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Have you ever been in the middle of an evening appointment and realized at the last 
minute that a form is missing? Halfway through a Saturday presentation, has a client ever 

wanted an illustration for a different product or amount?  Do you find that your favorite time 
to research the latest life insurance and annuity products is at 10:30 pm? We have the perfect 
solution for you; a paperless, 24-hour office with everything an agent needs to prepare for a 
first meeting, all available at no cost to you. Take a look at WebTools™:

Load Up Your Toolbox With Davis Life & Annuity’s Newest WebTools™!

What Is It? What Does It Do? Where Do I Find It?

XRae® XRae is much more than just a case illustration 
wizard. It is a complete field underwriting tool, 
and the only underwriting tool on the market 
that works directly with multiple carriers to 
generate instant pricing and results.  

Davis Life & Annuity 
Contracted Agent 
Toolbox> XRae

Term Life Quotes The key to making term life insurance 
profitable is to take advantage of time saving 
opportunities. Imagine a simple-to-use term 
quote engine that is not only linked to multiple 
carriers, but is also linked to Xrae! Our new 
Term Life Quotes engine will make you eager to 
write term policies.

Davis Life & Annuity 
Contracted Agent 
Toolbox> New! 
Term Life Quotes

AnnuitySpecs® Powered by LookToWink, AnnuitySpecs 
offers the most complete side-by-side carrier 
and product comparisons in the industry, 
complete with product specifications. A visit 
to AnnuitySpecs will help you prepare for your 
client appointments better than ever before.

Davis Life & Annuity 
Contracted Agent 
Toolbox> Registered 
Agent Tools

We at Davis Life & Annuity understand that being a financial planner requires flexibility, 
and our website offers the perfect tools for the job. All you have to do is register as an agent 
on our website, davislife.com, and the right tools for the job will be at your fingertips.
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5TIPS FROM 
THE TOP

Does market volatility have your 
clients up in arms? Are they worried 

about their 401k dollars? They should 
be. But fear not; if the stars align, they 
may have an out. The first thing you 
can do to help is to get your hands on 
your clients’ plan documents. A quick 
review should make it pretty clear 
whether or not they are able to take 
advantage of an in-service withdrawal 
of all or a portion of their plan balance. 
Such a review should be part of both 
every new client discussion and 
existing client review. Correspondingly, 
the beneficiaries of those life and 
annuity contracts should also be 
reviewed. What a great opportunity 
for you to be their super hero!

If you are only doing annual reviews, 
be mindful there are events in your 
clients’ lives that could have a dramatic 
affect on how they distribute their 
assets at death. Also, we are creeping 
into that time of year when we need 
to make sure our clients have taken 
their required minimum distributions 
(RMDs). I have run into a handful of 
situations this year where clients have 
not taken their RMDs for several years. 
We at Davis Life & Annuity do not get in 
the habit of giving tax advice, but the 
IRS warns on its website, IRS.gov, that 
there could be up to a 50% excise tax 
on the RMD, if it is not taken in the year 
it is required. Your client does have to 
share responsibility, but some carriers 
send reminder letters out in the first 
quarter. Equitrust is one such carrier, for 

example. If you are like me and over 50, 
you still need a reminder a lot closer to 
the actual deadline of December 31st. 

I would like to ask every agent and 
advisor to stay informed about the 
strict new rules that the Department of 
Labor (DOL) is trying to implement in 
our industry. Financial advisors already 
have a regulatory body, the NAIC, and 
the proposed changes, intended as 
another layer of supposed protection for 
the consumer, will actually hurt middle 
and working class plan participants. 
The DOL wants anyone in financial 
services that works with a client to 
be a fiduciary, which typically leads 
to a costly, fee-based platform. As of 
October 2015, their attempts proved 
unsuccessful, but the DOL is still trying 
to mess with annuity classifications, 
especially fixed indexed annuities. I 
will keep you posted on our davislife.
com weekly blog as events unfold, but 
we all need to get involved and make 
our voices heard in Washington D.C. 

Lastly, and most importantly, on 
behalf of the entire annuity team, I want 
to thank each and every one of you for 
your business in 2015. Our relationships 
are vital to the learning process, but 
your success is paramount. Thank you 
for letting us be a part of your success. 
We are passionate about helping you 
succeed, and we will always be an 
advocate for you. The holidays are 
fast approaching; wishing you much 
fellowship with family and friends. Enjoy!

1  Prioritize your most 
important work.  Focus 
on your most important 
tasks at the beginning of the 
workday, so that there’s room 
for much-needed breaks later. 

