
Individual disability insurance 

Focus on 
key markets 
Use these resources to  
identify good prospects



Overview of key individual disability insurance (IDI) markets
Income protection, or disability insurance, is an essential part of protecting financial security and an important topic to discuss with clients. 
This guide outlines key information about the following markets and how to approach them about income-protection solutions:

•	 Architects

•	 Attorneys

•	 Accountants

•	 Business	owners

•	 Employees	of	large	companies

•	 Engineers

•	 Government	employees

•	 IT	professionals

•	 Optometrists

•	 Veterinarians

•	 Young	professionals

Sales tips

•	 	Have passion. Professionals in these occupations are passionate about their work and 
helping	others.	Bring	that	same	emotion,	sense	of	importance	and	value	when	discussing	
income-protection solutions.

•	  Present the facts. Most consumers likely haven’t heard of income protection or may think 
they’re already covered with government programs or group coverage from their employer. 

•	 	Discuss risk protection. Both	life	and	disability	insurance	are	essential	in	protecting	income,	
loved ones and assets from unpredictable risks and life events. With the right protection in 
place, clients can build other financial strategies with confidence.

•	 	Talk about client concerns. This includes their financial obligations, like student-loan debt 
and other budget considerations. Income protection can help pay for outstanding debts and 
monthly	bills	if	they’re	too	sick	or	hurt	to	work.	And,	it	can	be	customized	to	fit	their	needs	
and budget. 

Need more resources? 

To find other tools and resources 

to approach these occupational 

markets — including free online 

lead sources — visit principal.

com/iditargetmarkets.



Reaching the market
•	Who	do	you	know?	Identify	existing	clients	and	acquaintances	and	ask	for	referrals.	

•	 	Use	LinkedIn	to	search	for	connections	by	employer	and	industry.	Ask	connections	you	
have in common to provide warm introductions.

•	 	Get	involved.	Host	a	booth	or	volunteer	at	community-sponsored	events.	Getting	
involved helps you network.

•	 	Look	for	organized	networking	events	in	your	community.	Also	seek	out	groups	and	
associations that cater to specific demographics and occupations. 

What Principal® solutions are right? 

Need Solution

For individuals  
and employers

Income protection Individual Disability Income (DI)

Retirement savings 
protection

DI Retirement Security (DIRS)

For business 
owners

Business	protection
Overhead	Expense	(OE)
Business	Loan	Protection	(BLP)	rider*
Key	Person	Replacement	(KPR)*

Exit	planning Disability	Buy-Out	(DBO)

Conversation starters 

•	 	Highlight	the	importance	of	clients’		income	and	how	it	can	be	protected,		like	their	
home or car.

•	 	Coverage	can	be	customized	to	fit	clients’	needs	and	budgets.

•	 	Disability	insurance	can	work	with	other	coverage	they	may	have.

  Tip: Check	out	our	flip	chart	(JJ1151)	for	additional	conversation	starters.
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*		Not	available	in	California;	not	approved	in	all	states.	 
Visit	principal.com/distateapprovals	for	details.
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Market insights

•	 	Their	major	source	of	revenue	comes	from	
professional fees related to pre-design, advisory 
and design services and nonresidential building 
design.

•	 	They	work	closely	with	engineers	who	focus	on	the	
safety,	equipment	and	functionality	of	a	structure.

•	 	They’re	looking	for	ways	to	grow	their	firms	by	
offering services across the entire building cycle, 
in addition to growing green building technology 
through	Leadership	in	Energy	and	Environmental	
Design	(LEED)	projects.

Finding architects

•	 Find	cold	leads	at	architectfinder.aia.org.

•	 	Team	up	with	a	local	association	chapter;	find	one	
near you:

 – aia.org

 – asla.org

 – sara-national.org 

  Tip: We	offer	discounts	to	make	coverage	more	affordable.	Explain	the	options	for	employees,	associations	
and	affiliated	individuals,	such	as	1099	employees	and	franchise	owners.2

Architects

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.
2	Not	all	discounts	are	available	in	all	states.	Certain	guidelines	apply.

Architects	play	a	fundamental	role	in	the	design,	development	and	construction	of	residential,	
industrial, institutional, leisure and commercial buildings, as well as bridges and land areas. 

