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Why is Income Protection 
Important?
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Earned 
Income

Surplus Building
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Goals

Presenter�
Presentation Notes�
This diagram illustrates in a graphic way that income protection is important because one’s income is important. It is most effective if you draw it out while you are talking with the prospect. 

& (Prospect’s First Name), I would like for us to think for a few moments about your ability to earn an income, and how important it is to protect that income if you become too sick or injured to work. 

You are healthy and you are working, right? Would you agree that it is your ability to earn an income that determines your standard of living and supports your lifestyle? (Draw an Earned Income box.)
 
Obviously, it’s important that your earnings are sufficient to cover your living expenses. (Draw Expenses box and arrow.) 

It is your surplus, the amount that you can save, that goes into building wealth for the future, so that you can achieve the goals you have set for yourself and your family. (Write Surplus, then draw arrow, Wealth box, arrow and Your Goals star.)�
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Why is Income Protection 
Important?

Earned Income 
Stops

Expenses 
Continue

Deficit Draining
Wealth

Goals

Presenter�
Presentation Notes�
It is far more effective to sell on the basis of wants instead of needs. Get your prospect to discuss his or her personal and family goals. It all takes money, doesn’t it?  

& But what happens if your income stops, if you become too sick or injured to work? (Draw Earned Income, then a big X through it.)
 
Your expenses will continue, won’t they? They could even increase because of things like medical co-pays and prescription purchases. (Draw Expenses box.)

What used to be a surplus will disappear, and you will quickly be 
running a deficit. (Write Deficit.)

Instead of building wealth, you will be draining it off to pay your current daily expenses. (Draw Wealth box, then arrow to the Expenses box; draw a big X through Wealth box.)

Imagine what will happen to your plans and goals for the future. (Draw Your Goals star and put a big X over it.)  Is this what you would want to happen?”�
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What Are Your Tomorrows Worth?

Annual Salary

Age $50,000 $75,000 $100,000 $150,000 $200,000 $250,000

30 $3,023,104 $4,534,656 $6,046,208 $9,069,312 $12,092,416 $15,115,520

35 $2,378,771 $3,568,156 $4,757,541 $7,136,312 $9,515,083 $11,893,853

40 $1,822,963 $2,734,444 $3,645,926 $5,468,889 $7,291,852 $9,114,816

45 $1,343,519 $2,015,278 $2,687,037 $4,030,556 $5,374,074 $6,717,593

50 $929,946 $1,394,918 $1,859,891 $2,789,837 $3,719,782 $4,649,728

55 $573,194 $859,790 $1,146,387 $1,719,581 $2,292,775 $2,865,969

Potential earnings to age 65 with 
3% cost of living increases

Presenter�
Presentation Notes�
Most people don’t think about the true economic value of their ability to earn an income. They tend to think short-term: getting the raise or the next promotion, not the total economic potential of what they will earn before retirement. 

Use this chart to help your prospect understand the value of his or her ability to earn an income over a working career. Earned income is the foundation upon which rest all their financial hopes and dreams. It is truly the prospect’s most valuable asset. Doesn’t it make sense to protect�that income?

& Most people don’t think about the total economic value of their ability to earn an income. You will truly earn a fortune. (Help the prospect find his or her approximate total earned income on the chart, given the current age and income level.)

The dollars you earn pay for all your expenses of daily living. They are also the financial foundation for all of your family’s hopes and dreams.  

Doesn’t it make sense to protect your economic potential?�
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What Is Your Most 
Valuable Asset?

Your income makes it possible for you to 
have all these other things.

Doesn’t it make sense to insure your 
most valuable asset?

Asset Value Is it insured?

Auto $35,000 Yes

Personal Property $100,000 Yes

Home $500,000 Yes

Income $3,000,000 ?

Presenter�
Presentation Notes�
Use this simple chart to get your prospect to understand that the ability to earn an income is truly his or her most valuable asset. We insure our possessions, but fail to insure the one thing that makes everything else possible. It is most effective if you draw the chart while you are talking with the prospect, using values and income that are appropriate to his or her situation.  
  
& (Prospect’s First Name), over our working lives we accumulate assets. And part of the planning process is protecting ourselves from loss or damage to those assets. Let’s think for a few moments about your most valuable assets.

What about the car that you drive? How much is it worth? (Write down the value.) Most people would agree that it makes sense to insure their cars, so I assume that you have auto insurance, right? (Write yes, or put a check mark in the right hand column.) 

