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Step One >> Be Informed!
This section will go over some essential statistics and key terms to help you better understand 

the basic premise for disability planning and the importance of income protection. 

Most disabilities intrude silently and can last 
for several months or years. The chances of 
enduring a permanent or temporary disability 
before retirement age are much greater than 
the chances of dying, much greater than the 
chances of your house burning down, and 
much greater than the chances of totaling 
your car. Meanwhile, your health and ability 
to earn an income are your greatest assets. 
Auto and homeowners insurance may be 
mandatory if you have a car and a house, but 
consider protecting your greatest asset–your 
income. 

It is nearly impossible to predict what type of 
affliction may be coming. Many people 
assume that accidents are the most likely 
source of disability. While it is true that 
accidents are a very common cause of 
disability claims, there are many more silent 
illnesses that can wreak havoc on your day-to-
day lifestyle, ultimately affecting your ability 
to continue working. Musculoskeletal 
conditions account for nearly one-third of all 
claims in America, followed by mental and 
nervous disorders.
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Step One >> Be Informed!
This section will go over some essential statistics to help you better understand          

the basic premise for disability planning and the importance of income protection. 

Every 7 seconds. The rate at which disabilities 
occur is astounding. Not all disabilities can be 
prevented, but many people have taken the 
proper steps to ensure that their families will 
be financially protected. However, two-thirds 
of Americans do not have any private 
resources to keep their income flowing in the 
event of a disability. Individual disability 
income is just one way to make sure you are 
prepared in a serious time of need.

There is a shortage. Your savings account is 
the most logical place to look for money when 
enduring a disability. However, there may be 
several problems with this plan. First, most 
people do not have enough cash to keep them 
afloat through a long-term disability. More 
than half of employees could not pay their 
bills for more than a year without an income. 
Secondly, those who can use their savings will 
lose out on years of compounding investment 
interest—money that was earmarked for 
retirement.
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Step One >> Be Informed!
This section will go over the essential key terms to help you better 
understand the important features commonly found in DI policies.    

automatic increase – an annual increase to the insured’s monthly benefit maximum, usually based on a 
guaranteed fixed percentage. 

catastrophic benefit – an additional benefit that may be granted to help cover the cost of long-term services 
and supports if the insured loses the ability to perform two or more Activities of Daily Living or is suffering a 
severe cognitive impairment. 

cost of living adjustment – an automatic increase usually tied to the Consumer Price Index – Urban that 
increases the designated monthly benefit amount each year after becoming eligible for disability benefits. 

disability insurance – a policy that is sold and supplied by an insurance company, specifically designed to pay 
a benefit to the policyholder upon the event of an eligible illness or injury. 

future increase option – this rider or feature enables the policyholder to increase benefits at a later date 
without any medical underwriting, though financial underwriting must warrant any applied increases. 

guaranteed renewable – ensures that the policy will continue, or renew, each year you pay premiums; 
guarantees that only the policyowner can cancel coverage. 

income replacement % – this is the percentage of income that is substituted by disability income in the event 
of an injury or illness, usually computed before income taxes apply. 

monthly benefit – income paid to you after meeting the required definition of Total or Partial Disability 
according to the terms of the policy. 

noncancelable – a level premium guarantee, or rate guarantee, usually for the life of the policy and typically 
included in the base policy but may be a rider for additional premium. 

occupation class – the categorical level of risk for a general grouping of occupations as determined by actuarial 
data and experience; may affect the price of the premium.  

partial disability – benefits may be payable if not eligible for “total disability” benefits per the terms of your 
policy, typically requiring a loss of income of 20% or more. 

total disability – the core of any disability insurance policy; dictates the terms of the insured’s eligibility 
triggers that are required to receive the total maximum monthly benefit; there are many variations. 

waiting period – the “elimination period” or “deductible period” that applies immediately following a disability 
but before benefits are paid. 

ALWAYS CONSULT THE ACTUAL POLICY FOR SPECIFIC DEFINITIONS AND DETAILS. 



