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Sales ideas 

The following sales ideas can be used to help 
visually highlight some of the most common 
protection needs for families and individuals. 
They should be used as appropriate to the  
attitudes and characteristics of your client base. 





2. The DOMINO EFFECT 

An ideal way to present the need for income 
protection cover.

Illness/Injury Illness/Injury

Without income  
protection:

With income  
protection:

Time off work  
to recover 

Time off work  
to recover 

Bills can’t be  
paid/debts increase 

Income protection can help 
cover loss of earnings

Forced to sell property Debts managed through 
regular monthly benefit

Pressure on partner/family Use the time wisely to 
recover 

Focus on getting  
by and uncertain 

future

Focus on getting 
better rather than 

getting by



3. The alternative diary 

To help highlight how lifestyles can change.

If your client were to look at their diary for a  
typical day (assuming their partner were able  
to look after the family home), what would it 
look like?

31 March – Wednesday

8am  	 Check emails
9am 
10am  	 Business/client calls  
11am  	 Sales meeting
12noon
1pm  	 Client lunch
2pm	
3pm  �	 Preparation for board meeting
4pm
5pm 
6pm  �	 Arrange birthday meal/drinks
7pm
Evening	 Cinema



31 March – Wednesday

8am	 Ensure last night’s work complete
         	 Get breakfast ready and do washing
9am	 Children to school
10am	 Check emails
11am	 Sales meeting
12noon	 Sandwiches / phone clients
1pm 
2pm	 Business/client calls
3pm	 Arrange evening work to take home
4pm	 Collect children / Supermarket
5pm	 Children to swimming club and do ironing
6pm	 Business/client calls  
7pm	 Supervise homework
Evening	 Office work

This allows you to very simply highlight how 
lifestyles can change in a very dramatic way  
if a partner is unable to perform the many 
demanding roles involved in looking after the 
family home and children.

How would they cope if they had to juggle work 
commitments and look after their home and 
children if they were on their own?



4. Money machine 

To help highlight the importance of income 
protection.

Imagine this scenario:
a) 	A machine sits in your client’s living room;
b)	 It works on the first day of each month;
c)	� It produces an amount of money equal to 

their monthly salary.
d)	� How would you advise they look after the 

machine? Clean it? Service it? Insure it?
e) 	�Your client is THAT machine – they should 

be insured against an illness or injury!

Reading through the scenario identifies the  
need for protecting income especially when 
considering the ‘machine’ analogy.



5. Think about outgoings 

To help highlight the need for income protection.

Even though your clients may have protected their 
mortgage against critical illness or death, what 
about their monthly outgoings in the event of long 
term non critical illness or injury? How would their 
continuing monthly outgoings be met,  
for example:

•	 Mortgage £600
•	 Council Tax £150
•	 Utilities £100
•	 Mobile, Telephone, Internet £80
•	 Food £300
•	 Car expenses / Travel £150
•	 Childcare £500
•	 Insurance £60
•	 Holidays / entertainment / activities £250

How much does this add up to? £1,000, £1,250, 
£1,500, over £2,000 a month?

What could your client afford if their income 
stopped and they were unable to work due to  
incapacity caused by an illness or injury?



6. The value of covering yourself  

To help focus on the importance of  
protection cover.

Your client is offered two identical jobs with  
different salaries: 

Position 1 – £25,000 p.a. + life assurance + private 
medical insurance + long term income  
protection against accident and illness.

Position 2 – £25,500 p.a.

Which position would you take? Why?

Your client would more than likely choose  
Position 1 that offers additional benefits. Discuss 
the reasons why they made this decision and 
this will help focus on the importance of  
protection cover.







Reasons to sell OUR 
Income Protection 
Benefit Plan 

Legal & General’s Income Protection Benefit  
Plan aims to provide a monthly benefit if your 
client is unable to work due to incapacity caused 
by illness or injury leading to a loss of earnings. 

The benefit provided by this plan could  
help towards:

•	 Paying mortgage repayments. 

•	 Repaying household bills.

•	 �Paying for private medical treatment 	
during recovery.

•	 Maintaining individual or family lifestyles.

With a wide range of benefits and features our 
Income Protection Benefit Plan offers your clients the 
control and flexibility to provide the financial support 
they may need to help protect their way of life.



