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New from Wink and Davis Life & Annuity:  
Harness the power of AnnuitySpecs!

Immediate, fixed, fixed indexed, lifetime payout or longer... if you have ever sold annuities, then 
you know these products can be very complex. If not presented correctly, the very idea of an 

annuity can turn off potential clients. And no one can afford to lose clients these days. But selling 
annuities is about to get a whole lot easier with AnnuitySpecs, the ultimate one-stop shop for 
annuity product information. 

Based out of Pleasant Hill, Iowa, in the heart of the insurance capital of America, Wink is the 
company that masterminded the AnnuitySpecs system. Wink designed the tool to be just as easy 
for a beginner to use as an expert. Agents who are just starting out in the annuities business love 
how easy it is to research available products in their home state, and get the best rates for their 
particular clients’ needs. And agents who have seldom used a computer or smartphone love how 
simple the program is to use. 

Wink’s motto is “We Make Insurance Fun,” and after using AnnuitySpecs you will agree. Continue 
reading to see why this system has become a must-have sales tool in the annuity world. Then, call 
Davis Life & Annuity to start using it right away. Your next prospect will thank you for it.
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•   Have you ever struggled to find clear product 
specifications on an indexed, fixed, or MYG annuity? 

•   Do you ever have difficulty comparing different 
Guaranteed Lifetime Withdrawal Benefits? 

•   Are you looking for a resource that can provide the 
most advanced search engine in the annuity market?

Warning! Do not use AnnuitySpecs unless you  

want to see a corresponding increase in sales! 

AnnuitySpecs brings you accurate, 

timely product information

•   Product Specifications: in layman’s terms for quick 
assessment

•   Side-by-side product comparisons: a must-have for 
competitive situations

•   Advanced search tool: includes top searches and the 
ability to save your searches for quick access at anytime 

•   Product Rates: compare current rates on an apples-
to-apples basis, updated 24/7!! 

Absolutely unparalleled competitive intelligence!

Unlock the POWER of...
Wink’s AnnuitySpecs

THE INTEL YOU NEED!

WHAT? BENEFITS?
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5TIPS FROM 
THE TOP As we venture into mid-year, I wanted 

to reiterate a few opportunities 
to assist clients with their retirement 
planning that often get overlooked.  

Some agents have taken advantage 
of the QLAC (Qualified Life Annuity 
Contract.) This nifty tool arose as a result 
of the U.S. Treasury’s removal of certain 
restrictions to annuities and similar 
retirement savings arrangements.  
The QLAC allows implementation of 
efforts that help balance the use of 
annuities and other investments in 
their retirement savings capacity. They 
essentially allow deferment to age 
85 before taking required minimum 
distributions, as opposed to the old 
70 ½ standard. There are limitations 
of course, but moreover they make a 
great opener for a discussion between 
you and your clients. Quite frankly, 
the opportunities, in my opinion, may 
be few and far between, but at least 
you’re having the discussion with 
your client and potentially uncovering 
opportunities to help them. 

Another great opportunity for you 
and the client are in-service distributions 
from a qualified plan. First and foremost, 
though, your client must be at least  
59 ½, still working, and contributing 
to his or her plan! You’ve all heard 
the saying, ‘buy low, sell high.’  Well 
folks, it appears we’re at a high. Why 
not reduce your client’s market risk/
exposure within their, let’s say 401k 
plan and move that to a safe place…a 

fixed annuity, for an example.  Once you 
present this opportunity, the response 
should be an instant, “let’s get this 
done.”  The opportunity is presenting 
itself at this very moment, and if you 
listen to the financial forecasters there is 
change coming. Why not lock in those 
nice returns and prevent a repeat of 
2008? Can your clients afford to suffer 
more loss with less time to make up? 

