
Business owners are one of the top markets for selling disability insurance. 
While traditional W-2 employees may have their employer and/or  
the government providing a safety net in the event of a disability,  
self-employed individuals often have neither. That is, unless you can  
offer help. 

On the following pages you’ll find an overview of the products  
available and made specifically for business owners, as well as  
potential opportunities to help close the sale. 
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PRODUCTS

Business Overhead Expense

While protecting the income of small business owners is certainly important, it’s equally important to look one step further. 
What would happen to the source of all their income should they become disabled for an extended period of time? Would the 
business be able to survive for six months to a year if the owner could not work? Expenses like rent, utilities, employee salaries, 
and many others keep piling up — even if the owner is not there to run the day-to-day operations. 

Businesses are often referred to as the “goose that lays the golden egg” and for good reason. Even if the owner’s income 
is protected, there is no guarantee the business would survive their absence. Business Overhead Expense (BOE) coverage 
reimburses business owners for certain expenses incurred while they suffer a disability, giving them valuable time to determine 
if they will be able to return to their business. This can help keep the business finances strong during an uncertain time. 

Disability Buy-Sell

Think about what would happen to your client’s business if one of the working owners 
was unable to work. How long would one owner be able to pull the weight of two people? 

Most business owners with partners are familiar with a buy-sell agreement in the event  
of death. What about a living death? The possibility of becoming disabled for an extended 
period of time is far greater than the risk of death in your working years, but oftentimes 
business owners are only protected by life insurance.

Buy-Sell plans fund the purchase of a partner’s share of the company, should they  
become unable to work due to an injury or illness for an extended period of time.  
If one partner is disabled for at least a year, this type of policy will help the non-disabled 
partner (or partners) buy them out. This is the best way to secure peace of mind for 
everyone involved.

Key Person 

Many small businesses depend on one or a few individuals who are vital to the business, especially in highly-skilled professions 
that require years of training. For example, physicians, attorneys, and veterinarians (among others) often have practices with 
only a few main income generators. What would happen to a practice with two attorneys if one of them had an illness causing 
them to miss a year of work? 

Finding a replacement for these types of prestigious occupations can be extremely difficult. Key Person insurance was designed 
to help soften that blow. When one of these income generators is unable to work, problems can immediately start to pile up. 
The business may start losing money. Owners may have to pay to recruit talent to keep their business going, let alone the cost  
of the new employee’s salary. Benefits from a Key Person policy can be used to offset all these costs. 

Key Person insurance is similar to Individual Disability insurance in that it replaces an individual’s income, but it designed to 
protect the owner of the business. The owner of the company will receive the benefit, whether or not they are the insured party. 
This is a great way for businesses to protect their investment in their top employees. 
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Loan Indemnification 

If your client owns a business, especially if it opened in the last few years, chances are they will have plenty of business loan 
debt. If a disability keeps them out of work, the bank is still going to expect repayment of the loan. This is an extra burden that 
not everyone considers when planning their financial future. 

The structure of a Bank Loan DI plan is fairly straightforward. In the event of a long term disability, the monthly benefit (usually 
equal to the loan payment amount) goes straight to the bank where the debt is owed. The best part is, the monthly benefit does 
not affect the issue limit for any of the other IDI products. With this product, your clients won’t have to use any of their Individual 
Disability benefit should an unfortunate situation arise. This is one of the best ways to protect a client’s standard of living.

ADVANTAGES OF SELLING TO BUSINESS OWNERS
DI carriers are aware of the risks one takes when opening their own business, and 
they are willing to offer them rewards to compensate. In addition to huge sales 
opportunities, there are plenty of discounts and bonuses available to financially 
stable business owners. Many of the discounts can even be stacked! Here are the best 
ways to take full advantage of the benefits of selling DI to your self-employed clients:

Discounts/Upgrades: 

•	 BUSINESS OWNER DISCOUNT / UPGRADES
	 All of our traditional carriers can offer discounted rates to owners of financially 

successful businesses (as long as they meet certain guidelines).  Some offer a 
straightforward discount, while some offer a more favorable occupation class. 
Either way, the insured will be looking at a reduced premium

•	 MULTIPLE PRODUCT DISCOUNTS
	 In some cases, your clients can receive an additional discount simply by taking out an IDI policy paired with one of the 

business products. We already established the need for all-around income and business protection, so why not save a 
little extra money in the process?

•	 EARNED INCOME ENHANCER
	 When determining the amount of income replacement available for self-employed applicants, carriers will go based off  

of their net income as opposed to the gross. As a way of offsetting a lower income figure due to tax write-offs, carriers can 
offer an increased benefit amount (usually around 20%). This can go a long way in protecting your client’s lifestyle

Don’t Forget: 

If your client’s business has at least 3 employees, there will be plenty of opportunities to add yet another discount. Carriers  
will offer up to 20% off (and sometimes with gender neutral rates) on 3 employees of the same company. Owners can 
sometimes save thousands of dollars in multi-life discounts, just by purchasing small DI plans for others in their company. 

In some cases, female business owners can save close to 50% with gender-neutral, multi-life discounted rates. This means  
that in some cases, business owners can actually save money overall by purchasing IDI plans for their employees. A true  
win-win situation.
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DI for Business Owners:   
The “Always Open” Policy Feature Checklist

Do you have Business Overhead Expense (BOE) coverage? 

Do you have disability Buy/Sell coverage? 

Do you have business loan protection?

Does your DI policy have the full recovery benefit feature?

Do you have key person DI policies for key contributors? 

Does your plan have a “true own occupation” definition?

Is your plan non-cancellable and guaranteed renewable?

Does your plan have a complete partial/residual  
disability feature?

Does your plan pay benefits if you lose  
income while taking time away from work  
to care for a loved one?

Does your plan pay survivor benefits  
to a beneficiary?

Does your plan have discounts for  
being a successful business owner?

Ready to get started? Request a quote at diservices.com