2   Create an “energy ritual.” 
An energy ritual means 
engaging in a habit at the same 
time and place everyday that 
improves your energy levels 
and increases your focus. 
One example would be a 
commitment to disconnecting 
from your phone or the 
Internet for a block of time each 
evening before you go to bed. 

3   Work in sprints. Research 
shows that employees are 
most productive for 90-minute 
periods of time. Beyond that, our 
attention span begins to wane 
and our bodies become restless . 

4  Designate a buddy.  Enlist 
the help of someone like a 
co-worker, friend, or loved one 
to hold you accountable for your 
new energy-increasing habits.

5  Have awareness. The 
first step to curbing your 
addiction to distraction is 
recognizing that it exists.

Source:  

7 Tips for Ignoring Office Distractions 
and Getting Down to Business by Justine 
Hofherr. Boston.com. December 2015  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!
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Take a Look at XRae®

When I talk to agents about why they got into the 
life insurance business, the desire to work an 8 

to 5, Monday through Friday work week never comes 
up. We at Davis Life & Annuity understand how a lot of 
appointments happen after our team has gone home 
for the day. That is why we work very hard to offer our 
contracted agents the most useful web tools available. 
If you are like me, you appreciate the importance of 
computers, tablets, laptops, and smartphones, but 
want technology to be as easy to use as possible. So 
if you are like me, you are going to like using XRae.

What exactly is XRae?  XRae is a tool that makes basic 
underwriting questions easy to compare across carriers. 
Imagine a lightning-fast search engine dedicated solely 
to finding the best carrier for a given impairment for your 
client. I recently conducted a live demonstration of XRae 
to a group of our agents. I showed them how they only 
need to enter a few basic characteristics about a client 
to generate a detailed listing of the most competitive 
carriers. Anybody who has ever struggled with submitting 
a trial application only to get standard from one company 
and preferred plus from another, over the same 5’8”, 
180 lb. client, knows what I am talking about. And the 
best part about XRae - it is of no cost to you. You only 
need to be a contracted agent who is registered for our 
website, davislife.com. Some examples of frequently 

searched impairments include; height/weight, driving 
history, family history, blood pressure and cholesterol.  

Will these new online tools replace the IMO marketing 
team? No, absolutely not. What they will do is make you a 
faster agent when it comes to acquiring carrier knowledge, 
and that will make you more effective at getting sales. 
These online tools will turbocharge your sales engine 
because now you will be able to conduct preliminary 
research at any time, day or night. We at Davis Life & 
Annuity value the relationships we have with our agents, 
and we want you all to feel as comfortable doing business 
with us after-hours as you do during the work week.

I have used XRae for years, and I am really happy 
to offer it to our agents. Registration for XRae is quick 
and easy, and you can log in from anywhere you 
get web access. Within a couple minutes, you can 
be guided to the proper carrier for your client.

AL STOCKWELL, MBA, FLMI 
Life Marketing Director 

800.747.5612 

Al@DavisLife.com

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



Need More Eggs in Your  
Retirement Nest? 
With an increase in life expectancy and the very real 
likelihood that you may require enhanced care at some 
point in your life, you may need to plan for additional 
retirement income sources. 

Americans who purchase a SpectraMarkSM fixed indexed 
annuity are discovering a way to double their income* 
payout amount if they become impaired.

Here’s just one hypothetical example—assumes single annuitant issue 
age 64, $100,000 initial premium, and 10 years until Guaranteed Withdrawal 
Payments are elected:

Roll-up 
%**

Guaranteed 
Withdrawal 

%

Guaranteed 
Withdrawal 
Payment 

Enhanced 
Guaranteed 
Withdrawal 
Payment  

(Income Doubler)
Eligibility Period† for 

Income Doubler
6.25% 5.70% $10,451 $20,902 3 years

SpectraMark flexible premium fixed deferred indexed annuities are issued by Fidelity & Guaranty Life Insurance Company, Des Moines, IA, and distributed by Legacy Marketing Group®. 
Policy Form Nos: ACI-1018(06-11), API-1018(06-11), ICC11-1035 (11-11), et al. Policy forms and numbers may vary. Subject to state availability. Certain restrictions may apply. Riders and 
optional provisions may have limitations, restrictions, and additional charges. 
Guarantees are based on the claim-paying ability of the insurer.
Withdrawals may be subject to surrender charges, market value adjustment, and income tax. If withdrawals are made before age 59½, they also may be subject to an IRS penalty tax. 
Consult your tax advisers regarding your unique situation.
Fixed deferred indexed annuities may not be suitable for all. You should thoroughly review all materials and forms related to the product to ensure that it meets your 
financial situation and liquidity needs. 
  *  Income provided through enhanced guaranteed minimum withdrawal benefit rider for an annual charge of 0.80%. Rider charge subject to change upon restart, subject to maximum 

of 1.00%. Guaranteed Withdrawal Payments double for single annuitant only; 1.5X for joint annuitants. Enhanced payouts last as long as impairment continues or until account value 
equals zero, in which case the payouts will revert to the Guaranteed Withdrawal Payment. Not available in all states.

