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Check OutThe | Get Your Term Sales Done And Issued In Minutes,
Cenco Website: Not Days Or Weeks!

Www.cencoinsurance.com
Spend little or no time...
You will have access

to: e Doing paperwork

e Quotes e Quoting

e Forms e Preparing, submitting and processing paper or e-Apps
e e-Apply e Tracking underwriting

© Xrae e Delivering policies (unless you prefer to)

e Introduction Kits for

Our Core Carriers

e Archived and
current issues of the
Cenco Street Journal
and the
Cenco eNews

...and still be paid a normal full commission.

Plus have your own personalized term quoting and sales link to offer to clients by
email, your website or via social media.

And your clients can buy from you online or on a mobile device and:

e Obtain between $50,000 and $2,000,000 with A or A+ Best rated insurers*
e Choose from |0 to 30 year term periods
e Pay premiums by credit card*
Inside this issue: e Have an accelerated terminal illness rider*

e Be convertible to permanent if desired*
¢ Find out if coverage is approved within minutes

DI Marketing &

Sales Tips For Learn a fast way to have clients buy term from you online 24/7 via your website,

Attracting 2 email or social media.
Young
Professionals Sound too good to be true? Well it is true. To find out more call us at

916/920-5251 or 800/452-8734 or email us at pending@cencoinsurance.com

Benefits of Life
Insurance As |3

Supplemental
Retirement Cenco offers more than one quick issue insurer and features and

Income options differ between insurers.
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DI Marketing & Sales Tips For Attracting Young Professionals

The millennial generation (also known as Generation Y) is defined as people ages 18-35. Today they
represent over 25% of the U.S. population

Many of them entered the workforce during a time of economic uncertainty and are more risk averse
and mindful of their money than previous generations. They face student loan debt as they start their
professional careers post-college.

BELOW YOU WILL FIND UNIQUE SALES AND MARKETING TIPS TO HELP YOU

GENERATE SIGNFICIANT SALES AND GROW YOUR PRACTICE IN 2022

¢ Emphasize the portability and convenience of having personal income protection coverage.
It’s estimated that millennials will change jobs every three years. Explain how they are in control to
make decisions about their coverage. Plus, individual disability coverage, goes with them - no
matter their location or occupation.

¢ Ask your existing client base about their children and their financial needs.

¢ Make sure you become part of their financial conversation by asking pertinent questions. Millennials
rely on recommendations and their parents are great sources for information.

¢ Use social medial and videos to communicate the need for income protection. It’s important to
build a presence on websites that millennials frequent.

¢ Seek out volunteer opportunities in your community. Young professionals are looking for ways to
connect with their local community and businesses. Volunteering is a great way to connect and
make a difference.

¢ Focus on the affordability of income protection. In many cases, the cost for a 28-year-old can be
less than $40 per month. Yet it protects people’s greatest asset - their income. Explain that
monthly premiums are often less than they spend on other expenses, such as a cell phone or gym
membership.

HERE’S WHERE TO FIND YOUNG PROFESSIONALS:

¢ Large employers that boast flexible work schedules and local community involvement.

¢ Young professional groups. TIP: Start with a YNPN (Young Nonprofit Professionals Network TM)
local chapter. Find a listing of local chapters at www.ynpn.org.

¢ Local chamber of commerce events. TIP: Many chambers now have Young Professional
sub-committees.

¢ Graduate programs for Select Professionals, such as engineers, architects, pharmacists and
attorneys, etc. Find schools near you at www.50states.com.

Get started working with young professionals today. There is a large percentage of millennials that
want to purchase income protection but do not know where to buy it. They want to turn to
someone they know and can trust to ask questions and to help make a meaningful decision. They will
not go to the internet to purchase their Disability Income Protection.
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Benefits of Life Insurance As Supplemental Retirement Income

WHEN DOYOUR CLIENTS WANT TO PAY TAXES?

Essentially, every dollar that goes towards your client’s retirement goes through three phases:

1. The client puts money in
2. The money grows and
3. The client takes the money out

The bad news is that the IRS will require the client to pay taxes on at least one of these three phases.
The good news is that the CLIENT gets to decide which one. It all depends on the investments they
choose.

In a successful retirement investment strategy, consistent long-term investment growth means that your
client(s) assets continue to grow through each phase. Therefore, what your client puts in should be the
smallest. As it grows it should be worth more at the end of the accumulation phase. And with
continued potential growth the amount the client is able to take out should be even more.

Now that the client knows the choice is theirs - that they can choose to pay taxes on the money they
put in, the growth or the money they take out - which would they prefer! Most people will answer: “I|
choose to pay tax on the smallest number, the money | put in.”

Life Insurance Has Tax Benefits And Other Advantages

¢ Income-tax-free death benefit for beneficiaries - In addition to everything you withdraw and
borrow from the policy income-tax-free, the residual net death benefits are generally paid to your
clients’ beneficiaries income-tax-free.

¢ No specific IRS annual limitation on premiums paid into a life insurance policy - Once
policy is purchased, there will be a maximum amount of premium clients can contribute based on
the amount of death benefit they purchased.

¢ No limit on gross income affecting your ability to contribute premiums - Unlike
Roth-IRA’s, there’s no such thing as “making too much money to contribute.”

¢ Missed premiums may be ‘“made up’ at a later time - Do remember that they shouldn’t
skip a premium if it would cause the policy to lapse or to lose any other valuable benefits.

¢ The policy’s account value potentially grows income-tax-deferred, so no taxes are paid
as it grows each year.

¢ Distributions using loans and withdrawals are income-tax-free when structured
properly.

¢ No 10% penalty tax for accessing policy cash values prior to age 59 1/2 when structured
properly.

¢ No required minimum distributions (RMDs) for owners - take distributions as needed.

¢ Self-completing upon death (Death benefit exceeds account value).
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HELPING AGENTS
SUCCEED....IS
OUR BUSINESS!

WWw.cencoinsurance.com
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The Cost of
Waiting
Can Your Client
Afford To Wait?
Details Inside!

Non-Medical Underwriting
On QoL Max Accumulator+ Il

The Definitive

And QoL Value+ Protector Il Marketing
* Ages0-50 Publication
e Face amounts $50K to $1 Million
¢ No lab tests, exams or APS required For Life &
e All rate classes are available . e
e Part B AlG-ordered tele-interview Dlsablhty
e Faster processing times using the

iGO eApplication, leads to faster Insurance

commissions for the agent

For Your Information...

Visit aig.com/qol for your Marketing Resources
and Selling Tools.

It is now easier to find everything you need to
succeed. From life insurance product know-how
to valuable tools like Generation Station, Life to the
Max and the new improved Campaign in a Box, it’s
all here and within reach.




