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YOUR FINANCIAL SERVICES PARTNER — FOR LIFE AND ANNUITIES

Uncover Life and Annuity 
Leads Using the Social 
Security Explorer 
There is a little-known, point-of-sale 
tool that you can utilize when working 
with clients to help you successfully 
make the SS connection – and you may 
not be aware of it. It’s called Social 
Security Explorer. Using 567 sets of 
calculations, 7 Social Security strategies, 
and 81 age combinations. It provides 
the best-case scenario for when to 
withdraw benefits. It then picks the 
best scenario to show your client.

In working with the software 
component of the program, it quickly 
becomes apparent that there are many 
different scenarios for when a client 
should take his or her benefits. Also, in 
most of these cases, it opens the door 
for additional annuity and life sales.

The program also provides you 
with a sample prospecting letter you 
can use and a direct mail piece that 
is getting a tremendous response as 
well as a client fact-finding tool. 

It’s an all-in-one prospecting and sales 
system that does all the work for you 
and makes you look like the expert.

Leveraging Social Security 
in your current selling process 
can reap huge financial rewards 
for you and your clients.

Contact Alison today at 
800-747-5612 to get 
access to the program.

The Social Security 
Explorer provides:

=  Endless cross-selling 
opportunities
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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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The New Kind of Life Insurance

Everyone is aware of the intrinsic value of life 
insurance and the difference it can make in the 
life of a family who recently lost a loved one.  

Life insurance can provide liquidity with estate taxes 
or help a small business continue on after the loss of 
a key employee or owner.  Recently, many people 
have discovered the value of using life insurance to 
build up tax-free income for retirement planning. All 
of these reasons to buy life insurance are still valid 
and important as you speak with your clients, but 
now you can add another reason to your list as well.

Life insurance with living benefits is not necessarily 
new, but much more focus has been placed upon these 
living benefits now than ever before.  More companies 
are offering these additional benefits, and more unique 
ways of offering the coverage are coming out all the 
time. We will delve into the differences in another 
article, but generally speaking, these living benefits 
allow the insured to utilize the death benefit for Long 
Term Care needs while still living. These plans open 
up a great new way to market life insurance to your 
clients. If you are already selling life insurance, the 
transition over to a product that offers living benefits 
is easy and we can show you many options.  If you 
struggle to convince your clients of the value of life 

insurance, these living benefits can be the catalyst 
to convincing your clients to buy.  Here are some 
easy ways to introduce the value of living benefits.

the concern that premiums will continue to rise
There are many options to help expand your 

offerings to your clients, options that could just 
make the difference in your next sale, call us to see 
which option may be the best for your client.

AL STOCKWELL 
MBA, FLMI 

Life Marketing Director 

800.747.5612 

Al@DavisLife.com
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PJ’s PICKS
The Taste of the Annuity Marketing Sweet Drink

In my day to day conversations with agents, often times information about 
the competition is mentioned. “This is why I like this product or that 
product…..” I have to smile to myself because I know the advantage we 

have over a lot of FMOs is the fact that co-owner Jon Davis, is an actuary. 
The edge we have is that we have a numbers guy who can tear anything 
apart to see true colors. And you’d be surprised as to what is found out 
about a product compared to how a product is marketed. Sometimes it’s 
downright unbelievable as to what we see and hear on the streets versus 
the real deal. But, the “art” of marketing is just that, ART. That “ART” 
can make convoluted look simple and fallacies look like near-truths.  

Our Annuity Team takes on the responsibility of knowing the competition 
the best we can. Often we can shed the real light on a product, but 
sometimes we lose the battle to the taste of the marketing sweet drink. 

We know there’s a product out there that typically will fit the need(s) 
of the client. But, we also know that some products are heavily marketed 
to be sold to every kind of client scenario. We pride ourselves in using the 
marketing approach that the end user of any product should be the priority. 
We want to know as much about the client’s situation as we possibly can. 
With that knowledge we can better recommend a product that will fit. We 
try to make sure the producer also has the beneficiary in mind as well. Most 
complaints that I’ve seen usually involve issues with the beneficiary. 

