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Income Pathway: Paving the Way 
for Maximum Annuity Income 

Americans of all ages are 
worried about having 
enough money to last 

through their retirement. As a 
result, agents and clients are 
eager to add income riders to 
their annuity products. However, 
income riders can be costly, 
and what if a more attractive 
annuity product comes along? 
Clients face significant fees 
and obstacles trying to change 
products where an income 
rider was elected. How can an 
agent tell if an income rider is 
in the client’s best interest? Enter the Income Pathway comparison calculator!  
Income Pathway is a performance assessment tool that provides a cost/benefit 
analysis of an annuity, both with and without an attached income rider. There 
are many factors to consider when determining usefulness of an income rider: 
bonuses, rate of return, annual fees, payout factors, roll-up rates, and commission 
rates, for an example. By comparing the financial assessments for both scenarios 
side-by-side, an agent will be able to educate his or her client to help determine 
if a guaranteed income is worth foregoing potential long-term growth.
No one knows for certain what the future will bring, but with Davis 
Life & Annuity’s new Income Pathway, your clients will feel reassured 
that they made the right decision about annuity riders.  

Call today to get INCOME PATHWAY working for you: 800-747-5612

DAVIS LIFE & ANNUITY
800-747-5612
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5TIPS FROM 
THE TOP

PJ’s PICKS Income Riders: Do They Fit in Your Client’s Plan?

I have multiple conversations daily that 
revolve around income riders. Should 
clients have them, or shouldn’t they? 

Rarely do I find an agent that doesn’t use 
an income rider on a regular basis. One 
great thing an income rider does is that it 
makes a more palatable sale, especially if 
it is coupled with a premium bonus. The 
seasoned agent does know, however, that 
a bonus will typically weaken caps and/
or participation rates, and sometimes it 
will even affect commissions.  Essentially, 
a client gets the bump up front that he 
or she may have gotten later through 
returns, for example, had there been 
higher caps. Bonuses are a whole other 
article, though! Today, I want to address 
a few things about the future effects 
of annuity income riders that may not 
be evident at the time of the sale. 

We all know that an income rider will 
create a guaranteed stream of income, 
starting at a point in time chosen by the 
annuity owner. We also know that the 
compounding of the rollup percentage is 
better than a simple interest calculation, 
provided the calculating factors are equal. 
But what a lot of advisors fail to recognize 
are: 1) the annuitization rates; and 2) 
the use of penalty-free withdrawals in 
the process of providing income. One 
may think that today’s low-interest 
rate environment wouldn’t present 
many opportunities for annuitization. 
It is surprising how solid the numbers 
look, though. Annuities are still a strong 
player in the income planning game. 

I am not saying that income riders 
don’t have a place in our business, quite 
often they do. However, I am fairly 
confident income riders will present some 
unfriendly situations for us down the 
road. For example, what happens when 
a sixty-year-old client wants to move an 
annuity that was sold with an income 
rider?  I have dealt with cases like this, and 
I have already seen some signs of what’s 
to come in the area of suitability. Carriers 

realize what your client paid in fees for 
the income rider opportunity. Suitability 
specialists have a hard time accepting that 
your client wants to “walk away” from 
an income value that is potentially much 
higher than the actual account value. 

I’ve also pointed out in previous articles 
that an income rider may not be the ideal 
product feature for a client over seventy. 
The reason is much different than the 
aforementioned, particularly if there was 
a fee associated with the rider. What 
are the chances that client will live long 
enough to really get into the carrier’s 
money? If that chance is slim, shouldn’t 
we entertain the option of annuitization 
and potentially get a higher payout for 
that client? This isn’t to say that there 
aren’t appropriate opportunities for income 
riders, but use a bucket approach along 
with other contract opportunities and 
features. It will create a more future-
friendly environment for our client. 

The goal of the income rider is to 
provide a build-up account that is used 
to calculate a guaranteed stream of 
income. Of course, the best numbers will 
result from the longest possible rollup 
period the annuity owner can tolerate.  
But what happens if interest rates go 
up during the rollup period? Your clients 
are basing their decisions on what you 
advise. We at Davis Life & Annuity have 
spent a lot of time creating a way to 
illustrate this. I would encourage you to 
take advantage of our latest educational 
tool, Income Pathways. Give us a call 
to discuss the illustration opportunities 
we have to help you better understand 
an alternative income approach.

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

1  Practice Makes Perfect.  
Do you know what 
you sound like giving 
your sales spiel? Pick 
up your smartphone, 
press record on a voice 
memo or other simple 
app, and make your 
typical sales pitch to 
a willing volunteer. 
Even better: make 
a video recording of 
your facial expressions, 
posture, and hand 
gestures as you speak.

2   Put sales action items  
on your calendar at 
dedicated time slots. 
Call your customers, or 
research new prospects, 
at a set time each day.

3   Don’t bog down your 
potential customers with 
product specifications. 
On the sales call, 
remember to think 
from the “big picture” 
perspective of how 
your customers’ lives 
will be improved with 
your solution; this is the 
key to sales success!

4  Remember the value you 
bring to the world.   
You and your company 
are unique. What is 
the one thing you 
could become the very 
best in the world at?

