Getting Started with Disability Insurance
This guide will help you introduce clients to disability insurance. We will take you through
every step of the process, from prospecting to underwriting. Think of this as a guidebook to
selling disability insurance. We have outlined all of the necessary steps in the most logical
order to give you the highest chance of success.

7 in 10 employed Americans
would have trouble in a
month or less if they couldn't
earn their paycheck!
~ Life Happens
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work. Lastly, complete the request for proposal form or schedule a consultation with us.
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Disability insurance options
Disability insurance solutions for individuals, business owners and employees. Your income
means independence for you and your family, and you rely on it for so many things. It's an
investment that helps protect your most important asset, your income, throughout your
working years.

Personal

Individual disability l Provides monthly benefits to help cover daily living expenses and stays with
you no matter where you work as long as you pay the premiums. When you purchase individual
disability insurance, you're not only taking an important step toward securing your income during
working years, you're giving yourself a plan to help keep your life going during a period of
disability.
Individual disability retirement security l Helps clients continue saving for retirement. In the event
of a disability, benefits are paid to an irrevocable trust where the funds are invested and
distributed to the client upon reaching retirement age.

...............................
Business

Overhead expense l Provides reimbursement for business expenses, helping keep the business
open and operating.
Business loan protection l Covers loans taken out for business-related expenses.
Key person replacement l Provides a benefit to a business in the event of a key employee’s
disability
Disability buy-out l Funds a buy-sell agreement to buy out a disabled owner.

...............................
Employee
Benefits

Executive carve out l Helps employers offer individual disability insurance to employees — on an
employer-paid or voluntary basis
Group accident only disability l Pays for disabilities caused by accidents (not illness) and generally
costs less than policies that cover both accidents and illness.
Group short-term disability l Provides immediate coverage typically from your first day of disability
and can pay benefits until your long-term coverage begins to pay.
Group long-term disability l Base level disability coverage, usually paid for by the employer, that
typically pays out after 90 or 180 days of disability.

Common disability terms

Definition of disability l The guidelines
used by the insurance company to
determine if you’re disabled and eligible to
receive money from your disability policy.

Elimination period l Often called a
“waiting period,” it’s the number of days
you’ll wait before receiving monthly
payments.

Benefit period l This is how long you
receive money from your disability policy
while you’re not able to work.

Benefit payment l The money you
receive each month, “like a paycheck,” to
help replace your lost income when
you’re unable to work.

Insured l The person who’s protected by
the insurance policy. In most cases, this
is you.

Non-Cancelable l The policy can't be
canceled, premiums can't increase
and benefits can't be reduced as long
as premiums are paid.

... ................................................................

As you learn more about protecting your income, you may come across some language
you’re not familiar with. This guide can help explain those and other terms, so you can
make well-informed decisions.

Rider l A feature you can add to your
policy to enhance benefits.

Premium l It’s what you pay each
month for coverage while you’re
healthy and working.

Underwriting l Guidelines the
insurance company follows to see if
you qualify for income protection, how
much you can buy and what it’ll cost.

Claim l This is the process of
communicating your disability with the
insurance company. Most commonly
this requires paperwork from both you
and your physician.

Guaranteed Renewable l The policy is
guaranteed renewal and obligates the
insurer to continue coverage as long
as premiums are paid.

Common rider terms
As you learn more about protecting your income, you may come across some language
you’re not familiar with. This guide can help explain those and other terms, so you can
make well-informed decisions.

Benefit Update l This is a no-cost
rider available on individual disability
policies when you purchase 75% or
more of the eligible benefit amount.
This rider allows you to increase
your policy in the future without any
medical questions.

Catastrophic Disability l This rider
pays additional monthly benefits for
truly catastrophic claims. An
example is needing assistance with
daily living activities such as: eating,
transferring, bathing, toileting,
continence or cognitive impairment.

Definition of Disability l The
guidelines used by the insurance
company to determine if you’re
disabled and eligible to receive
money from your disability policy.

What is a Rider?
... ................................................................

Automatic Increase Benefit l This
rider automatically increases your
monthly benefit every year (usually
5%) for a five year period. Some
carriers will allow you to renew the
five year period with financial
underwriting. You can decline the
automatic increase two times.

A rider is a feature
you can add to
your policy to
enhance benefits.

Cost-of-Living (COLA ) l This rider
increases your monthly benefit to
fight inflation while receiving benefits
on claim.

Residual Disability l This rider pays
you a percentage of your benefit if
you are partially disabled. The amount
is calculated based on your loss of
income, duties, and/or time.

Own Occupation l As long as the
insured is unable to perform the duties
of his or her regular occupation(s) at the
time of disability, the insured will be
considered eligible to receive the full
benefit under the policy plus wages
from another profession.

Tips for finding clients
Many advisors have found success starting conversations with clients about personal
disability insurance and then moving to business solutions. That shows how wide open the
disability market can be. After all, almost everyone in the working population needs to
protect their income, especially those who fit the below client profile:

Get started today!

...............................

...............................

Ages 30 to 55

Earn at least $75,000 per year

Works 30+ hours per week

Work in occupations with little to
no manual duties

Little to no history of medical
issues

Own businesses with multiple
owners

.............................................................

Client Target Profile

1

Start with your current clients l Cross
sell disability insurance with life
insurance or ask for referrals to others.

2

Get active in you community l Establish
a personal brand that sets you apart as
a trusted resource.

3
4

Host a networking event l Visit with
your local Chamber of Commerce to
get in front of small-to-medium sized
businesses.

Talk to employers l Schedule a time
to review their benefits offering.

Review existing cases
Review your recent cases and look for opportunities to offer person and/or business
disability insurance solutions.

Existing client scenarios l Recommended solution
...............................
Personal
needs

Experiences a life change such as marriage, new family addition, home purchase l Individual
disability insurance to protect against the loss of an income.
Maxes out individual disability insurance l Individual disability insurance retirement security.
Contributes to a 401(k) plan, IRA or mutual funds l Individual disability insurance retirement
security to protect ability to save for retirement.
Covered by a group LTD policy through employer l Individual disability insurance supplemental
policy to protect a larger portion of income.

