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YOUR FINANCIAL SERVICES PARTNER — FOR LIFE AND ANNUITIES

Are Income Riders Costing 
You And Your Clients?
New system uncovers the real cost of annuity 
income riders (It’s not what you think) 

M ost of you sell annuity 
income riders. In fact, we 

estimate that more than half of ALL 
annuity sales feature some type of 
income rider. With that said, did you 
know income riders can cost both 
you and your clients substantial 
future income? It’s surprising, I 
know. But there is a solution.

Cue The Income Optimizer. 
This exclusive system, from Davis Life 
Brokerage, works in 3 major ways: 

It reveals what an income riders’ 

true cost is over its lifetime 
(using your clients’ information 
for customized figures);

It shows what the potential is in 
lost income when compared to 
more cost-effective products; AND

It helps you win the case over 
any income-planning competitor

Best of all (we think so anyway), 
the system provides a legitimate 
door-opener for future sales 
and commissions for you!

Now that you have the scoop on the system, here’s how to get it:
Call, email or fax me (P: 800-747-5612 / E: Alison@DavisLife.com /  

F: 888-618-7444) and mention that you saw The Income 
Optimizer in our newsletter. I’ll immediately give you all the 

details you need to start using it for free – preferably before your 
next annuity sale! Let’s make it happen! Contact me today.
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West Des Moines, IA 50266

12-AE-0911

for a secure Retirement

(INDEX-1-07)*

American Equity’s

 * Form number and availability may vary by state. 
 + Until Income payments begin for a 0.60% fee annually on contract value if 6.5% IAV 

growth rate is chosen.   The 4.5% option is available for all issue ages for no fee.  The 
6.5% option is only available for issue ages 50-80.  IAV only used to calculate lifetime 
income payments. Not part of underlying contract value. If payments not elected by 10th 
contract anniversary, growth of the IAV will stop unless client elects to reset accumulation 
period.  See brochure and disclosure form for details.

10% TRUE Bonus
 

10% Penalty free withdrawal 
available annually, beginning year two

16 Year Surrender 
Charge Period*

CALL TODAY FOR DETAILS  
ON THIS FIXED INDEXED ANNUITY!

EARN INTEREST LINKED TO INCREASES IN  
EQUITY & BOND INDEXES OF YOUR CHOICE

4.5% or 6.5% 
Guaranteed Growth on 

Income Account Value (IAV)

BENEFITS INCLUDE:
Lifetime Income
Benefit Rider

(LIBR-2010)+

Indexed Annuities are products of the Insurance Industry and are not guaranteed by any bank or insured by the FDIC.

FOR AGENT USE ONLY.  NOT FOR USE IN SOLICITATION OR ADVERTISING TO THE PUBLIC.

Your financial services partner. . . for life
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Annuity Business — Challenging?

In today’s interest rate and regulatory environment, 
we hear from producers on a daily basis that 
business has been full of ups and downs in 2012. 

As a producer, it will become more challenging as 
low interest rates continue to dominate the market, 
commissions are being squeezed, suitability continues 
to become more strict, and existing products 
are becoming increasingly difficult to sell due to 
everything I just mentioned. Now is the perfect time 
to look at all the different options available to you.

5 Options to Grow Your Business:

1  Expand your market with Single Premium 
Index Universal Life products which are a 
great option to offer to your client in the right 
situation. The Secure Master is just one simplified 
issue product we have available offering:

Simplified underwriting

10% premium bonus

Return of premium and no-lapse guarantees

Stronger earnings potential, 
with caps as high as 7%

8% GA-Level commission

2  Offer your client a complete financial plan. Look 
into the possibility of becoming an Independent 
Advisor Representative (IAR). Not only will you 
have the potential to increase your fixed sales 

but you will no longer be leaving security-based 
money on the table or be taking the chance of 
someone coming in and servicing your client.

3  When making a product selection choice and 
adding an income rider, choose wisely and call 
us for an Income Optimizer quote first.

4  Plan a client appreciation event. Celebrate and 
show your clients you appreciate them! Then, 
secure those relationships by booking client reviews 
at your event. You should be meeting and doing 
client reviews every year if not every 6 months.

5  Put money into marketing by using lead 
programs that work. They may cost you a 
bit more, but the pay-off is worth it.

Lastly, implementation is the key to 
growing your business. So just choose 2 
of the 5 options and implement. 