Background details

•	 	Average annual income: $78,4701

•	 	Education:	5-year	Bachelor’s	of	
Architecture	degree	program	or	a	
Bachelor’s	degree	with	a	one-	to	five-
year Master’s degree.

•	 	State licensing: Depends on type, 
but	typically	required.	Many	seek	the	
National	Council	of	Architectural	
Registration	Boards	accreditation.	

•	Number of jobs:	128,8001

•	 	Job growth projection by 2026:	4%1 

•	Types of architects: 

 – Institutional

	 –	 Commercial/industrial

 – Residential

	 –	 Landscaping

•	 Ideal market because they’re:

	 –	 	Highly	trained	and	well-educated

	 –	 	Competitively	compensated

	 –	 		Often	small	business	owners	or	
work with small business owners 
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Market insights 

•	 	Many associations are available for attorneys. 
The	largest	is	the	American	Bar	Association	(ABA),	
with	nearly	400,000	members.	Each	state,	as	well	
as many cities and counties, have bar associations, 
too. Some state or county bar associations allow 
non-attorneys	to	join.

  Tip: Many attorneys have group disability 
insurance	through	the	American	Bar	Association.	
Explain	how	group	disability	coverage	is	a	
great start, but may not be enough. Show how 
individual	DI	coverage	can	help.	Check	out	
JJ2252C	for	details.

•	  Workload. Attorneys	are	known	for	putting	in	
long hours as they represent clients, conduct 
research and prepare and review documents. 
They are also known for having to deal with heavy 
pressure from a number of sources, including 
goals set by their firm, deadlines and court trials. 
Finding work-life balance is often a challenge. 
When	working	with	attorneys,	be	flexible	for	
timing and come prepared.

  Tip:	Use	the	advisor	insurance	checklist	
(JJ2007)	when	referring	clients	to	a	Principal	
Life	representative.

Establish a referral arrangement

Create	a	referral	relationship	with	a	local	attorney.	
Attorneys	often	encounter	clients	who	not	only	
need legal guidance, but insurance and investment 
solutions, as well. Some attorneys may become 
licensed to offer financial services, but that can 
open	them	up	to	additional	regulations.	A	good	
alternative is for them to assemble a financial 
services team to which they can refer clients.  

Attorneys/Lawyers
Attorneys	advise	and	represent	clients	publicly	and	privately,	research	cases,	prepare	 
and file legal documents, and interpret laws, rulings and regulations. 

Background details

•	Average annual income:	$119,2501 

•	 	Education: Doctoral or professional 
degree

•	 	Ongoing education: 12	to	15	hours	
of	CLE	credits	per	year	(plus	3	hours	
every 2 years for ethics)

•	 State licensing:	Required

•	Number of jobs: 792,5001

•	 Job growth projection by 2026:	8%1

•	Types of attorneys: 

	 –	 Criminal	law	attorneys

	 –	 Government	counsel

	 –	 Corporate	or	in-house	counsel

	 –	 	Legal	aid	attorneys	for	 
nonprofit work

•	 Ideal market because they’re:

	 –	 	Highly	trained,	well-educated	and	
compensated

	 –	 	Frequently	providing	advice	to	
their clients

	 –	 	Often	small	business	owners	or	
work with small business owners

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.

Client

Relationship: You	establish	a	
referral relationship with an 
attorney for financial-solution 
opportunities.

Referral:	A	client	seeks	legal	
advice and needs financial or 
insurance solutions, as well. The 
attorney refers the client to you.

Attorney

You

Contact: 
The client 
contacts 
you for 
help in 
identifying 
the right 
financial 
solutions.
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Understanding law firms2

•	 	Business structure:	Most	firms	are	organized	as	partnerships	with	a	pyramid	
structure	that	includes	partners,	senior	associates	and	junior	associates.	
Throughout the firm, paralegals, legal assistants and other support staff help 
conduct research, draft reports and correspondence and maintain case files.

•	 	Compensation: The most common system is a lock-step model where 
associates	in	each	class	receive	the	same	base	salary.	The	next	most	
common model is compensation based on merit. Firms often pay year-end 
bonuses	based	on	a	variety	of	factors,	including	hours	billed,	quality	of	work,	
contribution to the firm and business development. Partners receive a share 
of the profits at the end of the fiscal year.

