Increase your sales

with Short-Term Disability Insurance!

Colonial Life's Disability Insurance is an ideal introduction to voluntary
benefits. Our individual and group products are an easy fit for your clients.

5 Easy Fits for Our Disability Insurance

Employers Need It

- Employee absences cost
employers money.

* 20 percent of Americans will
become disabled for a year or more
before reaching age 65, according
to data from the Social Security
Administration.(1)

* For cost and risk management,
employers need employees to
return to work as soon as they’re
able. Our disability insurance
includes partial disability benefits to
encourage employees to return to
work sooner.

Employees Want It!

Disability insurance is consistently
one of the most popular voluntary
worksite benefits in industry
surveys. So adding it to a benefits
package can help your clients
attract and retain employees.

Ready, Set, Go

Disability insurance is Colonial
Life’s biggest selling product line,
and your Colonial Life benefits
contact will be happy to work with
you to develop a strategy for
introducing it into your new and
existing accounts.

Quick Facts

Baby Boomers (ages 45-60) and Generation Xers (ages 25-40) both purchase




disability coverage more than any other employer-offered voluntary benefit.(2)

67% of employees say it's important to have short-term disability insurance
available through their employer.(3)

So what are you waiting for?

Call your Colonial Life benefits contact to get started!

You can find complete details by product line and by state on ColonialConnect for
Brokers. Product proposals are also available on the site.

*Restrictions apply. Ask your Colonial Life benefits contact for complete details or review information
on ColonialConnect for Brokers website.
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Our goal with this e-communication series is to help educate you on Colonial Life's personal
insurance plans and give you ideas and strategies for introducing them to your clients. If you prefer
not to receive any additional Colonial Life Series communications, click here to opt-out.
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