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Introducing Cenco’s Annuity Alternative:
New Indexed Single Premium Life

* Higher Commissions Than Most Annuities
* Simplified Issue — No Exam, Blood or APS
* Up To 105% Participation Rate (based on one year monthly
averaging strategy)

* Emergency Cash Available Through Loans and Withdrawals
* Indexed Interest With Guaranteed Lifetime Death Benefits
* 10% Beneficiary Bonus Available
* [ssue Age to 85
* Presentation Will Compare to CD/Savings or Annuity
* Free Client CD

Contact Us Today and Receive Your Free Product Kit!

1501 El Camino Avenue, Suite 1
Sacramento, CA 95815
Phone: (916) 920-5251 Fax: (916) 920-8734
(800) 452-3626
WWW.cencoinsurance.com

Blue Cross Small Group RAF Guarantee Extended
No Medical Questions Required!
Blue Cross is pleased to announce that the RAF guarantee for new AB1672

qualified groups has been extended for effective dates through February 15,
2006!

Medically Enrolled Employees RAF Guarantee
Groups 15-24 1.0 RAF
Groups 25-34 .95 RAF
Groups 35-50 .90 RAF

Note: Health questions will be required for groups requesting a lower RAF. Bundling savings
with Life, Dental and Workers’ Compensation still apply. The lowest RAF available is 0.90.
The initial RAF is only guaranteed for 12 months from the medical coverage effective date.

Please call Cenco’s Employee Benefits department if you have any questions.
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Important Announcement from American General!

American General Life Insurance Company (AGL) is updating their universal life product portfolio.

We are

providing advance notice of these changes so you can take them into account as you develop cases.

Key changes:
e Introducing a new product, ContinUL Extend
e Phasing out ContinUL in most states

e Discontinuing some of their no-lapse guarantee products

e Discontinuing the sale of some products above certain ages
e Increasing Cost of Insurance rates and lowering some targets

e Issue ages to age 90 on ContinUL Extend
e Increasing maturity age to 121

e For issue ages less than or equal to 60, premiums will reduce slightly

e For issue ages greater than 70, no-lapse guarantee premiums will increase

e Issue ages greater than 70 will eliminate Zero Interest Catch-up

Applications must be in good order and must be submitted to American General no later than January 31, 2006 to
issue the existing ContinUL. This deadline will be especially important for your clients older than age 70 who need
no-lapse guarantee coverage. Contact Cenco today for assistance on your American General cases.

AmerUs Life’s MultiChoice Classic Annuity
New Approval For California!

Important Facts:

e Trail Commission Options Available

e Full Accumulated Value at Death

e [ssue age to 85 age last birthday for Non-Qualified money
4 Interest Strategies Available:

e Guaranteed 1-Year Strategy

e 1 Year Average Index Strategy

e 1-Year Point to Point Index Strategy

e [-Year Monthly Cap Index Strategy

For a fact sheet and full list of required forms go to
www.ameruslive.com >products>fixed annuities>mca or call
Cenco today!

For agent use only. Not intended for soliciting annuity sales
from the public. Product not approved in all states. Call for
additional state approvals. MCAC (04/05) G, MCACNS
(04/05)

Standard Insurance Revises
Medical Underwriting
Requirements -
“Non-Med Disability”
is Here with Standard!

Effective January 1, 2006, Standard Insurance no
longer asks for medical requirements for all ages
up to a benefit amount of $2,500. This makes it
much easier and quicker for the basic coverage
situations. If you only need or want coverage for
a mortgage or basic household needs, no paramed
is required. That means less hassle for your
client, quicker underwriting decisions, delivery of
the policy and commissions paid to you.

The exceptions for “Non-Med Disability” are for
several health care occupations performing
invasive procedures or drawing blood. Examples
include physicians (MD and DO), physician
assistants, podiatrists, registered nurses, dentists,
dental hygienists, surgical assistants, dialysis
technicians, emergency medical technicians, and
paramedics. A blood profile and a Home Office
Specimen (HOS) are required for any amount
with those occupations.