•	 	Revenue generation: This	is	most	often	based	on	billable	hours.	Attorneys	
must	track	their	time,	typically	in	six-minute	increments.	The	average	
expected	annual	billable	hours	per	attorney	is	1,800	to	2,500	hours	(around	
7	to	9.6	hours	per	day).

•	Types of law firms: 

	 –	 Large	firms	—	employ	100s	of	attorneys

	 –	 Mid-size	firms	—	typically	employ	50	to	200	attorneys

	 –	 Small	firms	—	typically	employ	up	to	50	attorneys

	 –	 	Others,	such	as	boutiques	(for	one	area	of	practice),	public	interest,	
international 

Finding attorneys 

•	 	Volunteer	as	a	guest	speaker	or	host	a	seminar	at	a	local	law	school.	
When working with these students, discuss the Select Professional 
Program (JJ1251).	This	program	allows	some	special	benefits	for	
this market, including offering higher protection limits than their 
income might typically offer.

•	 	Team	up	with	a	local	association	chapter;	find	one	near	you:	 
americanbar.org. 

2  Yale	Law	School	Career	Development	Office,	Law	Firm	Practice,	2017.	https://www.law.yale.edu/student-life/career-development/employment-
data/class-2017-employment

Attorneys, continued

Junior associates

Senior associates

Partners

Law firm structure

Support staff
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Market insights

•	 	Work	days	vary	and	depend	on	the	size	of	the	firms	
the	CPAs	work	for,	where	they	are	in	their	career,	the	
accounting	they	specialize	in	and	whether	it’s	tax	season.	

•	 	Many	CPAs	are	self-employed,	so	they	have	similar	
responsibilities as business owners, such as keeping accurate 
records, building a client base and hiring staff as needed.

•	 	Since	many	CPAs	are	business	owners,	showcase	
solutions that address both personal and business needs.

Finding accountants

•	 	Team	up	with	a	local	association	chapter;	find	one	near	
you: aicpa.org.

•	 	Search	LinkedIn	or	the	yellow	pages	for	accounting	
practices. 

Establish a referral arrangement 

Accountants	often	encounter	clients	who	not	only	need	
tax	advice,	but	insurance	and	investment	solutions	as	
well.	Some	CPAs	may	become	licensed	to	offer	financial	
services, but that can open them up to additional 
regulations.	A	good	alternative	is	for	them	to	assemble	a	
financial services team to refer clients to. 

Accountants/CPAs
Certified	Public	Accountants	(CPAs)	are	trusted	advisors	who	help	individuals,	businesses	and	organizations	
plan	and	reach	their	financial	goals.	They	ensure	that	financial	records	are	accurate	and	taxes	are	paid	properly	
and	on	time.	They	also	assess	financial	operations	and	work	to	ensure	that	organizations	run	efficiently.

  Tip:	Many	CPAs	have	group	disability	insurance	
through	the	American	Institute	of	Certified	Public	
Accountants	(AICPA).	Explain	how	group	disability	
coverage is a great start, but may not be enough. 
Show	how	individual	DI	coverage	can	help.	Check	
out	JJ2252C	for	details.

Background details

•	 	Average annual income: 
$69,3501

•	 	Education: Bachelor’s	
degree	with	at	least	150	
credit hours

•	 	Ongoing education: 40	CPE	
credits per year 

•	 State licensing:	Required

•	 	Number of jobs: 1,397,7001

•	 	Job growth projection by 
2026: 10%1

•	 	Ideal market because they’re: 

	 –	 	Centers	of	influence	for	
individuals and business 
owners

	 –	 		Often	business	owners

 –   In high demand, with 
prospects in most markets 
across the country

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.

Client

Relationship: You	establish	
a referral relationship with 
a	CPA	for	financial-solution	
opportunities.

Referral:	A	client	seeks	
accounting advice and needs 
financial or insurance solutions, 
as	well.	The	CPA	refers	the	client	
to you. 

CPA

You

Contact: 
The client 
contacts you 
for help in 
identifying 
the right 
financial 
solutions.
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Business structures and available IDI solutions

Structure Description Solutions
Sole proprietorships This	is	the	most	common	form	of	a	business;	a	sole	proprietorship	has	only	

one owner.
DI,	DIRS,	OE/
BLP2

Partnerships/limited	 
liability	companies	(LLC)

A	partnership	is	an	association	of	two	or	more	people	engaged	in	a	for-profit	
business as co-owners.

