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wouldn’t actually cut it if he became dis-
abled. He better understood the necessity 
and bought an individual disability insur-
ance (DI) policy to protect his income.

Our clients generally can’t imagine 
themselves in less than perfect condition, 
so they inevitably ignore or — worse yet — 
assume away reality. Here are some of the 
other myths our clients believe and how 
we can help them see the truth.

Big Myth No. 1: “It won’t happen 
to me”

Psychologists call it cognitive disso-
nance. In the face of the unpleasant possi-
bility, we simply re-create a world without 
disabling forces. But there is credible data 
suggesting even the healthiest and ablest 
can become disabled.

» Encourage your clients to check their 
Personal Disability Quotient at Disabili-
tyCanHappen.org. They can explore their 

 Your clients may think disabil-
ity happens to other people, but 
the odds of it occurring to them 
might surprise them into action. 

By Richard M. Weber 

Early in my insurance career, I 
began working with a young attor-
ney. He had been in practice for 
10 years, was married with two 

young children, and seemed to be an ideal 
prospect for life and disability insurance. 
There was just one problem — he thought 
he was invincible.  

“And if I do become disabled, you can 
just prop a phone up to my ear and I’ll con-
tinue to earn my living,” he’d say. Fortu-
nately, I had the presence of mind to ask 
him if he knew anyone who had missed 
work recently due to cancer, heart dis-
ease, arthritis, multiple sclerosis or lupus. 
He did. He quickly realized that his solu-
tion for propping a phone up to his ear 

The 5 Biggest Myths and Hidden 
Truth About Disability and DI

own specific statistics within the generic 
25 percent chance they’ll miss work 
sometime in their career for 90 days or 
longer due to disability. In an associated 
poll conducted by the Council for Disabil-
ity Awareness, two-thirds of respondents 
were shocked the statistics were that high. 
They believed the probability of becoming 
disabled was less than 2 percent!

» The chances your client’s house will 
burn to the ground this year is 0.03 per-
cent, according to U.S. Fire Adminis-
tration statistics. There’s an 18 percent 
chance your client will total their car 
during their lifetime, and there’s a 25 per-
cent chance they will experience a dis-
ability lasting at least 90 days, according 
to the Council for Disability Awareness. 
Your clients likely have homeowners and 
auto insurance — in most circumstances 
they have to. Although disability insur-
ance isn’t “required,” the underlying risk 
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But in the final analysis, you can help 
your client consider the cost of not having 
insurance for disability, especially in light 
of the Council for Disability Awareness’s 
findings that there is an initial 25 per-
cent chance of a disability occurring and 
as much as a 40 percent chance a 90-day 
disability will last five years.

Big Myth No. 4: “I’m too young; 
disability happens to older 
people”
The Council for Disability Awareness 
reports approximately 22 percent of new 
disability claims filed are from people 

under age 40, and 30 percent of all disabil-
ity claims are made by those in the 20-to-
49 age group. 

But here’s another example of cognitive 
dissonance: The Council for Disability 
Awareness indicates more than 20 percent 
of workers under age 40 believe they are 
more likely to win a Mega Millions Jack-
pot than to become unable to work due to 
illness or injury. In reality, there is less than 
a one in 260 million chance of winning the 
jackpot, versus a one-in-four chance of an 
income-interrupting disability.

Big Myth No. 5: “I’ll apply for 
Social Security benefits”
The Social Security Administration  
(SSA) reports its final award rate for dis-
abled-worker applications averaged 36 per-
cent for claims filed from 2004 to 2013. 

has a substantially greater likelihood of 
occurring. 

Big Myth No. 2: “There’s always 
workers’ compensation”
Many people believe if they do become 
disabled, it will likely result from an acci-
dent occurring at work and, by extension, 
believe that “workers’ comp” will pro-
vide income replacement.  But in fact, the 
Council for Disability Awareness reports 
90 percent of all disabilities are from ill-
ness.  And although it’s true that workers’ 
comp replaces a portion of income in the 
event of a work-related injury or illness, the 

council’s statistics show there’s less than 
a 5 percent chance that disabling injuries 
and illness are work-related.

Big Myth No. 3: “It’s too 
expensive”
No one wants to become “insurance poor,” 
and clients don’t need to buy insurance for 
every risk. For example, the likelihood of 
being hit by an asteroid is one in 700,000 
and is an unlikely exposure to insure.  
However, for risks that don’t happen very 
often, but which have a high financial con-
sequence, insurance is an ideal and afford-
able way of shifting the financial impact. 

There are numerous ways to acquire 
disability insurance, from plans covered or 
offered by employers to association plans 
to individual coverage. All have their own 
benefits and commensurate costs.

SSA reported it denied an average of 61 
percent of disability claims. For claims that 
were approved, the average monthly Social 
Security disability benefit was $1,165. It’s 
probably not enough to pay the mortgage, 
put food on the table and give the kids a 
modest spending allowance.

Let ’s consider some addit iona l 
information:

The American Journal of Medicine 
reports that every 90 seconds, someone 
files for bankruptcy in the wake of a seri-
ous illness.  In fact, more than 50 percent 
of all personal bankruptcies have underly-
ing, unpaid medical expenses.

» Only one-third of today’s workers have
disability insurance through work, leaving 
an estimated 75 million Americans without 
coverage. Yet the Federal Reserve reports
that three-quarters of workers today do not 
have enough emergency savings to cover
six months or more of their expenses and
half of all households could not raise $400 
for an immediate financial emergency.

» According to a 2012 FBI report, the risk
of a home robbery is .113 in 100, but peo-
ple believe they’re more likely to be robbed 
than to become disabled (in spite of the 25 
percent likelihood of incurring a disabil-
ity lasting at least 90 days during people’s
working years).

Convinced? Share the facts and help 
your clients explore the benefits and costs 
of indemnifying them and their families in 
the event of an income-disabling sickness 
or accident.  Using an online DI insurance 
quote calculator — such as the one found on 
the Guardian Life website —  makes it easier 
for your clients to evaluate disability income 
insurance. It provides them information 
online about how much disability coverage 
will cost and lets them see what increases 
or decreases the price. That way, when they 
work with you to purchase insurance, they 
already have a good understanding of the 
pricing and coverage they want. 

Richard M. Weber, MBA, 
CLU, AEP, is president and 
principal of The Ethical 
Edge, a consulting firm pro-
viding fee-only analytics 
and services to insurance 
firms, family offices, and 
high-net-worth individuals. He serves as a 
consultant to Guardian Life. He may be con-
tacted at richard.weber@innfeedback.com.
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TOP 10 CAUSES OF SOCIAL
SECURITY DISABILITY CLAIMS

1.  Musculoskeletal 
Problems

2. Heart Disease
3. Cancer
4.  Mental Health

Conditions
5. Diabetes

6.  Nervous System 
Disorders

7. Strokes
8. Autism
9. Accidents
10.  Complications 

From Pregnancy
and/or Childbirth
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