In the course of conversation 
it’s critical that you also take the 
opportunity to do beneficiary reviews 
of both annuities and life insurance 
policies. I’ve seen several instances of 
horrific adjustments that were made 
that were not in the best interest 
of either the policy owner or the 
beneficiaries. And unfortunately, 
those changes were probably made 
unbeknownst to the client at one point 
or another. Believe it or not there are 
people without ethics (although training 
is required in most states to sustain an 
insurance license) in our industry. 

There continues to be opportunity 
to serve your existing clients. It’s our job 
at Davis Life & Annuity to remind you 
of that and revisit the opportunities 
that help you be your clients’ valuable 
advisor. We’re all looking to do the best 
thing for our clients and that’s why we’re 
here for you - our client. Contact your 
annuity marketer today or any of us 
on the annuity marketing team. If we 
don’t know the answer, any one of us is 
willing to dig deep to find the answer. 

1  Ditch the fax machine 
already.   The sticky note may 
never die (long live the to-do 
list), but limiting other paper 
product usage is a start.

2   Move business to the 
cloud. Nearly 40 percent of 
U.S. small businesses have fully 
adapted to cloud computing 
– a number that’s expected 
to double by 2020, according 
to a 2014 Intuit study. 

3   Automate time-consuming 
processes. Automating 
time-consuming processes is 
a great way to get rid of paper 
and increase productivity for 
managers and employees alike. 

4  Take advantage of time-
saving apps.  From apps such 
as SignNow that enable people 
to sign electronic documents 
while on the go, to employee 
time tracking apps such as 
Toggl that eliminate paper 
timesheets, to organized to-do 
lists such as WorkFlowy, there’s 
an app designed for the job.

5  Set Aside Scan-and-Shred 
Time. Dedicate one day or 
moment in your week when you 
will scan and shred papers that 
have recently accumulated, such 
as incoming mail and receipts.

Sources:  

Boost Productivity With These 4 Tips 
for a Paperless Workplace by Andre 
Lavoie; June 2015; entrepreneur.com

Get Organized: Tips for Going Paperless 
by Jill Duffy; January 2014; pcmag.com

 PJ BEHRENS 
Director of Annuity Marketing 

800.747.5612 

PJ@DavisLife.com 

PJ’s PICKS 
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
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New Illustration Rules for Indexed 

Universal Life – It’s About Time!

On June 18, 2015 the National Association of Insurance 
Commissioner (NAIC) adopted Actuarial Guideline 

49.  This new rule addresses issues with how Indexed 
Universal Life (IUL) products are illustrated.  There are two 
parts to this that go into effect over the coming months:

1.  The first part of this regulation governs how 
carriers determine the maximum illustrated 
rate they can project for indexed accounts.  
Based on the analysis I have seen so far, the 
new rules will limit the maximum projected 
rates to approximately 6.5% to 7.25%, based 
on current market conditions.  This part of 
the rule will be effective September 1, 2015.  
You will soon start to hear from carriers how 
they are going to address this new rule.

Davis Life & Annuity applauds this change.  We 
have seen some carriers allow illustrated rates of 8%, 
9% or higher.  One of our creeds is to under-promise 
and over-deliver.  If you are selling an IUL product 
assuming a rate higher than 7% average, you are setting 
up your clients for disappointment and worse yet, 
providing them with an under-performing policy.  

2.  The second part of the new rule has to do with 
the assumed illustrated rate on loans within 
the life insurance policy.  The rule states that 

an illustration cannot assume a credited rate 
on borrowed funds to be more that 1% higher 
than the loan rate being charged.  This part 
of the rule will be effective March 1, 2016.

We also agree that this new rule is appropriate.  We 
have seen illustrations where there is a spread of 2%-3% 
or more between the credited rate on borrowed funds 
and the loan interest rate.  Using a high illustrated rate 
can make a product look like it should generate a great 
deal more cash flow for a client taking income down 
the road than what could be reasonably expected.  The 
reality of the sale will look quite different; we will have an 
under-performing policy and a not-so-happy customer.