DI,	DIRS,	OE/
BLP2,	DBO,	
KPR2

C	corporations Though	small	in	number,	C	corporations	account	for	the	majority	of	business	
receipts.	They	are	separate	taxable	entities.	Owners	are	considered	shareholders	
with	limited	liability	for	the	organization’s	debts.

S corporations S corporations are separate legal entities that provide shareholders limited 
liability,	yet	business	profits	pass	through	to	the	shareholders’	tax	returns.

Business owners 
A	recent	study	of	business	owners	showed	that	two	of	their	top	three	priorities	were	business	protection	(No.	1)	
and income protection (No. 2).1	Yet,	the	majority	had	not	established	a	solid	financial	strategy.	The	day-to-day	
operations of their businesses kept them too busy to plan. They need your help.

Background details

•	 	Own	businesses	with	up	to	
10	owners.

•	 	Rely	on	their	personal	
service for the continued 
success of the business.

•		Have	employees	who	work	
at	least	20	hours	per	week.

Market insights

•	 	Business	owners	have	multiple	needs	that	can	be	met	
by	IDI	solutions	from	Principal.	Get	started	by	sharing	
JJ1641.

•	 	Owners	may	be	interested	in	helping	employees	
protect their ability to work and earn an income, which 
can result in a multi-life solution.

Finding business owners

•	 	Reach	out	to	owners	featured	in	local	business	journals	
and articles.

•	 	Get	involved	in	community	events	and	participate	in	
local	Chamber	of	Commerce	events	to	build	contacts.

  Tip: Take advantage of the 20 percent Multi-Life Discount to help your clients save money and protect more 
individuals. The discount applies when three or more employees from the same employer (using the same financial 
professional) purchase any combination of IDI policies from Principal.3

1	Principal	Financial	Group®	Business	Owner	Study	conducted	by	Harris	Interactive,	2017.
2	Not	available	in	California;	not	approved	in	all	states.	Visit	principal.com/distateapprovals	for	details.	
3	The	Multi-Life	Discount	is	not	available	for	business	products	in	Ohio.	It	cannot	be	stacked	with	the	Association	Discount.
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Market insights

Many	companies	offer	group	long-term	disability	(LTD)	
insurance to their employees. It’s a good foundation, but 
it’s	often	not	enough.	Benefits	typically:

•	 	Cover	about	60%	of	an	employee’s	income	with	a	set	
monthly	benefit	cap	(typically	$5,000).

•	 	Are	taxable	when	received.

These factors reduce employees’ benefits and can make it 
difficult	to	meet	everyday	expenses.	

Individual DI insurance: 

•	 	Supplements	employer-provided	benefits.	

•	 	Helps	protect	a	greater	portion	of	an	employee’s	
income.

•	 	Is	portable,	so	if	employees	change	jobs,	the	coverage	
goes with them. 

  Tip: If you meet with the human resources team, 
discuss the simplicity of offering individual DI 
insurance at the worksite and the cost and benefits 
available	through	discounts	for	the	employee	and	his/
her spouse.1

Finding employees of large companies

•	 	Identify	existing	clients	and	acquaintances	who	are	
employed by large companies and ask for referrals.

•	 	Use	LinkedIn	to	search	for	connections	by	employer;	
ask common connections to provide warm 
introductions.

•	 	For	cold	leads,	visit	principal.com/iditargetmarkets for 
links to free online databases that can help you find who 
the top employers are in your state.

Employees of  
large companies

Background details

Ideal market because:

•	 	Many	work	in	desirable	
occupations, such as managers, 
accountants, financial analysts 
and professionals in human 
resources, business operations 
and sales and marketing, as 
well	as	executives.

•	 	There	are	ongoing	sales	
opportunities. Many want 
to grow in their careers and 
increase their incomes over 
time. There is potential for 
multiple sales and referrals.

 Don’t forget: We offer income 
protection to part-time 
employees as long as they work 
at	least	20	hours	per	week.

Note:	Underwriting	programs	
from Principal are available to 
help	customize	solutions	for	
different groups of employees.

1		Discount	may	not	be	available	in	all	states	for	spouses	purchasing;	not	available	in	California.

Protecting more of an employee’s income
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Assumptions:	Based	on	$6,250	gross	monthly	income	($75,000	annual),	
with	60%	group	LTD	insurance,	assuming	a	25%	tax	bracket	for	Federal,	
State	and	FICA.
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$1,438

$2,813
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Market insights

•	 	Their	revenue	depends	on	the	amount	of	construction	
activity. Increases in industrial production boost 
demand.

