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Any supplemental insurance program offer from The Standard is subject to conditions
and requirements agreed to by the employer and The Standard, including but not limited
to minimum participation requirements. The Standard reserves the right to withdraw or modify
any offer, and not issue any policy, if any of these conditions and requirements are not met.
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Have you been less than enthusiastic
about selling individual disability
income (DI) insurance?

We have the answer –

Guaranteed Standard Issue (GSI)
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Top three reasons producers 
give for not selling DI 

• The product is difficult to understand

• Underwriting is time consuming and labor intensive

• Too many individuals do not qualify for coverage
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GSI is the answer

• By working with Steve and Ellen the details of the plan
will be clearly understood

• The Standard tenders a GSI offer letter in less than
48 hours after receipt of completed paperwork

• No medical underwriting

• Limited financial underwriting



Overview of GSI
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What is GSI?

• A Supplemental Income Protection Plan:

– Enhances current group LTD program

– Reduces financial effects on employee of long-term
disability exposure

– Allows employees, who might otherwise be unable to
obtain coverage on an individual basis, the opportunity
to purchase additional insurance



GSI supplements the LTD Gap

Here’s how it works.



12458 (2/05)©1999-2005 StanCorp Financial Group, Inc. For producer use only. Not for use with consumers.

The LTD Gap and The Tax Bite

*After-tax benefits assume 25% tax rate.

Just like a regular paycheck, benefits from employer-provided
Group LTD plans are generally taxable.

After taxes, a 60% LTD benefit is actually less than 60% of
gross earnings.
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How does GSI bridge the LTD gap?

*After-tax benefits assume 25% tax rate.
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What are the advantages to the employees?

• Allows employees to protect a greater portion of their
incomes than with group LTD alone

• Reduces financial effects of long-term disability expo-
sure

• Provides individual coverage at substantial discounts
(15%*) and gender-neutral rates

• Allows employees, who might otherwise be unable to
obtain coverage on an individual basis, the opportunity
to purchase additional coverage

• Provides opportunity for retirement saving (because
retirement contributions may cease during a prolonged
disability)

* Depending on the state written in and subject to The Standard’s guidelines and underwriting approval. 
There are no discounts in Florida. 10% discount in New Jersey.



12458 (2/05)©1999-2005 StanCorp Financial Group, Inc. For producer use only. Not for use with consumers.

What are the advantages to the employer?

• Provides benefits to valuable employees in addition to the
base LTD plan with either:

– 100% paid employer dollars

– 100% paid employee dollars

• Balances replacement percentages between employee
classes

• Provides opportunity for you to communicate specifics
of existing group benefit plans

• Supplements current group LTD program
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What are the advantages for the producer?

• One sale to the employer provides access to multiple
employees

• The market is large and under penetrated

• Concept and service sale vs. price and product sale



Identify Prospects
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Who are the best prospects and
what are typical occupations?
Prospects
• Accounting Firms
• Architectural Firms
• Banks
• Computer/Software Company
• Engineering Firms
• Law Firms
• Oil & Natural Gas

– Onshore only
• Printing/Publishing Houses
• Stockbrokerage Firms

– Not Self-Employed

Occupations
• Executive/Managerial

Employees
• Mid to Large Company

Key Employees
• Office Workers
• Pastors

• Scientists
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Who are the best prospects?

• Typical size of group: 30-55 people
– The smallest has been 10 people

– The largest has been 3,400 people

• Typical premium per case: $30,000 to $50,000
– The smallest has been $8,700

– The largest has been $1.6 million

Remember! All groups are different.



What qualifies as a GSI case?
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Mandatory Guarantee Standard Issue (M-GSI)
Employer-paid, 100% required participation

• Criteria
– Minimum 10 lives

– MDs and DOs are excluded; other medical professions
will be considered

– All Occupation Classes available

– All Riders, except FPO, available

– Gender neutral rates will apply

– 15% discount (10% in New Jersey, no discount in Florida)

• Forms Needed
– GI Request Form (8041)

– Disability Application Packet (state-specific)
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Voluntary Guarantee Standard Issue (V-GSI)
Employee-paid, 15+ lives or 30% participation required
• Criteria

– Minimum 15 issued lives or 30% of applicants approved,
whichever is greater

– MDs and DOs are excluded; other medical professions
will be considered

– All Occupation Classes available

– All Riders, except FPO and ICOL, available

– Gender neutral rates will apply

– 15% discount (10% in New Jersey, no discount in Florida)

• Forms Needed
– GI Request Form (8041)

– Disability Application Packet (state-specific)



Identifying Key Decision Makers
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Who do I contact first?

• Talk to anyone you know in the firm/company and
ask who handles the benefits in the organization
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Examples of good lead-in topics

If I can show you a way to give your key employees:

– DI coverage up to 80% of their gross income
– with a discount off street price
– at no additional premium cost to your company

Would you be interested in looking at such a plan?



