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amount starter plans to solicit this marker.

The training hospital is a targer rich en-
vironment. Mentors often instruct willing
buyers to buy IDL But breaking into the
training hospital markertplace can be very
difficult since it is blankered with incum-
bent agents who have refined sales tactics.,
Agents have solicited these docrors con-
sistently during the four to seven training
period. Agents know where the docrors
work, they know their specialty of medi-
cine or dentistry, and they know when the
docror will complete their training.

Agents who solicit these residency pro-
grams are so busy marketing and selling
that they fail to follow-up when a doctor
moves out of state to begin their career. So
there is your opportunity. When docrors
complete their training and enter practice,
they are less accessible and marketing be-
comes less effective.

Most docrors have little or no aware-
ness of business disability insurance prod-
ucts. If they initiate a conversation with
an agent, it is usually abour the disability
product they know: IDL. The doctors are
really asking for more money, bur they
ask the only question they know, “Can
I buy more IDI?” The sales opportunity
comes in translating the inquiry. Business
products provide millions of dollars more
in potential benefits and may lead o ad-
ditional sales opportunities including life
insurance, health plans, and pension plan-
ning.

Here'’s a real case example: A young den-
tist purchased the maximum DI benefit
package during training, which included a
$3,500 a month base benefic and 2 $6.500
future option. After completing maining,
she began her practice in a diszant ciry.
The original agent failed to mainesin con-
tact with her. The dentiss wassed more
IDI so the next agent sold she $6.500
future increase option, bﬂ.n&nﬂ
expense, and business
agent also sold the
future increase option,
expense, and business red

The dentist remem!
chased rhe maximum, &
husband failed to impless
age, which created a quick
sue sale for the next agent.
ing, “Do you have disabs
A berter question is, “He .
do you own?” or better 3

your policy?”
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Future Increase Options

This guaranteed issue policy only requires
evidence of financial insurability. It does
not require medical questions or rtesting.
You show the insurer proof of an increase
in income, you collect the premium, and
you get paid. IDI is only the beginning.
Business products offer millions more in
benefit dollars to sarisfy the docror’s de-
mand for protection. Rather than speaking
in insurance industry jargon, the following
business products are communicared in a
language that the docror understands, “I
want more money; how do I get it?”

Business Reducing Term
Many doctors begin their careers by buying

an established practice from a retiring doc-
tor. They end up with seven to 10 year prac-
tice loans, equipment loans, and student
loans. Many lending institutions require
new doctors to purchase life and disabil-
ity insurance to insure these loans. Sadly,
many doctors assign their IDI benefits to
the bank thereby exposing themselves and
their dependents ro financial hardship dur-
ing a disability. The banl’s loan gets paid,
bur the doctor and the family ger only the
net bencfit after the assignment is paid.
This is common because the bank requires
assignment of benefits to fund the loan.

An alternative is for the doctor to buy
business-reducing term to insure their
$700,000 practice/equipment loan while
retaining full use of their IDI benefit dur-
ing claim. There is a net increase in protec-
tion of $700,000 or $8,333 a month. Busi-
ness reducing term pays the remaining loan
installments during a disabilicy freeing IDI
benefits for personal use.

Business Overhead Expense

Doctors are small business owners with
practice and equipment loans. They pay
monthly expenses and employee salaries. A
doctor may have protected their personal
lifestyle with IDI, but could still lose their
investment in their business and damage
their credit rating,

The conversation about insuring loans
with business reducing term brings up the
question of insuring other large monthly
expenses. Rent, urilities, insurance, mal-
practice insurance, staff salaries, and other
expenses can swamp a small business when
revenues are declining due to the owners’
illness or injury. The doctor may be forced
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to close the business or sell it prematurely
rather than depleting personal savings or
incurring additional debt to finance oper-
aring expenses.

The doctor can buy business overhead
expense to get reimbursed for the fixed re-
curring monthly operating expenses up to
the $720,000 policy maximum, reimbursed

Business disability products
offer a unique opportunity to
deliver a benefit solution far in
excess of perceived limitations.
Doctors represent the best
opportunity to increase your
disability insurance sales
because they want more
money and you can deliver it
using business products.

monthly up ro $30,000. This reimburse-
ment protects the doctor’s creditc history
and personal savings during a disability.
It is paid in additon to business reduc-
ing rerm loan payments and personal 1DI
monthly benefits. Business overhead ex-
pense also helps keep up employee morale
by reimbursing salaries despite declining
cash flow. Otherwise, worried employees
may seek employment elsewhere accelerar-
ing the devaluation of the business. Preserv-
ing the value of the business and retaining
employees is another hard dollar advantage
of business overhead expense.

Disability Buy-Out

Doctors may take on partners as their prac-
tices grow, which leads us tw the biggest
supplemental pot of money. The largest
reimbursement is for the remaining part-
ners to buy out the disabled doctor. The
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buy-sell agreement is a separate legal docu-
ment, which outlines the value of the busi-
ness and the method of exchanging cash for
equity. The buy-sell agreement creates the
liability and the disability buy-out provides
the funding.

The disability buy-out allows partners
to reimburse themselves up to $2 million

to puchase the disshled docme’s cwner-
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the remaining partness S
cash flow and loans to &

doctor. Failing those ops
doctor may force the sale o5
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unique opportunity to deliver a benefit
solution far in excess of perceived limira-
tions. Doctors represent the best opportu-
nity o increase your disabiliry insurance
sales because they want more money and
you can deliver it using business products.
The irony is thar, despite rremendous
consumer demand, few agents solicit the

practicing doctor because they think the
market is saturated. Three percent is far
from saturation. So if you want a market
of afluent business owners who demand
vour products with little or no competi-
tion from other agents, this is your marker.
Go get it! Lastly, both agents and docrors
have something in common, they both say
I want more money; how do I get ir?”
Now you know how. O

Michael Hagedorn, CLU, CFP began bis ca-
reer as a brokerage manager with Provident
Life & Accident in 1990; in 1995 he joined
Guardian Life; his agency, California Guard-
san Brokerage, a division of Pacific Advisors
e, has been the leading brokerage agency for
mdividual disability insurance for Guardian
Life and Berkshire Life since 1995. For more
m_!umm:mn call 800-790-7711, or e-mail
mischael_hagedorn@glic.com.
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