5  Selling is caring. 
A little sincerity, caring, 
and solution-oriented 
attitude will go a 
long way in sales.

Excerpt from “7 Tips to Get 
Better at Sales Now” by Gregg 
Schwartz. Published June 12, 
2014 on AllBusiness.com



Contact Davis Life & Annuity at  800.747.5612 for Complete Details!
Qualification period runs from June 30th, 2014 through November 28, 2015.

Forget about planning and scheduling - this luxurious Caribbean 
cruise has everything you need to invigorate your senses, relax 

your mind and body, and get your adrenaline soaring!  

Join us  February 27, 2016 as we depart from beautiful Ft. Lauderdale, Florida aboard the Oasis of the Seas.

Our top producers and their guests will enjoy 5-star accommodations with spacious balcony rooms, 

great entertainment, fine dining, and four ports-of-call.  For those wanting to experience the local scenery, 

history, and culture, going ashore at least once is a must! Step back in time at a sugar plantation in Falmouth, 

Jamaica, or the Mayan Ruins of Cozumel, Mexico. Spend the day lying on the beach, sipping a Labaduzee in a 

private cabana in Labadee, Haiti, or ride an airboat through the Everglades of Ft. Lauderdale.

The choice is yours - and the options are almost unlimited! All of the locations have an abundance

of opportunities to shop, dine, and explore on your own.

You’ve worked hard for your success - now take the time to enjoy it! 

Lay Back and Relax - 

You’ve Earned This!
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Stop Selling Life Insurance…and Start 
Selling More Life Insurance 

The old adage “don’t sell life insurance, but sell 
what life insurance does,” has never been more 
applicable than it is today.  Although policy 

enhancements are not necessarily new to the industry, 
they are being improved upon all the time.  More 
carriers are providing these benefits too, either through 
free riders or at a slight cost.  Many advisors are even 
selling the customers on the additional benefits first, 
and then explaining that these features are contained 
inside a life insurance policy afterward.  With the 
advent of adding accelerated benefit riders such 
as chronic illness/LTC, critical illness, and terminal 
illness coverage to life insurance policies, your clients 
are now able to customize a package that covers a 
variety of concerns in one personalized product.  

The living benefits previously mentioned are not the 
only added benefits to life insurance these days, either.  
Life insurance still remains the only product that, when 
properly funded, allows both tax-free build-up and tax-
free distribution of cash.  If you have not explored how 
a Life Insurance Retirement Plan (LIRP) works, you 
owe it to yourself and your clients to learn more about 
the tax advantages these plans can provide. LIRPs are 
a great option for investors who have reached their 
contribution limits with their 401k and IRAs, or any 
client who wants to maximize tax-savings opportunities.  

Do you have any clients that are concerned about 
outliving their retirement funds?  Sure you do; most 
clients are at least somewhat concerned about this 
possibility.  What if you could now guarantee them 

an income using their life insurance policy?  This 
option is now available.  The structured payout 
option can be an attractive alternative to an annuity, 
while maintaining the key features of a universal life 
policy. What a wonderful benefit you can offer the 
clients; think of the peace of mind it will give them.

What is the easiest way to get the chatty guy on 
the plane next to you to stop talking to you?  Tell 
him you sell life insurance, and he will surely leave 
you alone.  That is how many people approach selling 
life insurance, and it instantly turns clients off.  But 
now, instead of just selling life insurance based on the 
death benefit it provides, which is huge by itself, you 
can now sell a product that protects them against:

• serious illness,
• disability,
• increasing tax rates, 
• outliving retirement funds,

all in one product that is conveniently 
disguised as life insurance.

AL STOCKWELL, MBA, FLMI
Life Marketing Director

800.747.5612 

Al@DavisLife.com





Follow  
Davis Life & Annuity   
@DavisBrokerage  
on twitter

Join the Conversation!
Davis Life & Annuity is on Twitter and 

invites you to follow along. 
 

Get social with @DavisBrokerage to access exclusive training  
videos, behind-the-scenes photos, and industry articles.

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

Important Changes to IRA Rollover Tax Laws

Earlier this year, the U.S. Tax Court held that an 
individual cannot make a non-taxable rollover 
from one Individual Retirement Account 

(IRA) to another IRA if the individual already had a 
rollover from any IRA in the preceding 1-year period 
(Bobrow v. Commissioner, T. C. Memo. 2014-21). 
The IRS has indicated it will follow the U.S. Tax 
Court’s interpretation, with implementation beginning 
as early as January 1, 2015. This means that, after 
IRS implementation,  any subsequent rollovers 
made within a year of another rollover would result 
in those previously untaxed IRA amounts being 
included in gross income, potentially having the 10% 
early withdrawal penalty on the amount included 
in gross income.  Also, if these amounts are put 
back into the same or a different IRA, they may be 
considered excess contributions and would be taxed 
at 6% per year as long as they remain in the IRA.

