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GUL vs. IUL: A Shocking Truth 

Here at Davis Life & Annuity, we get asked a lot of questions about Indexed Universal Life 
(IUL). Cash accumulation sales are back in full-force as they gain newly found popularity, 

and producers everywhere are looking for innovative ways better position this powerful product 
with their clients. However, we are very aware of the market, and Guaranteed Universal Life (GUL) 
products are not a thing of the past.  In fact, GUL is still one of the best-selling permanent products 
available today.  What if we could show you a way for the client to get the same guarantee 
found in GUL, but for a similar 
premium along with upside 
cash potential? Would you 
think twice about what you are 
showing your client?

Here are some real-life 
numbers comparing one of 
the industry’s top-selling GUL 
contracts versus a Guaranteed 
Indexed product. Please note 
that all of these premium 
numbers are fully guaranteed 
to client age 120 and for 
$1,000,000 death benefit.

Many agents have never heard of Guaranteed Index products before.  If you are unfamiliar, envision 
a hybrid that offers a fixed minimum premium for a specified death benefit amount. The only difference 
is that, instead of having zero expected cash value, Guaranteed Index has great upside potential. It 
really is the best of both worlds, and it is changing the IUL position in the marketplace. Index products 
are no longer only for wealthy clients that are looking to overfund a policy.  This product can actually 
compete with GUL simply on price.  And when the clients understand the additional benefits, they may 
ask you why you even showed the GUL contract in the first place.

FIRST QUARTER  »   2015

PREMIUM COMPARISON

Carrier 1: GUL Carrier 2: GIUL

Age Annual Premium Age Annual Premium

30 $4,902 30 $4,102

40 $7,185 40 $3,179

50 $11,098 50 $9,854

60 $16,000 60 $16,639
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CARRIER 2: INDEX IN ACTION

Client Age Rate Time Frame Projected Cash Value

40 7% After 20 years, or age 60 $123,468

50 7% After 20 years, or age 70 $198,921
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5TIPS FROM 
THE TOP I will start by thanking you all for 

helping make 2014 a very successful 
year. And now that 2015 is upon us, it 
is spring training time and I challenge 
you to set your sights even higher than 
2014. Last year was a phenomenal 
year for fixed indexed annuities. They 
definitely have a place in the case 
design process, and we expect to see a 
variety of changes and enhancements 
as carriers compete for shelf space. 

One disturbing issue that I dealt 
with in the last month of 2014 was a 
surge of clients asking about required 
minimum distributions, or RMDs. I think 
everyone should know by now that I 
am very client focused, as is the entire 
annuity team. As far as I am concerned, 
the RMD is an essential part of any 
IRA annuity sale. The circumstances of 
the initial annuity sale will determine 
whether the RMD request form is 
included in the annuity application. 
If the form isn’t signed at the time of 
application, then it should be submitted 
with the contract delivery receipt. 

It’s extremely easy to provide the 
client with a systematic RMD form 
that will process at the same time 
each and every year. This will allow the 
client a predictable payment each and 
every period, depending on what he/
she chooses. The amount will change 
slightly each year, but the processing 
time will be the same. This is a step of the 

sale that can prevent a lot of potential 
issues with the IRS down the road, too. 

If your client does not take an RMD, 
the client could potentially be set up 
for a penalty of up to 50% of that RMD. 
Also, if a spouse passes away and the 
surviving spouse assumes the IRA as 
his or her own, keep this in mind: If the 
decedent was of RMD age, the RMD 
must be taken in the year of death. We 
at Davis Life & Annuity can help you and 
your client wade through those details. 
Should you be interested in reviewing 
IRA rules, regardless of the type of IRA, 
please refer to IRS Publication 590. 
We have this tool on hand to help 
sort things out, but always refer the 
client to a CPA and/or tax person. 

Your client is just as important to us as 
he or she is to you. We are your cheering 
section in the stands to help you set up 
the homerun for your clients. Let us help! 
Give any one of us a call at 800-747-5612 
to help bring the team together for a 
win. Let’s hit it OUT OF THE PARK IN 2015!

