
Each month, you will find inside the Journal, a list of the Aviva Agent 
Webcasts.  Learn about the latest additions to Aviva’s product portfolio, 
understanding indexed UL basics, indexed strategies, and more. 
Webcast archives can be accessed by going on the AmerUs website, 
www.amerus.com/portal, going to Marketing, Training and then Webcast 
Archives. These webcasts are informative and incredibly convenient and can be 
accessed at any time from your desktop.  Topics on Advanced Markets, 
Marketing, Product, Professional Growth, Software and Sales Tools are 
available. 

Call Cenco at 800/452-3626 For More Information 
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DI Study Group 
 
Join us at Cenco on February 28, 2008, at 10:00 A.M. for a DI Study Group.  
 

The meeting will be held in the conference room at Cenco, 1501 El Camino 
Avenue, Suite 1, Sacramento, CA.   
 
Bring us a case that you are working on and receive a customized illustration 
on the spot! 
 

Call Cenco and Reserve Your Seat! 

2008 Aviva Webcast Corner 

Topics for discussion include: 
 
• Simplified Underwriting 
• Second Chance Underwriting 
• DI Case Scenarios 
• Business Owner DI Opportunities 



Aviva’s Wellness for Life Program  
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Aviva’s Wellness for Life Program is now available in California.  The Wellness for Life Program is an 
electable rider available on select Aviva life insurance policies.  The program provides benefits of-
fered through an exclusive strategic arrangement with Mayo Clinic Health Solutions.  The program is 
targeted at consumers interested in maintaining or improving their current state of health, receiving 
information regarding healthy living, and being potentially rewarded for living a healthy lifestyle. 
 
The Wellness for Life Program provides two types of benefits:  Wellness Benefits and Wellness    
Rewards. 
 

Call Cenco For More Information 

5 for $500 Bonus Program for “Off-Period” Sales of  
AIG Select-A-Term 

Pay for 5 “off-period” (other than 10, 15, 20, 25 or 30 years) AIG Select-A-Term cases between   
December 10, 2007 and June 13, 2008 and AIG will pay the agent a $500 bonus.  One $500 bonus 
per agent will be paid and American General reserves the right to determine producer eligibility. 
 
AIG Select-A-Term is outstanding for: 
 
• Needs selling!  Buy only the coverage period your clients need! 
 
• Older age clients.  They can buy coverage to take them into their mid-80’s! 
 
• Cases issued other-than-applied for.  Preserve-A-Premium may allow the client to pay about the 

same as the original quoted premium by choosing a shorter guarantee period! 

Call Cenco for a Quote Today 

WELLNESS BENEFITS 
All policy holders electing the rider are eligible to receive Well-
ness Benefits that consist of information on healthy living and 
health maintenance provided by Mayo Clinic Health Solutions 
including: 
• EmbodyHealth web portal 
• Personalized, confidential health risk assessment 
• Ask Mayo Clinic nurse line available toll-free, 24/7/365 
• EmbodyHealth quarterly newsletter 
• Annual Wellness Calendar 
• Discounts on Mayo Clinic publications 

WELLNESS REWARDS 
The policyholder may be eligible to receive Wellness 
Rewards based on the insured’s completion of the 
qualification criteria.  The Wellness Rewards are   
potential COI reductions beginning in the third policy 
year based in part on the company’s expectation of 
future mortality improvement.  The COI reductions 
will be declared by the company on a discretionary 
basis and are not guaranteed. 

For Agent Use Only.  Products issued by AmerUs Life.  Policy and rider availability may vary by state.
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Second Chance Underwriting From The Standard 

Do you have customers who face an unprotected future because they have been declined for         
disability insurance due to their medical history? 
 
The Standard believes that hard-to-place customers deserve a second chance. 
 
Criteria Applicants Must Meet: 
 

Features Available with Second Chance Underwriting: 
 

Call Cenco at 800/452-3626 For More Information 

A period of at least one year from diagnosis must have passed before  
applicants are eligible to apply. 
 
The applicant’s condition is stable and under good control, with no          
complications. 
 
The applicant has complied well, and on a regular basis, in following medical 
advice, treatment and follow-up with the attending physician. 
 
The applicant is not self-prescribing medications or treatment and is working 
full-time, without limitations. 