Davis Life & Annuity has been advising producers 
for years to not over-project rates when building a 
plan for their customers, and we are glad that the 
regulations are catching up to our practice!

Please call us at 800-747-5612 to further discuss these 
new rules and how they might impact your future sales.

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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The Right IMO + The Right 

Carrier = Quick Approval

Those of us in the IMO world know that to stay 
competitive, we need to always challenge ourselves to 

get cases through the underwriting process as quickly as 
possible.  The longer a case takes to get issued, the more 
opportunities arise for sidelining the case; clients get cold 
feet, health status changes, etc.  The quicker we can get 
that case approved, the better the odds of getting it placed.  
We at Davis Life & Annuity are constantly going 
head-to-head with carriers to find the best and 
quickest ways to get cases in the paid column.  What 
do we look for?  Here are some real timesavers 
that we are always trying to improve upon:

• Getting cases submitted in good order – going 
back for additional info is a real time killer

• Reviewing cases up front with our underwriting 
staff to ensure that we are being realistic and 
giving the client and producer the best offer

• Looking for a carrier that doesn’t bombard us 
with additional paperwork and requirements

• Utilizing a carrier that significantly reduces the number 
of APS requests – this is the biggest saver of time

So, what do we have to show for our efforts?  We 
recently reviewed our new business figures and found 
that our business with North American averages 26 days 
from submission to offer.  Compared with the industry 
stats, this is anywhere from 10-15 days below average!  
When looking at the percentage of cases needing APS 
records, we are at a mere 25% with North American.  This 
low rate of occurrence is due to our upfront diligence in 
making sure the cases are submitted in good order, as 
well as North American’s efforts towards reducing the 
amount of APS records needed.  Industry statistics show 

that on fully underwritten cases, APS requests come in 
over 50% of the time.  Some carriers are still ordering 
APS records on all cases, causing unnecessary delays.

Two recent cases we submitted show how well our 
approach has been working.  Case one involved a 55 
year-old female applying for $500k of GUL with North 
American and $500k of term with another carrier.  North 
American reviewed the results of her exam and offered 
Preferred within 2 weeks of submission, whereas the other 
carrier questioned something in her lab work, ordered 
the APS records, then finally offered Table 3 four weeks 
after the North American offer had come in.  Case two 
involved a 53 year-old man applying for $1.4 million of 
IUL coverage paying $100k a year.  We reviewed the case 
up front and were prepared when we got the application 
from the agent.  Having all of our ducks in a row resulted 
in a Preferred Plus offer in 21 days from submission. 

My point is that there are a lot of great life insurance 
carriers out there in regards to rates and incentives, but 
even the most competitive rate is useless if the customers 
can’t get the policies they want when they say they 
want them. The days saved in the approval process 
add up to more sales over the course of the year, it’s as 
simple as that. At Davis Life & Annuity, we are always 
striving to improve our business methods, and we only 
contract with carriers that feel the same. Call our life team 
today and see how quickly we get to work for you..

AL STOCKWELL, MBA, FLMI 
Life Marketing Director 

800.747.5612 

Al@DavisLife.com

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



If a shorter duration product with a bonus isn't
enough to peak your interest, check out 

 to add the NEW
LibertyMark 7 Plus and SE 7 Plus fixed
deferred indexed annuities to your portfolio:

Short 7-year surrender
schedule product with a 5%
back-end bonus—paid on
the full accumulation
value at the end of Year 7!

Issues through age 85,Q
and NQ.

. Enhanced caps and rates
for greater accumulation
opportunity (on LibertyMark
SE 7 Plus).**

Offers 7 indexed interest
strategies covering multiple
markets, including risk
control and real estate.

Already approved in most
states (check current State
Approval Matrix).

1% on 100% minimum
guarantee upon contract
termination, less any
surrender charges.

