A Special Publication for CENCO Related Agents

CENCO STREET JOURNAL
Volume 18, Issue 6

The Facts Are In...And The Numbers
Are Compelling

Check Out The
Cenco Website:
www.cencoinsurance.com
You will have access
to:
•
•
•
•

Quotes
Forms
Introducon Kits for
Our Core Carriers
Archived and
current issues of the
Cenco Street Journal
and the
Cenco eNews

Inside this issue:

June is National
Annuity
2
Awareness
Month
Turn Single
Term Insurance 3
Sales Into Three
Commission
Checks

June 2018

Recent data by the American Council of Life Insurers shows that 51.3 million
households in the United States are without disability insurance other than the
basic coverage available through Social Security. That means at least 51 million
working Americans - as many people as the populations of Texas and Florida
combined - are without adequate income protection.
•

25% of workers in their 20’s will be out of work for at least one year before
retiring

•

52% of Americans report not having enough savings to cover three months of
living expenses

•

31% of all consumer bankruptcy filings were due to medical bills (26%) and
illness/injury (15%)

It Will Never Happen to Me
What’s it...the most common reasons for disability claims are more common than
many of us realize. Typically, we associate disability with accidents but the reality
is only 7.5% of disability claims are due to accidents.
•

25% of short-term disabilities are for pregnancies

•

20% of short-term disabilities are for musculoskeletal disorders (back/spine,
knees, hips, etc.)

•

7.8% of short-term disabilities are for digestive disorders (hernias, gastritis,
etc.)

•

7.7% of short-term disabilities are for mental health issues (depression,
anxiety, etc.)

Offer DI to your clients and call us for your next quote.

Page 2

A Special Publication for CENCO Related Agents

June is National Annuity Awareness Month!
As an insurance professional with in-depth knowledge of products and services available, the
advantages of annuities are no surprise to you, yet they can be surprisingly hard to sell. Many clients
have preconceived ideas of what they are, how they work and have some sort of second-party horror
story from friends, family members or even someone in a magazine who fell victim to withdrawal fees
or disability.
As the National Association for Fixed Annuities (NAFA) says, National Annuity Awareness Month was
created in 2014 to “help educate financial professionals and the public on the important role annuity
products play in helping Americans save for retirement as part of a secure retirement plan”. While
many Americans understand the importance of saving money in a 401(k) from a young age and making
investments in property, the stock market and other financial vehicles, they are often unaware of the
numerous benefits annuities offer and how they can positively affect your cash flow during retirement.
To curtail misconceptions about the annuity, trade associations such as NAFA, Annuity Awareness
Association (AAA) and Society for Annuity Facts and Education (SAFE) are providing education
material, webcasts and social media communications, and an array of awareness tools to consumers
throughout the month in order to stress the important role annuity products can play in helping
Americans save for retirement.
To review, the benefits of annuities include (but are not limited to):
♦
♦
♦
♦
♦

Guaranteed lifetime income
Not being subject to market volatility
Deciding when you want the payout to begin
Being tax-deferred
An option to add riders (benefit, long-term care, etc.)

Who doesn’t like the sound and the reality of having guaranteed retirement income they can’t outlive
or the option to add extra riders on to the annuity with the option of getting the money back, should
you not use it? Annuities were created to offer consumers a more stable way to invest as they age
and are less keen on investing in risky financial vehicles, yet they aren’t stressed enough.
Don’t let your peers fall by the wayside. Educate and inform them using unbiased easy-to-understand
information showing the benefits of annuities so they can make retirement planning a forethought, not
an afterthought. With more educated and informed consumers, they would be looking to you for
guidance in deciding, customizing and purchasing annuities, as well as other financial vehicles for their
retirement income portfolios.
For more information on how you can get involved with Annuity Awareness Month, visit the National
Association For Fixed Annuities at (nafa.com) or contact a member of CreativeOne’s sales team at
800-992-2642 for more information on how to best position annuities.
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Turn Single Term Insurance Sales Into
Three Commission Checks
Term insurance is designed to provide coverage for only a specific
duration of time (10, 15, 20, 30 years). However, almost every
term policy sold includes a provision allowing clients to convert
their term policy into a permanent insurance policy - without
requiring any new medical underwriting.
One of our brokers shared how they use this provision to create
additional sales while also providing clients with a solution that they
can rely on for the rest of their lives. During the initial
sales discussions, they promote this conversion privilege, working with the client to determine how
much coverage they would need and how quickly they could afford to exercise this option. Since the
pricing for the permanent insurance is based on the client’s attained age at the time of conversion, the
sooner that the client converts their coverage, the less expensive it will be.
The client does not need to convert their entire term policy at once and can
make use of multiple partial conversions to help keep premium costs low while
providing added flexibility.
For example, if the client decides to purchase a 10 year term policy for a $1M face amount, they could
potentially convert $500K next year, $250K more in 5 years, and then make a decision whether they
want to convert and maintain the remaining $250K towards the end of the level term period.
Many of your clients do not know that their term coverage includes this feature.
Far too often, the discussion of how and when to exercise a term conversion option is a reactive one,
taking place when the level term coverage is about to end or shortly after the client has experienced a
change in health for the worse.
Don’t set your term sales on auto-pilot.
Talk to your clients about why it makes sense to take advantage of the conversion provision. Explain
how they can keep their initial term policy rating for the rest of their life without having to re-qualify in
the future. It’s another great reason to stay in contact with your client and could even create new sales
and/or referral opportunities with their family and friends.
And, you collect a new commission for each conversion sale you make!
Cenco is here to help - contact us today!

