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Why IBSi?

Service.

Knowledge.

Leverage.

IBSi is one of the few 
insurance marketing ! rms 
devoted solely to the 
ancillary segment of the 
group insurance market.
And we know that market 
well!

One-stop access to 
multiple insurers.
When carriers compete for 
your business, you and your 
group clients win!

We are experts in plan 
selection and tailoring 
the right product/carrier 
combination based on 
each group’s individual 
needs.  This saves you time 
and increases your closing 
ratio!

As a major production 
source for our core 
carrier partners, we 
proactively negotiate the 
most competitive rates 
possible- new sales and 
renewals.
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When you think ancillary, think IBSi

FREE Discount Vision Plan
IBSiDC 2.09

Here’s a golden  
opportunity to 
put more green in 
your pocket.
Through the Securian Dental bonus 
program, your sales to pooled groups 
of 10–249 eligible employees make you 
eligible for unlimited cash awards in 
addition to your commission.

As an extra “thank you” for your 
hard work, every 5 pooled cases 
sold with March –December 2009 
effective dates quali" es you for a 
bonus incentive of $250!

Group Size Incentive
(eligible employees)

1.The program applies to new Securian 
Dental pooled groups with 2009 effective 
dates of 3/1/09 and later. 

2.The program also applies to pooled 
groups that are returning to Securian 
Dental after a year or more without 
Securian Dental coverage.

3.Groups transferring from one Securian 
Dental product to another are not eligible.

4.The broker who submits the case 
receives the bonus (paid to whomever 
currently receives the standard 
commission).

5.Incentive and Bonus Incentive checks 
will be separate from regular commission 
checks and will be mailed around the 
middle of the month following the effective 
month.

6.There is no maximum payout.

10-24  $100
25-50  $200
51-99  $500
100-249  $1,000
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 Individuals a t BrushTest® oral brush Same percentage as  N/A ®

 ris k for ora l cancer biopsy—professional fee diagnostic services
and CDx lab analysis feeand CD

All enro llees Endosteal implant Same percentage as  N/A End
  prosthodontic services   

Diabetics w ith  • Prophylaxis Same percentage as  4x   • 
 periodon tal  dise ase   preventive services  total  
 • Periodontal Same percentage as  • P

 maintenance cleaning other perio services*  ma

Pregnant  wome n • Prophylaxis Same percentage as  4x  • 
with p erio donta l   preventive services  total  
 dise ase • Periodontal Same percentage as  • P

 maintenance cleaning other perio services*  ma

 Individuals wit h • Prophylaxis Same percentage as  4x   • 
 renal fai lure /   preventive services  total  lure /
dialy sis  • Periodontal Same percentage as  • P

 maintenance cleaning other perio services*  ma

 Individuals wit h • Prophylaxis Same percentage as 4x   • 
sup pressed   preventive services  total  
 immun e syst ems • Periodontal Same percentage as  
 • Chemothe rapy/radiati on maintenance cleaning other perio services* 
 • HIV positiv e
 • Organ tr ansp lant
 • Stem cell (bo ne marrow ) 
    transp lant

 Head and  neck • Prophylaxis  Same percentage as  4x 
 radiat ion pa tients   preventive services  total

• Periodontal Same percentage as  
 maintenance cleaning other perio services*  ma

 • Topical ! u oride Same percentage as  2x • T
 treatment preventive services tr

 Individuals a t r isk for • Prophylaxis Same percentage as  4x  
 infe cti ve endoca rdi tis   preventive services  total

• Periodontal Same percentage as  
 maintenance cleaning other perio services*

Evidence-based bene® ts
E! ective January 1, 2009

 12/08 10K

* Unless covered by group contract at basic level
NOTE: Preventive and diagnostic services listed above may not apply to the annual maximum if the group policy includes the D&P Maximum Advantage option. Check your certi• cate for details.
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For new and existing Renaissnace Accounts



FAST FACTS

Chew on this...
173 million Americans, 50% of the U.S. population, had 
dental bene" ts in 2007.*
*Source: NADP/DDPA 2008 Joint Dental Bene! ts Report: 
Enrollment