...............................
Business
needs

Wants to enhance employee benefits package l An employer-paid or voluntary multi-life individual
disability insurance solution.
Wants to ensure continuation of business l Establish and/or review buy-sell agreement and
properly fund it with disability buy-out insurance.
Wants to keep business open if one of the owners is disabled l Overhead expense insurance to
reimburse business expenses and key person replacement to cover temporary staffing needs
and revenue replacement.
Wants to retain executives and enhance their benefits package l An employer-paid individual
disability insurance solution available only to the executives.
Has key person life insurance l Key person replacement disability insurance.
Has a business loan obligation l Overhead expense policy with a business loan protection rider.

Tips to Keep in Mind While Prospecting
Among Your Own Clientele

1

Refrain from feeling like you are imposing on your clients’ time. Yes, many of them might be
busy Owners, HR Professionals or Executives but your goals for them are important and could
be life-saving/life-changing economically. You are a licensed expert in your field and your
guidance is imperative to the financial protection of your clients’ key contributors.

...............................

2

Use hot-button topics like guaranteed-issue or simplified-issue disability insurance programs
or opportunities to drive renewed interest from your clients. Show them that you are on the
cutting edge and have access to the most progressive of insurance products. You have fresh,
exciting ideas that will further secure their lives.

...............................

3

You’re not a faceless, cold-calling salesman out to make a buck. You know the persons
behind the names in your files. You have proven yourself to them in the past, and they
have previously chosen your services. They should be more inclined to trust that you can
help once again.

...............................

4

Refer to current events to get yourself back in the door like the ongoing pandemic and how it
has been affecting insurance markets.

5

Don’t hesitate to cross sell. Now may be the opportune time to prescribe key person disability
to your existing employer clients.

...............................

...............................

6

Be sure to up-sell. Most highly compensated employees are underinsured when it comes
disability coverage. As an insurance professional, you owe it to your clients to familiarize them
with the inherent risks of not having sufficient levels of disability insurance to protect not only
their loved ones, but also their businesses.

The need

How to start the disability insurance
conversation
In order for any sales opportunity to end with success, you must begin by asking the right
questions to uncover three very important characteristics about your clients.

...............................

1
2
3

Find out what’s important to them. For many people it’s family, for others it’s their business; whatever
may be true for your clients, ask until they reveal it to you (and take notes to refer back to for future
meetings with this client).

...............................
Understand their feelings about financial planning. As much as we want our clients to believe in making
sound financial decisions, it is not always the norm and sometimes you have to walk away. It doesn’t
mean you cannot follow up with them in the future, but your time is best spent with individuals, families
and business owners that not only need your help, but truly want your help.

...............................
Expose their needs. The more you ask, the more your clients will reveal to you and as a result, you can
offer solutions that make sense, fit into their budget and fill the gaps in their existing financial plan.

Questions to ask.
What is important to you?
What are your dreams and goals? Where do you see yourself in five years? How about in ten or
twenty years?
How do you spend your money? Once you’ve learned what makes them tick, get clients to think
about what would happen to the things they value in the event an illness or injury put them out of
work and their income stopped.
What would happen if you could no longer work and suddenly lost your income? How would you pay
the bills and keep up with your financial responsibilities?
What impact would this have on your family? How does your five, ten, or twenty year view change if
your income suddenly stopped? People often have a tough time internalizing these consequences
until they actually see someone go through a disability or extended care crisis.
Ask your client who they know anyone who has suffered a disability and was unable to work for a
period of time.
Ask how the disabling event impacted that person, both financially and emotionally?
How did the disabling event impact their family?

The need

Conversation starters
Most people have never been approached about disability insurance and don’t know they
need it. Whether you’re talking to individuals or business owners, you must first establish
the need for coverage. Your job is to help them along the "path to purchase" - from
awareness to buying. To prepare you, here are 5 conversation starters to help you talk
about disability insurance with your clients.

...............................
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If you couldn’t work because of an illness or injury, what would
happen? For many families, if paychecks stop so does the ability to
pay bills. When you should be recovering, you might be thinking
about how you'll make ends meet. I'd like to talk to you about a
source of income you can count on - it's called disability insurance.
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Money helps support the people we care about. It can help pay for
your child’s education, pay for a family vacation, and one day, help
you enjoy retirement. If your paycheck stops, your lifestyle and
goals may get put on hold. Disability insurance can help protect the
life you’ve built and your dreams for the future.
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Download Flyer
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You protect your car, your home and other things you value with
insurance. They’re important to you, so you want to be able to
replace them if something happens. Think about your income the
same way. If an injury or illness keeps you from working and
earning a paycheck, disability insurance can help replace the
income you and your family depend on.
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Your income helps pay for your family’s basic needs and the fun
little extras. What would happen if your paycheck stopped? It’s a
lot to think about. What if your paycheck stopped because an
illness or injury kept you from working? That’s even more to think
through. Disability insurance can help protect your income and
keep your life, and your finances, on track.
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Every day I talk to clients about what matters to them the most
- family, education, health and adventure. Money isn’t first on the
list. Yet we both understand a steady paycheck supports those
things that matter. That's why I want to talk to you about
protecting it. Disability insurance helps protect your income – and
the life you’ve built – if an illness or injury keeps you from
working.
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Download Flyer

The need

Why it's important to your financial
security...
Each of your clients has unique needs, but most of them have one thing in common – they
earn an income that needs to be protected. Help them do that by starting a conversation
about individual disability insurance.

Disability insurance is the foundation of financial security.
Your income allows you to do the things you love today and plan for the future. Let us help
you take steps to protect your financial foundation with disability insurance.

Protecting their income from a disabling illness or injury can help pay the bills – including
home and life insurance premiums – until they’re able to earn an income again.

The need

You protect your home and car, but
how about the asset you rely on most
— your income?

Average new car price, Kelley Blue Book, December 2017.
U.S. Existing Single-Family Home Sales Price, YCharts,
https://ycharts.com/indicators/sales_price_of_existing_homes. As seen on 06/2018.
Projected cumulative income of a 35-year-old earning $6,250/month ($75,000 annually), assuming a
5% annual increase to age 65.