1  Develop a professional 
greeting.   Don’t just say hello 
and jump into your telephone 
presentation without taking 
a breath or allowing the other 
party to participate. Your 
greeting should err on the side 
of formality. Be professional.

2   Introduce yourself and 
your company. My name is 
Sally Smith with ABC Company. 
We’re a local firm that specializes 
in helping businesses like yours 
save money.” Don’t get too 
specific yet. Don’t mention your 
product. If you do, that allows 
the other party to say, “Oh, we’re 
happy with what we’ve got. 
Thanks anyway,” and hang up. 
By keeping your introduction 
general, yet mentioning a 
benefit, you’ll pique your 
prospect’s curiosity and keep 
them on the line longer.

3   Express gratitude. 
Always thank the potential 
client for allowing you a few 
moments in his busy day. 

4  Schedule a meeting.  Get 
a confirmation to meet, either 
in person or to teleconference 
to get the information you 
need in order to give a solid 
presentation. If he’s so interested 
that he wants to do it right 
then and there, that’s OK too.

5  If a face-to-face meeting is 
the most appropriate next 
step, use the alternate-
of-choice questioning 
strategy. Offer him two times. 
When you use the alternate 
of choice, you take control 
of getting the appointment. 
And note: Asking for an off-
hour gets you noticed. Try it.

Excerpt taken 8 Tips for a Successful 
Sales Call by Tom Hopkins

Source: www.entrepreneur.com

 PJ BEHRENS 
Director of Annuity Marketing 

800.747.5612 

PJ@DavisLife.com 

PJ’s PICKS 
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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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Two Birds with One Stone: 

Life Insurance with LTC Benefits

I think one of the best opportunities to sell more life 
insurance is to offer your clients a product that they 

themselves may actually get some benefit from, not just 
their beneficiaries. The advent of Long Term Care (LTC) 
benefits within a life policy allows you to really sweeten the 
deal for clients who need life insurance, but are hesitant to 
buy just the life insurance. With more and more companies 
offering these types of products, it becomes more and more 
confusing trying to decipher how each product works. I 
think that now is a good time to explain the three basic 
benefit structures, as well as the pros and cons of each.

Linked Benefit Products
These products have been around the longest. They 
are primarily used for Single Premium Life sales, and 
offer a simplified underwriting process that significantly 
reduces the time needed to place a case in force. These 
products are a great option if you don’t like to deal with 
underwriting and the client is more concerned about a 
larger pool for LTC benefits over a larger death benefit. 

•  Pros: They offer a Return of Premium feature that 
allows the client to get their money back in the 
future, should they decide they no longer need or 
want the coverage. Also, the LTC benefits can be as 
much as 3-4 times higher than the premium paid.

•  Cons: The death benefit is not the real 
selling point of these products, as it is 
lower than fully underwritten options. 

•  Remember: You must be LTC certified to sell these 
products, and each state has different guidelines. 
Qualification for the LTC benefits is not being able 
to complete 2 of the 6 Activities of Daily Living 
(ADLs). The 6 ADLs are: hygiene, continence, 
dressing, eating, toileting and transferring. 

True LTC riders
These products are fully underwritten life insurance 
products that allow you to choose LTC benefits, usually 
1-4% of the total death benefit on a monthly basis. 

• Pros: These plans are designed mostly for 
life insurance needs, but offer accessibility 
to the death benefit ahead of time if the 
policyholder can’t complete 2 of the 6 ADLs. 

•  Cons: These riders do add to the premium 
of the policy and do garner extra attention 
during the underwriting process. 

•  Remember: You must be LTC certified 
to sell this product as well.

Chronic Illness Benefit
These options are the latest innovation in the Life/LTC 
market. Several companies have products with this benefit.  

•  Pros: These are not officially classified as a 
true LTC benefit, so no additional licensing 
requirements are needed. As with the other 
products, qualification for the Chronic 
Illness Benefit is 2 of the 6 ADLs. 

•  Cons: The Chronic Illness Benefit varies a 
little between companies, so comparisons 
need to be done to see which product 
best fits the needs of the client. 

•  Remember: These are fully underwritten 
life products, first and foremost.

