With the growth of the aging Baby Boomer population, group long-term care insurance gives employees peace of
mind and fills a critical need in the workplace. Articles in this issue offer tips on selling and evaluation plans and
give a snapshot of todays market.

The Importance of
Mentoring in the Disability Field

by Ron Coben, RHU, RR

n the simplest form, a mentor is a trust-
ch ﬁ'iel'ld, Cﬂunsclor, or r(:acht'r e l..l.‘:Ll.l.lJ.I_\jr

a more experienced person. Some pro-
fessions have mentoring programs that pair
newcomers with more experienced people
who provide good examples and advice as
the newcomer advances.

As the International DI Society imple-
mented its own mentoring program, [
became aware of some very interesting
points worth sharing. Those of us in the
disability insurance industry, who are
involved in the Sociery, understand that
our industry’s continued success depends
on bringing in new people.

The International DI Society’s mentoring
program offers to you these successful men-
tors — the very best in the industry. They are
willing to give of their time and experience
to those of you who just need two ask.

Most of us think of producers when
we hear the words “mentor” and “pro-
tégé.” But, the very survival of our indus-
try dicrates the need for mentoring in all
Sectors.

We have all been a protégé somewhere
along the line and perhaps, a mentor as well.

In fact, people in our indusuy are
advancing everyday. If you observed the

daily rourine of one company, youd see
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that someone is teaching something to
someone else,

With regard to the Internarional DI
Society’s mentoring program, we must all
approach this effort in the same light - as
protégés with the ability to become mentors.
The talent and experience within this orga-
nization speaks for irself. Yer, it is the sacri-
fice and commirment of individuals, com-
panies, and organizations thar is needed.

Consider the endless possibilities as we
approach the International DI Society’s
October Conference. Each of us in the DI
industry must provide help and understand-
ing for the good of all and for our very sur-
vival. Whether you are a producer, vice pres-
ident, claims person, hmkcmgc rep, attor-
ney, or underwriter, you may still be a pro-

tégé with the ability to become a mentor.
Common Traits

There is something to that Frank Sinacra
song, “To Dream the Impossible
Dream.” You may find many things in
common if you follow the habits, goals,
and dreams of successful people.

Generally, they are high-energy (type A)
people with very positive attitudes.
Apathy might survive momentarily, but
you'll find their morto is typically, “If

you get lemons, learn to make lemon-
ade.”

It’s not always abour money. I believe
its more of a vision to create a forest out
of a desert. Successful people are patient
and extraordinarily impatient at the same
time. Their time control is unmarched.
Then, there is passion! Ah! The greatest
trait of all - ro love what you do. Passion
is something that can be seen by all and
casily conveyed — passion for their work,
their families, friends, and life. Yes, it's
more than money. Money is just a by-
product of success.

Successful people can be admired,
learned from, studied, and even cloned.
So, we graciously steal their good lines,
habits, methods — well, you ger the idea.
Success is just over the horizon for those
of you that want to dream the impossible
dream. We have begun this quest and
offer it to all of you. That’s about as easy
as it gets, Become a protégé. If you have a
dream, it really isnt impossible at all!

Ron Coben is president of Ron Cohen
Insurance, Inc. For more information, con-
tact Lawrence Geller, chairman of the
Mentoring Committee at lawrence@geller-
insurance.com.
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