**  Roll-up amount is a current guaranteed rate. Fidelity & Guaranty Life Insurance Company reserves the right to change this rate for future sales of the rider and upon restart to not less 
than a minimum guaranteed rate of 3%. Restart not available in all states. 

  †  Varies by state.

    No bank guarantee.  • Not FDIC/NCUA/NCUSIF insured.  • May lose value if surrendered early.

This document is not a legal contract. For the exact terms and conditions, refer to the annuity
FG1839v0615_Davis 15-551

Call Davis Life & Annuity 800-747-5612
DLB@DavisLife.com
www.DavisLife.com

Your �nancial services partner. . . for life
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A Special Message from Jon Davis

The most valuable non-renewable resource we have is 
time, our time. We value our agents’ time, and want to 

be respectful of their time. That is why we started the Sales 
Exchange a few years ago. It is really about the exchanging 
of ideas. We wanted to give our employees and agents a 
taste of what is to come in the New Year, and hopefully you 
will get two or three ideas that resonate with you to bring 
back to your clients and your practice. I want to thank the 
carriers who made this possible, and their representatives 
for the excellent product information and sales tools.

You all are out in the field working directly with clients, 
trying to solve their financial problems. And there are 
a myriad of products and carriers. Wading through 
the weeds, trying to sort through everything, can be 
daunting. Our job is to cut a path for you so we can quickly 
get you to the right product for each of your clients. 

I saw all these words on a famous financial 
web page one day not too long ago:

•  Volatility •  Chaos 
•  Uncertainty •  Unpredictable
•  Risk •  China
•  Slow-down •  Ill-tempered
•  Low Yield •  Lowered Expectations
•  Untrustworthy 

I saw all these words in the headlines. This culminates 
what everyone sees as soon as they log on to the internet. 
Since 9/11, volatility is getting worse, and I am not talking 

solely about market conditions. I am talking about how 
consumers feel, and in particular, how they feel about 
their finances.  Consumers are getting more and more 
uncertain as the years go on. They are bombarded 
with information. There is too much going on. A lot of 
consumers do not have a reliable friend that they can 
call on. They need all of us to turn those words around.

The words we use when we sell our life and annuities are 
the words our customers want and need to see, such as:  

•  Stable •  Less Volatile 
•  Certain •  Guaranteed
•  Support •  Reliability
•  Partners  

I think these words really set the tone of what 
we deal with every day with our customers. Our 
company is 35 years old this year, and a common 
thread over all that time is that we try to turn volatility 
into certainty, to give order to the disorder. And 
consumers today need it more than ever before.

JON F. DAVIS, FSA 
Co-Owner 

800.747.5612 

Jon@DavisLife.com

Davis Life Sales 
Exchange 2015

SPECIAL PULL-OUT SECTION:

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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The Uncertain Business of 
Preparing for the Future

Who is your biggest competitor? Is it another insurance 
person? Your competition is not down the street 

with an insurance license. Your competition are the big 
stock brokerage firms, or BSBFs; all huge firms that want 
to keep your clients’ funds in-house. But these firms often 
sacrifice performance for convenience, and typically 
project growth that is improbable in today’s market. Keep 
that in mind as you go up against the large competitors.

In the past 30 years, the top ten-thousand financial 
planners have not been able to beat S&P 500 returns. 
Over the past 30 years globally, only a few have gotten 
lucky. In the past 20 years, there has been only one. Within 
the past 10 years, nobody, not even Warren Buffett, has 
beaten the S&P 500. The Dow Jones Industrial Average 
started in 1900 at 66 and ended in 2000 at 11,497. That is 
an average compound rate of 5.3%, not 8%, 10%, or 12% 
that stock speculators like to tout. To achieve 5.3% this 
century, the Dow would have to grow to 2 million by year 
2100. To get to 10%, it would have to climb to 24,000,000. 
If you are sitting with a client that heard they will get 
8-12% from a BSBF, you are battling unrealistic optimism.  