CENCO
INSURANCE
MARKETING
CORPORATION

Asset Protector Life Insurance You
Don’t Have to Die
to Use!
Look Inside For
Details!

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

Non-Medical Underwriting On
QoL Max Accumulator+
• Ages 0-50
• Face amounts $50K to $499,999
• No lab tests, physical exam or
APS required for proposed
insured
• All rate classes are available
• Faster processing times using the
iGO eApplication, leads to faster
commissions for the agent

The Definitive
Marketing
Publication
For Life &
Disability
Insurance

For Your Information...
Check out the new QoL Master Playbook on
the website aig.com/QoLMasterPlaybook.
Everything you need is here!
♦
♦
♦
♦
♦

QoL Producer Website
QoL Training Playbook
QoL IUL Playbook
QoL Term Conversion Playbook
And more…..

Asset Protector
Life Insurance You Don’t
Have to Die to Use

Policies issued by American General Life Insurance Company,
a member of American International Group, Inc. (AIG).

Which will happen to you?
Die too
soon

Live too
long

Americans may face several financial risks before and during
retirement. Earlier in life there are 3 major risks, but these risks
tend to get smaller over time:
• Income replacement due to the loss of a
primary breadwinner
• The cost of college savings for children
• Paying off the mortgage

Get sick
along the way

As we get older, a few other risks emerge, and they tend to
become more daunting over time:
• Financial risks….the possibility of outliving retirement
income, interest rates, stock market, rising tax rates,
home repairs, etc.
• Rising costs of health care
• Potential reduction of social security income due to
the loss of a spouse

The three pre-retirement risks can usually be alleviated with term insurance. The three post-retirement risks often cannot be
adequately taken care of with term insurance. Permanent insurance, such as guaranteed universal or index universal life,
may be a better fit. Whether you are pre-retirement, transitioning into retirement, or solidly in your retirement years, any of these
three could happen.

Solutions for all 3
QoL Guarantee Plus GUL II

CustomerChoice®
Lifestyle Income Solution

Accelerated Access Solution
(AAS) & QoL SelectChoice II
Chronic Illness ABR

Die too soon

Live too long

Get sick along the way

In recognition of these occurrences, we created Asset Protector which consists of: Lifestyle Income Solution (LIS) to address
living too long, and Accelerated Access Solution (AAS), and a the QoL SelectChoice II Chronic Illness Accelerated Benefit
Rider for getting sick along the way.1 These riders are available on QoL Guarantee Plus GUL II. This combination of riders
helps to provide the financial safety net to help get through all three scenarios.
1 There may be a charge for each rider selected. See the rider for details regarding the benefit descriptions, limitations and exclusions.

For this flyer to be complete for California residents, they must be provided the “California Resident Supplemental Information” flyer on the
Accelerated Access Solution (AGLC110145 REV0517)
AGLC110776
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How can you protect against risk in pre and post retirement?
The graphic below summarizes some potential risks Americans face before and during retirement. At the core of your asset
protection, you have life insurance, but life insurance is capable of protecting much more than your mortality... By adding longevity
and chronic illness riders to your life insurance, it can provide protection if you out live your assets or get sick along the way.
Life Insurance Policies can provide protection for:
• Pre-retirement income replacement
• Paying off any outstanding mortgage balance
• Providing college funding for your children
• And, during retirement, the life insurance benefit
can provide funding to replace reduced Social
Security income due to the loss of a spouse.