Americans without dental bene" ts in 2007-- 129.7 million-- 
are 2.8 times more than the medically uninsured.*
*Sources: NADP/DDPA 2008 Joint Dental Bene! ts Report: 
Enrollment and the Census Bureau’s Housing and Household 
Economic Statistics Divsion

72% of all employers offer dental coverage.*
*Source: NADP 2008 Group Purchaser Behavior Study

You know how your mom told you not to snack 
between meals? Besides ruining your dinner, 
snacking on foods high in sugar can lead to 
cavities. That’s because sugary snack foods are 
usually high in sucrose, a form of sugar that the 
bacteria in your mouth feast on, generating more 
bacteria and increasing acid levels. The acid eats 
away at the enamel of your teeth and eventually 
leads to cavities.

No more sugar?

While eliminating all sugars and starch from your 
diet would stop this process, it would be very 
dif! cult to achieve a diet void of these items on a 
continual basis. A better solution is to choose a 
sugar substitute that does not promote tooth decay, 
such as xylitol.

What is xylitol?

Xylitol is a naturally occurring sugar alcohol that is
found in many fruits and vegetables and is often 
used as a sweetener in a variety of foods. Xylitol 
has demonstrated anti-decay capabilities due to 
competitive inhibition, which means that bacteria 
in your mouth can’t feed off xylitol. Bacteria are 
starved, therefore limiting production of more 
bacteria and reducing the risk for cavities.

With so many sugary snacks such as soda pop 
available for easy consumption, it’s important to 
take extra care of your teeth. You can help prevent 
cavities by selecting food items that contain xylitol, 
such as chewing gum. If you regularly chew gum, 
why not select a product that can help keep your 
mouth healthy and cavity-free?

A wide variety of commercial products are now
available with xylitol— check your local health food 
store.

These wellness tips brought to you on behalf of 
Renaissance.

American General Vir tual Administrator
This system allows your group clients to manage their employees’ 
bene! ts in real time. The Virtual Administrator will evaluate the 
company’s unique plan design while guiding the group through 
enrollments, changes or terminations. The real time capabilities 
eliminate the wait associated with traditional processing- putting 
control of bene! ts back in your client’s hands. The Virtual 
Administrator is available for all cases written 1-1-07 and after.

Key Features

•  Effective dates automatically calculated
•  Real time access of all unique underwriting and administration
 guidelines
•  Eligible coverage amounts automatically calculated
•  Noti! cation if a statement of insurability is required
•  Con! rmation page displays a summary of the new enrollments,
 terminations or employee changes
•  Search feature to retrieve online transactions
•  View billing history, current bill and make payments online
•  Employees can review their current coverages
•  Employees can view paid claims history
•  Employees can ! nd a network provider

New Enrollments

•  Insureds elected bene! ts are active and available for 
 immediate use
•  Format customized to your client’s business
•  Displays location- and class-speci! c information

Terminations

•  Real time processing insures accurate billing
•  One or multiple terminations can be processed at the same time

Employee Management

•  Update employees’ personal information
•  Add or update dependent information
•  Elect additional coverages

American General  Life Companies
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IBSi and United Concordia - A PERFECT Match!  
Why IBSi?
• One-stop product shopping for all your group 
 ancillary needs
• Calls answered in person - not by an automated attendant
• Quick and accurate proposal processing
• Detailed product quotes
• Friendly, knowledgeable and experienced support staff
• Expert sales analysis, product selection and 
 rate negotiations

Why United Concordia?
•  One of the nation’s largest dental insurers
•  Over 36 years of dental-only bene! ts expertise
•  More than 7.7 million enrolled members 
 worldwide
•  Over 30,000 accounts nationally
•  Over 1,200 employees in 27 regional of! ces
•  Over $1.4 billion in revenue
•  Member retention rate of 97.4%

Benefits for Better Health
Preventive Incentive Bene" t
Class I services do not count towards the 
member’s annual maximum

Maternity Dental Bene" t
Allows an additional cleaning during pregnancy

Dental Health Education for Members
Series of oral health brochures and library 
of Dental Health 101/911 articles (available 
online and in print)

•  United Concordia’s Preventive Incentive plan
 enhancement - Class I services do NOT count  
 towards the member’s annual maximum
•  Maternity Bene! t enhancement
•  No administration fee
•  No waiting periods
•  No missing tooth exclusion
•  No late entrant penalties
•  Out of network claims are paid at the 
 90th percentile
•  Annual open enrollment
•  Discount Vision plan provided by 
 Davis Vision at no additional charge.