What we market at Davis Life & Annuity is not merely 
insurance products. We sell fixed guarantees. Longevity 
risk is what we overcome. Returns only work well if you 

see high returns right away, during the young years of 
investing, and then let the returns grow. If the sequence 
is reversed, as it has been for much of the past twenty 
years, then you are not going to do so well. From 1991 
to 2010, typical investors only got average returns of 
2.1%.  We have an annuity with a 4% roll-up and no fees. 
That is almost twice as much, and may be part of why 
consumers regard guaranteed products with skepticism. 

It is hard to believe, but many consumers today 
cannot comprehend the notion of guaranteed returns. 
They are so used to losing money with firms that have 
big names and big reputations; they cannot believe 
that guaranteed options exist. If you can reprogram the 
consumer mindset of “What’s the Catch?” you can keep 
your clients from being lured in by the large firms.

TRENT DAVIS 
Co-owner 

800.747.5612 

Trent@DavisLife.com

  1.  Lenzner, Robert; Buffet: New Advice From on High. April 20, 2008. Retrieved from www.Forbes.com on September 10, 2015

  2.  JP Morgan Asset Management. December 30, 2012. Retrieved from www.Forbes.com on September 10, 2015.

Davis Life Sales Exchange 2015
SPECIAL SECTION:

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Jeff Ditsworth, Sales Vice President,
North American Company

One of the best features about North American is their strategy for long-term 

wealth-building. They offer convertible policies which allow the policy owner to 

exchange a policy, without resubmitting evidence of insurability or surrender charges, 

in order to upgrade to a cash value accumulation universal life product. Younger clients can take advantage 

of their good health to procure low rates on a term policy, then later upgrade to IUL for cash accumulation 

and chronic, critical, and terminal care riders. Higher risk clients will also appreciate being able to initially 

purchase term policies, and then upgrade to UL products without the stress of extra underwriting. 

North American is a company owned by typical Americans to insure typical Americans. It is 100% employee 

owned. The company specializes in insuring individuals aged 25-85, with typical face amounts ranging from $25 

thousand-$5 million. Davis Life & Annuity advisors appreciate their solid underwriting, and as Jeff Ditsworth 

of North American said, “We want to be that core carrier to the independent advisors out there.”

Valerie Staublin, CLU, ChFC
Vice President of Sales, Lincoln Financial

IRA distribution planning is tricky. Clients face tax costs, market volatility, and 

the break-even period for an IRA-Roth conversion is often too far away to be a good 

deal. Have your clients considered purchasing Survivorship Universal Life with the

RMD? A no-lapse, second-to-die policy will ensure a legacy at a fraction of the conversion cost. Or, take only 

a portion of the RMD and buy a Guaranteed Universal Life policy on the first-to-die with MoneyGuard on both. 

Proceeds from the GUL can offset taxes on an IRA-Roth conversion for the second-to-die. If a change in health or 

income occurred in the second-to-die, GUL proceeds could fund a SPIA. And with MoneyGuard, LTC is covered.

What about offsetting volatility for younger investors? Lincoln Wealth Advantage IUL is simple and 

straightforward with a guaranteed rate of return. It is tax-free and offers a chronic care rider option. Even if 

people invested premiums as opposed to purchasing IUL, S&P 500 returns for the past thirty years show that 

IUL still comes out ahead. This is because Lincoln Wealth Advantage IUL has a 1% floor, 10% cap and is tax-free. 

In 6 of the past 20 years the stock market posted losses, so limiting volatility is definitely the way to go.

Meet The PresentersMEET THE PRESENTERSDavis Life Sales Exchange 2015

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Jason Goodrich, Senior Wholesale Manager, 
Equitrust Life Insurance Company

Single Premium Life (SPL) is changing the way retirees plan for the future. SPL is 

ideal for wealth transfer and a great annuity alternative for clients with liquid assets. No 

medical exams are needed, just health questions and a phone interview, and APS information is needed only 

about 10% of time. Equitrust’s WealthMax also offers living benefits riders included at no charge (in states where 

the rider is allowed), just a one-time activation fee of $250 covers terminal illness, chronic illness and LTC. 

WealthMax is the leading SPL we offer for non-qualified funds, but what about qualified money? We now offer 

WealthPay, an SPL that works as a life policy & SPIA hybrid. The SPIA pays out over three, five, or ten years. Spreading out 

the payout lowers the tax impact, and this product is designed to help your heirs avoid probate and income tax liability 

while providing the security of a low cost basis annuity to your client. Your clients will still get the same simplified issue 

application process, no medical exams, and riders found in WealthMax, but in a product that reduces their tax burden.  