How much is your personal property worth (furnishings, toys such as boats, etc.)? (Write down the value, say $100,000.) Does it make sense to have these insured? (Write yes.)
And there is your home. What is its current value? (Write down the value, say $500,000.) Have you insured that as well? (Write yes.)

Finally (Prospect’s First Name), have you considered what is truly your most valuable asset: your ability to earn an income? What is your annual income? (Write it down, say $100,000.) 

Think about what your income is truly worth over time. Over the next 30 years (use 65 minus the age of the prospect) the income you receive could amount to $3,000,000, even without annual increases (estimate appropriate number: annual income times number of years to age 65). Would you agree that your ability to earn an income is, in fact, your most valuable asset? What’s more, it is your income that makes it possible for you to have all these other things. 

Is your income adequately insured in case you are sick or injured and cannot work? (Most likely you will write No or put in a question mark.) Doesn’t it make sense to insure your most valuable asset?”
�
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Which of these is your 
greatest asset?

Which of these is currently uninsured?

Presenter�
Presentation Notes�
This simple piece is an effective opener to a discussion of income and the need to protect it. Question one leads to a discussion of why the ability to earn an income is by far one’s greatest asset. Question two (“which of these is currently uninsured?”) brings up an issue that most people have simply not thought about.

It’s very effective with visually oriented people to draw a house, boat, car and paycheck. Make sure that you say the questions aloud, and wait for your prospect to answer them.�
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The Building Blocks 
of Your Financial Life

What are the building blocks of your financial life: 
the assets and other things you work so hard 
to acquire?

What will happen to your financial life if this 
building block is pulled away?

Investments

Education Business Interests

Home Autos Personal Assets

Income

The entire structure rests upon the one fundamental 
building block: your ability to earn an income.

Presenter�
Presentation Notes�
This “building blocks” approach can help your prospect understand the importance of his or her earned income and why it is important to protect that income. It is most effective if you draw the chart while you are talking with the prospect, labeling the blocks as appropriate.

& While drawing the building blocks above the line, say: (Prospect’s First Name), we can think of our financial ‘house,’ or structure, as being made up of building blocks. These blocks are the assets and other things you work so hard to acquire for yourself and your family. For example, your home. 

What are some others? (Wait for responses and enter the labels. Draw the line and the big block underneath it.)

Now, consider that the balance and soundness of the entire structure depends on one thing: your ability to work and earn an income. What would happen if these were actual blocks balanced on top of each other and someone pulled out the bottom block, your earned income? (Wait for a response.)

That’s right, the entire structure will fall apart. That’s what can happen if an injury or illness takes away your ability to earn an income. Doesn’t it make sense to insure your income, in case you can no longer work?�
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Which Job Would You Want?

Paycheck 
Option A

Paycheck 
Option B

Healthy and Working $100,000 $98,000

Sick or Hurt and 
Not Working $0 $58,200 

(Tax-Free)

Which Paycheck Option Do You Have Today?

Which One Would You Want?

Premiums and benefits available will vary according to the proposed insured’s circumstances and 
coverage applied for.

Presenter�
Presentation Notes�
Objection: “DI costs too much.” This simple concept helps your prospect (especially a younger prospect) to understand exactly what disability income insurance accomplishes: it pays you an income if you are too sick or hurt to work. The piece is most effective if you draw it out with�the prospect.

It is more effective to use the client’s actual current income, but you need to know how much DI he or she can get and the approximate premium for that coverage (for males it will be in the range of 2% - 3%; for females, 3% - 5%). 

&(Prospect’s First Name), imagine that you just found the ideal job. You are asked to choose between two paycheck options.  
 
Under Option A you will be paid $100,000 per year while you are healthy and working, but nothing if you get sick or hurt and cannot work. 

Under Option B you will be paid $98,000 per year while you are healthy and working, and $58,200 per year on a tax-free basis if you get sick or hurt and cannot work. 

Note: The difference in the “healthy and working” income for Option B is the approximate cost for disability coverage (in this case about 2%). Paycheck Option B is based on the following scenario and benefit configuration:    
An occupation class male age 35 who earns $100,000 per year qualifies for $4850 per month of ProVider Plus coverage (annualized benefit is $58,200). The premium for such an individual is $1878.53; benefits included are coverage to age 65 with a 90-day EP, with Residual Disability Benefits, and 3% COLA rider and Automatic Increase Rider.