Need help? Call 800-823-4852 or submit a quote request online at  
http://pinneyinsurance.com/disability-insurance-proposal-request/
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Last Name:
First Name:

DOB:
Smoker?

Self-Employed? (how long?)
Gov't Employee? (Fed/St/Local?)

Occupation Title:
Years in occupation

Years with current employer
Daily Duties:

% of time working at home

Need help? Call 800-823-4852 or submit a request online at 
http://pinneyinsurance.com/disability-insurance-proposal-request/

DI QUOTE REQUEST FORM

% of time working at home
Foreign Travel (where and how long?)

Annual Income:
Last Year's Income:

Previous Years' Income:
Unearned Income:

Monthly Benefit Desired:
Existing DI benefit (Replacing?):

State DI?
Benefit Period Desired:
Waiting Period Desired:

Riders Desired:
Partial Disability?
Rate Guarantee?

Own Occupation?
COLA?

Future Increases?
Multi-life Discount (3+ lives)?

Health and additional info:

http://pinneyinsurance.com/disability-insurance-proposal-request/


• Full-Service Brokerage
www.pinneyinsurance.com
Access to carrier forms, quote tools, and 24/7 case status.

• DataRaptor.com
www.dataraptor.com - Insurance marketing evolved!
Innovative Features
Client Management Preview

• EZLifeSales.com
www.ezlifesales.com - Learn How it works.
Features customizable marketing materials,
1 page app, and customizable quoting tool.

• Policy Assessment
Learn about our hassle-free Policy Assessment Kit.

• Ask the Underwriter
Introducing Our In-House Agency Underwriter
Click here for a Basic Underwriting Questionnaire

Quick Links

Pinney Insurance 

DataRaptor 

EZLifeSales

Case Status

Get a Quote

Forms

Contracting

Most Popular Tools

Providing All the Tools for Your Successsm

Pinney Insurance

Founded in 1972 as a Transamerica branch office 
and later incorporated as Pinney Insurance Center, 
Inc., we are headquartered in our own building in 
Roseville, California. We provide a small local agency 
feel with the power of a major national firm.

Pinney has expanded into a national distributor with thousands of contracted agents 
and offices in California, Illinois, Maryland, North Carolina, Oklahoma, 
Pennsylvania, Texas, Washington, and Mississippi. Pinney represents over 100 life, 
annuity, disability, and long-term care companies with the intent of providing our 
clients & partners with the best possible product solutions at the lowest possible 
costs.
Email Brokerage Sales Support or contact one of our Brokerage Directors today at  
800-823-4852.

http://www.pinneyinsurance.com
http://www.dataraptor.com
http://youtu.be/YQVeZcvcTrs
http://youtu.be/5yfxpqBD1BE
http://www.ezlifesales.com
http://www.ezlifesales.com/emails/EZLifeSales-HowItWorks.html
http://www.ezlifesales.com/emails/EZLifeSales-ProspectingEmail-Marketing.html
http://www.ezlifesales.com/emails/EZLifeSales-1pageAp.html
http://www.ezlifesales.com/emails/EZLifeSales-ProspectingEmail.html
http://www.pinneyinsurance.com/emails/PolicyAssessmentKit.html
http://www.pinneyinsurance.com/emails/AskTheUnderwriter-Issue1.html
http://www.pinneyinsurance.com/emails/PDFs/Pinney-Field-Underwriting-Questionnaire.pdf
http://www.pinneyinsurance.com
http://www.dataraptor.com
http://www.ezlifesales.com/
http://pinneyinsurance.com/case-status/
http://pinneyinsurance.com/quotes/
http://pinneyinsurance.com/SSO/512_38.html
http://pinneyinsurance.com/contracting/
file:file:///M:/Brokerage/e-marketing/e-newsletters/PDFs/Product-and-Carrier-Summary.pdf
http://www.pinneyinsurance.com/emails/Tools-Of-The-Trade_2014-05-12.html
mailto:brokeragesalessupport@pinneyinsurance.com
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