•	 	They	focus	on	Leadership	in	Energy	and	Environmental	
Design	(LEED)	standards	and	are	conscious	of	
environmentally-friendly designs. This has resulted in 
an increased demand for green solutions and benefits.

•	 	They	work	closely	with	architects	and	landscape	
architects who are concerned with the aesthetics of a 
structure and land use.

•	 	Engineers	are	analytical	and	appreciate	seeing	the	
details.	Be	prepared	to	discuss	the	nuances	of	the	
proposed policy.

•	 	Many	engineers	are	business	owners.	Be	sure	to	
showcase solutions that address both personal and 
business needs.

Finding engineers

•	 Find	cold	leads	at	nspe.org.

•	 	Team	up	with	a	local	association	chapter;	find	one	near	
you: acec.org.

  Tip:	Be	flexible.	Engineers	split	their	time	between	the	
office	and	project	location.	You	may	need	to	set	up	a	
meeting closer to them, rather than in your office.

 

Engineers	play	a	fundamental	role	in	the	design,	development	and	construction	of	residential,	leisure	and	commercial	
buildings,	bridges	and	land	areas.	They	focus	on	the	safety,	equipment	and	functionality	of	a	structure.	

Background details

•	 	Average annual income: 
$79,1801 

•	  Education:	Bachelor’s	
degree

•	 	State licensing:	Required	
based on specialty

•	 	Job growth projection by 
2026:	7%1

•	 	Types of engineers:

	 –	 Chemical		

	 –	 Civil	

	 –	 Electrical	

 – Industrial 

 – Mechanical 

•		Ideal market because 
they’re:

	 –	 	Highly	trained,	
well-educated and 
compensated

	 –	 	Often	small	business	
owners or work with small 
business owners.

Engineers

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.
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More	than	16.2	million	people	are	employed	full-time	by	federal,	state	and	
local	governments	in	the	U.S.	They	work	in	a	variety	of	industries.1 

Background details

•	 	Work	in	a	variety	of	
industries in professional 
and technical occupations

•	 	Education: Typically at least 
a	Bachelor’s	degree

Government employees

Market insights

Government	employees	tend	to	have	strong	benefit	
packages. Most have access to group disability coverage. 
Often,	this	protection	is	available	through	retirement	
savings programs that provide benefits in the event of a 
“disability retirement.”

Federal Employee Retirement System (FERS)
Available	to	federal	civilian	employees,	FERS	is	a	
retirement plan that provides benefits in the event of a 
qualifying	disability.

•	 	Benefits	are	available	to	employees	with	at	least	1.5	
years	of	service	who	incur	a	disability	that	is	expected	
to last at least one year.

•	 	After	12	months	of	a	qualifying	disability,	FERS	benefits	
replace	40%	of	income.

•	 Benefits	are	subject	to	federal	income	tax.

State and local government benefits
Disability insurance benefits for state and local 
government employees vary by location.

•	 These	programs	typically	replace	60%	of	income.

•	 Benefits	are	typically	subject	to	federal	income	tax.

Please note: There are special underwriting guidelines for 
government employees due to their benefit programs. 

Finding government employees
•	 Federal	employees:	App.com
•	 	State	employees:	Conduct	online	search	for	your	state’s	

government employee directory

  Tip:	When	discussing	income	protection,	customize	
and	share	flier	JJ2088C.	It’s	geared	towards	
government employees.

1		Among	full-time,	non-seasonal	workers.	Source:	U.S.	Census	Bureau,	State	and	Local	Government	employment	&	payroll	data:	March	2017.	
https://www.census.gov/content/census/en/data/tables/2017/econ/apes/annual-apes.html
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Market insights

•	 	All	industries	are	looking	for	IT	talent.	

•	 	IT	professionals	tend	to	be	analytical	and	want	to	know	
more about the finer details.

•	Tend	to	make	well-informed	decisions.

Finding IT professionals 

•	 	Reach	out	to	local	IT	contracting	firms.	

•	 	Ask	business-owner	clients	who	their	IT	resources	are.