& Which paycheck option would you want? (Use the word “want” – not a weaker word!)

More importantly, which paycheck option do you have today?�
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What Is the Risk?

The chances of suffering a serious long-
term disability are much greater than most 
people are willing to admit. The truth is that 
people do become disabled, and a long-
term disability can bring serious financial 
and emotional consequences. Consider the 
following: 

Nearly one out of every three workers over 
age 30 will suffer a disability lasting three 
months or longer at some point in their 
working career.* 

* Source: America’s Health Insurance Plans, 2004 
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What Is the Risk?

Approximately one out of seven people 
between the ages of 35 and 65 can expect 
to become disabled for five years or longer.* 

Contrary to what people believe, the vast 
majority of serious disabilities (92%) are the 
result of illness rather than accidents.**

In a recent study, disability caused nearly 
50% of all mortgage foreclosures, compared 
to 2% caused by death.***  

* Source: AHIP, NAIC & U.S. Commerce Department

** Source: Council for Disability Awareness, Disability Claims Survey, 2006

*** Source: Health Affairs, The Policy Journal of the Health Sphere, February 2005
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What Is the Risk?

72% of Americans don’t have enough 
savings to meet short-term emergencies.* 

In 2006, 71 percent of those who applied
for Social Security disability benefits
were denied at the initial level.**

* Source: National Investment Watch Survey, A.G. Edwards Inc., 2004

** Source: Social Security Administration

Regardless of what the numbers say, do you really 
want to count on luck? Or does it make sense to 
plan for the unforeseen?

Presenter�
Presentation Notes�
Objection: “I’ll never need it.” Statistics do not motivate people to buy disability insurance. On the other hand, everyone vastly underestimates the “odds” of becoming disabled and the consequences of a long-term disability. These statistics may be useful in helping the prospect discover the reality of disability and the importance of protecting his or her ability to work and earn an income. �
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The Leading Causes of Disability

Source: 2006 Long-Term Disability Claims Review, Council for Disability Awareness.

92.2%
Illness

7.8% Injuries

Major Disablers Claim %
Musculoskeletal /
Connective Tissue 22.7%
Cancer 13.6%
Cardiovascular 10.3%
Injuries / Accidents 7.8%
Mental / Psychiatric 6.5%
Neurological 5.7%

Presenter�
Presentation Notes�
Objection: “I’ll never need it.” Many prospects associate serious disability with accidents, and they cannot see themselves “in a wheelchair.” Such disabilities are actually very rare. The reality is that most serious disabilities are caused not by injuries, but by illness. More than 92% of long-term disabilities result from illness. (Source: Source: 2006 Long-Term Disability Claims Review, Council for Disability Awareness.)

Illness strikes those who are young as well as old. In fact, the average age of onset is fairly young for many disabling diseases, for example: 
Rheumatoid arthritis (20-45)
Huntington’s disease (35-45)
Severe depression (20 to early 30s)

Sources: www.latrobe.edu.au/podiatry/rheumatology/rheumatology_lecture_2.htm; Genetics Home Reference A Guide to Understanding Genetic Conditions, A Service of the U.S. National Library of Medicine, published October 25, 2005; www.mental-health-matters.com

This chart will help your prospects.�
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How Would your Life be 
Affected by a Disability?
Financial
Your Career

• Loss of income
• Loss of promotions & 

professional development
• Loss of job

Your Lifestyle
• Mortgage
• Credit rating
• Basic household expenses
• Increased medical expenses

Your Family
• Children’s education/college
• Spouse’s employment

Your Financial Future
• Retirement plan
• Investments
• Savings
• Insurance

Your Business or 
Professional Practice

• Viability
• Partner(s)
• Employees

Emotional
Your Emotions

• Self-esteem
• Depression
• Stress

Your Relationships
• Spouse’s worry
• Strain on the marriage
• Loss of friendships
• Less contact with other 

family members
• Less time for children
• No contact with colleagues

Your Future
• Uncertainty

Your Family’s Future
• Uncertainty
• Change

Presenter�
Presentation Notes�
No one knows when a disability will occur and, if it happens, most people are not prepared for�the financial or emotional impact. The chart gives you a guide for discussing these issues with your client. 

& Think about what would happen if you were to become sick or injured and unable to work or earn a living for an extended length of time. How would your life be affected? Consider what would happen to your career goals, your lifestyle, your family, your financial future (if your client owns a business or professional practice) and your business.