The need

Have you thought
about how much
your income could
add up to?
Protect what you've
worked so hard to earn.

For example, a 35-year-old
who's now earning $75,000
could expect to earn

$5 million
by age 65.

.................................................

Protect your future earnings

Potential earnings to age 65
(with 5% annual salary increases)

The need

You can’t predict the
future, but you can
make decisions today
to protect against the
real-world risks of
tomorrow.
Here are common
conditions that have
affected others’ ability to
work:

Source: Principal Life disability
insurance active claims as of May
2018. The above is for illustrative
purposes only and is not intended as
a complete representation of all
claims.

. ........................................... .......

What will your future hold?

Common conditions

The need

Answer:
It could be any one of them.

. .. ...........................................

Pop quiz: Who below lost their income
because of a disability?

It may surprise you to learn
that:

1 in 4
of today’s 20-year-olds will
become disabled before
they retire.

Source: The Facts about Social
Security's Disability Program,
https://www.ssa.gov/ pubs/EN-0510570.pdf. June 2018

The need

We help people like you with income
protection

Take a look at the individuals who receive a monthly benefit that
works much like a "paycheck" from their disability policies:

Source: Active Principal Disability claims payments through September 2017. The above is for illustrative purposes only and
is not intended as a comprehensive representation of circumstances surrounding the claims displayed, an inclusive
representation of all claims, or a promise to pay specific claims.

The need

That's why you may want to consider
buying disability insurance. If you’re unable
to work and earn an income, it helps you
pay monthly expenses.

. .. ...........................................

Consider all the things your income
pays for...

40%

of Americans could not
cover an unexpected $400
emergency expense.

"Federal Reserve Board Issues Report
on the Economic Well-Being of U.S.
Households," Market Watch, 2017.

The need

Everyone needs a "Plan B"

We know things don't always go as planned in
life. That's why it's important to have a Plan B
in place so you can keep living your best life.
For a small percentage of your
salary, disability insurance can
help protect the asset you rely
on most - your income.

$100,000 less $1,400 in hypothetical annual disability insurance premiums. Premiums and $5,000 monthly benefit amount
depend on various factors. This a hypothetical example only.

The need

When an illness or injury prevents you
from working, two things often happen:
Your income reduces or stops
Expenses increase.

Don’t worry, we can help you prepare.

. ..... . ...........................................

A disability can mean big changes
in your expenses

During a
disability...
Regular expenses continue:
Food
Housing
Cars
Utilities
Internet

Child care
Student loan payment
Insurance premiums
Savings for retirement
Plus, much more

Plus new disability-related
expenses begin:
Insurance co-pays
Medical costs not covered by
insurance
In-home care
Home modifications
COBRA premiums

Affordability and value

The dynamic duo of coverage in your
expenses

When you think of health insurance, don't forget its partner
- disability insurance. Together, they help you pay bills.

You and your family

...... .............
Hospital bills
Doctor’s bills
Medications
Other medical
treatments

Disability insurance provides funds for:

...... ..............................

Health insurance covers:

Food
Clothing
Housing
Student loans
Transportation
Personal technology
Insurance
Health insurance
premiums

Retirement saving
College saving
Medical expenses
not covered by
health insurance
Much, much more!

Affordability and value

Are you prepared?

Protect your income today so you can take comfort in knowing that
if the unexpected happens, you’re prepared.
Is your “mental checklist” complete?

Emergency contact

Child care

Health Insurance

Other (pet sitter, lawncare, etc.)

Sick leave

Income Protection

Life insurance

Affordability and value

Protect yourself with budget-friendly
coverage

...... ... ..............................

You could protect your
income for less than what
most people spend on
routine expenses like
coffee, a cell phone,
internet services, etc.

Your specific premium depends on a variety of factors, including, but not limited to, gender, age, smoking status, benefit
amount, elimination period, resident state and occupation class. These cost comparisons are for illustrative purposes only.

Affordability and value

Are you planning for retirement?

You can use disability
retirement security to
help protect your ability
to save for retirement
if you become too sick
or hurt to work.

...... ... ....................................

Keep those plans on
track — no matter
what life brings.

Assumptions: $2,000/month contributions beginning at age 30, 5% rate of return and
age 65 retirement. Potential loss due to disability at age 40 without continued
contributions to retirement savings.

Affordability and value

You can protect your future

If you do become too sick or hurt to work, here’s an
example of a policy that costs $75 a month and gets
you $2,000 a month in benefits.

Assumptions: Male-specific $72/month rate for Colorado resident,
age 35, 4A occupation class, non-tobacco, $2,000/month benefit,
To Age 65 Benefit/Your Occupation Period, 90-Day Elimination
Period, Residual and Recovery Benefit rider, Cost of Living
Adjustment rider (3%). For illustrative purposes only.

...... ... ....................................

Disability insurance doesn’t have to be expensive.

"I remember thinking, ‘I wonder if
we really should be spending
money this way,’ because surely
we’ll never use the benefits. Turns
out, I don’t know how we
would’ve paid our bills. The
benefits (from disability insurance)
are what keep our lives going.”
Pat Harwood, claimant who
benefited from disability insurance

Testimonial may not be representative of other
clients’ experiences. It is not indicative of or a
guarantee of future benefits. Claimant has not
been paid for this testimonial.

Affordability and value

What’s your time worth?

Read about current events in the news?

Grab a quick coffee or snack?

Check last night’s emails?

Prep for an upcoming meeting?
Pay for your disability
insurance coverage?

...... ... ........................................

Think about the start of your typical work day.
Do you…

In about

10 minutes
of your work day, you could pay
for the daily cost of your disability
insurance policy.*

*Assumptions based on after-tax income with
an annual premium of $2,000-$2,500. Product
coverage varies based on need, income and
other factors. Policy cannot be paid on a daily
basis. For illustrative purposes only.

Supplementing other insurance

Is your employer-provided group
disability insurance enough?

Adding an individual disability insurance policy to a group long-term
disability (LTD) plan helps ensure that you can replace more of your
income. And that goes a long way in helping you pay everyday living
expenses.