•	 	Attend	local	IT	events,	like	a	“user	group”	or	other	
networking opportunities.

  Tip:	Self-employed	and	1099	contractors	are	also	in	need	of	income	protection.	This	includes	IT	professionals,	
accountants and business consultants.

  Tip:	Build	your	online	presence	with	these	pre-approved	materials.	 

•	Social	media	posts	(DI9694) 
•	Share	videos	from	principal.com/diyoutube	

  

IT	professionals	had	the	highest	job	growth	in	2018.1 Their skills, along with those of computer professionals, 
are in high demand with nearly all businesses. With their careers on an incline, so is their income.

Background details
•	 	Average	annual	income:	
$84,5802

•	 	Education:	Bachelor’s	
degree

•	Number of jobs:	557,1002

•	 	Job growth projection by 
2026:	13%2

•	 	Type	of	IT	professionals:

	 –		Computer	programmer

 –  Database administrators

 –  Software developer

•		Ideal market because they’re:

 –  Highly trained, well-educated 
and compensated

 –  Part of a strong referral 
network.

IT and computer professionals

1	Source:	https://finance.yahoo.com/news/hottest-jobs-going-2019-215145992.html,	January	2019.	
2	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.
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Market insights

•	 	Optometrists	have	different	areas	of	specialization	and	
training. To understand their needs, it’s important to know 
what	typical	job	duties	they	perform.	Examples	include:	

 –  Performing vision tests and checks for eye diseases, 
such as glaucoma, and identifying symptoms of other  
medical conditions, such as diabetes

 –  Prescribing eyeglasses, contact lenses and 
medications

 –  Providing treatment, such as vision therapy or low-
vision rehabilitation

 –  Providing pre- and post-operative care to patients 
undergoing eye surgery

 –  Promoting eye health by discussing vision care with 
patients

 – Taking care of the needs of their businesses

•	 	Optometrists	are	analytical	and	appreciate	seeing	the	
details.	Be	prepared	to	discuss	the	nuances	of	the	 
proposed policy.

•	 	Many	optometrists	are	business	owners.	Be	sure	to	
showcase solutions that address both personal and 
business needs.

•	 	Students	are	eligible	for	the	Select Professional 
Program	(JJ1251),	which	allows	them	to	purchase	
more coverage than their income would typically allow.

Finding optometrists

•	 	Find	out	who	your	family	and	friends	visit	and	use	their	
names during your introduction to make an instant 
connection. 

•	 	If	there	is	a	Doctor	of	Optometry	program	in	your	area,	
find out if it offers business classes and volunteer to be 
a guest speaker. 

•	 Find	cold	leads	at	aoa.org.

  Tip: Many optometrists have group disability 
insurance	through	the	American	Optometric	
Association	(AOA).	Use	JJ2252C	to	explain	the	
difference between that and Principal individual DI 
coverage and how both can be valuable.

Optometrists	diagnose,	treat	and	research	diseases	and	
medical conditions affecting thousands of people. 

Background details

•	 	Average annual income: 
$110,3001 

•	 	Education: Doctoral 
or professional degree. 
Bachelor’s	degree	(must	
be accredited by the 
Accreditation	Board	for	
Engineering	and	Technology)

•	 	Ongoing education: 
Required	

•	 	State licensing:	Required;	
renew every one to three years

•	Number of jobs:	40,2001

•	 	Job growth projection by 
2026:	18%1

•	 	Ideal market because they’re: 

 –	 	Highly	trained,	well-
educated and compensated

	 –	 	Often	small	business	
owners

 –  In high demand, with 
higher-than-average 
growth	projections

Optometrists

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.
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Market insights

•	 	Most	veterinarians	work	in	private	clinics	and	hospitals.	
Others	travel	to	farms,	work	in	laboratories	or	
classrooms or work for the government.1 Note: The  
type of veterinarian can change the occupation  
class offered.

•	 	Vets’	hours	can	vary	based	on	appointment	schedules	
and	emergencies.	Be	prepared	to	be	flexible.	If	you’re	
working with a small business owner, get to know 
their office manager. They can often help make 
appointments stick. 

•	 	Veterinarians	are	analytical	and	appreciate	seeing	
the	details.	Be	prepared	to	discuss	the	nuances	of	the	
proposed policy.

•	 	Many	veterinarians	are	business	owners.	Be	sure	to	
showcase solutions that address both personal and 
business needs.

