  A Rating�

(800) 747-5612�

Add another option�
for your clients!�

   Call�
      Today�

Davis Life Brokerage�
www.davislife.com�



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

800-747-5612

www.DavisLife.com
dlb@DavisLife.com

Davis Life Brokerage

Merry Christmas      Happy Hannukah      Happy New Year!

Thank you for 
being part of 

another  
outstanding 

year of business!

It is at this time of year that thoughts turn to celebrations, family, friends  
and the future. In this spirit, our Davis Life Brokerage family wishes  

you and your family a joyous and safe holiday season.