All from “A” rated Americo
Financial Life and Annuity
Insurance Company.†

GET ALL THIS FOR YOUR CLIENT,
PLUS UP TO 6% GA-LEVEL COMMISSION* FOR YOURSELF!

Call Davis Life & Annuity

800-747-5612
www.davislife.com

LibertyMark 7 Plus, SE 7 Plus (Policy Series 411/4182/4191) 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. Products are distributed by Legacy
Marketing Group®. Some products and benefits may not be available in all states. Certain restrictions and variations apply. Consult policy and riders
for all limitations and exclusions. Legacy Marketing Group is an independent, authorized agency of Americo. Trent Davis (Davis Life & Annuity) is an
independent, authorized agency of Americo.
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DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!

On April 18, 2015, after nearly two years of relentless dedication and hard 
work, the top performers of Davis Life & Annuity’s incentive trip to the 

beautiful RIU Palace, Guanacaste arrived for a week’s relaxation in a tropical 
paradise. There they met personally with co-owners Trent and Jon Davis, 
Annuity Director PJ Behrens, Life Director Al Stockwell, and many other key 
members of the Davis Life & Annuity family. The week was spent exploring the 
South American coast, relaxing on the beach, attending informative business 
sessions, lauding their accomplishments at the awards ceremony, and plenty of 
eating at the resort’s six restaurants. 

Everyone in attendance that week for the tropical getaway agreed the 
memories they built would last a lifetime. Award winner Min Min “Amanda” 
Wu said “Seeing wildlife on a boat tour was one of the most memorable 

Davis Life & Annuity Agent Incentive Trip, 2015

Destination:
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experiences of my life.” Fellow award winner Brian Parker agreed, 
stating “I thoroughly enjoyed the trip to Costa Rica with you and all the 
Davis Life family and agents. The accommodations at Hotel RIU [Palace, 
Guanacaste] were spectacular, the food was plentiful and delicious 
and the all-inclusive cocktails were refreshing and well; I think I still 
have a buzz. I found time for some really interesting and fun excursions 
and can’t wait for Davis Life’s Caribbean Cruise coming up next year! 
Thanks so much for allowing me to be a part of such a great trip.” 

Did you miss out on the opportunity to spend a week in this tropical 
paradise? Do not worry. Davis Life & Annuity will soon be announcing 
the winners of its latest producer incentive as we set sail on Royal 
Caribbean’s Oasis of the Seas®. You may have the opportunity to join us 
on a luxury cruise liner like no other. 

Guanacaste

Right: Trent Davis and Al Stockwell present Brian Parker 
with an award for top producer. Left: PJ Behrens presents 
Amanda Wu with an award for top new agent.

Scattered: From April 19 – 25, 2015, top producers and their 
guests enjoyed a week of rest and relaxation in Guanacaste, 
Costa Rica. Check and see if you recognize any faces!
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Bob to the Rescue!

Sometimes a customer’s family history can get in 
the way of the facts on a case. Recently, we had an 

application where an agent needed the best pricing 
possible to place the case. The details are as follows:

Situation
The case was rated Standard Plus, due to family 
history.  The client’s father died of a heart attack at 
age 59. The agent was going to lose the case if the 
client could not get Preferred rates or better.

Solution
Bob reviewed the details. He learned that the agent was 
a lifelong friend of the client and  very familiar with his 
family. The agent knew the father smoked a minimum 
of 2 packs of cigarettes per day since he was young and 
that his heart attack happened while bow hunting with 
his son. His father’s death made a lasting impression 
on the son, which resulted in him taking good physical 
care of himself. Bob asked the underwriter to set aside 
the guidelines and look at the facts, including the 

lifestyle habits of the Father versus the son. The son’s 
weight, lipids and other factors were good, whereas the 
Father’s habits, especially smoking, were not good.