If you’re at all curious about the mechanics of any product, give us a 
call. If we don’t already have the information on a product we’d be happy 
to tear it apart. We also want to make sure our producers aren’t putting 
themselves in jeopardy by being ignorant... ignorant of how a product 
really works. We elect to represent carriers and their products. We’re a 
very client oriented organization and we enjoy working with producers of 
like mind. Give us a call if you’d like the product you’re selling dissected. 

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

1  Know the one 
critical point in your 
presentation — then 
make it clear. 

2   Acknowledge 
why people are 
listening to you.

3   Make an immediate, 
personal connection.

4  Keep the audience 
focused on you the 
speaker, not your 
presentation. The 
audience isn’t there  
to look at your slides. 

5  Know your story.  
You should know  
your content so 
completely that you 
are comfortable 
giving your 
presentation with 
no visuals at all.

Source:  
How to Present Like Steve Jobs, 
www.entrepreneur.com.



Situation: Client has available cash, earmarked for family or charity – but wants to retain access in the event of 
      personal medical expenses.

Solution: Single Premium Life Insurance – lets your client transfer wealth to benefi ciaries without probate, and  
                 gives the owner liquidity to cover expenses in later years.

Example Bene  t Estimate: 
SPL vs Fixed Annuity and CD

Betty, a 65-year old female non-smoker with $50,000 earmarked for her grandchildren, 
She is concerned about health-related expenses during her lifetime, such as medical 
costs or nursing home care.

Reason CD Annuity (after tax) WealthSure Life

Terminal Illness $51,0801 $51,4401 $89,525

Nursing Care Confi nement $51,0801 $51,4401 $94,2502

Chronic Care $51,0801 $51,4401 $94,2503

1May be subject to additional early withdrawal penalties. 2Paid out over 36 months ($2,618.06 per month). 3Paid out over 60 months ($1,570.83 per month)

Betty Dies CD1 (3%) Annuity1 (4%) Guaranteed Non Guaranteed2

1 Year Later $51,0801 $51,440 $94,500 $94,500

10 Years Later $62,3811 $67,289 $94,500 $99,527

20 Years Later $79,0201 $92,880 $94,500 $106,298

1Assuming a 28% tax bracket. Values assume CD value less all taxes paid in prior years. Actual CD death benefi t will be current CD amount less 
income tax withheld in year of death. WealthSure Life is an insurance product and is not FDIC insured. 2Assuming 4.9% current interest rate.

Scenario 1: Amounts to Grandchildren at Betty’s Death
WealthSure Life

Scenario 2: Health Problems Occur One Year Later
Assume Betty 1) develops a terminal illness, 2) requires nursing care confi nement, or 3) requires chronic care.

Why should you consider 
Single Premium Life for your clients?

NOT FOR CLIENT PRESENTATION. Only an illustration from company-produced software may be used in a client presentation.
Not available in all states. Accelerated Death Benefi t Rider may not be available or may vary by state. Policy issued on form series ETL-ISWL-2000(01-10) with Rider ETL-ADBR(05-10). EquiTrust 
Life Insurance Company, West Des Moines, Iowa. For Producer Use Only. IC13-WSL-1022

Compared to a CD or Annuity, Single Premium Life: 
Provides the largest legacy for her heirs
Is the only option that allows access to death benefi ts 

        for certain health events
Is the only option free of federal income taxation for 

        her heirs

Plus!
 Simple Underwriting – Telephone interview with client
 No medical exam, blood or urine tests
 Underwriting decisions within 48 hours of interview

Call Davis Life Brokerage 
at 800-747-5612

5
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What Is More Important To Your Clients Than 
Planning For The Continuation Of Their Business?

A buy-sell agreement can help clients prepare 
for the continuation of their business and 
ensure their family’s financial security.

When a business owner passes away it is generally 
important that a buy-sell contract be in place for 
the sale of the business. A buy-sell agreement is a 
contract that provides for the sale of a business when 
a specified event happens. Death, disability, divorce, 
bankruptcy and retirement are key triggering events. 

A FULLY FUNDED BUY-SELL 
AGREEMENT CAN:

predetermine the price, or method for 
determining the price, at which the buyer 
agrees to purchase, and the owner agrees 
to sell, their interests in the business;

provide money to fund the plan 
at the time it is needed;

create a market for each owner’s 
share of the business; and

establish the business’ value for 
federal estate tax purposes.

