
Looking for a competitive edge?  This half-day seminar will put you in the driver’s seat in the 
Race for Success.   We will present sales ideas for Aviva’s innovative and industry leading 
indexed products.
We’re offering two opportunities to attend: 

 

Here’s what you can expect 
Learn why we’re one of the top selling indexed life providers in the country.  Our indexed 
ULs are lapping the competition with flexible features specifically designed to meet the 
changing needs of your clients.  And with the No Lapse Guarantee Rider, you provide your 
clients the added benefits of: 

• Choice of guarantee period 

• Choice of premium-paying period 

• Available on all death benefit options 

Take the checkered flag with “The Bond Alternative”

By learning how to sell our indexed UL using qualified retirement plan assets, you will be able 
to help your clients supplement their retirement income.  With millions of potential 
prospects and trillions of dollars in legacy assets being transferred in the next 50 years, this is 
a valuable concept to add to your sales arsenal! 

Increase your horsepower with Lifetime Builder 
We took our highest target, best-selling product and made it better.  The result is Lifetime 
Builder, the newest member of our No. 1 - selling indexed universal life portfolio.  Learn why 
this product is ideal for the qualified plan market. 

Get up to speed with our MultiChoice Annuities 
Learn why we’re one of the top selling indexed annuity providers in the country.  MultiChoice 
Annuities are leading the way with flexible products specifically designed to meet the changing 
needs of today’s Baby Boomers. 

RSVP: rsvp@cencoinsurance.com or 800/452-3626. 

RACE TO SUCCESS! 
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A High-Octane Seminar from Aviva, the leader in indexed products 

Tuesday, September 18
Hilton Pleasanton at The Club 
7050 Johnson Drive 
Pleasanton, California 
9:30 A.M. - 1:30 P.M. 

Wednesday , September 19
Doubletree Hotel Sacramento 
2001 Point West Way 
Sacramento, California 
9:30 A.M. - 1:30 P.M. 

Lunch will be provided at each meeting. 

September is  
Life Insurance 

Awareness 
Month 



Enroll in the NAILBA E&O Program Today. 
Finally, a competively priced, comprehensive E&O program specifically tailored to you, the independent 
insurance agent.  Brought to you by Cenco Insurance Marketing Corporation and NAILBA in conjunc-
tion with our partner Arthur J. Gallagher & Co.  Please visit www.nailba.org/EONailba/ today to get a 
premium indication for agents in your area.  You can even fill out a brief application for a quote online. 

AIG CriticalCare Plus Insurance 
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When a critical illness such as cancer, heart attack or stroke occurs, it places a tremendous    
emotional strain on the family, sometimes accompanied by an overwhelming financial burden.  AIG 
Critical Care Plus is a critical illness policy that can provide a lump sum payment in the event that 
the insured incurs a covered critical illness while the policy is in force.  The payment can then be 
used to help cover costs associated with a critical illness diagnoses, such as: 
 

• Choosing the best hospitals and physicians. 
• Treatments or specialist services not covered 

by traditional health insurance plans. 
• Paying mortgages, debts or outstanding bills. 
• Replaces some of the patient’s or spouse’s 

income. 
• Modifying a home or auto for special needs. 
• Experimental drugs or therapies. 

To make this product even better, AIG has added elimination riders on certain conditions that 
previously resulted in a declination.  An Elimination Rider is a rider that is placed on a specific 
condition, meaning that specific condition is NOT covered under the policy.   
 
Elimination Riders can be placed on the following existing conditions: 
• Loss of sight 
• Loss of speech 
• Loss of hearing 
• Cancer in-situ 
 
For example, if a hearing-impaired prospect is in good health otherwise, the policy can now be 
issued with a hearing loss elimination rider. 
 
This is a great opportunity for you to go back to interested prospects who may have been       
declined only because of one of the four conditions listed above. 
 

Call Cenco today for more information. 

PROTECT YOURSELF 
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Announcing A Principal University  
Individual Disability Income Course: Disability 101 

Event Details 
 
Date and Time:  Thursday, October 18th, 9:00 A.M.  
 Continental Breakfast at 8:30 A.M. 
 
