
 
 

Questions Every Business Owner Should Ask 
A simple way to uncover planning gaps around ownership, continuity, retirement, and income security.  

 
 

Your Business & Your Exit 
• If you stepped away tomorrow, who would take over 

your business? 
• Do you know what your business is worth today? 
• How do you envision transitioning ownership? 

• Would your current plan create clarity or confusion? 
 

Business Continuity 
• Who are the key people your business depends on? 
• What would happen if one was no longer there? 

• Would your business continue operating smoothly? 
 

Retirement & Income 
• Is your business a major part of your retirement plan? 

• How will that income actually be realized? 
• Would pulling money from the business create strain? 

 
 

Questions Every Individual Should Ask 
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Family & Legacy 
• How would your family be affected financially? 

• Would they need to sell the business? 
• Is there a plan for fairness among family members? 

 

Personal Protection 
• When was the last time you reviewed your coverage? 
• How long could your family maintain their lifestyle? 

• Do you have disability coverage in place? 
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Business Planning Question Framework 
Use these questions to uncover planning gaps and identify opportunities across business and personal planning. 

 

Opportunity Signals 
• No updated valuation → Business Valuation / Buy-Sell 

• Key person risk → Key Person Life / Disability 
• Business = retirement → Exit Planning / Income Strategies 
• Family liquidity concern → Estate Planning / Life Insurance 

• No disability coverage → Disability Insurance / BOE 

Key Questions to Ask 
• Do you know what your business is worth today? 

• Who takes over if you exit the business? 
• What happens if a key person is lost? 

• How is your retirement income being created? 
• What protection exists for your family? 

Conversation Flow 
• Start with exit and valuation questions 

• Move to risk exposure (key person / continuity) 
• Transition to family and legacy impact 

• Position solutions only after clarity is established 

Close Strategy 
• If even one answer is unclear, position a review 

• Keep the conversation discovery-based 
• Lead with risk, close with clarity 
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CASE STUDY  

Group LTD and 
IDI team up  
to help protect 
more income.

Executives of one company faced an income-protection gap. See how one financial 
professional helped the employer achieve a successful outcome by supplementing the 
executives’ group long-term disability (LTD) coverage with individual Disability Income (DI) 
insurance from Principal®. 

CLIENT PROFILE
• Healthcare company 

• 400+ employees

• Group LTD for all 
employees—60% 
of base income 
covered up to 
$15,000 a month

• 14 executives:
 › Earn more than 
the monthly 
LTD cap

 › Have earned 
income that’s 
not considered 
base income 
(i.e., bonus and 
other incentive 
compensation) 

The challenge—need more income protection.
For the employer’s 14 executives, the $15,000 a month of LTD coverage 
provided a good foundation of income protection. But as their income 
increased above this monthly cap, their income-replacement ratio 
decreased. For example, consider an executive who earns $480,000 a year 
($40,000 a month). With group LTD, the $15,000 a month benefit protects 
just 38% of their annual salary before taxes. 

The solution—group LTD and DI work together.
The employer wanted to protect more of their 14 executives’ total salary. To 
help do this, the financial professional saw an opportunity for the employer 
to supplement the current employer-paid LTD coverage with up to $10,000 
a month of employer-paid DI insurance. These two products worked well 
together to help increase the total income-replacement ratio up to 60% for 
each of the executives. 

And the DI policy will stay with each executive even if they change 
employers. If this happens, the executive will pay the premium for the 
individual DI coverage going forward. 

Not indicative of future results. Individual results may vary.



Sales idea
Illustrate the income-
replacement ratio 
challenge with 
employers and 
business owners 
using the “Compare 
the coverage” flyer 
(JJ1707). It shows a 
sample census with 
the income-replacement ratio for group LTD 
alone and when paired with individual DI. 

