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AmerUs Life To Unveil New Universal Life PlanAmerUs Life To Unveil New Universal Life PlanAmerUs Life To Unveil New Universal Life Plan   
 
AmerUs Life will soon be introducing an exciting, new “all-purpose” fixed, 
traditional Universal Life product, Patriot Solution for California.  Patriot Solution 
will feature a strong minimum guaranteed interest rate, competitive illustrated rate 
and the versatile Life Protector Rider, a unique benefit that prevents policy lapse as a 
result of loan indebtedness.   It also features the Primary Insured Rider which uses 
the term blend concept and allows you to design the policy to fit your clients’ 
insurance needs, whether it is for lower premiums or cash value accumulation. 
 
With the introduction of the new Patriot Solution UL, AmerUs Life will discontinue 
sales of Freedom ULC and Freedom ULFlex soon.  Call the Cenco Life Team for 
details on when all applications for Freedom ULC and Freedom ULFlex must be 
received in the home office for processing.  
 
Call Cenco today for more information at (916) 920-5251.  

 A  Spec ia l  Publicat ion for  CENCO Related  Agents  

Good News From Blue Cross Good News From Blue Cross Good News From Blue Cross    
Small Group UnderwritingSmall Group UnderwritingSmall Group Underwriting   

The 1.0 RAF guarantee for new AB 1672 groups of 15+ medically enrolled 
employees has been extended through June 2005 effective dates.  No health 
questions asked.  Groups could qualify for as low as a .90 RAF by submitting health 
questions (subject to underwriting approval). 

Beginning with January 1, 2005 effective dates, Blue Cross has changed their 
participation requirements for the Elect program to 75% of eligible employees 
(previously 80%).  This new participation requirement should help even more 
groups qualify under the Elect program. 

Life is Good Program—Provides a 1% savings off the medical RAF for new 
groups purchasing $25,000 or more of life coverage has been extended through the 
end of 2005.  Applies only to new groups purchasing medical and life at the same 
time. 

6% Life/Dental Bundling Program—Provides a 6% savings off both life and 
dental premiums for new or existing groups that purchase $25,000 or more of life 
and dental at the same time has been extended through the end of 2005. 

Call our Employee Benefits department for more information or for group 
presentation/enrollment assistance. 



Looking for a HIGH OCTANE annuity? 
♦ How about an annuity with a 6% bonus! 

♦ Participation in a stock market index! 

♦ Guarantee of principal! 

♦ Convert to an Immediate Annuity and get a 9% bonus! 

♦ Choice of 6 crediting strategies! 
Includes 1 with a monthly cap of 2.8%  

♦ Client friendly design! 

 Call us for details and marketing ideas! 
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Look for the LTD Offset Clause! 
One of the best ways to protect your clients is to offer both Group 
Long-Term Disability (LTD) and Individual Disability Insurance 
(DI) wrapped together to maximize coverage.  When coordinating 
DI and LTD, it is important to consider whether the LTD product 
has an offset clause. 

Many LTD policies include a clause which states that any 
individual disability coverage the client has in force will offset the 
amount of LTD benefits payable in the event of a claim.  This 
offset can vary by contract, by company and by state.   

It is important to know the terms of the LTD contract with which 
you are coordinating coverage.  The terms of the offset clause will 
state at what percentage the LTD will be offset by individual 
coverage.  By understanding what the offset clause does and its 
impact on your client’s bottom line, you can prevent your client 
from paying for the same amount of coverage twice!  In so doing 
you will have earned his trust and respect.  Call your DI Support 
Team for specifics and quotes to maximize coverage!  

Cenco Offers New  
Long Term Care Carriers 

Cenco now offers three new long term care 
carriers; MetLife, Physicians Mutual and 
New York Life.  They are in addition to an 
already strong portfolio that includes GE, 
Lincoln Benefit and John Hancock that we 
will continue to offer. 

Plans with these carriers include a wide 
range of benefits for care at home, in the 
community, in a nursing facility, and in a 
residential care facility.  You will have 
choices of tax-qualified and non-tax 
qualified plans.  GE, John Hancock, and 
New York Life also offer California 
Partnership.    

Call Cenco today for more information at 
(916) 920-5251. 

The Executive Bonus Plan 
How many small business owners do you know who want 
to provide benefits to employees, but are worried about the 
cost of providing full-blown qualified plans.  In addition to 
cost concerns, the business owner may not want to install an 
employee benefit plan that covers all employees, but rather 
do something special for two or three employees.  The 
employer would want the plan to be income tax deductible 
for the employer, provide retirement benefits to the 
employee and offer at least one year of income protection to 
the employee’s family.  What kind of arrangement can do 
this, and be cost effective?  An Executive Bonus Plan from 
AmerUs Life might be the answer. Call your case design 
team at Cenco for suggestions and illustrations for your 
small business clients! 

Have you applied for the job yet? 

Recent findings from LIMRA International 
indicate that a startling number of adult Americans 
today are woefully underinsured: 
♦ Only 61% of adult Americans today even 

have life insurance protection, a decline from 
70% in 1984. 

♦ Only 41% of adult Americans have individual 
life insurance.  Many rely on group insurance, 
leaving them vulnerable if they lose their job. 

♦ The average amount of coverage for those 
having life insurance is only three times 
annual income – less than the five years that 
many planners recommend for financial 
recovery. 

♦ Some 45% of widows and 37% of widowers 
say their spouse was inadequately insured.  
One to two years after the death, half of the 
widows and one-third of the widowers are just 
getting by financially. 