...... ... ..........................................

The disability insurance you have through work is a
great start for protecting your income. For many though,
it may not be enough, especially after taxes.

Plus, an individual disability
insurance policy is yours and
goes with you even if:

You change jobs
Your income increases
You develop health issues

Chart based on $6,250 gross
monthly income ($75,000 annual),
with 60% group long-term
disability program, assuming a
30% tax bracket for federal, state
and FICA.

Common concerns
As you go through the purchase path with clients, be ready to answer common concerns.
Remember, disability insurance is new for most people, so education is key!

...............................
What is disability insurance? It helps protect your income if you’re too sick or hurt to work.
The monthly benefits help you pay your bills while you recover.

...............................
Why do I need it? We certainly hope your good health continues, but also realize we can’t
predict the future. Plus, disabilities are more likely to be caused by an illness rather than
an injury. Preparing today for the unexpected is a smart decision.

...............................
How does it work? If you become too sick or hurt to work, you will receive a monthly
benefit “like a paycheck” to help cover everyday expenses.

...............................
Don’t I have that through work? Coverage through your employer is a great start, but it
may not be enough to cover the majority of your expenses, plus the new ones you may
incur if you become disabled. Usually group coverage pays 60% of your income and
often has a maximum monthly benefit, regardless of how much you earn. An individual
disability insurance policy with group coverage may deliver a more sufficient monthly
income amount to cover bills.

...............................
Is it expensive? It's more expensive not to have income protection in the case you ever
become disabled. Individual disability insurance typically costs between 1 and 3 percent
of your annual earnings. You can afford it for the price of a daily deli sandwich or cup of
coffee.

Overcoming objections
Be ready to discuss 5 common objections about disability insurance and how you might
turn each into an opportunity.

...............................
“We’ll use our savings.” Relying on savings is a good approach for the short-term. However, in some
cases, depending on how long a disability lasts, savings could be wiped out in a few weeks or a few
months. On top of your regular monthly expenses, there could also be medical bills. Disability
insurance offers an affordable way to provide a source of income you can count on until you can
work again.

...............................
“I have disability through work.” Coverage through work is a great start. Typically group coverage
pays 60% of your income, but don’t forget that money is taxable. Your group policy and an individual
disability insurance policy together may provide you a more adequate monthly income amount to
help you cover your bills. Let’s get details on your work coverage – when it would start, how much it
would pay and for how long – and make sure you have the coverage you need.

...............................
“I’ll apply for Social Security disability.” This may be an option, but it’s hard to get approved. In
2017, only about 1 in 3 people who applied even received disability benefits from the government.
And they get less than $1,200 a month from Social Security. If you were able to qualify, would that
be enough to take care of your family?

...............................
“I don’t think I’ll use it.” We hope you don’t need it. But the facts are 1 in 4 of today’s 20-year-olds
will become disabled before they reach age 67. You may think that being healthy, exercising
regularly and rarely getting sick are reasons why buying individual disability insurance is a waste of
money, but an illness or injury can occur to anyone at any time. The National Safety Council said
that there were more than 526,000 injuries reported from exercise and the use of exercise
equipment.

...............................
“It’s too expensive.” Typically disability insurance costs between 1 and 3 percent of your earnings,
like the policy we talked about today. Where will the money come from if you’re sick or injured and
unable to work? Not having disability coverage could cost you even more. For dollars a day, you’ll
have the protection you need to keep your family and your lifestyle going if something happens.

Other disability resources

Is vacation an option? That might work for
an injury that heals quickly. But your time
might be used up in a month or less. The
average individual disability claim lasts
over 2 years.

Will disability coverage from work cover
your needs? Do you know how it pays?
Some employer plans cover only short-term
disability with a maximum benefit period of
52 weeks. If you leave the company, you're
no longer covered.

Will your spouse's income be enough? If
you and your spouse both work, your
household will at least have some income if
you have to stop working. Even so, does
your spouse make enough that it wouldn't
be a problem to lose your entire salary? For
many people, the answer is 'no.'

Are you willing to tap into savings? Do
you really want to use hard-earned
savings to pay day-to-day living
expenses and medical bills? Without an
income, you won't be able to save for
retirement at the rate you previously
were or at all.

...........................................................................

The Council for Disability Awareness compiled a list of common notions about how people
would cope with the costs of unexpected disability and what resources they may have
available to them. Can you count on these disability resources?

Are you counting on workers'
compensation? Only 10 percent of
disability cases are caused by eligible onthe-job injuries.

Will social security and medicare cover
you? Two-thirds of all people are declined
when they first request these benefits. The
average payment is under $1,130 a month.
Medicare doesn't cover long-term care
unless it's deemed medically necessary.
Medicaid does cover long-term care, but
only for low-income earning people.

How will you make ends meet? Becoming
disabled adds extra costs for health care,
medical supplies, and support. You may not
realize all the added expense during a
disability.

Will you be able to borrow money? Your
chances of borrowing money from a
financial institution could be slim
because you won't have an income. If
you borrow from family or friends, this
could add more pressure on you at a
time you need to focus on recovering.

Disability underwriting
As a financial professional, you play a big role in the individual disability insurance
underwriting process. When submitting a case for underwriting, share with us as much
information about the client as you can, focusing on these three key areas:

...............................
Occupation l The occupation class determines your client’s premium amount and maximum monthly
benefit amount. Job duties, rather than title, are key when classifying an occupation. Consider
managers. Are they managing in an office with general office duties and no manual labor? Or are they
managing at a shipping company, but the majority of their time is spent lifting boxes and using heavy
machinery? Those with no manual duties would get higher occupation classes with lower rates.

...............................
Income/financial background l Disability insurance is meant to replace a portion of lost income, while
providing motivation to return to work. We’ll need to review their financial documentation to ensure
we’re not giving them too much or too little coverage.