On the surface, this ruling sounds alarming for 
individuals who engage in multiple rollovers during 
a 12-month period. However, the IRS interprets a 
rollover transaction differently than many people 
think of the term. For the one-year limit, the IRS 
defines a rollover as a transaction where the funds 
are sent to the IRA owner, and then the funds are 
rolled into an IRA within 60-days. This means the 
rule does not apply for many of the transactions we 

sometimes refer to as rollovers in general terms.
Per the IRS website at http://www.irs.gov/

Retirement-Plans/Plan-Participant,-Employee/Rollovers-
of-Retirement-Plan-and-IRA-Distributions, 

“The one-per year limit does not apply to:
•  rollovers from traditional IRAs to Roth IRAs 

(conversions)
•  trustee-to-trustee transfers to another IRA
• IRA-to-plan rollovers
• plan-to-IRA rollovers
• plan-to-plan rollovers”

Again, this new interpretation could be implemented 
by the IRS as early as January 1, 2015. Any future 
transactions involving money moving between qualified 
plans and/or IRAs should be carefully examined in 
advance to avoid any potential taxes and/or penalties.

BRENT MCLAREN, MBA, CPA, 
FLMI, AAPA 
Senior Accountant 

800.747.5612 

Brent@davislife.com
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Protect Your Loved Ones Before It’s Too Late 

In the spring of 1928, a homemaker named 
Frances Pierscionek purchased a $1/month life 
insurance policy for her husband, John.  Both Polish 

immigrants, John worked as a machinist for the Chicago 
Tribune while Frances stayed home to raise their seven 
children.  Sadly, this hard-working father died from 
injuries suffered in an auto accident just three months 
after purchasing the policy.  The $3 in premiums Mrs. 
Pierscionek paid netted her family a payout of $1,233.  
In today’s terms, that is the equivalent of paying $52 
for a policy that pays out $210,000.  Though not a 
windfall, the money was enough to keep the family 
out of poverty and provide for them until the children 
were old enough to stay home by themselves and 
get after-school jobs, allowing Frances the chance 
to seek employment outside the home as well.  

If the name Pierscionek looks familiar, it is because 
the youngest child in this family was a seventeen-
month-old baby named Agnes, or Aggie. Aggie grew 
up to marry Ronald Davis, a man who got into the 
insurance business in the 1960’s after managing 
a chain of grocery stores. Fifty years later, my 
brother Trent and I (I am named Jon in honor of 
my grandfather, by the way) own the company my 
father started, now called Davis Life & Annuity. My 
dad got into the insurance business to earn a living, 
but when he was starting out he did not realize 
how important the life insurance business was.  

According to a 2012 poll conducted by LIMRA, 
30% of all households have no life insurance at all, 
and another 50% are under-insured.   Most of these 
households are headed by members of Generation 
X or Millennials. Why don’t young people buy life 
insurance? There is no single answer. A lot of young 
adults don’t understand how it works or how it will 
benefit them. Many people consider it thrown away 
money, because they believe they cannot reap any 
benefits themselves. Life insurance is not death payout 
insurance, it is a valuable financial planning tool that 
can save a family from hardship when dealing with 

disability, terminal illness, or death of a loved one. 
People need to understand that investing in life 

insurance is not throwing money away.  Losing loved 
ones is probably the worst thing that happens to people 
in their lifetimes, so why add the stress of financial 
troubles to the pain and grief the family already 
experiences? Without life insurance, a joint breadwinner 
becomes a sole breadwinner.  And in today’s joint 
income economy, trying to recoup that lost income is 
harder than ever.  A generation ago, if there was only 
one income in a 
household, the 
widowed spouse’s 
entry to the 
workplace recouped 
a larger percentage 
of lost wages than 
can be done now. 
College or trade 
school is essential 
for children; how 
will a widowed 
spouse help save 
for the costs?  What 
about saving for 
retirement?  Can 
anyone imagine trying to sell the family home at such 
a time of loss? Life insurance takes away the financial 
blow after the loss of a loved one so that a family has 
one less thing to worry about. Needing life insurance 
is a situation of low incidence but high severity.

Sadly, there is a huge percentage of under-insured 
families falling under what I call the Bell Curve of Irony.  
Upper-income and wealthy families can financially cover 
tragic loss. The impoverished will suffer considerably, 
but at least they will be eligible for social assistance 
programs. What about the families who earn too 
much to qualify for social programs, but do not earn 
enough to cover the long-term financial losses?  The 
latter group includes most of the families in America, 

PROTECT, continued on page 15
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The Great Referral Resource System 
» J O H N  H A R R I S O N ,  CPA, Founder and Executive Director of SASBA- Society of American Small Business Accountants

What do you mean when you say ‘The 
Great Referral Resource System’?
SASBA’s referral system is a two-step process. Step 
one is an endorsement of the SASBA program to 
the CPA’s clients.  Step two is giving incentives 
to these clients for them to provide additional 
referrals (also known as the referral incentive).                          

The financial services profession has 
been trying to get client referrals from 
the CPA for years - how do you expect to 
overcome that barrier?
For you to understand how we plan to overcome the 
CPA’s barrier, I believe you need to understand the 
evolution of SASBA. In the late ‘80s, I left my successful 
CPA firm and began providing Personal Finance 
seminars for individuals around the state of Florida. 
The foundation of these seminars was a budgeting 
system that my brother (also a CPA) had perfected to 
help individuals in the budgeting process. The more I 
talked about the budgeting system for individuals, the 
more I realized that this system could solve a problem 
that most small business owners in America faced, 
which was getting professional CPA services at an 
affordable price.  I made a decision to put the seminar 
program on the back burner to build a model CPA 
practice which would provide small business owners 
professional accounting and tax services at an affordable 
price. All I can tell you is that the practice grew so 
rapidly and was so successful that I made the decision 
to franchise the concept. This franchise (CFOToday) 
grew to over 200 offices nationwide and became the 
second largest accounting franchise in America. 