FINANCIAL LIFE SPECTRUM

Longevity Riders (LIS) can help provide protection against
a multitude of financial risks over an extended lifetime:
• Market corrections and poor investment
performance
• Living longer than expected
• Didn’t save enough
• Tax rate increases
• Low interest rates
• Reduced Social Security income if 1 spouse
dies (life insurance benefit protects 1 spouse,
LIS protects other spouse)
• Health care costs (unrelated to chronic illnesses)
• Unexpected home repairs
• Financial help for children and grandchildren
Chronic Illness Riders (AAS & QoL SelectChoice II
Chronic Illness ABR can help offset the high costs of any
expenses* which may include the following:

Building Assets

Protecting Assets

You could
die too soon

You could
get sick
along the way

You could
live too long

45 to 65

65 to 85

85 to 100

You need
Life Insurance

You need
Chronic Illness
Protection

Extending Assets

You need
Longevity
Protection

Together these 3 coverages provide an
attractive package of protection against
a broad array of financial risks that are
prevalent during retirement.

• Long term care
• Rehabilitative therapy
• Prescription drugs
• Nursing homes
• Assisted living
• Specialized care
*This is not a restricted list.
For this flyer to be complete for California residents, they must be provided the “California Resident Supplemental Information” flyer on the Accelerated Access Solution
(AGLC110145 REV0517)

Life Insurance You
Don’t Have to Die to Use
Learn more at QualityOfLifeInsurance.com
NOT A DEPOSIT | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | MAY LOSE VALUE | NO BANK OR CREDIT UNION GUARANTEE | NOT FDIC/NCUA/NCUSIF INSURED

Policies issued by American General Life Insurance Company (AGL). Policy Form Numbers 15442, 15442-5, ICC15-15442, 15442-10A; Rider Form Numbers 15602, ICC1515602, 15603, ICC15-15603, 15604, ICC15-15604, 15600, ICC15-15600, 15972, 15972-5, 82012, 82012-CA, 82410, 88390, 14002, 14002-5, ICC14-14002,
15990, 13600-5, AGLA 04CHIR-CA (0514), AGLA 04CRIR, and AGLA 04TIR. Issuing company AGL is responsible for financial obligations of insurance products and is a
member of American International Group, Inc. (AIG). AGL does not solicit business in the state of New York. Guarantees are subject to the claims paying ability of the issuing
insurance company. Products may not be available in all states and product features may vary by state.
This information is general in nature, may be subject to change, and does not constitute legal, tax or accounting advice from any company, its employees, financial professionals
or other representatives. Applicable laws and regulations are complex and subject to change. Any tax statements in this material are not intended to suggest the avoidance of
U.S. federal, state or local tax penalties. For advice concerning your individual circumstances, consult a professional attorney, tax advisor or accountant.
© 2017 AIG. All rights reserved.
AGLC110776
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SPOTLIGHT
ON SALES

LIFETIME BUILDER ELITE
VS. THE COMPETITION

We’ve taken one the best IUL products of all time and made it “ELITE.”
Lifetime Builder ELITE improves upon Lifetime Builder’s popular design with industry-leading distributions
and cash accumulation.
With Lifetime Builder ELITE you can benefit from innovative features, such as:
• Guaranteed account value enhancement of 1% beginning at the end of the fifth policy year
• Three loan options including the all new Linked Loan
• An 11-month initial indexed interest crediting period
• More flexibility in strategy transfers

Take a look at how Lifetime Builder ELITE is raising the bar:
COMPANY

PRODUCT

MAX
Illustrated
Rate

NON-GUAR
MAX DISTRIBUTION

NON-GUAR
CASH VALUE
AT AGE 65

Global Atlantic

Lifetime Builder ELITE

7.54%

$118,784

$1,048,827

Pacific Life

Pacific Discovery Xelerator
IUL w/ Benefit Distribution
Rider

7.44%

$114,458

$1,005,158

Symetra

Symetra Accumulator IUL

6.96%

$111,564

$1,007,750

Allianz

Life Pro+ Elite

7.06%

$109,533

$1,030,597

Minnesota Life

Orion IUL w/ Income
Protection Flex Agreement

7.13%

$107,093

$997,647

North American

Builder IUL (Gen 8)

