"Dis a.hllltp'
Insurance
e SEIVICEeS

More Tales from the Disability Trenches

Disability Insurance Delivers

Three Way Win

by Paul Wickline

ast year, more than 80% of U.S. workers

l surveyed by the Consumer Federation

A America said they were significantly
underinsured for a long-term disability.

Let's look at some financial realities -
mounting credit card debt, a negative sav-
ings rate, rising personal bankruptcies, and
a stagnant economy and wages. The tem-
porary loss of income because of illness or
injury could be devastating. The National
Assn. of Insurance Commissioner’s (NAIC)
disability tables reveal that a 35-year old
male worker faces a one in five risk of being
hit with a disabling illness or injury that pre-
vents him from working for three months or
more during his career. For women, the risk
is greater than one in four.

While having adequate disability coverage is
more important than ever, the Bureau of Labor
Statistics notes that only a third of today’s work-
ers have long-term disability coverage ar work.

Emplovers face their own pressures includ-

coverage can create a large gap in coverage
— particularly for higher-paid professionals.
Executives at middle-income level and above
are at particular risk of underinsurance due to
benefit caps, taxation of employer-provided
long-term disability benefits, variable com-
pensation issues, and lost retirement savings.
Executives need to understand thar bonus
and incentive compensation is not normally
protected by group long-term disability and
neither are the employer’s contributions to a
retirement plan. The benefit from an individ-
ual income protection supplement can help
to fill the gaps. You have the opportunity to
show potential customers that individual sup-
plemental insurance will cover income over
and above long-term disability benefic caps.
These supplemental disability produces of-
fer the additional benefit of portability. The
portability feature is increasingly important
since the average U.S. employee switches jobs
14.2 times throughout their career, accord-
ing to the Bureau of Labor Statistics. More



efforts to communicate through the em-
ployers about their benefits, supplemental
options, and individual exposures. For in-
stance, the following options are available:
* Pre-enrollment communication matetials.
» Personalized enrollment paper kits

with pre-filled applications.
* [nternet information sites.
* Call center support and enrollment,
* Web data exchange sessions.
* Group employee meetings.
.
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Online enrollment.
* Face-to-face counseling sessions.

With comprehensive communication strat-
egies, the broker, employees, and employer
can enjoy the following benefits:

* [ncreased participation through

proper timing and positioning,

* Professional enrollment services and tools.
* Real-time participation results.
* Education about existing long-term

disability plan and the supple-

visit us at www.calbrokermag.com

mental individual offering.
* Raised awareness of poten-

tial coverage gaps.
* Ability to make more informed decisions.
* Increased employee satisfaction.

By offering voluntary disability insurance,
advisors can help their corporate clients ad-
dress many of the issues facing employers to-
day. For example, it can be cost-effective to
offer multi-life voluntary disability to small
employers that are unable to fund a group
long-term disability plan.

Even larger employers thar provide group
coverage can benefit from offering voluntary
disability insurance. Employers whose long-
term disability rates are increasing because
of claims experience can consider shifting
a portion of employee disability coverage
to voluntary policies to help stabilize group
rates. Benefit claims from today’s older
workers are often due to chronic illnesses,
such as diabetes, obesity, and autoimmune
diseases, cancer, heart conditions, and back
problems. Also, claims durations are longer.

With these voluntary products, employ-
crs can provide a better benefit experience
to their employees. Brokers and employers
can educate employees about the founda-
tion of their coverage and identify ways to
enhance protection, The broker can also
help the employer improve recruitment and
retention by providing valuable benefits to
employees. Offering these benefits further
insulates the broker’s relationship with the
client and provides a substantial increase in
revenue due to first year and renewal com-
mission schedules.

Employers face all sorts of challenges,
making it difficult, but not impossible, to
provide comprehensive benefits packages to
employees. More and more employers are
able to provide education and enrollment of
products, such as voluncary disability. Such
events help employees understand their op-
tions to plan for their financial wellbeing,

Offering voluntary disability is a three-
way win: It helps employees understand
the importance of their benefits choices; it
allows employers the fexibility to offer valu-
able benefits ro meet employee needs; and it
strengthens a broker’s relationship with the
employer, which leads to a hefty return on
investment for the both in the long term. 1
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