HOW IT WORKS
1. Business owners adopt a plan that will 

accomplish an orderly transfer of the business 
upon an owner’s death. This buy-sell plan 
will also meet their expectations in planning 
for their families’ financial security.

2. Life insurance policies are purchased on the 
lives of the business owners. Upon the death of 
an owner, the death benefit provides the cash 
needed for the purchase of the business interest.

3. Death benefit proceeds usually pass income 
tax-free (under current tax law) to the 
surviving business owners or business.

4. The remaining owner(s) ends up 
with the entire business.

The deceased owner’s family receives a fair price, 
in cash, in exchange for the business interest.

DETERMINING THE VALUE 
OF A BUSINESS
Business owners often believe they know the value, 
or selling price, of their business. This is the concept 

of “fair market value.” Fair market value is the price 
a willing buyer would pay to a willing seller, with 
neither one being under any obligation to buy or sell. 
Estimating the fair market value of a business is the first 
step to securing its future through buy-sell planning.

When valuing a business, some factors carry 
more weight than others, but there is no exact 
method to apply to all businesses. One thing is 
certain – many business owners are surprised at 
the value of their businesses when all the relevant 
factors are analyzed. If your client needs help in 
determining the value of their businesses, their 
accountant or an appraisal specialist can be of help.

FUNDING THE BUY-SELL AGREEMENT
There are various ways to finance your buy-sell 
agreement, but funding a plan with life insurance 
is the most certain and economical method for 
providing a definite amount of money at an indefinite 
time in the future. The very event that creates the 
need is the same event that provides the cash.

Life insurance can provide complete financing for 
the buy-sell agreement and do so with income tax-
free proceeds. The ownership of life insurance may 
strengthen the credit position of the company.

Other ways to finance your buy-sell plan include:
Cash: However, most successful business owners 

do not keep large sums of cash on hand. Instead, 
they have their money working in their businesses.

Sinking fund: A sinking fund is inadequate 
if death is premature. Also, it is impossible to 
predict when death or disability may occur. 
Therefore, it is impossible to predict if, and when, 
a sinking fund will be sufficiently funded.

If you would like a Buy-Sell Client Checklist to use 
when working with a prospective client, please contact 
me and I will send one to you. It will be a big help for 
you in identifying the important issues for your client.

Good luck and good selling.

ANN LEWIS-JACOBSON 
CLU 

800.747.5612 

Ann@DavisLife.com



GET OFF THE 
ROLLERCOASTER AND  
GET SOME LIFE!

8% GA-Level Commission!*

SecureMaster single premium indexed universal life insurance policy is issued by Fidelity & Guaranty Life Insurance Company, Baltimore, MD; product distributed by Legacy Marketing Group®. 
Subject to state availability. Certain restrictions may apply. Refer to contract, Earnings Rate Update, sales guide, and State Approval Matrix for details. Form Nos:  
ICC12-LPI3001(05-12) and LPI-3012(05-12), et al.
  *   Ages 50–79. See Compensation Schedule for details.
**  On One-Year Point-to-Point With 100% Participation With Cap Option. Rate effective January 1, 2013, and subject to change. Index rates are subject to a cap, and caps are subject to change 

at the insurer’s discretion.
FG1524v0113_Davis FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS. 12-584

Being an “annuity-only” Producer has its downside: continued low rates, shrinking 
commissions, and products that are increasingly difficult to sell. The solution? Expand your 
market with SecureMasterSM—Legacy’s NEW single premium indexed universal life product!

 Simplified underwriting.
 10% premium bonus.
 Guaranteed return of premium.
 No-lapse guarantee.
 Stronger earnings potential with caps as high as 7%.**

 Accelerated benefit riders through age 80 at no additional cost.

Discover SecureMaster—a good solution to life’s ups and downs.  

Try it, you’ll like it!

  

PJ, Rena, Jamie, & Brenda
800-747-5612
dlb@DavisLife.com

3737 Woodland Ave., Suite 600
West Des Moines, IA 50266

www.davislife.com

EARN A 
$500 BONUS

on your first 
SecureMasterSM app!

Call for details.



Add NEW CommandMark to your portfolio today!

NEW CommandMarkSM Fixed Indexed Annuities:
 Up to 10% compound income base roll-up.*

  Enhanced income rider that can double payments.**

 Optional 7% vesting bonus to age 85.†

 5-year chassis with 5% vesting bonus. †

 Enhanced death benefit rider.**

 Outstanding commissions—up to 9% at the GA level!