What questions should I
ask in the first interview?
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1. Information Gathering Interview
Find out about:

• Current LTD plan
– Dollar cap

– Percentage cap

• Percentage of total income replacement desired

• Benefit period

• Number of employees earning over $100,000

• Size of group

• Approximate gender breakdown

• Nature of business
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2. Begin to fill out appropriate GSI forms (beginning of
case design)
– GI Underwriting Request Form (Form 8041)

3. Discuss obtaining census in Excel® format



Case Design
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Benefits

The ProtectorSM

– Guaranteed Renewable to Age 66/67

– Benefit for Total Disability

– Benefit for Presumptive Total Disability

– Rehabilitation Benefit

– Waiver of Premium Benefit

– Total Disability Benefit due to Cosmetic or Transplant Surgery

– Survivor Benefit (not available in all states)
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Policy Definition of
Total Disability/Totally Disabled

“Because of Your Injury or Sickness:
– You are unable to perform the substantial and material duties

of Your Regular Occupation; and

– You are not engaged in any other gainful occupation; and

– You are under the regular care of a Physician appropriate for
Your Injury or Sickness. This Physician’s care requirement will
be waived when We receive written proof, satisfactory to Us,
that further care would be of no benefit to You.”

This is generic language only. Actual contract provisions and availability of certain benefits and riders may vary by state.
Policy Form B130. Riders are available at extra cost.
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Optional Riders

• Available to all occupation classes
– Residual Disability Rider

– Indexed Cost of Living Rider (M-GSI only)

– Supplemental Social Insurance Rider

• Available to select occupation classes
– Noncancelable Rider (available to 2A and up)

– Own Occupation Rider (available to 3A and up)

Evidence of insurability is required to purchase any rider. Actual contract language an
may vary by state. Riders are available at extra cost. Policy Form B130. 



Underwriting GSI
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Forms and information you need
to begin underwriting

• Forms can be obtained from Steve or Ellen

• Forms Needed
– GI Request Form (Form 8041)

– Disability Application Packet (state-specific)

• Electronic census (Excel® required)
– Full name, DOB, Occupation/Title, gender, income and

state* required

*M-GSI: state of employment; V-GSI: state of residence
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Underwriting process

• Case is submitted to underwriting.
– Offer letter is returned once approved with specified

benefit eligibility.

– Offer amount varies based on profile of the case
(number of lives, occupation, demographics, etc.)

– Smoker and non-smoker rates will apply
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Offer

• Coverage Amounts
– vary depending on profile of the case (number of lives, 

occupation, demographics, etc.)

– Possible offers include:

Mandatory GSI (Employer Paid)
10-19   up to $2,000
20-39   up to $4,000
40-74   up to $6,000
75+      up to $8,000

Voluntary GSI (employee- pa
(15+ issued policies or 30
participation required)
15-19    up to   $1,500
20-39    up to   $2,500
40-74    up to   $5,000
75-149  up to   $7,000
150+  on a case by case

• Discounts
– Gender-neutral rates, 15% discount on The Protector (IDI

*No discounts available in Florida. 10% discount in New Jersey.  All Montana policies are issued unisex (gender neutral).



Renewal
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Renewal

• Future increases
– What happens as income goes up?

• Submit a census 60 days before anniversary

• Additional coverage based on increased income level

• Increases available with no additional application or
insurability questions
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Renewal

• Adding new employees during their enrollment period
– How do I add new eligible employees?

• If they have been previously employed in their profession for six
months or more, they are immediately eligible with their current
employer subject to all other eligibility requirements
in the offer letter

• If employed in profession for less than six months prior to joining
current employer, then they become eligible six months after
date of hire subject to all other eligibility requirements in the of-
fer letter



Wrap-Up
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• Who?
– Any company or firm with group LTD

• What?
– GSI – supplements their group LTD plan

• Where?
– Look at your current client base and seek referrals

• Examples include: 401(k) clients, Group Health clients, Supple-
mental Group Clients (LTD, Life), etc.

• When?
– Now

• How?
– Call Steve and Ellen at Source Brokerage for specific details



Resources
The Standard and Source Brokerage
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Who is The Standard?

• Standard Insurance Company
– 4th largest in LTD Insurance*

– 4th largest in STD Insurance*

– 10th largest in DI*

• StanCorp Financial Group, Inc.

• Specialty carrier in disability and other lines

• Over 30 consecutive years of profits in disability
on a statutory basis

• Founded in 1906

*Based on 2003 in force premium statistics from LIMRA and JHA.
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Source Brokerage

Steve and Ellen Crowe know the product and welcome
the opportunity to answer questions and provide assis-
tance.

Source Brokerage
9535 E 59th St Suite C
Indianapolis, IN 46216

Phone: 317.803.3330 or 800.925.3898
Fax: 317.803.3370 or 800.856.3494

Steve: secrowe@sourcebrok.com
Ellen: ecrowe@sourcebrok.com



12458 (2/05)©1999-2005 StanCorp Financial Group, Inc. For producer use only. Not for use with consumers.

Question and Answer

Source Brokerage � 9535 E 59th St., Ste C � Indianapolis, IN 46216
Phone: 317.803.3330 or 800.925.3898

William ‘Ty’ Kailey
Northeastern Regional Director

The Standard

Steve Crowe               Ellen Crowe
Disability Income Specialists

Source Brokerage, Inc.