ALISON STUCKER-YOUNG 
Marketing & Recruiting Director  

 
800.747.5612
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5TIPS
FROM  

THE TOP

PJ’s PICKS

Hello all! It’s been quite awhile since I highlighted Davis Life and 
Annuity. We just keep getting better and better. I’ve been with 
Trent and Jon Davis for 9 ½ years and it seems like just yesterday 

that I was starting my chapter with them. Needless to say, the time has gone 
fast. I have a reputation that I don’t work somewhere unless I’m having fun 
and this tenure has been no different. But, fun isn’t the glue that keeps this 
organization the unit that it is. It’s the people that come to work every day 
with the attitude that our agents, both present and to come are the priority. 
We are constantly working on ways to enhance the relationships we have and 
draw new ones to the table. Although we cannot be everything to everyone, 
our goals are to provide the highest quality of delivery that we possibly can. 

Let me highlight the benefits of working with this phenomenal organization:

Actuary on staff giving you the benefit of product break down….
how products actually work to include pros and cons

 Many, many years of staff experience in the insurance industry

 Passion to acquire and maintain quality relationships

 Industry product knowledge and recommendation 
for you and your client

 Key carrier relationships and the knowledge of 
who to contact for problem resolution

 Constant development of sales tools and concepts

 All agents are treated with the highest level of integrity

 WARM BLOODED RECEPTIONIST 

 We are NOT carrier owned

We’ve been around for 30+ years and plan to be around for another 
30. If you’re reading this newsletter and haven’t kicked the tires at 
Davis Life and Annuity, I would encourage you to give any one of us a 
call. If you’re an agent working with Davis Life and Annuity and reading 
this newsletter, thank you. Thank you for your business, your loyalty, 
and for the privilege of working with you. It is truly our honor. 

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

1  Remember: client 
reviews = sales. 
Request your free Life 
Review kit today!

2    Streamline the 
complexities of 
annuity income riders 
with the exclusive 
“Income Optimizer 
System”. See 
cover for details.

3    Need client brochures 
in foreign languages? 
We can help!

4   Need term life insurance 
quotes? Go to www.
DavisLife.com to get 
quotes from all the 
top term carriers 
in the market.

5  Discover how 
Innovative 
Underwriting 
Solutions can save 
you time and money 
on underwriting. 
Call for details.



The adventure they want.

The Keystone IndexTM 10 Annuity

Issued by Reliance Standard Life Insurance Company Home Office:
Chicago, Illinois Administrative Office: Philadelphia, Pennsylvania. Policy
Form # RSL-8344-0107. For education of producers/agents only and not
intended for public distribution. Policy not available in all states. For complete
details and descriptions of all benefits and features, please refer to the policy. Rates
current as of 8/16/12.
*Age 0-80, reduced 20% age 81-85.

Standard & Poor’s 500 is a trademark of The McGraw-Hill Companies, Inc. and 
has been licensed for use by Reliance Standard Life Insurance Company. This Product is not 
sponsored, endorsed, sold or promoted by Standard & Poor’s and Standard & Poor’s makes no 
representation regarding the advisability of purchasing this Product.

The “life jacket” they need.

Protect their future and enhance their return. 
Recommend the Keystone Index 10 Annuity.
• Indexed to the S&P 500 Composite Index®
• 10-Year Surrender Charge (9%, 9, 8, 7, 6, 5, 4, 3, 2, 1, 0)
• Five and Seven Year Terms Also Available

Commission  6.00%*

Strategy Rate Current
Annual Point-to-Point Cap 4.00%

Annual Monthly Average Cap 4.50%

Fixed Interest Rate 1.90%

RSL-AM-REC-013_JKBAB

For More Information, Please Contact:

Davis Life & Annuity
(800)747-5612
www.DavisLife.com
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The Tax Saver and  
Acquiring New Clients

T here is one problem that most high-income 
earners have in common that now you can 

easily assist them with:  Too High Property Taxes.  
What does this have to do with you?  You now have 

access to one of the best prospecting programs ever 
that you can use to assist upper middle and high income 
home owners in saving hundreds, if not thousands, of 
dollars per year…before you ever even meet them!

As you know, home prices have fallen everywhere 
and in some areas, dramatically – in fact according 
to one estimate, 40 million homes are known 
to be over assessed.  As if that wasn’t enough, 
homeowners hoping for lower property taxes 
have found themselves disappointed when the 
bill arrives.  You can now offer them a fast, easy 
solution to help ease the disappointment.