Location:  University of Phoenix/ Classroom 101/103 
 2860 Gateway Oaks Drive, Sacramento 
 
Seminar Overview: 
During this seminar, we’ll: 
• Address the various aspects of individual disability insurance, how to                    

recognize specific client needs and identify the appropriate solution. 
• Cover current developments, hot topics and tomorrow’s challenges. 
• Provide sales ideas, sales ideas and more sales ideas!!! 
 
Seminar Presenter: 
Jim Farden, CLU, RHU 
Disability Income Regional Vice President - Principal Life 
 

Aviva Multi Choice Annuities 
In a continuing effort to make sure that we are offering the right products for you and your clients, 
Aviva will discontinue all 13, 14 and 15 year surrender products.  Effective September 11,2007 in the 
State of California, Aviva will no longer take new applications on the following AmerUs Life products: 
MultiChoice 7 and the MultiChoice Bonus Plus. 
 
The AmerUs Life product portfolio offers a product series consisting of a 5, 7 and two 10 year   
products (one with a bonus).  These four products make up over 80% of our sales.  The Income   
Series and the LifetimePay Rider were truly designed for the next generation.  If you have not offered 
one of these innovative products to your clients, now’s the time to start. 
 

Call Cenco today for more information. 

Solving the Mystery of Individual Disability Income Insurance:   
The Need, The Product, The Underwriting 

 
Please join us for 2 hours of Continuing Education Credit and an opportunity to learn how Principal 
Life Insurance Company is making selling individual disability income insurance easier! And it’s FREE! 



	 	 	 Unequaled.
	 	 	 Unparalleled.
	 	 	 Unrivaled.
The companies of Aviva have led the indexed life insurance market for 

24 consecutive quarters. That’s six years of dominance, and we don’t aim 

to lose that position anytime soon. Our first-quarter indexed life sales 

totaled $32.3 million – up nearly 17 percent over the first quarter of 2006 

– putting Aviva on pace for another record-breaking year.

Company	 1Q 2007 Sales	 Market Share

1. Aviva*	 $32,267,620	 31.2%
2. Aegon	 $12,596,232	 12.2%

3. American General (est.)	 $12,000,000	 11.6%

4. National Life/LSW	 $11,007,490	 10.6%

5. Old Mutual (F&G)	 $8,576,305	 8.3%

6. Pacific Life	 $7,965,399	 7.7%

7. Allianz	 $5,742,000	 5.6%

8. Midland National	 $5,094,000	 4.9%

9. Conseco	 $2,760,133	 2.7%

10. Lafayette	 $1,796,379	 1.7%

July 2007, Form 16237

Aviva
611 5th Ave.
Des Moines, IA  50309

* �Products issued by AmerUs Life Insurance Company, Bankers Life Insurance 
Company of New York and Indianapolis Life Insurance Company

For agent use only. Not for use with the general public.

Source: The Advantage Compendium, an independent research firm specializing 
in indexed products.
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1501 El Camino Ave., Suite 1 
Sacramento, CA  95815 

Phone: (916) 920-5251 
(800) 45-CENCO 

Fax: (916) 920-8734 
www.cencoinsurance.com 

 
HELPING AGENTS 

SUCCEED…..IS 
OUR BUSINESS! 

We’re on the web! 
www.cencoinsurance.com 

CENCO  
INSURANCE 

MARKETING 
CORPORATION 

Did You Know? 
North American and West Coast 
both have a Telelife one page  
application.  Call Cenco for more 
information. 

Now Available . . . 
New Rate Reductions for Ages 71+ with AIG’s ContinUL Extend.  Innovative new senior 
market underwriting processes are enabling AIG to lower rates for this critical market.   
 
The new 71 and over underwriting requirements are a result of cutting-edge research. 
What is considered a good indicator of health for a 75-year old is different from that of a 
25-year old, or even a 45-year old.  In other words, when it comes to underwriting, one 
size doesn’t fit all.   
 

Call Cenco today for a quote. 

The Definitive  
Marketing 
Publication 
For Life &  
Disability  
Insurance  
Producers 