• 2 and 5 year benefit periods 
• 90, 180 and 365 elimination periods 
• Noncancelable Rider 
• Residual Disability Rider 
• All occupation classes 

• To issue ages 18-60 
• The maximum issue and participation 

limit is $5,000 of IDI with all carriers 
• There is a maximum of 200% extra  
 premium rating in addition to smoker  
 rates 

West Coast Life Introduces New Term Rates and  
Underwriting Enhancements 

West Coast announced new rates on the Focus Term Series.  The focus of this rate adjustment is to 
further strengthen the already excellent position West Coast Life maintains in the standard risk    
classification.  Significant decreases have been made in the Male Standard, ages 50-70 term portfolio. 
 
In addition to the new portfolio of rates, they have made some underwriting enhancements applicable 
to the Preferred Criteria, Age, and Amount Requirements chart and the introduction of a Senior  
Underwriting Program.   This program allows West Coast to greatly improve the opportunity for 
proposed insureds over age 70 to obtain both Super Preferred and Preferred  risk classifications. 

Call Cenco for a Quote 



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? 
Applications and forms for all of our 
carriers can be found on our website 
www.cencoinsurance.com under 
“Life, Disability, Annuities, LTC”, 
“Forms”. 

Important News . . . 
 
The California Partnership LTC minimum daily benefit requirement         
increased to $150, as of January 1, 2008.  Please make sure that you update 
your carrier software before you illustrate the Partnership plan. 
 

Call Cenco today for more information 
 

The Definitive  
Marketing 
Publication 
For Life &  
Disability  
Insurance  

Aviva’s Innovative

Wellness Program

Look Inside for Details!



February 2008 Webcasts 

February 4th - 2:00 P.M. CST 
Get the NLG Advantage with Aviva 
Join us for a webcast on Aviva’s indexed products featuring the  
competitive No-Lapse Guarantee Rider.  This low target premium 
plan can help your clients prepare for the future today with choice, 
flexibility, value and security. 
 
February 11th - 9:00 A.M. CST 
Single Premium Universal Life 
In this class we will discuss our indexed and fixed single premium UL 
policies. Learn how this policy can provide a tax favorable alternative 
to your client’s wealth transfer needs. 
 
February 12th - 2:00 P.M. CST 
LPSS Basics 
Learn how to use Life Portraits Sales Solutions, our leading edge 
sales and marketing software.  From product illustrations to needs 
analysis to client presentations, this class will provide great hands-on 
training. 
 
February 14th - 2:00 P.M. CST 
Understanding Policy Annual Statements 
In this class we will explore the various sections of the policyholder 
annual statement.  We will cover basics of annual statements and 
dissect both the “Summary of Transactions” and “Policy Segment 
Activity” sections. 
 
February 18th - 9:00 A.M. CST 
Understanding Policy Loans (Variable and Fixed Interest) 
We will discuss the unique features of each type of variable and fixed 
rate loans and on how to choose the best option. 
 
February 26th - 10:00 A.M. CST 
Indexed Universal Life Basics 
If you’ve been thinking about a move to a more innovative product 
line, or just want to find out a little bit more about indexed       
products, this Indexed UL Basics session is for you. 



February 2008 Webcasts 

February 27th - 2:00 P.M. CST 
Fixed UL Series 
Join us for a webcast on our fixed traditional Universal Life products.  
The Fixed UL Series provides your clients with maximum flexibility to 
meet their changing needs. 
 
February 28th - 9:00 A.M. CST 
Understanding Indexed Strategies 
In this class we will discuss the interest crediting strategies found in 
our Indexed UL policies.  From the simplistic One-Year Point-to-
Point, to the more complex One-Year Multi Index, we will explore 
the design of each strategy and how your clients can use them to    
enhance their cash accumulation. 
 
Advanced Markets 
Sales Idea of the Month 
 
February 7th - 10:00 A.M. CST 
February 13th - 12:00 P.M. CST 
February 19th - 4:00 P.M. CST 
February 25th - 2:00 P.M. CST 
Executive Bonus 
Join Dave Graham, from the Aviva Advanced Markets team, as he   
discusses a unique concept that allows a business to provide a      
powerful executive benefit to its key employees or owners.  This  
concept is part 162 bonus, part private financing that provides a     
win-win situation for both parties involved. 



(01/31/08)

Additional    Premium Bonus

Don’t miss your chance to receive a     increase in the Premium Bonus on all 
MultiChoice bonus products!

Now 6%!

Now 6%!