...............................
Medical history l Disability underwriting involves morbidity risk, the assessment of medical
impairments that can result in prolonged disability. Having an understanding of basic conditions can
set expectations when you help a client apply for coverage. For instance, if your client has one of
these conditions, proceed with underwriting, but set the expectation that the coverage could be
rated*, ridered*, or declined:
- Anxiety or other
mental/nervous conditions
- Back related conditions
- Carpal tunnel syndrome or
arthritis

- Emphysema
- Heart attacks
- Hepatitis

- Kidney disease
- Obesity
- Pancreatitis
- Seizures or stroke

*Means a client could get coverage, but for an additional cost than originally presented or could have
an exclusion for a certain condition added.

...............................
Working with business owners? l We consider additional factors, such as:
- Number of employees

- Number of years in business

- Owner duties

Common terms and examples
of disability claims diagnoses

Diseases of the
Musculoskeletal System
and Connective Tissue
Diseases of the Nervous
System and Sense Organs

Diseases of the
Circulatory System
Cancer and Neoplasms

Injuries and Poisonings

Mental Disorders

Diseases of the
Respiratory System
Symptoms, Signs and
Ill-Defined Conditions
Infections and Parasitic
Diseases
Diseases of the Digestive
System

Endocrine, Nutritional and
Metabolic Diseases, and
Immunity Disorders
Diseases of the
Genitourinary System

Lay Language Description

.................
Muscle, Back and Joint
Disorders

Spine and Nervous System
Related Disorders

Cardiovascular and
Circulatory Diseases
Cancer and Tumors

Accidents, Injuries and
Poisonings
Mental Illness and Behavioral
Disorders
Respiratory System Disorders

Ill-Defined or Subjective
Conditions
Infectious and Parasitic
Diseases
Digestive System Disorders

Nutritional, Metabolic,
Regulatory and Immunity
Disorders
Genital and Waste Removal
Disorders

Complications of Pregnancy,
Childbirth and the Pueperium

Pregnancy and Complications
of Pregnancy

Diseases of the Skin and
Subcutaneous Tissue

Skin Conditions and
Disorders

Congenital Anomalies

Diseases of the Blood and
Blood-Forming Organs

Inherited Conditions

Blood-Related Disorders

. ...... .... ............................................................................

.................

... ...... .... ..........................................................................

Claim Diagnosis Category

Specific Examples

.......................................
Arthritis, Herniated or Degenerated Disc, Back Pain, Spine/Joint
Disorders, Cartilage Sprain, Tendonitis, Fibromyitis, Osteoporosis,
Rheumatism, Scoliosis, Sciatica
Multiple Sclerosis, Epilepsy, Paralysis, Alzheimer’s, Parkinson’s Disease,
Amyotrophic Lateral Sclerosis (ALS), Bell’s Palsy, Guillain-Barré Syndrome,
Eye Disorders including Diabetic Retinopathy and Macular Degeneration,
Ear Disorders including Balance Related Disorders like Ménière’s Disease
Hypertension, Heart Disease, Heart Attack, Stroke, Aneurysm, Coronary
Artery Disease, Phlebitis
Breast Cancer, Prostate Cancer, Lymphoma, Hodgkin’s Disease,
Leukemia, Tumors
Fractures, Sprains and Strains, Dislocations, Contusions, Burns,
Poisoning, Allergic Reactions
Depression, Schizophrenia, Drug/Alcohol/Substance Abuse, Bipolar
Disorder, Anxiety, Obsessive Compulsive Disorder
Influenza, Pneumonia, Asthma, Bronchitis, Emphysema, Pulmonary
Fibrosis, Cystic Fibrosis, Chronic Obstructive Pulmonary Disorder (COPD)
Headache, Insomnia, Coma, Chronic Fatigue Syndrome, Sleep Apnea,
Seasonal Affective Disorder, Anorexia, other symptoms without a diagnosis
Food Poisoning, HIV/AIDS, Hepatitis, Meningitis, Salmonella,
Tuberculosis, Polio
Gastric Ulcers, Gastritis, Appendicitis, Hernia, Irritable Bowel Syndrome,
Cirrhosis of the Liver, Crohn’s Disease, Diverticulitis, Ulcerative Colitis,
Dental Disorders, Temporomandibular Joint (TMJ) Disorders
Diabetes, Malnutrition, Obesity, Gout, Cystic Fibrosis, Thyroid Disorders

Uterine Prolapse, Cervicitis, Menopausal Symptoms, Kidney and Bladder
Disorders, Genital Organ Disorders, Kidney Failure, Enlarged Prostate,
Prostatitis, Urinary Tract Infections, Endometriosis
Normal Delivery, Caesarean Section, Complications of Pregnancy,
Toxemia, Ectopic Pregnancy, Pre-Term Complications
Eczema, Dermatitis, Cellulitis, Psoriasis, Sebaceous Cyst

Congenital Anomalies, Spina tend, Down’s Syndrome, Inherited Heart
Valve Malfunction
Anemia, Hemophilia, Sickle-Cell Disease, Diseases of the Spleen

The state of disability coverage in
America - key facts in 2020
Millions of working Americans are facing a growing crisis: a lack of adequate disability
insurance coverage. Today, the absence of emergency savings, rising medical costs, and an
overall trend of fewer employers offering benefits to workers have created a critical blind
spot for many American workers and their families. Without some kind of income protection,
more Americans are experiencing severe financial difficulty if they need to miss work due to
illness, injury, or pregnancy.

Here are the critical numbers.
More than 1 in 4 of today’s 20-year-olds can expect
to be out of work for at least a year because of a
disabling condition before they reach the normal
retirement age.
At least 51 million working adults in the United
States are without disability insurance other than
the basic coverage available through Social
Security.
Only 40 percent of US households have at least
$6,275 in liquid savings. That is what is would take
a family of four to replace income at the poverty
level for three months.
Four out of ten American adults indicate they can’t
pay an unexpected $400 bill without having to take
out a loan or sell something to do so.

Chances of missing work due to
illness, injury, or pregnancy are
greater than most realize.
5 percent of working Americans will experience a
short-term disability (six months or less) due to
illness, injury, or pregnancy on average every year.
Almost all of these are non-occupational in origin.