CommandMark Series single premium deferred fixed indexed annuities (11LIA, et al) are issued by PHL Variable Insurance Company (PHLVIC), Hartford, CT; products distributed by Legacy 
Marketing Group®. PHL Variable Insurance Company is not affiliated with Legacy Marketing Group and is not authorized to conduct business in NY and ME. Product features and rider may not be
available with all products or in all jurisdictions. Refer to contract, Earnings Rate Update, sales guide, and State Approval Matrix for details.

About Bonus Products—Crediting amounts and interest rates may be less for contracts with a premium bonus than for similar non-bonus annuities.

  *The roll-up percentage applies to the income base, which is used only to calculate rider fees and benefits and is not a guarantee of contract value or available for withdrawal.

** Income provided through Income Command RiderSM 2.0 or 2.0 Enhanced guaranteed lifetime withdrawal benefit rider. Riders involve an additional fee that is calculated based on a percentage
of the income base and deducted annually from the annuity value. Current annual rider fee is 0.95% for Income Command RiderSM 2.0 or 2.0 Enhanced and 1.15% with the Heritage Rider 
enhanced death benefit rider. Lifetime payments are based on PHL Variable Insurance Company’s claims-paying ability. Income Command Rider 2.0 Enhanced doubles the income during the
enhanced payout if the covered person qualifies and is confined to a nursing home.

 † Availability varies by state.

PH1148v0113_Davis FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS. BPD38644 02/13

ARE YOU READY FOR 
SOMETHING HOT THIS YEAR? 

PJ, Rena, Jamie, & Brenda
800-747-5612
dlb@DavisLife.com
3737 Woodland Ave., Suite 600
West Des Moines, IA 50266
www.davislife.com



5-Year CD:
Rate Tax-Equiv. Yield**

1.75%* 1.26%
Multi-Year Guaranteed Annuities:
Guar. Rates Tax-Equiv. Yield**

3-Year = 2.10% 2.92%

4-Year =   2.35% 3.26%

5-Year = 2.95% 4.10%

7-Year = 3.20% 4.44%

8-Year = 3.30% 4.58%

9-Year = 3.40% 4.72%

10-Year = 3.50% 4.86%

Commissions from 1.50% to 3.00%
*Rate as of 02-02-2013 from Bankrate.com

** Tax equivalent yield assuming a 28% tax rate

Single Premium Option

12% Premium Bonus

Return of Premium Rider Included

Incredible Leverage on Each Dollar Deposited

Great Estate Maximization Tool for CD  

Case Example:
65 Male – Standard Rate - $250K Premium

1st

Commission: $22,500

Annuity Opportunities Life-Based Opportunities

As the historic low interest rate environment continues 
our office is seeing a dramatic increase in submitted business 
from the two products above. So give Davis Life and Annuity 
a call today to get more details on how to position these 
great sales opportunities within your book of business.

2013 - The Year of CD Alternatives

Looking back just five years ago, 2008 was 
a year that many clients and advisors alike 
will not soon forget. It was the year of the 

financial meltdown in the U.S. and world markets 
and when the housing market started its downward 
spiral. But on the positive side, it was the year that 
the FDIC insurance limits at banks were increased 
from $100,000 to $250,000 and it was also the year 
that 5-Year CD rates averaged around 4.50%. 

That brings us to today, 2013, five years later 
with an incredible opportunity staring us smack dab 
in the face — there are a number of CD’s coming 
due this year that have enjoyed those 4.50% rates 
over the last five years and will be renewing at rates 

averaging 1.75% or less. Don’t overlook the fact that 
a lot of these CD investors increased their deposits 

increased FDIC insurance limits. These clients still 
have access to 4.50% or higher tax-equivalent yields 
today, but they won’t be finding them at their local 
bank nor are these rates available through CD’s.