Life insurance is no longer solely about the death 
benefit; rather it is a valuable tool in ensuring 
financial well-being during the retirement years. 
My team can help you find the ideal product that 
allows your clients the ability to guarantee a legacy 
while reaping the rewards of their investments.

AL STOCKWELL, MBA, FLMI 
Life Marketing Director 

800.747.5612 

Al@DavisLife.com
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1.    The American College RICP® Retirement Income Literacy Survey (September 2014). Results based on a survey of Americans  
age 60–75 with at least -100,000 in investable assets.

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

Date Location

February 19, 2015 Fort Lauderdale, FL

March 26, 2015 Cherry Hill, NJ

May 12, 2015 Kansas City, MO

June 11, 2015 Houston, TX

September 10, 2015 Denver, CO

And knowledge of annuities as a retirement income 
strategy was the lowest of 11 key issues covered.

While two-thirds of respondents claimed to be working with 
a financial advisor, their lack of knowledge suggests advisors 

have not done a good job educating their clients.

Are you positioned to educate and guide 
your clients on their retirement strategy?

Educate yourself and your clients by attending Legacy’s Income Planning University.
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Amount of an Application:  

Getting the Right Quote Right Away

How many times have we heard the question in 
everyday life:  ”Okay, how much are we looking 

at?” It is a question that is asked all the way from finding 
the amount of a mortgage payment to trying to decide 
what kind of car to purchase. Incidentally, I like the 
Corvette; however the price of the Malibu may fit my 
budget better. With investments, how much to invest 
in the company you and your client have chosen is 
dependent on your client’s lifestyle and budget. 

Now that your client has decided to invest in life 
insurance, there are basic things an underwriter will 
automatically keep in mind. Once the application has been 
received, the underwriter will look at the basic medical 
history. The next question that will come to mind is: “How 
much are we looking at?” Therefore, it is important to make 
the face amount of the application as specific as possible. 

An application will usually be positioned in the home 
office of a carrier according to 1) the amount applied for 
and 2) the underwriter’s approval authority. Since each 
underwriter has an approval limit, if the amount of the 
application appears to be vague, for instance “anything 
from $500,000 to $1,500,000” or “as much as possible,” 
the application may sit and wait while someone decides 
which underwriter with what approval limit should review 
the application. This could easily add a few more days of 
waiting to the process.

A producer usually has an idea of what product the 
applicant wants, such as term, UL, or some form of whole 

life, for example. Therefore, it should not take long for a 
producer to zero in on how much premium is allowed by 
the applicant for the month, quarter or year. This helps the 
underwriter to immediately get an idea of the risk being 
looked at. Then, specific requirements can be set forth. The 
underwriter can instantly see the whole picture of what the 
applicant needs/wants, and the underwriting process can 
be held to a minimum of time for the end result: approval. 

An experienced underwriter is able to quickly deduce an 
approximate rating if an application is complete, including 
a specific face amount. The requirements that follow will 
then verify what the application has already stated. When 
the application is not complete with face amount or 
medical details, the underwriter must go in search of the 
details. A complete application could potentially save the 
producer, applicant, and underwriter days or even weeks 
to complete for approval. 

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

800.747.5612 

Bob@DavisLife.com
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Carrier Fidelity & Guaranty Life
Insurance Company

Americo Financial Life and Annuity
Insurance Company

A.M. Best Rating B++ (Good)* A (Excellent)**

Product Versions 10-year: 10, 10 Plus, 10 LT, 10 LT Plus.
14-year: 14, 14 Plus.

7-year: 7.
10-year: 10, 10 LT, 10 Plus, 10 LT Plus.

Bonus 10-year: 7% (3.5% 76+).
14-year: 10% (5% 76+).

(vesting bonuses)

7-year: no bonus.
10-year: 5% upfront premium bonus,
10% accumulation bonus at end of

Year 10 (8% LT states).

Income Rider Income XL RiderSM

(Available on bonus products only.)
Option 1: Consistent, guaranteed 

Income Base roll-up.
Option 2: Performance-driven Income Base

—up to 5x the premium.