And no, you don’t have to learn a new career 
or spend a tremendous amount of time filing 
papers, going through due process, etc.  

The program is a tremendous stimulus for 
referrals and a great value added for existing 
clients. Best yet, it can be marketed with no special 
licensing requirements or training needed.  

In fact, one of the owners of Davis Life & 
Annuity saved over $800 per year and it only 
took a couple of hours of his time total.  

It’s a valid and desirable way to add value or 
solve common problems and is also one of the 
best ways to gain new clients.  Talk to Trent 
Davis today and he’ll introduce you to this 
simple but effective way to do exactly that. 

TRENT DAVIS 
Co-owner of Davis Life & Annuity  
with over 18 years of life and annuity  
marketing experience.
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MARKETVALUE INDEX®

6.5% MGA 
Commission

10-Year Design!

An exciting index annuity from EquiTrust Life Insurance Company®

Current Rates 
2.40%
4.75%
5.00%

30.00%
2.20%

15.00%

*Nursing Home Waiver not available in MA.
Rates subject to change. Surrender of the contract may be subject to surrender charge and market value adjustment. Surrender charges are in effect during the fi rst 10 
contract years, are a percentage of the accumulation value, and decline annually: 12, 12, 12, 12, 11, 10, 8, 6, 4, 2%. The surrender charge period and surrender charges 
may vary by state. Product and rider not available in all states. Contract may vary by state. Withdrawals before age 59 1/2 may result in a 10% IRS penalty tax. 
Withdrawals do not participate in index growth. Contract issued on contract form Series ET-EIA-2000(02-05) with Rider ET-IMVA(07-09). Group Certifi cates issued on 
Form Series ET-EIA-2000C(01-07) with Rider ET-IMVAC(07-09). EquiTrust Life Insurance Company, West Des Moines, IA. For Producer Use Only. AC12-ET-EIA-1091

Call for more information:

Davis Life and Annuity
800-747-5612  /  www.DavisLife.com
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Simple Solutions and 
Significant Results with 
Davis Life Brokerage
Davis Life Brokerage approaches 
every situation with a glass half-
full approach. Circumstances are 
not always desirable, but with a 
little optimism and due diligence, 
Bob gets the case done!

Situation
60 year-old client with a history 
of back issues, temporary 
disability and pain medications. 
Initial offer of Standard was 
not acceptable to the client.

Solution
Bob reviewed the medical records 
and then coached the agent and the 
client on how to write a cover letter 
describing the back condition. Bob 
then presented the letter to the 
underwriter and was able to convince 
the company to offer Preferred Plus.

Results
Not only is this a  $12,000 target 
case for the agent saved by 
understanding how to present 
the facts to the company, but the 
client was very happy with the 
Preferred Plus offer. Give us a call!

BOB PEDIGO 

Bob Pedigo is our Vice 

President of Underwriting. 

He brings over 30 years of 

expertise to the table to 

help you and your clients.  

Bob works closely with all of 

our companies and their underwriters.  He can fully 

underwrite the case before we ever send it to a 

company so we know exactly what to expect.

BOB  TO 
THE RESCUE

8



Destination Paradisus Punta Cana 2013
A Caribbean paradise that caters to your every sense and need!

Top 25 agents qualify for this luxury all-inclusive trip.

Paradisus Punta Cana Resort     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-encompassing,
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. 

Twelve restaurants, eight bars, seven swimming pools, nightly
entertainment and the casino along with scuba diving,snorkeling,
kayaking and volleyball ensure you will never have a dull moment.

April 21–27, 2013

For trip details, call us at 800-747-5612

Set Your Sites on Success

Trip Qualification Reminder
WE’RE 1/2-WAY THERE!

Qualification Period: 7/1/2011 thru 12/31/2012

Prepare for

PARADISE!