♦ Perhaps most shocking is the revelation that 
almost two-thirds of middle income 
consumers ($25,000 to $100,000) have never 
had someone that they consider a personal 
life insurance agent! 

Try telling your prospects that you would like to 
apply for the position as their personal insurance 
agent.  It’s highly likely that the position is open!  
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More Blue Cross Small Group News 
1. Blue Cross Small Group focal renewal will be May 1, 2005.  This means that 

your groups written before December 1, 2003 will be getting a rate action.  
No further information will be released until mid-March, when agent packets 
are mailed.  Any groups written with February, March or April 2005 
effective dates will lock in current rates for 12 months! 

2. Effective March 1, 2005 Blue Cross life insurance rates for new groups 
enrolling 11+ employees will be composite rates.  Remember, new groups 
including at least a $25,000 life benefit will get 1% reduction of their medical 
RAF (minimum is .90) through 2005. 

3. Blue Cross has wider eligibility windows!  Applications are now being 
accepted within the first 30 days of the eligibility period, if there is no missing 
information.  (i.e. employee is hired 1/12/05; group has 1 month wait making 
him eligible 3/1/05.  If his complete application is received by 3/30 he will be 
enrolled effective 3/1/05).  Include effective date requested on all 
applications submitted now to avoid confusion on effective dates. 

4. Pay-By-Phone available now.  Small Groups now have the option to pay by 
phone, for a $10 administrative fee.  This will be a big benefit to groups 
paying at the last minute to avoid cancellation or, if canceled, to expedite 
reinstatement.  Group would call Small Group Customer Service at (800) 627-
8797 to make a payment. 

If we can help you with quotes, employer meetings or enrollment meetings please 
let us know. 

EMPLOYEE BENEFITS 

PacAdvantage gives your clients a wide variety of choices. 
With PacAdvantage you can offer each employee several health insurance companies to choose from, and a wide variety of plans to 
meet everyone’s specific needs.  PacAdvantage offers two distinct products: 
    PairedChoice         PacAdvantage Pool 
PairedChoice pairs Kaiser Permanente with one other carrier  Gives each employee a choice of seven insurance companies to 
  for a simplified choice in a package that’s very affordable.               meet their individual healthcare coverage needs. 
   �  Pairs Kaiser Permanente with either                Kaiser Permanente  •  Health Net   •  Blue Shield   
                 Health Net or Blue Shield                           Sharp Health Plan  •  Western Health Advantage   
   �  A selection of HMOs, PPOs, and HSAs                     Universal Care  •  Chinese Community Health Plan 
   PacAdvantage offers plan choice and so much more: 

 �  No minimum carrier participation rules 
 �  Out-of-state coverage 
 �  Single billing 
 �  Generous commission and bonus programs 

Options include: 
Dental  •  Vision  •  Chiropractic  •  Acupuncture  •  Out-of-state coverage  •  Cross-border plans 
Cenco is now available to provide quoting, presentation/enrollment assistance and our same great service on all PacAdvantage products.  Please 
call our Employee Benefits department for more information and a quote! 
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Helping agents succeed...IS our business! 

PacAdvantage is now offered by Cenco!!! 

New RAF Program Through June 2005! 
Call Cenco for details. 

Ask us about POP plan discounts! 

PacAdvantage 
Workshop 

Learn all about 
PacAdvantage’s plans now 

offered through Cenco! 
Tues., Feb. 22nd  
10:00-11:30 a.m. 

or 
Tues., Feb. 22nd 
1:30-3:00 p.m. 

C o m e  l e a r n  a b o u t 
PacAdvantage as a company, 
their products, and tips on 
how to sell their products. 

Call Cenco to RSVP or 
c o n t a c t  y o u r  C e n c o 
representative for more 
information. 

Meetings will be held at the 
Cenco office: 

1501 El Camino Ave. #1 
Sacramento, CA  95815 



1501 El Camino Avenue, Suite 1 
Sacramento, CA  95815 
 
Phone:  916-920-5251 
Fax:  916-920-8734 

CENCO . . . 
• Experience 
• Reputation 
• Strength 
• Variety 
• Service 

All under one roof, dedicated to 
serving you! 

Call us today! 
(916) 920-5251 

(800) 45-CENCO 
(916) 920-8734 Fax 

www.cencoinsurance.com 
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Producers

Coming Soon . . . 
On-Line Group Quoting 

A SPECIAL PUBLICATION FOR CENCO 
RELATED AGENTS  
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Leading The Way In Retirement
Income Performance AmerUs Life’s new traditional UL, Patriot

Solution, can provide your clients with

outstanding retirement income

performance while offering a very

competitive target premium for you.  

Take a look at the following comparison and

see for yourself how Patriot Solution can be

the retirement solution!

40 year-old male, best underwriting class, $10,000 in premium payments for 25 years.

Retirement income beginning at age 65 with 20 payments using withdrawls to basis and

then loans. Minimum Guideline level death benefit. Level death benefit option.

Company Product Annual Distribution Target Premium

AmerUs Life Patriot Solution $34,400 $6,174 

Ohio National Life Virtus Value $34,118 $3,587 

Pacific Life Versa Flex V $32,873 $9,577 

Jefferson Pilot Legend 400 $32,332 $7,219 

Lincoln Life UL DB-2 $31,948 $4,325 

Travelers Life MVPO2 $29,049 $4,317

MassMutual Universal Life 2+ $28,573 $3,903

American General Platinum Provider Ultra 2003 $28,373 $4,002

All illustrations attempted to solve for $100,000 of cash surrender value at age 100.
Information thought to be current as of 1/1/05.
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