No income rider.

Interest Crediting
Options

No-fee options with high caps.
Options with a fee for even

higher caps.

Seven indexed strategies linked to four
markets. Four strategies with

uncapped** potential.

Fee Fee for optional indexed
interest options: 1.00%.

Income Rider Charge: 0.70%
of Income Base.

Annual Liberty Optimizer Fee applied
annually to Accumulation Value

7-year: 1.00%.
10-year: 1.25%.

Minimum Guarantee Between 1% and 3% on 87.5% of
premium received,

less all prior withdrawals.

Between 1% and 3% on 100%
of premium received, less any

withdrawals and surrender charges.

Initial Premium $10,000 $10,000

GA-Level Commissions Three age bands for max comp!
14, 14 Plus = 8.00%
10, 10 Plus = 7.00%

10 LT, 10 LT Plus = 6.50%

Full comp to age 80 in most states!
7, 10 LT, 10 Plus = 7.00%

10 = 8.00%
10 LT Plus = 6.50%

 
Call Davis Life & Annuity to learn more!

800-491-0697

 

Products distributed by Legacy Marketing Group®. Some products and benefits may not be available in all states. Certain restrictions and variations apply. Consult contracts
for all limitations and exclusions. Refer to contracts, Earnings Rate Updates, sales guides, Compensation Schedule, and State Approval Matrices for details. LibertyMark 7,
LibertyMark 10, 10 LT (Policy Series 411/4182), and LibertyMark 10 Plus, 10 LT Plus (Policy Series 411/4179/4182/4184) are single premium deferred fixed indexed annuities
underwritten by Americo Financial Life and Annuity Insurance Company (Americo), Kansas City, MO, and may vary in accordance with state laws. Legacy Marketing Group
and Trent Davis (Davis Life & Annuity) are independent, authorized agencies of Americo. LegendMark flexible premium fixed deferred indexed annuities are issued by Fidelity
& Guaranty Life Insurance Company, Des Moines, IA. Form Nos: ACI-1018(06-11); API-1018(06-11), et al.

* B++ (Good) is 5th highest, and A (Excellent) is 3rd highest, of 15 ratings ranging from "A++" to "F."

** All uncapped options have a participation rate, which will be applied.

   
LMG3678v1014_Davis
14-619-11 (10/14) FOR BROKER USE ONLY. NOT FOR USE WITH CONSUMERS. 14-861

Call Davis Life & Annuity to learn more! 800-747-5612
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Finding Big Opportunity in the 

Small Business Market 

H earing the words ‘business owner’ often brings 
Wall Street to mind – which may bring a churning 

to the stomach. But, there’s no need for that. The truth 
is, over 99 percent of American businesses, nearly 6 
million privately held companies, are found on Main 
Street. Regardless, the larger institutions still focus on 
the larger businesses, like fortune 500 companies with 
hundreds of employees. Businesses with annual revenues 
of a half million dollars up to $5 - $10 million represent 
an incredibly undeserved market that independent 
life insurance agents tap into. There are over 1.8 million 
U.S. businesses that fall into this category, according 
to the most recent report by the U.S. Census Bureau. 

These business owners of the dental practices, 
veterinary clinics, restaurants and a thousand other 
enterprises you drive by every day need your financial 
solutions. In fact, two-thirds of American millionaires 

achieved their wealth by owning a small business. 
Companies with 10 or more employees are often 
worth $1 million or more. So, if you want to work 
with millionaires, target the small business owner.

Solutions That Meet The Need
Luckily for you, business owners have significant 
needs that life insurance agents can help with. With 
taxation changes coming to business owners earning 
over $250,000, people are going to need assistance 
in planning to meet their goals. This includes funding 
their retirement, as well as the retirement plans of their 
employees. A majority of small businesses also do not 
have a properly structured succession plan. They need to 
figure out how they will pass their business on; the longer 
they wait the more difficult and expensive it will be.

As they consider these things, most business 

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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owners have little or no idea what their companies 
are worth. Most think they know, but their guesses 
are almost always wrong. In fact, owners typically 
misjudge the value of their business by 50% or more. 