The franchise was sold in 2013. However, I 
maintained the rights to the information and systems 
when I sold the franchise. I wanted to start a new 
organization that would offer free membership for 
CPAs. We would provide benefits for the CPA 

members including all the books, manuals, systems, 
etc. provided to each franchisee of CFOToday. You 
see, I wanted an organization that would attract 
and help thousands of CPAs — not just hundreds. 

Now the answer to how I plan to overcome the CPA’s 
barrier will make sense. Most CPAs are approached at 
least monthly by financial services reps.  In the CPA’s 
mind, all have the following experience when talking 
with these representatives:  “Hi, Mr. CPA.  I’m Joe 
Know-It-All.  I’m experienced and I have great products 
to offer to your clients.  How about if we go through 
your client list and see who I can help?”  While we are 
attempting to be funny, most CPAs will tell you we 
aren’t too far off base. Every program we have seen that 
attempts to have the accounting and financial services 
industries join forces has been created by the financial 
services industry for the benefit of the financial services 
industry. No wonder we (CPAs) have put up this barrier.  
So how do we overcome this barrier? We ask the 
Financial Services Rep to represent them as the Area 
Coordinator for SASBA and discuss the benefits of the 
CPA becoming a member. When you go to a CPA and 
give them benefits that will help them and their practice 
at no cost, I promise you will have a different reception.

I still don’t understand how getting the 
CPA to join SASBA will help the financial 
services rep?
Earlier, I talked about the seminars I put on around the 
state of Florida.  Since then, we have written several 
books as well as transitioned to web based seminars.  
These programs are presented as a free benefit to 
the CPA once they join SASBA. The CPAs will like the 
program because now they can help their clients (which 

REFERRAL, continued on page 16
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Bob to the Rescue! 

T he life insurance industry today sends so 
much advertisement about low premiums 
and no medical exams needed. Many people 

who know they need life insurance are drawn to 
these companies, and can be rejected for coverage 
because all of the facts about their medical condition 
have not been presented. These applicants may then 
assume they are not insurable with any company.  
However, with the help of an experienced brokerage 
underwriter working with the applicant and agent, 
there are companies that will take the time to 
correctly assess an applicant’s insurance needs.  

Situation
The applicant is a 42-year-old male with chronic urinary 
issues that threatened the health of the kidneys. 
The medical condition was due to enlargement of 
the prostate. The condition has been controlled for 
several years, and the kidneys have had no further 
damage. The doctor who made the original diagnosis 
stated in his report the only treatment option was 
surgery. The original life underwriter in the casualty 
company would not consider the applicant for coverage, 
because he had not had the recommended surgery. 
As it turns out, this doctor had been censured by 
the state medical board for unnecessary surgeries.

Solution
The rejection of this gentleman’s life insurance 
application was not only due to his urinary condition, 
but to the fact that he applied through a quick life 
quote with an auto insurer. This information would 
be better presented by a brokerage underwriter to 
a life insurance company well versed in rare medical 
conditions. With the help of the brokerage underwriter, 
the agent and applicant found a company whose 
underwriter would consider the medical risk for life 
insurance by being able to look at the whole picture. 

The applicant’s urinary issues have been stable for 
several years with excellent follow-up with another 
specialist. It was shown that this applicant did not need 
invasive surgery on his prostate and urinary tract, and 
his kidney condition is stable and not worsening.   

Results
We were able to get an offer for life coverage at a 
Table 4. As it turns out, the premium for the Table 4 
is as low as the premium at Standard rates with the 
casualty company that was first quoted and declined.  
With our help, the agent was able to turn a previous 
rejection into a sale and gained a new client, too.

BOB PEDIGO, CLU, FALU, FLMI
Vice President of Underwriting

800.747.5612 

Bob@davislife.com
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THE BEST OF BOB TO THE RESCUE
SITUATION SOLUTION RESULTS

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

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 presented the letter 
and the company offered Preferred Plus.

This $12,000 case was saved 
by understanding how to 
present facts to a company, 
and the client was very happy 
with the Preferred Plus offer.

57-year-old male in excellent health, 
except his calcium score was over 
1,000.  High calcium is considered an 
early warning for heart disease, and 
the client was offered a Table 5 rate.

Bob gathered additional information 
and worked with the carrier’s medical 
director to prove that the client was 
following a treatment and prevention 
regimen directed by his physician.  As 
a result, the carrier reconsidered and 
offered the client a Standard rate.

The agent placed two cases 
with the client for a combined 
target premium of $30,000.

69-year-old female with a large 
family.  She wants to replace a 
variable life product with SPL. She 
was retired, and her net worth 
was not considered high enough to 
justify a $2.6 million face amount 
of coverage.  The two carriers 
that received the app thought 
the amount to be unjustified.

Bob worked extensively with both 
carriers, outlining in detail the reasons 
for the amount.  Eventually, both 
companies offered the client Preferred.

The agent was able to secure 
a sizeable death benefit for 
the client and also eliminated 
premiums.  Not only was 
the client at ease about 
the new arrangement, but 
the agent received almost 
$70,000 in commissions.