Standard Plan Enhancements

Peanut Butter and Jelly, 
Milk and Cookies, Bread 
and Butter - We just go 

together!

The Team of IBSi and 
United Concordia!
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FREE Discount Vision
New for 2009, GroupLink/Madison 
National dental policy holders 
will receive a free CLEAR Vision 
Discount Program" Effective for all 
new groups beginning with January 
1, 2009 effective dates and all 
inforce groups on February 1, 2009. 
Your clients will save up to 66% 
on everything from eye exams to 
laser vision correction with access 
to more than 45,000 providers 
nationwide. They simply present 
their ID card to receive their 
discount on the spot. Clear Vision 

Discount program is not yet available in NC or GA. Please 
contact your sales representative at (800) 908.0999 for 
more information.

Quote Requests

Send us your quote request today and let the 
knowledgeable, experienced members of the 
IBSi team work for you"

To request a quote, email (quoterequests@
ibsibrokers.com) or fax (888-898-0606) the RFP 
to us or you can go online to www.IBSibrokers.

3330 Healy Drive
Suite 100

Winston-Salem, NC 27103
 



Twenty ! ve agents and their guests will be 
joining us June 12-16 at the fabulous Moon 
Palace Casino, Golf & Spa Resort  for IBSi’s 
2009 Broker Incentive Trip to Punta Cana, 
Dominican Republic!

Get Your
 sunscreen ready!

Page 5

Are you " nding the need to know more 
about Individual health coverage?

With an unstable job market and a continued decline 
in the number of small employer groups offering 
employer-sponsored health insurance, millions 
of Americans are now seeking individual health 
insurance in the private market. In fact, compared to 
Cobra premiums, an individual policy is now a more 
affordable alternative in most instances. As a group 
producer, you will, no doubt, have at least one of your 
employer groups to experience a change. This may 
leave you wondering what you can do. 

We can help.

Our sister company, TPM, specializes in individual 
coverage. TPM’s staff has over 50 years combined 
experience and is knowledgable in all areas of 
the individual market - from Short Term Medical to 
Medicare. TPM can assist you in identifying all of 
the options available for your individual prospects 
- from fully underwritten major medical coverage to 
catastrophic and High Risk Pool coverage .

TPM can work with you to provide an option to your 
clients - or we can, at your request, work directly with 
your client to review all options available.

To ! n d out more, call IBSi at 1.800.908.0999 and 
dial extension 119 to reach a TPM Individual Health 
Specialist. We’re all under one roof and we’re here to 
help you"

Small Group Benefits for 
Husband and Wif e Groups?

Offer your small group clients valuable, affordable 
group term life insurance, short- and long-term 
disability, and dental insurance down to two lives*-
even husband and wife!

Other great RSL SmartChoice features:

• Groups of 2-19 lives*
• 3-year rate guarantee**
• Available to 90% of SIC industry classi! cations
• Can be employer paid, Contributory or 100% Voluntary"
• 3-year Own-Occupation de! nition on LTD
• Offered by a top-10, A-rated (AM Best) group life and
  disability insurance carrier

We do.

*Dental available to two-life groups when sold with at least 
two additional lines of coverage.
**Valid for all business submitted with effective dates June 
1, 2009 or before. Guarantee applies to the Life, LTD and 
STD group rates per insured group. Normal age adjustments 
within these group rates will continue to apply.

IBSI One Life Dental
Have clients in need of individual dental 
coverage?  GroupLink makes it easy for you with a 

personalized  web page enrollment tool"

If you are interested in your own pesonalized web page, 

please contact Dannica Hayes at 800-908-0999 x262 or 

dhayes@ibsibrokers.com.

Watch for more details coming soon!