Your Financial Services Partner … For Life and Annuities!
WWW.DAVISLIFE.COM 9
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Family “Private” Split Dollar In Estate Cases  
» B Y  A N N  L E W I S - J A C O B S O N 

In recent estate cases involving small business 
families or farm and ranch families, I have asked 
the advisor to consider the above concept in funding 

a survivorship life case. Let me give you an example.
I have an estate case where the couple is 75 and 

80 years of age.   This couple was very successful.    
Their estate was in excess of 25,000,000. With the 
10,000,000 exemption, the closing costs today, would 
be about 5,000,000.  When we calculated the closing 
costs over 5 years with three per cent (3%) growth, 
the estate closing costs went from 5 to 9 million.  
Gifting is an option, but in this case, because of the 
low basis in the main asset, gifting was not the BEST 
option. It was important to the next generation taking 
over the business to get the “step-up” in basis when 
their parents passed away. Also, the parents were 
not ready to give up control of the family business.

The solution:
Survivorship life on the parents of 9,000,000 
owned by the children or by an ILIT 
(Irrevocable Life Insurance Trust).

 Parents pay the premiums under the terms 
of the Family Split Dollar Agreement.

The parents are entitled to recover the 
greater of the cash value or the premiums 
advanced upon the parent’s death.

 The PS 38 cost (economic benefit) is the annual 
taxable gift for the insurance protection.   

*example - PS 38 cost on 9,000,000 would be 
7.68 (average age of the parents) x 1,000 (or 
9,000 x 7.68) equals $69,120.  The gift to the 
Irrevocable Life Insurance Trust. Many times 
this will keep the gift under the annual exclusion 
amount. In this case we had four children.

When the parents die, under the terms of the 
Split Dollar Agreement, the parent’s share of 
the death benefit will be paid to their estate.   
That is premiums paid less PS 38 costs.

The arrangement is private for the family.

Family or Private Split Dollar is a strategy for clients 
who want some control over the policy and who want 
the flexibility to recover funds they’ve advanced to pay 
the life insurance premiums. It is very helpful for those 
clients who want to make premium payments without 
making larges gifts. The PS 38 is calculated by an 
average age of the insured per 1,000 of death benefit.   

This is just one of the concepts that can be 
used in the estate conservation arena.  

ANN 
LEWIS-JACOBSON 

CLU 

800.747.5612 

Ann@DavisLife.com
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Life/LTC Combos Continue to Climb

A recent LIMRA study showed that life policies with LTC 

benefits continue strong growth with close to 60% growth 

from the year prior. This is a trend that we have seen as 

well with increased sales in traditional UL policies with LTC riders 

and Linked Benefit products like MoneyGuard. More companies are 

introducing these riders all the time and we have about 10 carriers 

with some form of LTC/Chronic Care benefit associated with them.  
Since each company approaches these benefits 
a little differently, the following are some 
key differentiators that we look at:

 True LTC rider vs Chronic Illness – Will determine 
if LTC contracting is necessary for agent

 Underwritten vs Non-underwritten – Will 
determine how the future benefit will pay out

 Free vs Additional cost – Additional cost will 
generally result in a more robust benefit

With the different structures available, it is 
important to know how to explain these to your 
client so they know what to expect down the 
road.  We can walk you through the various 
options and show you the benefits of each option.  

So, why are Life/LTC combos becoming so 
popular?  There are several factors leading 
to the increase in sales.  Here are a few 
things that we have been seeing:

 Stand alone LTC has become much more 
expensive and rates continue to increase

 People don’t like the idea of paying for 
something that they may never use, as 
the case may be with stand-alone LTC

 The life sale becomes so much easier when 
you can couple it with an LTC benefit as 
well. You are now providing dual benefit

 Adds another dimension to policy reviews, maybe 
we can’t increase the current death benefit as 
much as we would like, or lower the premium 
on an existing policy, but when we add an LTC 
benefit it makes sense to re-write the policy

I highly encourage you to give us a call and find 
out about all the options that are available, and 
how you can leverage these additional benefits to 
write more life insurance.  If you’ve sold a policy 
to a client over the last several years, it may make 
sense to revisit those cases and see if adding the new 
benefit may be a reason to look at another policy.

AL STOCKWELL 

MBA, FLMI 

Life Marketing Director 

800.747.5612 

Al@DavisLife.com

11
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National Life Insurance Awareness Month  

September is national Life Insurance Awareness Month (LIAM). 
Although Davis Life and Annuity Brokerage, works year-round 
to bring the latest, most innovative programs to life producers, 

like our Life Review Kit (See info on page 13) — this cause is very 
close to our hearts. 