Due to a Buy/Sell funding 
arrangement, a 53-year-old 
male needed coverage.  An 
elevated creatinine level caused 
the application to be declined.

Bob reviewed the lab work.  He agreed 
that there was cause for concern, but 
the application should not have been 
declined.  Bob requested new lab work 
that showed improved levels, and the 
carrier initially put Tale 4 on the case.  
Bob argued the positives of the case, and 
the carrier agreed to issue Standard.

Bob not only helped place the 
case for the agent after an 
initial decline, he helped obtain 
Standard instead of Table 4 
rates.  The agent received 
$5,000 in commissions, too.

The client was a 75-year-old 
widow with a 51-year-old, invalid 
son.  She had a massive estate, 
including $1 million cash. The 
carrier was only willing to offer 
$1.2 million in coverage, however.

Bob noted the estate was quite complicated 
and the woman had not had regular 
medical visits.  He ordered a full battery 
of medical tests to ensure good health, 
got LTC estimates from nursing homes 
to cover the son’s care, and made a 
detailed list of the vast estate to prove 
the client needed more coverage.

Given this new information 
and Bob’s persuasiveness, the 
carrier agreed to $2.4 million 
in coverage at Standard rates 
for the $1 million lump sum. 
The agent received $100,000 
commission, and the client 
received peace of mind.

The numbers above are definitely impressive.  What is really impressive though, is that these cases are just a small 
sampling of the work the underwriting team at Davis Life & Annuity does every day. Imagine getting this sort of attention 
every time you submit a life application.  Call today at 800-747-5612 and let Davis Life & Annuity go to work for you!
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Charitable Gift Annuities:   
A Great Way to Share Good Fortune 

November is a time of giving thanks.  It is a 
time when people reconnect with families and 
friends and take an increased interest in ways 

to benefit their communities.  It is no surprise that 
November is also National Non-Profit Awareness Month.  
Many annuity agents also see a slump in sales at this 
busy time of year, too. So why not take advantage 
of the season to promote Charitable Gift Annuities?

Most clients do not realize that charitable giving is a 
valuable factor to consider in both estate and financial 
planning.  Retirees worry about maintaining cash flow, 
and part of their worry stems from not being able to 
support important causes.  This is where a client should 
consider donating to a favorite cause via a Charitable 
Gift Annuity, or CGA.  Forbes magazine presented 
four factors that should warrant considering a CGA:  

•  The client is part of a middle to 
upper-income tax bracket,

•  There are no heirs to whom the client 
would rather leave the funds, or the 
heirs have already been accounted for in 
other areas of the estate planning,

• The client is in fairly good health,

•  It would be a wise decision financially to 
clear the client’s portfolio of appreciated 
assets in taxable accounts.   

While it is true that many non-profit organizations 
already have some sort of annuity giving plan 
in place, many smaller charitable organizations 
do not have the resources in place to run such a 
program.  Agents can use this to their advantage 
by arranging the annuity with the charity as the 
beneficiary.  Also, many charitable organizations 
have not considered an annuity program.  These 
organizations do not realize the potential benefits:

•  Donors are eager to participate because of the 
guaranteed income and potential tax savings,

•  The endowment contracts are easy 
to draft and understand,

•  Annuity participant lists clearly identify top 
contributors to a charitable organization, 

•  CGAs add to an organization’s asset base. 

How does an agent broach the subject of the CGA?  
Call Davis Life & Annuity today.  Our annuity marketers 
can help you identify the top carriers for CGAs, and 
develop ways to reach out to potential clients.  Annuities 
can offer valuable tax savings, provide a guaranteed 
stream of income, and ensure the longevity of a favorite 
cause.  That is something we can all be thankful for.

1.   Original Source:  Does a Charitable Gift Annuity Make Tax Sense For You? 
By William Baldwin, http://www.forbes.com/sites/baldwin/2012/06/06/
does-a-charitable-gift-annuity-make-tax-sense-for-you/.

2.   Original Source:  The Fundamentals of a Successful Charitable Gift Annuity Program  
http://www.acga-web.org/about-gift-annuities-top/the-fundamentals-of-a-cga-program.
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Is Your Firm’s Technology Up-to-Date? 
» B Y  B R I A N  D A V I S  A N D  S A R A H  A L B R A C H T

L ast March, Microsoft® announced it is no longer 
tech-supporting its Windows XP® operating 
system, a very popular software program that 

more than 95% of ATMs in the United States use.  
Banks are scrambling to get their ATMs updated 
by the servicing deadline to stave off the possibility 
of increased amounts of cyber fraud, hacking, and 
related corruption.  While it is tempting to be angry 
at Microsoft for forcing banks into a costly upgrade of 

ATM technology, remember this analogy: Computer 
programs are like a car windshield.  They are designed 
to take a lot of hits, dings, and chips.  However, sooner 
or later even the strongest and most maintained 
windshield is going to crack if exposed to enough 
damaging situations.  After a while, the damage 
gets so bad that no amount of repairs can restore 

TECHNOLOGY, continued on page 14
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it.  With software programs as 
well as windshields, it makes 
sense to replace the whole thing 
with something newer and 
stronger before there is a serious 
problem such as a crash. 