�Income protection gives your client added peace 
of mind and security should they suffer loss 
of earnings if they were unable to work due to 
illness or injury.

The Income Protection Benefit Plan: 

•	 is always on a single life basis

•	 has guaranteed premiums

•	 has eligibility criteria. 

What your client needs to consider:	

•	 How much monthly benefit they would need? 

•	 �At what age do they want the cover to 	
last until? 

•	 �How long do they want to wait before the 
monthly benefit begins to be paid? 

 �They also need to be aware of the definition of 
incapacity that applies.

�Please refer to our Adviser Guide to Income 	
Protection Benefit Plan (W12790) which gives 	
a detailed insight into the plan with simple, 	
easy-to-understand examples of how it works. 



Income protection 
THE FACTS

The income protection gap has remained the 
same for the first time in six years at £190 billion 
of annual benefit.

Source: �‘Swiss Re Term & Health Watch 2010’ report.

3 out of 5 people could not survive financially if 
they were unable to work due to injury or illness. 

98% could not survive on Government 	
support alone.

Source: Nationwide Building Society Survey 2008.

The number of working age claimants of 	
Employment and Support Allowance (ESA) 	
and incapacity benefits totals 2.6 million in 	
August 2010.

Source: Department for Work and Pensions 	
October 2010. 



28.5 million days were lost overall (1.2 days 
per worker), 23.4 million due to work-related ill 
health and 5.1 million due to workplace injury.

Source: Health & Safety Statistics December 2010.

1.3 million people who worked during the 	
last year were suffering from an illness (long 
standing as well as new cases) they believed 
was caused or made worse by their current 	
or past work. 555,000 of these were new cases. 

Source: Health & Safety Statistics December 2010.

15 million Britons could not survive until the 
weekend on savings. HSBC research reveals that 
30% of adults have less than five day’s average 
pay in savings (£249) set aside as a financial 
safety net.  

Source: Credit Action December 2010.

Homeowners need on average £298.66 per week 
to survive financially – an amount which will be 
increasingly difficult to achieve in the current 
economic climate without a regular income and 
any form of protection insurance in place, such 
as Critical Illness Cover or Income Protection.

Source: Nationwide Building Society Survey 2008.

30% of parents say they would rely on state 
benefits. 21% would rely on savings.

Source: Legal & General Value of a parent research 2009.



Income Protection 
Benefit Plan  
added benefits at no extra cost

The following benefits are included in the plan  
at no extra cost. Terms and conditions apply –  
for full details please refer to our Key Features 
document (W12774) for information on the policy 
benefits and limitations.

Premiums are waived when the client receives 
the benefit payment.

Flexibility to increase the level of cover 	
if circumstances change, for example, if your 
client’s salary increases due to a promotion or 
change in employment or they increase their 
mortgage. This is also available every third policy 
anniversary. This can be exercised a maximum 
of three times throughout the term.

Continuous cover if the client takes statutory 
maternity or paternity leave, a career break or is 
made redundant.



Hospitalisation benefit if the client is confined 	
to hospital for more than seven consecutive days. 	
A payment of 1/30th of the monthly benefit with 
be paid (up to £150 per night) whilst in hospital 
for a maximum of 13 weeks.

Death benefit should the policyholder die 	
while the policy is in force. A lump sum equal to 
the current annual premium or 12 times the 	
current monthly premium at date of death.

Proportionate benefit if following a claim, the 	
client returns to work, but because of the 
incapacity they are only able to return to a lower 
income occupation, then a proportionate benefit 
is payable. This is reduced in accordance with 
clients’ new earnings.

Linked claims if the client is incapacitated after 
returning to work within 12 months of the same 
or related cause, then the deferred period 	
won’t apply.



Income Protection 
Benefit Plan  
optional benefits

The following benefits are available to the  
client and may incur an additional cost. These 
must be chosen from outset. Terms and conditions 
apply – for full details please refer to our  
Key Features document (W12774) for information 
on the policy benefits and limitations.

Low cost option For a reduced premium, the benefit 
will only be paid out for a maximum 
of five years for all periods of 
incapacity. Once five years’ benefit 
has been paid the plan will end. 
Not available if stepped benefits 
or permanent and total incapacity 
benefit options are selected.



