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profile 

Comprehensive disability 
solutions

You work with employers to help them provide robust employee 
benefits packages. This often includes group long-term disability 
(LTD) insurance. That’s a great foundation of income protection, 
but may not be enough for everyone, especially high income 
earners. That’s where offering individual disability income (DI) 
insurance in combination with group coverage can expand  
your opportunities.   

Why offer both? Everyone wins. 
Employer advantages
•  Helps attract and retain quality employees — reducing 

employee turnover
•  Reinforces positive employer-employee relationships
•  Manages a known risk with no unexpected drain on profits  

for the premium

Employee advantages
•  Enhances job satisfaction which often is aligned with the 

benefits offered
•  Protects their most valuable personal asset — the ability to 

work and earn an income
•  Helps provide funds to cover the extra costs associated with 

becoming disabled, such as increased medical expenses

Your advantages
•  Helps you be recognized for your benefits expertise, 

differentiating you from the competition
•  Builds stronger client relationships and increase sales
•  Provides strong compensation from the sale of both  

disability coverages

Learning about comprehensive disability solutions from Principal® is easy. This program profile outlines the key 
features you need to know.

Target market
The following characteristics are 
ideal for a comprehensive disability 
solution:

•  Companies with five or more 
employees 

•  Employers who value employee 
benefits 

•  Professional groups, owners/
shareholders, associations  

•  Employers in industries such as, 
banking, engineering, graphic 
design, IT, manufacturing, 
marketing, pharmaceuticals and 
telecommunications

•  A census showing employees with: 

 ›       Incomes of at least $75,000/year  
($100,000/year preferable)

 ›     Job class one description for 
group LTD

 ›     High bonus incomes, where 
group LTD only covers base 
salary (up to a cap)

 ›     Incomes that exceed the group 
LTD maximum monthly benefit 
caps (many plans capped at 
$6,000/month or less)



Assumptions based on $6,250 gross monthly income ($75,000 
annually), with a 60% group LTD insurance, assuming a 
30% tax bracket for federal, state and FICA. For illustrative 
purposes only.
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Help close the income replacement gap with DI

Income

60% group LTD benefit with $5,000 monthly benefit cap

Before tax After tax

Group LTD monthly 
benefit 

Percentage of 
income replaced

Group LTD monthly 
benefit

Percentage of 
income replaced

$50,000 $2,500 60% $1,750 42% 

$75,000 $3,750 60% $2,625 42% 

$100,000

$5,000

60% 

$3,500

42% 

$125,000 48% 34%

$175,000 34% 24% 

$225,000 27% 19% 

$275,000 22% 15% 

Assumptions: 60% group LTD benefit with monthly cap of $5,000 with a 30% tax bracket for federal,  
state and FICA. For illustrative purposes only.

How it works

Company A, a large manufacturing firm already has group coverage through you. That coverage works well 
for most employees, but this company has 15 executives who face an income protection gap — the group 
monthly cap decreases their percentage of income replacement significantly. Fortunately, employers can 
“carve out” these key employees and offer individual DI insurance as an additional benefit.

Underwriting for individual DI

Principal offers several underwriting 
programs and strives to match the group 
LTD insurance experience when possible.  

 •  Standard issue (GSI): Policies are issued 
to groups of employees without requiring 
routine medical inquiries.1 Employees 
may be eligible for more than the 20% 
Multi-Life discount.2

•  Full underwriting: Maximum benefit 
amounts are available with underwriting.

•  Simplified Multi-Life1: Benefits up to 
$6,000/month, with no routine medical 
requirements or financial verification.3

•  Fallback GSI: Full underwriting on eligible 
employees to provide the opportunity for 
the maximum benefit. If a health concern 
comes up, the employee receives the 
“fallback” GSI offer.



Positioning tips

Objection If employer: Say this: 

“My employees are 
already covered 
through our company’s 
group LTD program.”

Has a lot of high income 
earners 

“The group coverage you offer is a great 
foundation. But many employees, especially your 
highly compensated ones, may not have enough 
with the maximum monthly benefit cap.”

“My company doesn’t 
have the funds to 
expand our benefits 
offering right now.”

Is interested in offering an 
employee-paid solution

“You can offer both group LTD and individual DI 
insurance on an employee-paid (voluntary) 
basis. Employees can pay all or part of the 
premium. No matter how you structure the 
premium payment, the individual DI Multi-Life 
discount still applies."

“My company’s only 
interested in offering 
group medical 
coverage.”

Wants to offer a balanced 
health care plan 

“Individual DI insurance is an important part of 
a balanced health insurance plan. When 
someone becomes disabled, health insurance 
helps pay hospital and doctors’ bills, as well as 
for medications and treatments. But that barely 
covers half of employees’ overall expenses. 
That’s where DI can help.”

“Why should I consider 
making changes to my 
benefits package?”

Wants to retain employees “The time, energy and expense you spend 
replacing talent, especially key employees, can 
be a drain on business resources. Making 
inexpensive changes, like providing an 
integrated disability solution, can have  
a significant effect on employee turnover rates 
and save money in the long run.”

“We don’t have the  
time or resources to 
offer and administer 
additional benefits  
right now.”

Needs help "You can be as involved in the process as you 
want. If you provide us access to your 
employees, we have the expertise and 
resources to educate and enroll them flexible 
billing options and claims support.”

“My company’s too 
small for an employee 
benefits program.”

Wants to cover three or 
more lives 

“You just need three employees in order to 
receive the individual DI insurance at a 
discount. That could be two owners and one 
employee or one owner and two employees 
— or any combination.” And for group disability 
insurance, you only need five employees to 
qualify for a standard issue offer.



Have a case?  Here’s how to get started

1 |   Gather census information and submit to Principal for review.

2 |   We review the coverage and provide a recommendation for the case design.

3 |   Review the case design and make adjustments before sharing with the employer.

4 |    After confirming the offer with the employer, make any necessary adjustments and discuss  
an implementation plan.

5 |   Implement the case using our enrollment and communication tools.
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Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee

Not insured by any Federal government agency

1  No blood, urine, exams, EKGs or APSs required unless a significant medical condition is reported by MIB, significant 
medical information is obtained from the TeleApp or other available information, or any other disability coverage 
has been issued or applied for on a non-medical basis. Applications could be rated, ridered or declined based on 
all underwriting information available; this is not a guaranteed issue program. Urine/HIV test is required in Maine. 
Subject to issue and participation limits and minimum premium requirement. In California, if all three applications 
are not submitted together, we'll require an APS and financials on the first two applications, but not for the third 
application or any subsequent applications for that case (unless required by the underwriter). 

2  Based on gender neutral rates and number of lives.
3  Financial documentation required when applying for more than the Simplified amounts – this applies for new 

applications and adjustments, and for the following occupations (regardless of benefit amount being applied for): 
Real estate agent/broker, mortgage loan originator/broker, residential construction, real estate developer, attorney 
specializing in real estate and residential construction. Financial documentation is required if the maximum monthly 
benefit applied for exceeds these guidelines. Or, with disability income, the coverage applied for is greater than 
$10,000/month when combined with existing disability coverage (excluding group long-term disability insurance). 

Let’s connect. 
Contact your local representative.