Bill Flikeid, CSA, LUTC
Owner, Flikeid Financial, Incorporated

We want to get better at closing cases. And if you cannot develop the skill to 

effectively close cases, the best marketing firm or product does no good.” – Bill Flikeid.

 In addition to his career as a top producer for single premium life and annuities, Flikeid has trained thousands 

of agents how to hone their presentation skills. Bill offers individualized training seminars in his home office 

in Bloomington, MN, so that agents can master Bill’s proven sales techniques. Flikeid teaches agents how to 

craft presentations so they tell a story. Clients see themselves owning the product and using the benefits. 

Then, agents learn when to recognize those moments when the client wants the opportunity to say yes.

As an agent, do you know what your strengths are? Do you really know? What are your real weaknesses? Do you know 

where you need help? Once you figure those out, especially your strengths, your sales will take off. “We have to find out what 

we’re good at and what we’re best at and connect with the right people,” stated Flikeid, and he is the right sales coach for you.

Meet The Presenters
Davis Life Sales Exchange 2015MEET THE PRESENTERS
DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Frank D. Ertel, CLU, Vice President  
of Sales, Legacy Marketing Group

Mailers have always been a great marketing tool, but do you send a letter to your 

clients prior to their first meeting with you? Letters make your company stand out, 

and people are less likely to cancel a meeting with a letter. It is a great way to tell your clients what is needed to 

gather data, such as 401k statements and tax records. And because more clues about your clients’ discretionary 

spending, medical care, and core expenses are considered up front, you can better prepare a plan of action. 

Follow up with a thank you note, and you are suddenly much more attractive from a retail perspective. 

We at Legacy know it is getting more expensive to do business. As overhead and leads get more expensive, 

the costs of marketing add up. That’s why Legacy offers Money for Marketing. Complete an approved marketing 

promotion such as a mailer, e-mail blast, or TV spot; get $250k in premiums over next 90 days; and we will 

credit you up to the cost of the invoice. In 2014 alone, 87% of plan participants received some marketing dollars 

back. Imagine how many more policies could be sold because you cared to send a couple of letters.

Jeff McClendon,
Regional Sales Director, Transamerica

Many Americans rely on term life insurance as their only insurance product, and do 

not realize that not all term policies are created equal. “Don’t leave money on the table,” 

commented McClendon at the Davis Life Sales Exchange 2015, as he proceeded to introduce everyone to Trendsetter 

LB Term. Trendsetter LB Term works just like regular term; it has the same underwriting procedures, costs just a 

few dollars more, and is fully convertible. But unlike traditional term life, this product offers living benefits. 

Trendsetter LB Term is issued up to age 80 for ten-year term, and has built-in benefits for critical, chronic and 

terminal care. Activating the built-in accelerated death benefit is simple; it is almost the same process as filing a long-

term care claim. Trendsetter LB Term also makes a good add-on policy, and is especially a great idea for clients who are 

declined for stand-alone LTC insurance. Imagine getting long-term care coverage at term policy rates. Transamerica’s 

Trendsetter LB is proof that even clients who cannot spend a lot on insurance can still get great coverage.

MEET THE PRESENTERS
DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Davis Life Sales Exchange 2015
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Michelle Tish, Regional Vice President,
Brokerage Plans, Principal Financial Group

“Business owners are one of the most sought after groups to work with in today’s market…”,  

says Michelle Tish, Principal Financial Group.

Exemptions changes have caused the estate planning market to decline, making the business market more 

prevalent. Business owners have both business and personal means and needs, and they need help examining 

their own plans as customers. Even law firms and financial firms often have incomplete plans because they excel 

at their business, not at their own business finances. Business owners are figuratively two customers at once. 

That is why Principal Financial offers BOES: Business Owner and Executive Solutions. BOES is a planning program 

to help identify needs, quantify them, and find products to fill the need. We help plan for wealth transfer, exit planning, 

supplemental retirement, and business protection, among others. Principal’s attorneys and CPAs are available for counsel 

at any time, even post sale. Yearly statements are also easy to understand and contain all necessary tax information. 

Principal offers assistance before, during, and after the sale because business clients are customers for longer than life.

Chris E. Cannon, LUTCF, AALU, GAMA, 
NALU, Regional Vice President, Nationwide

Have you heard the term COLI: Corporate Owned Life Insurance? No surrender charges, 

institutional, enhanced cash values, ROP in first year, low administrative cost; it is a great product. And 

now COLI has found a new market in smaller businesses, not just the Fortune 1000 set. Sixty percent of the business market 

has money to buy insurance, but don’t know where to begin. I want to personally assist you in showing them the way.