7.11%

$103,266

$ 1,004,205

Penn Mutual

Accumulation Builder Select
IUL

6.84%

$101,988

$998,727

National Life

NL FlexLife II w/ Benefit
Distribution Option

6.99%

$99,639

$951,574

American General

Max Accumulator+ IUL w/
Select Income Rider

7.13%

$96,574

$970,939

Male, 45, Preferred, Pay to Retirement, Min Non-Mec Death Benefit, Increasing DB switch to level @65, Premium of $25,000 to 65, 1-Year PTP with an
illustrated rate of 7.54% 20 year distributions starting at 66, Participating loan with max 1% spread targeting $10,000 CSV at age 100. For corresponding
guaranteed rates please refer to a basic illustration.
This information is not intended to be a comprehensive evaluation or comparison of different products. It is intended to provide comparative information on
specific aspects of similar products. Competitor information is current and accurate to the best of our knowledge as of March 13, 2018. Product features and
rates are subject to change. This comparison isolates certain features of the product depicted. Customers should always examine all features and limitations
of products they are considering.
IUL2116 (03-18)

FOR PRODUCER INFORMATION AND REFERENCE ONLY. NOT FOR USE WITH THE PUBLIC.

© 2018 Global Atlantic

LIFETIME BUILDER ELITE VS. THE COMPETITION (CONT.)

COMPANY

PRODUCT

MAX
Illustrated
Rate

Global Atlantic

Lifetime Builder ELITE

7.54%

$119,826

$1,049,799

Symetra

Symetra Accumulator IUL

6.96%

$111,000

$999,346

Allianz

Life Pro+ Elite (Annual PtP
Blended Index Bonus)

7.06%

$108,344

$1,017,741

Pacific Life

Pacific Discovery Xelerator
IUL w/ Benefit Distribution
Rider

7.44%

$106,428

$989,168

Minnesota Life

Orion IUL w/ Income
Protection Flex Agreement

7.13%

$105,459

$985,014

North American

Builder IUL (Gen 8)

7.11%

$102,270

$989,022

Minnesota Life

Omega Builder

7.13%

$101,206

$965,116

Penn Mutual

Accumulation Builder Select
IUL

6.84%

$100,752

$980,282

National Life

NL FlexLife II w/ Benefit
Distribution Option

6.99%

$98,302

$937,516

NON-GUAR
MAX DISTRIBUTION

NON-GUAR
CASH VALUE
AT AGE 65

Female, 45, Preferred, Pay to Retirement, Min Non-Mec Death Benefit, Increasing DB switch to level @65, Premium of $25,000 to 65, 1-Year PTP with an
illustrated rate of 7.54% 20 year distributions starting at 66, Participating loan with max 1% spread targeting $10,000 CSV at age 100. For corresponding
guaranteed rates please refer to a basic illustration.
This information is not intended to be a comprehensive evaluation or comparison of different products. It is intended to provide comparative information on
specific aspects of similar products. Competitor information is current and accurate to the best of our knowledge as of March 13, 2018. Product features and
rates are subject to change. This comparison isolates certain features of the product depicted. Customers should always examine all features and limitations
of products they are considering.

WE’VE TAKEN ONE OF THE BEST IUL PRODUCTS
OF ALL TIME AND MADE IT “ELITE.”

CONTACT US

globalatlanticlife.com

(855) 887-4487, option 3

salessupport@gafg.com

Lifetime Builder Elite is issued by Accordia Life and Annuity Company, 215 10th Street, Des Moines, Iowa. Accordia Life is a subsidiary of Global Atlantic
Financial Group Limited. Policy form ICC17-IULA-K17, IULA-K17. Endorsements ICC17-IULPTP-K17, IULPTP-K17
Global Atlantic Financial Group (Global Atlantic) is the marketing name for Global Atlantic Financial Group Limited and its subsidiaries, including Accordia
Life and Annuity Company and Forethought Life Insurance Company. Each subsidiary is responsible for its own financial and contractual obligations.
Availability varies by state.
IUL2116 (03-18)

FOR PRODUCER INFORMATION AND REFERENCE ONLY. NOT FOR USE WITH THE PUBLIC.