The most common reasons for short-term disability
claims are:
1. Pregnancies (22%)
2. Musculoskeletal disorders affecting the back
and spine, knees, hips, shoulders, and other
parts of the body (19.3%)
3. Injuries such as fractures, sprains, and strains
of muscles and ligaments (11.5%)
4. Digestive disorders, such as hernias and
gastritis (7.6%)
5. Mental health issues including depression
and anxiety (7.1%)
The most common reasons for long-term disability
claims are:
1. Musculoskeletal disorders (28.9%)
2. Cancer (15.2%)
3. Injuries such as fractures, sprains, and strains
of muscles and ligaments (11.5%)
4. Mental health issues (8.6%)
5. Circulatory (heart attack, stroke) (8.3%)

Here are the critical numbers.
A study of consumer bankruptcy filings from 2013
to 2016 found that 77.8% of debtors cited income
loss as a contributor to their bankruptcy. This
included 44.3% specifically citing medically-related
work loss as a contributor.
A 2013 study of bankruptcy filings in Washington
state found that cancer patients were 2.65 times
more likely to go bankrupt than people without
cancer, with younger (under age 50) cancer
patients having the highest rates of bankruptcy.

The state of disability coverage in America - key facts in 2020 cont.

Workers’ Compensation and Social
Security do not cover most of these
challenges.

Workers’ Compensation only covers time away from work if
the disabling illness or injury was directly work-related. In 2018,
less than one percent of American workers missed work
because of an occupational illness or injury.

From 2008 to 2017, only 33 percent of Social Security
Disability Insurance (SSDI) claimants had their applications
approved: 22 percent at the initial application stage and the
remainder after a reconsideration or appeals process.

It generally takes three to five months from time of application
for SSDI benefits to get an initial decision. The backlog of
appeals cases was more than 575,000 in fiscal year 2019, with
more than 44 percent of them being over nine months old.

The average SSDI benefit for a disabled worker as of February
2020 was $1,258 a month. That equates to $15,096 annually –
barely above the poverty guidelines of $12,760 for a oneperson household, and below the guideline of $17,240 for a
two-person household.

Understanding the impact of long-term stress

Stress is a condition or feeling experienced
when a person perceives that "demands
exceed the personal and social resources the
individual is able to mobilize."
The Holmes and Rahe Stress Scale
Circle the stressful events that you have experienced in the year and add the numbers in parenthesis.
Stress can cause severe health problems and a
weakened immune system. This calculation helps you
identify the stressors in your life so that you can help
control and reduce your stress. Exercise, meditation,
writing in a gratitude journal and practicing relaxation
techniques can help you cope during unfortunate
events.

1. Death of spouse (100)
2. Divorce (73)
3. Marital separation (65)
4. Jail term (63)
5. Death of close family member (63)
6. Personal injury or illness (53)
7. Marriage (50)
8. Fired at work (47)
9. Marital reconciliation (45)
10. Retirement (45)
11. Change in health of family member (44)
12. Pregnancy (40)
13. Sex Difficulties (39)
14. Gain of new family member (39)
15. Business readjustment (39)
16. Change in financial state (38)
17. Death of close friend (37)
18. Change to a different line of work (36)
19. Change in number of arguments with spouse (35)
20. A large mortgage or loan (31)
21. Foreclosure of mortgage or loan (30)

Quiz taken from mindtools.com

22. Change in responsibilities at work (29)
23. Son or daughter leaving home (29)
24. Trouble with in-laws (29)
25. Outstanding personal achievement (28)
26. Spouse begins or stops work (26)
27. Begin or end school/college (26)
28. Change in living conditions (25)
29. Revision of personal habits (24)
30. Trouble with boss (23)
31. Change in work hours or conditions (20)
32. Change in residence (20)
33. Change in school/college (20)
34. Change in recreation (19)
35. Change in church activities (19)
36. Change in social activities (18)
37. A moderate loan or mortgage (17)
38. Change in sleeping habits (16)
39. Change in number of family get-togethers (15)
40. Vacation (13)
41. Christmas (12)
43. Minor violations of the law (11)

Score Interpretation
Score

Comment

11 - 150

You have only a low to moderate chance
of becoming ill in the near future.

150 -299

You have a moderate to high chance of
becoming ill in the near future.

300 - 600

You have a high or very high risk of
becoming ill in the near future.

Social media post ideas

Only 10% of disabilities are caused by injuries. What
happens if you get sick and can’t work? Talk to me
about protecting your paycheck with disability
insurance.
1 in 4 of today’s 20-year-olds will become disabled
before retiring. Think a disability won’t happen to you?
Let’s make a plan to keep your paycheck safe and your
budget on track, just in case.
6 in 10 people worry about the financial impact of a
disability. But only 30% own disability insurance. If you
don’t have coverage, let’s work together to change
that.
50% of Americans couldn’t meet expenses after just
1 month without a paycheck. How long could you
stay afloat without your paycheck? Disability
insurance can help.
You protect things like your home and car with
insurance, but what about the one thing that makes
all of it possible – your income? Disability insurance
provides monthly benefit payment if you’re too sick
or hurt to work. And it typically costs 1% – 3% of your
annual income.
Do you know anyone who’s suffered from back
problems, heart disease or cancer? Chances are you
do. Did they have a back-up plan for their unexpected
illness or injury? Don’t wait until it’s too late. Protect
your income now with disability insurance, while
you’re still healthy and able to work.

...........................................................................

May is Disability Insurance Awareness Month (DIAM) and every year the Council for Disability
Awareness (CDA) joins forces with others in the insurance industry to raise awareness about
the importance of income protection. Post these ideas on your social media to help start the
conversation.

1 in 8 workers will become disabled for 5+ years
during their lifetime. What if you couldn’t work for 5
years? Disability insurance can help replace that
lost income.
90% of disabilities are caused by illness, not
injury. What happens if you get sick and can’t
work? Let’s make a plan to protect your paycheck
with disability insurance!
How long could you afford to live without a
paycheck? If you’re not sure, let’s talk about
disability insurance.
Have you saved 6 months of living expenses? If
you’re not sure, let’s talk about disability insurance.
If you had to go home tonight and tell your spouse
that your pay was reduced by 40% for the rest of
your career, how would that conversation go? That
could happen if you became disabled with only a
group long-term disability policy through your
employer. Supplementing your group coverage
with individual disability insurance can provide
even more protection if you become too sick or
hurt to work.
Medical insurance is a great benefit that pays your
doctor, but what about a benefit that pays you if you
become too sick or hurt to work? Let’s talk about
disability insurance.