So what answer will you have for your clients and 
prospects that have been enjoying these 4.50% 
rates within their maturing CD’s when they come 

At Davis Life and Annuity we see really strong 
opportunities in using annuities and life insurance 
products that fit the needs of conservative CD owners:

DAVID BIEDE 

Life, Annuity & LTC   
Marketing Executive 

800.747.5612 

David@DavisLife.com



Preserve Multi-Year Guaranteed Annuity from Guggenheim Life and Annuity Company

The Preserve Multi-Year Guaranteed Annuity, a single premium deferred annuity, offers multiple 

guarantee period. Fixed annuities are insurance products that serve a variety of needs. You can 

 Preserve Multi-Year Guarantee offers:

   

Guarantee periods from 3 to 10 years Issue ages from 0-90

Tax-deferred growth

CALL TODAY
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LEGACYSM

LegacySM develops, markets, and administers fixed innovative, competitive, value-added annuities.
These are some of the carriers they work with:

American National Insurance Company, Galveston, Texas
Fidelity and Guaranty Life Assurance Company, Baltimore, Maryland

Investors Insurance Corporation, Wilmington, Delaware

Home Office: 800-747-5612  |  dlb@DavisLife.com  |  www.DavisLife.com
If you are in need of a company you don’t find on the list, please contact us.

We are contracted with several companies that don’t appear.

CARRIER  A.M. BEST RATING*  PRODUCTS

Allianz Life Insurance Company  ................................................................................................A  Excellent  ..........................................................................Life, Annuities

American Equity Investment Life Insurance Company  ....................................................A-  Excellent  ..........................................................................Annuities

American General Life Insurance Company  .........................................................................A  Excellent  ..........................................................................Life, Annuities

American National Insurance Company  ................................................................................A  Excellent  ..........................................................................Life, Annuities

Assurity Life Insurance Company  .............................................................................................A-  Excellent  ..........................................................................Life

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

AVIVA Life Insurance Company  .................................................................................................A Excellent ...........................................................................Life, Annuities

AXA Equitable Life Assurance-MONY  .....................................................................................A+  Superior  ...........................................................................Life

Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life

EquiTrust Life Insurance Company  ..........................................................................................B++  Good  .................................................................................Life, Annuities

Fidelity & Guaranty Life Insurance.............................................................................................B++  Good ..................................................................................Annuities

Forethought Life Assurance Company  ...................................................................................A-  Excellent  ..........................................................................Funeral Trust, Annuities

Great American Life Assurance Company  .............................................................................A  Excellent  ..........................................................................Annuities

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

ING Life Insurance & Annuity Company / 

ReliaStar Life Insurance Company / Security of Denver  ...................................................A  Excellent  ..........................................................................Life, Annuities

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

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

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

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

Lincoln National Life Insurance Company ..............................................................................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

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

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

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

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

Presidential Life Insurance Company  ......................................................................................B++ Good  ..................................................................................Life, Annuities

Principal Life Insurance Company  ............................................................................................A+  Superior  ...........................................................................Life, Annuities

Protective Life Insurance Company ..........................................................................................A+  Superior ............................................................................Life, Annuities

Prudential Insurance Company of America  ..........................................................................A+  Superior  ...........................................................................Life

Sagicor Life ........................................................................................................................................A- Excellent ...........................................................................Life, Annuities

Savings Bank Life Insurance Company ....................................................................................A+ Superior ............................................................................Life

Standard Insurance Company of Oregon  ..............................................................................A  Excellent  ..........................................................................Annuities

Transamerica Occidental Life Insurance Company  ............................................................A+  Superior  ...........................................................................Life

Unity Financial Trust .......................................................................................................................B++ Excellent ...........................................................................Funeral Trust

* All ratings reflect Financial Strength and are current as of 1-21-13. A.M. Best ratings for insurers’ financial strength and credit 
quality of obligations range from A++ (Superior) to F (in liquidation).
** A+ (Superior) by A.M. Best, the 2nd highest of 13 active company ratings for financial strength. 

AMR211-0906 06-406
IIC241-0906

LM-1825
CNS107-0906

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



There Are More Solutions to Expanding Your Practice Inside!  

What’s Inside
Will 2013 officially be ‘The 
Year of CD Alternatives’?

Clue - it’s more important than 
continuation planning for your biz 
clients. See the answer inside.

More focus has been placed 
on living benefits now than 
ever before. Find out why.

800.747.5612 
dlb@DavisLife.com

DAVIS LIFE
B R O K E R A G E

West Des Moines, IA 50266-1934

1 S T  Q UA R T E R 2013

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.”