Results
The underwriter wanted to see if the applicant had 
undergone a recent treadmill test.  Bob convinced 
her it was very unlikely that a healthy, 36 year-old 
male would go in for a routine treadmill test.  He also 
reminded her that the Father’s heavy smoking was a 
large contributing factor to his death and the applicant 
did not smoke.  Bob asked her to consider the facts and 
not  rely on an arbitrary guideline.  She reviewed the 
facts and agreed that she could do Preferred rates.

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

800.747.5612 

Bob@DavisLife.com

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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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
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Indexed Annuity and “Black Box” 

Crediting Strategies – Buyer Beware

As an agent, you are constantly getting bombarded 
with information about new products and 

concepts.  Recently, you may have heard about new 
activity from companies such as Barclays, Deutsche 
Bank, Morgan Stanley and others.  And new terms 
are being thrown around, too, for example CROCI 
(Cash Return on Capital Invested), Asset Allocator, and 
Strategic Balanced Fund.  One would think all of this 
has to do with some type of securities transaction or 
variable product, but in fact these are companies and 
terms being used with Fixed Indexed Annuities.

In a world with low interest rates and higher option 
costs, the two main drivers of Fixed Indexed Annuity 
pricing, insurance carriers have come up with many 
ways to try to set their products apart from the 
competition.  As I referenced above, some insurance 
carriers have resorted to offering exotic crediting 
strategies from big name investment companies 
with the general promise to offer superior crediting 
to the consumer through these products/crediting 
strategies. I often refer to them as Black Boxes.

So the question in my mind is, “Should the consumer 
expect the actual returns from the Black Boxes to be 
higher than traditional, simpler products based on the 
S&P or other common indexes?”  I believe the correct 
answer is we do not know.  The investment experts 
can show how all these wonderful indexes have 
outperformed the market in the past, but can they say 
that this strategy will be better in the future?  The real 
answer is no, they can’t.  Warren Buffet has famously 
stated that consumers should put money in indexes, 
such as the S&P, with low costs and do not try to outguess 
the market.  Most Fixed Indexed Annuities can do that 
while providing guarantees.  There are also considerably 
higher expenses associated with the more exotic index 
strategies, and someone has to pay for that.  Guess who 
ends up paying – the consumer!  Hidden in the investment 
allocations, options prices, participation rates and the 
like, you can be sure that those expenses are in there.

Also, the market has proven over and over again that if 

someone appears to have a real advantage in the market, 
it will get discovered and prices will adjust accordingly.  
Another way to say that is the winners get scrutinized and 
copied if they are right. As a result, the advantage is lost.  I 
also fear that these products further blur the lines between 
Fixed Indexed Annuities and securities.  We won the battle 
with 151a a couple of years ago, but FINRA and other 
regulators are looking for excuses to control our business.  

I have been in this business for 35 years, and had the 
privilege of being at the forefront of the development 
of indexed products.  In all that time, the best long-term 
value I have seen is offering a product the consumer 
can actually understand from a carrier that is fair and 
balanced on market participation rates and renewal 
rates. The one thing I know is that if we over-promise 
and under-deliver value to the consumer, we all lose. 
The only winners are the investment banks that collect 
their fees regardless of how the market performs.

My bottom-line message is do not let marketing and 
hype distract you from taking care of the consumer 
by offering a fair, understandable product that will 
deliver long term value.  That’s how we all win! 

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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The first in the nation
to offer a comprehensive wellness program around its life
insurance products

BIZJOURNALS.COM

“A win-win”
FINANCE.YAHOO.COM, AARON TASK

“Insurance game-changer”
CNBC POWER LUNCH

The most active customers may earn a discount of
up to 15% on their premiums, in addition to Amazon gift
cards, half-price hotel stays at Hyatt hotels, and other perks.
THE NEW YORK TIMES

 

For more information, please contact: 
Davis Life & Annuity

800-747-5612 or contract today

FOR AGENT USE ONLY. THIS MATERIAL MAY NOT BE USED WITH THE PUBLIC.