Sales webinars
Helping clients meet today’s needs and build assets for tomorrow is important, but so
is helping them protect their financial future. Disability insurance provides many solutions to
help them prepare for the unexpected, like a disabling illness or injury. Watch the sales
webinars to get started. Don’t worry, it’s easy to use and will take just a few minutes each
week.

...............................
Week 1 l Establishing the need
Watch webinar l https://bit.ly/32FDaC4

...............................
Week 3 l Communicating a simple design plan
Watch webinar l https://bit.ly/351rjA5

...............................
Week 2 l Positioning disability insurance
Watch webinar l https://bit.ly/2O7gANn

...............................
Week 4 l Understanding disability underwriting
Watch webinar l https://bit.ly/2O1og3S

Physician
Valerie King was not a believer. When she transitioned from her medical residency to
practicing as an emergency room physician, she didn’t think she needed disability insurance.
“I could never envision a life without working,” she says. Her insurance professional
convinced the young doctor otherwise.

Life also had a second chapter for Valerie. She
met and married Tim, also a divorced parent. They
looked forward to raising their blended family
together and sought the advice of insurance
professional Larry Ricke, CLU, ChFC. In addition to
the life insurance he had recommended, Larry
made sure Tim understood the importance of
disability insurance. Tim didn’t believe he’d ever
need it, but with Valerie’s urging he finally agreed
to get coverage.

It was wise advice. Although Valerie never thought she
would need it, a condition called ulcerative colitis
made the decision for her. The disease and a series of
surgeries made it impossible for her to carry out her
duties, and she found herself unable to practice the
profession she loved. It was her disability insurance
coverage that allowed her to survive financially and
care for her three young daughters who she was
raising as a single mother.
Did you know that 1 in 4 of today’s 20 year-olds will
become disabled at some point in their career? That’s
why it’s so important to understand what disability
insurance is and ensure you have adequate
coverage?

“No one thinks lightening will strike twice,” says
Larry, “but in this case it did.” Tim, who had a highprofile position in the printing business, came
close to dying from an undiagnosed aneurism and
valve issue with his heart. A risky operation saved
his life but ultimately left him unable to return to
work. Again, disability insurance made it possible
for the family to go on financially. “Most people
think, ‘It will never happen to me,’” says Valerie.
“But the truth is it can—and does. Everything else
goes away if you don’t have disability insurance
coverage and you can’t work.”

....................................
Watch Valerie' story at
https://lifehappens.org/disability-insurance101/do-i-need-disability-insurance-if-i-work/

Dentist
Frank Szatkowski was a successful dentist, an avid outdoorsman and a tournament handball
player before Lou Gehrig’s Disease robbed him of the ability to speak, walk or even eat.
Though he is fed through a tube and must communicate with the aid of a laptop computer
and a laser pointer controlled by his head movements, friends and family marvel at his
indomitable spirit and ready smile.

Because of health insurance and an individually
owned disability policy, Frank has never had to
touch his retirement plans to pay the enormous
cost of his 24-hour home care and medical bills.
What’s more, a provision of Frank’s permanent life
insurance policy calls for premiums to be waived
in the event of disability. So his coverage remains
in force and its cash value continues to grow even
though he’ll never pay another penny in
premiums.

The disease forced Frank to stop working at age 56, a
year and a half after the first symptoms appeared. But a
safety net of insurance designed by Frank’s agent, Rich
Lazarski, CLU, CPCU, shielded his Chicago-area dental
practice and his family from financial catastrophe. A
business overhead disability policy paid $25,000 a
month to cover office expenses and employee salaries
after Frank became disabled. Frank and his business
partner also had the foresight to set up a buysell
agreement and purchase disability buy-out contracts to
fund it. Those arrangements provided Frank’s partner
with the funds to buy out his share of the dental practice.

90% of disabilities are caused by illness, not injury. What
happens if you get sick and can’t work? Let’s make a
plan to protect your paycheck with disability insurance!

Thanks to the smart insurance plans that Frank
and Rich designed, implemented and adjusted
over the years, the dental practice hasn’t missed a
beat and Frank’s family will always be financially
secure. “I don’t know where we would be right
now if they weren’t so diligent in making sure
everything was addressed,” says Frank’s wife,
Judy. “I’m just so thankful that they were.”

....................................
Watch Frank's stoy

Attorney
At 45, attorney Peter Zatir attributed the fatigue he was feeling to middle age. Add to that a
busy law practice and five active kids—the youngest just a year old—and it’s easy to see how
he could have written off the early signs of a serious illness. When he finally visited his
doctor, the diagnosis was grim. He had an aggressive form of thyroid cancer and was given
less than a year to live.

Shortly after Peter stopped working to focus on
fighting his disease, the individual disability
insurance policy he purchased began paying a
monthly benefit. A year later, Peter had outlived
his prognosis, but knew with a damaged larynx
that he could never return to the courtroom to
litigate cases. Because the partners had set up a
buy-sell agreement and funded it with a disability
buy-out policy, Peter was compensated for his half
of the business, and his partner became the sole
owner.

As Peter lay awake at night, his financial situation was
one thing he didn’t lose sleep over. When Peter and
his partner opened their law practice, they knew they
needed insurance advice and turned to Brent Kimball,
CFP, CLU, ChFC, who convinced them to protect their
incomes and the business with disability insurance.
Men have a 43% chance of becoming seriously
disabled during their working years while women
have a 54% chance.

An experimental drug reduced Peter’s tumor,
which surgeons were then able to operate on.
Now, almost six years after his diagnosis, Peter is
doing better, and has been able to maintain his
family’s standard of living. He continues to receive
benefits from his individual disability policy, and
his retirement is being funded thanks to an
additional disability policy he had in place for that
purpose. “I dread where we would be today if I
hadn’t taken Brent’s advice,” he says.