You should also consider the emotional effects of disability. How would this affect your psyche? Would your relationship with family and friends become strained due to the stress? Also consider the goals that you have for your family and the future. How would those be affected?

There’s a lot to consider but this simple exercise will help you sort this out. Ask your client a few of the following questions and write down the answers. The message will become clearer to your client once it is seen on paper.
(If your client is married) Does your spouse work?
Could the family live off of the spouse’s income alone?
What would the family have to change in order to adjust to living without�your income?
Consider how it would feel not to be able to meet financial obligations.
Financial worries cause stress for the individual and strained relationships.
How would you feel about yourself? (angry or depressed)
How do you think your spouse would feel? (anger, pity, sad, overwhelmed)
How would all of these changes affect your children emotionally?
Now consider how relieved you would feel if you knew you would never have to worry about the financial burden of being disabled.�
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Questions to Consider

If sickness or injury prevented you from 
working in the business

How long could you continue to take income from 
the business?
Could you be replaced? How long could the 
business afford to pay a replacement and at the 
same time pay you?  
How will your creditors be paid?
Could you continue making retirement 
contributions?
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Questions to Consider

If sickness or injury prevented you from 
working in the business 

How long could you afford to keep your 
employees?
How long would your business be able to stay in 
business?
How long will your partners want to keep you in 
the business?
Where will your partners get the money to buy 
you out?
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Questions to Consider

If a key employee went out on disability
Would you feel obligated to continue his or
her pay? 
For how long could you continue payments? 
Do you have the paperwork that would make
this possible? 
Do you have a funding vehicle to make
this possible?

Presenter�
Presentation Notes�
Objection: “I’ll never need it.” Successful business owners generally have little time to spend with you. You have to get their attention quickly and go right to the “bottom line.” Use this list of questions to get a conversation started.�
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Where Will the Money 
Come From?

If you become sick or injured and cannot work, 
which drawers will you be able to open? 
What will you find in them?

Presenter�
Presentation Notes�
Most prospects have truly never thought about their options for income if they were to become disabled. When the subject is brought up, they tend to express some vague sense of confidence that they have one or more options. Use this diagram to help your prospect discover why “alternate sources of income” are either not available or inadequate. Individual disability insurance is the real solution.

It is most effective if you draw the diagram while you are talking with the prospect and “x out” or put a question mark as appropriate by each potential source of income.�
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Where Will the Money 
Come From?

Presenter�
Presentation Notes�
& (Prospect’s First Name), let’s address the financial options you might have if you become too sick or injured to work, and see how viable they are. We can think of these options as drawers you may – or may not – be able to open. And what will you find when you�open them?

Many people feel that employer-provided benefits would be available. Of course, health care insurance benefits go to pay hospitals and doctors, not you. You may have sick days or salary continuation benefits, but how long would these last? And if you have group long term disability benefits through work, are benefits adequate? What percentage of your income is covered? 

You might consider tapping into your savings or investments. The question is, how long would your savings last? Most families would exhaust years of savings in just a few months. People save and invest because they care about their family’s future (e.g. college or retirement funding). Would you want to jeopardize those hopes and dreams? 

Do you have assets that you could liquidate? If so, will you be able to get a fair price?

Borrowing money is not an alternate source of income—in fact it makes the financial problem worse. Besides, it’s very difficult for someone without an income to borrow money from an institution. 

The Social Security system pays benefits for some severely disabled individuals. But the requirements are so strict that fewer than 50% of applicants ever receive a benefit. Additionally, benefits are limited: the average monthly payment is $786* ($1,310 for a family with at least one child). Social Security benefits also offset any benefits received under an most employer group disability plans. 

Is it reasonable to depend on family members to help for an extended period? Or solely on your spouse’s income? Even under normal circumstances, most families depend on two incomes to maintain their living standard. Disability income insurance is the solution: a dependable source of income that will be there when you need it. 

*Source: Social Security Administration, Annual Statistical Report, 2002

�
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What Are You Saving For?

Retirement

Vacations

Dream home

Auto

Children’s education

Short-term emergencies

If you don’t have disability insurance, 
maybe you are saving for disability.

Presenter�
Presentation Notes�
Objection: “I have savings.” Many people resist the concept of buying insurance. One of the most common objections to purchasing disability coverage is “I have savings.” In this exercise, you will be helping your client to make a list of things he or she is saving for to demonstrate that savings is not a sound protection plan in the event of a disability. It is most effective if you write this out as you go along.