Valuation Issue
For this reason, always raise the valuation issue. Asking 

the right questions positions you as a problem solver for 
the business owner. This not only puts you a step ahead 
of the competition, but it uncovers the problems in a 
business, shortens the life insurance sales process and 
exposes tire kickers so you don’t waste your valuable time 
with clients that are not serious. If you can show someone 
what their business is really worth, you’ve already made 
them money. They not only will be eager to implement 
your recommendations, but they have the money to do so.

Referrals 
You need not be an expert in business valuations; you 
just need to be sure to partner with someone who is. 
Business valuation is also a great way to get leads and 
referrals from local CPAs and attorneys. Most CPAs hate 
doing business valuations, but in many cases they 
do them because they don’t want to send their client 
to the competition. You have a great opportunity to 
present yourself as a non-competitive resource for 
them to send their clients to that need valuations. 

Get The Facts
You really need to be using a comprehensive fact 
finder during your initial client meeting. This type of 
device allows you to cultivate the comprehensive 
information you need to put together a strong proposal 
that will meet your business client’s needs. Be sure to 
partner with someone who understands the value of 
a targeted fact finder to ensure an effective analysis. 

Trying to understand the client’s objectives can be 
especially difficult due to the complexities of business 
owner needs. Family ties can complicate cases further. In 
some circumstances, the advisor becomes a counselor 
of sorts in order for the client to make certain decisions 
involving family members. But, if your client is willing to 
share all legal and financial information with you, you 
have an excellent chance to meet their many objectives. 
Once you have compiled detailed information from 
your client, a good marketing organization can position 
you to provide appropriate recommendations.

Cross-Selling Opportunity
Cross-selling to business owners is essential. 
Professionalism and knowing the products are 
both extremely important. However, selling one 
product the same way to everyone just isn’t going 
to work in this day and age. These business owners, 
approximately half of whom are Baby Boomers, are 
for the most part a very sophisticated demographic. 
Agents with one product are probably leaving a lot 
of other sales behind or maybe losing business.

Targeting the business owners market provides 
ample opportunity for relationship building, referrals 
and cross selling, as well as an additional opportunity 
to market to Baby Boomers; all of which will grow your 
income and your business in the short term and for the 
long term. Life insurance agents have the solutions this 
plentiful market is not only lacking, but also seeking.

TRENT DAVIS 
Co-Owner 

800.747.5612 

Trent@DavisLife.com

“ …if you want to work with millionaires, 
target the small business owner. ”
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New Year, New Paperwork 

Wow, we all made it safely through another happy 
but busy holiday season. Now that colder weather 

is upon us, we might all want to settle in for a long winter’s 
nap and let everything go until spring, but the needs 
of our industry will not let us hibernate.  Now that the 
New Year is here, it is time to start thinking about license 
renewals, continuing education, anti-money laundering 
certification, and errors and omissions renewals.

One way to get 2015 off to a great start, especially 
when it comes to contracting with new carriers, is to 
send a copy of your credential renewals to Davis Life & 
Annuity as soon as they arrive, not just when you want 
to do new contracting.  Even if you got your certificates 
a few months ago, we might not have them on file, 
which means your carriers probably do not have them 
on file. Just waiting for something as simple as an E & 
O or AML certificate holds up the contracting process 
by at least a business day. Even worse, a lost certificate 

or license could hold up an application or contract by 
several days as we wait for you to get another copy. 
Those lost days can really add up over the year. 

The great thing about working with Davis Life & 
Annuity is that we are here to take the leg work out of 
updating your credentials.  We are happy to forward 
updated documents for you; doing so will save us both 
time and money.  So gather those copies of your renewals 
and send them to contracting@davislife.com.  Keep us 
updated so we can keep your carriers updated for you. 

EMILY DAWSON 
Contracting Coordinator. 