Individuals and small business owners usually want term for its lower cost because of smaller cash flows. But 

it is not uncommon to spend $20k on 10-year term. Rather than be left with nothing, or a product you need to 

convert, the minimum premium for COLI is only $50,000 and has cash accumulation. Cash is liquid within 72 

hours to satisfy bonding requirements. This only scratches the surface of what COLI can do. Nationwide will come 

to client meetings with you to help your clients understand the benefits. Nationwide will help you customize 

coverage to fit the business needs.  COLI is not for every business, but it is worth finding the ones that need it. 

MEET THE PRESENTERS
DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Whitney Gramlich,  
Field Marketing Specialist, American Equity 
Investment Life Holding Company

American Equity has been taking the annuity world by storm. Annuity business is up over 60% from last year. Bonus 

Gold is the #1 best-selling annuity of all time, and is still going strong in its eleventh year on the market. For the fifth 

year in a row, Barron’s named the Bonus Gold with the 7% income rider its top annuity pick. American Equity, though, 

is not content to rest on the success of its core products. They know that long-term success lies in innovation.

The company recently implemented major enhancements to its website, and also streamlined its approval procedures. 

Agents now have greater access to contract values and clients can change their own allocations. Cash with application 

annuities are now issued within 24 hours of suitability approval. American Equity also has an online Potential Business 

form designed to address possible suitability issues before they happen, saving the agent and client time and money. Ms. 

Gramlich summed up the company philosophy toward clients when she said, “it’s their money; we want them to be happy.”

Darren Cooper,  
Vice President, Sales, Accordia Life

Accordia has gone through many changes and mergers over the years, but its dedication 

to providing top products is what allows it to reign supreme as the top indexed universal life 

leader in the industry. The secret to staying on top is to keep enhancing product lines to meet the ever-changing needs 

of the clients. That is why I am glad to introduce you to our brand new, exclusive product, Lifetime Foundation. 

Lifetime Foundation is an exciting new indexed life product, launched in May, 2015. It is a unique alternative 

to no-lapse guarantee, which is a market in need of innovative options. The product offers two levels of 

payout: 1) Initial Death Benefit guarantee - Full face value for initial life expectancy (5-30 years, based on age) 

as long as cash is in the policy. If cash goes to 0, value goes to 50%. 2) Extended Death Benefit guarantee - 

After initial guarantee, 50% of original face value guaranteed to age 121, with cash value accumulation as long 

as there is cash in the policy. This product also offers flexibility as far as premiums, payment schedules, and 

surrender rates. You owe it to your no-lapse guarantee clients to introduce them to Lifetime Foundation. 

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Overcoming Objections
One of the reasons Jon and I love doing advanced 
concepts meetings is that it affords us the opportunity 
to speak candidly and directly with our agents to find 
out what is and is not working in the field. Every year, I 
try to end the meeting with some innovative ways to 
rejuvenate your sales efforts. Below are some of the 
objections we have assisted with resolving over the years, 
as well as some general thoughts about our business:

• Remember the Golden Rule. We have been in business 
35 years, and we abide by treating others as we 
wish to be treated. I think that is a key reason for 
our success. We do not take on every advisor who 
calls us; we have turned down people who have 
written millions per year in premium because 
they did not share our corporate ethics. Life is too 
short to put up with unreasonable people.

• How can an insurance company give a 10% bonus? 
The answer is simple: Insurance companies 
know that they are dealing in a very competitive 
environment for client dollars, and they must 
offer incentives to make it worth their customers’ 
while and get their favorable attention.

• What is the best strategy?  There really is no ‘best 
strategy’ as far as maximizing customers’ returns. 
Caps, no caps, par rates, spread fees are all offered 
with fixed indexed products. But over time, despite 
whatever you have been told about “their” strategy, 
they all will yield similar results. Why? Because the 
bond option market is one size; the same pie can 
only be cut in so many different ways, and there have 
been extensive studies that prove this reality to be 
true. The closest thing to a ‘best strategy’ is to offer 
products from a carrier with a decent rating who 
offers great service and great renewal rates. I like the 
S&P 500 index; it is simple, public and published.

• Keep it simple; focus on developing a great 
presentation. Customers are more responsive 

to a great presentation and your confidence 
rather than how smart you are.