Approach tips
Take advantage of similar opportunities to help 
employers and business owners protect more of 
their highly compensated employees’ income by 
adding DI. Look for new and existing clients with the 
following profile: 

• Five or more key employees, ages 55 and under,
working 30+ hours a week

• Interest in recruiting and retaining their top talent

• Other disability insurance products with you

Let’s connect

Without individual DI insurance

Title Annual  
base salary

Annual  
bonus

Total annual 
compensation

Group LTD* 

monthly 
benefit

Individual DI 
monthly  
benefit

Percentage 
of salary 
replaced

CEO $200,000 $150,000 $350,000 $10,000 $0 34%

Sr. VP $175,000 $100,000 $275,000 $8,750 $0 38%

VP $100,000 $75,000 $175,000 $5,000 $0 34%

Manager $75,000 $50,000 $125,000 $3,750 $0 36%

Manager $50,000 $25,000 $75,000 $2,500 $0 40%

With individual DI insurance

Title Annual  
base salary

Annual  
bonus

Total annual 
compensation

Group LTD* 

monthly  
benefit

Individual DI 
monthly  
benefit

Percentage 
of salary 
replaced

CEO $200,000 $150,000 $350,000 $10,000 $11,875 75%

Sr. VP $175,000 $100,000 $275,000 $8,750 $8,425 75%

VP $100,000 $75,000 $175,000 $5,000 $6,000 75%

Manager $75,000 $50,000 $125,000 $3,750 $4,050 75%

Manager $50,000 $25,000 $75,000 $2,500 $2,175 75%

1 60% of base salary up to $10,000 a month in benefits, 90-day elimination period, to age 65 benefit period, 
taxable, integrated with Social Security. These examples are for illustrative purposes only.

 Group and individual disability insurance

Compare the coverage 
These charts show how much more income protection highly compensated employees 
can receive when individual Disability Income (DI) insurance is added to a group long-term 
disability (LTD) insurance offering.

 Contact your local representative.

principal.com 

Insurance products issued by Principal Life Insurance Company®, a member of the Principal Financial Group®, 
Des Moines, IA 50392. 
For producer information only. Not for use with consumers or the public. This summary is not a complete 
statement of the rights, benefits, limitations, or exclusions of the coverage. 

Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee

Not insured by any Federal government agency

Principal®, Principal Financial Group®, and Principal and the 
logomark design are registered trademarks of Principal Financial 
Services, Inc., a Principal Financial Group company, in the 
United States and are trademarks and service marks of Principal 
Financial Services, Inc., in various countries around the world.
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Income Protection

Which Option Would You Choose?

Which job would you rather have?

For a small percentage of your salary, Principal Life can help replace a portion of your 

income and help protect what it provides if you become too sick or hurt to work.

OPTION A OPTION B

$100,000
$98,600*

$60,000

Annual 
income  

if working 
(before taxes)

Income while 
disabled 
(without 
disability 

insurance)

Annual income 
if working, less 
DI insurance 

premium 
(before taxes)

Income while 
disabled from 
DI insurance 
policy (after 

taxes)

* $100,000 less $1,400 in hypothetical annual disability income insurance premiums. Premiums and $5,000 
monthly benefit amount depend on various factors. Your local representative can illustrate the exact amount you 
are eligible for based on current underwriting guidelines. This is a hypothetical example only.

$0



FOR MORE INFORMATION

Contact your local representative.

Principal Life Insurance Company, Des Moines, Iowa 50392-0002, www.principal.com

While this communication may be used to promote or market a transaction or an idea that is discussed in the publication, it is intended to 
provide general information about the subject matter covered and is provided with the understanding that The Principal is not rendering legal, 
accounting, or tax advice. It is not a marketed opinion and may not be used to avoid penalties under the Internal Revenue Code. You should 

consult with appropriate counsel or other advisors on all matters pertaining to legal, tax, or accounting obligations and requirements. 

Disability insurance has certain limitations and exclusions. For costs and complete details of coverage, contact your Principal Life representative.
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WE’LL GIVE YOU AN EDGE®