Indexation 
option 

To keep the cover in line with 
increases in the Retail Prices 
Index (RPI), the client can increase 
the benefit by the RPI (more than 
1%, max 10%) on every policy 
anniversary. The premium will 
increase by the change in RPI 
multiplied by 1.5. 

Stepped 
benefits 

Permanent and 
Total Incapacity 
benefit 

Two levels of benefit can be chosen 
with two different deferred periods. 
This allows the client to integrate 
their cover more closely with 
employer provided benefits.
Not available if low cost option is 
selected.

If the client has been incapacitated 
for at least 24 months and 
incapacity is likely to be permanent 
then the monthly benefit is 
increased by 20%.
This option is charged as an 
additional 10% of premium.
Not available if low cost option 	
is selected.



Underwriting 
instant source of information

� ONLINE – thousands of advisers every month 	
use our website.

Dedicated Underwriting and Claims Solutions 	
website on our Adviser Centre which is totally 	
devoted to answering all your underwriting	
questions. Information available on the site 
includes:	
–	�All our automatic evidence limits for medical 	

and financial information. 
–	�Details of our claims processes and contact 

numbers.
–	The underwriting process. 
–	�In depth guide to medical conditions, the evidence 

we need and any potential underwriting decisions.
–	�Occupation guides and potential ratings. 
–	�Underwriting related literature to guide clients 

through the process and questionnaires.

We have a dedicated website and a team of 
technical consultants to provide you with  
underwriting technical support.



TELEPHONE – helping over 250 advisers 	
everyday through telephone support.

Medical Underwriting Technical Advice Line  
(MUTAL) provides help and advice for your point 
of sale underwriting queries. Guidance can be given 
on any areas of underwriting such as the potential 
evidence requirements or likely underwriting 	
decision given a client’s circumstances to enable 	
you to manage your client’s expectations.

Our underwriting technical consultants 	
provide an instant source of information and 	
are available Monday to Friday from 9.00am 	
to 5.30pm.

 Telephone: 0370 333 3699

Call charges may vary. We record all calls and give 
a reference number so we can cross-reference 	
applications with the original pre-sales 	
underwriting opinion.

FACE TO FACE
Our Underwriters are available at roadshows and 
through face to face visits. They can answer any 
questions you may have about underwriting or 
provide training on any aspect of our underwriting 
philosophy and processes. To request a visit from 
one of our underwriters please speak to your 	
usual Legal & General contact. 



Claims service 

Telephone: 0800 027 9830

Our claims notification line is open from 	
Monday to Friday, 9.00am until 5.30pm.

Our claims team, trained by the Samaritans, 	
help to ensure all your clients’ claims are 	
managed with both compassion and 	
competence.

•	 �Your client will be supported by a dedicated 
and experienced claims assessor, who will look 
after their claim from start to finish.

•	 �As part of our claims service for your client we 
have a confidential 24 hour help and advice 
service. This service currently offers:

	 –  a stress helpline
	 –  sympathetic counselling
	 –  details of self help groups and charities
	 –  guidance on financial matters
	 –  information on social services
	 –  practical medical and health care advice.



Useful numbers  
If you need help, give us a call

Protection Sales Team 
0845 273 0010  
Monday to Friday 9.00am to 5.00pm.

Medical Underwriting Technical  
Advice Line (MUTAL)
For help and advice on underwriting topics 
before submitting an application, phone: 

0370 333 3699 
Monday to Friday 9.00am to 5.30pm.

For more information on our Income Protection 
Benefit Plan, or to order copies of our literature, 
please speak to your usual Legal & General 
contact or visit: 	
www.legalandgeneral-incomeprotection.com



Commission enquiries helpline 
0370 900 5010  
Monday to Friday 9.00am to 5.00pm.

Adviser Centre Support
For web related technical help, system access 	
problems or registration queries, please call: 

0370 050 0274 and select one of the further 	
options given. 

Monday to Friday 8.30am to 5.30pm.

Adviser Centre Registration Helpline
0370 050 0274 (option 2). 	
Monday to Friday 9.00am to 5.00pm.

We may record and monitor calls. 	
Call charges may vary.
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