Finding veterinarians

•	 	Chances	are	your	family	and	friends	have	pets	and	take	
them in annually for a visit. Find out who they go to and 
use their names during your introduction to make an 
instant connection.

•	 For	cold	leads,	visit	sites	like:	

 – localvets.com 

 – petMD.com  

 – findalocalvet.com 

  Tip: Many veterinarians have group disability 
insurance	through	the	American	Veterinary	Medical	
Association	(AVMA).	Use	JJ2252C	to	explain	the	
differences between that and Principal individual DI 
coverage and how both can be valuable.

 

Veterinarians	work	with	owners	to	protect	the	health	and	welfare	of	their	animals.	They	diagnose,	treat	and	
research	diseases	and	medical	conditions	affecting	pets,	livestock	and	animals	in	zoos	and	laboratories.

Background details

•	 	Average annual income: 
$90,4201 

•	  Education: Doctoral or 
professional degree from an 
accredited veterinary college

•	 State licensing: Required	

•	Number of jobs: 79,6001

•	 	Job growth projection by 
2026:	19%1

•	 	Ideal market because they’re: 

	 –	 	Highly	trained,	
well-educated and 
compensated 

	 –	 	Often	small	business	
owners

 –   In high demand with 
higher-than-average 
growth	projections

Veterinarians

1	Based	on	median	pay.	Source:	Occupational	Outlook	Handbook,	U.S.	Bureau	of	Labor	Statistics,	www.bls.gov,	November	2017.



12

Market insights

Make insurance tangible 
Compare	it	to	an	emergency	fund	or	a	common	monthly	
expense.	Young	professionals	want	to	know	their	money	is	
being spent wisely and that the purchase will add value.

Customization 
Explain	how	you	can	tailor	the	policy	to	their	needs	and	
budget. That way, they can feel more in control of the 
purchase.	Also	talk	about	ways	to	increase	coverage	in	the	
future.

  Tip:	Use	the	Good,	Better,	Best	sales	approach	flier	to	
present	three	customized	options	(JJ2302).

Coaching is key
This group wants to do what they’re “supposed to be 
doing.”	Be	a	partner	in	tracking	their	progress	and	goals,	
and coach them rather than tell them what to do. 

Influencers (those who they rely on for advice) 
•	 	Friends	and	family	(especially	dads).

•	 	Their	local	bank.

•	 	Online	sources	(e.g.,	news,	blogs,	etc.).

•	 	Their	employer,	where	they	often	get	exposure	to	
insurance solutions (e.g., employee benefits).

Embrace	these	influencer	groups	and	encourage	young	
professional clients to talk to those they trust to help them 
make	the	best	decisions.	After	that,	you	can	meet	with	
them	to	address	any	questions.

Adding a personal touch

Knowing you as a person
Share information about your hobbies, background, family, 
etc. It’s important they get to know you on a personal 
level,	not	necessarily	your	accomplishments.	LinkedIn,	
Facebook and Twitter are good ways to connect and share 
your story.

Community involvement is important
This target market tends to be altruistic and is more likely 
to engage with people and companies that support causes 
they care about. Support local events and display pictures 
of you serving the community. 

Location 
Be	flexible	on	where	and	how	you	meet	with	them,	not	
necessarily your office. 

Bring solutions to life
Statistics are fine, but real-life stories better resonate with 
this	group.	You	can	leverage	your	own	stories,	one	of	our	
claimant testimonials or ask clients about people they’ve 
known who’ve had financial hardships due to an illness, 
injury	or	premature	death.

As	they	grow	older,	they’re	buying	houses,	becoming	parents,	owning	businesses	and	evaluating	their	finances.	
They	want	to	be	financially	independent	and	make	the	right	decisions.	But,	often	times	they’re	not	sure	where	to	
start or that they even need to start. 

Background details

•	 	Age:	25-35

•	 	Average annual income: 
Earn	more	than	 
$75,000/year

•	 	Education:	Have	at	least	a	
bachelor’s degree

•	 	Career: Many work in 
desirable occupations, such 
as managers, accountants, 
financial analysts and 
professionals in human 
resources, business 
operations and sales and 
marketing, as well as 
executives.

•	 	General priorities: Paying 
down debt, saving for the 
future and establishing an 
emergency fund.

Young professionals
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