Insurance policies and/or associated riders and features may not be available in all states.Premium savings will apply based on the Status attained by the life insured.John Hancock Vitality Program rewards and discounts 
are only available to the person insured under the eligible life insurance policy. Rewards may vary based on the type of insurance policy purchased for the insured (Vitality Program Member) and the state where the 
insurance policy was issued. Vitality is the provider of the John Hancock Vitality Program in connection with policies issued by John Hancock. Insurance products are issued by: John Hancock Life Insurance Company 
(U.S.A.), Boston, MA 02117 (not licensed in New York) and John Hancock Life Insurance Company of New York, Valhalla, NY 10595.

LIFE-4843 6/15 MLINY062615126
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10 Reasons to sell Single Premium Life 

Do you have clients with CDs or Money Market 
accounts? Do you have clients who don’t think an 

annuity is the right fit for their retirement portfolio? 
Are you on the fence about selling SPL? Here are 10 
reasons why SPL may be the product for you…

1. Tax-Free Wealth Transfer – income tax free to kids.
2.  Immediate Increase of Estate for Heirs – 

SPL is a product that avoids probate. 
3.  Simplified Underwriting – No 

medical exams necessary.
4.  No Suitability Issues – The application process 

is simplified because there are no lengthy, 
specialized financial suitability forms.

5.  Living Benefits – Funds can be used 
to cover nursing home, chronic care 
and terminal illness needs. 

6.  Much higher caps than annuities.

7. Higher Commissions – more money for the effort.
8.  Quick Turnaround – no lengthy 

underwriting or suitability evaluation.
9.  Has Liquidity if Needed – Clients 

are covered for emergencies.
10.  Annuity Alternative – Another way for your 

clients to protect their assets for the future. 

Call Davis Life & Annuity today!

BRENDA MILLER
Annuity Marketing Executive  

800.747.5612 

Brenda@DavisLife.com

 

 

 

 
The Problem Our One-Stop Solution! 

Do you find comparing illustrations for term life products unnecessarily time 
consuming? Davis Drop Ticket 

Have you ever felt overwhelmed trying to navigate through all the life and annuity 
carrier websites, visiting site after site for the forms you need? 24-hour Online Toolbox 

 
 
 

Are you frustrated by trying to determine if adding a 
rider really is in your client’s best interest? Income Maximizer 

  Do you ever worry that you are not getting the 
rates your clients deserve? Over 40 Top-Rated Carriers  

          Have you ever fought carriers’ underwriters to 
get cases placed at competitive rates? In-house Underwriters 

    Does your current IMO seem to take forever to 
get you contracted? Sure LC  

Do you ever feel as though you are not getting 
the reward for your efforts that YOU deserve? 

Register for our exclusive, 
Contracted Agent Toolbox at 
WWW.DAVISLIFE.COM today! 

 

  Davis Life & Annuity…

…Has the Perfect Tools for You!  

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Home Offi  ce: 800-747-5612  |  dlb@DavisLife.com  |  www.DavisLife.com
If you are in need of a company you don’t fi nd 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++ Good ..................................................................................Funeral Trust
Voya Financial ...................................................................................................................................A Excellent ...........................................................................Life, Annuities
Zurich American Life Insurance Company .............................................................................A Excellent ...........................................................................Life

*   All ratings refl ect Financial Strength and are current as of 6-12-2015. A.M. Best ratings for insurers’    
     fi nancial 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 fi nancial strength. 2015 edition.

FOR BROKER USE ONLY. NOT FOR PUBLIC USE. 
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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.”

• On the Fence About Selling 
SPL? See 10 Reasons Why It 
Might Be the Product for You

• The Right IMO + The 
Right Carrier = Quicker 
Approval Time

• New Illustration Rules 
for Indexed Universal 
Life – It’s About Time!

8000-747-5612
dlb@@DavisLife.com
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