Bank ATMs are not the only 
computer systems at risk. October 
is Cyber-Security Awareness month, 
so now is a good time to make sure 
your company’s vital documents are 
properly protected. One of the best 
ways to start is by regularly visiting 
the websites of your software 
programs’ parent companies for 
support updates. Search ‘Service 
Discontinuation Policy’ with the 
name of the software suite that 
is in use. Be sure to include the 
product year. One can find valuable 
information about how to protect 
documents after support has ended.  
It is important to note that end 
of support does not mean end of 
usability. A company or person can 
still use discontinued programs, 
but automatic fixes will no longer 
be applied by the company.  

What should an agent do if 

the software in use is no longer 
supported?  First, do not panic.  
Second, run a virus scan. Third, 
back up all necessary electronic 
and paper documents. This can 
be done using a cloud system, 
externally housed file program, or 
using external drives such as a zip 
drive. This should also serve as a 
reminder that software technology 
is not a one-time cost. Upgrades 
are an essential cost of doing 
business, and upgrade costs should 
be anticipated and depreciated 
over a long period of time. 

It makes sense for software suites 
to change for several reasons. First, 
new computers keep getting faster 
and better, making old programs too 
slow to keep up. Second, physical 
components of computers and 
accessories are exposed to heat 
and dust. Physically they wear 
out, making hardware upgrades 
essential. Third, software firms 
spend considerable amounts of 
money adding new safety features 
to compromised programs. It gets 
to the point that introducing a new 

product is more cost effective than 
constant maintenance, both in terms 
of servicing and consumer safety.  
Finally, upgrades not only lead to 
more innovative and enjoyable 
products, they ensure compatibility 
with outside users such as vendors.  

Even the best technology becomes 
obsolete. As Microsoft itself noted 
on its website, Windows XP is twelve 
years old; how many people have a 
car that is still around after twelve 
years? QuickBooks® issued a press 
release this year that all products 
prior to 2011 will no longer be 
serviced, either. Sage® has also 
retired many of its Peachtree® 
products. Just as office chairs, 
photocopiers, and cellular phones 
wear out, so do our computer 
programs. With so much of our daily 
business conducted electronically, 
it is worth some extra time and 
effort to evaluate your software’s 
ability to withstand threats.  Even 
though upgrading security measures 
might appear to be unnecessary, 
failure to keep up on this kind of 
implementation can be devastating.

TECHNOLOGY, from page 13



Davis Life & Annuity  
Your Financial Services Partner … For Life and Annuities! 15

WWW.DAVISLIFE.COM

8007475612

Does your IMO hate  
it when you write term?
At Davis Life & Annuity we love term life insurance! You will too, with 
Davis Drop Ticket - our new simplified paperless term system!

Eliminate the hassle of paperwork and your printer running out of ink when heading to 
an appointment.  Submit the 10-minute, user-friendly, online application and find the 
carrier that works best for your client’s underwriting needs. 

Interested? Log onto www.Davis.DropTicket.com or call Davis Life & Annuity,  
complete and return a short form, and you’re done _ It’s as simple as that!

800-747-5612

Participating Carriers: The following carriers are now available with this system with more to come!!!

and they are the most likely to be under-insured.
One problem I have noticed from working with 

agents is that people often equate insurance with 
putting a dollar value on human life. That is not true!  
What life insurance does is provide financial security 
to offset lost income.  It allows the policyholder to be 
a provider for loved ones even when he or she cannot 
actively contribute anymore. Human lives are priceless, 
and once gone can never be replaced. Surviving loved 
ones will always feel the loss, and we in the insurance 
business understand that.  Insurance is not just about 
money, and it has nothing to do with greed.  It is about 
making loved ones as comfortable as possible as they 
cope with the biggest loss they will ever face. Roofs still 
need replaced when loved ones become seriously ill, 
disabled, or die. Kids still need braces and new shoes. 
Food still needs to be bought, cars still need repairs.  
Insurance cushions the blow and allows survivors 
a chance to adjust gradually to a new situation.

By law, you have to have insurance for your car. 
There’s no way you could get a mortgage without 
insurance. But what’s our most valuable asset? 
Ourselves. As insurance agents, it is hard to bring up 
the subject of life insurance with good friends and 

family members.  Agents do not want to appear to be 
selling after hours. However, the regret of not asking 
friends and family to examine their coverage frankly and 
honestly hurts more than the potential embarrassment 
of bringing up coverage at what might appear to be 
an inopportune time.  Imagine a good friend passing 
away from an aggressive disease, leaving his spouse 
with almost no insurance. I have personally been in this 
situation with a close friend of mine, and my inaction 
bothers me to this day. Put yourself in my shoes.  
Imagine visiting the surviving spouse, watching her 
struggle to provide for the family, knowing the whole 
time you should have asked. Just as my grandmother 
learned almost 100 years ago, and I learned the hard 
way, a simple action can make all the difference.