• “I hate life insurance; I’ll never get a dime out of it.” 
We have all known a client who thinks like this. 
What if you were to offer those clients a policy that 
allowed them to spend the entire death benefit 
if they live to age 95? For example, if the client 
has a million dollar policy and lives to age 85, the 
policy will pay out $100k per year for 10 years.

• Let’s talk about SPL. Annuities are great, but 
suitability issues can be tough to overcome. Single 
Premium Life (SPL) policies offer 100% return of 
premium, so suitability is not a problem. Both the 
annuity and life marketers at Davis Life & Annuity 
are experts with SPL, so give them a call.

• Sell the policy in your mind before your meeting. 
Prepare for the meeting as if the product has 
already been sold, in your mind. Fill out the 
applications beforehand, and present them in a 
classy folio. Ask for their OK and sign at the X.

Life insurance can be a tough sell, but keeping things 
simple and to-the-point works best. Constantly looking 
for buying signals and having the answers to objections 
(which is another word for “NO”) is your job. The more 
objections you get, the better chance you have of 
success. I love hearing people’s objections to what we 
offer. These objections are another way of saying, “I don’t 
understand.” Let us know what types of objections you 
are hearing. We have answers to almost all of them.

TRENT DAVIS 
Owner 

800.747.5612 

Trent@DavisLife.com

Davis Life Sales Exchange 2015
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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, 7 Plus, SE 7, SE 7 Plus,
10-year: 10, 10 LT, 10 Plus, 10 LT Plus,

SE 10, SE 10 LT, SE 10 Plus,
SE 10 LT Plus.

Bonus Options on
“Plus” Products

10 Plus: 7% (3.5% 76+).
10 LT Plus: 5% (2.5% 76+).

14 Plus: 8% (4% 76+).
(vesting bonuses)

7-year: 5% at end of Year 7.
10-year: 5% upfront plus 8% or 10%

at end of Year 10.

Income Rider Income XL RiderSM

(Available on bonus products only.)
Greater of: Consistent, guaranteed Income

Base roll-up or performance-driven
Income Base.

Enhanced income upon impairment
(in most states).

No income rider.

Interest Crediting
Options

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

higher caps.

Seven indexed strategies covering four
markets. Four participation rate

strategies with uncapped potential.
Option for higher caps and rates on SE

products.

Fee Fee for optional indexed
interest options: 1%.

Income rider charge: 0.8%
of Income Base.

Liberty Optimizer Fee applied annually to
Accumulation Value. 
7-year: 1% or 1.5%. 

10-year: 1.25% or 1.75%.

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.

Minimum Premium $10,000 $10,000

GA-Level Commissions Three age bands for max comp!
Up to 8.5%! (Includes extra 50 bps

for limited time.)**

Full comp to age 80 in most states!
Up to 8%!**

 
 

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 
sales guides, Compensation Schedule, and State Approval Matrices for details.
LegendMark flexible premium fixed deferred indexed annuities and Income XL Rider enhanced guaranteed minimum withdrawal benefit rider are issued by Fidelity & Guaranty Life Insurance Company, Des Moines, 
IA. Form Nos: ACI-1018(06-11); API-1018(06-11), et al. Rider Form Nos: ARI-1064(11-13), ARI-1065(11-13), et al.
LibertyMark 7, 10, 10 LT, SE 7, SE 10, SE 10 LT (Policy Series 411/4182), LibertyMark 7 Plus, SE 7 Plus (Policy Series 411/4182/4191), and LibertyMark 10 Plus, 10 LT Plus, SE 10 Plus, SE 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.
* B++ (Good) is 5th highest, and A (Excellent) is 3rd highest, of 15 ratings for financial strength ranging from “A++” to “F.”
** Varies by product, state, and issue age. See Compensation Schedule for details.

LMG3678v1115_Davis
14-619-2 (11/15)  FOR AGENT USE ONLY. NOT FOR USE WITH CONSUMERS.  15-1209

Call Davis Life & Annuity 800-747-5612
dlb@davislife.com   |   www.davislife.com
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Thank you all for another excellent year!

Trent and I certainly hope you enjoyed reading the Davis Sales Exchange 2015 program highlights. These pieces 
are just a small sampling of the wealth of information our guest speakers shared with us. Did you attend and find 

a particular speaker’s ideas compelling? Or, perhaps you missed the chance to attend the training and would like 
to learn more? Agents that are registered with our website, davislife.com, can log on to view the complete carrier 
presentations. Register now to watch video shorts of the entire conference. You will also get to review slideshows from 
all of the speakers featured, along with special addresses given by many members of the Davis Life & Annuity team. 
Even if you could not be there in person, the Davis Life Sales Exchange 2015 video shorts will still help you learn about 
the latest products, develop new strategies, build your business, and operate more efficiently. See you next year!