800.747.5612 

Emily@DavisLife.com

NEW EMPLOYEE:   

Meet Lindsay Cochran 

Davis Life and Annuity is proud to announce the 
latest addition to our life insurance family. Lindsay 

Cochran has worked in the life and financial service 
insurance industry for more than ten years, specializing 
in marketing, product distribution and point-of-sale 
assistance. Her business intelligence and market-driven 
philosophy promise to be a valuable asset in developing 
and implementing effective marketing strategies and 
introducing new products. Relationship management is 
a priority for Lindsay, and she has a lot of fun doing it,

Lindsay graduated from the University of Northern 
Iowa with a degree in social work, but realized that the 
career path of a social worker was not making best use 
of her innate business acumen. She is an accomplished, 
results-oriented self-starter focused on meeting 

agents’ needs. She responds positively and actively to 
challenges, and found life insurance was the way to 
combine her passion for caring for people with her love 
of the brokerage market. What attracted Lindsay to Davis 
Life & Annuity? The opportunity to assist life insurance 
agents and share in the thrill of the sale. One of her key 
strengths is building relationships; she will work with 
an agent through the sales process and then helping 
to ensure timely and accurate issuance of the policy.

Lindsay grew up in Des Moines and currently makes 
her home in Altoona, IA with her significant other 
Mike and son Cody. When she is not working, Lindsay 
enjoys spending time with her family and friends doing 
just about anything, traveling to Wisconsin to visit 
loved ones or catching any NCAA football game.  

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!



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



12 » WWW.DAVISLIFE.COM | 800-747-5612

Children off to College? 

Better Check that Insurance 

S econdary education costs have skyrocketed, especially 
within the past twenty years. More young adults 

than ever before are taking on debt, particularly private 
loan debt, to finance their educations. Gone are the 
days of working part-time to pay for one’s own tuition. 
Parents need to ask themselves, “What would happen 
if my student were no longer able to attend school or 
payback the accrued debt?” Before scoffing at the idea 
of life insurance for young adults, it is important to get 
a real understanding of the numbers and situations 
that make life policies for coeds a good idea. 

According to a 2014 study by the Institute for College 
Access & Success, a bachelor’s degree at a private 
institution means $39,950 in student loan debt, of which 
20% is in the form of private loans. Even public, non-profit 
college graduates average $25,550 in debt, 20% in private 
loans. Nearly three-fourths of all graduates have student 
loan debt, compared to less than half twenty years ago. If 
the student enters a graduate program, a five-year study 

from Edvisors found that the amount of debt will soar. In 
fact, more than half of all graduates in the medical field 
will have grad-school debt over $100,000. Even non-
medical masters’ programs average more than $30,000 in 
student loan debt, in addition to undergraduate loans.  

Parents often have to co-sign for their children to obtain 
private student loans, too, especially for graduate degrees. 
As website Learnvest.com warns, if children are unable to 
pay a debt, even because of untimely death or disability, 
loan repayment becomes the responsibility of the estate 
or co-signers. Even Federal Parents PLUS loans are not 
automatically forgiven. Parents must submit to a lengthy 
application process to try to get the loan discharged, at a 
time when their stress and grief levels are already soaring.  

Young adults are not immune to disabling illnesses, 
injuries, and accidents, either. According to Childstats.
gov, every year almost 100,000 adults age 18-24 pass 
away from accidents, injuries, and illnesses. Also, 
according to 2013 statistics provided by the Social 

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Security Administration, less than .4% of the female 
population and .5% of the male population under age 
25 receives disability benefits, but  those rates quadruple 
in the years just out of college: 1.7% of women and 2.1% 
of men aged 25-29 will become permanently disabled. 
And students who are claimed as dependents and still on 
their parents’ health insurance policies may not qualify 
for Medicaid to cover the cost of long-term care.  

Even if a parent did have the foresight and financial 
ability to purchase life insurance, college is the right time 
to revisit the level of coverage. A juvenile whole-life payout 
of $25,000 or term life rider of $10,000 may have been 
plenty of money a generation ago, but these payouts are 
often barely enough to cover outstanding student loan 
debt that cannot be discharged. Families fail to consider 
the following costs in the event of a catastrophe: 

•  Traveling and retrieval expenses if the student 
attends school in another state or country, 
or if the student travels or works abroad.

•  Court-ordered payment obligations 
such as restitution or child support.