So we’re asking producers this month to send us 
your most pressing questions about and prospect 
objections to life sales. (Remember: Our in-house 
underwriters specialize in hard-to-place cases so there 
is no case too tough for us!). Call 800-747-5612 or 
email Alison@DavisLife.com, and we’ll respond right 
away with next steps on how to best approach it.

To encourage consumers to assess their life 
insurance needs during LIAM, The LIFE Foundation 
compiled this list to dispels some of the most common 
misconceptions with facts about life insurance:

Misconception 1: Life insurance is too expensive 
– In reality, life insurance has never been 
more affordable and there are options to fit all 
types of budgets. Cost shouldn’t be an excuse 
to put off purchasing this important coverage 
for your family. People need to realize that life 
insurance is a necessity, not a luxury and should 
be made a priority in their financial planning.

 Misconception 2: I only need life insurance 
if I work and earn an income – Even if you 
are a stay-at-home parent, the services you 
provide for your family would be costly to 
replace. Think about it. If you were no longer 

there, could your spouse afford to pay someone 
to provide the childcare, transportation, 
cleaning, cooking and other household 
responsibilities that you handle every day?

Misconception 3: I don’t need life insurance 
because I’m approaching retirement and all 
my kids have left the nest – As you get older 
and your life situation changes, so do your life 
insurance needs. Proceeds from a policy can play 
an important role in protecting your spouse’s 
retirement security. If your spouse outlives 
you by 10, or even 30 years, which is certainly 
possible today, having life insurance can help 
enable your spouse to maintain the lifestyle that 
the two of you worked so hard to achieve.

Misconception 4: The coverage I have through my 
employer is enough – Employers typically provide 
a modest amount of coverage; however, this may 
not be enough to cover the life insurance needs of 
your family. And, you cannot take the coverage 
with you should you decide to change employers.

For more information about Davis Life’s life programs, 
including our Life Review Kit, contact us today!
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Producer Uncovers $19,000,000+  
in Sales with New Marketing Program  

W e know exactly what you are thinking since we have 

all seen so many marketing headlines like this or been 

called by IMOs across the country with the greatest 

marketing program ever but never seemed to deliver as promised.

What does all this mean?
Unless you can expand your product offering 
today, you’re limited in what you can advise 
your clients and may be losing potential future 
customers. Expand your business by becoming 
an Investment Advisor Representative. 

With OnPointe Advisory and Financial Services, 
LLC, a SEC Registered Investment Advisor, you 
don’t have to go it alone. OnPointe and Davis Life 
& Annuity Brokerage is here to walk you through 
the process and provide you with the resources 
you need to do what you do best — SELL.

Through On Pointe,
 Back office support of running a RIA-
minimizing the hassle of transitioning 
to a new business model.

 Competitive pay outs and practice 
management and sales tools.

 Ability to earn commissions for 
insurance sales while transitioning and 

expanding your business model.

 Access to a wide range of investment 
option for your clients.

 Ease of one application and one 
system/software interface.

 Ability to provide clients with a well-designed 
financial plan that offers guarantees, liquidity, 
and helps their income keep up with inflation—
complete plans lead to larger sales.

Sales! Yes, it’s true a producer did uncover 
$19,000,000+ in new sales in less than 18 months, but 
he did something completely different. He called his 
existing customers to tell them about a new service he 
was offering. No longer was he leaving assets on the 
table because he didn’t have a license to discuss them. 

On Pointe Advisory and Davis Life and 
Annuity will guarantee you that you no longer 
will be leaving money on the table.

Call Davis Life & Annuity Brokerage today 
800-747-5612 for more information.

Registration as an investment advisor does not constitute an endorsement of the firm by securities 

regulators nor does it indicate that the advisor has attained a particular level of skill or ability.   
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LEGACYSM

LegacySM

These are some of the carriers they work with:

 
800-747-5612

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

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  ................................................................................................................... B++ Good  .................................................................................................Annuities

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Fidelity & Guaranty Life Assurance  ............................................................................................................... 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

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
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There Are More Solutions to Expanding Your Practice Inside!  

What’s Inside
How one producer uncovered  
$19M+ in sales

An answer to “are income riders 
costing you and your clients?”

So...what’s the latest on  
Life/LTC combos?

800.747.5612 
dlb@DavisLife.com

DAVIS LIFE
B R O K E R A G E

West Des Moines, IA 50266-1934
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LEARN MORE WITH YOUR PHONE
«  Snap this QR code with your mobile phone to arrive at our website. 

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