With sincere gratitude, 
Jon Davis

Davis Life Sales Exchange 2015
SPECIAL SECTION:

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Davis Life & Annuity would like to 
extend its gratitude to everyone who 

helped make this event a success.  
A special thank you goes out to the following, 

for their generous support: 

Your financial services partner. . . for life

•   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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10 Steps to Getting Your Business 
Placed In a Timely Manner 
1. Call your Davis Life & Annuity marketer to see if your 

carrier appointment is active, especially if it has been 
more than one year since you have placed a piece of 
business.  Make sure your E&O has not expired and 
your Anti-Money Laundering training is up to date. 

2. Be knowledgeable of products you are selling 
before you sell. Make sure you have completed your 
mandatory product training, if required. If you are 
selling a life policy with a Long Term Care (LTC) Rider, 
make sure you complete LTC Certification, too. Clients 
reap the benefit of your background knowledge, 
and discussing the details of your case with your 
marketer can help ensure the correct supplemental 
forms are completed with the initial application.

3. Request application packet(s) a few days ahead 
of time to make sure the forms are current. 
It is important to pull current forms from the 
forms engine by going to davislife.com and 
clicking on “Forms” in the Agent Toolbox.

4. Set expectations with your client about the 
timeframe for life insurance applications to be 
placed in force. Average placement time for a 
policy can be up to three months. We strive to 
have your case in force within four to six weeks. It is 
always good to under promise and over deliver!

5. Send your new business to our office as opposed 
to straight to the carrier. Our new business 
coordinators review applications and order necessary 

requirements for your client, so sending them to us 
first makes the process go faster and smoother.

6. If you are submitting cash with an application, include 
the check payment with the application. Otherwise, 
the funds and application have to be matched together 
at the carrier, causing delays in the processing time.

7. Communication is key. You will receive updates from 
your case manager on a weekly basis, but let your 
case manager know if you have concerns, questions, 
etc. We will address them as soon as possible.

8. Keep your client in the know. The more you know and 
share, the better you serve your client and keep their 
interest in purchasing life insurance or an annuity.

9. Submit those delivery receipts! Cases cannot go inforce 
until delivery requirements are received by the carrier.

10. Remember, we get paid only when you 
get paid. We are here to help you! 

EMILY DAWSON 
Annuity Marketing Assistant   

800.747.5612 

Emily@DavisLife.com

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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The Importance of Living Benefit Riders 

I had the opportunity to visit an elderly friend and 
his wife at a full-time nursing care facility they had 

recently moved into. You are probably asking yourself, 
“Why is this an opportunity?” Let me explain. As we 
were visiting, both expressed to me the following:

• I want to go back home.

• I do not feel comfortable here.

• How can we get care at home?

• I have lost my dignity here.

I witnessed the lack of dignity in that environment, 
and left the facility wishing this couple would have had 
the opportunity to purchase one of the many living 
benefit rider products available today. You can make a 
difference in your clients’ lives by discussing alternative 
plans for any future care they may need. Davis Life 
& Annuity offers many annuity, single premium life 
and fully underwritten life products which offer:

• Living Benefit Riders

•  Lifetime income rider payouts that 
double based on inability to perform 2 
of 6 Activities of Daily Living (ADLs)

I call these the “dignity-saving” riders, and they help 
cover the in-home care and assistance expenses designed 
to allow your clients the ability to stay in their home longer.

Call your Davis Life & Annuity marketer today 
for the details on these products. You can make a 
difference in your client’s life before it is too late! 

JAMIE PETERSON 
Annuity Marketing Executive   

800.747.5612 

Jamie@DavisLife.com

DAVIS LIFE & ANNUITY     |     Your Financial Services Partner … For Life and Annuities!
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Your Financial Services Partner … For Life and Annuities!
WWW.DAVISLIFE.COM

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+    Superior  ..........................................................................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 ..........................................................................................A-        Excellent  ..........................................................................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

* All ratings refl ect Financial Strength and are current as of 12-15-2015. 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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800-747-5612 
dlb@DavisLife.com

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.”

WHAT’S INSIDE
• Inside Davis Life 

Sales Exchange 2015

• The Uncertain Business of 
Preparing for the Future

• 10 Steps to Getting 
Your Business Placed 
in a Timely Manner

DAVIS LIFE & ANNUITY

WINTER EDITION 2015
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