JON F. DAVIS, FSA 
Co-Owner, Davis Life & Annuity 

800.747.5612 

Jon@davislife.com

PROTECT, from page 8

1. Conversion based off of purchasing power and economic cost values as of September 11, 2014. http://www.measuringworth.com/uscompare/relativevalue.php

2. Original survey results can be found at http://www.limra.com/posts/pr/liam/pdf/2012_facts_of_life_pdf.aspx
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is free to the individual) in the area of personal finances 
with little or no CPA involvement. All we ask the CPA 
to do is contact their clients via email to inform them of 
the program. Of course, the Area Coordinator (Financial 
Service Rep) will help and become involved with the 
clients who join this free program recommended by the 
CPA (their “most trusted advisor”). As you can see, the 
program allows the Area Coordinator to provide value 
initially to the CPA and subsequently to the clients of 
that CPA. This makes us truly 
unique. By becoming an Area 
Coordinator with an accounting 
organization the Financial 
Services Rep still gets what has 
been the goal for years which is 
access to the CPA’s clients. This 
is only the tip of the iceberg, 
however, because the ‘incentive 
program’ is the real benefit.

What is the referral 
incentive program?
This is a program we call the 
SASBA Referral Business. Our 
personal finance program teaches individuals how to 
gain better control of their finances.  It also includes 
ways to decrease their costs in areas of interest, 
insurance, and taxes. In the tax area we point out to 
members that there are two tax systems in America 
and they are probably forced into using the “wrong” 
one.  That system – the one for employees – has severe 
limitations and hurdles on deducting business expenses.  
The “right” system is that of a business OWNER which 
allows numerous tax deductible items such as dining 
out, business mileage, office use in home, etc. (now 
you begin to see why the CPA’s participation is so 
important). The one main IRS requirement of owning a 
business and taking these deductions is there has to be 

a profit motive. This is where we came up with 

the name “Referral Business”. The member’s business 
is providing individual and business owner referrals to 
the SASBA referral program as well as to the CPA (the 
financial services rep will have access to both kinds of 
referrals). The new business owner will get a referral fee 
from either SASBA or the CPA depending on the type 
of referral.  This is the explosiveness of the program. 
Now instead of the CPA trying to get referrals from only 
his existing clients (which are limited), the potential of 

referrals has expanded to virtually 
everyone in their community. The 
CPA will now be excited about 
working with the Financial Services 
Rep (the barrier has crumbled!) 
since together they are working 
to build up the CPA’s practice. 

This sounds like such a 
unique program. Who is 
your competition?
Honestly, we don’t have any at 
this time. But, we know that 
with a program that provides the 

Financial Services Rep with the ultimate prospecting 
system as well as the enhanced credibility of the CPA 
and SASBA, there will be copy cats. The good thing 
for us is that this has evolved from over 20 years of 
working in these two industries so I believe we have 
over a 20 year head start! Our biggest challenge will be 
how quickly we can “pair up” these professions in every 
city across the country – to continue our mission of 
helping Middle America become financially independent.

What are my next steps as an Advisor to 
get information on this program?
To gain access to this ultimate client referral program, 
schedule your call with John Harrison, CPA at:  
888-643-1348, ext. 313, or http://meetme.so/sasba.

REFERRAL, from page 9

“All I can tell you is 

that the practice grew 

so rapidly and was 

so successful that I 

made the decision to 

franchise the concept. ”



BONUS800-747-577 612

Now through December 31, 2014, take advantage of these exciting bonus offers:
$1,000 for $100,000 in paid SPL premiums, $2,000 for $300,000 in paid SPL premiums

$3,000 for every $500,000 in paid SPL premiums!

CASH INCENTIVES for Single Premium Life Sales* 

Contact your Davis Life & Annuity 
marketer for complete details:

* Agents must be appointed directly with Davis Life & Annuity. Applications must be submitted ON or AFTER October 1, 2014 and PAID by 31 2014.
Contest rules subject to change without prior notice. Only certain agent levels eligible. Call for complete contest rules.

FOR FINANCIAL PROFESSIONAL USE ONLY. NOT FOR USE WITH THE GENERAL PUBLIC. 
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Get Over Overselling 

Sales expert Colleen Francis probably said it best when she said “Overselling happens when we promise a 
customer that they will get more than what they need when they don’t need it…” Even the best agents 
in the industry have lost a sale because they got so excited about the features of a product that they 

lost sight of the client’s core needs.  It is a common situation: the client becomes overwhelmed by the wealth 
of information and becomes either confused or skeptical.  Confusion and skepticism both lead to hesitancy, 
hesitancy leads to resistance, and resistance leads to rejection.  When asked how they keep from overselling 
agents and clients, several of our marketers at Davis Life & Annuity had some interesting insights: 

ADAM: “Avoid showing too many illustrations and confusing the client.  Clients can get easily turned off if they 
are shown a bunch of numbers that, in all reality, make no sense to them.  They want to know what they are 
getting, bottom line, for their money.”

BRENDA: “Backup, listen, and switch gears.  I make sure to ask the telling questions first, and then take a minute 
to absorb the answers.  I also prepare a backup strategy in case my original idea isn’t working.” 

BRIAN:  “Understand your value proposition to the prospect; be concise and use common language to convey your 
message.  Remember the two or three key benefits and keep referring back to them.”

JAMIE: “I think duct tape works really well!  Seriously, though, I think backing off a bit works because it gives you 
a chance to listen to what your client needs and where they are lost.”  

RENA: “First, I get to know the agent’s needs to see if there is a fit to what I have to offer.  I focus on the fact that 
it’s not about selling a product, it’s about selling a solution.”