& Have you considered what a disability lasting one year or more could do to your savings? Let’s add up your monthly expenses (bills, food, and entertainment) and then multiply by twelve to get a rough idea of how much money you would have to take out of your savings if you were unable to work for one year.

(Write down mortgage, car payments, utilities, food, entertainment, loan payments, insurance premiums, credit card bills, taxes, cell phone, health memberships, home maintenance, misc. Ask your client to estimate his or her monthly cost for each. Now multiply the total by 12.)

As you can see, your savings can quickly be depleted. If you rely on savings, which of these things would have to go? If you don’t have disability insurance, you may be saving for disability.�
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How Much of Your Income is 
Used on Expenses?

Will your group disability plan really do the job?

100% of income

Group Plan: 60% of income

Expenses

Presenter�
Presentation Notes�
Objection: “I have a group plan.” Many prospects mistakenly think that their group disability plans will support their lifestyle in the event of a disability.  Help your prospect figure out what percentage of his or her income is used on monthly expenses. More than likely, it will be greater than the 60% (or less, for higher income individuals) provided by the typical group plan. Now discuss with them how individual disability insurance can maximize their income protection program.  It is most effective if you draw this out.

& (Prospect’s first name) you have made a smart decision by choosing to protect some of your income with group disability coverage. This proves that you are aware of the risk of losing your income in the event of an unexpected illness or injury.  What you may not be aware of is that group coverage typically only protects 60%* of your income and, if your employer is paying some or all of the premiums, it is taxable.  That means that you may actually have to live on as little as half of your income.  

(Draw the big circle representing 100% of your client’s income. Next draw a circle inside to show what percent of income is used on their expenses. Then draw another circle inside this one to show that, at 60% of income, it would be hard or impossible to cover monthly living expenses.)

COULD YOU LIVE ON 60% OF YOUR INCOME, especially if that income were taxable? This is what your group plan will typically pay.  The only way for you to assure that you are adequately protected is by purchasing individual disability insurance.  

Note: Use the correct percentage for your client’s situation. Group plans are subject to a monthly cap on benefits, which may drastically reduce the percentage of income replaced. To perform a detailed analysis of your client’s group plan and how individual DI fills in the gap, use Pub. 7125 (Income Protection Analysis).�
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What’s the Break-Even Point?

Years of 
Premium Paid

Months of Benefits Received 
to Break Even

2 years 0 months, 20 days

4 years 1 months, 10 days

5 years 1 months, 20 days

7 years 2 months, 11 days

10 years 3 months, 11 days

20 years 6 months, 22 days

Cost vs. Benefits

Assumed Age: 35, Monthly Benefit: $5,000, Monthly Premium: $140.04 Monthly Guard-o-matic 
premium for ProVider Plus coverage (1400) for a male age 35, select risk Class 5, 90-day EP, to age 
65 benefit period, with Residual Disability Benefit rider.

Presenter�
Presentation Notes�
Objection: “DI costs too much.” Prospects often think the following: “Is disability insurance really a good buy? The premium seems high. I want to be sure that I’m getting a good value.” Use this chart to demonstrate what a short time it would take for the prospect to recoup the premiums paid if he or she becomes disabled. 

At every age during a normal working career, the average duration of a long-term disability ranges from 2.5 to more than 3 years.*

* Source: 1985 Commissioner’s Individual Disability Table; assumes that disability lasts for at least 90 days.�
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Why Should I Buy Now?

There are three potential “costs of waiting”:
1. You become disabled without having coverage.
2. Your health changes and you can no longer 

obtain coverage.
3. You purchase coverage at a later date. But the 

longer you wait the more you will pay for less 
cumulative benefit.

Age Monthly 
Premium

% Increase 
Over Age 30

Potential 
Cumulative Benefit

30 $110.71 – $2,085,000

40 $168.92 53% $1,485,000

50 $255.79 131% $885,000

Male age 30, Class 5; $5,000 per month, 90-day EP, benefits to age 65; ProVider Plus base policy 
with Residual Disability benefits. Premiums shown are for Guard-o-matic monthly premiums.