Now 4%!

l MultiChoice IncomePlus 5% first year premium bonus

l MultiChoice IncomePlus S 5% first year premium bonus

l MultiChoice Elite Plus 3% first year premium bonus

1%

Act now, this additional     Premium Bonus has been extended 
through February 15, 2008. Applications with cash must be received on 
or before February 15, 2008 to receive the additional     Premium Bonus.

Rollover, transfer and 1035 applications received on or before February 15, 
2008 in which funds are received on or before March 7, 2008 will receive 
the additional     Premium Bonus. 

Take advantage of this great opportunity and start 2008 like never before!

If you have any questions, please contact Sales Support at 800-255-2405 
ext. 330.

1%

For Agent Use Only. Not intended to solicit sales from the public.
The MultiChoice IncomePlus [contract form MCIP (06/06) or state variation] and MultiChoice Elite Plus [contract form MCA7 (02/05) 
or state variation] are issued by Aviva Life and Annuity Company, Des Moines, IA. 

1%
Now Extended Through February 15, 2008

Great News!

1%

1%



FIELD UPDATES 

February 1, 2008 

• THE MCA 10 AND MULTICHOICE CLASSIC ANNUITIES ARE NO LONGER 
AVAILABLE AS OF JANUARY 31, 2008 
The MultiChoice Income Series and the LifetimePay Rider were truly designed for the next  

 generation and continue to be Aviva’s top product series, therefore Aviva will no longer 
 offer the MCA 10 and MultiChoice Classic . 

• INFORCE ILLUSTRATIONS FOR HERITAGE FLEX AND SURVIVOR FLEX 
WILL BE TEMPORARILY UNAVAILABLE BEGINNING FEBRUARY 5 

 Aviva Life & Annuity Company is committed to providing superior customer service. 
 Unfortunately, due to technical developments, the illustration systems that support inforce  
 illustrations for the Heritage Flex and Survivor Flex products are temporarily unavailable. 
 

Aviva’s technical experts are working diligently to remedy the situation, but an estimate of 
 when inforce illustrations will again be available is not yet known.   
 

In the meantime, the Inforce Illustration Support Team is available to answer any other 
 policy questions you may have and can also log your request until such time illustrations 
 are again available.  The Inforce Illustration Support Team can be reached at  
 1-800-800-9882 x4770 or at inforceillustrations@avivausa.com. 
 
• RATE CHANGE EFFECTIVE FOR APPLICATIONS RECEIVED AFTER  

FEBRUARY 4, 2008 
 The recent volatility in the equity markets has caused significant increases in the option 
 prices relating to indexed annuities.  During this tough rate environment, Aviva is excited  
 to announce that they are holding current first year rates on the following strategies: 
 

First year rates will change on the following strategies for all applications received after 
 February 4, 2008: 

• 1 Year Point-to-Point Participation Index 
• 1 Year Monthly Cap Index Strategy 
• 1 Year Point-to-Point Index Strategy 
• 1 Year Average Multiple Index Strategy 
 

• 1 Year Uncapped Average Index Strategy 
• 1 Year Fixed Rate Strategy 

For Agent Use Only.  Not intended to solicit sales from the public.



FIELD UPDATES 

February 1, 2008 

• AVIVA LAUNCHES TABLE REDUCTION PROGRAM 

In an effort to help you increase your sales and better serve your clients, Aviva is  
 pleased to announce the launch of a Table Reduction Program. 
 

The program allows you to potentially upgrade a proposed insured rated up to    
 Table 3 to Standard underwriting and is available on most of Aviva’s life  
 insurance products, including Indexed Survivor Universal Life.  Table Reduction 
 is not available on term policies nor on Single Premium Life policies.      
 

Program Guidelines: 

Client Eligibility 
 

Product Eligibility 
 

ISUL Guidelines 
 

Term Conversions 
 

• Up to Table 3 
• Issue ages 20-70 
• Lifetime face amount maximum of $10 million 

• All Aviva permanent products 
• Exceptions:  Term and Single Premium Life 

• If one insured has table reduction, the other 
insured must be standard or better 

• Not eligible on the external term conversion 
program 

• For internal term conversions, if the conversion 
is within 3 years of the issuance of the term  
policy no evidence of insurability will be        
required 

• If the internal conversion is after 3 years of the 
issuance of the term policy, the insured will 
need to go through underwriting at the time of 
conversion or convert to the actual rating they 
are on the term policy 

For Agent Use Only.  Not intended to solicit sales from the public.