CORRECTION:
On page 17 of the Summer Edition, 2014, newsletter, the hotel 
listed for National Guardian Life’s $400,000 producer incentive was 
listed as the Sheraton Maui Resort and Spa hotel stay for qualifying 
agents.  This was incorrect.  Producers at the $400,000 level will 
qualify for the agent stay at the Myrtle Beach Marriott Resort and 
Spa at Grand Dunes, Myrtle Beach, South Carolina.

WE WANT TO HEAR FROM YOU!
Do you have a question about a product and you cannot find the 
answer anywhere?  Do you have insightful comments regarding 
a post on our website, Twitter, or Facebook page?  Did an article 
in the newsletter really resonate with you? We want to know!  
Log onto http://www.davislife.com/contact-us/ and let us know 
what you think!

At that moment, Sally’s principal knew that 
Sally had a long and lustrous career ahead 

Okay Billy, we have you set 
up for one dog-ate-my-
homework policy with a lost-
lunch-money rider.  How are 
you set far as ruined- library 
-book coverage?
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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

Accordia Life and Annuity Company ........................................................................................A- Excellent ...........................................................................Life
Allianz Life and Annuity Company ............................................................................................A  Excellent  ..........................................................................Life, Annuities
American Equity Investment Life Company  .........................................................................A-  Excellent  ..........................................................................Annuities
American General Life Insurance Company  .........................................................................A  Excellent  ..........................................................................Life, Annuities
American National Insurance Company  ................................................................................A  Excellent  ..........................................................................Life, Annuities
Americo Financial Life and Annuity Company .....................................................................A Excellent ...........................................................................Annuities
Assurity Life Insurance Company  .............................................................................................A-  Excellent  ..........................................................................Life
Athene Annuity and Life Company ..........................................................................................B++  Good  .................................................................................Annuities
Axa Equitable Life Insurance Company ...................................................................................A+ Superior ............................................................................Life
Banner Life Insurance Company  ...............................................................................................A+  Superior  ...........................................................................Life
Equitrust Life Insurance Company  ...........................................................................................B++  Good  .................................................................................Life, Annuities
Fidelity & Guarantee Life Insurance Company ......................................................................B++  Good ..................................................................................Annuities
Foresters .............................................................................................................................................A Excellent ...........................................................................Life, Final Expense
Genworth Life and Annuity Insurance Company ................................................................A Excellent ...........................................................................Life, Annuities
Great American Life Insurance Company  ..............................................................................A  Excellent  ..........................................................................Annuities
Guggenheim Life and Annuity Company ...............................................................................B++ Good ..................................................................................Annuities
John Hancock Life Insurance Company USA  ........................................................................A+  Superior  ...........................................................................Life
Lafayette Life Insurance Company ............................................................................................A+ Superior ............................................................................Life
Liberty Bankers Life Insurance Company ...............................................................................B Good ..................................................................................Annuities
Life Insurance Company of the Southwest ............................................................................A  Excellent  ..........................................................................Life, Annuities
Lincoln Life & Annuity Company ...............................................................................................A+  Superior  ...........................................................................Annuities
Lincoln National Life Insurance Company ..............................................................................A+  Superior  ...........................................................................Life
Metropolitan Life Insurance Company ....................................................................................A+ Superior ............................................................................Life
Minnesota Life Insurance Company .........................................................................................A+ Superior ............................................................................Life
Mutual of Omaha Insurance Company  ..................................................................................A+  Superior  ...........................................................................Life, Annuities
National Western Life Insurance Company ............................................................................A  Excellent ...........................................................................Life, Annuities
Nationwide Life Insurance Company .......................................................................................A+ Superior ............................................................................Life
New York Life Insurance Company ............................................................................................A++ Superior ............................................................................Life
North American Company for Life & Health ..........................................................................A+  Superior ............................................................................Life, Annuities
Phoenix Life and Annuity Company .........................................................................................B Good ..................................................................................Annuities
Principal Life Insurance Company .............................................................................................A+  Superior  ...........................................................................Life, Annuities
Protective Life Insurance Company ..........................................................................................A+  Superior ............................................................................Life
Prudential Insurance Company of America  ..........................................................................A+  Superior  ...........................................................................Life
Sagicor Life Insurance Company ...............................................................................................A- Excellent ...........................................................................Life, Annuities
Savings Bank Life Insurance Company of MA .......................................................................A+ Superior ............................................................................Life
Standard Life Insurance Company ............................................................................................A  Excellent  ..........................................................................Annuities
Symetra Life Insurance Company ..............................................................................................A Excellent ...........................................................................Life
Transamerica Life Insurance Company ....................................................................................A+  Superior  ...........................................................................Life
Unity Financial Life Insurance Company .................................................................................B++ Excellent ...........................................................................Funeral Trust
Voya Financial ...................................................................................................................................A Excellent ...........................................................................Life, Annuities
Zurich American Life Insurance Company .............................................................................A Excellent ...........................................................................Life

*   All ratings reflect Financial Strength and are current as of 10-21-14. 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. 2014 edition.

FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 



There Are More Solutions to Expanding Your Practice Inside!  

What’s Inside
• Is Your Firm’s Technology 

Up-to-Date?  

• Finally, a Way to Get Client 
Referrals from CPAs

• Why Charitable Gift 
Annuities are A Great Way 
to Share Good Fortune  

800-747-5612 
dlb@DavisLife.com
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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.”


