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Doctors, lawyers, architects, dentists, engineers, accountants, and other specialty-licensed
professional practitioners face insurance planning risks that differ from those of the average business
owner or employee. Theirincome may depend heavily on the ability to use highly specialized skills, and

losing that ability, even partially, can create significant financial strain.

Many professionals also carry meaningful debt, including student loans, practice loans, and partnership
buy-ins, while their wealth-building years may begin later due to extended education, training, and
licensing requirements. Personal liability exposure from malpractice or practice ownership can add
another layer of complexity, and partnership or shareholder agreements may create contractual buyout

obligations at death or disability.
A well-constructed insurance plan should account for these risks before they become urgent.
Disability Insurance: The Most Overlooked Risk

During your working years, disability may be more likely than premature death, yet group coverage
through a hospital, firm, or employer may not be sufficient on its own. The most important feature to look
foris a true “own occupation” definition, which pays benefits if you can no longer perform your specific
specialty, even if you can still work in another field. Policies should also be non-cancelable and
guaranteed renewable so the insurer cannot alter the terms. Coverage should include residual or partial
benefits for reduced work capacity, a future purchase option to increase coverage without new medical
underwriting, and cost-of-living adjustments (COLA). Some carriers also offer student loan

reimbursement riders.
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As arule of thumb, prudent planning aims to replace 60-70% of gross income, as benefits are received
tax-free if premiums are paid with after-tax dollars. Most professionals will need to layer an individual
policy on top of any group coverage(s) to reach that target, and coverage should be locked in while young

and healthy, as rates and insurability only worsen over time.
Life Insurance: Match the Policy to the Purpose

Life insurance is best thought of in layers, with each layer covering a specific purpose. On the personal
side, coverage should be sized to replace income for a spouse and children, pay off the mortgage and
student loans, fund future education expenses, and cover any final expenses or estate taxes. On the
business side, life insurance can fund a buy-sell agreement, provide key-person protection, collateralize
practice loans, or support deferred compensation plans. Term life insurance is generally a suitable tool
for temporary needs such as loans, dependents at home, or income replacement during working years
because itis affordable and flexible. Permanent insurance solutions (whole or universal life) may be
better suited to lifelong needs such as estate liquidity or long-term business funding. Most professionals
benefit from a blend including both term policies for the working years and permanent policies for

extended or lifetime needs.
Special Planning Issues by Profession

Different professions face different planning nuances. Physicians and dentists should insist on
specialty-specific language, since a general “medical doctor” definition can leave a surgeon or
interventionalist under-protected, and should watch for mental/nervous and substance-use limitations.
Lawyers, particularly litigators, should confirm coverage if courtroom work becomes impossible, and any
partner buy-in debt should be independently covered. Architects and engineers must ensure cognitive
and vision-based impairments are treated on equal footing with physical ones. Accountants and other
financial professionals often see income spikes during busy seasons, so they may want policies
customized to use a rolling income average to ensure benefits reflect true earnings. Finally, practice
owners should consider Business Overhead Expense (BOE) insurance to keep the doors open and cover

rent, staff salaries, and utilities during a period of disability.
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Best Practices and Mistakes to Avoid

So where to start? Itis always best to take inventory and evaluate what you currently have. Pull group
life, group disability, and any individual policies; note benefits, definitions, and elimination periods. Work
with your advisors to identify potential gaps by comparing current coverage against your income, debts,

and family needs.

While this may seem a little overwhelming, consider the following priorities, best practices, and common

mistakes to avoid:

= Lockin disability coverage first. Secure a true own-occupation individual policy (even a small one)
during training or early practice.

= Layer life insurance by purpose. Term for income replacement and debts; permanent for estate or
business needs.

= Coordinate coverages with business documents. Ensure buy-sell agreements, partnership
documents, and loan covenants are properly funded by your policies.

= Revisit regularly by reviewing every 2-3 years or after marriage, children, partnership, orincome
changes is a best practice.

= Use profession-focused advisors. Not every insurance agent or financial advisor understands the
nuances of ‘own-occupation’ language or riders, specialty definitions, or the mechanics of
practice valuations and buy-outs.

= Avoid relying solely on employer group coverage (portability and definitions are usually weak).

= Avoid buying coverage too late — after a health issue, you may be uninsurable or rated.

= Ignoring BOE and buy-sell funding in a practice can be catastrophic for family and professional
partners.

= Being penny-wise and choosing the cheapest policy is rarely optimal given the complexities and
triggers in professional practice coverages.

= Failing to update beneficiaries after marriage, divorce, or partnership changes.
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Conclusion

For professionals, life and disability insurance isn't a commodity purchase; it's the foundation for
protecting decades of training and future income. Get the definitions right, layer coverage by purpose,
and revisit the plan as your career and practice evolve. Integration of these sound risk management
structures with your overall financial, tax, and estate planning provides financial security and peace of
mind, while allowing you to grow your practice and focus on becoming the very best professional you

aspire to be.

At HB Wealth, we have advisors who specialize in working with professional service practitioners. We
understand the unique risks that come with a specialized career, from own-occupation coverage to
funding partnership and buy-sell obligations, and we can help you build an insurance strategy that fits

your practice, your income, and your long-term goals. Connect with one of our wealth advisors who

specializes in working with professional service practitioners.



https://hbwealth.com/meet-the-team/wealth-advisors/?_specialization=professional-service-practitioners
https://hbwealth.com/meet-the-team/wealth-advisors/?_specialization=professional-service-practitioners
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Important Disclosures
This article may not be copied, reproduced, or distributed without HB Wealth’s prior written consent.

All information is as of the date above unless otherwise disclosed. The information is provided for
informational purposes only and should not be considered a recommendation to purchase or sell any
financial instrument, product, or service sponsored by HB Wealth or its affiliates or agents. The
information does not represent legal, tax, accounting, or investment advice; recipients should consult
their respective advisors regarding such matters. This material may not be suitable for all investors.
Neither HB Wealth nor any affiliates make any representation or warranty as to the accuracy or merit of
this analysis for individual use. Information contained herein has been obtained from sources believed to
be reliable but are not guaranteed. Investors are advised to consult with their investment professional

about their specific financial needs and goals before making any investment decision.