•  Non-dischargeable expenses such as taxes, 
condo fees, and some types of unsecured loans.

• Long-term care if the child becomes disabled.

The good news is that the majority of college-age 
students are healthy. In fact, this is probably the best time 
in their lives to purchase insurance because the premiums 
will probably never be lower for the coverage they receive. 
Many parents also wrongly assume that because they 
have not already purchased coverage when their children 
were young, then they are out of luck. Starting with a 
product such as a term life policy at an early age makes the 
premiums comparatively low, and can even make it easier 
for children to get additional coverage as they mature. 

All too often, parents and children alike believe 
the false assumption that because college students 
usually have no dependents, they have no need for 
insurance. Mom and dad insist their coeds have auto, 
health, and tenant insurance, so why do they balk at 
the idea of purchasing life insurance? As difficult as it is 
to discuss, long-term financial problems from a child’s 
untimely death or disability, they do happen. Too many 
families think dropping hundreds, or even thousands, 
of dollars a month in tuition costs is normal, yet think 
paying for extra insurance coverage is unnecessary.  
Perhaps it is time to change that way of thinking.
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Does your IMO hate  
it when you write term?
At Davis Life & Annuity we love term life insurance! You will too, withh 
Davis Drop Ticket - our new simplified paperless term system!

Eliminate the hassle of paperwork and your printer running out of ink when heading too 
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!!!
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The Story of This Chair

The story of this chair begins on a farm just west of 
Clarksville, Iowa. My father, Ron Davis, was raised 

on that farm which had been in the family since Iowa 
became a state in the mid-1800s. Sometime during the 
1930s, when my father was a young boy, a row of black 
walnut trees were cut down east of the house to clean 
up a crop field. The trees on the far right edge of the 
photo are the trees that were cut down. My grandfather, 
Don Davis, had the logs rough cut into lumber and 
then stored in the barn. That lumber then sat for 40 
years. I remember as a kid seeing the stack of wood 
inside the barn when I would go in to see the cows.  My 
grandfather retired from farming in the early 1970s and 
sold the farm. My father moved the lumber from the 
barn to his garage in Des Moines.  The lumber then sat 
another 40 years waiting for something to happen. 

I have been woodworking as a hobby since I was a 
kid. Many years ago my father told me that the lumber 
from the farm was mine and when I was ready, I could 
pick it up and do what I wished with it. I spent many 
years thinking about what to do with it. This was 
special wood and I wanted to make sure that whatever 
I built would do justice to the beauty of the wood and 
would be usable for many generations to come.  

I finally settled on a Morris chair. It is a classic 
arts and crafts design and it was within my abilities 
as a woodworker. I also felt that a chair would 
be usable long into the future. Many things may 

change in the future but a nice, comfortable chair 
should always have a place in someone’s home. 

I completed the chair on September 15, 2013 and then 
had it professionally upholstered. I took me roughly 2 years 
to complete the chair. It took so long because I could only 
steal an hour or two here and there to work on it. I told 
myself at the beginning of the project to take my time, 
do it right and enjoy the time. Pictured left is my father 
Ron sitting in the completed chair with me next to him. 

I feel that in some way, my life long enjoyment 
of woodworking was all meant for me to complete 
this one task. My hope is that this chair and footstool 
stay in the family and that this story stays with it. I 
am attaching a copy of this story to the bottom of 
the chair to help keep the story with the chair. 

For anyone that reads it, I hope they take a few 
moments as they sit and enjoy the chair to reflect 
on the past and help preserve it for the future.

JON F. DAVIS, FSA 
Co-Owner 

800.747.5612 

Jon@DavisLife.com

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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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. 
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WHAT’S INSIDE

800-747-5612 
dlb@DavisLife.com

DAVIS LIFE
L I F E  &  A N N U I T Y

3737 Woodland Ave • Suite 600
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.”

• Life Insurance with LTC 
Benefits - Two Birds 
with One Stone?

• Finding Big Opportunity in 
the Small Business Market 

• Life Insurance for Young 
Adults: What Parents 
Need to Know

8000-747-5612
dlb@@DavisLife.com
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