© 2018 Global Atlantic

SPOTLIGHT
ON SALES

LIFETIME BUILDER ELITE
VS. THE COMPETITION

Lifetime Builder ELITE improves upon Lifetime Builder’s popular design with industry-leading cash
accumulation and distribution projections.
Lifetime Builder ELITE offers a number of innovative features, including:
• Guaranteed account value enhancement of 1% beginning at the end of the fifth policy year
• Three loan options, including the all new Linked Loan
• An 11 month initial indexed interest crediting period
• More flexibility in strategy transfers

Take a look at supplemental income scenarios
Global Atlantic blends innovative features with highly competitive pricing. The result is one of the best
cash accumulation-focused IUL products on the market today. Let’s see how Lifetime Builder ELITE
compares to Pacific Life’s cash accumulation IUL on supplemental income scenarios.
Maximum Distributions Based on Maximum Non-Guaranteed Illustrated Rates
Global Atlantic
Lifetime Builder ELITE

Pacific Life
Pacific Discovery Xelerator IUL

$122, 359*

$110,216*

* Projected distributions are Non-Guaranteed
Male, 45, Premier, Pay to age 65, Min Non-Mec Death Benefit, Increasing DB switch to level @65, Premium of $25,000
to 65, 20-year distributions starting at 66, Participating loan with max 1% spread targeting $10,000 CSV at age 100. For
corresponding guaranteed rates and values please refer to basic illustration for the specific scenario depicted.

This information is not intended to be a comprehensive evaluation or comparison of different products. It is intended to provide comparative information on
specific aspects of similar products. Competitor information is current and accurate to the best of our knowledge as of March 13, 2018. Product features and
rates are subject to change. This comparison isolates certain features of the product depicted. Customers should always examine all features and limitations
of products they are considering.

IUL2131 (03-18)

FOR PRODUCER INFORMATION AND REFERENCE ONLY. NOT FOR USE WITH THE PUBLIC.

© 2018 Global Atlantic

LIFETIME BUILDER ELITE VS. THE COMPETITION (CONT.)

What about a death benefit spread option?
Some indexed universal life products have added a new feature: a death benefit spread option, which
reduces the cost of insurance charges on a non-guaranteed basis if the client elects to spread their
death benefit over a length of time instead of taking it as a lump sum. Let’s see how Global Atlantic
compares when you add this rider to the Pacific Life product.
Maximum Distributions Based on Maximum Non-Guaranteed Illustrated Rates
Global Atlantic
Lifetime Builder ELITE

Pacific Discovery Xelerator IUL
with Benefit Distribution Rider

$122, 359*

$113,856*

*Projected distributions are Non-Guaranteed
Male, 45, Premier, Pay to age 65, Min Non-Mec Death Benefit, Increasing DB switch to level @65, Premium of $25,000
to 65, 20-year distributions starting at 66, Participating loan with max 1% spread targeting $10,000 CSV at age 100. For
corresponding guaranteed rates and values please refer to basic illustration for the specific scenario depicted.

Make sure you consider everything that
Lifetime Builder ELITE offers:
•

Death benefit protection

•

Strong cash accumulation potential

•

Industry-leading distribution projections

This information is not intended to be a comprehensive evaluation or comparison of different products. It is intended to provide comparative information on
specific aspects of similar products. Competitor information is current and accurate to the best of our knowledge as of March 13, 2018. Product features and
rates are subject to change. This comparison isolates certain features of the product depicted. Customers should always examine all features and limitations
of products they are considering.

CONTACT US

globalatlanticlife.com

(855) 887-4487, option 3

salessupport@gafg.com

Lifetime Builder Elite is issued by Accordia Life and Annuity Company, 215 10th Street, Des Moines, Iowa. Accordia Life is a subsidiary of Global Atlantic
Financial Group Limited. Policy form ICC17-IULA-K17, IULA-K17. Endorsements ICC17-IULPTP-K17, IULPTP-K17
Global Atlantic Financial Group (Global Atlantic) is the marketing name for Global Atlantic Financial Group Limited and its subsidiaries, including Accordia
Life and Annuity Company and Forethought Life Insurance Company. Each subsidiary is responsible for its own financial and contractual obligations.
IUL2131 (03-18)

FOR PRODUCER INFORMATION AND REFERENCE ONLY. NOT FOR USE WITH THE PUBLIC.

© 2018 Global Atlantic