Presenter�
Presentation Notes�
Objection: “I’ll wait.” Most people will actively resist buying insurance “now.” Because they don’t need it “now.” Younger prospects especially think: “I’ll wait till later to buy.” But what are the costs of waiting? There are three:

The first is the most disastrous: the prospect becomes disabled without having coverage in place. If you don’t think it happens, look at our DI Myths brochure (Pub 3670BL) for a list of sample claims . . . we have many under-40 disabled claimants on the books. 
Though younger people may feel immortal, the fact is our health does change. Not so severe as to cause a disability perhaps, but severe enough that someone can no longer obtain coverage or qualify for a policy that carries an exclusion or rating.��Good health is one of the greatest assets one can possess. While you still have it, why not leverage that asset to obtain coverage under the most favorable terms?�
The third cost – financial – should also open some eyes. Even if your prospect’s health doesn’t change, it is almost a certainty that the price of the policy will be higher. Compare the differences in costs and potential benefits when a prospect puts off purchasing disability insurance. 

The numbers speak for themselves. The longer you wait, the more you will pay for less cumulative benefit . . .  if you can get the coverage at all. Disability insurance will never be as good a value as it is now. �
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What Costs Do You Want Waived?

When you purchased life insurance, you 
likely had a “waiver of premium” rider added 
to the policy. If you become seriously 
disabled, the policy premium will be paid for 
you.

Presenter�
Presentation Notes�
Waiver of Premium is a rider frequently added to a life insurance policy. Prospects tend to understand its value. After all, if they become disabled they can be confident that this valuable part of their financial program will continue to remain in place. 

Use this approach to help your prospect discover how his or her other living costs can be waived as well. It is much more effective to draw out the chart as you are talking with the prospect. �
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What Costs Do You Want Waived?

Question: If you are too sick or injured to work, what 
other costs do you want to be waived as well?

Living Costs Monthly Amount
Groceries $ ______________
Mortgage or rent payments $ ______________
Car payments $ ______________
Utilities $ ______________
Credit card/loan payments $ ______________
Clothing  $ ______________
Education  $ ______________
Entertainment  $ ______________
Other $ ______________

That’s why Disability Income Insurance – aka “waiver 
of living costs” – was invented.

What Costs Do You Want Waived?

Presenter�
Presentation Notes�
& When you purchased life insurance, we added a “waiver of premium” rider on the policy. If you become seriously disabled, the policy premium will be paid for you. 

Here’s a question to consider: If you are too sick or injured to work, what other costs do you want to be waived as well? (Write out items and monthly amounts as you speak.)  

What about the cost of groceries? How much is that on a monthly basis? Mortgage/rent payment? Etc. 

There is a way you can have those costs also waived during a serious disability – that is, you can be confident that the money will be there to pay them. That’s why disability income insurance – aka “waiver of living costs” – was invented. �
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Should I Accept a 
Modified Policy?

Do not accept policy
Worse

Uninsurable

You Lose

Same Improve

Modified 
policy 

or higher 
premium 
at best

You Lose

Accept policy
SameWorse

Premium can’t 
be increased - 
policy can’t be 

cancelled

You Win

Improve

Chance to 
review 

exclusion or 
rates for 
the better

You Win

Policy with Exclusion or Rating
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Should I Accept a 
Modified Policy?

Do not accept policy

Become disabled from 
another cause

No protection 
in place

You Lose

Accept policy

Policy with Exclusion – All Other Conditions

Become disabled from 
another cause

Protected

You Win

Presenter�
Presentation Notes�
“Should I accept a modified policy?” Nobody enjoys being offered a disability insurance policy that contains an exclusion or an extra premium for an existing health condition. Use the top chart at the time of delivery to help your prospect decide if he or she should accept a modified policy. It addresses three possibilities: the prospect’s condition gets worse, stays the same, or improves. 

Individuals who are issued a policy with an exclusion (especially one that will not be reviewed) tend to focus on the one condition that is not covered. Use the bottom chart to help them see the wisdom of having all other possible disabling conditions covered.  

In every case the prospect will win by accepting the modified policy. �



Please contact 
Wilson Financial 

for a review of your Disability 
Insurance needs

Disability income insurance underwritten and issued by
Berkshire Life Insurance Company of America, Pittsfield, MA a wholly owned stock subsidiary of 

The Guardian Life Insurance Company of America, New York, NY or in California, provided by Guardian0000-11-07

Phone:- (888)-COVERED

Email:- service@diplans.com

Thank You

Presenter�
Presentation Notes�
Take questions that attendees may have. Thank them for coming. �
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