....................................
Watch Peter's story at
https://lifehappens.org/videos/a-career-lost-butnot-a-way-of-life/

43%

54%

Bill Reid
New Year’s Eve for the Reids is a family affair. So when Bill Reid didn’t show up at his sister
Michelle’s home, everyone was worried. Around 9 p.m., a call to an area hospital confirmed
the family’s fears. Bill had been in a horrific car accident. Another motorist hit Bill’s car head
on, driving it through a brick wall and trapping him in his car for 90 minutes.

The brain trauma, however, left Bill with chronic,
short-term memory loss, which made it impossible
for him to return to work. Fortunately, he had
planned ahead with the help of his brother-in-law,
James Hasley, CFP, CLU, ChFC, an insurance
advisor. James had sold Bill an individual disability
insurance policy when Bill was just 26, and later
helped him add more coverage as his earnings
increased. When Bill changed to a job that offered
an employer-paid disability insurance benefit, he
kept his individual coverage for the added
protection.

Bill, then 32, sustained multiple bone fractures,
lacerations to his liver and colon, and a brain
injury that put him in a coma for five weeks. He
underwent 13 surgeries and spent seven months
in the hospital and rehab center. It took almost
two years for him to walk unassisted

Close to 90% of disabling accidents and illnesses are
not work related.

Because of Bill’s wise decision, his income is
roughly the same as it was before the accident
and will continue until age 65, allowing him to stay
in his home and lead an active life.
Before the accident, Bill had also purchased two
life insurance policies. Because they included
disability waiver of premium riders, the insurance
company now pays all of Bill’s premiums. The
whole life policies are accumulating cash values
that will provide Bill with financial security later in
life.

....................................
Watch Bill's story at
https://lifehappens.org/videos/survivalinstincts-smart-planning-save-the-day/

Request a proposal
Underwriting for disability insurance is often different from other forms of insurance.
Underwriters take into consideration medical, occupational and financial information. It is
important that the advisor confirms as much information as possible about a prospect prior to
the development of quotes in order to deliver accurate coverage and to prevent unpleasant
surprises during underwriting.

...................
Monthly fixed costs
Reasonable premium target
Client meeting time
Full name
Company name
State
Gender
Date of birth
Tobacco use
Annual income
(all sources last 2 years)
Inforce disability coverage

Occupation and job duties

Applied or applying for life
insurance in past 6 months
Height / weight
Health history / concerns
Medications /dosage
Hobbies / exercise routine

Why is this important?

..... .... ..........................................................

Client information

CLICK HERE to request a proposal

....................................................

How much disability insurance you need depends on your finances, savings, and how comfortable you
are with taking risks to save money on insurance. The biggest factors in the cost for your disability
insurance coverage are the monthly benefit and benefit period. If we know your monthly fixed costs
and a reasonable premium target, we can create a policy that fits your needs. Knowing your meeting
time allows us to prioritize requests and make sure you have what you need in a timely manner.
First, middle (if applicable), and last name.
If your client owns a business it helps us research potential discounts.
Insurance rates are state-priced and regionally priced.
Insurance rates are formulated by gender.
Insurance rates are formulated using age.
Insurance rates are formulated by tobacco usage.
Insurance amounts are based on NET income (for business owners, income after expenses (for W2
employees it is total gross income).
This policy will coordinate with any inforce disability coverage you may already have in place. If you
have group coverage through your employer we will want to know the replacement %, benefit cap,
and taxability of the coverage. (Who pays for the coverage?)
Your job title and job duties will determine your occupation classification (similar to a life insurance
rating) If you are a business owner, we need to know # of employees, years of ownership, % of
ownership, and a breakdown of daily duties. This information can drastically change the premiums
and discounts available. Include average hours worked per week.
If so, we may be able to coordinate some aspects of underwriting to make for a more streamlined
process.

Are there any other characteristics we should know about you that may impact their underwriting
experience. A healthy lifestyle can also help secure the best pricing.

Schedule a consultation
Online scheduling gives you access to our team’s calendars so you can schedule a call at your
convenience. Secura Consultants looks forward to assisting you protect your client's income!
CLICK HERE to schedule a consultation

Since 1995, Secura Consultants has helped advisors protect their clients’ income. We are positioned to
provide our unique disability income protection solutions and services to you! We bring our deep
relationships with carriers, creative approaches and passion for our role in protecting your most
important clients.

What some of our advisors say:
“Secura Consultants is our exclusive business partner for
developing and administering executive disability plans and
hard to place life benefits. We previously handled these
functions in-house but found that working through Secura
Consultants increases our effectiveness and allows us to
spend more quality time advising clients. We are often
approached by other firms like Secura Consultants who want
to work with us but none can measure up to our standards. We
highly recommend Secura Consultants if you are looking to
grow in your disability expertise and client capabilities.”
~ Todd Fredella

"Over the last 27 years we have spent a lot of time
implementing executive individual disability insurance policies.
We have worked with many of the major carriers. Working with
Secura Consultants made this the easiest process we have
ever experienced. The plan design, carrier selections,
underwriting support, proposal presentation were all best in
class. Additionally, your team took on the administration of
processing the paperwork, getting us the certificate of
coverages and going over the billing process, this made it
easy for my firm. We look forward to writing future cases and
highly recommend Secura Consultants!”
~ Randy Willis, CHC

"Secura Consultants is the most knowledgeable
insurance advisors I have ever worked with in
the disability insurance arena. Their knowledge
of the industry and creative approaches to
solving my clients’ needs are outstanding.”
~ Mike McCoy

“I am grateful to be able to work with Secura
Consultants. Their commitment to excellence
and attention to detail make marketing
individual income protection much easier - all I
have to do is sell. I wish I could say that about
all the other lines of coverage I market.”
~ Michael Cowart, CBEC

“Secura Consultants took a complex biotech
executive individual disability insurance case
and provided a comprehensive full market
comparison with the major carriers. To our
surprise, we were able to get higher limits, at
lower premiums, than their current carrier. The
team at Secura was fast, thorough and provided
a true win-win solution for all!”
~ Lambert Hsu, RHU