Call your DI team at Cenco for more information
and quotes for your cases!
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There’s Still Time To Qualify for
PacAdvantage’s 2006 Broker Weekend
Getaway in LAKE TAHOE!

So, how can a weekend spent with your spouse or guest
surrounded by incredible scenery be made even better? By
letting someone else take care of the travel plans! Join
PacAdvantage at Lake Tahoe for a first-class relaxing
weekend. To earn the Weekend Getaway:
¢ Produce 325 or more new members
¢ New membership must be effective April 1, 2005 to
April 1, 2006.

PacAdvantage now has more ways to help you meet this goal
and, more importantly, the needs of your clients:

¢ PacAdvantage Pool

¢ PairedChoice: Kaiser Permanente / Health Net

¢ PairedChoice: Kaiser Permanente / Blue Shield
L4

PairedChoice: Kaiser Permanente / Aetna / Regional
Carriers

Please call Cenco for more details, rules and guidelines.

Help Your Clients Celebrate
ALL YEAR LONG!

The combination of a high-deductible health plan
and a Health Savings Account (HSA) add up to a
savings equation that is ever popular with your
clients! If you sell Blue Cross’ HSA-Compatible
health plans in January you give your clients an
entire year to make the most of the tax advan-
tages!

Blue Cross has teamed with JPMorgan Chase,
making it easier to meet your clients’ needs with
Blue Cross’ integrated applications and
enrollment process. And now there are even more
reasons to celebrate, including:

¢ 11 new investment options,
information and online trading

¢ A reduction in fees (set-up, ATM, check
using, closing, etc.)

¢ 2006 Maximum Contributions
$2,700 for individual coverage
$5,450 for family coverage

investment

Blue Cross Introduces
Power Select PPO for Groups of 51+

Blue Cross has introduced a new Select PPO Network
and Power Select PPO plans for groups with over 51
employees. With their innovative network and unique
plan designs, clients can receive an average of 13 percent
premium savings, based on location, network and plan
designs.

Power Select PPO benefit plans include three new high,
medium and low Classic PPO plan options. These plans
offer the same provider-contracted rates that encourage
members to utilize savings from in-network providers
while still allowing for out-of-network coverage if
desired.

You can review the network in your area by going to the
Blue Cross Agent website (www.bluecrossca.com) and
clicking on “Find A Provider”. Choose “Large Group”
then “Power Select PPO”. You can search by zip code,
county or a specific provider name.

For quotes and additional information please contact
Cenco’s Employee Benefits Department.

Blue Cross Small Group Vision vs. VSP

Agents are asking how Blue Cross differs from Vision
Service Plan so below are some of the differences to
show your clients why Blue Cross is a good choice:

1. Blue Vision has approximately 4,600 providers
statewide, including LensCrafters, Target Optical and
Pearle Vision in addition to ophthalmologists and op-
tometrists. VSP does not have these retail facilities in
their network.

2. VSP has a $15 monthly administration fee, Blue
Vision has no administration fee.

3. With BlueVision, groups can offer both plans
available. With VSP only one plan can be offered.
BlueVision gives employers a flexible contribution
guideline, while VSP requires the employer contribu-
tion to match the medical plan contribution.

And the biggest benefit is that you can provide your
Small Groups with one-stop shopping for medical,
dental, life, workers comp and vision — all on the
same billing statement.

For more details contact the Employee Benefits De-
partment at Cenco by calling (916) 920-5251 or (800)
452-3626.




A SPECIAL PUBLICATION FOR CENCO
RELATED AGENTS

1501 El Camino Avenue, Suite |
Sacramento, CA 95815

Phone: 916-920-5251
Fax: 916-920-8734

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

The Definitive
Marketing
Publication

for Life and

Health

Insurance
Producers

Now Available!!!

On-Line Group Quoting
CENCO INSTANT







